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BABY
W here  did you com e from , baby  dear?
O ut of the  everyw here in to  here.
W here  did you get those eyes so blue?
O ut of th e  sky  as I cam e through.
W h at m akes the  light in them  spark le  and spin? 
Som e of the  s ta rry  spikes left in.
W here  did you get th a t little  tear?
I found it w aiting  w hen I got here.
W hat m akes your forehead so sm ooth and high? 
A  soft hand  stroked  it as I w en t by.
W hat m akes your cheek like a  w arm , w hite  rose? 
I saw  som ething  b e tte r than  anyone knows.
W hence th a t three-cornered sm ile of bliss?
T hree  angels gave m e a t once a kiss.
W here  did you get this pearly  ear?
G od spoke and it cam e out to hear.
W here did you get those arm s and  hands?
Love m ade itself in to  bonds and  bands.
Feet, w hence did you come, you darling  things? 
F rom  th e  sam e box as th e  cherub ’s wings.
H ow  did they  all ju s t com e to be you?
G od though t abou t me, and  so I grew .
B ut how  did you com e to us, you dear?
G od though t abou t you, and  so I am  here.

G eorge M acdonald.



SUPPLY THE HOUSEWIVES WITH

T hroughou t the  sum m er, m ost housewives, 
w ith  com m endable th rift and  foresight, can or 
preserve a p a rt of the  abundance of fresh fruits 
and  vegetables for use on their tab les during  
the  long w in ter m onths. T his is the  tim e, there­
fore, to furnish them  w ith  glasses and jars, w ith  
sugar and spices and w ith  P A R O W A X .

She know s th a t to preserve her fru its and 
vegetables, she m ust seal them  in their con­
tainers w ith  a seal w hich is a irtight. She know s 
th a t unless the  air is excluded they  will ferm ent 
and becom e unfit for use.

She know s too, th a t P A R O W A X  will seal 
them  tight, keeping all their goodness and fresh­
ness in and keeping air out. T he  effectiveness 
w ith  w hich P A R O W A X  seals each container, 
its cleanliness and pu rity  and the  ease w ith  
w hich it is used, m akes it ideal for all canning 
and preserving w here  jars, glasses or bottles are 
used for containers.

Every dealer should have an adequate  
supply  of P A R O W A X  on hand  th roughou t the 
sum m er. It m ay be secured p rom ptly  from  any 
agent or agency of the

Standard Oil Company
(INDIANA)

910 S. Michigan Avenue Chicago, Illinois

Michigan Branches at Detroit, Grand Rapids and Saginaw

One of these two color counter display 
cartons is packed in each case of Parowax.
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SAVING OUR FORESTS.
In the early days of America, be­

fore the voice of the lumberjack was 
heard in the land, and before civilized 
man had yet terminated his long argu­
ment with the savage over the owner­
ship of the “continuous woods’’ by 
burning up the greater part of it, this 
country boasted a virgin forest 
amounting to half the total area, or 
some 822,000,000 acres. To-day, ac­
cording to surveys of forestry offic­
ials, this stand has dwindled to less 
than 138,000,000 acres of so-called first 
growth timber.

How long even this acreage, all that 
a short-sighted prodigality has left of 
a rich heritage, will survive depends, 
of course, on two factors. One of 
them is reforestation, to offset the ef­
fects of continued lumbering opera­
tions. The other means of avoiding 
a timber famine in the United States 
consists in fire prevention and pro­
tection, strenuously prosecuted. Al­
though both measures are vitally need­
ed, as no intelligent citizen has to be 
informed, the present and immediate 
concern is w'ith the suppression of 
forest fires. T hat is the side of the 
conservation problem which touches 
most closely the average person, and 
it is, furthermore, the one which was 
stressed again this year in President 
Coolidge’s proclamation urging Na­
tional observance of Forest Fire P re­
vention Week.

Fire is the w orst enemy of the for­
ests and responsible for most of the 
year to year depletion. W hile ruthless 
lumbering practices are slow in yield­
ing to methods more sparing, and re­
forestation, through lack of funds and 
public interest, lags—four trees at 
present are being cut down for every 
sapling planted—in the threatened ex­
tinction of the forests the flame still 
is mightier than the ax. In  fact, Gov­
ernment figures show that the ratio 
of burning to cutting is nearly two 
to one.

During 1923, on the 157,000,000 acres 
of timberland owned by the Federal 
Government there were 5,168 fires. In 
all the forests of the country, Na­
tional, state and private, the total num­
ber of fires was 51,891, the burned 
area aggregating 11,500,000 acres, with 
a financial loss in excess of $16,500.-
000. Some idea of the extent of this 
ravaged area may be gathered from 
the fact that it is eight times the 
acreage of the French forets destroyed 
or damaged throughout the World 
W ar—and this too, in one year!

Lightning, as everyone knows, does 
vast damage to the forests, but, as in 
the case of the improved property 
loss, most of the destruction is caused 
by man, and it is therefore prevent­
able. Incendiarism, careless smoking 
and the camp fires of the thoughtless 
are always the chief sources of trou­
ble for the fire wardens. It appears 
that the heedless and the uninformed, 
who together are responsible for at 
least 75 per cent, of the loss on im­
proved property, also are to be found 
ranging the woods and dropping their 
lighted matches and unextinguished 
tobacco, leaving unattended for vary­
ing periods their camp fires—even de­
serting them entirely without quench­
ing or sm othering them—and indulg­
ing in similar practices.

It is not difficult for anyone to be 
careful with fire while in wooded 
areas. The United States Forest Ser­
vice gives these few simple rules 
which, if observed, will go far towards 
reducing the appalling number of man- 
caused forest fires reported every year:

1. Be sure your match is out before 
throwing it away. Break it in two 
with your fingers.

2. Don’t throw cigars, cigarettes, 
pipe ashes along the roadside. If you 
are riding, improvise an ash tray in 
your machine. A tin can will do. If 
you are walking, grind your stubs, 
matches and ashes in the earth.

3. Build small camp fires away 
from brush and sbplings. Scrape 
away all leaf mold and other inflam­
mable material around your fire.

4. Never leave your camp fire un­
watched. A wrind may spring up at 
any moment.

5. Pour water on your camp fire 
when you are finished with it, cover 
it with dirt or gravel—be sure it is 
dead. Don’t make the mistake of 
burying it with leaf mold or other 
inflammable materials.

6. Report all fires you may see, 
however small, to the nearest forest 
ranger or firewarden. If you see a 
fire, stop and fight it while some other 
member of your party gets word to 
the ranger or fire warden.

7. Be as careful with fire while you 
are  in wooded areas as you would be

in your own home. Be thoughtful and 
reasonable at all times.

According to the United States F or­
est Service, twenty-six states are mak­
ing definite efforts to protect their 
forest lands, aggregating 16,000,000 
acres, from fire. From  July 1, 1922, 
to June 30, 1923, they expended for 
this purpose $1,826,430, which is little 
more than a cent an acre and scarcely 
enough to weigh heavily on any tax­
payer.

Senator A rthur Capper, farm bloc 
leader, is having considerable woe 
these July days out in Kansas. He 
is having opposition to his renomina­
tion by the Republicans for the Sen­
ate. A son of the late Senator Ingalls 
is running this professional friend of 
the farmer up and down the section 
lines. He may or may not defeat the 
Senator, but the Senator gives certain 
evidences of alarm. In one of his 
several farm publications, and over 
his own fac-simile signature. Senator 
Capper gives President Coolidge 
strong indorsement. Both he and his 
chief opponent are vying with each 
other as supporters of the President. 
In Nebraska, Senator Howell, who is 
about the same kind of a Republican 
that Senator W heeler is, or was, a 
Democrat, has climbed on the Cool­
idge band wagon. He, too, is for 
Coolidge, despite his record in the 
Senate last winter and his affiliations 
with La Folletteism. Evidently there 
is a rising ground-swell of opposition 
to the communism and anarchy repre­
sented by the long-haired marplot of 
Wisconsin.

In refusing a place in W estm inster 
Abbey for a memorial bust of Lord 
Byron the dean and chapter of that 
ancient church have already brought 
down upon themselves a storm  of 
criticism. I t  is hardly to be expected 
that these ecclesiastics will take the 
view that distance of time softens the 
rougher outlines of Bryon’s record or 
mitigates the causes which at the time 
of Byron’s death prevented the inter­
ment of his ashes in the Great British 
Valhalla. Those who have pressed for 
the installation of a Byron memorial 
in the Abbey transept, among the 
other tributes to the poets of England, 
have sought to make a distinction be­
tween the man and the products of 
his genius, and the dean of W estm in­
ster will find it hard to show that the 
rule to be enforced in this case has 
been invariably applied to all the men 
whose bones already lie in the hal­
lowed dust of the Abbey.

Pipes of Peace such as H erriot and 
MacDonald have been smoking at the 
London conference are symptomatic 
of an informal atm osphere of friend­
liness likely to promote the success of

international deliberations. Men who 
sm oke together  do not necessarily 
th ink  alike, but  the procedure is tran- 
quilizing and • suggestive of a desire 
to have the  minds of the speakers 
meet in amity and comity.  F rom  the 
lesser com m unity  of interest establish­
ed by the social custom there may 
spring  the concert  of opinion in m at­
ters of g rave public moment.  Su r­
round the councils of statesmen with 
an a tm osphere  of sacro-sanctity and 
oppressive dignity and they are  less 
likely to speak out their  minds than 
in a ga the r ing  of mental and physical 
relaxation, shadowed by a f ragrant  
blue cloud suggesting leisurely con­
templation.

‘‘Eventually,” says John  W . Davis, 
“we will pick our candidates for two 
qualifications: First ,  does he film well? 
Second, does he radio well?” Of 
course, the rem ark is more facetious 
than accurate. Any one of the thir ty- 
five men who were candidates in the 
convention that chose Mr. Davis could 
in a very little while be trained to both 
film and radio by an actor or  elocu­
tionist. If these experts were not 
available, the candidate’s wife, with a 
woman's  natural sense of decoration, 
could make him presentable enough 
for the films. Radioing would be more 
difficult, but here the mechanical de­
fects could be overcome with m echan­
ical devices. In  still o ther ways the 
radio will play an important part in 
the campaign. I t  will supplant the old 
mass meetings, with their noise, con­
fusion and hokum. It will force the 
candidates to say som ething and to say 
it clearly and shortly. And every can­
didate will have to watch his speeches.

It  is scarcely conceivable that the 
British Medical Association should 
prove revolutionary in its idea of life. 
But at least one set of facts that have 
been brought  out at a convention of 
that body will go far toward loosen­
ing the hold of an ancient belief. Dr. 
Hutchinson, a noted London psychia­
trist, made the sta tement that  two- 
thirds of the mentally defective chil­
dren he had examined were the first­
born of their parents.  Dynasties and 
political systems for ages have been 
built upon quite the opposite belief. 
The  law of primogeniture is to-day the 
foundation stone of the British a ris toc­
racy. Even in democracies the family 
life is to a very considerable extent 
reared upon the conception of the pre­
eminence of the firstborn, especially i 
it be a son. Traditional beliefs have 
a ra ther  difficult time resisting the as­
saults of science.

The letters of the word can are the 
initials of the positive statement, “Cast 
away negation.” T hat is the first step 
for a young man to take if he wants 
to succeed in a big way.
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IN THE REALM OF RASCALITY.

Cheats and Swindles Which Merchants 
Should Avoid.

( arson City, July 29—Your glorious 
work in the Realm o f  Rascality is the 
best continued story we ever read. We 
haven’t missed an installment and 
hope well never read the last one. 
We'll wager these rascals would like 
to buy the Tradesman Company.

W ish you would tell your readers 
to steer clear of certain carnival com­
panies which promise the Chamber of 
Commerce, the American Legion, etc., 
25 per cent, of their receipts to set up 
oji main street. The Capitol Amuse­
ment Co., of Lansing, under the man­
agement of a man named Ryan, is 
promising this, but leaving a trail of 
deficits. Our local post of the Ameri­
can Legion lost nearly $100 to these 
skinners last week. The next town of 
Middleton fared the same. These 
birds are uncollectable and we urge 
every business man to keep them out 
of town. They take everything and 
leave nothing but trouble. This man 
Ryan is smooth enough to be king o 
the Realm of Rascality.

Determined to wipe out adulterated 
and misbranded paints in that State, 
the Pennsylvania Department of Agri­
culture has prosecuted the Brooks Oil 
Co., nf Cleveland Ohio, for selling so- 
called Dutch Process white lead, which 
was found to be unlawful. As a re­
sult of the legal action, a fine has 
been paid to the Bureau of Foods and 
Chemistry. Department chemists an­
alyzed the white lead, finding it adul­
terated with non-lead pigments. The 
offending product was sold in H arris­
burg for 9 to 11 cents a pound. Pure 
white lead is worth about 14!o cents a 
pound. Some of the reduced or com­
pounded leads are sold as “standard” 
white lead. This practice is unlawful, 
as the product must be labeled with 
the word “compound.’’ Painters and 
all dealers are cautioned against sell­
ing the adulterated and misbranded 
products. All impure white lead, as 
well as impure zinc oxide, reduced by 
addition of cheap, inert pigments, are re­
quired by the State law to be plainly 
labeled as a "compound” in the brand 
or trade-mark. The Bureau of Foods 
and Chemistry is investigating all 
painting materials on the markets in 
Pennsylvania. Prosecution will be or­
dered against all persons selling mis­
branded or adulterated products.

I’he Federal Food Trade Commis­
s io n  has begun an action against the 
"Good-Grape Co.,’’ of Chattanooga. 
I’enn., for selling a drink called "Good 

Grape" which contains no grape. 
Dealers in the brand should beware 
o f it until the case is settled. The 
product is sold widely in interstate 
commerce, and there are bottling 
plants located at various points. The 
product is also generally advertised.

Rochester. July 28—Will you inform 
me about the Belfast Textile Company, 
manufacturers and wholesalers of 
stamped and embroidered linens. H unt­
ington, Ind? 1 have received a letter
from them in reply to my enquiry con­
cerning home work, which letter I am 
enclosing for your inspection. I wish 
to know if they are reliable.

Mrs. L. C. W.
Just another of the work-at-home 

schemes! Belfast Textile Company 
asks the worker to send $7.25 for a 
sample outfit. The houses that really 
desire to secure home workers do not

require an advance deposit. We have 
repeatedly said that these work-at- 
home frauds are the meanest fakes in 
the land, because they rob widows and 
other needy women of their small sav­
ings.

Cold water, July 28—On June 6 I 
ordered a course front the Perfect Pen­
man Institute, St. Louis, Mo. It arriv­
ed on the 12th and did not prove to be 
what they claimed, so I returned it on 
the 14th. Then I received a letter 
from them, stating that I kept the 
course over two weeks, and they could 
not refund my money in that case 
(which is $5). I wrote them another, 
stating the facts, about the length of 
time and demanded the money re­
funded. and then I received another 

• which I enclose. I have receipt prov­
ing I did not send money until June 
9, and I would like your advice as to 
what is possible to do. I don't mind 
the $5 so badly, but I do hate the idea 
of being swindled out of the money, 
and would like the institute shown up 
in its true colors. Please advise me of 
what I can do. M. E. M.

About all the subscriber can do in 
this case is to charge the $5 up to ex­
perience, and avoid easy money cor­
respondence schemes in the future. 
The guarantees of such concerns are 
made only to get the remittance from 
the prospect, it is only a "scrap of 
paper” afterward.

Dowagiac, July 26—On Oct. 20, 1923 
we gave an order for hosiery to the 
Travelers’ Hosiery Company. Reading. 
Pa., through their salesman, Ej. J» 
Jones, amounting to nearly $200 and 
paid same to the salesman. We never 
received hosiery, and have written sev­
eral times to the firm, but our letters 
remain unanswered. The house never 
left us our receipt. It was lying on the 
table when made out, but he evidently 
snatched it up in departing and was 
gone before we noticed it. It seems 
strange the house does not answer our 
letters, unless they are working with 
the salesman to defraud- If you can 
do anything for me shall be greatly 
obliged. C. H. S.

The Travelers’ Hosiery Company of 
Reading, Pa., makes absolutely no re­
sponse to our letters. They are get­
ting our correspondence and disregard­
ing it completely. For this reason we 
are giving the history of this complaint 
so that our other readers will not take 
advantage of the seemingly wonderful 
bargain offered by the salesman of the 
company. It was a shrewd move on 
the part of the salesman to take back 
the receipt so that the purchaser had 
nothing to show for his transaction.

In an order recently issued by the 
Federal Trade Commission against C. 
N. Dellinger, trading as C. N. Dell­
inger & Company, and Jno. M. Thomas 
trading as Tampa Ribbon Cigar Com­
pany, for misuse of the words “H a­
vana” and “Tampa,” the respondents 
are required to cease and desist from: 

Using the word “Tampa,” alone or 
in combination with any other word «■ 
words, in labels, brands, or legends on 
cigars or on the containers thereof, or 
in advertisements thereof in connec­
tion with the manufacture and sale or 
distribution of cigars, if such cigars are 
in fact not made in the city of Tampa, 
Florida, or the Tampa District in the 
State of Florida;

Using the word "Havana,” alone or 
in combination with any other word 
or words, in labels, brands or legends 
on cigars or on the containers thereof, 
or in advertisements thereof, in connec­
tion with the manufacture and sale or 
distribution of cigars, if such cigars

are not composed of tobacco grown in 
and imported from the Island of Cuba.

This decision should have a far 
reaching effect and strengthen ma­
terially the League’s hands in its cam­
paign to eradicate certain trade abuses 
in the cigar industry.

Detroit, July 25—In March I en­
rolled in the W est Angus show card 
business. The first payment was $10 
for the first four lessons, and the bal­
ance was $2.50 per week each week. I 
was to send in a lesson for correction, 
also $2.50, and get another lesson, until 
the balance of $30 was paid. I sent 
the first payment and they sent the 
lessons. The outfit that they sent 
would not cost over $3 anywhere. I 
looked the lessons over; also tried to 
do the first one. I cannot do them. 
I find it would take a skilled drafts­
man to do the work. T he’ company 
claimed you did not have to have any 
experience in drawing or writing to do 
the work. I never sent any lesson in; 
now they write every week, demanding 
the balance of the money. I am en­
closing some of their letters. I want 
to do what is right, but I certainly 
don’t want to pay for something that 
is no good to me. My husband is a 
one-armed man, and I thought I could 
help by getting some work to do at 
home. My little boy is only three and 
I cannot go out to work. The books 
are in perfect condition, and I sent 
them back, and if the $10 that I sent 
for the first payment will stop them 
from writing letters and sending me 
bills they certainly can keep it. I am 
enclosing the contract that I signed 
when I enrolled. Would you let me 
know what to do as soon as possible?

Mrs. K. E. F.
This is just the class of women that 

these show card and other work at 
home easy-money schemes find easy 
victims. They are anxious to help out 
the family exchequer by earning a little 
money on the side, and fail to see the 
barb on the hook until their money is 
gone. There is no possibility of get­
ting the return of any money sent to 
these work-at-hoine pirates. Neither 
is theTe any means of shutting off the 
annoyance of the threatening letters 
for more money, but we have yet to 
hear of any such schemes going into 
court to enforce their demands.

Breakfast Food For the Chinese.
That the purchasing power of the 

Chinese masses is higher than general­
ly supposed, seems to have been ef­
fectively demonstrated in the success­
ful introduction into China of a num­
ber of foodstuffs, as well as other a r­
ticles of commerce, purely American, 
says Commercial Attache Arnold, 
Peking, in a report to the Department 
of Commerce.

Several decades ago the idea was 
conceived of educating the Chinese to 
the use of tobacco in the form of 
cigarettes. Through enterprising m eth­
ods of advertising and salesmanship, 
the cigarette consumption in China 
has increased forty and fifty billion per 
year.

A California firm manufacturing a 
certain dried fruit has demonstrated 
the fact that it is possible to market 
its products to a very large degree in 
China. In fact, it is understood that 
a large percentage of the production 
of this manufacturing firm is now 
marketed in China, the aggregate sales 
being nearly $1,000,000 gold a year. 
This dried fruit in penny packages is 
finding its way into the shops of the 
interior cities throughout the country

notwithstanding the fact that it is not 
a necessity.

An American firm manufacturing a 
cereal product is also, meeting with 
considerable success in marketing its 
product among the Chinese. It has 
prepared cook books in Chinese and 
also much other Chinese illustrated 
material helpful to the introduction of 
their product in such a way as to meet 
the peculiar demands and ideas of the 
Chinese people. Probably no people 
on the face of the earth have so varied 
a diet as have the Chinese, and prob­
ably no other people have such an ex­
tensive menu as has China. This suc­
cess is the development of the work of 
thousands of years and the Chinese 
cook is more of an artist than artisan. 
The Chinese people are, therefore, dis­
tinctly receptive to new ideas in con­
nection with food products. It must 
be borne in mind, however, that these 
products must be served in such a way 
as to be pleasing to the palate of the 
Chinese. For instance a breakfa t 
food would make no headway in China 
if it had to be served with milk and 
sugar the way it is consumed in the 
United States. The success of its in­
troduction in China depends upon ad­
justing it to meet the taste of the 
Chinese, and this is being successfully 
done.

Hence it is necessary if one is to 
make any headway in the introduction 
of American food products in China, 
to work with full knowledge of the 
peculiar conditions obtaining in that 
country. This means that the field 
must be investigated at first hand by 
competent persons and the distribu­
tion must be in the hands of those who 
are peculiarly fitted for work of this 
character and a modern advertising and 
salesmanship campaign adapted to 
Chinese conditions is necessary.

Electric Lights Speed Up Growth o?
Lettuce.

Two crops of lettuce have been m ate  
to grow in the time only one grew be­
fore by the use of electric lights as 
an artificial sun, according to the In ­
ternational Institute of Agriculture. 
Five electric bulbs of considerable 
power were turned on a bed of le.- 
tuce daily for six hours after dus’ . 
The lettuce so treated had, after only 
twelve days, approximately two and a 
half times as many fresh leaves as 
other heads which had been planted at 
the same time, but which had not been 
exposed to the electric light.

Can Be Kept Fresh For Months.
As a result of a long series of scien­

tific experiments, it has been found 
possible to preserve fruit of all kinds 
for several months without cooking it. 
The fruit is washed and packed into 
tin cans. A light sugar syrup is then 
added, and all air is excluded. The 
tins are then hermetically sealed, and 
stored in refrigerators ready for ship­
ment to distant points. On arrival at 
its destination, the frozen fruit is 
thawed out. W hen it immediately be­
comes as fresh as it was before pack­
ing.

Misrepresentation is the cause of the 
largest part of the returned goods and 
complaints. Don’t overrate in making 
sales.



Ju ly  30, 1924 M I C H I G A N  T R A D E S M A N 3

LOSS OF GOODS.

Unreasonable Delay in Obtaining a 
Settlement From Carrier.

Every retail merchant is bound to 
have some dealings with railways, ex­
press companies or other carriers in 
the conduct of his business. And. in 
the course of this relationship, ship­
ments may be damaged or lost which 
may necessitate the filing of a claim 
with the carrier by the merchant. And 
now we come to the subject of this 
article.

If when a claim is filed, with the 
railway, express company, or other 
carrier, it is paid within a reasonable 
time all may be well and good. How­
ever, if for any reason the carrier does 
not respond within a reasonable time, 
or give an adequate excuse for not 
performing, the merchant should not 
sleep on his rights nor let his claim 
grow cold.

This is true because most contracts 
of shipment stipulate that all claims 
for damage must be filed within a cer­
tain time, and further that no action 
at law shall be valid unless brought 
within a named time. If then the mer­
chant delays his action beyond the 
time specified, or perhaps beyond a 
reasonable time, he may lose all right 
to afterwards bring an action against 
the carrier. A practical application of 
this rule may be illustrated by a brief 
review of a recent decision on the sub­
ject.

In this case a shipment of goods was 
lost and the merchant filed a claim 
with the carrier. The carrier request­
ed time in which to investigate the cir­
cumstances surrounding the loss and 
the merchant agreed to this. Follow­
ing this the carrier made no further 
reference to the matter, and the m er­
chant does not appear to have pressed 
the claim, until 14 months after this, 
when he filed suit for damages against 
the carrier.

In reply to this suit the carrier set 
up, among other things, that by the 
contract of shipment it was stipulated 
that no suit should be valid unless 
commenced within one year after the 
alleged loss. In answer to this the 
merchant contended that suit had not 
been brought before because of the 
carrier’s request for time to investi­
gate the loss. The court refused to 
consider this a waiver of the provision 
in the contract, and in holding that the 
merchant had been guilty of unrea­
sonable delay, and not therefore en­
titled to recover it was said:

“The defendant (the carrier) ceased 
all negotiations with the plaintiff (the 
merchant) a few days after the loss, 
and neither promised to pay the claim 
nor requested the plaintiff not to bring 
suit. Apparently it wanted time for 
the investigation to enable it to de­
cide what course to pursue; but we 
think there is nothing in the record 
from which the plaintiff should rea­
sonably have assumed that the defend­
ant intended to settle the claim with­
out suit. Action was voluntarily de­
layed for more than 14 months after 
the last negotiations took place, and 
under the circumstances such delay 
should be attributed to the plaintiff’s 
laches rather than to the defendant’s 
alleged waiver.’’

Of course each case of this kind

must be decided in the light of the 
particular facts and circumstances in­
volved, and the subject cannot be cov­
ered by the statem ent of a hard and 
fast rule. However, a merchant will 
make no mistake if he is “on his toes,’’ 
as the saying goes, in m atters of this 
kind, and when a difficulty arises with 
a carrier has in mind the following 
points:

Examine the bill of lading or other 
receipt, for that will constitute the 
contract. See what time is stipulated 
for notice of loss of goods, and also 
what time, if any, that is stipulated in 
which suit must be brought.

Following knowledge on these 
points, give the required notice. But 
after doing so don’t let the matter get 
out of mind until it is settled. A rea­
sonable time for the carrier to investi­
gate a case should always be given, for 
it will usually be to the advantage of 
the merchant to settle without a law­
suit. But, the carrier should not be 
given an unreasonable time, and by 
all means the time stipulated for suit 
in the contract should not be allowed 
to expire without some agreement, that 
will constitute a waiver of the clause, 
or a settlement of the claim. For, as 
illustrated in the case reviewed, any 
unreasonable delay in the light of the 
facts of a given case may result in a 
loss of the right to bring an action.

Leslie Childs.

Tarred With the Same Stick.
M anager Alvin E. Dodd, of the 

United States Chamber of Commerce, 
told the National Retail Dry Goods 
Association last week that a study he 
had made of cases where one party 
had broken a contract to buy and sell 
goods, showed that the seller violated 
it just as often as the buyer. He said 
that what the seller did often wasn't 
a flat repudiation, but was finessing 
that came to that.

My personal experience justifies the 
same conclusion. I have handled a 
great many cases of violated merchan­
dise contracts, probably five times as 
many as falls to the average attorney, 
and w'hile I have kept no account, I 
would wager now that they would be 
found to divide pretty evenly between 
repudiation by sellers (when the m ar­
ket advanced) and repudiation by buy­
ers (when the market declined). My 
impression is that there wouldn’t be 
any large difference. Sellers as a class 
aren’t any better than buyers as a class 
—when the nerve of the pocketbook 
is touched, they both respond about 
equally. It requires a rare seller to 
deliver goods when every pound or 
package is netting him a loss, and it 
requires a rare buyer to take goods 
under those conditions. If the buyer 
who will do this is rarer than the 
seller who will, it is probably because 
the average seller is larger than the 
average buyer and can therefore stand 
a loss better.

It is a lamentable fact that a very 
considerable percentage of business 
men in all classes will automatically 
start to dig a way out of a contract 
which has become unprofitable.

It may seem to you that there is no 
justification for great haste on the 
part of a customer, but if that cus­
tomer wants you to hurry, it will pay 
to do it.

THE FOOD MAN
Figures w hich have recently  been issued 

call to  our a tten tion  again the  fallacy of the 
criticism  against food dealers, and  em pha­
size the  fact th a t the  people in terested  in 
the  food industry , w ho used such unusual 
loyalty  during  the  W ar and the  period there ­
after, have continued th is loyalty  to a very 
m arked  extent.

Below w e give you the  percentage of
increase in the  cost of living on principal
item s, com paring Ju ly  1914 to M ay, 1 924:

Food -------------- 41 %
Shelter . _________ 85 %
C lothing _________  76 %
buel and  Light _________  65 %

(F u e l) --------------(77
(L ig h t) _ _ --------------(42  %)

Sundries _________  74 %
W eighted  aver, of all item s 61.4%
Food show s a g rea t deal sm aller increase 

over the  1914 costs than  any  one of the  o ther 
divisions, and  the  food dealers are  certain ly  
entitled  to  assum e th a t o ther industries shall 
do their p a rt tow ard  reducing the  cost of 
living to a reasonable level.

H ow ever, the  greatest im portance of 
these figures is th a t they  show  very clearly  
th a t w hile the  food industry  has been tak ing  
the  read justm en t faster than  o ther lines of 
industry , w e a re  now  show ing a be tte r con­
dition and th a t w e shall enjoy a re tu rn  to  
p rosperity  and  be tte r tim es m ore p rom ptly  
th an  any  of the  others.

In fact, as w e said a  few  w eeks ago, w e 
believe th a t the  tim e is a t hand  w hen every 
food m erchan t w ho is aggressive and up to  
da te—handles good m erchandise— keeps 
his store pain ted  and clean and m akes it 
a ttrac tive  to  his custom ers, can show  a good 
profit.

T his is a period of intensive com petition, 
b u t rew ard  for intensive com petition is 
p rosperity , success and happiness.

W o r d e n  Q r o c e r  C o m p a n v

Grand Rapids
Kalamazoo— Lansing— Battle Creek 

The Prompt Shippers
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Movement of Merchants. 
Detroit—Joseph Kroele will open a

bakery at 8921 H arper a veintie.
I letroit-—Ben Kostich has opened a

confection cry at 1727 Six Mile road.
I ietroit- Mark Cooper opened a

meat market at 3242 J oy Road re-
cently.

Detroit- C. J. 1Friedel & Son have
opened a hardware store at 9042 Har-
per a veil ue.

I letroit — Ant hony Goilembewski
opened a drug st<ire at 5101 Junction
avenue Ju ly 15.

Detroit-—Tony Peters ha:> sold his
grocery st ock at 9*96 Fisher avenue to
James G. Loper.

Detroit-—Joseph Selick ha s sold his
meat mar ket at 8822 Cardemi avenue
to Joseph Levin.

Detroit-—Stanley Zawada recently
opened a meat market at A1132 Davi-
son avenule, East.

Detroit-—The Economical Drug Co.
recently opened another ph armacy at
2600 John R. street.

D etroit--F . H. Hill’s con fectionerv.
8248 Oaklland ave nue. has been sold
to D. Rathmeil.

D etroit--Sam uel S. Stahl has sold
his pharmacv at 7400 Mack avenue to
I. A. Bommarito.

D etroit--A . F. Meeker has opened
a pie bak<fry, whodesale and1 retail, at
3145 Cass avenue.

D etroit--C. A. Itrod y opened a fruit
and dried meats business at 8739 Van
Dyke avenue July 19.

D etroit--M ax \V ilson has moved his
delicatesse n from 705 Grati ot avenue
to 8829 L:inwood ;avenue.

Detroit—-Steven Hermanson opened
the Lineo In confectionery. 4305 Lin-
coin avenue, July 19.

Detroit—Robert Planck has sold his 
grocery and meat market at 693 Seldeti 
avenue to Sam Adwon.

Highland Park—A. M. Klein open­
ed a grocery and meat m arket at 12836 
Oakman boulevard recently.

Detroit—The Economical Drug Co. 
opened a new pharmacy at 3701 Cass 
avenue a short time ago.

Detroit—The L. K. grocery. 8426 
Limvood avenue, opened ]uly 15. W. 
Lenovitz is the proprietor.

Detroit—Clarence H. Allen, furni­
ture dealer at 18234 John R. street, 
discontinued business July 12.

D etroit—A new dry goods store has 
been opened at 8546 H arper avenue. 
H. W angrow is the proprietor.

Highland Park—W right & Parker 
have opened a grocery and meat m ar­
ket at 16207 W oodward avenue.

D etroit—Solon Moore has opened 
Sam’s Stand, confectionery and soft 
drinks, at 5209 Tireman avenue.

H oughton—The Torch Lake H ard­

ware Store has been opened in the 
Toupin building, by John Miller.

Detroit—Frank Eagen, Linwood 
avenue druggist, opened a second 
pharmacy at 9727 Linwood July 20.

Detroit—Peter Samis has sold his 
confectionery and fruit market at 4137 
Mt. Elliott avenue to Sam Backos.

Detroit—The Golden Gate Pharm a­
cy will open at 18640 John R. street 
July 31. George Davis is the owner.

Detroit—Brown’s Drug Store, 8901 
Twelfth street, has opened a branch 
pharmacy at 13800 Linwood avenue.

Detroit—Rand’s, 103 State street, 
millinery, closes out August 1. The 
store at 1534 W oodward will continue.

D etroit—iM. Netzorg, dry goods 
dealer, is closing out his business at 
7771 Grand River avenue and will re­
tire.

D etroit—Kazimierz Centiala’s gro­
cery at 5918 Elmwood avenue is now 
in the hands of K. Wesolowski and 
wife.

Detroit—The Corona Drug Co., con­
ducted by John H. Patis and S. F. 
Tilley, has opened at 1001 Six Mile 
road.

Detroit—Joseph Grosjein, meat deal­
er at 546 Seven Mile road, has bought 
out Julius Bruder, grocer at the same 
address.

Detroit—Charles A. Sagar has taken 
over the Sagar pharmacy, 15001 Grand 
River avenue, from his father, Peter 
C. Sagar.

D etroit—The Collingwood drug 
store, 10349 Linwood avenue, has open­
ed for business. A. T. Coleman is 
manager.

Detroit—M. Joffe, grocer, formerly 
at 933 Six Mile road, has recently 
opened in his new location, 1005 Six 
Mile road.

Detroit—Pickering & MacMillan re­
cently opened a grocery store at 10345 
Linwood avenue. W. S. Pickering is 
the manager.

D etroit—The College Park Confec­
tionery opened at 15239 Livernois 
avenue recently. William Woulas is 
the manager.

Detroit—M. Lopo and wife have 
sold their confectionery to Martin 
Larkiss. The store is at 7376 Four­
teenth street.

Detroit—Joseph Kirchner, druggist, 
has moved from 2766 Sherman avenue 
to his new building at 194 Joseph 
Campau avenue.

Detroit—The Chope-Stevens Paper 
Co., Fort and Twelfth streets, has in­
creased its capital stock from $300,- 
000 to $750,000.

D etroit—P rieste rs  confectionery at 
2800 Gratiot avenue has been sold to 
Frank Pazzi and wife. The sale took 
place July 21.

Detroit—Stanilaw Przybrysz and 
wife have taken over the grocery and 
meat m arket of Frank Szymanowski, 
13634 Maine street.

Detroit—A rthur Exarchou has pur­
chased the Mt. Elliott Grocery & 
Meat Market, 5907 Mt. Elliott avenue, 
from Joseph Kochelo.

D etroit—Thom  Kundel and John 
Hantiuk have taken over the meat 
market at 4485 Brandon avenue from 
John and Ross Sohlich.

Saginaw—Thomas W. Martin has 
sold his jewelry shop at 104 South 
Jefferson avenue to R. Goodman and 
A. W hitman, of Detroit.

Detroit—The confectioner}' store at 
4861 Pennsylvania avenue is now being 
run by Fred A. Dupuis, who bought it 
from Gustave Schmidt.

Detroit—The Cassboro grocery, 3419 
Cass avenue, discontinued business re­
cently. Solomon Zakey and Said Fat- 
tel were the proprietors.

Detroit—Steve Gaspar has bought 
the share of his partner, Frank Nagy, 
in the grocery and meat market at 
417 W est End avenue.

D etroit—Tony Stalla has opened a 
grocery store at 2309 Sherman and 
also the Roma Meat Market at 1906 
Joseph Campau avenue.

Jackson—Wm. A. Dunahm, baker at 
429 Main street, has filed a petition 
in bankruptcy, with liabilities of $2,420 
and assets of $2,330.20.

Detroit—Another new pharmacy 
has opened on the W est side, Le 
Sage's, at 8543 Linwood avenue. J. 
L. Le Sage is the owner.

D etroit—Jam es C. Lehman, operat­
ing as the W avne Drug Co., has taken 
over Berg’s Drug Store, 2478 Cass 
avenue, from George A. Berg.

Detroit—A rthur Prem ont and wife 
are the new owners of the grocery 
formerly conducted by John Brucia 
and wife. 6220 Seminole avenue.

D etroit—O. H. Massnick & Sons, 
one of the oldest groceries on the East 
side, have closed their doors. The 
store was at 7334 Mack avenue.

Detroit—McCloud & Mitchell open­
ed a confectionery at 8432 Linwood 
avenue July 12. I. O. McCloud and 
H. E. Mitchell are the owners.

D etroit—The Log Cabin Market, 
handling fruit and vegetables, opened 
at 17306 W oodward avenue on July 
19. Louis Spector is the owner.

D etroit—Lillian Kanoski opened a 
grocery at 8611 Van Dyke avenue a 
short time ago. A meat m arket is 
conducted in connection with it.

H am tram ck—The A. & G. Dry 
Goods Store has opened at 9416 Joseph 
Campau avenue. Abraham Zubrin 
and Leo Goldberg are the owners.

Detroit—S. Rosema & Sons, gro­
cers, will move to their new building 
at 10252 Van Dyke avenue, next door 
to their present location. August 1.

Ypsilanti—The McAllister Drug 
Co. has enlarged its ice cream soda 
department, installed an iceless refrig­
erating plant and modern fixtures.

D etroit—An involuntary petition in 
bankruptcy has been filed against 
Charles Lessen, dry goods, 12023 
Joseph Campau avenue. Claims total 
$746.11.

Detroit—Frank S. Riley is another 
meat dealer who has opened a market

recently. Riley's M arket it is called, 
and it is located at 12016 Linwood 
avenue.

Detroit—An involuntary petition in 
bankruptcy has been filed against 
H arry  Greif, jeweler and trunk and 
leather goods dealer, 3133 W oodward 
avenue.

Kalamazoo—Through the medium 
of a stock dividend of $600,000, the 
Kalamazoo Stationery Co. has increas­
ed its capital stock from $250,000 to 
$850,000.

