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H.EAVEN is not reached at a single bound,
But we build the ladder by which we rise 
From the lowly earth to the vaulted skies 

As we mount to its summit round by round*
I count this thing to be grandly true;

That a noble deed is a step toward God, 
Lifting the soul from the common clod 

To a purer air and a broader view.
We rise by the things that are under feet;

By what we have mastered of good and gain; 
By the pride deposed and the passion slain, 

And the vanquished ills that we hourly meet.
We hope, we aspire, we resolve, we trust.

When the morning calls us to life and light, 
But our hearts grow weary and ere the night 

Our lives are trailing the sordid dust.
We hope, we resolve, we aspire, we pray,

And we think that we mount the air on wings 
Beyond the recall of sensual things.

While our feet still cling to the heavy clay.
Wings for the angels, but feet for men!

We may borrow the wings to find the way; 
We may hope and resolve and aspire and pray, 

But our feet must rise or we fall again.
Only in dreams is a ladder thrown

From the weary earth to the sapphire walls, 
But the dreams depart and the vision falls 

And the sleeper awakes on his pillow of stone.
Heaven is not reached at a single bound,

But we build the ladder by which we rise 
From the lowly earth to the vaulted skies 

As we mount to its summit round by round.
Josiah Gilbert Holland.

*



MOST business men who operate large fleets 
of automobiles and trucks keep an accurate 

record of their hauling costs. Why? Because 
they find that it pays them to know to a fraction 
of a cent the cost per mile of everything they buy 
for their machines. A record like this soon shows

them which one of the different brands of tires, or 
oil or gasoline gives them the greatest benefits— 
the most service.

Therefore, it is a significant fact that most of the 
bis: fleet owners useo

RED CROWN
GASOLINE

Red Crown gives them more miles per gallon 
because it is made for the one purpose of producing 
POW ER in the modern internal combustion
engine.

Red Crown is always uniform. Uniformity is one 
of the “Six Essentials of Good Gasoline.”* With 
Red Crown in the tank you can set your carburetor 
for the most economical mixture and obtain the 
same mileage and performance whether you buy

Red Crown from the service station around the 
corner or from a dealer in Cider Center, Kansas.

You can easily prove to your own satisfaction that 
the example set by other fleet owners is a good one 
for you to follow. Keep a record for a week of the 
mileage you get from the gasoline you now use.. 
Then, switch to Red Crown and note the mileage. 
We are confident that you will be a Red Crown 
user from then on.

» S ix  E s s e n tia ls  o f Good G asolin e
Every car or truck owner should know these essentials of good gasoline, 

for if one of them is lacking in the gas oline you are now using, you are not 
receiving all that you should for your money. Our booklet, “What is Good 
Gasoline?” explains these six points so that you will know what to demand in
the future.

This interesting booklet will be sent to you upon request. Use your- 
business stationery, please.

Standard  Oil Com pany
( IN D IA N A )

910 S. M ichigan Ave. -  Chicago, Illinois;

Michigan Branches at Detroit, Grand Rapids and Saginaw
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THAT CONSENT DECREE.
The doings of statesmen of the Sen­

ator Ladd variety in Congress do not 
usually concern the grocery trade but 
when Dr. Ladd introduced a resolu­
tion last week asking for all the in­
formation in the possession of A tto r­
ney General. D augherty respecting the 
procrastination of the “Big Five” in 
complying with t’he consent decree and 
disposing of their “subsidiary lines” of 
grocery products, he made a big hit 
with the grocers. There are possibili­
ties in the enquiry.

In trade circles the incident seems 
one quite worth while investigating. 
This ‘‘consent decree” never was or­
iginated by any one but t'he packers, 
chiefly Armour, and then only to stop 
a Federal grand jury proceeding in 
Chicago which looked very uncom­
fortable for the packers. The plan 
succeeded. The grand jury was dis­
charged from the case, but as soon as 
such other m easures as the stockyards 
control bill and a threatened proceed­
ing by the Federal Trade Commission 
had been nicely sidetracked as no 
longer needed since the packers had 
consented to the decree of grocery 
divorcement then all efforts of Arm our 
to withdraw from “allied lines” lagged 
or ceased.

And ever since there have been per­
sistent efforts to set the decree aside 
or amend it, or to give further time 
to comply. So far as four of the five 
packers are concerned, the grocers are 
well pleased with the good faith in 
disposing of the competitive lines, but 
the last rem nant of the “Big Five” is 
not commonly credited with either 
good faith or energy in complying 
with the decree.

In fact, grocers think it was all a 
part of a deep laid plot from the start, 
and Dr. Ladd’s efforts to get at the 
facts will probably have the full sup­
port of the trade. . The resolution 
reads as follows:

Resolved—That the Attorney Gen-*

eral be, and he hereby is, directed to 
report immediately to the Senate all 
information now in his possession re­
lating to the steps taken by him to 
secure compliance by the “Big Five” 
meat packing companies with the 
term s of the consent decree entered in 
the Supreme Court of the D istrict of 
Columbia on Feb. 27, 1920, agreed to 
by said “Big Five” packers, and to 
report in full to the Senate concern­
ing the status of each of the defend­
ants with relation to  divesting them ­
selves of the so-called unrelated items 
according to the terms of the said de­
cree and to advise fully concerning 
non-compliance, if there be, with the 
term s of the decree by any one or 
more of the said packers.

For three years there will be peace 
in the American soft coal fields. The 
contract between operators of the cen­
tral competitive field and the United 
Mine W orkers of America, signed at 
Jacksonville, insures a truce until 
March 31, 1927. The miners had 
asked a four year contract, continuing 
the existing wage scales. The oper­
ators objected to an agreem ent longer 
than a year or two years. Pressure 
from. W ashington is credited with 
bringing the operators to accept the 
compromise. It is generally admitted, 
however, that the agreem ent is the 
death w arrant for hundreds of soft 
coal mines in the union field. I t is 
estimated there are 200,000 more coal 
miners in the United States than are 
needed. The new contract will shove 
these men by the thousands into other 
industrial fields. Still another result 
may flow from this agreement. W ith 
lines shortened, freed of wage quar­
rels, the United Mine W orkers may 
now move against the last great 
citadels of non-union coal—the field 
of W est Virginia. W ith these in 
their control union sway over the fuels 
of America would be supreme. H ere 
is an angle to the new agreem ent that 
will bear watching.

F ar from being “betrayed” into su r­
render by W ilson’s Fourteen Points,

. .Qermany capitulated because of urgent 
demands sent to Berlin from the Grand 
Army H eadquarters in order to pre­
vent a military debacle. Far from be­
ing injured by W ilson’s presence at 
the Paris Peace Conference, Germany, 
because he was there, was saved from 

,the  imposition of much harsher terms. 
Count von Bernstorff has called to his 
countrym en’s attention these two “far 
from beings.” There are several 
others that must sink into the German 
mentality. One is that, far from be­
ing aided by her policy of hedge- 
dodge-and-evade, bolstered up by low 
and slushy propaganda, Germany will, 
in the end, have to pay all the more 
heavily, not only through material 
losses, but through loss of caste in the 
eyes of a world that never, in the long 
run, has had much use for whiners and 

.whimperers.

THE PROPER PERSPECTIVE.
In considering industrial trade con­

ditions too many are apt to gauge them 
with reference to the percentage of 
available machinery in operation. This 
is as unsafe as it is to base the paying 
or non-paying of a wheat farm  on an 
inflated land value. In the latter in­
stance a profit may be shown if the 
prew ar value of the land is taken into 
account, when the reverse appears, if 
the value is placed at the point where 
speculation put it'. In manufacturing 
it is a m atter of common knowledge 
that, in the years of the war and im­
mediately following, the productive 
capacity of plants was widely extend­
ed. This was done to meet extraordi­
nary needs. It' was not expected that 
the plants so enlarged would be 
worked to capacity ever afterward. 
Yet many continue to estimate the 
degree of prosperity by the propor­
tionate activity which is shown by 
the industrial plants. T hat this is as 
great as it is indicates the progress 
that has been made by the country 
even though capacity is not now 
reached. In due course that' will come 
because the country keeps growing 
and its trade must continue to expand. 
While not all of the goods are being 
turned out just now which producers 
would like to see, the quantity is 
greater than it was in normal times. 
Take such simple and necessary things 
as shoes and stockings, for example. 
Domestic factories are turning out an 
average of a million pairs of the for­
mer and a million and a quarter pairs 
of the latter each calendar day. A 
few years ago this would have been 
considered marvelous. And the same 
condition prevails in other lines. So 
the viewpoint should be one of rela­
tivity.

Science is continually bringing into 
the range of human knowledge facts 
difficult for the finite mind to grasp. 
The alm ost incredible extent of the 
universe, or universes, since ours is 
only one of an infinite number, has 
hardly begun to be grasped before we 
are asked to realize that in the atom, 
the unit' of matter, is contained a solar 
system in miniature, in which electrons 
revolve about a nucleus as the earth 
and the other planets revolve about 
the sun. Dr. Niels Bohr, the Danish 
scientist, now in this country to ex­
plain his rather revolutionary theories, 
has aroused general interest in the 
atom, which may liold especial fasci­
nation for practical-minded American 
scientists because of its possibilities as 
a future source of power.

America threatens to take the danc­
ing palm from Russia, aided by the 
vigorous out-of-doors life lived by the 
schoolgirls of the country in this day 
of athletics for women. Fokine, who 
knows both countries, declares that

the material for dancers in this coun­
try  is the best in the world and tha: 
the girl who has lived a normal life, 
with plenty of games and sports, can 
be made into a prem ier danseuse with 
a few years of training. To prove his 
contention he will soon present an 
American ballet, which will allow the 
public judge. For a m aster of the 
art to pay this country such a tribute 
is encouraging after the slams we 
usually receive from our European 
friends.

Items From the Cloverland of Mich­
igan.

Sault Ste. Marie, Feb. 26—The Man- 
hatten restaurant, formerly conducted 
by Mrs. J. Molinaro, closed last week, 
but will be opened after being redecor­
ated and somewhat re-arranged. W. 
B. Sprague has bought the business 
and will open for business about 
March 1. Mr. Sprague will need no 
introduction, having been in the cater­
ing business here for many years prior 
to going to Curtiss, where he m an­
aged the hotel at the Summer resort 
for three years.

O tto Supe, the popular jeweler and 
next M ayor of Sault Ste. Marie made 
them all take notice at the sportsm an’s 
shooting event held here last Friday, 
when he scored 100 per cent. He 
brought down twenty-five clay birds 
with twenty-five shots. H is nearest 
opponent scored tw enty birds. The 
other scores were not over 17 birds. 
O tto, as he is known, is an all round 
sportsm an, having been a member of 
the France Supe hunting party for the 
past twenty-five years. He has missed 
no bunt during the entire time and 
always brought back the bacon.

A penny saved is a penny earned. 
A dollar saved is one you didn’t loan.

The farmers around T arbutt, near 
the Canadian Soo have purchased wolf 
hounds and are placing them at dif­
ferent points in the township in an 
endeavor to rid the district of wolves, 
which play havoc with the stock of 
the farmers.

Capt. Roberts, the well-known soap 
salesman, was a business visitor here 
last week. Mr. Roberts is still full of 
pep and leads the younger salesmen 
a merry chase.

Facts are stubborn things unless 
they bump up against a shrewd lawyer.

W. J. Van Egmond, thé plumber, 
located at 713 Ashmun street, expects 
to move his shop to his residence 
soon, using the basement.

Ray M arriott, of the N orthern E lec­
tric Co., gave a demonstration of oper­
ating a radio on the D., S. S. & A. 
R’y train last Thursday. W hile deliv­
ering a radio set to a custom er at 
Newberry, he was asked when they 
would get a radio that would work on 
a moving train. Ray assembled the 
one he had and at the first trial heard 
several musical selections, clear and 
plain.

The clothing store of J. P. Nolden. 
at Escanaba, was destroyed by fire 
Saturday night. The loss was almost 
total. T he stock was estim ated at 
between $15,000 and $20,000.

H unger is a necessary evil. I t pro­
motes industry.

Ham  Ham ilton, of the Pickford 
Grocery Co., was a business visitor 
here Friday, taking back a load of 
supplies, W illiam G. Tapert.
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Individual Responsibility versus Busi­
ness Success.*

W hen the call came to me to attend 
and address you at our annual ban­
quet, the thought came to me, “W hat 
can I say that will make the men bet­
te r for my coming?” So I chose for 
my subject the above quotation.

O ftentim es our individual lives may 
seem as unim portant as a single leaf 
in the forest', a solitary blade of grass 
in the meadow, or a tiny grain of sand 
upon the seashore; but just as each 
of these play its im portant part in 
the ordered harm ony of the universe, 
so our separate careers mean much in 
their wide-reaching relations to so­
ciety. Every influence launched for 
the uplift' and betterm ent of prevail­
ing conditions has been conceived in 
the mind of some individual. Every 
movement which has resulted in low­
ering the standard of life, and every 
industrial disturbance carrying with it 
untold waste, has been the work of 
but a few, or even of a single in­
dividual.

In an essential and well-nigh vital 
sense each individual is a pivot around 
which the nation’s welfare revolves. In 
a republic such as ours this fact is 
alm ost tragically true. A dm itting this 
to be a fact we must feel a responsi­
bility resting upon each and every in­
dividual which must not and cannot 
be disregarded. Every opportunity 
for betterm ent carries with it a cor­
responding obligation. Only by ac­
cepting it as such can we justify our­
selves before our own conscience.

National prosperity is so intertwined 
with individual responsibility that the 
two cannot be differentiated. Al­
though our individual actions may 
seem unim portant and non-essential, 
yet they all blend with the forces which 
determine the prosperity of our busi­
ness in general, the prosperity of our 
association and our National well be­
ing. It is logical law which reflects 
in a nation the dominant characteristics 
of its individual citizens. The all-per­
vading individual personality is the 
supreme influence.

Thus it is easy to discern that the 
foundation of our prosperity is in our 
intelligence; that education is the cap­
ital of our future; that individual in­
tegrity  is the bulwark of our associa­
tion, our trade, and our Nation. Self 
preservation is not t*he first law of 
nature, but doing something for some­
body else is the ideal of life.

R ight thinking men are beginning 
to understand that in the world of 
business, nothing is computable in its 
control, or a safer guide when the 
channels of commerce become in­
tricate, than character.

Put money in thy purse is the con­
trolling impulse of some: put character 
in thy soul is a sounder doctrine and 
will stand the test of ages.

Business character .is rated as a 
chief element' in a credit risk, above 
capital.

To analyze character is a task. It 
cannot be separated from a man. It 
is the man himself, expressing in his 
living the divine principles, causing 
him to prefer to  live in poverty, rather

•A ddress by John  A. Green, of A m er­
ican  S ugar Refining Co., a t  an n u a l b an ­
q u e t G rand R apids R e ta il G rocers’ A sso­
ciation.

than that honesty and integrity should 
be violated.

Of all the advantages that may hap­
pen to a young mind capable of under­
standing, nothing can possibly count 
for so much in the way of substantial 
mental benefit and inspiration, as in­
timate association with a great char­
acter.

Intelligence and aspiration are the 
developers by means of which in­
dividual efforts blossom into the per­
fect human character.

You have all seen a block of rough 
marble. The sculptor takes it and by 
chiseling a few corners here and there 
reveals to us the figure concealed w ith­
in the block. O ut of the m ass of 
qualities good and bad, which form 
our characters, it is for us to chip 
away the rough corners and reveal 
and intensify the wholesome senti­
ments within.

W e judge a man and give him place 
in our esteem more by the manner in 

which the keeps his pledged word than 
anything else. The man who does not 
keep his word, fulfill his promises, live 
up to his agreem ents, carry out his 
part of the contract, is a man without 
honor, a man of no particular char­
acter, a man without credit, a man not 
to be trusted by his fellows.

The thing most to be desired every­
where, and a t any period of the world 
history, is character. W e never had 
too much of this, we never can have 
enough of it. It is above all price. 
W ith character we have everything 
worth having; without character we 
have nothing w orth having, no m at­
ter what our material gains or pos­
sessions.

There are two things which we can­
not tam per with. One of them is the 
multiplication table, the other is the 
ten commandments. Every disaster 
that has ever come to any person, to 
any organization, or to any people, 
has come from an attem pt to change 
these great principles th a t underlie all 
our relationship and are at the basis 
of all our development. W e have to 
play the game and we have to play it 
straight. If we do that we will have 
the ability to meet' any situation, and 
then there is no question about the 
results. Next to  character is the 
necessity of Good Will.

W hat a wonderful opportunity the 
retail grocer has to build up an ac­
quaintance. Acquaintance begets 
friendship, friendship confidence, con­
fidence begets business; and, in the 
realms of commerce, friendship and 
confidence are the foundation of en­
during business. They form the key­
stone of Good Will.

It is impossible to  m easure the value 
of Good Will in dollars and cents, yet, 
without it, there would be no dollars 
and cents in business. W ith it, pros­
perity may be obtained to a degree 
far beyond the founders highest hopes.

I t is surprising how confidence be­
gets business and obviates the neces­
sity of leaving the customer in such 
a mind tha t she has to be sold every 
time she may come to  the store, just' 
as though she was a new comer. How 
gratifying it is to hear a custom er say, 
“ I buy from Jones because I like to 
buy from  him. I consider him my 
friend. Their products and service

come fully up to my expectations. It 
is a pleasure for me to  trade there be­
cause of their dependability and the 
high quality of their goods.

Dealing as we do with the human 
element in business, how necessary it 
is that we cultivate unbounded faith 
upon the part of our customers, in 
our products and in our principles.

The grocer or any other business 
man who will go to great lengths to 
build Good Will, is on the sure road 
to success. There is nothing that will 
clinch our position more securely than 
to be perfectly frank with ourselves 
and those with whom we deal. Good 
Will is built by a multitude of little 
things. There is a new day for him 
who believes in the value of Good 
W ill: and th a t man who puts his 
thoughts into action will be reckoned 
one of the builders, adding to the great 
structure erected upon the corner­
stone which was placed in position at 
the beginning of our business.

One never knows what he can do 
until he concentrates upon the thing 
which he has accepted as his goal. 
The desire for individual success, with 
its gnawing, its unrest and its deep 
yearning to  do the thing better than 
it was every done before, is in the 
heart of every man. I t is the quiet 
planning and reading of the man who 
to-day is getting ready for what is 
going to happean, two, five or ten 
years hence. We are laying the foun­
dation for our future business pros­
pects, and we should give the best that 
is in us to prom ulgate and perpetuate 
these principles by which we expect 
to reach our goal.

W hat we all need at the present 
time is courage, pluck, determination, 
grit, sand. Grit means strength. It 
is the steel rod in a man’s backbone. 
It prevents him from bending to every 
impulse or gust of opinion. W e have 
all seen some of these fellows who 
are the first to jum p to conclusions 
and just as quick to jum p out when 
it needs an extra push. But it takes 
grit, clear grit, to hang on arid see 
the thing through.

Initiative, integrity and intense 
earnestness are the pillars on which 
all business success is built.

There are two other element's of 
success tha t I w ant to call your atten­
tion to, namely enthusiasm  and tact.

The ability to  grasp opportunity, a 
well developed personality, an optimis­
tic vision, a soul full of good cheer and 
enthusiasm, will wipe away all ob­
stacles and clear the way for good 
business.

W hat a mistake it is for any one 
to say that O pportunity comes but 
once. Every m orning with the break of 
day O pportunity comes forth to join 
with any one ready to accept him. I' 
fancy I hear him as he calls.

“They de me w rong who say I come 
no more. W here once I knock and 
fail to find you in: For every day I 
stand outside your door, and bid you 
wake to rise and fight and win.

W hat a. wonderful th ing  it is to 
start off in the morning with an op­
timistic step, with your head up and 
your eye fixed on victory, with cour­
age and cheer em anating from your 
system with every step and action.

Yesterday js gone with its successes

and disappointm ents; let us forget it, 
unless by its experience we are better 
qualified to meet the business of the 
day. It was Napoleon who said, when 
given report of victory won by one of 
his generals; “Good; what did he do 
the next day?”

I like to  quote the following para­
graph from an interview with Mr. 
Armour. “Enthusiasm  is the dynam­
ics of your personality. W ithout it, 
whatever abilities you may possess lie 
dormant. You may have knowledge, 
sound judgm ent, good reasoning fac­
ulties: but no one, not even yourself, 
will know it until you discover how 
to put your heart into thought and 
action.”

A wonderful thing is this quality 
which we call enthusiasm. You can’t 
go wrong in applying all the genuine 
enthusiasm you can stir up within you, 
for it is the power that moves the 
world. There is nothing comparable 
to it, in the things which it can ac­
complish. I can see enough pent up 
enthusiasm  before me t'o put into op­
eration any policy you may desire.

W e can cut - through the hardest 
rocks with a diamond drill, and melt 
steel rails with a flame. W e can tun­
nel through mountains, and make our 
way through any physical obstruction. 
We can checkmate and divert the very 
laws of nature by our science. But 
there is no power in the world that 
can cut through another m an’s mental 
opposition, except persuasion: and
persuasion is reason, plus enthusiasm, 
with the emphasis or enthusiasm.

Don’t let it be said of you as was 
told of a lot of young chaps who at­
tended a party; the sister telling of 
it the next m orning said: “Yes, sister 
Maggie is a fortunate girl. She went 
to the party  last night and played 
Blind Mans Bluff all the evening. The 
gentleman hunt around and find a girl, 
then they must either kiss her or give 
her a shilling. Yes, Maggie came home 
with thirty shillings and a war bond.” 
I am sure none of you were there.

If you want to  be a power in busi­
ness or in your community, cultivate 
enthusiasm.

People will like you better for it. 
you will escape the dull routine of a 
mechanical existence, and you will 
make headway wherever you are. I t 
cannot be otherwise, for this is the 
law of human life. Put your soul into 
your work, and not only will you find 
it pleasanter every hour of the day, 
but people will believe in you just as 
they believe in electricity when they 
get in touch with a dynamo. And re­
member this, there is no secret about 
this gift of enthusiasm. It is the sure 
reward of deep, honest thought, and 
hard persistent labor.

In addition to enthusiasm  we must 
have tact. I t is well to have talent, 
but the trium ph of tact, or just plain 
common sense, over talent is seen 
everywhere. Talent, in this age, is no 
match for tact. W e see the failure 
of talent everywhere. Tact will manip­
ulate one talent' so as to get more out 
of it tban ten talents without it. T al­
ent lies in bed until noon; tact gets up 
at six; talent is power, tact' is skill; 
talent knows w hat to do, tact knows 
how to do it. Tact is not the sixth 
sense, but it, jg likg the Jjfg pf all the
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five senses. It is the open eye, the 
quick ear, the judging in taste, the 
keen smell, and the lively touch. I t is 
the surmounter of all difficulties, and 
the remover of all obstacles. I t is 
the one thing that will bring results 
when all else fails.

Courtesy and tact are the two es­
sentials of a successful man, they go 
hand in hand. Courtesy costs nothing, 
but it will be remembered when all we 
have said will be forgotten.

An embodiment of all these business 
virtues will develop a character that 
will stand out so prominently that it 
will attract the  attention of those with 
whom we do business. In  such a 
character we find that indefinable 
something that gives grace to life. It 
is the product of all the factors of ex­
perience. It is a constructive product. 
Possibility is the germ.

It is men of this sort that' are work­
ing in an associated effort to better 
conditions in the grocery business. The 
members of the association believe the 
public want service, and they plan 
their business accordingly.

The present system of distribution 
is being attacked. The assertion is 
often made that the manufacturer— 
wholesaler—retailer—consumer meth­
od of distribution is w rong; that it is 
extravagant and wasteful; tha t it is 
the cause for the advance in prices. 
This is a great mistake. The present 
method of distribution has come down 
through centuries of evolution and 
nothing has appeared to take its place. 
The wholesaler assembles the product 
of the manufacturer and grow er from 
all parts of the world, and the retailers 
draw from them in such quantities and 
kinds as the neighborhood requires.

The object of the association is edu­
cational. Through an exchange of 
ideas better and more economic m eth­
ods of distribution are evolved.

People used to say that' they paid 
the bill of the dead beat in the price 
they paid for their goods. By an ex­
change of credit information this 
method if it ever did exist, has gone 
into oblivion. The live grocer no 
longer has any losses from this source.

No system can function properly 
when centered on the lone individual, 
so it seeks to associate, itself, and to 
work in conjunction with others in 
constructive effort for the welfare of 
all: and . w ithout transgressing the
rights of the individual, it' advocates 
the fullest co-operation between in­
dividuals in order that the greatest 
am ount of good shall be acquired by 
all the parties interested.

I t is a mistake to think tha t the 
consumer is never considered in the 
discussion of 'better business. The 
success of any retailer depends on the 
good will of the consuming public, 
and unless he studiously considers 
their interest, he may as well close up 
his place of business. Confidence is 
the only foundation on which he can 
build a successful business.

Then again, what other business is 
so saturated with sentim ent as is the 
grocery business. To belittle or 
ignore this fact is the sheerest folly. 
D ry facts not quickened by sentim ent, 
by a feeling, by an impulse of some 
sort, never drove a dollar into action, 
The one person to whom al} the peo-j

pie will turn, and in whom all will 
confide, is the man who sends to the 
table the food to  nurture and bring 
up the children of the home. In  sick­
ness and in health, in adversity and 
prosperity, he is the one man in whom 
they place their confidence. W hat a 
privilege.

Let us ever keep in mind the dig­
nity of our business. W e can only 
be as big as we think we are. I con­
sider the distribution of food the most 
im portant part of the business fabric 
of the Nation.

I t is a satisfaction to know that 
through these great business gather­
ings we are doing our part in the great 
humanizing movement of the world, 
that movement which proclaims the 
universal brotherhood of man; and be­
cause of which the world grows bet­
ter and the individual man feels sym­
pathy for his fellow man and the wish 
to  exercise it. I believe that the man 
who helps his brother along over the 
rough places and through the knotty 
business problems, all unconscious of 
his own doing, will himself reap a rich 
reward.

So, if by a careful study of our busi­
ness problems we create conditions 
that benefit the entire business world, 
and set in motion influences—the out­
come of which will not only benefit 
the m erchant financially—but will 
make for better citizenship and help 
all to stand for honesty and integrity 
in business for civic virtue and civic 
righteousness, we shall have achieved 
more than our most ardent supporters 
could have anticipated and we shall 
not have labored in vain.
W ith our wonderful initiative, God 
born, executed by God’s children, 
seeking with new life and forever 
working onward and upward, lifting 
the burden of the world, bringing sun­
shine into lives that only knew a sun 
was shining by the shadow of the past', 
in the name of the M aster splendidly 
facing this opportunity, we shall do 
our part in bringing again over the 
face of the earth the smile of the liv­
ing God. W hat a glorious future we 
have.

May we be endowed with wisdom, 
confidence, enthusiasm, energy, sym­
pathy, courage, friendship and charity, 
and m ay the great God guide us in all 
our deliberations, s)o that whatever 
we do shall be for the best interest of 
all our great, people; and tha t out of 
it all will come prosperity, stability 
and contentment.

Egyptians are not giving the world 
a good impression of the ir country, in 
their official meddling and fussing 
with the work of Howard Carter, who, 
as he dug in the desert sands, has done 
much to  build up that tourist' traffic 
which brings a great deal of money 
to  the Nile Valley. The love of small 
men set in high places for the petty 
devices that make outsiders miserable 
is illustrated in the sniping tactics 
E gypt’s public works departm ent is 
using toward one who has done heroic 
service admired of all the  world in 
bringing to  light the ancient glory of 
Egyptian history. T he countrymen 
of T u t should recognize H ow ard Car­
ter as their benefactor and not treat 
him  as though he were an interloper 
pnd a thief in the night.

The Merchant'Mind 
Coming Into Life

Somewhere right now there is a young grocery 
clerk who has a job in a store located in some 
medium-sized Michigan town. He waits on cus­
tomers. He takes his turn opening up mornings. He 
helps trim the windows. He writes price tickets and 
signs. He gets up some of the advertisements, when 
he can get a crack at them. He reads good books and 
writes a little on the side.

Down at the store he gets to know a whole 
community.

The items of merchandise as they move over the 
counter tell of birth, death, vanity, extravagance, 
thrift and downright poverty.

He is learning to have an affection for merchan­
dise that will last him as long as he lives. Hundreds 
of human meanings begin to attach themselves to 
things that of themselves are just commercial goods. 
A new language and a new set of images are filling 
his imagination.

It is the merchant-mind coming into life. The 
mind that sees goods not merely as something at so 
much per package or so much per pound or so much 
per dozen.

But the mind that feels all the significance in 
the human use of the vast variety of articles that come 
from the factories of modern civilization. He cannot 
get away from the compulsion to tell people.

Along with these comes the fascination of seeing 
the buying habits of his townspeople revealed. Slip­
shod buyers, careful buyers, stingy buyers, wasteful 
buyers, price-hunters, quality-aristocrats.

He is living right in the middle of the great 
American novel every day of his life.

He is preparing himself for a career as a mer­
chant, so that when he comes to hang his own sign 
over the door he will know goods and what con­
stitutes service. He will also have become such a 
student of human nature that he will know men and 
women and be able to cater to their whims and 
caprices, as well as their sober senses.

When this young man—and he is only one of a 
type we find in every good sized town-—is ready to 
break into the ranks of active merchants, we hope to 
be able to furnish him his stock and serve him so well 
and faithfully that he may find it comparatively easy 
to accomplish his battle for supremacy.

W A R D E N  Q R O C E R  ( j O M P A N Y

Grand Rapids

Kalamazoo— Lansing— Battle Creek

T h e P rom p t S h ip p ers,
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$ E $ S  O FTH E B U S IN E S S  WORLD

MOVEMENT OF MERCHANTS.
D etroit—A. W. DeClercq has open­

ed a meat m arket at 6311 14th street.
D etroit—H. W . Baum, furniture 

dealer at 3545 Grand River avenue has 
retired.

M antón—H. R. Casey succeeds D. 
L. Thompson in the grocery and meat 
business.

D etroit—M rowczynski’s meat m ar­
ket, 5544 Chene street, has been sold to 
A. Sutkowski.

D etroit—Findley & Co., tailors at 
1266 Griswold street, have discon­
tinued business.

Fennville—The Hutchinson H ard ­
ware & Im plem ent Co. has changed 
its name to the Fennville H ardw are & 
Implement' Co.

D etroit—The H ow ard 'F lin t Ink Co. 
has increased its capital stock from 
$37,500 to $75,000.

D etroit—Jos. Bandza has sold his 
meat m arket and grocery store to 
Jonas Smalinskos.

D etroit—D. Hiller, dry goods dealer 
at 4701 Michigan avenue discontinued 
business on Feb. 23.

D etroit—Helen E. Plaock bought 
the bakery at 8121 Linwood avenue 
from Lewis E. Humphrey.

H am tram ck—Jos. X. Robert, grocer 
on Trow bridge street, has filed a pe­
tition in bankruptcy. Liabilities, 
$2,598.36; assets, $469.57.

D etroit—Max Rich bought the m ar­
ket of I. Oppenheim, 4508 Milford 
avenue, a short time ago.

Detroit'—Jake Koss has sold his 
tailoring establishment at 2661 Baker 
street to H arry  Unatin.

D etroit—The American Butter & 
Cheese Co. has increased its capitaliza­
tion from $100,000 to $200,000.

D etroit—William Somers, 8780 Lin­
wood avenue, bought the meat market 
of Bert E. Mooney on Feb. 14.

D etroit—Horace W. Zalsman has 
sold the Monica Pharm acy, 7048 
Plym outh road, to  Earl J. Reeves.

D etroit—.Mrs. M. Ferguson has 
opened a millinery store and beauty 
parlor at 5655 Grand River avenue.

D etroit—The fish m arket conducted 
by O ’Neill & Hoffner at 2205 W ood­
ward avenue has been sold recently.

Fulton—Floyd Bridenstein succeeds 
C. D. W eeks in the garage and auto­
mobile supplies and parts business.

D etroit—Freeman Brothers have 
purchased the business of Isidore Phil­
ips, grocer at 10854 Mack avenue.

D etroit—Louis Michael, grocer at 
10361 Shoemaker avenue, sold his 
stock to Attilio Brunette Feb. 25.

D etroit—The C. P. Steinheiser Co., 
3049 Gratiot avenue, has increased its 
capital stock from $35,000 to $300 000.

D etroit—The grocery at 5827 H as­
tings is being run by Israel W axier,

he having bought it from Ida Share.
D etroit—Frank Kanician bought the 

confectionery at 1316 H astings street 
from Ala Hemid and Jim  Ala recently.

D etroit—Richard Hocking, shoe 
m erchant at 10815 Mack, will retire 
from business as soon as his stock is 
sold.

D etroit—W. S . . K utcher and A. J. 
Ploszai have bought the Temple Gar­
age, 23-31 Temple avenue, from George 
Mohler.

H artford—H artford  G leaners’ Co- 
Operative Elevator Co. has decreased 
its capital stock from $60,000 to $30,- 
000.

Jonesville—George Baker has sold 
his tire, battery and auto accessories 
stock to L. C. Spencer, who has taken 
possession.

D etroit—Marian Lepkowski, butch­
er at 2234 Mt. Elliott avenue, has 
transferred the title to his business to 
his wife, Aniela.

D etroit—V ictor Jachimowicz has 
taken over the meat m arket at 5505 
Mt. E lliott avenue from Boleslaw 
Dzielinski.

D etroit—A. L. Thompson and T. 
J. O rm and have bought the D etroit 
Packing Box Co. from J. Mankin and 
E. J. Humrich.

Otisville—J. L. Hillman, for the past 
six years connected with the H ertz 
Hotel, Saginaw, has opened H otel 
Hillman here.

D etroit—Simon Shifman bought the 
men’s furnishings business at 3467 
H astings street from the estate of 
Aaron Shifman.

D etroit—The D etroit Investm ent 
Co., 801 G uaranty T rust building, has 
increased its capital stock from $250,- 
000 to $500,000.

B ronson—Max Engler, who con­
ducts the bakery here, suffered a frac­
ture of his lower right arm  when it 
was h it by an icicle.

D etroit—Joseph Rosen has sold his 
interest in the Michigan H erring  Sup­
ply Co., 2493 H astings street, to his 
partner, Rubin Miller.

Oakwood—Fred Kaiser bought out 
his partner. W m. C. Lamdre, in the 
Oakwood Grocery and meat co., 10824 
Fort street, recently.

D etroit—M argaret I. McGinn and 
Elizabeth J. Stew art have bought' the 
Hayes Grocery, 3039 Vicksburg av­
enue, from H. G. Hayes.

D etroit — Alex Muszkiewicz has 
bought the share of his partner, 
Stephen Osowski, in the meat m arket 
at 1486 East Canfield avenue.

D etroit—'George A. Paptis bought 
the grocery business at 9668 Petoskey 
avenue from Jam es A. Pappas and N. 
A. Stykos a short' time ago.

D etroit—Mrs. Elizabeth Bushey, 
p roprietor of a confectionery and cigar

store at 1576 St. Joseph street, was 
killed by bandits on Feb. 21.

D etroit—J. C. Vermeesch, proprie­
to r of the Mack avenue curtain shop, 
has moved his place of business from 
9930 to 9951 Mack avenue.

D etro it— Celia Broudy’s delicates­
sen, 8806 Oakland avenue, has* been 
taken over by Fannie Horwitz. The 
change took place Feb. 20.

Jackson—The Farm ers and W ork­
ingm en’s Savings Bank of Jackson, 
has been incorporated with an author­
ized capital stock of $100,000.

D etroit------N ettie Benjamin, milliner
at 3119 H astings street, filed a petition 
in bankruptcy recently with liabilities 
of $7,016.72 and assets of $860.

Detroit—Charles F. Gray is the new 
man behind the counter of the con­
fectionery at 467 Abbott street, having 
purchased it from C. H. Stephens.

D etroit—Constantine Bellas, fruit' 
dealer, has consolidated his two fruit 
stands at 321 and 328 Lafayette boule­
vard, into one at the latter address.

D etroit—A new dairy store will be 
opened at 660 W est W arren avenue 
by Solomon Goldfeder as the Onsted 
Dairy Co., incorporated for $1,000.

D etroit------The assets of the Reeber
Furniture Co., 7739 Mack avenue, 
bankrupt, will be sold at auction Feb. 
21. The chattels are valued at $1775.01.

D etroit—The Moss Furniture Co., 
8810 Twelfth street, which has been 
closed for alterations, will re-open 
March 1 under the same management.

D etroit—W. Bird Williams, d rug­
gist, 7747 W ilson avenue, filed a peti­
tion in bankruptcy recently with lia­
bilities of $5,415 and assets of $2,250.

D etroit—M orris Sachs has sold his 
interest in the firm of Grossman & 
Sachs, clothiers at 823 Michigan 
avenue, to his partner, Max Grossman.

D etroit—Pulver Pease is the new 
proprietor of the H upert Market, 7739 
Linwood avenue, having purchased it 
from C. C. H upert and others recently.

D etroit—F. J. Haddell is the new 
baker operating in the bakery at 10350 
Twelfth street. He bought the busi­
ness from  R. I. Petrie and Jam es Sum­
mers.

D etroit — Koblin Brothers, outlet 
store has opened in the building va­
cated by E. J. Hickey Co. The firm 
deals in surplus stock and bankrupt 
stocks.

D etroit—Jordan & Jacobs is the 
name under which the grocery at 7814 
Ferndale will be known, since Manetis 
Jordan sold a half interest to Fred 
Jacobs.

H arrison—The Commercial hotel, 
owned by H ughes Bros., was totally 
destroyed by fire, together with all of 
ilts contents. No insurance was car­
ried.

D etroit—Joseph Sandweiss has re­
tired from the firm of W alok & Sand- 
weiss, grocers at 8747 Oakland avenue. 
David W olak will conduct the busi­
ness.

D etroit—E. G. and A. J. Riegler 
have bought the accessory business of 
R. D. Fontaine, 10801 Mack, and will 
conduct as the Reigler T ire & Battery 
Service.

Berrien Springs—H. K. Graham & 
Son have sold their hardw are stock 
and store fixtures to H. C. Angell, re ­

cently of South Haven, who has taken 
possession.

Kalamazoo—W. S. Isenhart, cigar 
and tobacco dealer at 901 East Main 
street, died Feb. 25, at New Borgess 
hospital of pneumonia. He was 72 
years of age.

D etroit—'The M ajestic T runk  and 
Bag Co. has merged its business with 
that of the M ajestic Credit Co., 1308 
Cass. The firm handles clothing and 
leather goods.

Lansing—L. Ray Chase has sold his 
stock of jewelry, silverware, etc., to 
S. V. Gaver, who will continue the 
business at the same location, 110 West 
W ashtenaw  street.

K alam azoo—DeBoer & Sons Lum ­
ber Co., has been incorporated witli 
an authorized capital stock of $30,000, 
$25,000 of which has been subscribed 
and paid in in cash.

Milford—Ansley A. Arms, pioneer 
resident and dealer in clothing and 
men’s furnishings, died at his home, 
Feb. 25, as the result of pneumonia. 
He was 74 years old.

D etroit------The cigar store at 305
Lafayette boulevard run by Morris 
Botridson was discontinued recently 
to make way for a new building to be 
erected on the site.

D etroit—The assets of the Pursell- 
Grapentien M otor Car Co., Stephens 
distributors, 3745 Cass, bankrupt', were 
sold at auction on Feb. 18. The goods 
was valued at $3,943.

D etroit—An involuntary petition in 
bankruptcy has been filed against 
John H. Carmody, m en’s furnisher, 
4546 Grand River avenue, by creditors 
whose claims total $655.19.

M arquette—Lempes Bros. & Kout- 
simanos, recently of Chicago, succeed 
George Kampeas in the restaurant and 
cigar business at the corner of Front 
street and Baraga avenue.

St. Johns—Osgood & Son, furniture 
and undertaking, have erected a mod­
ern funeral chapel of brick at 204 W est 
Cass street. It has a seating capacity 
of more than a hundred.

D etroit—Albert J. Prance is the new 
owner of the grocery at 8226 Lawton 
avenue. H e bought the stock and fix­
tures at an execution sale recently. P. 
J. O ’M ara was the former owrier.

D etroit—Robert S. G ardner has sold 
his meat business to Jack W. Mackey.

Highland Park—Bora Jonski has 
taken over the V ictor confectionery, 26 
V ictor avenue from N. L. Evans and 
wife.

L udington—The grocery stock and 
store fixtures of the Mason County 
Fruit & Produce Exchange, South 
Jam es street, has been purchased by 
L. B. Lyons, m anager of the store for 
the past four years. He will continue 
the business under the style of the 
Farm ers’ Store.

Gobles—Arvin W . Myers, of the 
drug and grocery firm of Myers Bros., 
has the sym pathy of the trade in the 
death of his wife, who passed away 
Feb. 12, after a long illness with heart 
trouble. The deceased was 69 years 
oid, having lived in or near Gobles all 
her life. She was married to Mr.
M yers in 1875 and leaves, besides her 
husband, three children and ten grand­
children. Shji was highly regarded
by ¡all who kne\y Jier.
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Essential Features of the Grocery 
Staples.

