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WHERE MEN CAN DIE

How little recks it where man lie, 
When once the moment’s past 

In which the dim and glazing eye 
Has looked on earth its last. 

Whether beneath the sculptured urn 
The coffined form shall rest,

Or in its nakedness return 
Back to its mother’s breast!

Death is a common friend or foe,
As different men may hold,

And at its summons each must go, 
The timid and the bold.

But when the spirit, free and warm, 
Deserts it, as it must 

What matter where the. lifeless form 
Dissolves again to dust?

The soldier falls ’mid corpses piled 
Upon the battle plain 

Where reinless war steeds gallop wild 
Above the mangled slain;

But though his corpse be grim to see 
Hoof trampled on the sod,

What recks it, when the spirit free 
Has soared aloft to God!

The coward’s dying eyes may close 
Upon his downy bed,

And softest hands his limbs compose 
In garments o’er him spread,

But ye who shun the bloody fray 
Where fall the mangled brave,

Go—strip his coffin lid away 
And see him in his grave t

’Twere sweet indeed to close our eyes 
With those we cherish near,

And, wafted upward by their sighs 
Soar to some calmer sphere;

But whether on the waters high,
Or in the battle’s van 

The fittest place where man can die, 
Is where he dies for man.
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McCray Quality is Enduring Quality
Every M cCray Refrigerator is built to last. It’s record  of service is unusually 
long. W hen you install a M cG ray 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  

p roved  to be the best possible kind for each particular purpose;
— all lum ber is thoroughly seasoned, air-dried and  cured in our own 

kilns, so that every p a rt fits perfectly, doors close tightly and  retain  
their shape perm anently— there is no w arping or sagging;

— the m ineral w ool insulation is so placed th a t it does no t sag and  
leave some parts of the wall unprotected;

— every process of m anufacture, every detail of construction dow n 
to the last hinge and door fastener, is given the care and  devotion 
which M cCray standards of quality dem and.

R em em ber it has always been our steadfast purpose to build the best possible 
refrigerator. Your grocer friend who uses a  M cCray will tell you w e have 
succeeded.
You can buy a McCray with the profit that it saves you. A sk abou t our easy 
paym ent plan.
Send the coupon now  for further inform ation. W e 11 gladly suggest specific 
equipm ent to m eet your needs, w ithout obligation.

McCray Refrigerator Co.
2344 Lake Street KendaUviUe, Indiana

Salesrooms In All Principal Cities
Grand Rapids Salesroom , 48 South Division Ave. D e t r o i t  Salesroom, 36 E. Elizabeth S t

McCray R efrigera to r Co.,
2344 L ake S tree t, K endallville, Ind. 

G entlem en: P lease send  inform ation  on r e 
frig e ra to rs  for
( ) G rocers an d  D elicatessen  sto res 
( ) H otels, R e sau ran ts , H osp ita ls and  In s titu tio n s  
( ) M eat M arkets 
( ) R esidences 
( ) F lo ris ts

NAM E ___________________________________________

ADDRESS ________________________________________
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CHRISTMAS AT THE MISSION.
Mel Trotter has been very ill at a 

hotel in Washington, where he has 
been holding a series of revival meet
ings in one of the leading churches 
of that city. Whether or not he re
covers in time to supervise the Christ
mas festivities at the Rescue Mission, 
as is usually his custom, his associates 
and assistants will undertake to see that 
the little folks have cause for thank
fulness on Christmas day, providing 
the friends of the institution provide 
the funds to make an adequate celebra
tion possible. Any sum the generous 
supporters of the Mission can spare 
will be welcomed and made to go as 
far as possible in making the event a 
memorable one for those who would 
otherwise have little or no Christmas 
cheer brought into their lives.

Contributions should be mailed di
rect to the City Mission, corner of 
Market avenue and Louis street.

COTTON PROSPECTS.
The past week witnessed some not

able drops in spots and futures, one 
day showing a clear decline of over 
100 points, or more than $5 per bale. 
There are, however, still some enthus
iasts who are, or profess to be, con
vinced that 40-cent cotton may yet 
come. In England the Lancashire 
American cotton spinners voted for a 
twenty-four hour week for 38 per 
cent, of the spindles and a thirty-two 
hour week for 28 per cent. Because 
of this, organized short time work 
ceased on Dec. 1, and some other form 
of trade control is regarded as a pos
sibility. The price disturbances have 
had the effect of unsettling the goods 
market here. Second hands began to 
let go of some of their holdings on 
the declines in the raw material. But 
the mills are holding fast to ttheir 
prices when they are not advancing 
them, claiming that they are unable 
to do business at a profit at present 
prices except in the rare instances

where they have stock goods made 
from cheaper cotton. But buyers are 
loath to pay the asking prices. This 
was shown even at the clearance sales 
by Chicago jobbers held early in the 
week. Finished fabrics are being ad
vanced in all directions. Following 
higher prices for branded bleached 
cottons came advances on unbranded 
cloths, and since then percales and 
other prints have gone up. In knit 
goods the principal movement has 
been fin outerwear.

WHY GOLD KEEPS COMING.
Heavy gold imports have been in 

evidence during the past few weeks, 
and this, in the opinion of interna
tional bankers, represents a flight of 
capital from Europe to America. The 
movement of gold to this country has 
occurred simultaneously with the im
provement in sterling. The prospect of 
a hard winter abroad—hard in the 
economic if not in the climatic sense 
—with unemployment, rioting and 
political upheavals, has 'created a de
sire on the part of foreign investors to 
seek safety by switching into Ameri
can securities. Secretary Hoover is 
of the opinion that if this flight of 
capital to America had not taken 
place the United States in the last 
few months might have been releas
ing some of its gold to Europe. Our 
imports and exports of merchandise, 
he points out very nearly balance each 
other, while the so-called “invisible 
balance” is against this country. To 
meet the latter this country would 
normally have to export gold. These 
considerations suggest the possibility 
that when Europe is eventually 
stabilized we shall begin the export 
of our surplus gold. This will be 
generally welcomed as removing an 
incentive to inflation.

RETAIL POLICIES IN 1924.
Little material change in retail 

merchandsing policies for 1924 is 
foreseen by those looking ahead of 
this period. The success with which 
the stores have followed the policy 
of buying frequently, keeping stocks 
light and emphasizing speed of turn
over commends it to them asi the 
most advantageous one to follow dur
ing the traditionally troublesome 
Presidential election year. Within 
these restrictions the tendency is to 
believe that retail sales during the 
coming year will be good. Mail or
der houses are likewise expected to 
do well, continuing the excellent 
sales they have had during the last 
eleven months. It appears indicated 
that the retail distributor will again 
be placed in a more strategic posi
tion than that occupied by the manu
facturer, and in some ljjiçs, the wholes 
sale as well.

UNFAIR RADICALS.
The radical members of Congress 

are making a great ado over the fact 
that the Secretary of the Treasury has 
urged among other things, that the 
surtaxes be cut in half. Criticism of 
this from the viewpoint of public 
finance would be perfectly in order, 
but instead of this they are making 
nasty insinuations that this recom
mendation has been made by a 
wealthy man, and that the benefits 
from it will accrue to persons of 
wealth. This is a disgusting appeal 
to class prejudice and a gross injus
tice to a high-minded, public spirited 
official who has proved himself one 
of the worthiest among the succes
sors of Alexander Hamilton. The 
proposed reduction in the surtaxes, 
instead of “letting off the rich,” as 
the demagogues at Washington are 
shouting, will actually result in many 
of them paying the surtax who are 
now avoiding it. Lower surtaxes will 
remove some of the temptation to 
escape them by investment in tax- 
exempt securities. Secretary Mellon 
also seeks to close the door to fur
ther evasion in this way by urging 
that the issue of tax-exempt securities 
be discontinued. Likewise he has 
urged the reduction in the normal tax 
on income in the interest of individ
uals of moderate means, and this class 
will also be favored if his proposal 
to tax earned incomes at a lower 
rate than unearned is adopted.

“FIREPROOF” IS MISNOMER. 
That the term “fireproof” is a mis

nomer and should be replaced by 
“fire resistive” is the recommendation 
of a committee of the National Fire 
Protective Association. This belief 
is based on the fact that certain ma
terial will resist fire better than 
others. Fire of sufficient intesity will 
damage any known substance. As 
the result of hot fires, steel girders 
will warp and twist, concrete will 
crack and stone and marble chip, so 
that while not totaly destroyed, they 
are rendered unavailable for the use 
for which they were intended.

Lower Flour Prices Not in Order.
W ritten  for the T radesm an.

The average price of wheat has been 
well maintained during the past nine
ty days, with an advance of approx
imately 5c per bushel over the period, 
and it does not appear there will be 
developments that will materially 
change the price situation for the next 
ninety days.

There are no reliable reports is
sued, none can be issued, during the 
winter months covering the Central 
and North Central States, unless win
ter conditions should be very unusual 
and growing wheat should be visibly 
affected by thawing and freezing 
weather through the winter months, 
also suffering from lack of snow pro

tection through severe weather.
The visible supply of wheat is larger 

at this time than a year ago, but con
siderably smaller than the year before 
or three years ago. Stocks are not 
burdensome. Farmers in the Central 
States, as a general proposition, have 
not been really free sellers and, as a 
consequence, there is quite a quantity 
of wheat back in producers bands, 
although more than a normal amount 
of wheat has been ground for feed 
this year on account of the high prices 
of bran and middlings.

The Kansas State report shows a 
decrease in acreage of about VA mil
lion, leaving a total acreage of 9$4 
million, but the decrease in acreage 
is somewhat offset by the better con
dition of wheat, is being 86 per cent, 
of normal this year against 71 per 
cent, of normal last year.

In Kansas farmers have marketed 
approximately 77 per cent, of their 
crop against 65 per cent, last year, so 
this State has been a very free seller, 
instead of rather backward in mar
keting, as has been the case with some 
other sections.

Exports of wheat and flour, figured 
as wheat, from the United States 
during November were 16,000,000 
bushels, making a total amount ex
ported on the new crop, or since the 
1st of July, of 90,000,000 bushels com
pared to 132,000,000 bushels a year 
ago.

The smaller amount exported is ac
counted for by the fact that Canada 
has been a free seller and there has 
been considerable difficulty in financing 
sales in Europe. Naturally, any im
provement in financial conditions of 
Europe will materially improve the 
demand for American wheat as well 
as other American products, both of 
farm and factory.

The price of corn has remained firm, 
comparatively speaking, and is a bul
lish element, of course, in the price 
of wheat.

Summing the whole situation up, it 
does not appear that lower prices are 
or until after the holiday season; then 
there is not enough activity among 
buyers to warrant a pronounced ad
vance.

We are inclined to look for rather 
soft markets for the next thirty days, 
or until afterthe holiday season; then 
a moderate advance from the present 
basis is probable. Both wheat and 
flour, in fact, are considered good 
property and replenishment of stocks 
on breaks is advisable.

Lloyd E. Smith.

Fruit trees are sometimes improved 
by grafting. This does not seem to 
work so well in the case of political 
timber.

A fanatic is usually a man who is 
greatly interested in the things in 
which you are not concerned.



2 M I C H I G A N T R A D E S M A N D ecem ber 12, 1923

Proceedings of the Grand Rapids 
Bankruptcy Court.

G rand  R apids, Nov. 28—On th is  day 
w ere received the  schedules, o rd er of 
refe rence  and  ad ju d ica tio n  in b an k ru p tcy  
in th e  m a tte r  of F red  R. N ew m an, B a n k 
ru p t No. 2398. The m a tte r  h as  been r e 
fe rred  to B enn M. Corw in a s  re fe ree  in 
ban k ru p tcy . T he b a n k ru p t is  a  resid en t 
of H astin g s. T he schedules of the  b a n k 
ru p t l is t a s se ts  of $10,001.67, of w hich 
$1,750 is claim ed a s  exem p t to  sa id  
b an k ru p t, an d  liab ilitie s in th e  su  mof 
$14,572.51. T he firs t m eeting  h a s  been 
called for Dec. 13. A lis t of th e  cred ito rs
of the  b a n k ru p t is a s  follows:
C harles B arb er, P ra iriev ille  _____ $155.00
H arold  C ross, M id d lev ille_________  65.74
.Lloyd M cN utt, H as tin g s  _________  25.37
Floyd T aber, H astin g s ____   30.00
C arl B erkley, W oodland ________  2.62
W. M. F urlong, W o o d la n d _______  6.60
John  G ardner, W oodland ________  10.00
L aurel M arshall, M organ _______  18.00
Jo h n  A nder, M iddleville _________  10.00
S tan d ard  Oil Co., L ake O d e s s a ___  91.40
Dr. H oughton, C aledonia _______  734.31
L ansing  M otor & P um p Co., L a n 

sing  _________________   __1600.00
Saginaw  Silo Co., S a g in a w _______ 140.00
H olm an & De W eerd  A uto Co.,

B yron C ente r __________    500.00
Goodyear B ros., H as tin g s  _______  75.00
L ynn M astenbrook, Bow ens Mills 100.00
M. A. N ew ton, Byron C e n te r ___  60.00
E rn e s t W estphau i, Mt. P l e a s a n t_150.00
P erry  Nichols, G rand  R apids ____ 150.00
F a rm e rs  & M erchan ts B ank, N a sh 

ville _________   1725.00
W. J . Holloway, H astin g s; A rth u r

Brace, Middleville _____________ 1400.00
John  Shively, C aledonia _________ 1270.00
C aledonia S ta te  B ank, Caledonia__1000.00 
R. C. F u lle r L um ber Co., H as tin g s  17.60 
G ates & H un tsinger, L ake O dessa 109.48
T ake & Huiok, C a le d o n ia _______  21.53
C. H. K insey, C aledonia ________ 314.85
F arm  B ureau  E xchange, W oodland 7.03
Skinners G arage, H astin g s ______ 162.41
L. Faul, W oodland ______________  54.45
V ictor Oil Co., C le v e la n d _____ ___  29.05
A. W arner, W oodland ____________ 155.67
R. T. F rench  & Sons, C a le d o n ia _13.76
Edm ons E levato r Co., H astin g s __ 16.76 
Jo h n  & H erm an  M aurer, N ashville 300.00
C. D. G arn, W o o d la n d __________  27.94
H olm an & De W eerd, B yron C en te r 65.00
Rollo G. M osher, W a y la n d ______  17.25
H astin g s N ational B ank, H as tin g s  25.00 
H as tin g s  C ity  B ank, H as tin g s  __ 35.00
C harles Sherwood, H a s t i n g s _____ 100.00
N eitheim er G arage, W o o d la n d __  75.00
Sody & R affier, W o o d la n d _______  10.00
Spike W inger, C a le d o n ia _________  25.00
U niversal G arage, H as tin g s  _____  25.00
B yron & W hitm ore , E a g l e _______  75.00

C aledonia F o rd  G arage, C aledonia 20.00
R obert B erry , W oodland _______  10.00
John  G ardner, W oodland _______  70.00
C o-operative Oil Co., H a s t i n g s _57.90
H astin g s M illing Co., H a s t i n g s _88.33
Stowell & Sco tt Im plem ent Co.,

H as tin g s  _______________________  235.85
W illiam  L. Thom as, H a s t i n g s ___ 104.95
M. A. N ew m an, B y r o n _________1740.00
R. L. Rice, G rand R a p id s ________ 100.00
I. H . G ingrich, G rand R a p id s ___  50.00
Me K ay  N ash  M otor Co., G rand

R apids --------------------- 150.00
W inger & Clem ens, C a le d o n ia ___  277.20
Coon S taiger, C aledonia _________  75.00
Caledonia L um ber Co., C aledonia 75.00
B ancro ft S ta te  B ank, B ancro ft___  50.00
Ju d d  B ancroft, L an sin g  __________ 125.00
Cool & Dooley, H as tin g s  _______  30.00
Beach Mfg. Co., C harlo tte  ______  90.00
Sm ith  Bros. & V elte Co., H as tin g s  26.80
S tan d ard  Oil Co., M id d le v il le ___ 116.40
C itizens Tel. Co., C a le d o n ia _____  8.89
C onsum ers P ow er Co., C a le d o n ia_ 5.32
H om er Sawdy, W oodland _______  15.00

Nov. 30. On th is  day  w as held the  
firs t m eeting  of c red ito rs in the  m a tte r  
of Joseph  Thiel, B a n k ru p t No. 2378. T he 
b an k ru p t w as p resen t in person an d  by 
a tto rn e y  S. W esselius. No c red ito rs 
w ere p re sen t o r rep resen ted . One claim  
w as proved and  allowed. The b an k ru p t 
w as sw orn  and  exam ined  by the  referee 
w ithou t a  rep o rte r, and  it  appeared  from  
such exam ination  th a t  th e  only a s se t 
w hich w as no t exem pt to th e  b an k ru p t 
w as a  claim  for personal in ju ry  now  in 
su it  in c ircu it court, and  the  case w as 
therefo re  held open to  aw a it th e  re su lt 
of such case. No tru s te e  w as elected 
a t  p resen t.

On th is  day  also w as held the  special 
m eeting  and  sale in the  m a tte r  of O rton  
& Pow ers, e t al., B a n k ru p t No. 2357. 
The tru s te e  w as p re sen t in person. No 
rep re sen ta tiv e  of th e  b an k ru p ts  w as 
p resen t. V arious cred ito rs  and  b idders 
w ere p resen t in person. The p roperty  
offered for sale w as sold to' B. A. V riel- 
ding for $52. An o rder confirm ing the 
sale w as m ade. The m eeting  w as th en  
ad journed  w ith o u t date .

1« the m a tte r  of T hom as J . M ajchrzak, 
B a n k ru p t No. 2384, th e  funds fo r the 
first m eeting  have been fu rn ished  and  
the  first m eeting  will be held a t  the  
office of the  refe ree  Dec. 14.

In the m a tte r  of W atson  F uel & Sup
ply Co., B a n k ru p t No. 2353, th  co u rt is 
in receip t of a  petition  from  the  tru s tee , 
se ttin g  fo rth  th a t  i t  h as received severa l 
offers for portions of the  personal p rop
e r ty  of the  e s ta te , including m achinery , 
office fix tu res and  equipm ent, and  c e r
ta in  item s of coal an d  coke. T he offers 
ag g reg a te  $140 fo r p ro p erty  agg reg a tin g

$491 on th e  inven tory  and  ap p ra isa l on 
file, w hich sa id  ap p ra isa l m ay  be seen 
a t  e ith e r  G rand  R apids T ru s t  Co., th e  
tru s te e , or a t  th e  office of th e  referee. 
The sale will be held a t  th e  re fe ree’s 
office Dec. 10. All in te re s ted  should be 
p resen t a t  such  tim e and  place.

In  the  m a tte r  of W illiam  P erry , B a n k 
ru p t, th e  tru s te e  h a s  filed h is  final r e 
p o rt and  accoun t an d  a  final m eeting  
of cred ito rs  will be held a t  th e  refe ree’s 
office Dec. 11. T he tru s te e ’s  rep o rt and  
acco u n t will be passed  upon and  th e  a d 
m in istra tio n  expenses paid, so fa r  a s  the  
funds will perm it, th e re  being no d iv i
dends fo r general creditors.

Nov. 30. On th is  day  w as held  the  
first m eeting  of c red ito rs in th e  m a tte r  
of Jo h n  K arw oski, B an k ru p t No. 2387. 
The b an k ru p t w as p resen t in person and  
by a tto rn e y s  C arrol, K irw in  & Hollway. 
No cred ito rs w ere p re sen t o r represen ted . 
One claim  w as proved an d  allowed. The 
b an k ru p t w as sw orn and  exam ined  w ith 
o u t a  repo rte r. I t  appeared  th a t  the re  
w ere no a s se ts  in sa id  e s ta te  w hich w ere 
no t claim ed a s exem pt to the  b an k ru p t 
and th e  exem ptions being allowed, no 
tru s te e  w as appoin ted  and  th e  case 
closd and  re tu rn ed  to the  d is tr ic t court.

Dec. 3. On th is  day  w as held th e  first 
m eeting  of c red ito rs in the  m a tte r  of 
W illiam  H ughs, B a n k ru p t No. 2385. The 
b an k ru p t w as p re sen t in person and  by 
a tto rn ey , Jo h n  Nichol. No cred ito rs 
w ere p re sen t or represen ted . No claim s 
w ere proved an d  allowed. No tru s te e  
w as appointed. T he b an k ru p t w as 
sw orn and exam ined w ith o u t a  repo rter. 
The case being a  n o -asse t one, th e  sam e 
w as closed and  re tu rn ed  to  the  d is tr ic t 
court.

On th is  day  w ere received the  funds 
for expenses in the m a tte r  of C harles R. 
Me Ghie, B a n k ru p t No. 2396. T he first 
m eeting  of c red ito rs will be held a t  the 
refe ree’s office Dec. 17.

On th is  day  also w ere received the 
funds for expenses in th e  m a tte r  of Lee 
C. Rockwell, B a n k ru p t No. 2397. T he 
first m eeting  h as been called fo r Dec. 
17 a t  the  office of the  referee.

On th is day  w as also held the  firs t 
m eeting  of cred ito rs in the  m a tte r  of 
E ldridge & Lewis, B a n k ru p t No. 2390. 
The b an k ru p ts  w ere p resen t in person 
and  by a tto rn ey , W . F . U m phrey. Dan 
Youngs w as p re sen t fo r creditors. V a r i
ous cred ito rs w ere p re sen t in person. 
C laim s w ere proved an d  allowed. D avid 
Rorison, of E v a rt, w as elected  tru stee , 
r.nd the am o u n t of h is bond placed by the 
referee a t  $300. R oual L. E ldridge w as 
sw orn and  exam ined before a  repo rter. 
The first m eeting  w as th en  ad journed  
w ithou t date.

Mockery of Justice.
Carl Palmer, who forged notes or 

trade acceptances to the extent of a 
quarter of a million dollars, was con
victed in the Superior Court of Grand 
Rapids and sentenced to five years’ 
imprisonment at Ionia.

Has he ever been behind the bars 
of that institution?

Not for a single moment.
He sleeps in the warden’s residence, 

eats his meals in the. hospital, where 
he keeps track of the hospital records, 
being rated as an office clerk.

He himself says he is “having the 
time of his life, that five years will 
soon slip by, when he will remove to 
California and start all over again.”

“Start over” at what?
Forging more paper, deceiving more 

friends, betraying more people who 
place confidence in him?

The management of our Michigan 
prisons under Governor Groesbeck 
and Chief Warden Hulburt are a dis
grace to civilization and a standing 
reproach on every decent citizen who 
shares in meeting the prison expense 
bill of $2,500,000 per year—increased 
from $93,000 before Groesbeck be
came the dominant factor in Michigan 
politics.

Every cent’s worth of waste about 
your business is a cent taken out of 
your net profits. Wilful waste makes 
woful want, they say.

It is not by the year’s gross sales 
that you must measure your success, 
but by the year’s net profit and 
savings.

$3 ,500,000

BHE ROOSEVELT HOBEL
NEW  YORK CITY

Owned and operated  by New York United Hotels, Inc.
F irst M ortgage L easeh old  7% Gold Bonds

(CLOSED ISSUE)
G uaran teed  as to P rincipal and In te re s t by United H otels Com pany of A m erica

Cleveland Trust Company of Cleveland, Ohio, and Rudolph A. Malm, Trustees

of r
D ue D ecem ber 1, 1943

tnUntri^,0i';,.1V eW 7?,rk  Ci^y : and  th e  Cleveland T ru s t Com pany, Cleveland, Ohio. Coupon is tra tio n  a s  to p rinc ipal o r fully  reg iste red  bonds. Callable in whole or in p a r t  on an y  in te re s t da te

reim burse th e  holders of th ese  bonds, if 
and for the  M assachusetts Income T ax

D ated  D ecem ber 1, 1923
In te re s t payable se m i-annually  (Ju n e  .1 and  D ecem ber 1) 
bonds in denom inations of $1,000 and  $500, w ith  privile 
upon 30 days' notice a t  105 and  in te rest.
In te res t payable w ithou t deduction for Federal Norm al Income T ax up to  2% per annum . The Com pany aarees to 

requested  w ithin s ix ty  days a f te r  paym ent, for the  Pennsy lvan ia  4-M ills and M aryland 4l/2-Milte T axes
on th e  in te re s t not exceeding 6% of such in te rest per annum .’

Mr. F ra n k  A. Dudley. P re s id en t of New Y ork U nited  H otels, Inc., sum m arizes for 
ITS  LOCATION—T he tw en ty -one s to ry  T he R oosevelt 

construction  in N ew  York C ity, will have approx im ate ly  
ground floor devoted largely  to  s to res and  offices. I t  is 

located on the  block bounded by E a s t  45th S tree t,
46th S tre e t and V anderbilt A venue, in the h e a r t  of New 

n tra l Zone. Tt is diagonally across V anderb ilt A venue 
pal S ta tio n  w ith  w hich i t  h as d irec t underg round  con-

T H E HOTE:l  a n d
H otel . now under co
1,100 room s w ith  a  f
m ost ad van tageously
Madiison Avem ue, Easi
York C ity 's G rand C
from the Gi'and  Ceni
nectic>n.

Steel construction  is over o ne-half com pleted and  it  is expected  the  H otel 
will be com pleted by Ju ly  1, 1924.
N E W  YORK U N ITE D  H O TELS, INC.—T he R oosevelt H otel will be ow ned and  
operated  by N ew  York U nited H otels. Inc., a  m ajo rity  of the  com m on stock 
of w hich is owned by U nited  H otels Com pany of A m erica, w hich unconditionally  
g u a ra n te e s  these  bonds both a s  to principal and  in te rest.
T H E  GUARANTOR COMPANY—U nited  H otels Com pany of A m erica d irec ts 
the operation  of seven teen  hotels in th e  U nited  S ta te s  and  C anada, including 
such hotels a s  The Ten Eyck. A lbany, T he Seneca. R ochester, T he Onondaga, 
Syracuse, The P enn  H arris , H arrisb u rg , P a., The R obert T rea t, N ew ark , The 
K ing Edw ard, Toronto, and  The M ount Royal. M ontreal. A nnual n e t earn in g s 
of th is  chain  of seventeen hotels applicable to dividends for the  fou r y ears  and  
ten  m onths ended O ctober 31. 1923 averaged  approx im ate ly  $800,000. D uring  
th is tim e U nited  H otels Com pany of A m erica w as g radually  acqu iring  control 
of the v arious hotels which it o pera tes un til today  it ow ns 50% o r  m ore of the 
com m on stock  of fourteen  of these  hotels and  h as in te re s ts  vary in g  from  
approx im ate ly  10 % to 33^%  in th e  o th e r  th ree  hotels.
SECU RITY —T hese bonds will be secured , in the opinion of counsel, by  a  
closed firs t m ortgage on the  leasehold w hich h as been acqu ired  from  N ew  
York S ta te  R ealty  and  T erm inal Com pany, a  subsid ia ry  of T he N ew  Y ork 
C en tra l R ailroad Com pany, covering the  aforesa id  block and  the  building 
being erected  thereon  a t  the  estim ated  cost of app rox im ately  $10 ,000,000 includ
ing the equ ipm ent thereof, or nearly  th ree  tim es the am o u n t of th is  bond issue. 
EARN IN G S—E arn in g s of The Roosevelt Hotel, based upon 75% occupancy, a s  
e s tim ated  by the  m anagem en t and confirm ed by Mr. T racy  C. D rake, P re s id en t 
of th e  D rake H otel Co., ow ning an d  opera ting  the  B lackstone an d  D rake 
H otels, Chicago, are  as follows:
Total E stim ated  Gross E arn ings including ren ta ls  of sto res and

concessions -----------------------------------------------------------------------------$4,460,286.75
E stim ated  N et E arnings, a f te r  allow ance for estim ated  operating  

charges, ren ta ls , depreciation , tax es , e tc ., applicable to
in te re s t on these  bonds ________________ ________  _ _ 1417 486 75

Bond In te re s t -----------------------------------------------------------------------“ I_ IH  245,’000.’00
E stim ated  net earn ings a re  over five tim es bond in te re s t requ irem ents.

i  le t te r  from  him  a s  follows:
EQUITY—T his bond issue is followed by an  au tho rized  issue of $1 ,000,000 
unsecured  notes, due 1935, $500,000 of which have been sold an d  the balance 
u nderw ritten , to be issued if and  as needed; by $3,500,000 7% cum ulative p re 
ferred  stock of which approx im ately  $1,500,000 has a lready  been paid  in an d  the 
uaiance covered by ag reem en ts to purchase ; and 65,000 sh a res of no p a r  value 
tYmerica s to c*’ a  m aJ°r Ry of which is owned by U nited  H otels Com pany of

anna/ww ^r° I’k S ta te  R ealty  and T erm inal C om pany has agreed  to  advance 
tow ard  the construction  of the H otel and has given a  m ortgage  for 

$3,000,000 on its  in te re s t in the  p roperty  on which the  leasehold w as g ra n te d  to 
IP f J H° tel, t  om paiiy. T h is m ortgage is no t an  obligation of th e  H o te l Com pany.

and  T erm inal Com pany is requ ired  to pay  th e  sam e 
a n a  to indem nify  the H otel Com pany ag a in s t an y  loss in connection therew ith , 
ih e  advances of New  Y ork S ta te  R ealty  and T erm inal C om pany to th e  H otel 
co m p an y  will be repaid  over a  period of y ears a s  a p a r t  of the  ren ta l. F rom  
tne e s tim ate  of D ouglas L. E llim an & Com pany, rea lto rs , a s  to earn ing’s from  
t ie ground  floor sto res, and  the estim ate  of the m an agem en t a s  to earn in g s 
from  concessions, the  com bined earn ings from  these tw o sou rces will no t be 
lew  tlum  $450,000, o r p rac tica lly  sufficient to cover ground  re n t  and  in te re s t 
oa advance by  th e  New  Y ork R ealty  and  T erm inal Com pany. O ver 50% 
ot the  s to res have a lread y  been ren ted  a t  figures equal to o r  in excess of estim ates.
SIN K IN G  FU N D —T he S inking Fund, beg inn ing  D ecem ber 1, 1926, provides for 
the re tire m e n t of over 50% of th is  issue before m a tu rity .

The C om pany has agreed to m ake application  to  list these  bonds on the  
New York Stock E xchange

W e offer these  bonds w hen, a s  and  if issued and  su b je c t to  approval of counsel. 
D elivery m ay  be m ade in the form  of in terim  rece ip ts  o r tem p o rary  bonds.

Price 100 and Accrued Interest to Yield 7%

Howe, Snow & Bertles, Inc.
INVESTMENT SECURITIES

GRAND RAPIDS NEW YORK DETROIT CHICAGO
T he inform ation  and s ta tis tic s  con tained  here in  w hile no t g u aran teed  

have been ob tained  from  sources w hich w§ t>eliev§ to be accu ra te .
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Changes Wrought By the Departure 
of Saloons.

Onaway, Dec. 11—We read daily re
ports of big firms and manufacturing 
companies declaring nice dividends. 
There are different kinds of dividends 
other than from a monetary stand
point and in taking inventory thfis 
year we find that Onaway, the flower 
of the North and the city that steers 
the world, is especially blessed by 
being able to declare big dividends; 
not exactly from the amount of actual 
gold in our coffers, but from an asset 
more valuable and of much more im
portance. Let us explain: Our little
city of three thousand inhabitants be
came of age, so to speak, in 1921, so 
we are yet quite young. In the be
ginning we were strictly a lumbering 
town, described frequently as “the 
good old days of lumbering when 
lumber jacks, saloons and the appur
tenances thereto predominated.” The 
slaughter of timber laid waste the 
land in all directions, the proceeds of 
which only created more saloons and 
everything connected with them. Our 
streets and roads were of mud of a 
filthy nature and the buildings of 
rough boards and tar paper. Yes, we 
will admit, the lumbermen 'were free 
spenders and the merchants were 
equally glad to get their money at 
that time, but, counting the cost, the 
leak was something terrible. The 
justice of the peace was busy filling 
his docket with crimes of a filthy na
ture and the village and county jails 
were as full as could be of drunks. 
Did you ever reach the point where 
you were ashamed of your town? I 
did. Once during the time when local 
option was in force in some of our 
counties, I visited Lakeview. Before 
leaving I was impressed with that 
clean little town and the absence of 
liquor and drunken men. The same 
week I stopped in Belding and from 
there to Big Rapids. The same con
ditions prevailed. I reached home 
Saturday night during the so-called 
boom and the “good old days.” The 
twenty saloons were at the height of 
their element and it was almost im
possible to get through the lines of 
drunks on the sidewalks from the 
depot up town. What a comparison! 
Did we not have a reason to feel 
ashamed of our town?

Now we say, “Onaway has declared 
dividends. To-day the sun is shining 
brightly on our paved streets and fine 
gravel roads. We have a fine city 
hall accommodating the city offices, 
also where two terms of Circuit Court 
are held. Board of Commerce, Com
munity Council and a new city 
library.”

Our fine cluster of school buildings 
of which we are proud with twenty- 
five teachers, County Normal, manual 
training, domestic science, agricul
ture, gymnasium, auditorium with 
stage, and a health club. Employ
ment for all of our residents and the 
homes are equipped with pianos and 
musical instruments. The family 
with a sane and sober father enjoys 
the real life and the beauties of our 
surrounding country in their car and 
all look forward to a Merry Christmas 
and a Happy New Year. Again we 
say, “We are declaring dividends of 
the real and everlasting kind.”

Squire Signal.

Co-Operate With Your Secretary.
Saginaw, Dec. 11—Running a busi

ness to-day is no sinecure. It re
quires study and work to do so suc
cessfully. It is not possible to oper
ate your store simply and nonchalant
ly along the lines of least resistance 
and expect to succeed.

The suggestions in the worth
while trade papers of to-day are a 
literal correspondence course in busi
ness training. The merchant who 
reads and uses them is wise indeed. 
Displaying and selling the lines that 
show wider margins of profit has 
been a topic that has come in for

much discussion of late, and is prob
ably the greatest single factor in mak
ing net profit.

By courtesy of the Michigan 
Tradesman a circular mailed to the 
trade by the Secretary of the Retail 
Grocers and General Merchants As
sociation, Paul Gezon, has been re
printed in its issue of Nov. 28. The 
Secretary asks your opinions in a 
matter of vital importance and at the 
same time implies the solution. Surely 
the question of making more profit is 
of importance to you.

Get in touch with the Secretary 
and let him help you. Mr. Gezon is 
not only an energetic, dynamic per
sonality, but also a practical and suc
cessful business man who uses the 
same weapons you need to combat 
present day competition. Greater co
operation and moral support from 
you will be invaluable to the associa
tion. Let us hear from you regarding 
your problems.

Charles G. Christensen.

Retailers Not Annoyed by Jobbers.
The expected blast of resentment 

from the National Retail Grocers’ 
Association because of the action of 
the National Wholesalers having turn
ed down their pet hobby of a Better 
Grocers’ Bureau appears not to have 
been realized. At least, at the meet
ing of the retailers’ executive com
mittee last week at -Kansas City, the 
following action was reported by the 
secretary:

“The recent negative action of the 
National Wholesale Grocers’ Associa
tion was received with regret. The 
same will have no adverse effect upon 
going ahead in the further develop
ment Pf the plan. All details are 
maturing about as anticipated and 
further specific announcement will be 
made in due time, so that the next 
steps may be taken immediately after 
the first of the year, as was announced 
in connection with the St. Paul con
vention.

“Applications for certified and asso
ciate membership are being received 
and definite negotiation are being 
carried on for the preparation of the 
text material which will be used as a 
basis for the educational service which 
is to be rendered.”

The Grocer’s Dream 
L a s t evening I w as ta lk ing  

W ith  a  grocer old and  gray ,
W ho told me of a  dream  he had,

’T w as ju s t  the  o th er day,
W hile stan d in g  in h is office 

The vision cam e to view,
F o r he saw  an  angel e n te r

D ressed in g a rm en ts  w hite and  new, 
Said the angel, “ I ’m from H eaven,

The Lord ju s t  sen t me down 
To bring  you up to glory 

A nd p u t on your golden crown.