Detroit—Krausmann & Sepol, dry 
goods and furnishings dealers at 2676 
Gratiot avenue, are selling out their 
stock preparatory to retiring from 
business.

Marine City—The Marine City Lum ­
ber Co. has recently had an involun­
tary petition in bankruptcy filed 
against it, with claims amounting to 
$7,140.75.

Cassopolis—W illiam  Reames has 
purchased a half interest in the I. A. 
Fisk drug stock and the business will 
be continued under the style of Fisk 
& Reames.

Detroit—The grocery at 8529 H am ­
ilton avenue changed hands a short 
time ago. M orris Linman, the new 
owner, bought the stock from  H erbert 
Hornstein.

Detroit—Ham way Brothers, gro­
cers, have taken over the  store of 
David Kaleel, 9330 John R. street, and 
will conduct it as a grocery and meat 
market.

Detroit—Hyman Katz, dry goods 
dealer at 8136 Grand River avenue, is 
moving from his present location 
August 1. He has not yet found a 
new location.

Detroit—Leo J. Krolicki has named 
his meat market at 8617 H arper 
avenue, which he has been conduct­
ing under his own name, the Domes­
tic Meat Market.

Detroit—H ugh J. Finnegan, forme~- 
lv pharmacist clerk in the drug store 
of Joseph Kirchner, 1944 Joseph Cam­
pau avenue has opened a pharmacy cf 
his own at 2766 Sherman street.

Detroit—An involuntary petition in 
bankruptcy has been filed against Abe 
Dworkin, dry goods m erchants at 42c4 
W est W arren avenue by three cred­
itors whose bills total $939.25.

Detroit—Abe Ackerman has taken 
over the Franklin Co., women’s wear, 
506 Gratiot avenue, from J. L. Ma~- 
golis, trustee. Louis Ackerman and 
David Greenberg were the owners.

Detroit—The Sanitary R efrigerator 
Display Co., 2235 Brewster street, has 
been incorporated with an authorized 
capital stock of $20,000, all of which 
has been subscribed and paid in in 
cash.

Detroit—Meyer Aitkin, shoe m er­
chant at 8846 Russell street, is the ob­
ject of an involuntary petition in bank­
ruptcy, recently filed, in which three 
creditors present bills aggregating 
$1,011.71.

H am tram ck—Alfred Rogoflf, who 
has conducted a hardware store at 
9416 Joseph Campau venue for some 
time, discontinued business recently. 
The store will be occupied by a dry 
goods firm.



Ju ly  30, 1924 M I C H I G A N  T R A D E S M A N 5

Essential Features of the Grocery 
Staples.

Sugar—The market has advanced 10 
points. Granulated is now held at 
7.45c.

Tea—The market for the week has 
shown little or no change. The news 
from Japan received during the week 
has aroused considerable interest in 
the prospect that old-style hand-made 
Japanese tea is shortly to give way to 
machine made tea. There have been 
no particular developments in the tea 
market during the week. Ceylons con­
tinue very firm, with rising prices in 
primary markets. O ther teas steady 
to firm, with a very fair general de­
mand.

Coffee—The revolution in Brazil has 
continued to influence the market for 
Rio and Santos coffee during the 
week. The market would ordinarily 
be dull, but news from Brazil is more 
or less unsettled and the result has 
been another advance of probably 1 
cent per pound in all grades of spot 
Rio and Santos, green and in a large 
way. H igher prices are probable if 
the revolution continues. Milds have 
moved up a substantial fraction dur­
ing the week in sympathy with Bra­
zils. The demand for coffee is very 
fair. Jobbing prices on roasted grades 
are very firm in sym pathy with green 
coffee.

Canned Fruits—The big feature, if 
not the only conspicuous aspect, of 
the canned food market is the sensa­
tional strength in new pack Califor­
nia fiuits on the Coast, as evidenced 
by advances on various varieties and 
absolute withdrawals of some offer­
ings. There is no disguising the bul­
lishness of the market at the source, 
even though its strength is interpreted 
in various ways. To the packer it is 
bona fide and based upon actual con­
ditions but to some buyers the boom 
is regarded as more or less manipula­
tion to force an otherwise reluctant 
trade to stock up on contract fruits 
w'hen the situation docs not w arrant 
such action. The jobbing trade is al­
ways slow to get aboard and is rather 
lagging behind now. There has been 
enough acceptance of changed condi­
tions, however, to  bring about more 
buying than when opening prices were 
first named from large as well as 
small buyers and for many items on 
the list. Pears are the strongest com­
modity, the most difficult to buy, the 
highest and the one to show the great­
est gains since opening. I t  is a sellers’ 
market in California and the N orth­
west. Peaches, produced in larger vol­
ume, are more conservatively regard­
ed, many operators refusing to believe 
that the Coast pack will be as re­
stricted as reported. Apricots follow 
peaches and have been subject to with­
drawals. The berry shortage has made 
that line firm at the source. Hawaiian 
pineapple was steady all week, in fair 
demand, but not conspicuous. Little 
attention is being paid to apples.

Canned Fish—The Maine sardine 
situation continues quite uncertain. 
There is considerable shading being 
done at the present time. In  salmon 
there has been some weakness in the 
W estern prices of pink Alaska salmon 
during the past week. This has made

rather a dull market in the East. Red 
Alaska salmon is steady at unchanged 
prices. O ther canned fish in fair de­
man, unchanged in price. W hite tuna 
is particularly scarce and firm, as is 
shrimp.

Canned Vegetables—Tomatoes are 
too unsettled to make a big buying 
movement possible. Canners in the 
South are unwilling to sell freely, not 
knowing how the pack will turn out. 
while buyers are not so sure that the 
production will be as low as predicted. 
I t is a standoff affair on both sides, 
with the minimum quotations at the 
moment 90c, $1.30 and $4.25 for 2s, 
3s and 10s. Old packs are dull. The 
only interest is in 2s and there are 
enough spot consignments here to 
cause careful buying so late in the 
season. Threes drag, while 10s are 
quiet. Generally peas are firm, al­
though it has been possible to pick up 
some W isconsin 3s here and there to 
better advantage than formerly where 
a packer needed ready money. South­
ern lines have been maintained, as 
they are being used for current out­
lets. Spot corn is quiet but steady. 
Futures are influenced by weather 
conditions, which tend to make can­
ners cautious as to accepting new 
business. Minor vegetables for spot 
use are in routine demand.

Dried F ruits—Raisins show greater 
strength. Independent old packs are 
working to a smaller differential under 
Sun-Maid and there are fewer off erings 
in evidence. Because of the ninety 
day price guarantee many jobbers are 
buying Sun-Maid for nearby use but 
indicate their desire to keep in the 
market all of the time since their dis­
tribution is unusually good in all chan­
nels. New crop is strengthening and 
independents are willing to do no bet­
ter than Y\c  under Sun-Maid opening. 
Prunes are firm for new crop and quiet 
on old at the source. The California 
Association is off the m arket on large 
sizes, while independents offer only 
assortm ents running mostly to med­
iums and small. There has been more 
enquiry of late for spot larga Cali­
fornia packs and to some extent for 
Oregon prunes. Opening prices in 
Oregon prunes will be named about 
August 1. Peaches and currants are 
quiet.

Beans and Peas—The demand for 
dried white beans was very quiet dur­
ing the week, prices remain about un­
changed. This applies to all varieties 
of dried white beans; although the red 
and white kidneys are firmer than the 
others. Pea beans are also inclined 
to be firm. Dried peas are steady; 
quiet demand.

Syrup and Molasses—The demand 
for molasses has settled down to the 
seasonable basis; good grades of g ro­
cery molasses being wanted in com­
paratively small volume at steady 
prices. Sugar syrup is steady and is 
being kept that way on account of 
light stocks. The demand is poor. 
Compound syrup is unchanged on last 
week’s basis, with fair demand.

Salt Fish—Mackerel continues about 
unchanged. Stocks appear to be in­
creasing; while there is no pressure to 
sell as yet, there is plenty of mackerel 
about. Shore fish is still running good

quality and selling at a moderate price. 
Irish fish also shows up well, without 
change for the week. There are not 
going to be many spring Norway 
mackerel, as but few' were cured.

Cheese—The market is quiet, but 
pretty well sustained on the medium 
grades of W isconsin and New York 
State full creams.

Provisions — Hams, bacon, dried 
beef, etc., are about lc per pound 
higher than last week and are in fair 
demand.

Review of the Produce Market.
Asparagus—$2 per doz. bunches for 

home grown.
Butter—The butter market has taken 

on an upward movement within the 
last couple of days. This is owing to 
decreased receipts and larger demand 
for the best grades. The quality con­
tinues very good on account of the 
fine condition of weather in the pro­
ducing sections. Some dealers think 
the market is bottom for the present 
and some others look for a further 
advance. Local jobbers hold extra 
fresh at 38c in 60 lb. tubs; prints, 40c. 
They pay 20c for packing stock.

Bananas—6^2@7c per lb.
Beets—New, 35c per doz. bunches.
Cabbage—Home grown 90c per bu.
Cantaloupes—Arizona are now sell­

ing as follows:
Jumbos _______________________ $4.00
Standards ______________________ 3.75
Ponys ---------------------------------------3.25
Flats _________________________  1.50

Carrots—Home grown, 35c per doz. 
bunches.

Cauliflower—Home grown, $3 per 
doz. heads.

Celery—Home grown is now in 
market, commanding 40@50c per 
bunch.

Cherries—Sour, $1.75 per l/ 2 bu. 
basket; Sweet, $2.50@3 ditto.

Cucumbers—H ot house command 
$1.50 for fancy and $1 for choice; 
Southern outdoor grown, $2 per ham ­
per.

Currants—$2.25 per 16 qt. crate for 
either red or white.

Eggs—The receipts of fresh eggs 
have fallen off very much within the 
last few days and prices are tending 
upward, due to the hot weather and 
poor condition of the hens at this sea­
son. W e look for continued high 
prices. Local dealers pay 27c for 
strictly fresh.

E gg Plant—$2.50 per doz.
Garlic—35c per string for Italian.
Gooseberries—$1.75 per 16 qt. crate.
Grape F ruit—Fancy Florida now 

sell as follows:
36 ____________________________ $4.50
46 _____________________________  4.50
54 _______________________   4.75
64 and 7 0 ______________________ 4.75

Green Beans—$2.50 per bu.
Green Peas—$3 per bu.
Green Onions—Home grown are 

now in market, commanding 25c for 
Evergreens and 40c for Silverskins.

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

Lettuce—In good demand on the
following basis:
California Iceberg, per c r a t e ___ $8.00
O utdoor grown leaf, per b u .___ $1.00

Lemons—Quotations are now as fol­
lows:
300 Sunkist ___________________ $6.00

300 Red Ball ___________ _____ 5.00
360 Red Ball ________  ______ 5.00

Onions—Spanish, $2.50 per crate;
W alla Walla, $4.50 per 100 lb. sack.

Oranges—Fancy Sunkist Valencias
are now on the following basis:
100 _____________________ _____ $7.00
126 and 150 - _________  ______ 7.50
176 _____________________ _____ 7.00
200 _____________________ . . .  __ 6.50
216 _____________________ _____  5.50
252 _ ___ 5.00
288 _____________________ --------4.50
Red Ball, 50c lower.

Parsley—50c per doz. bunches.
Parsnips—$1.25 per bu.
Peaches—Elbertas from Georgia

command $3 per bu. Receipts this
week are fine in quality.

Poultry—Wilson & Company now
pay as follows for live:
Heavy fo w ls___ _____ ______ 20c
B ro ile rs____ _ _ ____ __
Light fowls _____________—  —  15c
S ta g s _____ _______ ______ 10c
D u c k s___________ _______ ______  17c

Radishes—20c per doz. 1;mnches for
hot house.

Raspberries—Red, $3.50 per crate;
Black, $3 per crate.

Rhubarb—$1.50 per bu. for home
grown.

Spinach—$1 per bu. for home
grown.

Tomatoes—Home grown hot house
$1.50 per 7 lb. basket; $2.50 for 10 lb.
basket.

Veal—Local dealers pay as follows:
Fancy White Meated _ _______  14c
Good _____  _ ______________  12c
60-70 f a i r ____ _____ ___ ______ 10c
Poor ______ _____ __ ______ 08c

M arket Slow For Spot Dried Fruits.
The dried fruit market a:s to spot is

very quiet. Green fruit is abundant 
and is getting cheaper, and is taking 
preference over dried fruit.

It is reported, for illustration, that 
an enormous crop of peaches in Geor­
gia and other Southern states is not 
bringing enough to growers to justify 
gathering the fruit and that thousands 
of carloads are being thrown into the 
streams or used for fertilizing, yet, in 
Chicago one must pay retail dealers 
not less than $4 per bushel for peaches 
of an inferior quality.

The same complaint is being made 
by growers of oranges, who are not 
receiving enough of their fruit to ju s­
tify the growing of it, and cold stor­
age plants of the country are filling 
with apples while another big crop 
is maturing rapidly. Consumers must 
pay from 5 to 8 cents each for apples 
to retail fruit dealers.

If such goods were consistently 
priced by distributors, consumers 
would buy and eat them and they 
would be gotten out of the way, and 
growers would get at least some com ­
pensation for their products. The rule 
with the retail fruit dealers seems to 
be small sales and large^profits, and it 
is quite probable that they are not 
altogether to blame, as the commis­
sion merchants and transportation 
companies have fixed charges and 
usually get their share. John A. Lee.

There are more good people than 
bad so don’t be afraid to believe in 
your fellowmen.
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C O M PLA IN T  D EPA R TM EN T .

How One M erchant Handles This 
Problem.

W hat is a complaint? W hat should 
we do to rectify it, and how shall we 
K*'t a perfectly satisfied customer with 
the least annoyance to the customer 
and the least loss of money to our­
selves?

Kinds of complaints are as numer­
ous as the people making them. Take 
the hill complaint, which is entirely 
separate from any other kind of com­
plaint. 1 his generally is an error in 
the charge or credits not being prop­
erly recorded, wrong merchandise 
charged, etc. \ \  hile on the other 
hand, take the legitimate complaint 
on merchandise—goods not as expect­
ed, shortage on measurements or over- 
measurements—and I guess we all are 
tarred with the same brush on this 
at times—damaged goods, colors fad­
ing. goods not as represented and a 
hundred and one others which the 
critical customer can always find, even 
in the case of graded merchandise. 
And I think that most merchants will 
agree that this type of customer is on 
the increase instead of on the decrease.

Hut let me here emphasize that when 
a complaint is once made, there is 
only one thing to do and that is to get 
it settled immediately.

I realize that the old slogan, that 
the “customer is always right” has 
been proven in many ways. In fact, 
an analysis that 1 made recently show­
ed that 99 per cent, of the customers 
making complaints were either legiti­
mate complaints or they thought they 
had a legitimate complaint. It is the 
last that is most serious.

I have found it much more difficult 
to convince the customer who really 
has no legitimate complaint that she 
is wrong, and it is very hard to make 
a satisfactory adjustm ent with this 
type of customer, and if not properly 
handled you have lost what might 
have been a profitable customer.

\ \  e don't have to worry very much 
about the customer that has the ligiti- 
mate complaint, because it is solely a 
l io n  of settling it and getting it 
straightened out. although in this in­
stance when properly handled, I have 
found that an allowance will very, 
very often keep you from having to 
put damaged merchandise on the shelf, 
which has very often been out too 
long and means a loss to the house, 
in that you are not able, because of 
the length of time it has been out. to 
return it to the manufacturer.

Now we will turn to the 1 per cent, 
who are actually out to beat you. 
While this is a very small percentage 
it is that one that, if it is not properly 
handled, is going to cost you a lot of 
annoyance and quite a good deal of 
money.

A customer brought back merchan­
dise without the sales check for a re­
fund. Upon being referred to the ad­
justm ent bureau where she was ques­
tioned as to date of purchase, not 
being able to remember the date, she 
was asked to leave the same and we 
were to investigate the matter, and 
she could either call or we would mail 
the refund to her within the next few

days. She said she would call, giving 
us her name and address. Upon in­
vestigation we found tht merchandise 
had been stolen from one of our coun­
ters and that her name was evidently 
fictitious and she had given an open 
lot for her address. This customer is 
still going to call. W e saved money 
there.

I here are almost as many different 
methods of handling custom ers’ com­
plaints as there are stores, and while 
1 realize that it would be almost im­
possible to draw a gilt edged form, 
because we all have customers whom 
we term our special pets, special priv­
ileges (I know we have in our store 
and no doubt every other merchant 
has them) but if something could be 
done to standardize what should be 
done and what should not be done, I 
think we would save ourselves a great 
deal of expense. I would not think of 
endeavoring to discover which was or 
which was not the best way of set- 
ling custom ers’ complaints.

Take a complaint which is always 
a question of figures, and a complaint 
of this description naturally ought to 
be settled through the billing or audit­
ing department. Merchandise com­
plaints I think best to settle in the de­
partments, by having a qualified a :sle 
manager or division superintendent 
who is properly educated on the m er­
its of the merchandise in his respec­
tive department, empowered to satsify 
a customer, especially when in his 
judgment the merchandise is not as 
represented. It should be his duty 
to co-operate with buyer, but under 
no circumstances should he be in­
fluenced by the buyer, whose opinion 
is, as I find with most of our buyers, 
pretty biased when you take anything 
out of their own department and pretty 
hard to have them acknowledge that 
some of the merchandise thev pur­
chased is not up to standard. So if 
the division superintendent or aisle 
manager will only use the buyer’s 
argum ents to get a line on perhaps a 
few talking points or some phrase 
which he may put up to the customer, 
and under no circumstances allow 
that opinion to bias him, you won’t 
have so many customers coming up 
to your own office.

But on complaints of a more serious 
nature and cases where he feels that 
his judgment should not be used, or 
where it is a question of store policy, 
and not of merchandise, this should 
be referred to the bureau of adjust­
ments.

Y\ e got around some of those vexa- 
t'ous questions by setting up a good 
Will account, and we sold the depart­
ment managers on the idea, that if 
an adjustment could not be made on 
the basis of the merits of the case, in 
that case we would allow that mer­
chandise to be charged to the good 
will account. Our experience has been 
that the good will account has averag­
ed for the last five months about $60 
per month, in our whole volume. The 
balance of the adjustm ents were charg­
ed direct to the customers. This only 
goes to show that some of these things 
which we regard as mountains are only 
mole hills after all.

We have campaigns in our store,

and only last week, we had complaint 
prevention week. My personal opin­
ion is that any Ten Commandments 
or any sort of rules and regulations 
of what to do and what not to do 
will never solve the problem of com­
plaint prevention. We have great con­
fidence in our training department. We 
believe that they train the people 
properly and get them started in the 
departments correctly. It isn't a ques­
tion that they do not know what to 
do that causes the complaints, it is 
just that human element, and we be­
lieve that we can reduce our complaints 
more by following the idea about the 
store having a spirit, that it is more 
than just a building, it is a living thing. 
If we will all follow the lines of 
imbuing the employes with the spirit 
of the store that we will find in a very 
short time the complaints will have 
been greatly reduced.

I think that we have a very good 
method of handling complaints and 
adjusting them. Every complaint that 
is to be adjusted by duplication of 
the merchandise must be done by a 
purchase of the goods, and we give 
the department a form called a sub­
slip, which is equivalent to cash, and 
with it another purchase is made, be­
cause we believe that , when the mer­
chandise comes out of the department, 
even though it may be an adjustment, 
that the department is entitled to its 
full credit for that sale, because there 
is another article going out of the 
stock. So they get credit for this sale, 
because it is just the same as a pur­
chase for cash, and when these slips 
come up to the cashier’s department 
it is the duty of the superintendent’s 
office in our store to dispose of those 
by charging them to certain designated 
accounts. The names of these ac­
counts are comprehensive and we tab­
ulate those day by day, so that they 
will show just the same as a red light, 
as a danger signal—these sub-slips will 
show us whether there is trouble in 
the packing department, whether there 
is trouble in the delivery, whether the 
wrapping situation has become bad, 
whether the complaints are due to 
mathematical errors on sales checks, 
etc. We believe that we can control 
our complaints from these statistics 
better than with any other method.

George A. Hill.

Underarm  Bags Lead F or Fall.
In the Fall lines of handbags, which 

wholesalers are beginning to show, the 
underarm style stands most prominent­
ly. This type enjoyed pronounced 
favor during the Spring and the trade 
believes it will continue to lead the 
demand during the coming season. Be­
cause consumers prefer the “dressy” 
bag, emphasis is placed on fabric bags 
rather than on those of leather. Some 
bags have straps of self-material, but 
the majority are made without this a t­
tachment. Black, brown and navy are 
the colors expected to sell best. In­
terest in the pouch style is said to be 
small. Vanities and beaded bags, it 
is believed, will meet the usual demand.

If you wait for something to turn 
up to make business better, there is a 
good chance of your being turned out 
before the great thing turns up.

FIFTEEN  YEARS ON T H E  ROAD

Some Things a Wholesale Grocery 
Salesman Learned.

The essential things that I have 
learned in fifteen years on the road 
are:

First. The easiest way to lose a 
sale is by showing too great eagerness 
to make it.

W hen I was first starting out on 
the road I was, of course, very anxious 
to make a good showing. I was all 
on fire to make sales and when I got 
up against a difficult selling proposi­
tion I fairly sweated blood in my effort 
to put it over. But every time that 
sales came hard and I got too wrought 
up about the proposition, I lost out. 
And in time I learned that whenever I 
showed too great an anxiety to make 
a sale I had the effect lipon the pros­
pect of turning him against me and 
making him lean away from me in­
stead of toward me.

Now I make the majority of my 
sales by going after business calmly 
and easily and assuming an attitude of 
taking it for granted that, of course, 
the prospect will buy from me because 
he has been in the habit of buying or 
because my goods are superior.

Second. In opening up new ac­
counts, the easiest and quickest way 
to make a friend of the prospect is by 
complimenting him on some point 
connected with his store and asking 
him if he would mind if I would pass 
along to other stores in other cities in 
my territory the splendid idea he is 
himself using.

This sort of thing always makes the 
prospect loosen up and always makes 
it comparatively easy to get into the 
real job of selling groceries to the 
prospect.

But I have also learned that just a 
little of this complimentary stuff goes 
a long way and that too much of it 
will kill sales just as quickly as a little 
of it will help to put sales over. Gro­
cers always get suspicious, I ’ve found, 
when 1 spread too much apple sauce.

Third. It never pays to be back­
ward about entering a store and try- 
ing to sell goods. Every time that I 
have hesitated about calling on a g ro­
cer for fear of interrupting him in the 
job of waiting on customers or lnaking 
up accounts or something like that, I 
have regretted it because that hesitancy 
has made me assume a servile attitude 
which gets me nowhere.

I’ve learned to realize that a whole­
sale grocer salesman is just a 9 im­
portant to the average grocer as the 
customers the grocer has. The grocer 
can t make money unless he has the 
right goods to sell at the right prices 
and the salesman is the man who pro­
vides him with the goods.

Consequently whenever I call upon 
a grocer I never apologize for inter­
rupting him—if I do interrupt him. 1 
never let it appear as though I thought 
I was there simply because the grocer 
condescendingly let me be there. I 
always go in as though I ’ve a perfect 
right to be there, as I have. And I 
always emphasize the fact with all of 
my customers and prospects that I 
am tremendously im portant to them in 
their business and that they will get 
more business and make more money
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by giving me the most attention pos­
sible.

Every time I run across an apolo­
getic wholesale grocer salesman I feel 
like wringing his neck. He is a fine 
credit to his profession—I don’t think!

Fourth. I speak with authority 
about all the things I have to sell to 
the grocers and about all the sugges­
tions I give them for selling the goods.

I ’ve learned that the minute I let a 
grocer see that I don’t know what I’m 
talking about, that very minute I lose 
a sale. I ’ve found that it is almost 
wholly impossible for me to  sell goods 
to grocers after I ’ve hesiitated about 
some feature connected with them or 
after I ’ve let the grocer see that I’m 
dubious about some phase of the 
goods.

Speaking with authority is one of 
the very first and most essential requi­
sites for successfully selling groceries 
out on the road, to my way of think­
ing. The hesitating salesman who 
qualifies his statem ent or who says he 
will write in to the house or who has 
to keep constantly referring to his 
price lists and to his letters from head­
quarters doesn’t ever get as far as he 
should, so far as I ’ve been able to dis­
cover.

Fifth. I doesn’t pay to waste a lot 
of time telling funny jokes to the gro­
cer.

That method of selling groceries 
passed out about the time that the law 
made it unnecessary to go into the 
back room and lap up a scuttle of suds 
in order to sell a bill of goods.

I’ve found that the average present- 
day grocer is a pretty wise bird and a 
pretty keen business man. He runs 
along with as little overhead as pos­
sible, )he keeps his records in good 
shape, he buys right and he is busy 
himself all the time. In fact, he simply 
hasn’t got the time to hang around 
while the grocery salesman gets off a 
lot of alleged funny cracks.

I’ve cut out jokes entirely. I don’t 
tell any jokes to the grocers and they 
don’t tell me any. I t is strictly busi­
ness from the time I get into a gro­
cery until I leave.

Sixth. I never treat t'he selling of 
groceries as> though it was a humorous 
proposition. I always treat it serious­
ly and solemnly.

Of course, I realize that when a 
grocer buys some canned goods from 
me or something like that, it isn’t a 
tremendously serious occasion. But 
neither is it a matter for levity. It is 
an important m atter for the grocer. 
He is contracting to pay some of his 
hard-earned money for goods which, 
in his judgment, will make more 
money for him. Consequently, if ihe 
is wise, he will give his best thought 
and attention to the proposition. It 
isn’t a m atter for laughing or joking 
with him. It is a m atter for careful 
consideration and attention.

It may be possible to run up big 
sales of some goods by injecting a lot 
of supposed fun and humor into the 
proposition, but I ’ve found by long 
experience that I get the farthest in 
selling groceries and do so the most 
quickly by cutting out all the humor 
and being strictly serious and busi­
nesslike all the time.

Seventh. It never pays to hurry

through the job of selling a grocer. 
Buying goods is important to him. He 
knows that he is entitled to a suffi­
cient amount of time in order to buy 
right, and he resents any attempt on 
the part of the salesman to hurry him. 
Consequently, every time the salesman 
does try to hurry the grocer, he hurts 
his business and may eventually lose 
the hurried grocer’s patronage.

Eighth. It pays to keep up enthus­
iasm. Every time Ive lost my enthus­
iasm for the jab, I’ve lost patronage. 
The salesman who isn’t enthusiastic 
about his work simply can’t run up 
exceptional sales records.

Of course, no salesman’s entbuuasm  
will always be at high pitch. There 
will come times when his enthusiasm 
slackens. And when this is the case 
it becomes a question of getting his 
enthusiasm back again as quickly as 
possible.

How can this be done?
In my own case I have found that 

just about the best way of getting en­
thusiasm back again is by comparing 
previous records and setting a new 
goal to be reached.

Am I selling fewer goods than dur­
ing the previous period? If this is the 
case, why not hop to it and do better 
than ever in the face of adverse condi­
tions and thus show myself how' good 
I am?

Have I made 1,500 individual sales 
during the past year? W hen will I 
reach another 1,000 individual sales? 
W'hat store will be the purchaser of 
the next one thousandth order of 
goods? How much more quickly can 
I reach the next thousand sales?

Looking over records, comparing 
things that I ’ve previously done and 
setting a new goal to reach in a speci­
fied length of time have always been 
effective with me in reviving my lag­
ging interest and giving me renewed 
enthusiasm for my work.

And here’s 'hoping that this brief 
summary of some of the more im­
portant things I ’ve learned in my 
fifteen years of experience in selling 
groceries on the road will give w orth­
while ideas and suggestions to other 
grocers. Frank H. Williams.

Beyond the Limit.
A bather got out beyond her depth 

and her screams soon brought to the 
rescue the boatman whose business 
it was to save anyone in difficulties. A 
few strong strokes carried him to the 
spot and he reached out a muscular 
arm to grip the poor girl, who was 
about to sink. At this moment her 
frantic struggles dislodged her bath­
ing cap, which soon floated away, 
carrying with it, what was more 
precious, her wig.

“Oh, save my hair,” she cried, “save 
my hair!”

“Madam,” replied the gallant res­
cuer, hauling her into the boat,“I am 
only a life-saver, not a hair restorer.”

Tit For Tat.
It was one of those rare occasions 

when the lawyer, lost a case, and he 
didn’t feel so very happy over it.

“Your profession doesn’t make an­
gels out of men, does it?” said a 
medical friend, teasingly.

“No,” retorted the lawyer, “tha t’s 
one thing we leave to you doctors!”

SALES BOOSTERS

Grocers who have featured Zion Fig Bars 
through the hot summer weather do not 
worry about their cookie sales dropping off 
as the mercury goes up.

Zion Fig Bars are so deliciously made that 
they command sales at all seasons of the 
year.

If your wholesale grocer cannot supply 
you write us.

m
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ZION INSTITUTIONS & IN D U ST R IE S
ZION, ILLINOIS

1

Our New Shredded Wheat Cracker
After a year of experimentation and the installa­

tion of expensive, specially designed electric ovens 
we have produced a new improved

TRISCUIT
pronounced by everyone who has eaten it as the 
tastiest, most wholesome, most nourishing whole 
wheat cracker ever produced. Being packed in a 
very attractive new carton, it gives you an oppor­
tunity to display it with good advantage. We will 
soon be able to supply the demand for this new 
Triscuit. Toasted in the oven and served with but­
ter or soft cheese it makes a delicious “snack” for 
any meal.

W e ask you to keep Triscuit in a clean, dry, 
sanitary place.

The Shredded Wheat Company
Niagara Falls, N. Y.
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OUT-HANNAS MARK HANNA.
I he very king of political bosses 

iias arrived. Senator Robert Marion 
1-a 1-ollette had made and is making 
political maneuvers that Mark Hanna 
at the peak of his power would not 
have dared make and plainlv regards 
hirnself as the greatest political boss 
of all the long line ol bosses, living or 
dead.

1 he Senator picked his own time 
for his own revolt. He drafted his 

‘own platform and steered the call­
ing of his own nominating conven­
tion He saw to it that no other can­
didate was mentioned.

W hen the Communists got control 
of what was intended in the beginning 
as a La Follette convention at St. Paul 
La I*ollette knocked that convention 
cold with a word. When it insisted on 
indorsing him lie threw the offer back 
in its teeth. When Communists sought 
to appear in his own hand-picked meet­
ing at Cleveland, the word came down 
from La 1*ollette that they must be 
bounced on the granitoid outside the 
hall if they tried to enter.

A La Follette hand-hammered plat­
form was offered to a hand-picked La 
hollette convention, summoned for the 
distinct purpose of nominating La 
hollette. Having taken the crown in 
his own hands and set it on his own 
head, the Senator proceeded to pick 
his own running mate.

I he National Committee of La 
Polletteism was carved from La Fol­
lette picked timber. The joint com-, 
mittee of eleven that is to run his 
campaign has been chosen under the 
eye of the Senator. Some of the usual 
forms and procedures have been fol­
lowed, but no one who knows anything 
about the La Follette methods doubts 
who had the first and the final words 
in these selections.

Nor does the La hollette dictation 
end with the joint committee. It shall 
have power, which means that La 
Follette shall have power, to remove 
any State chairman in the third ticket’s 
organization. It goes much further. 
Looking over the list of candidates and 
would-be candidates for Congress, this 
joint committee will come to the name 
of So-andSo, who craves the La Fol­
lette endorsement or wishes to run on 
the third ticket. I he La hollette 
thumb may go up or it may go down, 
but the La Follette thumb will decide.
1 he La Follette mark of approval or 

disapproval will be placed on the 
Senatorial candidates in thirty-three 
states and the aspirants in every one 
of the 435 Congressional districts.

Senator La Follette has posed for 
twenty years as the foe of bossism and 
bosses. He has talked as much about 
steam rollers and boss-rule as any man 
living. One of his favorite texts has 
been the iniquity of the bulldozing of 
the people by the bosses. There have 
not been bitter words enough in a bit­
ter vocabulary to express his angry 
contempt for, and resentment of, boss­
ism.

This sworn enemy of boss rule must 
wear a sardonic smile as he out- 
Hannas Mark Hanna. He has a sense 
of humor and he needs it as he con­
templates his own handiwork.

FAVOR TUNICS FOR FALL. 
W aist buyers now in the New York 

market for early purchases are ex­

hibiting a great deal of interest in the 
tunic blouse, both for display and for 
purpose of giving it prominence early 
in the season to test its chances for 
popularity. The manufacturers find 
satisfactory this tentative buying for 
a season that promises to be later than 
usual, because it is still early and only 
by featuring the tunic blouse now can 
any just estimate be made of its 
chances for a big volume of business.

I hat its chances are exceptionally 
good this year is generally agreed, 
even by those who know that it made 
no great headway in past seasons, be­
cause it is now so widely accepted in 
Paris and figures so largely in the im­
portations of models. The influence 
of the tunic on the Fall fashions is 
shown, it is pointed out by the United 
W aist League of America, by the fact 
that even dress designs this year show 
a development of the tunic idea. It is 
further pointed out that, with the idea 
of the long silhouette line being broken 
a few inches above the hem once firm­
ly implanted, the practical value of 
having several tunics to one satin 
underslip will be a powerful sales a r­
gument.

Among the early showings of the 
forty-inch tunic are a number of bead­
ed models which recommend them ­
selves to the mature figure because, 
being weighted, they cling and fall in 
at the bottom edge. Some elaborate 
models of cut velvet and many of em­
broidered silk are also shown. Even 
the tailored mode is included in the 
tunic models, as is witnessed by one 
with a rather high neck and long, 
tight sleeves. The only decorations of 
this blouse are white organdie cuffs 
and collars. As the tunic, generally, 
is being developed in such a variety 
of fabrics, styles and manner of trim ­
ming, the manufacturers are con­
vinced that it is bound to succeed 
when it has been properly shown and 
exploited by the retailers.

1 he campaign this year may get a 
late start, but it promises to move with 
a rush when it does begin. The ad­
ministrative work of the three parties 
will be under way by August 1, and 
next month the several notification 
ceremonies will be completed. The 
first heavy and hard fighting is sched­
uled for September, when heavy a r­
tillery of both old parties will begin 
rumbling in the state of Maine. Gen­
eral Dawes will head the Republican 
shock troops wdiich are to invade the 
Far Northeast. President Coolidge 
has agreed to speak at F'ort Hamilton, 
Brooklyn, on labor day, probably his 
first address of importance after his 
speech of acceptance. Meanwhile 
Senator W heeler will have invaded his 
native New' England and his running 
mate will lead a fljdng squadron of 
La Follette spell-binders through New 
York. John W. Davis will circle the 
\ \  est, to meet his ticket mate, Gover­
nor Bryan of Nebraska, at some time 
in the early fall. The dry howl of the 
overworked radio will fill in such 
autumnal silences as may be left be­
tween speech and speech. We are 
now in the blessed lull that precedes 
the last phase of our quadrennial 
political storm.

Millions of men and women of all 
ages will mourn at the bier of Palm er

Cox, the creator of the “brownies.” 
The statement that one million of his 
books have been sold has an impres­
sive sound, but it does not mean near­
ly so much to these old children as do 
the memories of long ago, when as 
boys and girls they eagerly followed 
the antics of the brownies, who ap­
peared in all sorts of costumes, scam­
pering here and there, falling over 
themselves, and playing merrily in the 
woods and dells. The five-year-old 
children who saw the birth of the 
brownies have reached the half-cen­
tury mark now, but the brownies each 
month meant more to  them than the 
most lurid movie means to the sophisti­
cated child of 1924. Three generations 
of children enjoyed the brownies, and 
the pleasure that the little elves im­
parted is beyond calculation.

President Coolidge sets a wholesome 
example in his decision to abstain from 
the car platform during the campaign. 
His candidacy would gain nothing 
from a swing around the circuit, and 
his occasional addresses in person or 
by radio will make the deeper impres­
sion because of the reticence which is 
the maintained policy at other times. 
I he President’s pithy mode of express­

ing himself appeals to an electorate 
surfeited with long drawn speeches of 
attenuated substance. Radio fans have 
had excellent training for the coming 
campaign, in listening to the conven­
tions in Cleveland and New York City. 
They will be able to appraise the ad­
dresses with the minimum of personal 
discomfort; and the fact will predis­
pose them to the favorable considera­
tion of what speakers with a real 
“message” have to say.

Marconi has lost enthusiasm for ef­
forts to communicate with Martians. 
Professor David Todd, the former 
Amherst astronomer, cannot tempt 
him to share in an expedition to Ber­
muda for file purpose of making the 
attempt. The Italian inventor is quot­
ed as ruing the day when he said that 
certain mysterious vibrations in the 
atmosphere might have their origin on 
the red planet. However, those im­
patient for the spanning of interstellar 
space may comfort themselves with 
the reflection that one of these days 
another habitable globe, with intellects 
immeasurably in advance of our own, 
might surprise us with devices be­
yond the present scope of our most 
brilliant physicists and still compre­
hensible by us.

A Philadelphia doctor wants a new 
department instituted at W ashington 
to curb quacks and promote honest 
and disinterested research. There are 
enough subsidized functionaries of the 
general Government to do the work 
without adding to the number of Fed­
eral departments. The efficient en­
forcement of laws upon the statute 
books by the present officers will go 
further to promote the end in view 
than an ill-timed padding of the pay­
roll in an hour when the body politic 
is eagerly looking for measures of re­
trenchment. The problem of the quack 
doctor is one that is best met by the 
community that he infests, and a few 
damage suits vigorously prosecuted 
are a more potent deterrent than the 
bogey of Federal surveillance.

DANGERS IN  RADIO AERIALS.
On all sides radio aerials are being 

put up writh apparently no thought for 
appearance, quality of workmanship, 
quality of reception or danger to life 
and lirpb. Many buildings housing 
large families are literally covered with 
aerials. There are veritable networks 
of them running in every conceivable 
direction and at every imaginable angle 
and at various heights from that of 
the ankle up. Anything handy is used 
as a support, from a vent pipe to a 
dumbwaiter, penthouse or water tank. 
For example, one large apartment 
house has such a maze of wires on its 
roof that it would be extremely diffi­
cult to add another. Several of these 
are about knee high; another is On an 
angle, the low’er end actually touching 
the edge of the roof. This one and 
several others are tied to vent pipes 
without insulators. W ith this type of 
aerial it can be easily seen that recep­
tion is poor, the thing is unsightly and 
there is the added danger of tripping 
any one crossing the roof, perhaps 
causing a serious fall as a result. Sup­
pose, for instance, there is a fire or an 
accident to the water tank at night.
I he firemen or water service men 
would be in grave danger of injury a.; 
a result of tripping over one of these 
carelessly erected aerials. It can be 
readily seen that exposure to lightning 
is not the sole danger accompanying 
the presence of an aerial.