Sugar—Local jobbers hold cane 
granulated at 9.70c and beet granu­
lated at 9.60c.

Tea—The market during the week 
has felt' to some extent the effect of 
the dock laborers’ strike in London. 
There is some idea that this, if con­
tinued, may interfere with shipments 
of Ceylon and India tea to this coun­
try. There are always operators ready 
to capitalize a situation like this and 
there have been in this case, although 
no actual changes in price have occur­
red yet. Prices on Ceylons, Indias 
and Javas are still strong, with a fair 
demand. Prices on other teas show 
no change for the week and the de­
mand is moderate.

Coffee—The market has continued 
in its upward course during the past 
week. News coming from Brazil, both 
as to Rio and Santos grades, is strong 
and in consequence the m arket in this 
country for all of these grades, green 
and in a large way, has advanced prob­
ably a full cent during the week. No.
7 Rio coffee is now held at 15@15j£c 
per pound, green and in a large way, 
which is a very high price. Mild 
coffees in sym pathy have also ad­
vanced probably a full cen t during the 
past week. The jobbing market on 
roasted coffee has a sympathetic feel­
ing and prices are gradually being ad­
vanced all along the line.

Canned Fruits—W hen a general fav­
orite like pineapple does not sell as 
freely as usual for this season some­
thing is wrong with the market. Re­
tail sales are restricted in this pack and 
it is admitted that it is not going over 
the counter as it should. For some 
reason the consumer does not care to 
pay, say, 40c a tin for pineapple, but 
takes peas and other canned foods at 
relatively the same prices. Similarly, 
California fruits are quiet in the whole­
sale market. Incidentally, both pine­
apple and California fruits of the new 
pack are not going as well as expected 
on an s. a. p. basis. The whole fruit 
line is quiet', although there is not a 
large unsold surplus at prim ary sources 
or in the large jobbing m arkets 

Canned Vegetables—Efforts to start 
the local trade to take future Southern 
or California tom ato packs have not 
been successful. Some large houses 
say they have not' bought a case and 
others admit that they have done but 
very little contracting. The local dis­
tributing trade regards opening prices 
as too high, or at least as too uncertain 
to command immediate attention. Quo­
tations are based in the South on a 
$15 a ton basis for raw material, and 
traders here think that' if canners are 
able to sell a large volume of futures 
they will encourage a large planting 
and ultimately a large production. So 
far their bearish tactics have not low­
ered prices. Spot tomatoes are quiet. 
Canners are try ing to work up twos 
to a straight $1 basis at the factory 
and threes a t $1.50, bu t it is still pos­
sible to buy at a 5c discount. The de­
mand for either size is not heavy. Gal­
lons are at a standstill at $4.75@5 fac­
tory, according to the packers. Cal­
ifornia lines are affected by some weak 
local holders who let their 2j^s go at 
sacrifice prices. Future Maine fancy
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Crosby and Golden Bantam corn is stocks of which are low. The demand 
now offered generally by the large for sugar syrup is very quiet for the 
packers, the form er at $ 1.40@1.45 and week, but prices are steady and the 
the latter at $1.70@1.75 for No. 2 cans. m arket is in a healthy condition. Com- 
There is some buying, as is natural, in pound syrup in fair demand at steady 
order to give operators the brands prices, although stocks are compara- 
upon which they have been accustomed tively large
to work. Standard Southern and Mid- Ch e e se -T h e  market is very quiet, 
die W estern new packs are also offer- with a lif?ht consumptive demand 
ed, generally on the basis of 95c fac- at a decline of about per pound 
ory. Current packs were unchanged Gver last week. Stocks in storage are 

last week. Fancy ruled firm, while rep0rted to be considerably in excess 
standards were steady with a more 0f what they were last year and the 
or less routine demand for both grades. demand is very light.
Spot' peas of all descriptions are work- „  . .
ing higher as stocks on the open mar- P r°v>sions-T he provision m arket is 
ket are withdrawn or are absorbed. Steady atf ” nchanSed Pricef- Stocks 
Goods for immediate delivery com- are rep° rted ‘°  be arge and the trade 
mand a premium, as they are needed ver/ ^ met; Canned meats, dried beef
for immediate delivery. Futures are barreled p o r k a r e  f teady at

firm _ ... • , changed prices. Pure lard is weak,as tirm as ever, with a narrowing of , , , ,
. . with a light demand at about lA c  de-offerings as packers sell up their an- .. T , , . \

ticipated packs. clme- Lard substltutes are unchanged
. . .  and quiet.

Canned Fish—Maine sardines are _____ t  t  t
selling in a very small way at high Review of the Produce M arket,
prices. Salmon is also quite dull. The Apples—Standard winter varieties
m arket on red and pink Alaska is in such as SpyS) Baidwin) Jonathan, Rus- 
the seller s favor, with a  prospect of settSf etc., fetch $1 per bu. Box ap- 
further advances on the coast within ples from the Coast command $3-
two weeks. Fancy salmon is scarce B agas-C anad ian  $2 per 100 lb. 
and firm. O ther canned fish is steady sack
to firm and in quiet demand. One of r> «. . .  * . . :  . Bananas—9@9j^c per l'b.the strongest things is tuna. r. .. . . ,Butter—The market is steady at a

Dried Fruits — Spot prunes are decline of about 2c per pound over a
steady in tone and in fair demand for week ago. The make of butter is about
large fruit, but medium sizes are in- normal and there is considerable but- 
clined to drag. One cause of the ter arriving from foreign countries,
advance in large is to increase the dif- Stocks at the moment are ample. The
ferential between the two offerings so consumptive demand is fair. The aver- 
as to cause a substitution of medium age quality arriving is good. Under- 
for large sizes in consuming channels. grade creameries are extremely scarce 
Apricots are firm at listed prices. and selling very close to the top. The 
Coast buying is not heavy while the future price depends considerably on 
spot movement is handicapped by the the receipts of butter from foreign 
scarcity of choice, fancy and extra countries, which are likely to  continue, 
fancy in Royals, but more particularly Local jobbers hold extra fresh at 47c 
in Blenheims. Pears are one of the jn 60 lb. tubs; fancy in 30 lb. tubs, 49c; 
scarcest of dried fruits and are hard prints, 49c. They pay 20c for packing 
to find on the Coast or in Eastern job- stock.
bing centers. Raisins are steady. The Cabbage—$3.50 per 100 lbs.
prim ary m arkets are improving, but Carrots—$1.75 per bu.
as there is plenty of stock in sight for Cauliflower—California, $2.25 per
nearby needs dealers are not buying doz head.
ahead in any large blocks. As inde- Celery—75c@$l per bunch for Flor- 
pendent packs are being reduced there ida> crates Gf 4 to 6 doz., $3.25.
is less price cutting in box and pack- Cocoanuts—$6.25 per sack of 100.
age lines, which causes a better feel- Cranberries—Late Howes from Cape
mg in the whole market. Currants Cod command $9 per bbl. and $4.50 
are slowly improving on the spot. per y2 bbk
There is less pressure to sell, while Cucumbers—H ot house $4.25 per
the situation in Greece is even firmer doz
than in New York. Eggs—The m arket on fresh has been

Salt Fish—The demand for mackerel fluctuating considerably the past week, 
has been rather quiet, although there with a sharp decline of 7c from  the 
is a fair undertone to the situation and buying point a week ago. The future 
a general expectation of a fairly active price on eggs depends considerably on 
demand during Lent. No changes weather conditions. Local jobbers are 
have occurred in any grade of mack- paying 27c to-day for strictly fresh, 
erel during the week. Chicago dealers are paying 25c to-day.

Beans and Peas—The m arket for all E gg  P lant—$3.50 per doz.
grades of white beans has been dull Garlic—35c per string for Italian,
during the week, but the undertone is Grape F ruit—Fancy F lorida now
steady to firm. M arrows are a little sell as follows:
firmer, but' with no general advance. 36 ------------------------------------------- $3.50
Pea beans are very dull a t unchanged 46 ------------------------  3.75
prices. W hite kidneys are also some- 54 ______________________________4.00
what stronger at about 25c advance. 64 and 7 0 ---------------------------------- 4.00
California limas are about steady and Grapes—Spanish Malaga, $9.50@
only in small demand. Green and 12.50 per keg.
Scotch peas quiet and unchanged. Green Beans—$4 per hamper.

Syrup and Molasses—Molasses is Green Onions — $1.20 per doz. 
wanted. All grades seem to be shar- bunches for Chalotts. 
ing in the demand, bu t the best de- Honey—25c for comb; 25c for
mand is, of course, for the finest grades strained.

5

Lettuce—In good demand on the 
following basis:
California Iceberg, per c r a t e ___ $3.75
Leaf, per pound _______________  16c

Lem ons—The m arket 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 per 100 lb. sack.

Oranges — Fancy Sunkist Navels 
now quoted on the following basis:
100 ------------------------------------------$5.50
126 ------------------------------------------ 5.5o
150, 176, 200 __________________ 5.00
216 ------------------------------------------4.5o
252 ------------------------------------------ 4.oo
288 ------------------------------------------  4.oo
Floridas fetch $4.25@4.50.

Parsley—65c per doz. bunches.
Peppers—75c per basket containing 

16 to 18.
Potatoes—55@60c per bu.
Poultry—W ilson & Company now 

pay as follows for live:
Heavy fo w ls___________________ 23c
Heavy springs ------------------------- 23c
Light fowls ___________________  18c
G eese ----------------------------------------  15C
D u c k s __________________________18C

Radishes—$1 per doz. bunches for 
hot house.

Spinach—$2.25 per bu.
Sweet Potatoes. — Delaware kiln 

dried fetch $3.25 per hamper.
Tom atoes—Southern grown $1.50 

per 5 lb. basket.
Turnips—$1.50 per bu. '

Are Not Speaking the Truth.
Detroit, Feb. 26— In the lale war I 

volunteered my services and was on 
active duty from the first of June, 
1917, until the last of November, 1919, 
two years of which time I served over­
seas with the F irst Division, sailing 
from this country the first part of 
August, 1917.

As a kaiser’s w ar veteran I have 
deeply resented the activities of the 
group of Legionaires who, for a small 
personal benefit, either in money or 
notoriety, seem willing to jeopardize 
the welfare of the entire country. I 
do not believe that even a majority 
of the American Legion desires the 
payment of a bonus which would nec­
essarily carry with it a tag labeled 
“paid in full.” Even granting  that the 
leaders of the Legion speak the truth 
when they say that “a tremendous 
majority in the Legion support the 
bonus bill,” it is obviously untrue that 
the Legion represents “a tremendous 
m ajority” of the veterans of the war, 
as a comparison of the membership 
to the total number of men in the 
service during the w ar will show. 
And when the leaders in this organ­
ization brazenly state that they repre­
sent the opinion of 4,000,000 men they 
must know they are not speaking the 
truth. W ilbur M. Phelps.

D etroit—George E. Sherman, metal 
window screens, weather strips, build­
ing accessories, etc., 1422 W ashington 
boulevard, has merged his business 
into a stock company under the style 
of the G. E. Sherm an Co., with an 
authorized capital stock of $100,000, 
of which am ount $70,000 has been sub­
scribed, $15,000 paid in in cash and 
$5,000 in property.

D etroit—The W avenlock Perfume 
and Supply Co. has changed its name 
to the W avenlock Co. This concern 
manufactures W avenlock toilet a r­
ticles.

mailto:1.40@1.45
mailto:1.70@1.75
mailto:4.25@4.50
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TEN DOLLAR TOM.

H ow  a Jackson M erchant Makes and 
Keeps Friends.

This is not the tale of a big, impos­
ing store, but the story of a small 
store with a big business. The cloth­
ing business was not a new venture 
with us when we started in our own 
new building over a year ago. W e 
•had previously been in business on a 
side street for five years, and later 
rented a store in the heart of the busi­
ness district.

The rents on Main srteet were 
boosted sky-high, and we decided to 
build a home of our own. W e were 
fortunate in securing a lot just' a few 
feet off from Main on a side street, 
directly next to a very popular theater,, 
where we built our two story building. 
W e occupy the ground floor w ith 
clothing, hats, furnishings and a small 
am ount of dry goods. W e rented the 
second floor to a shoe store and later 
expect to rent the basement to an en­
terprising young fellow for a grocery 
store.

In m arking our goods we always 
figure tha t small profits and many of 
them are better than big profits and 
few sales. Consequently, we sell at 
a close margin of profit. W e fill the 
windows with merchandise and m ark 
the price of each article plainly.

The name “Ten-dollar T om ” origi­
nated several years ago, when we 
made a specialty of ten-dollar suits. 
W e sold hundreds of them, for at that 
time clothing was cheaper. W e still 
sell ten-dollar suits; but we carry them 
as an accommodation to our cus­
tom ers who w ant them, for there is 
little or no profit in them for us.

W e usually have one of the ten- 
dollar suits in our window. People 
will stop, admire and invariably say 
to each other, “W hy that suit is 
eighteen or tw enty dollars at So-and- 
so’s. I t’s only ten dollars here; how 
can they sell it for tha t?” Of course 
we can’t sell it and make a profit, but 
it causes people to stop and wonder; 
it draws t'heir attention to other m er­
chandise in the window; it brings 
them inside. And once inside, we 
make it a strong point so to interest 
them in ourselves and our goods that 
they remain good customers forever 
after!

There is always a keynote of suc­
cess in every business. O urs is very 
simple ,but it is the most powerful 
one on earth! I t  is friendship. W e 
try  to make a friend of every cus­
tom er who enters our store. T he ex­
tended hand, pleasant smile and 
cheery word greet him as he steps in­
side.

Grim faces relax, iron jaws spread 
in a surprised grin, bent shoulders 
straighten, and very often some poor 
old derelict will say, “God bless you, 
my boy; didn’t think anyone would 
bother to  shake hands with me!”

W e give him the cheery word of 
help and encouragement, not for busi­
ness reasons alone, for somehow or 
other it is our nature to do these 
things. It is just like this: kindness 
pays, and pays big ;and the more 
happiness you give away, the more 
you have. The first thing we know 
this poor down-and-out chap comes in

and says, “You gave me the courage 
and grit to go to work and sta rt over 
again; I ’ve a good job; and I want a 
new suit of clothes.” And we have 
made a new friend and a customer for 
life.

I t surely is wonderful w hat friend­
ship will do for a fellow in business, 
for one friend has a friend, and our 
friend’s friend has a friend, and that 
friend may have forty-’leven he-rela- 
tives who wear and buy clothing. 
Among the female relatives of all of 
these men are cousins and aunts who 
have husbands, brothers and sons. And 
so on ad infinitum! I t  sometimes hap­
pens tha t we are out of a certain kind 
of article that a custom er wants. Does 
he depart empty-handed? N ot he! H e 
takes what we have, rather than buy 
elsewhere. Salesmanship plus friend­
ship!

W e keep an alphabetical list of our 
out-of-town custom ers and the names 
of their towns. W hen a new out-of- 
town custom er comes in, we learn 
where he lives, then consult ur list of 
custom ers from the same town. The 
conversation runs som ething like this:

“Oh, you’re from Jonesville; do you 
know Sam Jenkins, a carpenter, over 
there?”

“Sure thing! H e’s my next door 
neighbor!”

“Do you know Ed Green, a big, tall 
guy with red hair?”

“I ’ll say I do! He drilled a well 
for me last' spring.”

And so on down the whole list. He 
knows them  all and is impressed by 
the fact that they are our customers. 
He concludes that if his friends trade 
here, it is just the place for him.

L ast sum m er it happened that one 
of T om ’s houses was empty, and he 
was desirous of securing a tenant. 
This is the advertisem ent Tom  insert­
ed in the daily papers:

W anted—Family of twelve children 
to ren t house, 158 Stew art avenue. 
Four bedrooms, 3 children to a room. 
Parents can sleep in attic. Rent this 
home for $50. Come on, Kids, you’re 
welcome!

This advertisem ent attracted  much 
com m ent; and needless to say, the 
house was speedily rented to a family 
with four sturdy boys, and boys grow 
up quickly—and buy clothes.

Recently we started a new wrinkle. 
W hen one of our customers marries, 
we drop him a few words of congratu­
lation and advise him tha t we have a 
wedding gift for him if he will call at 
the store and get it. Mr. Bridegroom 
calls, and we hand him his choice of a 
nifty necktie, shirt or suspenders. Does 
he make a purchase? H e usually does!

W e always tell our custom ers that 
we are willing and ready to exchange 
anything not satisfactory. W e never 
say, “If the factory will make it' right, 
we will make it right with you.” W e 
say, “Bring it back if it is not right. 
W e will stand the loss regardless of 
w hat the factory does.”

Of course, it happens occasionally 
tha t someone takes advantage of this 
policy and wears an article out, then 
comes back for a new one, free of 
charge. If he seems unreasonable, we 
simply hand him a new article with 
a smile and “Come again.” No argu­
ments, no quarreling, no time wasted.

If he is not entirely devoid of brains, 
he sees that he, himself, is the goat; 
and he departs feeling too cheap ever 
to repeat the performance.

An instance of this kind occurred a 
few months ago. A man came in with 
a pair of stag trousers that he had 
bought from Tom for $6. Tom  glanc­
ed them over and said quietly:

“Very well, sir; pick out a new pair.” 
The man picked out the trousers; and 
as he wanted a cuff on them, Tom told 
him to take them across the street to 
the tailor and have a cuff put on. The 
man left, and in about twenty minutes 
he returned with the pants; and pull­
ing out his purse, he laid $6 on the 
counter. He said:

“Mr. Grant, I want to pay you for 
these pants. By golly, when I was 
going to  the tailof shop, it struck me 
pretty  forcibly you were one square 
fellow to give me a new pair of 
pants; and I felt as cheap as dirt, for 
the fact' of the m atter is I burnt those 
pants with a cigarette. I ’ll keep them 
for every day, and have the new ones 
for best. Theres no use talking; I 
just couldn’t be crooked with a man 
that was so square to me!”

A nother case similar to this one oc­
curred recently. A lady came in one 
morning and bought two shirts for 
'her husband at $1.50 apiece. In the 
afternoon, about 5 o’clock, the hus­
band came in, threw  the shirts on the 
counter and exclaimed:

“My wife bought these shirts here 
this morning. I don’t need shirts no 
more than a frog needs a side pocket. 
I want the money back, for I ’m well 
stocked up, and can’t afford to  buy 
anything even if I did need it.” Tom 
said:

“T hat’s all right, sir. H ere’s your 
money.”

H e laid the $3 on the counter be­
tween them ; and Tom  looked a t  the 
man; the man looked at the money. 
Then Tom  began to talk; On what? 
H is favorite subject—friendship! Then 
about the new goods just coming it. 
The fellow grew interested. Tom 
slipped an overcoat on him; the m ir­
ro r reflected his image very flatter­
ingly; and before Mr. Man left, the $3 
on the counter had increased to $35.

The daily newspapers are our 
staunch allies, for we advertise with 
them  and also watch them  very closely 
for news of deaths, births and m ar­
riages. The farm ers are constant 
readers of the rural newspapers, and 
a great num ber of farm ers are our 
customers. To illustrate the power 
of friendship am ong the farmers, a 
man came in, bought a pair of sus­
penders and enquired:

“Do you know Charley Green, of 
Grass Lake?”

“Yes; said Tom, “he was in to-day 
and bought a suit.”

“Is that so?” said the man. “My 
name is Frey, and I expected to meet 
Green here  in Jackson.”

Just then in comes Green, and a 
great handshaking takes place. “By 
the way,” said Frey, “there’s a big 
delegation of Masons here from  our 
part of the country. W e will be in 
later with some friends.” A bout two 
hours later Green and Frey appeared 
with five or six Masons, and a get 
acquainted” meeting was held. Before

they left, Tom  had sold them  about 
$75 worth of goods, and has held their 
regular trade ever since. Friendship 
again.

One day a lady bought a necktie for 
her husband. D uring the friendly talk 
that followed she said tha t she came 
to town every T hursday to  take an 
osteopath treatm ent. She remarked 
that' she would like to leave her bath­
robe at Tom ’s store, as it was a 
nuisance to have to bring it every time 
she came to town. T om  told her she 
was welcome to leave it in the store 
wardrobe, and for several weeks she 
came regularly to get it, returning it 
to its hook after her treatm enat.

One day she came in, and this time 
she was not alone. H er husband, her 
two grown-up sons and a brother from 
Dakota were with her. She said she 
had brought them all in to be fitted 
out. “I told ’em there was a clothing 
man in Jackson th a t w as the friend­
liest, durndest nicest feller I ever met, 
and I want ’em to  buy their suits here,” 
she remarked. T he upshot of it was 
that we sold four suits and three over­
coats, hats, caps, underwear and over­
alls to the am ount of about $285. These 
men are now steady custom ers of ours. 
All because we allowed the lady to 
park her bathrobe w ith us!

Many are the weird characters that 
come to Tom ’s store. About a year 
ago Mr. R—, a man of perhaps 55 
years of age, entered. H e wore or­
dinary street clothes, but on his head 
was a lady’s bright green felt hat. It 
was wide of brim, with a plain black 
ribon band. H e appeared to be nor­
mal in every way, and told of recent­
ly coming to the city to  live with his 
daughter. H e came in daily, seemed 
to have plenty of money and was a 
good spender; and not once did his 

. conversation take an eccentric or 
queer turn. W hen asked why he wore 
such a conspicuous hat, he replied that 
he simply wished to see if a person 
could do an out-of-the-ordinary stunt 
and get by with it.

One day when Tom  was selling Mr. 
R— a new spring top-coat, two 
officers came in, one a Jackson man, 
the other an officer from the State 
Hospital for the Insane at Kalamazoo. 
H e snapped a pair of handcuffs on Mr. 
R—, much to T om ’s surprise. The 
officer said that he had escaped from 
the asylum about two weeks before, 
arid no trace of him could be found 
until it was learned that a man wear­
ing a green hat in Jackson answered 
his description. Then for the first 
time Mr. R—exposed his failing. Strik­
ing a dram atic attitude, he said:

“Tom, my friend, are you going to 
stand by and allow these miserable 
curs to drag the K ing of England off 
to prison?”

However, the fact' th a t Tom  had 
been kind and friendly to  Mr. R— 
bore its fruit, for a few weeks later he 
received an order for clothing, socks, 
underwear, etc., from the old gentle­
man in Kalamazoo. Since that we re­
ceived other orders for goods and also 
orders for merchandise for three or 
four of the other inmates of the asy­
lum.

Once in a great while Tom  gets 
stung. W e do very little credit busi­
ness, but sometimes the w rong fellow
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gets the credit. A case of this kind 
happened a couple of years ago. This 
young chap was known to Tom  and 
was considered good pay; so when he 
bought a suit and overcoat and paid 
$5 down with the agreem ent to pay 
$5 every week thereafter, Tom  thought 
he meant' business. H e paid the in­
itial payment, and that was the end. 
W ild horses couldn’t drag another 
cent out of him. H e always said, “111 
be in next week,” but he never came. 
The last time Tom  saw him he said 
he was out of work and just simply 
could not pay.

“Come on with me,” said Tom. “I 
think I can land you a job.” They 
both w ent to T om ’s store, and Tom  
wrote the following letter of recom ­
mendation to the manager of the 
American Express Company:

The bearer, Sam Smith, is a person­
al friend of mine. H e is a young man 
of good character and bears an ex­
cellent reputation, is strictly honest 
and upright in all his dealings. Any 
favors tha t you can extend to him in 
the way of a position will be deemed 
a personal favor to myself.

Tom  Grant.
The fellow got the position, and 

strange to say that recommendation 
was the turning point in his life. Just 
a week ago he came in to do some 
trading and said, “Tom, I have a con­
fession to make to you. The day you 
got me my position was a red-letter 
day for me. W hen I  read that recom ­
mendation, I said to myself, ‘If Tom  
Grant thinks I ’m such a h—1 of a 
fellow, I ’m going to show him that I 
am.’ I don’t owe a man a dollar, and 
I ’ve made up my mind tha t it pays to 
pay. I ’m going to  try  to be the man 
that you said I was.” Just another 
happy result of T om ’s unlimited faith 
in his fellow man.

Some time ago we were having a 
big sale. The store was full of cus­
tomers when in comes an old farm er 
named W hite. H e is a giant, about 
six feet four in his socks and broad 
accordingly. H e is one of these dyed- 
in-the-wool pessimists, always grow l­
ing, “The world is rotten, the people 
all grafters.” H e came tow ering in, 
and in a voice that resounded through 
the place like a fog horn remarked, 
“A nother one of these damned fake 
sales! All humbug! Just a good ex­
cuse to get rid of a lot of old junk."

Tom, stepping to the old grizzly, 
shook hands and said, “Hello, Mr. 
W hite. Beautiful day, isn’t it'? W e’re 
mighty glad to see you.” W hite kept 
mumbling away, and all the time Tom  
kept up a steady stream  of small talk, 
at the same time gently shoving the 
old man to the rear of the store, when 
he finally sat down.

Tom  handed him a cigar, saying, 
“Make yourself comfortable, Mr. 
W hite; I ’ll wait on you later.” The 
old man glared in amazement, took 
the cigar—and held his tongue. W hen 
Tom  was a t liberty, he handed him a 
pretty  necktie and a pair of suspenders 
and said, “Mr. W hite, won’t you please 
accept this little souvenir of our sale? 
I know you are a good friend of mine; 
and I want you to have this little 
token of ours as an appreciation.” The 
ugly old eyees fairly popped out of 
the old m an’s head, he was so sur­

prised, and he even had the grace to 
look sheepish! Need I say that to­
day he is one of our m ost loyal cus­
tomers and brings in many of his 
neighbors to trade with us? He near­
ly always introduces his friends with 
the same formula:

“Meet Ten-D ollar Tom, a damned 
straight feller!”

About tw enty miles from Jackson is 
a little village of about five hundred 
people. One day the m inister of the 
M ethodist church there came in t'o get 
a new hat. Tom  noticed the m inister’s 
eyes fixed longingly on the new over­
coats tha t had just arrived. The old 
coat he was wearing was shiny and 
threadbare. I t  was a crime to see any 
man wearing such a garm ent, least of 
all a minister of God.

About three days afterw ard a pack­
age was delivered to the minister. No 
name was signed to the card attached, 
which simply said, “Mr. G—, please 
accept the enclosed garm ent in the 
same spirit in which it is sent, just 
a friendly gift' from  a good friend." It 
was a brand new $25 overcoat. A l­
though this man was a total stranger 
to Tom, he sent the gift where he 
knew it was sorely needed and would 
be greatly appreciated. Somehow, 
some way, the man must have guessed 
who the sender was, for although it 
was never mentioned to anyone by 
any of T om ’s friends, the minister 
came in one day and said:

“Mr. Grant, I have wondered and 
wondered, and I finally decided that 
no one but you could have done this 
thing." Of course, Tom  had to own 
up.

This little act of kindness was not 
lost either, for Mr. G—  has never 
neglected an opportunity  of sending 
us trade and speaking a good word in 
our behalf. Nearly every day little 
incidents of this kind occur. T om ’s 
m otto is to do things “just a little 
different,” and be surely has a won­
derful knack of turning little every-day 
occurrences into harvest-bearing re­
sults. H e plays a song of friend­
ship and happiness on the keys of his 
cash register. Mrs. Thom as Grant.

Grandma Week.
Every store is looking, constantly, 

for a new slant on custom er appeal. 
“Grandma W eek,” at' the W indhorst 
D ry Goods Co., Cincinnati, was one. 
It was planned around a classification 
of grandm others into three types, and 
merchandise suited to each type was 
offered. For the real old-fashioned 
grandm as, for instance, there were 
such articles as fleece-lined stockings, 
flannel petticoats, dolman capes, 
shawls, et'c. These goods went fast, 
and it is the opinion of the manager 
of the store tha t the old-fashioned 
grandm other is by no means extinct. 
The second class of grandm others is 
the largest and to these elderly women 
the appeal was made by garm ents of a 
conservative type which combined 
correct style with simplicity and com­
fort. The third class, of modern 
tastes, was as usual interested in the 
general stock of the store, and no 
special preparation was made for her. 
But it' was noted th a t these grand­
mothers were attracted by the idea of 
a special day for grandm a, and came 
in large numbers.

A  Peculiar Condition

W e have ju s t  re tu rn ed  from  the  New York m ark e t and  we a re  glad 
to  rep o rt conditions a t  th e  p re sen t tim e.

T here has been a  period of pessim ism  lately  due to unsavory  rev e­
la tions a t  W ash ing ton  and to the  political situ a tio n  in England. These 
conditions com bined w ith heavy w in te r w eather have caused a  let up in 
the volum e of business in ce rta in  localities. We believe th is  to be te m ­
p orary  a s  the  repo rt show s th a t  the  w eekly ca r loadings a re  la rger 
each w eek th is  y ea r  th an  la s t year. W eekly gains in general business 
in A m erica w ere n o t only held bu t extended during  the  p as t w eek and 
new s from  abroad  denotes im provem ent.

In  th e  C otton T extile trad e  dem and is lim ited on account of the 
cau tiousness of buyers in all lines as they  a re  opera ting  cautiously  and  
re s tr ic tin g  pu rchases to im m ediate requ irem ents . The situa tion  is very  
favorable and  in m any respec ts the  In d u stry  is on a  sounder basis th an  
la s t year because th e  Jobbers and  R eta ilers stocks are  very  low. Sales 
are  ham pered  by light stocks and poor selections. S ta tis tic s  show th a t 
the  stocks of m anufactu red  goods held by the  Mills a re  decidedly su b ­
norm al as are  the  supplies of raw  cotton. All of th is tends to confirm 
th e  th o u g h t th a t  the C otton T extile tra d e  is very  sound a s  to  fu n d a­
m en ta l conditions.

F o r som e tim e specu lato rs realiz ing  the  im pending sho rtage  of 
cotton  bought raw  cotton  heavily  and  caused a  trem endous rise in price. 
R ecently  o th er specu la to rs who have been cognizant of the feeling of 
pessim ism  have sold cotton  sh o rt causing  a  drop in price. There are  
now two se ts  of specu lato rs in cotton, one being those who believe th a t 
cotton will no t la s t un til the new  crop and  the o th ers  who believe th a t  
it will. The firs t th in k  th a t  cotton  will rise, while the o thers say  it 
will go back to 25c. S ta tis tic s  can be produced show ing th a t  e ith er se t 
is r ig h t as it  all depends op the cotton  consum ption in A m erica and 
the exports to foreign countries in the  nex t few m onths.

O ur conclusion is th a t  conditions a re  sound and we expect to have 
in stock  a t  all tim es a  reasonable q u a n tity  of good selections in every 
line, a s  we believe th a t  the  business th a t  ca rrie s  a  fa ir  stock in all 
lines and  especially good selections will do a  fine volum e of business in 
1924 and  m ake money.

To th e  co n tra ry  we believe th a t  if you neglect keeping up your 
stock, business will go to your com petito r who does. I t  is up to you 
to have a  good stock and use every effort to m ake good sales and rap id  
tu rn -o v er.

GRAND RAPIDS DRY GOODS CO.
IN  1 9 2 4 D E P E N D  O N  U S

B E E C H - N U T  
P E A N U T  B U T T E R  |

Sales of Beech-Nut Peanut B utter always 
respond to your selling and advertising efforts. 
Preferred by discrim inating people everywhere.

'Counter and window displays will stimulate 
the turnover on this nationally advertised prod­
uct. W rite for our attractive display material.

BEECH-NUT PACKING COMPANY
“Foods and Confections of Finest Flavor”

C A N A J O H A R I E  - N E W  Y O R K
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MAINTENANCE OF PRICE.
In one form or another the m atter 

of price maintenance keeps popping up. 
One day last week the Federal T rade 
Commission had the m atter once more 
before it on an application by a woolen 
m anufacturing concern seeking a mod­
ification of one of the usual “cease and 
desist” orders. W hat was sought was 
a definition of how far the m anu­
facturers could go in trying to find 
out which of their custom ers were not 
m aintaining prices. Their right to 
choose their customers has hitherto 
been established. The Commission took 
the m atter discussed under advise­
ment. On the same subject came a 
complaint to the public at large from 
a well-known firm of silk m anu­
facturers. It wishes the prices main­
tained in the sale of its fabrics, claim­
ing that a contrary course tends to 
lower the estimation of its wares by 
the ultim ate consumers. This particu­
lar house had an experience in the 
m atter which was aired some years 
ago in the courts and which lends 
some point to its complaint. Some of 
its fabrics were included in a general 
lot of silks offered for sale at retail 
at very low prices. To the casual 
reader of the announcem ent of the 
sale it looked as though all the fabrics 
were from the house in question, whose 
goods are in high repute. The high- 
class fabrics were used merely as a 
bait, a very small quantity being of­
fered, but it looked as though they 
had been really cut in price general­
ly. In such a case an appeal to the 
courts put a stop to the practice. In ­
stances of the kind, however, show 
that there is really more than one side 
to this question of price maintenance.

THE COTTON MARKET.
Fluctuations in cotton quotations 

during the past week were numerous 
and often very pronounced. T alk of 
impending scarcity of supplies was off­
set by statem ents of curtailm ent by 
domestic mills. Once more also the 
accuracy of Government reports of 
production is being called in question, 
it being asserted that a few hundred 
thousand bales are counted twice in 
making up estimates. But, as w hat­
ever is now done has always been 
done, a correction now made would 
not seem to have any very im portant 
bearing. A revision to be complete 
for purposes of comparison would 
have to  be applied to crops of former 
years as well as to that of last year. 
In obedience to objections from parties 
interested it is announced that the De­
partm ent of Agriculture will no longer 
make public estimates of “intention to 
plant.” Such estimates will, however, 
duly make their appearance from 
private sources, just as estim ates of 
the size and condition of the crop are 
made. The goods m arket keeps re­
flecting to some extent the shiftings 
in the price of the raw material. An 
upward turn in the market' tends to 
keep prices of fabrics firm, while a 
slump brings out offerings, mostly 
from second hands, at lower figures. 
The volume of trading is, however, 
rarely large and the sales are for near­
by delivery. No one is inclined to 
take chances far ahead. Noteworthy 
during the week were the openings of 
gingham s for Fall at w hat are regard­

ed as low prices. There has been a 
further slacking up on underwear busi­
ness, and hosiery is also somewhat 
dull. _________________

CANNED FOODS MARKET.
The week’s outstanding development 

is the settlement of the swell contro­
versy by the adoption of a flat allow­
ance, thus paving the way to a uniform 
system  of settlem ent in making con­
tracts for 1924 packs. The adjustm ent 
of differences between canners and 
distributors was made just as the trade 
enters the future m arket with offerings 
of practically all im portant items either 
at' fixed prices or s. a. p. W hile it is 
too early to have much effect on the 
scope of trading in 1924 packs, the 
whole trade is more optimistic as to 
the volume of contract sales. In other 
respects the canned food m arket has 
been featureless. Spot' sales have not 
been as heavy this w inter as usual, due 
to the open winter, and as jobbers 
have not made extensive inroads into 
their stocks they are replacing in a 
conservative way. The whole trade is 
more or less on a hand-to-m outh basis, 
with the situation complicated by a 
demand for items which it is almost 
impossible to supply either by  reason 
of extrem e shortage or that buyers will 
not pay the asking prices. The lines 
in more abundant supply, like salmon 
or fruits, for instance, are not readily 
salable. _________

One of the most' significant develop­
ments in the field of merchandise dis­
tribution in recent years is the tenden­
cy on the part of retailers, jobbers, 
wholesalers, and m anufacturers to 
recognize their common interests 
ra ther than to regard one another as 
natural enemies, as they formerly did. 
An im portant agency in bringing 
about better relations between differ­
ent groups of distributors in any given 
line is the trade association. The do­
mestic distribution departm ent of the 
Chamber of Commerce of the U nited 
States has just published the results 
of a study which it has made of the 
specific things tha t trade associations 
are doing in prom oting better under­
standing between various classes of 
distributors. Inform ation obtained 
from 76 associations indicated that 66 
of them, or 87 per cent, were active 
in prom oting better relations within 
their respective lines of trade; that 57, 
or 75 per cent, were active in pro­
moting mutually understood business 
ethics, and tha t 38, or 50 per cent, 
either maintained central bureaus for 
collecting, dissecting, and acting op 
complaints of unfair practices, or at 
least were carrying on some phase of 
this work.

W ith  this issue of the Tradesm an 
two more papers read at the thirtieth 
annual convention of the Michigan Re­
tail H ardw are Association are given 
place in our columns. This concludes 
the presentation of the proceedings— 
barring the discussions—of one of the 
most rem arkable hardw are conven­
tions ever held in this country.

W hy do the soldiers of the kaiser’s 
war take away their otherwise imper­
ishable glory by lobbying for a bonus?

All men cannot be the best, but' 
every hiinV'daft b*fe his best.'

BONDS FOR PROBATE JUDGES.
It is possible that Michigan law­

makers have overlooked a very im­
portant m atter in prescribing the duties 
and fixing the responsibilities of pub­
lic officers in not providing for the 
bonding of judges of probate, so that 
any false motion on the part of these 
officers may be remedied by appeal to 
bondsmen.

The Tradesm an has recently had its 
attention called to a most flagrant 
lapse on the part of one judge of pro­
bate, who after allowing a $5,000 claim 
against an estate, failed to make no­
tation of his action in (his files and then 
proceeded to distribute the estate w ith­
out reference to this claim. His ex­
cuse was that he entirely overlooked 
his previous action in allowing the 
claim, but the suddenness with which 
he closed the estate gives added im­
petus to the thought that people who 
do business with probate courts should 
have adequate protection against such 
lapses of memory. The action of 
the probate judge forced the party 
holding the claim to resort to the 
chancery court for relief, which will 
probably come in due time—at the 
expense of the owner of the claim.

This instance—which the Tradesman 
is assured is by no means an excep­
tional case—indicates very clearly that 
it is the duty of the Legislature to pro­
vide for bonding judges of probate, so 
that when one of them is afflicted with 
loss of memory or is careless, the per­
son who has to do business with the 
court can proceed against the bonds­
men of the judge and secure relief.

VOLUME INCREASING.
W hatever else may be told of busi­

ness conditions, it cannot be said that 
enquiries are lacking for merchandise 
on the part of those dealing directly 
with the public. Buyers from out-of- 
town stores continue to be numerous, 
and they are not drawn to this city be­
cause of its reputation as a health re­
sort. It is complained that they are 
doing a great deal of shopping around 
and are more than ordinarily concern­
ed in try ing to find bargains or goods 
to sell at' a price. But with the in­
stability of values in a number of lines 
this is not so much to be wondered at. 
Even as it is, however, the aggregate 
of sales is constantly increasing, 
though the individual transactions are 
often for such small quantities as to 
indicate a trying-out process on the 
part of the buyers. The sensitiveness 
of the consuming public toward price 
advances is the cause of this attitude, 
and this makes it necessary for retail­
ers to keep closer tab on what will 
prove attractive. In  staple goods of 
one kind or another, where rises in 
price are more easily discerned, it is 
harder to put over advances than in 
the case of novelties, where personal 
preference is the controlling factor. 
W hile the position of the retailer has 
its effect on the buying policy of the 
jobber, the claim is made, so far as 
dry goods wholesalers are concerned, 
that the latter are holding larger 
stocks than ordinarily.

WOOLS AND WOOLENS. 
Wool market's continue to show 

strength, although transactions in this 
country are not many. H olders are

firm in view of the excellent prices 
shown at the * recent auction sales 
abro'ad. As the shearing season ap­
proaches there is a little more dis­
position to  buy wool on the sheep’s 
back, although the views of buyers 
and sheep owners are still far apart on 
the question of values. How large the 
demand from the mills will be is yet 
to be determined. I t will be governed 
largely by the call for Fall fabrics, 
which is still undefined. Prices for 
fancy worsteds for men’s wear made 
during the week are considered low in 
view of all the circumstances, and they 
indicate a desire on the part of mills 
to encourage larger production and 
sale. Some women’s wear fabrics 
have been opened. W hile a good busi­
ness is expected sooner or later on 
these goods there may be a little de­
lay because of the possibilities of a 
strike among the workers in the gar­
m ent trades. So far as prices are con­
cerned, it is believed that pretty  much 
the same policy will be shown toward 
the women’s wear fabrics as is the 
case with regard to men’s wear and 
that advances will be comparatively 
small. Because of the relatively larg­
er sales of women’s garm ents than of 
men’s clothing there is a better pros­
pect of selling the fabrics for the for­
mer and there will be a greater drive 
for pushing them.

