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lPhat is Life to IJou?

■O the soldier life’s a battle
To the teacher life’s a school 

Life’s a “good th in g ” for the  grafter;
It’s a failure to the fool.

To the man upon the engine 
Life’s a long and heavy grade;

It’s a gamble to the gambler:
To the merchant it’s a trade.

Life’s a picture to the artist,
To the rascal life’s a fraud;

Life perhaps is but a burden 
To the man beneath the hod.

Life is lovely to the lover,
To the player life’s a play;

Life may be a load of trouble 
To the m an upon the dray.

Life is but a long vacation
To the man who loves his work, 

Life’s an everlasting effort
To the ones who like to shirk,

To the earnest Christian worker 
Life’s a story ever new,

Life is what we try to make it, 
Brother, W H A T  IS LIFE T O  YOU?



Prepare for the Winter Demand
The coming of winter always brings a 
large increase in the demand for laxa
tives. People take less exercise in win
ter, and eat fewer fresh vegetables and 
more h e a v y  
foods. The in
evitable result 
is constipation, 
with its attend
ant ailments-.

Th is  w in te r  
there will be a 
greater demand 
than ever be
fore for laxa
t iv e  m inera l  
oils. For peo
ple are learn
ing, through  
experience and 
through the ad
vise of physi
cians, that min
eral oils pro
duce far better
results than cathartics and purgatives. 
Mineral oil does its work in a purely me
chanical way. It does not spur the intes
tines to a sudden and abnormal activity,

but merely lubricates them and helps 
them to function naturally.
Stcnolax (Heavy) is among the best 
1 nc-wn of the laxative mineral oils. It is

p referred  by 
thousands o f 
users through
out the middle 
west because of 
its  unusually 
h eavy  b ody ,  
w hich  does  
away with leak
age and other 
disadvantages 
which charac
ter ize  o i ls  of 
lower viscosity.
Widespread ad
vertising,  to
gether with the 
tributes of thou
sands of satis
fied users, are 
rapidly increas
ing the already 

large demand for Stanolax (Heavy).
If you have not yet arranged for a supply 
of Stanolax (Heavy) to meet the winter 
demend,ii. would be well to do so at once.

o B & n ,

The Standard Oil Company
[Indiana]
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Group Meetings and Other Dry Goods 
Gossip.

Lansing, Nov. 10—The group meet
ings at Owosso and Clare have not 
been reported to our members, as we 
were out of the office nearly all of the 
week these meetings were held and 
left headquarters early Monday morn
ing for Pontiac.

Fifty-nine persons sat down to the 
dinner at Owosso. Three ex-presi
dents with President Bullen, both 
Vice-Presidents, Mr. Mills and Mr. 
Wesener, with director Jackson and 
ex-director Bush were present. The 
meeting was a hummer from start to 
finish. C. Z. Robinson did his work 
well. The ladies of the Episcopal 
Guild are deserving of much praise for 
the splendid dinner served by them.

W. H. Bicknell, of Clare, was the 
local committee there and did his work 
equaly as well. The splendid hotel 
would be a credit to a city of five times 
the size of Clare. The builder of this 
hotel, A. J. Doherty, was present at 
the meeting and Mr. Bullen compli
mented him in a few well chosen 
words for the wonderful contribution 
he has made to his city. At Clare 
thirty-three persons were present. The 
meeting was as interesting as the 0“~ 
held at Owosso the evening before. 
The weather was cold and stormy at 
both places. The attendance perhans 
was not as large as it otherwise would 
have been, although those who attend
ed were very generous in their com
plimentary words regarding the suc
cess of both meetings.

At Pontiac Nov. 3, the story is dif
ferent. Mr. Duker, with the help of 
the president of the local Merchants 
Bureau and the manager of the local 
Credit Bureau, had everything in ¡rood 
shane. Mr. Bullen was ill at his home 
in Albion and sent his regrets earlv 
Tuesday morning. Mr. Toeller, whom 
we had in reserve for this work, was 
detained in Battle Creek on account 
of some business arrangements. Tele- 
ohone message from Mr. Mills and a 
telegram from Mr. Toeller came almost 
a tthe same moment both stating their 
inability to be there. Miss Case in 
Lansing was notified not to make the 
trio and the meeting was called off.

We sent telephone messages to the 
various towns in that area and are 
not aware that any were disappointed 
bv going to Pontiac to attend the meet
ing. We propose to have another

meeting there a little later and the 
plans will be made in such a way that 
no ordinary happenings will prevent 
us having a good meeting. We re
us having a good meeting. We resolv
ed rather than to have a meeting with 
a program so 'badly crippled, we would 
have no meeting at all. Announce
ments will be made regarding this 
matter at a later date.

At Owosso we learned of the death 
of James Osborn, the only surviving 
member of the Osborn family, which 
has for years conducted the Osborn 
dry goods and department store. Mr. 
Osborn’s death occurred a few weeks 
ago. The store has been bought by 
Mr Uhlman, of Bowling Green, Ohio, 
and will be re-opened under the name 
of “Uhlman’s” in the near future. We 
were told that a manager, a Mr. Baker, 
from Fremont, Ohio, will be in charge. 
Mr. Uhlman has had other business 
interests in Michigan. The firm of 
Uhlman & Heidelburg, at Oxford, and 
later of Big Rapids and Edmore, bears 
his name. We hope to have this store 
in our membership in the near future.

We are pleased to state that an
other new store has recently been es
tablished in Owosso. Lawrem Cope
land is the proprietor. A very neat and 
well appointed ladies ready-to-wear. 
Mr. Copeland attended our Owosso 
group meeting and his store was add
ed to our membership list. If you go 
to Owosso, drop in and extend the 
glad hand to Mr. Copeland.

We had the pleasure of meeting our 
old friend, W. E. Hall, who was for
merly one of our members and who 
now is conducting a small men’s fur
nishing store iust West of the loca
tion of the D. M. Christian Company’s 
store. Mr. Hall seems to be doing a 
good business in his new location. We 
wish him success.

The President, Manager and Edu
cational Director took luncheon at the 
Hotel Steel in St. Johns. It was a 
reminder to me of former generations 
of travelers and business men. The 
luncheon was fine and the hotel ser
vice was courteous.

While in St. Tohns we observed the 
closing out sale sign of George H. 
Chapman, visited the place and was 
told that Mr. Chapman will give his 
entire time and attention to the build
ing of portable houses. Possibly here 
is a good location for somebody to 
start in the dry goods business. If 
interested, write to Mr. Chapman. A 
call was made in the stores of F. E. 
Minne and John C. Hicks, but both 
were absent at the time of our call.

At Ithaca we found that Mr. and 
Mrs. MacCormack had iust returned 
from the big Farwell sale in Chicago. 
They were full of glowing accounts 
regarding the progress of the big sale. 
Mr. Havs, proprietor of the Hays 
Mercantile Co., across the street, had 
gone hunting. We don’t blame him a 
bit. He is a hard worker and is suc
ceeding as successor of the H. E. 
Lewis store, which he purchased some 
months ago. Sorry he was not pres
ent at the yroup meeting at Owosso 
and Clare, but the recreation in the 
open air probably will do him just as 
much good.

We paused reverently before the 
beautiful memorial built by the citizens 
of Ithaca to the memory of our old 
friend. Henrv R. Pattengill. We read 
the inscription and recalled manv 
years of pleasant associations with

him. His strong manly face, repro
duced in bronze, looks out on the 
passers-by of men and women who 
knew and loved him when he lived and 
taught in Ithaca. He was one of 
Michigan’s greatest men.

D. W. Robinson, of Alma, was once 
employed in Bullen’s big store in Al
bion. The greeting between these two 
men there was enthusiastic and sincere. 
The visit in both of Robinson’s big 
stores was interesting and encouraging. 
We were both happy to observe ‘hat, 
in spite of reverses in Alma factories, 
Mr. Robinson is on his feet and con
ducting a successful business. He is 
too good a man to fall by the way- 
side. Robinson is in business to stay 
and it is pretty certain that the Robin
son store in Alma will continue to be 
widely known throughout Central 
Michigan.

A telephone call to our friend, Mr. 
Hilsinger, at Elwell, revealed that his 
health was none too good. He stated 
regretfully that he could not attend the 
meeting. We were very sorry, be
cause Mr. Hilsinger is an enterprising 
and successful country merchant.

Mount Pleasant is one of the per
manently substantial towns of Michi
gan. Many days have I spent there 
at the time of the creation of Jhe State 
Normal School and recall with pleas
ure the brotherly attitude and co
operation of the business men at that 
time.

Mr. Marsh, of the firm. Marsh & 
Graham, passed away Some time ago. 
The firm now goes under the name of 
A. W. Graham. Previous arrangemnet 
prevented Mr. Graham going with us 
to Clare. The beautiful store of out 
friend and ex-director, C. E. Hagan, 
was visited. Mr. Hagan and his 
nephew are on the iob. Heard good 
reports from Mr. Hagan’s fine babv 
boy and Mr. Hagan, Jr., with his 
friend and neighbor competitor, Mr. 
Barnhard, made up a little party to 
attend the group meeting.