Too much stress cannot be placed 
upon antenna construction. Experi­
ence has shown that an antenna con­
structed so that it is mechanically 
strong, well insulated from the build­
ing and high enough throughout its 
horizontal portion to clear a tall m an’s 
head not only gives better radio recep­
tion but it presents a neat appearance 
rather than being an eyesore, and is 
entirely free from the attendant dan­
gers previously mentioned.

In some cases, in order to protect 
their buildings, apartment owners and 
superintendents are imposing regula­
tions and restrictions of their own. 
While this is a good move, it is scarce­
ly sufficient. It would be well to have 
such work supervised and inspected by 
some competent authority. In this way 
antenna construction would be more 
nearly standardized than it is at present 
the appearance of buildings wquld be 
greatly improved, there would be the 
removal of the danger of injury to 
those going on the roof for any pur­
pose from fighting fires to getting a 
breath of air, and the users of radio 
w'ould be gratified by the improve­
ment in the quality of reception.

There is no room for salesmen like 
the one in the story who reported to 
his sales manager a number of inter­
views with prospective customers. He 
said he didn’t get any orders but that 
each one was a feather in his cap. 
The sales manager wired back, “You’ve 
gathered enough feathers; fly home!”

Ice dealers say the ice must be high­
er this summer on account of the ad­
vance in the price of coal. Also, dried 
herring are higher this year because 
of the failure of the pearl-button crop 
in Peru. If you don’t believe it, fig­
ure it out for yourself.
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CUT-OVER LAND PROBLEM.

Practical Discussion of a Most Per­
plexing Subject.

East Lansing, July 25—Your letter 
of June 25, requesting comment on 
the “Help Solve the Problem ” article, 
was forwarded to me while on a trip 
North, but the article itself was held 
here until my return. I have now 
read it, together with several replies 
since printed, and am willing to make 
a few comments “for the good of the 
cause,” although I think the subject 
has already been fairly well covered.

The problem of reforestation in 
Michigan is a big one—so big and with 
so many angles of viewpoint that any 
proposed solution is bound to be 
tinged more or less with the person­
ality of the “soluter.” I have my own 
ideas, of course: possibly I have been 
too recently elected Secretary of the 
Michigan Forestry Association to 
speak aut'horatively for the views of 
that organization.

AVe will all agree, I think, with the 
statement that taxation in Michigan 
is already too high—a constantly in­
creasing burden. From  this point our 
views diverge, some holding that re­
lief can come only through drastic 
self-denial in voting expenditures for 
improvements; others that reform in 
the administration of public business 
is the remedy; still others hold that 
investment in improvements now is 
necessary for future operations. Per­
sonally, I am somewhat of an optim­
ist in that I agree with the man who 
said that “It may cost more to live 
these days, bu t it is worth more.” 
Nevertheless, when I go into the 
Treasurer’s office this Fall to pay my 
property tax, I am going to wonder if 
I am getting my money’s worth out 
of all of it.

Statistics tell us that here in Michi­
gan, those of us who use lumber (and 
that includes most of us, whether we 
use it in furniture, in automobiles or 
in dwelling houses) are paying in 
freight on lumber shipped in, an 
amount equal to about one-third of 
our total State tax levy. We are all 
having to foot the bill caused by the 
depletion of our forests. The prob­
lem of reforestation is not confined 
merely to our merchant friend of the 
North woods; it is a whip of many 
lashes and he has merely felt the 
string of one of them. Possibly it 
stung more because of the injustice; 
he wants to help solve the problem by 
growing the timber and the people of 
the State who need it most don’t care 
enough to see that he gets a fair 
chance. The warning sent out by the 
Board of State Tax Commissioners 
and State Assessors in 1920 has large­
ly gone unheeded: “The disappear­
ance from the tax rolls of a large 
amount of taxable property and tne 
withdrawal of millions of additional 
capital from profitable employment.”

W hen hard times come, most busi­
ness firms retrench—cut down on the 
non-essentials and concentrate their 
efforts on a few lines which will bring 
quick certain results. I think we may 
safely claim that Michigan, in com­
mon with other states, has fallen on 
hard times—how hard, only those who 
have traveled the God-forsaken cut­
over lands and abandoned farms of 
some of our Northern counties can 
appreciate.

Last week, I had the pleasure of 
visiting the State plantings near H ig­
gins Lake, in Roscommon county, in 
company with the State Forester, Mr. 
Schaaf, and a number of College of F or­
estry students. Here is something 
concrete in reforestation: hundreds of 
acres of pines of various sizes and 
ages of development—a mere “drop in 
the bucket” if you consider the po­
tential timber yield in view of our 
future requirements but a most power­
ful indication of what can be done if 
the people of the State want to pay 
to have it done. It is the people’s

business and yet I doubt if one-tenth 
of one per cent, of all our taxpayers 
rambling through the State on pleas­
ure trips have ever taken the trouble 
to visit this nursery or any of the other 
State nurseries. Our farmers are a 
powerful factor in this State. They 
are becoming intelligently organized. 
I would like to see a caravan of farm­
ers’ cars go out this summer to study- 
reforestation conditions the same as 
they take their trips for inspection of 
farm conditions. I think we would 
see a big improvement in the situation 
resulting from such a trip, and for 
one would be glad to head such a 
caravan.

In June, I was on cut-over hard­
wood tracts belonging to Mr. Lundin, 
in Montmorency county. Here are 
tracts of young timber that have never 
seen fire since the virgin timber was 
removed. One couldn’t ask for bet­
ter reproduction. We don’t need to 
replant our hardwood stands; what is 
needed is fire protection and relief 
from t'he burden of taxation while the 
crop is being produced. Both the
owner and the county have reason to 
be proud of these stands and yet I 
think it is safe to assume that, in spite 
of the owner’s very evident interest 
in reforestation and his love of the 
woods, if the local tax assessor had 
not been more lenient than most as­
sessors in his valuation of the young 
growth, these very tracts to-day would 
be blackened wastes of “State Tax 
Lands,” desolate reminders of what 
had once been. Right now, and until 
we get some relief legislation, the re­
forestation of cut-over areas depends 
largely on the local assessor being 
willing to bank on future values.

All of which is mere general dis­
cussion and does not meet your m er­
chant’s particular, immediate problem. 
I think, with Mr. Day, that your man 
did not give the problem of protecting 
from hunters, campers, etc., a fair 
trial. I think I have seen this year a 
decided improvement in the attitude 
of visitors to our forest lands. The 
work which such an organization as 
the Izaak W alton League has been 
doing the past year in impressing 
both fire protection and sportmanship 
on its members, is certainly produc­
ing results. Also I would agree de­
cidedly with friend Lovejoy, of the 
Academv of Science, that the pro­
posed farm land should be examined 
and certified to by a disinterested third 
party. A gold mine prospector is
proverbially blind to all but the golden 
nugget that lies just beyond his grasp;
I have had owners of “prospective 
farm land” try, in good faith, to sell 
me cut-over land that anyone but a 
blind man could tell would never re­
pay the labor expended on it. There 
is a tragedy in the worn-out farms of 
some of our cut-over lands that should 
lead us to better means of merchan­
dising the acres really fit for agricul­
ture.

Certainly, I would not advise the 
holder of second growth timber to 
quit until he has seen what the leg­
islature does on timber land taxation, 
next winter. The bill passed at the 
last session, which was vetoed by the 
Governor on the ground of unconsti­
tu tionally , was at least a big step 
in the right direction and there is 
every reason to expect some worth­
while action at this coming session.

Another factor which our merchant 
friend should take into consideration 
is the rapidly increasing value of tim ­
ber stumpage. I know of one “forty” 
of tag alder that found a market re­
cently at a profit of several thousand 
dollars for the owner. Several tracts 
of farm woodlot timber that had been 
valued at $6 to $12 per thousand 
stumpage have sold for $15 to $20. 
Most of the virgin maple in the State 
has been tied up by large interests and 
the smaller operators are already feel­
ing the pinch from lack of raw ma­
terial. Stumpage values are going up 
rapidly and there is every reason to

expect the rise to continue. The 
market demand for small stocks for 
use in manufacturing and for pulp- 
wood, excelsior and the like is grow­
ing steadily and the owner of second 
growth timber is not going to have 
to wait for the long-time rotation as 
with the virgin timber. To put it 
plainly, I think there has been too 
much “bellyaching” and too little 
studying out of actual conditions.

The immediate problems in refores­
tation generally fall under two main 
headings: Fire protection and taxation. 
We need reform in both. We need 
especially to get our reforestation work 
out of politics. But you can’t legis­
late a reform into existence; it has to 
be born in the consciousness of the 
people. That is one of the big jobs 
that the Michigan Forestry Associa­
tion sees before it; the dissemination of 
facts concerning the forestry situation, 
clearly, concisely and with out preju­
dice or favor. The Association pub­
lished last year a “Prim er of Forestry” 
by Mr. W atson, for use in teaching 
forestry in the public schools, that 1 
wish could be in the hands of every 
man, woman and child in Michigan. 
We are working to educate the public 
to better use of their forest areas; and 
the fact that there are several other 
worthwhile organizations in the State 
working along the same lines is to me 
one of the most hopeful signs of the 
times.

Have I taken up too much space? 
One feels deeply on the subject.

John C. De Camp,
Sec’y Michigan Forestry Association.

Old Ideal Clothing Co. Pays 25 Per 
Cent.

Grand Rapids, July 22—As trustee 
of the Ideal Clothing Co. under the 
trust mortgage covering all of the 
principal assets of the company, 1 
have disposed of all of the assets as 
advantageously as possible, and after 
careful inspection of all claims, have 
completed what appears to me to be 
fair and accurate computation of the 
indebtedness of the company.

The total gross receipts amounted to 
$8,752.96. The total administration 
expenses amounted to $956.95, and 
there were preferred labor claims 
amounting to $456.18, leaving a bal­
ance of $7,249.83 to be distributed 
among the general creditors. The to­
tal due general creditors, as shown by 
the complete schedule of claims of all 
of the creditors which have been care­
fully inspected and approved, amounts 
to $28,999.33. Small rebates were ob­
tained on bills for administration ex­
penses in order that there might re­
main sufficient amount of assets to 
pay a dividend of 25 per cent, to all 
of the general creditors.

A complete statement of all receipts 
and disbursements, together with 
schedule of claims, may be seen at 
my office, and further information de­
sired will be prom ptly furnished on 
request. A. D. Crimmins.

Look For Real Activity Now.
From the merchandising standpoint, 

leading wholesalers in the cloak trade 
say that the labor disturbance, now 
ending through the return of the work­
ers, has had very little, if any, effect 
on the market. Production was cur­
tailed for several weeks, but this was 
counterbalanced by the inactive early 
buying of retailers. In fact, the stop­
page has been considered more or less 
fortunate, as it tended to prevent too 
heavy early production. In the opinion 
of leading wholesalers the real Fall 
wholesale season may be figured as 
starting  this week. They expect buy­
ing over the next few weeks to be 
considerably more active. The feel­
ing is rather widely held, however, that 
the season will be long drawn out.

To Chicago
8:05 P. M. Daily 

Grand Rapids Time

From Chicago
7:45 P. M. Daily. Chicago Time

FARE $4.20
Boat T ra in  Leaves G^and Haven  

Electric Station 8:05 P. M.
1 Block East of Hotel Pantlind  

Route Y our F re igh t Shipments

m  GOODRICH wav
“ Operating Steamships Every Day in 

the Y e a r,” and

Grand Haven, Muskegon 
Electric Ry.

O V E R  N IG H T  S E R V IC E  
C ity  T ick e t Office 

C o rn e r P e a r l  a n d  O tta w a  
W ith  C o n so lid a ted  Railroad T ic k e t 

O ffices
C itz. P h o n e  64509, B ell P h o n e  M. 554 

W . S. N IX O N ,
General Agent Fre igh t and Passenger 

D epartm ent
Electric  R ailw ay Station  

O ne B lock E a s t  o f C am p au  S q u a re  
P h o n e s  C itz. 65671, B ell M ain  671 

L. A. G O O D R IC H ,
T ra ffic  M gr.

W ill ask for the N ationally  known

BE P R E P A R E D  W IT H  

A GOOD STO CK  OF T H IS  

W O N D E R F U L  L IN E .

N A T IO N A L  C A N D Y  CO., IN C .

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

D istributors  for W estern Michigan.
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The Shoe Industry Now Fast Recov­
ering.

It is with feelings of intense satis­
faction that s'hoemen everywhere— 
manufacturers, wholesalers, retailers— 
welcome with optimism the mental re­
lict that the very apparent and gen­
eral improvement in this industry has 
evidenced since the turn of the half- 
year calendar on July 1.

Not alone has there been a general 
acceleration of buying, but conditions 
in the stores speak for a further and 
continued improvement. Retail stores 
did a splendid business in June, fol- 
l owinga slack period dating from 
Easter, with the coldest and rainiest 
May in years.

Improved weather conditions, the 
removal of uncertainty following the 
adjournment of Congress, and the 
clearing political horizon have all done 
their share to restore confidence and 
optimism. O ther reasons are:

1. Stocks in most instances have 
been reduced to a point of safety. 
Stock reduction has been going on for 
several seasons, and as a result, during 
recent months there has been little buy­
ing except for actual necessities, and 
then mostly from "hand-to-mouth.”

2. Merchants have made a success­
ful drive for more cash business, as 
well as to get in money owing to them. 
I’ll s has been evidenced in the fac- 
tories and wholesale houses, where 
collection ■ for some weeks past have 
exceeded sales. With few exceptions, 
credit men report collections from 
shoe dealers as greatly improved.

.v The style situation has been 
clarified to an extent that simplifies 
fall buying.

4. With tailored effects popular in 
women’s shoes, the welt situation has 
improved.

5. Quite as important from the 
standpoint of the long-desired evolu­
tion from financial "sickness" to a 
restoration of profit possibilities, there 
is an increasing demand for better 
made shoes. Granted that this is true, 
it is safe to believe that henceforth 
there will be more willingness by the 
public to pay prices that better .shoes 
should command.

The shoe business has been in the 
dumps long enough. It was about the 
first to be "hit,” and according to the 
law of averages should be among the 
first to recover. It is not pleasant to 
reflect on the fact that during this 
period many factories and a great 
many retail stores have been obliged 
to retire front business. However, 
with fewer factories competition will 
he less intensive and with the making 
of shoes concentrated in the survivors 
the uncertainty which has attended the

producers eventually should be re­
moved.

Efforts must be made by manufac­
turers and retailers to avoid repetition 
of past, unpleasant and. in most cases, 
disastrous conditions, and the public 
must be educated to a proper appre­
ciation of its footwear, something it 
has never recognized. Confidence, the 
rock upon which any industry must 
stand, happily is being restored in the 
trade, but it cannot be complete until 
the public gets it fully out of its mind 
that manufacturers and retailers are 
highwaymen and robbers.

Shoemen know how false this im­
pression is, but except in isolated cases 
they have done nothing to put the 
facts before the public. The splendid 
results in even these few cases has 
proved the value of a worth-while ef­
fort. In the opinion of this journal it 
is high time the National associations 
combined their efforts to undertake 
this simple yet highly constructive and 
most surely beneficial undertaking.

"Over production and under con­
sumption,” which we have pointed out 
as the principal problem of the shoe 
trade, has been remedied only in part. 
Production has been reduced because 
of prolonged slack buying and by rea­
son of many factories having retired. 
But consumption has not yet been 
fully restored to a normal level. At 
the same time, foreign countries are 
gradually getting a foothold in the 
United States market, both with foot­
wear and leather. Canada, England, 
Germany and Switzerland are consid­
erable exporters of shoes to the United 
States, and an increasing share of the 
leather used in our home factories is 
of foreign production. The attention 
of our legislators should be called par­
ticularly to the dangers attending this 
situation.

From authentic reports it is observ­
ed that buyers are more and more 
confining their purchases to "regular" 
lines, that they are buying fewrer styles, 
that they have largely overcome their 
consternation becauase of rapid strides 
made by chain stores operating shops 
to retail shoes at $3 to $5, and that 
they are evidencing more confidence in 
their own ability to buy wisely and 
merchandise practically. It is our firm 
hope and belief, now that the worst 
really is over, that the shoe trade will 
remain “put.”—Shoe Retailer.

What Lucy Did.
Little Lucy had just returned from 

the children’s party and had been 
brought into the parlor to be exhibited 
before the dinner guests. “Tell the 
pretty ladies what mama’s darling did 
at the party,” urged the proud mother. 
“1 frowed up," said Lucy.

Fundamental Facts and Factors.
A frequent recurrence to and reflec­

tion upon the fundamental facts and 
factors that influence business condi­
tions are the most dependable ways 
to get an understanding of tendencies 
in commercial activities.

The purchasing power of the great 
mass of wage earners still remains 
high. The steel industry, the building 
trades, the automobile manufacturing, 
the railroad business—all are busy. 
The wage scale remains high in these 
enterprises and there is but little un­
employment.

Caution in both buying and invest­
ments is evident. Business is not 
booming as a result. This is disap­
pointing to those looking for long 
profits; but it may be, on the other 
hand, an indication of soundness in 
fundamental matters. Certainly this 
caution is evidence that inflation is 
ro t taking place, and without infla­
tion, which is sure to be followed 
sooner or later by depression, there 
cannot be large losses.

W here business now is can best be 
understood by a little reflection upon 
the present conditions in comparison 
with conditions three years ago. Nine­
teen hundred and twenty-two began 
" i th  five and a half million men out 
r f work, with the steel industry in- 
" ctive, with the building trades idle, 
and agriculture in a disadvantageous 
eocnomic position. Nineteen twenty- 
four finds these conditions, with the 
exception of agriculture, a m atter of 
history. Conditions are not all that 
men wish, but certainly are moving in 
the right direction.

The weakest spot in the whole busi­
ness situation is with agriculture. 
Here, too, there has been improve­
ment. .and there is more improvement 
in sight, but the purchasing power of 
agriculture, relative to industry, lags 
behind. On this point there is a good 
deal of difference of opinion; but few 
informed authorities, however, con­
tend that agriculture is back to bal­
ance in earning and purchasing power 
with other lines of business.

For the moment there is recession 
in business activity. This need sur­
prise no one. Economic history shows 
that the journey out of depression 
back to prosperity has always been 
marked by “ups and downs.” There 
is the movement forward, to be follow­
ed by hesitation. On the whole, ad­
vancement is made toward more sta­
bility. Time is required for complete 
readjustment.

W hat the kaiser’s war did to world 
business must not be lost sight of. 
Loss of workers, destruction of mar­
kets, debts, taxes, disrupted exchange 
conditions as between nations—all 
concern American business. This is 
especially true with agriculture which 
must depend, in part at least, on for­
eign markets and foreign purchasing 
power and purchasing willingness, to 
find an outlet for surplus production. 
And as agriculture is directly influenc­
ed by loss and gain of markets, so all 
business, little and big, is influenced 
by these same marketing conditions.

C. D. Hardy.

Metal Lamps Are Favored.
The insistence in period designs in 

housefurnishings has made itself felt 
in lighting fixtures as in every other 
department of decoration. The non­
descript designs that found favor even 
a very short time ago have been com­
pletely superseded by designs that are 
faithful reproductions of antique lamps. 
A leading manufacturer is showing a 
large assortment of wrought iron fix­
tures which are appropriate for vir­
tually any room in a house except a 
bedroom. They are in Italian, French 
and Spanish designs, some of the more 
ornate being combined with floral 
decorations in Meissner chinawarê. 
For the average suburban some single 
Colonial designs continue most in de­
mand, and many new adaptations are 
shown of the old oil lamps . with 
ground glass shades. In floor lamps 
the slender styles predominate, the 
newer and better grade shades being 
without fringe.

The Cherry Tree.
W ritten for the T radesm an.
On a  branch all grim  and gray  
B urst there forth th is very  day  
W ondrous bloom so pink and w hite  
Every tw ig  upon the tree  
W as as full a s  full could be 
’T w as a  day-dream  o f delight;
Of the fa irest, d a in tiest flowers 
T axing all m y m ental pow ers 

To com prehend.

If m y garden cherry trees  
Thus can a ll transform ed be 
From a seem in g  life less  th ing  
W hen returns the day o f spring,
W hat shall com e from fa ith  and hope 
W hat fruition shall th ey  ope 
W hen they shall have run th eir  race  
And behold a s  face to face  

For everm ore?

B y  the lesser  m ay w e know  
H ow  the greater too shall grow  
B y the tem poral com prehend  
Som ething of w hat has no end;
B y the m ortal w e can see  
G lints o f im m ortality—
So m y tree’s m unificence  
G ives a  richer confidence 

In life to  be.
Charles A. H eath.

Not even a whale could keep a good 
man down.

ATTENTIO N
SH O E

DEALERS
For the past two years 

our prices have steadily 
receded with the market.

But we maintained the 
Q U A LITY  of our shoes.

Instead of sacrificing 
Good W orkm anship and 
High Grade Materials, we 
are taking less profit.

Only quality shoes will 
build you a permanent 
business. Besides, inferior 
shoes cause you a peck of 
trouble.

You can rely on H-B 
shoes for Quality.

HEROLD-BERTSCH 
SHOE COMPANY

Grand Rapids, Michigan
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Farm Desertion and Bankruptcy a 
False Alarm.

Grandville, July 29—The McNary- 
Haugen bill failed to pass.

It was a bill so unjust to the general 
public as to be disqualified at the out­
set from passing an American con­
gress. The Government can do much 
to establish economic conditions on a 
basis that does not counter to the in­
terests of one class against another.

The farmers are in a bad way. At 
least, this is what is told by the ad­
herents to the farm bloc method of 
legislation, and to get them once more 
on prosperity’s road, direct legislation 
fixing prices on all farm products, even 
the appropriating of millions of dol­
lars to raise the price of wheat to the 
consumer of bread, is considered just 
the thing, a theory which of course 
would never work out in practice.

One candidate for a state office wails 
out the pitiful story that there are 
upwards of 23,000 deserted farms in 
Michigan to-day, as if this was evi­
dence of the hard conditions under 
which the agriculturist is laboring.

Was there ever a time when there 
were not deserted farms? W as there 
ever a time when myriads of mercan­
tile houses did not go to the wall 
throughout the Nation? And yet no­
body sprung to the rostrum  to de­
mand for our bankrupt merchants 
special acts of Congress to put them 
on their feet again.

Some of these wordy wise states­
men would do away with the law of 
supply and demand and go to Con­
gress for everything; would make it 
a crime to even think that products 
rise and fall in price according to the 
amount on hand to be marketed.

Every day this law of supply and 
demand is seen to work out under the 
eyes of our people. Look to-day at 
where wheat and corn have been 
boosted, and no M cNary-Hagen bill 
on the statute books to account for the 
rise in price. Had that law been i 
force, is it not supposable that its 
workings would have been hailed from 
one end of the land to the other as the 
cause of the upward movement of 
grain prices?

Many people are too liable to jump 
at conclusions. Jealous Democrats 
declare that the rise in wheat and corn 
is a Republican plot to win votes for 
their candidate next Fall. Maybe so, 
and what a scheme it is to thus win 
the sympathy of the grain producers 
for their candidates. Maybe again if 
this plot works so well it can be car­
ried forward into next year and con­
tinue working for the farmer and his 
heirs to the confounding of other less 
skillful partisans.

The wicked politician is capable of 
just such a trick as that!

We may discard such puerile non­
sense and take the good things as 
they come, granting to natural laws to 
work for good when given a chance.

To say that deserted farms are 
sure sign of agricultural bankruptcy 
is to lay claim to that which is as far 
from the truth as some of the free 
silver diatribes in past vears. Time 
cured the fiat dollar nonsense, and 
time and the common sense of the 
people will show up this latest bug a 
boo to have no existence in fact.

There are an abundance of well-to 
do farmers who are ready to deny this 
sob story tale of their ruined state. 
They know better. They know that 
there have been harder times in the 
history of the Nation than those of 
to-day. They also know that no N a­
tional legislation lifted burdens and 
filled pocketbooks. They know that 
farm success depends even more upon 
the man than upon the soil, or upon 
special legislation of Congress.

Thousands of those deserted farms 
are mere barren sand wastes on which 
no man should have ever squatted in 
the hope of making a home, to say 
nothing about a competence. Besides 
this there are many of these acres 
capable of producing good crops were; 
the right tnan tackling the job.

Farm ing is becoming more and 
more a business proposition as time 
passes. It is a business that, carried 
on as it should be, nets its workers a 
fair degree of profit, taking one year 
with another. You cannot depress 
farming and not injure every other 
business under the flag.

I know of men who came to W estern 
Michigan well nigh penniless a score 
of years ago, who took up or bought 
cheap land and, depending upon their 
strong right arms, v en t in to win and 
did win. To-day these men are in­
dependent, worth fro -’ eight to twelve 
thousand dollars, clear of debt, their 
note at the bank as good as that of 
any millionaire.

W hy this great outcry tor money 
to be loaned to farmers? W hy noi 
loan money to every man in other 
walks of life? The farmer is as good, 
but no better than the honest laborer, 
mechanic or millright. Honest men 
with the collateral, be they farmer or 
merchant, find no trouble in borrowing 
money.

There are impecunious farmers, 
however, men who have failed at 
everything else, who have gone to the 
soil for a living, who cannot make 
ends meet and are untrustworthy. It 
is such as these that the Government 
is asked to aid with loans which mus. 
come from the pockets of the thrifty 
men and women of the land.

All these deserted farms are not by 
any means unsuitable for agricultural 
purposes. There are farmers and
farmers. Some men succeed where 
others fail. Men who havr not the 
faculty of finding out the true value 
of soils, who in the main are lazy and 
sluggish in thought and muscle cannot 
be expected to take up a piece of land 
and make a farm. They scratch the 
surface, put in crops in a hap-hazard 
manner, leaving to nature the task oi 
making a crop. Intense farming pays; 
scratch farming does not, and despite 
the aid of Congress, never will, conse­
quently nearly all the deserted farms 
of any soil value have been left to go 
back to nature by this class, who 
though unprolific as farmers, figure 
with the rest in the census reports.

Old Timer.

Preparedness Never Precipitated War.
Grandville, July 29—In time of 

peace prepare for war.
But we do not want any more war. 

As General Sherman said, “W ar is 
hell!’’ And this is the argument ad­
vanced by the pacifists and even the 
churches that war is such a terrible 
monster as needs be cast out of human 
society forever. Providing this could 
be done with no one suffering thereby, 
what a grand good thing it would be.

Those very pious souls who see an 
easy abandonment of war through 
preaching peace in the pulpit and in 
our schools to the children are in for 
a ja r when grim viisaged war again 
assails our country, as is sure to be 
the case some day, although we trust 
it may not be in this day and genera­
tion.

Of late there has corung up an an­
tipathy toward our military armament 
and our navy which is none too large 
to act as coast guard to the Nation.

W hat is there dangerous in being 
prepared for war? Our not being pre­
pared did not ward off the German 
war. It seems to be the proper thing 
among the churches to talk against 
war; to in fact declare, as has been 
done in many instances, that no Chris­
tian wtill again take up arm s in de­
fense of our country.

Does not this sentiment smack of 
treason?

By what right have the church peo­
ple to say that if war comes they will 
be found among the slackers, aiding 
■by their indifference the boring from 
within by the Reds who are at this 
very time smilingly observing the 
trend of the church to besmear war 
with buckets of peace-at-any-old-price 
Mush, thus aiding the Red movement

in America to get a foothold which 
could not otherwise be obtained.

Any aid rendered to the anarchist 
movement originating in the Musco­
vite empire, transferred to America 
through blind Americans who cannot 
see the light when it shines ever so 
brightly, is plain treason and should 
be promptly suppressed by the strong 
arm of the law.

Our new voters, the women of the 
country, should look well out that they 
be not deceived into countenancing the 
plots of these miserable treason-mon­
gers who are working every possible 
plan to get beneath the social surface 
and poison the youthful minds of our 
country into accepting the doctrine 
that war, under any conditions, is evil 
and should be abolished, even though 
the Constitution of our land goes into 
the discard.

And that very thing is what these 
peace-praters are planning—the com­
plete demolishment of our form of 
Government, substituting therefor the 
soviet amalgamation of blood-thirsty 
Russia.

There is no false alarm in these 
statements. The peace and perpetuity 
of the United States depends upon 
our quick squelching of any movement 
meant to disarr and make the Nation 
an easy prey to a cordon of foreign 
enemies which might combine against 
it.

Such a combination would come 
quickly enough did we fall for the 
peace-at-any-price advocates and dis­
arm in the face of combined world in 
arms on both sea and land.

It seems a simple thing to meet un­
der the roofs of our churches and 
solemnly declare that war is hell and 
shall be forever banished from the 
world. The peace advocates oppose 
military schools, naval ships and an 
efficient army. They would abolish 
W est Point cadetships and Annapolis 
naval work; in fact, would lay the 
whole country open to invasion from 
the two oceans, from the Lakes to 
the Gulf.

Preparedness never wrecked a na­
tion; preparedness never forced th.s 
country into war and it never will. 
At least once in three decades the 
United States has been engaged in 
war. Not one of its wars except that 
with Mexico was an unjust attack on 
any nation.

The Revolution has no detractors, 
yet had the ideas of the peace-at-any- 
price parties been in force Americans 
wrould to-day be vassals of Great B rit­
ain. W hen the hard pressed Contin­
entals ran out of wadding for their 
guns they tore up the precious church 
hymn books and one old preacher 
shouted, “Give em W atts, Boys, give 
’em W atts!”

Haven’t we felt proud of that old 
Continentaler’s patriotism?

W hen the Southern secessionists 
fired on Fort Sumpter the Nation was 
almost totally unprepared. Had the 
peace-at-any-price advocates carried 
the day, the Union would have been 
divided and a great slave empire built 
upon its ruins. Although unprepared, 
the North sprang to arm s as one man 
and suffered defeat after defeat, some 
of them most humiliating, because of 
this unpreparedness.

Unpreparedness never brought to a 
nation peace. However cruel war may 
be—and there are none to deiw it— 
that dread decision had to be relied 
on to save us as a nation among t*.e 
countries of the world.

It is simply astounding to hear and 
read of the Christians of this land s.> 
fiercely belaboring war, without which 
there would be no United States of 
America today. W ithout war we 
could not have won at the outset and 
without war we could not long existed 
as a Nation.

It Is a mistaken notion that being 
nrepared by having the soldiers, the 
guns, the ammunition, and an efficient 
navy will lead to war. On the con­
trary, it will serve to keep the peace 
much longer than a disarmament policy 
could possibly do. Some of our past 
wars would have terminated more 
quickly, and with less bloodshed, had 
we been fully prepared. Think of it.

Old Timer.
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Economic Relations of Labor and 
Capital.

To-day we have a conflict of capital 
and labor instead of a partnership, an 
economic conflict as well as a social 
conflict. Without attem pting to ana­
lyze causes or to apportion responsi­
bility. we must admit that labor to­
day is just as grasping, just as dom­
ineering, just as arrogant as was cap­
ital in the heyday of its unchallenged 
power. And capital, where it still re­
tains absolute power, shows the same 
characteristics of human frailty. 
1’lease understand m e: I do not mean
to say that labor is always grasping, 
always domineering, always arrogant, 
or that capital would always be so. 
and is a ways so when given the oppor­
tunity. But 1 do say—with abundant 
proof if it were required—that un­
checked power has produced the same 
evidence of greed in the case of labor 
as in the case of capital and in the 
case of capital as in the case of labor.

Capital in years gone bv, when its 
power was unchecked, did not adopt 
and practice the rule that labor should 
be paid in strict accordance with the 
worth of the task which it performed. 
Too frequently the practice was to pay 
as little as possible, regardless of the 
value of the work. Labor, in these 
modern times, when its power is equal 
to or greater than the power of cap­
ital. does not accept the rule that a 
day’s pay requires a day's faithful ser­
vice. Too frequently labor undertakes 
t t follow the rule of obtaining “all 
that the traffic will bear." without re­
gard to the intrinsic value of the ac­
complishment.

1 am not. 1 repeat, undertaking to 
apportion the responsibility for this 
unhappy situation. I am not blaming 
labor and exonerating capital; neither 
do I propose to acquit labor and find 
capital guilty.

hach of the two principal units of 
production is seeking the maximum 
possible reward of its own effort. 
Labor- by reason of its great power 
and increasingly effective organization

is greatly increasing the cost of the 
labor factor in production, and is there­
by increasing the cost of the com­
modities which are produced. This 
results in a higher cost of living for 
all our people.

W ho pays this increased cost? 1 
ask of you. “W ho pays the freight?"

The answer is not, “Capital.” It is 
true that the employer pays the wages 
of labor in the first instance. Too 
frequently, labor appears to believe 
that that ends the matter, that capital 
foots the bill. N othing is farther 
from the truth, for capital necessar- 
iv includes the cost of labor in the 
price which is charged for the ulti­

mate products. But even if this were 
true—even if capital did absorb the 
cost of labor—the burden would not 
fall upon some one or two or even 
some few hundred or few thousand 
men. Capital is not confined to Wall 
street baskers; capital is the accumu­
lated wealth acquired through the 
process of saving by all of our people 
—invested in land, railroads, homes, 
factories, mines, and all forms of 
property.

Let us analyze our economic and 
financial structure, in order that we 
may determine “who pays the freight.”

People who attack capital and de­
nounce capitalists quite generally look 
upon banks and bankers as typifying 
capital. W all street, being the place 
where the largest' banks are located, 
is accepted as a figurative synonym 
for capital.

Bankers, in fact, may or may not be 
capitalists. They are not capitalists 
by reason of their function as bank­
ers. Banks are simply the agencies 
through which coin or credit, based 
on capital, is gathered into units suf­
ficiently large to be effective in finan- 
cing industry. The real capitalist may 
be a storekeeper, a clerk, or a mechan­
ic. He is the man who owns a bond, 
a stock certificate, a bank account. 
The banker may be a laborer—a man 
who exchanges his services for a 
monthly stipend. Individuals may be 
both capitalists and laborers. By la­
bor they earn a living for themselves 
and their families: by the investment 
of their savings they become and are 
capitalists. The men who comprise 
the Rrotherhood of Locomotive E n­
gineers are laborers, but not laborers 
only. The Brotherhood owns a coal 
mine, and in that capacity its members 
are caoitalists. The Brotherhood also 
owns banks, and in that capacity the 
same individuals are bankers.

Furtherm ore, not all rich men are 
capitalists, nor are all capitalists rich 
men. A capitalist is one who advances 
money for the financing of industry— 
a man who pays the cost of raw ma­
terial. the cost of manufacturing and 
distributing processes—a man who 
“carries the load" until the final prod­
uct is sold to the ultimate consumer. 
Capital “bridges the gap” created by 
the time required to carry on the 
operations of industry.

The man who owns a single share 
r f  stock or a single bond is a cap­
italist, though he may not be wealthy. 
The miser who hides his money 
in an old stocking may be very rich, 
but he is not a capitalist.

If we admit that capital can absorb 
the high cost of labor, who would “pay 
the freight?” Not W all s tree t! Not 
a half-dozen bankers! Capital includes
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everybody who has saved and invested 
—which includes a good many millions 
of our people. The Pennsylvania 
railroad for instance, has 230,000 
stockholders and bondholders, more 
capitalists than it has employes. If 
capital were required or were able to 
pay the wages of the Pennsylvania 
Railroad labor, it would be these 230,- 
000 capitalists who would pay it—and 
of these, many are themselves em­
ployes.

But, in fact, capital does not, cannot 
pay the cost of labor. T hat cost, with 
other costs, enters into the total which 
makes up the ultimate selling price of 
the product. The labor employed by 
the Pennsylvania Railroad is not, in 
the last analysis, paid for by the stock­
holders and bondholders of that rail- 
read, except to a partial and limited 
extent. The people who really pay 
for the Pennsylvania Railroad labor 
are the poeple who travel on Penn­
sylvania Railroad trains or those who 
use commodities which have been 
shipped on Pennsylvania Railroad 
trains. The wages of rilroad labor 
are but a part of the operating expense 
of the railroad. W hen wages are in­
creased, the total operating expense 
is increased, and this in turn becomes 
the basis for an advance in railroad 
rates by the various regulatory author­
ities. The user of railroad service 
therefor ultimately pays for the in­
creased wage of railroad labor. In 
the case of the Pennsylvania Railroad 
—so vast is its system and so great 
is its traffic—there are very few resi­
dents of this country who do not in 
some degree contribute to the wages 
of its employes.

The fact is that the cost of labor, 
taken as a whole, is paid by every one 
who consumes commodities which 
have been produced by labor. Under 
our present state of society, this in­
cludes virtually everybody. W e all 
pay a part of the cost of labor, just 
as most of us share in the payments 
received by labor.

I do not decry or condemn increas­
ed wages. I would not for a single 
moment be understood as advocating 
a return to the wage scale of thirty 
years ago, nor do I oppose future 
wage increases justified by conditions 
then prevailing. The question of 
whether or not certain wages are suf­
ficient for the needs of the worker 
is not the issue in this discussion. 
The essential difficulty which we have 
before us to-day is that the appor­
tionment of increased wages and the 
apportionm ent of the increased costs 
which result therefrom are not fair, 
are not equitable. W hen one group 
of workers, by reason of superior o r­
ganization or peculiar conditions oper­
ating to their particular advantage, is 
able to advance their own wages to 
exorbitant figures, capital does not pay 
the bill. The rest of us, who also 
labor, pay the bill. The recipient of 
excessive wages gains an advantage 
over his less fortunate fellows—first, 
when he increased his own income; 
second, when he reduces the purchas­
ing power of fellow-workers who do 
not receive corresponding increases.

By this process the highly organized 
group, whether of labor or capital,

benefits. By it, the less highly organ­
ized, whether they be units of capital 
or of labor or, as is more usually the 
case, groups of individuals who pos­
sess some of the functions of both 
capital and labor—these groups are 
placed at a disadvantage. The diffi­
culty is not in the fact that increases 
have been made, but that the balance 
between various groups has not been 
maintained. The good fortune of one 
has been the exceeding ill fortune 
of others.