While the staff of the airship Shen­
andoah maintains full confidence of 
the suitability for a circum polar flight 
as well as their own ability to make 
the voyage successfully, the country 
at large will be inclined to view with 
unqualified approval the decision by 
President Coolidge to put upon the 
Congress tihe responsibility of order­
ing the attempt. Aerial navigation 
with lighter-than-air vessels has made 
amazing progress in the last few years; 
but is none the less in the experim ent­
al stage, and m an’s command of the 
elements, upon which depends the 
safety of the airship and its crew, is 
still far from complete. Moreover, the 
results to be gained by a successful 
flight in the air across the N orth Pole 
are so intangible that a wide differ­
ence of opinion exists regarding the 
value of the achievement and the price 
that' may have to be paid. At all events, 
the President’s prudent, restraining 
action opens the subject to discussion 
and puts upon the representatives of 
the people the duty of deciding.

As Great Britain takes the Russian 
Bear by the forelock France will 
•merely watch and wait. Ram say Mac­
Donald admits the Bolshevists into 
the family, hoping to smooth out dif­
ferences in the front parlor. French 
officialdom is inclined to believe that 
Moscow will prove recalcitrant now it 
has all it really wanted—de jure recog­
nition. I t  is not forgotten that Tchit- 
cherin seemed to get the best of the 
argum ents a t Genoa, T he H ague and 
elsewhere. France would like to  have 
some sort of assurance regarding 
debts, claims and treaties before lay­
ing aside her shield of non-recogni­
tion. However, if M acDonald’s m eth­
od succeeds there will be no reason 
why the French governm ent cannot 
take advantage of it.
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Income Tax Facts.
In making of an income tax return 

for the year 1923, taxpayers of every 
class, business and professional men, 
salaried persons, wage earners and 
farmers should present to themselves 
for consideration the following ques­
tions:

Did you receive any interest on bank 
deposits?

Have you any property from which 
you receive rent?

Did you receive any income in the 
form of dividends or interest from 
stocks or bonds?

Did you receive any bonuses during 
the year?

Did you make any profit on the sale 
of stocks, bonds, etc.

Did you act as broker in any trans- 
actaion for which you received a com­
mission?

Are you interested in any partner­
ship or other firm from which you 
receive income?

Have you any income from royalties 
or patents?

Have you any minor children who 
are working?

Have you control of the earnings of 
such children? If so, the amount must 
be included in the parent’s return of 
income.

H as your wife any income from any 
source whatever? If so, it m ust be 
included in your return, or reported in 
a separate return of income.

Did you receive any directors’ fees 
or trustees’ fees in the course of the 
year?

Did you hold any office in a benefit 
society from which you received in­
come?

Answers to these questions are nec­
essary in the filing of a correct income 
tax return.
If single (or married and not living 
with wife) and the net income was 
$1,000 or more or the gross income 
$5,000 or more, or if married and liv­
ing with wife and the couple’s net in­
come was $2,000, or the gross in­
come was $5,000 or more, a return is 
required. The fact that the income 
may not be taxed by reason of the 
personal exemptions—$1,000 for single 
persons, $2,500 for married persons 
whose net income was $5,000 or tess 
and $2,000 for married persons whose 
net income was in excess of $5,000, 
plus the $400 credit for each depend­
ent—does not alter this requirement.

The filing period ends at midnight 
of March 15, 1924. Form s for filing 
returns may be obtained at the office 
of Collector of Internal Revenue. P er­
sons whose net income was $5,000 or 
less and was derived chiefly from sal­
ary or wages should ask for Form  
1040A. Those whose net income was 
in excess of $5,000, or, regardless of 
the amount, was derived from business, 
profession or farming should ask for 
Form  1040.

The Compartment Mausoleum vs. the 
Private Mausoleum.

As the private mausoleum is a step 
in advance of ground burial, so the 
community mausoleum is an improve­
m ent upon the private mausoleum and 
the com partm ent mausoleum is a still 
more modern development of the mau­
soleum system.

W hereas comparisons are consider­

ed odious in many cases, nevertheless, 
it is a m atter of education to compare 
our improvements of to-day wiith the 
lack we suffered in the days gone by.

Many prefer and appreciate mauso­
leum interm ent rather than to have 
the remains of their loved departed 
buried in the earth, subject to the ele­
mental and undesirable things incident 
thereto.

Some of the more wealthy build 
private mausoleums. U nfortunately, 
these small buildings are rather for­
bidding places. Usually they are not 
sufficiently lighted, and, it is obvious, 
it would not pay to install a heating 
plant therein. Therefore, in the final 
analysis they comprise damp, cold, 
dark and cheerless tombs. Moreover, 
we are given to understand upon re­
liable information, a private mauso­
leum costs more to build than it would 
cost to provide for the same number 
of interm ents in one of the modern 
compartm ent mausoleums.

Thé com partm ent mausoleum is one 
which provides private family sections 
and private rooms for those who pre­
fer the seclusion afforded thereby. In 
this respect it is in advance of the or­
dinary community mausoleum, which 
only provides a certain num ber of 
tiers of crypts. The com partm ent 
mausoleum also has many individual 
crypts, 'together with the provision for 
privacy mentioned above.

Moreover, the com partm ent mau­
soleum after the type of Graceland 
Memorial at Grand Rapids, is a well 
lighted and heated building, strong, 
durable and cheerful, so that no 
thought of the tomb is injected into 
the consciousness of those who enter 
its portals. One enters into a mellow, 
solemn atm osphere of happiness, in a 
wonderful and beautiful temple erected 
to the memory, of those loved ones 
wbo have passed on.

Chronic Kicker Living With His 
Radio.

Mears, Feb. 20—Some winter, since 
Jan. 1! Wow! W e are ten feet under 
snow and a blizzard raging. If it 
don’t' snow and blow 'here, it blows 
and snows. I am taking it soft. Cus­
tom ers come in on foot, so they don’t

buy much and, thank the Lord, the 
traveling men don’t bother me. ’Tis 
heaven on earth. All I have to do is 
to mail checks and hope the trains 
can’t deliver them, then spend the 
evenings and nights hearing wbat the 
rem ainder of the world is doing, over 
the radio. L ast night when I got 
tired I tuned in to see how many 
stations I could get. I got twenty- 
two clear and loud. The last one I 
am not sure of; but if not mistaken it 
was Belfast, Ireland, station B-U-L-L, 
broadcasting the election returns from 
Cork, stating the city had gone 
democratic. I am not sure of this be­

cause of the late hour and because 1 
am some dreamer.

As usual, I am writing nothing. I 
simply want you to know I am still 
living still, so keep the Tradesm an 
coming. I have lots of time to read 
it' carefully now. Hope you don’t 
think I had a bottle to go with the 
aforesaid Cork. If you can find any 
Sense to this letter, let me know, as 
after reading it I am blanked if I can 
find any. Chronic Kicker.

If you work for a man for heaven’s 
sake work for him.

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

Lansing, Michigan

R epresenting Y our Home Company,

The Michigan Millers 
Mutual Fire Insurance Co.

And 22 A ssociated M utual Companies.

$20,000,000.00 Assets 

Is Saving 25% or More

Insures All Classes of Property

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

Michigan Shoe Dealers Mutual 
FIRE INSURANCE CO.

Organized for Service,Not for Profit

W e are Saving O ur Policy Holders 30% of Their Tariff R ates 
on General M ercantile Business

FOR INFORMATION, W RITE TO
L. H. BAKER, Sec’y-Treas. LANSING, MICH.
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This Is the Day of Man Improvement.
This is the day of man improvement 

brought about by the awakening to 
the great possibilities of the human 
mind. You can make your life bet­
ter or bitter, according to the thoughts 
you choose o r abuse, and you are 
what you are in business according to 
your thinking. You are not going to 
change for the better until you change 
your thinking for the better. And 
when I say this is the day of man im­
provem ent I say it is due to the aw ak­
ening to the possibilities of the human 
mind in business, and when I say mind 
I don’t mean the brain. The newly 
born infant has its brain, but it hasn't 
its mind. O ur insane asylums unfor­
tunately may be filled with a number 
of brainy people who have lost their 
minds. The brain is the tool of the 
mind, and as you use your brain in 
business you are developing your mind 
for business. That is why we are 
teaching our mind to mind our busi­
ness and mind m astery is not' mind 
mystery.

You have to ham m er yourself into 
shape before you are hammered all out 
of shape trying to achieve something 
for which you are not fitted. W e don't 
want any confusion. I want to talk 
simply. I don’t want to be like the 
minister who got rattled. He was go­
ing to call on Brother Crow to pray 
and he said: “Brother Pray, please 
crow for us.”

The merchant, the salesman, the in­
dividual, who can listen patiently, nod 
smilingly, while the customer or the 
complainant is talking to you—-you are 
going to win every time, as against the 
fellow who reveals on his countenance 
disagreement or antagonism. The 
dealer who will listen and agree with 
the party7 while they are talking, and 
tha t is what we notice invariably with 
the diplomat, and you know there are 
diplomats and diplomuts. You have 
to get rid of the diplomut in the re­
tail business.

It is a strong point in business. Be­
cause you cannot antagonize and in­
fluence at the same time—oil and 
water do not mix, and if we want to 
influence, my friends, we cannot an­
tagonize. We cannot antagonize with 
a yes so freely7 or easily7 as with a no. 
Stunts are better than grunts anyway. 
Success is the result of right thinking 
in salesmanship, in buying, in selling. 
M isfortunes are the result of wrong 
thinking or rather the absence of con­
scious thinking in business. We are 
mentally lazy, friends, we are in a rut 
mentally. We are thinking pretty 
much the same old way. the same old 
things, every day, because we haven’t 
realized th a t “I  have to criticize my­

self, I have to correct myself to pro­
tect myrself. I must analyze myself.”

This fruit dealer in this song, “Yes, 
We Have No Bananas,” was psychol­
ogically correct. He was unconscious­
ly yet correctly practicing the law of 
psychology when he suggested the 
various fruits or vegetables, because 
by saying yes he did riot ja r or an­
tagonize o r discourage the individual. 
It makes a positive impression at the 
start regardless of what you want to 
say or are going to say later, but you 
say yes, because it is positive. I t is 
not noil-constructive. It encourages 
and brings out the smiie instead of the 
frown.

You know you are never really 
dressed for business until you put on a 
smile and if you are not wearing a 
smile when you come down to your 
business, you are not properly or com­
pletely dressed. W e had better re­
member that. Yes carries a smile. No 
is a non-constructive. It is a walkout 
word, and if we could only develop 
the walkouts into call-backs—you pay 
money foro advertising, and clerk hire 
and rent—I wonder if you have ever 
analyzed the walkouts.

In Los Angeles a couple of weeks 
ago one of the most successful m er­
chants there showed me his weekly 
chart of calls, sales, walk-outs, the 
batting average of each salesman and 
how he stood. Every week they an­
alyze that. I want to digress for a 
moment' in reference to my chat to 
you of yesterday about your store 
meetings and you can take these little 
thoughts and use them as very valu­
able texts. This store uses this as a 
text practically every week.

A shoe m erchant in New York state 
had occasion to compliment a young 
man for making a thirty-tw o or thirty- 
six dollar sale in a short time, and he 
said, “That is good work, nice twenty 
m inutes’ work.”

“Twenty minutes—don’t forget I 
gave that woman an hour and a quar­
ter of my time yesterday.”

W ithout that proper dismissal there 
would not have been a come-back for 
that walk-out. One of the highest 
grade stores on Euclid avenue in 
Cleveland, told me that “We have the 
greatest percentage of walk-outs of 
any store in the city because we do not 
importune, but we have a far greater 
percentage of call backs because we 
dismiss each and every looker so as 
not to make them feel that they took 
up our time.”

You can turn  your back, a salesman 
can simply remain seated on the stool 
with a shoe in his hand and the cus­
tom er walk out or you can treat that 
customer as a guest when they leave 
your store. So we are developing the

walk-outs through that very tactful­
ness of Yes and a smile.

If we will analyze our selling and 
you can convey this message back to 
your co-workers if you will analze 
your selling, whether it is negative or 
positive, constructive or non-construc­
tive, you’re going to sell more shoes.

The diplomat', the tactful individual, 
never argues or disagrees with you at 
the start. They are tactful because 
they are thoughtful. They invariably 
say, “Yes, but.” They don’t say, “No, 
you are wrong,” or, “That isn’t so,” or, 
“ I can’t agree with you,” because you 
challenge the other party’s intelligence 
and if you are tactful instead of sort of 
hitting them in the nose; this way you 
get your arm  around the neck with 
that, “Yes, but,” and woozle them right' 
over to you.

Yes, what sort of a part it plays in 
the m atter of adjustm ents and com­
plaints because that is a vital issue in 
retailing the Lord knows, in the shoe 
business. A very prominent shoe mer­
chant in New York City told me re­
cently that they listen, they do not fly 
up, they listen w ith a smile to the com­
plaint of the customer, let them ex­
haust themselves and he says the sys­
tem that pays him best is when the 
custom er gets all through, be say-, 
“Yes, now what would you like us to 
do?” Well, they don’t expect any­
thing like that.

W hy, why what—what—do you ex­
pect to do, what do you think you 
could do? They can’t say, “I want 
this, or I want that.” They say, “W hy 
whatever you w ant?” And the wo­
man is satisfied with one-quarter or 
one-half of what' she came in for be­
cause you did not antagonize her. That 
is why you could influence.

These things are just as necessary 
as buying merchandise, just as neces­
sary as knowing all about the cost of 
our-business. I know' of a case of a 
policeman who came in with his boy 
in a clothing department. This police­
man, of course, was depending largely 
on his brass buttons and uniform, was 
going to make a complaint about the 
overcoat', complaining about the coat 
of the boy and when he got all through 
the buyer said, “W hat would you 
wish? W hich do you prefer? A nother 
coat or your money back?”

“You don’t mean to say that you 
would give the boy his money back or 
a new coat?”

“Anything yoy want.’’
“By golly, you are all right. Come 

on, boy, we ll keep this coat.”
There you have boosters instead of 

knockers; “A soft answer turneth 
away w rath.”

John W anam aker in talking to his 
co-workers said: “Your conduct at
the counter should not be affected by 
the adverse conduct of the customer, 
w hether the customer is right or 
wrong.” T hat is concealing our dis- 
l'kes or displeasures. Like the lawyer 
displeased with the judge’s decision, 
started to leave the court room and 
the Judge said, “Are you -trying to 
express your contem pt for the court?” 

“No, your Honor, I'm  trying to con­
ceal it.”

W hen we can conceal our dislikes 
or displeasures in business we are 
going to make more sales because we

are going to make more friends and 
we are going to make more friends 
when we learn the great asset of the 
smile and the soft answer under all 
conditions. But don’t “No” yourself 
out of business, and we do “No” our­
selves, because we haven’t learned the 
great power of asserting  to ourselves 
that I am going to be positive instead 
of negative in my conversation. Peo­
ple “No” themselves into dull business 
because they do not “Yes” themselves 
into optimistic, constructive thoughts. 
They don’t understand that' we have 
such a thing in business as the ascend­
ant mental attitude that forces your 
mind to eventually produce what you 
expect by eliminating from your mind 
any negative, non-constructive, dis­
couraging thoughts that hold you back 
or hold you down.

That is why I say there is a wave 
of education sweeping over -the busi­
ness world to-day and when I say “A 
wave of education,” I mean along the 
lines of the mental side of busine s. 
W e have to put “Yes” into our voice, 
we must put- sunshine into our face. 
W e must sweeten our resolutions, my 
friends, with the sugar of intelligence.

Thought rules the world. Thought 
rules every custom er and every co­
worker in your store. It is a tremend­
ous power. W e recognize horse­
power and electric power and water­
power because we see it at work. Yet 
the unseen heat, the unseen cold mani­
fest themselves in their action. Radio, 
sound waves to-day are telling you 
some of the powers of the unseen 
things. But my friends don’t wear 
crepe on your face. W hen you drive a 
hearse through your soul, you an­
nounce the funeral of your success. 
And I say your face ought to be a 
showcase of your very best mental 
merchandise. Then you are going to 
get more money out' of harmony.

Samuel Davis.

Scout ! S
Light w eigh t— 
rcom y, com fort­

able—low 
priced. Can 

be w orn under 
arc tic .

black) or 
No. 808 (brow n)

30 Years of Honest Shoe Values
Dependable H -B  D ress and  Service 
shoes for m en and  boys are  m ade 
of ALL L EA T H ER , and  all good 
leather, by skilled shoe m akers of 

y ea rs’ experience. Good-looking, 
long w earing, q u a lity  to the  las t 
stitch . The ste ad y  sale, profit- 
building line for the  M ichigan shoe 
dealer.

Herold-Bertsch Shoe
Gompany

Grand ßnpids, Mich.
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THE NEEDS OF THE DAY.

Closer Service Relations Between 
Town and Country.*

Town and country differences, an­
tagonisms and controversies have up­
on so many occasions become the sig­
nals for heated discussions that in 
times such as these it' may be quite 
as well to emphasize and discuss tow n 
and country inter-dependencies. In 
spite of all argum ents to the contrary, 
towns continue to depend heavily up­
on a country constituency round about 
their borders and farmers continue to 
open the farmstead gates which swing 
open to roads upon which they travel 
to towns or cities in search of needed 
goods and services. * The situation at 
present is full of problems, but it is 
just as full of hope and opportunity.

The Six-fold Service Relation of 
Town and Country: Just what kinds
of services are involved in this rela­
tionship of town and country. All 
classifications are more or less arbi­
trary and unsatisfactory, but for the 
sake of being definite and of coming 
to the point of discussion prom ptly, it 
is proposed that any town and coun­
try community in order to even ap­
proach its highest possibilities, may 
well give attention to at least six ser­
vice relations.

1. The Economic Service includes 
merchandising, m arketing and financ­
ing. The merchant, by selling his 
wares to the farm er, contributes direct­
ly to the latter’s standard of living. 
M arketing is the reverse side of the 
relationship; it is the local assembling 
of the farm er’s product, for world con­
sumption. Financing works both 
ways; the farm er buying and selling 
in tow n and the m erchant buying and 
selling from the farmer. Both tran ­
sactions require financing.

2. The Educational Service holds 
the key to the future with reference 
to social attitudes affecting town and 
country relations. This service is 
represented locally by schools, libraries 
and lyceums of various sorts for lec­
tures, music, dram a or art.

3. The Religious Service is con­
cerned with those forces in rural life 
which have to do with ideals and mo­
tives. Its local representative is the 
church and its various organizations of 
benevolence and religious education. 
I t has at its command, music, drama, 
beautiful imagery, commanding a r­
chitecture. reverent rituals, rich litera­
ture, and inspiring personalities.

4. The Social Service has to do 
with sociability, contentm ent and h ap ­
piness, and quite as much with soc:al 
welfare represented by progress of 
health, charity, or corrective work.

5. The Communication Service has 
within its grasp powerful means for 
unifying or dividing community life. 
They are such as the telephone, tele­
graph, and the radio, the mail service, 
the newspapers and magazines, and 
transportation in all its forms, for the 
roads themselves become means of 
communication.

6. The Organization Service. No 
service relations can be effective or 
perm anent until they are appropriated, 
incorporated and incarnated within 
the life of local groups of people. This 
organization service then may be some 
sort of a co-operative endeavor. It 
may be a community organization plan 
which is nothing more than the local 
harmonizing and harnessing of all in­
terest groups and service institutions. 
These become m atters of prime im­
portance, demanding more than a hap­
hazard or casual attention on the part

‘A ddress delivered before M ichigan 
R eta il H ard w are  A ssociation by J . H , 
Kolb, U. S. D ep artm en t qf A gricu ltu re ,

of this town and country community.
Rural Groups are Changing, Making 

Necessary Readjustm ents in Direction 
of the Town: In  one W isconsin coun­
ty, 121 open country neighborhood 
groups were found. They were in all 
stages of development, some little 
more than a memory from an older 
generation and some just appearing 
on the horizon of consciousness. 
O thers were at nearly every stage be­
tween these extremes. Many factors 
have been at work in this neighbor­
hood history such as family leadership, 
religious or educational purpose, na­
tionality, topography, or economic pur­
pose. Conditions of change have been 
especially pronounced in late years. 
Among others, they are shifting 
population, improvements in transpor­
tation and communication, and the 
necessary adjustm ents in rural social 
institutions. One story may illustrate 
the influence of these changes. William 
Grady, student last year in the School 
of Agriculture, when at home on his 
father’s farm is nearer in time to the 
village of Oregon five miles distant 
than was his grandfather to the Fisher 
Valley neighborhood center one and 
a half miles away. The scale of group 
activity in rural life has been greatly 
expanded and this fact m ust be taken 
into account in any plan of community 
organization, whether it be in educa­
tional or religious m atters or in busi­
ness relationships of merchandising or 
banking.

The condition ot change in these 
open-country neighborhood groups 
can be summarized with two state­
ments, first, that such groups are be­
coming fewer in num ber but larger in 
size, and second, that' such groups as 
are in rather close proximity to  a 
town or village tend to give way first.

These changes can now be related 
to the six services. Of these 121 
groups in question only 60 can be said 
to be actively concerned with one or 
more of these six services. Of this 
number forty are looking after two of 
the interests listed, but there are only 
five which perform four of the ser­
vices and none any more. In  the same 
county there are twenty-nine town 
and village centers and twenty-three 
of these perform at' least five of the 
listed services for the surrounding 
country. The conclusion ought to be 
rather obvious, namely that for pur­
poses of rural organization the village 
or city center must be included in any 
plan which involves the farm er group.

Evidence is not lacking to indicate 
that the farmer wishes his own organ­
ization to count, wants his interests 
recognized, and even demands that he 
be given every advantage which or­
ganization can bring. On the other 
hand, he is not slow to admit that his 
welfare is linked with that of the town. 
In  answ er to the question of whether 
they preferred their social institutions 
located in town or country, 787 farm 
families in three counties reported in 
personal interviews as follows: Church, 
town 46 per cent'., country 28 per cent.; 
consolidated school, town 19 per cent., 
country 52 per cent.; high school, 
town 59 per cent., country 18 per cent.; 
social club, town 30 per cent., country 
29 per cent.; store, town 68 per cent., 
country 14 per cent'. The 100 per

cent, in each case is made up in “no 
preference” or “no opinion” classifica­
tion. There was an exceedingly signi­
ficant correlation between the higher 
percentage of town preferences and 
the ages of those interviewed. The 
younger people have with few excep­
tions voted for the town location. The 
inference should again be plain—the 
hour of opportunity for the town has 
struck.

Some Town and Country Service 
Connections W hich Need Strengthen­
ing: All of the services involved in
this community relationship of town 
and country cannot be discussed here, 
but three may be singled out' as ex­
amples of the tow n’s opportunity for 
larger service. You are interested in 
the merchandising service. Of these 
787 families who answered the ques­
tion of why they traded in this or that 
town, 48 per cent', said because it was 
“nearest.” The presumption is in fa­
vor of the nearest town if service and 
price are in line. W hen asked which 
store they liked best in this town and 
why, 12 per cent, put it on the basis 
of prices, 12 per cent, on service and 
10 per cent, because they could get' 
everything they needed. You ask 
about your bugbear, the mail order 
house. Well, of the families already 
referred to, 38 per cent, did some mail 
order business during the year 1922. 
They averaged about $59 per family. 
In question of kinds of goods pur­
chased, clothing came first, hardware 
and repairs second and groceries third. 
You can meet this competition more 
easily than you may imagine, but it 
can be done only when the principle 
of what you call “service” is applied. 
The farm er is no longer a slave to 
your particular store or town; he can 
travel right through your town to an­
other ten or more miles away. Your 
business cannot succeed under the old 
time slogan of “strictly private” where 
the m erchant was not answerable to 
any one but to himself. Yours is a 
public service. You have responsibil­
ity in the setting of standards of liv­
ing or of farming efficiency by the 
merchandise you display in your win­
dows and by the selling argum ents 
you put to your country -customers.

The time has come also when you 
may be required to invest good money 
in this buying constituency out around 
your town. It may take the form of 
advertising, not' your own business 
now, but the agricultural business of 
your community. I t may take the 
form of investments in marketing en­
terprises so that the benefits of greater 
efficiency may accrue to the producer. 
It may take the form of sharing your 
business experience in helping the 
farmer business man merchandise his 
way out of the present economic dis­
parities. The farm er through these 
years has let his business flow through 
your hands. In a study of 455 towns 
made by Successful Fanning, of Iowa, 
towns under 2,000 population averag­
ing 1,033 received 72 per cent, of their 
trade from farmers; towns over 2,000 
averaging 4,474 received 63 per cent, 
of trade from this source. The far­
mer has not shared fully in the bene­
fits which have come to you because 
of your clustered business establish­
ments, your grouped residences and

your closely knitted business organiza­
tions. I t is time to regard every farm 
in your service area as a potential fac­
tory of greater value than any “shoe 
string factory” you might wish to 
bribe from another town by gift of 
site or capital stock. In  W alworth 
county, W isconsin, according to latest 
figures gathered by cost route men, 
farms are producing on the average 
of 100,000 pounds of milk per year. 
This is no mean output of absolutely 
new capital goods.

Finally in the merchandising service, 
the larger community and it's perm an­
ence is the touch stone for , business 
success. So-called “sharp practices” 
are always on short time program s. 
You can probably sell a farm er paint 
for his barn which the Government 
chemist analyzes as containing most 
everything but the ingredients neces­
sary to good paint'. The farmer can 
put this paint on his barn, as farmers 
have done for this is a true story, but 
when it starts to peel off and streak 
up and down, your future business is 
gone and the buying power and stabil­
ity of your community has been cut 
down in direct* proportion to your 
short time gain.

A second service connection to be 
mentioned is that of the social service. 
This may appear on first thought to be 
far removed from the merchandising 
service. If, however, the community 
point of view is accepted and the 
changes taking place in rural social 
life are recognized, then the necessity 
of taking responsibility for leadership 
in leisure time activity cannot well be 
avoided by a town and its business 
men. If you would be specific, it can 
be suggested that the town must soon 
offer some wholesome and attractive 
substitute for the saloon and the dance 
hall run on a purely commercial 
profit-making basis. In another W is­
consin county, a recent survey shows 
that of twenty-two communities twenty 
had commercial dance halls, nine had 
pool rooms, but only eleven had any 
public or semi-public building and 
many of those were in no wise adapted 
for community social or recreational 
affairs. The town is more and more 
the center for this leisure time activity. 
There have been those who have 
thought that all this realm of life was 
a m atter of only personal or private 
concern, but experience has long since 
shown that they are m atters for o r­
ganized effort.

The third service which should call 
for some attention on the part of the 
town is that of religion; call it morale 
as was done in the army, if you choose. 
Most states will soon have to face a 
country life policy with reference to 
religious organization. In  this field 
also, the larger community unit must 
come in for its share of recognition. 
The principle of sufficient volume of 
business,” so essential in economic or­
ganization, must be observed here if 
efficiency and productiveness are to 
result. Thjs is going to require some 
initiative on the part of the town as 
the community center. An example 
of one town with five churches having 
790 pews with never more than 220 
people sitting in them and that not 
more than once a week, is a problem 

(Continued on Page Nineteen)
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Tale of a Town and a Stock Promo­
tion.

I saw one day where the Fairchild 
Picture Corporation had got a charter 
and was ready to go ahead to estab­
lish a moving pocture studio in 
Strodesville. A little later a Mlrs. 
M enger who lives in my part of town 
came into the store and said she w ant­
ed my advice about an investment. 
She is a widow with a couple of chil­
dren and just about enough money to 
get by on if careful; she told me she 
had just sold a piece of property for 
two thousand dollars and was thinking 
about investing the money in the new 
motion picture studio that was going 
to make Fairchild Super Films.

I asked her how she had come to 
get interested in the motion picture 
business, and she answered that a 
gentleman named Mr. Bolivar Tips 
had seen in the paper where she had 
sold this property and had called on 
her. She knew it must be all right' be­
cause Mr. Tips had a letter from the 
Strodesville Chamber of Commerce. 
She said Mr. Tips had also called on 
several lady school teachers in the 
neighborhood who had a little money 
saved up.

This interview gave me kind of a 
jolt when I rem embered Bolivar Tips 
had told our committee he m ight sell 
a little stock, but only in order to se­
cure moral support; I couldn’t see 
where the moral support of this Mrs. 
M enger and the lady school teachers 
was going to help much. I advised 
her to hang on to her money a little 
while and I would make some en­
quiries how things stood.

It happened that I was starting  for 
New York the next day on my regular 
fall buying trip, and I figured I would 
look into the motion picture business 
as soon as I got back. On my New 
York trips I always stop over a day 
in my old home town iin Indiana 
where my brother still lives. It hap­
pened I was there on the day their 
Utopian Club meets.

Travel is a great educator, and cer­
tainly it proved to be so on this oc­
casion, for I ’ll be doggoned if there 
wasn't a fellow at that Utopian meet­
ing up there in Indiana trying to work

the boys to endorse a motion picture 
plant.

Listening to him, I couldn’t help 
thinking there must be a correspond­
ence school somewhere training fel­
lows for motion picture promotion 
work.

W hen I took the train that' night to 
continue my trip to New York I was 
considerably disturbed. In the first 
place it made me mad to hear any 
other town praised instead of Stodes- 
ville, and then my confidence in Boli­
var Tips was a little shaken.

I finished up my business in New 
York during the first couple of days 
and then I thought I would go around 
and do a little secret service work. 
F irst of all, I looked up Cyrus Huff, 
the author. It was a little hard to 
find him, because when I went to the 
apartm ent house where the le’ephone 
book said he lived I could only see 
his wife, and she said Mr. Huff did all 
his work down town in his office and 
she wouldn’t tell me where that was 
because he couldn’t be disturbed by 
callers. She wouldn’t relax on this 
stand u rtil I had the bright idea of 
saying f was a friend of Mr. Bolivar 
Tips and il was on his account I w ant­
ed to see her husband.

“Oh,” she said at this, “if you’re 
from Bolivar Tips, I ’m sure my hus­
band will be glad to see you,” and she 
gave me Huff’s address.

This was on the top floor of one 
of the old office buildings close to 
Union Square and directly a voice 
told me to come in. Cyrus Huff did 
not look much like a w riter of red- 
blooded fiction, being about the skin­
niest person anyone ever saw, with a 
bald head and wearing big round 
glasses.

He was friendly enough though af­
ter I introduced myself, and when I 
told him  I had come from a friend of 
his named Bolivar Tips he got in te r­
ested right away. “ I’m certainly glad 
to hear from Bolivar,” he said. “W as 
he wearing a long brown fur over­
coat when you last saw him?”

I said our climate in Strodesville 
was too delightful ever to need a fur 
coat, but maybe Mr. Tips kept it in 
his room a t the hotel..
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“Don’t call it his fur overcoat,’’ re­
marked Cyrus Huff, sadlike; “if he 
still has it, which is doubtful, call it 
my fur overcoat. I loaned it to him a 
year ago last January. I ’ve been 
writing him letters whenever I could 
find out where he was, telling him he 
could forget the money I loaned him 
at the same time, but that my wife in­
sists on my getting the overcoat back.”

I remembered that Tips had only 
showed us the envelope with Cyrus 
Huff’s name on it, and not what was 
inside. “H e’s starting a picture studio 
in Strodesville that' is going to put our 
city on the map,” I said, “and we sort 
of understood that you were going to 
come out there and write the stories 
for him.”

At this Huff laughed again and said 
Bolivar Tips didn’t need anyone to 
write stories for him if he could think 
up things like that. Then he told me 
his only connection with Tips had 
been a year or so before when Tips 
had done a little press agent work for 
him, ending up with the loan of some 
money and the overcoat. He had 
heard since that Tips had worked a 
few months for one of the big motion 
picture companies in California.

This wasn’t very encouraging news 
for me, who was partly responsible for 
the present moving picture movement 
in Strodesville. I shook hands with 
Cyrus Huff who followed me to the 
elevator and whispered, “It isn’t ex­
actly the overcoat, you know. I t ’s the 
wife. She warned me not to lend it to 
him!”

I went up to the address that I re­
membered seeing on the letter Bolivar 
Tips had showed us from Fairchild. It 
was on one of the side streets off the 
Broadway electric light district, an old 
brown stone house with a sign on the 
front, “Rooms and Board.” The land­
lady let me in, and when I enquired 
if Mr. Fairchild lived there she told me 
to go to the third floor landing and 
knock at the door numbered 34. A tall 
young man in a bathrobe and a cig­
arette hanging from his upper lip an­
swered my knock. I asked him if he 
was Mr. Fairchild the actor and he 
said “Yes.” H e didn’t look much like 
the Fairchild pictures I had seen on 
the screen but the room was sort of 
dark and then of course I knew that 
actors fix themselves up a lot when 
they do their parts. I told him I had 
come from Bolvar Tips.

“Yes, yes,” he answered, “did Tips 
send any money?”

W hen I told him I had not brought 
’ any money he seemed terribly de­
jected and sat down on the bed hold­
ing his head in his hands. After a 
while he roused up.

“Look here,” he said, “if you’re 
working with Tips on that picture 
proposition out there in that hick 
town, maybe you can tell me w hat the 
prospects are. I can’t wait forever.” 

“Then Strodesville isn’t the first city 
Tips has been working in?” I asked.

“Thunderation no!” Fairchild an­
swered. “H ere for three months I 
have been writing the kind of letters 
he told me to. I wrote in succession 
that I would love to live and work in 
Pueblo, and Tulsa, and San Antone 
and Bartlesville, but he didn’t connect' 
up with any of them. If he don’t get

going in Strodesville or whatever its 
name is, I ’m through with him.”

“All right,” I said, “suppose you 
give me a letter saying that. I ’ll be 
back there in a couple of days and 
give it to him. Make it strong.”

He picked up an old envelope from 
the bureau and wrote on the back:

“Tips: O ther people are getting
away with it. W hy can’t you? I ’m 
sick of waiting. Roy Fairchild.

On the way back to my hotel I read 
this over two or three times, and some­
how the name Roy didn’t' seem to fit.
I thought maybe his w riting was at 
fault, but when I turned the envelope 
over his name was plainly typed on 
the front. Mr. Roy Fairchild, New 
Y ork City. The rest of the day I 
spent calling at several of the motion 
picture offices whose signs I saw on 
uptown office buildings, and that night 
I took the train back to Strodesville.

W hen I got home the prospects of 
making a motion picture center of our 
city seemed bright enough to have 
aroused even Fairchild himself if he 
could have been there to see it. T |he 
Utopians had got behind the proposi­
tion and were making a whirlwind 
campaign, getting pieces in the papers 
every day which alluded to them as 
members of the Leading Luncheon 
Club of Strodesville. It was through 
the U topians’ influence that' the Cham­
ber of Commerce allowed Bolivar Tips 
to hang a big sign across the front of 
its building to advertise his stock sell­
ing, and also the U topians who pre­
vailed on the street car management 
to let him string banners on the trolley 
cross wires, square pieces of cloth that 
looked like motion picture films with 
a separate word on each one so that 
the pedestrian going up Parflet street 
would read:
Motion Pictures Mean W ealth—Buy 

Stock----- iNow.
Then there was that big wooden
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therm om eter in front of the post office 
that showed every day just how much 
stock had been subscribed, and the day 
I got home it had run up to $78,000. 
Bolivar Tips, along with H erb Almy 
and Russell H art, the realtor, had re­
solved themselves into a stock-selling 
committee, and a meeting was to be 
held the next evening to consider the 
advisability of doubling the capital 
stock.

I hadn’t bought' any stock, but the 
new spaper notice said that all who 
were interested in Strodesville’s future 
would be welcome.

The meeting was held in the K. P. 
hall, and I ’ll say it was a mixed crowd. 
A good many were small investors, 
railroad employes, mechanics, and wo­
men school teachers who had bought 
a hundred or two dollars worth of 
stock and expected to be millionaires 
in a few months, but also there were 
a lot of hard-headed business men 
present who were ordinarily able to 
look out for themselves pretty  com­
petently. It was, in fact, old Nathan 
K. Bass, president of the Bass Iron 
W orks, and an ex-president of the 
Chamber of Commerce who acted as 
chairman, a feature in itself to inspire 
confidence.

Nathan K. opened proceedings with 
a statem ent that he did not ordinarily 
become excited over the propositions 
that were continually being put up to 
communities by outside promoters, 
but here was one that had been tho r­
oughly investigated by a committee of 
the Utopian Club, had been O. K.’d by 
the Chamber of Commerce, and there 
was not one thing about it that could 
be criticized. For himself, he had al­
ready subscribed to a thousand dol­
lars worth of stock and stood ready to 
take more. He sat down to thunder­
ing applause, a thing Mr. Bass quite 
likes.

Bolivar Tips followed Nathan K. 
Bass as speaker, and I will say the boy 
did himself proud. He painted a pic­
ture of Strodesville as it might be in 
a year or two when it had become the 
world’s leading picture producing cen­
ter, with celebrites all the time walking 
up and down our streets, their pockets 
bulging with money to spend with 
merchants.

Thinking this would be a p retty  
good time to horn in, I stood up and 
said I might w ant to take a little stock 
but I wanted to ask a question or two 
about it first. I think Tips scented 
trouble, because he said sharply tha t 
I had been on the U topian committee 
and ought to know all about it. I 
said, yes, I ought to, but I sort of dis- 
remembered who was going to write 
the stories for Mr. Fairchild and I 
wanted to get straight on that.

“You know I made no promise about 
that,” said Tips haughtily, “but I have 
every reason to believe the scenarios 
will be w ritten here in Strodesville by 
my old friend Cyrus Huff.”

“In that case,” I said severely, “you 
ought to be ashamed of yourself. You 
know Mr. Huff is a delicate m an who 
can’t travel w ithout his fur overcoat, 
and you’ve got that!”

I suppose the crowd thought I had 
gone crazy, but Tips caught my mean­
ing quick enough. H e tried to bluster 
it down.

“It doesn’t m atter,” he shouted,

“who writes the stories for a genius 
like Fairchild. People will go to see 
his work anyhow. If you don’t want 
•to buy stock in the Fairchild studios, 
you needn’t. No one asks you.”

“ I know that,” I answered, “but 
maybe I do want to buy stock. The 
main th ing is to find out who your 
star really is. I ’ve got a note in my 
pocket from a fellow in New York 
who says you are his manager, but he 
signs himself Roy Fairchild. And 
they told me in those motion picture 
offices tha t Ray Fairchild is in Alaska 
for a year!”

F rom  then on I don’t exactly re­
mem ber what happened to the meeting, 
only there was a big uproar with a 
lot of mad business men and crying 
lady school teachers. Bolivar Tips 
slipped off in the darkness and got out 
of town the same night. There was 
some talk afterw ard about try ing  to 
locate him and bring him back, but 
it turned out that he hadn’t got any 
money because that was being held in 
escrow by a stockholders’ committee 
until all the stock should be sold. Be­
sides, all his sales talk was true. He 
did have an actor named Fairchild. H e 
had been a friend of Cyrus Huff. And 
certainly Strodesville has got scenery 
and climate! J. R. Sprague.

Our Best Customer.
In discussing our trade with Europe 

it is worth noting that exports to 
Great Britain increased considerably 
more last' year than did exports to the 
Continent. The increase over the year 
before, according to figures published 
to-day by the D epartm ent of Com­
merce, was 3 per cent., compared with 
one-half of 1 per cent, for Europe as 
a whole. Forty-tw o per cent, of our 
total exports to Europe last year w ent 
to Great - Britain, which continues to 
be our best customer. Great Britain 
last year bought more automobiles, 
copper, zinc, petroleum, and lum ber 
from us than the year before, but de­
creased its purchases of pork, leather, 
grains, flour, sugar, tobacco, and cotton.

O ur im ports from Great Britain last 
year increased 14 per cent. Much of 
this increase was due to larger ship­
ments of raw  materials re-exported 
from  British ports. Thus there were 
large gains in import's of rubber, wool, 
tea, hides, and skins; T he m ost im ­
portant commodity competing with 
domestic products to show a big in­
crease was cotton cloth. The heavy 
receipts of raw  materials were a sign 
of better industrial conditions in this 
country, as compared with the previous 
year. ^  + »

Corporations Wound Up.
The following Michigan corpora­

tions have, recently filed notices of 
dissolution with the Secretary of 
S tate:

Finnish Co-operative T rading Co., 
Ironwood.

D etroit Development* Co., Detroit.
Oakland Oil & Gas Co., Pontiac.
McRob Envelope & Paper Special­

ties Co., Detroit.
H aehgle Products Co., Jackson.
E ast Michigan Farm ers E levator 

Co., Omer.
Christian E lectric M anufacturing 

Co., Detroit.
Michigan Dew B erry Growers As- 

sociatiPn, Riverside.
-'B arcrest Co., Detroit.

Merchants Life Insurance Company

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

Fourth National Bank MICHIGAN
United States Depositary

C ap ita l $ 3 0 0 ,0 0 0  
S u rp lu s $ 3 0 0 ,0 0 0

in te re s t paid  on Savings D eposits, payable 
'O sem i-annually .
j  /  Q f in te re s t paid  on C ertifica tes of Deposit 
/^2 'O  if le f t one year.

O F F IC E R S

W m. H. A nderson, P re sid en t; 
L av an t Z. C aukin, V ice-P residen t; 
J . C linton Bishop, C ash ier;
Alva T. Edison, A ss’t  C ash ier; 
H a rry  C. L undberg , A ss’t  C ashier.