The hotel at Clare, mentioned above, 
is a delightful place, situated on M_14 
sure to be the haven of many a tourist. 
Both the Davy and Bickness stores 
there are well conducted and success
ful. It will pay anv of you while 
traveling through on M 14 to plan to 
visit both of these places.

We are glad to have Harry Gold
berg and M. E. Irish drive over from 
Gladwin. Mr. Irish formerly conduct
ed a store at Hemlock. Mr. Goldberg 
has succeeded in his father’s long- 
established business in Gladwin. We 
sincerely hope to enroll both of these 
stores again as members of the As
sociation.

The return trio to Lansing from 
Clare in Bullen’s big Lincoln car was 
made at a rate which nearly exceeded 
the speed limit. We do not declare in 
this letter that we exceeded the 
speed limit but would dislike to 
swear that we did not. Miss Case 
likes fast driving, but prefers to be at 
wheel herself, which pleasure was not 
accorded her on this trio. Don’t 
know what happened to Mr. Bullen, 
but the next we heard from him he 
was ill and confined to his home bv 
the phvsician’s order. Later reports 
stated that he is back on the job again. 
We extend congratulations.

At Howell we drooped in the Good- 
now store just at the moment when 
Mrs. Goodnow had our statement be
fore her and was writing a check to pay

her annual dues. Paying her dues 
promptly is a habit with her. It 
would not be a bad habit for some of 
our other members to acquire. In 
Peirce’s store we got good reports of 
a flourishing business. Had some 
complimentary words from Mr. 
Peirce regarding an effort we have 
been making to collect from one of his 
delinquent debtors. Both Goodnow 
and Peirce would have been at the 
Pontiac meeting if it had not been 
called off.

We enjoyed our visit at Adams 
store as we always do. Mr. Adams 
attended the foot ball game in Ann 
Arbor last Saturday in preference to 
making plans to go to Pontaic. We 
are not blaming him for that.

I called at the store of Fred L. 
Cook & Co., at Farmington. It re
called the time way back in 1898 when 
your manager went to Farm "'ton to 
interview Fred M. Warner, who later 
served two terms as Secretary of 
State and three terms as Governor. 
Mr Warner occupied the store at that 
time. It is now much larger in everv 
way. We were surprised and pleased 
to meet Mrs. Warner and her daugh
ter, Helen, who were in the store at 
that time as shoppers. A brief re
view of the good old days when we 
served in the State Capitol during the 
Warner administration was indulged 
in. It has been a great pleasure to 
know of the sterling qualities of Mr. 
Warner’s two sons, who are prom
inent business men in Farmington and 
Detroit. Business down that way is 
fine. Everybody tells the same story.

At Pontiac the proprietor of one of 
the largest stores stated that his busi
ness in October was the best month 
he has ever had without exception. 
This report was corroborated in a 
little different way by the head man of 
the other large store. All of the other 
stores who belong to our Association 
make equally favorable reports. The 
old firm of Lehman-Lister have made 
some business changes and the firm 
will now be known as the Hess Dry 
Goods Co. in a different location farth
er down in the trading center.

In Rochester we were disappointed 
not to find our old friend and former 
director, J. H. Clements. Conversa
tion by phone with him indicated that 
he was planning to attend the group 
meeting and bring along a prospective 
new member with him. Incidentally,
I might state that Mr. Clements help
ed us to get several new members 
when we made our first campaign.

At Birmingham Palmer, Begole & 
Co., once members of our Association, 
were called upon. We observed a 
change over the door and the business 
now bears the name, Palmer-Black.mar 
& Co. Had a fine visit with Mr. Black- 
mar and anticipated meeting him again 
at a group meeting. He is a good 
prospect for membership. If you go 
that way, drop in and give him the 
glad hand. He was very courteous at 
the time of our call and I prophecy a 
successful business for him.

Jason L. Hammond, 
Mgr. Mich. Retail Dry Goods Ass’n.

“But,” protested the new arrival, as 
Saint Peter handed him a golden trum
pet. “I can’t play this instrument; I 
never practiced while on earth.” “Of 
course you didn’t,” chuckled the old 
saint, ‘,rrt,at’s why you are here.”
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

Lamont is in a class by itself by 
reason of the remarkable river views 
which are commanded from Broadway, 
the principal thoroughfare of the vil
lage. No more picturesque scenery is 
to be found anywhere than the views 
from the high bluffs overlooking 
Grand River for a half mile or more 
along the river front.

The approach to Newaygo from the 
South and to Arcadia from both the 
North and South are both very atrac- 
tive, but for downright beauty of 
landscape I have never seen a more 
attractive view than that afforded by 
the Rogue River valley, at Rockford, 
whether seen from the high hill on M 
13, just South of town, or the still 
higher hill on the Greenville road, just 
East of town. Both views are beauti
ful beyond description at any season 
of the year Of course, the effect is 
more striking during the season of 
vegetation. The commanding position 
occupied by the new hillside home re
cently erected by Adolph Krause af
fords a sweeping view of the valley for 
miles. For scenic beauty this location 
can hardly be surpassed. Mr. Krause 
certainly has an appreciation for the 
beautiful in nature to select so remark
able a viewpoint for his domicile.

There is no one in business in Rock
ford now who was engaged in trade 
when I started the Tradesman, forty- 
two years ago. Rockford was the 
first town I visited after getting out 
my first issue, at which time I enrolled 
the following subscribers:

Neal McMillan, druggist
D. R. Stocum, general dealer
E. E. Hewitt, grocer
W. G. Tefft, grocer
Jackson Goon, shoe dealer.
Aaron B. Gates, grocer
Charles F. Sears, dry goods dealer
I think only two of the above are 

in the land of the living—E. E. Hewitt 
and A. B. Gates. Mr. Hewitt resides 
in Grand Rapids and Mr. Gates lives 
in Detroit.

Neal McMillan was the leading 
druggist in the town and the Repub
lican boss of Northern Kent county. 
He served his party and the people in 
many political offices and was a wel
come addition to any gathering of men, 
political or otherwise. He made 
friends and retained them as long as he 
lived.

Jackson Coon was the only exclusive 
shoe dealer in the town in those days, 
just as his son is now. He was a 
Democrat—about the only Democrat 
in the community, as near as I can re
member. His son inherited the father’s 
politics, but I think he devotes more 
time to his shoe store than he does to 
his political party, which is himself. If 
there is any other Democrat in Rock
ford, I have never had the fact brought 
to my attention. Anyway, the Coon 
of to-day is the worthy son of a worthy 
father and deserves the generous pa
tronage accorded him by his home 
people.

I have exceptionally pleasant mem
ories of Charles F. Sears. When I

called on him he was scrubbing out 
a little store building, perhaps 12x20, 
in which he started selling dry goods. 
He subsequently added groceries to his 
stock and removed to a larger store. 
He was the soul of honor and pos
sessed as pleasant a personality as any 
man I ever knew. For thirty years 
his name stood for everything that was 
honorable, modern and progressive in 
the home of his adoption. Mr. Coon 
tells me that Mr. Sears had his copies 
of the Tradesman bound in book form 
during all the years he was engaged in 
trade in Rockford and that nothing 
gave him greater pleasure than to re
view the changes in business methods 
afforded by a perusal of his treasures.

But for the action of Adolph Krause 
in deciding to locate the Hirth-Krause 
tannery and shoe factory at Rockford, 
the town would probably still be in 
the village class. The growth of both 
of these industries has been so rapid 
and substantial that the town has come 
to assume the aspect of a small city 
and the town joker frequently dis
cusses the feasibility of including Grand 
Rapids in the corporate limits of the 
town. New houses exhibiting the home 
loving inclination of Rockford people 
are being erected in all parts of the 
town, especially in the section con
venient to the factories, and some of 
these days I expect to hear that Rock
ford has applied for a city charter.

It is a matter of common knowledge 
that Howrard Morley has purchased 
fourteen acres of land on M 13, op
posite the school house at Cedar 
Springs, and proposes to present it to 
the village of his adoption as a public 
park. This action is in keeping with 
the tendency of the times, but I can
not help wishing that the area of the 
land devoted to this purpose was 140 
acres, instead of fourteen and that Mr. 
Morley should evolve a much more 
comprehensive plan that his present 
announcement indicates. Mr. Morley 
is one of the rich men of Michigan 
who has accumulated a large fortune 
so carefully and quietly that he has 
attracted little attention to himself. 
He has conducted a general store for 
forty-nine years and invested his sur
plus earnings largely in tracts of tim
ber, of which he is a good judge. His 
investments have included holdings in 
Michigan. Minnesota, the South and 
the Pacific Coast. I do not know 
how much Mr. Morley is worth, but 
men who are familiar with his meth
ods and his investments tell me his 
possessions will schedule close to a 
half million dollars. As Mr. Morley 
was never married and has no direct 
heirs a hundred thousand dollars wise
ly invested in a park, community 
house and amusement ground would 
be a fitting climax to a long and suc
cessful career as a merchant, lumber
man, timber operator and farmer, and 
I hope to see Mr. Morley avail him
self of this opportunity to perpetuate 
his name and fame in the village 
where he has resided for the past 
fifty years. Nothing he could do 
would enable him to accomplish this 
result more effectually and more per
manently than the plan I have sug
gested. Mr. Morley has done much to

Quality

I Ü Î

Quality in printing is just as easily recognized 
and as thoroughly appreciated as Quality in 
clothing. The appreciation of Quality in print
ing is not a rare thing, confined to a few con
noisseurs. It is present in every executive’s mind. 
Good Quality is not a thing to be envied in 
somebody else’s printed matter. It is a thing 
that can be bought if only the buyer will buy 
properly.