In recent years we have witnessed 
a great advance in the benefits ac­
cruing to organized labor. W ages of 
organized groups have been increased 
out of proportion to the general level 
of wages or of prices. The burden 
has been passed along to the unorgan­
ized groups. Of these latter there are 
two notable examples—the farmers 
and the clerical workers, the men who 
guide the plowshares and the men 
who wear the white collars of indus­
try. These have been the ultimate 
sufferers; these ultimately have paid 
more than their proportionate share 
of the freight. Their income has not 
increased in proportion to that of or­
ganized labor, yet they have been 
forced to bear equally with others the 
burden of the increased cost of living 
which results from the higher wages 
paid to the organized groups.

Simultaneously, these groups have 
been dealt a body blow from another 
direction—the increase in taxation. 
This has been particularly damaging 
to the farmer. His wealth is repre­
sented by land, buildings, livestock, 
grain, and equipment; if he is a tenant, 
he pays rent upon land. Land, the 
bulk of his wealth, is tangible. It 
cannot be hidden from the tax asses­
sor. Consequently, increased taxation 
has borne with particularly heavy force 
upon the farmer—has reached a point 
where it exercises a strangle hold upon 
this great industry.

In this instance, as in the case of 
extravagant wages, the unorganized 
suffer the penalty of their lack of or­
ganization. The great body of tax­
payers do not exercise an effective 
force to prevent extravagance on the 
part of those individuals—some in of­
ficial place and others benefiting by 
official favor—who encourage extrava­
gant expenditures.

Extravagant governmental expendi­
tures have reach a point that beggars 
description. The expenditures of the 
Federal Government have jumped 
from a little over a billion dollars in 
1917 to three and one-half billion dol­
lars in 1924— even though, except for 
interest charges, the Government has 
been re-established on a peace-time 
basis. The income of state govern­
ments increased by 161 per cent, in the 
eight years 1913 to 1921; that of cities 
increased 76 per cent, and that of 
counties 127 per cent. From one-fitfh 
to one-seventh of all the wealth pro­
duced in the U nited States is spent for 
government. H alf a million men and 
women are employed by the Federal 
Government. Approximately two mil­
lion are employed by the Federal, 
state, city, county, and other govern­
ments. Out of every six days that we 
labor, one day’s pay goes—directly or 
indirectly, on the average—to pay for
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the cost of government, to  maintain 
this great army of unproductive labor.

This great burden of taxation falls 
upon every citizen, either in the form 
of taxes which he pays directly or in 
the form of increased cost of those 
commodities which are necessary to 
his existence and upon which taxes 
are laid. But, 1 repeat, the burden of 
taxation, like the burden of high wag­
es, falls with especial force upon the 
unorganized groups, the farmer and 
the clerical worker.
j. 1 he end of all of tins, my friends, is 
coming—and perhaps coming soon. 
The unorganized groups are not going 
to continue to "pay the freight” in­
definitely. The farmers, and the

white collar workers, will, in due 
time and that not far distant, call a 
halt to special privileges, special priv­
ileges of labor no less than special 
privileges of capital. They will call 
a halt to extravagance in industry and 
to extravagance in governm ent—both 
of which increase the cost of the com­
modities essential to their existence.

We must return, not merely to nor­
malcy, but to sanity. We must re­
establish ourselves, not upon the basis 
of what was in "the good old days,” 
but upon the basis of what should be. 
Equity must have a place in every 
business transaction. There must be 
a fair day’s work for a fair day’s pay 
and conversely, a fair day’s pay for a 
fair day’s work—no more and no less 
—with equal emphasis upon the 
"more" and the "less.” There must 
be equity in taxation as in private 
business—as much or greater consid­
eration for the taxpayer’s ability to 
pay as for the apparent requirements 
of Government to spend.

Insistence upon the re-establishment 
of this principle is the basis of the 
so-called discontent among our farm ­
ers to-day. The farmer is tired of 
"paying the freight.” The farm er is 
tired of receiving pre-war prices for 
his products and paying post-war 
prices for the products of others. In 
some cases, his discontent has led him 
to seek relief by artificial methods of 
price-fixing. That will not solve his 
problem, for it will not work effective­
ly over a given period of years. But 
tiie farmers and other distressed 
groups of our people who feel the 
brunt of present economic m aladjust­
ments are beginning to realize that 
they “pay the freight”—they do not 
intend that this condition shall con­
tinue indefinitely. Presently they will 
demand (and their numbers are suf­
ficient to force attention to their de­
sires') that labor shall have its just 
reward, no less and no more, whether 
that labor be employed on the farm 
or in the factory: that capital shall 
have its just reward, no less and no 
more, whether that capital be em­
ployed in raising wheat or in making 
shoes.

They will, I hope and trust, be 
guided by intelligence and fairness 
rather than by prejudice and passion. 
There has been too much prejudice, 
too much passion, in the relations of 
capital and labor—too little sincere ef­
fort to meet on common ground. As 
new factors and new groups enter in­
to the solution of the problem, we

must all necessarily labor together to 
create a more wholesome and a more 
friendly atmosphere.

W hen we endeavor to create such 
an atmosphere, we must remember 
that the greatest natural reward of 
labor is not the pay-check or the fore­
man's commendation. It is the joy of 
creation. The modern system of in­
dustry very largely destroys the work­
er’s opportunity to achieve this re­
ward.

The old-time mechanic made a fin­
ished article. H t took the raw mater­
ials; he applies his natural intelligence 
and his knowledge of his trade; he 
fashioned something new. He created; 
he made something. He was able to 
take pride in his creation, to compare 
it with the work of his fellows, to test 
his skill against theirs.

To-day there are very few laborers 
who work under .such conditions; the 
farmer approaches them nearest of all. 
The great majority perform some one 
act and pass the material along to 
others who do likewise. The model 
factory of our modern mass-produc­
tion age is one in which the raw ma­
terial is p'cked up by a belt-conveyor 
a"d slowly carried down a line of 
workmen. Each performs a single 
operation and at the end of the line 
the task is finished. No single work­
man. perhaps, ever sees the finished 
product. No single workman con­
tributes sufficiently of his labor to 
stamp his personality upon the prod­
uct. Each performs some single act 
over and over again, with unending 
monotony.

The joy of creation—the pride of 
creation—is destroyed.

This is the price of modern indus­
trial methods. It is a necessary price. 
W e must produce in great volume if 
we are to satisfy the ever-growing 
wants and desires of a population 
which is increasing steadily. The use 
of machinery, the division and sys­
tematization of labor, has increased 
tremendously the production of each 
individual, but at the same time it 
has destroyed to a very great degree 
the real joy of labor.

For the joy of creation as a reward 
of labor, we must substitute the main­
tenance of self-respect and the cer­
tainty of compensation proportionate 
to the labor rendered—both for capital 
and for labor. If we cannot have a 
•oy of individual creation, a pride of 
individual achievement, then we must 
’^rtainly have a pride of participation 
in mutual achievement.

W alter W. Head, 
Pres. American Bankers Association.

Helping Disabled Veterans.
Crippled soldiers and sailors are op­

erating a woolen mill in Edinburgh, 
and, according to the report of the 
American Consul, are producing goods 
that sell in competition with the out­
put of ordinary^ establishments. This 
instance of the manner in which Great 
Britain is helping the disabled veterans 
to useful livelihoods is not paralleled 
by any one factory in the United 
States. It is a striking proof which 
Americans may observe with interest 
of the effectiveness of vocational re­
habilitation.

FINNISH MUTUAL FIRE IN S U R A N C E  CO. 
CALUMET, MICHIGAN

O R G A N IZ E D  IN  1889.
This Company has returned 

A DIVIDEND OF

50%
For 29 consecutive years.

HOW?
By careful selection of risks. By extremely low Expense Ratio. 

Assets 44.11 per 1000 of risk. Surplus 30.89 per 1000*of risk. 
Agents wanted in the Larger Cities.

FOR F U R T H E R  P A R T IC U L A R S  W R IT E
F. M. Romberg, Manager, Class Mutual Insurance Agency 

Finnish Mutual Fire Insurance Co. General Agents
Calumet, Michigan. Fremont, Michigan.

OUR FIRE INSURANCE 
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, Michigan

W I L L I A M  N . S E N F ,  S E C R E T A R Y - T R E A S U R E R

SAFETY SAVING SERVICE

CLASS M U TU A L INSURANCE AG ENCY
“The Agency of Personal Service”

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

REPRESENTING
Retail Hardware Mutual Central M anufacturers’ Mutual
Hardware Dealers Mutual Ohio U nderwriters Mutual
Minnesota Implement Mutual Ohio Hardware Mutual 
National Implement Mutual The Finnish Mutual

Hardware Mutual Casualty Co.

We classify our risks and pay dividends according to the Loss Ratio 
ot each class written: Hardware and Implement Stores, 40% to 50% • 
Garages Furniture and Drug Stores 40%; General Stores and other 
Mercantile Risks 30%.

W R IT E  FO R  F U R T H E R  PA RTIC U LA R S.

Merchants Life Insurance Company

Offices: 3rd floor Michigan Trust Bldg.— Grand Rapids, Mich. 
GREEN & M O R R ISO N -M ichigan State Agents



Ju ly  30, 1924 M I C H I G A N  T R A D E S M A N 15

Fire Insurance Facts Plainly Pre­
sented.

That a dog is a very valuable ally 
for the night watchman is the conclu­
sion of J. J. Fitzgerald of the Grain 
Dealers’ National Mutual. It is a 
well-known fact that burglars, for in­
stance, are often more afraid of a 
watch dog than they are of a watch­
man or the owner of a property. Some 
burglary insurance companies give 
rate credits for presence of a dog on 
the insured premises. A trained dog 
w'ould not only make a watchman less 
liable to attack for »burglary, but un­
doubtedly would give the alarm many 
times if the watchman were to become 
sick or injured. It is not an altogether 
uncommon occurrence that dogs warn 
sleeping people of fires which occur 
in their homes. Many people have 
been saved from almost certain death 
by a dog’s barking. W hether a dog. 
specially trained by a watchman, 
would develop the faculty of scenting 
or detecting fire and bringing it to the 
attention of the watchman ¡before the 
watchman himself discovered it, may 
be questioned. Is it possible that a 
dog might make a watchman’s ser­
vices as a detector of fire and sender 
of fire alarms more valuable?

No fire department can compete 
with the conflagration temperature of 
2,600, 3,000 and 3,500 degrees; it can’t 
be done. W ater will decompose into 
its elements of hydrogen and oxygen. 
As the chief said about the Burlington 
(Chicago) building fire, he had four 
of the engines pumping into a four­
way Siamese and shooting water in 
the Austin building and it seemed as 
though they were shooting kerosene in 
there. The harder they shot water in, 
the harder the fire burned out. They 
had to give up the four-way Siamese. 
That is what water does in times of 
conflagration.

In case of sprinkler leakage, the 
Factory Insurance Association of 
H artford advises that the water be 
shut off as quickly as possible; that 
piping and broken fittings of sprinkler 
heads be replaced as quickly as pos­
sible and the water turned on; that 
all sprinkler heads be opened and ex­
amined; that damaged property be 
cared for immediately, just as though 
there were no insurance and that an 
itemized list of all materials damaged 
or destroyed as well as an account of 
labor involved in caring for the dam­
aged property be prepared at once in 
order to facilitate work of adjusters.

D. J. Price, engineer of the Bu­
reau of Chemistry, United States De­
partment of Agriculture, says that the 
bureau is constantly discovering ex­
plosive dusts not heretofore known to 
be subject to the explosion hazard. 
One of the latest is powdered milk. 
A milk dust explosion at Valders, Wis. 
occurred recently and two men were 
badly burned.

The wooden cuspidors filled with 
sawdust we have recently seen in busi­
ness places, convince us of the fact 
that people do not give proper thought 
to such things. A wooden cuspidor 
filled with sawdust, and a burning 
match, cigaret or cigar stub thrown 
into it is all that is necessary to start 
a good fire, especially so if the com­
bination should occur just about time 
to close up the place for the night.

More than one place that has been 
destroyed by an “unknown cause” has 
resulted from this little bit of thought­
lessness. Nothing short of metal cus­
pidors containing non-combustible ma­
terial should satisfy anyone. Safety 
first, even to  the cuspidors, should al­
ways have right-of-way.

The first essential to fire prevention 
is the acceptance of individual respon­
sibility. Good housekeeping, cleanli­
ness, is a principal feature in fire pre­
vention work. The time to fight a fire 
is before it starts. A fire cannot o r­
iginate from a ¡hazard that has been 
dispensed with. To prevent fires, em­
ployes should, therefore, accept re­
sponsibility, keep buildings and prem­
ises clean, recognize and dispense with 
obvious hazards, and see that all pro­
tection is fully maintained. The man 
on the job, day in and day out, is 
practically the only person that can 
directly prevent fires. I t ds neces­
sary for employes to understand the 
fundamentals of fire prevention, in 
actual practice as well as in theory, 
and when this knowledge becomes a 
part of their daily ling of thought, 
without particular effort, the results 
in actual figures will stand up as proof 
of the principle. These essentials are 
predicated in a large measure upon the 
ability and personality of the inspector 
in charge of the work, who should 
fight the fires before they start, by 
disseminating the principles of fire 
prevention and gaining the good will, 
respect and confidence of employes, 
and making reasonable and practical 
recommendations.

Hard-Headed.
A cart containing a number of Ne­

gro field hands was being drawn by 
a mule. The driver, a darky of twenty, 
was endeavoring to induce the mule 
to increase its speed, when suddenly 
the animal let fly with its 'heels and 
dealt him such a kick on the head that 
he was stretched on the ground in a 
twinkling. He lay rubbing his pate 
where the mule had kicked him.

“Is he hurt?” asked a stranger 
anxiously of an old Negro who had 
jumped from the conveyance and was 
standing over the prostrate driver.

“No, »boss,” was the old darky’s re­
ply, “dat mule will prob’ly walk kind 
o’ tendah for a day or two, b\it he 
ain’t hurt.”

Chicken Dinner For Prospects.
Altofer Brothers Co., Peoria, 111., 

manufacturers of A. B. C. washing 
machines, tell their dealers in their 
monthly house organ how one retailer 
secured a prospect list. This retailer 
sent out a card to each customer who 
had purchased a washing machine 
telling them that if they would furnish 
a prospect for something in their line 
they would provide a chicken for the 
Sunday dinner.

This dealer reports that thirty pros­
pects were furnished and twelve of 
them were closed for washing ma­
chines and four additional ones bought 
other household appliances. This idea 
paid dividends.

Bulletin Boards on Telephone Poles.
A good location for the advertising 

boards of the store using weekly bulle­
tins, is on telephone poles, in city and 
at rural cross roads. Often the re­

tailer can obtain a lease of space on 
poles from independent telephone com­
panies, traction systems, etc., but if 
such a lease is not possible then other 
locations equally prominent can be 
found. W hen small bulletins are used 
a board can be made by covering the

backboard with a swinging door con­
structed from window pane glass en­
closed in a frame. Bulletins can be 
taken out and inserted quickly in such 
a frame, while the glass protects 
against rain, sandstorms, dust, etc.

Preferred Lists of Safe Investments
170R the guidance of clients this organizatien maintains constantly re> ised lists 
JP 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 T ru s t Bldg., Ground Floor, Grand Rapids
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OLD TIME IM PRESSIONS.

Incidents Which Accompanied a Great 
Adventure.

\ \  r i t te n  for th e  T rad e sm a n .
Childhood’s impressions are deep 

and durable. As we grow- older, we
sense less acutely what happens daily
around us . This is why I remember
distinctly. as plai illy as though they
had happisued ye sterday, things that
occurred OI1 Illy former journey to
France, in the wiriter of 1871-72, near-
ly fifty-th ree yea rs ago. Also, he­
cause I had hea rd of this truth, I
checked myself sharply when, during
my last rt-turn tri p from Scotland, in
1884. I to und u n ­self reading on the
train. I made myself realize that
now—now — I mu st see, justly  esti-
mate and reme ml >er what was pass-
ing, for I might never go that way
again.

Hard ly ever, consciously, have I
neglected to look and listen since
then. Always h;ave I tried to see
everything by the way and to pass no
opportunityf  to visi t places. In 1904 I
journeyed within trwenty miles of the
M am moth Cave o f Kentucky, passed
U by, and have lie ver been so near it
since. In 1921 I was within a n igh t’s 
run of M ontgomery—failed to go there 
—may never see it. But in both these 
instances my business took me no 
neare r : and it is another axiom, learn­
ed long ago from my fa ther’s example 
that business is the paramount thing 
always.

Inasmuch as I thus grasp every op­
portunity to see all places possible, 
1 never can understand the woman 
who travels across the continent for 
;he ostensible purpose of seeing the 
painted deserts of New Mexico—and 
then keeps her nose in a vapid m aga­
zine while the train runs through that 
land enchanted. She could read that 
magazine at home. Adm itt ing  it was 
worth reading— which it was not— 
why journey so far to do it? And I 
have seen a man spoil his chance to 
see the ancient cathedral—built in 1549 
or so—dn Jaurez, because he wanted 
to eat a cheese sandwich.

I have crossed the continent many 
times and I think by every road from 
the Canadian Pacitic on the North to 
t ie Southern Pacific on the South, and 
! have run on the Santa Fe many 
'•'lies. I always go that way if pos- 
s-hle because 1 never tire of the desert 
scenery, plus the charming people, 
t ie Indians, who live along the way.
I here is, of course, the added charm 

of the 1' red H arvey  hotels. These are 
not merely the best places to eat, all 
iactors considered, that can be found 
anywhere, but they hold other ele­
ments of interest to all who care to 
h>ok deeply into things. F o r  the 
Harvey hotels are always built in con­
formity to the architecture  that  is 
either indigenous to the region or has 
become characteristic  thereof.

In Lamy, for outstanding example, 
we have El Ortiz,  a tiny house in 
the midst of what looks like hopeless 
desert. And that little hotel is a gem 
of adobe. Indian-pueblo architecture. 
Because the “vegas,” or  beams, and 
posts are weather beaten telegraph 
poles, the place looks very old, though 
it was erected only a few years since. 
Iu California, these hotels follow the

mission architecture which was en­
grafted on the region by the Spanish 
padres so that it “belongs” to-day as 
completely as any character of build­
ing anywhere.

One who has time should always go 
to Santa Fe. This is the capital city 
of New Mexico, founded in 1500 or so, 
therefore one of the two oldest, if not 
the very oldest settlements on this 
continent. And nobody can mingle 
with the Mexicans and Indians for 
even a little while without learning to 
like them. In this respect they are 
similar to other peoples. They need 
but sincerity to reveal their charming 
qualities. Hence, people of true cul­
ture, those whose habit it is to look 
below the surface of things, choose to 
live in these places, to lift up these 
people and incidentally learn, or rather 
absorb, a lot of peculiar benefit them­
selves. It should be remembered, too, 
that to lift up is altogether different 
from to “up-lift!”

So I went the familiar way again. 
Breakfast at Needles, 103 deg. in the 
shade if you could find any shade, -but 
also not so hot as Norfolk at 85 deg. 
Hoof and mouth disease quarantine in 
Arizona kept us closely to the train. 
But next breakfast at Albuquerque, 
lunch at Las Vegas—The Meadows— 
and dinner in Trinidad—which means 
the T rinity—and other meals through 
Kansas to Kansas City were on usual 
schedule. No use trying to describe 
the charm of Colorado in such a two 
by twice tale as this, so let us get into 
Chicago and on our way 1 But before 
I leave the Santa Fe, let me urge all 
to go by that road at least once—and 
leave all “literature,” cards, “.refresh­
ments” and other banalities at home so 
that your eyes may be free to take 
in a lifetime of education on the way, 
and your faculties in condition to ab­
sorb and mentally digest it.

Chicago took me to the stockyards, 
which I have seen at intervals for 
forty years or more, but which I like 
to check up occasionally. Tuesday 
and Wednesday, June 24 and 25, I 
spent in Dayton with the wonderful 
( ash Register folks, those enlightened 
people who realize and practice the 
truth that to serve yourself best you 
must serve others without thought of 
self. They "put me to work” as they 
called it, by making me speak to a 
bunch of restaurant keepers” in con­
vention assembled, the Dayton Adver­
tising club, and their own sales or­
ganization; but they got nothing on 
me! Not only did I enjoy every 
minute of it, but, as usual, I got much 
more than I gave.

Next morning I caught up with my 
wife, who had gone before me, at Buf­
falo, and together we went through 
Niagara Falls, which we had visited 
thirty-five years (before on another 
errand. Thence on to Toronto for the 
Ontario Grocers convention. We 
were driven all over the town by B. T. 
H uston of the Canadian Grocer, stop­
ping at his charm ing home near a 
wonderful park. The park, by the 
way, was the gift of a man who willed 
his farm to the city, some 350 acres of 
hill and dale woodland, most pictures­
quely overlooking Lake Ontario. That 
evening was the usual two hour talk 
to the grocers—another instructive 
time for me, because Ontario grocers

are such an up-and-coming crowd of 
well-posted merchants.

Friday afternoon, June 27, we took 
a Canada steamship boat out of Tor­
onto to begin the trip to and through 
the famous Thousand Islands. N atur­
ally, no experienced traveler expects 
luxury everywhere. He must look for 
variations. Indeed, he enjoys such 
things. But this ship was a disappoint­
ment because of things not at all nec­
essary. Our room was on the top­
most deck. It should have been de­
lightfully airy, but the only window 
was about a foot deep by 18 or 20 
inches wide, and there was no cross 
ventilation whatever. A man with an 
inch bit could have made things com­
fortable in fifteen minutes spent in 
each of those rooms by -boring a dozen 
holes in the door panel. As it was, 
two people, accustomed to plenty of 
night air, nearly smothered in the 
middle of Lake Ontario where breezes 
are at a discount.

And it was not hot. In fact, the 
coolness revealed our next cause for 
complaint. The two bunks were made 
up with sheets only and there was but 
one blanket. Another was brought 
after two people had responded to the 
hell—and that, of course, meant a tip.

This tip evil is exaggerated on these 
boats. One cannot carry his own 
bags because at any station or chang­
ing place the way to the baggage deck 
is roped off a long time in advance of 
the landing. The boys, therefore, have 
to take your checks and carry for you 
—unless you are hard boiled and thick 
skinned enough to be “nahsty” about 
it—and so there are quarters here and 
half dollars there unexpectedly and 
needlessly for most people. The meals 
are table d’hote, so you have no 
choice between paying a really high 
price or going hungry.

Breakfast, $1.25 plus tip, is too high 
for many people. Lunch at $1.50 plus 
tip is a simple outrage. Either meal 
is worth all of sixty cents—perhaps 
75 cents. Dinner at $1.75—well, tak­
ing the tip into account, can you not 
think of many who want to eat for 
less, even on a pleasure jaunt? I can! 
Yet that was the only meal that was 
worth anywhere near the charge.

Lastly, there is a little too much of 
"Not ^Allowed” about those -boats to 
set well with people as able to observe 
the fitness of things as Americans are.

The trip was very beautiful—no 
question about it. I t was far too 
lovely for me to try to describe. You 
must go and see it for yourself. But 
because of these petty annoyances and 
the knowledge that the morrow would 
involve several transfers, portages, 
luggage hauling and further mulcting 
in tips, we cut out Lakes Champlain 
and George, ran through to Albany 
by sleeper and took the Hudson River 
bay boat next day.

’Tsai right, y’understand, to get 
while the getting is good. The sea­
son is short and tourists are legitimate 
Prey—maybe! But I am here to say 
that the beautiful, roomy, luxuriously 
furnished river boat was a relief. It 
was a joy to have the choice of table 
d’hote or a la carte, cafeteria and other 
items, and to be charged five cents 
per parcel in the storage room. I 
hope those other -boys will amend 
their ways! Paul Findlay.
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Outcome of the Cooperman Failure.
Dowagiac, July 29—Last week Asa 

K. Hayden, of Cassopolis, and trustee 
of Nathan Cooperman, bankrupt, re­
ceived the sum of $5,716.24 in satisfac­
tion of the judgm ent and decree ren­
dered by Judge Sessions at the suit 
brought by Mr. Hayden, as trustee in 
bankruptcy, against George H. Little, 
of this place.

Last August Nathan Cooperman, 
who had been a prosperous merchant 
at this place filed a voluntary petition 
in bankruptcy showing no property or 
assets and liabilities scheduled to the 
amount of $328,390.02, except, however, 
a claim against Little based upon an 
agreement made early in the summer 
of 1922, whereby Cooperman gave to 
Little a chattel mortgage for $7,500 
upon a stock of goods which was es­
timated to be worth fully $20,000. The 
interest was not paid on the chattel 
mortgage when due, but later the 
mortgage was reduced, Cooperman 
claimed, to the sum of $7,000, when 
it was agreed between the two parties 
that to conserve the property, a sort 
of mortgage foreclosure proceeding 
should be had and Little was to re­
ceive what was due him, and after the 
mortgage sale the property returned 
to the bankrupt. A big sale was ad­
vertised, the goods sold, and Little re­
ceived what was due him, and later, 
without the knowledge or consent of 
Cooperman, sold—the remainder of the 
stock to Detroit parties for $9,000.

The matter was finally tried before 
Federal Judge Sessions, at Grand 
Rapids, two weeks ago, and resulted in 
the above judgment being rendered by 
the Judge. P rior to the trial of the 
case, Little surrendered to the trustee 
the sum of $816.11, making a total of 
$6,532.35 received by the trustee, and 
which amount was the profit received 
by Little over and above the amount 
due and owing to him and the costs 
incident to the foreclosure sale and 
the amount he received from the De­
troit parties after he had retained the 
amount due him under the chattel 
mortgage.

The decree of Judge Sessions is in 
keeping with the intent and meaning 
of the bankruptcy statute to reach 
just such illegal and fraudulent trans­
actions, and in this particular case, 
like many other cases, the court of 
bankruptcy was the only place where 
the transaction could be replaced.

Creditors who were beguiled and 
victimized into trusting Cooperman to 
the amount of nearly $30,000, and who 
a year ago hardly expected to ever 
receive anything at all in payment of 
their claims, will now receive, after 
the payment of all expenses, dividends 
from 10 to 20 per cent.

Trustee Hayden, who is the present 
Prosecuting Attorney of Cass county 
and candidate for re-election, is re­
ceiving congratulations by local a ; 
well as foreign creditors for the active, 
energetic and prompt manner in which 
he brought suit and secured both from 
referee in bankruptcy Banyon and Fed­
eral Judge Sessions a restraining or­
der against Little, preventing him from 
disposing of certain property owned 
by him in Dowagiac, and also by im­
pounding certain funds were deposited 
to the credit of Little in the Dowagiac 
banks as trustee, and in his own name, 
until a decision was rendered by Judge 
Sessions, whereby the above decree 
was entered and the judgm ent ob­
tained.

W internitz Visits the City W here He 
W as Born.

Prague, July 10—I am now in this 
wonderful old historic city, the place 
of rnv b irth  in 1854. I was born here 
in a house known as the King's bath, 
near the celebrated stone bridge which 
leads to the old castle, now the home 
of the President of the new republic. 
On arrival here I found the Trades­
man of June 25, which waited for me 
two days—some service.

The trip from the rich mountain

city, Reichenberg, is very interesting. 
The scenery is beautiful. Everything 
is green and everybody is busy in the 
fields, fh e  old castles, of which Bo­
hemia has a plenty, look as if they had 
new coats of calcimine and felt happy 
over the birth of the new republic. I 
paid 48 crowns for my fare here. It 
is only $1.75 of our money. I am 
domiciled at the H otel Paris, where 
I have a fine room with modern con­
veniences for 32 crowns or $1 per day 
and night. I took an early walk to 
start with. The old power tower is 
the same as forty years ago, when I 
left this old burg. Well do I remem­
ber when as a child I saw the P rus­
sians rave through it in 1866. W hat 
a difference from to-day! Everybody 
now seems peaceful and attending to 
his own business. The streets are 
full of people. Beautiful new modern 
buildings have taken the place of the 
old ghetto and a new city has opened 
up there, a credit to any community. 
You see mostly Bohemian and Ameri- 

‘ can signs and flags. The U. S. Ship­
ping Board has a very prom inent of­
fice here on the Grafen, a main thor­
oughfare. Just called up a cousin of 
mine who is a very prominent X ray 
doctor here and we will breakfast to­
gether. I called on my former em­
ployer’s sons. They have large cot­
ton mills now. I had a fine visit with 
tiie boys. Some of my old associates 
are still at the same old desk they oc­
cupied forty years ago, but the busi­
ness has prospered. They have several 
new enterprises and earn a good liv­
ing.

Everything you find on the streets 
now is Bohemian, English and French. 
The German language not tolerated 
here. I took a street car ride and, to 
my great surprise, found an illustrated 
newspaper on the car furnished by the 
company for its patrons. The straps 
for strap hangers have a porcelain grip 
with advertisements on. I tried to lo­
cate some of my old chums, but most 
of them are dead and the living ones 
are near dead—in their actions any­
way. A lady tried to pay her carfare 
with copper, but the conductor re­
fused to accept it. One crown is 
equivalent to three cents of American 
money.

Yesterday I was in the country and 
enjoyed a visit with a country hotel 
landlord. H e showed me some beer 
glasses which formerly had the pic­
tures of Em peror Franz Joseph and 
Emperor Wilhelm embossed on them. 
He had in have the glassware recut 
anad the pictures planed off, other­
wise the authorities would confiscate 
his glasses. N othing of the old em­
pire can be used. T hat’s houseclean­
ing for fair. L. Winternitz.

W omen Buyers Demand Intelligent 
Salesmanship.

“Not long ago I was in a store look­
ing at a thimble. I asked the young 
woman behind the counter if it was a 
silver thimble and she informed me 
that she was there to sell thimbles, not 
to tell what they are made of. Service 
of that nature is not what the woman 
buyer expects and demands of the 
store which asks her patronage,” said 
Mrs. E. C. Patterson, Minneapolis, in 
speaking on “The M erchant as' Seen 
by the Customer,” at the recent con­
vention of the Minnesota Retail Dry 
Goods Association.

“W omen want service as well as 
good goods at fair prices,” Mrs. P at­
terson told her auditors. “If you and 
your salespeople will take a human in­
terest in us you will find that it has 
a strong appeal. W e like to ifeel that 
you folks in the stores are interested in 
us and in our plans, that you go fur­
ther than merely wanting to exchange 
merchandise for the money which we 
possess.

“Intelligent service by an interested, 
pleasant saleswoman or salesman is 
probably the one best road to our good 
will and patronage. We assume that 
the person waiting upon us is well 
enough acquainted with his or her 
goods to be able to tell us why one 
quality or brand is better than another. 
Yet it is a lamentable fact that many 
clerks can’t begin to tell us as much 
about the goods they try to sell us as 
the catalog can; and the catalog gets 
the business as the figures of the firms 
issuing them reveal.

“We expect also that the clerk will 
be familiar with common trade names 
and not be like the young woman who, 
with a perfectly straight face, told me 
not so long ago in showing me some 
hosiery that they were ‘mesmerized.’ 
Of course I knew what she meant but 
that did not make me think any more 
of the saleswoman, the merchandise or 
the firm which employed her.”

In the course of her interesting talk 
Mrs. Patterson stated that her buying 
experience had been from three differ­
ent angles, several years as a resident 
of a farm in Southern Minnesota; sev­
eral as a resident of one of the state’s 
smaller cities; and several as a resident 
of Minneapolis. That the same quali­
ties of service and good merchandise 
at fair prices which appeal to the wo­
man in the one environment appeal to 
the woman in the other was her sug­
gestion to the dry goods merchants.

“The home town store, owned by a 
pleasant individual with a desire to 
really serve his people, and manned by 
an intelligent, interested, human lot 
af salespeople, appeals to the woman 
buyer more than does the store which 
is one of many owned by a firm, the 
local manager of which takes no pride 
or interest in the town, never comes 
to know his neighbors, never goes to 
church, and apparently has no use for 
anything save the dollars of the peo­
ple of the community,” she said.

That the effort made to make and 
keep the salesroom neat and tidy, with 
that cleanliness which the housewife 
maintains in her own home and with 
goods attractively displayed, exerts a 

-------------------------- -----

prounced influence on feminine buying 
habits was her assertion.

"To-day merchants in the smaller 
towns and cities face a new competitor 
—gasoline,” Mrs. Patterson remarked. 
“Don’t under estimate the strength of 
this competition for if you do you will 
find that the people whose trade you 
wish will motor to the nearby or the 
distant town to buy their goods. In ­
telligent salesmanship coupled with 
goods at fair prices, all housed and 
displayed in neat, attractive quarters 
will help keep much of this trade at 
home.

“Don’t underestimate the good will 
of your local women’s club or clubs. 
They can help you quite as much as 
can the elks, the camels, the lions or 
any other animals,” was 'her parting 
admonition.

E xtent of Usefulness of a Hen.
It is not many years since it was an 

open question whether there was a 
possibility of producing a hen that 
would lay 200 eggs in a year. Not 
only has that been achieved, but hens 
have laid 300 eggs in a year. Still 
further, there have been hens that laid 
1,000 eggs in a life 'time of six years. 
Now it is known that every hen is 
born with the capacity for laying 
more than a thousand eggs containing 
in her person that many oocytes or 
undeveloped eggs. To crowd egg- 
laying capacity, therefore does not 
violate the provisions of nature. This, 
however, does go to show that the 
theory that a hen necessarily passes 
her period of usefulness in two years is 
a mistake. The aim of the egg pro­
ducer. as a result of late scientific 
knowledge, should be to preserve the 
stamina of the hen and keep her for 
four or five years of laying. That can 
only be achieved by proper feeding 
and the provision of proper sanitary 
environment. There is great waste in 
raining chicks every year or two and 
being obliged to market the males at 
figures which lack profit in many 
cases.

The reason man doesn’t make 'his 
toilet in public is because he thinks 
the existing make-up flawless.

Everybody’s Dancing 
at Ramona Park Casino 

these days
Come out tonight and enjoy a Real Dance and Real Music

Dollavo’s Ramona Syncopators
Masters of Modern Dance Music 

“They Just Won’t Let Your Feet Behave”

Dancing 8:30 until 11:30

“The Best Dancers All Dance at Ramona”
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FANCY GOODS NOTIONS?

M ichigan R etail D ry  Goods Association.
P re s id e n t—J . B. S p e rry . P o r t  H uron .
Firs t V ic e -P re s id e n t—-Geo. T. B uilen , 

A lbion.
Second V ic e -P re s id en t —H . G. W esen er , 

S ag inaw .
S e c re ta ry -T re a s u re r—II. J .  M ulrine , 

B a ttle  C reek.
M anager-—J aso n  E . H am m o n d , L an s in g .

Fall Glove Prospects Bright.
The silk glove market was practical­

ly killed by the sudden change from 
cold to hot weather this Spring, but 
indications are that the Fall demand 
for gloves of kid and other leathers 
will be up to normal. Retailers’ stocks 
are small, and there has been no an­
ticipation of wants. There is a slight 
tendency to get away from the mocha 
slates into fawns and heavers, with a 
return to tans and lighter shades gen­
erally in the cape gloves. A grain 
deerskin in a cream shade, introduced 
last year, has continued in popularity, 
business having doubled in this item. 
In women’s gloves very short novelty 
cuff effects in a variety of colors and 
designs are strong, both in glace and 
suede. Stocks are low in these novel­
ties, as importations have not been so 
lavish as in former years, and domestic 
manufacturers have not been making 
up these goods in large quantities.

Wider Bracelets Coming In.
Even wider flexible bracelets than 

those lately in vogue are now coming 
into popularity, according to reports 
from the jewelry trade. Some of them 
run up to an inch in width, but to date 
the best sellers have measured about 
half that. They are being bought in 
both precious and semi-precious stone 
effects, with two aquamarine-set brace­
lets selling in the latter variety to one 
containing any other type of stone. 
Other semi-precious stone bracelets, 
with the gems large enough to occupy 
the greater part of the setting, make 
use of black onyxes, garnets, topazes 
and amethysts. The finer goods, set 
with diamonds, emeralds and other 
precious stones, are moving quite well, 
but the bulk of the business in precious 
stone bracelets is being done on pieces 
in which quality is subordinated to 
show.

Men’s Neckwear Fairly Active.
Fair business in the higher grades of 

men’s neckwear is reported in quar­
ters catering to the better class of 
trade. The outstanding lines for Fall 
aatid Spring are brilliant regimental, 
club and school stripes in reps, moires 
and poplins. Foulards are waning 
somewhat in popularity, even for mid­
summer wear, although the better 
grades are always popular with some 
exclusive shops. Silk and wool mix­
tures. it is said, are also waning some­
what. In some quarters there is again 
a call for grenadines, although retail­

ers, through special sales of these 
goods, have somewhat lessened their 
popularity with the better grade shops. 
Striped rep silk reefers retailing at 
about $7.50 are a leading item with one 
manufacturer. They are so woven as 
to have a border design, and measure 
50 by 18 inches.

Sells $300 a Year From Table.
George S. Merriam, Keokuk, Iowa, 

does not have to be told that the little 
shelf loafers will ‘bring in some good 
■business if they are only given a 
chance. This firm placed a small goods 
table near the front door. All the 
small seasonal suggestions were there 
and Mr. Merriam estimates that the 
table has sold him at least $300 worth 
of merchandise in a year’s time.

No attempt was made to keep track 
of the goods sold from this table and 
it might be safe to say that consider­
ably more than $300 worth of mer­
chandise went out to say nothing of 
the sales created in other lines by hav­
ing more folks come into the store. 
The 10 cent toys on this table sell the 
year around. H alter snaps go with 
nearly every purchase of nails.

Hosiery Buying Tapers Off.
A cessation of buying activity has 

occurred in the local hosiery market, 
but it is looked upon as only tem por­
ary. Leading factors in the primary 
end of the trade are positive that the 
turn in business for the better is not 
far off. Even when the quiet of the 
past week is taken into consideration 
a decidedly improved tone is apparent, 
as compared with a month ago. A 
fair amount of business is reported in 
infants’ and children’s goods at the 
new prices. There is also a slightly 
beter tone to the staple cotton hosiery 
linesf as well as to silk and wool socks 
for Fall delivery. Opinion in the 
m arket is to the effect that prices of 
silk hose are now at rock bottom, due 
to the upturn in raw silk quotations.