D IR E C T O R S
Wm- H. A nderson L a v a n t Z. Caukin 
C hristian  B ertsch  S idney F . S tevens 
D avid H. B row n R obert D. G raham  
M arshall M. Uhl Sam uel G. B raudy  
J . C linton Bishop Sam uel D. Young 

Ja m e s L. H am ilton

OUR FIRE INS. POLICIES ARE 
CONCURRENT

with any standard stock policies 
that you are buying.

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

of Fremont, Mich.

WM. N. SENF, Secretary-Tress.

Preferred Lists of Safe Investments
C O R  the guidance of clients this organization maintains constantly revised lists 
r  of bonds of all types that offer unquestionable security plus attractive yield.

Lists Supplied Upon Application
Telephones: Bell Main 4678. Citizens 4678.

HOPKINS, GHYSELS & CO.
Investment Bankers and Brokers

Michigan Trust Bldg., Ground Floor, Grand Rapids
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Michigan Bankers Makes a T en Strike.
The Michigan Bankers and M er­

chants Mutual Insurance Co., of F re­
mont, has taken over the Michigan 
Mercantile Fire Insurance Co. and the 
Michigan Retailers Fire Insurance Co., 
which companies were started some 
years ago by C. H. Hare. The nego­
tiations were concluded last W ednes-

D. D. Alton, President.

day, the directors having voted to 
make the transfer on that date. All 
of the records of both companies were 
shipped to Frem ont by express on 
Thursday. The action will have to 
be ratified by the policy holders later. 
The Frem ont company has re-in.;ured 
the business of the other companies 
and thus become responsible for the 
obligations they have assumed. Policies 
in both of the' H are companies will be 
re-issued in the Frem ont Company as 
fast as they expire. W . N. Senf, Sec­
retary of the Frem ont company, has 
been elected Secretary and M anager 
of the H are companies, whose cor­
porate existence will be maintained so 
long as there is a single H are policy 
in force.

The Tradesm an has never regarded 
the H are companies as legitimate in­
surance organizations, because they

W. N. Senf, Secretary.

surance business. In starting  the com­
panies, he exacted a contract with his 
directors providing for a commission 
of 40 per cent, for himself on all the 
receipt's of both companies. H e never 
carried a cash balance of any con­
siderable amount and delayed the pay- 
were launched by a man who had 
never achieved success in any line of

business endeavor and who had had 
no previous experience in the fire in- 
ment of all losses so long as possible 
by one subterfuge after another. He 
was not a good loser and immediately 
on receiving notice of a loss jumped 
to the conclusion that it was fraudu­
lent and based on incendiarism. This 
enabled him to hold the payment' in 
abeyance until he could assemble 
enough money to meet the obliga­
tion. Last fall he gave a note for 
$750 in partial payment of a loss at 
W yman. W hen the note came due in 
January, the company had $6 cash on 
hand. To H are’s credit it should be 
stated that he borrowed the money on 
his personal note and took up the 
obligation. The Tradesm an refused 
to accept any business from either 
company and did all it could, legiti­
mately, to discourage its friends from 
accepting any policies in either or­
ganization.

Now the situation is reversed and 
the policy holders are assured that 
their interests will be conserved; that 
their insurance is valid; that in the 
event of fire, their losses will be ad­
justed prom ptly and settled immediate­
ly by men who have made a success 
of the fire insurance business.

Insurance Rates.
Based upon the degree of efficiency 

of w aterw orks or other fire extinguish­
ing agency, and of the fire department, 
its men and equipment, each city or 
village is given a certain basis rate of 
insurance. W hether that basis rate be 
favorable or not depends on the 
municipality and its attitude on fire 
protection and also the intelligence 
and integrity of the men in whom is 
reposed the rate making power.

Beyond this, each individual insurer 
is largely responsible personally for 
the rate he pays. Every fire hazard 
he harbors and tolerates within his

We are in the market to 

purchase an entire issue 

of public utility, industrial 

or real estate first mort­

gage bonds.

A.E. Kusterer & Co.
Investment Bankers, Brokers

MICHIGAN TRUST BLDG.

GRAND RAPIDS, MICHIGAN

Phones Citz. 4267, Bell, Main 2435

building and every exposure from 
without adds to this basis rate. H e 
is solely responsible for fire hazards 
within his building, and he can at 
least protect himself against exposure 
hazards.

If the individual is complacently 
satisfied with unclean conditions w ith­
in his building, with defective electric 
wiring, poorly installed heating plants, 
defective chimneys, poor shingle roofs 
and other well-known hazards and 
with entire lack of even the simplest 
kind of protection, he must pay for 
his neglect by increased rates.

It may be argued that the individual 
is not responsible for his surroundings 
and exposures. In part this is true, 
but he can at least use his influence 
to have vacant, old dilapidated fire 
traps near him condemned, thus add­
ing to the safety, attractiveness and 
health of the community. W ith the 
help of the fire departm ent he can get 
the careless neighbor to clean up his 
back yard and alleys and so remove 
fire breeders and fire spreaders. In all 
cases he can protect himself against 
exposures by installing wired glass 
windows in metal sash and frame, fire

shutters and fire doors and fire resist­
ing roof coverings in place of the dan­
gerous wooden shingles. All such 
improvements are reflected in a more 
favorable rate of insurance. Every 
man can equip his place of business 
with simple “first-aid” fire extinguish­
ing equipment, such as approved fire 
extinguishers, water barrels and pails 
and interior standpipes with hose con­
nections. W here large values are in­
volved he can install the autom atic 
sprinkler system, the best known pro- 
tectoin of both life and property. The 
concession in rates for such approved 
system will in a few years pay for 
the installation.

Rates m ust always be sufficeint to 
pay for all fire losses and for the legi­
timate expenses of conducting the in­
surance business.

As a clerk interested in the welfare 
of the business, you ought to do all 
you can to interest your friends and 
acquaintances in patronizing that 
store.

An ounce of your own ingenuity is 
w orth a ton of imitation.

Howe, Snow &  Bertles
(INCORPORATED)

Investment Securities
New York

G R A N D  R A P I D S
Chicago Detroit

T he M ichigan R etail D ry G oods  
A ssociation

advises its  members to  place the ir 
lire insurance w ith  the

GRAND R A PID S M ERCH A N TS M UTUAL FIR E 
IN SU R A N C E COM PANY

and save 30% on th e ir  premiums.

O ther m erchants equally welcome.

319-20 Houseman Bldg. Grand Rapids, Mich.

SAFETY SAVING SERVICE

CLASS MUTUAL INSURANCE AGENCY
“The Agency of Personal Service”

C. N. BRISTOL, A. T. MONSON, H. G. BUNDY.
FREMONT, MICHIGAN

REPRESENTING
Retail H ardw are M utual Central M anufacturers’ Mutual
H ardw are Dealers Mutual Ohio U nderw riters M utual
M innesota Im plem ent M utual Ohio H ardware M utual
National Im plem ent M utual T he Finnish Mutual

H ardw are Mutual Casualty Co.

W e classify our risks and pay dividends according to the Loss Ratio 
of each class w ritten: H ardw are and Im plem ent sto res, 40% to 50%, 
Garages, Furniture and D rug Stores 40%; General Stores and other 
Mercantile Risks 30%. ,

W R IT E  FO R  F U R T H E R  PA R T IC U LA R S.
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ADVERTISING AND SELLING.

T w in Functions Available in the 
H ardw are Business.*

Efficient distribution is the key to 
N ational prosperity  to-day. Business 
will be better when we—the distrib­
utors—make it better; and it will con­
tinue to prosper, “every day in every 
way grow ing better and better,” in 
exact ratio to the force and direction 
of our sales pressure.

All business may be divided into two 
parts: production and distribution.
Production has already been brought 
to a higher state of efficiency in our 
country than ever before in the his­
tory of the world; but production de­
pends upon distribution. Production 
w ithout distribution is waste.

And our methods of distribution can 
be improved enormously. A few 
years ago, an international congress of 
m erchants was held in this country, 
and there it was brought out, by a 
comparison of actual records, that it  
costs nearly twice as much to sell at 
retail in the United States as it does 
in Great Britain.

T he reason for this, undoubtedly, 
rests partly  upon the higher pressure 
of our sales methods over here; but 
higher pressure should produce rela­
tively greater volume, unless there is 
a flaw in the process somewhere which 
develops waste or increased resistance.

The entire process of distribution 
may be compared to a pipeline running 
into the tank of production. In to  this 
im aginary tank, everything manufac­
tured in the U nited States is poured 
by the producers; and everything must 
flow through the pipeline of distribu­
tion in order to reach the ultimate 
consumer.

This pipeline has in it several 
lengths and joints. F irst there may 
be the great wholesale concern, and 
then comes a joint, of transportation, 
to carry the merchandise along to the 
next length in the pipeline, which may 
be the local jobber. A nother joint of 
transportation connects on to  the next, 
the last, and the longest length in the 
pipeline of distribution—the dealer, 
through whose length in the line, the 
merchandise flows directly into the 
hands and into the homes of ultimate 
consumers of the product.

The ultim ate consumer is the only 
custom er who really consumes mer­
chandise. W holesalers, jobbers, even 
dealers, do not consume bu t merely 
handle merchandise for a profit; and 
so no real sale has been made until 
the merchandise has flowed out at the 
extrem e end of the pipeline of dis­
tribution, and has come into the 
hands of those who will actually use 
it up, or break it up, or wear it out, 
or in some way render necessary the 
reproduction of th a t merchandise.

Obviously, it doesn’t do business any 
good merely to produce, say, a thous­
and kegs of nails, if the m anufacturer 
keeps them  in his factory. N or is 
business much better off even if that 
m anufacturer is able to move his kegs 
of nails along the pipeline of distribu­
tion into the warehouse of some whole­
saler or jobber, or even onto the sales 
floor of a dealer. Not until those

♦A ddress to the  M ichigan R eta il H a rd ­
w are  A ssociation by  C harles H enry
M ackintosh.

kegs have been rolled out beside an 
actual job of construction, had their 
heads knocked in, and the nails them ­
selves taken out of the keg and driven 
into the woodwork on the job, has a 
real sale of tha t merchandise been con­
summated.

Now that we have this mental pic­
ture of the pipeline of distribution, and 
realize how necessary it is tha t no part 
or length of it shall be clogged in any 
way; let us revert for a moment to 
our form er consideration of high- 
pressure sales methods, and let us con­
ceive of this sales-pressure as directed 
along this pipeline of distribution, to 
produce a volume of sales.

First, though, let us lay down the 
law governing the relation of volume 
to pressure. M any of you are familiar 
with it as O hm ’s law, in electricity. 
Ohm ’s law states that amperes equal 
volts divided by ohms, or—to put the 
same meaning into words of common 
use, tha t volume equals pressure di­
vided by resistance.

To illustrate the application of this 
law, let us take som ething simpler 
than electricity. N ot even Edison 
knows w hat electricity really is. No 
one knows. W e know a little about 
what it will do, bu t we don’t  know 
what it is. So let us apply the law 
that volume equals pressure divided 
by resistance to som ething with which 
all are familiar—the household w ater 
supply.

W hen you go into your bath room 
and turn on the cold w ater tap, wide 
open, you get a certain volume of 
water flowing out of the tap into the 
bath, don’t you? But suppose you 
turn the tap half shut. That, you 
know by experience, reduces by one- 
half the volume of w ater flowing out 
of the tap into the bath. Now just 
what have you done by half closing 
that tap? Certainly you haven’t al­
tered the pressure, because that is 
supplied at the main w ater plant; but 
you have doubled the resistance which 
must be overcome by th a t pressure, 
and that is w hy your volume of water 
has been cut in half—because volume 
always equals pressure divided by re­
sistance!

T hat law applies to electricity; it ap­
plies to w ater pow er; and it aplies no 
less to the volume of sales which you 
and I may hope to attain in our in­
dividual businesses during this year of 
1924!

Sales-volume equals sales-ipressure 
divided by sales-resistance. T hat is 
the law applied to business. T he vol­
ume of sales you will enjoy in your 
salesroom this year will be precisely 
equal to the  sales pressure tha t you 
can bring  to bear against the sales-re­
sistance you will have to overcome.

All sales-pressure may be divided 
into two types—mass selling and in- 
divdual selling. Mass selling is better 
known as advertising. Individual sell­
ing is the kind your salespeople do 
across your showcases and on your 
sales-floors—face to face with cus­
tom ers.

If your sales-pressure is greater this 
year than it was last, and the resist­
ance is not so great; then your sales 
volume will be enlarged accordingly. 
But if, because the resistance is not so 
great, you reduce your sales-pressure

even no more than the resistance has 
been reduced, then your volume of 
sales will remain stationary. I t rests 
with you, not with conditions, because 
you may make yourself the m aster ®  
conditions.

You may take advantage of sales- 
pressure other than tha t which you 
yourself create, if you desire to do so, 
because the manufacturers whose prod­
ucts you sell are constantly creating 
sales-pressure by means of their N a­
tional advertising campaigns; but still 
it rests entirely with you t'o tu rn  that 
pressure into your individual length 
in the pipeline of distribution so that 
it will help you to'overcom e your sales 
resistance, and so increase your sales- 
volume.

The pressure of National advertising 
consists one-tenth in what is called 
“consumer demand” created by it; and 
nine-tenths in what is known as “con­
sumer acceptance.” Many a dealer 
fails to take advantage of National 
sales pressure because he does not ap­
preciate that significant fact.

H e is familiar with “consumer de­
mand,” because occasional customers 
walk into his place of business and 
ask for articles which they have seen 
advertised in this or that National per­
iodical ;but “consumer acceptance” is 
not so well understood.

Let me illustrate what it is and how 
it' works by means of a little anecdote 
lifted from  life: A m anufacturer of
saws found that his business was fall­
ing off badly in a certain town. To 
find out just why his principal outlet 
in that town was not functioning as 
formerly, he paid a personal visit to 
the dealer in question, and said: “You 
are not selling as m any saws as you 
used to, are you?” The dealer an­
swered: “I ’m selling more than ever 
before.” And he took tha t manufac­
turer around and showed him his stock 
of saws as evidence. “But,” the manu­
facturer objected, “These are not my 
saws. You used to sell a lot of m y 
product—why did you switch to this 
other make?” “I ’ll tell you!” said the 
dealer. “These saws, as you see, are 
nationally advertised saws, and that 
makes it easier for me to sell them.” 
“O h!” exclaimed the manufacturer, 
who was one of the alm ost-extinct 
species tha t “doesn’t believe in adver­
tising” So they’ve sold you on that 
bunk, have they? Now, frankly, you 
know darn well th a t you have to do 
the selling of these saws ju s t the same 
as you do of mine. W e all depend on 
you.” The dealer smiled, but he was 
used to tha t kind of conversation, and, 
it didn’t stop his argum ent. “I t  is a 
fact that I have to  do the selling, or 
rather my salesmen do,” he said, “But 
the most valuable thing my salesmen 
have is time. Now when someone 
comes in to  buy a saw, and my sales­
man shows him one of yours, he has 
to do a whole lot of talking to convince 
the customer of the quality of your 
saw, because the customer probably 
never heard of it before; but when my 
salesman can bring out this widely- 
known saw, spring the blade, and put 
it in the customer’s hands, he can make 
his sale in four w ords: -That’s a Sim- 
mond’s Saw!’ ‘Oh, yes,’ says the cus­
tomer, with respect: ‘T hat’s a m ighty 
good saw. H ow  much is it?’ And the

sale is completed. By actual timing 
tests on my sales-floor, it takes four 
times as long to sell one of your un­
advertised saws as it does to sell the 
advertised kind—th a t is why I am sell­
ing more saws than  ever before, and 
tha t is why they are not your saws!”

Tying up to national advertising ac­
tually increases sales-pressure and al­
lows a larger volume of sales to pass 
through a given point in the pipeline 
of distribution. I t increases turnover, 
and tha t’s the biggest word in even- 
dealer’s vocabulary, isn’t it?

T urning from N ational advertising 
to the advertising done by the dealer 
for himself in his own local news­
papers, there is usually an enormous 
opportunity to increase sales-pressure 
by putting the right kind of copy into 
space that costs ju st as much whether 
it is used for “just a card” or for real 
sales-creating suggestions.

I believe it to be true tha t anyone 
who can sell goods personally can 
learn to write selling copy if only he 
will start from the same angle as in 
personal selling, and take enough time 
to do the job properly.

Few dealers take enough time to 
prepare copy. Isn ’t it true that this 
is just about the way the average deal­
er’s local advertising problems work 
themselves out?

A t about tw enty to twelve on the 
day the copy is to  appear in the even­
ing paper, the solicitor pops into the 
store and finds Mr. Dealer up to his 
neck in checking bills of merchandise, 
or som ething of that sort.

“C o p y . ready for the Evening 
W hirl?” he says cheerily. The dealer 
looks up with a s ta rt: “Gee, no!” he 
exclaims. “W hy, I haven’t' had a min­
ute to  myself all morning. Tell you 
what—can you come back in about 
half an hour, and I ’ll try to have some­
thing ready for you!”

The solicitor agrees, of course, and 
perhaps goes on down to the bank—to 
see if their copy is ready, since that 
would be the only logical reason a 
newspaper solicitor could have for 
going into a bank!

In the meantime, the dealer goes to 
the end of the w rapping counter, tears 
off a .chunk of w raping paper, gets out 
the  old E versharp and is ready to 
write his advertisement.

“L et’s see,” he muses, tapping his 
teeth with the top of his pencil, “W hat 
will we tell ’em to-day?” And, after 
waiting awhile for the brilliant in­
spiration that never comes when want­
ed, probably he rem embers that Spring 
is on the way, and decides to announce 
tha t he carries a complete line of gar­
den hose, tools, etc.—“E verything for 
the garden!”—you know the sort of 
stuff.

The solicitor returns and the copy is 
handed over. H e looks at it, and, be­
ing a diplomat, his face conveys the 
thought that this is ju s t about the 
best piece of copy he ever had a chance 
to gladden his eyes w ith a sight of. 
“Bully copy, Mr. D ealerl” he says, 
“But don’t you think we ought to have 
a cut in it somewhere, to  brighten it 
up—make it stand out?”

The dealer grunts, probably, having 
heard tha t line before, but the solicitor 
has heard that grun t before, too, so 
he isn’t discouraged. “W hen I was
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looking through our cut service this 
morning,” he enthuses brightly, “I saw 
a bully cut for this advertisement'. I t 
had a coil of hose and some spades 
and rakes and things crossed behind 
the coil—the very thing to make your 
advertisement stand out!"

“How big is it?” demands the dealer, 
having bought a three column cut site 
unseen before now. “W ell,” says the 
solicitor, “there are two sizes—one 
three column and one single column. 
Now that three column cut—” The 
m erchant shakes his head vigorously, 
and the solicitor deftly switches— 
“would be bigger than you need; but 
the single column one would go fine 
with this copy in about—let me see— 
say two tens, twenty inches.”

“Well, all right,” consents the dealer 
“but do it in less if you can!” And so 
the advertisement goes to press in two 
tens.

Supposing the rate on that paper is 
only 50 cents an inch, there are fen 
hard-earned dollars which might about 
as well have been flung down the 
nearest drain, for all the creative sales 
building effect they are likely to  pro­
duce !

H ow  should that copy have been 
written to get results? Well, how do 
we sell goods, anyhow? The answer 
is the same in all cases—we don’t sell 
goods.

Did you ever stop to figure that out 
for your salespeople? W e dont sell 
goods, we sell what the customer will 
do with the goods, because tha t is 
what makes the sale.

Take an example from your own ex­
perience. Maybe you bought a new 
overcoat last Fall? No, you didn’t 
really buy an overcoat. W hat you 
bought was warmth, comfort, protec­
tion from the weather, style, fit, and 
durability. To get those things, you 
had to take an overcoat.

Consider it from the standpoint of 
your wife—most of you have a m ar­
ried look—no one can sell your wife 
a suit or coat. W hat they must sell 
is style. If  they can sell yoyr wife 
the style in a garm ent, why then, of 
course, she has to get in tha t garm ent 
in order to be in style.

The same basic tru th  covers all 
forms of salesmanship. I t  applies to 
the professions: what dentist can sell 
you a four-hour session with his gold­
drilling machine? H e must sell you a 
mouthful of working Hmolars, of 
course. W hat optom etrist can sell 
you a pair of glasses? You don’t want 
to disfigure your manly face with 
glasses; but if you have been finding 
it hard to  read the fine type of your 
newspapers—or of your Bible—why 
then you are an easy prospect for re ­
newed eyesight.

Apply the rule to som ething right 
in the hardware line: Take wheelbar­
rows, for example. You may wonder 
why I select the wheelbarrow when 
there are so many more interesting 
things in the line; but I ’ll tell you 
that I  have had the very highest pos­
sible opinion of the wheelbarrow, ever 
since a good Irish friend of mine once 
asked me: “Did yez iver sthop to
think phwat* a wonderful influence the 
whalebarrer hes hed on civilizashun?” 
I never had. “Well,” sez he, “If it 
hadn’t bin for the whalebarrer, till me,

how would the Oirish iver have learn­
ed to walk on thir hind legs?” Even a 
wheelbarrow cannot be sold as such; 
one must sell the ready transfer of 
material from one place to another, or 
perhaps the “elevation of a race” but 
certainly not simply a wheelbarrow!

The secret of success in selling is 
simply to put oneself in the prospect’s 
place and figure out what the article 
to be sold will do to  make him happier 
or better off, and how. Then there is 
the sales argum ent all ready made. It 
works as well with the w ritten as with 
the spoken word;and if you will use it 
in your advertising, you will be repaid 
many times over for the time it takes.

L et’s not forget, though, tha t ad­
vertising doesn’t sell goods for dealers. 
L et me repeat tha t revolutionary— 
from an advertising man—statem ent: 
Advertising doesn’t sell goods for 
dealers.

The most it can hope to accomplish, 
is to bring customers into the sales­
room all ready to buy. I t  is up to 
the salespeople to complete the sale.

The retail salesperson is the most 
im portant point in the entire process 
of distribution, upon which production 
also depends.

Do you recall the illustration of the 
tank of production with the pipeline 
of distribution leading out from it? 
W ell, right a t the  end of the last 
length in the line—the length made 
up of dealers—there is a tap, and about 
80 per cent, of all the merchandise 
sold in this country has to flow 
through that tap in order to reach the 
ultimate consumer, who is the only 
person who really uses merchandise.

At the present time, according to 
nation-wide investigations which were 
conducted under my personal super­
vision, that tap is less than half open. 
In other words, less than half the sales 
tha t might be are made to people who 
come into retail stores, either as the 
result of advertising or to satisfy a 
known need.

Recall Ohm ’s law—volume equals 
pressure divided by resistance! Re­
member the application of that law to 
the half-shut tap in the bath tub. Ap­
ply the law to the pipeline of distribu­
tion, and it becomes evident that one- 
half of all the sales-pressure we de­
velop at such expense must be lost 
to us in overcoming the resistance of 
that half-opened tap at the end of the 
line!

And so the problem narrows down 
to this: W e must’ turn on that tap!

There are too many “clerks on our 
salesfloors to-day; and a salesfloor is 
no place for a “clerk.” None but sales­
men should find a place there. And 
just what is the distinction between a 
clerk and a salesman? Simply tha t 
the one creates sales while the other 
only accepts orders.

The average clerk reminds me of a 
butcher I used to know. One day I 
asked him just how he 'happened to 
select his particular trade when he 
might have gone into something clean­
er and less messy, such as hardware. 
He thought about it awhile and then: 
“W ell,” he answered, “I never really 
stoped to figure it out before, but I 
guess it m ust have been because even 
as a boy I was always fond of 
animals!”

Perhaps the average clerk selected

his life work along much the same line 
of reasoning. H e didn’t like the idea 
of being penned up on a high stool all 
day, working on a set of books. H e 
wanted to be where he would meet 
plenty of people and have a chance to 
move around, and talk to them. And 
so he chose “clerking,” because he was 
“fond of people” just as the butcher 
was fond of animals—and he has been 
handling them just about as hardly 
ever since!

Let us consider an actual case; here 
comes a business man into the hard­
ware salesroom to buy a hammer to 
handle odd jobs around his home. 
After waiting awhile, perhaps, eventu­
ally he attracts the attention of one of 
these “clerks” who m urm urs “Sumpin’ 
for you?” “I want a hamm er.” “W hat 
kind of a hamm er?” or “H ow much 
do you want' to pay?” says this aver­
age “clerk.” The business man has 
no fixed ideas on that, of course, so 
he replies, “Well, w hat have you?” 
And the clerk collects hamm ers and 
spreads them out on top of the show 
case. “H ere is a good hammer for a 
dollar,” he says, picking up the first 
one his fingers fall upon. “And here 
is one that is good for 78 cents.” No 
attem pt to explain the reason for the 
difference. The business man picks up 
one on his own account. “H ow much 
is this?” “T hat’s 35 cents. I t  is a 
good hammer,” responds the “clerk.” 
And the customer takes it.

“Thank you—nothing more this 
m orning?” The customer agrees and 
walks out' with his ham m er in his hand.

Now, what would a salesman have 
done with that case? In the first 
place he wouldn’t have waited until 
the customer came right up to him  be­
fore he moved. He would have 
jumped forward, to show that he was 
ready and willing to be of service.

Then he wouldn’t  say “Sumpin’ for 
you?” because he knows that cus­
tomers usually want som ething when 
they come into salesrooms, and that 
the first thing they say usually relates 
to what they want. So, avoiding the 
unnecessary, the salesman improves 
the opportunity to put the deal on a 
friendly basis, by smiling in a friendly 
way and greeting his customer with 
a cheery “Good m orning?”

“Good morning,” repeats the cus­
tomer, probably with a reflection of 
the salesman’s smile, and then, “I 
want a hamm er.”

Does that salesman ask “what sort?” 
or collect half a dozen and spread them  
over the show case? H e does not. 
He knows his type, and so he picks 
a good dollar hammer, brings it back, 
balances it in his 'hand as though he 
were driving a nail with it, and passes 
it to the customer who prom ptly does 
the same.

“Feel the balance of that hamm er!” 
says the salesman enthusiastically. 
“And that head is of w rought steel— 
it won’t chip like a cast head. The 
handle is selected second growth 
hickory, that is what gives it that 
firm, springy balance.”

“I t  is a good hammer,” begins the 
customer, and, because he knows what 
is coming next, the salesman antici­
pates it'. “Yes, sir, I  see you know 
the feel of a real tool—this is a special- 
tv of ours at one dollar. W e believe 
it is one of our best values and make 
a leader of it.”

The customer accepts it of course; 
but does that end the sale? N ot for a 
salesman—it is just the opening gun.
A man who buys a ham m er for odd 
jobs around the home is alm ost cer­
tain to  need an assortm ent of nails 
and perhaps a saw, and maybe a screw 
driver or a chisel or a hand hatchet 
and then while he is puttering around 
in the basem ent—probably he will 
need a stag-handled corkscrew!

It costs just about' as much in over­
h e a d -s to re  rent and light and help 
hire—to sell a dollar hammer as it 
does to sell half a dozen other related 
articles along with the ham m er; but 
the bigger the sale, the smaller the 
percentage of overhead; and the big­
ger the turnover of stock and capital, 
too!

W hy, it is nothing short of criminal 
the way the average customer is al- 

• lowed to walk out of hardware sales­
rooms without things he really needs 
and ought to have, and would insist 
upon having if only someone told him 
about them!

Most men don’t know what they 
want when they go into stores. Oh, 
yes, they have one thing in mind, per­
haps, but there are all sorts of other 
things they have been intending to 
buy sometime, about which they have 
forgotten. Remind them—it builds 
turnover and cuts the cost of making 
sales.

If the members of this Association, 
after they get' back home from  this 
convention, will pimply call their sales­
people together and remind them once 
more and in a new way, about the pos­
sibilities for making companion sales: 
if they will suggest also, as a basis up­
on which to build the power of creative 
selling, the simple slogan with which 
I shall conclude, then, I believe, the 
cost's of this trip will be repaid many 
times over during 1924.

And here is the sales-creating slo­
gan, which ought to be printed and 
placed just where the salesmen will 
see it as they stand behind their show­
cases waiting for or on customers: 
P u t yourself in your customer’s place 
And imagine th a t the customer is you 
On the other side of the counter!

The Old Reliable O ver 25,000 Patien ts  
in W e s t M ichigan

New System Dentists
w e -v e  taken pain and high price out of D en tis try  and substitu ted com fort 
and economy. A fte r  a ll, th e re ’s no place like  the  N ew  System .

. • n  T> J u s t  a  S tep  South  or Monroe Ave.41 Ionia Ave. in ( j r .  ri. One F lig h t U p; W rite  for Information.
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I  ? D R Y  GOODS, f 
FANCY GOODS NOTIONS]

M ichigan R eta il D ry  Goods Association. 
P re sid 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 re sid 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.

Ideal Clothing Co. To Retire From 
Business.

Grand Rapids, Feb. 22—W e beg 
leave to advise you that the Ideal 
Clothing Co., of this city, has executed 
and delivered to A. D. Crimmins, vice- 
president and cashier of the Grand 
Rapids National Bank, of this city, as 
trustee, a trust chattel m ortgage cov­
ering all of the property of the cor­
poration, consisting principally of ma­
chinery, tools, factory equipment, fac­
tory and office furniture, safes, m a­
chines and office supplies, cloths, 
thread, buttons and other supplies, 
overalls and other clothing, manufac­
tured and in process of manufacture, 
all notes and accounts receivable and 
other evidences of indebtedness and all 
other property used by m ortgagor in . 
and about its overall m anufacturing 
business.

The m ortgage was given to secure 
the paym ent of the claims of all of 
the creditors. The trustee has taken 
possession of the business, default 
having been made by the m ortgagor 
in the paym ent of the indebtedness 
secured. T he trustee has already re­
ceived one bona fide offer of $7,500 
for all of the assets of the company. 
If this offer is accepted, only about 
25 per cent, will be realized for the 
creditors. It may be necessary to of­
fer the assets at public sale.

I t  is advisable to dispose of the as­
sets as soon as possible. Any sugges­
tions, which you may care to  give 
which may prove advantageous to 
everyone interested, will be gladly re­
ceived. W e will be pleased to give 
you any further information when de­
sired. Jewell, Raymond & Face,

A ttorneys for Trustee.
T he list of creditors and the am ount 

owing each is as follows:
A m erican  T h read  C o .___________ $ 514.34
A m erican  L. L eaf Mfg. Co. -----  81.84
B reen & H alladay  _____________  273.51
B urling ton  B lanket Co. ------------- 22.42
C en tra l M ichigan P ap e r C o . -----  72.79
Crowley B r o s ._“________________  421.81
D ean & S h irk  __________________  225.31
D ean T h read  Co. _______________  188.25
E v erlas tiek  Co. --------------------------  83.20
F oste r, S tevens & Co. _________  42.52
F ra n k lin  M anufac tu ring  C o . -----  546.87
Jno . A. F o rd  ___________________  -50
G. R. E lectro type Co. ---------------- 1.57
G. R. D ry Goods Co. -----------------  31.08
G. R. Mult. Type Co. _________  4.89
H e trick  M anufac tu ring  C o ._____  199.98
In t. N at. T im e R ecording C o .-----  210.82
K essler-N obles-M ayo Co. _______  12.75
L ane C otton Mills _____________  1,437.83
M ichigan T radesm an  ___________  3.00
M arshall Fielde Co. ____________  791.87
P a te n t  B u tton  Co. _____________  260.00
Q uim by-K ane P ap e r Co. _______  51.64
Chas. R ubens C o ._______________  19.70.
J . L. S tifel & Sons ___________  5,559.40
P au l S teketee & Sons _________  202.53
Scovill M anufac turing  Co. _____  496.70
Saul Bros. ______________________  33.75
T isch -H ine Co. -------- ------------------  5.75
U nion Special M achine Co. ____  6.07

G en era l.
H arv ey  for r e n t ___ 1___________ $ 505.00
G. R. N ational B ank ___________  8,900.00
C. F. H . Mills ___________________1,914.00
R . L. Mills ____________________  309.04
Chas. F. H . Mills, back sa lary  __ 540.10
A. D. C arrel, back sa la ry  — ------  17.97
H opkins & M a c ln t i r e ___________  8.25
F . A. W illiam s _________________  300.00
R. L. Mills, trade  a c c o u n t --------- 1,631.99
Chas. F. H . Mills, trad e  accoun t 1,631.99

A. D. C arrel, trad e  account ___  618.07

$28,179.10
Jan. 1 the company showed assets 

as follows:
Cash on hand  _________________ $ 75.00
A ccounts receivable ___________  6,573.17
Inven tory  ______________________  6,348.07
M achinery and  tools _______  10,701.97

The loss from operating during 1923 
is set down at $7,891.43.

The Hats and Dresses Match.
One of the features of the styles in 

children’s Summer clothing tha t is 
now being displayed in the showrooms 
of the children’s wear m anufacturers is 
the use of the same material and trim ­
ming for hats as for dresses. H ats to 
match dresses are particularly effec­
tive in voiles and other lightweight m a­
terials. One popular model is of light 
tan voile trimmed with rows of cream- 
colored Valenciennes lace. The hat to 
match is a modified tarn of voile, with 
lace edging. This is a practical as 
well as good-looking combination, ac­
cording to a bulletin sent out by the 
United W om en’s W ear League of 
America, as both the hat and the dress 
may be laundered whenever desired. 
Self-trimmed taffetas in the lighter 
shades are seen in the “dressier” 
frocks for Spring wear by children, the 
trim m ing taking the form of pleatings.

See a Double Season.
Because of the lateness of E aster 

this year the possibility of a double 
season, resulting in a period of in­
creased wholesale activity shortly be­
fore that event, is being talked of in 
the garm ent trade. I t is pointed out 
that retailers, with the w eather favor­
able, expect to open their Spring 
ready-to-wear season in a thoroughly 
effective m anner in the near future and 
the consum er response is expected to 
be good. All of the garm ents sold, ac­
cording to this version, will probably 
be worn immediately, this necessitat­
ing other purchases for Easter. Some 
m anufacturers look for a slump after 
Easter, which will be followed by an­
other period of renewed demand.

No Boom Signs Evident.
W ith the second month of the year 

approaching its end, wholesalers see 
nothing on the horizon that indicates 
a condition approaching a boom. In 
textile and apparel lines the Spring 
business has tended to  develop on 
about the same basis, as far as volume 
is concerned, as that of the last' half of 
1923. The prim ary m arkets are begin­
ning to give their attention to  the Fall 
and, as far as tha t season is concerned, 
the trend is toward conservatism. In 
the opinion of leading local m anufac­
turers the whole year will probably be 
one in' which volume will run about 
the same as last year, unless circum­
stances not anticipated now make 
their influence felt.

Style Tendencies a Factor.
One of the most im portant develop­

ments in the cotton goods business in 
recent years has been the increasing 
value of style as a sales factor. Not 
only have lines of these fabrics that 
come properly under the head of style 
merchandise been given more attention 
in recent seasons than ever before, but 
to an even greater extent this has 
been apparent in goods heretofore 
listed in the semi-staple class. Great 
strides have been made in the styling 
of ginghams in recent years, and the 
lines offered or about to be offered for 
Fall are the best styled that have ever 
been put before the trade. Similar 
strides have been made in the styling 
of percales and the new lines of these 
goods are a far cry from the percales 
of a few seasons back. T hat buyers 
appreciate the change is apparent from 
recent sales, which have improved ma­
terially. One disturbing factor of the 
style influence, however, is the way 
sales of bleached goods ihave been cut 
into by the introduction of well-styled 
cloths converted for lingerie purposes.

Fall Hat Prices May Advance.
M anufacturers of men’s felt hats, in 

covering their hatters’ fur requirem ents 
for next Fall, are under some handi­
caps. Prices on both the French and 
Australian skins are somewhat higher 
than they were a year ago, the quan­
tity available is not large, owing to in­
creased buying of these grades by the 
garm ent trade for trim m ing, and, fi­
nally, the hatters’ reserves are the low­
est they have been in several years. 
The talk in the trade is that, because 
of strong prices for raw material and 
high labor and m anufacturing costs, 
prices on Fall hats will be higher. 
W hether the advance will be made at 
the coming showings, however, also 
depends on the m anufacturers’ judg­
ment of the consum ers’ response to 
higher prices.

More Hosiery Cuts Coming.
Rumors are current in the knit goods 

m arket th a t there are some further re­
ductions due in artificial silk hosiery. 
W hen the general reductions were 
made two or three weeks ago, accord­
ing to the special news letter of the 
National Association of H osiery and 
U nderwear M anufacturers, one or two 
of the more prom inent commission 
houses did not make new prices. W hen 
these prices are named, however, it is 
understood that they will be below

the levels established by the other cuts. 
In the cotton hosiery end of the m ar­
ket there have been some reductions 
here and there, but they are more in 
the nature of a return to levels com­
mon before recent advances took place 
than an actual cutting of prices.

Linen Dresses Lead Demand.
Linens are the big sellers in the lines 

of wash dresses for the new season. 
Some of the leading wholesalers are 
having difficulty in filling the orders 
of retailers for the linen dresses. A 
representative of one concern, in com­
m enting on this, said yesterday he 
could not make deliveries until March 
15 or later. The high colors are fav­
ored, he continued, and the better 
grade merchandise is selling well. 
Voiles are in demand, although not to 
the full extent, as they sell in more 
volume with the approach of warmer 
weather. Broadcloths are being fea­
tured in the higher price ranges. Ging­
hams are finding a staple demand.

Lightweight Shoes in Vogue.
The vogue for m en’s shoes of the 

featherweight' variety, which first mani­
fested itself in footwear for sports 
purposes, is now spreading to shoes 
for street and afternoon wear. They 
are of lighter construction throughout 
than the type of shoe that' has been in 
vogue for so long, but the chief saving 
in w eight is in the soles. These have 
been reduced from ten-iron thickness 
to six-iron. The new shoes are made 
very plain, and one of their features is 
the incorporation of the broad toe 
that' has been so conspicuous in foot­
wear on the brogue order.

Religious controversy that stirs up 
argument's over Biblical points arouses 
curiosity and makes even the apathetic 
eager to read for themselves. The 
figures ju st given o u t here by the 
American Bible Society show plainly 
that, whatever other effect's the cur­
rent controversy may be having, it is 
at least helping the distribution of 
Bibles, of which 2,395,000 in 100 
tongues were issued last year, or 
double the num ber placed in 1922. The 
secretary of the society finds the pres­
ent demand greater than at any time 
in the last twenty-five years. Neither 
side can complain of this tendency to 
go back to original sources, and both 
should be encouraged that the pub­
lic interest is so great in the book both 
sides revere.

R eady To W ear G oods
T im e ly  S u g g e stio n s lo r E a r ly  S a le s

Large A ssortm ent “Ladies Muslin W ear,” Gowns, Skirts, Princess 
Slips, Step-ins, Ladies’ and Children’s Bloomers.
“Slipova” Play Suits, Creepers, Rompers.
Dress and Rom per Combination Camp Suits, Khaki K nickers. 

“Big Yank” Men’s W ork Shirts.
Boys’ W ork Shirts and Blouses.

SPE C IA L —
Men’s Cheviot W ork S h i r t __________ _______Doz. $7.87}4
Men’s Blue or Grey W ork Shirt ___________ Doz. 8.50
Heavy, Grey or Blue W ork S h i r t___________ Doz. 8.25

C a ll  on u s  w h e n  in  onr o ily , or w rite  fo r  sa m p le s

P A U L  STEKETEE &  SONS
W H O L E S A L E  D R Y  G O O D S  

G R A N D  R A P ID S , M ICH IGAN
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THE NEEDS. OF THE DAY.
Continued from Page Eleven) 

which must challenge even the busi­
ness interests of the town. In  this 
same town if the records are correct, 
there has been a gain of five church 
members in an equal numbdr of years. 
You cannot build a perm anent town 
and country community with this ser­
vice left out of your calendar.

Some Principles and Implications 
for the Organization of This Town 
and Country Community: Three prin­
ciples may need consideration in this 
program of community, town and 
country relations. F irst, the medium 
for such organization is confidence. 
The turning point' is always motive; 
this implies the great social and emo­
tional basis which has been stressed. 
Second, the stimulation of a commun­
ity consciousness can come through 
recognition of common problems, but 
also through a recognition of the 
special or group interests, namely that 
of farm er and of townsman separately. 
Co-operation is builded upon equalities. 
The farmer can organize about his in­
terests and the townsman about his; 
then come together as a union of 
equals, ready to fight common battles. 
Third, confidence and fellow-feeling 
are conditioned pretty  largely on un­
derstanding. This principle is being 
recognized and urged by such organ­
izations as Farm  Bureau Federation, 
the Grange, the Sidney Anderson Con­
gressional Committee on Agricultural 
Enquiry, and the bureaus of State and 
National Chambers of Commerce. This 
result must come about by a sane but 
constant education on the part of each 
group regarding the work, the ser­
vice, the difficulties and the im portance 
of the other group.