Y ou’ve been a  friend to everyone 
And w orked hard  n igh t and  day;

You have supported  m any,
And from  few  received your pay,

And we w an t you up in glory 
W here you desire to  be,

So place your tru s tin g  hand  in m ine 
And come along w ith  m e.”

T hen the angel and the  grocer 
S ta rte d  up to g lory’s ga te ,

B u t w hen passing  close to  H ades 
T he angel m urm ured , “W a it!”

I have a  place to show you—
I t ’s the h o tte s t p lace in h—

W here the ones who never paid you 
Do in to rm en t alw ays dw ell.”

And. behold, the  grocer saw  them ,
H is old p a tro n s by the  score,

A nd grabb ing  up a  ch a ir  and  fan  
H e wished for n o th ing  more.

B u t w as bound to s i t  and  w atch  them  
As th ey ’d sizzle, singe an d  burn .

And his eyes would re s t  on debtors 
W hichever w ay th e y ’d tu rn  

Said th e  angel, “Come on, Grocer.
T h ere’s  th e  pearly  g a te  to see .”

B u t the grocer only m urm ured ,
“T his is heaven here for m e.”

If Your Store Burned 
To-Night-

T h e  cold, w in ter w ea th e r is very  n ear a t 
hand, and  inasm uch as th is is th e  period  of 
th e  y ear w hen  w e  have the  m ost fires, w e  
w ould  suggest th a t you give y ou r fire in su r
ance policies your im m edia te  consideration.

H ave you enough insurance  for th e  value 
of th e  stock  you a re  now  carry ing? O r, 
should y ou r insurance be  increased?

D on’t p rocrastinate . F o r y ou r ow n sake, 
check up  to -day  and  increase your insurance 
to  the  po in t w hich  good business judgm en t 
dem ands.

Does your fire in su rance  policy  cover 
your p roperty?

H ave  you read  it over?

A re  you su re  th a t it covers th e  goods 
in the  building, and  have  you any  outside 
sto rages th a t ough t to  be  included? Does it 
also cover delivery  equ ipm ent as w ell?

Can you tell th e  term s of your insurance 
policy, or in o ther w ords, do you know  w h a t 
obligations th e  policy  p u ts  upon  you? Do 
you know  th a t  it is your responsib ility  to 
know  w h a t obligations a re  upon  you w hen  
you  accep t th e  policy?

H ave  you fulfilled your p a rt of the  con
trac t?  P ay ing  th e  prem ium  on your policy 
and  keeping  it in your safe  does no t m ean 
th a t you a re  covered. U nder th e  term s of 
your fire insu rance  po licy  you ag ree  to  cer
ta in  defin ite term s, and  if you fail to  fulfill 
you r p a r t  of th e  agreem ent, you r insurance 
m ay  be of no value to  you.

IN SU R E  T O D A Y  
R E A D  Y O U R  PO L IC Y

F U L F IL L  Y O U R  P A R T  O F  T H E  
A G R E E M E N T

^ / O R D E N  p R O C E R  Q dM P A N V  

Grand Rapids
Kalamazoo—Lansing— Battle Creek 

The Prompt Shippers.
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MOVEMENT OF MERCHANTS.
Detroit—The Yaman Bakery, 6120 

Dix avenue, opened recently.
Lowell—Robert Hahn succeeds F.

M. MacFarlane in the grocery busi
ness.

Wayland—Fink & Francisco suc
ceed A. Green in the grocery busi
ness.

Watervliet—Mrs. F. B. Dustin has 
opened a general store in the Gren 
building.

Muskegon—The Rice-Sorin Sad
dlery has changed its name to the H.
E. Rice Co.

Vassar—The Halpin Creameries, 
Inc., has removed its business offices 
to Pinconning.

Detroit—O. Laughlin has purchased 
the grocery stock at 1737 West Grand 
boulevard from H. Silver.

Flint—'The Overland Knight Sales 
Co. has changed »its name to the Bel- 
ford Sales Co.

Detroit—Vito Bullaro, fruit mer
chant, 1563 East Fort street, was mur
dered Dec. 4.

Detroit—The Lincoln Oil Co. has 
increased its capital stock from $50,- 
000 to $200,000.

Muskegon—The Central Paper Co. 
has increased its capital stock from 
$1,400,000 to $2,600,000.

Kalamazoo—The H. B. Marks Co. 
has changed its name to the American 
Credit Clothing Co.

Detroit—J. L. Cochrane, 2031 Wood
ward avenue, handling men's furnish
ings, will close his doors Dec. 31.

Detroit—Samuel A. Widrig has 
transferred the title to his confection
ery at 1917 Ferdinand to his wife.

Detroit—The F. W. Bascomb Co., 
491 West Grand boulevard, has chang
ed its name to the National Pharmacal 
Co.

Detroit—D. A. MacKen zie, men’s 
furnisher at 612 Woodward avenue, is 
holding a “retiring from business” 
sale.

Highland Park—Samuel Keller has 
sold his bakery at 12309 Oakman 
boulevard to George and Jake Ret- 
tinger.

Dearborn—John Sullivan has recent
ly organized the Pepper Road Fuel 
& Supply Co., Stanley & Wabash 
avenues.

Hamtramck—William Noll has dis
posed of his meat market and notion 
store at 6740 Huber avenue to Wiktor 
Tuszynski.

Athens—Earl Bisbee, recently en
gaged in general trade at Mottville, 
will open a general store here early 
in January.

Rockwood—E. E. Valrance has sold 
his hardware stock and store building 
to James Story, who will take pos
session Jan. 2.

Detroit—James Puszabawski bought 
the grocery and meat business of 
Izydor Piedenkiewicz, 3430 Boulevard 
court, Dec. 6.

Detroit—'Crosby Washburne has 
taken over the pharmacy at 1400 Field 
avenue from its former owner, George 
McDonald.

Plainwell—George 'Townsend has 
sold his grocery stock to Harry Shaw, 
who will continue the business at the 
same location.

Grand Rapids—The Brower Furni
ture Co., 1757 Turner street, N. W., 
has increased its capital stock from 
$25,000 to $50,000.

Detroit—The Ashland Pharmacy, 
14801 Charlevoix avenue, is one of the 
city’s newest drug stores. George W. 
Daugherty is the proprietor.

Detroit—Solomon Zakey took Said 
Fattal into partnership with him in 
the grocery known as the Cassboro, 
3419 Cass avenue, recently.

Detroit—William B. Morris has pur
chased the confectionery stock and 
fixtures of the store at 5698 Dix from 
Nishan Bogoaian and others.

Detroit—(The confectionery at 5131 
St. Aubin avenue has changed hands. 
Stanislaw Niedzielski sold it to Eliza
beth Zmyjewski on Dec. 4.

Detroit—The Service Coal Co. is 
now operating the branch yard at 
Bellevue & Berlin avenues, which had 
been run by the Cronin Coal Co.

Detroit—Slavitt Brothers’ Furniture 
Co., 4163 McGraw avenue, has filed a 
petition in bankruptcy, with assets of 
$7,229.12 and liabilities of $9,398.61.

Bachelor—J. B. DeLing has remov
ed his stock of groceries from Miller- 
ton here and will continue the business 
under the style of J. B. DeLing & 
Son.

Detroit—Sebe Sheills is the new 
oroprietor of the tobacco store at 1452 
East Ferry avenue, having bought the 
stock from Thomas Dickinson a short 
time ago.

Detroit—Bruno Ochman is the new 
owner of the grocery and meat mar
ket formerly conducted by Stanley 
Sandicki and Vincent Hujar, 9013 Mt. 
Elliott avenue.

Mottville—Earl Bisbee has sold his 
store building and stock of general 
merchandise to John Connell, recently 
of Constantine, who will take immed
iate possession.

Detroit—A. S. Capper has moved 
his confectionery business from 3825 
West Warren avenue to the new La
fayette building, in the heart of the 
downtown section.

Kalamazoo—Chapman Bros. Market 
118 North Burdick street, has filed 
notice of the dissolution of the copart
nership and Harold Chapman has with
drawn from the firm.

Saginaw—Waldo Brüske has ac-

quired sole ownership of the Bruske 
Hardware Co., 515 Genesee avenue, 
having purchased the interest held 
by the G. Bruske estate.

Detroit—James A. Michael has 
bought out his partner, George Far
rier, and is now conducting the auto 
supply business himself. It £s located 
at 2420 Buchanan street.

Minden City—The Minden City- 
Palms Farm Bureau Local has increas
ed its capital stock to $50,000 and 
changed its name to the Farmers 
Elevator Co. of Minden City.

St. Louis—Mr. Chathman, recently 
of Alma, and John Minor have formed 
a copartnership and will open a mod
ern bakery about Dec. 22, under the 
style of the Sanitary Bakery.

St. Johns—E. N. Butterfield will 
take over the store building and gro
cery stock of Frank J. Ward, Dec. 24 
and will consolidate his own grocery 
stock with it in the new location.

Pontiac—The Wurster Motor Sales 
Co., Garland and Pike streets, has been 
incorporated with an authorized cap
ital stock of $10,000, all of which has 
been subscribed and paid in in cash.

Detroit—The Mastercraft Furniture 
Co., which has been operating £n the 
building formerly occupied by Keenan 
& Jahn, 2302 Woodward avenue, will 
move to a new location upon the ex
piration of its lease, Dec. 31.

Tekonsha—The Randall Produce
Co. announced a record business week 
for November, shipping 34,000 pounds 

turkey, 16,000 of ducks and geese, 
and 45,000 of chickens, dressed.

Hamtramck—The grocery store and 
meat market at 12,000 Moran street 
his been bought by Joseph and Anna 
Wrobel from John and Mary Skoupa. 
The chagne took place Dec, 4.

Royal Oak—The Y. & M. Motor 
Sales, 1377 Woodward street, has been 
incorporated with an authorized cap
ital stock of $20,000, $3,000 of which 
has been subscribed and paid in in 
cash.

Plymouth—The Hardware Special
ties Co. has been incorporated with an 
authorized capital stock of $5,000, of 
which amount $3,000 has been sub
scribed, $500 paid in in cash and $1,500 
in property.

Lansing—The Bauerle Candy Co., 
A19 South Washington avenue, has 
purchased two lots on the south side 
of Michigan avenue, on which it will 
erect a modern plant which it will 
occupy as soon as completed.

Highland Park—The Palace Meat 
Market, Oakman and Leslie street, has 
filed a petition in bankruptcy. The 
assets are $250 and the liabilities are 
$L866.38. Hannah Hellerick and 
Morris Meyers are the proprietors.

Berrien Springs—George Kreuger, 
formerly a candy maker in Chicago, 
has purchased a farm near here and 
enuipped a small building with mod
ern candy making machinery in which 

will manufacture the Ellin-George 
candies for the retailer.

Flint—The Kearsley Street Garage, 
215 West Kearsley street, has been in
corporated to conduct a general ga
rage business and to deal in auto parts, 
accessories and supplies, with an au
thorized capital stock of $10,000, $5,000 
of which has been subscribed and $2}. 
000 paid in in cash.

Detroit—The Stork Shops, Inc., 
830 Washington street, has been in
corporated to deal in infants and 
children’s wearing apparel at whole
sale and retail with an authorized 
capital stock of $100,000 preferred and 
50,000 shares at $1 per share, of 
which amount 15,500 shares has been 
subscribed and paid in, $2,500 in cash 
and $13,000 in property.

Lansing—The Hoover-Bond Co., 
Washington avenue, wholesale and re
tail household furniture and furnish
ings, has merged its business into a 
stock company under the same style, 
with an authorized capital stock of 
$150,000 preferred and 1,500 shares at 
$100 per share, of which amount $75,- 
000 and 750 shares has been subscrib
ed and $50,000 paid in in property.

Ishpeming—'Bilkey & Son have 
taken a lease on the Ishpeming Livery 
Co. building and the place is now being 
fitted up for warehouse purposes. 
Rooms for offices are being provided 
for in thp front of the building. D. 
B. Bilkey and his son, Harvey, re
cently severed their connection with 
the Hewett Grain & Provision com
pany to engage in business for them
selves and they are now handling 
grains and provisions.

Manufacturing Matters. 
Ironwood—The Cole-Coudie Shovel 

Co. has increased its capital stock from 
$10,000 to $25,000.

Jackson—The Home Products Cor
poration has increased its capital 
stock from $100,000 to $140,00.

Detroit—Rogers Foundry Co., 828 
Beard avenue, .has increased its cap
ital stock from $35,000 to $250,000.

Detroit—Philip M. C. Armstrong 
succeeds the Armstrong Tanning Co., 
Inc., 2900 Hart avenue, in business.

Detroit—The Motor City Stamping 
Co., 2552 Hart street, has increased 
its capital stock from $100,000 to $150,- 
000.

Grand Rapids—The Grand Rapids 
Art Glass & Mirror Works has in
creased its capital stock from $5,000 
to $25,000.

Detroit—The Automobile Equipment 
Co., 330 East Congress street, has in
creased its capital stock from $50,000 
to $150,000.

Detroit—The Detroit Foundry Co. 
has increased its capital stock from 
$125,000 to $200,000 and changed its 
name to the F. L. Bromley Properties, 
Inc.

Detroit—The Square D Co., 6060 
Rr.vard street, electrical safety switches, 
and service electrical porcelain, has 
increased its capital stock from $1,- 
000,000 to $1,300,000.

Grand Rapids—The Grand Rapids 
Sash & Door Co., has been incorpor
ated with an authorized capital stock 
of $25,000 all of which has been sub
scribed and paid £n in cash.

Detroit—The B-Metal Refining Co., 
525 Woodward avenue, has been in
corporated with an authorized capital 
stock of $25,000, $1,000 of which has 
been subscribed and paid in in cash.

Detroit—The Modern Store Equip
ment Co., 1815 Gratiot avenue, has 
been incorporated with an authorized 
capital stock of $2,000, $1,000 of which 
has been subscribed and paid in in 
cash.
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Essential Features of the Grocery 

Staples.
Sugar—Local jobbers hold cane 

granulated at 9.65c and Michigan beet 
at 9%c.

Are you going to run the same old 
day in and day out grocery store or 
department the next ten days or are 
you going to transform it into a really 
different salesroom which breathes 
forth the Christmas spirit? To quite 
an extent the volume and character of 
the business you will do between now 
and closing time on Christmas Eve 
will depend upon your answer to this 
pair of questions. People are prone to 
think more favorably of the store 
which does recognize the season in 
its garb, outward and inward, and a 
few dollars spent in holiday trimmings 
will return manyfold during the holi
day buying season.

Obviously it is the time when fancy 
foods, nuts, fruits, Christmas wreafhs, 
Christmas trees, etc., should have the 
right of way in every grocery store’s 
merchandising and display plans. Dur
ing the next few days it is possible 
to cram in a lot of very profitable 
business and round out the old year 
in splendid fashion. Needless to say 
people are not prone to search around 
after an opportunity to supply their 
needs in these holiday lines. They 
go where they are invited, whether 
that invitation take form in a news
paper advertisement, a personal letter, 
a telephone call, an attractive window 
display or something else. The gro
cer who thinks he can corral his due 
share of this desirable Christmas busi
ness without making a little effort to 
do so is in ninety-nine cases out of 
the hundred due for disillusionment.

Business in food lines continues 
very satisfactory in volume and in 
these days when trade in seasonable 
lines of merchandise is draggy or 
worse the grocer can congratulate 
himself that he is selling a line which 
is a necessity regardless of weather 
conditions. Grocery markets are pret
ty well stabilized too, changes in the 
past month to six weeks having been 
quite few in number.

Tea—The market has presented 
about the same aspect and outlook 
during the week as it has presented 
for some time. The demand is rather 
small. Nobody appears to be specu
lating very much in anything. Prices, 
however, remain steady and every
thing is well maintained, with several 
things rather firm than steady.

Coffee—The market during the week 
has shown no marked change, speak
ing of Rio and Santos, green and in 
a large way. There has been some 
little firmness in the market during 
the week, but this has not seriously 
affected selling prices on spot. All 
grades of green Rio and Santos are 
about on the same basis as they were 
a week ago. Milds are steady, with 
a moderate demand.

Canned Fruiit—The fruit market 
drags. Pineapple, even in the most 
desirable grades, is shaded on the 
spot by weak holders, and this has 
a disquieting influence on the whole 
market, as pineapple Us always re
garded as one of the best sellers 
among fruits. California fruits are at 
a standstill for Coast shipment, but 
cause them to shade prices. The ir

regular holdings among jobbers from 
the standpoint of quality make an un
settled spot market. Some lines are 
almost unobtainable and such are firm 
but the more plentiful packs are 
steady to weak, depending upon the 
extent of their supply and the firmness 
of the holder.

Canned Vegetables—Southern quo
tations are maintained without much 
factory buying. Jobbers need no 
goods to piece out their owji stocks, 
and as canners do not care to sell on 
the present basis for deferred ship
ment the market is at a standstill. Spot 
peas would sell more freely if they 
could be had more readily from first 
or second hands at prices under those 
now quoted. There is some business, 
but it is limited by the conservative 
ideas of buyers as to values. Futures 
are being taken to fill part of later 
requirements, but the demand is con
centrated upon standards. Standards 
and fancy brands of corn are firm but 
are not active in a large way for fac
tory shipment.

Canned Fish—Salmon is steady, 
meaning particularly red and pink 
Alaska; prices are unchanged. Maine 
sardines are still firm, but dull, large
ly on account of the high prices. Nor
wegian sardines are wanted, but are 
not very abundant. California sar
dines are also rather scarce.

Dried Fruits—The California Prune 
Association is sitting tight on new 
box packed, but independents are 
more anxious to sell straight small 
sizes or assortments. Oregon 30s, 
the scarcest size at one time in that 
pack, is now offered straight. All of 
these conditions denote an unsettled 
situation. The spot movement to the 
retailer is moderate. Thompson raisins 
are firmer and Coast packers show 
more strength on the ground that 
sltocks af desirable Thompsons are 
lighter than realized. Sun-Maid brands 
are sustained and are even firmer on 
the spot, but independent packs still 
favor the buyer. Box packed are 
quiet. No essential changes have oc
curred this week in any of the offer
ings. Dates and figs were in moder
ate demand, with some weakness in 
the latter. Fancy peeled peaches are 
scarce on the spot.

Rice—Primary markets have been 
firm and are tending higher on rough 
rice. Broken rice is scarce at the 
source. Foreign rice is mildly active.

Salt Fish—No change has occurred 
in the quotations on mackerel during 
the week, either in domestic fish or 
Norway and Irish. There is plenty 
of mackerel of one kind or another. 
The demand is fair.

Syrup and Molasses—Sugar syrup 
is quiet at unchanged prices. Demand 
is generally fair, but for small lots 
only. Compound syrup is in good de
mand at unchanged prices. A good 
many people are exlpecting lower 
prices on compound syrup in the near 
future. Molasses is firm and wanted.

Beans and Peas—The market for 
dried white beans has been unsatis
factory during the week from the 
seller’s standpoint. Theire seem to 
be plenty of pea beans offered as low 
as $5.75. The demand even at that is 
slow. Red kidneys are slow and 
rather soft. White kidneys are also

week and California limas particularly 
weak. Demand for everything is dull. 
Green and Scotch peas are unchanged 
and quiet.

Cheese—The market is steady with 
a light consumptive demand at prices 
ranging the same as a week ago. 
Stocks of dheese in storage are con
siderably in excess of what they were 
a year ago. The market is also ruling 
a little lower and the future trend of 
the market depends on the consump
tive demand to a considerable extent. 
We do not look for much change in 
the immediate future.

Provisions — Everything in the 
smoked meat line is in ample supply, 
wit'h a moderate consumptive demand 
at prices ranging about the same as 
last week. The price this year is con
siderably lower than it was last year. 
Both pure lard and lard substitutes 
are unchanged, with a normal con
sumptive demand at prices ranging 
about the same as last week. Dried 
beef, canned meats and barreled pork 
are all unchanged.

Review of the Produce Market.
Apples—Standard winter varieties 

such as Spy, Baldwin, Jonathan, Rus- 
sett, etc., fetch $1 per bu.

Bagas—Canadian, $1.75 per ‘100 lb. 
sack.

Bananas—9J4@9^c per lb.
Butter—The market is firm at the 

moment at about lc per pound lower 
than a week ago on all grades. The 
consumptive demand ¿s fair. The sup
ply of strictly fancy creamery is a 
little short, which is the cause of the 
high price. Stocks in storage are am
ple. The market is fairly healthy on 
the present basis, but the slightest de
cline in the consumption will cause 
another decline in price. Local job
bers 'hold extra fresh at 50c in 63 lb. 
tubs; fancy in 30 lb. tubs, 51c; prints 
52c; June firsts in tubs, 46c. They 
pay 25c for packing stock.

Cabbage—$1 per bu.
Carrots—$1.50 per bu.
Cauliflower—$2.25 per doz. heads
Celery—50c per bunch for home 

grown; $2 per box of 4 doz. bunches.
Chestnuts—28@30c per lb. for 

Michigan or Ohio.
Cocoanuts—$6.25 per sack of 100.
Cranberries—Late Howes from Cape 

Cod command $13 per bbl. and $6.50 
per Yz bbl.

Cucumbers—Hot house, $2.75 per 
doz.

Eggs—The market is weak at prices 
ranging about 6@8c lower than last 
week. We can expect a fluctuating 
market until new-latid eggs come in 
larger quantities. The consumptive 
demand is absorbing the receipts every 
day. Storage eggs are in ample sup
ply at prices ranging about lc per 
dozen lower than last week. Th|e 
consumption of storage eggs is very 
light and stocks in storage are report
ed to be heavy, but owing to low price 
they are being sold. We do not look 
for much further decline in the im
mediate future. Local jobbers pay 42c 
for strictly fresh. Cold storage oper
ators feed out their supplies as follows:
E x tras________________________33c
Seconds ________________ 27c
Checks _______________________23c
2c extra for cartons.

Egg Plant—$3 per doz.

Garlic—35c per string for Italian.
Grape Fruit—Fancy Florida now 

sells as follows:
36 ----------------------------------- :__$3.25
46 ---------------------------------------- 3.50
54 ______   3.75
64 and 7 0 ____________________ 3.75

Grapes—California Emperor, $2.50 
per crate; Spanish Malaga, $9.50 per 
keg.

Green Beans—$3 per box.
Green Onions—$1 per doz. bunches 

for Chalotts.
Honey—25c for comb; 25c for 

strained.
Lettuce—In good demand on the

following basis:
California Iceberg, per c ra te ___4.75
Leaf, per pound _______________15c

Lemons—The market is now on the 
following basis:
300 Sunkist _________________ $5.50
300 Red Ball ________________ 5.00
360 Red Ball ________________ 4.50

Onions—Spanish, $2.50 per crate;
home grown $3.25 per 100 lb. sack.

Oranges—Fancy Sunkist Navels 
now quoted on the following basis:
100 ------------------------------------- $5.50
126 _________________________ 5.50
150, 176, 200 ________________ 5.50
216 ------------------------- ------ 5.50
252 ...................   5.00
288 _________________________ 4.50
Floridas fetch $4.50@5.

Parsley—50c per doz. bunches.
Potatoes—Home grown, 50@55c per 

bu.
Peppers—75c per basket containing 

16 to 18.
Radishes—80c per doz. bunches for 

hot house.
Spinach—$1.50 per bu.
Squash—Hubbard, $3.50 per 100 

lbs.
Sweet Potatoes — Delaware kiln 

dried fetch $3 per hamper.
Tomatoes—Southern grown $1 per 

5 lb. basket.
Turnips—$1.25 per bu.
Poultry—Wilson & Company now 

pay as follows for live:
Turkeys ______________________ 19c
Heavy fowls _________________ 18c
Heavy springs _______________ 17c
Light fowls _________________  11c
Light springs --------------------------lie
Geese ------------------------------------ 18c
Ducks ________________________18c

Owosso—A merger has been af
fected consolidating the Connor and 
Arctic Ice Cream companies but the 
trade names of each will be retained 
and the business of the two companies 
conducted as in the past for the time 
being at least. The consolidation 
merges together $6,000,000 worth of 
properties, consisting of 17 ice cream 
factories, condenseries and milk plants 
in Detroit, Owosso, Lansing, Ann 
Arbor, Bay City, Holland, Alma, 
Jackson, Grand Rapids, Pontiac, Flint, 
Hastings, Fenton, Grand Ledge, Ovid 
and Richmond.

Detroit—The W. L. loutier Co., Inc., 
172 Manistique street, has been in
corporated to manufacture and sell 
electrical appliances, washing ma
chines, vacuum cleaners, etc., with an 
authorized capital stock of $6,000 
common and $4,000 preferred, all of 
which has been subscribed, $4,800 
paid in in cash and $200 in property.
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RIGHT TO BE LET ALONE.

No Privilege is Dearer to the Human 
Heart.

Human nature does not change 
fundamentally. Civilization, failing to 
recognize this immutable law, is ever
lastingly endeavoring to change it, 
and just as everlastingly it keeps the 
people of the earth in a perpetual 
turmoil.

iNo right is dearer to the human 
heart than the right to be let alone. 
We all crave a certain amount of 
individual freedom. I say “individual” 
because “freedom” is an elastic word, 
and what is freedom for you may not 
be freedom for me. There are cer
tain crimes which we all recognize. 
To commit these crimes is not the 
kind of freedom I have in mind.

Perhaps no greater truth was ever 
expressed than this: “That people is 
governed best that is governed least.” 
Thomas Jefferson said it, and Jeffer
son was the only democrat this coun
try has so far produced. We have 
a democratic party, but there are no 
democrats in it, just as we have a 
Christian church with no Christians 
on, its roster. Parties and creeds are 
often mislabeled. It is a cardinal 
crime to put a false label on a can 
of chow-chow or mincemeat, but you 
can put any kind of an old label 
on an organization of people without 
danger of being pinched.

I said civilization is going to 
smash, just as it has always done. 
The signs are sure and certain. It 
is headed for the rocks in this coun
try, as well as in England, Germany, 
France and everywhere else. Just 
because we happened -to get out of 
the war a little better off than na
tions abroad is no reason why our 
situation is less ominous, for there 
is great unrest in America. And this 
unrest can be traced to the gradual 
disappearance of freedom and to class 
lesgislation. Minnesota is a recent 
example.

In a country where more than 
40,000 new laws are passed every 
year, abridging our rights to do 
much more than breathe, what can 
you expect but eventual collapse? 
When bigotry, narrow-mindedness, 
greed, lust for power and clutch for 
wealth tint the statutes, what is 
surer to come than destruction?

History tells of the rise and fall 
of civilizations. With unerring cer
tainty, the same causes produced 
the smashes. The first great causes 
is high taxes and multitudes of of
ficials. We have them now. The 
next great cause is the abandonment 
of farms and the flocking of men to 
the cities. They .go there because 
farming becomes unprofitable, taxes 
often piling higher than profits. It 
becomes unprofitable because men in 
cities—the consumers—so regulate 
the laws and so grab off the usufruct 
that the man who produces food gets 
no suitable reward for his labor.

A third cause is the complete con
trol of Congress by what is popularly 
called “Wall Street” in this country.
In recent years the Supreme Court 
of the country has been charged with 
being under this control, and some 
of its decisions seem to warrant the 
accusation. This all means that great 
wealth dictates the policies of gov

ernment, and this dictation even con
trols the declaration of war. Up to 
a certain point the people will fight 
these wars under the fine impulse of 
patriotism,” but things eventually 

reach a stage where “patriotism” no 
longer stirs in the bosoms of the 
common people, and then comes the 
cataclysm.

Bigotry and intolerance have a con
spicuous place in the down-fall of 
civilizations. Many a civilization has 
gone to hell because of differences 
in religious beliefs. Catholics and 
Protestants alike have caused streams 
of blood to fill the gutters, to spread 
pestilence, to devastate homes, to de
flower womanhood, and to bring 
about outrages that are too awful for 
words; all in the name of the Son 
of Mary.

In a way we have sloughed off 
religious superstitions, but the in
tolerant taint is still in our blood. In 
a modified degree the K. K. K. move
ment is a recrudescence of the old 
intolerance that in times agone plung
ed Spain, France, England, Turkey, 
Greece, Russia and other countries in
to the horrors of bloody wars.

There are those in America who 
think the Ku Klux will inspire a 
war here at home, but I am not so 
minded. It is but a faint reversion 
to type—a harmless exhibition of 
atavism that has almost been bred 
out of the American species.

Religious intolerance is on the de
cline, which is the one thing to the 
credit of civilization. We no longer 
quibble seriously over the amount of 
water necessary in baptism to insure 
admission to Paradise, nor do sensible 
people to-day believe in infant dam
nation or a personad devil.

Civilization retrogrades in propor
tion as it enacts laws. It can be laid 
down as a fundamental truth that the 
fewer laws a country has, the more 
lawabiding its people become. But 
when you pile laws on a nation’s 
back until there are more statutes 
than there are people, you simply 
hasten the day when you will have 
no laws at all.
.JTo-day every human activity, no 

matter how inconsequential, is hedg
ed round and round by more laws 
than the whole bar association can 
tabulate. We have petty officials that 
nose around into everything. This 
functionary goes about sniffing the 
cheese. That one scans the labels. 
This one monkeys with the scales. 
That one snoops around soda foun
tains looking for alleged impurities 
and adulterations. This one scans 
ads looking for falsehoods. That one 
separates the cotton from the wool. 
This one sees if your tail lamp is 
burning, if your license plate is just 
so many inches from the differential, 
while another watches to see if you 
go to the right or left, or whether you 
straddle a white line painted on the 
street.

Boards regulate barbers, butchers, 
plumbers, doctors, dentists and all 
else, including prize-fighting and 
birth-control. These boards possess 
powers so sweeping that their mem
bers are absolute dictators. The 
graft they control is collossal. Us
ually they are dominated by certain 
“schools” or denominations, and they 
dispense injustice with a free hand to

all dissenters and disbelievers. Look 
into medicine and dentistry if you want 
specific details.

And there are Prohibition and Vol
stead. Here we have what is per
haps civilization’s greatest menace in 
America. Millions in money and a 
great army of officials, petty and 
grand, are creating a situation that 
may well make us apprehensive. This 
vast aggregation of money and men 
is employed to suppress a trait of 
human nature that is as inherent as 
the trait of breathing.

The human organism craves stimu
lation. So far back as the records 
of mankind go—in every far-off land 
where Ihuman beings are spawned— 
in the jungles of Africa and in the 
isles of the sea—in the haunts of 
civilization’s greatest progress—you 
will find some kind of alcoholic stim
ulant to warm the cockles of the 
heart. Even the Bible specifies a
little wine for the stomach's sake, 
which everybody knows is a fine 
formula.

The result of the prohibitory
amendment is that our best citizens 
have become lawbreakers. The coun
try is honeycombed with illegal traf
fickers in alcohol. Disregard for the 
Prohibition law creates disrespect for 
all laws. Men with much money and 
high standing violate the Volstead act 
with even more impunity than men 
with their week’s wages only. In 
stead of improving our morals, Vol
stead and his cohorts have vitiated 
them.

I know very well the veneration in 
which our Constitution is held, and 
I know just las well that upholding 
the law is supposed to be the bul
wark of civilization. But when you 
pass laws that squarely challenge 
human nature, I hold that the pas
sage of such laws is as great a 
transgression as the violation of them.

And the pity of it all is that .many, 
many of the Prohibition officials are 
subject to such tremendous tempta
tions in the way of graft that, being 
human, they fall. Thus we see that 
one reason why there is so little 
respect for Prohibition is because 
there is so little respect for the of
ficials on Prohibition’s payroll.

Time’s whirlgig has a certain way 
of changing currents in an exactly 
opposite direction. This is now being 
demonstrated in Russia. What the 
Czar’s regime gave, it is now itself 
getting. The oppressed become op
pressors when power comes, to their 
hands.

I can easily see how possible it is 
that the day may arrive when anti- 
Prohibitionists will come into power 
and adopt an amendment making the 
drinking of alcohol universally com
pulsory. Then the Prohibitionists 
will naturally fall into ¿he same cate
gory as the antis to-day, and thus 
become lawbreakers. To make men 
do things, as well as to make them 
not do things, is one of the missions 
of law, as I understand it.

The saloon, the gin-mill and the 
dive are not issues in this discussion. 
They were simply the outgrowth of 
an abuse, and an abuse is not the 
test of a problem. The problem is 
whether a man may or may not 
enjoy the natural right of quenching 
his thirst or stimulating his digestive

organs or blood with a draught of 
something he desires. If you tell 
him iby legal enactment that he can’t,
he automatically defies the law_
not because he is bad or because 
he desires to break laws, but be
cause he considers his human liber
ties to have been abridged.

You do not prohibt the eating of 
meat because many people kill them
selves by eating too much. You do 
not pass amendments against glut
tony because many human hogs com
mit suicide. But you try to pro
hibit all men 'from drinking alcoholic 
stimulants because some men drink 
to excess. This is one of the messes 
in which civilization in America finds 
itself to-day.

The limits of my space do not 
permit a discussion of what is com
ing in legislation. In due season 
we are to be prohibited from using 
tobacco, following which chewing 
gum, pop and sassafras tea will be 
abolished. The disciples of intoler
ance are in the saddle and they are 
riding the old horse of Civilization a 
race that is leading to the inevitable 
crash.

Combined with intolerance and a 
vast network of laws, we have the 
equally menacing power of money, 
which always leads to war, and which 
is to-day heading the world to a 
conflict worse than that beginning in 
1914, and many of our wisest states
men think this next war will ter
minate in the utter collapse of all 
p-esent human institutions.

After the ashes that remain of the 
present civilization have cooled off, 
another civilization will arise from 
them, and this new order of things, 
as it comes to power and greatness, 
will pass through precisely the same 
epochs as this one, and be succeeded 
in turn by still another.

This is progress. Perhaps eventual
ly, in ages to come, a civilization of 
liberty and equality will emerge that 
will completely discard intolerance, 
caste and money, and thus found an 
institution that in most respects 
solves the problems that vex us now.

Possibly I have exaggerated the 
Prohibition situation, but its menace 
is great. Gradually it is creating 
a situation that may well be dreaded.
In a way it resembles conditions in 
the South when the North gave the 
vote to the black man and threatened 
the Southern whites with negro 
domination. What did the South do? 
What the South did anti-Prohibition- 
ists are doing now. They are evad
ing the law in every way that can 
be devised. In recent years the South 
has been let alone, and the negro 
problem has vanished. The disap
pearance of the liquor problem may 
come about in the same way by 
letting human naure alone.

As to the next war, my guess is 
that America will be in it. Our 
statesmen are no match in international 
matters for the diplomats of Europe. 
The latter will get us in all right; 
possibly they have us in now. But 
this great question comes up: Will 
the common people, who make up the 
armies to be slaughtered, take up 
arms again. If they are drafted and 
refuse to shoot, who knows but that 
will see the collapse of our present 
civilization? Frank Stowell.
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Are We Soon To Have a New 
Revelation.

Grandville, Dec. 4—“A good many 
are predicting a hard winter in a busi
ness way.”

This from an up-state letter from 
one in business, and it doesn’t sound 
right to me Why a hard winter for 
business when everything seems mov
ing along in fine shape? Men em
ployed everywhere at good wages, 
with no financial disaster apparent in 
the offing.

People who preach calamity in ad
vance are the ones who need muzzling. 
It is bad policy to borrow trouble 
a long way ahead. An old man once 
said that the most of his troubles 
throughout a long life were th'ose 
that never happened. People who 
are on the lookout for trouble very 
often find it. There is nothing na
tionally in the business outlook that 
portends disaster.

The presidential election is a year 
off and that need not be made a pre
text for a slump in business.

We have ups and downs naturally 
in our business affairs, but that we 
need seek to find some excuse for a 
general slump seems unworthy of our 
better sense. There is much to be 
gained by looking on the right side. 
Many wonderful discoveries of late 
have placed our humanity on a higher 
plane than it ever was before.

Laying the question of business 
aside, what about the moral and re
ligious conditions in our 'country to
day? What has the Radio to offer 
in the way of futurity, to say nothing 
of its addition to the joys of mundane 
existence? Are we on the verge of 
a great revelation, not to say revolu
tion, in all things pertaining to this 
life and that other existence beyond 
the shadows of this old world?