Business leaders recognize the difficulty of 
building good will or prestige—it is the result 
of years of patient, loyal effort. They will do 
everything within reason to protect this valuable 
asset. And the best measure of their ability lies 
in the success of their efforts. Why the unneces
sary risk of committing the fortunes of a house 
to printing of low quality?

A fraction of a cent “saved” on a letter-head 
may prove to be costly economy. A contract or 
commercial form that belies the financial sound
ness of its sponsor is a liability no matter how 
low the cost. A shoddy circular can shake the 
confidence of a powerful patron. Salesmen 
(good salesmen) have been hampered by un
representative advance-matter.

A plea for Quality is not a cloak for extrav
agance. On the part of the printer, Quality is 
a matter of knowing how. On the part of the 
buyer, Quality is a matter of considering the 
work expected of his printing. Printing is not a 
commodity; it is a professional service. Quality 
in printing results from recognizing fitness, 
utility.

But the question is— how to secure Quality?

For the buyer located in or near Grand Rapids 
this is a comparatively simple matter.

Years of experience (in this, the great market
place for Quality in all things) have taught our 
printing executives how to measure every job

for Q uality; to  
make the fin 
ished product do 
the work expect
ed o f it. They  
know from their 

contact with every type of business how to 
balance Quality against extravagance.

TRADESMAN
C O M P A N Y
G R A N D  R A P I D S

After all, our printers are serving the buyer in 
the way he wants to be served. If he requires 
Quality —an economy, not an extravagance— 
our representatives are ready and waiting to 
serve to that end.
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stimulate the agricultural and stock 
raising interests of Northern Kent 
county and has made his influence felt 
along reforestation lines. He is now 
77 years old, with every prospect of 
being able to round out a century of 
good deeds and generous impulses. 
With the practical turn of mind which 
has -distinguished his long and useful 
career he could carry out the plan 
outlined with very little personal ef
fort of an exacting character and with 
scarcely a dent on his princely for
tune. E. A Stowe.

Liberty and Law Go Hand in Hand.
Grandville, Nov. 10—Religion and 

politics do not mix very satisfactorily.
Some recent city elections have pro

nounced unmistakably against any 
commingling of the two.

At Detroit a secret organization 
sought to impose a fanatical mayor on 
the city and signally failed, for which 
all true patriots will be pleased.

Race prejudice is bad enough, but 
religious contention at the polls will 
not be countenanced in _ this country 
any great length of time, since it 
smacks of an intolerance which is in 
direct antagonism with the constitu
tional rights of all Americans

F o r tu n a te ly  th e  A m e ric a n  G o v e rn -  
m e n  w a s  fo u n d e d  o n  p e r fe c t  re lig io u s  
fre e d o m , a n d  th e  b r in g in g  o f  re lig io u s  
q u e s tio n s  in to  th e  p o litic a l fie ld  is c o n 
t r a r y  to  th e  v e ry  fo u n d a tio n  s to n e  o t 
th e  R ep u b lic .

Once in New York State many 
vears ago a secret society was inter
ested in politics; in fact a party was 
formed to carry out the behests of this 
order. The party was short lived, as 
will be the one of modern days which 
places its trust in hooded night riders, 
tar and feathers. , ,

Freedom of thought, freedom of 
every religious denomination to wor
ship according to the dictates of 'on- 
science, is a fundamental principle of 
this republic, and people will not 
countenance interference with govern
mental affairs by cliques or clans of 
whatever kind.

The idea of making religion a"'1 
race a matter for political preferment 
was supposed to have passed away 
soon after the days of slavery, but it 
seems there are always some who 
think they have a divine right to all 
the good things in life, and that others, 
however patriotic, shall be ostracised 
and cast out of favor in the govern
ment.

The electors of the goodly city of 
Detroit stamped an emphatic disap
proval of all such high and mighty 
pretentions. If the hooded riders by 
night have learned a lesson, well and 
good. Should this un-American or
ganization still persist in unlawful 
dealings with their fellow citizens, the 
American people will arise in their 
night and stamp it out of existence, as 
one would kill a rattlesnake that had 
crawled into the family living room.

There is not room in America for 
night riders — ho have taken the law 
into their hands and who sit in judg
ment on the lives of their neighbors.

Parties in general have dallied very 
gingerly with secret organizations, and 
there is to come in the near future 
more emphatic disapproval than in the 
past. In this country such an organ
ization is wholly out of place. Per
haps in darkest Russia it might find 
lodgment and continued existence, but 
not here in free America.

Government has no right to inter
fere with a man’s religion. How much 
less, then, has a secret organization to 
stamp its disapproval on the spiritual 
beliefs of mankind?

A man’s religion is his whole being 
as identified in a spiritual desire to 
meet his obligations to his God. Many 
wars in the past were founded on re
ligious intolerance. One would think

that in the United State® there could 
be no room for even the smallest fac
tion that would favor treading on the 
most holy beliefs of his neighbors.

In coming together for secret plot
ting against other religions than his 
own a man takes into his keeping that 
which is sure to bring unrest and sure 
disaster.

The dearest right man has is to 
worship God according to his con
science. Any attempt to nullify that 
right leads to despotism and an intol
erance that will be sure to rebound 
upon the instigators in a manner suffi
ciently drastic to have lasting effect.

Sporadic assaults on the rights of 
man in this Republic have often re
acted to the discomfort of the unre
publican agitators, so that to date no 
really noteworthy assault on human 
rights within the states has succeeded.

Man’s liberty to worship according 
to his spiritual capacity will continue 
while the Republic exists. When that 
liberty is destroyed, from whatever 
source, that hour will sound the death 
knell of the great Nation founded by 
Washington and saved by Lincoln. We 
are not nearing that point to-day. The 
intelligent voters of the Nation cannot 
be hoodwinked into accepting hooded 
secret societies as the masters of our 
great country. The spirits of our hon
ored forefathers forbid.

Religion and the ballot go hand in 
hand, each equally free and unafraid, 
each for the right, each the fullest 
manifestation of the great and glorious 
man and womanhood of the greatest 
Nation on earth.

Freedom of religion; freedom of the 
ballot.

Religious liberty has been proclaimed 
and too long maintained, to be strick
en down now by any number of organ
izations whose mission in the world is 
to seek the overthrow of man’s rights 
bv midnight whippings, tar and 
feathers and other dastard and coward
ly crimes.

Free Americans will not long stand 
for such doings under the light of the 
stars, both in the sky and on the flag.

Recent elections point the way out 
from under the late nightmare of ter
rorism which has so recently disgraced 
the annals of our peaceful and law re
specting communities.

Old Timer.

Sunflowers To Furnish Feed For 
‘ Canadian Cows.

Calgery, Alta., Nov. 6—Canada, per
haps, has solved the dairying problem 
for that country. The problem, owing 
to the short Summer season and the 
long Winter, has been to produce 
enough feed of what is classed rough- 
age to carry a herd of dairy cows 
through the Winter Late frosts in the 
Spring and early frosts in the Fall gen
erally catch corn going and coming. 
Experimenting with sunflowers, how
ever, has brought better results. The 
Canadian Agricultural Department, 
after much experimenting, assures 
farmers that 20 to 25 tons of sun
flower ensilage can be grown on a 
single acre of ground and that it is 
sufficiently rich in protein to make a 
first-class feed. Alberta district is now 
attempting to build up the dairy in
dustry under the stimulus of the sun
flower experiment. The long season 
of feeding, however, may make dairy
ing unprofitable except for domestic

An Unfortunate Analogy.
Undertaker: You made a bad break 

in your funeral ovation when you said 
Flaherty would carry on his life work 
in another world.

Minister: That’s what I always say, 
What was wrong with it this time?

Undertaker: Flaherty was a fire
man at the coke plant.

Canned Foods Week
November 9—21, 1925

In making up your purchases 
for Canned Foods Week, do 
not overlook the line of 
goods which are never han
dled by chain stores or mail 
order houses, because they 
are sold exclusively to inde
pendent grocers.

We refer of course to the 
famous QUAKER BRAND 
FOOD PRODUCTS, which
includes a large number of 
items of canned goods.

The Q U A K E R  label is 
placed on goods only after 
they have had a thorough 
test and are, in the minds of 
our most competent buyers, 
the best goods that can be 
produced of their kind.

We believe you can use
Q U A K E R  C A N N E D
G O O D S  during Canned 
Foods Week to splendid ad
vantage in building some 
additional business and mak
ing more satisfied customers 
for your store.