The terminal for this whole discus­
sion will be the pointing up of the 
implications which have been scatter­
ed along through. F irst, for the towns­
man, it means that his tow n must be­
come a specialized service station for 
the larger community. Each town 
may well specialize with reference to 
the services it can render most effi­
ciently. Round about each town are 
what may be called concentric zones 
of service or organization influence. It 
might be described as drainage basins 
around each town center. In  t’he zones 
nearest this center the services are en­
tirely discharged or it might be said 
that the drainage is complete in the 
direction of the town. In areas further 
out', secondary systems leading to 
other towns or to small open-country 
centers are set up and the social and 
economic water sheds appear on an 
ever-widening scale. This means, of 
course, that a town and its community 
cannot live unto itself but m ust work 
out interrelations with other towns 
and and their service drainage areas.

Second, for the farm er the implica­
tion means the assumption of a keen­
er responsibility for the larger com­
munity rather than holding to a fam­
ily or a neighborhood economy. The 
farmer is in dire need of this larger 
community organization where his 
own interests may be safeguarded, and 
at the same time united with those of 
h s town or city in order to effect an 
efficiency commensurate with greatly 
expanded needs of his day.

Still Solving the Problem of the 
Universe.

Detroit, Feb. 26—It is announced 
that the Michigan A gricultural Col­
lege will establish new courses includ­
ing English, economics, sociolagy, po­
litical science, mathematics, drawing 
and designing. U nder these added 
features I am wondering what' is go­
ing to become of the clean Cut, red 
blooded farmer boy or girl who pri­
marily goes to the M. A. C. to receive 
instruction as to better methods of 
farming. W ill he or she ever go back 
to the farm, and if not, why an agri­
cultural college, when we already 
possess a State university?

Brigadier General Butler, tem por­
arily director of public safety in Phila­
delphia—Philadelphia, mind you—
made a speech in Chattanooga the 
other night on the subject of the en­
forcement of the Volstead act, extoll­
ing his own success in Philadelphia in 
cleaning up that city and incidentally 
rem arking that “Any marine will tell 
you that it is a sign of weakness, fool­
ishness, absurdity to say tha t our 
laws cannot be enforced. They can 
be enforced and will be enforced. Let 
it be understood that those citizens 
who do not like our laws should leave 
the country.” Gen. Butler, himself of 
Southern nativity, might have been 
visibly embarrassed if someone had 
mentioned “low bridge’’ during his 
rem arks or called his attention to the 
fundamental law on “equal rights.” 
W ould he not' depopulate the entire 
South by applying his intimation of 
deportation for law breakers? And 
besides to what clime are these native 
born mutineers and buccaneers to be 
deported?

The Berrien County Ministerial as­
sociation does not seem to like Sen­
ator Couzens’ expressed opinion as to 
what he personally thinks of certain 
features of the Volstead act, though 
the Senator has told them emphatically 
that while he claims the right to hold 
a personal opinion on the subject, the 
Michigan people have emphatically ex­
pressed themselves on the question of 
prohibition and he proposes to repre­
sent them when it comes to perform ­
ing his official duties.

Seemingly a fair enough statem ent 
for fair minded folks.

As a private citizen the Senator 
seems to possess the “courage of his 
convictions,” but he realizes that he 
was not sent to W ashington to repre­
sent himself, bu t his constituency.

Cut and dried, boss directed senti­
ment seems to prevail in legislative 
circles, but Senator Couzen’s occasion­
al outburst's refresh me exceedingly 
and I hope he will continue to keep 
Michigan on the map. I t has been a 
long time since anyone, without refer­
ence to congressional directories, could 
positively state the names of our con­
gressional representatives.

President Angell, of Yale, seems to 
be very much in favor of turning out 
sound minded citizens who will even­
tually get beyond the sporting pages 
of the newspapers, rather than have 
the universities of the Nation u§ed as 
training schools for circuses and the 
movies. He has declared himself 
against the undue prominence of 
athletics in the university and he ad­
vances argum ents, based on actual ex­
perience of institutions of learning.

He discloses the fact that while it is 
commonly said that the universities 
must get into the thick of the battle 
for athletic supremacy, for the reason 
that young men will not affiliate with 
colleges which are habitually on the 
wrong side of the score in their games, 
and tha t the successful ones attract 
the students, is not borne out by ac­
tual statistics.

On that point Dr. Angell brings to 
bear figures which go to show that 
Yale has progressed quite as rapidly

when its athletic achievements were 
mediocre as it did when they were 
constant winners, and that H arvard’s 
experience was not dissimular. There 
is no reason to suppose that what has 
been said of these two famous institu­
tions of learning is not also true of 
other colleges. But even if it should 
be shown that some universities have 
grown most rapidly when their teams 
have been winning, it does not follow 
that such grow th has been desirable. 
Young men who allow the record of 
a college’s athletic achievements to 
influence them in the selection of an 
institution in which to complete their 
education are not likely, when they 
have received their degrees, to add 
greatly to the glory of their alma 
m ater, by their after evidences of ac­
complishment; and certainly testimon­
ials to be found in sporting columns 
are not particularly appealing adver­
tising to the fond parent whose wal­
let is approaching depletion to secure 
for his offspring a better education 
than the one he has enjoyed and which 
has made it possible for the boy to 
have an easier transit through life 
than he has had.

I have never heard the soundness of 
Dr. Angell’s logic seriously ques­
tioned and he will add luster to his 
career by continuing his analysis of 
such vital subjects as ethics in educa­
tion. Frank S. Verbeck.

Styles in dogs are as much subject 
to change as fashions in clothes, al­
though this year’s Madison Square 
Garden (New Y ork) show indicates 
that the shepherd or German police 
dog is still holding his own in popu­
larity. The shepherd replaced the 
Airedale, still liked, as are all the one­
time favorites, such as the Boston 
bulls, the bull terriers, the wire and 
smooth-haired foxes and the collies, 
which held sway just ahead of the 
Airedales. Two new breeds are the 
M anchester and the K erry blue te r­
riers, both possessing the alert intel­
ligence of the whole terrier family and 
their good manners as well. The 
Airedale was an ideal dog from many

standpoints, but these new representa­
tives of the ever-popular blood have 
advantages over their courageous 
cousin. T he crowds that throng the 
dog show every year and their keen 
interest not only in classes but also 
in individual pets, which exhibit their 
personalities perfectly under the strain 
of the exhibition, prove that man’s 
love for his faithful friend does not 
lessen, even if city life does make their 
companionship more difficult.

Mussolini has sense enough to know 
that at election time he must have 
something more than a sure-fire party. 
The Fascisti will elect him and any 
other man he indicates; but among 
those elected he wants seasoned lead­
ers, especially leaders of the old re ­
gime. Form er Prem ier and Foreign 
Minister Orlando is one of those that 
he has persuaded to run on the Fascist 
ticket. In Parliam ent he will add con­
siderably to Fascist strength. There 
is also another point. Fascism has 
never been so strong in South Italy 
and in Sicily as in the North. In the 
South even the Fascist' party itself has 
been rent by dissensions. Orlando 
will help bring the South to  Fascism. 
This will go far tow ard obviating a 
danger that Mussolini has faced since 
the beginning of the movement, the 
growth of sectionalism.

All businesses worth while—and that 
is enduring—is based on superior ser­
vice. In primitive business, one man 
raised corn, another hunted pelts, and 
they exchanged their products. The 
basis was “You work for me, I ’ll work 
for you.” That basis has never al­
tered. Every sale or every purchase, 
every business alliance should be based 
on service only. If this is faulty, or 
if it is superlative, men will find it out. 
And the verdict will fix your place.”
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Turning Egg Losses Into Profits.
The im portant part which the 

humble egg plays in the business of 
the retailer of foodstuffs, and the loss­
es which accrue from breakage, im­
proper handling, and other causes, 
makes pertinent the suggestions ad­
vanced by the Retail Grocers Advocate 
recently as to ways and means where­
by some of these losses may be fore­
stalled and some a t least may be 
turned into profits.

H ere’s what the Advocate has to say 
relative to the m atter:

Average gross profit on eggs is 
about' twenty-five per cent. Principal 
inroads made upon this profit are 
breakage, which can largely be cur­
tailed through efficient store methods.

Possible gross profit on eggs for re­
tail grocers runs from 20 per cent, to 
30 per cent., according to the m arket 
price, while 25 per cent, is a fair aver­
age. The principal inroads made up­
on this profit are breakage, neglecting 
to grade and neglecting an economical 
method of packing and delivering the 
eggs. Most of what really amounts 
to a loss in the handling of eggs can be 
curtailed by efficient store methods.

There are not enough grocers who 
place the im portance on eggs that they 
should. Too many regard eggs simply 
as staples that they must handle be­
cause there is a steady demand for 
them —not because they believe there 
is any real money to be made on eggs. 
Many grocers put up with a trifling 
profit on eggs, and suffer excessive 
losses through breakage and ineffi­
cient store methods, because they m is­
takenly figure tha t “the egg business 
doesn’t amount to much anyway.”

As a m atter of fact, few, if any, 
goods the grocer handles affect his 
entire business more than eggs. Let 
him acquire a reputation for selling 
poor eggs or for giving poor service 
on egg deliveries and his trade will 
begin to desert him at once.

If, on the other hand, he becomes 
known for the high quality of the eggs 
he sells, and for satisfactory delivery 
service, without breakage, his business 
booms. New customers come to him. 
His old customers stick to him, and do 
all their grocery buying at his store.

Statistics compiled by United States 
Government investigators show that 
grocers throughout the country lose 
about $25,000,000 every year through 
egg breakage and yet there are g ro­
cers who, when asked, usually say 
that they have little or no breakage 
to contend with. If this is so then they 
have adopted a proper method of 
handling eggs.

A recent house-to-house canvass of 
more than 2,500 housewives in a large 
city, brought out these amazing facts:

T hat 76 per cent, of those receiving 
eggs in cartons reported breakage and 
that 84 per cent, of those receiving 
eggs in bags reported breakage.

Actual cash loss in the broken eggs 
themselves runs into money. In deliv­
ering only 5,000 dozen eggs in paper 
bags the average breakage loss is $34. 
These figures are based on one broken 
egg in every 3 dozen 25c eggs—2 7/16 
per cent., though reliable statistics 
show breakage loss of from 7 per cent, 
to 10 per cent. And carton delivery 
statistics show 5 per cent, to 7 per 
cent, breakage.

No m atter how carefully the eggs 
and containers are handled, breakage 
occurs constantly when either bags or 
cartons are used for delivery purposes. 
Neither of these containers is designed 
to give the eggs any real protection. 
Even if the eggs are safely placed in 
the container the trip in the wagon is 
likely to prove costly. Cans of vege­
tables, for instance, have a way of 
dropping upon egg packages and if 
the wagon back too sharply to  a curb 
or crosses the car tracks too hurriedly 
some sm ashing is bound to occur.

Some form of carrier is needed that 
will give eggs protection in delivery— 
a carrier that can be filled rapidly 
w ithout danger of breakage and tha t 
will present the eggs in an attractive 
m anner to the customer.

Loss due to  selling eggs w ithout 
grading them as to size is considerable. 
A grocer retailing five cases of eggs 
each week, or 7,800 dozen eggs per 
year, loses roughly $5 per week or 
$260 yearly if he sells them  at a fixed 
price per dozen, ungraded as to size 
and color. H e is literally throw ing 
money away.

Candling should be regarded as an 
absolute necessity by every grocer. It 
is required by good business every­
where, for no grocer can afford to 
risk complaints on the quality of eggs 
he sells. The contents of every case 
of eggs may be divided into two 
classes—the smaller or standard size 
egg and the large or select egg. In ­
vestigation shows that the select con­
stitutes tw o-thirds of the case. Only 
one-third are of standard size. It is 
the standard size egg on which the 
retail price per dozen is based. There 
is no more reason for the grocer to 
sell large and small eggs at the same 
price, than for him  to charge the same 
for large and small oranges. The 
very regularity in size of graded eggs 
is an advantage in itself. It carries 
a suggestion of higher quality. It 
should be borne in mind too that 
three or four small eggs do not make 
the rest of the broken dozen look 
larger. On the contrary the small 
eggs shrink still more by comparison.

The grocer is entitled to and should
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receive at least 5@10c more per dozen 
for the select size eggs than for the 
standard size.

As eggs run two-thirds large and 
one-third small this would mean that 
for every dozen he sells at 25c for 
example, he should sell 2 dozen at 30c, 
and this added 5c per dozen on the 20 
dozen large eggs means a clear gain 
of $1 on each case. T hat it runs into 
money in a year’s time is self-evident. 
If the grocer sells only 4 cases a week, 
or 6,000 dozen a year, he is ahead $4 
a week or $208 a year.

The grocer who not only grades his 
eggs but sells the select under a brand 
name of his own, is still more up-to- 
date. The brand name increases the 
saleability of his eggs and justifies a 
price increase of from 5c to 10c per 
dozen over his standard size unbrand­
ed eggs. The m atter of branding is 
im portant. Eggs are not like coffee 
or breakfast food, where the roasting 
and blending or a particular process 
of manufacture governs the quality. 
An egg is a natural product and like 
meat it is perishable. The quality of 
eggs when delivered to the custom er 
depends on the care with which they 
are handled by the seller. The re­
tailer is held responsible under the 
law. This makes it necessary for him 
to grade the eggs himself and for his 
own protection to put' them out under 
his own brand name—a brand which 
can be obtained at his store only and 
not at any of his com petitor’s stores. 
In this way, a good grade of eggs can 
truly be made a trade-puller.

In selecting egg handling equipment 
the grocer should investigate all dif­
ferent methods bearing in mind these 
four im portant points — convenience 
and safety in filling—safety in deliver­
ing—service to the customer—and low 
net cost.

H igh Cost of Delivery Service
The common cost of retail deliver­

ies is about 1.5 per cent, of net sales, 
according to the domestic distribution 
departm ent of the Chamber of Com­
merce of the United States. For some 
establishments they have reached a 
maximum of 3 per cent. The cost of 
delivering parcels is thus seen to be 
a considerable item in the retailer’s 
expenses. The m atter in the opinion 
of this department of the chamber, de­
serves more attention than it has yet 
received, and for stim ulating inter­
est in the problem the departm ent has 
issued a bulletin entitled “Economies 
in Central Delivery Systems.” It 
urges that in every city in which m er­
chants conduct their own deliveries an 
investigation should be made to de­
termine whether a more economical 
method may not be adopted.

Three plans of central delivery are 
discussed. These are co-operative 
deliveries, privately owned central 
deliveries, and the use of the parcel 
post. The co-operative method has 
already proved successful. It is diffi­
cult to  secure efficient management 
for it, and m erchants are distrustful of 
one another, fearing that their com­
petitors will get more advantage from 
the system than themselves. The 
methods of centralized delivery that 
have worked best are privately owned. 
H ere the manager is working for him­
self, and individual initiative has more

chance for free play. The parcel post 
delivery system has been utilized to a 
limited extent in a num ber of cities, 
but restrictions as to the size and 
weight of parcels make it not al­
together practicable. I t is pointed out 
that every town has one or more 
truckmen or trucking companies, 
which might be used as the nucleus for 
a central delivery system. Conditions 
differ so greatly in different communi­
ties that no hard and fast rules can 
be laid down, but for each one there is 
a best method, and the high cost of 
delivery by individual establishments 
should justify more study being given 
to the question.

Women Tell Why They Buy.
A few months back the extension 

division of one of the large state uni­
versities queried, by means of a ques- 
tionaire, a large num ber of women, 
residents of both farm and city, with 
a view to ascertaining the relative 
power of the various influences which 
cause them to buy.

The questions with their replies 
were carefully separated as between 
the two groups of women, making it 
possible in analyzing the results to 
determine ju s t the rank which each of 
the several buying influences was en­
titled to in the case of farm and town 
women. The results are worth con­
sideration by retailers who may find 
therein that which will indicate that 
too little emphasis has been placed 
upon one factor and too much upon 
another.

The replies coming from the women 
residing on the farms, when analyzed 
and tabulated, showed the result to be 
as follows:

1. Shopping from store to store.
2. Recommendations of friends.
3. W indow displays.
4. Newspaper advertisements.
5. Recommendations of merchants.
6. M ail-order catalogs.
7. Samples.
8. Circulars through the mail.
9. Demonstrations.
10. National magazine advertise­

ments.
11. Billboards.
12. Street car signs.

City W omen Respond Thus
1. W indow displays.
2. Newspaper advertising.
3. Shopping from store to store.
4. Recommendations of friends.
5. Recommendations of merchants.
6. Samples.
7. National magazine advertise­

ments.
8; Demonstrations.
9. Circulars through the mail.
10. Mail-order catalogs.
11. Bill boards.
12. Street car signs.
The survey is enlightening. It re­

veals both the strength and the weak­
ness of the average merchant in the 
average community. Study of it will 
give interesting counsel to any retailer 
from which he may derive ideas for 
bettering his store and his service, im­
proving advertising and “stepping up” 
his salesmanship power.

The man who waits for business to 
come to him and does not advertise 
while he waits, has a long wait ahead 
of him and not much at the end of it.

Beating Them To It.
A Caliornifornia grocer named 

George W. Caldwell, is trying an ex­
periment that I recommended to the 
readers of this paper several months 
ago. W ith Mr. Caldwell, however, it 
is no longer an experiment; it is a 
success.

The scheme is to sell goods both 
ways—in the service way, using credit, 
telephones and delivery, and in the 
cash and carry way. I think I said 
that this might possibly be done in 
the same store, but that it could be 
much better done with two stores, pre­
ferably adjoining.

The point is that by keeping the 
cash and carry trade for yourself you, 
of course, prevent somebody else from 
getting it.

Mr. Caldwell runs two stores, one a 
typical service store, the other a 
typical cash and carry store. He does 
about $300,000 a year in both places, 
but the service store does more than 
half. I should think this would give 
Mr. Caldwell the greatest possible 
satisfaction. If the stand he uses as 
a cash and carry store is as good as 
■that for him, doubtless some com­
petitor would have seen its possibilities 
too, if Mr. Caldwell hadn’t used it, and 
would have taken over $100,000 of 
business from him. In other words, 
if he hadn’t done what he did, his busi­
ness would be about $175,000 instead 
of $300,000.

The most profitable game in the 
world is beating people to things.

Elton J. Buckley.

Rising out of the commonplace is 
possible to every man who will do it.

Chocolates

Package Goods of 
Paramount Quality 

and
Artistic Design

You Make

Satisfied Customers
when you sell

“ S U N S H I N E ”
FLOUR

Blended For F a m ily  Use
The Q u ality  is S tandard and the 

Price Reasonable

Genuine Buckwheat Flour 
Graham and Corn Meal

J. F. Eesley Milling Co.
The Sunshine Mills 

PLAINWELL, MICHIGAN

Watson-Higgins Milling Ca.
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
ulated meal, Buckwheat flour and 
Poultry  feeds.

Western Michigan’s Largest Feed 
Distributors.

N I I C M
'The Wholesome Spread fo r  Bread

The standard 
by which all others 

are judged

HIGHEST QUALITY 
100% CO-OPERATION 

SNAPPY SERVICE

I. VAN WESTENBRUGGE
DISTRIBUTOR

Grand Rapids Muskegon

“Health’s Best Way,
Eat Fresh Fruits and Vegetables 

Every Day”
C alifo rn ia  S u n k is t O ranges 
F lo rid a  “ O k e ” G ra p e fru it 
Im p eria l Iceb u rg  L e ttuce  
F an cy  “ Y ellow  K id ” B ananas

F o u r inexpensive  fresh  foods th a t  a re  delic ious, n u tr itio u s , 
w holesom e and  fu ll of v itam ines.

The Vinkem ulder Com pany
G RAND R A P ID S , M ICHIGAN
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M ichigan R eta il H ard w are  Association. 
P re sid e n t—A. J . R ankin , Shelby.
V ice P re s id en t—S co tt K endrick, F lin t. 
S ecre ta ry —A. J . Scott, M arine City. 
T re a su re r—W illiam  Moore, D etro it.

Good Buying a Pre-Requisite To 
Good Selling.

W ritte n  fo r th e  T radesm an.

A prime requisite to successful sell­
ing is successful buying. This is as 
much a fact in the hardware business 
as in any other line of trade.

Moreover, a prime requisite of suc­
cessful buying is accurate knowledge. 
The hardware dealer should know his 
goods, should know' what he has in 
stock, and should know what his cus­
tomers are likely to require.

The annual inventory is exceeding­
ly useful in the buying department, 
if the hardware dealer will take its 
lessons to heart. He will find in the 
annual inventory what lines he has 
overbought for the sake of a “better 
price.” The inventory will also in­
dicate the slow-selling lines and the 
quick-selling lines.

It is only by studying the lessons of 
experience, and by keeping closely in 
touch with his stock and his sales, that 
the hardware dealer can secure that 
intimate knowledge of his goods and 
his customers that particularly equips 
a m erchant to  buy successfully.

H ardw are buyers are unconsciously 
handicapped by an old tradition. It 
is the time-honored tradition that' a 
hardware stock is perfectly safe be­
cause hardware cannot depreciate or 
deteriorate, and is unaffected by style 
changes.

T hat was true enough in the days 
when the hardware stock consisted 
largely of nails, glass, locks, hinges 
and everyday working tools. But the 
hardware stock in these times is a de­
cidedly different proposition. New 
farming implements, new mechanical 
devices, kitchen utensils and house­
hold goods, art goods, hammered 
brass, cut glass, alarm  clocks—the 
modern hardware store carries lines as 
widely varied as those of any other 
store, and as susceptible to deprecia­
tion and to changed public demand.

Under such circumstances, the first 
requisite in buying for the hardware 
store is careful and judicious selection. 
Selection is more vital even than price. 
The article with a small margin, 
bought so carefully tha t it finds a 
sure sale, brings the m erchant a bet­
ter profit than t'he article allowing a 
wide margin of profit but which, be­
cause it was bought heedlessly, stays 
on the shelf.

Quality and quantity are both im­
portant factors. Q uantity buying hr.s 
tripped up many a supposedly shrewd 
hardware dealer. Quality, on the other 
hand is even more im portant.

The hardw are dealer’s problem is to 
know, and to  buy not the best article, 
or the cheapest, but the one which his 
public will buy from him. H e must 
know the demand of his customers for 
regular lines. He must also be able, 
a still more difficult problem, to ap­
proxim ate their capacity for absorbing 
specialties. H e must also neither over­
estimate nor underestim ate his own 
ability to persuade his customers to 
buy the goods he stocks.

Price is often a pitfall. The lure of 
a big margin of profit has frequently 
led to the purchase by the dealer of 
goods in larger quantities than his 
trade can easily absorb. Overloading 
is dangerous. I t ties up capital that 
should be turned over frequently. 
Quick turnovers with apparently small 
profits often represent better business 
than slow sales with supposedly gen­
erous profit-margins. I t is from the 
goods he sells that the m erchant must 
draw all his profits. The goods that 
stay on the shelves not merely bring 
him nothing, but reduce his profits.

Price is, of course, vital. Goods 
should allow a decent margin. Here, 
again, to the hardw are dealer, knowl­
edge is power. In this case what he 
requires is knowledge of the markets. 
It will pay any dealer to closely watch 
not merely the actual price fluctuations 
but world conditions th a t may, per­
haps months hence, bring higher or 
lower prices.

One hardw are dealer I know keeps 
a card index of the more im portant 
prices, posting them every day.

“I really believe,” he told me, 
“there are 'hardware dealers, even in 
times like these, who try  to carry all 
the price changes in their heads. I ’ve 
always made it a practice to relieve my 
mind of that sort of burden by jo tting 
a change down where it would be con­
venient to find it when I wanted it, 
and never in the way at other times. 
Form erly I used an indexed book, but 
tha t proved cumbersome so I resorted 
to the card index.

“The cards are arranged in alpha­
betical order, each card being devoted 
to a particular article or line. Thus, 
it is a m atter of just a moment to en­
ter each price change as it comes to 
my notice. If there’s an advance, say, 
in turpentine, I take out the turpen­
tine card under ‘T ’ enter the change 
with the date, and replace the card. 
Of course, I have all the latest cata­
logs filed away; but this system helps 
me to keep tab on all other quotations. 
I t  is more convenient than the book 
system, for when a card is filled I can 
start a new card for the same article 
and throw  the old one away.

“ I find th a t I save quite a bit by 
keeping closely in touch with the m ar­
kets and following the trend of prices.

THE TOLEDO PLATE & WINDOW GLASS COMPANY
Mirrors—Art Glass—Dresser Tops—Automobile 

and Show Case Glass
All kinds of Glass for Building Purposes

501-511 IO N IA  A V E ., S. W . G R A N D  R A P ID S , M IC H IG A N

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

Foster, Stevens &  Co*
W HOLESALE H A R D W A R E

157-159 Monroe Ave. - 151-161 Louis Ave., N. W.
GRAND - RAPIDS - M I C H I G A N

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

GRAND RAPIDS, MICH.

Exclusive Jobbers of Shelf Hardware, 
Sporting Goods and

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

United Motor 
Trucks

To Fit Your BusinessA SIZE 
AND 

STYLE
SALES SERVICE

ECKBERG AUTO CO M PANY
310 IONIA AVE^ NW.

J

K ept aw ake by ra ttlin g  windows

K e e p  th e  C o ld , S o o t  a n d  i u s t  O u i
Install “ AMERICAN W IN D U STIT E ” a ll-m e ta ' 
W eath er S trip s and  save on your coal bills, m ake 
your house-clean ing  easier, ge t m ore comfort 
from  your h ea tin g  p lan t an d  p ro tec t your 
fu rn ish ings and  d raperies from  the  outside dirt, 
soot and dust.

S torm -proof, D ir t-p ro o f, Leak -p ro o f 
and R attle -p ro o f 

Made and  Installed  Only by 
A M E R IC A N  M E T A L  W E A T H E R  S T R IP  CO. 

144 D ivision A ve ., N orth
C ltz- Telephone 51-916 G rand Rapids, Mich.
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In this the trade papers are a big help.”
Another helpful accessory in caring 

the needs of the hardware buyer is 
the want book.

Various systems are used by differ­
ent dealers for keeping track of the 
“w ants”. The book system is the 
original, but here again loose leaf 
and. card systems are also useful 
One store has little pads printed in red, 
yellow and blue. If an article asked 
for is out of stock and has not been 
in stock before, the salesman notes the 
item on a red slip and sends it to the 
cashier’s office. If an article usually 
carried is out of stock, a blue slip is 
used. If an article in stock is seen to 
be getting pretty low, so that im­
mediate re-ordering is advisable, the 
name and particulars of the article are 
entered on a yellow slip, with a nota­
tion of the quantity in stock. Every 
time a call is made for an article out 
of stock, or almost out of stock, a slip 
is filled out and turned over to the 
cashier’s office. At regular intervals 
the dealer himself goes over the slips. 
They afford some idea as to the de­
mand for lines not stocked, the call 
for goods that have gone out of stock 
and the demand for lines that are run­
ning low.

For ordinary purposes the want 
book properly kept, is ample. It is a 
good scheme to provide four or five 
books, hung in different part > of the 
store, so that the salespeople will be 
able to enter the want immediately it 
comes to their notice without having 
to go to some other part of the store 
or- to trust, even tem porarily, to 
memory with the chance of forgetting 
the item entirely.

W ith his market quotations handy, 
his list of wants, and his knowledge 
of the status of the stock, the hard­
ware dealer is well equipped to buy 
when the traveller comes. One man 
makes it a practice, on receipt of the 
notice of a traveller’s pending visit, to 
get his material together and make 
out his list. Thus he knows what he 
needs, and how much he needs, and is 
not left to guess work, or apt to be 
swept off his feet by argum ent, jolly­
ing or the lure of a quantity price.

Of course more elaborate stock- 
keeping systems are in use in many 
large stores, and have their value; but 
for ordinary purposes the problem can 
be handled with the very simple m a­
chinery I have indicated.

Knowledge is assuredly the corner 
stone of successful buying—knowledge 
of your customers, of your stock, of 
the demand for specific lines, of the 
prices at which you should be able 
to buy, and of your own ability to put 
across new lines in case you decide to 
take them up. V ictor Lauriston.

Silverware Buying Irregular.
Although reports from the Maiden 

T.ane district of New York indicate 
some irregularity in the business done 
of late, in that certain concerns have 
fared better than others, they further 
show that the orders taken are, on the 
whole, fairly satisfactory. Sales are in 
some instances smaller than they were 
at this time last year, but' this is 
charged against the lateness of E aster 
this year and the consequent shorten­
ing of the A pril m atrimonial ggason.

It is confidently expected, however, 
that' this shortage will be made up dur­
ing June, when a larger than usual 
crop of brides and grooms is looked 
for. Cautious buying by retailers in 
other lines is reflected in silverware 
trading, and this, too, has been some­
what of a factor in keeping sales down 
so far this year.

Are Placing Good Toy Orders.
Toy orders so far placed are sub­

stantially ahead of last year at' this 
time. M anufacturers exhibiting at the 
National Toy Fair in New York say 
they have been booking good business 
since the fair opened, and the indica­
tions are that the remaining weeks of 
the event will see the totals still fur­
ther enlarged. In dolls almost the en­
tire interest of buyers has centered in 
the mamma variety. Competition in 
the doll line is described as keener than 
for years past, owing to the increased 
number of m anufacturers. Wheel 
goods are selling well, the demand for 
this merchandise showing marked 
gains because of increased consumer 
popularity. Little talk is heard of 
German competition at the moment, 
the percentage of the German goods 
to the total sold being small.

SIDNEY ELEVATORS

B
.  W ill reduce handling expense 
[> and speed up w ork— w ilj make  
[ money for you. Easily  in ­i' stalled. Plans and Instruc- 
1 tions sent w ith  each elevator.

W r ite  stating requirem ents, 
I giving kind of machine and 
i size of p latform  w anted, as 

well as height. W e  w ill quote 
a money saving price.

Sidney Elevator Mnfg. Co., Sidney, O.

REFRIGERATORS
fo r  ALL PURPOSES

Send for Catalogue

N o. 95 for R esidences  
N o. 53 for  H otels, C lubs, 

H osp ita ls, Etc.
No % G rocery Stores  
N . for M eat M arkets 
N j .  73 for F lorist Shops

M cCRAY REFRIGERATOR CO.
2444 Lake S t., K endallv ille , ind.

Nachtegall Manufacturing Co.
237-245 Front Avenue, S. W. Grand Rapids, Michigan

S T O R E  B A N K  o f f i c e

FIXTURES and F U R N IT U R E

Sand Lime Brick
N othing as Durable  

Nothing as F ireproof 
M akes S tructures B eautifu l 

No P a inting  
No Cost fo r Repairs  

F ire  Proof 
W eath er Proof 

W a rm  in W in te r  
Cool in Sum m er

Brick is Everlasting

Grande Brick Co., Grand 
Rapids

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

Rives Junction.

PR O FITS A RE LOST 
if you fail to keep 
an  accu ra te  record 
of your sales. T ry 
the  one w riting  sy s­
tem  by using  sales 
books. If you don’t 
w rite  us for prices 
we both lose. L et 
us bid on your nex t 
order?
We m ake all styles 
and  sizes, prices on 
request.

B A T T L E  C R E E K  
S A L E S  BO O K CO 
R -4 Moon Journal Bl 
B attle  C reek, Mich.

Signs of the Times 
Are

E lectric Signs
Progressive m erch an ts  and  m a n ­

u fa c tu re rs  now realize the  value 
of E lectric  A dvertis ing.

W e fu rn ish  you w ith  sketches, 
prices and  opera ting  cost for the 
asking.

THE POWER CO.
Bell M 797 Citizens 4261

INDIA TIRES
H U D S O N  T IR E  C O M P A N Y  

D istributo rs
16 N orth Commerce Avenue  

Phone 67751 G R A N D  R A P ID S , M IC H .

B A R L O W  BROS. G rand Rapids, M ich. 
Ask about our way

B O N D
SIX SNAPPY COLORS and WHITE

MEETS

THE NEEDS OF 

THE HOUR

Russ Soda Fountain Special
We have two 6 foot, two 8 foot and one 10 foot Russ 
Fountains on which we can quote a very low price.

Also used Fountains, Chairs, Table and Supplies.
CASH OR TERMS

Grand Rapids Store Fixture Co.
7 Ionia Ave., N. W. Grand Rapids, Michigan
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MORTON HOTEL
You a re  cordially  inv ited  to  v is t  the  B eau tifu l N ew  H o te l a t  the  old 

location m ade fam ous by  E ig h ty  Y ears of H o ste lry  Service.
M enus in  English

W ILLIA M  C. K E E L E Y , P ro p rie to r.
400 Room s—400 B a th s

The Center of Social and Business Activities

T H E  P A N T L I N D  H O T E L
Everything that a Modern Hotel should be.

Rooms $2.00 and up. With Bath $2.50 and up.

HOTEL BROWNING 150 F ireproo f 
Rooms

GRAND RAPIDS
Corner Sheldon and Oakes;
Facing Union Depot;
Th ree  Blocks A w ay

Rooms, duplex bath , $2 
P riv a te  B ath , $2.50, $3 

N ever h igher

fN K A L A M A Z O O

T u rk is h  Baths

Stop a t  the

W M M t
H eadquarters  fo r all C iv ic  Clubs  

E xcellent Cuisine Luxurious Rooms
E R N E S T  M c L E A N , M gr.

HOTEL WILLARD
D e tro it’s Largest Bachelor H ote l 

448 H en ry  S treet 
A ttra c tiv e  W eekly  Rates  

C afeteria  and D in ing Room  
Open 6 A . M . to 1 A . M . 

S P E C IA L  D IN N E R S — 75 Cents  
E A R L  P. R U D D , M gr. D e tro it, M ich.

W e ste r n  H o te l
BIG RAPIDS, MICH.

Hot and cold running water in 
all rooms. Several rooms with 
bath. All rooms well heated and

News and Gossip About Michigan 
Hotels.

Detroit, Feb. 26—At the forthcom ­
ing district meeting of the Michigan 
State H otel Association, to be held at 
the W hitcom b Hotel, St. Joseph, on 
Saturday, M arch 8, one of the subjects 
to be taken up and discussed will be 
tha t of mutual fire insurance for hotels.

The hotel men of Michigan, in com­
mon with everyone else who buys in­
surance, are the victims of an insur­
ance trust with very vicious tenden­
cies, fostered by the State.

Years ago the State Legislature was 
imposed upon and the most outrageous 
insurance regulations were adopted. It 
was claimed afterw ard that this bill 
was enacted through oversight, but 
the fact is the insurance purchasing 
public of the State are being gouged 
every time they pay an insurance 
premium, and no one seems to have 
taken interest enough in the m atter to 
have attem pted to secure the repeal of 
the law.

H otel operators have been hit par­
ticularly hard, and as several states 
have taken up the question of mutual 
insurance with decided benefits to in­
surers, the Michigan Association has 
decided to look into the matter.

Farm ers’ mutual insurance com­
panies have been a pronounced success 
in Michigan for over thirty  years and 
in many other states for a much 
longer period. The millers, lum ber­
men , hardw are and other mercantile 
interests have their own companies in 
successful operation, with decided 
benefits in the shape of lower prem ­
iums, sometimes equivalent to a sav­
ing of 50 per cent.

At the Lansing meeting, A. C. M ar­
tin, of the H otel Steel, at St. Johns, 
brought up the subject, but the p ro­
gram was so full that the subject 
could not be discussed at length.

In M assachusetts the H otel Mutual 
Insurance Co. is already in existence 
and the New York State H otel A s­
sociation appointed a committee to in­
vestigate same, resulting in the follow­
ing report, which will be of interest 
to Michigan operators:

1. T hat the records of many state 
insurance departm ents show that 
many mutual insurance companies 
have been formed by various indus­
tries and with highly successful re­
sults.

2. T hat because of the large num ­
ber of hotels in operation, in our 
opinion, a lucrative field is presented 
for the successful operation of m u­
tual insurance companies.

3. W hile it is a fact that our (New 
York) Association, as such, cannot 
legally organize and conduct a mutual 
insurance company, nevertheless we 
realize that a large number of the 
members, as individuals, are willing to 
write their risks with mutual com­
panies, therefore your committee 
recommends the formation of such a 
company and tha t the individual mem­
bers give it all possible support, upon 
the condition, however, that our As­
sociation is relieved from all obliga­
tion in connection therewith.

4. Irrespective of the direct ad­
vantages of a mutual company in 
reference to dividends, we believe that 
such a company could be a strong fac-

tor in causing the reduction of the 
basic rate for such insurance.

As before stated, every hotel man is 
interested in this subject and it ought 
to be the means of draw ing out an in­
teresting discussion.

The St. Joseph meeting is one of 
four distinct gatherings, the first of 
which was held at Lansing, in Decem­
ber. All hotel men in Southwest 
Michigan, w hether members of the 
State association or not, will be the 
complimentary guests of Landlord 
Townsend, of the W hitcomb, the only 
requirem ent being that they send in 
their names so that Mr. Townsend 
can make suitable reservation of ac­
commodations. The meeting is pu r­
posely called for Saturday in the be­
lief that most hotel men can absent 
themselves from home on tha t day.

By the way, the most recent report 
of the Secretary shows that the State 
roster will contain the names of fully 
90 per cent, of representative hotels 
of Michigan, and efforts will not cease 
until it becomes 100. In union there 
is strength.

D etroit’s latest offering in the hotel 
line is the New Lexington, which will 
be opened for business in a short time. 
J. W illiam Porter, a former assistant 
manager of the H otel Statler and Sec­
retary  of the Michigan Greeters, will 
be landlord. Mr. P orter possesses all 
the qualifications necessary for the op­
eration of a large establishment, be­
sides an extensive acquaintance, and 
his colleagues in the hotel game pre­
dict th a t he will make a success of 
this undertaking.

The new hotel is located at 2970 
W est Grand Boulevard, near the Gen­
eral M otors office building, and con­
tains 104 rooms.

Landlord M ontgomery, of Battle 
Creek, announces that the next State 
convention of the U. C. T. will be held 
at' the Post Tavern, June 5 to 7.

Greenville has two spanking good 
hotels and it is a genuine pleasure to 
stop at either of them.

The Phelps House is operated by 
Messrs Burns and Baker, is conducted 
on the European plan, with a cafe 
where meals are offered at exceeding­
ly low charges, and are certainly well 
prepared and served. An appetizing 
breakfast can be selected at an ex­
penditure of half a dollar and other 
meals proportionally reasonable. Its 
rooms are modern, well furnished and 
attractive, and the establishm ent does 
a most satisfactory business, thanks 
to the service offered.

The W inter Inn, conducted by M. 
J. W elch, strictly on the American 
plan, has been thoroughly renovated, 
with running w ater in all rooms. Baths 
are in evidence in several rooms and 
the whole establishm ent gives one the 
impression of prosperity and hospital­
ity.

In visiting Greenville the traveler 
has the advantage of know ing that he 
will make no mistake in his selection, 
for they are both attractive and good 
bargains.

Messrs. Lowry and W acha recently 
acquaired the H otel Montcalm which 
I visited at Stanton and where I was 
served with a very satisfactory din­
ner. These people have 30 rooms, 
many with running water, and make a 
rate of $3 per day on the American 
plan, specializing on holding their best

T h e  D u ran t H o te l
Flint’s New Million and Half 

Dollar Hotel.

300 Rooms 300 Baths

Under the direction of the 
United Hotels Company

GEORGE L. CROCKER, Manager

O C C ID E N T A L  H O TE 1
F IR E  P R O O F  

C E N T R A L L Y  L O C A T E D  
Rates $1.50 and up 

E D W A R T  R. S W E T T , M gr. 
Muskegon M ichigan

Lansing’s New Fire Proof 
HOTEL ROOSEVELT

Opposite N orth  Side S ta te  Cap itol 
on Seym our Avenue  

250 Outside Rooms, Rates $1.50 up, 
w ith  B ath  $2.50 up.

C afe te ria  in Connection.

well ventilated.
A good place to stop.
American plan. Rates reason­

able.
W ILL F. JENKINS, Manager.
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rooms for their commercial trade. The 
Montcalm has had its vicissitudes and 
many landlords, but the town people 
seem to appreciate what is being done 
for them and I am inclined to the be­
lief that the new proprietors will make 
a go of it.

The W averly Hotel, at Lowell, re­
cently changed owners, John J. Bre- 
zina disposing of the property in en­
tirety to Peter R. Vry, formerly of 
Grand Rapids. This hotel has modern 
equipment and the charge, American 
plan, is $2.75 per day. Breakfast and 
supper, 50 cents; dinner, 65 cents.

A short time ago Fred DeCou 
bought out the Dixie Inn, at W ayland, 
and now calls it the New Wayland. 
I t is a new building and is certainly a 
gem. Mr. DeCou is doing a good busi­
ness at $3 per day, American plan. All 
meals 50 cents.

W henever mine host, with a certain 
degree of confidence, tells me that he 
is running an American plan hotel I 
usually catechise him and in many 
cases I discover to a dead moral cer­
tainty that he is not.