Modern discoveries are constantly 
leading to a new condition in the re
ligious and spiritual world. That this 
life here on earth is not all is be
coming more firmly imbedded in the 
minds of thinking men and women 
than ever , before in the history of thê  
w'orld. Edison’s expression of belief 
in the discovery of a connecting line 
between this world and that other 
just over there has excited comment, 
and yet how are we to explain this 
new evidence of the supernatural 
which invests Radio with its wierd and 
inexplainable powers?

Think of the progress along many 
lines in the past fifty years. Account 
for them as we may, there yet re
mains the fact that some of the things 
coming to pass right now are beyond 
the explanatory powers of man. No 
one is so grossly contented with this 
world as to flippantly thrust aside 
new and startling evidence of another 
and better world than this.

“Look out,” says one, “you are 
treading mighty near to that spooky 
delirium called Spiritualism!” Horrors 

' if it should be so, but it is not true 
in any sense of the word. Every 
people beneath the sun worships a 
shrine anointed with spirit thought, 
and no amount of skepticism can toss 
it aside. Someone has said that we 
need a new religion to make men 
what they ought to be An eminent 
Presbyterian divine lately said: “We 
don’t need a new religion, but we do 
need an honest, practical effort to 
apply the religion we profess in our 
in our every day affairs.”

A little further along he says: “The 
church has a big job keeping men 
out of hell on the Judgment day, but 
keeping hell out of men to-day is a 
bigger job.” All of which is pertin
ent to present conditions in this 
world of ours.

Some of our public men are very 
touchy when hauled up for some 
words spoken when interviewed, and 
backwater with an amusing quickness 
that almost makes one dizzy. “Be 
careful what you say” is very good 
advice, although some there are who 
sling words edgewise all over the 
landscape regardless.

However, the world is being edu
cated along lines far different than it 
was in the days of wooden plows and 
hand hoes. We are constantly learn
ing things as facts, which at one time 
would have been regarded as pure 
fabrication. The impossible has been 
so often overcome by moderns as not 
to preclude a belief in new and won
derful inventions yet to come.

Eternal progression is the lot of 
man.

To deny that is to fly in the face of 
modern facts; is, in fact, to deny the 
existence of a superior power to 
which man looks for hope and in
spiration for better things to come.

The archway of the skies spans a 
universe made up of millions of suns 
and worlds greater than ours, and to 
the power that set these worlds m 
motion we must needs bow in humble 
acknowledgement of its supreme 
¡greatness.

New discoveries almost daily flock 
into being with startling realism, 
tending to banish old time theories 
of how, when and where man came 
into being as an inhabitant of this 
little world of ours. Beyond the 
horizon wheel countless myriads of 
other worlds, and we may not say 
with truth that they, too, are not 
inhabited with people of perhaps a 
superior intelligence to our own.

A new revelation is what we may 
look for. The wonders of electricity, 
wireless telegraphy, radio and the like 
are but the forerunners of a mighty 
upheaval in human thought and hu
man destiny unknown before.

Old Timer.

Not Adapted For Democracy.
Detroit, Dec. 4.—As to the Crown 

Prince’s return to Germany and the 
rumor of the ex-kaiser’s impending 
{return thither, the intelligence has un
doubtedly, in both cases, ’been re
ceived by many with mingled feelings 
iof surprise and indignation. A few 
(of us, however, are likely to have our 
ifirst impressions corrected through a 
¿little reflection. I, for one, must 
¿confess that, on second thought, I 
¿feel neither shocked nor provoked by 
these events. The return of the Ho- 
henzollerns is merely a natural inci
dent in the farce begun Nov. 11, 1918, 
‘when the Allies committed the ir
retrievable blunder of allowing Ger
many to give them the slip. What
ever the outcome of the recent doings 
of the two Hohenzollern gentlemen 
is going to be, we must admit that 
the probability of a German monarchy 
with one of them on the throne at 
the present moment looms higher 
than ever. Everything betokens it. 
I do not think that the motives of the 
two gentlemen are exactly 100 per 
cent, disinterested. E. A. Johnson.

Big Business.
A real estate man was plainly wor

ried, and his wife asked him to tell 
^her about the deal. It seems that 

he had it fixed up to sell a man a 
loft building, a marble yard, rwith 
dock privileges, a factory site, and 
a summer-garden, and to take in part 
payment a block of frame tenements, 
a small subdivision, an abandoned 
lime kiln and a farm.

“He assumes a $20,000 mortgage 
on the loft building,” explained the 
real estate man, “and I take over 
a second mortgage on the subdivision. 
Get me!”

“I guess I get you,” responded his 
wife. “But what is the hitch about?”

“Well, I want four dollars in cash.”

Have you made any improvement 
in the method of lighting your win
dow displays or is the system just 
what it was when you first went into 
business? Modern methods mean 
more light for less cost.

T h e  M ill M utuals
A G E N C Y  

Lansing, Michigan

Representing Your Home Company,

The Michigan Millers 
Mutual Fire Insurance Co.

And 22 Associated Mutual Companies.

$20,000,000.00 Assets 

Is Saving 25 % or More

Insures All Classes of Property

ROBERT HENKEL, Pres. A . D. BAKER, Sec.-Treas.

Written On Your 
Order Sheet

The success of Royal Baking 
Powder is inscribed on the order 
sheets of grocers the world over.

New baking powders come 
and go but Royal goes steadily 
on repeating and repeating, in
creasing the grocer’s turnover 
and giving satisfaction to his 
customers.

The best known—the best liked—sells itself

Contains No Alum—Leaves No Bitter Taste
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lishment of experiment stations in 
each of the cotton-growing states toHoliday buying set in in earnest 

during the past week. Reports fro&i 
every city in Michigan are to the ef
fect that business of the kind was 
brisk and showed an improvement in 
volume over last year. The variety 
of articles which come in the category 
of gifts is constantly broadening. Toys 
for the children and articles of jewelry 
and the like for their elders used to 
be the vogue. Now there is such a 
diversity that it is hard to distinguish 
at times between seasonable buying 
and that for gift purposes. This is 
somewhat due to the long continued 
campaign of education against the 
practice of persons giving one another 
useless presents. The Spugs, as they 
called themselves, who opposed that 
practice, have this much to their 
credit. Their appeal to common sense 
produced results in course of time and 
its influence continues to be felt. In 
consequence, a great deal of what is 
now bought for the festal season is of 
real use to the beneficiary. So it 
happens that among the gift pur
chases appear articles of apparel and 
things for use in the household in 
ever-increasing number. The variety 
in buying tends to keep down returns 
and exchanges, which have been quite 
an item in this class of purchases, 
while it also makes for larger receipts 
in dollars and cents. If the season 
ends as well as it began it may estab
lish a new record for holiday buying.

In the primary markets the influ
ences which have kept down buying 
for some time continue to be manifest. 
People in general do not yet seem 
to be convinced of the necessity for 
higher prices, although the cost of 
raw materials keeps advancing and 
labor expense shows no signs of re
ceding. There is no eagerness to buy 
even when goods are offered at much 
below the cost of replacement. Pres
ent conditions have not apparently 
lasted long enough to convince many 
that there is any stability in price 
levels as they exist or that there is 
danger in delaying purchases. Neither 
is there much incentive to speculation 
at least not just now when the bal
ance /sheets are being prepared to 
serve as a basis of credit and -when 
the tendency of lenders is conserva
tive. Under such circumstances the 
natural disposition is to wait until 
after the beginning of the new year 
before venturing beyond the supply
ing of immediate wants. Unless 
something unforeseen occurs mean- 
\\ lule, it looks as though no very 
pronounced buying movement is likely 
to set in until after the middle of 
January. About that time retailers 
will be in a position to know how 
they stand and what the Spring pros
pects are. It is from them that the 
impulse must come to set the business 
wheels in motion, and their action will 
be reflected in the activity of the 
jobber and the producer.

THE FUTURE OF COTTON.
A large number of bills designed to 

aid the production of cotton have al
ready been brought forward at Wash
ington. It is provided in several bills 
that calcium arsenate (boll weevil 
poison! be placed on the free list. 
Several other bills call for the estab-

determine the best methods for apply
ing the poison under varying local 
conditions. An effort has also been 
made by Southern Congressmen to 
form a cotton bloc,” which, by voting 
as a unit, may wield sufficient power 
to obtain the passage of the desired 
legislation.

Meanwhile, the question of the 
future of the American cotton indus
try is attracting much attention. This 
year the largest acreage in the history 
of the industry was planted, and the 
result will evidently be a yield of less 
than 10,000,000 bales, whereas con
sumption of American cotton last year 
amounted to 12,600,00 bales. If this 
year s yield is the best that can be ob
tained under present conditions, then 
it is evident that the world will have 
to use less cotton hereafter or else 
find other regions where it can be 
successfully produced.

There is a wide difference of opin
ion with regard to the future of cotton 
growing in this country. In the areas 
where the weevil has done its greatest 
damage during the past two years 
there is much pessimism. On the 
other hand, it is pointed out that the 
State of Texas, where the weevil has 
sojourned longer than anywhere else 
in this country, will this year produce 
4,300,000 bales, or about 45 per cent, 
of the total ctop. Th(is is about 
1,000,000 bales more than Texas 
raised last year. It is not the weevil 
alone that is responsible for the three 
successive short crops of cotton that 
have been raised in this country. It is 
a combination of weevil and weather.

This year Texas had favorable 
weather during the height of the 
growing season and was able to pro
duce a good crop in spite of the 
weevil. On the other hjand, wet 
weather during July in Georgia and 
the delta country of Mississippi, in 
conjunction with the weevil, ruined 
the crop. The size of the next crop 
will evidently depend on the state of 
the weather. The crop of 1921 was 
short because of the voluntary reduc
tion in acreage that followed the 
precipitous drop in prices in the pre
vious year. In the two years follow
ing, weather conditions were highly 
adverse. Two more years in which 
this situation is reversed would alter 
the situation completely. Meanwhile 
some progress has been attained in 
fighting the weevil with poison, and 
it is not unreasonable to hope that 
the cotton industry has possibly 
passed through the worst of its trials.

RUMORS OF WAGE CUTS. 
Reports of wage cuts and rumors 

of others are beginning to reach the 
newspapers. Wage reductions have 
occurred in some the non-union 
mines in the bituminous coal fields, 
and with the seasonal slump in coal 
buying this is not unexpected. There 
is also a rumor that in one of the 
New England cotton mill districts 
the workers may be asked to take 
their choice of a wage cut with full 
time or of working part time on full 
pay. This is an outcome of the short 
cotton crop and the resuling high 
prices of the raw material. The man
ufacturers realize that the pricing of

textiles on the basis of present costs 
is bound to result in some curtail
ment of consumption, but the extent 
to which this curtailment will be car
ried is problematical. Even if there 
should be free buying at the higher 
levels some mills would have to run 
on part time or close down completely 
before the next crop is ready because 
of their inability to obtain sufficient 
spinnable cotton. Last year’s con
sumption of American cotton, amount
ing to 12,600,000 bales, cannot be 
duplicated this year with the ab
normally low carry-over and a new 
crop of less than 10,000,000 bales. 
The Fall River mills have reduced 
their output about 10 per cent., and 
the extent to which this movement 
may spread will depend on the will
ingness of consumers to pay1 the 
added cost of the raw material.

JAPAN’S RECOVERY. 
Reports were current here shortly 

after the earthquake in Japan that 
that country would have to place or
ders for billions of dollars’ worth of 
building materials in other countries 
and that a large share would fall to 
the United States. These reports 
were evidently exaggerated, for Com
mercial Attache Babbitt has cabled 
the Department of Commerce from 
Tokio that the total expenditures for 
reconstruction during the next five 
years are estimated at $525,000,000. 
This estimate is unofficial, but is 
probably much more nearly correct 
than the wild guesses which were 
made in this country soon after news 
came of the disaster. While the 
damage has apparently been overesti
mated, it is gratifying to note the 
rapid recovery which Japan is making. 
In Tokio alone 93,000 temporary 
structures, capable of housing 450,000 
people, have been erected. The state 
budget has been subjected to a severe 
pruning. It is estimated that the
destruction of property will reduce 
the public revenues by about 199,-
000.000 yen. To offset this expendi
tures will be curtailed to the extent 
of 70,000,000 yen, and it is proposed 
to obtain additional revenues by rais
ing domestic postal and telegraph 
rates. Foreign trade during October 
also showed a satisfactory recovery 
The adverse balance in that month 
was the smallest during the year, but 
total exports were less than in Octo
ber a year ago.

WOOLS AND WOOLENS.
Price strength marked the auction 

sales of wool abroad during the past 
week. This resulted from quite lively 
competition. France appears as a 
leader among the buyers of fine meri
nos. A notable circumstance is that, 
at these recent auction sales, manufac
turers have been doing more buying 
and speculative dealers less. A fair 
amount of domestic wool keeps being 
absorbed by the market, although pur
chasing has not been brisk. The in
complete figures of the Department of 
Commerce show a consumption of 
wool in the domestic mills in October 
amounting to 51,814,976 pounds, 
grease equivalent. This, while about 
5.000.000 pounds more than in Sep
tember, is 7,400,000 pounds less than 
in October, 1922. The goods market 
shows little change. In men’s wear

the sales of suitings for spring have 
not shown up well. Part of this is 
due to the poor sales of clothing at 
retail, which are attributed to the 
mildness of the weather. A sharp cold 
snap, it is believed, would put more 
life in business and enable the retail
ers to effect quick clearances of stocks 
on hand. It is not yet too late to 
make up a fair total, but much w|!ll 
depend on how things shape them
selves during the coming fortnight. 
Women’s wear is in better plight, and 
the prospects for spring are consid
ered good. This is especially the case 
as regards what are known as sports 
clothes. Conjectures are beting made 
as to the date of the next heavyweight 
openings, but nothing definite has yet 
appeared regarding them.

BUSINESS MORTALITY HIGH. 
A disquieting sign is the continu

ance of a high rate of business mor
tality. The year started badly in this 
respect, the failures in January num
bering 2,126, which was the largest 
monthly total since April, 1922. Later 
months showed a lessening in the 
number of failures, the lowest being 
September with an aggregate of only 
1226,which was the smallest since No
vember, 1920. But October of this 
year showed a reversal to the ten
dency. In that month the number of 
failures jumped to 1,673, the largest 
since last March, and now November, 
according to Dun’s Review, shows an 
added increase to a total of 1,704. This, 
with the exception of January, is the 
largest number of monthly failures in 
a year. In point of liabilities also last 
month was rather notable, having a 
larger amount than any others this 
year except April and October. The 
number of failures now is from three 
to four times as large as it was before 
the deflation period following the war. 
It was not until the fall of 1920 that 
the crop of failures suddenly increas
ed, and they have ever since been very 
much larger than they used to be. 
In the last two months much of the 
added liabilities is accounted for by 
failures of manufacturers. This might 
have been conjectured from the man
ner in which buying bas been done 
for some time. But the number of 
failures in November with an indebt
edness of over $50,000,000 ought to 
be good evidence that there is still a 
good ways to go to reach somewhat 
normal conditions.

A SNARL AND A SNEER.
The slurring reference of Senator 

Ferris to the annual message of 
President Coolidge comes in very 
poor grace from a man who was 
elected by Republican votes to rep
resent a great Republican state in 
the United States Senate.

Senator Ferris made many friends 
during the time he presided over his 
remarkable educational institution at 
Big Rapids, but his career as Gov
ernor was marred by many nasty 
and bitter partisan acts which clearly 
showed that he was a bad misfit 
when removed from the position of 
a country pedagogue. His public 
utterances since he was elected Sena
tor have not tended to increase the 
public respect in his fairness and 
statesmanship.
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Camp Roosevelt As a Boy Builder.
W ritte n  for the  T radesm an.

Is it not strange that, although we 
may see the same thing, day in and 
day out, it makes no impression un
less we have a particular interest in 
that very thing? We may pass sign
boards every day for weeks at a time, 
yet five minutes later be unable to 
recall what they offered—we may 
even read, word for word, some bit of 
information, yet the whole thing makes 
no dent on our memory unless it ap
plies to us, to our needs—unless it 
fits into our particular scheme of 
things.

Although the Michigan Tradesman 
has published for the information of 
its readers a number of articles tell
ing about the plan of operation of 
Camp Roosevelt, unless the people 
reading these articles have growing 
sons for whom these plans might 
prove of value, they probably have 
forgotten all about Camp Roosevelt 
and what it stands for. It is safe to 
say, however, that at least 50 per 
cent, of our readers are parents of 
healthy, robust youngsters from 10 to 
18 years of age, and if they have 
never heard about the Camp Roose
velt plan, they will be especially in
terested in this article.

Operating last summer for its fifth 
season, Camp Roosevelt has emerged 
from an experimental to a highly suc
cessful basis. For the first three sum
mers the camp was located near Mus
kegon, but in 1922 was removed to its 
present site on Silver Lake, Indiana, 
where the numerous permanent build
ings of picturesque design contribute 
much to the general comfort and well
being of the campers. The camp is 
isolated from any neighboring town, 
LaPorte, Indiana, eight miles East
ward, being closest to it. Boys who 
attend are thereby undisturbed by 
outside influences and are able to re
ceive a maximum of benefit from the 
intensive courses which are carried 
on.

There are three, the summer school 
division being perhaps first in im
portance. Seventh and eighth grade 
subjects and complete high school 
courses are taught by a faculty select
ed mainly from the Chicago public 
high school system, of which the 
camp is a part. The camp schools are 
commissioned by the Indiana State 
Board of Public Instruction and 
credits earned thereat are accepted by 
educators in all parts of the country. 
This gives boys who have failed in 
their school work, or who wish to ad
vance next fall, an opportunity to en
joy a first-class outdoor vacation, at 
the same time progress in their school 
duties, which occupy only the morn
ing hours.

Boys who prefer military life, with 
its hikes, its drills and setting-up ex
ercises and the school of the soldier, 
enter the R. O. T. C. division if they 
are 14 years or over, where they are 
given the finest kind of instruction at 
the hands of officers and non-commis
sioned officers of the U(. S. Army who 
are detailed by the Government for 
this special duty. If they are from 
10 to 14 years and desire the setting 
up exercises and campcraft, boys 
enter the Junior Camp, which is de
signed to meet the needs of these 
younger lads. Competent scoutmasters

have charge of these smaller boys, 
who live in a commodious clubhouse 
at the far end of the camp site on 
the shores of the lake. The programs 
of each of the three divisions are so 
arranged that the morning hours are 
occupied with their special activities, 
leaving the afternoons open for a 
blending of the athletic, swimming 
and horsemanship features in which 
boys from the entire camp join.

Camp Roosevelt is a philanthropic 
undertaking. It was planned and es
tablished by Major F. L. Beals, Super
visor of Physical Education in the 
Chicago public high schools, for put
ting to profitable use the summer va
cation period and for giving boys an 
intensive course in good citizenship, 
such as is included in no other part 
of the school curriculum. Aid to 
carry on this program was secured 
through the War Department, which, 
in addition to assigning the instructor 
personnel, furnishes complete camp
ing equipment; also through the Red 
Cross, which maintains the completely 
equipped hospital and staff of doctors 
and nurses, who, in addition to look
ing after the health and sanitation of 
the 'camp, give instruction in first aid, 
swimming and resuscitation methods. 
The Y. M. C. A. maintains a “Y” hut 
and eight secretaries are on duty dur
ing the entire summer to do their 'bit 
in this citizenship training. Public 
spirited men contribute funds for the 
camp and Major Beals devotes his 
vacation period toward supervising 
the splendid program which he has 
evolved as a result of his many years 
of close association with boys at 
military schools and in the Chicago 
school system.

The season is divided into one 
three-week period and two two-week 
periods, beginning on June 30.

Those readers who have growing 
sons will do much toward putting 
their boys on a solid foundation for 
the future, if they will send them to 
Camp Roosevelt for a season. Major 
Beals, whose offices are at 460 South 
State street, Chicago, has complete 
literature telling about the camp, 
which may be obtained at all times.

Lillian Ewertsen.

Cigar Misbranding 
In its campaign against the misuse 

of the term “Havana,” the American 
Fair Trade League announces that it 
will lodge complaints against all re
tail dealers who sell or advertise as 
“Havana” or “clear Havana” cigars 
containing less than 100 per cent, of 
actual Havana tobacco. During the 
past year the league has issued 105 
complaints against manufacturers of 
prominently advertised cigars. Of 
these cases seventy-eight have been 
successfully concluded by definite 
pledges on the part of the manu
facturers to abandon mis-branding; 
twenty-four cases are under negotia
tion and three are listed for prose
cution. Manufacturers who have 
changed their advertising to conform 
with the request of the league say 
that signs originally distributed by 
them are now in the possession of 
retailers and no longer within the 
manufacturers’ control, but promise 
their co-operation in getting the re
tail cigar dealers of the country to 
scran them.

S M O R R IS ’

upreme
100% L eaf L ard

is  a 100% S eller
Y our custom ers will be satisfied if 

you sell th e m  Suprem e L eaf L ard. I t  
assures good bak ing  and  cooking results 
and  brings you repeat business.

S u p r e m e  L a r d  
pleases careful b u y 
ers. I t  is a quick 
tu rn o v er item  you 
can profitably push.

Sell Morris 9 
S U P R E M E  

100% Leaf Lard
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CORRECT COSTUME IDEA.

Dressing Up the Men With Correct 
Shoes.

I am frank to confess the men’s 
clothing business is in very bad 
shape. The women’s apparel manu
facturers and merchants are much 
better 'merchandisers. And I am led 
to believe that the men’s end of the 
shoe business is in pretty nearly the 
same condition.

The merchandisers of men’s apparel 
must increase their business and their 
units per customer or they are going 
broke. We are suffering from the 
high cost of doing business and we 
are likely to suffer more from this 
overhead in the future than we are 
now.

There is only on thing a man can 
do to stay in business and the thing 
that he must do if he expects to 
continue in business and that is in
crease his sales or establish new plus 
business. By plus business I mean 
that extra sale which is brought 
about because of extra pressure, or by 
providing a real reason for the cus
tomer why he should invest in an 
extra suit of clothes or an extra 
pair of shoes. There is not only 
one reason why he should do that, 
but there are several, namely, style 
consciousness, health reasons and 
economy because of frequent changing 
of costume.

Style consciousness is our best bet 
at this time for the clothing mer
chant and the shoe merchant. We 
Americans don’t know what dress-up 
means in the same terms as the 
English or Scotchman does. You 
never see a Scotchman wearing a 
tweed suit or heather mixtures in 
mild, sunshiny weather. It isn’t done 
in those countries. We don’t know 
better and it is our function, you as 
shoe men, and we as clothing men, 
to educate men on the why and 
wherefores of correct dress and the 
application of shoes to garments and 
the correct combination of each. It 
isn’t easj- by any means and there 
is much hard work to be done. 
Clothing manufacturers in particular, 
namely, Hirsch-Wickwire & Co., have 
already started this procedure.

Our salesmen in the field are 
educating merchants on the correct 
costume idea. We are securing much 
plus business, in fact our business 
has been immensely increased since 
we have adopted the new plan of 
merchandising. During the selling 
season just closed, we sold more 
double breasted men’s coats than we 
have ever sold in the history of our 
house. This was done by our rep
resentatives pointing out to the re
tailer that the average well-dressed

or nearly-well-dressed man would lis
ten to an argument or sales talk 
which would convince him that buy
ing a double breasted suit together 
with his three-button sack coat was 
good business. Because a double 
breasted coat made him look entirely 
different than when he wore a three- 
button sack coat as he generally does.

The same may be applied to the 
shoe business. You are not selling 
double breasted models or three-but
ton sack coats, but you are selling 
black shoes and you are selling tan 
shoes. There are certain times of 
the day when a tan shoe is proper 
and a certain time of the day when 
black shoes are proper.

A brown or tan shoe is thoroughly 
out of order after 6 o’clock in the 
evening. It simply isn’t done in the 
best circles and a man, no matter 
how well he may be garbed or how 
expensive his hat, suit or overcoat 
may be, if he appears on the street 
or at social occasions after 6 o’clock 
with a pair of tan shoes on his feet, 
he is as much of a hick as if he 
wore a silk hat at a ball game.

Such points as these we are put
ting over with our retail men. It 
isn’t hard to sell the average road 
salesman on the soundness of this 
theory. The retailer is a little bit 
harder to convince. Our stonwall, 
however, is one which we must batter 
down and educate and convince and 
that is the salesman on the floor. We 
have got to sell him on the new 
idea in shoes and correct dress for 
the various occasions and prove to 
him that it can be done and it must 
be done. This movement isn’t going 
t"> be accomplished in a month or a 
year. It may take quite a long time 
to do so, but it is going to be done 
eventually in the same way that 
women’s wear people are doing it 
now.

Do you realize what the straw hat 
men did this season and the increased 
sales in straw hats. They told us 
the reason why we ought to have 
several different kinds of straw hats 
we have bought.

I have never in my life had a shoe 
store salesman try to sell me more 
than one pair of shoes. I have no 
regular shoe retailer and I use my 
own judgment instead of, as I should 
do, relying on the judgment otf the 
man who sells me the shoes because 
lie knows more about shoes than I 
do. The trouble is he doesn’t try 
to tell me what he knows in a way 
that I would understand.

He doesn’t give me a reason why 
I should buy more pairs of shoes. 
He doesn’t make me style conscious 
about my feet. He doesn’t impress 
upon me the very great importance

S H U R - S N U G S
Felt Moccasins, 
Slippers, Shoes

For Men—W omen—Children

We still have a complete 
line of Felts on the floor.
Get your order in today. 
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of shoes in the general costume ef
fect. If he did, the chances are I 
now would own four, five or six 
pairs of shoes where I now own one 
or two.

Overhead of retailers, both cloth
ing and shoes, can only be met by 
increased volume in business. We 
have got to educate the retailer and 
we have got to educate the man on 
the floor. We have all got to sell 
ourselves this new idea in merchan
dising. Retailing must be a profes
sion. A consumer knows little about 
merchandising and he buys and de
pends upon the merchant. People 
must be made to recognize the 
authority of the merchant. When that 
happens, the rest is going to be easy.

If we keep on preaching long 
enough some people are going to 
listen to us. You as shoemen should 
gather utno yourselves the aid of 
the trade papers in the field, your 
national body of traveling men and 
then you should sell the idea to the 
various state associations and the 
national association of reail shoe 
dealers. Too many are allowing 
their trade to tell them what they, 
as individuals want, instead of the 
merchant telling the prospective what 
he ought to have.

There are four distinct divisions of 
men’s apparel; four separate occasions 
that men should recognize for cer- 
rectness and these are business, social 
sport and formal.

Clothes and shoes for business 
should be enirely different than for 
social affairs, likewise for sport 
occasions and for formal wear.

A three-button sack coat is ideal 
for business. With a three-button 
sack a man should wear a brown 
calf oxford for certain shades of 
cloth, such as gray, brown and tan. 
If he wears a black or blue three- 
button sack suit for business wear 
he should wear black shoes. Dark 
clothes are more proper for evening 
than light clothes. Too many men 
always look the same. The average 
man will wear a three-button sack 
coat the year around and never change 
The new idea is to have a double 
breasted coat which seems to change 
his mode of attire completely.

Now a retail man on the floor can 
sell me very easily another pair of 
shoes if he asks me, “what kind of 
clothes are you going to wear these 
shoes with?” That would start me 
thinking. If he suggested after I 
had bought my brown shoes, that 
perhaps I had better buy a pair of 
black shoes because brown simply 
isn’t the thing after 6 o’clock, the 
chances are, I would buy an extra 
pair of black shoes.

This same idea can be applied to 
sport costumes. The average man 
who plays golf, generally has a sport 
outfit or a golfing costume and with 
this costume he wears a certain kind 
of shoe, if ‘he is properly dressed. 
Now, we as clothing designers have 
fashioned a sport coat which fits in 
for a number of different sport oc
casions. The average business man 
who plays golf in the afternoon may 
well come down to his office in the 
morning wearing a golf costume with 
long trousers and at the office he will 
naturally want a pair of semi-brogue

grain leather shoes, possibly of tan 
or brown. In the afternoon when he 
goes to the club he will change be
fore going on the links to a golf 
shoe, but such a shoe wouldn’t be 
the right thing for him to wear after 
he goes to the clubhouse for dinner 
in the evening, or perhaps dancing 
or some semi-formal entertainment. 
During such hours, it is perfectly well- 
for him to wear his knickers at the 
clubhouse, but it wouldn’t be the 
thing for him to wear a pair of 
orepe soled shoes or shoes with 
spikes because he couldn’t dance very 
well in these. For this latter oc
casion, a pair of white buck oxfordis, 
saddled and tipped or foxing in 
brown or black would be an ideal shoe 
for him to wear.

For formal and semi-formal wear 
we must necessarily rely on our 
Tuxedo and full-dress garment. There 
has been a very strenuous effort made 
to return to favor the full-dress din
ner coat, but 'thus far with little 
success. The almost universal dress 
garment for formal and semi-formal 
wear is a Tuxedo and in this latter 
case, there has been a new develop
ment in the matter of collars, which 
invalidates somewhat all Tuxedo coat 
collars excepting a shawl collar, which 
is considered 'the real thing among 
best dressed men. In other words, 
there are no vents in the lapels of 
Tuxedos these days. For formal 
wear, there is nothing that can take 
the place of a plain toe patent leath
er slipper. For semi-formal wear, 
such as card parties or dancing 
parties a patent leather oxford with 
straight tip is the thing, or a patent 
leather, dull top, button boot. Here 
again is an opportunity for the mer
chant to sell more 'than one pair 
of shoes for high dress occasions 
because the plain toe oxford is not 
always good all the time, likewise 
the patent leather tip oxford should 
not be sold for strictly 'formal wear.

The college man is a style unto 
himself. He wears clothes that no
body else wears and nobody else 
wants to wear. Eighty-five per cent, 
of college men to-day wear the same 
cut and considerably the same fab
ric the country over. The college 
man is susceptible to a great many 
styles of shoes even though he does 
run to one style in clothes. It is pos
sible to sell the college man a plain 
toe oxford either with a trouser 
crease or .otherwise. He will also 
listen to a sales appeal favoring dia
mond shaped perforations or the 
use of contrasting leathers in any one 
model. W. O. Hopkins.

Do Some Shoe Buying For Spring.
“Play the middle of the road pol

icy,” advised a leading Rochester shoe 
manufacturer and stylist, “and the 
shoe buyer will be safe. If be 
postpones his buying hoping to get 
his spring and Easter shoes from 
stock, he will get left.”

The manufacturer explained that 
the middle of the road policy is in 
buying shoes- of good taste in re
fined patterns and in avoiding the 
extremes which have made the shoe 
business so hazardous in many quart
ers, both to retail merchants and to 
manufacturers.

“The fact is,” added this manufac
turer, “that too many retail shoe 
dealers buy altogether too many shoes 
and ¡from too many manufacturers. 
They are visited by more salesmen 
today than ever before because the 
salesmen are working harder than 
ever to make a living and further
more retailers do not stick to a cer
tain few factories as they used to. 
There is no such thing to-day as 
‘owning’ a customer. It is a free 
field and the. manufacturer who can 
give the best service, the best values 
and the best prices is the one who is 
winning out.

“We are to-day in the throes of a 
situation more peculiar if not more 
dangerous ¡than ever before. The 
public, unfortunately, is being educat
ed to buy shoes around $5. Better 
shoes than these are shown in the 
windows and on the inside many 
dealers are handing out pure junk, 
shoes that will go to pieces when the 
first rain or snow storm comes along. 
The most economical shoes to buy 
are those that have real meat and 
that are built right. The demand 
for welt shoes for women, for in
stance, is at the lowest ebb it has 
been for years, and McKays are in 
popular demand on the part of shoe 
merchants. Large and reputable 
houses have been forced to buy Mc
Kays because of the competition of 
the chain stores, the greatest menace 
of the shoe business to-day. Some 
day the American women are going 
to awake to the fact that it does not 
pay to buy shoes for $5 and a hat 
for $30.

“Speaking of the increased de
mand fofr McKay and other shoes 
which carry the style and lightness 
of the turn shoe, it must be borne 
in mind that this demand came as 
a result of the frequent style changes 
and the apparent inability of the 
consumer to buy a new pair of shoes 
every few weeks or styles to be worn 
with different dresses and pay a high 
price for each pair. The average 
woman does not know a McKay 
from a turn and the only appeal 
which the shoe makes is in style and 
price. Light shoes are not intended 
for wear and if a cheaper shoe will 
last three months the owner has 
gotten all out of the shoe that she 
reasonably should expect. But de
spite the general use of automobiles 
the fact remains that people must 
walk and in the long run I believe 
they will put a greater appreciation 
on shoes of careful construction and 
that ’ carry heavier soles.

“While there apparently is much 
chaos in the style situation, I be
lieve on the whole it is more of a 
nightmare than anything else. The 
shoe stores are being drummed 
harder than ever before. Four sales
men now call where previously there 
was but one. This is due to the 
fact that manufacturers no longer 
retain accounts as they did in the 
rid days. Dealers do not stick to 
lines as they use to. Therefore shoes 
are bought when the dealer is in the 
Lame of mind to buy and the first 
man Who happens along with an at
tractive line of novelties and who 
can promise service in delivery gets 
the business. Salesmen are traveling

practically all of the time now and 
seasons have disappeared as such. 
The cost of selling is high and the 
cost of building shoes has increased 
yet the public demand seems to be 
for lower priced shoes. This is a 
day when poor shoes hold the center 
of the stage. The middle grade 
shoes will always have a place, but 
their sale of necessity is limited.

Poor or cheap shoes to the con
sumer look just as pretty as the 
better grades, just as a gold-plated 
1883 nickel looks for all the world 
like a five-dollar gold piece, and 
many passed for $5 as we well re
member. But they were worth just 
five cents and to-day carry a slight 
premium just because they were 
called in as fast as possible and no 
more made with milling or with the 
V but omitting the word ‘cents.’ 
Good shoes will come back just as 
sure as the world for, as Lincoln 
said, ‘you cannot fool all of the 
people all of the time.’

“Dealers may ask: ‘What can I 
buy for early spring and Easter that 
will sell?’ Well, to answer that we 
must use the process of elimination. 
Do not buy fall or winter colors. 
Buy spring shades. Do not buy ex
tremes, but buy shoes that are in 
good taste rather than in silly pat
terns or doubtful styles. Keep in 
mind the kind of shoes that have 
sold out to the pair and at a profit. 
Play the middle of the road policy 
for your bulk sales always and you 
cannot go wrong. When the spring 
is near you can take care of your 
immediate wants in extreme novelties 
or patterns, that cannot now be anti
cipated. Grays will be good, and so 
will ecru. Patent leather trimming is 
always good. The women like straps. 
You cannot go wrong on them. Do 
not buy the same patterns in half 
a dozen leathers or combinations, but 
buy half a dozen different patterns 
so that you will have variety. If 
you buy one pattern across the board 
in various leathers and it goes fluey, 
good night! That has happened 
time and again. But if you buy five 
or six different patterns you will be 
able to please more people and make 
more sales-. Don’t overlook your 
sport shoes, which shoes are here 
to stay because the American people 
are people who like to play and the 
sport shoe 'has a big place. And 
just remember the little girl who de
lights in her sandals. Don’t over
buy on white shoes, for sport shoes 
to a considerable extent have taken 
their place. Watch the trend in 
dress materials and remember that 
shoes are bought to match gowns. 
Lastly buy from reliable manufac
turers and remember that it pays 
to sell shoes you can stand back 
of as to quality and fitting. Know 
your trade and buy shoes that your 
trade can use, both as to price and 
quality.”

The poor accounts on your books 
may represent (the profits on the 
year’s business. You must find some 
way to avoid losses on such accounts.

You hate to appear stingy and yet 
you must find means of discouraging 
clerks from helping themselves to the 
little, unimportant things in stock.
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Will They Take It Out In Just 
Talking?