^ /O R D E N  p R O C ER  CjOM PANV  
Wholesalers for Fifty-seven Years

The Prompt Shippers
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cto«», »nnrt< of the nroduction of
MOVEMENTS OF MERCHANTS.

Menominee—The Menominee Oil 
Co. has increased its capital stock from 
$15,000 to $25,000.

Detroit—The Phillips Shoe Co. suc
ceeds the Hack Shoe Co. in business at 
5203 Hastings street.

Lansing—Floyd L. Crego succeeds 
Ralph Crego in the grocery business 
at 1026 West Allegan street.

Detroit — The Greenfield Avenue 
Lumber Co., 2422 First National Bank 
building, has increased its capital stock 
from $50,000 to $100,000.

Cadillac—The Olander & Osterberg 
general stock has been purchased by 
Henry Jaflfee, of Boyne City, for $9,- 
300. The stock inventoried about $17,- 
000.

Lansing — The Michigan Sample 
Furniture Co., recently organized, has 
engaged in business at 305-7 East 
Michigan avenue under the manage
ment of Thomas Inglis.

Grand Rapids—John Borgman, who 
conducts three grocery stores on West 
Leonard street—408, 818 and 1210— 
opened a fourth store at 1412 Plain- 
field avenue last Saturday.

Greenville—The Greenville Co-Op
erative Association has been incorpor
ated with an authorized capital stock 
of $10,000, of which amount $9,560 has 
been subscribed and paid in in cash.

Pontiac—The Hess Dry Goods Co., 
37 North Saginaw street, has been 
incorporated with an authorized cap
ital stock of $12,000 common and $23,- 
000 preferred, all of which has been 
subscribed and paid in.

Detroit—The Store at Your Door 
Co., 6501 Mack avenue, has been in
corporated with an authorized capital 
stock of $10,000. all of which has been 
subscribed and paid in, $3,400 in cash 
and $6,600 in property.

Homer — The Durbin-Rademacher 
Co., Ltd., has been incorporated to 
deal in automobiles and allied lines, 
with an authorized capital stock of 
$12,000. all of which has been sub
scribed and paid in in cash.

Detroit—The Chloronado Labora
tories, 439 North Fourth street, has 
been incorporated with an authorized 
capital stock of $1,000 common and 
20.000 shares at $1 per share, of which 
amount $2,835 has been subscribed and 
paid in in cash.

Lansing — Alvin S. Potter and 
Charles Updyke have formed a co
partnership and engaged in the whole
sale and retail coffee and tea business 
at 326 North Washington avenue, un
der the style of the Coffee Market.

Grand Rapids—Arie Donker, who 
has been city salesman for the past 
ten years for the Worden Grocer Co., 
has arranged to open a tea and coffee 
store at 1375 Plainfield avenue. His 
successor with the Worden house is 
Frank Morse.

Jackson—The Lambert Chocolate 
Co, 1508 Francis street, has been in
corporated to conduct a wholesale and 
retail confectionery business, with an 
authorized capital stock of $10,000. all 
of which has been subscribed and $5,- 
000 paid in in cash.

Conklin—The R. H. Smith Co. has 
executed a trust chattel mortgage to 
Frank J. Martin, trustee, for the bene

fit of all creditors, without preference. 
The principal creditors are Burnham, 
Stoepel & Co., Judson Grocer Co. and 
the Conklin State Bank.

Grand Rapids—The W. J. Nutter 
Sales Corporation, Klingman Bldg., 
has been incorporated to deal in furni
ture and advertising specialties, etc., 
with an authorized capital stock of 
$10,000, $1,000 of which has been sub
scribed and paid in in cash.

Detroit—Luby’s Clothes Shop, 9741 
Jos. Campau avenue, has merged its 
business into a stock company under 
the style of the Luby Clothing Co., 
with an authorized capital stock of 
$30,000, all of which has been sub
scribed and $14,000 paid in in prop
erty.

Detroit—Clarke A. Duncombe has 
merged his business into a stock com
pany under the style of the Duncombe 
Drug Co., 10744 East Warren avenue, 
with an authorized capital stock of 
$5,000, all of which has been subscribed 
and paid in, $20 in cash and $4,980 in 
property.

Houghton—Tom Dayer has merged 
his retail shoe business into a stock 
company under the style of Tom Day
er, Inc., Foley Bldg., with an author
ized capital stock of $10,000, of which 
amount $6,500 has been subscribed and 
paid in, $2,500 in cash and $4,000 in 
property.

Wyandotte—The Quality Motor 
Sales, 192 Oak street, has merged its 
automobiles, trucks, parts and acces
sories business into a stock company 
under the same style, with an author
ized capital stock of $25,000, all of 
which has been subscribed and $4,300 
paid in in property.

Detroit—White & Blackmore, 3120 
Grand River avenue, has been incor
porated to deal in motor vehicles, 
parts and accessories and to conduct 
a service garage, with an authorized 
capital stock of $25,000, of which 
amount $9,000 has been subscribed 
and $6,500 paid in in cash.

Detroit—The Briggs Parker Co., 33 
Cadillac Square, has been incorporat
ed for the distribution of food prod
ucts. with an authorized capital stock 
of $25,000 preferred and 15,000 shares 
at $1 per share, of which amount $5,000 
and 1,000 shares has been subscribed 
and $5,000 paid in in cash.

Grand Rapids—The Drake market 
grocery stock and fixtures, 751 Weal
thy street, have been purchased by 
Benson Doolittle, who will continue 
the business at the same location. The 
stock inventoried about $4,000 and the 
fixtures were appraised at $2,500. The 
purchaser paid $5,000 for both.

Howard City—H. M. Gibbs, who 
has conducted a drug store here in the 
same location for thirty-five years, and 
who has accumulated a comfortable 
fortune in the meantime, finds himself 
forced to retire from business on ac
count of the ill health of his wife—a 
remarkable opening for a capable 
druggist.

Saginaw—Charles A. Pierson has 
merged his jewelry business into a 
stock company under the style of the 
Jewel Box. 322 Genesee avenue, to 
manufacture and sell jewelry, clocks, 
etc., with an authorized capital stock 
of $10,000, all of which has been sub

scribed and paid in, $200 in cash and 
$9,800 in property.

Grand Rapids—The Dent Chemcial 
Co., 45 South Division avenue has 
merged its business into a stock com
pany under the style of The Oriental 
Perfume Cabinet Co. to manufacture 
and sell automatic vending machines 
for perfume, deal in perfume and other 
articles, with an authorized capital 
stock of $15,000, $10,000 of which has 
been subscribed and paid in, $5,000 in 
cash and $5,000 in property.

Mancelona—The Clugg & Schroeder 
general stock and store building have 
been sold to James H. Fox, of Grand 
Rapids, and D. H. Hunter, of Rock
ford, who will continue the business 
under the management of the latter. 
The stock, inventoried at $7,800, sold 
for $4,800. The store building which 
cost $4,000. sold for $3000. The book 
accounts which aggregate $2,300, are 
now being collected. The creditors 
will probably receive about 40 cents 
on the dollar.

Mount Pleasant—H. G. Gover and 
N. D. Gover, of this city, have formed 
a co-partnership and entered into the 
wholesale field under the style of 
Govers’ Central Supply Co. School 
supplies, athletic equipment, paper, 
overalls, shirts, gloves, woodenware, 
crockery and lines usually sold in con
nection are carried. They are repre
sented on the road by C. N. Pierpont, 
H. F. Snelenberger and Joe Cook. 
Both of the brothers are well acquaint
ed with the business, as thej come 
from a family of merchants. Their 
father, G. H. Gover, was one of 4he 
early subscribers to the Tradesman.

Manufacturing Matters.
Detroit—The Peter Markey Cor

poration, 3651 Hart avenue, has chang
ed its name to the General Aluminum 
& Brass Co.

Detroit—The Hanson Tool & Die 
Co, 5736 12th street, has changed its 
name to the Midwest Tool & Manufac
turing Co. and increased its capital 
stock from $10,000 to $60,000.

Detroit—The Vitalac Corporation. 
1211 25th street, has been incorporated 
for the manufacture of cheese and li
censing of formula, with an authorized 
capital stock of $10,000, all of which 
has been subscribed and paid in, $500 
in cash and $9,500 in property.

Howell—The Bruce Products Cor
poration, maker of cleaning and polish
ing materials, has bought the Borden 
Condensed Milk plant here and will 
start operations with about forty em
ployes. The company is moving its 
Detroit plant to Howell and expects 
to be manufacturing by Nov. 16.

Birmingham — The Bloomfield 
Plumbing & Engineering Co., 129 
West Maple avenue, has been incor
porated with an authorized) capital 
stock of $10,000 preferred and 5,000 
shares at $5 per care, of which 
amount $10,000 and 5,000 shares has 
been subscribed and $15,000 paid in 
in cash.

Good Business To Amply Cover Trade 
Requirements.