Strictly speaking, an American plan 
hotel is one which supplies a room 
and three square meals a day for a 
certain stated price, and that means 
that during the entire occupancy of 
the room, a charge is made for all 
meals, served whether they are eaten 
or not.

The mistaken idea of an American 
plan establishm ent is when there is 
one charge for the room arid a certain 
stated price for each and every meal, 
usually served on the club or table d’­
hote plan.

There is every difference in the 
world between the two methods, al­
though the latter might be called a 
“modified” American plan.

The hotel man who assumes to con­
duct on the first mentioned basis fools 
himself amazingly when he allows a 
guest to occupy a room and permits 
him to check out for any or all meals, 
although a possible exception m ight 
be made for a single meal when the 
desk is notified in advance.

American plan rates are based on a 
combination of profits of rooms and 
meals. The rooms are customarily 
rated at a lower price in order to en­
courage the sale of meals, the theory 
advanced being that where a hotel 
knows approximately how many meals 
will be required it can prepare them  
with less chance of loss. In  other 
words, it can do so with less waste and 
more economically.

W hen the epidemic of European ho­
tels started some years ago it was re­
stricted to the larger cities where good 
cafes were in abundance, but as it 
spread to the smaller towns where the 
restaurants were of inferior quality, 
the traveler began to route himself for 
the larger cities, for the reason that 
while small town lodgings were satis­
factory, the meals were not. Hence 
tne drift away from the smaller hotels.

There is a tendency to drift back to 
the American plan, especially in the 
Eastern and Southern cities, and many 
Ox the leading hotels in these sections 
are making a charge for breakfast in 
connection with room sales. A cer­
tain sum is specified. If you eat less 
than the am ount allotted, you lose the 
difference; if more, you pay the dif­
ference, and it has been discovered 
that in most cases the guest who tells 
you he never eats any breakfast, is the 
one who is very careful to encompass 
all, at least, that he has paid for.

In a hotel I visited the other day 
wa3 a card posted on the door of each
room; . .

“This hotel is run strictly on the 
American plan. No meals checked 
out. Guests will be charged for all 
meals from the time of arrival until 
their departure, together with the 
room. Please do not ask us to deviate 
from this rule.” .

Which is strictly American plan. 
The landlord has scaled down his room

rate, expecting to make up the differ­
ence on meal profits, and he is very 
foolish to sacrifice this advantage ex­
cept in the case of checking out for 
an occasional meal when he knows his 
customers will be unable to be there 
at meal time.

Charles W. N orton, head of the ex­
ecutive staff of the H otel N orton, D e­
troit, has taken a few weeks off and 
is doing Florida. H e deserves a rest, 
for seldom do you visit that institu­
tion without catching a smile from that 
genial hotelier. (H otelier, Charley, is 
a new name recently invented to cover 
that class of landlords who can afford 
to take a vacation.) H e has, fortunate­
ly, a husky bunch of boys to run the 
place while he is absent and he should 
worry.

Conrad Gottleber is the presiding 
genius at the H otel Jackson, at Jack- 
son. t ie  runs a good place and makes 
money but he is unselfish and has 
finally decided to share it with some­
one else. This accounts for the an­
nouncement' of his marriage with Mrs. 
Marie Verburg, of Detroit, which oc­
curred a few days ago. The bride is 
well known in Jackson, where she has 
been employed as a buyer for several 
years by one of the large departm ent 
stores. Their wedding trip was taken 
to New York, W ashington and other 
Eastern cities, where they were royal­
ly entertained by “Con’s” hotel ac­
quaintances, and next week they are 
going to Florida for a short visit. They 
will receive the congratulations from 
the membership of the Michigan State 
H otel Association, of which “Con” is 
one.

The H otel Clifton, at Battle Creek, 
is undergoing a thorough renovation, 
which shows that its manager, M. E. 
Magel, has an eye to the comfort of 
his guests. The Clifton now has 
numerous comfortable rooms with 
running water, a fair proportion of 
which are provided with baths, and 
has much more than a speaking ac­
quaintance with commercial men and 
tourists. It is all right.

Someone has corrected my state­
ment that D etroit had 3,000 hotel 
rooms or one for every 330 of its 
population. I t is claimed that 10,000 
rooms is much nearer the mark or a 
room  for every 100 inhabitants. A t 
this there is a dearth of hotels as com­
pared with other cities in the State 
which I have previously spoken of. 
And there are many other get-rich- 
quickers who are envious to get into 
the game when all is income and no 
outgo. And yet doubts have even 
been expressed as to the sanity of 
Barnum.

No truer statem ent was ever made 
than that of President Coolidge in his 
famous New York address, a few days 
ago, when he said: “To reduce war 
taxes is to give every home a better 
chance.”

And the hotel man, who supplies 
homes to the millions of men, women 
and families throughout the entire 
land ought to realize that his guests 
will have a “better chance” if the pro­
posed legislation eventually becomes 
a fact.

I t may be that before this reaches 
Tradesm an readers this much dis­
cussed problem will have been dis­
posed of, but unless it results in lower 
taxation—much lower-—the effort will 
be barren.

High taxes and high everything else 
are w hat cause seemingly high charg­
es for hotel accommodations, and yet 
there is no other legitimate business 
known where the profits are so com­
paratively small on the volume of 
business transacted.

I had the pleasure of an interview 
with C. C. Shants, the new manager 
of H otel Tuller, Detroit, the other day. 
Mr. .Shants has really a National ac- 
quaintaance on account of his connec­
tion with the old Cadillac Hotel, which 
he operated for many years, and, as 
we all know successfully. Under his

supervision the Tuller is undergoing 
many changes and improvments, and 
as soon as his complete program  is 
carried out, will be among the best. 
It is over 800 rooms and can com fort­
ably house twice that num ber of peo­
ple, especially since the new addition 
has been completed. Its various din­
ing rooms already show the magic 
change due to the Shants touch and 
its business improves accordingly. The 
Tuller has adopted the policies of 
placing rate cards in its rooms, which 
always meet the approval of the trav­
eling public.

In  last week’s Tradesm an W. S. 
Bastar takes exception to a statem ent 
I recently made concerning the pro­
motion of the Vincent H otel enterprise, 
at Benton H arbor, which seems to 
have been spontaneous and not the 
result' of any mercenary financiering. 
I am glad to make the correction and 
to take note of the fact that this new 
hotel will be made possible purely 
through local enterprise.

Frank S. Verbeck.

Gabby Gleanings From  Grand Rapids.
Grand Rapids, Feb. 26—A rthur W. 

Olds, head of the fixture and soda 
fountain departm ent of Hazeltine & 
Perkins Drug Co., who has been ill 
for two weeks, is back at his desk 
again.

A rthur De Jongh, conTectioner at 
Holland, has purchased a soda foun­
tain of the Hazeltine & Perkins Drug 
Co.

A rthur D. Hudson, druggist at K al­
amazoo, has purchased a new set' of 
fixtures of the Hazeltine & Perkins 
D rug Co.

John A. Green, the venerable repre­
sentative of the American Sugar Re­
fining Co., was an honored visitor of 
Grand Rapids last Thursday. During 
the evening he delivered an address 
at the annual banquet of the Grand 
Rapids Retail Grocers Association. 
During the afternoon he called on 
Fred C. Beard, the W ealthy avenue 
grocer, who enjoys the unique distinc­
tion of being the only grocer in 
America who turns over his stock 
thirty-four times each year. Mr. 
Green was pleased to learn that Mr. 
Beard was born in England, which 
country also greeted Mr. Green when 
he made his first appearance in this 
world. Mr. Green is growing old 
gracefully, retaining the vigor of youth 
to a remarkable degree.

Charles A. Coye, who has been en­
gaged in the tent and awning business 
here all his life, succeeding to the busi­
ness established by his father more 
than sixty years ago, is seriously ill 
at his home on South College avenue. 
Mr. Coye has lived a blameless life, 
which gives ground for the belief of 
his friends that he may be able to 
overcome his present' malady, which is 
due to some affection of the heart. Mr. 
Coye is only 64 years old and should 
live to round out another tw enty years 
of energy and usefulness.

H erm an C. Meyer, the Boyne Falls 
general merchant, is in the city this 
week for the purpose of attending the 
consistory and shrine activities. Mr. 
Meyer enjoys the unique distinction of 
being an ardent advocate of the con­
solidated school system, having work­
ed incessantly to secure such an in­
stitution for the town where he has 
resided for the past twenty years.

Wm. Judson, President of the Jud- 
son Grocer Co., leaves March 3, ac­
companied by Mrs. Judson, for Jack­
sonville, Florida, where they will re­
main until March 20, returning to 
Grand Rapids on March 22.

Myron H. Hopkins, M anager of the 
O. & W. Thum  Co., left last week for 
Babson Park, Florida, where he and 
his wife will remain about a month.

R. A. McWilliams, Grand Rapids 
druggist for many years, died recently. 
Mr. McWilliams was formerly from 
Newburgh, N. Y.

The newest' feature in red-tape to

burden the druggist is a $1,000 bond 
to be required of all soft drink places 
to insure against the handling of al­
coholic liquors. This feature is being 
advocated by the pow ers that be in the 
city of Grand Rapids. While it would 
be an additional burden and expense 
to the average small merchant, the 
bootlegger would only laugh at such a 
requirement.

The Style Show which will be held 
here six days next week will be one 
of the most comprehensive exhibitions 
of the kind ever held in the country. 
All classes interested in the affair are 
bending every energy to make it so 
complete and dazzling that no one will 
regret the expenditure of 75 cents to • 
see what Grand Rapids can do in that 
line. It will be held at the Armory.
President Christensen’s Summary of

His Intentions.
Saginaw, Feb. 26— Regarding the 

annual convention of the Retail Gro­
cers and General M erchants’ Associa­
tion, to be held in Grand Rapids in 
April, I beg leave to state that we 
have prepared what we call a business 
man’s program , carried on mainly by 
the m erchants as speakers, and by 
discussions of problems facing the 
m erchants of to-day.

There will be ju s t enough new 
thought, constructive criticism and ad­
vice injected by a few qualified, out­
side speakers to make it interesting. 
Secretary Gezon has been hard at 
work for several weeks, enlisting the 
support of wholesalers and manufac­
turers in getting  out a year book or 
an official program. Only such houses 
are invited to advertise as you may 
consistently support, because of their 
friendly attitude tow ard the inde­
pendent wholesaler and retailer. The 
independent retailer or, ra ther some 
of them—is here to stay. W e hope 
that you are among those who expect 
to remain in business, regardless of 
competitive stress. If you do expect 
to remain in this class, it will be be­
cause of correct methods and hard 
work. Not only the retail grocer and 
meat dealer is having a hard time in 
making a success of his business, but 
the swift progress that is being made 
in our time is making business more 
complex for everyone.

Join us at this convention in work­
ing out some of the complicated 
problems which are facing the mer­
chant to-day.

Charles G. Christensen.

Suspend Judgment.
The Tradesman last week published 

a bulletin sent out by the Michigan 
Bankers Association to the effect that 
Charles F. Howard or some aliases 
of his had passed forged checks on 
the banks at Hudson, Waldron and 
Concord. Mr. Howard immediately 
called at the Tradesman office and em­
phatically denied the charges.

Pending a complete investigation by 
the Tradesman and the Michigan 
Bankers Association, the Tradesman 
asks that judgment be suspended in 
the matter for the present.

If put to the pinch, an ounce of 
loyalty is worth a pound of cleverness.

Self governm ent means self support.

L I V I N G S T O N
H O T E L

L a r g  e s t H o t e l  
Ro o ms  in 

G r a n d  R a p i d s
Centrally  Loca ted

GRAND RAPIDS, MICHIGAN
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M ich. S tate  P harm aceutica l Ass’n.
P resid en t—D. D. Alton, F rem on t.
S ecre ta ry —L. V. M iddleton, G rand  

R apids.
T re a su re r—A. A. De K ruif, Zeeland.
E xecu tive C om m ittee—J. A. Skinner, 

C edar S prings; J . H . W ebster, D etro it; 
D. G. Look, Lowell; Jo h n  G. S teketee, 
G rand R apids; E llis E. F au lk n er, M id- 
dleville; George H . G rom m et, D etro it, 
ex-officio.

M ichigan Board of Pharm acy. 
P re sid en t—Ja m es E. W ay, Jackson . 
V ice-P resid en t — Jacob  C. D ykem a. 

G rand  R apids.
S ecre ta ry —H. H. H offm an. L ansing.
J . A. Sk inner, C edar Springs.
O scar W . Gorenflo, 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.

Business Interruption  Form s of In su r­
ance for the Druggist.

Nearly every druggist, as a retail 
merchant, at some time or other is 
approached on the subject of Business 
Interruption Insurance.

Such forms of insurance written by 
fire insurance companies—“policies 
which begin where the standard fire 
policy leaves off”—are being widely 
applied to business to-day. W e refer 
to such forms of insurance such as 
Use & Occupancy insurance (also 
known as Business Interruption  In ­
dem nity); Rent, Rental Value and 
Lease hold; P rofit insurance; Explo­
sion and such lines of allied fire insur­
ance.

W hile these types of insurance cov­
erage are w ritten to afford protection 
in the reim bursem ent of loss, they ap­
ply to  the druggist in an even more 
broad way. From  a m erchants point 
of view these form s of insurance 
represent business shock absorbers. 
N ot only is their value to be found in 
the financial protection offered—their 
im portance and usefulness is to be 
considered from the angle of d istribut­
ing shocks. Every kind of insurance 
you can afford acts as organized dis­
tributors of losses. The shocks are 
taken up in the prevention of business 
interruption through acts of God 
(policy term ) and then the cost dis­
tributed in partial and reduced pay­
ments over long periods instead of at 
some certain and perhaps inopportune 
time. The druggist cannot look at' 
business insurance entirely from a 
protective standpoint but rather from 
its value in perm itting systematized 
finances—the organization of “outgo” 
so that it will not at any one given and 
unexpected time exceed the “income” 
through cause of commercial accident.

The first form of insurance designed 
for business interruption purposes is 
Use and Occupancy. U. & O., as it 
is known, is known to the druggist by 
name yet its real function is not gen­
erally understood in full. Use and 
Occupancy insurance protect's against 
loss you can sustain to net profits in 
the continuance of fixed expenses as 
notw ithstanding an interruption of

your business by means of a fire, 
tornado, explosion, riot, civil com­
motion and also from sprinkler leak­
age. In other words, it protects you 
against the loss of your general main­
tenance expense which would have to 
continue should your business be in­
terrupted by a fire. Such expenses as 
salaries and wages, expenses contract­
ed for advertising, taxes, interest on 
indebtedness, insurance premiums, 
royalties and general business expenses 
have to be met when your business 
stops.

One thing which should be clearly 
understood and that is Use and O c­
cupancy or Business Interruption In ­
demnity, as it is known, covers only 
for the actual loss sustained and in no 
case for more than the am ount of the 
policy. I t does not protect loss of 
profit on finished merchandise or the 
time that it would take to reproduce 
such merchandise. I t does not cover 
any loss of business interruption due 
to the shutting down for example, of 
your local electric light plant. T hat 
would be considered a consequential 
interruption which as a m atter of in­
formation can be insured through the 
arrangem ent of an endorsem ent to a 
Use and Occupancy policy and a 
small additional premium.

Your fire insurance policy protects 
you for the actual value of your store 
and its contents according to the way 
the policy is w ritten. Use and O c­
cupancy policies protect you against 
loss brought about by continued ex­
penses of a fixed nature and which 
naturally would produce a loss in case 
of business interference when there 
was no income to  balance it. I t is 
ju st as it' is now named—Business In ­
terruption Insurance.

Use and Occupancy insurance, to­
gether with organized Fire insurance, 
creates a continuity of protection to 
the druggist and a protection against 
loss of business as well as loss of in­
vestment. In  other words, Use & O c­
cupancy insurance is more or less of 
a credit proposition. The amount of 
insurance, insurance companies will 
issue to a druggist is limited to the 
anticipated earning for the year to 
come. To this they add the estimated 
fixed charges and expenses which 
could not' be discontinued in the event 
®f interruption. There is also a form 
known as Contingent Use & Occu­
pancy insurance but this has no par­
ticular attraction for the druggist as 
it is mainly for m anufacturers who are 
dependent upon the output of other 
plants. The rates for Use & Occu­
pancy insurance are prom ulgated and 
rated by the same schedule of rating 
which applies to ordinary Fire insur­
ance and compares favorably to fire 
insurance rates.

Three other auxiliary fire lines about 
which the druggist is not too well in­
formed are those of Rent insurance— 
Rental Value insurance—and Lease­
hold insurance. Each of these forms 
of insurance is different.

Rent insurance is a form of finan­
cial protection which pays or reim ­
burses you for the loss of rent which 
would cease from a building when the 
building was destroyed by fire. A 
Rent policy is drawn up by the insur­
ance company to protect against loss 
of income of rent resulting from your 
fire either when your building is va­
cant or occupied at the time of the fire, 
or it can be drawn up to repay for the 
loss of rent from just the portions 
which are occupied. Rent insurance 
protect's you against loss of income 
from rent from the time your place be­
comes destroyed by fire until such a 
time when it is rebuilt. I t is written 
in two forms. One is based on the en­
tire annual income or rental value of 
the property' and the other on the 
Rental income or Rental value for the 
estimated time necessary to rebuild a 
building and put it in a tenantable con­
dition.

Rental Value insurance is designed 
for the druggist who owns and oc­
cupies his own building. Rental Value 
insurance insures you in the amount 
of “Rental Value” your building is 
w orth at a time of fire and as agreed 
upon in the policy. If your business 
or residence burns up it is necessary 
for you in the meanwhile to go else­
where and pay rent. In the mean­
while your taxes, mortgage interest 
and other property expenses continue 
It' is against loss of this Rental Value 
that a Rental Value policy protects.

Leasehold insurance is again differ­
ent. If  you hold a lease written for a 
num ber of years, a lease which by rea­
son of its long term s means you are 
enjoying a lower rental than if you 
were on a month to month agreem ent 
you have a “leasehold interest.” And 
it can be insured. A leasehold insur­
ance policy agrees to return to you 
the amount of rental difference you 
would have to pay between the pres­
ent rent as enjoyed under lease and 
that which you would have to pay at 
another place in the event your lease 
was broken by  fire making it necessary 
for you to seek other quarters. O r 
you may have a “profit” you are en­
joying by reason of subleasing under 
your present lease. This you can be 
insured on the Leasehold form of 
policy. The druggist should rem em­
ber that Leasehold Insurance only acts 
when a lease is term inated by fire or 
lightning or explosion and does not 
have any effect in case of the term ina­
tion of a lease through legal recourse 
or condemnation by the Municipal De­
partm ent. It is a form of insurance 
now widely accepted although its very 
nature leads insurance companies to 
choose only their policy holders most 
carefully. Quite a few druggists who 
have stores in buildings they own 
themselves or places which they have 
leased and then subleased in order to 
make an income have used Leasehold 
to good advantage in protecting their 
investment.

Profit' insurance is som ething which 
is seldom w ritten for a druggist. In 
order that you may have some idea of

what such a policy represents as a 
business interruption form of insur­
ance it can be stated that it is more 
or less a m anufacturing proposition. A 
Profit' policy in the case of a manu­
facturing plant reim burses for the 
prospective profits that would result 
on the sale of finished stock over and 
above its cost of production including 
charges of every character. The or­
dinary Fire policy pays the loss of 
the entire cost' of the stock in its 
finished condition. The Profit policy 
pays the difference between the entire 
cost and the expenses for which it 
had been sold but not delivered. In 
other words, the Profit policy reim­
burses for contracted profits but which 
was interrupted by fire.

A nother form of Business In terrup­
tion insurance of interest to the drug­
gist is that of Explosion insurance. An 
Explosion insurance policy covers 
against financial loss resulting from 
an explosion due to the cause of care­
lessness, lawlessness or from damage 
from an explosion occurring at' a dis­
tance. It is im portant for the druggist 
to know that the policy does not cover 
explosions originating within steam 
pipes, boilers, fly wheels, or electrical 
machinery as those things are provided 
against' with separate policies. The 
main hazards it protects against are 
explosions from gas, gasoline and 
chemicals, and miscellaneous incident­
al explosions. D uring the past year 
several gashouse explosions made 
themselves widely recorded. Damage 
to a druggist’s store from such a con­
dition would be covered by Explosion 
insurance.

Riot and Civil Commotion is the 
name of a form of insurance which 
protect's the druggist against direct 
loss or damage caused by a riot or a 
riot attending a strike, an insurrection, 
civil commotion or explosion caused 
by these results. A sort of an Ex­
plosion policy is incorporated in a 
Riot and Civil Commotion policy. Such 
a policy is drawn to supplement the 
Standard Fire policy. M any druggists 
have carried this form of insurance 
tem porarily when riots and strikes 
have taken place. Generally, the in­
surance when bought at tha t time is 
high priced due to the existing haz­
ard. W hen bought as a regular pro­
tection to be carried along it can be 
secured at lower rates. In  connection 
with such a policy, with an Explosion 
policy, the insurance companies now 
also write protection covering the 
legal liability of the owner of property, 
insuring him against loss which could 
result from claims made against him 
for damage to property of others 
caused by an explosion originating on 
his own property. One thing which 
has brought this form of insurance in­
to demand is the many gasoline sta­
tions being installed about the country.

There are many form s of Property 
insurance for the druggist—but the 
particular coverages explained and 
described in this article come mainly 
under the classification of Business 
Interruption insurance and are pre­
sented as a m atter of business informa­
tion for reference and knowledge to 
the druggist who figures the interests 
of his business from all angles.

Clarence T. Hubeard.
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First Aid Treatment For Burns.
Every mother should know the 

proper method of treating burns. W hen 
the skin is simply reddened, exclude 
air by a thin paste made with water 
and bicarbonate of soda (baking, not 
washing soda), starch or flour. O r­
dinary vaseline, or carbolated vaseline, 
olive or castor oil, and fresh lard or 
cream are all good. One of the sub­
stances mentioned should be spread 
over the burned part and on a cloth 
used to cover it. If using a thin paste 
made from soda, starch, flour or any

like substance, keep it moist, for if 
allowed to dry it irritates the burned 
surface. W hen blisters have formed, 
treatm ent may be the same, but if 
the blistering is extensive it will be 
best to show the injury to a doctor.

Scalds about the neck or chest, in 
children, are especially dangerous and 
should be treated by a physician.

H um an memory is a fallible thing 
and good will dies quickly unless kept 
alive by repeated acts of friendship and 
service.

Makes 
G ood  

(Ro colate s

T H E  L A T E S T  H I T

A N  IRRESISTIBLE JOc BAR
L E T  US IN C L U D E  A BOX  O R T W O  IN  Y O U R  N E X T  O R D E R  

NATIONAL CANDY CO. INC.
PUTNAM FACTORY, Grand Rapids, Michigan

“Michigan” Money Saving 
¡Cash Registers

“Michigan” No. 7 Detail Adder for Small 
Stores, Cigar Counters, Soda Fountains, 
etc. Height 21 in., Width 9% in., 
Depth 17 in. Nickel Finish, 2 Keyboard 
Arrangements. See below “F” and “E.” 

PRICE $40.00 EACH.
You see them all over the State. A 
good Register at the Right Price.

No. 7 Key Arrangement.
Two Styles.

M ichigan No. 7. Key Arrangem ents

'®  ®  ®  ®  ®  ©  ©  ©  
@ ® @ @ ®  © @ @ ® Q

No. 7 Keyboard **F”  No. 7 Keyboard “ E”
Registers Amounts from lc  to 50c or 5c to $1.00

HAZELTINE & PERKINS DRUG CO.
MANISTEE M I C H I G A N  GRAND RAPIDS

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

Acids
Boric ( P o w d .)_15 @ 25
Boric ( X t a l ) ___ 15 @ 25
Carbolic ________ 47 @ 54
C i t r i c ___________ 62 @ 70
M uriatic  _______  3%@ 8
N itr ic  _________  9 @ 15
O xalic _________ 20% @ 30
S u lp h u r ic ______  3%@ 8
T a r t a r i c ________ 40 @ 50

Am m onia
W ater, 26 d e g ._10 @ 18
W ater, 18 deg. — 8%@ 13
W ater, 14 d e g ._6%@ 12
C arbonate  ______ 20 @ 25
Chloride (G ran.) 10 @ 20

B alsam s
C opaiba ------------- 60@1 00
F ir  ( C a n a d a )_ 2 55@2 80
F ir  ( O re g o n )__  65®1 00
P e r u _______ ___  3 00® 3 25
T o lu ___________  3 00@3 25

B arks
C assia  (o rd inary) 25@ 30 
C assia  (Saigon)— 50® 60
S assafras  (pw. 50c) @ 45
Soap C ut (powd.)

30c ____________  18@ 25
B erries

Cubeb ___________  @1 25
F ish  _______
Ju n ip e r  ____
P rick ly  Ash

25@
7@

L av en d ar Flow__ 6 50@6 75 
L avendar G ar’n  85@1 20
Lem on _______  1 50@1 75
L inseed Boiled bbl. @1 02 
L inseed bid, less 1 09 @1 22 
L inseed, raw , bbl. @1 00 
L inseed, ra . less 1 07@1 20 
M ustard , artifil. oz. @ 60
N eatsfoo t ______  1 35®1 50
Olive, pure _.—  3 75@4 50 
Olive, M alaga,

y e l lo w ________ 2 75@3 00
Olive, M alaga,

g r e e n ________  2 75@3 00
O range, Sw eet_ 4 50@4 75
O riganum , 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 50@4 75
Rose, p u r e ___ 10 50@10 90
R osem ary Flow s 1 25® 1 50 
Sandalwood, E.

I. _________  10 00@10 25
S assafras , tru e  2 75@3 00 
S assafras , a r t i ’l 1 00@1 25
S p e a r m in t_____  4 00@4 25
S p e r m __________ 1 80 @2 05
T a n s y _________  6 00@6 25
T ar, U S P _______  50@ 65
T urpentine, bbl__ @1 14
T urpen tine , less 1 22@1 35 
W intergreen ,

lea f _________  6 00@6 25
W intergreen , sw eet

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

Potassium
Licorice __ 60@ 66
Licorice p o w d .__ 70® 80 B icarbonate  ____ 35@ 40

B ichrom ate -  — 15® 25
Flowers Brom ide _ ----- 47® 60

A r n ic a ----------------- 25@ 30 C arbonate  ___ 30® 35
Cham om ile (Ger.) 35® 40 C hlorate, g ra n ’d 23® 30
Cham om ile Rom. —  1 75 C hlorate, powd.

or X t a l ___ — 16 @ 25
Gums C y a n id e ---------- 30@ 50

50® 55 Iodide _ - ----- 4 61@4 84
45® 50 P e r m a n g a n a te _ 30® 40

A cacia, S o rts _ 22@ 30 P ru ss ia te , yellow 65® 75
A cacia, Pow dered 35® 40 P ru ss ia te , r e d _ @1 00
Aloes (B arb  Pow) 25® 35 S u lp h a t e ----------- 35® 40
Aloes (Cape Pow ) 25@ 3t> 
Aloes (Soc. Pow .) 65® 70
A safoetida _____  65 ® 75

P o w .____ ____ 1 00@1 25
C am phor _____  1 20@1 30
G uaiac 
G uaiac, pow ’d —
K ino -----------------
Kino, pow dered—
M yrrh --------------

pow dered

@ 60

powd.
gran .

M yrrh,
Opium,
Opium,
Shellac 
Shellac B leached 
T rag ac an th , pow
T rag ac an th  -----
T u rp e n t in e -------

13 70@13 92
13 70@13 92 

90@1 00 
00@1 10 

@1 75 
75®2 25 

@ 25

Insecticides
A rsenic _______  20 @ 30
Blue V itriol, bbl. @ 07 
Blue V itrio l, less 8%@ 15 
B ordeaux Mix D ry 14® 29
H ellebore, W hite

pow dered --------  20® 30
Insect Pow der — 70@ 90
L ead  A rsenate  Po. 26 @ 35
L im e and  S ulphur

D r y ____________ 8%@ 24
P a ris  G reen —----- 32 @ 48

LC3V6S
B uchu ------------- 1 60
B uchu, pow dered @1 75
Sage, B ulk --------  25@ 30
Sage, % loose —  @ 40
Sage, pow dered— @ *>•>
Senna, Alex. -----  75®
Senna, T inn. --------30® 35
Senna, T inn. pow. 25® 35
U va U r s i __________ 20@ 25

Oils
A lm onds, B itte r,

tru e  ____ —_ 7 50@7 75

—  .  00®4 25
Alm ond s. Sw eet, ^  ^
Almonds, Sweet,

im ita tion  ------- 60@1 00
A m ber, crude — 1 50®1 ¿5 
A m ber, rectified  2 00 @2 25
A nise --------------  1B e rg a m o n t------- 4 50@4 75
PaieDUt — 1 50@1 7.5
Cass?a ------- 4 00@4 25
P a s to r   1 75@2 00
C edar L e a f ----- 1 75@2 00
C i t r o n e l la --------  1 50@1 75
C lo v e s --------------  3 75@4 00
C o c o a n u t---------- 25® 35
Cod L i v e r -------- 1 35® 1 45
Croton ________  2 00@2 25
C otton  S e e d ----- 1 40@1 60
Cubebs __    8 50 '(p 8 75
E igeron _______  3 0003 25
E u c a ly p tu s -------1 25@1 50
H em lock, p u re — 2 00@2 *5 
Ju n ip e r  B e rries- 2 00@2 25 
Ju n ip e r  W ood— 1 50@1 75
L ard , e x t r a ----- 1 35@1 45
L ard , No. 1 —— 1 25® 1 35

C inchona _______ @2 10
Colchicum  _____ @1 80
Cubebs _________ @3 00
D ig italis _ ____ @1 80
G entian  ______ @1 35
G inger, D. S . _ @1 80
G uaiac ________ @2 20
G uaiac, Ammon. @2 00
Iodine ---- ----- @ 95
Iodine, Colorless @1 50
Iron, C lo .____  _ @1 35
K i n o _____  __ __ @1 40
M yrrh _ _ __ @2 50
N ux V o m ic a ___ @1 55
Opium ___ ___ _ @3 50
Opium, C a m p ._ @ 85
Opium, D eodorz’d @3 50
R h u b a r b ________ @1 70

Roots

A lkanet _______  25® 30
Blood, pow dered- 35® 40
Calam us _______  35@ 60
Elecam pane, pwd 25@ 30
G entian , powd._ 20® 30
G inger, A frican,

pow dered ____  25@ 30
Ginger, Ja m a ica  60® 65
Ginger,' Jam aica ,

pow dered ___  42® 50
G oldenseal, 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. @ 40
S arsaparilla , Hond.

ground _______  @1 00
S arsap arilla  M exican,

ground  _________  @ 60
Squills _________  35® 40
Squills, pow dered 60@ 70
T um eric, powd. 17® 25
V alerian , powd. 40® 50

Seeds

A nise ___________  @ 35
A nise, pow dered 35@ 40
Bird, I s _________  13® 15
C a n a r y _________  10® 15
C araw ay, Po. .50 35® 40
C a rd a m o n _____  2 25@2 50
Celery, powd. .45 .35® 40 
C oriander pow. .35 27® 30
D i l l ____________ 12% @ 20
F e n n e l l_________  25® 40
F lax  _________  07 %@ 12
F lax , g r o u n d __ 07%@ 12
F oenugreek  pow. i5@ 25
H em 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
Quince ________  1 75@2 00
R ape ___________  15® 20
S a b a d i l la _______  23® 30
S u n flo w e r_____  11%@ 15
W orm , A m erican 30® 40
W orm , L e v a n t___  @5 00

T in c tu res

A conite ------------- @1 80
Aloes ___________ : ®1 45
A rnica _________  @1 10
A safoetida _____  @2 40
B elladonna _____  @1 35
Benzoin ________  @2 10
Benzoin Comp’d @2 65
B uchu _________  @2 55
C a n th r a r a d ie s__  @2 85
C a p s ic u m _______  @2 20
C a te c h u _— —  ®1 75

Paints.

Lead, red d r y _14%@15%
Lead, w hite  dry  14%@15% 
Lead, w hite oil- 14%@15% 
Ochre, yellow bbl. @ 2
Ochre, yellow less 2%® 6
Red V enet’n  Am. 3%@ 7
Red V enet’n Eng. 4® 8
P u t ty  ___________  5® 8
W hiting , bbl. ___  @ 4%
W hiting  _______  5%@ 10
L. H. P. P re p —  2 80@3 00 
R ogers P r e p ._ 2 80@3 00

M iscellaneous

A c e ta n a lid ____  47%® 58
Alum __________  08® 12
Alum. powd. and

ground _______  09® 15
B ism uth , S ubni­

t ra te  _______  3 85@4 00
B orax  x ta l o r

pow dered ___  07® 13
C an tharades, po. 2 00@3 00
Calomel ______  1 76@1 96
Capsicum , pow ’d 48@ 55
C a rm in e _______  6 00@6 60
C assia  B u d s ___  25® 30
Cloves _________  50@ 55
Chalk P re p a re d - 14® 16
C h o lo ro fo rm _____ 57 @67
Chloral H y d ra te  1 35@1 85
Cocaine _____  11 60@12 25
Cocoa B u t t e r ___ 55® 75
Corks, list, less 40@50%
Copperas ______  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® 50
D extrine _______  5® 15
D over’s Pow der 3 50@4 00 
Em ery, All Nos. 10® 15 
Em ery, Pow dered 8® 10 
Epsom  Salts, bbls. @ 3
Epsom  Salts, less 3%@ 10
E rgo t, p o w d e r e d _@1 50
F lake , W h i t e ___  15® 20
Form aldehyde, lb 15%@ 30
G e la t in e _______ 1 25@1 50
G lassw are, less 55%. 
G lassw are, full case 60%. 
G lauber Salts, bbl. @03% 
G lauber S a lts  less 04® 10
Glue, B row n ___  21® 30
Glue, B row n G rd 15® 20
Glue, w h i t e ___ 27%@ 35
Glue, w hite  grd . 25® 35
Glycerine _____  22% @ 40
H ops ____________  65® 75
Iodine ________  6 30@6 75
Iodoform  _____  7 60@7 85
L ead  A c e t a t e _ 18® 25
L y c o p o d iu m _____ 60® 75
Mace ____________  @ 80
Mace, pow dered 95® 1 00
M e n th o l_____  18 00® 19 00
M o rp h in e ___  10 33@11 60
N ux V o m ic a ___  @ 30
N ux Vom ica, pow. 17® 25 
P epper b lack  pow. 32® 35
P epper, W h i t e _40® 45
P itch , B urgundry  10® 15
Q uassia  _________  12® 15
Q uinine _________  72@1 33
Rochelle S a lts  — 28® 35
Saccharine _____  @ 30
S alt P e te r  --------  11® 22
Seidlitz M ix ture 30® 40
Soap, g r e e n ___ 15® 30
Soap m o tt cas t. 22 %@ 25 
Soap, w hite  castile

case ____  _______  @11 50
Soap, w h ite  castile

less, p e r b a r ___ @1 25
Soda A s h ________ 3%@ 10
Soda B icarbonate  3%@ 10
Soda, S a l ------------- 03® 08
S p irits  C am phor -  @1 35
Sulphur, r o l l ----- 3%@ 10
Sulphur, S u b l .__ 04® 10
T am arin d s _____  20® 25
T a r ta r  E m e t i c _70® 75
T u rpen tine , Ven. 50® 75
V anilla Ex. p u re  1 75@2 25
W itch  H a z e l_1 51@2 10
Zinc Su lphate  06® 15



28 M I C H I G A N  T R A D E S M A N F e b ru a ry  27, 1924

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
Horse Radish Cloves
Allspice Pepper
Oil M ustard
Parow ax Nutm egs
H errin g Cheese

A rctic, 
A rctic, 
t  X L,

A M M O N IA

16 oz. ________ 2 00
32 o z . ________ 3 25
3 doz., 12 oz. 3 75

48, 1 l b . _____________ 4 25
84. 3 lb. _____________ 5 50
10 lb. pails, pe r doz. 8 20 
16 lb. palls, pe r doz. 11 20 
25 lb. pails, pe r doz. 17 70

B A K IN G  P O W D E R S  
A rctic . 7 oz. tu m b ler 1 35
Queen F lake, 6 o z . _1 25
Q ueen F lake, 16 oz. __ 2 25 
Queen F lake, 100 lb. keg  11 
Queen F lake, 25 lb. keg  14
Royal, 10c, d o z ._____  85
Royal, 6 oz., doz. __ 2 70 
Royal, 12 oz., doz—  5 20
Royal. 5 lb...............—  31 20
Rocket, 16 o z ,  doz. 1 25

B L U IN G

O riginal

condensed P earl 

I Crow n Capped 

J ljI  4 doz., 10c dz. 85 

3 dz. 15c, dz. 1 25

B R E A K F A S T  FO O D S  
C racked W heat, 24-2 3 85
C ream  of W h e a t ----- 6 90
P illsbu ry ’s B est C er’l 2 20 
Q uaker Puffed R ice— 5 65 
Q uaker Puffed W heat 4 30 
Q uaker B rfs t B iscu it 1 90
R alston  P u rin a  ----------3 60
R alston  B r a n z o s ----- 2 70
R alston  Food, large — 3 60 
Saxon W h eat Food __ 3 85

Shred. W h ea t B iscu it 3 85 
V ita  W h e a t  1 2 s_____ 1 80

Stove
No. 1 _______________1 10
No. 2 _______________1 35

Shoe
No. 1 _______________  90
No. 2 ---------------------- 1 25
No. 3 _______________2 00

B U TTER  COLOR
D andelion, __________ 2 85
N edrow , 3 oz., doz. 2 60

CANDLES
E lectric  L igh t, 40 lbs. 12.1
P lum ber, 40 lbs. ____ 12.8
Paraffine, 6 s ________ 14%
Paraffine, 1 2 s ______ _ 14%
W icking ____________ 40
T udor, 6s, pe r box __ 30

CANNED FR U IT. 
Apples, 3 lb. S tan d a rd  1 50
Apples, No. 1 0 _ 4 00@4 25
Apple Sauce, No. 2_ 2 00 
A pricots, No. 1 1 35@1 90
A pricots, No. 2 ____2 85
A pricots, No. 2% 2 60@3 75
A pricots, No. 10 ____ 8 00
B lackberries, No. 10 12 50 
B lueber’s, No. 2, l-75@2 50
B lueberries, No. 1C_11 00
C herries, No. 2_3 00 @3 60
C herries, No. 2% 4 00@4 95
C herries, No. 1 0 ____ 10 60
L oganberries, No. 2 _ 8 00
P eaches, No. 1 1 10@1 80
Peaches, No. 1, Sliced 1 40
P eaches, No. 2 _____ 2 75
Peaches, No. 2% Mich 2 25 
P eaches, 2% Cal. 3 00@3 76 
P eaches, 10, Mich 5 50@6 60 
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@2 60
P ineapple, 10 c r u . _13 00
P ea rs , No. 2 ________ 2 90
P ea rs , No. 2% „ 3  50® 3 75
P lum s, No. 2 _1 25® 1 40
P lum s, No. 2 % ______ 2 60
R asp b erries  No. 2, b lk 3 00 
R aspb 's , Red, No. 10 14 00 
I tasp b ’b, B lack

No. 10 ___  11 50@12 50
R hubarb , No. 1 0 ____ 6 60

CANNED 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 
Clam s, M inced, No. 1 2 50 
F in n an  H addie, 10 oz. 3 30 
C lam  Bouillon, 7 oz._ 2 50 
Chicken H addie, No. 1 2 75 
F ish  F lakes, sm all — 1 35 
Cod F ish  Cake, 10 oz. 1 85 
Cove O ysters, 5 oz. — 1 75 
L obster, No. %, S ta r  3 25 
Shrim p, 1, w et 2 10@2 25 
S ard ’s, % Oil, ky  6 00® 7 00 
S ard ines, % Oil, k ’less 6 00 
Sardines, % 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 
Sard ines, Im . %, ea. 10@28 
Sard ines, Im ., %, ea. 25
Sardines, C a l ._1 65@1 80
T una, %, A lb o 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

Post’s Brands.
G rape-N uts, 24s ___ 3 80
G rape-N uts, 100s ___ 2,75
P ostum  Cereal, 1 2 s _2 25
P o st T oasties, 3 6 s _2 85
P o st T oasties, 2 4 s _2 85
P o s t’s B ran , 24s ___ 2 70

BRO OM S
S tan d ard  P arlo r, 23 lb. 7 00 
F an cy  P arlo r, 23 lb. 8 00 
E x. F ancy  P a rlo r  25 lb. 9 25 
E x. Fey. P a rlo r  26 lb. 10 00
Toy ----------------------------2 25
W hisk, No. 3 ________ 2 76

Rich & F ran ce  B rands
S p e c i a l _______________ 6 75
No. 24, Good V a l u e _7 50
No. 25, S p e c i a l_____ 8 00
No. 25, V elvet, plain 8 75
No. 25, V elvet, pol._9 00
No. 27 Q u a l i t y _____ 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 S H E S
Scrub

Solid B ack, 8 i n . ___ 1 50
Solid B ack, 1 i n . ___ 1 75
P o in ted  E n d s ___ 1 25

CANNED MEAT. 
Bacon, Med. B eechnu t 2 40 
Bacon, Lge. B eechnu t 4 05
Beef, No. 1, C o rn e d_2 70
Beef, No. 1, R o a s t_2 70
Beef, No. 2%, E agle sli 1 25 
Beef, No. %, Q ua. sli. 1 75 
Beef, 5 oz., Q ua., sli. 2 50
Beef No. 1, Q u a k e r_3 10
Beef, No. 1, B ’n u t, sli. 5 10 
B eefsteak  & Onions, s  2 75 
Chili Con Ca., Is  1 35® 1 45
Deviled H am , %s ___2 20
Deviled H am , % s _3 60
H am b u rg  S teak  &

O nions, No. 1 _____ 3 15
P o tted  Beef, 4 o z . __ 1 10
P o tted  M eat, % L ibby 60 
P o tted  M eat, % L ibby 90 
P o tted  M eat, % Rose 85
Potted  H am , Uen. % 1 85
V ienna S ans., No. % 1 35
Veal Loaf. M edium _ 2 30

Baked Beans
B eechnut, 16 o z . ___ 1 40
C a m p b e lls ___________ 1 16
C lim atic Gem, 18 ozz. 95
F rem on t, No. 2 _____ 1 20
Snider, No. 1 _______  95
Snider, No. 2 _______1 25
V an  Camp, s m a l l___  85
V an Camp, M e d .___ 1 15

CANNED V EG ETA BLES.
A sparagus.