It seems certain that there will 
be a large number of fire-eating 
speeches in Washington during the 
next six months, but whether the 
radical threats will seriously disturb 
business is doubtful. Let us take, 
for example, the case of the railroads. 
One plank in the radical programme 
calls for the “repeal or amendment 
of the so-called Esch-Cummins rail
way act so as to secure lower freight 
rates and to eliminate guaranteed 
dividends to favored classes.” This 
has an ugly sound, and the last part 
of it bristles with false insinuations. 
The railroads are not “favored clas
ses,” but instead they are the harried 
quarry of political hounds. As to 
their dividends being “guaranteed.” 
every one with an inkling of in
formation concerning the transporta
tion act knows that this is a bare
faced untruth. The act names a 
fair return on the official valuation 
of the carriers’ property as a de
sirable goal but this goal has not 
yet been attained. If the Govern
ment has guaranteed the roads any
thing it has certainly fallen far 
short of fulfilling its pledge.

Let us assume, for purposes of 
illustration that the radicals gain 
the upper hand and succeed in car
rying through this part of their 
programme. In that event they will 
certainly not have enough strength 
to override a Presidential veto. If 
the bill, however, should be allowed 
to become law the Interstate Com
merce Commission will still be func
tioning. and there is no liklihood 
that this body will lend its aid in
lowering rail rates to a point at
which they become confiscatory.
Vet if this unexpected thing should
occur it is to be remembered that
the ac-lts of the commission are sub-
iected to judicial review, and that
the Supreme Court may be counted 
upon to protect the rights guaranteed 
under the Fourteenth Amendment. 
It is not necessary, however, to look 
so far as this; the illustration just 
given assumes that Congress will 
do its worst. In reality the radical

bark is going to prove much more 
formidable than its bite.

It is argued, on the other hand, 
that while Congress may not pass 
any legislation detrimental to busi
ness, the political attacks that will 
be made on organized business dur
ing the coming months may prove 
disturbing. Such attacks in other 
years, as in 1896 and in 1906, have 
had an unsettling effect, but in those 
years fundamental conditions were 
admittedly unsound. To-day the 
situation is wholly different.

The radicals would have a better 
case if instead of advocating a gen
eral reduction of freight rates and 
insinuating that the carriers have 
been the beneficiaries of class legis
lation they had urged a readjustment 
of rates with a view to correcting 
some admitted inequalities in the 
present rate structure. This, like 
Topsy, has “jes’ growed.” During 
the last ten years there have been 
sweeping changes in the relative 
values of commodities, and this 
should not be ignored in the making 
of railway rates. Raw wool, for ex
ample, is now selling at about 120 
per cent, above its pre-war price, 
while beef cattle are barely bringing 
prices of 1913. It is evident, there
fore, that the rates on these two 
products need not bear an identical 
relation to their pre-war bases. In 
the Rocky Mountain districts, wrhere 
the haul to markets is long, rates 
on some of the cheap and bulky com
modities, like hay, are at present 
more than the traffic will bear, while 
rates on wool, which is also a prod
uct of this district, might on investi
gation be found suitable for an up
ward revision on account of the re
cently enhanced market value of 
wool. These cases are cited merely 
by way of illustration. The working 
out of a revised rate structure is ob
viously a task for experts. The 
point it is desired to emphasize 
here is that the farm bloc leaders in 
Congress are wrong in advocating 
general reductions instead of a 
scientific revision that will both re-
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lieve agriculture and safeguard the 
carriers, whose prosperity is indis- 
pensible to the welfare of the farm
ers. William O. Scroggs.

Earned Versus Unearned Income.
Upon the surface it may seem a 

sound proposition that unearned in
come should bear a higher tax than 
earned income, but a little thinking 
over the matter would reveal to us 
the fact that the application of any 
such discrimination would simply be 
to penalize that large worthy and un
fortunate class who through physical 
disability or kindred causes, cannot 
work for a living.

Unearned income is simply income 
acquired without working for it; hence 
the millions of sick, aged, infirm, and 
unemployed people who either cannot 
work or cannot get work to do, but 
who nevertheless have a small income 
to live upon, derived from former 
savings or from some legacy left by 
relatives. These are the great mass of 
unfortunates who live upon so-called 
unearneed income and who would be 
hard hit by Secretary Mellon’s ad
vocated measure for an extra tax on 
income not earned by labor.

Almost everybody in America who 
can work does work. The idle rich 
whom it is sought to reach by a special 
tax on unearned income are so few as 
to be a negligible part of the popula
tion, and the attempt to raise revenue 
from them would pass over their 
heads to fall upon that numerous and 
luckless class of the community which 
cannot work by reason of physical 
disability. Why should a sick man or 
woman who cannot work and who is 
trying to live upon a little pittance 
saved up or inherited be made to pay 
more income tax than those able to 
work and earn their income? The 
principle is both inhuman and absurd.

A measure discriminating between 
earned and unearned income would 
not only be class legislation of the 
most hateful kind, but would also be 
a decree for raising revenue by taxing 
misfortune and penalizing old age, 
sickness, widowhood, and other dis
abling causes. Frank D. Hatfield.

Heavy Imports of Cotton Textiles.
While a good deal of the so called 

Japanese crepes, Russian cords, and 
English broadcloth used for making 
shirts has been made in American 
mills, it is, nevertheless, true that 
there has been a considerable increase 
in imports of cotton textiles. The Tex
tile Division of the Department of 
Commerce reports that the yardage of 
imports of unbleached cotton cloth 
during the first nine months of 1923 
is about three times that of the cor
responding period of 1922. The bulk 
of the imports has been of British 
origin. The chief reason for the 
heavier receipts is the lower price of 
the Britsh materials. During the cur
rent year there has been a differential 
of from 9 to 10 cents per pound in 
quotations on a number of grades of 
gray goods in favor of the British 
product.

In the view of the Government’s 
textile experts, the British manufac
turers are selling their products below 
replacement value, or selling without 
a profit, or perhaps, even selling

somewhat below cost, on the theory 
that a small loss incurred in this way 
is preferable to a greater one that 
would follow the suspension of mill 
operations. In any event, this is a 
situation that will not persist in
definitely. The foreign manufacturer 
cannot continue to make his cus
tomers in this country a present of a 
bit of his capital with every order 
which he fills for them. This is not 
the sort of competition that the Ameri
can producer has most to fear. If 
this recent underselling were at the 
same time enriching the overseas pro
ducer the situation would be different. 
Nevertheless, there is an indicaton 
here that domestic producers must 
continue to wrestle with the problem 
of bringing down their production 
costs.

None of us likes to enter a store 
and stand around and wait unrecog
nized, even though all the employes 
are busy. We want them to ac
knowledge our presence in some way.

Have you noticed your outside 
store sign lately? Does it need paint? 
Is there a sign down where people 
passing close by the store front will 
see it? Is there a sign visible at 
night?

DIVIDEND NOTICE
American Public Utilities Company 

Grand Rapids, Michigan
The Directors of this Company have 

declared quarterly dividends as follows: 
$1.75 per share on Prior Preferred stock, 
$1.00 per share on Participating Pre
ferred stock, $1.50 per share on Six Per 
Cent Preferred stock, payable January 
2nd, 1924, to stockholders of record at 
close of business December 20, 1923. 
Transfers can be made during ex-divi
dend period.

Blaine Gavctt, Secretary.
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Consider Only Good Risks. 
Frederick Richardson, United States 

manager of the General Accident Fire 
and Life Assurance Corporation, in 
his monthly message to agents of the 
company, expresses “some of the 
fundamental principles iby which we 
hope to achieve success.” The mes
sage follows in part:

“It is somewhat difficult, at a time 
like this, when we are going through 
a phase of abnormal expansion, to 
realize what are the things to be 
achieved if we are to be able to main
tain a satisfactory footing when a 
humdrum season starts in. It is easy 
to be deceived by too fast develop
ment into the belief that rapid growth 
is a normal and necessary process. As 
a matter of fact, for one hundred years 
the oldest and most famous insurance 
companies in the world were build
ing up vast resources on a business 
not nearly as great as the business the 
General Accident is now transacting 
in the United States alone. They 
had long years of slow and painful 
struggles and out of these they were 
able to draw lessons of great and per
manent value. What are those les
sons? At the price of repeating my
self, I would like to tell you what we 
think they are:

1. That the selection of risks is 
the first principal of insurance. By 
that is meant selection by the com
pany, and not selection by the assured.

2. That economy of administration 
is imperative.

3. That fairness and promptitude 
in the adjustment of claims is the debt 
we owe to the policyholder.

4. That allocation of a large part 
of the profits to reserve is necessary 
in order to provide security.

Unfortunately, we still find that 
agents, instead of exercising a first
hand selection of business, are some
times more anxious to increase their 
commissions than to keep a doubtful 
risk off the company’s books. They 
may still want us to take what is 
known as an “accommodation” line, 
failing to realize that bad business 
stays if you will let it, whilst good 
business has a tendency to go else
where. The security of our policy
holders must depend upon the degree 
of skill and integrity that we put into 
discriminating between one piece of 
business and another. It is not fair 
to honest assured to put their prem
iums into the same pot with the 
premiums of the dishonest and ir
responsible. It keeps rates up when 
they ought to go down and must ulti
mately have the effect of depressing 
the interest of the public in insurance. 
Therefore, I again want to urge the 
paramount need of care in selection.

Credit Seeks Lines Where Fire 
Hazard is Small.

When the history of industry is 
written, one of the most fascinating 
chapters will be devoted to the pro
cesses by which men have overcome 
the natural hazards of business.
The process which gives us the flour 
that goes to make the staff of life 
presents a hazard of terrifying possi
bilities. Let the dust incident to the 
making of flour get but the slightest 
spark and the speed of the flame is 
like the flash of an explosion. The in
dustry, however, has, through deter
mined study of its peculiar hazards, 
put the flour milling risk in a highly 
preferred class.

Farther back in the study of hazards 
is the cotton goods manufacturing in
dustry. Cotton mills in their early 
days were the specially ready prey of 
flame. To-day as we know, cotton 
mills rarely burn and insurance com
panies seek assiduously for cotton 
milling business because it is safe.

We might go on with examples, 
but let us be content with one other, 
the wholesale drug line, a business of 
great natural hazard because the 
wholesale druggist must carry liquids, 
gases and other substances requiring 
constant watchfulness against ex
plosion and fire. This industry has 
so standardized its operations that 
fires have been reduced to a re
markably low point and wholesale 
drug risks are earnestly sought by 
insurance companies because their 
business is safe and profitable.

Under such improved conditions 
we have not only better risks for fire 
insurance companies but better risks 
for all credit transactions. Credit 
seeks stability. The flour milling, 
cotton and wholesale drugs lines at 
one time were far from staple. Fires 
again and again would bring up the 
question as to the likelihood of 
prompt settlement of credits ex
tended.

What was done in these lines can 
be done in every line. The men who 
were determined to eliminate or re
duce the hazards in these lines were 
confronted with problems far more 
difficult than are to be found in most 
lines of business. If success could 
be attained by them, success can be 
attained by all. Every line, for both 
individual reasons and broad economic 
reasons, should study for the elimina
tion of its peculiar hazard.

Diversfication and Credits 
The development of diversified 

farming has been carried to such an 
extent in the North Central States 
(Indiana, Illinois, Michigan, and 
Wisconsin) that the farmers’ income 
in this section have lost their seasonal

CHANDLER & VANDER MEY
LOCAL INVESTMENT SECURITIES

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

Merchants Life Insurance Company

WILLIAM A. WATTS 
Présidant

RANSOM E. OLDS 
Chairman of Board

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

Citizens 4267 Bell, Main 2435

A. E. K U S T E R E R  & C O .
I n v e s t m e n t  B a n k e r s  &  B r o k e r s

GOVERNMENT, MUNICIPAL,
PUBLIC UTILITY, RAILROAD,

CORPORATION BONDS
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character. This is also true to a large 
extent in .the New England and the 
Middle Atlantic States, while in the 
South Atlantic, South Central, and 
Far Western States, where diver
sification is much less developed, the 
seasonal factor is still highly im
portant. These facts are brought 
out in a recent study by Dr. John 
Whyte, director of research for the 
National Association of Credit Men.
In the Far Western States 53.4 per 
cent of the sales from farms take place 
from September to December, with 20 
per cent occuring in the single month 
of October. The one-crop sections 
are the regions where the farmer gets 
the bulk of >his income in the autum. 
This means that he must arrange for 
long-term credits with his banker 
and merchant to provide for his needs 
during the rest of the year. Where 
the dairy industry has developed 
along with the production of staple 
farm products the income is more 
uniformly distributed and long-term 
credits are not required to the same 
extent. 'There is thus a close connec
tion between the degree of diversifica
tion and the nature of credit require
ments.

To Require Written Application. 
Hereafter all persons or corporations 
in the State of Oregon who desire to 
take out fire insurance will be obliged 
to file a written application with the 
companies issuing the policies. The 
Insurance Exchange at Portland has 
agreed to comply with this new ruling 
to the end that over-insurance in Ore
gon may be avoided. In the applica
tion, the character of the property to 
be insured must be stated, whether the 
applicants have been previously re
fused insurance, amount of insurance 
carried at the time the application was 
filed, location of the property, names 
of the occupants, character of busi
ness conducted, and such other in
formation as will enable the company 
to pass intelligently upon the char
acter of the risk to be assumed. This 
ruling, if strictly adhered to, ought 
to curb the evil of over-insurance. A 
written application together with some 
reliable information touching the 
financial coverage would enable the 
company to avoid the assumption of 
risk on much property that is ex
tremely hazardous and destined for 
the great American ash heap.

Matter of Retail Price Fixing.
Efforts to urge upon Congress the 

passing of specific legislation to per
mit retail price fixing are being 
watched with considerable interest by 
retailers and their trade organizations. 
The arguments that are being put 
forth in favor of price fixing are 
being gone over carefully in their 
relation to actual retail merchandise 
ing experience. It cannot be said 
that retailers en masse are against 
the proposition, as some store exe
cutives are understood to favor it. 
In most cases,, the feeling of the 
retailer apparently is that price fixing 
imposes an unwarranted restiriction 
upon him in the conduct of his 
business. It would not be surprising 
if the largest single association rep
resenting retailers1 were to fight at 
Washington the price-fixing com- 
paign that has been promised.

Corporations Wound Up.
The following Michigan corpora

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

J. & S. Manufacturing Co., Jackson.
Kalamazoo Sedan Co., Kalamazoo.
O. H. Morehead & Co., Detroit.
The Bennett Injector Co., Wilming- 

ton-Muskegon.
Monarch Die & Machine Co., De

troit.
Frank C. Everts Co., Detroit.
Community Market Corporation of 

Detroit, Detroit.
De Luxe Candy Shop, Inc. High

land Park.
The Oldfield Tire Company, Akron, 

Ohio-Detroit.
Lansing Leasing Co., Lansing.
Lemcke Motor Sales, Inc., Detroit.
Kerr Dental Manufacturing Co., De

troit.
National Can Co., Detroit.
Nepessing Manufacturing Corpora

tion, Lapeer.
Detroit Veneer & Panel Co., Cadil

lac.
American Tent & Awning Co., De

troit.
Standard Parts Co., Cleveland.
The G. & O. Manufacturing Co., 

New Haven, Conn.-Detroit.
The Monroe County Oil & Gas Co., 

Petersburg.

Preferred Lists of Safe Investments
Lists Supplied Upon Application 

Telephones: Bell Main 4678. Citizens 4678.

HOPKINS, GHYSELS & CO.
Investment Bankers and Brokers

Michigan Trust Bldg., Ground Floor, Grand Rapids

The Michigan Retail Dry Goods 
Association

advises its members to place their 
lire insurance with the

GRAND RAPIDS MERCHANTS MUTUAL FIRE 
INSURANCE COMPANY

and save 30% on their premiums.

Other merchants equally welcome.

319-20 Houseman Bldg. Qrand R*Pid*> Mich-

Reliable Trunk & Bag Co., Detroit. 
George F. Randall Lumber Co., 

Ferndale.
Mapes Co., Lansing.
Gladwin Dairy & Produce Co., 

Gladwin.
Iosco Mercantile Co., Tawas City. 
Medina County Creamery Co., 

Cleveland-Detroit.
Conlon-Kerstetter-Kingwell, Inc., 

Grand Rapids.

One of the important things1 to im
press upon a clerks mind is that any 
customer with a complaint he cannot 
satisfy ought to be turrfed over to the 
proprietor and not allowed to go 
away disgruntled.

The optimist is a man who has 
a good time wherever he goes be
cause he carries his good time with 
him.

SAFETY SAVING SERVICE

CLASS MUTUAL INSURANCE AGENCY
«‘The Agency of Personal Service”

C N. BRISTOL, A. T. MONSON, H. G. BUNDY.
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In th e  U nited  S ta tes , w ith  T w en ty  Y ears of successfu l U nderw riting  
No H ard w are  M utual h as  ever failed, No H ard w are  M utual h a s  ev er lo rU d 
an  assessm en t. Ask th e  H ard w are  D ealer of your town.

if  In terested , w rite  for fu rth e r  'p srtlcu lare .

Michigan Shoe Dealers Mutual
FIRE INSURANCE CO. 

Organized for Service, Not for Profit

We  are Saving Our Policy Holders 30% of Their Tariff Rates 
on General Mercantile Business

FOR INFORMATION, WRITE TO

L. H. BAKER, Sec’y-Trea*.
LANSING, MICH.
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Growing Difference Between Girls 
and Their Parents.

W ritte n  for the  T radesm an .
“She is so wilful! And so different 

from me in the way she looks at 
everything and does everything. 
Sometimes I can hardly believe that 
she is my own child. Why must 
daughters be so incompatible with 
their own mothers? I hear so many 
mothers say that they hardly know 
how to get along with their girls.”

So said a mother to me. I had 
happened to overhear a sharp dif
ference of opinion between her and 
her fine daughter a few moments be
fore. And after she had said that 
she laughed and added:

“How perfectly absurd of me to 
say that. All her life I have wanted 
her to be individual, to have initiative, 
to make her own choices, and now 
that she has turned out just as I 
said I wanted her to, I can’t get used 
to it. I suppose the hardest thing 
mothers and parents generally have 
to do is to adjust themselves to the 
fact that their children grow up and 
have ideas and individualities of their 
own.”

Curiously enough, it was hardly 
an hour after that that I met an
other mother whose complaint was 
just the opposite.

“Gertrude does not seem to be able 
to make up her own mind about any
thing. She is altogether too docile. 
In the morning she has to consult 
me about what she shall wear; she 
never accepts an invitation without 
asking me. I can’t get her to show 
any initiative at all. She has no 
opinions, she never voluntarily takes 
part in any conversation. Sometimes 
I think she is secretive, and has a life 
of her own in which nobody else 
takes part.

“It was all right when she was a 
child; then is the time for obedience 
and giving way to the opinions of her 
elders; but now that she is past six
teen it seems as if she ought to have 
some individuality of her own, and I 
don’t seem to be able to awaken any.”

Both cases “true to form.” I have 
seen that second girl and her mother 
a great deal, ever since the child was 
very little. And I can see how all 
her life she has been trained as it 
were with great care to be just what 
she is today. I have seen every 
symptom of self-assertion in that girl 
suppressed by her dominating mother. 
Any opinion on her part was im
mediately controversed; one could 
almost see her saying to herself: 
“Well, this isn't the place for any 
remarks by me.”

Besides, her father is a man of 
strong convictions and argumentative 
disposition; their family table is the

scene of long and positive remarks 
by the “head of the house.” It is no 
wonder to me that the girl, who is 
an only child, has formed the deep- 
seated habit of keeping her opinions, 
if she has any, to herself.

Her mother, too, has a horror of 
dinner-table arguments, and if any 
subject of however slight a contro
versial chacter arises she promptly- 
ly changes the subject.

“I do not like to have politics or 
religion discussed at my table,” I 
have heard her say often; “people 
quarrel over such things, and it 
leaves an unpleasant impression.”

So the daughter has grown up into 
a silent girl, who does her best to 
avoid controversy. A little while ago 
I asked her why she didn’t talk 
more; why she didn’t exhibit her 
own taste in dress.

“I’m not so docile a person as you 
think,” she said. “You should watch 
me when I am away from home! 
My mother has a way of finding 
fault with what I do, no matter what 
it is; but especially if I do use my 
own judgment about my dress. And 
my father can’t stand it for me to 
have any opinions different from his.

“So a long time ago I learned that 
the way to have peace in the family 
was to find out first what they want
ed and do that. I love my father and 
my mother dearly, and we get along 
very well; but they have got into the 
habit of wanting me to think and do 
just what they think and do, and I 
have found it easier and more peace
able to beat them to it. If my father 
knew what I really think about some 
of the subjects he thinks he knows 
all about he would be an astonished 
man.”

So a great light dawned upon me.
I saw that underneath the apparent 
docility of this girl was going on 
a life of her own and ideas of her 
own.

But the pity of it is that later on, 
when this individuality comes out in
to sight, as it surely will, there will 
be a growing difference between her 
and her parents, which need not have 
been had they given her a chance to 
express herself when she was little.

Prudence Bradish. 
(Copyrighted, 1923.)

Skirt Trade More Prepared 
The comment is made that the 

skirt trade is probably more prepared 
in spring cloth commitments than 
some other branches of the cutting- 
up field that could be named. It is 
said that the skirt manufacturers 
have apparently felt more confidence 
in the Spring being a good season, 
and have acted accordingly in their 
cloth buying. The latter has not been

spectacular—in fact, is somewhat 
less, on the average, than last year— 
but nevertheless, the volume of orders 
placed is felt to average beter than 
for other items of ready-to-wear. 
One seller of skirtings yesterday 
said that he sold wool crepes, around 
$1.50 per yard, extensively. He was 
surprised at this, as these cloths were 
“dead” for about two months, but 
came back strong. The best colors, 
he said, were gray, tan and ivory.

They Are Still Undecided.
Petticoat manufacturers, according 

to a bulletin sent out by the United 
Petticoat League of America, are un
decided whether to give the bulk of 
their attention to these garments or 
to those known as Princess slips. 
The latter, it is pointed out, is es
sential to the coat dress, which is 
one of the most convenient gar
ments now in fashion. On the other 
hand, the suit which, in combination 
with the lingerie waist, is staging 
a comeback, demands a petticoat. So 
does the dress with the lingerie vest. 
For the Christmas trade there has 
been a demand for slips for evening 
wear, especially in the delicate shades 
of satin and changeable taffeta. In 
the petticoats one of the newest 
fancies is the use of some silk 
material appliqued with embroidery 
in a pattern suggesting a border of 
leaves in contrasting colors.

Silk Underwear Demand Large.
Silk underwear is in greater favor 

just now than it hias been at any 
similar time in several years, accord
ing to a report emanating from the 
United Underwear League of America. 
In response to the demand for gar
ments that are at once practical and 
luxurious, the manufacturers have 
evolved a number of negligee models 
pretty enough to be worn as tea 
gowns used to be worn, as well as 
nightgowns that are suitable for neg
ligee wear and pajamas elaborate 
enough to serve as smoking suits. A 
feature of the present showings is the 
amount of attention given to black 
underwear, which is in vogue in 
Paris and promises to “catch on” 
here as well.

Silk Sentiment Better.
Although the volume of business 

being done is not said to be ap
preciably greater, there is a better 
feeling in many quarters in the silk 
trade. It is held by some that the 
worst part of the depression since 
the earthquake has now been passed 
and that the outlook is for daily 
gains in yardage sold. Practically 
all of the unsettlement was due to the 
belief of all concerned that raw silk 
was too high in price and that it 
had to come down. It now has 
moved to levels where more mills 
are willing to consider purchases. 
Firmness in the primary markets has 
contributed to a stronger feeling here. 
Without the bugaboo of a raw silk 
decline both the retail trade and the 
cutters are expected to operate more 
freely. The opinion is expressed by 
leaders in the trade that the Spring 
will be a good season.

Keeping Bread Fresh.
Dr. Katz, a Dutch investigator, has 

been trying to discover what makes

bread grow stale. He has found, it 
is reported, that low temperature is 
the chief cause. Bread kept at 140 
degrees Fahrenheit was quite fresh 
at the end of forty-eight hours, but 
when the temperature was reduced 
to 122 degrees the bread began to 
grow stale and continued to increase 
in staleness down to about three de
grees below the freezing point. Be
yond that staleness grew less until 
at the temperature of liquid air the 
bread had again become perfectly 
fresh. It is suggested that bread can 
be kept fresh by placing it in a fire
less cooker immediately after it is 
removed from the oven.

Instead of worrying over a com
petitor’s success, study his methods 
to see how he has done it.

¿ lllllllll lllll im m illlll lill llli lllll llll lllll llllJ llll llll lllll llll llll lllll llll lllll llll lU IIIIIU

1 R. & F. Brooms I
THE

DANDY
LINE

A lso
B. O. E. LINE

Prices
Special _________ $6.75 j
No. 24 Good V alue 7.501
No. 25, S p e c i a l_8.00 [
No. 25, V elvet pi. 8.751 
No. 25 V elvet pol 9.00 j 
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32 lb................ .. 9.001
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You Can Sell Candles for Christmas Gifts

■OU can profit by the experience of 
other merchants, who have proved 
that the decorative candles from 

the Candle Shops of the Standard Oil 
Company Indiana) are a quick-turn ing, 
profit-making line for their gift tables.

Those beautiful candles are ideal 
Christmas gifts. Every woman realizes 
the touch of distinctiveness they lend 
to any room in which they are placed. 
You can sell them at a reasonable price 
and allow yourself a good profit too) yet

their exceptional colors and shapes cause 
them to be esteemed far above their 
intrinsic value.

It will cost you very little to stock 
this fast selling, profit-making ine from 
the Candle Shops of the Standard Oil 
Company (Indiana.) There are in it can
dles of every color and hue, rounded, 
squared, tapered and twisted, in large, 
small and medium sizes and of such orig
inality that your most discriminating cus
tomers will be delighted with them.

W hile our Kalo-Chromes, Travertines, Poly-Chromes and 
Jacobean Twists are most suitable for gifts, you may select 
from our salesman's catalogue, those which appeal to you as 
being the best sellers. If you order now delivery will be made 
in ample time for display prior to the holidays. ’Phone or 
write our nearest branch office today requesting our salesman to 
call upon you.

ST A N D A R D  OIL COM PANY
( IN D IA N A )

910 S . M ic h ig a n  A v e n u e  C H IC A G O , IL L IN O IS

Michigan Branches at Detroit, Grand Rapids and Saginaw
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g f DRY GOODS, ? I « 
FANCY GOODS NOJIONSt |

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

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

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

Improving Retail Service.
It is generally known that large re

tail establishments have a corps of 
expert investigators who visit the 
stores of competitors in the guise of 
ordinary customers to inspect their 
offerings and compare values and 
prices. This is a useful service in 
many ways, not only for the stores 
thus operating, but also for the gen
eral public, because it is desirable 
that the various concerns should keep 
abreast of one another in the adop
tion of improvements. Steps have also 
been taken for stores in many of the 
smaller cities to keep in touch with 
what is going on in the stores of the 
larger merchandising centers. It will 
surprise many people, however, to 
know that department stores not only 
“shop” the places of their competitors, 
but use their trained investigators to 
“shop” their own establishments. In 
this case the object of course is not 
to ascertain values and prices, (but to 
compare the service with that offered 
elsewhere and to see that it measures 
up to the standard. The results of a 
survey of this information service, 
showing how it has contributed to 
better merchandising methods, are 
soon to be published by the Advertis
ing Group of the National Retail Dry 
Goods Association.

Good Buying of Radio Outfits.
Consumer buying of radio outfits is 

said to be setting a new record in the 
turnover of this merchandise. Interest 
in them has been heightened to such 
an extent recently by the broadcast
ing of public events and addresses as 
w'ell as the regular programs of en
tertainment, that the prediction of a 
“radio Christmas” is more than ma
terializing, according to distributors 
here. Consumer inclinations, more
over, are being stirred by the widely 
advertised sales of standard radio 
goods at attractive prices. It was 
said yesterday, however, that the mer
chandising of radio goods from a de
partment store standpoint still is 
somewhat of a problem. The first is 
that of getting sufficiently skilled 
sales people to adequately handle the 
merchandise to best advantage to the 
store and the customer. Some de
partments are said to be troubled with 
the necessity of making costly ad
justments due to sales peoples’ errors, 
or on sets that do not prove satisfac
tory to the customer.

Boyish Styles Help Neckwear.
The affecting of boyish styles in 

dress by so many of th e . younger 
women of the country is held to be 
responsible for the increasing sale of 
women’s neckwear. Among the fav
ored items at present are the round, 
close-fitting collar, the broad cavalier 
collar and the flaring cuff. They are 
particularly effective when worn with 
straight wool jersey dresses, sweaters 
and tailored suits. The fanciest trim
ming permitted is a heavy lace edging. 
Linen sets are much favored, and 
there is also a good call for pique in 
collar and cuff sets. Sometimes linen 
and pique are combined and set off 
with small designs in Balkan em
broidery. A novelty cuff that is 
“catching on” well with business wo
men is one that fastens at the wrist 
with an inch-wide band and a large 
pearl button on a shank. This type 
of cuff has no turned-under band and 
merely needs to be tacked or pinned 
fast with small cuffpins.

Means More Business To Come.
The recent slump in cotton, which 

resulted in the resale of a consider
able volume of unfinished printcloths 
and sheetings (particularly '  of the 
former) by second hands, is said to 
mean better business in gray goods 
after the turn of the year. The cloths 
that were resold, it was asserted, 
were bought primarily for speculation, 
and the drop in cotton made them 
look so attractive to other buyers that 
the original purchasers had little 
trouble in getting rid of them at a 
profit. Their sale leaves buyers of a 
speculative turn of mind free to pur
chase as heavily as they see fit after 
the turn of the year, whereas had the 
price of cotton continued to advance, 
the goods would have looked so at
tractive to the concerns that held them 
that they would have put them in 
work themselves, sooner or later. This 
would ultimately mean rebuying, but 
not so soon as will be the case under 
the present circumstances.

Convention Dates Sept. 8 to 12.
Official announcement is made that 

New York City will be the scene 
of the 1924 convention and mer
chandise exposition of the National 
Association of Retail Clothiers and 
Furnishers. The dates selected are 
from Sept. 8 to 12, There is still 
some doubt as to whether the gather
ing will be held in the Grand Central 
Palace or Madison Square Gardens 
The feeling is held by some that 
the choice will be the latter structure, 
following the success enjoyed in the 
showing there last year. It is said 
that a change will be worked out in 
the next convention, in that the ex

position will be closed during the 
time of the business sessions, in 
order to insure larger attendance at 
the latter. Something like 7,500 re
tailers are expected to attend the 
convention, while there will also be 
a large manufacturers’ convention.

After Golf (Coats Again.
One of the few features of the 

novelty sweater business at the mo
ment is the resumption of the buying 
of brushed golf coats after a lull 
that lasted two or three weeks. The 
demand began to show itself right 
after Thanksgiving, and the only ex
planation advanced is that buyers 
stopped ordering them too soon, or 
were stopped by their merchandise 
men. No less than four buyers for 
well-known retail stores placed busi
ness with a leading house recently, 
and all of them asked for immediate 
deliveries. During the lull mentioned, 
the mills were able to catch up on 
their back orders, and it is now 
possible to make shipments promptly. 
A general range of the merchandise 
is wanted.

Belfast Linen Market Oversold?
Considerable interest is shown in 

the orders which have been placed 
for linens in Belfast. These orders 
are said to have been very large and 
the belief is held by some that that 
market has been somewhat oversold, 
It is said to be unquestioned that 
certain sellers are in the latter con
dition and it would not be surprising 
if the entire Belfast market has taken 
considerably more orders than it can 
fill within the time limits set for 
delivery. One large Belfast house is 
said to have admitted being oversold 
by about 50 per cent., the reason be
ing that cancellations will be taken 
care of through the surplus of orders 
with the remainder affording full 
operating capacity.

Duplicating On Leather Goods.
A fair amount of duplicate business 

on leather goods for gift purposes 
has been received here this week by 
mail and wire. The call is generally 
for the better class articles, and was 
said yesterday to be more or less con
centrated on three types of merchan
dise—fitted cases, traveling bags and 
kit bags. The fitted cases most in de
mand range at wholesale from $18.50 
to $37.50, while the popular kit bags, 
many of which come from England, 
range in price from $35 to $40. The 
traveling bags are wanted mostly in 
walrus leather, and the ones showing 
up most often in the duplicate orders 
are priced from $12.50 to $24, whole
sale.

Offers a Novel Doorbell.
A novelty in the form of an illumin

ated electric doorbell has been put on 
the market by a local firm with a view 
to doing away with the difficulty of 
locating a house on a dark street. It 
consists of an oval brass frame, in 
which is set an oval piece of heavy 
moonstone glass. To this glass is 
attached the number of the house in 
brass figures of an easily read size, 
and directly under the figures is the 
button push to ring the bell. The 
moonstone is lighted by a two-candle- 
power lamp that is turned on and off

by a push button on the inner side of 
the door and, at night when the lamp 
is turned on, the house number be
comes plainly visible. In the day
time the number is also easily dis
cernible, as the brass figures show up 
plainly against the frosted white of 
the moonstone. Burning four hours 
a night for a month of 30 days, the 
cost of operating the device is 
cents. At present the device, which 
retails under $15 uninstalled, is avail
able only for alternating current ser
vice, but one is now being worked on 
to operate by direct current.

Four Things Retard Buying 
December, always a dull month so 

far as retail ’buying of general mer
chandise is concerned, is apparently 
estaplishing new records in this di
rection this year. Four things are 
cited -as responsible for the present 
marked inactivity of buyers. These 
are the attention to holiday selling 
usual at this time of the year; the 
continuance of warm weather, which 
is retarding the sale of seasonaple 
lines and having a resultant depress
ing effect on the merchants; the too 
vigrous efforts of a numer of man
ufacturers to get big business where 
only a little is to be had at best, 
and the efforts being made by the 
retailers to have Dec. 31 find them 
with as small amounts as possible 
tied up in merchandise. From all 
accounts, the need of showing small 
inventories is of unsual importance 
this year, due to the extreme cau
tiousness of many banks in loaning 
mone y to finance purchases. On 
getting stocks to rock bottom will 
depend in good part the merchandis
ing plans for 1924 of many stores 
throughout the country.

Good Sales of Silk Underwear.
Glove silk underwear in the high 

shades is having a  strong run as holi
day merchandise. Retailers have al
ready begun to feature them and 
manufacturers are being requested to 
speed up deliveries. They, in turn, 
are urging retailers to place orders 
now and not to wait until later, when 
it may be impossible to deliver at the 
time the goods are needed in the 
store. It is pointed out that this is 
what happened last year and its re
currences is to be avoided. Orders 
for early Spring delivery are coming 
in very slowly, the tendency being to 
buy lighty for the future.

The clerk who finds himself 
criticising the boss for little econo
mies that he calls stingy needs to 
learn more about the value of 
economy in business.

We are manufacturers of 

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

CORL-KNOTT COMPANY,
Corner Commerce Ave. and 

Island St.
Grand Rapids, Mich.
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Depend Upon Management For 
Success in Competition.

We have had a number of years 
experience with the practical work
ing of farmers’ co-operative societies 
which have been strong in number 
of members and have had ample 
financial backing.

Therfr is no trouble in starting a 
farmers’ co-operative elevator or 
mercantile establishment of any kind 
and if the co-operative society is 
lucky in getting a good manager all 
will be well because it is really an 
ideal organization. Customers are 
stock holders and all get dividends 
in exact proportion to business they 
do with you.

It looks like an unbeatable scheme, 
but, in the large number of co
operative societies formed in this part 
of the United States, good manage
ment was just about in the same 
■ erage among them that it was in 
private businesses, namely: about
one good one to nine bad. Further 
than this the co-operative had this 
d aw-back—just the moment a good 
manager would prove his ability, as 
a manager, some one else would pay 
him a little more money The farm
ers could not see big salaries.

Falling markets came. Some of 
the mangers gambled on beans or 
over-bought on dry goods, shoes, 
etc., or made some of the other nor
mal mistakes in merchanding. The 
farmer was called on to come in 
and shoulder his share of the loss. 
Usually this was the end of the 
whole thing but in some cases the 
stockholders, where an unusual in
centive occurred, have stood three 
assessments each equal to the original 
amount of their subscriptions.

Of all the many societies started 
through this part of the United 
States, some of which received na
tional advertising and grew to con
siderable size, there are only three or 
possibly four left and none of them 
are of any great importance.