Like Tailored Silk Lingerie.
A tendency toward tailored silk un­

der garm ents is noted by m anufactur­
ers of this merchandise, according to 
a bulletin received yesterday from the 
United Underwear League of America. 
Fall lines are now ready, and among 
them, in addition to the lace-trimmed 
and embroidered garm ents that are al­
ways of some importance in the holi­
day trade, there are many of a fine 
quality silk with bound edges and with 
only hand run tucks and a drawn work 
for trimming. Nightgowns and en­
velope chemises in these patterns are 
of American workmanship, hu t are 
modeled after French undergarments. 
Orchid and peach promise to be 
the most popular colors for the new 
season.

To Combat Fraudulent Failures.
Plans are under way for the forma­

tion of a special group of men’s fur­
nishings wholesalers who will agree 
not to sell merchandise on any basis 
to a retailer who has been involved in 
a failure or composition settlement in 
which there was evidence of fraud. 
This is announced by Willard B. 
Stevens, Secretary of the National 
Wholesale Men’s Furnishings Associa­
tion, who added that six leading firms 
had already signified their intention of 
joining this group. It is planned to

feature on the stationery of the par­
ticipating firms a statem ent that they 
do not sell to fraudulent debtors. This 
may take the form of a slogan, which, 
it is thought, would be an aid to the 
furtherance of the movement.

You cannot hate and reason at the 
same time. If you hate you cannot 
reason. If you are reasoning you can­
not hate.

Remember, no commodity remains 
forever below cost of production.

OUR FALL O PENING
is now on and will continue 

until August 15th

BOME and see us when you visit the market—  
as we would like to know you better and of 

course we would like to sell you millinery.
But if you are just looking for information, or ser­
vice, or suggestions, come in just the same, you are 
always welcome to the best we have to offer.
Our primary purpose is to ship each customer s 
order with a view to future business.

CORL-KNOTT COMPANY
GRAND RAPIDS, M ICHIGAN

The Cotton Situation!
The government cotton report of a few days ago came as a dis­

tinct surprise to the trade. The present figures show a condition of 
68.5% which points to a yield of only 11,934,000 bales, which is much 
too small figuring consumption and exports over a period of six 
months. Not only the general crop advices but the condition reports, 
collected by all private concerns indicated a much larger yield than 
was estimated on July 2nd.

As inclination to operate on the long side of cotton developed 
last week and produced an active market at advancing prices. Raw 
cotton rose violently 2c per pound and was quoted above 35c per pound.

“DO YOU KNOW 
WHAT THIS MEANS!”

Many shrewd merchants will lose no time and at least partially 
cover their merchandise needs for the next 60 or 90 days. Indications 
point to sharp advances on cotton goods. Let us help to remind you 
about your Fall merchandise: “Underwear, Sweaters, W ool & Cotton 
Sox, Sheep Coats, Mackinaws, Flannel Shirts, Blankets, Outings, etc.

“DO YOU ALSO REALIZE THE IMPORTANCE OF”
The Sensational rise in the grain markets.” I t  appears as though 

the farm er is beginning to come into his own. Better prices to the 
farm er means increased business volume for you.

W holesale dry goods business continues to reflect improved busi­
ness conditions. Reports collected shows that merchants in the agri­
cultural districts are greatly encouraged over crop prospects and are 
broadening commitments.

BE PREPARED WITH COMPLETE STOCKS.
Ask our Salesmen, who are carrying complete sample lines.

G R A N D  R A PID S DRY G OO DS CO.
EXCLUSIVELY WHOLESALE 

The House of Friendly Service.



J u ly  30, 1924 M I C H I G A N  T R A D E S M A N 19

Spanish Modes Prominent in French 
Hats and Garments.

The Spanish influence in women’s 
apparel and millinery has become 
more pronounced since the Grand 
Prix ball, according to cable infor­
mation received from Paris by the Re­
tail Millinery Association of America. 
Most of the leading houses, the cables 
say, feature a Spanish touch in dresses, 
hats, and trimmings. This has resulted 
in a lively demand for Chantilly lace, 
comb motifs, and pompon and frelot 
effects.

“Wide-brimmed, tall-crowned Span­
ish sailors are displayed, together with 
long-fringed scarfs and shawls,” the 
bulletin of the association says. ‘‘They 
are shown in felt, velvet, plush, panne, 
leather and wide ribbon. New ma­
terials include a duvetitie printed to 
stimulate leopard skin, as well as a thin 
tissue duvetine that is regarded as very 
smart.

“Reboux’s latest idea in felt is shad­
ed, in an ombre effect, and is used in 
plateaux and hoods, loosely draped or 
arranged in overlapping folds. A 
striking chapeau from Lewis is trim ­
med with bands of looped ostrich, gilt 
ostrich flowers and a long streamer of 
black lace, fringed with a deep border 
of ostrich.

“Anything resembling the aigrette is 
featured—a sure tip for Autumn buy­
ing. Parisiennes are extremely fond of 
paradise, crosse and heron at present, 
and substitutes for use in this country 
are plentiful. Reboux shows a black 
tiara hat slightly tricorne, trimmed 
with four long touffes of heron project­
ing far beyond the sides.

“Metal plaques, plain, embossed, 
filigree or carved, are popular trim ­
mings for the tailored hat, as are small 
birds, bees (the Napoleonic emblem) 
and tiny reptiles of silver or gold. An­
other ultra-new trimming note is the 
Chinese or Japanese monogram, paint­
ed in gold, black and white on fabrics, 
and even quills and wings.

Fall Coat Stocks None Too Heavy.
Cloak manufacturers’ stocks are low, 

and an acute shortage of models in the 
latest smooth-faced fabrics when cool 
weather comes is predicted by the 
manufacturers. The head of one of 
the largest coat houses says that the 
policy of hand-to-mouth buying will 
result this year, more than ever be­
fore, in a scramble for merchandise 
by September. Mills have carried 
over large quantities of the pile fab­
rics so popular last season, when there 
was great overproduction of them, and 
as a result have been unusually cau­
tious in manufacturing piece goods for 
Fall. There is, therefore, a real short­
age of the new fabrics. Of these the 
suede-face materials are most favor­
ed for coats, in Autumn shades that 
include browns, reds and some greens. 
The furs that are best adapted to these 
fabrics as trimmings are Jap mink, 
squirrel and beaver.

Find Credit Situation Sound.
Leading wholesalers of shirts, col­

lars and neckwear find little change in 
the credit situation. They say busi­
ness is quiet, with no large bills fall­
ing due because of the hand-to-mouth 
buying policies of retailers. The lat­
ter, on the other band, find no marked 
trouble in meeting their payments for

the same reason, although the con­
sumer demand is sluggish. Greater 
care is also being taken in extending 
credit, the wholesalers now imposing 
definite limits. A comparison of the 
aggregate orders for the first six 
months of this year, it was said yes­
terday, would show about the same 
volume as for the corresponding period 
in 1923. The feeling is that the latter 
half of 1924 will show better results 
than were seen last year.

Imported Rugs Selling Better.
Decorators who for some years past 

have used only .plain carpets are turn­
ing once more to Oriental rugs as be­
ing more decorative than the solid- 
color chenilles, according to the head 
of one of the largest importing houses. 
At the May openings there was very 
little buying of imported rugs, and 
■business was unusually quiet through­
out the Spring and early Summer. In 
the last two weeks, however, there 
has 'been some activity and the indica­
tions are that Fall ‘business will be up 
to normal. Prices are firm, and it is 
possible that there may be a 5 per cent, 
advance later in the season. M erchan­
dise is coming in satisfactorily, and 
there is no shortage of the medium 
grade rugs. In the finer weaves, how­
ever, there is some scarcity in the 
most popular sizes.

Wide Belts Are Called For.
The new high-waisted, wide-legged 

trousers have created a demand for a 
wide belt that is one of the best-selling 
items on the list of a manufacturer 
of the more exclusive haberdashery. 
Tailors are making the belt-loops 
larger to perm it the wearing of wide 
belts, as young men refuse to wear 
suspenders, especially in hot weather, 
and the narrow belts are not satisfac­
tory worn with the English type of 
trousers. Many of the new belts are 
made of silk webbing in brilliant col­
lege and regimental colors. The latest 
model, however, is a two-inch belt of 
cowhide with a large plated brass 
buskle. This style also comes with 
the double-ring or “cinch” buckle that 
was popular twenty years ago.

Haberdashery Novelties Do Best.
Extreme depression in shirt sales is 

reported in all but the best and most 
exclusive lines. A numlber of novel­
ties are being shown to buyers, one 
item being a stiff pleated shirt in color, 
with a stiff attached wing collar of 
the same material. The colored collar, 
separate or attached, has come to 
stay, according to a leading manufac­
turer, who is also having success with 
pajamas in the long coat effect with 
belt. The materials include both mer­
cerized prints in brilliant Paisley de­
signs and a wide variety of shirt ma­
terials. He reports that only striking 
novelties in the best grades are show­
ing activity at the present time.

Women’s Umbrellas Are Novel.
W omen’s umbrellas and parasols are 

being shown in a wider variety of 
styles and prices at present than ever 
before. The sixteen-rib models, with 
very thick and very short handles and 
rods and stub ferrules, are superseding 
the more conventional styles in most 
quarters. They come in many differ­
ent colors and color combinations, 
black and white stripes and plaids be­

ing especially smart. Most of them 
have borders in two-tone or contrast­
ing color effects. The handles of the 
newest models are of hand-carved 
baklite or coral, with silver-tipped 
ribs and ferrules. The wholesale 
prices range from $4 to $18.

Contrast Liked in Handbags.
1 he newest handbags for women 

are shown in effective combinations of 
two different kinds of leather in con­
trasting colors. One leading house is 
having great success with bags of this 
type. They are flat, either square or 
oblong in shape, and are made of com­
binations of patent leather and moroc­
co in stripes and checkerboard effects. 
They are fitted with m irror and comb, 
and have either top handles or back 
straps. The wholesale prices range 
from $24 to $30 a dozen. The same 
house finds a demand for flat beaded 
bags. The pouch shapes are no longer 
in favor except at an extremely low 
price.

Nine-Inch Veilings Liked Most.
The most popular veilings at the 

moment are the nine-inch widths, with 
borders of metal thread varying in 
width from half an inch to three inches. 
Europe and fashion centers are show­
ing this style almost exclusively, said 
a leading im porter recently. There are 
also many drapes selling, ranging from 
semi-circular styles to large squares. 
Tulle scarfs, measuring 18 by 72 inches 
and ranging up to 36 by 72 inches, are 
extremely popular in black, white and 
all the evening shades. Most of these 
scarfs are fringed on the ends and 
some all around. They are also hav­
ing a tremendous vogue in Europe.

Sizing Up Lightweight Fabrics 
M anufacturers of men’s clothing are 

beginning to show some interest in 
light-weight fabrics. Their activity, 
however, is more in the nature of a 
desire to sound out the price situation 
and to get working information than 
to place actual business. One thing 
stands out, however, and that is the 
interest shown in flannels. Mills that 
'have not made them for years and 
clothing manufacturers who have not 
shown suits of these fabrics recently 
are going in for ■ them strongly. One 
well-known agent said the indications 
were that the trade would be “flannel 
mad” for the next season.

More Fall Dress Goods Orders. 
Orders for Fall dress goods are be­

ginning to shape up better in this m ar­
ket. This applies particularly to 
woolen fabrics, which have lagged for 
some weeks as a result of the call for 
silks. The prevailing opinion is that 
the market in dress woolens during 
the next few weeks will be much 
more active, reflecting the visits of re ­
tail buyers to this city to cover a por­
tion of their Fall ready-to-wear needs. 
1 his purchasing will force more buy 

ing by the cutters-up, whose stocks of 
piece goods are known to be light.

Flannels in Favor For Fall.
Despite their marked popularity dur­

ing the Spring and Summer, no drop­
ping off of the interest of buyers in 
flannels as Fall fabrics has been noted 
here. Printed and woven stripe ef­
fects again are well to the fore. The 
leading colors are the rust-mahogany 
shades, copper and gold browns and 
varied greens. For lining purposes, 
plaid flanenls have been in strong de­
mand. Present indications are also 
said to point to flannels as a notable 
feature of the forthcoming Spring 
lines of dress goods.

Somebody Forgot His Cue.
It was a sleepy sort of day, the class 

was about half the usual size and the 
“Prof” was calling the roll in a half 
absent manner. To each name some­
one answered “'here” until the name 
of Smith was called. Silence reigned 
for a moment only to be broken by 
the instructor’s voice.

“My w ord! H asn’t Mr. Smith any 
friends here?”

Lily of the Valley.
W ritte n  fee th e  T rad e sm a n .
F ash io n ed  o u t of love liness 
W ith  r is in g  bells to re -e x p re s s  
'1 he in n e r  p u rp o se  o f th y  will 
To bloom  w ith  h ig h e r  b eau  tv  s till 

If th a t  could be 
T h is  h o u r  fo r me.

A nd y e t th y  te n d e r  s tem  a n d  form  
S u rv iv ed  a  w in te r’s  s lee t a n d  s to rm  

In fro zen  e a r th  
To te ll th e  w o rth  

Of life ’s v ic is s itu d e s .

A nd w hen we see th is  life  th a t  is 
W ho sh a ll deny  ’tw e re  b e t te r  fa r 
W ith  all its  d ire  a d v e rs it ie s  
T h a t  b re a s ts  w ere  b a red  to ta k e  th e ir  s e a r  

F o r a ll of th o se  
W ho ev e r rose

A bove th e  d u re ss  of th e ir  day  
P o sse ssed  th ro u g h  it th a t  n o b le r sw ay  

W hich ho lds them  fa s t 
U ntil a t  la s t

It m ak es  th em  w o rth y  m en.
C h a re s  A. H ea th .

When you are told to do something 
and don’t get it done, try to  dig up a 
better excuse than “I didn’t have 
time.”

Our Salesmen start August 4th with 
a complete line o f goods for fall and
winter use.

Flannel Shirts 
Sweaters
Sheep Skin Coats 
Mackinaws

Outing Flannel Night 
Gowns

Two fine numbers of work 
shirts, made up of heavy 
cheviot, in blue and grey. 
Sizes 14 to 17. Special 
$7.25 dozen.

PAUL STEKETEE & SONS
Wholesale Dry Goods Grand Rapids, Michigan
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The Necessity of Municipal Meat 
Inspection.

People in general are becoming more 
and more concerned with what they 
eat. This is especially noticeable in 
cities where an inspection of restau­
rants, candy kitchens, boarding houses 
and milk plants is maintained. In 
spite ot the fact that meat forms about 
one-third of the diet (approximately 
180 pounds per capita per annum) of 
our people it is usually one of the last 
articles of food brought under the 
supervision of our municipal food in­
spection service.

It has been estimated that about 
65 per cent, of the animals prepared 
for food in the country are inspected 
in packing houses in which the in­
spection is under the supervision of 
the Federal Meat Inspection Service. 
Statistics gathered at these houses 
show that certain percentages of the 
different species of animals slaughter­
ed are affected with some disease or 
condition that renders them, either in 
whole or in part, unlit for human con­
sumption. The owners of these abat­
toirs of course, realize this and at­
tempt to purchase only animals which 
they believe to be healthy. This 
means that the animals they do not 
buy are diverted to slaughter houses 
where no such inspection exists. The 
result is quite obvious.

In some respects we Americans are 
a peculiar people. Our meat inspec­
tion laws are an evidence of this. Up 
until 1890 we had no National meat 
inspection laws to protect the health 
of our people. D uring the decade be­
ginning 1880 European nations real­
izing that we were not to a very 
marked degree particular about the 
condition of the meats we ate, decided 
to safeguard their own peoples by 
declaring an embargo against meats 
imported from our country. As a 
result our first Federal meat inspec­
tion laws were enacted. Therefore, the 
Europeans literally forced upon us a 
safeguard to health which we our­
selves should have provided voluntar­
ily. Even this first law was not aimed 
to protect our people because it pro­
vided only for the inspection of ex­
port meat. Later, however, this law 
was extended so that it included also 
meat that was to go into interstate 
trade, but even to this day we have 
few state laws that require inspection 
of meats dressed and distributed with­
in a state. Some few municipalities 
make provision for the inspection of 
this meat by enacting and enforcing 
municipal meat inspection ordinances.

The purposes of the meat inspec­
tion as outlined by our Federal Meat 
Inspection Service, are four fold:

1. To eliminate diseased or other­

wise unwholesome meat from the gen­
eral food supply.

2. To see that the preparation of 
the meats and products passed for 
human consumption is performed un­
der sanitary conditions.

3. To guard against the use of 
harmful dyes, preservatives, chemicals 
or other deleterious ingredients.

4. To prevent the use of false or 
misleading names or statements on 
labels.

There is much confusion among 
people concerning the meaning of the 
word "disease” when applied to meat 
inspection. Perhaps it would be bet­
ter to discard the word entirely and 
speak only of meat unfit for human 
consumption and of meat fit for hu­
man consumption. However, if we use 
the word “disease,” we must bear in 
mind that there are different degrees 
and different types of disease and that 
possibly no animal is 100 per cent, 
normal in all respects. But that does 
not mean that every animal is not fit 
for food any more than it would 
mean that an apple with a bad spot in 
it, or a bunch of grapes containing a 
few spoiled grapes on it, would not be 
fit to be eaten. W hat most of us 
would do in these latter cases would 
be to remove the bad spot with a 
knife or pick off and discard the 
spoiled grapes and eat the remainder.

Just so is it with the carcasses of 
food producing animals. Many are the 
conditions which, when localized or 
walled off from the rest of the body, 
may be removed and leave the re­
mainder of the flesh wholesome. On 
the other hand these conditions may 
be so extensive that none of the meat 
is considered healthful for consump­
tion. Still other conditions, no matter 
how slight they may be, may render 
the meat totally unfit for food. There­
fore the inspection of meat must only 
be placed in the hands of individuals 
trained in animal pathology, bacteriol­
ogy, animal husbandry and allied 
sciences.

W hen meat inspection in the United 
States was in its infancy only dressed 
meats were examined. This is also 
the only inspection of meat that is re­
quired in some cities. While this is 
better than a total absence of inspec­
tion, it is far from being a perfect 
safeguard. A food producing animal 
may be suffering from a condition that 
may render the entire carcass unfit for 
food, yet the appearance of the dressed 
meat alone may not reveal the condi­
tion. Hence meat inspection should 
commence with an examination of the 
live animal. Then during the process 
of dressing, a careful examination 
should be made of the head, then of 
the viscera and finally of the dressed 
carcass as a whole. Of course sub-
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sequent examinations should be made 
of the carcass and products prepared 
from it because improper handling 
may bring about decomposition chang­
es or harmful preservatives may be 
added.

The importance of thorough in­
spection of meat is suggested when it 
is brought to mind that a number of 
infectious diseases of food producing 
animals are transmissible to man. Be­
longing to  this group are tuberculosis, 
paratuberculosis, pseudotuberculosis, 
actinomycosis, botryomycosis, anthrax, 
rabies, glanders, foot and mouth dis­
ease, variola, tetanus, malignant edema, 
septicemia, and pyemia. There are a 
number of infectious diseases of food 
producing animals which are not 
transmissible to man, but for esthetic 
reasons and because of the fact that 
the keeping properties of meat from 
animals affected with them is very 
poor, they are not utilized for food in 
abattoirs where an efficient inspection 
service is maintained. Certain para­
sites of animals are transmissible to 
man. Pork and beef measles and 
trichinae belong to this category. The 
two former conditions are the precurs­
ors of two of the tapeworm s which 
infest man.

An attem pt has been made in this 
brief paper to state the purpose of 
meat inspection, to show the neces­
sity for municipal inspection to cover 
the 35 per cent, of meat originating in 
abattoirs not under Federal inspection, 
and to urge that health officials and 
all others interested in a safe and 
wholesome meat supply to do all in 
their power to hasten the enactment 
of municipal meat inspection ordin­
ances. R. A. Runnells.

Presence of Vitamins in Margarine.
One of the most im portant tasks of 

science is to discover or devise new 
foods. Each year as the population 
of the world increases the drain upon 
natural food resources becomes heav­
ier. Chemists and nutrition experts 
are constantly searching for new sub­
stances which may be utilized for hu­
man food and new ways of treating 
and combining foods already known 
so as to increase their nutrition value.

For the past two and one-half years 
chemists have conducted experiments 
to establish more accurately the food 
values of vegetable margarine. The 
research has been in charge of Dr. 
Philip B. Hawk, formerly Profersor at 
the Jefferson Medical College, Phila­
delphia, and now Director of the Re­
search Laboratory, Powder Point 
School, Duxbury, Mass. His latest 
report declares not only that the vita­
min content of margarine is equal to 
that of the best creamery butter, but 
that the percentage of vitamins is 
constant and does not vary as in butter.

The fact that vegetable margarine 
contains vitamins is important to 
every retail distributor because this 
question of vitamin content is con­
stantly arising. The chief handicap to 
margarine sales was the fear on the 
part of the housewife, who is becom­
ing very wise in these matters, that 
margarine did not have as high a food 
value as butter. Dr. Hawk has set­
tled this question in a manner satis­
factory to all concerned.

The schools and colleges and the

household magazines devote so much 
attention to dietetics nowadays that 
the average woman is keenly interest­
ed. She expects the grocer from whom 
she buys her family’s daily food to 
have at least a working knowledge of 
this subject. To quote from Dr. 
H awk’s report:

“In my laboratory, my associates 
anad I have repeatedly carried out re­
searches upon the various vitamin 
content, but the vitamin studies which 
seem to me to be fraught with the 
greatest practical importance are 
those involving Vitamin A. These are 
concerned principally with the inves­
tigation of margarine and butter.

“As a m atter of fact, all butters arc 
not of equal value from the stand­
point of their content of Vitamin A. 
Not only do different butters vary 
greatly in the amount of this vitamin 
which they carry, but occasionally a 
butter is found which is very deficient 
in its vitamin content. The vitamin 
value of butter is apparently influenc­
ed by the food eaten by the cow as 
well as by the season of the year, the 
age of the animal, etc.

“Not so very long ago, I had oc­
casion to compare the relative food 
value of butter and a representative 
vegetable margarine. In this investi­
gation we took normal men and fed 
them these fats as they are eaten by 
the average individual. Then, by 
means of the most modern of scientific 
tests, we learned ,how these foods 
acted in the human body. In other 
words, we learned what the stomach 
and intestines had to say about vege­
table margarine and butter. And when 
the tests were all completed, it was 
found that the vegetable margarine 
was just as digestible as butter, that 
it had as high an energy value and 
that it was just as completely absorb­
ed from the intestine. In other words, 
it was equally as satisfactory a food 
from the above viewpoints as was but­
ter. Such a margarine is also a very 
economical source of the energy-pro­
ducing fat which we all need. The 
digestibility and energy values of this 
vegetable margarine being fully equiva­
lent to these values possessed by but­
ter, it would seem that the use of it 
by the public in place of butter is a 
perfectly sane dietetic policy.”

$20,000 a Year in Oil Stoves.
Sometimes it takes a little thing to 

start sales growing beyond the highest 
expectations. Four years ago the 
Merkle Hardware Co., Quincy, 111., 
concentrated on one line of vapor oil 
stoves. A demonstration was held and 
considerable advertising was done, 
rile sales for the first year amounted 
to $1,500. The second year showed 
over 100 per cent, gain—$3,500. The 
third year sales had jumped to $10,000, 
and the fourth year the record went 
to $20,000. As an example, this firm 
sold fifty-two stoves in fourteen days.
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Suggestions For the Hardware Dealer 
in August.

W ritte n  fo r th e  T rad e sm a n .
During August, the hardware dealer 

must face the problem of disposing 
of broken lines and odd lots of season­
able goods. By the end of July, the 
seasonable demand will he pretty 
slack. People who have got thus far 
without buying refrigerators, ice cream 
freezers, screen doors, hammocks and 
similar hot weather conveniences will 
have pretty well decided to get along 
without them for the remainder of the 
summer; arguing that it is better busi­
ness to postpone buying until next sea­
son and get the full season's wear out 
of the goods the first year. For peo­
ple arc naturally reluctant o tie up 
their money in such articles for the 
sake of only a few weeks’ use at the 
fag-end of the season.

Even this late the pushful and ener­
getic dealer may still find it possible, 
by aggressive methods, to sell the e 
lines at regular prices. But by the 
middle of August the selling season 
for these lines is definitely past. To 
induce*'the average man who has not 
yet purchased to buy hot weather 
goods this late in the season, special 
price inducements must be offered.

Under such circumstances, the tem- 
tation is strong to carry over the goods 
for another year. It is, however, a 
good rule: “When in doubt whether 
to sell seasonable goods or carry them 
over, by all means sell.”

W here goods are carried over, there 
U bound to be a certain amount of de­
preciation, with resultant loss. The 
dealer also loses the interest on his 
investment. He leaves a lot of money 
tied up—money he would find good 
use for in stocking up for the Fall and 
Christmas trade. In fact, right now. 
a- quick turnover of these hot weather 
lines is eminently worth while.

In brief, it is good business to clear 
out these lines and get in the money. 
So that, toward the middle of August, 
if not earlier, a grand rousing mid­
summer clearing sale will be in order.

Cut prices are never good business; 
but a bargain sale is a perfectly legiti­
mate undertaking. I t represents mere­
ly the rapid liquidation of a loss that 
is  almost inevitable were the goods to 
be carried over. On the one 'hand 
you have the prospective selling value 
of the article ten or twelve months 
hence. Against this set depreciation, 
loss of interest on investment, storage 
charges, loss through lack of funds 
to handle your Fall trade as it should 
be handled. The result of this simple 
problem in subtraction should give you

the approximate figure at which it will 
pay you to offer your hot weather 
goods right now, with the close of 
the season a few weeks distant.

This cut in prices compensates the 
buyer for the limited use he will se­
cure, this season, from the article into 
which he puts his money.

The hot weather, generally, has not 
yet reached its peak. Indeed, the sea­
son in most places has been com­
paratively cool. Now is the time to 
look over your stock and see how the 
various seasonable lines are moving. 
Do what you can in the next week 
or two to push the sales in these lines, 
at regular prices.

At the same time, study these lines, 
and size up the general situation. 
W hen you have gauged the probable 
amount of left-overs, you can te l  
whether or not it will pay you to put 
on a special mid-summer sale and turn 
these odds and ends of stock into ready 
cash.

Here is one thing to remember. If 
you decide to put on a sale, make it 
resonant and striking enough to ad­
vertise your store to the whole com­
munity. Don’t be anyways half 
hearted about it. Play up your mid­
summer clearing sale. Use it, not 
merely to clean out these odds and 
ends of stock, but to bring new cus­
tomers into your store.

I remember one small city dealer 
who had been almost religiously op­
posed to special sales. One season 
owing to bad weather conditions he 
faced the necessity of carrying over 
a lot of stock—and he needed the 
money. He tried a sort of half-heart­
ed special sale—five per cent, off here 
and two per cent, off there, and not 
a real bargain in the list. And no­
body was interested; and still that 
dealer needed the money.

Right then he decided he might as 
well be 'hanged for a sheep as for a 
lamb. He knew he was ruining him­
self, but it looked like ruin anyway. 
He went over his hot weather stock 
and picked some articles to feature at 
less than wholesale. He marked the 
rest of the stock away down—actually 
less than cost. He told me, afterward, 
that if he'd been quite his sane self 
at the time he’d never have done it. 
Then, to complete the wreck, as he 
saw it, he ran a full page advertisement 
in the newspapers, scattered handbills 
all over the town and surrounding 
country, and sat back to await the 
crash.

A fter two weeks of intensive selling, 
he found he had unloaded practically 
all his hot weather stock. He had on 
hand an unusual amount of ready 
money. Not merely had he done a 
whale of a business at a loss, but he 
had done 50 per cent, more business
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in regular lines at a normal profit. 
More than that, he had acquired a fair 
number of new customers; and had a 
string of stove prospects for the fall 
such as he had never known before. 
He had got new people into his store, 
got in touch with new prospects, laid 
the foundations for a successful Fall 
and Christmas trade—and had forever 
done away with the idea that a timely 
price reduction on a few lines in order 
to get rid of them spelled moral and 
financial ruin.

The point is, there are a lot of in­
direct benefits to compensate the wide­
awake dealer for the price sacrifice 
he makes on certain lines at the close 
of the season. He should go after 
these benefits and make the most of 
them.

The first thing in advertising is to 
quote prices that will hit the cus­
tomer fairly in the eye. If you are 
going to sell these hot weather goods 
late in the season, you have to over­
come the customer's reluctance to stir 
out of doors, and his further reluctance 
to put money into goods for which, 
this year, he will have only a limited 
use.

So price is the one feature you must 
especially stress. More than that, quote 
quote specific prices. A good many 
dealers talk eloquently in their special 
sale advertising of “Ten to twenty 
per cent, off the entire stock.’’ The 
average man can’t visualize that with­
out an effort; and the average man 
in the hot weather is disinclined to 
effort. You’ve got to show him the 
old price, scored through with a red 
line and making place for the new 
figure. He will understand that at a 
glance.

Newspaper advertising, window dis­
play and show cards should be used 
liberally to boost the sale; helped out 
by circulars and dodgers if these are 
necessary. Don’t waste money in 
useless forms of advertising; but don’t 
hesitate to spend it where it stands a 
reasonable chance of getting results. 
And remember, always, the specific 
article, attractively described and with 
a specific price on it, is the sort of 
advertising that compels buyers to 
come in and get acquainted.

W hen the buyers do come in, don’t 
be satisfied with selling your specials; 
but show them regular lines that in­
terest them. Demonstrate where you 
get the chance. Take down the names 
and addresses of stove, paint, washing 
machine and other prospects. Get your 
salespeople enthused over helping 
along these lines and over boosting the 
sale of other articles besides the easy- 
selling specials. A special sale, proper­
ly boosted, will bring a lot of new cus­
tom ers to your store; and it is up to 
you to keep them coming.

Victor Lauriston.

The Verdict Against “Pittsburgh Plus.” 
The decision of the Federal Trade 
Commission abolishing “Pittsburgh 
Plus” is the first victory for eleven 
state legislatures, 6,000,000 farmers, 
and the people of twenty-eight W est­
ern and Southern states in their long 
fight against the steel industry. There 
is hardly a farmer in America who 
does not know and condemn “P itts­
burgh Plus.” N or any steel user who 
has not felt the burden of what steel

defends as an “immemorial custom.”
W hat is “Pittsburgh Plus” ? South 

and W est it is a battle cry raised 
against about 200 steel producers. It 
has been defined as:

That practice in the steel industry 
whereby all rolled steel, except rails 
—regardless of where it is made—is 
sold at a delivered price, which con­
sists of the mill price at Pittsburgh, 
plus the amount of freight from P itts­
burgh to destination.

This “plus” goes into the coffers 
of the steel mills. It works like this. 
There is at Pueblo, Col., a steel mill 
producing 1,250,000 tons yearly. Across 
the road from the mill Pueblo-made 
steel is going into a new building. 
That steel must “pay the freight” from 
Pittsburgh, adding $24 to the cost of 
every ton of it.

Chicago is in the heart of the W est­
ern steel district. Until 1923, when 
terrific pressure forced the establish­
ment of a Chicago “base price,” steel 
made at Gary, Joliet, and South Chi­
cago paid a phantom freight of $6.80 
per ton. Yet in 1918, at Duluth, Judge 
Gary of United States Steel admitted 
that the cost of Gary steel was 18.12 
per cent, less than the cost of P itts­
burgh steel.

Birmingham produces 1,500,000 tons 
of steel annually. Its  “plus,” once 
$15.30 per ton, has been cut to $5, but 
Birmingham must still" pay that much 
tribute. Before the 10 per cent, rate 
cuts. Philadelphia, producing 4,500,-
000 tons annually, paid a $7 “plus” 
per ton on her own steel and was 
charged $7 instead of the actual $2.90 
paid on steel from Bethlehem. New 
York was charged $7.60 instead of the 
actual $3.20 paid for freighting Bethle­
hem steel.

“P ittsburgh Plus” grew out of the 
old “steel pools” and “Gary dinners.” 
Established about 1904, it began func­
tioning when these were outlawed or 
discontinued. Its defense by steel 
may be thus sum m arized:

It is a result of the law of -supply 
ami demand. Since Pittsburgh is the 
only surplus production district, this 
practice is essential to the stabiliza-
1 ion of the industry. No new mills 
can be built if it is abolished. Its  
going well mean market chaos, would 
benefit few, and, finally, it has existed 
throughout the life of the American 
steel industry.

In the face of this defense the Fed­
eral T rade Commission has found for 
the plaintiffs and these findings may 
be condensed as follows:

“Pittsburgh Plus’’ is a price-fixing 
S c h e m e  that has succeeded the old 
“steel pools” a;.d “Gary dinners.” It 
is a monopoly contrary to the public 
interest and is in no way based on the 
law of supply and demand, but is made 
possible only by the dominant posi­
tion of United States Steel in the in­
dustry. It is a price discrimination, 
destroying competition, in violation of 
the Clayton Act and of the Federal 
Trade Commission Act. Further, it 
adds unnecessary millions to the a n -"

nual steel bill of America and, speci­
fically, it adds $30,000,000 yearly to 
the cost of steel products used by 
Farm ers of eleven W estern States.

The farm angle of “Pittsburgh Plus” 
is a most significant one. Of every 
hundred users of rolled steel seventy- 
five are farmers. Farm s absorb three- 
sevenths of all steel and iron made. 
Since most farm implements are made 
an average of 500 miles W est of P itts­
burgh, this phantom  freight hits the 
farmer hard. Prior to the general 10 
per cent, freight reduction there was 
$1.93 “plus” fin every corn-planter; 
$3.61 in a disk harrow; $6.88 in a grain 
binder, and $19.80 in the farm tractor.

The farm clamor against it was 
taken up in 1920 by the American 
Farm  Bureau. In the Mid-W est it 
became a political question. Senator 
Brookhart, of Iowa, used it in his 1922 
campaign. Senator La Follette and 
his followers have harped on it for 
years. I t has been one of the favor­
ite grievances of the farm agitator. 
The order for its abolition will echo 
and re-echo through the 1924 cam­
paign.

The Trade Commission has made 
a decision of far-reaching importance. 
If the death verdict stands through 
the courts there will be radical changes 
in the steel industry. Its bases must 
shift and its methods of marketing 
and distribution will be junked. Steel 
must say good-bye to a vast tribute 
it has exacted for a generation.

W ith the passing of this phantom 
freight charge Pittsburgh may lose 
its long threatened domination in 
steel. I t may be that eventually the 
lower end of Lake Michigan will be 
the steel area of N orth America. If 
so, the region where Illinois and In­
diana come up to meet the lake will 
become the heart of a very powerful 
industrial empire. The end of “P itts­
burgh Plus” is P ittsburgh’s loss and 
Chicago’s and the M id-W est’s gain. 
W hat this may mean to business, 
manufacture, to trade, and the exist­
ing channels of trade only the future 
can reveal.

If we truly carry the torch of com­
merce we owe it to ourselves, to our 
firms and to our country to quit wait­
ing for business to turn the corner.

Ill
investigators

P riva 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 ternationa l Secret Service  
Association.

Day, C ltz . 68224 or Bell M800 
Nights, C itz . 62280 or 63081

National Detective Bureau
Headquarters  

333-4-5 Houseman Bldg.

U S E D  S H O W  C A S E S
For the first time since the war we have a good 
supply of used show cases. Look them  over.
G R A N D  R A P I D S  S T O R E  F I X T U R E  C O . 

7 Ionia Ave., N.

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

D istributors
16 North Commerce Avenue  

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

Sand Lime Brick
Nothing as Durable  

Nothing as F ireproof 
Makes Structures Beautifu l 

No Painting  
No Cost fo r Repairs  

F ire  Proof 
W eather 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.

Signs of the Times
A ro

Electric Signs
P ro g re ss iv e  m e rc h a n ts  a n d  m a n ­

u fa c tu re rs  now  rea liz e  th e  value  
of Electric  A dvertis ing.

W e fu rn ish  you w ith  sk e tc h e s , 
p ric e s  a n d  o p e ra tin g  co s t for the  
a sk in g .

THE POWER CO.
Bell M 797 Citizens 4261

REFRIGERATORS
for ALL PURPOSES

Send for Catalogue

No. 95 for R esidences  
No. 53 for H otels, C lubs, 

H ospita ls, Etc.
No. 72 for Grocery Stores 
No. 64 for M eat M arkets 
No. 75 for F lorist Shops

McCRAY R E FR IG E R A T O R  CO.
2444 Lake S L , K endaltvllle , Ind.



24 M I C H I G A N  T R A D E S M A N Ju ly  30, 1924

UHE COMMERCI AL TRAVElt*

Condemns Salesmen Who Get Orders 
. by Phone.

The “men who sell are the eyes of 
business’’ and one of the greatest 
dangers facing business houses to-day 
is the tendency of the modern sales­
man t<> transact his business over the 
telephone.

Phe idea! salesman should possess 
these qualifications: He must be ag­
gressive. He must be mentally alert. 
He must not be too thin-skinned, nor 
yet too tough. He must be honest 
minded. He must be well posted. He 
must be loyal and have plenty of cour­
age.

The salesman who telephones his 
customers for orders may be actuated 
by the very best of motives. He may 
wish to save the customer time and 
annoyance. From his employer’s 
point of view he may wish to cover 
more territory. But this practice, 
growing greater and greater every day, 
eventually winds up with the customer 
giving his business to a house whose 
salesmen are not too busy to call on 
him.

It is not difficult to fellow the cus­
tomer's line of reasoning in this in­
stance. In most trades, customers de­
pend largely upon the advice of sales­
men for many of the items which they 
buy, and for a good deal of the infor­
mation about what is going on in the 
trade. It is not possible to give this 
over the telephone—-at least not to 
any great extent. So the customer, 
feeling that he is being cheated out of 
part of his service, often resents the 
slight and seeks a house whose sale ;- 
men are willing and anxious to per­
form this function.

Retail dealers are all human. They 
like to make friends, and it is only 
natural that they should want to know 
more intimately the men with whom 
they have something in common. There 
is a great deal that the merchant and 
the salesman have in common to make 
them wish to know each other a little 
better. It is utterly impossible to 
promote that feeling of good will when 
the only contact is over the telephone.

I tin not wish to create the impres­
sion that I believe salesmen should al­
ways seek tto cultivate the friendship 
of customers. That would be a mis­
take. for quite frequently familiarity 
breeds contempt. Moreover, the sales­
man who is on intimate terms of 
friendship with his customers invari­
able becomes timid when it is time 
to ask for an order. Talking business 
to a friend is often embarrassing. As 
a result, the company is likely to lose 
business when the salesman’s friend­
ship with customer exceeds reasonable 
bounds.