No. 1, G reen tip s  4 10®4 50 
No. z%, Lge. u r .  3 75®4 50
W. B ean, c u t 2 1 65@1 75
W. B eans, 1 0 _ 8 50® 12 00
G reen B eans, 2s 1 85®3 75 
Gr. B eans, 10s 7 50®13 00 
L. B eans, 2 g r . 1 35®2 65 
L im a B eans, zs, Soa&eU 96 
Red 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 25
B eets, No. 3, c u t ___ 1 60
Corn, No. 2, E x  s ta n  1 45 
Corn, No. 2, F a n  1 60®2 24 
C orn, No. 2, Fy . g la ss  3 25 
Corn, No. 10 __7 50® 16 75 
H om iny, No. 3 1 00® 1 15
O kra, N o. 2, w hole __2 00
GKra, No. 2, c u t ___ 1 60
D ehydrated  Veg Soup 90 
D ehydrated  P o ta to es, lb 4a
M ushroom s, H o te ls ____38
M ushroom s, Choice * ___ 50
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 ill.,

J u n e ________ 1 90@2 10
P eas , No. 2, E x . SUL

E. J . _______________ 2 60
P eas, E x. F ine , F re n ch  25 
Pum pkin , No. 3 1 35@1 50 
P um pkin , No. 10 4 50®5 60 
P im entos, %, each  12®14 
P im entos, %, each  _  27 
Sw ’t  P o ta to es, No. 2% 1 36 
S au rk rau t, No. 3 1 40® 1 50 
su c co ta sh , No. 2 1 6o®2 35 
S uccotash , No. 2, g lass  2 80
Spinach, No. 1 ______ 1 10
Spinach, No. 2__ 1 35@1 75
Spinach, No. 3_ 2 00®2 40
Spinach, No. 10_ 6 00 ® 7 00
T om atoes, No. 2 1 30w i 60 
T om atoes, No. 3 1 9o®2 26 
Tom atoes, No. 2 g lass 2 60 
Tom atoes, No. 10 - 6 50

CA T8U P.
B -n u t, S m a l l ________ 2 25
L illy Valley, 14 oz. _  2 60
Libby, 14 o z . __ ___x 86
Libby, 8 o z . _______ 1 75
L ily  Valley, % p in t 1 75
P aram o u n t, 24, 8 s ___ 1 46
P aram o u n t, 24, 16s . .  3 40
P aram o u n t, 6, l o s _10 00
Sniders, 8 o z . ______ 1 85
Sniders, 16 o z . _____ 2 85
Royal Red, 10 o z . ___ 1 40

CHILI SAUCE.
Snider, 16 oz. ______  3 86
Sniders, 8 o z . _______ 2 85
Lilly V alley, 8 o z . _2 10
L illy Valley, 14 o z . __3 00

OYSTER COCKTAIL.
Sniders, 16 o z . _____ 3 25
Sniders, 8 o z . ______ 2 35

C H E E SE
R o q u e fo r t___________ 63
K ra i t  Sm all t i n s ___ 1 70
K ra f t  A m erican  ____  1 70
Chili, sm all tin s  1 70
P im ento , sm a ll tin 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 ________________ 26
W isconsin F la ts  ___ 26
W isconsin D aisy  ___ 26
L onghorn ___________ 26
M ichigan F u ll C ream  26 
New York F u ll C ream  30 
Sap S a g o ___________ 30

CH EW IN G  GUM
A dam s B lack J a c k ___ 66
A dam s B lo o d b e r r y __ _ 06
Adam s D entyne - OS
A dam s Calif. F ru 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 o u b le m in t____________ 65
Ju icy  F r u i t ____________ 65
P epperm in t, W rig ie y a _  65
S pearm in t, W  rig  l e y s _65
W rigley’s  P -K  ___   65
Zeno ______ . . . . . . ___ — 66
T e a b e r r y _______________65

CHOCOLATE.
B aker, C aracas, % s _37
B aker, C aracas, %s __ 35
B aker, P rem ium , %s __ 37
B aker, P rem ium , % s _34
B aker, P rem ium , % s _34
H ersheys, P rem ium , % s 35 
Hershey8, P rem ium , % s 36 
R unkle, P rem ium , % 31 
Runfcle, P rem ium , %s_ 34 
V ienna Sw eet, 24s . . .  2 10

COCOA.
B aker’s  %s ____________ 40
B a k er’s  %s ____________ 36
B unte, %s ____   43
B unte, % lb. __________ 35
B unte, lb. _____________ 32
D roste’s  D utch , 1 lb__9 00
D roste’s  D utch , % lb. 4 75 
D ro ste ’s D utch , % lb. 2 00
H ersheys, %s _________ 33
H ersheys, %s _________ 28
H uyler _________________ 36
Lowney, % s ____________ 40
Lowney, %s __________ 40
Lowney, %s __________38
Lowney, 5 lb. c a n s ___ 31
V an H outen , %s ______75
V an H outen . %s ______75

COCOA N U T .
%s, 5 lb. case D unham  42
%s, 5 lb. case ________ 40
%s & %s 15 lb. case— 41 
Bulk, b arre ls  shredded 24 
48 2 oz. pkgs., p e r  case 4 15 
48 4 oz. pkgs., pe r case 7 00

C L O T H E S  L IN E .
H em p, 50 f t . _________ 2 00
T w isted  Cotton, 50 f t. 1 75
B raided. 50 ft. _______ 2 75
S ash  Cord ___________ 3 50

C O F F E E  R O A S T E D
B ulk

R i o _____________________ 19
San tos ___________  24 @27
M a ra c a ib o _____ __________33
G uatem ala  ___________ 34%
Ja v a  an d  M o c h a ______ 41
B ogota _______________ 34%
P e a b e r r y _______________ 27

M cL au g h lin ’s K ep t-F resh  
V acuum  packed. A lw ays 
fresh . C om plete line of 
h ig h -g rad e  bulk coffees. 
W . F . M cLaughlin & Co., 

Chicago

Coffee E x trac ts
M. Y., p e r 100 _____  12
F ra n k ’s 50 pkgs. ____ 4 25
H um m el’s  50 1 l b . _10%

C O N D E N S E D  M IL K
E agle, 4 doz. ________ 9 00
L eader, 4 doz. _______ 7 00

M IL K  C O M P O U N D
H ebe, Tall, 4 d o z ._4 50
H ebe, B aby, 8 d o z ._4 40
Carolene, Tall, 4 doz. 4 00 
C arolene, B a b y _____ 3 50

E V A P O R A T E D  M IL K

Q uaker, Tall, 4 d o z ._4.90
Q uaker, Baby, 8 doz. 4 80 
Q uaker Gallon, % doz. 4 70 
Blue G rass, Tail, 48 6 09 
Blue G rass, B aby, 72 3 75 
C arnation , Tall, 4 doz. 5 25 
C arnation , Baby, 8 dz. 5 15
E very  Day, T all ____ 5 25
E very  D ay, B a b y ___ 4 00
Goshen, T a l l ____________ 5 00
P e t, T all _____________ 5 25
P e t, B aby, 8 o z . ___ 5 15
B orden’s, T a l l __________ 5 25
B orden 's , B a b y ______ 6 16
V an Cam p, T all ____ 5 25
Van Camp, B a b y ___ 3 95

CIGARS
Lewellyn A  Co. B rands 

G arc ia  M aster
C afe, 1 0 0 s_______________ 37 60

Sw ift
W olverine, 50s ___  130 00
Suprem e, 5 0 s __________ 110 00
B ostonian, 50s ____  95 00
P erfec to , 50s _____  95 00
B lun ts , 5 0 s ________  75 00
C abinet, 5 0 s _______  73 00

T ilford C igars
Clubhouse, 50s _____ 110 00
P erfec to , 5 0 s ______  95 00
Tuxedo, 6 0 s _______  75 00
T ilcrest, 5 0 s __________  35 00

W orden Grocer Co. Brands
H en ry  G e o r g e -------- 337 60
H arv este r  K id d ie s_ 37 60
H arv este r  Record B ._75 00
H arv este r  Delmonico 75 00
H arv este r  P erfec to_ 96 00
W eb ste re tts  _______  37 50
W ebster Savoy -----  75 00
W ebster P l a z a _____  95 00
W ebster B elm ont— 110 00
W eb ste r S t. R eges_125 00
S ta rlig h t Rouse -----  90 00
S ta rlig h t P -C lub  — 150 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
V alentine I m p e r ia l_ 95 00
T iona ________________ 30.00
C lin t F o rd  _________ 35 00
P icad u ra  P a ls  _____  25 00
Q ualitiy  F irs t  S togie 18 50

Vanden Berge Brands  
Chas, the  E igh th , 50s 75 00
W h a le - B a c k ____ 50s 58 00
B lackstone ____ -60s 95 00
El P roduc to  B o q u e t. 75 00 
El P roducto , P u r i ­

tano -F in o s _______  92 00

C O N F E C T IO N E R Y  
S tick  Candy P ails

S tandard  ____________ 18
Jum bo  W r a p p e d ___ 20
P u re  S ugar S tick  600s 4 25 
B ig S tick , 20 lb. case 21 

Mixed Candy
K in d e r g a r te n _______ 19
L e a d e r ______________ 18
X. L. O. ___________ 16
F rench  C ream s _____ 20
Cameo ______________ 22
G r o c e r s _____________ 13

Fancy Chocolates
5 lb. Boxes 

B ittersw eets, A ss’ted  1 75 
Choc M arshm allow  Dp 1 75 
Milk Chocolate A A__ 2 00
Nibble S t i c k s _______ 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 --------------------20
Superio r ------  21

Lozenges. P ails  
A. A. Pep. Lozenges 20 
A. A. P in k  Lozenges 20 
A. A. Choc. Lozenges 20
M otto H e a r t s _____ 21
M alted Milk L ozenges 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 quares ____  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, carL  1 05 
4 oz. pkg., 48s, case  4 00

Specialties.
W aln u t F u d g e ________24
P ineapple F u d g e _____ 22
Ita lian  Bon B o n s ___ 20
A tlan tic  C ream  M ints 32 
Silver K ing  M. M allows 32
Hello. H iram , 2 4 s ___ 1 50
W aln u t Sundae, 24, 5c 85
N eapolitan , 24, 5 c ___  85
Y ankee Ja ck , 24. 5c „  85 
G ladiator, 24, 10c 1 80
Mich. S u g ar Ca., 24, 5c 85 
Pal O Mine, 24, 5c ■ ■. 86
Scaram ouche. 24-10c 1 60

C O U P O N  BOOKS  
50 Econom ic g rade  _  2 50
100 Econom ic g r a d e _4« 50
500 Econom ic g rad e  20 00 
1,000 Econom ic g rade  37 50 

W here 1,000 books a re  
ordered  a t  a  tim e, special­
ly p r in t fro n t cover is 
furn ished w ith o u t charge.

C R E A M  O F T A R T A R
6 lb. boxes ____________ 35

D R IE D  F R U IT S  
Apples

E vap. Choice, b u l k _____16
A pricots

E vaporated , C h o ic e ____ 18
E vaporated , F a n c y ____ 22
E vaporated  S l a b s ______ 14

C itron
10 lb. b o £ ______________ 48

C urrants
Package, 15 o z . _____ 18
Boxes, Bulk, p er lb. _ 17 
G reek, B ulk, lb. ____ 15%

Peaches
E vap. Choice, u n p . ___ 12
E vap., Ex. F an cy , P. P. 18

Peel
Lem on, A m erican  ____ 25
O range, A m erican  ____ 26

Raisins
Seeded, B ulk  ________ 10%
Seeded, bulk C alif—  09% 
Seedless, 15 oz. pkg. 12 
Seedless, Thom pson __ 11
Seeded, 15 oz. p k g ._12
C alifo rn ia  S u l a n a s _09%

C alifo rn ia  Prunes
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. b o x e s_@11%
50-60, 25 lb. b o x e s_@12%
40-50, 25 lb, b o x e s_@14
30-40, 25 lb. b o x e s_@17%

F A R IN A C E O U S  GOODS
Beans

Med. H an d  P i c k e d _06%
Cal. L im as _________ 14
Brow n, Sw edish ___ 09
Red K idney  _______ 02

F a rin a
24 packages _________ 2 25
Bulk, per 100 l b s . _05%

H om iny
P earl, 100 lb. s a c k _2 75

M acaroni
D om estic, 20 lb. box 08 
A rm ours, 2 doz„ 8 oz. 1 80 
Fould’s, 2 doz., 8 oz. 1 80 
Q uaker, 2 d o z . _____ 1 80

P earl B arley
C hester _____________ 4 25
00 and  0000 ________ 6 00
B arley  G rits _______  05

P eas
Scotch, lb. __________  07%
Split, lb. y e l l o w _____ 08

Sago
E a s t In d ia  __________ 12

Tapioca
P earl, 100 lb. s a c k s _12
M inute, 8 oz., 3 doz. 4 05 
D rom edary  In s ta n t  _  3 50

F L A V O R IN G  E X T R A C T S

Doz. Doz.
Lemon V an illa
1 2 0 ----% ounce 1 65
1 6 5 __ 1% ounce „  2 20
2 75 __ 2% ounce __ 3 60
2 40 __ 2 ounce __ 5 30
4 50 __ 4 ounce __ 6 00
7 75 __ 8 ounce __ 10 40

15 00 __ 16 ounce — 20 00
29 00 __ 32 ounce __ 37 40

A rc tic F lavorings
V anilla o r  Lem on

1 oz. P arn e l, doz. ___ 1 00
2 oz. F la t, doz. ___ 2 00
2 Ms oz. Jufi:. .  _ 2 25
3 oz. T aper, 40 hot. for 6 75

Smith’s
Flavorings

2 oz. V anilla  _________ 2 00
2 oz. Lem on _________ 2 40
4 oz. V anilla  _________ 3 50

J iffy  Punch
3 doz. C a r t o n _________ 2 25

A sso rted  flavors.

F R U IT  JA R S  
M ason, p ts ., per g ross 7 80 
M ason, q ts ., p e r  g ro ss 9 10 
Mason, % gal., g ross 12 10 
Ideal G lass Top, p ts. 9 20 
Ideal G lass Top, q ts . 11 00 
Ideal G lass Top, % 

gallon ____________  15 70

G E L A T IN E
Jello-O , 3 doz. __ _ 3 45
K nox’s S park ling , doz. 2 25 
K nox’s  A cidu’d, doz. 2 25
M inute, 3 doz. _______ 4 05
Plym outh , W h ite  ____ 1 55
Q uaker, 3 doz. ______ 2 70

H O R S E  R A D IS H  
P e r  doz., 5 oz. ______ 1 15

J E L L Y  A N D  P R E S E R V E S
Pure , 30 lb. p a i l s ___ 4 00
Im ita tio n , 30 lb. pails 1 90 
P u re  7 oz. A sst., doz. 1 20 
Buckeye, 22 oz., doz. 2 10
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JE L L Y  QLAS8E8  
I  o i., per d o * . ________36

O L E O M A R G A R IN E  
K ent Storage Brands.

Good Luck, 1 l b . ___25%
Good Luck, 2 l b . ___25
Good Luck, s o l i d __ 24
Gilt Edge, 1 lb. ____ 25%
Gilt Edge, 2 l b . __:__ 25
Delicia, 1 lb. ______ 22
Delicia, 2 lb. _______ 21%

S w ift Brands.
Gem N ut ___________ 24
Special C ountry  roll_27
Van W estenbrugge Brands  

Carload Distributor

29

N ucoa,' 1 lb. ________ 25%
Nucoa, 2 and  5 lb.__ 25

M A T C H E S
C rusades ____________ 6 00
Diam ond, 144 b o x ___ 8 00
S earchlight, 144 box 8 00 
Red Stick, 720 lc  bxs 5 50 
Red Diam ond, 144 bx 6 00 

S afety  Matches  
Q uaker, 5 gro. case 4 75 

M IN C E  M E A T
None Such, 3 d o z ._4 85
Q uaker, 3 doz. c a s e _3 50
Libby, Kegs, w et, lb. 22 

M O LA S S E S .

Gold B rer R abbit 
No. 10, 6 cans to case 5 55 
No. 5, 12 cans to  case 5 80 
No. 2%, 24 cans to  cs. 6 05 
No. 1%, 36 cans to  cs. 5 00 

Green B rer R abbit 
No. 10, 6 cans to case 4 20 
No. 5, 12 cans to case 4 45 
No. 2%, 24 cans to cs. 4 70 
No. 1%, 36 cans to  cs. 4 00 

A u n t D inah Brand.
No. 10, 6 cans to case 3 00 
No. 5, 12 cans o case 3 25 
No. 2%, 24 cans o cs. 3 50 
No. 1%, 36 cans oe cs. 3 00 

N ew  Orleans
F an cy  Open K ettle  —  68
Choice _________________ 52
F a ir  -------------------- --------32

H alf barre ls &c e x tra  
M olasses in Cans.

Dove, 36, 2 lb. W h. L. 5 60 
Dove, 24, 2% lb W h. L  5 20 
Dove, 36, 2 lb. B lack 4 30 
Dove, 24, 2% lb. B lack 3 90 
Dove, 6, 10 lb. Blue L  4 45 
P a lm etto , 24, 2% lb. 4 65

N U T S .
W hole

Almonds, T e rreg o n a-- 20
B razil, L arge  ------------- 22
F an cy  m ix e d -------------- 20
F ilberts , Sicily ----------15
P ean u ts , V irginia , raw  09% 
P ean u ts , Vir. ro asted  11 
P ean u ts , Jum bo, raw  13 
P ean u ts , Jum bo, rs td  15
P ecans, 3 s ta r  ----------23
P ecans, Jum bo ----------24
W alnu ts , C alifornia __ 28 

Salted Peanuts.
Fancy , No. 1 -------------13
Jum bo -------------------------23

Shelled.
Almonds ------------------- 43
P eanu ts , Spanish,

125 lb. b a g s ------------- 16
F ilb erts  _____________ 32
Pecans -------- '.-------------90
W alnu ts ------------------- 52

O L IV E S .
Bulk, 2 gal. k e g ----- 3 50
B ulk , 3 gal. keg  ----- 5 00
B ulk, 5 gal. k e g ----- 7 75
Q uart, J a rs , dozen — 6 00 
P in t, J a rs , dozen —  3 50 
4 oz. J a r , plain, doz. 1 40 
5% oz. J a r , pi., doz. 1 60 
9 oz. J a r , p lain , doz. 2 80 
16% oz. J a r , PI. doz. 4 50 
4 oz. J a r ,  S tu., doz. 1 90
8 oz. Ja r , stuffed , dz. 3 40
9 oz. J a r , Stuffed, doz. 4 10 
12 oz. J a r , Stuffed, dz. 4 90

PEANUT BUTTER.

A *

Bel Car-Mo Brand 
8 oz., 2 doz. in case
24 1 lb. pails _______
12 2 lb. p a i l s _________
5 lb. pails 6 in c ra te  
14 lb. pails _________
25 lb. pails _________  -
50 lb. t in s  ___________
P ETR O LEU M  PRODUCTS  

Iron  B arre ls
Perfec tion  K e r o s in e_13.1
Red Crown Gasoline,

T an k  W agon _____  18.7
Gas M achine Gasoline 37.2 
V. M. & P. N ap h th a  23.6
C apitol C ylinder ____ 39.2
A tlan tic  Red E n g in e - 21.2 
W in te r  B lack ________ 12.2

Cpolarine
Iron Barrels.

L ight ----------- ...----
Medium ________
H eavy  _________
Special h e a v y __
E x tra  heavy ___
Transm ission  Oil 
F inol, 4 oz. cans, doz. 1.40 
Finol, 8 oz. cans, doz. 1.90
P arow ax , 100, lb. ____ 7.9
P arow ax , 40, 1 lb. ___ 8.1
P arow ax , 20, 1 lb. ___ 8.3

61 2
64.2
66 .2

._ 69.2
59.2

SEMDAC
•Join» eicss

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_19 00
H alf bbls., 600 count 10 50
10 gallon kegs ____ 9 50

Sw eet Sm all
30 gallon, 3000 ____  38 00
30 gallon, 3000 ___  43 00
5 gallon, 500 ________ 7 75

Dill P ickles.
600 Size, 15 g a l . ------- 9 60

PIP E S
Cob, 3 doz. in bx. 1 00@1 20 

PLAYING CARDS 
B roadw ay, per do*. — 2 40
Blue R ib b o n __________4 00
Bicycle ----------------------- 4 50

POTASH
B a b b itt’s 2 d o z . ---------- 2 75

FRESH  MEATS 
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
G o o d ___________________ 11
Medium ________________ 09
Common _______________ U»

Veal.
Top _________________ 12
Good ____________ '----- 10
Medium _____________ 08

Lam b.
Good ________________ 24
M edium _____________ 22
P o o r ________________ 16

M utton.
Good ________________ 12
Medium _____________ 10
P o o r _________________ 06

Pork.
H eavy  hogs ________ 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 ___________ 10
N eck bones _________ 06

PROVISIONS 
B arreled  Pork 

C lear B ack __ 23 00@24 00 
S hort C u t C lear 22 00@23 00
C lear F am ily_ 27 00@2f 00

Dry S alt M eats 
S P  Bellies __ 16 00@13 00 

L ard
80 lb. t u b s ___advance %
P u re  in tie rces ______ 15
69 lb. t u b s ___advance %
50 lb. t u b s ___advance %
20 lb. p a i l s ___advance %
10 lb. p a i l s ___advance %

5 lb. p a i l s ___advance 1
3 lb. p a i l s ____advance 1

Com pound L ard  14%@15% 
S ausages

Bologna _____________ 12%
L iver _________________ 12
F ra n k fo r t ____________ 16
P o r k ______________18@20
V e a l ________________   H
T ongue _______________ 11.
H eadcheese __________ 14

Sm oked M eats 
H am s, 14-16, lb. „ 21@ 24 
H am s, 16-18, lb. „ 2 1 ®  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 a m s _14 @15
B acon _ 18 @30

Beef
B oneless ___  23 00@24 00
Rum p, n e w _ 23 00@24 00

Mince M eat
Condensed No. 1 car. 2 00 
Condensed B akers brick  31
M oist in g lass ______ 8 00

P ig’s F eet
% bbls. __________  2 15
% bbls., 35 l b s . _____ 4 00
% bbls. ______________ 7 00
1 bbl. _______________ 14 15

T ripe
K its , 15 lbs. ________  90
% bbls., 40 l b s . _____ 1 60
% bbls.. 80 l b s . _____ 3 00
H ogs, per lb. _______  @42
Beef, round  s e t ___ 14@26
Beef, m iddles, s e t „  25@30 
Sheep, a  skein  1 75@2 00

RICE
F an cy  H ead ________ 08%
Blue Rose __________ 06%
B roken  ______________ 03%

ROLLED OAT8 
S teel C ut, 100 lb. sks. 4 75 
Silver F lake, 12 Fam . 2 30
Q uaker, 18 R e g u la r_1 80
Q uaker, 12s F am ily  N 2 75 
M others, 12s, IH’num  3 25 
Silver F lake, 18 Reg. 1 45
Sacks, 90 lb. J u t e ___ 3 00
Sacks, 90 lb. C o t to n _3 10

SALERATUS
Arm and H a m m e r_3 75

SAL SODA
G ranu la ted , bbls. ___ 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 ab le ts, % lb. P ure ,

doz. ________________ 1 40
W ood boxes, P u re  ____ 27
W hole Cod __________  11

Holland H erring
Q ueen, K egs -------------1 10
Q ueen, h a lf bbls. ___ 8 25
Queen, bbls. _______ 16 00
M ilkers, kegs ________ 1 25
Y. M. K egs ____  1 15
Y. M. h a lf bbls. ____ 9 00
Y. M. Bbls. ________ 17 50

H erring
K  K  K  K, N orw ay — 20 00
8 lb. p a i l s ____________ 1 40
C ut L unch __________ 1 25
Boned, 10 lb. b o x e s_28

Lake H erring
% bbl., 100 lbs. ____ 6 50

Mackerel
T ubs, 100 lb. fncy  fa t  24 50
T ubs, 60 count ______ 5 75

W hite Fish
Med. F ancy , 100 lb. 13 00

SHOE BLACKENING.
2 in 1, P aste , d o z ._1 35
E . Z. C om bination, dz. 1 35
D ri-F oot, doz. ______ 2 00
Bixbys, Doz. ________ 1 35
Shinola, doz. _______  90

STOVE POLISH.
B lackine, per d o z ._1 35
B lack 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 Liquid, per doz. 1 40
R adium , p e r  d o z .___ 1 85
R ising Sun, per doz. 1 35 
654 Stove Enam el, dz. 2 80 
V ulcanol, No. 5, doz. 95 
V ulcanol, No. 10, doz. 1 35 
Stovoil, per doz. ____ 3 00

SALT.
Colonial, 24, 2 l b . ___  95
Log Cabin 24-2 lb. case 1 90
Med. No. 1, B b l s .__ 2 80
Med. No. 1, 100 lb. bg. 95 
F a rm e r  Spec.., 70 lb. 95 
P ack ers  M eat, 56 lb. 63 
P ack ers  for 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 26
100, 3 lb. T a b l e _____ 6 07
60, 5 lb. Table ______ 5 57
30, 10 lb. T a b l e _____ 5 30
28 lb. bags, T a b l e _ 40

W orcester

Bbls.
Bbls.
Bbls.
100%
Bbls.

4030-10 sks. ______ 5
60-5 sks. ______ 5
120-2% sks. __ 6

lb. sks. ________ 6
280 lb. bulk:

A -B u tte r  ____________ 4
A A -B utter ___________ 4
P la in  50-lb. blks. __
No. 1 Medium b b l ._2
Tecum seh 70-lb. farm

sk. ________ ________
Cases, Ivory, 24-2 c a r t 2 
B ags 25 lb. No. 1 med.
B ags 25 lb. Cloth dairy
B ags 50 lb. Cloth dairy
Rock “C” 100-lb. sacks

SOAP

Am. F am ily , 100 box 6 00
E xport, 120 b o x _____ 4 75
F lak e  W hite , 100 box 4 75 
F e ls  N ap th a , 700 box 5 50 
G rdm a W hite  N a. 100s 5 00 
R ub No More W hite

N ap tha , 100 b o x _5 00
S w ift C lassic, 100 box 4 75 
20 Mule B orax, 100 bx 7 55
Wool, 100 box ______ 6 5u
F a iry , 100 box ______ 5 50
Ja p  Rose, 100 b o x ___ 7 85
Palm  Olive, 144 box 11 00
L ava, 100 b o x ________ 4 90
Pum m o, 100 b o x ___ 4 85
S w eetheart, 100 box _ 5 70 
G randpa T ar, 50 sm . 2 00 
G randpa T ar, 50 lge. 3 45 
Q uaker H ard w a te r

C astile, 72s, b o x _2 70
F a ir  bank T a r, 100 bx 4 00 
Trilby, 100, 10c cakes_ 8 00 
W illiam s B arber B ar, 9s 50 
W illiam s Mug, per doz. 48

P ro c to r & Gamble.
5 box lots, asso rted

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

C L E A N S E R S .

■¿fopATBlCK

Per case, 24 2 lb s ._2 40
Five case l o t s _____2 80

80 can  cases, ?4.S0 per case

W A S H IN G  P O W D E R S .

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
Golden Rod. 24 ______ 4 25
Jinx, 3 d o z .__________ 4 50
La F ran ce  L aun , 4 dz. 3 60 
L u ste r Box, 54 ______ 3 75

MIRACLE
M iracle C., 12 oz., 1 dz 2 25 
Old D utch  Clean. 4 dz 3 40 
Q ueen Ann, 60 oz. — 2 40
Rinso, 100 oz. • _______ 6 -40
R ub No More, 100 ,10 

o z . ___________ ;___ -  3 85

R ub No More, 18 Lg. 4 25 
Spotless C leanser, 48,

20 oz. ______________ 3 85
Sani F lush , 1 d o z ._2 25
Sapolio, 3 doz. ______ 3 15
Soapine, 100, 12 oz. _ 6 40 
Snowboy, 100, 10 oz. 4 00
Snowboy, 24 L a r g e _4 80
Speedee, 3 d o z ._____ 7 20
S unbrite , 72 d o z .___ 4 00
W yandotte , 48 _______ 4 75

SPIC ES.
W hole Spices.

Allspice, J a m a i c a ___ @13
Cloves, Z anzibar ____ @40
Cassia, C anton ______@25
Cassia, 5c pkg., doz. @40
G inger, A frican _____ @15
Ginger, C o c h in _______ @20
Mace, P e n a n g _______ @75
Mixed, No. 1 ________ @22
Mixed, 5c pkgs., doz. @45
N utm egs, 70-80 ____  @46
N utm egs, 105-110_____@40
Pepper, Bliick _______@15

P ure  Ground In Bulk
Allspice, Ja m a ica  ___ @16
Cloves, Z anzibar ____@45
Cassia, Canton ______@25
Ginger, A f r i c a n ____ @33
M ustard  ______________ @28
Mace, P en an g  ______ @80
N utm egs ____________  @40
Pepper, B lack _______ @18
Pepper, W hite  _____  @29
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
Garlic ________________ 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%
Pow dered, bags _____ 03%
Argo, 48, 1 lb. pkgs. 3 SO
Cream , 48-1 __________ 4 80
Q uaker, 40-1 _______  7

Gloss
Argo, 48, 1 lb. pkgs. „  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 l b s . ________ 05%

CORN SYRUP.

GOLDEN ■ CRYSTALWKITE- MAPLE

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 rystal 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. cans ________ 4 15
12, 5 lb. c a n s ________ 4 £5
24, 2% lb. cans _____  4 50
24, 1% lb. cans ___ 3 05

Corn
Blue K aro, No. 1%,

2 doz. _____________ 2 25
B lue K aro , No. 5, 1 dz. 3 15
Blue K aro , No. 1C,

% doz. ____________ 2 95
Red K aro, No. 1%, 2

doz. _______________ 2 65
Red K aro, No. 5, 1 dz. 3 65
Ked 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 d o z ._____ 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 u g ar B ird, 8 oz., 4

doz. _____________ 12 00
Maple.

M ichigan, per g a l-----2 50
W elchs, per gal. _____ 2 80

TA BLE SAUCES.
L ea & P errin , la rg e_6 00
L ea & P errin , sm all— 3 35
P epper _______________ 1 60
Royal M int __________ 2 40
Tobasco, 2oz. _______ 4 25
Sho You, 9 oz., doz. 2 70
A -l, la rge  __________ 5 20
A -l, s m a l l _________ 3 15
Capers, ? p £ .„ „ „ „  2 §0

TEA.
Jap an .

Medium ___________  30@35
Choice ____________  41@58
F ancy  _____________  62@70
No. 1 N ibbs __________  62
1 lb. pkg. S iftings 16@17

Gunpowder
Choice ______________   28
F an cy  ______   38@40

Ceylon
Pekoe, m edium  ________ 52

English B reak fast
Congou, Medium _____  28
Congou, C h o ic e ___ 35@36
Congou, F a n c y ___ 42@43

Oolong
Medium ______________  36
C h o ic e ________________  45
F an cy  ________________  50

TW IN E
C otton, 3 ply c o n e __ 55
C otton, 3 p ly b a l l s _57
Wool, 6 ply ____________ 20

VINEGAR
Cider, 40 G rain _____ 22
W hite  W ine, 80 g ra in  22 
W hite W ine, 40 g ra in  17 
O akland V inegar & P ickle 

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 ickling  20 

No charge for packages.

W ICKING
No. 0, per g r o s s ____  78
No. 1, per g r o s s __ -  1 05
No. 2, per g r o s s ___ 1 60
No. 3, pe r gross ___ 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

B ushels, narrow  band,
wood h a n d l e s ___ _1 80

Bushels, wide b a n d _2 15
M arket, drop handle 90 
M arket, single handle 95
M arket, e x tra  _______ 1 40
Splint, large ________   8 50
Splint, m edium  ______ 7 50
Splint, sm all _________ 6 50

C hurns.
B arrel, 5 gal., each_2 40
B arrel, 10 gal., each_2 55
3 to 6 gal., per g a l . _ 16

Egg Cases.
No. 1, S ta r  C 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 Sticks
T ro jan  s p r i n g ________ 2 00
Eclipse p a te n t sp ring  2 00 
No. 2, pat. b rush  hold 2 00
Ideal, No. 7 _________ 1 25
12 oz. Cot. Mop H eads 2 55 
16 oz. Ct. Mop H eads 3 00 

Pails
10 qt. G a lv a n iz e d ____ 2 35
12 q t. G a lv a n iz e d ____ 2 65
14 q t. G a lv a n iz e d ___3 00
12 qt. F la rin g  Gal. Ir. 5 00
10 qt. T in D a i r y ___ 4 50
12 qt. T in D a i r y ___ 5 00

T rap s
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 0C.
Mouse, s p r i n g _______  30

Tubs
L arge  G alvanized __  8 50
Medium G alvanized — 7 50
Sm all G alvanized ____ 6 50

W ashboards
B anner, Globe _____ 5 75
B rass, single _______ 6 00
Glass, single ________ 6 00
Double P e e r l e s s ______9 00
Single Peerless _____ 7 50
N orthern  Queen ___ 5 50
U niversal ___________ 7 25

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  
F ibre , M anila, w h ite - 05%
No. 1 F ib re  _________ 08
B u tch e rs  M anila ___ 06
K ra ft _______________ 08
K ra ft S tripe _______ 09%

YEAST CAKE
Magic, 3 doz. _______ 2 10
S unlight, 3 doz. ____ 2 70
Sunligh t, 1% doz. ___ 1 35
Y east Foam , 3 d o z ._2 70
Y east Foam , 1% doz. 1 35

YEAST—COM PRESSED 
Fleischman,- per- doz.. 30
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Political Honesty Best For All Polit­
ical Parties.

Grandville, Feb. 27—Reduction of 
taxes is the g reat question of the hour 
and the American Congress is apply­
ing itself to the question in a manner 
to  bring the blush of shame to every 
American cheek.

W ar taxes m ust go. More than five 
years have passed since the conclusion 
of the world w ar and onerous taxa­
tion still lingers; in fact it is becoming 
m ore unendurable as time passes. The 
head of the United States Treasury, 
a man of financial standing, has laid 
ou t a plan of action which is com ­
mended by the best minds in our coun­
try, and yet, because said financier 
belongs to a political party, his plan, 
however satisfactory it may be to the 
great mass of the people, is held up 
and a conglom eration of fads and fan­
cies th rust forward in its place. Such 
mulishness is an outrage tha t the 
American taxpayer will not stand for.

Did they but know it these partisan 
politicians who are playing fast and 
loose with the best interests of A m er­
ican citizens are sealing all future 
chances for ever entering into Govern­
m ent pastures as holders of offices to 
which the people elect.

The oil and tim ber scandal smirched 
both parties alike. This tax proposi­
tion will eventually smash the opposers 
of the Mellon plan into a million 
splinters. The old guard Republicans 
have been defeated by a combination 
of Democrats and so-called progressive 
Republicans, the latter’s only claim to 
statesm anship being to act as a tail 
to every demogogic m easure tha t 
comes up for discussion.

The Adm inistration Republicans 
have played a weak hand in seeking 
to compromise with the demagogic 
measures of the opposition.

The Mellon plan is being accepted 
by the rank and file of the American 
people, as witness the D igest vote 
where out of more than a million bal­
lots 70 per cent, favored the Mellon 
plan. W hy will politicians continue to 
play with the good sense of our voters 
when it must be plain to the most 
obtuse that reduction of taxation, as 
outlined by the U. S. Treasury, is the 
best method yet devised? W ere the 
Dem ocrats a bit wise to the situation 
they would stand solidly behind the 
T reasurer’s recom mendation and share 
in the glory of doing the right thing 
at the right time.

The substitute put forward, and 
which is of demagogical origin, will, 
if successful, play havoc w ith taxation 
reduction, and continue the struggle 
for fair play into the campaign next 
summer. I t is a msitaken idea to op­
pose everything put forward by Re­
publicans simply because it is a Re­
publican measure.

Taxation is a question for the whole 
people, not for a part thereof. W hen 
the pettifoggers find this out it may 
be too late to save their bacon.

It is a pity that every measure which 
comes up must be tried by party meas­
ure before it is acted upon.

The late oil and tim ber scandals 
have eliminated many political aspir­
ants in both parties, more particularly 
the Democratic, as witness the squirm ­
ing of McAdoo and others.

L ittle Jim Cox has come to the front 
with a great shout, seeing in the dis­
eased condition of others his chance 
to once more head the party  which 
suffered a cyclonic defeat four years 
ago.

Among the multitude of aspirants 
for the Democratic nomination there 
is one name that may not have oc­
curred to the politicians of Jeffersonian 
Democracy. His name shines out 
brightly refulgent above all others 
mentioned to date.

In  Calvin Coolidge the Republicans 
have an ideal candidate. The only 
man in the Dem ocrat ranks wh :> 
shines as his peer, and who could com­
mand many independent votes aside 
from the regular party alignment, has 
as yet not tossed his hat into the ring,

and apparently has no intention of 
doing so.

I t  would be a glad day in American 
politics if the D em ocrats would nom ­
inate tha t peerless man of honesty and 
true Americanism, Thom as Marshall, 
of Indiana. W ill they do it?

I t is not likely. Tom  M arshall is 
too much an American to bow to any 
partisan claptrap such as the tax bill 
now on in Congress as a substitute 
for the Mellon plan.

Mr. M arshall has pointed out the 
suicidal methods of the Democratic 
m anagem ent which seeks party capital 
at the expense of the best interests of 
the people. He has a brain capable of 
seeing through such political haggling 
as the Garner substitute for the Mellon 
plan, and has plainly so stated.

W ith Coolidge and M arshall oppos­
ing each other next November the 
American people would be sure of 
electing an ideal President for the 
coming four years. Laying aside all 
partisan feeling this would be an ob­
jec t devoutly wished by every good 
American.

There seems little hope of such a 
conclusion, however. M arshall is too 
thoroughly honest to enter into any 
demagogical plotting to  win, and 
therefore it is hardly probable tha t he 
will come within a million miles of 
reaching the goal.

If the Republicans and D em ocrats 
in Congress would unite and pass the 
Mellon plan of reducing taxation, that 
question would be obliterated and 
other m atters taken up for fighting 
about next fall. Old Timer.

Proceedings of the Grand Rapids 
Bankruptcy Court.