W ritte n  fo r th e  T radesm an .
Just prior to and at harvest time in 

the winter wheat section of the United

wheat were rather unfavorable for a 
large crop and gradually they became 
more so. This, naturally, resulted in 
quite an advance in the price of wheat. 
Then, about the time of the spring 
wheat harvest in Canada reports be
came more favorable, indicating a 
larger crop of wheat had been raised 
in the United States than earlier esti
mates indicated and that Canada would 
produce a bumper crop. These more 
favorable crop reports were followed 
by a statement of world crop condi
tions, indicating the total world crop 
this year is nearly 10 per cent, greater 
than a year ago and about 7 per cent, 
larger than the five year average.

These reports of increased yield nat
urally had the effect of causing a ma
terial reduction in the price of wheat.

Of late reports are not as favorable 
as to yield, many claiming the wheat 
crop had been largely over estimated, 
that Russia has not produced any
where near as much wheat as claimed: 
that the very unfavorable weather in 
Canada has retarded threshing to such 
an extent that much of the wheat can
not be moved to market prior to the 
close of navigation and that as a con
sequence we may look; for firm prices, 
at least until next March.

The price of wheat during the past 
month has reacted to this sort of a 
condition, although price fluctuations 
have been held within a very narrow 
range.

It is possible to figure out about any 
kind of a proposition desired by the 
man using the pencil. Those who arc 
long of wheat and are dasirous of see
ing higher markets to realize profits 
on their investment can show why 
prices should go higher, while thos- 
who are p!?ying even or are short of 
wheat or flour have a very definite idc;i 
as to why prices should be lower, cer
tainly not any higher.

While there is opposition to specu
lation in wheat, there is an inherent 
trait that all humans possess and that 
is to buy at a low price and sell at a 
high one. In other words, the in
centive to transact business is profi 
and always will be and it is not mater
ial whether the commodity be real es 
tate, stocks and bonds or grain, and 
while extreme speculation in any line 
is injurious and improper, anticipation 
of profit in a normal way is to be ex
pected and perfectly natural and prop
er. Consequently, we have these two 
forces to consider in the buying and 
selling of grain and grain products.

We believe the average flour buyer 
and those who purchase grain for mer
chandising purposes rather than spec
ulation feel the present price level is 
high enough, all conditions considered, 
and are making their purchases ac
cordingly. This appears to be a wise 
policy and with a comparatively high 
price level in force, we favor it.

It is good business to amply cover 
trade requirements under normal con
ditions; the present situation is no ex
ception. Generally speaking, it is a 
safe rule not to buy heavily for future 
delivery from a speculative standpoint 
during an era of comparatively high 
prices. Lloyd E. Smith.
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Essential Features of the Grocery 
Staples.

Sugar—The market is lower than a 
week ago. Local jobbers hold granu
lated at 5.70c.

Tea—The market has had a very 
firm week. Business of the week has 
been interfered with somewhat by the 
holiday, but this caused no recession 
anywhere in the price list. All fer
mented teas, meaning Ceylons, Indians 
and Javas, are particularly firm and 
show a strong upward tendency. Prices 
are firm in primary markets and also 
firm by fluctuation in the markets of 
this country. No immediate advance 
occurred anywhere in tea in this coun
try during the week, but the primary 
markets are advancing.

Coffee—Prices on Brazilians are 
somewhat easier. All other grades re
main rather firm. Buyers report little 
change on the Brazilian markets, and 
the quiet of more than a week ago 
is attributed to the lack of demand 
on local market. It was predicted 
then that active buying on a large 
scale would revive the market and 
this proved true. During the past 
week or more the coffee market has 
been very active, with a general buy
ing movement for both European 
and local accounts. This led to an 
almost immediate advance of more 
than lc per pound, which may be 
more by the time this reaches our 
readers. ^Vholesalers urge carrying 
good stocks.

The most potent factor to develop 
a healthy market is at work in the 
canned food, dried fruit and nut divi
sions of grocery products an increas
ed movement toward the consumer. 
In canned foods the retail demand has 
been speeded up by some of the most 
attractive prices on many staples to 
be made by grocers in several years, 
while Canned Foods Week tends to 
center interest on all packs and start 
buying on a wide scale. What Can
ned Foods Week is doing for that 
product the holidays are performing 
the same service to nuts. This is one 
of the big weeks of the year in nuts 
for carload distribution to interior 
markets. Cool weather, combined with 
reasonable consumer prices, have been 
the stimulant in dried fruit distribu
tion.

Altogether the past week registered 
a distinct advance in the movement of 
all staples and the increased turnover 
increases the optimism of holders ar 
to the complete liquidation of existing 
stocks before another season’s harvest 
is available. There are some weak 
spots, of course, but from the stand
point of the wholesale grocer the out
look is favorable, as there is every in
dication of a continued free movement 
all season. The distributor also is not 
overstocked with high priced mer
chandise. He is in a position to make 
favorable replacements and quick turn
overs.

There is no doubt but what canned 
vegetables will establish new records 
of distribution this season as new pack 
began its journey to the consumer, in 
some commodities at least, while the 
canning season was actually under 
way. There was no warehousing, all

of the production to wait until carry
over was out of the road, while the 
consumer demand for 1925 vegetables 
set in at top speed because the grocer 
attached price tags to all packs which 
made them popular. What is happen
ing in vegetables is not anything to 
be wondered at. It is merely the natu
ral outcome of certain factors which 
have frequently been encountered.

No further back than last summer 
when canners slashed prices on carry
over Hawiian pineapple there was a 
parallel case. The pessimistic saw no 
future for pineapple as a big pack was 
in sight and there seemed to be an 
unwieldy carryover. The lower whole
sale costs were quickly repeated at re
tail and a movement was started which 
has gained such momentum that spot 
supplies have proved insufficient and 
goods intended for later shipment have 
been rushed forward. The big pack 
was big only as compared with former 
years, but not large compared with 
consumption.

In a measure what has happened in 
pineapple is expected in major vege
tables and in some of the minor packs. 
The demand has been started at retail 
and will undoubtedly be increased by 
Canned Foods Week now under way 

Dried Fruits—The raisin market 
is particularly firm. Package goods 
of all brands are closely sold up, and 
as moderate shipments are in sight 
there is no prospect of any surplus 
on the spot for some time to come. 
Coast markets are firm and advanc
ing on Muscats more than on Thomp
sons, but the strength of the former 
is felt in the latter. Coast peaches 
and apricots are virtually out of first 
hands. With a long distributing sea
son ahead there is already a demand 
for resale blocks. Both fruits are on 
the upgrade as to values. Spot 
prunes are doing better and quota
tions in California and Oregon packs 
during the week have hardened in all 
sizes available. Carryover is being 
exhausted and new crop is taking 
its place. The better situation has 
not been in existence long enough to 
induce coast buying.

Nuts—The demand for nuts in the 
shell for Thanksgiving outlets result
ed in a heavier carload and 1. c. 1. 
business last week than in any 
previous period in many months. De
ferred buying occurred for straight 
cars of the various varieties, for as
sortments and for mixed nuts. The 
market was not speculative and job
bers are not overbuying, but sheer 
necessity is forcing them to give at
tention to actual needs. Those who 
were waiting until spot stocks in
creased are now covering. Strength 
prevails in almonds and filberts, while 
walnuts are steady. Brazils were 
unsettled by a cut of 4c made by one 
of the principal holders. This tend
ed to stop buying for the moment to 
see what competitors would do. 
Shelled almonds are being delivered 
short by some foreign shelters who 
claim that they have been unable to 
get nuts from growers. The short 
deliveries of California unshelled al
monds indicate a shortage in nut

meats also and little is available from 
first hands.

Seeds and Spices—Cloves are scarce 
but with no change to report in for
eign markets. Mace is in a fairly 
lively enquiry, with about the smallest 
spot supply with which this market 
has ever faced its winter needs. Ar
rivals of celery seed and the absence 
.of any important buying movement 
has tended to ease the situation.

Molasses—With lower prices on new 
crop New Orleans molasses in view, 
consumers appear to be most conserva
tive in their purchases. Offers of black
strap are more numerous and prices 
for large quantities accompanied with 
firm bids are being shaded.

Salt Fish—-The mackerel situation 
is about unchanged for the week, and 
the demand is comparatively light. 
There is no particular reason to an
ticipate one’s wants in mackerel. 
Plenty of shore fish are being caught 
and are selling at very moderate prices. 
No change has occurred in Irish or 
Norway mackerel, which are compara
tively scarce in this country.

Beans and Peas—The demand for 
dried beans is light and prices through
out the entire list are barely steady. 
No immediate change has occurred 
during the week. Dried peas are also 
unchanged and dull.

Cheese—The market has had a 
steady week and a moderate demand, 
but no change in prices.

Provisions—There has been no 
change anywhere in any variety of hog 
or beef products since the last report. 
The demand is slow. Lard is report
ed to be firmer in the West.

Review of the Produce Market.
Apples — Baldwin, 75@85c; Tal- 

man Sweets, 90c; Spys and Kings, 
$l(a)1.50; Jonathans and McIntosh, 
$1.50.