As soon as a co-operative society 
is strong and flourishing the mem
bers are not all content to be on 
equal basis. One or more of them 
want to be the leader and want to 
receive the credit for the success of 
the enterprise or perhaps desires a 
" i r e  substantial reward or to draw 
the salary of the manager. The nov
elty of the proposition wears off and 
■ this day of wonderfully keen com

petition and many business geniuses, 
with splendid transportation over 
r-ood roads, the co-operative idea has 
lost its pristine vigor. It seems no 
longer a factor, although a few co
operative efforts are still operating 
and paying their way.

There just isn’t any substitute for 
good management! If a group of 
co-operatively minded people can se
lect a good manager and give him 
sufficient capital of course he will 
succeed. Good management and 
sufficient capital will succeed in any 
good location in any enterprise. The 
unstable element in co-operation is 
the one most often stressed, namely: 
State assistance and the political 
propagandist which is “farming the 
farmer.”

Co-operative societies are theoret

ically perfect. Practically, they are 
corporations, with many stock hold
ers, dependent upon all the factors 
that any other business enterprise is 
for success. True, they have the 
added incentive of a prospective re
bate on their purchases which may 
or may not be available at the end 
of the year.

Department stores, specialty shops, 
chain stores, mail order houses, etc., 
all play up bargains that attract co
operative patrons away from their 
own enterprise and create a mer
chandising system here not found in 
European countries whence the co
operative idea came. Private enter
prise is so vigorous in the United 
States that it snaps up good men at 
once. This factor alone is the great 
“bete-noir” of the municipal and 
co-operative undertaking.

John G. Clark.

Longest Fence in the World.
The United States and Mexican 

governments plan to build a five- 
strand wire fence, the longest in the 
world. From El Paso, Tex., it will 
run west 1,000 miles to the Pacific 
Ocean, south of San Diego, marking 
the boundary line between the United 
States and Mexico. At two-mile in
tervals, signs will warn that it is un
lawful to climb over, or crawl under 
or through the fence. No fence is re
quired south and east of El Paso, as 
there the line is the Rio Grande.

Brings Out New Garment. .
A novelty garment for outdoor 

wear has been put on the market by 
a Massachusetts concern). It; is a 
jacket of imitation leather, with knit
ted collar, cuffs and bottom, and it is 
lined with fast-color goods. The 
jackets come in sizes 8 to 14 at $4.75 
a garment and in sizes 16 to 22 at $5 
a garment. They may be had in gray 
and natural leather hues.

Hearty Response.
Youth: I sent you some sugges

tions telling you how to make your 
paper more interesting. Have you 
carried out any of my ideas?

Editor: Did you meet the office boy 
with the wastepaper basket as you 
came upstairs?

Youth: Yes, yes; I did.
Editor: Well, he was carrying out

your ideas.

It was learned recently by a house- 
to-house canvass that the great ma
jority of users of tooth paste base 
their selection on the flavor of their 
favorite kind. This was true both in 
the poorer sections and in the more 
fashionable parts of the city. Yet 
most advertising for tooth pastes 
stresses the scientific reasons for its 
efficacy rather than the flavor. People 
evidently assume that brushing the 
teeth is a nuisance at best and that 
they are at least entitled to use some
thing pleasing to the taste. They 
probably assume that almost any well- 
known brand has scientific merit; 
hence they ignore that more general
ly advertised feature and pick for 
flavor.

The higher class your store the 
more important that you avoid mis
takes with your customers.

THE COTTON SITUATION 

Three Outstanding Facts
I .

Wise merchants are buying for next Spring 
and Fall whenever the prices are about the same 
as they were when cotton was 23c.

Get under cover now while you 
have the opportunity. This is es
pecially true on staples.

II.
Some are letting their stocks become too de

pleted, and thereby losing sales. Be ready when 
the weather changes.

Don’t let your competitor get your 
business.

III.
Get Your Share of Holiday Business.

Our Stocks Are Complete.
See our Salesman, Write, Telephone or visit us— But 

be sure you have the merchandise.

GRAND RAPIDS DRY GOODS CO.
w m uvm m i m m sm è
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Meat Packer as Dairy Products 
Distributor.

The meat packer has become one of 
the most important distributors of 
butter and cheese in the United 
States. The fundamental reason why 
the packer began handling dairy 
products lies in the fact that he had 
developed a far-reaching sales organi
zation for the distribution of meat, 
which is a highly perishable product. 
He had refrigerated warehouses and 
refrigerator cars. The same sales
man could sell the products, and they 
were brought by the same class of 
retailers.

In distributing dairy products, the 
packer sells direct to retail dealers. 
He has assembling plants through the 
Middle West where butter is manu
factured, and direct shipments in re
frigerator cars are made by these 
assembling plants to the packer’s 
own distributing houses in cities all 
over the country from which sale 
is made direct to retailers. Small 
creameries and many large ones nec
essarily sell through wholesale dealers 
and jobbers in order to reach the 
retailer.

The creameries of the packer are 
scattered about in the farming regions 
where dairying is not a highly special
ized occupation, and where small 
local creameries could not get enough 
cream for economical operation. The 
butter milk from the creamery is 
used to fatten poultry. When butter 
volume is light, volume of poultry 
handled is heavy, so that the over
head expenses are kept at a mini
mum. In butter manufacture, the 
cream is pasteurized and the most 
approved equipment is used. Special 
consideration is given to sanitation.

It will be seen from these facts 
that the packer has performed an 
important service to dairy producers. 
He has placed efficiently-operated 
creameries in close proximity to 
thousands of farmers in regions 
where dairy production doesn’t jus
tify local creameries. He has widen
ed the market by making available his 
extensive selling organization, which 
reaches all parts of the country.

In handling cheese, the packer is 
not a manufacturer. He makes pur
chases in cheese districts of Wiscon
sin and New York, and the product 
is shipped direct in refrigerator cars 
to branch houses, where it is dis
tributed the same as butter.

L. D. H. Weld.

Market For Dried Fruits Steady.
The old fashioned dried apples and 

peaches, dried with the peeling on, are 
rapidly moving into history and tra
dition. They have been replaced by 
fruit evaporated or cured by modern

methods, cleaner, more sanitary, 
meatier, juicier and superior in every 
respect.

Raisins are now produced in this 
country equal in every respect to 
those of Spain, except as to one or 
two kinds, and our growers and curers 
are now experimenting so as to rival 
those kinds and offer consumers all 
varieties and styles equal to any pro
duced.

The enormous production of prunes 
in California, Oregon and Washing
ton has so far surpassed the output 
of European and Asiatic countries, 
both in quantity and quality that a 
large export business has been built 
up on that article. Our production of 
dried apricots has also given us an 
article of export to other countries 
which is beginning to bring foreign 
money back to us.

The so-called currants of Greece 
and Turkey, which are not currants 
at all, but filthy raisins, made from 
poor lean grapes, dried on the bare 
ground and gathered with a mixture 
of sand, gravel and filth, are about 
entirely superseded by our home pro
duction of seeded and seedless raisins 
which are clean, sweet and fine 
flavored.

Even foreign grown walnuts, and 
almonds are rapidly being superseded 
by our California grown products, 
which only lack of quantity of produc
to entirely supersede the imported 
nuts. Quantity is but a matter of a 
few years however, for orchards of 
almonds and groves of walnuts are 
now planted which when they come 
into bearing, will entirely displace im
portations. John A. Lee.

Honey Yield Smaller Than in Past 
Years.

The average yield of honey this 
year above the food requirements 
of bees is 39 pounds per colony of 
bees as compared with 54 pounds 
last year and with 46 pounds the 
average for the period 1913-21, the 
United States Department of Agri
culture reports. The department re
ported earlier in the year a 2 per 
cent, decrease in numbers of work
ing colonies last spring as compared 
with the spring of 1922. Yields in 
New York, Pennsylvania, Michigan, 
Tennessee and North Carolina are 
equal to or higher than the State 
average for 1913-22, butin most 
States the yield is less than average 
Yields in Texas and in southern 
California were unusually low, the 
flow of nectar from sage and other 
desert plants in California being 
nearly a complete failure, and the 
honey crop from orange bloom being 
very short.

Sell
Fruit for Christmas

Oranges, Cranberries, Emperor Grapes, 
Grapefruit, “Yellow Rid” Bananas, Figs, 
Nuts and Dates.

THE VINKEMULDER COMPANY
Grand Rapids, Michigan

RED STAR FLOUR
You will never m ake 
a  mistake by recom 
mending or selling a 
superior article.
Quality is the surest 
foundation for a  per
m anent business.

JUDSON GROCER COMPANY
DISTRIBUTORS

GRAND RAPIDS, MICHIGAN
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I Blue Grass I
Superior
Quality.

Always
Reliable
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To Cut Down Number of Spice 
Packages.

The Committee on Simplification of 
Packages, of the National Spice 
Grinders’ Association, which is work
ing on the subject of reducing the 
number of spice packages in con
junction with the Department of 
Commerce has reported that its rec
ommendations as below met with 
general approval among the grinders, 
exceptions being of minor importance. 
That all sizes of packages containing 
ground spices, other than those speci
fied below, should be eliminated.

Cartons, 1, 2, 3, 4, 16 ounces.
Tins or canisters, 1, 2, 4, 8, 16 

ounces.
Large tins, 6 and 10 ounces.
Fiber or wood boxes, 5 or 6, and 

10 or 12 pounds.
Drums, 30, SO and 100 pounds.
Pails, galvanized iron, 25 pounds 

only.
Barrels and 'half barrels.
All other sizes to be eliminated. 

No recommendation on whole spices. 
The association has approved this 
report and added the sizes 1J4 and 3 
ounces to the recommendation on tins 
or canisters.

W e are m aking a  special offer on

Agricultural Hydrated Lime
in less th an  car lots

A. B. KNOWLSON CO.
G rand R apids M ichigan

> • J* S'

You Make

Satisfied Customers
when you sell

“ SUNSHINE”
FLOUR

Blended F or Fam ily  Use
The Q uality  Is S tan d ard  and th e  

P rice Reasonable

Genuine Buckwheat Flour 
Graham and Corn Meal

J. F. Eesley Milling Co.
The Sunshine Mills 

PLAIN WELL, MICHIGAN

the fjords and whale steak and 
whale “Hamburger” may thus be 
enjoyed with a clear conscience.

Consumption of Dairy Products 
Doubles Fast.

The output of skim milk powder 
has doubled in the last five years; 
the number of cow testing associa
tions has been doubled in the last 
six years; the quantity of ice cream 
produced has doubled in the last 
twelve years, and creamery butter 
in fifteen years, If whole milk pro
duction continues at the same rate 
as during the last five years it will 
double in twenty-three and one-half 
years, and pure bred cattle, if they 
continue to increase as in the last 
two decades, will double in thirty 
years. The population of the United 
States comes next, having doubled 
in the last thirty-nine years; the 
number of milk cows on farms has 
doubled in the last Iforty-four years; 
factory cheese production has doubled 
in forty-six years, and the average 
yield of milk a cow if continued as 
in the last five years, will double in 
sixty years.

Canned Whale Meat Industry in 
Norway.

The canned whale industry, started 
a few years ago in Alaska, has been 
extended to the Norwegian west 
coast, where whale meat is becoming 
more and more important in the 
domestic economy of the Norwegians, 
according to Consul George Nicolas 
lift, Bergen, Norway. Canned whale 
whale and whale sausage find a 
ready sale wherever offered and dur
ing the past year the supply has 
been regular.

Formerly in this district, as well 
as in many other fishing districts, 
the people were much opposed to 
the killing of whale along the coast 
because of the supposed service of 
the whale in driving in the herring, 
but this is changed now. It is ad
mitted that the whale has nothing 
to do with chasing the herring into

When any mechanical device is 
available for speeding up service and 
for increasing accuracy that device 
is sure to be a money maker.

O f  course repeat 
sales make profits / 

W h a t b e tter 
repeaters in the 
whole food line 

■than-
Del  Monte

C A N N E D  FR U ITS 
V E G E T A B L E S &  
FOOD SPECIALTIES

Moseley Brothers
GRAND RAPIDS, MICH.

Jobbers of Farm Produce

Watson-Higgms Milling Co.
GRAND RAPIDS, MICH.

NEW PERFECTION
The best all purpose flour.

RED ARROW
The best bread flour.

Look for the Perfection label on 
Pancake flour, Graham flour, Gran- 
uated meal, Buckwheat flour and 
Poultry feeds.
Weetem Michigan’s Largest Feed 

Distributors.

IT ’S TRUE

Swift Cigars
Nothing Fancy But the Tobacco

Distributed by

LEWELLYN & CO.
WHOLESALE GROCERS

GRAND RAPIDS MICHIGAN

M I L L E R  MI C H I G A N  P O T A T O  CO.
W holesale Potatoes, Onions

Correspondence Solicited

Frank T. Miller, Sec’y and Treas. W m. Alden Sm ith Building 
G rand Rapids, Michigan

POLAR BEAR
 ̂ f l o u r .

•W MEWEBA MILL»®?
L  ARKANSAS CITY.

A  $U&polarbearIW  A

Polar Bear Flour
A MONEY MAKER

C an A lw ays be  sold a t a  profit. 
Q uality in the Bag Brings R epeat orders.

J. W . HARVEY & SON, 
C entral S ta te s  M anagers 

M arlon, Ind.

E T E a H U
1 . B R A N D

Sausage
WHOLESALE ONLY

YOUR TRADE W ILL LIK E THEM

HERMAN DEMMINK CO.
557 Michigan

GRAND RAPIDS MICHIGAN

"The Wholesome Spread for Bread’

The standard 
by which all others 

are judged

HIGHEST QUALITY 
100% CO-OPERATION 

SNAPPY SERVICE

I. VAN WESTENBRUGGE
DISTRIBUTOR

Grand Rapids Muskegon

M. J. D AR K  & SO NS
GRAND RAPIDS, MICH.

Receivers and Shippers of All

Seasonable 
Fruits and Vegetables
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M ic h ig a n  R e ta il H ardw are  A sso c ia t io n . 
P re s id e n t—.1. C harles Ross. K alam azoo. 
V ice-P resid en t—A. J . R ankin , Shelby. 
S ecre ta ry —A rth u r  J . Scott, M arine Ci*V. 
T re a su re r—W illiam  Moore, D etro it. 
E xecu tive  C om m ittee—L. J. CorttiA .. i, 

G rand  R apids; S co tt K endrick, OrtrO ville; 
George W , McCabe, P etoskey ; L. ■*->. Puff, 
F rem o n t, C harles A. S tu rm er. P o rt H u 
ron: H erm an  D igm an, Owoss-o.

Last MnTate Hints Regarding Christ
mas Window Trims.

W ritte n  for the Tr^O. ^m an .
Window rtispir -rs are always a big 

factor in business-getting; and es
pecially do they deserve careful at
tention at the Christmas season.

Right now, the hardware dealer 
should put an extra effort into the 
task of making his window displays 
effective. The idea that, because 
everybody is buying at this season, 
any old display will be enough to at
tract trade is a dangerous idea to 
entertain. For let it never he for
gotten, competing stores are putting 
their very best efforts into their 
Christmas displays; and the buying 
public has a strong predisposition to 
go where the windows are the bright
est and most attractive.

Window displays are particularly 
important in catering to the gift 
fade. The everyday customer who 
wants a new tin pail, or a kitchen 
range, or who needs to have a leaky 
gas pipe attended to, is pretty sure 
to go to the merchant he patronizes 
regularly; for he knows from past 
experience that he can get satisfaction 
there.

The gift trade, however, is a dif
ferent matter. The purchaser of 
Christmas gifts wants something dif
ferent from what he got last year. 
He is on the look-out for novelty. 
For that very reason he is apt to 
pass by the old store and try else
where—unless the window displays in 
the old store are calculated to arrest 
his attention and gain his interest.

Among many merchants the idea 
is still prevalent that no window dis
play is worth while unless the trim
mer can devise something spectacular. 
That is. something, apart from the 
goods, that will, by its very novelty, 
arrest and grip the attention of the 
passerby.

Some ten or fifteen years ago an 
ingenious hardware clerk devised the 
first “aeroplane display”—a window 
trim showing an aeroplane contrived
out of 1various articles of 1sardware.
The idea was widely copied; ;aeroiplane
displays became a sort of fad with
window trims s; every hardware
store hiid soi_ ™jig of the kind.
Yet it is doubtti these displays.
though they arrested alien . did
much in the way of actual!ly selling
goods? And there, of cour:;e, iis the
final and decisive test of an\• wiindow
display. Does it sell the goods? Does

it bring people inside the store to 
look at the goods?

So, when you find yourself harassed 
by the idea that, just because you 
can’t put on a spectacular display, 
you might as well just throw a 
few things together—when that idea 
begins to obsess you, dismiss it per
emptorily. The spectacular feature 
is often desirable, but it isn’t ab
solutely necessary to an effective 
display.

The great object of any display is 
to interest people in the goods you 

ive to sell. Hence, you must show 
-e goods. The spectacular element 

is useful only in so far as it attracts 
attention to the goods on display.

When you put together any dis
play, therefore, remember this double 
function of your window trim. As a 
whole, that trim must attract atten
tion, causing people to stop for a 
second look; and the individual items 

vn must be such as to induce the 
passerby to come inside the store and 
lock at them more closely.

Thus, the Santa Claus accessories 
are always worth while in connection 
with a Christmas display, particularly 
where you are caterng to children’s 
trade with a toy department. But 
the hardware dealer need not show a 
Santa Claus with reindeers, a built 
up chimney, and the like, just be
cause it is Christmas. He can, with

' ordinary goods he is trying to 
sell, helped out with a few very 
simple Christmas decorations, so dis
play his goods that they will not 
merely command attention but bring 
in a lot of business. Use whatever 
accessories you can get, and the more 
elaborate the better; but remember 
always that a good “stock” display 
embodying a wide variety of sugges
tions for Christmas gifts is absolutely 
the most interesting thing you can 
show the great majority of your cus
tomers.

In window display, whatever is 
done should be done enthusiastically, 
not half-heartedly. Nothing should 
he attempted which is beyond your 
ability to actually put across. If you 
are setting out to put on a spectacular 
display, make it worth while. Do not 
show something that is merely half
way toward being striking and ar
resting. Do not utilize some bit of 
window mechanism that runs one 
minute and balks the next; and do 
not attempt elaborate lighting effects 
that fail you just when they are most 
needed. In fact, put on a display 
worth while, or else leave the spectac
ular alone.

The important thing to emphasize 
in your display is the Christmas 
spirit. It the windows impart to 
passers-by something of the season-

UnitedÄSL
tiil To Fit Your Business

SALES SERVICE
ECKBERG AUTO C O M PA N Y

310 IONIA A V E , NW.

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

Gash Registers
Nationals 
Americans 
St. Louis

New and Used. 
Cash or Time 

Payments

Grand Rapids Store Fixture Co.
7 Ionia Ave., N. W. Grand Rapids, Michigan

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

GRAND RAPIDS, MICH.

Exclusive Jobbers of Shelf Hardware, 
Sporting Goods and

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

Use Tradesman Coupons

S C A L E S
We Offer 

Splendid Values 
in

Used Scales
See them 

before you buy

We
Sell

Office
Desks
and

Chairs
New
and

Used
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able feeling, they are doing a lot to 
stimulate business. People are very 
receptive, right now, to any season
able appeal. The merchant with just 
the ordinary lines of Christmas gifts 
on display, helped out with a few 
items in the way of seasonable decora
tions, can with a little ingenuity get 
good results.

Unless a hardware dealer has two 
windows to devote to display, and 
unless he has secured a reputation in 
previous years for Christmas gift 
lines, he would he well advised not 
to devote the whole window space to 
any spectacular design, even though 
he is in a position to put on a good 
one. A good “stock” window gives 
the passer-by a far better idea of the 
lines you handle than a window of 
more elaborate design. In addition, 
the goods in the “stocky” window 
can be price marked without spoiling 
the general effect.

The nearer you get to Christmas 
Eve, the more desirable it is to make 
your windows helpful in suggesting 
actual gift lines. For the nearer 
Christmas Eve comes, the more per
plexed most customers are as to what 
gifts to select. They appreciate help; 
and often a glimpse of one of these 
stocky displays will sell several 
articles.

Incidentally, back up your displays 
by efficient and well-co-ordinated store 
service. The experience is quite 
usual, at this season, of a customer 
going iinto a store, asking for some 
article advertised or even for some 
article on display, and being referred 
by one clerk to another before he 
can get satisfactory service—just be
cause the salespeople don’t know what 
lines are being featured in the day’s 
advertising and have not been suf
ficiently interested to study the dis
plays. I have gone into a store and 
asked for some article in the window, 
only to find that the salespeople knew 
nothing about it being there. It 
sounds incredible, perhaps, but it is 
true.

There should be the utmost co
ordination in store effort. It is good 
policy to feature advertised articles 
in window displays, and to display 
the lines you advertise in the news
papers. And your salespeople should 
be taught to acquaint themselves with 
♦be lines you are featuring, in your 
d:splays and advertisements, and to 
take advantage of this publicity to 
push them.

See to it that the Christmas dis
play is properly lighted. Good light
ing is a big element in making dis
plays effective; and is particularly 
necessary at this season, when the 
days are short and people crowd the 
streets in the evenings. See that the 
dead electric bulbs are replaced by 
live ones, and the live ones, and the

reflectors or other glass or metal, 
are cleaned untill they shine. The 
resulting brightness costs nothing 
extra, except a little elbow grease, 
but it adds immensely to the efficiency 
of the window as a business-getter. 
It is at night, when passersby are 
as a rule through with the days work, 
that they are best able and most 
likely to spare the time to look at 
window displays.

Victor Lauriston.

Hardware Stores As Outlets For 
Auto Accessories.

The hardware store is a logical 
outlet for the sale of auto accessories. 
At the present time accessories have 
two outlets: the repair shop and the 
accessory shop.

In the first instance, accessories are 
carried by the repair man as a side 
line, although a very profitable one. 
The repair man's first business is 
the care and repair of cars. His 
shop usually is not an attractive 
place; his assistants invariably are 
smeared with grime. He makes little 
or no attempt at window display, 
but still, there is such a demand that 
accessories sell themselves.

The accessory shops are the 
second class of competitors to con
sider. As a rule, they have been 
successful, and this fact, alone, goes 
a long way towards proving that the 
selling of accessories is a retail store 
and not a repair shop function. Ac 
cessory store customers find their 
way to the hardware store from time 
to time and the hardware dealer can 
gain the good-will and confidence of 
these buyers by giving them the right 
kind of service. Well displayed ac
cessories will attract their attention 
and the building up by the dealer 
of a considerable accessory trade 
should be the logical outcome.

Every automobile requires from 
$10 to $15 worth of equipment. Ac
cessory sales in the U. S. average 
about $165,000,000 yearly. Putting 
this from another angle, the per 
capita expenditure for accessories 
is about $1.50. Knowing this, we can 
figure approximately the accessory 
buying power of any community.

You may arrange your stock in 
perfect order, with great neatness, 
and yet not arrange it in such a way 
that it will attract customers or de
velop sales. That is something else 
again.

SIDNEY ELEVATORS 
W ill reduce handling expense 
and speed up w ork—will m ake 
m oney for you. Easily  In
sta lled . P lans and In stru c
tions sen t w ith each elevator. 
W rite  s ta tin g  requ irem ents, 
giving kind of m achine and 
size of p latform  w anted , as 
well as height. W e will quote 
a money saving price.

Sidney Elevator Mnfg. Co., Sidney, O.

R ain  th rough  sw inging w indow s

Keep the Cold, Soot and Dust Out
In s ta ll “AM ERICAN W IN D U STIT E ” a ll-m eta l 
W ea th e r  S trip s and  save on your coal bills, m ake 
your house-c lean ing  easier, g e t m ore com fort 
from  your h ea tin g  p lan t and  p ro tec t your 
fu rn ish ings and  d raperies from  the  outside d irt, 
soot and  dust.

S to rm -proof, D irt-proof, Leak-pçoof 
and R attle -p roof 

M ade and  Insta lled  Only by 
AMERICAN METAL W E A TH E R  S T R IP  CO. 

144 Division Ave., North
C ltz. Telephone 51-916 G rand R apids, Mich.

Speed u p  y o u r  tu rn o v e r 
—m ake m ore m oney!

V O U  can do it with Wilmarth Show 
■k Cases and Wilmarth Interchangeable 

Sectional Units.
Wilmarth Equipment not only carries 
your stocks—it displays them in a sales- 
producing manner. It permits more goods 
to be carried in the same space. It makes 
possible more sales by fewer clerks. It 
gives you a constant check on merchan
dise. In short it keeps your goods mov- 
ng—speeds up your turnover. Your sales 

volume increases, without a correspond
ing increase in overhead, and you make 
more money.
Investigate Wilmarth Equipment now. 
Put your store on a higher profit mak
ing level.

W ILM ARTH SHOW  CASE CO.
1542 Jefferson Ave. 

GRAND RAPIDS MICHIGAN

This Michigan department store can trace much oj 
its success to Wilmarth equipment. Is  your store 
making fullest possible profits?

Triade Jn G ^ n d  R a p id s

Are You Going to Drive Your Open Car This Winter?
NOW IS THE TIME to think about having a glass enclosure 
built on your car and have all the comforts of a closed car at 
a relatively small expense. Prices on all makes of cars 
range from $50.00 to $125.00.

HAYES-IONIA SERYIGE COMPANY
Richmond at Muskegon Ave.

Citizens Phone 72-395 Bell Main 2406

Signs of the Times
A ra

Electric Signs
P rogressive m erch an ts  an d  m an 

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

W e fu rn ish  you w ith  sketches, 
p rices and  opera tin g  cost fo r the  
ask ing .

THE POWER CO.
Bell M 797 Citizens 4261

For Loose Leaf B inders and Sheets 
Bill and C harge S ta tem en ts

W rite  the
PRO U D FIT LO OSELEAF CO. 

G rand Rapids Michigan

Sand Lime Brick
Nothing aa Durable 

N othing a s  F ireproof 
Makes S tru c tu res  B eautiful 

No Pain ting  
No Cost for R epairs 

F ire Proof 
W eather Proof 

W arm  In W in ter 
Cool In Sum m er

Brick is Everlasting

Grande Brick Co., Grand 
Rapids

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

rives Junction

Bell Phone 096 Cltz. Phone 61366
JOHN L. LYNCH SALES CO.

SPEC IA L SA LE E X PER TS 
E xpert A dvertising  

E xpert M erchandising 
209-210-211 M urray  Bldg. 

GRAND RAPIDS, MICHIGAN

R I C H M O N D  S T A M P  W O R K S
R U B B E R  S T A M P S

Brass Stencils—Steel Stamps—Stencil Cutting Machines 
8 SOUTH IONIA AVENUE CITIZENS 51518

The Nachtegall Manufacturing Company
GRAND RAPIDS, MICHIGAN

B A N K
S T O R E  and O F F I C E

F u r n i t u r e  a n d  F i x t u r e s

THE TOLEDO PLATE & WINDOW G L /^ o  COMPANY 
Mirrors—Art Glass—Dresser Tops—Automobile 

and Show Case Glass 
All kinds of Glass for Building Purposes

501-511 IONIA AVE., S. W. GRAND RAPIDS, MICHIGAN
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SIÍHE CbMMERCIALTRAVElii

Review of Some Western Michigan 
Hotels.

Battle Creek, Dec. 12—John Ehr- 
man, formerly of the Columbia Hotel, 
at Kalamazoo, and later an operator 
of the Keefer House, at Hillsdale, has 
purchased the Hotel Lavoy, a 60 room 
hotel at 1921 Grand River avenue, 
Detroit, and will take possession at 
once.

Recently I had occasion to inspect 
this property, and it is provided with 
all modern conveniences, all outside 
rooms, and well furnished.

With his acquaintance with the 
traveling public, Mr. Ehrman is sure 
to be successful in his new venture.

During three days of last week I 
had occasion to traverse hundreds of 
miles in Southwest Michigan, under 
the guidance of Walter Hodges, of 
the New Burdick, at Kalamazoo.

As a chauffeur and exhorter I can 
recommend Walter. He simply lo
coed prospective members and I sim
ply "wrote up the orders."

At Vicksburg, we found W. G. 
Epley, managing the McElvain, which 
has recently been thoroughly over
hauled. and is now attractive and 
comfortable.

L. W. Lott owns and conducts the 
Three River House, at Three Rivers, 
and does a profitable business in a 
lively little city.

We stopped and partook of a very 
appetizing dinner at Frank’s Tavern, 
at Marcellus, which is owned and 
conducted by Frank Hasbrouck. Mr. 
Hodges “confessed” that the fried 
chicken was the best he had ever 
eaten since his boyhood days, and 
assured the charming landlady, Mrs. 
Hasbrouck, of this conclusion. On a 
previous visit here I took occasion 
to say some nice things about this 
neat and homelike little hotel, and I 
now reaffirm what I said then.

The old Elkerton Hotel was one of 
Dowagiac’s landmarks for many years. 
Also for many years it had nothing 
said to its credit.

Now, however, as the Dixie, it is 
one of the bright stars in the galaxy 
of country hotels in Michigan.

L. J. Maier. formerly of the Inter- 
urban Hotel, at Dowagiac. purchased 
the Elkerton in August last, and ex
cept for its location you wouldn’t 
recognize it.

He has installed a new. adequate 
and modern heating plant, running 
water in every room, with private 
baths in several. Every room has 
been redecorated and refurnished, and 
while the cost has been very large, the 
results show the investment to have 
been well made.

The spacious dining room is es
pecially attractive. Here is a dinner 
bill which will show what is being 
provided for the guests at 75 cents.

Beef B roth , a la A nglaise 
Celery

R o a st L eg of L am b M int Sauce
Boiled B eef Ribs. M ustard  Sauce 

O range F lo a t
M ashed and  Boiled P o ta toes 

Scalloped Corn Red K idney B eans
Apple an d  Mince P ie 

B everages
All other meals are served a la 

carte at moderate charges.
John H. Forler. who runs the For- 

ler House, at Niles, which is located 
close to the Michigan Central depot, 
has a substantial new brick building, 
with rooms all supplied with running

water and comfortably furnished. His 
coffee shop is neat, its service good, 
and charges reasonable. His location 
is somewhat out of the beaten paths, 
but he overcomes this handicap in 
many other ways and has no com
plaint to make about the business he 
is doing.

John Pethick. of the Interurban 
Hotel, here, was out of town, but we 
stopped long enough to inspect the 
electric kitchen which has recently 
been installed and which is pronounced 
very satisfactory.

We visited Iheo. Frank, who runs 
the Hotel Wren, at Berrien Springs. 
Well named—small but active. Some 
time ago he acquired a residence prop
erty on the main street, adapted it to 
hotel requirements, made it attractive 
and proceeded to make it popular and 
profitable as well. This gentleman 
would succeed anywhere.

After motoring all day through rain 
and over many miles of road which 
were far from satisfactory, we finally 
arrived at St. Joseph where the wel
come we received at the hands of that 
royal host, J. T. Townsend, of the 
Hotel Whitcomb, made us forget all 
our troubles and weariness. If I re
marked that his welcome was as warm 
as he always keeps his hotel, it would 
indicate some large degree of hos
pitality.

Mr. Townsend is a real high grade 
hotel man, and his establishment 
shows that he anticipates all public 
requirements. The Whitcomb is 
prosperous and deserves to be.

Next morning we went over and 
called on our friend W. F. Rick, of 
the Hotel Benton, at Benton Harbor. 
Mr. Rick is new in Michigan, but is 
already “long’’ on friendships here.

The Benton is being systematically 
renovated and improved under the 
guidance of its competent proprietor, 
and is well patronized.

Here two new hotels are under con
struction. one by the House of David 
cult, and the other a 150 room affair 
by local capital.

When these are completed and 
ooer.ed. which will be some time in 
1924, Benton Harbor will be as well 
equipped with Hotel accommodations 
as Grand Rapids.

Some live wire is this man O. R. 
Smith, who presides over the destinies 
of the Star Hotel, at Watervliet.

Last year he took tills property 
which was heated by stoves, installed 
steam, hot and cold running water, 
baths and new furnishings. He found 
out what the public wanted and went 
them one better. Now his hotel is a 
real gem. he fills his 20 rooms nightly 
and makes his dining room service

C O D Y  H O T E L
GRAND RAPIDS 

CAFETERIA IN CONNECTION

MORTON HOTEL
You are  cordially invited to  v is t the  B eau tifu l N ew  H o te l a t  th e  old 

location m ade fam ous by E ig h ty  Y ears of H o ste lry  Service.
400 Room s—400 B a th s M enus In E nglish 

W ILLIA M  C. K E E L E Y , P ro p rie to r.

HOTEL ROWE
350 Rooms—350 Servldors—250 B aths

R ates $2 w ith  L avatory  and T oilet w ith  P riv a te  Bath

HOLDEN HOTEL CO., C. L. H olden, Mgr.

The Center of Social and Business A ctivities

THE PANTLIND HOTEL
Everything that a Modern H otel should be.

Rooms $2.00 and up. With Bath $2 .50  and up.

HOTEL BROWNING 150 F ireproof 
Rooms

GRAND RAPIDS
C orner Sheldon and Oakes; 
Facing Union Depot; 
T hree  Blocks Away

T urk ish  B aths

Rooms, duplex b a th , $2 
P riv a te  B a th , $2.50, $3 

N ever higher

WHEN K A L A M A Z O OIN
Stop a t  th e

H eadq u arte rs  for all Civic Clubs 
Excellent Cuisine L uxurious Rooms

ER N E ST  M cLEAN, Mgr.

O C C I D E N T A L  H O T E L
FIR E  PROOF 

CENTRALLY LOCATED 
R ates $1.50 and up 

EDW ARD R. SW E TT , Mgr. 
Muskegon Michigan

Lansing’s New Fire Proof
HOTEL ROOSEVELT

Opposite N orth  Side S ta te  Capitol 
on Seym our A venue 

250 O utside Room s, R a te s $1.50 up, 
w ith  B a th  U 5 0  up. 

C afe teria  In Connection.

CUSHMAN HOTEL
PETO SK EY , MICHIGAN

T he best Is none too good fo r a  tired  
Com m ercial T raveler.
T ry  th e  CUSHMAN on your nex t trip  
and you will feel r ig h t a t  home.

H O T E L  K E R N S  
Largest H otel in Lansing

300 Rooms W ith  o r W ith o u t Bath 
Popular P riced  C afe teria  

in Connection 
R ates $1.50 up

E. S. RICHARDSON, P roprie to r

Henry Smith Floral Co., Inc.
52 Monroe Ave.

GRAND RAPIDS. MICHIGAN 

PHONES: Citizen 65173 Bell Main 173

Stop and see George,
HOTEL MUSKEGON

Muskegon, Mich.
Rates $1.50 and up.

GEO. W. WOODCOCK. Prop.

W estern  Hotel
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. ! iill'll 
WILL F. JENKINS, Manager.

Hotel

j  Mineral Baths
T H E  LEADING COMMERCIAL 

AND RESORT H O TEL OF 
SO U TH W EST MICHIGAN 

Open th e  Y ear A round 
N atu ra l S a line-S u lphur W ate rs . Best 
for R heum atism , N ervousness. Skin 
D iseases and Run Down Condition.

J . T . T ow nsend, Mgr.
ST. JO SE PH  MICHIGAN

The Old Reliable Over 25,000 P a tie n ts
In W est M ichigan

New System Dentists
W e’ve tak en  pain and high price ou t of D en tis try  and su b s titu te d  com fort 
and econom y. A fter all, th e re 's  no place like th e  New System .

<11 Tnnifl A v p  in  fi- R  ¿U8t a steP South of Monroe Ave.41 ionia uve. in vx. xv. Gne Flight Up. Wrlte for Infonnatlon.
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and charges so satisfactorily that the 
Greek restaurants do not get a look 
in.

Mr. Smith suffers the handicap that 
he and Walter Hodges once “drank 
from the same canteen,” in that they 
were stevedores, longshoremen or 
pirates on lake steamers years ago, 
but he has some years left, and may 
“live it down.”

Right here I would like to state 
that in an incidental discussion of the 
Volstead act, I suggested to Mr. 
Hodges I did not believe I would ever 
again use alcoholic beverages. His 
response being that he would tell a 
bigger one—that he believed me.