The customer to whom you give 
presents, or whom you entertain, can­

not help but feel that the products 
you are selling lack merit, or it would 
not be necessary for you to bribe him 
in order to get his business. Moreover, 
it cheapens the house you represent. 
If your company’s products cannot be 
sold on their merits, you had better 
change your house or else quit the 
selling game. When petty bribery 
must be resorted to in order to get 
orders, it means one or two things— 
either you are a poor salesman or your 
goods are of such inferior quality that 
they cannot stand up in a competitive 
market.

I have little patience with companies 
that place so little confidence in their 
salesmen that they direct every move 
the salesmen make, and insist that men 
make detailed reports of their activities 
every day.

This practice makes the salesman 
feel that he is only a mechanical de­
vice. It gives him no responsibility 
and therefore curtails his ambition. 
The best results are obtained when the 
salesmen are made to feel that they 
are important parts of the organization 
and that their companies are willing 
to rely on their judgm ent on certain 
m atters—even prices in some in­
stances.

Salesmen W ho Fail.
The salesman who is afraid of his 

customers because they always have 
some criticism to make which he does 
not feel capable of answering satis­
factorily.

The salesman who lets his enthusi­
asm run away with him and misleads 
his customers, thus forfeiting his cus­
tomers’ confidence in him.

I he salesman who believes that 
everything the customer says is cor­
rect—and lets it go at that.

1 he salesman who has too many 
friends among his competitors.

The salesman who is oversensitive, 
and as a result is constantly at logger- 
heads with his.house and his customers 
over petty statem ents that should be 
overlooked.

I he salesman who fails to make in­
quiries about a customer’s credit, hold­
ing that it is his job to get orders, and 
a matter for the office to make collec­
tions.

The salesman who doesn’t answer 
letters, either from customers or from 
his office, and thus loses many orders.

The know-it-all salesman who tells 
his customers and his company how 
their businesses should be conducted.

The temperamental salesman who 
flies off the handle at the slightest 
provocation and is constantly in wrong.

I he salesman who is slow in mak­
ing adjustments, delaying until the 
company has to do pretty much as the 
customer requests.

HOTEL BROWNING mSST
GRAND RAPIDS
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HOTEL ROOSEVELT

Opposite North Side State Capitol 
on Seymour Avenue  

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

Cafeteria  in Connection.

C U SH M A N  HOTEL
P E T O S K E Y , M IC H IG A N

The best is none too good for a tired  
Com mercial Trave ler.
T ry  the C U SH  M A N  on your next tr ip  
and you w ill feel righ t a t home.

Columbia Hotel
KALAM AZOO

Good Place To Tie To
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Hotel
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F IR E  PR O O F  

C E N T R A L L Y  LO C A T E D  
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E D W A R T  R. S W E T T , M gr. 
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H O T E L  K E R N S
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E. S. RICHARDSON, Proprietor

MORTON HOTEL
W hen in  G rand  R ap id s  you a re  co rd ia lly  in v ited  to  V is it. D ine o r  D ance  in 
th is  new  an d  B eau tifu l C e n te r  o f H o sp ita lity .
400 R oom s—400 B a th s  At R a te s  from  $2.50 M enus in E n g lish

W. C. K E E L E Y . M an ag in g  D irec to r.

The Center of Social and Business Activities

T H E  P A N T L I N D  H O T E L
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WHEN IN  KALAMAZOO
Step a t ¡ne

mvmmntm
Headquarters for all C ivic Clubs
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Turkish Baths E R N E S T  M c L E A N , M gr.
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The salesman who is so fond of 
home and the fireside that he neglects 
some of his customers.

The salesman who pads his expense 
account and is so childish as to think 
that the company is not aware of it.

The salesman who anticipates what 
his customers are going to say and 
who is, therefore, virtually licked be­
fore he starts.

The salesman who makes rash 
promises to get an order—and does 
not live up to them.

The salesman who is afraid to as­
sume responsibility and make decisi 
sume responsibility and make decisions. 
He is never prepared to stand on his 
own feet.

The salesman who wastes hiis own 
time as well as that of his customers 
because he has never learned how to 
say goodbye gracefully.

M urray Sargent.

Items From the Cloverland of Michi­
gan.

Sault Ste. Marie, July 29—Joseph 
Staffoni, the well-known meat mer­
chant at Sault Ste. Marie, Ontario, is 
closing out his business on account of 
the depression caused by the shutting 
down of the steel works.

DeTour is still on the map. For the 
past two years it has not progressed 
much, but a turn for the better is now 
noted. There are eight new houses 
in course of construction, a new meat 
market just opened, also a new gro­
cery store started last month by M. 
Seaman. The merchants are optimis­
tic and looking into the future with 
bright prospects.

Drummond Island is enjoying a 
prosperous summer business. Many 
Chicago people are occupying cottages 
and the Mon-Ah-No-Kong lodge is 
filled to its capacity. The overflow of 
tourists is being housed by private 
families who are opening up their 
homes during the rush. It is just be­
coming known what a beautiful spot 
Drummond Island really is and it 
would not be surprising to hear of 
some capitalist building a new summer 
hotel in the near future. They have 
two fair sized ferries plying between 
DeTour and Drummond, carrying au­
tomobiles and passengers, and have 
about seventy-five automobiles on the 
island. Miss L< Seaman, conducting 
the store, keeps a complete stock of 
merchandise such as is sought by the 
city folks. Fresh vegetables, fresh 
eggs and milk and cream which is a 
real treat to the people from the Windy 
City are much in evidence.

Thos. Forgrave, the well-known 
salesman for the Lipsitt garage, at 
Pickford, has tendered his resignation, 
after several seasons selling autom o­
biles, and expects to devote the next 
few weeks campaigning throughout 
the country, being a candidate for 
Sheriff on the Republican ticket.

William Reid, of Leo, and William 
Nixon, of Almont, were the first tour­
ists reporting as having made the trip 
from Soo Junction to the Soo by row ­
boat. They left Soo Junction in a 
flat bottom 16 foot boat July 16, pad- 
died down the Hendrie river about five 
miles into the Taquamenon river, pass­
ing through little falls and into the 
Ste. Marie river. They say they never 
saw such beautiful sights before. They 
sighted eighty-one deer on the way 
down the Taquamenon and many por­
cupines and other game; also noted 
several beaver dams. They took many 
pictures of the deer as they, passed 
along, which go to show the many 
opportunities we really have in this 
N orthern country to attract tourists 
from all over the country. The fact 
that $5,389, was taken in last week by 
the State Ferries, carrying autos from 
Mackinaw City to St. Ignace, shows 
that the Northland is attracting many

more tourists each year. It is still 
more interesting to know that the Soo 
is getting about 80 per cent, of the 
tourist travel.

Those wishing to see the Hiawatha 
plav again will have an opportunity 
to do so after July 30 at Garden River, 
Ontario, by the Ojibway indians. 
Two performanaces will be given daily 
at 2:30 and 7:30. George Kaboosa 
who for thirty  years has been identi­
fied with the Indian play, touring both 
England and the United States, where 
he took the part of Hiawatha, is sup­
plying most of the initiative.

The first Jewish congregation here 
was organized last week. The officers 
of the congregation are Leon Winkel- 
man, President; M. Barrish, Vice- 
President; R. La vine, Secretary, and 
A. S. Hyman, Treasurer. The execu­
tive board consists of David Eliassof, 
Sam Marks and Mose Yalomstein.

Many of us can remember the good 
old days, not so long ago, when the 
merchants closed their stores every 
Thursday afternoon during July and 
August, giving their employes an op­
portunity to enjoy themselves in this 
beautiful country, but this habit Seems 
to be a thing of the past, with but one 
exception. Edward Reidy, one of our 
prosperous grocers, wanted to con­
tinue closing the one afternoon and 
has done so every year and seems to 
be able to get his share of business 
support. He pays his bills promptly 
and has one-half day recreation, which 
goes to show that it can be done.

I he man who refrains from eating 
onions merely because they give him 
indigestion is not entitled to honorable 
mention.

A. Paquin, the well-known baker of 
St. Ignace, has sold his business to W. 
Peterson, who will continue as here­
tofore. Mr. Peterson is an old resi­
dent of St. Ignace. This is his first 
venture in the baking business. Mr. 
Paquin expects to move to the Soo 
with his family. William G. Tapert.

All Honor To Earl Snyder.
H. Leonard & Sons are in receipt of 

the following letter:
Detroit, July 21—On November 26, 

1916, I went into bankruptcy at 611 
N orth Ionia avenue, owing you $50.37. 
In settlement, you received $4.23, leav­
ing a balance of $46.14. Enclosed you 
will find check for same. I am now in 
a position to pay this claim and am 
glad to do so. Earl Snyder.

The bankruptcy court is a melting 
pot to determine the personal integrity 
of a man. It is a temporary expedient 
devised to afford him temporary relief 
until he can get on his feet and re­
imburse his creditors for the losses 
they temporarily sustained through 
placing confidence in him as a man. If 
when he gets on his feet again, he 
makes up those losses to the point of 
complete reimbursement, he thus dem­
onstrates that he was worthy of the 
confidence reposed in him by his 
friends and business associates. If he 
fails to do so, he not only loses his 
own self respect—which is the dearest 
possession a man can enjoy in this 
world—but he must go through time 
and eternity with the finger of scorn 
pointed at him by those he wronged 
in this life.

Gabby Gleanings From Grand Rapids.
Grand Rapids, July 29—William J. 

Remus, who has long resided in Grand 
Rapids and has a wide acquaintance 
among business men generally, has 
engaged to cover Montana, Idaho, 
Nevada, W ashington and Oregon for 
the National Brass Co. and starts out 
on this initial trip this week. He will 
make his headquarters at Multnomah 
Hotel, Portland, and undertake to see 
his trade every 90 days. Mr. Remus 
possesses a pleasant personality and

ought to achieve a marked success in 
his new connection.

John H. M illar(National Candy Co.) 
left July 26 for a trip through W iscon­
sin. Minnesota and the Uppen Penin­
sula. Accompanied by Mrs. Millar, 
John H. Jr., and Gertrude, he drove to 
Grand Haven, took the boat for Mil­
waukee, thence expected to proceed to 
Minneapolis, St. Paul, Duluth and 
Sawyer, returning via the Soo, St. 
Ignace and Mackinaw City. Mr. 
Millar is one of the race of hard work­
ers who richly deserves a fortnight’s 
rest and recreation.

1924 Canned Foods In Active Demand.
Brokers report a more active de­

mand from wholesale grocers for the 
1924 output of canned foods. They 
have been deferring the purchase of 
future canned foods, hoping that there 
would be a favorable and abundant 
season for canning crops. In this they 
and the canners have been disappoint­
ed, and there is not an article in can­
ned foods of the 1924 crop which is 
offered at lower than opening prices, 
except Hawaiian canned pineapple and 
Maine packed sardines both of which 
opened at prices which the canners 
themselves deemed too high to assure 
prom pt sales.

It is reported that because of weath­
er conditions there will be more stan­
dard grades of Alaskas or early peas 
in Wisconsin, but these conditions pre­
vail only in certain localities, and the 
offerings will soon be sold.

California canned fruits, contrary to 
the expectation of wholesale buyers, 
are slowly advancing over opening 
prices and seekers for cuts are being 
disappointed. The market has been 
depressed all the past year by consign­
ments made to New York and other 
Eastern cities, which have been ped­
dled out in small lots at the very low­
est laid-down carload price.

1 his has had the effect of keeping 
the market demoralized throughout the 
country. The goods came through 
the Panam a canal at low freights and 
in many instances have been sold at 
lower prices than those asked for the 
same grade of goods f. o. b. Pacific 
coast.

Offers for California canned fruit 
which have been sent to canners from 
this market on considerable blocks of 
the 1924 pack have been declined, al­
though they were at once placed with 
other canners. This shows that there 
is no unanimity of opinion among the 
Coast canners as to the proper market 
prices, and that the situation with 
them is unsettled.

I t is reported that owing to dubious 
crop outlook in Maryland and the Tri- 
States, canners of tomatoes are very 
reluctant about taking on further con­
tracts for the 1924 pack and that Cali­
fornia canners of tomatoes are also 
disposed to advance prices.

John A. Lee.

Spacing.
W hen he first came to see her,
He showed a timid heart,
And when the lights were low,
They sat this far apart.
But when this love grew warmer 
And learned the joy of a kiss,
They knocked out all the spaces 
Andsatupcloselikethis.

You cannot know too much but you 
may very easily say too much.

Too Late To Classify.
M anchester — Fire destroyed the 

plant of the Hoffer Milling Co., July 
27, entailing a loss of over $25,000, all 
of which is covered by insurance.

Saginaw—The Saginaw Paper Box 
Co., Franklin and Tuscola streets, has 
been incorporated with an authorized 
capital stock of $25,000, $15,000 of 
which has been subscribed and paid 
in in cash.

Detroit—T he Newcomb-David Co., 
5779-81 Russell street, has been in­
corporated to manufacture and deal 
in sheet metal blow pipe, metal goods, 
etc., with an authorized capital stock 
of $150,000, $120,000 of which has been 
subscribed and paid in in property.

Detroit—Identified with the retail 
drug field in Detroit for the last fifteen 
years, L. W. Gitre has disposed of his 
drug store leases and has opened a 
real estate office in the American State 
Bank building, where he will specialize 
in building, developing, land contracts 
and downtown rentals and leases. Mr. 
Gitre has owned and operated more 
than a dozen large Detroit drug stores. 
He is a life long resident of Detroit 
and the land on which he is building a 
number of moderate priced homes on 
Gratiot avenue, six miles from the city 
hall, has been owned in his family for 
more than seventy years.

Muskegon—'W hat is regarded local­
ly as an im portant step toward further 
development of Muskegon’s trade re­
lations with Northern Michigan will 
be taken Aug. 20, when greater Mus­
kegon grocers and meat dealers will 
go in a body to Ludington at the in­
vitation of the Grocers’ Association of 
that city and join in a Northern Michi­
gan grocers’ picnic. There will be ad­
dresses, a sports program and other 
features. 1 lie invitation was extended, 
it is said, because of the desire of 
Northern Michigan cities and towns, 
particularly Ludington, to enter into a 
closer business relation with Muske­
gon which now does an annual whole­
sale business of $6,000,000 a year, ex­
clusive of petroleum products. Plans 
for the picnic will be made at a m eet­
ing in Ludington Aug. 6, to be attend­
ed by officials of the local grocers as­
sociation and by a representative of 
greater Muskegon Chamber of Com­
merce.

Detroit— l he New York Russian 
Music Store, 2421 Hastings street, has 
been incorporated with an authorized 
capital stock of $2,000, all of which 
has been subscribed and paid in in 
property.

Snover—The Snover Farm  Bureau 
Local has changed its nave to the 
Snover Co-Operative Elevator Co. and 
increased its capital stock to $50,000, 
of which amount $18,220 has been sub­
scribed and $16,655 paid in in cash.

Detroit—The Peerless H eating & 
Plum bing Co., 59 Sproat street, has 
been incorporated with an authorized 
capital stock of $5,000, of which 
amount $1,500 has been subscribed and 
paid in, $500 in cash and $1,000 in 
property.

TYPEWRITERS
I TS' (I a n d  R eb u ilt m a c h in e s  all m akes, 
a ll m ak es  re p a ire d  a n d  o v e rh au led , all 
w ork  g u a ra n te e d , o u r  rib b o n s an d  c a r ­
bon pap er, th e  best m oney will buy.
Thompson Typewrite" Exchange 
35 N. Ionia A ve., Grand Rapids, Mich.
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Holding Pharmacy Customers.
Holding infers making comfortable, 

making beholden to you, as it were. 
Holding infers making the return trail 
to your pharmacy easy traveling— 
surfacing the road, we might say. 
Why. the customer who is held just 
right, seated on the never-wear-out 
cushions of courtesy and tact, may 
wish he had a baker’s dozen needs 
instead of one—that is. outside of 
needs caused by illness.

Only customers whom you are glad 
to . see are easily held. Here is the 
first step in the holding process, a 
real welcome. A plethora of words 
and a paucity of genuine warmth will 
not answer; the pharmacist who is un­
readable by the keen customer has yet 
to be born!

There are no such things as trifles 
in business; trifling courtesies, trifling 
discourtesies, etc. No, not even trifling 
gains or losses for the year: :for does 
not the inventory show a healthful 
bulge in profits, or a deplorable shrink­
age—a heavy loss? In fact, the inven­
tory that says "J list played even!” 
usually proves a business Ananias.

Is it not far more easy to keep an 
old customer coming than it is to head 
up the new customer in our business 
corral? The old customer has lost 
his suspicions: he rates your state­
ments at 100 per cent.; he is your 
friend. Years ago I heard a man say 
that friendship in business was nearly 
extinct. Pessimistic nonsense! Busi­
ness g rouch! A quitter’s w ail! Any­
one who has summered and wintered 
in a pharmacy and hobnobbed with 
all sorts and conditions of people 
knows better! Friendship in business 
fades only when we fail to use perma­
nent dye on our end!

The pharmacist who is unsocial and 
grouchy may compound prescriptions 
to perfection, but will not the customer 
grow l: ‘‘Confound that iceberg!” As
for the conceited pharmacist, who is 
positive that all the knowledge worth 
having is condensed under his number 
seven hat, he is seldom overworked. 
W hy, such a man may even get time 
to play golf and get some of the con­
ceit knocked out of him in a perfectly 
lawful way! As for the human radia­
tor he holds his customers and he 
makes the cash register hole with 
every round on the store links with 
a contented customer.

True, a few customers n r v  be un­
responsive to courtesy, unresponsive 
to fair treatment, unresponsive to 
everything you do for them, but these 
are exceptional. A study of a cus­
tom er’s likes, dislikes, tastes and prej­
udices is first aid in holding a cus­
tomer. Has he not a right to his

opinion even if it fails to coincide with 
ours? Does he not pay his money and 
take his choice? Is it not his money 
until he hands it over to us? W hen 
we please the customer success sends 
her three-word message; “On the 
way.” George W. Tuttle.

Edible Fountain Displays.
There is .a decorative material in 

abundance in the materials employed 
at the fountain, which if properly dis­
played will be a beauty as well as an 
advertising display. A little thought 
will help to select the most “mouth­
watering” viands which the fountain 
has to offer and will catch many a cus­
tomer who had not thought of stop­
ping at the fountain. Psychologists 
tell us that much of the appetite is 
creaed by the attractiveness of food. 
On a hot, sultry day there is nothing 
so tantalizing to the th irsty  as the 
sight of a large block of ice with a 
few lemons near it. This idea can be 
spread to fit all seasons.

Just now, when winter, summer and 
spring are quarreling with each other, 
the green, fresh foods seem most a t­
tractive to the average person, and if a 
luncheonette is operated—or if only 
sandwiches and coffee are served—an 
appropriate disply and as beautiful as 
any bouquet of flowers, can be made 
with lettuce, tomatoes, cucumbers, 
sweet peppers, w ater cress, etc.

Bowls of fresh fruit, of the finest 
select quality (which must always be 
bought for fountain use) are always 
attractive and make very appropriate 
decoration besides their advertising 
value.

Edible materials used as decorations, 
m ust always be protected from dust 
and other contamination.

Candy should be displayed at the 
fountain at all times and the candy 
counter should immediately join the 
fountain if possible. Samples of candy 
passed to the customers will mean 
greater sales. The soda tables equip­
ped with the show-case top is an ex­
cellent way to display candy, either 
on plates or in the open boxes, and 
the table case can be attractively trim ­
med to make a complete display.

Note on Rat Poisoning.
A recent enquiry concerning meth­

ods of exterminating rats prom pt us 
to give a sum mary of a Government 
report on the subject. It is asserted 
in this report, “Fam er’s Bulletin” No. 
1302, that barium carbonate in p o ^d e” 
form is the substance best adapted for 
poisoning rats, because it is both odor­
less and tasteless and baits containing 
it are readily taken by these pests. 
Barium carbonate may be mixed with 
H am burg steak, sausage, fish, liver,

bacon or cheese. One part of barium 
carbonate should be worked, up in­
timately with four parts of the select­
ed food, water being added if neces­
sary to make the baits moist.

Poison bait should be put up in sizes 
of a teaspoonful or its equivalent and 
dropped into small paper sacks. The 
sacks should be closed by twisting 
the top. Bait distributed in this m an­
ner serves to allay the suspicion of 
rats and will be taken by them more 
readily than if exposed in the open. 
It is best not to place the sacks near 
or at ratholes, but rather to scatter 
them promiscuously about. The sacks 
are usually carried into burrows or be­
hind objects, where the contents are 
eaten in comfort and are more nearly 
consumed than in the open.

It is sometimes necessary to prebait 
in order to dispose of old and cunning 
rats. This consists in exposing un­
poisoned or fresh foods everv night 
until rats take them freely, and then 
substituting the poisoned baits.

Odd Truths Told For Fountain Men.
Knowing that most people like va­

riety in their every day meals, it is 
not hard to grasp the fact that these 
same desires are brought to the soda 
fountain. Knowing what comes it is 
not hard to plan for it.

The dispenser who makes a business 
of ascertaining the names of his pa­
trons so that he can address them by 
their names will be doing the finest 
kind of work in the development of a 
steady business. Follow this by learn­
ing the preferences of the customer in 
both food and drink. W e are appre­
ciative of the attem pt of people to sat­
isfy u s : at least we are when that a t­
tem pt is a real one. T hat is why it 
succeeds.

Nothing short of the best will please 
those who know. Is it w orth while 
operating your fountain business on 
the assumption that your fellow towns­
men are ignorant?

I t is impossible to treat all patrons 
of the fountain alike. One cannot be 
as pleasant with some as he can with 
others, but no one likes a frowning 
face. It pays to be pleasant and w ith­
in certain confines we can be with all.

Chemistry Contrives to Cure Leprosy.
The specific remedy used with 

much success in the treatm ent of 
leprosy, chaulmoogra oil, is an irri­
tating, nauseating natural product, 
used for perhaps sixty years in India 
in the treatm ent of leprosy. Even in 
those days of uncertain quality and 
uncertain method of administration, 
the oil proved its usefulness: but a 
positive and most signal advance in 
the successful treatm ent of the dis­
ease was made only through the iso­
lation by chemistry from the nauseat­
ing natural product of clean pure acids 
which were combined with ethyl al­
cohol and thus formed a new drug 
which could be used hypodermically. 
In a recent publication, seventy-eight 
cases of apparent cure by this im­
proved drug have been reported. While 
even greater improvement in the med­
icament is looked for by further pains­
taking research, we have already an 
effective remedy for one of the most 
hopeless of diseases—a result of the

active co-operation of medicine and 
chemistry.

The Child at the Candy Counter.
“How often have we observed the 

child at the candy counter, with a 
penny clutched in its tiny fist. From 
one delicacy to another the eager eyes 
wander, from marshmallows to choco­
lates, and taking in all the dainty list, 
wishing them all, but only having a 
penny to spend? After awhile the 
tiny finger points its choice. W e need 
to study little things to allow us to 
approach our great economic prob­
lems in the right spirit to understand 
them, and find a remedy. The child 
with a penny to spend offers a study 
in line with our needs. O ur country 
is the greatest in the world. Our 
climate is so varied and our industries 
so numerous that we have a great 
productive capacity capable of furnish­
ing us a civilization beyond the dreams 
of our most radical thinkers, but like 
the child at the candy counter, our 
desires can only be gratified by the 
money we have to spend.”

Always Ready Sign Board.
Put your window shades to extra 

usage. They will make a very ser­
viceable background on which to at­
tach notices of sales, new stock or any 
other event. Attach the sign to the 
shade by means of pasters, bright col­
ored ones preferred. Your sign will 
be close to the glass and very easily 
seen. W hen the shade is pulled down 
to the proper height the articles dis­
played in the fore part of the window 
will be brought into added prominence. 
If your curtains are rich dark green, 
which most of them are. a piece of 
white paper with black lettering makes 
a most pleasing combination.

The Record Harvest.
If your store serves a grain farming 

community, intensify the attraction 
value of your windows by posting in 
them on each day a bulletin announc­
ing the yield per acre of any wheat, 
oats or grain threshed on the different 
farms. Farmers, like all producers, 
are interested in what the other fel­
low is doing. Use your newspaper 
advertising space for an invitation to 
farmers to phone you their yield per 
acre—or you can make arrangem ents 
with the owners of the threshing out­
fits to give you this information.

The Daffodil.
W ritte n  fo r th e  T rad e sm a n .
T h e  snow  of M arch  h a d  s c a rc e ly  gone 
X or A p ril’s sh o w ers  re v iv e d  th e  law n  

W h en  from  th e  bed  
T h u s  n o u rish ed  

A h ap p y  go lden  daffodil 
F o rg e tfu l of th e  l in g e rin g  chill 
Of w in te r  said , th ro u g h  s p its  of snow  
“T he  S p rin g  is h e re ! H ello! H e llo !”

I t bloom s w hile  g ra y  a re  y e t  th e  sk ies. 
It b loom s w e fe a r, fo r sac rif ice ;

T h ro u g h  f ro s ty  e a r th  
It b u rs ts  w ith  m ir th  

L ike a  m e sse n g e r  of c h ee r r ig h t  th e n  
W h ere  n a u g h t b u t seem in g  d e a th  h a s  been  

h e a r  it s ay  h roug li s p its  o f snow  
I h e  S p r in g  is h e re ! H ello! H e l lo '”

a  lesson h as  th e  daffodil 
F o r  a ll w ho fe a r  
T h e re ’s  w elcom e chee r.

T h a t su re ly  th e re  w ill com e a  d ay  
w hen  so m b er sk ies  will p a s s  a w a v — 
,,™?n s a y  w ith  it. th ro u g h  s p its  o f snov 

Ih e  S p r in g  is h e re ! .  H ello! H e llo !” 
_______T ^C h arle s  A . H e a th .

If a salesman didn’t butt in once i 
a while, he would never get in.
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LAC-A-FLY LIQUID Is the Guaranteed Insecticide W H O LESALE DRUG  PRICE CURRENT

PR IC E S
6 oz., 25c bot. $2.00 per Doz. 
12 oz., 50c bot. 3.60 per Doz. 
1 qt., $1.00 bot. 8.00 per Doz. 

1 gal., $3.50 bot. 9.34 case of 4 

Mouth Sprayers free with 
25c and 50c sizes.
50c Sprayers $4.00 per doz. 
$1.00 Sprayers 8.00 per doz.

Lac-A-Fly Liquid is abso­
lutely free from grease, 
evaporates immediately and 
leaves a pleasant odor in 
the room.

Kills flies, moths, mosqui­
toes and many other bugs. 
Order from your jobber.

JAM ES T. REYNOLDS & SO NS, INC.
PONTIAC, MICH.

B I T T E R  S W E E T S

“ THE P O P U L A R ” C h a r g in g  Outfit
THE REAL CHARGING OUTFIT OF THEM 
ALL, FOR CHARGING YOUR “GINGER 
ALE,” “ROOT BEER,” AND SODA TANKS. 
OUTFIT COMPLETE AS SHOWN IN PIC­
TURE (Without Tank and Gas Drum) FOR

$15.60
BETTER ORDER ONE TODAY AND DO 
YOUR OWN CHARGING. IT WILL SAVE 
YOU MONEY.

HAZELTINE & PERKINS DRUG CO. 
Grand Rapids Michigan Manistee

We Sell 
Everything 

for the

SODA
FOUNTAIN

Write for 
Catalogue

Prices quoted are nominal, based on market the day of issue.

A cids
Boric (P ow d .) __ 15 @ 25
Boric ( X t a l ) _____ 15 ©  26
C a r b o lic __________44 @ 51
C itric ___________ 59 @ 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 @ 60

Am m onia
W ater, 26 d e g ._10 @ 18
W ater, 18 d e g ._8%@ 13
W ater, 14 d e g ._6%@ 12
C arbonate _______20 0  26
Chloride (G ran.) 10%@ 20

B alsam s
'Copaiba __________ 60© 1 00
Fir (C a n a d a )_ 2 55(g>2 80
Fir ( O r e g o n ) _______ 65@1 00
P e r u ________________ 3 0o©3 25
T o l u ____________  2 0 0 0 3  25

Barks
C assia  (ordinary) 25© 30
C assia  (S a ig o n )_5 0 0  60
S a ssa fra s  (pw. 50c) @ 65
Soap C ut (pow d.)

30c _____________  18© 25

Berries
Cubeb ____________  @1 26
F ish  ______________  2 5 0  30
J u n ip e r ___________  7©  15
P rick ly  A sh ______ ©  30

E xtracts
L icorice ___________ 60© 65
Licorice p o w d .   @1 00

Flowers
A r n ic a _____________ 25© 30
C ham om ile (G er.) 25© 30 
C ham om ile R o m .__ 1 75

Gums
Acacia, 1 s t ______ 50© 65
A cacia , 2 n d ______ 45© 50
A cacia , S o r t s ___ 22© 30
A cacia , P ow dered 35© 40
A loes (B arb P ow ) 25© 35 
Aloes (Cape P ow ) 25© 35 
A loes (Soc. P ow .) 65© 70
A safoetid a  ______ 65© 75

P o w .___________ 1 00© 1 25

L avendar F lo w ..  6 50@6 75 
L avendar Gar’n 85@1 20
Lem on ________ 1 5001  76
L inseed , bid. bbl. ©1 09 
L inseed , hid. less  1 16© 1 29 
L inseed , raw , bbl. ©1 07 
L inseed , ra . less 1 14 @1 27 
M ustard, artifil. oz. ©  60
N e a t s f o o t ______ 1 36@1 60
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
Orange, S w e e t . .  4 50@4 75 
O riganum , pure © 2 50 
O riganum , com ’l 1 00© 1 20
Pennyroyal ____ 3 00@3 25
P e p p e r m in t___  6 00@6 25
R ose, pure ___ 10 50010  90
R osem ary F low s 1 25© 1 50 
Sandalw ood, E.

I. ---------------  10 00© 10 25
S assafras, true 2 50@2 75 
S assa fras, a r t i l  80@1 20
S p e a r m in t______ 4 00@4 26
S p e r m ----------------- 1 80@2 05
T a n s y ---------------  6 00© 6 25
Tar, U S P ________ 50© 65
T u rp e n t in e , bbl. __ © 93
T u rp e n t in e , le ss  1 00@1 13 
W intergreen ,

lea f ---------------  6 00@6 25
W intergreen , sw eet

birch ------------  3 00@3 25
W intergreen , a r t . .  80© l 20
W o rm seed  ____  7 50 ©7 75
W orm wood ___  9 00@9 25

Potassium

B ic a r b o n a te ____  35© 40
B ic h r o m a te _____  15© 25
B r o m id e ___________ 56© 82
Brom ide ________ 54© 71
C hlorate, g ra n ’d 23© 30 
Chlorate, powd.

or X t a l ________ 16© 25
C yanide _________ 30© 50
Iodide -------------  4 46@4 62
P erm angan ate ._  20@ 30
P ru ssia te , yellow  65© 75 
P ru ssia te , red __ @1 00
Sulphate ------------ 35© 40

C inchona ________ © 2 1C
C olchicum  ______ @1 80
Cubebs __________ @3 00
D ig ita lis  ________ @1 80
G entian _________ ©1 36
Ginger, D. S. ._  @1 80
G uaiac _________ @2 20
G uaiac, Ammon. @2 00
Iodine ___________  ©  95
Iodine, C olorless ©1 60
Iron, C l o .________ @1 36
K in o _____________  @1 40
Myrrh ___________ ©2 50
N u x V o m ic a ___  @1 65
Opium __________  @3 50
Opium, Camp. __ @ $5
Opium, Deodorz'd ©3 50
Rhubarb _________ ©1 70

Paints.

L ead , red dry __ 14%@15 
L ead , w hite dry 14%@15 
L ead , w h ite  o i l . .  14%@15 
Ochre, yellow  bbl. © 2
Ochre, yellow  le ss  2%@ 6
Red V en et’n Am. 3%@ 7
Red V en et’n Eng. 4©  8
P u tty  ------------------  5© 8
W hiting, bbl. ___  ©  4%
W hiting ------------  5%@ lo
L. H . P. P r e p ...  2 80©3 00 
R ogers P r e p ._ 2 80@3 00

Roots
C a m p h o r___ _ 1 20@1 30
G u a ia c __________ © 60 A lkan et ________ 25© 30
G uaiac, pow'd © 75 Blood, pow dered . 35© 40
K i n o ______ © 85 Jalam us ________ 35© 60
Kino, pow dered_ © 90 E lecam pane, pwd 2 5 0 30
Myrrh _ _ (W 60 G entian, pow d._ 20© 30
M yrrh, powdered © 65 Ginger, African,
Opium, powd. 15 15@15 42 powdered ___ 30© 35
Opium, gran. 15 15015 42 Ginger, Jam aica 60© 65
Shellac 90© 1 10 Ginger, Jam aica,
Shellac B leached 1 00© 1 10 powdered 5 5 fa* 60
T ragacanth , pow. @1 75 G oldenseal, pow. 5 50@6 no
T ragacanth  ___ 1 75@2 25 Ipecac, p o w d ._ @3 50
T urpentine ___ © 25 L icorice - ___ 35© 40

L icorice, powd. 20© 30
Insecticides

A rsen ic  ________ 20 ©  30
B lue V itriol, bbl. @ 07
B lue V itriol, le ss  8%@ 15 
B ordeaux M ix D ry 14© 29 
H ellebore, W hite

pow dered ______ 20© 30
Insect P o w d e r _75© 85
L ead A rsenate Po. 26© 35 
Lim e and Sulphur

D r y -------------------- 8%@ 24
P aris  G r e e n _____ 32© 48

L eaves
B uchu _________ 1 35@1 50
B uchu, powdered @1 50
Sage, B ulk  ______ 25© 30
Sage, % l o o s e ___ @ 40
Sage, pow dered_ @ 35
Senna, A lex . ____ 75© 80
Senna, T lnn. _____ 30© 35
Senna, T inn. pow. 25©  35 
U v a  U r s l ___________20© 25

Oils
A lm onds, B itter ,

true __________  7 50@7 75
Alm onds, B itter ,

a r t i f i c ia l______ 4 00@4 25
A lm onds, S w eet,

t r u e ------------------ 80@1 20
Alm onds, Sw eet,

im itation  _____ 60© 1 00
Am ber, e r u d e _1 50© 1 75
Amber, rectified 1 75@2 00
A nise __________ 1 00© 1 25
B er g a m o n t______ 5 75@6 00
C a j e p u t ________ 1 50@1 75
C a s s ia __________ 3 50@3 75
C a s t o r ___________ 1 S5@2 10
Cedar L e a f ____1 75© 2 00
C itr o n e l la ______ 1 50@1 75
C lo v e s __________ 3 00@3 25
C o c o a n u t_______ 25© 35
Cod L i v e r ______1 55@1 75
Croton _________  2 00© 2 25
Cotton S e e d ____1 40@1 60
Cubebs ________ 8 50@8 75
E igt.'on  ________ 3 00@3 25
E u c a ly p tu s ____ 1 25@1 50
H em lock, p u r e .. 2 00©2 25 
Juniper B err ie s . 2 25@2 50 
Juniper W o o d .. 1 50@1 75
Lard, e x t r a ___ 1 25@1 35
Lard, N o. 1 _____1 15@1 25

Orris, powdered 30© 40 
Poke, pow dered. 35© 40 
Rhubarb, powd. 1 00@1 10 
Rosinwood, powd. ©  40 
Sarsaparilla , Hond.

ground ________ @1 00
Sarsaparilla  M exican,

ground __________ ©  60
Squills __________ 35© 40
Squills, powdered 60© 70 
Tum eric, powd. 17© 25
V alerian , powd. 40© 50

Seeds

A nise ____________ ©  35
A nise, powdered 35© 40
Bird, I s __________ 13© 17
C a n a r y __________ 10© 15
C araw ay, Po. .50 35© 40
Cardamon _______ @2 75
Celery, powd. .55 .45© 50 
Coriander 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 oenu greek  pow. 15© 25
H em p ___________  8©  15
Lobelia, p o w d ._ @1 25
M ustard, yellow_15© 25
M ustard, b la c k _15© 20
Poppy ---------------  22© 25
Quince -------------  1 75@2 00
Rape ____________  15© 20
Sabadilla  ________ 23© 30
S u n flo w e r ______ 11%@ 15
W orm , A m erican 30© 40 
W orm , L evan t ____ 6 50

Tinctures

A conite  _________ @1 80
A loes ____________  @1 45
A rnica __________ @1 10
A safoetida  _____  @2 40
B elladonna ______ @1 35
B enzoin  _________ @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 t e c h u __ © 1 75

M iscellaneous

A c e t a n a lid _____42% ©  60
A lum  ----------------- 08© 12
Alum . powd. and

ground ------------ 09© 15
B ism uth , S u bni­

trate ------------ 3 92@4 12
B orax x ta l or

powdered ___  07© 13
C antharades, po. 2 00@2 25
Calom el ------------ 1 74@1 94
C apsicum , p o w d  48© 55
C a r m in e ________ 6 00@6 60
C assia  B u d s ____ 25© 30
C loves ---------------  60© 55
Chalk P rep ared . 14© 16
C h o loro form ______57 @67
Chloral H ydrate  1 35@1 85
C o c a in e --------- 10 60@11 25
Cocoa B u t t e r ___ 55© 75
Corks, lis t, le ss  40@50%
Copperas ----------  2%@ 10
Copperas, Powd. 4© 10 
Corrosive Sublm  1 43@1 64
Cream T a r t a r ___ 30© 35
C uttle b o n e ______40© 50
D extrine ________ 5©  15
D over's Pow der 3 5 0 0 4  00 
E m ery, All N os. 10© 15 
E m ery, P ow dered 8©  10 
Epsom  S alts, bbls. © 3
E psom  Salts, le ss  3%@ 10
Ergot, p o w d e r e d __©  75
Flake, W h i t e ____ 15© 20
Form adehyde, lb. 14%@ 30
G e la t in e ________1 25@1 50
G lassw are, le ss  55%. 
G lassw are, fu ll case  60%. 
Glauber Salts, bbl. @03% 
Glauber S a lts  le ss  04© 10
Glue, B r o w n ____21© 30
Glue, Brow n Grd 15© 20
Glue, w h i t e ____27%© 35
Glue, w hite  grd. 25© 35
G lycerine ______ 23%@ 45
H ops _____________  65© 75
Iodine — __ ___ 6 15© 6 55
Iodoform ______ 8 00@8 30
Lead A c e t a t e _ 18© 25
L y co p o d iu m ______50© 60
M a c e ------------------  @1 00
Mace, powdered @1 10
M enthol _____  15 50@15 80
M o r p h in e ___  10 58@11 33
N u x V o m ic a ___  ©  30
N u x  V om ica, pow. 17© 25 
P epper black pow. 32© 35
Pepper, 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 l t s _28© 35
Saccharine ______ ©  30
S alt P e ter  ______ 11© 22
Seid litz  M ixture 30© 40
Soap, green  ____ 15© 30
Soap m ott cast. 22%@ 25 
Soap, w h ite  castile

c a s e ______________ ©10 80
Soap, w h ite  castile

less , per b a r _____@1 30
Soda Ash _________3%@ 10
Soda B icarbonate 3%@ 10
Soda, Sal ________ 03© 08
Spirits Camphor _ @1 35
Sulphur, r o l l ___ 3%@ 10
Sulphur, S u b l . ___04© 10
T am arinds ______ 20© 25
T artar E m e t i c _70© 76
T urpentine, Ven. 50© 75 
V anilla  E x. pure 1 7 5 0  2 25
W itch H a z e l_1 46@2 05
Zinc Su lphate _  06© 15
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail­

ing and are intended to be correct at time of going to press. Prices, however, 
are liable to change at any time, and country merchants will have their orders 
filled at market prices at date of purchase.