Bagas—$2 per 100 lbs.
Bananas—$6@6j4c per lb.
Beans—Michigan jobbers are quot

ing new crop as follows:
C. H. Pea Beans ----------------$ 5.30
Light Red Kidney ----------------- 10-50
Dark Red Kidney -----------------  9.50
Brown Swede --------------   .̂50

Butter—The market is steady. Lo
cal jobbers hold June packed cream
ery at 46c, fresh creamery at 49c and 
prints at 50c. The pay 25c for pack
ing stock.

Cabbage—85c per bu.
California Fruits—Honey Dew Mel

ons, $3.50 per crate of 8s. Climax 
Plums, $2.50 per 6 basket crate; Santa 
Rosa Plums, $2.50 per 6 basket crate; 
Pears, $4.50 per crate.

Carrots—90c per bu.
Cauliflower—$2 per doz. heads.
Celery—25c for Jumbo, 40c for Ex

tra Jumbo and 50c for Mammoth. 
Frosts and unfavorable weather have 
seriously injured the crop.

Cranberries—Late Howes are now 
in market, commanding $8.25 per 50 
lb. box.

Eggs—Fine fresh eggs have contin
ued quite scarce, with an advancing 
tendency on the best grade. There 
have been a number of advances dur
ing the week, probably aggregating 
3c dozen. There is some demand for

storage eggs, which rule steady. Lo
cal jobbers pay 48c for strictly fresh, 
selling as follows:
Fresh Candled------------------------- 51c
XX ______________   40c
X ___________________________ 36c
Checks ---------------------------------  53c

Egg Plant—$1.25 per doz.
Garlic—35c per string for Italian. 
Grapes—California Emperors, $2.50 

per crate.
Honey—25c for comb; 25c for 

strained.
Lemons—Quotations are now as fol

lows:
300 Sunkjst --------------------------$9.00
360 Red B a ll ......... .........  8.00
300 Red Ball ________________ 8.00

Lettuce—In good demand on the 
following basis:
California Iceberg, 4s and 4J^s $4.50
Hot house le a f------------------------- 18c

Onions—Spanish, $2 per crate of 
50s or 72s; Michigan. $3 per 100 lb. 
sack.

Oranges—Fancy Sunkist Arizona 
Navals are now on the following basis:
126 — _____________________$ 9.00
150______    10.50
176 __________   10.50
200 __________ ________- ......... 10.50
2 1 6 ______ _____ ___ ______— 10.50
252 ___________   10.50
288 ________________________ 9.50
344 ________________________ 9.00
Floridas are beginning to come. They 
are sold on about the same basis.

Parsley—90c per doz. bunches for 
jumbo.

Pears—Anjou, $2.25 per bu.; Kiefers, 
$1 per bu.

Peppers—Green, $1 per bu.
Potatoes—Buyers are paying $1.50 

@1.60 per bu. Market easier, al
though the trade is looking for higher 
prices later on.

Poultry—Wilson & Company pay as
follows this week:
Heavy fow ls__________________ 21c
Light fowls ---------------------------- 13c
Springers, 3 lbs. and u p ------------19c
Broilers, \ l/i  lb. to 2 l b . ------------18c
Turkeys (fancy) young ________33c
Turkeys (Old Toms) -------------- 28c
Ducks (White Pekins) ------------22c
Geese _______________________ 17c

Squash—Hubbard. $2@2.25 per 100 
lb.

Sweet Potatoes—Virginia kiln dried 
Sweets, $2.25 per hamper.

Tomatoes—California, $1 per 6 lb. 
basket.

Veal Calves—Wilson & Co. pay as
follows:
Fancy ______________________  14c
Good _______________________ 12c
Medium _____________________  10c
Poor ________________________ 8c

Alpena—The Walker Veneer & Box 
Co. has been organized by Thomas L. 
Handy, Hiram Handy and Roy L. 
Brown, and has been incorporated for 
$75,000, to manufacture veneer, boxes, 
excelsior, etc. The new company has 
acquired the Walker Veneer Works 
here and will begin operations within 
sixty day9. The new company will 
represent an investment of $150,000 in 
plant and stock.

The best paying education is train
ing in thrift.

mailto:2@2.25
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IN THE REALM OF RASCALITY. but the promoters disappeared leaving 
no trace of their whereabouts.

Cheats and Frauds Which Merchants 
Should Avoid.

When the Tradesman warned its 
readers against having any dealings 
with the All-Rodded State Mutual In
surance Co. some years ago an official 
called at the office and undertook to 
make a good sized advertising contract 
with the Tradesman conditional on 
there being no further publicity of an 
unfavorable character. Of course, his 
proposition was rejected, whereupon 
he promised dire revenge on the 
Tradesman, which resulted as all 
threats of that sort do. The next week 
the warning was repeated. Then the 
local director of the concern called at 
the office and threatened to resort to 
bodily injury if the campaign the 
Tradesman had started was not dis
continued. The next week the charges 
against the concern were again re
peated in black face type. Finding 
the name a most unpopular one, as a 
result of the Tradesman’s repeated ex
posures, the concern was removed 
from Flint to Lansing and the name 
changed to the Capitol Mutual Fire 
Insurance Co., Ltd. The change in 
name and location did not carry with 
it any revision of the methods which 
the Tradesman had condemned and 
our readers were again advised to 
have no dealings writh the organization. 
As the logical result of these warnings 
and the inherent dishonesty of some of 
the men connected with the concern 
in an official capacity, the company 
was soon placed in the hands of a re
ceiver, who is. now undertaking to 
collect $14 per $1,000 insurance to 
meet unpaid losses and expenses of 
over $43,000 when the company went 
into liquidation. As is usually the 
case, the innocent are made to suffer, 
while the men who wraxed fat on their 
stealings from the company go Scott 
free, due to the laxity of our laws and 
the inactivity of officials who are en
trusted with the execution of the law’s.

Detroit, Nov. 7—Per your sugges
tion in the Sept. 23 issue of the Michi
gan Tradesman, I beg leave to state 
that Frank M. Jacobs, Monument Sq. 
Bldg.. Grand Rapids, has sent me six 
handkerchiefs which I did not order, 
asking me to remit $1 or return the 
handkehcirefs. I have returned the 
handkerchiefs. Dr. F. V. Auberle.

A Monroe merchant reported to the 
Tradesman that the general sales man
ager of the Wovenright Knitting Mills, 
Cleveland, Ohio, visited his place of 
business recently and tried to sell him 
some men’s socks, which he stated 
w'ere made of silk and cashmere. The 
merchant informed him that there was 
no silk in his merchandise, whereupon 
the salesman admitted that it w’as ray
on, but added “the average buyer 
doesn’t know the difference.” We 
feel certain that this salesman does 
not know wbereof he speaks if he is 
referring to the rank and file of mer
cantile buyers.

This report was transmitted to the 
Wovenright Knitting Mills through 
the Cleveland Better Business Com
mission, but they have not seen fit to 
indicate w’hether or not this mislead
ing bit of sales talk on the part of 
their representative will be eliminated 
in the future.

W. H. Eby, representing the Du- 
volla Radio Co., 160 North LaSalle 
St., Chicago, is canvassing Michigan 
automobile dealers with his proposi
tion, which is somewhat novel. The 
company undertakes to sell a quantity 
of radio money to an automobile dealer 
at $6 per thousand. To purchasers of 
second hand cars the dealer gives an 
amount of radio money equivalent to 
the down payment on the car. This 
radio money is redeemable on the pur
chase of a radio outfit from the Du- 
volla Radio Co., or its authorized deal
er. For instance, if a purchaser of a 
used car pays $100 down he gets $100 
in radio money, which he can turn in 
to the extent of $100 actual cash on 
the purchase of a radio of an alleged 
value of $200.

In f o rm a tio n  is o n  file a t  th is  office 
c o n c e rn in g  th is  c o m p a n y , w h ic h  is 
free  fo r  th e  a sk in g .

The International Redemption Bu
reau of Detroit wras a mail order enter
prise apparently conducted by L. H. 
Ashley. There appears to have been 
an intimate connection w’ith the Gar
rick Press, Detroit, both of w’hich con
cerns left Detroit recently w’ithout 
leaving any forwarding order.

Complaint was made to the Trades
man several months ago, alleging that 
a representative of the subject com
pany called at her place of business in 
January, and secured her order for a 
premium outfit including tickets, prem
iums and literature. A check for $25 
was given the agent, Wm. Stuffy, to 
bind the order. No acknowledgment 
of the order w’as ever received and let
ters sent to the Detroit address were 
never answered. An investigation was 
started by the post office inspectors,

or clothing is composed wholly of 
wool, when in fact it is not.

The Commission found that the re
spondents advertised by means of cir
culars that the garments which they 
were prepared to furnish were made 
from an “All AVool Fabric, the truth, 
however, that the cloth was in pro
portions of 35 per cent, cotton and 65 
per cent. wool. The findings also state 
that the respondents upon being ad
vised of government investigation 
ceased from sending any more of such 
advertising circulars, and did not 
thereafter ship any more clothing so
licited by the advertisements.