Genial Dave Reid, at Reid’s Hotel, 
South Haven, found one party, as did 
George Myhan, of the Shamrock, same 
city, and we sure did make a clean up 
of new members for the State hotel 
association. May they always con
tinue their enthusiastic treatment of 
association officers.

Saugatuck, a beautiful little village, 
attractive to summer visitors from all 
parts of the country, has a beautiful 
harbor, and a number of attractive 
hotels.

George Crow, conducts the Hotel 
Crow, which is open the year round 
to accommodate traveling salesmen, 
besides taking care of a large tourist 
trade. He has an attractive place, is 
of that happy disposition that makes 
hotel keeping pleasurable alike for 
host and guests, and easily makes the 
grade.

Leland’s Lodge was closed for the 
season but E. J. Leland, its owner 
opened it up for our inspection. No
where could one find a more modern 
and complete establishment, with its 
immaculate rooms, running water, 
baths and beautiful furnishings. It is 
well known and successful.

The Hotel Asselton, William Van 
Asselt, is Holland’s latest offering for 
public consideration. It is a modern 
20 room affair, situated just across 
from the Pere Marquette depot and is 
a busy place—deservedly so.

A run of 30 miles ended a perfect 
day and brought us to Grand Rapids, 
where hotel friends galore looked 
after our comfort.

The trip taken with Walter Hodges, 
has only been equalled by one recent
ly participated in with Billy Schinde- 
hette, of the Hotel New Republic, Bay 
City. The number of scalp locks 
taken in each instance also were about 
the same. I think also that the last 
named individual provided a rather 
better brand of cigars than my Bay 
City friend, but we will let bygones 
remain as such.

By the way, a hold up man wan
dered into the lobby of the New 
Republic tht other night, and held 
up the clerk for $110. He was cap
tured, however, the next day with 
part of the loot, and now is registered 
for road work next season.

Mrs. C. L. Swaverly, who conducts 
the Hotel Sieting, at Kalkaska, writes 
me that she will close her hotel from 
December IS to March 15, but that 
as a protection to her regular trade, 
she has arranged for the accommoda
tion of such traveling men as who 
may necessarily visit this village dur
ing such period. I trust she will be 
successful in making such arrange
ments, as the closing of her establish
ment under other conditions might 
act to her disadvantage in the future.

I am curious to know just what the 
result will be in this case, for I find 
many successful country hotels which 
do a good business nine months each 
year, operate at a considerable loss 
during the winter rather than to risk 
the dangerous experience of incon
veniencing their regular trade.

One prominent operator told me 
only last week that if he could close 
Dec. 15 for thirty days he would save 
$5,000, but the unfavorable comment 
made on such a course might result 
in costing him a much greater sum. 

Members of the hotel fraternity in

Michigan will be grieved to learn of 
the death of Glenn Fillmore, pro
prietor of the Fillmore House, at 
Quincy, which occurred on Friday 
last (after an illness of nearly two 
years. Mr. Fillmore was a former 
officer of the Michigan State Hotel 
Association, by th)e membership of 
which he was much respected. He 
was 66 years of age and leaves a 
widow, also well known, and one son, 
G. T., who is postmaster at Quincy.

President Klare, of the State Hotel 
Association has called a meeting of 
all the standing committees of that 
body, to be held at Lansing on Sat
urday, Dec. 15, and included in the 
call an invitation to all members of 
the Association witffin a radius of 
fifty miles of Lansing to be present.

This is to be the first of a series of 
four similar meetings to be held in 
various parts of the State during the 
coming winter.

Several speakers of well-known 
ability will be present and a number 
of current topics of vital interest to 
all will be up for discussion, among 
them being:

1. Reasons for more active steps 
on the part of the State authorities 
looking toward the early completion 
of all trunk lines in Michigan in that 
they may be comparable with similar 
lines in adjoining states.

2. That the State of Michigan, and 
particularly the Michigan State Hotel 
Association, undertake the proper 
marking of the main trunk line roads 
immediately.

3. A survey to be made in the 
spring by the State Hotel Associa
tion itself which will inform the State 
officials of the exact conditions of the 
variius trunk line roads in various 
parts of the State.

Other suggestions are that all de
tours shall be prepared in advance of 
the beginning of construction of 
roads in any particular section, and, 
so far as possible, be alongside or 
parallel with the proposed work; en
couragement in improving city and 
village streets which are to become a 
part of such trunk lines; encourage
ment in the organization of local au
tomobile clubs, and where this can
not be accomplished, hotel men to 
provide information for tourists.

In addition to the above such topics 
as the simplifying of meals in Ameri
can plan hotels; encouragement in the 
employment of women in the culinary 
departments of all hotels and the ques
tion of laundry costs will be thor
oughly discussed.

All members will have complimen
tary entertainment at all the Lansing 
hotels, with special provisions for all 
ladies in attendance.

The country hotel man will be very 
much in evidence in the attendance 
and discussions.

If you are not a member of the 
Association come anyhow. You will 
enjoy every privilege and have an op
portunity of jdining.

Carl Montgomery, of the Post 
Tavern here, is making up the annual 
report for his associates and from 
same I glean a few statistics which 
ought to interest his brethren in the 
State.

For instance, in the operation of his 
laundry this year there were turned 
out 346,752 towels of all kinds, 183,504 
sheets, 156,592 pillow slips, 262,644 
napkins, 70,632 table covers and 100,- 
000 miscellaneous articles.

Number of guests entertained, 74,- 
088; number of rooms used, 61,129.

This has been the banner year in 
the entire history of the Tavern, ex
ceeding even the war period.

Nearly all the rooms have been re
furnished a-d recarpeted, and a large 
percentage have been redecorated.

It is a good hotel, as Mr. Mont
gomery has previously confessed to 
me. Frank S. Verbeck.

ESTABLISHED 1867

J. C. Herkner Jewelry 
Company

G RAND RAPIDS, MICH.

Shoppers in G rand  Rapils this season will find this store an 
ideal p lace to  purchase gifts in the line of jewelry.

W e have spent several m onths back  in assembling the m ost 
m agnificent display of D iam ond Jewelry, W atches, Silverware, 
C ut Glass, Solid G old and G old Filled Jew elry w e have ever 
shown for Christm as gifts.

You will b e  particularly interested in our line of W rist 
W atches, M en’s W atches, Bar Pins, Brooches, Scarf Pins and 
Cuff Buttons.

W rist W atches, $20.00 to $600 .00  

M en’s W atches, $18.00 to $150.00 

Bar Pins, $2 .00 to $500 .00  

Cuff Buttons, $2 .00  to  $50.00 

Scarf Pins, $1 .00 to  $75.00

MEET YOUR FRIENDS A T HERKNER’S 
114 M ONROE A V E. 121 O T T A W A  A V E.

Food Fads and Food
There is a  difference betw een food fads and  food 

— a m an occasionally relishes a  bag  of popcorn, 

bu t he w ould not depend  upon it as a  real food.

Shredded Wheat Biscuit
is a  real food, supplying all the elem ents a  m an 

needs to keep a t top-notch strength. It is ready- 

cooked and  ready-to-eat— saves fuel, saves time, 

saves strength. Always the sam e high quality, w ith 

a steady dem and that yields a good profit.

MADE ONLY BY

The Shredded Wheat Company, Niagara Falls, N. Y.
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Mich. S ta te  P h arm aceu tica l A ss'n . 
P re s id e n t—George H . G rom m et. D e

tro it. , _  .
S ecre ta ry —L. V. M iddleton, G rand 

Rapids. ...
T re a su re r—E. E. F au lk n er. M iddleville. 
E xecu tive C om m ittee—J. A. Skinner,

D. I>. A lton and  A. J . Miller.

M ichigan Board of P harm acy . 
P re s id en t—Ja m es E. W ay, Jackson . 
V ic e -P re s id e n t  — Jacob  C. D ykem a, 

G rand  R apids.
S ecre ta ry —II. H. H offm an, L ansing .
J . a . Sk inner. C edar Springs.
O scar \V. Gorenfio. D etro it.
C laude C. Jones, B a ttle  Creek.
D irecto r of D rugs and  D rug S tores—

H. H. H offm an, Lansing.
N ext ex am ination  session—G rand  R ap

ids, Nov. 20. 21 and  22.

ALWAYS BE COURTEOUS.

Reasons Why Patience Always Pays 
the Merchant.

Here is the statement of a success
ful druggist, now retired:

“I worked hard to build up a 
business, and was getting along very 
nicely when my chief competitor sold 
his building to a bank and went to 
California to live. The bank opened 
a branch, so I got a lot of extra 
business. It came so suddenly that 
I was not prepared for it. I couldn t 
get competent help or thought I 
couldn't. As I look back on things,
I see that I took too much on my
self. As a consequence, just as soon 
as I got through with a sale, I 
wanted to get rid of the customer.
I hadn’t time to hear about an old 
gentleman’s rheumatism or to bow 
a lady to the door. Then I began to 
lose my old customers.

Finally I overheard a lady say that 
I was getting to be a grouch. This 
hurt me more than losing custom.
1 don’t think I am a grouch. How
ever, I sat down and took stock, so 
to speak. Then and there I deter
mined that so long as I remained in 
business I would give people that 
extra minute, that I would take that 
extra bit of trouble, no matter if I 
had to work longer hours. It doesn’t 
add so very much to the day. So 
I started on this tack and eventually 
got back most of my old customers. 
But it took a long time.”

This statement is well worth read
ing a second or even a third time. 
That extra bit of trouble—what does 
it mean?

It means looking up a telephone 
number.

It means digging up an empty cigar 
box for somebody who wants to mail 
something.

It means saying “Yes. I think it 
will rain to-morrow.”

It means listening to various tales 
of woe.

It means answering questions that 
are undoubtedly foolish.

Tt means dropping "mportant work, 
sometimes, for trivial matters.

It means extra hours.
But can a business man get along 

without it?
There’s an old saying, “Go to a 

busy man if you want anything 
done.” We know there is truth in it. 
The busy man manages to work in 
the extra task somehow. And, as 
matters sift out, the extra minute 
isn’t tacked on so many times during 
the day. Thirty times, perhaps, will 
cover it. That only means half an 
hour extra, and the knowledge that 
one has pleased thirty people may 
compensate for the extra half hour.

One of our Presidents (and he 
used to tell it on himself) had heard 
somewhere that the way to get rid 
of callers was to shake hands with 
them vigorously and elbow them 
gently toward the door. He decided 
to try it. His very first caller was a 
tried and true friend, one who had 
never asked for anything. So the 
President gave him a couple of 
minutes and then started him to
ward the door, all the while shaking 
his hand. The man went along 
readily enough, but at the door he 
paused, and said reproachfully: “Mr. 
President, you don’t need to pump- 
handle me out. I ’ll go. I was going 
anyhow.”

At this the Presienit ’had to burst 
out laughing. It was a laugh that 
hurt, too. He owned up. He in
sisted that his caller stay for lunch
eon. So, instead of giving the caller 
ten minutes, the President had to 
give him two hours. Not that he 
grudged this, but it knocked the tar 
our of his promising scheme.

Plenty of the big chain stores get 
more business than they can handle. 
At certain hours there is a constant 
overflow. The clerks are on the 
hop, handling requests from three or 
four customers at a time, yet other 
customers stand in the background 
and can’t get waited on. Some of 
these wait, others go out. Some go 
out very angry. One can hear mut
tered remarks: “It will be a long 
time before I go into that store 
again.” And so on. Perhaps it is 
a long time, perhaps it isn’t. Some 
forget grudges very quickly, others 
nurse them. As a matter of fact, 
one very successful chain store man 
bought a drug store opposite his own 
main establishment and ran it an
onymously for several years, so to 
speak.

“People cussed my lack of service 
every day.” he used to say. “They 
would walk out vowing that they 
would take thdir money elsewhere 
and then take it to my other store 
across the street. The fact is. I 
was employing as many clerks as 
my overhead would bear. Big ad

vertising brought thousands of people 
to my store every day. At certain 
hours I could not take care of them 
all.”

This is an exceptional case, but 
affords an example of good business 
strategy.

Another chain store man has this 
to say:

“At certain hours people line up 
in front of my counters four deep.
I have watched my clerks, and know 
they are on the jump. They couldn’t 
be idle if they wanted to. Still they 
cannot handle the entire rush. I 
think I shall have to employ a high- 
class man to do nothing but stand 
in the rear of the crowd and try to 
get customers waited upon, at least 
to say something which may hold 
them a few moments.”

It may come to this.
It is hard to tell how such a 

scheme would work out. The minute 
the “outside” man begins to try to 
wait on customers, he becomes just 
one more clerk. At times he could 
not elbow his way through the 
crowd. He might interject a few 
soothing remarks. He might say: 
“I’ll get you a clerk in just a 
minute.” And so on. The proposi
tion might be a success. Nothing but 
a trial will tell.

But to return to our theme. A 
druggist with just an ordinary run 
of business will do well to consider 
that extra bit of trouble.

It is not easy for a busy man to 
realize that others are not as rushed 
as he is. The customer, of course, 
has money to spend and thinks he 
ought to have a due amount of at
tention. Some require a great deal 
more attention than others. At the 
same time, if you stop to listen to 
the tale a customer has to tell, it is 
soon told, after all. By restraining 
all signs of impatience, half the 
battle is gained. Even the most 
obtuse customer can see when a 
man is busy, can be waited upon, 
and passed out. Giving him the extra 
minute does the work, and giving 
it graciously spells success.

It is all in the day’s work.
“I hate to look back over the day 

and think that I have been abrupt 
with anybody,” says one successful 
merchant. “I really feel badly over 
it if I have, not so much on account 
of a possible loss of business, but 
because I don’t like to treat cus
tomers that way. I ’d rather give 
them the extra time.”

When we come to think of it, 
that is the way we all feel.

Druggist Calls on New Families.
Many pharmacists overlook the 

opportunity that presents itself when 
a new family moves into his neighbor
hood. There is a certain opportune 
time to make the best impression, 
and a Philadelphia pharmacist, who 
has been very successful in that re
spect, tells us how he does it.

“The completion of new houses 
and the general demand for homes 
in almost every residential section of 
the city,” he explained, “means a 
shifting of the population which af
fords exceptional opportunities for 
the pharmacist to secure new trade. 
But many of them do not go about

securing the business of these new 
comers in their neighborhoods in 
quite the right way. Some proprietors 
depend on chance sending them in, 
while others send out a circular or a 
letter. But those methods are slow 
and uncertain.

“I make it a personal matter and 
call at the house as soon as I find 
that the new family is at home. I 
start out in the morning, generally 
finding the women of the family at 
home. They seem to appreciate my 
few words of welcome to the neigh
borhood and the little bits of advice 
I can always give them about where 
to do their shopping in the neighbor
hood and where schools and churches 
are located.

“Frequently, I find that these new 
families did not bother to pack up 
the odds and ends in the medicine 
cabinet and that they actually need 
a lot of articles from my stock. 
Telephone companies are so rushed 
with work that it is often a month 
or more before telephone connection 
is supplied. I suggest that we will 
be glad to send for members of the 
family if calls are directed to my 
store.”

Standard List of Poisons Proposed.
In view of efforts before State leg

islatures recently to enact suitable 
laws governing sales of poisons, the 
instructive paper of Prof. James H. 
Beal, of Urbana, 111., presented at 
the last annual convention of the 
American Pharmaceutical Association 
at Cleveland, is recalled. Among 
other things, Prof. Beal said: There
is no substance so deadly that it may 
not be taken into the system with 
perfect safety if the dose be made 
small enough, and, conversely, there 
is practically no substance so innocu
ous that it is not capable of causing 
death or injury to health if the 
quantity injected exceeds certain 
limits.”

Since a satisfactory definition of 
poison cannot be had, and as it is 
impracticable to set forth by name in 
a statute all possible poisons in exis
tence, Prof. Beal suggests that the 
only way would be to have a stand
ard list or table of poisons that 
could be adopted by the laws, the 
same as it has adopted the United 
States Pharmacopoeia and National 
Formulary as the standard.

A Fable.
Once upon a time there was a 

young gentleman who started in to 
use his brains. Having observed 
that most men who brought in the 
large orders were friends of the pur
chasing agents, this seeker after big 
commissions decided to use the short 
cut to personal acquaintance.

Then all the club lists were con
sulted. Certain men were cultivated 
because of the people they know. 
Hobbies of all the notables were as
certained and stored away for future 
use.

Now when six months had passed 
this salesman knew how to play golf. 
He knew a pit bull from an English 
bulldog and a Swiveller Airedale 
from one tracing back to Abbey 
Nobbier. He know the baseball his
tory of certain picked stars and he
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knew what to use for trout. He 
knew Willie Hoppe’s record year 
after year and he 'followed the boxing 
game to the last preliminary.

And tihe salesman knew people too 
by  the end of this time. And the 
people knew purchasing agents. And 
before the year was out the sales
man had met thirty big buyers and 
had met them in divers places and 
in divers ways. And the buyers 
liked 'him because he talked to them 
about things that interested them.

And, lo, the salesman later began 
to call at the business offices of the 
thirty 'buyers he had met. They 
treated him cordially. The talk was 
of slices and hazards, of casting rods 
and fisherman’s luck, of batting aver
ages and pitching arms. And the talk 
would extend into lunch. And some
times the salesman would pay the 
check and sometimes the buyer, but 
never did the salesman mention busi
ness alnd never did the purchasing 
agent.

And the plans of the salesman, the 
one who had sudh a good introduction, 
he who was friendly with thirty 
buyers, all came to naught.

Moral: A friendship built on busi
ness and a business built on friend
ship are two different things.

Science a Factor in Industry.
It is said that whenever a car 

wheel breaks on a certain great 
trunk line the fragments are taken 
to the company’s laboratory and 
carefully studied so that when the 
next order for car wheels is made 
up, if structural weakness caused 
the accident, it may be guarded 
aganst. All the purchases by this 
railroad of iron, steel, oil, lumber 
or what not are tested by the 
chemists it employs and they draw 
up the requirements to which per
sons who sell the road supplies must 
conform. This isi not an isolated
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instance. It illustrates the prac
ticality of applied science and the 
reliance of acute business men upon 
the expert opinion that insures them 
against wasting materials, time and 
money.
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DISTRIRUTORS

WHOLESALE DRUG PRICE CURRENT
Prices quoted are nominal, based on market the day of issue.

Acids
Bo-ie (Pow d.) —15 © 26
Boric (X ta l) - __ 16 @ 25
C a r b o l ic _____ __ 42 @ 49
C itric  __  - __  62© 70
M u r i a t i c _ — 3)6© 3
N i t r i c _______ __ • 9© 15
O x a l ic _______ „  20)6© 30
Sulphuric  _ —  3)6® 8
T a rta r ic  _ „  40 @ 50

Am m onia
W ater. 26 d e g ._10® 18
W ater, 18 deg. _  8)6® 13
W ater, 14 d e g ._6)6® 12
C a rb o n a te ______ 20® 25
Chloride (G ran.) 10® 20

Balsams
C o p a ib a _______  60® 1 00
F ir  ( C a n a d a )_ 2 50®2 75
F ir  ( O r e g o n )__  80® 1 00
P e r u __________  3 00®3 25
T o l u __________  3 50®3 75

B arks
C assia (o rd inary ) 25® $0
C assia  (Saigon)_50® 60
S assa fra s  (pw. 40c) ® 40 
Soap C u t (powd.)

30c -------   18® 25

B erries
Cubeb _________  ® 1 25
F i s h _________   25® 30
Ju n ip e r  _________  7® 16
P ricky  A s h ______  ® 30

E x trac ts
L icorice ________  60® 65
L icorice p o w d ._70® 80

Flowers
A r n ic a __________  25® 30
Cham om ile (G er.) 35® 40 
Cham om ile Rom ___ 2 50

Gums
Acacia, 1 s t _____  50® 55
A cacia, 2 n d _____  45® 50
A cacia, S o r t s __  22® 30
Acacia, pow dered 35® 40 
Aloes (B arb  Pow ) 25® 35 
Aloes (Cape Pow ) 25® 35 
Aloes (Soc. Pow .) 65® 70 
A safoetida _____  65® 75

P o w .________ 1 00® 1 25
C a m p h o r _____ 1 20® 1 30
G uaiac _________  @ 70
G uaiac, pow’d _ ® 80
Kino ___________  ® 85
Kino, p o w d ered .. @ 90
M yrrh _________  ® 80
M yrrh, pow dered @ 90 
Opium, powd. 13-70®13 92 
Opium, g ran . 13 70® 13 92
Shellac _________  90® 1 00
Shellac B leached 1 00® 1 10 
T rag acan th , pw. ®1 75
T r a g a c a n th ___  2 00® 2 25
T u r p e n t in e _____  26® 30

Insecticides
A rsenic _______  20 @ 30
Blue V itriol, bbl. @ 07
Blue V itrie l, less 8)6® 16 
B ordeaux Mix D ry 14® 29 
H ellebore, W hite

p o w d e re d _____  20® 30
In sec t P o w d e r_70® 90
Lead A rsenate  Po. 28® 41
Lim e and  Su lphur

D r y __________10 ®26
P aris  G r e e n ___ 38® 52

Leaves
B u c h u _______ 1 50® 1 60
B uchu, pow dered @1 75
Sage, B ulk - ______25® 30
Sage, % lo o s e __  @ 40
Sage, powdered__ @ 36
Senna, M e x .___ 75® 80
Senna, T inn. ___  30® 36
Senna, T inn. pow. 25® 36
U va U r a l _________SO® 15

Oils
Almonds, B itter,

tru e  _______  7 50@7 76
Almonds, B itter,

a r t i f i c ia l______  4 00®4 36
Aknonds, Sweet, 

true _________  80® 1 M

Almonds, Sw eet,
im ita tion  A___  60@1 00

A m ber, c r u d e _1 50® 1 75
Am ber, rectified  2 00®2 25
A n i s e __ _____  1 00® 1 25
B e rg a m o n t____  4 50@4 75
C ajepu t ________ 1 50@1 75
C a s s i a _________ 4 50@4 75
C a s t o r __________ 1 65@1 85
C edar L eaf — _ 1 75®2 00
C i t r o n e l la _____ 1 50@1 75
Cloves ________  3 50@3 75
C o c o a n u t______  25® 35
Cod L i v e r _____ 1 35@1 45
C roton ________  2 00@2 25
C otton S e e d ___ 1 40@1 60
C u b e b s ________  8 50® 8 75
E lgeron _____   3 00® 3 25
E u c a ly p tu s ____ 1 25@1 50
H em lock, pure_ 2 00® 2 25
Ju n ip e r  B e rries- 2 00@2 25
Ju n ip e r  Wood__1 50® 1 75
L ard , e x t r a ___ 1 35@1 45
L ard , No. 1 ____ 1 26®1 35
L av en d ar F low_ 6 50@6 75
L av en d ar G ar’n 85® 1 20
Lemon _____ -_1 50® 1 75
L inseed Boiled bbl. @ 97 
L inseed bid. less 1 04@1 17 
L inseed, raw , bbl. @ 95
L inseed, ra . less 1 02@1 15 
M ustard , artifil. oz ® 45
N eatsfoo t ______ 1 35® 1 50
Olive, p u r e ___  3 75®4 50
Olive, M alaga,

y e llo w _______  2 75®3 00
Olive, M alaga,

g r e e n ________  2 75@3 00
O range, Sw eet_ 5 00@5 25
O riganum , pu re  @2 50
O riganum , com ’l 1 00@1 20
P ennyroyal ___  3 00 @3 25
P e p p e r m in t___  4 25@4 60
Rose, p u r e ___ 10 50® 10 90
R osem ary Flow s 1 25@1 50 
Sandalw ood. E.

L __________ 11 00@11 25
S assafras , t ru e_ 2 50® 2 75
S assafras , a r t i 'l  1 00® 1 25
S p e a rm in t_____  4 00®4 25
S p e r m ______ s.__1 80® 2 05
T a n s y _________  8 00@8 25
T ar. U S P _______  50® 65
T urpen tine, bbl  @1 07
T urpen tine , less 1 14@1 27 
W intergreen ,

leaf ____    6 00® 6 25
W intergreen , sw eet

birch  _______  3 50@3 75
W intergreen , a r t_80® 1 20
W orm seed ____  9 00@9 25
W orm wood ___  9 00® 9 25

P o ta ss iu m
B icarbonate  ____  35® 40
B ichrom ate _____  15® 25
B ro m id e _________ 45® 50
C arbonate _____ _ 30® 35
C hlorate, g ra n ’r  23® 30
C hlorate, powd.

or x tal _______  16® 25
Cyanide _________ 32® 50
iodide _________  4 61®4 84
P e r m a n a g a n a te _30® 40
P ru ssia te , yellow 65® 75
P ru ss ia te , r e d   @1 00
Sulphate  _______  35® 40

R oo ts
A lkanet _______  25® 30
Blood, pow dered . 30® 40
C alam us _______  35® 75
E lecam pane, pwd 25® 30
G entian, powd__ 20® 30
G inger, A frican,

pow dered ____  25® 30
Gir rer, Ja m a ica  60® 65
Gii je r ,  Jam aica ,

pow dered ___  42® 50
Goldenseal, pow. 5 50®6 00
Ipecac, p o w d .   @3 75
L icorice ________  35® 40
Licorice, powd. 20® 30 
O rris, pow dered 30® 40 
Poke, pow dered 30® 35 
R hubarb , powd. 85® 1 00 
Rosinwood, powd. 30® 35
S arsaparilla , Hond.

ground _____ @1 00
S arsaparilla  M exican,

around -  @ 60
Squills _________ 35® 40
Squills, powdered 60® 70
T um eric, powd. 17® 25
V aleran , powd. 40® 50

Seeds
A n is e ___________ 35® 40
Anise, pow dered 38® 46
Bird, la  ............. 13© 16
Canary 10® 15
Caraw ay, Po. .50I 35® 40
Cardam on _____ 2 00® 2 25
Celery, powd. .45 .35® 40
C oriander pow. .35 27® 30
D i l l ______  ____ 12)6® 20
F ennell ______  .. 25® 40
F lax  ___________ 07)6® 12
Flax, g r o u n d ___ 07%@ 12
F oenugreek pow. 15® 25
H e m p __________- 8® 15
Lobelia, p o w d .___ @1 25
M ustard , yellow_ 15® 25
M ustard, b l a c k _ 15® 20
Poppy --------------- . 22® 25
Q uince _________ 1 75@2 00
Rape ___________  15® 20
Sabadilla _______  23® 30
S u n flo w e r_____ 11)6® 16
W orm , A m erican 30® /i
W orm  L ev an t - # 6  J9

T incture«
A c o n ite _________
Aloes ___________
A rnica _________
A safoetida _____
Belladonna _____
Benzoin ________
Benzoin Comp’d
B uchu __________
C a n th a r a d i e a __
Capsicum  _______
C atechu ________
Cinchona _______
Colchicum _____
Cubebs _________
D ig i ta l is ________
G entian ________
Ginger, D. S . _
G uaiac ________ _
G uaiac, Ammon.
Iodine __________
Iodine, Colorless
Iron, clo. ______
Kino ___________
M yrrh __ ______
N ux V o m ic a ___
Opium _________
Opium, Camp. __ 
Opium, D eodorz’d 
R hubarb  ________

@1 80 
®1 46 
@1 19 
©2 40 
®1 16 
0 2  1« 
@2 65 
®2 66 
®2 85 
®2 20 
®1 76 
@2 10 
@1 80 
®3 0« 
©1 86 
©1 >6 
©1 80 
©2 20 
©2 60 
© 95 
©1 50 
©1 36 
©1 40 
©2 60 
©1 65 
©3 50 
©  86 
©I 69 
©1 79

P ain ts.

Lead, red  d ry  __ 14® 14ft 
Lead, w hite d ry  14® 14)6
Lead, w hite o il- 14® 14)6
Ochre, yellow bbl. © 2
Ochre, yellow less 2)6© 9
P u t t y ___________  5® s
Red V enet’n Am. 3)6© 7
Red V enet’n  Eng. 4© 8
W hiting , b b l . ___ ® 4)6
W hiting  _______  5)6® 10
L. H. P. P re p __ 2 80® 3 00
Rogers P r e p ._ 2 80®3 00

M iscellaneous
A cetanalid  ___  47)6® 63
A lu m ___________  08® 12
Alum. powd. and

ground __    09® 16
B ism uth , S ubni

t ra te  _______  3 85®4 09
B orax x ta l or

p o w d e re d ___  07© 12
C antharades, po. 2 00® 3 00
C a lo m e l______  1 76 ©1 99
C apsisum , pow 'd 48® 55
C a rm in e _______  6 00® 6 69
C assia B u d s ___ 25® 39
C lo v e s _________  47® 50
Chalk P re p a re d - 14© II
C h lo ro fo rm _ -----  67® 6
Chloral H yd ra te  1 35©1 8t
Cocaine _____  11 60® 12 25
Cocoa B u t t e r ___ 65® 75
Corks, list, less 40© 50%
C o p p e ra s ________ 2%@ 10
Copperas, Powd. 4© 10 
Corrosive Sublm  1 48® 1 63
C ream  T a r t a r ___ 33® 40
C uttle  b o n e _____ 40® 60
D extrine __________ 6® 15
D over’s Pow der 3 50®4 00 
Em ery, All Nos. 10® 15
E m ery, Pow dered 8® 19 
Epsom  Salts, bbls. ® 3
Epsom  Salts, less 3 10
E rgot, p o w d e re d_©1 60
Flake, W h i t e ___ 15® 29
Form aldehyde, lb 15)6® 30
G e la t in e ________ 1 25©1 ou
G lassw are, less 55%. 
G lassw are, full case 60%. 
G lauber Salts, bbl. @03)6 
G lauber S alts less 04® 10
Glue, B r o w n __  21® SO
Glue, Brown Grd 15© 20
Glue, W h i t e ___ 27)6© 35
Glue, W hite  Grd. 25© 35
Glycerine ______ 22)6® 40
H ops ___________  65® 75
Iodine _________  6 30®6 76
Iodoform  _____  7 600  7 85
Lead A cetate  __ 18® 26
L y c o p o d iu m _____ 60® 76
Mace ___________  © 80
Mace, pow dered 96©1 00
M e n th o l_____  20 00® 20 40
M orphine ___  10 70® 11 60
N ux V o m ic a ___ © 80
N ux Vomica, pow. 17© 25 
P epper black pow. 32© 35
Pepper, W hite  _ 40® 46
P itch , B urgundry  10® 16
Q u a s s i a ________  12© 16
Q u in in e _________ 72©1 33
Rochelle S a l t s _28® 35
S a c c h a r in e _____  © 30
S alt P e t e r ________11® 23
Seidlitz M ixture 30© 40
Soap, green  ___  15© SO
Soap m o tt cast. 22)6© 26 
Soap, w hite  castile

case ___________  ©11 60
Soap, w hite  castile

less, per b a r ___ @1 25
Soda A s h ___ - ___ 3)6® 10
Soda B icarbonate  3)6©10
Soda, Sal ______  03© 08
S p irits  C am phor @1 86
Sulphur, r o l l ___ 3)6® 19
Sulphur, S u b l .__ 04© 10
T am arinds _____  20© 26
T a rta r  E m e t i c _70© 7fi
T urpen tine , Ven. 50© 75 
V anilla Ex. p u rs  1 76® 2 26 
W itch  H azel — 1 4701 00 
Zinc Sulphate — M© I f
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail

ing and are intended to be correct at time of going to press. Prices, however, 
are liable to change at any time, and country merchants will have their orders 
filled at market prices at date of purchase.

ADVANCED DECLINED
C alifo rn ia  W aln u ts W hole Codfish
G alvanized T ubs Holland H erring

Bushel B askets
Peacans^

AMMONIA

00
25

No. i
Stove

____ 1 10
A rctic,
A rctic,

16 oz. _______ 2
32 oz. ____  -  3

No. 2
Shoe

1 35
l X  L, 3 doz., 12 oz. 3 75 No.

No.
No.

1
2 _
3 _

1
____ 2

90
25
00

A X LE GREASE

48, 1 l b . _____________ 4 25
24. 8 l b . _____________ 6 50
10 lb. pails, per doz. 8 20 
15 lb. pails, per doz. 11 20 
25 lb . pails, per d oa  17 70

BAKING POW DERS 
A rctic, 7 os. tu m b ler 1 35
Queen F lake, 6 oz. __ 1 25
Q ueen F lake, 16 o z ._2 26
Queen F lake, 100 lb. keg  11 
Q ueen F lake, 25 lb. k eg  14
Royal, 10c, d o z ._____  95
Royal, 6 oz., doz. — 2 70
Royal, 12 oz., doz__5 20
Royal, 5 l b . ________ 81 20
R ocket, 16 os., doz. 1 25

BLUING

O riginal

condensed P ea rl 

C row n Capped 

1 4  doz., 10c dz. 85

B R EA K FA ST FOODS 
C racked W heat. 24-2 3 85
C ream  of W h e a t ----- 6 90
Pills bury’s  B e st C er’l 2 20 
Q uaker Puffed Rice_5 45

âMaker Puffed W heat 4 30 
u a k e r B rfs t B iscu it 1 90

R alston  P u r i n a -------- 4 00
R alston  B ranzos -------2 70
R alston  Food, large — 3 60 
8axon  W h eat Food — 3 75

rO i

Shred. W h ea t B iscu it 3 85 
V ita  W heat, 1 2 s ______ 1 80

P o et's  B rands.
G rap e-N u ts , 2 4 s ______ 3 80
G rap e-N u ts , 1 0 0 s ____ 2 75
P ostum  C ereal, 1 2 s _2 25
P o st T oasties, 3 6 s _2 8b
P o s t T oasties , 2 4 s _2 85P«**1« Pm«  g 7«

BROOMS
S tan d ard  P arlo r, 23 lb. 7 00 
F an cy  P a rlo r, 23 lb. 8 00 
E x. F an cy  P a rlo r  25 lb 9 00 
E x. Fey. P a rlo r  26 lb. 10 00
Toy __________________ 2 25
W hisk, No. 3 ________ 2 75

R ich & F ra n c e  B ran d s
Special _______________ 6 75
No. 24, Good V a l u e _7 50
No. 25, Special ______ 8 00
No. 25, V elvet, plain  8 75
No. 25, V elvet, pol._9 00
No. 27 Q uality  _____ 10 00
No. 22 M iss D a n d y _10 00
No. B-2 B. O. E . ___ 9 00
W arehouse, 36 l b . ___ 9 75
B .O .E. W ’house, 32 lb. 9 00 

B R U SH ES 
Scrub

Solid B ack, 8 i n . ___ 1 50
Solid B ack , 1 i n . ___ 1 75
P o in ted  E nds - 1 36

B U TTER  COLOR
D andelion, ___________ 2 85
N edrow , 3 oz., doz. 2 50 

CAN DLES
E lectric  L igh t, 40 lbs. 12.1
P lum ber, 40 l b s . ___ 12.8
Paraffine, 6 s ________ 14%
Paraffine, 1 2 s ______ _ 14%
W lcking ____________ 40
T udor, 6s, p e r  box — 30

CANNED FR U IT. 
Apples, 3 lb. S tan d a rd  1 75
Apples, No. 1 0 _4 50(8)5 50
Apple Sauce, No. 2_ 2 00 
A pricots, No. 1 1 90@2 00
A pricots, No. 2 _____ 2 85
A pricots, No. 2% 2 60@3 75
A pricots, No. 10 ____ 8 00
B lackberries, No. 10_9 00
B lueber’8, No. 2, l-75@2 50 
B lueberries, No. 1C— 11 00 
C herries, No. 2—3 00@1 50 
C herries, No. 2% 4 00@4 96
C herries, No. 1 0 ____ 10 50
L oganberries , No. 2 — 8 00 
P eaches, No. 1 1 10@1 80
P eaches, No. 1, Sliced 1 40
Peaches, No. 2 ____ _ 2 75
P eaches, No. 2% Mich 2 25 
Peaches, 2% Cal. 3 00@3 76 
Peaches, 10, Mich 5 50 @6 50 
P ineapple, 1, sled  1 80 @2 25 
P ineapple, 2 si. 3 10 @3 25 
P ’apple, 2, b r  si. 2 75@2 85 
P ’apple, 2%, si. 3 80@4 50 
P ’apple, 2, cru. 2 40<8>2 60
P ineapple, 10 c r u . _14 00
P ea rs , No. 2 ________ 3 26
P ea rs , No. 2 % ______ 3 60
P lum s, No. 2 _ 1 25@1 40
P lum s, No. 2 % ______ 2 60
R asp b erries  No. 2. blk. 3 25 
R asp b ’s, Red, No. 10 13 00 
R asp b ’b, B lack

No. 1 0 ___  10 50@12 50
R hubarb , No. 10 ___ 5 26

CAN NED FISH .
Clam  C h’der, 10% oz. 1 35 
Clam  Ch.. No. 3 3 00@3 40 
Clam s, S team ed, No. 1 1 80 
C lam s, Minced, No. 1 2 50 
F in n an  H addie, 10 oz. 3 30 
Clam  Bouillon, 7 oz._ 2 50 
Chicken H addie, N o. 1 2 75
F ish  F lakes , s m a l l_1 35
Cod F ish  C ake, 10 os. 1 85
Cove O ysters, 6 o z ._1 75
L obster, No. %, S ta r  3 25 
Shrim p, 1, w e t 2 10@2 25 
S ard ’s, % Oil, k y  6 00@7 00 
S ard ines, % Oil, k ’less 5 75 
Sard ines, % Sm oked 7 50 
Salm on, W arren s, % s 3 00
Salm on, Red A laska_2 85
Salm on, Med. A laska  1 85 
Salm on, P in k  A laska  1 65 
Sardines, 1m. %, ea. 10@28 
Sard ines, Im ., %, ea. 25
Sard ines, C a l .__1 75@2 10
T una, %, A1 bo c o r e  95
T una, %s, C u rtis, doz. 2 20 
T una, %s C u rtis  doz. 3 50 
T una, Is, C u rtis , doz. 7 00

« CANNED MEAT. 
B acon, Med. B eechnu t 2 40 
B acon, Lge. B eechnu t 4 «5
Beef, No. 1, C o rn e d _2 70
B eef, No. 1, R o a s t_2 70
Beef, No. % Rose Sli. 1 76 
B eef, No.%  , QUg? Sli. 1 90 
Beef, No. 1, Q ua. sli. 3 10 
Beef. No. 1. B ’n u t. sli. 6 10 
B eefsteak  & Onions, s  2 75 
Chili Con Ca.. I s  1 35@1 46 
Deviled H am , %s 2 20
Deviled H am . % s __ 3 60
H am b u rg  S teak  &

Onions. No. 1 __ 8 15
P o tted  Beef, 4 oz. ___ 1 40
P o tted  M eat, % L ibby 50 
P o tted  M eat, % L ibby 90 
P o tted  M eat, % Rose 85 
P o tted  H am , Gen. *4 1 
V ienna S aus., No. % 1 3G 
Veal Loaf. Medium — 2 30 

Baked B eans
B eechnut, 16 oz. -----1 40
C a m p b e lls ___________ 1 16
C lim atic  Gem, 18 ozz. 95 
F rem o n t, No. 2 ______ 1 26
Snider, No. 1 __________ 95
Snider. No. 2 __ ____ 1 25
V an  Camp, s m a l l___  86
T a a  Gamp. M ed. ____1 i f

CANNED V EG ETA B LES.
A sparagus.