G rand  R apids, Feb. 18—On th is  day 
w ere received the  schedules, o rder of 
refe rence an d  ad jud ica tion  in b an k ru p tcy  
in th e  m a tte r  of Ja k e  Cox, B a n k ru p t No. 
2438. The m a tte r  h as been re fe rred  to 
B enn M. Corwin a s  refe ree  in bankrup tcy . 
T he b a n k ru p t is a  resid en t of R avenna, 
and  is a  farm er. T he schedules filed list 
a s se ts  of §13,570, of w hich $500 is claim ed 
a s  exem pt to  the  b an k ru p t, w ith  liab ili­
ties of $15,575.00. The funds for the  first 
m eeting  have been forw arded, and  the 
firs t m eeting  of cred ito rs  will be held a t
the  re fe ree 's  office on M arch 3. A lis t 
of th e  c red ito rs of th e  b an k ru p t is a s  
follows:
W illiam  H eaton . R a v e n n a _____ $11,065.00
Joe M ontgom ery, K en t C i t y ___  275.00
P ine S tre e t F u rn . Co., M uskegon 467.00
Esloe & Reed, C a s n o v ia _______  925.00
B ight & Pow er Co., R avenna — 200.00
Olson M usic H ouse, M uskegon _ 310.00
F ra n k  A ntionsessen , G rand  Rap. 1,300.00
Joseph  Cox, R a venna _________  325.00
Jo h n  H yberg , M u sk e g o n -----------  70.00
H e ttie  H ouseholder, R a v e n n a _ 200.00
M allottee S ep ara to r Co., Chicago 82.25

Feb. 19. On th is  day  w as held the  first 
m eeting  of c red ito rs  in  the m a tte r  of 
Engle B. V an A llsburg, B a n k ru p t No. 
2429. T he b a n k ru p t w as p re sen t in p e r­
son and  by a tto rn ey . No cred ito rs w ere 
p re sen t o r rep resen ted . C laim s w ere 
proved and  allowed. T he b a n k ru p t w as 
sw orn an d  exam ined w ithou t a  repo rter. 
No tru s te e  w as appointed . The m eeting  
w as th en  closed w ith o u t d a te  and  the  
case closed an d  re tu rn e d  to the  clerk  of 
th e  d is tr ic t court.

On th is  d ay  also w as held th e  special 
m eeting  and  sale of a s se ts  in th e  m a tte r  
of J . E lton  H ornbeck, B a n k ru p t No. 2418. 
The b a n k ru p t w as no t p resen t. The 
tru s te e  w as p resen t. V arious cred ito rs  
and  b idders w ere p resen t and  re p re se n t­
ed. T he p ro p erty  w as solck to  R. E. 
Moble & Co. for $435. An o rder w as m ade 
confirm ing the  sale. The m eeting  w as 
then  ad jou rned  w ithou t date .

Feb. 20. On th is  d ay  w ere received the 
schedules, o rder of reference and  a d ju d i­
ca tion  in b an k ru p tcy  in the m a tte r  of 
Louis Gould. B a n k ru p t No. 2434. The 
m a tte r  h as  been refe rred  to  Benn M. 
Corw in a s  refe ree  in bankrup tcy . The 
b an k ru p t is a  resid en t of M uskegon 
H eigh ts . T he occupation  of th e  b a n k ­
ru p t is no t s ta te d . T he schedules list 
a s se ts  of $1,450, all of w hich is -claimed 
a s  exem pt to  the b an k ru p t. T he court 
h as w ritte n  fo r funds an d  the sam e h a v ­
ing been paid  in to  cou rt th e  first m e e t­
ing  of cred ito rs  will be held a t  the  re f ­
eree’s  office on M arch 4. A lis t of the  
cred ito rs  of th e  b an k ru p t is as follows: 
F red erick s L um ber Co., M uskegon $2,890.02
M uskegon F inance  Co., M uskegon 675.00 
A lexander V an Z anten , M uskegon 100.00
Jos. C irone, M uskegon H e ig h ts_ 750.00
A uto P a r ts  Co., M u s k e g o n _____  55.00
C om m ercial G arage, M uskegon — 10.50
J ob. V esser, M uskegon H e ig h t s_ 70.00
E lec tric  L ig h t Co., M u sk e g o n ___  55.00
E lec tric  Supply Co-, M u s k e g o n_ 80.00
H om e F u rn ace  Co.. H o l la n d ___  225.00
M arkel C em ent & Coal Co., M us­

kegon _________________________  135.00
King Clothing Co., Muskegon_„• 20.00

B iulding M aterial Co., M uskegon 300.00 
Anzie Lewis, M uskegon H eigh ts 200.00 
Boom hower A uto Supply Co.,

M uskegon ------------------   15.00
Chas. A. W itt & Sons, M uskegon 30.00 
H enry  D ykem a, M uskegon H ghts. 100.00 
R ector Elec. Co., M uskegon H ts. 50.00 
R u tte r  Bros. P lum bing Co.,

M uskegon H eigh ts -----------------  150.00
W illiam  N uttle , M uskegon H ghts. 30.C0
Lugie Brow, M u sk e g o n --------------  50.00
W illiam  Phaiel, M uskegon --------  150.00
A lfred Durofe, M uskegon H ghts. 150.00 
Reed & C raft, M uskegon H eigh ts 400.00
Geo. P arm er, Spring Lake --------  187.50
Jos. Egle, M uskegon H e ig h t s -----  40.00
I. R. B isard, M u sk e g o n _________  115.00
M uskegon H eigh ts F u rn itu re  Co.,

M uskegon H eigh ts ----------------  25.00
Dr. R. G. Olson, M uskegon H ghts. 35.00 
W ain  Dobb & Sickenga, M uskegon 208.30 
H avem an  & Jolm an, M uskegon — 1,845.17
M uskegon Clinic, M uskegon -----  25.00
M uskegon H eigh ts G rocery Co.,

M uskegon H eigh ts __________  303.11
H eigh ts L um ber Co., M uskegon 9 75.04
M arshall F u rn ace  Co., M arshall- 400.00 

Feb. 19. On th is  day  w ere received
the  schedules, order of reference and  a d ­
jud ica tion  in b ankrup tcy  in the m a tte r  
of P au l B ayer, B an k ru p t No. 2436. The 
m a tte r  h as been re fe rred  to Benn M. 
Corw in a s  refe ree in bankrup tcy . The 
b an k ru p t is a  resid en t of M uskegon. The 
occupation  of the b an k ru p t is not in ­
d icated  in the  schedules filed. The 
schedules lis t p roperty  of $1,138.03, of 
w hich $250 is claim ed a s  exem pt, w ith  
liab ilities of $1,044.55. The funds for 
the firs t m eeting  hav ing  been filed, the 
m eeting  will be held on M arch 3. A list 
of th e  cred ito rs of the  b an k ru p t is as 
follow s:
S teind ler P ap e r Co., Muskegon-_$ 74.25
Add Index Corp., New Y ork -----  40.00
A nderson P ack ing  Co., M uskegon 42.20
E. Storch, M uskegon ___________  32.96
M oulton G rocer Co., M uskegon — 491.01 
H asp er Bros. B aking Co., M us­

kegon _______________________   101.00
H ekm an B iscu it Co., M uskegon — 28.41
R ochards C andy Co., M uskegon — 30.38
M. P iow aty  & Son, M u sk e g o n ___  6.00
A. R. W alker C andy Corp., M us­

kegon ___________________________ 3.40
W illiam  M ulder, M uskegon --------  28.95
H enry  W itt, M uskegon __________  54.63
Peoples Milling Co., M u s k e g o n _ 5.50
Mills P ap e r Co., G rand  R apids — 4.00
I. V an W estenbrugge, G rand Rap. 25.23 
W orden G rocer Co., G rand R apids 26.59 
C alendar Pub. Co., G rand R apids 16.27
Rosswell Cook Co., D e tro it _____  23.70

In  the  m a tte r  of M artin  V an Den Berg,
B an k ru p t No. 2437, the  funds for the  first 
m eeting  have been received and  such 
m eeting  will be held a t  the refe ree’s o f­
fice on M arch 10.

Dr. Lazybones in Evidence at Los 
Angeles.

Honolulu, Feb. 7—The run of seven 
days from Balboa to Los Angeles was 
smooth and pleasant, arriving at San 
Pedro outer harbor at 8 a. m. W e 
were delayed by the non-arrival of 
the doctor for two hours. The Los 
Angeles Chamber of Commerce might 
furnish the doctor an early breakfast 
when 600 people arrive for a day’s 
stopover. It would give the travelers 
two hours more to drive around and 
be appreciated much more than the 
oranges and flowers they were kind 
enough to present us on arrival.

The weather was on its good be­
havior and everybody came back to 
the boat in love with the climate. The 
Chamber of Commerce were happy be­
cause they did not have to apologize 
and tell us the w eather was unusual. 
They have spent twenty-five millions 
on the harbor and the tremendous 
am ount of work they have done shows 
they have had a good run  for their 
money. From  the num ber of ships 
loading and unloading they m ust be 
pleased with the result. Boats were 
unloading from  A ustralia and from 
South American ports and there were 
any number of lumber and oil boats.

W e left at midnight. Clark gave us 
all a fine auto ride and dinner at the 
New Biltmore, which is the pride of 
Los Angeles and is the latest and 
finest thing in hotel construction. W e 
steamed Southwest for 2,200 miles, a 
six day’s run to Honolulu. The P a­
cific was on its good behavior and was 
as calm as Reed’s Lake on a June day 
and all on board were well and happy.

Arriving at Diamond Head at 6 a. m. 
the doctor was more considerate than 
the doctor “lazybones” at Los Angeles 
and came out prom ptly and we landed 
at 8 o’clock. Honolulu hai improved 
and grown since I was here some 
years ago and seems busy and pros­
perous and I am impressed with the

fact that a Clark trip of this kind :s 
the ideal trip for people who have 
never traveled, for can you imagine 
Grandpa and Grandma making a trip 
alone having had no experience in 
traveling, stopping off here and hiring 
a seven passenger car and taking a 
drive out to Pali, Bishop Museum, 
Kapiolani Park, up Round Top and 
over Tantalus, with a stop off at one 
of the most wonderful aquariums in 
the world. Then for lunch at the 
Moana Hotel, at W aikiki Beach (a 
lunch that would cost $2.50 per plate) 
then dinner at Young’s H otel costing 
them another $2.50 each, yet that is 
what Clark did for all his passengers. 
Nothing cheap about it. Everything 
arranged. All you have to do is to 
remember the num ber of the car which 
takes you, so you can take it at every 
stop off.

Honolulu has a fine Y. M. C. A. and 
a good Y. W. C. A. and good public 
schools. W e noticed one of the 
bungalow type of small recitation 
rooms around a square, with the ad­
ministration building in the center. 
Every recitation class has a little 
bungalow of its own.

Honolulu is getting to be more of a 
W inter resort every year. The 
therm om eter hovers around 75 most 
of the year, getting up to 85 and down 
sometimes to 55. I_noticed th- stock 
m arket and think there were some 
twelve different sugar companies, to 
say nothing of pineapple stock com ­
panies and sugar refineries on the 
board for sale or purchase.

To show what a fixed determination 
to achieve will do. They tell of a man 
here who for ten or twelve years tried 
to raise and can pineapples with little 
success on account of different bugs 
and diseases, but he finally overcame 
these handicaps and his pineapple com­
pany last year, after paying income 
tax and other taxes, paid 18 per cent, 
on its capital stock and carried $3,000.- 
000 to surplus. If  at first you don’t  
succeed, try, try again.

There are 12,000 autos in the city 
and our driver said parking down town 
was getting to be a serious problem. 
So Grand Rapid ; is not the only cit * 
that has to worry over its traffic laws.

One of the sights o” the dock ’s 
the vendors of floral necklaces in all 
colors and the first proper th ng o 
landing is to buy' two or three for the 
ladies to wear—yellows, reds and
lavenders------until the party  looked
like an old fashioned garden in the 
height of its bloom. Some of o u ' 
party are so in love with the climate, 
the city and the views that they sav 
they are sorry they are going a ry  
farther; but me for new sights.

C. C. Follmer.

The Absence of Speculation.
A feature of the situation in textiles 

and allied lines is the absence of specu­
lation. W here it is apt to crop up in 
garm ent m anufacturers’ ranks, strong 
advice is prom ptly given against it. 
The condition contrasts sharply with 
that of last year at this time. Back of 
it are three things. Forem ost is h e l ' 
to be the lack of confidence in present 
prices on the part of retail merchants. 
They are forced to this by the a t t i t u d e  
of consumers w'ho want value for their 
money which, in the case of apparel, 
they are making go as far as possible. 
A part from these two considerable 
factors is the general textile uncer­
tainty. If, for some cause not evident 
now, there should be a spurt in buying, 
it is pointed out, the lack of confidence 
in prices would be eliminated entirely 
and stages of early inflation entered 
into.

The greatest of all joys is finding 
something that can’t be done, and then 
doing it.
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The Boy Scout movement has just 

celebrated its fourteenth birthday. Its 
growth in the United States has been 
remarkable. There are nearly half a 
million boys enrolled at present and 
the number is increasing—it would in­
crease even more rapidly if sufficient 
leaders could be found, for every­
where there is a shortage of scout 
masters. The movement has suceeded 
because it is properly grounded in the 
psychology of boyhood; it converts the 
gang spirit into something useful. 
There are still some eight million 
boys of Scout age who have not felt 
the benefits of the movement princi­
pally because of the lack of leaders.
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Hides, Wool and Tallow

28-30 Louis St. 
G rand  R apids, M ich ig an

If you are going to make an ad­
justm ent of a custom er’s claim, make 
it quickly and cheerfully and get cred­
it for it. To haggle is to disgust the 
honest customer.

N otice o f Chattel 
M ortgage Sale

D e fa u lt h a v in g  b een  m ad e  in  th e  c o n ­
d itio n s  o f a  c e r ta in  T r u s t  C h a t te l  M o rt­
g ag e , m ad e  a n d  e x e c u te d  by  T h e  Id ea l 
C lo th in g  C om pany , a  c o rp o ra tio n , o f 
G ra n d  R ap id s , M ich ig an , to  A. D. C rim - 
m in s , o f G ra n d  R ap id s , M ich ig an , a s  
t ru s te e  fo r a ll o f th e  c re d ito rs  of sa id  
m o rtg a g o r ,  d a te d  th e  21st d a y  o f F e b r u ­
a ry , A. D. 1924, a n d  filed in  th e  office of 
th e  C ity  C le rk  o f  th e  C ity  o f  G ra n d  
R ap id s , K e n t  C o u n ty , M ich ig an , on th e  
21st d a y  o f F e b ru a ry , A. D . 1924.

N o tic e  is  h e re b y  g iv en  t h a t  b y  v ir tu e  
o f  th e  p o w e r o f sa le  c o n ta in ed  in  sa id  
m o rtg a g e  I h a v e  ta k e n  p o sse ss io n  o f a n d  
w ill se ll a t  p u b lic  a u c t io n  to  th e  h ig h e s t  
b id d e r, on  M on d ay  th e  th ir d  d ay  o f 
M arch , A. D. 1924, a t  10 o ’clock  in  th e  
fo renoon , a t  th e  ^.office a n d  fa c to ry  o f 
s a id , T h e  Id ea l C lo th in g  C om pany , N os. 
158-164 L o u is  S tr e e t ,  N. W ., in  th e  C ity  
o f G ra n d  R ap id s , M ich ig an , th e  p ro p e r ty  
c o v ered  b y  a n d  d e sc rib e d  in  s a id  m o r t ­
g a g e  a s  fo llow s:

All o f th e  p ro p e r ty  o f e v e ry  n a m e , k in d , 
n a tu r e  a n d  d e sc rip t io n  b e lo n g in g  to  s a id  
m o rtg a g o r , c o n s is tin g  p rin c ip a lly  o f m a ­
c h in e ry , too ls , f a c to ry  e q u ip m e n t, fa c to ry  
a n d  office fu r n i tu re ,  s a fe s , m a c h in e s  a n d  
office su p p lie s , c lo th s , th re a d s ,  b u tto n s  
a n d  o th e r  su p p lie s , o v e ra lls  a n d  o th e r  
c lo th in g , m a n u fa c tu re d  a n d  in  p ro c e ss  o f 
m a n u fa c tu re ,  a ll n o te s  a n d  a c c o u n ts  r e ­
ce iv ab le  a n d  o th e r  ev id en ces  of in d e b te d ­
n ess , a n d  a ll o th e r  p ro p e r ty  u sed  by  
s a id  m o rtg a g o r  in  a n d  a b o u t i ts  o v e ra ll 
m a n u fa c tu r in g  b u s in ess .

D a te d  a t  G ra n d  R ap id s, M ich ig an , F e b ­
r u a r y  25tli, A. D. 1924.

A. D. C R IM M IN S, T ru s te e ,  
M o rtg ag ee .

T I T L E  R E T A I N I N G  N O T E S
Under a recent decision of the Michigan Supreme Court, 

title notes are not valid unless recorded with the city, village 
or township clerk. This means that they must embody 
affidavits setting forth the conditions under which the notes 
are uttered. We have had our attorney prepare proper drafts 
of notes covering this requirement and can furnish same in any 
quantity desired on short notice. Our price for these notes 
is as follows:

5 0 0 ___________ _______________ $6.75
1 ,0 0 0 ___________________________$8.25

T R A D E S M A N  C O M P A N Y
GRAND RAPIDS

BUSINESS WANTS DEPARTMENT
A dvertisem ents Inserted under th is  head fo r five cents a word the firs t 

Insertion and four cents a word for each subsequent continuous Insertion. 
I f  set in cap ita l le tters , double price. No charge less than 50 cents. Sm all 
display advertisem ents in this departm ent, $3 per inch. Paym ent w ith  order 
is required, as am ounts are too small to open accounts.

F o r  S a le—A flo u r ish in g  d ry  goods a n d  
g ro c e ry  b u s in e s s  lo c a ted  on  one o f G ran d  
R a p id ’s  b e s t  b u s in e s s  s t re e ts .  A lso b u ild ­
in g s  a n d  re a l  e s ta te ,  in c lu d in g  h o u se , 
s to re , a n d  la rg e  b a rn . G ood re a so n  fo r 
se lling . M u st be  seen  to  be a p p re c ia te d . 
A d d re ss  N o. 490, c /o  M ich ig an  T r a d e s ­
m an .___________________________________ 490

F O R  SA L K —H o te l T ra v e rs e ,  T ra v e rs e  
C ity , M ich ig an . R ea so n ab le  lease . F o r  
p a r t ic u la r s ,  w r i te  F i r s t  N a tio n a l B an k , 
T r a v e rs e  C ity , M ich. _____________  491

F O R  S A L E — C lean  d ry  goods a n d  g ro ­
c e ry  s to ck  a n d  fix tu re s . C o rn e r lo ca tio n . 
F r o n t  a n d  s ide  e n tra n c e . A good b u s i­
n e ss  a t  invoice . A d d re ss  N o. 492, c /o  
M ich ig an  T ra d e s m a n .____  492

H a v e  r e s o r t  h o te l p ro p e rty . E x c e lle n t 
co n d itio n . W ill e x ch a n g e  fo r s to ck  of 
m e rc h a n d ise . A d d re ss  No. 493, c /o  M ich- 
ig a n  T ra d e s m a n . 493

F o r  Sale— On a c c o u n t o f s ick n e ss , s to ck  
o f g ro c e rie s , d ry  goods a n d  m e a ts ,  in c lu d ­
in g  s to re  a n d  d w ellin g  h o use. G a ra g e  in 
co n n ec tio n . T e rm s  to  s u i t  p u rc h a s e r  
F a r is  N ic k ola , B oyne  C ity , M ich. 463

F o r  S a le—O u t s ide  d ru g  s to re  in  c ity  
o f  40,000 in h a b i ta n ts .  A n old e s ta b lis h e d  
a n d  w e ll-p a y in g  b u s in e ss . A d d re ss  No. 
494. c /o  M ich ig an  T r a d e s m a n . 494

F o r  S a le—G ro ce ry  s to ck  a n d  fix tu re s . 
G ood lo ca tio n  fo r g ro c e ry  a n d  m e a t m a r ­
k e t. B a rg a in  if  ta k e n  a t  once. R easo n
fo r  se llin g , o th e r  in te r e s ts .  R au b  B ro s ., 
B ig  R ap id s , M ich.____________________ 495

E X C E L L E N T  B U S IN E S S  O P P O R T U N ­
IT Y —F o r  sa le  o r  r e n t  tw o  new  s to re s , 
12x60 a n d  18x60, in  A - l  fa c to ry  to w n  of 
1,500. B ox  500, R o ck fo rd , M ich. 496

F o r  Sa le—G ood sh o e  r e p a i r  o u tf i t  a n d  
s m a ll shoe  s to ck , a lso  som e h a rn e s s  f i t ­
t in g s . O w n er w ill n e v e r  w o rk  a g a in . 
W r i te  th e  V e rm o n tv ille  E ch o  a t  V e r- 
m o n tv ille , M ich . (2xc) 497

F o r  Sa le—In  K a lam azo o . M ich., a  le a d e r  
s p e c ia lty  shoe  shop . In v o ice  a b o u t $3,300. 
A ll n ew  goods. B e s t  lo c a tio n  in  c ity . 
A  fine c h an c e  fo r  a  y o u n g  shoe  m a n  w ho 
w a n ts  to  go in to  b u s in e s s  fo r h im se lf  in 
th e  b e s t  c i ty  in  th e  s ta te .  A d d re ss  L . E . 
S h ir le y . B a n k  B lock, K a lam azo o , M ich.

498
F o r  S a le— Old e s ta b lis h e d  h a rd w a re , 

f if ty  y e a r s  in  th e  sam e  p lace . F in e  f a r m ­
in g  c o u n try , fo u r te e n  m ile s  to  n e a r e s t  
to w n . S to ck  in v o ice s  a t  $15,000. F in e s t  
e q u ip p ed  s to re  in  S o u th e rn  M ich ig an . 
W ill sell o r  r e n t  b u ild in g . G re a t o p p o r­
tu n i ty  fo r a  live  m an . A d d re ss  No. 499, 
c /o  M ich ig an  T ra d e s m a n . 499

F O R  S A L E —H a rd w a re  s to ck , $5,000 
c a sh . W ill r e n t  b u ild in g , o r  sell on e a sy  
te rm s . A. C. A b ra h a m , K now les, W is ­
co n sin . 500

R E D U C T IO N  S A L E S — C L O SIN G  O U T 
S A L E S —M E R C H A N T S : M v p lan  w ill fill
y o u r  c a s h  d ra w e r  e v e ry  day . R easo n s  
w h y  M e rc h a n ts  em p lo y  m e—N o m en  in 
m y  em ploy . L o w er te rm s  th a n  o rd in a ry  
s a le s  co m p an ies . F la t  r a te  o r  c o m m is ­
s ion . P e rs o n a l se rv ice , b a ck e d  by  y e a rs  
o f  ex p e r ie n ce  t h a t  g e t  re s u lts .  R efe ren c e s  
— b a n k s, w h o lesa le  h o u ses , a n d  h u n d re d s  
o f  sa tis f ied  m e rc h a n ts .  C an  h a n d le  a n y  
k in d  o f a  p ro p o s itio n , from  a  re d u c tio n  
s a le  to  a  “ C losing  O u t.” A d d re ss  W . A. 
A n n in g , 429 G a len a  B o u lev a rd , A u ro ra , 
Illin o is . _____________________________ 501

W A N T E D — S to c k  o f g e n e ra l  m e rc h a n ­
d ise—w ill t r a d e  good re n ta l  p ro p e r ty  o r 
la n d , a n d  p a y  c a sh  d iffe ren ce . P H IL L IP S , 
M a n c h e s te r , T en n essee .______________ 479

F O R  S A L E — S to ck  o f g ro c e rie s , d ry  
goods a n d  sh o es  a t  C o v er t, V an  B u re n  
co u n ty , M ich ig an . O n W e s t M ich igan  
P ik e . A lso : sm a ll f r u i t  fa rm  a n d  s to re  
com bined , c o n s is tin g  o f  coal s h ed s  fo r 
n in e  c a r s  coal, b a rn , co m b in ed  h o u se  a n d  
s to re , h a y  sca le s , a n d  s to ck  g ro c e rie s , 
h a rd w a re , m ill feed s  a n d  coal a t  P a c k a rd , 
on  P e re  M a rq u e tte  ra ilro a d  in  V an  B u re n  
c o u n ty , M ich ig an . A d d re ss  o w n e rs , J .  R . 
S P E L M A N  CO., S o u th  H a v en , M ich. 480

A p a r tm e n t h o u se , e x c h a n g e  fo r s to ck  
o f m e rc h a n d ise . O ne o f th e  fin e s t in 
c i ty  o f 50,000, in  C e n tra l  M ich igan . S to ck  
m u s t  be  in  c ity  n o t le ss  th a n  5,000 p o p u ­
la tio n  a n d  invo ice  from  $15,000 to  $30,000. 
G ive a ll p a r t ic u la r s  in  a n sw e rin g . A d ­
d re s s  No. 481, c /o  M ich ig an  T ra d e s m a n .

______ 481
F O R  S A L E —H ig h -c la s s  pool room  o u t-  

fit a n d  th r e e - y e a r  le a se ; s ix te e n  ta b le s  
a n d  e q u ip m e n t. D oing  good b u s in ess . 
R easo n ab le  r e n t,  e x ce lle n t lo ca tio n . M u st 
sell, ill h e a lth . R ea so n ab le  te rm s . P o r ­
t e r  & W y m a n , 112 W . W e s te rn  A ve., 
M u sk eg o n , M ich.______________________ 482

F O R  S A L E —Ice  c re am , c o n fec tio n e ry , 
c ig a r  a n d  to b acco  b u s in e ss , in c lu d in g  
s to ck , f ix tu re s  a n d  le a se . S p len d id  b u s i­
n e ss , v e ry  w ell lo c a ted  in  m a n u fa c tu r in g  
c ity  p o p u la tio n  15,000. P o r te r  & W y m an , 
112 W , W e s te rn  A ve., M usk eg o n , M ich.

W a n te d —F in e  o p p o r tu n i ty  fo r  y o u n g  
m a n  w ith  d ry  goods e x p erien ce  to  a s s is t  
in  b u y in g . C an  becom e a  re g u la r  b u y e r 
in  a  few  m o n th s . A pp ly  P a u l S te k e te e  
& S ons, G ra n d  R ap id s , M ich ig an . 484

F o r  S a le—Good, g o in g  d ry  goods, shoes, 
a n d  g ro c e ry  b u s in e s s  in  a  live  to w n  (1500) 
in  S o u th e rn  M ich ig an . S a le s  1923. $70,- 
000. R ea so n  fo r se lling , d e a th  of ow ner. 
S to ck  b u y e rs , d o n ’t  w rite . H e n ry  S te a rn s ,  
c /o  E d so n , M oore & Co., D e tro it,  M ich.

485
F o r  S a le—C ash  a n d  c a r ry  g ro c e ry , w ith  

m o d e rn  liv in g  ro o m s ab o v e  r e n ts  fo r  $50. 
G ood p ric e  on sm all s to ck  a n d  f ix tu re s . 
W ell lo c a ted  in  live  r e s o r t  to w n . B essie
K u n kel, S p r in g  L a k e , M ich. 486

W A N T E D —T o b u y  a  good th re e  o r 
fo u r -d ra w e r  c a sh  re g is te r .  A lso a  N a ­
tio n a l a c c o u n t file. C. G len  M cB ride, 
R ock fo rd , M ich. 489

W A N T E D —A C A N N E R Y . F IN E  L O ­
C A TIO N , soil a d a p te d  to  F R U IT S , V E G E ­
T A B L E S . BO X  215, M ID D L E V IL L E , 

.M IC H . 468
T Y P E W R IT E R S — A ll m ak es , s lig h tly  

u sed , $20 up . E a s y  p a y m e n ts . F re e  tr ia l .  
G u a ra n te e d  tw o  y e a rs . W r i te  to d a y . 
P a y n e  C om pany , R oseda le  B ra n c h , K a n -  
s a s  C ity , K a n sa s ._____________________471

F o r  Sa le—B y  ow ner. D ouble ' s to re , 
f ix tu re s , a n d  five -room  c o tta g e . B e s t  lo ­
ca tio n , ■ in  e x ce lle n t fa rm in g  c o u n try . 
P r ic e  $4,500, w ith  $2,500 dow n, b a la n ce  
te rm s  to  su it.  A d d re ss  N o. 473, c /o  
M ich ig an  T ra d e s m a n ._________________473

F O R  S A L E — “ T h e  B ig  R ” —to u r i s t s ’ 
c a fe te r ia —a t  th e  g a te w a y  o f C lo v e rlan d — 
p o p u la tio n  1,000. In v e n to ry  $5,000, b u ild ­
in g s  $6,000. F a m o u s  fo r c h ick en  d in n e rs . 
G ro c e ry  a n d  d ru g  s to c k  s id e  line . W ill 
se ll fo r  $9,000, p a r t  dow n, e a s y  te rm s  if  
ta k e n  a t  once. A d d re ss  D r. C. F . W h ite -  
sh ie ld , S h e rid a n  R oad , P o w ers , M ich ig an . 
________________________________________ 474

W E  W IL L  tra d e  F lo r id a  la n d  c le a r  fo r  
m e rc h a n ts ’ s u rp lu s  m e rc h a n d ise , o rig in a l 
c o s t p rice , m a tc h  a n y  size  s to ck . W ri te  
for p a r t ic u la rs .  L a n d  M ark e t, P a la tk a ,  
F lo r id a . _______________________________456

F E W  m o re  p a irs  o f re g is te re d  S ilv e r 
B lack  b re e d in g  foxes fo r sa le . W ill ta k e  
c a re  o f  b re e d e rs  a n d  th e i r  o ffsp rin g  u n ­
til n e x t  S ep t. 1; w ill sell w ith  g u a ra n te e  
o f in c re a se  o r  w ith o u t. A lso I a m  ta k in g  
o rd e rs  fo r sp r in g  p u p s , d e liv e ry  S ep t. 1. 
A rm s tro n g  S ilv e r F o x  R an ch , A lan so n , 
M ich. 459

C H A R L E S  I. K E L L Y  
M erch an d ise  a n d  re a l e s ta te  a u c t io n e e r  

G re lto n , Ohio. 448

P a y  sp o t c a s h  fo r  c lo th in g  a n d  fu r n is h ­
ing  g oods s to ck s . L . S ilb e rm an , 1250 
B u rlin g a m e  A ve., D e tro it,  M ich . 566

F o r  S a le— F lo u r , fe ed  a n d  grocery 
b u s in e ss  d o in g  a  fine b u s in e ss . A lso 
b u ild in g s  a n d  re a l  e s ta te .  L o c a te d  on 
fin e s t c o rn e r  in  th e  c ity . 87 feet on 
m ain  s t re e t ,  180 fe e t  on  s id e  s t r e e t .  Store 
b u ild in g  22x100. H a y  b a rn , tw o  small 
w areh o u se s , la rg e  s to re  sh ed , s m a ll store 
b u ild in g  on  c o rn e r  o ccu p ied  a s  a millin­
e ry  s to re . G ood re a so n  fo r  se llin g . A d ­
d re ss  No. 208, c -o  M ich ig an  Tradesman.

208

CASH For Your Merchandise!
W ill b uy  y o u r  e n t i r e  s to c k  o r  p a r t  o f 
s to ck  o f shoes , d ry  goods, c lo th in g , f u r ­
n ish in g s , b a z a a r  n o v e ltie s , fu r n i tu re ,  ect. 

L O U IS  L E V IN S O H N , Saginaw , M ich.

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

GRAND RAPIDS. MICHIGAN 
PH O N E S: Citizens 65173 Bell Main 173

III
INVESTIGATORS

P riv a te  Investigations c a r ­
ried on by skillfu l operators.
Th is  is the only local con­
cern w ith  m em bership In the  
In tern a tio n a l Secret Service  
Association.

D ay, C itz . 68224 or Bell M800 
N ights, C itz . 21255 or 63081

National Detective Bureau
H eadquarters  

333-4-5 Houseman Bldg.
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I N T HE REALM OF RASCALITY.

Cheats and Swindles Which Merchants 
Should Avoid.

A daring fraud perpetrated on the 
public by house-to-house canvassers 
has been brought to light by the N a­
tional Retail D ry Goods Association 
and steps taken to round up the of­
fenders. T he fraud consists of the 
sale of a large bottle of w hat is claim­
ed to be Coty’s L’O rigan perfume, 
bu t which proves to be an odorless 
liquid when the bottle is opened.

This fraud was first discovered in 
New York. A bottle of the w orth­
less liquid, which seemed a perfect 
reproduction of the real article and 
had been sold to a consumer for $8, 
was secured, the American distributor 
of Coty’s notified, detectives put on 
the case and country-w ide publicity 
initiated to warn consum ers to be on 
their guard. The following statemerit 
was sent to the Tradesm an:

Complaints have come to the N a­
tional Retail D ry Goods Association 
which indicate tha t operations on a 
considerable scale are being carried 
on in the territo ry  about New York 
City for the sale of bottles of w orth­
less colored w ater represented as ex­
pensive im ported perfumes. The stuff 
is being sold by house-to-house can­
vassers.

The Association now has in its pos­
session a bottle which bears the exact 
counterpart of the label of a well- 
known French perfumer. The con­
tents are quite worthless but the glass 
stopper appears to have been scented 
by soaking in the genuine perfume. 
This bottle was sold for eight dollars 
to an unsuspecting consum er at her 
home door. The value was represent­
ed to be $30. The purchaser was in­
vited to smell the stopper and quite 
unsuspectingly purchased the “bar­
gain.” The m atter has been brought 
to the attention of the American rep­
resentative of the French perfum er 
and attem pts will be made to run the 
m atter to earth.

I t is timely to sound a note of w arn­
ing to all consumers that extrem e care 
should be exercised in making pur­
chases from house-to-house canvassers. 
U sually it is not possible to locate 
the door-to-door seller if goods pur­
chased are not satisfactory. U n­
sponsored merchandise may prove to 
be more costly than goods bought at 
a reliable retail store and may also 
prove a menace to health.

The prom pt action taken has been
successful in discouraging the per­
petrators of this unique swindle. It 
is possible, however, that efforts may 
be made to move on from the New 
York territo ry  to other cities in the 
expectation tha t the public will not 
have been forewarned. The bait is 
tem pting and the product so well- 
known that the price immediately se­
cures the consum er’s interest.

Adrians, Feb. 26—I ask your opin­
ion in regard to the stock selling 
scheme of American Business Build­
ers, 1133 Broadway, New York. They 
are headed by one W esley W._ Ferrin 
as president, and associated with him 
are W alter O strander and Seth Moyle. 
Selling mail order courses is their busi­
ness and probably you known some­
thing about them. I would appreciate 
your opinion. T- B. A.

According to our information W es- 
lev W. Ferrin was the moving spirit 
of the Independent Corporation, at 
one time a respectable and influental 
publication. U nder Mr. Ferrm ’s di­
rection the company made a specialty 
of advertising and selling correspond­

ence courses such as “R oth’s M emory 
Course,” Efficiency Courses,” etc. 
These easy-money schemes have been 
pretty  well worked out as far as the 
public is concerned and now it ap­
pears tha t Mr. Ferrin  has joined forces 
with W. M. O strander and his “Sim­
plex System ” in form ing the American 
Business Builders, for stock selling 
purposes. This project has no con­
nection w ith the ill-fated Jas. W . E l­
liott “Business Builders,” which top­
pled around the ears of its author 
about a year ago, but the two organ­
izations are formed for the same pur­
pose of catching suckers. O strander, 
besides earning the reputation of the 
w orst shark tha t ever operated a fake 
real estate game, is an old hand at 
stock prom otion of get-rich-quick en­
terprises. He swindled numerous peo­
ple on the Dunlap Carpet Co. stock of 
Philadelphia, Magic Curler Co., and 
W . M. O strander real estate enter­
prise. If  anyone who invested in any 
of O strander’s prom otions ever saw 
a cent of the money so invested again, 
we have failed to hear of it—but some 
of them were played for suckers the 
second time by trading their stock in 
for lots which O strander prom oted 
and were swindled a second time. This 
is w hat the present-day prom otor calls 
“reloading.” W e do not know Seth 
Moyle, but he is in bad company. 
Anyone turning any money over to 
these pirates had better kiss it good­
bye before parting  with it.

Marshall, Feb. 26—M arshall m er­
chants were defrauded for the second 
time in the last two weeks, when a 
stranger passed three w orthless checks 
late Saturday. Presenting the checks 
after banking hours, the forger ob­
tained $20 from  Fred Kaller, Frank 
S. Collins and John Taylor. All three 
called for $22.50. The checks, pu r­
porting to be signed by John H. 
H oward, local automobile dealer, were 
given in paym ent for small am ounts 
of groceries.

Wholesalers To Visit Owosso.
Detroit, Feb. 26— Further impetus 

to the movement on the part of De­
troit wholesalers to keep for Michigan 
jobbers their home state will be given 
this week when the sixth trade prom o­
tion trip of the W holesale M erchants’ 
Bureau of the D etroit Board of Com­
merce will be held in Owosso, T hurs­
day.

M erchants from  towns within a 
radius of tw enty miles of Owosso may 
be invited to the banquet, which will 
close a day of busy activity on the 
part of the Detroiters. Customers and 
prospective custom ers of Detroit 
wholesalers living in the following 
towns may be invited to the dinner 
which will be held at 6 p. m. in the 
Eagles H all: Corunna, Durand, Gaines, 
Laingsburg, Oakley, Chesaning, St. 
Charles, Morrice, Bancroft', Vernon, 
Ashley, Bannister, Henderson, Ben­
nington, Lennon, Garland, Burton, 
Elsie and Perry.

The D etroit party  will leave in a 
special car by the Grand T runk Rail­
road at 8:45 a. m., city time. Stops 
will be made at Gratiot avenue, Mil­
waukee Junction and Highland Park 
stations for those wishing to board at 
these points.

Owosso will be reached at 10.30 a. 
m. The return trip will be by the 
Michigan Central Railway, the Pull­
man arriving here at 7:10 a. m. F ri­
day morning. The cost of the trip will 
be $35 per representative.

A whole lot of people will second a 
motion who will not make one.

Plenty of Snow and Ice at Onaway.
Onaway, Feb. 27—Russell N itzert 

has purchased the ice business form er­
ly conducted by Eli Jarvis and has en­
gaged practically every available team 
to haul ice from Black River. The ice 
is as clear and pure as one could wish 
to look at; free from slush or dirt, as 
there has 'been no thaw  all winter, and 
it runs about 22 inches in thickness. 
Consumers will be assured^of excellent' 
service this season, as “R us” is a 
rustler and as accommodating as he is 
energetic.

Bob Cram has purchased the pool 
and billiard parlor formerly conducted 
by Eli Jarvis. “Bob” is far from be­
ing a stranger in Onaway, having been 
employed at the big rim plant for a 
good many years and is noted for his 
open countenance and ever present 
smile. H is face is a regular broad 
casting station and you “tune in” and 
catch the sentim ent at every look. Be­
ing located adjoining the Hotel 
Chandler, Bob is sure to secure a lot 
of the transient trade, as well as the 
resident business.

Reports are coming from  adjoining 
territory  tha t the numerous deer are 
finding it' hard to secure sufficient feed 
this winter and that the kind hearted 
residents are sharing their hay with 
them. The deep snow has covered the 
ground to a depth of several feet and 
the forests have been cut to such an 
extent that the natural winter supply 
of browsing is getting scarcer. The 
more man interferes with nature the 
more we are obliged to resort to a r­
tificial means for existence. The 
pheasants are wintering inside the city 
limits and are being fed with our do­
mestic fowls. It' is to be hoped that 
the efforts of the Conservation and 
Game D epartm ent will be successful 
in propagating the partridge. It may 
be done with the quail, but a young 
partridge is about the wildest proposi­
tion we have. They will run for 
cover with part of the shell on their

backs and the m atter of food is a still 
greater problem. W e are afraid that 
the experim ent will term inate as with 
the poor reindeer in the U. P. At any 
rate the first season’s attem pt is sure 
to destroy more young lives than will 
be saved.

Just one little round spot on the 
sidewalk cleared of snow by the sun’s 
reflection. A little wet, of course, but 
w hat of that? , The seats and knees of 
the urchins’ pants will absorb all that 
moisture very readily, because marbles 
are in order. How many “migs” have 
you and how will you trade for my 
glass alley? W ild geese and robins 
may herald the approach of spring, 
bu t how  about “Skinnay” and his 
marbles?

A wonderful piece of homesick 
poetry comes from Coronado Beach, 
Fla., w ritten by F rank A. Ramsdell. 
entitled “Longing for M ichigan.” We 
know Frank personally and we are 
sure that the sentim ent that prompted 
his desire to write that poem came 
from the heart of a real homesick boy 
with a bad headache as well as heart­
ache. ~ It takes Michigan atmosphere 
to stimulate the spirits of a despondent 
actor and a Michigan born boy like 
Frank should come N orth instead of 
going South.

The Federal Court of the Eastern 
D istrict of Michigan, N orthern di­
vision, has disposed of ovc- 100 cases, 
mostly liquor violations, a t a special 
session just completed in Bay City 
and it is quite probable that still an­
other special call will be made for a 
reconvening of the Federal grand jury 
to be held in that city on March 7. Thi 
work is all in addition, to the regular 
term s held in this D istrict during May 
and O ctober of each year.

Signal Squire.

One thorn of experience is w orth a 
whole wilderness of warning.
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I JL ARMORY I
î i,  ^ mECTrON'SALADIN TEMPIE j

Featuring Spring and Summer 
S t y l e s

S h o w n  b y G rand  R a p id s  L e ad in g  M e rch a n ts  
3 0  L I V I N G  M O D E L S

8 Vaudeville Acts An All-Professional Show

A D V A N C E  T I C K E T S  5 0  C E N T
|  At  the Gate 7 5 c .
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