Enquiries have been received re
cently by Michigan people who have 
received literature from the Needle- 
craft Manufacturing Co., Maspeth, 
Long Island, in regard to home work 
sewing neckties. Advertisements which 
have been released through the news
papers read somewhat as follows: 

“Ladies wanted for sewing ties. 
Steady, pleasant work. We furnish 
sample, and all material ready cut to 
sew with instructions. Good pay. 
Send two cent stamp for particulars.” 

Investigation discloses that the ap
plicants must send a remittance for an 
outfit, the amount of which depends 
upon the type of work they desire to 
obtain. Information as to the stand
ing of the company has been solicited 
from several sources without success.

The American Trust Co., of Battle 
Creek, recently circularized Toledo 
with literature pertaining to an “invest
ment opportunity.” The booklet sent 
contained a subscription blank.

Specimens of this literature were 
forwarded to the Securities Division, 
who took prompt action in notifying 
the subject company that they were 
violating the blue sky law of Ohio by 
sending literature into that state for 
the purpose of inducing the public to 
buy their securities before they had 
been properly licensed so to do. Any
one w’ho receives literature from this

In an order issued by the Federal 
Trade Commission, L. Shapiro & Sons, 
a clothing manufacturer of Baltimore, 
Maryland, is required to cease and de
sist from representing in any manner 
to the trade or purchasing public that 
cloth or clothing offered for sale or 
sold by them is all wool, or wool, or 
otherwise suggesting that such cloth

111,.. V  K,
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company is requested to forward 
same to this office.

There was a time when the word 
“Goldfilled” applied to a watch, meant 
anything, or nothing. While it was 
accurately applied in some instances, it 
was often so loosely used that public 
confidence in the term showed a ten
dency to waver.

To-day the situation is very differ
ent. A majority of watch case manu
facturers some time ago took part in 
a trade practice submittal, before the 
Federal Trade Commission and as a 
result, definite minimum standards 
were established which must be ad
hered to if a watch is to be described 
or stamped as “Gold-filled.” A vigor
ous drive has been made by the in
dustry, and it is fair to say that sub
stantially all watches that are marked 
“Gold-filled” by the manufacturers to
day are correctly described. Most re
putable retailers have applied the same 
standards to their advertising. Some 
short-sighted retailers, however, have 
ignored the trend of the industry and 
are still advertising as “Gold-filled” 
watches whose cases are not ■what the 
term indicates.

A definite good-will attaches to the 
term “Gold-filled.” It can be increased 
by the scrupulous application of this 
term in advertising. It can be ma
terially damaged by carelessness or by 
misrepresentation. Readers of adver
tising are urged to report to the 
Tradesman or to the National Better 
Business Bureau any and all instances 
of advertising or selling as “Gold-

filled” watches which do not in fact 
measure up to the standards herein 
described.

Upon receipt of a compaint from a 
customer of the Bonded Aleather 
Shoe Co., we undertook to communi
cate with the local office only to find 
that the manager had decamped. Noth
ing of his whereabouts has been learn
ed to date. We communicated with 
the Milwaukee Better Business Bu
reau asking them to check up the com
plaint with the headquarters of the 
Bonded Aleather Shoe Co., at Mil
waukee. They report that the tele
phone has been discontinued and the 
office locked. Apparently they had not 
been at. the Milwaukee address for 
some time.

The complaining customer is still 
waiting for her shoes and so far, is the 
loser of some $5 or more. It is a 
typical illustration of the fly-by-night 
“direct seller.”

The Boy Was Honest.
A man was giving a lecture on the 

subject of “Honesty.”
He related that when a boy he saw 

a cart laden with melons outside a 
shop and nobody about. On the spur 
of the moment he stole a melon and 
departed into a passageway.

“I soon got my teeth into that mel
on,” he said, “but instantly a queer 
sensation assailed me, and a shiver 
ran through me. My resolve was 
taken at once. I went back to that 
car. I replaced the melon (loud ap
plause)—and took a ripe one!

White Strawberry Is Not Likely To 
Become Popular.

Washington, Nov. 9—Have you ever 
seen a white strawberry? There is a 
variety that has delicate, creamy-white 
berries growing among leaves of a 
brighter, more waxy green than those 
of the ordinary plant They are not 
common, but can sometimes be found 
growing wild. Gen. Lew Wallace, the 
author of “Ben Hur,” cultivated white 
strawberries in his garden and recent
ly a man in Danvers, Mass., found a 
bed of wild white berries and trans- 
panted them successfully. The berries 
have a delicious flavor, they are less 
acidy than the common red berries, 
and have a peculiar sweetness that re
minds one of wild honey. They are 
not likely to become commercially 
popular, for they are too soft to pack 
we" and they lack the rosy color the 
customer looks for in a ripe straw
berry.

Raymond McCarl, Controller Gen
eral of the United States, the Wash
ington gentleman who has made him
self conspicuous, notorious and prob
ably very useful by stepping on the 
expense account of almost everybody 
employed by Uncle Sam, has encoun
tered a snag in the shape of a decision 
of the District of Columbia Court of 
Appeals that he must cease being 
judge, jury and executioner in the mat
ter of the pay and allowances of offi
cers of the Government. The Court 
declares “there can be no such auto
crat” as Controller McCarl has been 
for a long time past, to the utter con
sternation of high placed Federal of- 
ruled that nobody can “dock” any- 
ficers as well as low. It is further 
body’s pay in this glorious republic

but Congress. To all of which the 
Controller has replied in effect. “Just 
watch me and see if anybody stops 
me!” The case must now go to the 
Supreme Court which is the only au
thority General McCarl says he will 
obey. More than one hundred naval 
officers are behind the suit to check 
the Controller’s pay-cutting proclivi
ties.

Fewer business failures in the United 
States in October than in any previous 
October since 1920 is Bradstreet’s cur
rent report. As compared with last 
year, they were 11 per cent, less in 
number and 21 per cent, smaller in 
the money total. The improved show
ing was not sectional, either, but gen
eral throughout the United States, with 
the exception of New England, where 
the percentages were slightly below the 
average. The liabilities followed the 
same diminishing curve also, except in 
the Central West and South. A total 
of 1408 business failures in the entire 
country for the month does not have 
a menacing look as viewed from the 
standpoint of the more than 500,000 
corporations doing business, besides 
innumerable private firms and individ
uals; and the $36,195,273 of liabilities 
involved are negligible by comparison 
with the total of business wealth. The 
upward swing of the country’s busi
ness as a whole seems to be indicated 
beyond question by such hopeful signs.

If women smoke cigarettes why 
shouldn’t they chew tobacco instead 
of “chewing the rag?”

“The
LOAD

is on 
the

ROAD”

Corduroy Truck-Bus Tire with Side W all Protection represents just the last 
word in truck-bus design and construction. Built extremely rugged to withstand 
the most severe test of service.
CORDUROY TIRE CO. of Michigan Grand Rapids, Michigan
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CAN LEAD ONLY TO TROUBLE.
Secretary of Commerce Hoover has 

reiterated the warning he sounded 
three years ago against the growing 
evil of international profiteering. The 
example of Great Britain in controlling 
the production and price of rubber 
has been extended to more than a 
dozen other staple commodities for 
which American consumers expend 
annually, according to Mr. Hoover, the 
considerable sum of $800,000,000.

The process by which semi-monop- 
olistic prices are being imposed is only 
too familiar. It is the same as that 
prohibited in this country by the Sher
man anti-trust legislation. The funda
mental evil of it is that governments 
are the sponsors and can be reached 
only through the channels of inter
national politics.

Secretary Hoover clearly points out 
what such competition for monopoly 
on the part of governments may lead 
to. If the British government cannot 
be reached on this rubber business, for 
example, there is certain to be a grow
ing demand for reprisals which may 
be in our power. We might establish 
control of production and price on oil, 
cotton and copper. Only thus could 
American consumers hope to get back 
from the rest of the world an amount 
compensating them for what is taken 
from them.

The United States has no present 
intention of instituting this sort of re
prisal. And, as Mr. Hoover says, the 
world wdll never go to war over the 
price of anything. But the ill-feeling 
engendered when the "higgling of 
merchants’’ is “lifted to the plane of 
international relations” can lead only 
to trouble of the most serious signifi
cance.

Secretary Hoover has properly is
sued this informal warning to those 
nations that are fostering this idea 
of international profiteering. It is a 
word to the pound-wise who are play
ing with fiery particles.