No. 1, G reen tip s  4 10@4 50 
No. 2%, Lge. U r. 3 75@4 50
W . B ean, c u t 2 1 45@1 65 
W . B eans, 10, — 7 00@8 00 
Green B eans, 2s 1 45@3 65 
G reen B eans, No. 10 7 50 
L. B eans, 2 g r. 1 35@2 65 
L im a B eans, 2s, Soaked 95 
R ed K id. No. 2 1 20@1 35 
B eets, No. 2, wh. 1 60@2 40 
B eets, No. 2, c u t — _ 1 15
B eets, No. 3, c u t ___ 1 35
C orn, No. 2, S t. 1 U0@1 10 
C orn, No. 2, E x  s ta n  1 40 
C orn, No. 2, F a n  1 60@2 26 
C orn, No. 2, Fy . g la ss  8 26 
C orn, No. 10 —7 50@16 75 
H om iny, No. 3 1 15@1 85
O kra, No. 2, w hole __2 00
O kra, No. 2, c u t ____ 1 80
D ehydrated  Veg Soup 90 
D ehydrated  P o ta to es, lb 46
M ushroom s, H o t e l s ___36
M ushroom s, C h o i c e __ 48
M ushroom s, S u r E x tr a  79 
P eas , No. 2, E .J . 1 50@1 80 
P eas, No. 2, S ift

J u n e ________ 1 90@2 10
P eas , N o. 2, E x. SifL

E. J . _______________ 2 60
P eas , Ex. F ine , F re n ch  25 
P um pkin , No. 3 1 35@1 50
Pum pkin , No. 1 0 __   4 00
P im en tos, %, each  12 @14
P im entos, %, e a c h _27
Sw ’t  P o ta to es, No. 2% 1 35 
S au rk rau t, No. 3 1 40@1 50 
Succo tash , No. 2 1 60@2 35 
Succotash , No. 2, g lass 8 46
Spinach, No. 1 ______ 1 10
Spinach, No. 2_1 35@1 75
Spinach, No. 3— 1 80@2 25 
Spinach, No. 10— 5 50@7 00 
T om atoes, No. 2 1 30@1 60 
T om atoes, No. 3 1 90@2 25 
T om atoes, No. 2 g lass  2 86 
T om atoes, No. 1 0 ___ 6 50

CA T8U P.
B -n u t, S m a l l _______ 2 25
Lilly Valley, 14 oz. — 2 50
L ibby. 14 o z . ______   2 26
Libby, 8 o z . _________ 1 75
LUly V alley, % P in t  1 L
P aram o u n t, 24, 8 s __— 1 48
P aram o u n t, 24, 1 6 s _8 40
P aram o u n t, 6, 1 0 s _10 00
Sniders, 8 oz. _______ 1 85
Sniders, 16 o z . _____ 2 85
Royal Red, 10 o z . ___ 1 40

CHILI SAUCE.
Snider, 16 o z . _______2 86
Sniders, 8 o z . _________ 2 36
Lilly V alley, 8 oz. __ 2 10 
L illy  V alley, 14 o z ._3 00

OYSTER COCKTAIL.
Sniders, 16 o z . _____ 3 35
Sniders, 8 o z . _______ 2 35

C H E E SE
R o q u e f o r t___________ 67
K ra f t  Sm all t i n s ___ 1 70
K ra f t  A m erican  ____  1 70
Chili, sm all t i n s ___ 1 70
P im ento , sm all t in s_1 70
R oquefort, sm all tin s  2 60 
C am enbert, sm all t in s  2 60
B r i c k ________________ 28
W isconsin  F l a t s ----- 28
W isconsin  D aisy  ___ 28
L o n g h o r n ___________ 29
M ichigan F u ll C ream  28 
N ew  Y ork F u ll C ream  32
Sap Sago ,----------------- 30

CH EW IN G  GUM
A dam s Black J a c k ___ 66
A dam s B lo o d b e r r y ___ 66
Adam s D e n ty n e ________ 65
Adam s Calif. F r u i t ___ 66
A dam s Sen S e n _____ 65
B eem an’s P e p s i n _____ 65
B e e c h n u t____________ — 70
D oublem int ________  66
Ju icy  F r u i t ______  65
P epperm in t, W rigleys— 66
S pearm in t, W r ig l e y s_65
W rigley’s P - K _—  65
Zeno ___________________ 86
T eab erry  _______________ 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 36 
H ersheys, P rem ium , % s 36 
R unkle, P rem ium , %s_ 31 
R unkle, P rem ium , %s_ 31 
Y la a a a  Sw eet. 24a ___ 1 76

COCOA.
B aker’s % s ____________ 40
B ak er’s  % s ------------------ 36
B un te , % s _- _________ 48
B unte, % l b . __ —---------35
B unte, 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
Low ney, %s ___________ 40
Low ney, %s __________ 38
Lowney, 5 lb. c a n s ___ 31
V an H outen , %s ______ 75
V an H outen . % s _____ 75

COCOANUT.
%s, 5 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 27 
96 2 oz. pkgs., per case 8 00 
48 4 oz. pkgs., per case 7 00

CLOTHES LINE.
H em p. 60 f t . ________ 2 00
T w isted  Cotton, 50 ft. 1 75
B raided. 50 ft. _______ 2 75
S ash  Cord ___________ 3 50

HUME GROCER CO.
MOA STEM J  

MUSKEGON, MICE

C O FFE E  ROASTED 
Bulk

•Rio _____________________ 19
S a n t o s ___________ 22%@25
M a r a c a ib o _____________ 29
G u a t e m a l a _____________ 29
J a v a  an d  M o c h a _____ 41
B ogota _________________ 30
P e a b e r r y _______________ 27

M cLaughlin 's K ep t-F resh  
V acuum  packed. A lw ays 
fresh . C om plete line of 
h igh -g rad e  bulk  coffees. 
W . F . M cLaughlin & Co., 

Chicago

Coffee E x trac ts
N . Y., p e r  1 0 0 ________ 11
F ra n k ’s  50 p k g s ._____ 4 26
H um m el’s  50 1 l b . _10%

CON DENSED MILK
E agle, 4 d o z ._____ ___ 9 00
L eader, 4 d o z . _____ 7 00

MILK COMPOUND 
Hebe, Tall, 4 doz. — 4 60
H ebe, B aby, 8 d o z ._4 40
Carolene, T all, 4 doz. 4 00 
Carotene, B a b y _____ 3 60

EVAPORATED MILK

Q uaker, T all, 4 d o z ._4.90
Q uaker, B aby, 8 doz. 4 80 
B lue G rass, T all, 48 5 00 
Blue G rass, Baby, 72 3 75 
C arnation , T all, 4 doz. 5 25 
C arnation , B aby, 8 dz. 5 15
E very  D ay, T a l l ___ 5 25
E very  D ay, B a b y ___ 4 00
Goshen, T a l l _____ __6 00
Goshen, G a l l o n _____ 4 90
O atm an ’s  D un., 4 doz. 5 25 
O atm an’s  D un., 8 doz. 5 15
P e t, T a l l ____________ 5 25
P e t, Baby, 8 oz. ___ 5 15
B orden 's , T all ____ — 6 25
B orden’s, B a b y __ ___ 5 16
Van Cam p, T all ___ 6 25
V an Cam p, B a b y ___ 3 95

CIGARS
Lewellyn & Co. B rands 

G arc ia  M aster
C afe. 1 0 0 s____________ 87 60

Sw ift
W n W t i»    is« no
Suprem e, 5 0 s __   110 08
B ostonian, 5 0 s ___  95 00
P erfecto . 5 0 s ______  95 00
B lunts, 6 0 s ________  75 00

hlnpt Mb ______  t l  #9
Tilford C igars

Clubhouse, 5 0 s ____ 110 00
P erfec to , 6 0 s ______  95 00
Tuxedo, 50s ______  75 00
TU crest, 6 0 s _____  85 00

W orden G rocer Co. B rands
H en ry  G e o r g e -------- 837 60
H a rv e ste r  K iddies — 37 50 
H arv este r  Record

B r e a k e r __________  75 00
H arv este r  P erfec to — 95 00
W ebster Savoy ----- 75 00
W ebster P l a z a _____ 95 00
W ebster B elm ont----- 110 00
W ebster S t. R eges—125 00
S ta rlig h t Rouse -----  85 00
S ta rlig h t P en in su la r

Club ___________  135 00
L a  A zora A greem ent 68 00 
L a  A zora W ash ing ton  75 00
L ittle  V alentine -----  37 60
V alentine V ictory  — 76 00 
V alen tine D eLux — 95 00
T iona _______________ 31 00
New C u r r e n c y __ —  35 00
P icad u ra  P a l s __—  25 00
Q ualitiy  F irs t  Stogie 18 50 

V anden Berge B rands 
Chas, the  E igh th , 50s 75 00
W h a le - B a c k ____ 50s 68 00
B lackstone _____ 60s 95 00
El Producto  BoqueL. 75 00 
E l P roducto , P u r i

tano -F in o s _______  92 00

CONFECTIONERY
S tick  C andy P ails

S tan d ard  _________ —  18
Jum bo  W rapped -------20
P u re  S ugar S tick  600s 4 25 
B ig S tick, 20 lb. case 21
K in d e r g a r te n ------------- 19
K indergarten  ------------- 18
L eader _______________ 18
X. L. O. _____________15
F ren ch  C r e a m s _____ 21
Cameo _______________ 22
G r o c e r s ___________ — 13

Fancy Chocolates
5 lb. Boxes 

B ittersw eets, Asa’ted  1 75 
Choc M arshm allow  Dp 1 75 
Milk Chocolate A A— 2 00
Nibble S ticks _______ 2 00
P rim rose Choc. — ___ 1 35
No. 12 Choc., D ark  _ 1 75 
No. 12 Choc., L igh t _ 1 85 
Chocolate N u t Rolls _ 1 90

Gum Drops P ails
A n i s e _______________ 17
O range G u m s _______ 17
Challenge G u m s _____ 14
F a v o r i te _____________ 29
S u p e r i o r ____________ 21

Lozenges. P ails 
A. A. Pep. Lozenges 20 
A. A. P ink  Lozenges 20 
A. A. Choc. Lozenges 20
M otto H e a r t s _____ 21
M alted Milk Lozenges 23

H ard  Goods. P ails
Lem on D r o p s _______ 20
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 ____ 22
H orehound T a b l e t s _20

Cough Drops Bxs.
P u tn a m ’s  ___ — ___ 1 30
S m ith  B r o s .__ ______ 1 50

Package Goods 
C ream ery  M arshm allow s 

4 oz. pkg., 12s, c a rt. 1 05 
4 oz. pkg., 48s, case 4 00

Specialties.
W aln u t F udge __ —__ 23
P ineapple Fudge ______ 21
Ita lian  Bon B o n s ___ 20
N ational C ream  M ints 32 
S ilver K ing  M. Mallows 82 
Hello, H iram , 24s —  1 50 
W aln u t Sundae, 24, 6c 85
N eapolitan , 24, 5 c _— 85
Y ankee Ja ck , 24, 5 c _85
G ladiator, 24, 1 0 c -----1 60
Mich. S u g ar Ca., 24, 5c 85 
P a l O Mine, 24, 5c ___  86

COUPON BOOKS 
50 Econom ic g rade  — 2 50
100 Econom ic g r a d e _4 50
500 Econom ic g rade  20 00 
1,000 Econom ic g rade  37 50 

W here 1,000 books a re  
o rdered  a t  a  tim e, special
ly p r in t fro n t cover is 
fu rn ished  w ith o u t charge.

P eaches
E vap. Choice, unp. ____ 12
E vap ., E x. F ancy , P . P. 15

Peel
Lem on, A m e r i c a n ___ 25
O range, A m erican  _____ 26

R aisins
Seeded, bulk  ________ 10%
Seeded, 15 oz. p k g ._12%
Seedless, T h o m p s o n_11%
Seedless, 15 oz. pkg. 12%

C alifornia P runes
90-100, 25 lb. b o x e s_@08
80-90, 25 lb. b o x e s _@09
70-80, 25 lb. b o x e s _@10%
60-70, 25 lb. boxes _@11%
50-60, 25 lb. b o x e s _@13
40-50, 25 lb. b o x e s _@14
30-40, 25 lb. b o x e s _@17%

FARINACEOUS GOODS

B eans

Cal. L im as

Red K idney

F arin a

H om iny
P -* rl, 100 lb. s a c k _2 60

M acaroni
D om estic, 20 lb. box 07% 
A rm ours, 2 doz., 8 oz. 1 80 
Fould’s, 2 doz., 8 oz. 1 80 
Q uaker, 2 doz. _____ 1 80

Pearl Barley
C hester _____________ 4 25
00 and  0000 _________ 6 00
B arley  G rits _______  04%

P eas
Scotch, lb. _________ 07%
Split, lb. yellow _____ OS

Sago
E a s t  In d ia  _________ 11

T apioca
P earl, 100 lb. s a c k s _11
M inute. 8 oz., 3 doz. 4 05 
D rom edary  I n s t a n t _3 50

FLAVORING EXTRACTS

Doz. Doz.
Lemon V anilla
1 20 — % ounce — 1 60
1 65 _1% ounce — 2 00
2 75 —2% ounce — 8 25
2 40 —2 ounce _ 3 00
4 50 —4 ounce — 6 60
7 75 „ 8 ounce 0 60

15 00 —16 o u n c e_ 18 00
29 00 —32 o u n c e_ 34 00

A rctic  F lavorings

V anilla o r Lemon
3 oz. T ap. 40 hot, fo r 6 75
2 oz. F la t, D o z . ___ 2 00

Smith’s
Flavorings

2 oz. V a n i l l a __________$2 00
2 oz. Lem on ________2 40
4 oz. V anilla  ________8 50

Jiffy Punch
3 doz. C a r t o n __________ 2 25

A ssorted  flavors.
CRISCO.

36s 248 and  12s FLOUR AND FEE D

T w enty-five cases _ _  19% H a rv e s t '  Q ^ e e n ' " ^
Less th an  S e i s e s  _  20%
T'ln6 -------------- Roller C ham pion 24%T en cases --------- -*—  19% Snow F lake, 24% s  
T w enty-five cases __ 19 G raham  25 lb. p e r  cw t 

CREAM OF TARTAR Golden G ranu la ted  Meal,
6 lb. boxes ___________ 38 „ 2 ,b s*> J?e r  «»*.» NRow ena P an cak e  Com-

DRIED FR U ITS pound, 6 lb. sa c k -__
A pples B uckw heat Com pound,

E vap . Choice, b u l k ___ 13 5 lb. s a c k __ __ —
A pricots

E v apora ted , C h o ic e ___ 14 W atson H igg ins M ining
E vaporated , F a n c y ___ 18 / v
E vaporated , S labs _____12

. . .  New P erfec tion , % s__6 80
10 lb. box I ? " _______ 50 Red ArrOW’ % S ---------- 7 20

C u rran ts  W orden G rocer Co.
P ackage, 15 oz. ---------19 A m erican E agle, Q uaker,
Boxes, B ulk, per lb. _  18 P u re  Gold, F o re s t K ing, 
G reek, Bulk, lb, ——  16 W inner.
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D ecem ber 12 , 192; M I C H I G A N  T R A D E S M A N 29

FR U IT JA RS 
Mason, p tts ., pe r gross 7 95 
Mason, q ts., per g ross 9 20 
Mason, % gal., g ross 12 20 
Ideal G lass Top, p ts. 9 45 
Ideal G lass Top, q ts . 11 20 
Ideal G lass Top, Vs

gallon _____________ 15 70
G ELA TIN E

Jello-O, 3 doz. _______ 3 46
Knox’s Sparkling, doz. 2 26 
K nox’s  A cidu’d, doz. 2 25
M inute, 3 doz. _______ 4 06
P lym outh. W h i t e ____ 1 6S
Q uaker, 3 d o z . ________2 70

HORSE RADISH
Per doz., 6 oz. ______ 1 10
JELLY  AND PR ESER V ES
Pure, 30 lb. p a i l s ___ 4 00
Im itation , 30 lb. pails 1 90 
P ure  7 oz. A sst., doz. 1  20 
Buckeye, 22 oz., doz. 2 10

JE L LY  GLASSES 
8 oz., per doz. ________ 36

OLEOMARGARINE 
K ent S torage B rands.

Good L uck, 1 lb. _____ 25%
Good L uck, 2 l b . ____ 25
Good L uck, s o l i d __ 24
Gilt Edge, 1 lb. _____25%
Gilt Edge, 2 lb. _____25
Delicia, 1 l b . ________ 21
Delicia, 2 lb. ________20%

Sw ift B rands.
Gem N u t ___________ 24
Special C ountry  ro ll_27
Van W estenbrugge B rands

C arload D istribu to r

Nucoa, 1 lb. _______ 25%
Nucoa, 2 and  5 lb__25

MATCHES.
Diamond, 144 box___ 8 00
n 'iip Ribbon, 144 box 7 55
Blue Seal __________ 7 60

uaicm ignt, 144 box. 8 00 
Red S tick , 720 lc  bxs 6 60 
Red Diam ond, 144 bx 6 00

Safety  M atches. 
Q uaker, 5 gro. case 4 76 

MINCE MEAT.
None Such. 3 d o z ._4 85
Q uaker, 3 doz. case — 3 50 
L ib b y  K e g s ,  W e t, lb . 24

MOLASSFS.

Gold B rer R abbit 
No. lo, 6 cans to case 6 35 
No. 5, 12 cans to case 5 60 
No. 2%, 24 cans to cs. 5 85 
No. 1%. 36 cans to cs. 4 8o 

Green Brer Rabbit 
No. 10, 6 cans to  case 3 90 
No. 5, 12 cans to case 4 15 
No. 2%, 24 cans to cs. 4 40 
No. 1%, 36 cans to cs. 3 75 

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 O rleans
Fancy Open K ettle —  55
C h o ic e ---------------------   «
F a ir  -------------------------------“■

H alf b arre ls  5c e x tra
Molasses In Cans.
Hen °*. 2 l b . _2

Red H en, 24, 2% lb. 3 
Red H en , 12, 5 lb. — 3 
Herl Hen. 6, 10 lh. — 3 
G inger Cake, 24, 2 lb. 3 
• uiKer Cake, 24. 2% lb. 3 

G inger Cake, 12, 5 lb. 3 
G inger Cake, 6, 10 lb. 3
O & L, 24, 2 l b . ----- 4
O & L, 24, 2% l b . ----- 6
O & L, 12, 5 l b . ----- 5
. l.. b-iO l b . -------- 4

Dove. 36. 2 lb. W h. L . 5 
Dove. 24, 2% lb W h. L  5 
Dove. 36, 2 lb. B lack 4 
l>ove. 24, 2% lb. B lack 3 
'»ove. 6, 10 lb Blue T. 4 
Palm etto , 24, 2% lb. 4

70
35
20
00
10
90
70

00
25

60
20
30
90
45
40

NUTS.
Whnl*

Almonds. T erreg o n a— 20
Brazil, L arg e  ----------- 22
Fancy m ixed -------------20
Filberts, Sicily -------- 16
nonunts. V irg in ia , raw  09% 
P e h n u ts  V ir. ro asted  11 
P eanu ts , .1 UiV'bi*. raw  13 
P eanuts , Jum bo, r s td  15■ •«,.„ (•« :» si a _____ v
Pecans, Jum bo -------- 24
Walnuts, California __ 28,

S alted  P ean u ts
F ancy , No. 1 _______ 17
Jum bo ______________ 23

sne ltea
Alm onds ____________ 52
P ean u ts , Spanish,

125 lb. bags _____ 15%
F ilb erts  _____________ 32
P ecans ______________ 90
W aln u ts  ______________ 56

OLIVES.
Bulk, 2 gal. k e g ___ 3 85
Bulk, 3 gal. k e g ___ 5 50
Bulk, 5 gal. k e g ___ 8 75
Q uart, J a rs , d o z e n _6 00
P int, Ja rs , d o z e n ___ 3 50
4 oz. J a r , p lain , doz. 1 40 
5% oz. J a r ,  pi., doz. 1 60 
9 oz. J a r , plain, 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 , S tuffed, doz. 4 10
12 oz. J a r , Stuffed, dz. 4 90

PEA N U T BU TTER .

Bel Car*Mo B rand 
8 oz. 2 doz. in  case 3 30
24 1 lb. p a i l s ______ 5 75
12 2 lb. pails ______ 5 60
5 lb. pails 6 in c ra te  6 20 
14 lb. pa ils  _______ 19
25 lb. p a i l s __________ 18%
50 lb. t i n s ___________ 18
PETROLEU M  PRODUCTS

Iron  B arre ls
P erfec tion  K e r o s in e _11.1
Red Crown Gasoline,

T ank  W a g o n _______ 12.7
G as M achine Gasoline 33.8 
V. M. & P . N a p h th a  20.2
C apitol C ylinder ____ 39.2
A tlan tic  Red E ng in e - 21.2 
W in te r  B l a c k ____ -_12.2

(polarine
Iron B arrels.

L igh t _________________ 57.2
Medium ______________ 59.2
H eavy ________________ 62.2
Special heavy  _______ 64.2
E x tra  h e a v y _________ 67.2
T ransm ission  Oil ____ 57.2
F in d , 4 oz. cans, doz. 1.40 
Finol, 8 oz. cans, doz. 1.90
Parow ax, 100, lb. ____ 7.2
Parow ax , 40, 1 l b . __ 7.4
Parow ax , 20, 1 l b . __ 7.6

Sem dac, 12 p t. cans 2 80 
Sem dac, 12 q t. can s 4 15 

PIC K LES 
Medium Sour

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, 3000 ____  38 00
5 gallon, 500 ______ -  7 25
10 gallon, 1000 ____ -  14 76

Dill P ickles.
600 Size, 15 gal. -------9 50

P IP E S
Cob, 3 doz. in bx. 1 00@1 20 

PLAYING CARDS
B roadw ay, per d o z . ___8 40
Blue R ib b o n __________4 00
Bicycle ____ ____  —  4 20

POTASH
B a b b itt’s  2 doz. - ___ f  IS

FRESH  M EATS 
Beef.

Top S teers  & H eif. 18@19 
Good S teers  & H eif. 16@17 
Med. S teers  & H eif. 12@13 
Com. S teers  & H eif. 10@12

Cows.
Top ____________________ 12
Good ________   11
Medium ______________   09
Common _______________ 01

Veal.
Top _______________  12
Good _______   10
M edium ______________ 08

Lam b.
G o o d ________________ 24
Medium __________  22
P o o r ______________   16

M utton.
Good _____________    12
M e d iu m _____ ___  10
p o o r  ■ ■ r .  ■ . . . . . .  ..-i .  ■■ 0 6

Pork.
H eavy  h o g s __ ______ 08
M edium hogs ________ 09%
L igh t h o g s __________ 09
Loins _______________ 15
B u tts  _______________ 12
Shoulders ___________ 10
H am s _______________ 12
S parerib s ___________ 11
Neck bones _________ 06

% bbls. _______ _____ 2
X/4 bbls., 35 lbs. _____ 4
% b b l s .______ ______7
1 bbl. _________

T ripe
14

K its, 15 l b s . __
% bbls., 40 lbs. _____ 1
% bbls., 80 lbs. _____ 3

PROVISIONS 
B arreled  Pork

C lear B a c k _ 23 00@24 00
S hort C ut C lear 22 00@23 00 
C lear Fam ily_ 27 00@2f 00

Dry S alt M eats 
S P  Bellies __ 16 00@1'4 00

Lard
80 lb. t u b s ___advance %
P u re  in t i e r c e s _____ 15
69 lb. t u b s ___advance %
50 lb. t u b s ___advance %
20 lb. p a l 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

Com pound L a r d _15@15%
S ausages

Bologna _____________ 12%
Liver _________________ 12
F ra n k fo r t ____________ 16
P o r k ______________18@20
Veal __________________ 11
Tongue _______________ 1 1
H eadcheese __________ 14

Sm oked M eats
H am s, 14-16, l b . _21@ 24
H am s, 16-18, lb. —21# 26 
H am , dried beef

se ts  _________ 38 @39
C alifornia H a m s _12@ 13
Picnic Boiled

H am s _______  30 @32
Boiled H a m s _34 @37
Minced H am s — 14 @16
B acon ________ 18 @36

Beef
Boneless ___  23 00@24 00
R um p, n e w   23 00@24 00

Mlnoe M eat

Sondensed No. 1 car. 2 00 
ondensed B ak ers  b rick  31

M oist in  g lass _____ 8 00
P ig ’s F eet

90

Casings
H ogs, per lb. _______  @42
Beef, round s e t ___ 14 @26
Beef, m iddles, set__25#30
m ieep, a  skein 1 75@2 00 

RICE
F an cy  H ead  _____ 08%
Blue R ose _________ 06%
B roken ___________ _03%

k OLLED  OATS 
S teel C ut, 100 lb. sks. 4 76 
S ilver F lake, 12 F am . 2 20
Q uaker, 18 R e g u la r_1 80
Q uaker, 12s F a m i ly _2 60
M others, 12s, Ill’num  3 25 
Silver F lake, 18 Reg. 1 40
Sacks, 90 lb. J u t e ___ 2 85
Sacks, 90 lb. C otton __ 2 90 

SALERATUS
Arm and H a m m e r_3 76

SAL SODA
G ranulated , b b l s .___2 00
G ranulated , 100 lbs. cs 2 25 
G ranulated , 36 2% lb.

packages __________ 2 60
COD FISH

M iddles ________________ 16
T ab le ts, 1 lb. P u r e __  20
T ablets, % lb. P ure ,

d o z .________ _____ 1 40
W ood boxes, P u re  ------ 27
W hole Cod ---------------- 11

H olland H erring
Queen, K egs --------  96
Queen, ha lf bbls. ___ 8 26
Queen, bbls. —,-------- 16 00
vi incurs, kegs ________ 1 15

Y. M. K egs _________ 1 10
Y. M. ha lf bbls. — - 9 00
Y. M. bbls. _________ 19 00

H erring
K -K  K  K , N orw ay — 20 Ov
o -lb. pails _________ 1 40
C ut L unch __________ 1 25
Boned, 10 lb. b o x e s_22

Lake H erring
% bbl., 100 lbs. ____ 6 50

M ackerel
Tubs, 100 lb. fncy fa t 24 50
Tubs, 60 coun t _____ 5 50

W hite Fish
Med. Fancy, 100 lb. 13 00 

SHOE BLACKENING.
2 in 1, P aste , doz. — 1 35 
E. Z. C om bination, dz. 1 35
D ri-F oot, doz. ______ 2 00
Blxbys, Doz. ________ 1 35
Shinola, doz. -------  90

STOVE POLISH. 
B lackine, per doz. __ 1 35 
Black Silk Liquid, dz. 1 40 
B lack Silk P aste , doz. 1 25 
E nam aline  P aste , doz. 1 35 
E nam aline L iquid, dz. 1 35 
E  Z L iquid, p e r  doz. 1 40
Radium , p e r  d o z .___ 1 85
R ising Sun, per doz. 1 35 
664 Stove E nam el, dz. 2 85 
Vuicannl. No. 6. doz. 96 
Vnlcanol. No. 10. 4m . 1 96 
Stovoil, per doz. . . . .  3 00

SALT
Colonial, 24, 2 l b . ___  95
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 e rs  M eat, 56 lb. 63 
P ackers fo r ice cream

100 lb., each  _____  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. 5 lb . T a b l e _____ 5 57
30. 10 lb. T a b l e _____ 6 30
28 lb. bags, T a b l e   40

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_75
F lake  W hite, 100 box 4 80 
Fels N ap tha , 700 box 5 50 
G rdm a W hite  N a. 100s 5 00
Rub No More W hite

N ap tha , 100 b o x _5 00
Sw ift Classic, 100 box 4 75 
20 Mule B orax, 100 bx 7 55
Wool, 100 box ______ 6 60
F airy , 100 box ______ 6 50
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, 109 box _ 5 70 
G randpa T ar, 50 sm . 2 00 
G randpa T ar, 50 Lge 3 35 
F airb an k  T a r, 100 bx 4 00 
Trilby, 100, 1 2 c ______ 8 00
W illiam s B arber B ar, 9s 50 
W illiam s Mug, p e r  doz. 48

P ro c to r & Gamble.
5 box lots, assorted

Chipso, 80, 12s ______ 6 40
Chipso, 30, 32s ____ L 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 tar, 100 No. 13 cakes 5 50 
S ta r  N ap. Pow. 60-16s 3 65 
S ta r  Nap. Pw „ 100-12S 3 85 
S tar N ap. P w „ 24-60s 4 85

CLEA NSERS.

30 can  cases. $4.80 per case 
W ASHING POW DERS.

Bon Ami Pd, 3 dz. bx 3 75 
Bon Ami Cake, 3 dz. 3 25
Climaline, 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 
Gnldup Pod ?4 . .. 4 2*
Jinx, 3 doz. __________ 4 60
La F rance L aun, 4 dz. 3 60 
L uster Box, 54 ______ 3 75

M iracle C.. 12 oz., 1 dz 2 25

Old D utch  Clean. 4 dz. 3 40
Queen Ann, 60 o z . _2 40
Kineo, 100 o z . ----------6 40
Hui V» Moro ion 10

02. -----—— ----------- 3 8§

R ub No More. 18 Lg. 4 25 
Spotless C leanser, 48,

20 oz. ---- ------— 3 85
Sani F lush , 1 doz. — 2 25
Sapolio, 3 doz. -------- 3 15
Soapine, 100, 12 oz. _ 6 40 
Snowboy, 100, 10 oz. 4 00 
Snowboy, 24 L arge  — 4 80
Speedee, 3 doz. _____ 7 20
S unbrite , 72 d o z . ___ 4 00
W yando tte , 48 ______ 4 75

SPIC ES.
W hole Spices.

Allspice, J a m a i c a ___ @13
Cloves, Z anzibar ____ @38
C assia , Canton ______ @25
C assia , 5c pkg., doz. @40
G inger, A frican ______@15
G inger, C o c h in _____-  @20
Mace, P enan g  _______ @75
Mixed, No. 1 ________ @22
Mixed, 5c pkgs., doz. @45
N utm egs, 70-80 ____ @38
N utm egs, 105-110___ @33
Pepper, B lack _______ @15

Pure Ground In Bulk
Allspice, J a m a i c a __ @16
Cloves, Z anzibar ____ @45
C assia , C anton ______ @25
Ginger, A f r i c a n _____@30
M ustard  ______________ @28
Mace, P en an g  ______ @80
N utm egs _____________ @34
Pepper, B lack _____17 @22
Pepper, W hite  ____ @28%
Pepper, Cayenne ____ @33
P ap rik a , Spanish __ @42

Seasoning
Chili Pow der, 1 5 c ___ 1 35
Celery Salt, 3 o z . ___  95
Sage, 2 oz. _________  90
Onion S alt __________ 1 35
G arlic _______________ 1 35
Ponelty , 3% oz. ___ 3 25
K itchen B ouquet ___ 3 25
L aurel L eaves ______  20
M arjoram , 1 o z . _____  90
Savory, 1 oz. _______  90
Thym e, 1 o z . ________  90
T um eric, 2% oz. ___  90

STARCH
Corn

K ingsford. 40 l b s . ___ 11%
Poow dered, bags ___ 04
Argo, 48, 1 lb. pkgs. — 3 90
Cream , 4 8 - 1 ___ _____ 4 80
Q uaker, 40-1 _______  7

Gloss
Argo, 48, 1 lb. p k g s ._3 90
Argo, 12 3 lb. p k g s ._2 74
Argo, 8 5 lb. p k g s .__ 3 10
Silver Gloss, 48 I s _11%
E lastic , 64 pkgs. ___ 5 35
T iger, 48-1 _________ 3 50
T iger, 50 lbs. ______ 05%

CORN SYRUP.

GOioenCbystaiwhiteMapu

Penick Golden Syrup
6, 10 lb. c a n s ________ 2 90
12, 5 lb. c a n s ________ 3 10
24, 2% lb. c a n s _____ 3 20
24, 1% lb. c a n s _____ 2 20

C rysta l W hite  Syrup
6, 10 lb. c a n s ________ 3 40
12, 5 lb. c a n s _______ 3 60
24, 2% lb. c a n s -------- 3 75
24, 1% lb. cans ______ 2 55
Penick M aple-Like Syrup

6, 10 lb. c a n s ________ 4 15
12, 5 lb. c a n s ________ 4 35
24, 2% lb. c a n s _____ 1 50
24, 1% lb. cans _____ 3 05

Corn
Blue K aro, No. 1%

2 doz. ______________ 2 25
Blue K aro , No. 5, 1 dz. 3 15 
Blue K aro , No. 1C,

% doz. ____________ 2 95
Red K aro, No. 1%, 2

doz. ________________ 2 60
Red K aro, No. 5, 1 dz. 3 65 
Red K aro. No. 10, %

doz. ________________ 3 45
Im t. Maple Flavor. 