ADVANCED
Canned Peas
Canned P lum s
H om in y
M ich. Cheese
Nucoa
P ork

L a i d
Sm oked M eats 
C orn  S yrup

DECLINED
P e tro le u m  P ro du c ts  
L am b

A M M O N IA
A rctic, 16 oz. _______ 2 00
A rctic. 32 o z . ________3 25
Q u ak er, 36. 12 oz. case  3 S5

A X L E  G R E A S E
48, 1 lb. ___________—  4 60
24, 3 lb. _______________6 25
10 lb. pails, per doz. S 20
15 lb. pails, per doz. 11 20
25 lb. pails, per doz. 17 70

B A K IN G  P O W D E R S  
Arctic, 7 oz. tum bler 1 35
Q ueen F lake , 25 lb. k eg  12
Royal, 10c, doz. _______95
Royal. 6 o z ., d o z . _2 70
Royal, 12 oz., d o z ._5 20
Royal. 5 lb. ________31 20
Rocket. 16 oz., doz. 1 25 

B E E C H  N U T  B R A N D S .

M ints, all Savors ________ 60
Gum ____________________ 70
Fruit D rops ____________ 70
C aram els _____________ 70
Sliced bacon, l a r g e _3 60
Sliced bacon, m edium  3 25
Sliced beef, l a r g e __5 10
Sliced beef, m edium  _ 2 80
Grape Jelly, l a r g e __4 50
Grape Jelly , m edium _2 70
f’eanut butter, 16 oz. 4 70 
Peanuts butter, 10% oz 3 25 
P eanut butter, 614 oz. 2 00 
Peanut butter. 3% oz. 1 25
Prepared S p a g h e t t i_1 40
Baked beans, 16 oz__1 40

â  B L U IN G

I condensed Pearl 

I Crown Capped 

I « J T O S f 4 doz., 10c dz. 86 

VjU¿ir¿2#3 d* 15c. d*. 1 26 

B R E A K F A S T  FOODS
Cracked W heat, 24-2 3 85
Cream of W h e a t ------6 90
P lllsbury's B est Cer'l 2 20 
Q uaker Puffed R ice— 5 60 
Q uaker Puffed  W heat 4 30 
Q uaker B rfst B iscu it 1 90
R alston  P urina --------  3 60
R alston B ranzos ------- 2 70
Ralston Food, l a r g e _2 60
Saxon W heat F o o d _3 85

Shred. W heat B iscu it 3 85
Vita W heat. 1 2 s _______1 80

Post’s Brands.
G rape-N uts, 24s ------- 3 80
G rape-N uts, 100s _____2 75
Postum  Cereal, 1 2 s _2 25
P ost T oasties , 3 6 s _2 85
P ost T oasties , 2 4 s _2 85
P ost's  Bran, 24s _____2 70

BROOMS
Parlor Pride, d o z . ----- 6 00
Standard Parlor, 23 lb. 7 00 
F an cy Parlor, 23 lb. 8 00 
Ex. Fan cy Parlor 25 lb. 9 25
Ex. Fey. Parlor 26 lb. 10 00
Toy __________________ 2 2E
W hisk, No. 3 ________2 76

BR U SH E S
Scrub

Solid B ack , 8 i n . ____1 60
Solid B ack . 1 i n . ___ 1 76
Pointed Ends ______ 1 25

Stove
Shaker _______________ 1 80
No. 50 _______________ 2 00
P eerless ______________ 2 60

Shoe
No. 4-0 _______________ 2 25
No. 2 0 ________________  3 00

B U TTER  COLOR
D andelion, ___________2 85
N edrow, 3 oz., doz. 2 60

C A N D LES
E lectric L igh t, 40 lbs. 12.1
Plum ber, 40 lbs. _____12.8
Paraffine, 6s _________14%
Paraffine, 12s ________14%
W icking _____________ 40
Tudor, 6s, per b o x _30

C A N N ED  FR U IT. 
Apples, 3 lb. Standard 1 50 
Apples, No. 10 __ 4 00@4 50 
Apple Sauce, No. 10 7 75
A pricots, No. 1 1 35 @1 90
A pricots, No. 2 ______2 85
A pricots, No. 2% 2 60@3 76
A pricots. No. 10 _____8 00
B lackberries, No. 10 9 25
B lueber's, No. 2, l-75@ 2 50
B lueberries. N o. 10_11 00
C herries, No. 2 _______3 80
C herries, No. 2% _____4 25
Cherries, ¿<o. 1 0 _____10 75
L oganberries, No. 2 _3 00
P each es, No. 1 1 10@1 80
P each es, No. 1, S liced 1 40
P each es. No. 2 _______2 75
P eaches, No. 2% Mich 2 25 
P eaches. 2% Cal. 3 00@3 75 
P each es, 10,Mich 5 50@6 50 
Pineapple, 1, si. 1 S0@2 00 
Pineapple, 2 si. 2 80@3 00 
P ’apple. 2 hr. si. 2 75@2 85 
P'apple, 2%, si. 3 804i4 25
P ’apple, 2, c r u . ___ @2 75
Pineapple. 10 c r u ._14 00
P ears, No. 2 ________ 2 90
P ears, No. 2% „ 3  75® 4 00
Plum s, X 0. 2 __ ]l 50 Ci 1 75
Plum s. X 0. 2% ___  2 75
R asp b erriies, No. 2 . blk 3 25
R aspb’s, jRed. No. 10 13 00
Raspb's. B lack,

No. 10 ___  11 50@12 50
Rhubarb, Xo. 10 ____ 4 75

C A N N E D  F IS H .
Clam Ch’der, 10% oz. 1 35 
Clam Ch., N o. 3 3 00@3 40 
Clam s, Steam ed , N o. 1 1 80 
Clams, M inced, No. 1 2 60 
Finnan H addie, 10 oz. 3 30 
Clam Bouillon , 7 oz._ 2 50 
C hicken H addie, N o. 1 2 75 
F ish  F lak es, sm all — 1 35 
Cod F ish  Cake, 10 oz. 1 86 
Cove O ysters, 6 oz. — 1 75 
Lobster, No. %, S tar 2 70 
Shrim p, 1, w et 2 10@2 25 
Sard’s, % Oil, ky  6 25@7 00 
Sardines, % Oil, k ’le ss  6 00 
Sardinea, % Sm oked 7 60 
Salm on, W arrens, %s 3 00
Salm on, Red A la s k a _2 95
Salm on, Med. A laska 1 85 
Salm on, P ink A lask a  1 66 
Sardines, 1m. %, ea. 10@28 
Sardines. Im ., %, ea. 26 
Sardines, Cal. — 1 65@1 80
Tuna. %. A lb o c o r e _95
Tuna, %s. C urtis, doz. 2 20 
Tuna, %s C urtis doz. 3 50 
T una, Is, C urtis, doz. 7 00 

C A N N E D  M E A T . 
Bacon, Med. B eechnu t 1 80 
Bacon, L ge. B eechnu t 3 15
B eef. No. 1, C o r n e d _2 75
B eef, No. 1, R o a s t_2 75
B eef. No. 2%, E agle  s li 1 25 
B eef, No. %, Qua. sli. 1 76 
B eef, 6 oz .. Q ua., sli. 2 50 
B eef, No. 1, B 'nut, sli. 6 10

B eefsteak  & Onions, s  2 76 
C hili Con Ca., I s  1 35@1 i f
D eviled H am , % s ___2 20
D eviled  H am , % s ___3 60
H am burg Steak  &

O nions, N o. 1 _______3 15
P otted  B eef, 4 o z . ___1 10
Potted  M eat, % Libby 50
Potted  M eat, % Libby 90
Potted  M eat, % R ose 85
1’otted  H am , Gen. % 1 85
V ienna Sau s., No. % 1 35
V eal Loaf, M e d iu m _2 30

Baked Beans
Cam pbells _____________ 1 15
C lim atic Gem , 18 oz. 95
Frem ont, No. 2 _______1 20
Snider. N o. 1 _______ 95
Snider, N o. 2 ________1 25
Van Camp, s m a l l ____ 85
Van Camp, M e d .____1 15

C A N N E D  V E G E T A B L E S .
Asparagus.

No. 1, Green tip s 4 60@4 75 
No. 2%, Lge. Green 4 50
W . B ean , c u t ________2 25
VV. B ean s, 10 __ 8 50® 12 00 
Green B ean s, 2s 2 00® 3 75 
Gr. B ean s, 10s 7 50@13 00 
L. B ean s, 2 gr. 1 35®2 65 
L im a B eans, 2s, Soaked 95 
Red Kid. N o. 2 1 20@1 35 
B eets , No. 2, wh. 1 75@2 40
B eets, No. 2, c u t __ 1 60
B eets, N o, 3. c u t ___1 80
Corn, No. 2, E x  sta n  1 45
Corn, No. 2, Fan . 1 60@2 25 
Corn, No. 2. Fy. g la ss  3 25 
Corn, No. 10 __7 50®16 76 
H om iny, No. 3 1 00@1 16
Okra, N o. 2. w hole _ 2 00
OKra, No. 2, cu t ___  1 M
D ehydrated Veg. Soup 90 
D ehydrated P ota toes, lb 45
M ushroom s, H ote ls  ____45
M ushroom s, Choice ____55
M ushroom s, Sur E x tra  70 
Peas, No. 2, E. J. 1 65@1 80 
P eas, N o. 2, S ift..

J u n e ------------- l  90®2 10
P eas, N o. 2, E x . S ift.

E. J . -------------------------2 60
P eas, Ex. F ine, French 36 
Pum pkin, N o. 3 1 35®1 60 
Pum pkin, N o. 10 4 50®5 60 
P im entos, %, each  12®14 
P im entos. %, each  __ 37 
Sw  t P otatoes, N o. 2% 1 60 
Saurkraut, N o. 3 1 40® 1 60 
S u ccotash , N o. 2 1 65@2 50 
S u ccotash , No. 2, g la s s  2 80
Spinach, N o. 1 _______ 1 10
Spinach, N o. 2_ 1 35®1 76
Spinach, No. 3__ 2 00®2 40
Spinach, No. 10_ 6 00@7 00
T om atoes, N o. 2 1 40@1 60 
T om atoes. No. 3 l  90@2 25 
T om atoes, No. 2 g la ss  2 60 
T om atoes, N o. 10 6 50® 7 00

C A T S U P .
B -n u t, Sm all _________2 25
L illy  V alley , 14 oz. __ 2 50
Libby, 14 oz. _________ 2 35
Libby, 8 oz. __________1 75
L ily  V alley , % p in t 1 75
Param ount, 24, 8 s ___ 1 45
Param ount, 24, 16s __ 2 40 
Param ount, 6, 10s „  10 00
Sniders, 8 o z . _________ 1 85
Sniders, 16 oz. _______2 85
N edrow , 10% _________ 1 40

C H IL I S A U C E
Snider, 16 o z . _________ 3 35
Sniders, 8 oz. _________2 35
L illy  V alley , 8 o z . _2 10
Lilly V alley , 14 o z . _3 00

O Y S T E R  C O C K T A IL .
Sniders, 16 oz. ______3 25
Sniders, 8 o z . ________2 35

C H E ESE
R oquefort ____________69
K raft Sm all tin s ___ 1 40
K raft A m erican ____ 1 40
Chili, sm all tin s ____1 40
Pim ento , sm all t in s_1 40
R oquefort, sm all tin s 2 25 
C am enbert, sm all tin s 2 25
W isconsin  Old ______28
W isconsin  new  ______22
L o n g h o r n _____________ 23
M ichigan Full Cream 22 
N ew  York Full Cream 26 
Sap S a g o ----- ------- ----SO

C H E W IN G  G U M .
A dam s B lack  J a c k ___ 65
A dam s Blood berry ____ 65
A dam s D entyne _______ 65
A dam s Calif. F ru it _____65
A dam s Sen Sen _______ 65
B eem an 's P epsin  _______60
B eechnu t ________________ 70
D oublem int _____________ 65
Ju icy  F ru it _____________ 65
Pepperm int, W r ig le y s __65
Spearm int, W r ig l e y s_65
W rig ley ’s  P -K  _________ 65
Zeno ______:______________ 65
T eaberry ________________ 65

C H O C O L A T E .
B aker, Caracas, % s _37
B aker, C aracas, % a __35
H ersheys, Prem ium , %s 35 
H ersh eys, Prem ium . %s 36 
R unkle, Prem ium , %s_ 29 
Runkle, P rem ium , %s_ 32
V ienna  Sw eet. 2 4 s ___2 10

COCOA.
B u n te, %■ ___   43
B u n te, % l b . ___________ 35
B unte, lb. ______________ 32
D roate’s  D utch , 1 lb —  9 00 
D roste ’s  D utch , % lb. 4 75 
D roate’s  D utch , % lb. 2 00

Mersh eys, %s __________ 33
ersh eys, %s __________28

H uyler __________________ 36
L ow ney, % s __________   40
L ow ney, % s ____________ 40
L ow ney, %s __________ 38
L ow ney, 5 lb. c a n s ____31
R unkles, %s __________ 32
R unkles. %s __________ 36
V an H outen , %s ______ 75
Van H outen . % s _____75

COCOANUT.
%s, 5 lb. case  D unham  42
%a, 6 lb. c a s e _________ 40
%s *  %s 15 lb. caae__ 41 
Bulk, barrels shredded 21 
48 2 oz. pkgs., per case  4 15 
48 4 oz. pk gs., per case  7 00

C L O T H E S  L IN E .
H em p, 50 f t . ___________ 2 25
T w isted  Cotton, 50 ft. 1 75
Braided, 50 f t . _________ 2 75
Sash  C o r d ____________ 4 25

C O F F E E  R O A S TE D
Bulk

Rio ___________________ 25
S an tos ___________  31®33
M aracaibo ___________37
G autem ala ___________39
Java  and M o c h a ___ 41
B ogota  _______________ 41
Peaberry _____________ 33%

M cLaugh lin ’s K ep t-Fresh  
V acuum  packed. A lw ays  
fresh . Com plete line of 
h igh -grad e  bulk coffees. 
W . F . M cLaughlin & Co., 

C hicago

Coffee E xtracts
M. Y ., per 100 ______ 12
F rank 's 50 pkgs. _____4 25
H um m el’s  50 1 lb. — 10%

C O N D E N S E D  M IL K
Leader, 4 doz. ---------- 6 75
E agle, 4 doz. _________ 9 00

M IL K  C O M P O U N D
H ebe, T all, 4 doz. __ 4 50
H ebe, B aby, 8 doz. — 4 40 
Carolene, T all, 4 doz. 3 80 
Carotene, B ab y  _______3 50

E V A P O R A T E D  M IL K

Q uaker, T all, 4 d o z ._4 20
Q uaker, B aby, 8 doz. 4 10 
Q uaker, Gallon, % doz. 4 05 
Blue G rass. Tall, 48 — 4 20 
B lue G rass, B aby, 96 4 10
B lue G rass. No. 1 0 _4 15
C arnation, Tall, 4 doz. 4 45 
C arnation, B aby, 8 dz. 4 35
E very  D ay, T all ------- 4 45
E very  D ay, B a b y ____4 35
P et, T all _____________ 4 45
Pet, Baby, 8 01. -----  4 36

B orden’s, Tall ________4 45
B orden's B a b y ________4 35
V an Camp, Tall _____4 90
Van Camp, B a b y ___ 3 75

D R IE D  F R U IT S  
Apples

Evap. Choice, b u l k ___ 15

CIGARS
Lew ellyn & Co. Brands 

D ixeco
100s, 5c ____________ 35 00
W olverine, 50s ___  130 00
Suprem e, 50s _______110 00
B oston ians, 5 0 s _____ 95 00
P erfectos, 5 0 s _______ 95 00
B lunts, 50s _________ 75 00
Conchas, 50s _______ 75 00
C abinets, 50s _______ 73 00

Tilford C igars 
Tuxedo, 5 0 s _________ 75 00
W orden Grocer Co. Brands 
M aster P iece, 50 Tin_ 37 50
H enry G e o r g e ______$37 60
H arvester  K id d ie s_ 37 60
H arvester  Record B ._75 00
H arvester  D elm onico 75 00
H arvester  P erfecto_ 95 00
W eb steretts  ________  37 50
W ebster Savoy  ___  75 00
W ebster P l a z a ______ 95 00
W ebster B elm ont____110 00
W ebster S t. R eges__125 00
Starligh t R ouse ------ 90 00
Starligh t P -C lub — 150 00 
L a A zora A greem ent 58 00 
La A zora W ash ington  75 00
L ittle  V alentin e ____ 37 50
V alentin e V i c t o r y __ 75 00
V alentine I m p e r ia l_ 95 00
T i o n a _________________ 30.00
C lint Ford __________ 36 00
N ordac T riangulars,

1-20, per M _______  75 00
W orden's H avana  

Specials, 1-20, per M 75 00 
Q ualitiy  F irst Stogie  18 50

CONFECTIONERY
Stick  Candy P ails

Standard _____________18
Jum bo W r a p p e d ___20
Pure Sugar S tick  600s 4 26 
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. _____________ 15
F rench C r e a m s_____20
Cam eo _______________22
Grocers ______________13

Fancy C hocolates
5 lb. B oxes  

B ittersw eets , A ss ’ted  1 75 
Choc M arshm allow  Dp 1 75
M ilk Chocolate A A_2 00
Nibble S tick s ________2 00
Prim rose Choc. ______1 35
No. 12 Choc., Dark _ 1 75 
No. 12, Choc., L ight _ 1 85 
C hocolate N u t R olls _ 1 90

Gum Drops P a ils
A nise _______________ _ 17
Orange G u m s ________17
C hallenge G u m s ______14
F a v o r i t e --------------------- 20
Superior _____________ 21

L ozenges. P a ils  
A. A. Pep. L ozenges 20 
A. A. P in k  L ozenges 20 
A. A. Choc. L ozenges 20
M otto H earts ________21
M alted Milk L ozenges 23

Hard Goods. P a ils
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 ean u t S q u a r e s ______22
H orehound T a b l e t s _20

Cough Drops B xs.
P u tnam 's ____________1 30
Sm ith  Bros. __________1 50

Package Goods 
C ream ery M arshm allow s 

4 oz. pkg., 12s, cart. 1 05 
4 oz. pkg., 48s, case  4 00

Specialties.
W alnut Fudge __________24
Pineapple F u dge _______22
Italian Bon B o n s ______20
A tlan tic  Cream M ints_32
Silver K ing M. M allows 32
H ello, H iram , 2 4 s __ 1 50
W alnut Sundae, 24, 5c 85
N eapolitan , 24, 5 c ___  85
Y ankee Jack, 24, 5 c _85
Gladiotor, 24, 10c ___ 1 60
Mich. Su gar Ca., 24, 5c 85
P a l O M ine, 24, 5 c ___  85
Scaram ouche, 24-10c_ 1 60

C O U PO N  BOOKS
50 E conom ic g r a d e __2 50
100 E conom ic g r a d e _4 50
500 E conom ic grade 20 00 
1,000 Econom ic grade 37 50

W here 1,000 books are 
ordered a t a  tim e, sp ecia l­
ly  print front cover is  
furnished w ith out charge.

C R E A M  O F T A R T A R  
6 lb. boxes _____________ 38

Apricots
E vaporated, C h o ic e ___ 20
E vaporated, F a n c y ------26
E vaporated  S labs ______16

C itron
10 lb. box 48

C urrants
P ackage, 14 o z . . ______19
B oxes, B ulk, per lb. — 19 
Greek, Bulk, lb. ------la%

P eaches
Evap. Choice, unp. ------- 13
E vap., Ex. F an cy , P . P . 16

Peel
Lem on, A m e r ic a n ---------24
O range, A m erican ------- 24

R aisins
Seeded, bulk, Calif. — 09% 
Seeded, 15 oz. pkg. — 11% 
Seed less, T hom pson — 09% 
Seeded, 15 oz. pkg. __ 11

California Prunes  
70@S0, 2 51b. boxes —@08 
60@'70, 25 lb. boxes —@09 
50-60, 25 lb. boxes —@12 
40-50, 25 lb. boxes —@16 
30-40, 25 lb. boxes —@16% 
20-30, 25 lb. boxes —@22

FARINACEO US GOODS 

Beans
Med. H and P ick ed  — 05%
Cal. L im as ---------------
Brown, Sw edish  ------- 06%
Red K idney -----------------®8%

Farina
24 packages ------------- 2 10
Bulk, per 100 lbs. — 05

Hom iny
Pearl, 100 lb. sack  __ 4 00 

Macaroni
D om estic, 20 lb. box 04
Arm ours, 2 doz., 8 oz. 1 80 
Fould's, 2 doz., 8 oz. 1 80 
Q uaker, 2 d o z . ---------1 80

Pearl Barley
C hester --------------------- 4 25
00 and 0000 __________6 00
Barley G rits — -------- 06

Peas
Scotch , lb. ___________  07%
Split, lb. y e l l o w ______08
Split, green  __________10

Sago
E a st India ______________ 11

Tapioca
Pearl, 100 lb. s a c k s _11
M inute, 8 oz., 3 doz. 4 05
D rom edary I n s t a n t_3 50
FLAVORING EXTRACTS

1 2 0 ___% o u n c e ___1 65
1 6 5 __ 1% ounce __  2 20
2 75 __ 2% o u n c e __  3 60
2 40 _2 o u n c e __3 30
4 50 ___4 o u n c e __ 6 00
7 75 __ 8 o u n c e __10 90

15 00 ___16 o u n c e __  20 00
29 00 __ 32 o u n c e __ 38 06

A rctic  Flavorings  
V anilla  or Lem on

1 oz. Panel, d o z . ______1 00
2 oz. F la t, d o z . _______ 2 00
3 oz. T aper, 40 bot. for 6 75

J iffy  Punch
3 doz. C a r t o n _________2 25

A ssorted  flavors.
M ason, p ts., per gross  7 70 
Mason, q ts., per gross  9 00 
M ason, % gal., gross 12 05 
Ideal, G lass Top, pts. 9 20 
Ideal G lass Top, qts. 10 80

gallon ____________  15 25
F R U IT  C A N S . 

Mason.
H alf pin t ___________ 7 10
One pint _ _ - 7 55
One quart --------------- 8 85
H alf gallon  ___ ____ h 10

Ideal Glass Top.
H alf p i n t ____________ 9 60
One pint ____________ 10 10
One quart __________ 10 90
H alf gallon  _________ 15 10

Rubbers.
Good Luck ________ 7'5@80
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G E L A T IN E

Jello-O , 3 doz. _______3 45
K nox's Sparkling:, doz. 2 25 
K nox's A cidu’d, doz. 2 25
M inute, 3 doz. ________ 4 05
Plym outh , W hite  •_____1 55
Quaker, 3 doz. _______2 70

H O R S E  R A D IS H  
P er  doz., 5 oz. _______1 15

P int, Jars, d o z e n ___ 2 75
4 oz. Jar, plain, doz. 1 30 
5% oz. Jar, pi., doz. 1 60 
9 oz. Jar, plain, doz. 2 30
20 oz. Jar, PI. doz._4 25
3 oz. Jar, S tu ., doz. 1 35 
6 oz. Jar, stuffed , dz. 2 50 
9 oz. Jar, stuffed , doz. 3 50 
12 oz. Jar, Stuffed,

doz. __________ 4 50@4 75
29 oz. Jar, stu ffed  dz. 7 00

J E L L Y  A N D  P R E S E R V E S
P u re, 30 lb. p a i l s ___ 3 80
im ita tio n , 30 lb. pails 1 90 
Pure 6 oz. A sst., doz. 1 20 
B uckeye, 22 oz., doz. 2 20

J E L L Y  G LASSES  
f  os., per doz. ________35

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 E dge, 1 lb. ____ 25%
Gilt E dge, 2 l b . _____ 25
Dehoia, 1 lb. ______ 22
Delicia. 2 lb. ________21%

S w ift Brands.
Gem N ut ____________24
Special C ountry roll_27

P E A N U T  B U T T E R .

Bel C ar-M o  Brand  
8 oz., 2 doz. in case
24 1 lb. pa ils  ________
12 2 lb. p a i l s __________
5 lb. pails 6 in crate  
14 lb. pa ils  __________
25 lb. pa ils  __________
50 lb. t in s  ____________
P E T R O L E U M  PR O D U C TS  

Iron B arrels
Van W estenbrugge Brands 

Car'-oad D is tributo r

J!
OLEOMARGARINE | l

V
N ucoa. 1 lb. _________ 25%
N ueoa, 2 and 5 lb. __ 25

M A T C H E S
C rescent, 144 ________5 75
D iam ond. 144 b o x ___ 8 00
Search light, 144 box 8 00 
Red Stick , 720 lc  bxs 5 50 
Red Diam ond, 144 bx 6 00 

Safety 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. ca se  __ 3 60 
Libby, K egs, w et, lb. 22

M O LASSES.

P erfection  K e r o s in e_12.1
Red Crown G asoline,

T ank W agon _____  16.7
G as M achine G asoline 36.2 
Y. M. & P. N aphtha  20.6
C apitol Cylinder _____42.2
A tlantic Red E ngine_23.2
W inter B lack  _______ 13.2

Iron Barrels.
L ight __________________ 59.2
Medium _______________ 61.2
H eavy  ________________ 64.2
Special heavy  ________ 66.2
E xtra heavy  __________ 69.2
Transm ission Oil _____59.2
Finol, 4 oz. cans, doz. 1.40 
Finol, 8 oz. cans, doz. 1.90
P arow ax, 100, lb. ____  7.7
P arow ax, 40, 1 l b . _7.9
P arow ax, 20 1 lb. ____8.1

Gold B rer Rabbit 
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 Brer Rabbit 
No. 10, 6 cans to case  4 20 
No. 5, 12 cans to case 4 45 
No. 2%, 24 can s to cs. 4 70 
No. 1%, 36 cans to cs. 4 00 

A unt 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

New Orleans
Fancy Open K ettle  ___ 68
Choice ___________________52
Fair _____________________ 32

H alf barrels 5c extra  
M olasses in Cans.

Dove, 36, 2 lb. W h. L. 5 60
Dove, 24, 2% lb W h. L 5 20
D ove, 36, 2 lb. Black 4 30
Dove, 24, 2% lb . B lack 3 90
Dove, 6, 10 lb. B lue L 4 45
Palm etto, 34, 2% lb. 4 65

N U T S .
Whole

Almonds, T erregona 20
Brazil, N ew  _________ 15
Fancy m ixed _________20
Filberts, S icily  _____ 15
P ean u ts, V irginia, raw  11% 
P ean u ts , Vir. roasted  13 
P eanu ts. Jum bo, raw 13 
P eanu ts, Jum bo, rstd 15
P ecans, 3 star -------- 23
P ecans, Jum bo _____ 24
W alnuts, California — 28 

Salted Peanuts.
Fancy, No. 1 ------------17
Jum bo ________________ 23

Shelled.
Alm onds _____________  48
Peanuts, Spanish,

125 lb. b a g s ________16
F ilberts  ______________ 32
P ecan s _______________ 90
W a ln u t s ______________ 60

O L IV E S .
Bulk. 2 gal. k e g ___ 3 00
Bulk, 3 gal. k e g ------4 30
Bulk, 5 gal. keg ----- 6 90
Q uart Jars, d o z e n _4 75

Sem dao, 12 pt. can s 2 80 
Sem dac. 12 qt. ca n s 4 IE

P IC K L E S  
Medium Sour

Barrel, 1,200 c o u n t_19 25
H alf bbls., 600 count 10 50
10 gallon kegs ____  9 50

Sweet Small
30 gallon , 3000 _____  43 00

5 gallon , 500 _______ 8 40
D ill Pickles.

600 Size, 15 gal. ___ 11 00
P IP E S

Cob, 3 doz. in bx. 1 00@1 20 
P L A Y IN G  CAR D S  

B a ttle  Axe, per doz. 2 40
B lue Ribbon __________ 4 00
B icycle  ________________ 4 50

P O TA S H
B ab b itt’s 2 doz. _______2 75

F R E S H  M E A T S  
Beef.

Top S teers & H eif. 16@16% 
Good Steers & H ’f. 14@15% 
Med. S teers & H ’f. 12%@14 
Com. S teers & H ’f. 10@12%

Cows.
Top ---------------------------- 12%
3ood ____ ____________ 12
M edium  ______________ 10
Common _____________ 09

Veal.
Top __________________  14%
Good _________________ 13
M edium ______________ 11

Lamb.
Good ________________  26
M edium ______________  23
Poor _________________  18

M utton.
Good _________________  14
M edium ______________  1216
Poor _________________ 08

Pork.
H ea v y  h ogs ________10
Medium hogs _________ 11%
L ight hogs __________12
Loins ________________ 22
B u t t s __________________18
Shoulders ____________14
H am s ________________ 20
Spareribs ____________ 10
N eck bones __________05

P R O V IS IO N S  
Barreled Pork 

Clear B ack  . .  23 00@24 00
Short C ut Clear 22 00@23 00 
Clear F a m ily_ 27 00028  00

Dry Salt M eats 
S P B ellies  __ 18 00@20 00 

Lard
Pure in t i e r c e s ______ 15%
60 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 ----advan ce %

5 lb. p a i l s ___advance 1
3 lb. p a i l s ___advance 1

Compound __________ 15%
Sau sages

B o lo g n a _______________ 12%
L iver __________________ 12
F rankfort _____________ 16
P o r k _____________ 18® 20
V eal ___________________ i i
T ongue ________________ l l
H eadcheese _____  14

Sm oked M eats 
H am s, 14-16, lb. __ 24@ 26
H am s, 16-18, lb. ___  28
H am , dried beef

se ts  ------- . ------38 @89
C alifornia H a m s ..  13® 14 
Picn ic Boiled

H am s ________  30 @32
Boiled H am s __ 35 @37
M inced H a m s _14 @16
B acon __________ 18 @30

B eef
B on eless ___  23 00@24 00
Rump, new  __ 23 00@24 00 

Mince Meat.
Condensed No. 1 car. 2 00 
Condensed B akers brick 31
M oist in g la ss  ______ 8 00

P ig ’s F eet
% bbls. ______________  2 50
% bbls., 35 lbs. _______4 00
% b b l s .________________ 7 00
1 b b l .________________  14 15

T ripe.
K its, 15 lbs. _________ 90
V\ bbls., 40 lbs. _______1 60
% bbls., 80 lbs. _______3 00
H ogs, per lb. _______  @42
B eef, round se t _14@26
B eef, m iddles, s e t__ 25@30
Sheep, a  skein  1 75@2 00

RICE
F an cy  Blue R ose 7Vt@7%
F an cy H ead ______ 7%@9
B roken _______________  3%

ROLLED OATS 
Steel Cut. 100 lb. sks. 3 50 
S ilver F lake, 12 Fam . 2 35
Q uaker, 18 R e g u la r _1 85
Quaker, 12s F am ily  N  2 75 
M others, 12s, Ill’num  3 25 
Silver F lake, 18 R eg. 1 45
Sacks, 90 lb. J u t e ___ 3 50
Sacks, 90 lb. C o t to n _3 60

RUSKS.
H olland Rusk' Co. 

Brand
36 roll p a c k a g e s ____ 4 25
18 roll p a c k a g e s ____2 15
36 carton p a c k a g e s _4 75
18 carton p a c k a g e s _2 40

SA L E R A T U S
Arm and H a m m e r _3 76

SAL SODA
G ranulated, bbls. _____ 2 00
G ranulated, 100 lbs. c s  2 25 
G ranulated, 36 2% lb.

packages __________2 25
COD FISH

M iddles ___________—  15%
T ablets, 1 lb. P u r e _19%
T ablets, % lb. Pure,

doz. _________________ 1 40
W ood boxes, Pure ____ 28
W hole Cod ___________  11

Holland Herring
M ixed, K egs ________ 1 15
Q ueen, h a lf bbls. ____8 25
Q ueen, 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

Herring
K K  K K, N orw ay „  20 00
8 lb. p a i l s _____________ 1 40
Cut L unch ___________  95
Boned, 10 lb. b o x e s _27

Lake Herring
% bbl., 100 lbs. _____6 50

M ackerel
Tubs, 100 lb. fn cy  fa t  24 50
Tubs, 60 count _______5 75

W hite Fish
Med. Fancy, 100 lb. 13 00 

SHO E BLACKENING.
2 in 1, P aste , d o z ._1 35
E. Z. Com bination, dz. 1 36
D ri-F oot, doz. _______2 00
B ixbys, Doz. _________ 1 35
Shinola. doz. _______  90

STOVE POLISH.
Blackine, per d o z . _1 35
Black Silk L iquid, dz. 1 40 
Black Silk P aste , doz. 1 25 
Enam aline P aste , doz. 1 35 
Enam aline Liquid, dz. 1 35 
E Z Liquid, per doz. 1 40
Radium, per d o z . ___ 1 85
R ising Sun. per doz. 1 36 
654 S tove E nam el, dz. 2 80 
V ulcanol, No. 5, doz. 95 
V ulcanol, No. 10, doz. 1 35
Stovoil, per doz. ___ 3 00

S A L T .
Colonial, 24, 2 l b . ___  95
Log Cab., Iodized, 24-2 2 40 
Log Cabin 24-2 lb. ease  1 90
Med. N o. 1, B b l s . ___2 80
Med. No. 1, 100 lb. bg. 95 
Farm er Spec.., 70 lb. 95 
Packers M eat. 56 lb. 63
Crushed Rock for ice 

cream , 100 lb., each  75 
R utt«r Halt. *SO lb hhl 4 
B locks, 50 lb. ________ 47

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

Per case, 24, 2 l b s ._2 40
F ive  case l o t s ________2 30
Iodized, 24, 2 l b s . ___ 3 00

W orcester

Bbls. 30-10 sks. _______6 40
Bbls. 60-5 sks. _______5 55
Bbls. 120-2% sks. __ 6 05
100-3 lb. sks. _________6 05
Bbls. 280 lb. bulk:
A -B u tter  _____________ 4 20
A A -B u tter  ____________ 4 20
Plain 50-lb. blks. __  52
No. 1 M edium b b l ._2 75
T ecum seh 70-lb. farm

sk. _________________  92
C ases. Ivory, 24-2 cart 2 35 
B ags 25 lb. No. 1 m ed. 26
B ags 25 lb. Cloth dairy 40 
B ags 50 lb. Cloth dairy 76 
Rock “C” 100-lb. sack s 70

SOAP
Am. F am ily , 100 box 6 00
Export, 120 box ___  4 90
B ig  F our W h. Na. 100s 3 75
Flake W hite, 100 box 4 15 
F e ls  N apth a, 700 box 5 00 
G rdm a W hite Na. 100s 4 00 
Rub N o More W hite

N aptha, 100 b o x _4 00
S w ift C lassic, 100 box 4 40 
20 Mule Borax, 100 bx 7 55
W ool, 100 box _________6 50
Fairy . 100 box _________ 5 50
Jap Rose, 100 b o x ___ 7 85
Palm  Olive, 144 box 11 00
Lava, 100 b o x __________4 90
O ctagon ----------------------- 5 95
Pum m o, 100 box _____4 85
Sw eetheart, 100 box _ 5 70 
Grandpa Tar, 50 sm . 2 00 
Grandpa Tar, 50 lge. 3 45 
Quaker lia rd w a ter

Cocoa, 72s, b o x _2 70
Fairbank Tar, 100 bx 4 00 
T rilby Soap, 100, 10c,

10 cakes free _____ 8 00
W illiam s Barber Bar, 9s 50 
W illiam s M ug, per doz. 48

Proctor & Gamble.
5 box lo ts , assorted

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 lk s., 50s 4 10

C L E A N S E R S .

80 can  cases, 84.80 per case  

W A S H IN G  P O W D E R S .
Bon Am i Pd. 3 dz. bx 3 75 
Bon Am i Cake, 3 dz. 3 25
C lim aline, 4 doz. _____4 20
Grandm a. 100, 5 c ___ 4 00
Grandm a. 24 Large _ 4 00
Gold D u st, 1 0 0 s _______4 00
Gold D u st, 12 Large 3 20
Golden Rod. 24 _______4 26
Jinx, 3 doz. ___________ 4 60
La F rance Laun, 4 da. 3 60 
Luster Box. 6 4 ______I 76

M iracle C., 12 oz., 1 dz 2 26 
Old D utch Clean. 4 dz 3 40
Queen Ann, 60 o z . _2 40
R inso, 100 oz. ________5 75
Rub N o More, 100 ,10

oz. _________________ 3 86
Rub N o More. 18 Lg. 4 00 
Sp otless C leanser, 48,

20 o z . ______________ 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 Large __ 4 80
Speedee, 3 doz. ______7 20
Sunbrlte, 72 doz. ___ 4 00
W yandotte, 48 _______4 75

S P IC E S .
W hole Sp ices.