O range, No. 1%, 2 doz. 3 05 
O range, No. 5, 1 doz. 4 35 

Maple.
G reen Label K aro,

23 oz.. 2 doz. ______ 6 69
G reen Label K aro,

5% lb., 1 d o z .___ 11 40
Maple and Cane

K anuck . per g a l . ----- 1 65
S ugar B ird, 2% lb.,

2 doz. __ - _______  9 00
S ugar B ird, 8 oz., 4

doz. _____________ 12  00
Maple.

M ichigan, per g a l-----2 50
W elchs, per gal. —:— 2 60

TA BLE SAUCES.
L ea  & P errin , la rge_6 00
P e a  & P errin , sm all_3 35
P epper _______________ 1 80
Royal M int __________ 2 40
T obasco _______ _____-  2 76
Shn You. 9 oz., doz. 2 70
A -l, la rge  _________   5 20
A -l, sm all __________ 3 15
£ap§r§  - __ —— ——  1 90

TEA.
Jap an .

M edium _________  30@35
C h o i c e _____________ 41@58
F a n c y ______________ 62@70
No. 1 N ibbs ___________ 62
1 lb. pkg. S iftings 16@17

Gunpowder
C h o ic e ________________  28
F a n c y _____________  38@40

Ceylon
Pekoe, m edium  ________ 52

English B reak fas t
Congou, Medium ______ 28
Congou, C h o ic e ___ 35@36
Congou, F a n c y ___ 42@43

Oolong
Medium ____ - _____ __  16
C h o i c e ____________   45
F a n c y ________________  69

TW IN E
C otton, 3 ply c o n e __ -  54
Cotton, 3 ply b a l l s ___ 56
Wool, 6 ply _________ -  20

VINEGAR
Cider, 40 G r a i n _____ 22
W hite W ine, 80 g ra in  22 
W hite  W ine, 40 g ra in  17 
O akland V inegar & Pickle 

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, pe r g r o s s ____ 76
No. 1, per g r o s s __ -  1 05
No. 2, per g r o s s ___ 1 60
No. 3, per g r o s s ___ 2 30
P eerless Rolls, per doz. 90 
R ochester, No. 2, doz. 50 
R ochester, No. 3, doz. 2 00 
Rayo, per doz. ______  80

W OODENW ARE
B askets

Bushels, narrow  band.
w ire handles ____   1 75

Bushels, narrow  banu,
wood handles ______ 1 80

Bushels, w ide b a n d _2 id
M arket, drop handle* 85 
M arket, single handle 90
M arket, e x tra  _______ 1 40
Splint, large _________ 8 60
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 a rrie r_5 00
No. 2, S ta r  C a rrie r_10 00
No. 1, S ta r  E gg  T ray s 4 50 
No. 2, S ta r  Egg 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. brush  hold 2 00
Ideal, No. 7 _______ 1 65
12 oz. Cot. Mop H eads 2 55 
16 oz. Ct. Mop H eads 3 00 

Palls
10 qt. G a lv a n iz e d __ 2 40
12 qt. G a lv a n iz e d __ 2 75
14 q t. G a lv a n iz e d __ 3 00
12 qt. F la rin g  Gal. Ir. 5 50
10 q t. T in D a i r y ___ 4 50
12 qt. T in D a i r y ___ 5 00

T raps
Mouse, wood, 4 h o l e s _60
Mouse, wood, 6 h o l e s _70
Mouse, tin . 5 h o l e s ___ 65
R at. wood __________ 1 00
R at, sp ring  ________ -  1 00
Mouse, s p r i n g _______  30

T ubs
L arge G a lv a n iz e d __ 9 00
Medium G a lv a n iz e d_8 00
Sm all G a lv a n iz e d ___ 7 00

W ashboards
B anner, Globe _____ 6 00
B rass, single _______ 6 50
Glass, Single _______ 7 00
Double P e e r l e s s _____ 9 50
Single P eerless  _____ 7 50
N orthern  Queen ____ 6 00
U niversal ___________ 8 00

W indow C leaners
12 in. ________________ 1 65
14 in. ________________ 1 85
16 in. ________________ 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 t t e r ________ 18 00
19 in. B u tte r  _______ 25 00

W R A PPIN G  PA PER  
Fibre, M anila, w h ite - 05%
No. 1 F ib re  ________ 07%
B utche rs M anila ___ 06
K ra ft ________________ 07%

YEAST CAKE
Magic, 3 doz. _______ 2 10
Sunlight, 3 doz. ____ 2 70
S unlight, 1% d o z .___ 1 35
Y east Foam , 3 d o z ._2 70
Y east Foam , 1% doz. 1 35

YEAST—COM PRESSED 
Fleischm ann , p e r  doz. 30
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Coolidge’s Message Recalls Cleveland 
and Roosevelt.

Grandville, Dec. 11 — President 
Coolidge’s message to the 68th Con
gress is an excellent state paper with 
no rhetorical flourishes, yet filled with 
the sound sense of the man who un
derstands what he is talking about, 
and is not in any manner squinting 
across lots to see where votes may be 
lost or gained by camouflaging hon
est issues.

As was said in a former article the 
President would make or break his 
chances for nomination next year by
what he put forth in thiIs, his first
message to Congress. 

The writer believes he has fired a
center shot, and that his party - can-
not afford t<o throw him over next
year. The reduction of taxation is
provocative of much thought, yet the 
recommendations of Secretary Mellon 
strongly endorsed by the new Presi
dent. will provoke considerable ad
verse criticism, but a message from 
the head of the Nation always has to 
run the gauntlet of unfriendly critics 
as well as the approval of friends.

Nevertheless President Coolidge 
seems to have hit the bulFseye in a 
manner quite pleasing to a majority 
of the American people.

From now on he is the logical can-
didate of his party for nomination in
the National converxiion. As a docu-
nieni full to the brim with business
sense the message is to be recom-
mended to the perus al of every• Ameri-
can citizen.

His position on tihe questioin of im-
migration is absolvitely sour. d, as is
also his stand for reduction of taxa-
tion, while at the sante time we look
after all necessary expenses. such as
meeting all the needs of our veteran
soldierv w li o have had the misfortune
to have me!t with mishaps on the bat-
tlefield or in other exigencies of
militarv life

In speaki ng of the disabled veterans
he savs: "‘The attitude of the Gov-
eminent to*ward these should be one
of gen ere sity. But I do not favor the
granting of a bonus. There speaks
the patriot and the statesman. Fear
of losing vc>tes has no terrors for this
G r e e n  M o n :ntam bov. reared amid the
rock-bound hills of New England. He
stands four square to all the winds
that blow. and the United States is
fortunate in having a Calvin Coolidge 
at the head of the Nation at this time

We admire his speech, plain even 
to bluntness, yet ever on the side of 
right and justice.

A strict enforcement of the pro-
n 1;aw is  one ot his con.le n itions,

and hiis demand for ju stice to the
negro s ta uids out like a Deacon light
on a stern and i ockboun d coast. No
other P resident of our in errlo r y has
stood up to be counted wlitere our
colore«1 1»opulatic>u is coticerrled.

Planlly Calvin Coolidge savs what
he me 5 and rneans what he says.
His p!lainmess of speech is r<?tre:shing
and makttS tor c larity an«cl good sense
which reiminds «one of Cleve!land and
Roe se’cell

The;re jis no at;tenant to d.od;ge issues
nor to tic:xie the ear* It is  w hat most
people vpected from the piain Yer-
mont ;tan[tier and will excite verv liitie
hitter comment from even the opposi-

A readi ¡ 1 e r of the message gives
com'age t the American heart, a
than Ktul i<ïelimg •that we have a real
man at tii« lead of our Government.
Our vice-p•re;sidenus in the ;past ]have
not filled the bill to such repietion as
has Calvin Cooldge. We look to see
him grow in the good graces of the
lievi■ he win prove to be one of the
Amt:rican pe«ople right along; we be-
best all aroiund Presidents W e ever
had. and tha't is saving a g >od deal.

His refe;rerice to fertilizers* ai., j fat
meri5 Will iuriike a popular note. T itene
is mo toad],‘ing. hottfver. to anyj class.
He seems bnoad as the Natiion i his
recommenciat ions. His ask; ng elec-

tive immigration with inspecton at the 
source is wise and proper. Highways 
and forests come in for considerable 
thought.

It is hardly possible that the Presi
dent was aware of the great onslaught 
being carried on along the Pacific 
slope of our country against standing 
forests which were once reserved for 
the Government exigencies. The 
truth about U. S. forest destruction is 
but recently leaking out. This is one 
of the most momentous questions con
fronting Congress and the American 
people.

Unless an immediate stop is put to

despoilation of public forests this 
country will soon become a beggar in 
the world’s market for its building 
timber; in fact, be at the mercy of 
foreign countries who still have tim
ber to burn.

On the whole. President Coolidgt’s 
first message has struck a responsive 
chord in the public heart. If he con
tinues along the lines he has laid 
down—and we have every reason to 
believe he will do so—we need not 
lie awake nights thinking how to 
save the country.

The party in opposition doubtless 
realizes the strength of the President’s

position and will observe praise
worthy caution in nominating a man 
to oppose him in the next Natonal 
campaign for the Presidency.

Old Timer.

Items From the Cloverland of Michi
gan.

Sault Ste. Marie, Dec. 11—The Lock 
City Motor Co. is our latest new auto 
sales house. It was organized last 
week. The new company will handle 
the Durant and Star cars. The show 
rooms are located on East Portage 
avenue. Richard Jones is manager.

William Raub, the well-known sales
man, is now manager of the Fiborn

Four Determining Factors
of a

Sound Public Utility 
Bond

2, Ratio o f Bonded Indebt- 
edness to  A n nual G ross

( Any public utility whose bonded 
debt is not more than 5 times 
annual gross earnings is con
sidered good.)

3. Number o f Times Bond
Interest is Earned,

(Properties that earn bond 
intereS twice are considered very 
sound. Many leading utilities ao 
not earn bond intereS twice.)

4. Ratio Bonded Indebted
ness to Property Value.

(Properties bonded for 65% or 
less o f  their property value are 
highly desirable.)

W e O w n a n d  O f f e r

American
Public Service Company

First-Lien 6'/2 °/0 Gold Bonds
D ated December 1, 1912. Due December 1, 1942.

1. Management.
The Middle West Utilities Company con

trols the American Public Service Company 
by ownership o f practically all o f the latter 
Company’s Common Stock, thus assuring ef
ficient management by men o f broad experience 
and a long and favorable record in the various 
branches o f the public utility field. M r. Samuel 
Insull is the President of this Company, and 
he is also President of the Commonwealth 
Edison Company, Chicago, Illinois, and in 
addition is an officer of many leading public 
utilities throughout the Country.

2. Ratio o f Bonded Indebtedness to
Annual Gross Earnings.

The bonded indebtedness of the American 
Public Service Company is approximately 
three times its annual gross earnings.

3. Number o f Times Bond Interest 
is Earned.

This Company’s annual net earnings are 
sufficient to pay bond interest 2.4 times.

4. Ratio o f Bonded Indebtedness to 
Property Value.

The bonded indebtedness o f this Company 
is a p p ro x im a te ly  $9,000,000, as a g a in s t  
$15,000,000 property valuation, or about 60%.

W e have available bonds o f the above 
Company at 96.80 and accrued interest, to 
yield 6.80%.

Fenton Davis fcBovle
Investm ent Bankers— Bonds Exclusively

GRAND RAPIDS, M ICH .

Main $56 Citizens 4212
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Limestone Co. store, at Fiborn Quar
ry, succeeding Mr. Fife, who has been 
transferred to the main office at Soo, 
Ontario.

Never let the size of a task frighten 
you. A hen’s egg has more nourish
ment than a watermelon.

A. H. Eddy, the well-known grocer, 
left week before last for Chicago to 
take in the stock show. This is an 
annual event with him, as he has not 
missed a show for several years. He 
was accompanied by his wife.

A wise man will learn more from 
a fool than a fool will from a wise 
man.

The Pittsburg Steamship Co. has 
closed for the season, the steamer G.
F. Baker being the last boat passing 
through. The season was one of the 
greatest in many years, with no 
strikes, delays or anything to hold up 
traffic and a steady run throughout 
the entire season.

Ben Musielak, proprietor of the 
Brown & Black line of taxis, was mar
ried last week to Miss Frances Bailey, 
of Cheboygan. The newlyweds ar
rived at the Soo Tuesday night and 
were met by numerous friends who 
had heard of the wedding and gave 
them a rousing welcome. They ex
pect to make this their future home.

An Irishman was engaged to cut 
ice. When handed a crosscut saw 
with which to begin operation, he 
turned to his comrade, took out a 
penny and said. “Now Pat, be fair. 
Head or tails, to see who goes below.”

John Shine, one of our popular at
torneys, returned from his hunting 
trip all smiles, as he killed the largest 
buck in the party and that is saying 
a mouthful, as his companions are all 
expert hunters and each eager to se
cure the largest buck. No small bucks 
would satisfy any member of the 
France-Supe hunting party.

Have something to say. Say it. 
Stop talking.

Burglars entered the jewelry store 
of Bloomstorm & Peterson, at Esca- 
naba, last week and got away with 
several thousand dollars’ worth of 
jewelry. The sheriff of Delta county 
offers a reward of $100 for their cap
ture.

There is great need for a ferry be
tween Sugar Island and the mainland, 
according to the farmers there, who 
have large a number of cattle which 
have to be taken across on scows, 
which is too expensive to realize on 
their sale here at the present prices. 
There is also a large amount of farm 
produce which would find a market 
here and from all accounts it would 
be a paying proposition to some en
terprising capitalist.

About all some people have laid up 
for a rainy day is an umbrella and a 
pair of overshoes.

G. H. Cummings, of Chicago, has 
accepted a position as manager for 
the J. L. Lipsitt new garage, which 
was opened last Saturday. Mr. Cum- 
mirgs has been in the auto business 
for the past eight years and knows 

rthe game. He is going to like the 
Soo, which he says is one of the 
finest places of its size he has seen.

Dr. J. F. Deadman, in discussing 
the county situation, says that about 
2 per cent, of the cattle tested have 
T. B. The next carload going out 
will be shipped to Milwaukee, where 
it is hoped the farmers will receive 
a better price for them.

Hulbert, a small town of the D., S. 
S. & A. Railway, is progressing rapid
ly and bids fair to become the largest 
place in that vicinity. It has a large 
woodenware works, employing about 
seventy-five hands, and a large num
ber of men in the woods. It is also 
headquarters for the road builders. 
It has a poor hotel, but good eating 
places and three good stores. William 
Campbell has the largest store. He 
is doing a nice business. He is also 
ticket agent for the railroad and super
visor for his township. Hunter & 
Son have an up-to-da.ts meat market

with modern refrigerator and fixtures 
to compare favorably with many of 
the stores in the larger cities. George 
Warner is the other merchant. While 
he is a newcomer, he carries a fairly 
complete stock of clothing and fur
nishings, groceries and fruits. He is 
the man who cashes the checks for 
the mill employes. What Hulbert 
needs is a new hotel to make it har
monize with the rest of the place.

Thomas H. Mackie has been ap
pointed receiver by Judge Louis H. 
Fead for the Soo Handle and Enamel
ing Co., which was destroyed by fire 
last month. The insurance of $35,000 
covered only the loans from the banks 
so that all that is left for the stock
holders will be what is realized from 
the sale of the property.

Mayor George Comb is touring in 
the South, where he expects to re
main for the next two months. Dur
ing his absence John N. Adams is 
ably presiding.

What a pleasure it is to have a good 
appetite when one is certain of con
veniently satisfying it?

Miss Wanda Dyer, book-keeper for 
the Cornwell Co. for several years, 
has resigned her position. She ex
pects to be married in the near future. 
She will be succeeded by Oscar Ec- 
land, who for the past few years was 
book-keeper for the Royal Bank of 
Canada.

Two men loved a woman. One 
was wise and the other a fool. The 
wise man talked to the woman of his 
travels, “of lands and cities he had 
seen, and stormy gulfs that flowed 
between.” He spoke of the world's 
capitols and world affairs as one who 
knew them, of books and pictures as 
one who loved them. He named 
famous men in all walks of life as his 
friends. He dwelt on topics of the 
present djay—political, educational, 
economic, scientific. His knowledge 
seemed endless. The fool held the 
woman’s hand and told her it was the 
dearest little hand in all the world and 
he looked into the woman’s eyes and 
told her that they were the sweetest 
eyes on earth. One day, soon after 
they were married, the wise man 
chanced to pass them on the street. 
The woman saw him and laughed.
‘ You ought to hear that man talk,” 
she said. “He’s a perfect fool.”

It looks as if there will be plenty of 
turkeys for the Christmas trade, as 
many of the farmers are holding the 
turkeys over from Thanksgiving for 
better prices. Indications are that 
they will be bought for less money, 
as the demand will not be so great 
and there is a large surplus to dis
pose of.

You can’t alter the past, but you 
can ruin the present by brooding 
over the past.

Williams & Erickson, the well- 
known dairymen, suffered a severe 
calamity by fire last Friday, losing 
thirty-five head of cattle, which was 
a great loss to the firm, as they were 
prize cattle and meant much to the 
agricultural development of Chippewa 
county. They were valued at $6,000.

Mrs. Dunn, for the past year pro
prietor of the Pin Ton tea room, was 
married last week to C. Plaunt, of 
Cedarville. The newlyweds have 
been popular residents in Chippewa 
county for many, years and have a 
large circle of friends who wish them 
a happy future.

Mrs. C. Plaunt expects to open a 
grocery store at 122 Portage avenue 
next week in the store recently va
cated by J. MacDonald. The grocery 
will be run in connection with the 
Pin Ton tea room, which is located in 
the building next to them. Mrs. 
Plaunt will make a specialty of home 
baked goods in the new store, in 
addition to the general line of gro
ceries. The new venture has a bright 
future.

Turkey has been made a republic, 
the newspapers report. Great Thanks
giving. William G. Tapert.

BUSINESS WANTS DEPARTMENT
A dvertisem ents inserted  under th is  head for five cen ts a word th e  firs t 

insertion  and four cen ts a word for each subsequent continuous insertion. 
If se t in cap ita l le tte rs , double price. No charge less th an  50 cents. Small 
display ad v ertisem en ts  in th is  d epartm en t, $3 per inch. Paym ent w ith order 
is requ ired , as am oun ts are  too sm all to open accounts.

FO R SALE!—T in  and  p lum bing shop in 
Sanilac county, c ity  of Croswell, w ith  
1600 population , including stock, tools, 
and  building. If  in te rested , see owner. 
Good reason  fo r selling. N ick Degel, 
Croswell, Mich. 386

P ay  spo t cash  for c lo th ing  an d  fu rn ish 
ing goods stocks. L. S ilberm an, 1250 
B urlingam e Ave., D etro it, Mich. 566

F o r Sale—Flour, feed an d  grocery 
business doing a  fine business. Also 
buildings and  rea l e s ta te . L ocated  on 
finest co rner in  th e  city . 87 feet on 
m ain  s tree t, 180 fee t on side s tree t. S tore 
building 22x100. H ay  barn , two sm all 
w arehouses, la rge  s to re  shed, sm all sto re  
building on co rner occupied a s  a  m illin
ery  sto re . Good reason  for selling. A d
d ress No. 208, c-o M ichigan T radesm an.

208
F a r  Sale—F in e s t equipped m eat m a r

k e t in M ichigan. Tile floors, tile  walls, 
and  m echanical refrigera tion . B. L. 
T ripp  & Sons, B ad  Axe, Mich. 403

TO R E N T —Second floor of s to re  nex t 
to K resge’s 25c to $1 sto re , located  in 
M ichigan c ity  of 35,000 population. A 
rea l opportu n ity  to  the  r ig h t parties. 
A ddress No. 404, c-o M ichigan T rad es
m an. 404

Ambitious Retail Grocers
Are Striving For

Increased Sales
Reduced Expenses 

Improved Methods
Larger Profits and 

More Happiness.
By regularly reading the

«National/
Bulletin

you will find the way to all of 
these. This magazine contains a 
world of helpful information which 
will benefit your business. It is 
different from any other grocery 
trade publication. It gives you 
each month a comprehensive re
flection of the things you want to 
know about the grocery business.

It is an authoritative source of 
information—alive with timely 
topics, business building ideas and 
constructively helpful articles of 
inspiration, encouragement and 
sensible optimism.

Moreover, it is the official mag
azine of the National Association 
of Retail Grocers. On this ac
count every man engaged in the 
food industry—retailer, wholesaler, 
manufacturer or salesman—will 
find it distinctly to his advantage 
to keep in touch with its monthly 
message. It costs only $1.00 per 
year to keep you properly posted 
on what this great organization 
is doing to promote the welfare 
of the entire food industry.

T e a r  o f f  h e r e  a n d  m a i l  t o d a y  to  a d d r e s s  b e lo w

N ational A ssociation of Retail Grocers 
416 R. A. Long Bldg., K ansas City, Mo.

D ate_____________ ___________

Enclosed is a  D ollar for m y subscrip 
tion to the

National Grocers Bulletin
N am e _______________________________
St. o r P. O
A ddress ____ :--------------------------------------

C ity or T o w n ________________________

S ta te  ------------------ -------------------------------

DO IT  NOW!
M ichigan T radesm an

CASH For Your Merchandise!
Will buy your en tire  stock  or p a r t  of 
stock of shoes, d ry  goods, clothing, fu r 
nishings, b azaa r novelties, fu rn itu re , e tc. 

LOUIS LEVINSOHN, Saginaw , Mich.
F o r Sale—One seven-d raw er N ational 

cash  reg iste r; one Bow ser se lf-m easu r
ing 100 gallon oil ta n k ; one McCaskey 
fire-proof bill file; one 1200 pound safe; 
one fancy s ix - ja r  candy case. Inqu ire  
A. F. R ust. 1701 Ind iana  Ave., Sheboy
gan, W isconsin. 405

W ANTED—A firs t-c lass tin n er  and  
galvanized iron w orker. T. H . N orr, 
P iqua, Ohio.________________________412

FO R SALE—Stock of general m erch an 
dise consisting  of d ry  goods, groceries 
and  shoes. S tock and  fix tures invoice 
abo u t $3,500. Sm all town. Good farm  
trade . Good sto re  building, cheap ren t. 
A fine place for a  young m an  who has 
a  little  m oney and can  hustle. W ill help 
finance the r ig h t party . D. H . H u n te r, 
V estaburg , Mich.____________________ 407

FOR SALE—Tw o sto res an d  a  good 
house in M errill, Mich. One sto re  is a r 
ranged  for a bakery , the  o th e r  for m eat 
m arket. A $500 re frig era to r, blocks, 
counters, scales, etc. Lot 120x150. P rice 
$5,500. C. H. K retschm er, Saginaw , 
Mich._______________________________ 408

F o r Sale—Or trad e  for general or h a rd 
w are sto re . Tw enty-five b arre l M idget 
mill, also good m eal outfit. Building and  
m achine A1 condition. $6,500. M. C. 
H icks, K ism et. K ansas. 4Q9

F o r Sale—la k e s id e  Inn  H otel, P o rt 
A ustin , M ichigan. N ear P o in te  A ux 
B arques and Broken Rocks reso rts. F red  
W. K inde, Receiver. B ad Axe, Mich.

-_________________________________410
F or Sale—Good grocery, ideal location, 

a t  reasonable price. Call o r w rite  to 
B e rt G raham , 840 L eith  St., F lin t, Mich.

__________ 411
PA R T N ER  W A N TED —I have a  general 

s to re  in good sm all town Southern  
Michigan. I need a  live energetic  young 
m an who can take  full charge. P e rm a n 
en t position to the  r ig h t m an. A ddress 
No. 413, c-o M ichigan T radesm an. 413

DIAMONDS
26 unredeem ed diam onds fo r sale. 
Sizes from  % to 1% K a ra ts . P rices 
$18.00  ̂ and  up. You save T ax  and  r e 
ta ile r 's  profits. O ur prices will in 
te re s t th e  re ta il jew eler.
Industria l M ortgage &  Investm ent Co.

F .  E. STROUP, Mgr.
507 Commercial Savings Bank Bldg,

$3,000 Gets Lansing 33x46 Factory
24 ft. high, rock well, $7,000 for 
80x20 rods (sell m ore up to 120 acres 
$20,000) on Mich. United Ry. siding, 
possession a t  once. P. O. Box 5, 
Lansing, Mich.

BARLOW BROS. G rand Rapids, Mich. 
Ask about our way

PR O FITS A R E LOST 
if you fail to keep 
an  accu ra te  record 
of your sa les. T ry  
th e  one w ritin g  sy s
tem  by using  sales 
books. If you don’t  
w rite  us for prices 
we both lose. L e t 
us bid on your nex t 
order?
W e m ake all styles 
and sizes, p rices on 
request.

BA TTLE CR EEK  
SA LES BOOK CO 
R-4 Moon Jou rn a l B! 
B attle  C reek, Mich.

INDIA TIRES
HUDSON T IR E  COMPANY 

D istribu tors
16 N orth Com m erce Avenue 

Phone 67751 GRAND RAPIDS, MICH.
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IN THE REALM OF RASCALITY

Cheats and Swindles Which Merchants 
Should Avoid.

The Tradesman again warns its 
readers to go slow in dealling with 
the Standard Detective Bureau, of 
Muskegon. This organization is the 
creature of a man of unsavory repu
tation and is one of the concerns 
which demand pay in advance for 
is to refuse to have anything to do 
services which may or may not be 
rendered later. The only safe way 
with the concern.

Don’t rush blindly into an invest
ment. Too many investors do this to 
their sorrow. Too many are carried 
away by enthusiasm engendered by 
a glowing account of big profits pre
dicted for them by a high power 
salesman. They do not stop to think. 
(He gives them no time.) They do 
not wait to consider or investigate 
They are spellbound by his eloquence 
and promise and often, before they 
realize it, they have subscribed for 
the security he is selling. He is there 
to make a sale and he does it. He 
may be a stranger; he may be dis
honest or he may merely be enthusi
astic himself. But he gets the money 
and the investor has invested on faith 
in his promises.

There are certain rules of proced
ure to which the amateur investor 
will do well to adhere. Nowhere is 
caution more necessary than in inves
ting one’s money. Before even con
sidering an investment one should 
make sure of the house through which 
the security is to be purchased. In
vestigate this carefully. Make sure 
beyond a doubt that the house is a 
reliable one with an established 
reputation for honest dealing—that it 
handles a good class of securities— 
that it is not a bucket shop. A reput
able house will gladly furnish bank 
references if requested and the pros
pective customer may then enquire 
about it at the banks.

After having made sure of the in
vestment house, the investor should 
decide what kind of securities are best 
adapted to his needs and means. If 
his means are limited, he may require 
the greatest safety. If he has a good 
steady income and some surplus funds 
with which he feels he can afford to 
take some chances, he may want 
something of a speculative nature 
where the element of safety is not so 
great, but where the speculative pos
sibilities are greater. One who wishes 
to speculate should always figure the 
possibilities of a loss and be prepared 
to accept one if necessary. He should 
never speculate with more money 
than he can afford to lose. We do 
not recommend speculation.

When the kind of investment desir
able has been determined upon, the 
investor is ready to look over the 
securities of this kind that the invest
ment house has to offer and to accept 
suggestions of several issues of the 
type he wants. These should be 
carefully analyzed and compared. In
dependent expert advice should be 
sought if the investor is not thorough
ly familiar with such matters.

If this course is pursued and only 
those securities selected which come

up to the required standard, the 
causes for worry over the investment 
and the chances of loss will be largely 
eliminated.

The Ohio Farm Bureau Federation 
has issued the following warning re
garding the notorious Carl Beatty:

We have received a number of en
quiries regarding Carl C. Beatty, who 
is selling a poultry remedy under the 
name of “Chick-ene” which he claims 
is a cure for about ten different poul
try diseases. Beatty is reported to 
be operating through Northwestern 
Ohio, approaching feed dealers, grain 
elevators and druggists, taking all 
their old poultry remedies, regardless 
of brand, and usually succeeding in 
selling the dealers from $75 to $200 
more of his “Chick-ene.”

An analysis of two bottles obtained 
from two dealers shows the product 
is a diluted solution of potassium per
manganate costing but a few cents per 
bottle. That Beatty is very careless 
in his mixing is indicated by the fact 
that one bottle contained .66 grams 
while the other contained 1.8 grams 
of potassium permanganate. He sells 
his product to dealers at 50 cents per 
bottle to be retailed at $1.

Upon investigation we find that 
Beatty worked a baby chick scheme 
in Indiana last year, for which he is 
now out on bond after a grand jury 
investigation, resulting in his indict
ment on six counts. The Farmers 
Guide and Michigan Tradesman have 
given him considerable publicity for 
bis dealings in both Indiana and 
Michigan. In answer to our enquiry, 
the Tradesman states that Beatty is 
“a crook of the most detestable type. 
He travels by automobile and moves 
rapidly from town to town, leaving 
every person who deals with him 
poorer in purse. He informed one 
of his intimates here that has alleged 
remedies were nothing but soft water 
with a little coloring matter added. 
His word is not good. His promises 
are never kept. He obtains pay in 
advance for shipments he never 
makes.”

If Beatty comes into your com
munity, telephone us immediately. 
State officials have a warrant for his 
arrest.

Representatives of a syndicate re
cently organized are making attrac
tive bids for grain elevators through
out the State. When parties meet to 
finally close the deal, there is very 
little evidence of actual cash. After 
winning the confidence of the elevator 
owner, he is induced to take the pur
chase price in shares of the syndicate. 
He turns over title to his property for 
what he thinks is a very good price, 
only to find later that he has an in
terest in a syndic/ate whose shares 
cannot be disposed of at any where 
near par. If you learn of an elevator 
in your community giving «considera
tion to such a plan, we would sug
gest that you advise him to get in 
touch with us immediately.

The Co-operative League of Ameri
ca was adjudged bankrupt at Indian
apolis recently. It is alleged that 
more than 8,000 members have been 
defrauded and two men are held in 
connection with using the mails to de
fraud.

Controversy Over Gas Plant Transfer
Ionia, Dec. 11—Ionia is indulging 

itself in a nas row. A. E. Kusterer 
& Co., bond brokers of Grand Rapids, 
purchased the Ionia Gas Co. from H. 
B. Webber for $175,000. They hired 
Charles Spooner, a consulting engin

eer of Grand Rapids, who appraised 
the property. He fixed a valuation of 
$257,880. Armed with this appraisal, 
the brokerage firm went to Lansing, 
where the Public Utilities Commis
sion, which is a body provided by 
statute to look after the interests of 
the people, promptly, without any ex
amination whatever of the property 
on their part, authorized the broker
age firm to issue «and sell $130,000 
worth of 6l/ t  per cent, bonds, $70,000 
worth of 7 per cent, preferred stock 
and 1100 shares of common stock (of 
no par value.)

The advertisements offering this 
stock for sale appeared in the Satur
day Grand Rapids Press and Sunday 
Herald.

Mayor Fred W. Green got in touch 
with the Public Utilities secretary, but 
was informed that it was too late to 
countermand the authorization of 
these bonds and stocks. He prompt
ly put an advertisement in the Grand 
Rapids Herald in an effort to fore
stall the sale of any of the bonds. His 
action was authorized ¡by the Common 
Council of the city of Ionia at la 
Sunday afternoon meeting. The 
Council believed that they owed a 
duty not only to the citizens of Ionia 
to stop this deal, but also to any 
would-be investors.

The position of the Ionia City 
Council is that whereas the gas com
pany has had an authorized capital of 
$50,000 and a bond issue of $50,000, 
that there would not be sufficient 
earnings to take care of the new is
sues of stocks and bonds without an 
increase in the price of gas, and they 
were not willing to see this done.

From the Ionia point of view, the 
selling of a gas company for $175,000 
would seem to make that figure the 
actual value of the property. They 
point to the fact that without con
sidering the issue of common stock 
at all, the bonds and preferred stock 
authorized are $25,000 in excess of 
what is being paid for the property.

The Public Utilities Commission 
got busy on Monday and cancelled 
the authorization of this stock and 
bond issue. In all probability the 
Public Utilities Commission will now 
investigate the value of the properties 
and the city of Ionia will be given an 
opportunity for a hearing.

Gabby Gleanings From Grand Rapids.
Grand Rapids, Dec. 11—Fred C. 

Hanifin, who has been connected with 
the National Biscuit Co. for the past 
twenty-one years, has engaged to 
cover Central Michigan for the Du- 
rand-McNeil-Horner Co., of Chicago. 
Mr. Hanifin has resided in Grand 
Rapids for the past eighteen months. 
Prior to that time he resided in 
Owosso for twelve years. He now 
returns to Owosso, because it is a 
more central point to cover his ter
ritory than Grand Rapids would be. 
Mr. Hanifin is an experienced and 
seasoned salesman who will be a great 
accession to his new connection.

G. K. Coffey, the robust traveling 
representative for the Michigan Shoe 
Dealers Mutual Fire Insurance Co., 
;s critically ill at his residence at 1102 
South Lafayette avenue. The doctors 
oo not appear to locate the cause of 
Lis ailment and are mqking no prog
ress in combatting the progress of his 
malady. Mr. Coffey spent his earlier 
years i i White Cloud, where he was 
engaged in the grocery and meat busi
ness On retiring from the mercan
tile business he went on the road for 
the Crown Baking Powder Co., cov
ering Michigan territory for that 
housr for twenty-five consecutive 
years. He associated himself with the 
i”surance company about five years 
ago and has proved to be a most 
efficient worker in the fire insurance 
field.

The Michigan Radio Corporation 
has h^d a remarkabale career since it 
passed under the management of E. 
A. Lyons. The capacity has been in-

creased from twenty-five to 200 or 
more radio outfits per day. Another 
floor in the Leonard building has 
been leased, with a view to still fur
ther increasing the daily output of the 
company. The demand for the $27 
outfit put out by the corporation ap
pears to be practically unlimited.

Hides, Pelts and Furs.
Hides.

G reen, No. 1 ______________________ 05
G reen, No. 2 _______________________ 04
Cured, No. 1 _______________________ 06
Cured, No. 2 ______________________ 05
C alfskin, G reen, No 1 ---------------------11
C alfskin, G reen, No. 2 ------------- — 09%
Calfskin, Cured, No. 1 -------------------- 12
Calfskin, Cured, No. 2 ----------------------10%
H orse. No. 1 ___ ______________ —— 3 50
H orse, No. 2 ___________ _ 2 50

Pelts.
Old W ool _________________ ;__ 1 00@2 00
Lam bs ________________________  75@1 25
S hearlings _____________________ 50@1 00

Tallow. ,
P rim e ______________________________ 06
No. 1 _______________________________ 05
No. 2 _______________________________ 04

Wool.
U nw ashed, m edium  _______________@35
U nw ashed, re jec ts  ______________ @25
U nw ashed, fine ___________________ @35

W M . D . B A T T

FURS
Hides, Wool and Tallow

28-30 Louis St.
G rand R a p id s , M ic h ig a n

Detroit—The Western Iron & Steel 
Co., 3044 West Grand boulevard, has 
been (incorporated with an authorized 
capital stock of $100,000 preferred and 
$12,000 shares at $4.43 per share, all 
of which has been subscribed, $115,- 
000 paid in in cash and $38,127.23 in 
property.

Detroit — Brown-S’Renco - Brown, 
Inc., 314-15 Gen. Necessities Pk. 
avenue building, has been incorporat
ed to conduct a general mercantile 
business at wholesale and retail, with 
an auhorized capital stock of $25,000, 
$3,000 of which has been subscribed 
and paid in in cash.

Flint—The General Parts Corpora
tion, East Third street, has been in
corporated with an authorized capital 
stock of $200,000 common and $50,- 
000 preferred, of which amount $250,- 
000 'has been subscribed and paid in, 
$50,000 in cash and $200,000 in prop
erty.

CIVIL, CRIMINAL, PRIVATE 
INVESTIGATIONS

HALLORAN’S
NATIONAL
DETECTIVE

AGENCY
( INCORPO RATED)

506-507 Grand Rapids 
Savings Bank Building 

GRAND RAPIDS. MICHIGAN

Citizens 51-328. Bell M. 46. Nights: 665 
on dial and ask for 286-2 rings.