A llspice, J a m a ic a ___ @13
C loves, Z a n z ib a r ___  @42
C assia, Canton _____ @25
C assia, 5c pkg., doz. @40
Ginger, African __ __@15
G inger, C o c h in __ ___@25
Mace, P enan g ________@80
M ixed, No. 1 ________ @22
M ixed, 5c pkgs., doz. @45
N utm egs, 70-80 ______ @60
N utm egs, 105-110 ___ @58
Pepper, Black —  @15

Pure Ground In Bulk
A llspice. Jam aica ----@16
Cloves, Zanzibar @45
C assia, Canton __ ----@25
Ginger, A frican ______  28
M ustard _____ __ @28
Mace, r’enang ___ — @85
N utm egs — @55
Pepper, B lack ...11 —  @18
Pepper, W hite ___ ..... @30
Pepper, C ayenne ___@32
Paprika, Spanish _—  @38

Seasoning
Chili Pow der, 1 5 c _____1 35
C elery Salt, 3 o z . _________ 95
Sage, 2 oz. __________ 90
Onion S a lt ____________ 1 35
Garlic -------------------------- 1 36
Pon elty , 3% oz. _____3 25
K itchen B o u q u e t___ 4 50
Laurel L eaves _______ 20
M arjoram, 1 o z . ___________  90
Savory, 1 oz. ________ 90
T hym e, 1 o z . _________ 90
Tum eric, 2% oz. ___  90

STARCH
Corn

K ingsford, 40 l b s . __ _ 11%
Pow dered, bags _____  4 00
Argo. 48, 1 lb. pkgs. 3 90
Cream, 48-1 __________4 80
Quaker, 40-1   7

Gloss
Argo, 48. 1 lb. pkgs. 3 75 
Argo, 8 5 lb. pkgs. ___ 3 10
Silver Gloss, 48 I s _11%
E lastic , 64 pkgs. ___ 5 00
T iger, 48-1 __________3 50
T iger, 50 lbs. ________ 05%

CORN SYRUP.

GOLOEN-Cm TALW M lTE - MAPU

Penlck Golden Syrup  
6. 10 lb. c an s  ... .. ___  3

Maple.
M ichigan, per g a l___ 2 50
W elchs, per gal. ____ 2 80

T A B L E  SA UC ES.
Lea & Perrin, large_6 00
Lea & Perrin, sm all— 3 36
Pepper -------------------------1 60
Royal Mint ____________2 40
T obasco, 2oz. ________4 25
Sho You, 9 oz., dozT l  70
A -l,  large -----------------6 20
A -l, sm all ___________3 J5
Capers. 2 o z_______ ~ 1 80

T E A .
Japan.

Medium ____________
Choice _____ _____ ’”1
F an cy  ______ 11
No. 1 N ibbs ______
1 lb. pkg. S iftin gs

30@35 
41 @58 
62@70 
—  62 
16@17

Gunpowder
Choice _______________ 28
F an cy  --------------1111 38@40

Ceylon
Pekoe, m edium  ________62

English B reakfast
Congou, M edium _____  28
Congou, C h o ic e ___ 35@36
Congou, F an cy  ___  42@43

Oolong
M edium _______________  39
Choice ___________11 11 45
F an cy  ------------- 11111111 50

T W IN E
Coton,t 3 ply cone _____50
Cotton. 3 ply balls __ 52 
W ool, 6 ply _____________ 20

V IN E G A R
Cider, 40 Grain _____ 22
W hite W ine, 80 grain 22 
W hite W ine, 40 grain  17 

W IC K IN G
No. 0, per g r o s s ______ 75
No. 1, per g r o s s ___ 1 10
No. 2, per gross ___ 1 60
No. 3, per gross ___ 2 00
P eerless Rolls, per doz. 90 
R ochester, No. 2, doz. 50 
R ochester, No. 3. doz. 2 00 
Rayo, per doz. _______ 80

W O O D E N W A R E
B ask ets

Bushels, narrow band,
wire h a n d l e s ______1 76

B ushels, narrow band,
wood h a n d le s ______1 so

B ushels , wide b a n d _2 00
M arket, drop handle 90 
M arket, sing le  handle 95
M arket, ex tra  ______ l  50
Splint, large _________ g 60
Splint, m edium  ______ 7 60
Splint, sm all _________ 6 50

Churns.
Barrel, 5 gal., each — 2 40
Barrel, 10 ga l., each_2 55
3 to 6 gai., per g a l ._ 16

Egg C ases.
No. 1, Star Carrier_5 00
No. 2, Star Carrier_10 00
No. 1, Star E gg T rays 6 25 
No. 2. S tar  Egg T rays 12 50 

Mop Sticks
Trojan s p r in g ________2 00
E clipse paten t spring 2 00 
No. 2, pat. brush hold 2 00
Ideal, No. 7 _________ 1 25
12 oz. Cot. Mop H eads 2 66 
16 oz. Ct. Mop H eads 3 00 

Pails
10 qt. G alvanized __  2 50
12 qt. G a lv a n iz e d __ 2 75
14 qt. G a lv a n iz e d __ 3 00
12 qt. F larin g Gal. Ir. 5 00
lo qt. Tin D a i r y ___4 60
12 qt. Tin D airy ____ 5 00

12 5 n . ( a  n s _______ 3 40
24 2 \L lb. c an s  _____  3 50
24 1 lb. c an s  _____  2 38

Crystal W h ite  Syrup
6, 10 11 . ca n s  ________3 70
12 5 lb a n s  _______ 3 90
24 % lb? c a n s  _____  4 05
21 1 % lb. c a n s  ______2 73
Peni ck Map le -L Ike  Syr up

6, 10 lb . ca n s  ________ 4 45
12 5 11 . ( a n s  _______  4 05
24 % lb. c an s  _____  4 SO
24 1 lb. c a n s  ........... 3 23

Ur kie Ned.
6. 10 11 <•a n s  ...... ... 3 55
12 5 lb . ( a n s  __ ___  3 75
21. 2 ll>. c a n s  .. 3 85
2 1. lb. c an s  ...........  2 59
6, 10 tb ca n s  ... ___  3 20

Corn
Blue Karo, N o. 1%,

2 doz. _____  . 2  13
B lue Karo. No. 5, 1 dz. 3 55
Blue K aro, N o. 10,

% doz. _____________ 3 25
Red Karo. No. 1%. 2

doz. ________________  2 78
Red Karo, No. 5, 1 dz. 3 95
Red Karo. No. 10, % 

doz. _________   3 75

Im t. M aple Flavor. 
Orange, No. 1%, 2 dz. 3 05 
Orange, No. 5, 1 doz. 4 35

T  raps
M ouse, wood, 4 h o l e s __ 60
M ouse, wood. 6 h o l e s __ 7u
M ouse, tin, 5 h o l e s ____ 66
Rat. wood ___________ 1 00
Rat. spring ---------------1 0C
M ouse, s p r in g _______  3f

Tubs
Large G alvanized 8 50
Medium G alvanized 7 50
Sm all G alvanized 6 5U

Washboards
B a n n er .. Globe ___ 5 75
B rass, single _____ 6 00
G lass, sing le  ...._ 6 2f
Double P eerless 8 50
Single Peerless ___ 7 50
Northern Q ueen 5 50
U niversal _________ .11 7 25

W indow Cleaners
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 utter  _______ 18 00
19 in. B utter  _______ 25 00

W R A P P IN G  P A P E R  
Fibre, M anila, w h ite . 05%
No. 1 Fibre _________  08
B utchers M anila ___ 06
K raft ________________ 08
K raft Stripe ________09%

Maple.
Green Label Karo,

23 oz., 2 doz. ______5 19
Green Label Karo,

5% lb., 1 doz. ____8 40
M aple and Cane

K anuck, per g a l . ___ 1 65
M ayflower, per gal. „  1 75

Y E A S T  C A K E
M agic, 3 doz. _________2 70
Sunlight, 3 doz. ______2 70
S u nlight, 1% d o z .___ 1 35
Y east Foam , 3 doz. __ 2 70 
Y east Foam , 1% doz. 1 35 

Y E A S T — C O M P R E S S E D  
Fleischm an, rver doz. _ 30
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30 A CHALLENGE
AM proud of the business 
of being a merchant. To 
my mind it is a challenge 

for all there is of ability, of mind 
and heart in a man. I have a son 
down at Lordsville who is just now 
preparing to enter college and I 
haven’t any higher ambition for that 
boy (and he is an only son) than that 
he come into the store and take up 
the responsibilities of being a mer­
chant. I am proud of the craft. I am 
proud of the industry in which I am 
engaged. I feel that everything I 
have—of imagination, of ability, of 
all the qualities of mind and heart— 
finds full opportunity for usefulness 
and expansion in the occupation 
which has enabled me to achieve a 
success and a competence.
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Proceedings of St. Joseph Bankruptcy 
Court.

St. Joseph. July  19—In the m atter  of 
N ich o las Jouras. bankrupt, o f K alam azoo, 
the tru stee  filed h is final report and a c ­
count. sh ow in g  tota l receip ts o f  $965.7S 
and disbu rsem ents o f $155.24. w ith  a  b a l­
ance on hand of $810.54, w ith  the request 
th at a final m eetin g  o f creditors be called  
for the purpose o f declaring a final d iv i­
dend and the paym ent o f adm inistration  
exp en ses. T he referee entered  an order 
calling the final m eeting  of creditors a t 
his office on A ugust 1, a t w hich tim e the  
m atter w ill be d isposed  o f and the e sta te  
closed.

July  21. In the m atter  o f Isaac Gold­
man, bankrupt of K alam azoo, the trustee  
filed a  report show ing sa le o f the a sse ts  
o f tile  bankrupt e sta te  for $2,385 or $3 
in ex cess  o f the appraised value, w ith  
the reou est th at the order for confirm a­
tion o f the sa le be m ade im m ediately. 
The m atter w as considered by the ref-  

t.e/ee  and an order made as requested .
( The trustee  filed h is first report, show ing  
4he sum  o f $2,385 on hand, w ith  request 
that a  first dividend of 20 per cent, be 
declared and ordered paid, w hich m atter  
w as adjourned to A ugust 8.

In the m atter  o f S y lvester  T*. Ball, 
bankrupt, of D ow agiac, the tru stee 's  re­
port o f sa le o f certain a s se ts  w as con­
firmed and the tru stee  directed  to d e­
liver the property to the purchaser upon 
paym ent o f th e sa le  price.

July 22. E lm er K. D avidson, a  laborer 
o f K alam azoo, form erly o f B attle  Creek, 
filed a  volun tary petition  and w as a d ­
judicated  a bankrupt, and the m atter  re­
ferred to R eferee Banyon. The sch ed ules  
of the bankrupt disclose no a sse ts  over  

nd above h is s ta tu tory  exem ption s and  
follow ing are listed  as creditors: 

;Wlamazoo Loan Co., K alam azoo_$ 75.00
300.00
78.00 

9.00
25.00
11.00

210.00
165.00
265.00

,lra  Chatterdon, B attle  Creek
■Sanders Bros., B attle  C r e e k __
■Armour Grain Co., B a ttle  Creek  
“A. K. Zinn & Co., B a ttle  Creek  
R athburn K raft, B attle  Creek  

i!T1,,rlc 0 tan ton Cnion City
S ta te  B ank, B urlington  _______
<4f a . A ldrich, T ekonsha  
Dr. A. E. M acGregor, B attle  Creek 150.00 
U pw ard C avanaugh, B attle  C reek . 300.00
^Énes Garage, G a le s b u r g __________ 39.00

*Slo L oveioy . K alam azoo ________ 39.00
îîit ’l Credit Co., K alam azoo ___  25.00

L R ihards & Co., K alam azoo _____  11.00

I  $1,702.00
¡I Ju y  23. In the m atter  o f Pau line H an -  
Jd e . doing bu sin ess a s the Green T ea  Pot, 
ggbankrupt, o f K alam azoo, the first m e e t ­

in g  o f creditors w as held a t the la tter  
Ijplace and the creditors present and rep­

resen ted  not desiring that a  tru stee  be 
appointed , as there are no a sse ts  over  
¡and above the bankrupt's s ta tu tory  e x ­
em ptions, an order w as entered  by the 
referee that no tru stee  be appointed; 

.«Iso th a t th e bankrupt be allow ed her 

.^exemptions a s claim ed. The bankrupt 
£w as sworn and exam ined by the referee  
|a n d  attorn eys present, w ithout a report­
e r .  a fter  w hich the m eeting w as adjourn- 
le d  w ith out day. U n less cau se to the con- 
! trary is show n, the e sta te  will be closed  
I at the end of th e th irty  day period.
|  Ju ly  24. In the m atter  of M ax B en isen  

J d o in g  b u sin ess a s  the G reat L akes Fur  
R C o ., bankrupt, of K alam azoo, the ad-  
jp o u rn ed  first m eeting  of creditors w as  
» h e ld .  The tru stee 's  first report and  
l  accou nts, show ing  a  cash  balance o f 
m  *1,000 and accou n ts receivab le  o f lit -  
B ltle  if  an y  va lue considered and ac-  
/ ¡ t,on on sam e deferred until a  later  
fed a te . The trustee  w as directed to buy 
gjcertam  exp en ses o f adm in istration  
« a m o u n tin g  to $365.85. The tru stee  w as  
«d irected  to file h is report o f exem pted  
gproperty . and for w hich the bankrupt 
»cla im s the sum  o f $178.85 cash in lieu of 
H?1S specific property exem ption s. P re ­
f e r r e d  labor cla im s to the am ount $240 
«w ere presented and no action  taken on 
£,'*• sem e »ending the f a t h e r  exam in a­
t io n  o f th e bankrupt. T he presen t In­
d ic a tio n s  are tn a t unless further prop- 

jp r ty  and a sse ts  are d iscovered, there  
A' ill be little  if  any d ividends to creditors  
*n d  in an y  even t not to exceed  1 or 2 

l r er cen t., a s  the am ount o f cla im s exceed  
§ 20,000.
0 July 25. In the m atter  o f N ath an  Coo- 

pperm an, bankrupt, of D ow agiac, the tru s­
t e e  filed h is  third report and account. 
Jphowing cash on hand of $6,203.44, w ith  
l ïe c iu e st that a m eetin g  o f creditors be 
¡Stalled for the purpose of declaring and 
o r d e r in g  paid a  first dividend, and the 
p a y m e n t  of adm in istration  expenses.
1  In the m atter  o f Isaac Goldman, bank- 
JSupt, o f K alam azoo, the tru stee  w as d i­
r e c t e d  to file h is report o f exem pted
property , a lso a  lis t o f c la im s w hich have  
§>een proved to date for the purpose of 
»lie first dividend of 20 per cent.

» J u l y  26. In the m atter  of Mrs. G uty  
IP; H azen, doing bu sin ess a s the Molley 
:JF*itcher Tea Room , bankrupt, o f K ala- 
Igpizoo, the adjourned first m eetin g  of 
Jfreditors w as held at the referee's of- 
Sce and th e tru stee ’s first report and  
» c o u n t  w ere considered and allow ed, and 
the m eetin g  adjourned for three w eeks. 

K i n  the m atter  o f Charles F. Crandall! 
{fSgnkrupt. o f K alam azoo, form erly doing  
Jbhsiness a s the L aw ton Service  Garage,

no cause to the contrary being shown, 
an order w as m ade closing the e sta te  and  
recom m ending the bankrifpt's discharge. 
The record book and files were returned  
to th e clerk 's office.

In the m atter o f Sy lvester  P. Ball, 
bankrupt, of D ow agiac, the adjourned  
first m eeting  of creditors and the ex a m ­
ination of the bankrupt w ere held a t the 
referee's office, and after  the allow ance  
of cla im s, the m eetin g  adjourned to  
A u gu st 21. a t D ow agiac.

Proceedings of the Grand Rapids 
Bankruptcy Court.

Grand Rapids, July  24—On th is day w as  
held the first m eetin g  o f creditors in 
the m atter  o f V ernon J. Buxton , B an k ­
rupt No. 2521. The bankrupt w as p res­
ent in person and by a ttorn eys, W att & 
Colwell. No creditors w ere present or 
rep resen ted .. N o cla im s w ere proved and 
allowed. The bankrupt w as sworn and  
exam ined w ithout a  reporter. H enry B. 
D arnell, o f Ionia, w as appointed trustee, 
and the am ount o f his bond fixed by 
the referee a t $500. A ppraisers were  
appointed. T he first m eetin g  w as then  
adjourned w ith out date.

On th is day also  w as held the first 
m eeting  o f creditors in the m atter of 
Fred J. Roell, Bankrupt No. 2529. The 
bankrupt w as present in person and by 
attorn eys. N o creditors w ere present or 
represented. No cla im s were proved, and  
allow ed. No tru stee  w as appointed. The  
bankrupt w as sw orn and exam ined  w ith ­
out a reporter. The first m eeting w as  
then adjourned w ith out date and the  
case closed and returned to the d istr ict 
court a s a no a sse t case.

In the m atter  o f W. W . B utterfield , 
doing bu sin ess as Suburban Oil Company, 
Bankrupt No. 2513, the tru stee  in th is  
district has been ordered to pay the e x ­
penses of adm in istration  here and refund  
the balance o f the m oney in h is  hands  
to the tru stee  of prim ary case in the  
d istr ic t o f C alifornia. T he case w as an  
ancillary  m atter  to the m ain case for 
the purpose o f the liquidation o f certa in  
secu rities  in ti e c ity  of M uskegon. There  
being no creditors in th is d istr ict the  
case  will be closed and returned to the  
district court.

In the m atter  of W illiam  F. Rea, B an k ­
rupt No. 2530, the funds for the first 
m eeting  h ave  been received  and such  
m etin g will be held a t the referee’s  o f­
fice on A ugust 7.

In the n a t te r  o f Raym ond M. R ip- 
perger, Bankrupt No. 2531, the funds for 
the first m eetin g  h ave been received , and  
such m eeting  will be held at the referee’s  
office on A u gu st 7.

In the m atter  of Orville E. H oag. 
B ankrupt No. 2532, funds h avin g  been  
received, the first m eetin g  w ill be held  
at the referee’s office on A ugust 7.

Ju ly  28. On th is day w as held the final 
m eeting o f creditors in the m atter  of 
Grand Rapids Silver B lack F ox Co., 
Bankrupt No. 2519. The tru stee  w as not 
present. C laim s w ere proved and a llow ­
ed. The officers o f the bankrupt were 
present. Creditors were present. An 
order w as m ade for the paym ent o f a d ­
m in istration  exp en ses and for the d ec la ­
ration and paym ent o f a first and final 
dividend of 100 per cent, and in terest  
a t 7 per cent, on cla im s proved and a l­
lowed. T here w as no objection  to the 
discharge of the bankrupt. The tru s­
tee's  report and account w as approved. 
T he m eeting then  adjourned w ith out 
date. The case w ill be closed and re­
turned to the d istr ict court.

July  23. On th is  day w as held the 
final m eetin g  of creditors in the m atter  
of Edward F. Sparke, Bankrupt No. 2523. 
The bankrupt w as present in person and  
by attorney. Creditors w ere present. 
One claim  w as proved and allow ed. The 
bankrupt w as sw orn and exam ined w ith ­
out a reporter. The case being one w ith -  
out a sse ts  w as closed and returned to  
the d istr ict court.

Frequently a Case of Sour Grapes.
Fredonia, N. Y., July 28—Simply 

because our Eastern grapes do not 
conform to the standards attained by 
the varieties grown in California, which 
by the way, are derived from a far 
different species and require more heat 
to ripen than suffices for native Ameri­
can sorts, is no indication that Eastern 
grapes do not attain proper ripeness. 
A variety may attain a very high per­
centage of sugar, yet if the acid also 
be high it is not palatable to the aver­
age taste. On the other hand, a 
variety may be very low in sugar and 
likewise low in acid and still be very 
tasty. Mr. Rice should know that all 
varieties grown in California do not 
attain 25 per cent, of sugar even under 
the most favorable climatic conditions. 
Some do under favorable weather. 
Even though some reach the 25 mark 
they are utterly unfit for dessert pur­
poses by reason of high acidity, hence 
they are used for other purposes.

It may be of interest to learn that in 
only two years out of ten has the 
sugar content of Concord fallen to 15 
per cent, while in some seasons of 
the same period it has reached 19 per 
cent, and in several others it has been 
18 per cent. Clinton has reached 26 
per cent., but this does not qualify it 
for dessert purposes because the acid 
content is high. Brighton, Catawba, 
Iona, Delaware and Salem have tested 
in the same period more than 20 per 
cent, and these are good dessert 
varieties. Many other good dessert 
varieties have shown from 18 to 19 
per cent, of sugar.

Since we take sugar readings of 
some 200 varieties of American grapes 
each season, I am quite positive that 
“some dwellers East of the Rocky 
Mountains have tasted a really ripe 
grape.” The samples included were 
taken from Ohio East through New 
York, hence they represent a sufficient 
tonnage that would insure New York 
City a fair supply of ripe grapes.

Of course there is an occasional sea­
son here in the East, as in California, 
that is unfavorable for the complete 
maturity of the grape; then it is a case 
of sour grapes all around, as California 
has no monopoly on the weather.

Some of the Old W orld varieties 
that are grown in California are ripen­
ed perfectly in an occasional season in 
New York. F. E. Gladwin.

Do you know how to turn down a 
man and still retain him as a friend? 
Do you know when to say “No?” It 
is said that you can call a man a liar 
and say it in such a way that you are 
paying him a compliment and still be 
sincere. I t’s all in the way it is said 
—use a little tact, salesmanship, di­
plomacy.

I would like to have many merchants 
after reading this article look over their 
book accounts and pick out half a 
dozen accounts that are past due, get 
in touch with these customers and sit 
down and talk the m atter over with 
them in the manner I have suggested. 
I am sure it will be the means of hav­
ing less loss registered on t'heir income 
tax statements next year.

T. K. Kelly.

True Friends Are Few.
W ritten  for the T radesm an.
Can it  be—

T hat friends w ill go  like m ist 
Like th ey  w ere never friends  

Who once had m ade a  tryst 
B ut now m ake no am ends  

For sacrifice in th eir behalf?
T hey  m ostly  prize a golden calf.

Can it be?

Can it be—
T hat som e w ill w atch  a heart 

B en eath  a  load alone  
And n ever bear a  part 

Of sorrow, nor condone 
It suffering there  

B ut go th eir w ay  
N or even  sta y  

For th eir ow n share;
Can it  be?

Can it be—
Som e friends are not ju st true 

Real friends and only lend  
An ear so  far a s you  

Still som eth in g  have to spend  
W hen th is  is done

T hey  leave  you w here  
Are cupboards bare 

Of one dry bone;
Can it be?

C harles A. H eath .

Home Treatment.
Mrs. Jiggins, who was reading a 

newspaper, observed to her husband 
that the paper contained an article en­
titled “Women W ork for the Feeble 
Minded.”

Now Mr. Jiggins was in a reaction­
ary mood. So he grunted and said: 
“I should like to know what women 
have ever done for the feeble-minded.” 

“They usually m arry them, my dear,” 
replied Mrs. Jiggins sweetly.

Business Wants Department
Advertisem ents inserted under this head 

fo r five cents a word the firs t insertion  
and four cents a word for each subse­
quent continuous insertion. I f  set in 
capital letters, double price. No charge  
less than 50 cents. Small display adver­
tisem ents in this departm ent, $3 per 
inch. Paym ent w ith  order is required, as 
amounts are too small to open accounts.

E ighty  acre farm , in M ontcalm  county , 
or modern hom e in L ansing. W ill trade  
one or both for stock  of m eats or gro ­
ceries. 521 Lathrop St., Lansing. 668

D ickry D ick at M uskegon w ishes to 
sell h is  D ick’s Soft Drink Co., exclu sive  
agen cy  for B udw eiser. Strohs, Cliquot 
Club ginger ale, w histle , gas drum s, 
soda tan ks, m alt syrup, etc. Or h is  store  
and office fixtures store. V ery good  
proposition to offer to a live wire. 669

For Sale— Good going bu sin ess. Fine  
location on D ivision  A ve.. Grand Rapids. 
About $2,000 stock, $500 fixtures. Shown  
by appointm ent Sundays. D. II. H unter, 
Box 71. Rockford, Mich. 670

FOR SA LE—On accou nt o f failing  
health r offer the T uttle  H ouse hotel in 
Alba for sa le. T h is property is well 
w orth the price asked. Term s to re ­
sponsib le parties. Mrs. C. B. T uttle  
Alba, Mich. 671

FOR SA LE—A clean stock  o f ladies', 
children’s and m en’s  furn ish ings, dry 
goods and toys. For cash  only. N o trad­
ers need apply. A ddress J. D. W olpert, 
3306 N orth Ave.. M ilw aukee, W isconsin .

672
FOR SA LE—Grocery stock  and fixtures  

on best corner in tow n of betw een 700 
and 800. D oing a good business. R eason  
for selling , oth er business in terests. Lock  
Box 70, Litchfield, Mich. 673

W anted— Stock of general m erchandise, 
c lo th ing  or shoes. R. J. Sw eeney, L an­
caster , W isconsin . 674

For Sale-—F irst c la ss  cafe  and .restaur­
an t in. W estern M ichigan tow n 15,000 
population. D oing fine business. Good 
reason for selling . A ddress No. 675. c /o  
M ichigan Tradesm an. 675

D ickry D ick sells  bottle  caps 18c per 
gross, B udw eiser, Stroh’s, B latz, Puritan  
M alt Syrup, and kegs and supplies. 
M uskegon, Mich.___________  gyg

FOR SA LE—CIRCULAR SAW  MILL  
C apacity 25 M. ft. lum ber. 40 m . sh ingles! 
s 'x thousand acres  tim ber lands. K ELLY  
LUM BER CO., Sau lt Ste. M arie, Mich.

677
Stationary  engineer and m achinery in ­

sta lla tions. H ave m achinery for cu ttin g  
k eysea ts in line sh a ftin g  w ith out rem ov­
ing from shaft hangers. M achinery re­
pairs and job work specia lty . Wm. Geale 
^ orth Park, Grand Rapids, Mich. 678

counters, str ictly  u p -to -d a te; a lso  twelvi 
and on e-h a lf ton ice m achine A ddies  
S e?’ H ouse, 905 D onovan’ Building  
D etroit, Mich. 663

FOR SA L E —A  
ket in town near  
good business  
$4,400; P rice $3! 
A ddress No. 665 
man.

grocery and m eat m ar- 
good lake resort. Doing  

year round. Inventory  
,500, if taken at once. 
, c /o  M ichigan T rad es-  

665

F or Sale—General stock , including fix ­
tu res, about $2,500, in W estern  M ichigan  
tow n 10,000 population. On m ain th or­
oughfare. M ust be sold in ten days. 
To go at great sacrifice. R eason for 
selling , other in terests  take tim e. Op­
portunity you cannot afford to overlook. 
A ddress No. 666, c /o  M ichigan T rad es­
man^__________  666

P ay  spot cash for c loth ing and fu rn ish ­
ing goods stocks. L. Silberm an, 1250 
Burlingam e A ve., D etroit, Mich. 566

CASH For Your Merchandise!
W ill buy your en tire  stock  or part o f 
stock  of shoes, dry goods, cloth ing, fu r­
n ish in gs, bazaar n ovelties, furn iture, ect. 

LOUIS L EV IN SO H N , S agin aw , Mich.

For Sale—B ow ser pum p and 350 gallon  
tank. A - l  condition. W ill sell cheap. 
A pply Boulton & Bell, F ostoria , Mich.

652

G eneral Stock  and B uild ings—B est
farm ing country. Cash b u sin ess. N o  
com petition . On railroad. Could increase  
bu sin ess by truck in g to c ity . A bargain  
if  taken a t once. John K ranenberg, E lm -  
dale, M ich. 642

FOR SALE—A grocery and m arket 
b u sin ess in the village o f  Clinton, Mich., 
a  tow n of about 1,100 population. B u ild ­
ings, m erchandise and fixtures about $3,- 
500, cash , if  taken a t once. J. E. Earl. 
Clinton, Mich. 643
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W HEAT SOM EW HAT HIGHER.

Present Prices Will Ultimately Be 
Advanced.

No material changes have developed 
in wheat conditions or in the price 
thereof during the past week. The 
markets, generally speaking, have held 
firmly; in fact, are somewhat higher 
than a week or ten days ago.

Flour trade throughout the country 
has apparently taken the position that 
wheat has scored too rapid an ad­
vance. and because of that fact, it is 
hound to react somewhat. Flour buy­
ers are also hanking on a somewhat 
lower range of prices, which they be­
lieve will he created when there is a 
general movement of new wheat from 
all sections sometime within the next 
thirty or forty days. In fact, the larg­
er buyers have not taken hold very 
freely, being prone to purchase to 
cover not over a month's requirements, 
rather than for sixty or ninety days 
or even six months. Mills, also, have 
been unwilling to sell, as a general 
proposition, too far in advance, as 
there has been more or less difficulty 
experienced in protecting future sales 
with the purchase of grain to cover 
such sales where possible to make 
them, so at the present time both 
millers and flour buyers are playing a 
waiting game.

An increase in the yield of wheat 
throughout North America over that 
estimated by Government and private 

'reports; improvement in the condition 
of corn, with prospects for a larger 
out-turn; conservative buying on the 
part of the flour purchaser, with a 
moderate demand from abroad for our 
wheat, coupled with free marketing by 
farmers, would undoubtedly result in 
somewhat lower prices. On the other 
hand, if Government and private re­
ports are found to he about right, or 
if there is any further deterioration 
in crop prospects, both of wheat and 
corn: if the farmer is not a free seller, 
but. on the other hand, holds for high­
er prices; if the flour buyer purchases 
in good volume, and the present ex­
port demand continues, not only will 
present prices be maintained, but they 
will actually be advanced. In  fact, 
the present situation provides a prob­
lem for the inquisitive or speculative 
minded to work upon.

The present statistical position of 
wheat is about as follows;

The Canadian crop of wheat last 
year amounted to approximately 475.- 
000,000 bushels: this year it is esti­
mated at 250,000,000 bushels.

The United States crop last year to-
taled in round numbers 800.000.,000
bushelIs; this year it is estimated1 at
740.000,000 bushels.

In other words, the total N<rtrth
American crop of wheat 1ast year was
approximately 1.275,000.000 bushels. 
Government and private reports place 
this year’s crop at 990.000,000 bushels, 
showing a net loss in round figures 
for thi year compared to last of 285,- 
000,000 bushels, which is a very ma­
terial shrinkage.

The wheat crop in Germany. Italy, 
Great Britain, France. Russia. Ru­
mania, in fact, the entire Northern

Hemisphere outside of N orth America, 
will average about 10 per cent, short 
of last year. The w orlds crop is now 
estimated at 350,000,000 bushels under 
that of a year ago.

The consumption of wheat and 
wheat products is increasing rather 
than decreasing. Europe, as a whole, 
is in a considerably better financial 
condition than a year ago and is buy­
ing more wheat. The Japanese gov­
ernment is supplying wheat flour as 
an army ration this year for the first 
time and even China is importing fair­
ly good sized quantities of wheat and 
wheat flour. There is a lively export 
demand for North American wheat; 
in fact, the export bids are on a profit­
able basis for shipment even from in­
terior points, and as long as this con­
dition continues, of course, lower do­
mestic prices for wheat are out of the 
question, for wheat is a world-wide 
commodity, and as long as Europe. 
China or Japan are willing to pay a 
good stiff price for American grain, 
wheat will be sold for shipment to 
those countries, rather than for do­
mestic consumption at a lower price.

In conversation and correspondence 
with various flour buyers throughout 
the country, we have found, as stated 
before, they are not in sym pathy with 
present prices, believing in a some­
what lower pries level, and state they 
are going to clean up present stocks 
before taking on additional supplies; 
yet. in the face of this attitude on the 
part of the flour buyer, wheat has con­
tinued to advance.

W ere the domestic flour trade mak­
ing heavy purchases for prompt and 
distant delivery, we would be much 
more inclined to believe in a material 
reaction in the price of wheat than 
under present conditions, for as the 
situation now stands, the domestic 
flour trade is not covering its require­
ments, but must cover at least in a 
hand to mouth fashion from time to 
time. The very fact there is not much 
flour being sold for future delivery is 
in favor of a strong wheat market and 
well maintained prices later, for, in 
the last analysis, demand or lack of it 
makes or breaks the price of any com­
modity. The lack of demand at this 
time is bound to result in an increased 
demand a little later on to provide 
for domestic requirements.

It is not pur desire or purpose to 
prophecy price trends, but we feel very 
certain the strength of wheat from the 
price standpoint has been greatly un­
derestimated by the average flour buv- 
e*\ and unless the yield of the North 
American crop is considerably larger 
than present estimates, present prices 
will not only be maintained but ulti­
mately advanced, in our opinion, and 
the trade will profit materially by buy­
ing on the weak spots, but right at 
that point is the uncertainty. Any 
material increase in th e  yield over es­
timates will have a decided tendency 
to weaken the market.

Lloyd E. Smith.

If you cannot be on time at the 
store, if you cannot put in the full 
time for which you are paid, you are 
due for a drop in pay or the loss of a 
job.

Too Late to Classify.
Detroit—TJie Star Service Hanger 

Co., 3956 Grand River avenue, has in­
creased its capital stock from $50,000 
to $200,000.

Owosso—The Albert Todd Co., Inc., 
wholesale and retail dealer in hay, feed, 
etc., has increased its capital stock 
from $35,000 to $50,000.

Detroit—The Detroit Auto Specialty 
Corporation, 6209 Greenwood avenue, 
has decreased its capital stock from 
$250,000 and 500 shares no par value, 
to 20 shares no par value.

Pullman—Hunziker, Taylor & Sey- 
mon, dealer in general merchandise, 
has increased its capital stock from 
$12,000 to $30,000.

Battle Creek—Butcher, Roberts & 
Millard, dealer in men’s furnishings, 
has changed its name to the Rutcher- 
Roberts Co.

Detroit—The Central Cigar Store, 
1151 Griswold street, will close tem­
porarily August 1. After the building, 
which is to be occupied by the Amer­
ican State Bank, is remodeled, the 
cigar store will re-open in the lobby.

D etroit—The Liberty Grocery and 
Meat Market, 3104 Ham ilton avenue, 
opened for business July 21. Joseph 
Stayko and Tony Stamatis, who run 
the restaurant next door to it, are the 
proprietors.

Highland Park—An involuntary pe­
tition in bankruptcy has been filed 
against Jam es J. W atson, clothing 
dealer at 74 Manchester avenue. The 
bills represented by three creditors 
total $607.71.

Detroit—John McKenna has pur­
chased the stock and fixtures of the 
grocery and meat market at 4101 Sixth 
street from Charles J. Custy. W. L. 
Kenny formerly conducted a confec­
tionery at this address.

Detroit—The Dix Market Bazaar, 
4624 Dix avenue, has been incorpor­
ated to conduct a wholesale and re­
tail business, with an authorized cap­
ital stock of $10,000, of which amount 
$3,250 has been subscribed and paid 
in in cash.

Lansing—The Capital City Fruit 
Corporation, 621 East Michigan 
avenue, has been incorporated to con­
duct a wholesale and retail business 
with an authorized capital stock of 
$25,000, $1,200 of which has been sub­
scribed and paid in in cash.

Lansing—The Piatt Co., manufac­
turer of gas and oil water heaters, has 
merged >jts business into a stock com­
pany under the style of the P iatt W a­
ter H eater Co., 502 North Grand 
street, with an authorized capital stock 
of $150,000, of which amount $60.000 
has been subscribed and paid in. $1,600 
in cash and $58,400 in property.

Lansing—Under a joint account a r­
rangement the Christian Breisch Co., 
of this city, will assume the manage­
ment of the Square Deal Co-Operative 
Co. elevator at Charlotte. The name 
will be changed to the Farm ers Ele­
vator Co.

Grand Rapids—The Allen & Folger 
C o, 38-42 Ottawa avenue, has been 
incorporated to deal in autos, auto 
accessories, and conduct a wood-work­
ing business wuth an authorized cap­
ital stock of $10,000, $5,400 of which 
has been subscribed and paid in in 
cash.

\(\ \K

Grand Rapids—The Burton Bronze 
Co., 1452 Buchanan street, S. W., has 
been incorporated to conduct a gen­
eral manufacturing business in non 
ferrous metals, castings, etc., writh ait 
authorized capital stock of $25.000. of 
which amount $10,000 has been sun- 
scribed, $4,000 paid in in cash and

Detroit—The Detroit Dishwasher 
Co., 1562 12th street, has been incor­
porated to manufacture and deal in 
dishwashing machines and other a r­
ticles, w-ith an authorized capital stock 
of $30,000, of which amount $18,000 
has been subscribed and $12,000 paid 
in in cash.

Mt. Pleasant—The Mt. Pleasan1 Ice 1 
Cream & Confectionery Co., 114 East 
Michigan street, has been incorporated 
to manufacture and conduct a whole­
sale and retail business with an author­
ized capital stock of $10,000, of which 
amount $7,500 has beeu subscribed 
and paid in, $3,300 in cash and $4,200 
in property.

Detroit—The Ideal Demotii
Wheel Corporation, 1442 
building, has merged its business^?" 
a stock company under the style’ 
Better Products, Inc., with an author­
ized capital stock of $75.000, of which 
amount $52,050 has been subscribed,
$1,640 paid in in cash and $50,000 m
property.

Boyne City—T he A. Heller Sawdust 
Co. has been incorporated to manufac­
ture and deal in wood products, 
an authorized capital stock of $10,000. 
all of which has been subscribed and 
$1,000 paid in in cash.

Detroit—The Kaufman Upholstering 
Co., 5727 H astings street, has merged 
its business into a stock company un­
der the same style with an authorized 
capital stock of $25,000. $7,500 of
which has been subscribed and paid 
in in cash.

East Tawas—Joseph Sempliner & 
Co., dealer in general merchandise, 
has merged its business into a stock 
company under the style of the Sem­
pliner Mercantile Co., with an author­
ized capital stock of $6.000. all of 
which has been subscribed and paid 
in in cash.

Detroit — The Anderson-Kenneth 
Co., 133 A tw ater-street, East, jobber 
of iron pipe fittings, steam supplies, 
etc., has merged its business into a 
stock company under the style of the 
Kenneth Anderson Co. with an author­
ized capital stock of $100.000. of which 
amount $10.000 has been subscribed 
and $1,000 paid in in cash.

River Rouge—Samuel Rivkin has 
merged his dry goods, clothing, men's 
furnishings and shoe business into a 
stock company under the style of the 
River Rouge Departm ent Store. 10521 
W est Jefferson avenue, with an au thor­
ized capital stock of $22,000, all of 
which has been subscribed and paid 
in. $10,000 in cash and $12.000 in p rop­
erty.

Detroit—The Michigan Thread Cor­
poration, 439 Congress street, W est, 
has been incorporated with an author­
ized capital stock of $1,000 and 1,000 
shares at $1 per share, of which 
amount $500 and 1.000 shares has been 
subscribed and $500 paid in in p- „ 
erty.