THE COTTON SITUATION.
The trade has about made up its 

mind that the crop will not vary much 
from 15,000,000 bales, which is regard
ed as ample for all needs. There has 
recently been a revival of the agitation 
against the frequency of the official 
cotton crop reports, and a strong 
movement appears to be on foot to
ward doing away altogether with the 
earlier season ones. But the last nam
ed are merely tentative and are not 
put out as being of a conclusive char
acter. While the cotton plant is still 
growing, anything may happen to it. 
Should early official reports be aban
doned, the trade would have to fall 
back on private ones. Those are never 
gotten up with the care or thorough
ness of the ones which the Govern
ment issues, and they vary often to a 
surprising extent. At times in the past 
there has been the suspicion that some 
of them were gotten up to rig the mar
ket, something which has never been 
charged to the official statements. 
Prices during the week showed signs 
of recovery from the lowest levels 
reached. Cotton goods values are af
fected by the uncertainties in the raw

material situation. Gray goods and 
sheetings have gone down in price but 
have apparently not yet reached points 
of stability. There is a much larger 
spread between prices of them and the 
raw cotton than was the case a year 
ago at this time. Mills, for the time 
being, are showing a disposition to 
contract for deliveries during the early 
months of next year. A recent feature 
has been the sale of large quantities of 
fabrics for use in the automobile trade. 
There has also been a good production 
of heavy cottons. Distribution of cot
ton fabrics in general is wide in scope 
but in somewhat limited quantities. Im
ports of cotton goods for the first nine 
months of the year were only 86,066,- 
000 square yards as against 129,272,000 
in the same period last year. Knit 
goods are still without special feature. 
There are enough hosiery orders to 
keep the mills busy this month and 
next. ___________

DRY GOODS CONDITIONS. 
Retailers’ stocks are about as small 

as safety will permit, and the advent 
of colder weather has stimulated retail 
sales in both seasonable and non-seas- 
onable departments. Buying in the 
flannel and blanket departments are 
well diversified. Orders placed are 
larger than in the preceding week.

A marked improvement is evident 
in the sales of ready-made curtains, 
both ruffled marquisettes and plain 
voiles. Many orders, both for im- 
media.e and future delivery, have been 
Dooked on novelty marquisette panels 
in both cotton and rayon. The wanted 
styles consist of stripes, blue, rose and 
gold, also colored embroidered band
ings with colored silk bullion fringe to 
match the embroidery.

A large number of mail orders have 
been received in the silk department, 
calling mostly for crepe satins and chif
fon velvets, also rayon and cotton 
sport satins.

The last week has shown a great 
demand for plaids, from part wool silk 
overthread plaids up to fine imported 
goods The demand to a great extent 
is for lightweight fabrics. Reorders 
are largely light-weight French flan
nels. Brown shades, from lan to Afri
can, are being asked for.

The most prominent selling fabrics 
in the lining department are plain sat
eens in colors and fast black, and fancy 
sateens in multi-colored discharge 
printing. A large quantity of brocades 
in sateens, tussahs and cotton warp 
with tussah filled are also sold.

There is continued activity in per
cales of all grades which are suitable 
for making fancy aprons and novelties 
for the holidays. The predominant 
styles sold are white grounds with 
small figures, staple stripes, etc. as 
well as fancies in English printed ef
fects. The demand for ginghams in 
fancy styles is quite pronounced, and 
cretonnes and challies are still wanted 
in good quantities.

The goods on the top shelves are 
not going to sell as fast as those on 
the shelves within easy reach. The 
way to speed up slow sellers is not 
by putting them where they are hard 
to get at.

CANNED FOODS WEEK,
Canned Foods Week is under way 

under more favorable circumstances 
than during any previous drive to in
crease the consumer demand. In fact, 
since new packs began to appear it has 
been one succession of canned foods 
weeks, as retailers have been constant
ly adding to their stocks to bring them 
back to normal and they have been 
passing on to the consumer a wide 
variety of products at popular prices. 
With one or two exceptions, canned 
foods are uniformly cheap at retail, 
particularly so for vegetables, while 
California fruits and Hawaiian pine
apple, if not actually to be described 
as “cheap,” are extremely reasonable.

A lot has been said this season about 
big packs, but a big pack accompanied 
by a big demand is no more a problem 
for the distributor than a short pro
duction and an equally curtailed move
ment.

That distribution is extensive is tes
tified to by any representative whole
sale grocer. One of the largest says 
that he is unable to tell just where he 
stands as to his fruits. They are com
ing in on contract and are going right 
out in such volume that he is unable 
to check up to find what he will need 
later on. The pineapple scare of a 
large carryover and a record pack has 
been followed by a fear that existing 
stocks after all will not be sufficient. 
There is no weakness in the fruit men
tioned, in the low, intermediate or 
top grades. On the contrary, the lack 
of adequate supplies later on is feared 
more than anything else.

Everyone admits that vegetables 
have been dirt cheap. They have been 
squeezed so low by various depressing 
factors that it would not be surpris
ing to see that a turn would occur in 
the only direction possible—upward. 
What the major and some of the minor 
vegetables need is an undercurrent of 
confidence.

GOOD OUTLOOK FOR TOYS. 
Toy manufacturers are busily en

gaged in production to cover later de
liveries for a year that has had sev
eral outstanding features. Foremost 
among them, it was pointed out re
cently, has been the demand for dur
able, well-built toys of a body and 
mind developing nature. Accompany
ing this there has been a broadening of 
activity in several important divisions 
of the trade and a diminution of for
eign competition that has received no 
small degree of attention. Although 
orders generally at this time are cred
ited with being equal to those of last 
year, the industry has nevertheless had 
to grapple again with the problem of 
small advance orders.

Generally speaking, manufacturers 
were disappointed with the orders 
placed at the annual toy fair e&rly in 
the year. There was a sharp pickup 
between July 15 and Sept. 15. At pres
ent late orders are going in and the 
expectation is that a considerable vol
ume of business is yet to come from 
retailers, as many stores have not cov
ered their requirements. These late 
orders place a great burden on the 
trade to make prompt deliveries. Man
ufacturers, factory agents and jobbing

houses have made arrangements to 
meet the deferred demand as far as 
possible. The prediction is that the 
¿tores will have an extremely good 
season.

THE BUSINESS OUTLOOK.
Confidence in the immediate future 

of business in general is increasing as 
the sequel to enlarged buying by con
sumers. Retail trade continues to pick 
up in practically all lines, and particu
larly in apparel and household furnish
ings. There has likewise already been 
quite a share of holiday and gift pur
chases, which are not expected to reach 
their peak for a number of weeks to 
come. The conditions are fairly well 
reflected in the repeated visits to mar
ket of buyers. None of them is doing 
more than attempting to provide for 
immediate wants, tut these are suf - 
ficiently numerous to call for large 
quantities! of merchandise of divers 
kinds. The buying continues close be
cause so many concerns still continue 
to stress price as the main incentive to 
their customers, but there remains a 
fair sprinkling of those who wish to 
cater to the trade that insists on qual
ity as a prerequisite. And both kinds 
of buyers are finding what each de
sires. Primary markets reflect the 
conditions elsewhere existent, with the 
exception that, in certain merchandise, 
there has not yet been a readjustment 
of values to correspond with the 
changes in raw material costs. But 
trading continues in fair volume and 
production has been somewhat speed
ed to conform with demands for the 
specialties that are in greatest request. 
The outlook ahead as far as next 
spring is regarded as much more fav
orable than was the case a year ago.

WOOL AND WOOLENS.
Not much activity is shown in wool 

markets either here or abroad, but 
prices have shown a slightly firmer 
tendency. No great advance is con
sidered likely in view of the large sup
plies available. It is stated that the 
Australian surplus of 500,000 bales car
ried over into this season was mostly 
sold to the French, who also later 
were good purchasers at the London 
sales. Stocks of wool in bonded ware
houses here have lately been decreased 
oy withdrawals of combing wools. At 
the end of September, however, there 
still remained nearly 107,000,000 pounds 
of all sorts. During that month the 
consumption of wool in domestic mills 
reporting was 37,853,000 pounds as 
against 39,545,000 pounds in Septem
ber, 1924. A fair amount of business 
is passing on Spring fabrics, and man
ufacturing clothiers are somewhat en
couraged by the orders coming in for 
that season. The sales of overcoats, 
which are about drawing to a close, 
have been very successful, due, it is 
said, to the fact that care was taken 
not to produce an oversupply. In 
women’s wear the sports fabrics have 
been taking well with purchasers. 
Spring lines are still being ordered 
tentatively, but the indications point 
to a good season, some of the success 
of which will be due to the fine styling 
of much of the goods turned out.
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WORTHY WOMAN.

Appreciation of the Life of Mrs.
Thomas D. Gilbert.

Mary Angelina Bingham (Angie 
Bingham Gilbert) was born March 21, 
1830, and died at Grand Rapids, Nov.
8, 1910. She was born at Sault Ste. 
Marie, in the house then down near 
the river in which General Cass signed 
the treaty with the Indians. |

Her father, the Rev. Abel Bingham, 
was for a quarter of a century a mis
sionary to the Ojibwa Indians and was 
stationed at the Soo until the family 
moved to Grand Rapids in 1855.

Mrs. Gilbert was reared at the Soo 
and spent the first twenty-five years 
of her life there, with the exception of 
about three years spent, during her 
girlhood days, at the Female Semin
ary at Utica, New York.

Her real life, as the younger gen
eration understands life to-day, her 
childhood and young womanhood, was 
spent at the Soo, and, after that, at 
Grand Rapids, in the early days, up to 
the time of her marriage in 1871. No
tice the Dr. Osier period—practically 
forty years unmarried.

Then came another forty years, 
twenty-three of marriage and seven
teen of widowhood, making eighty 
years of great activity. To think of 
this woman as anything but vigor
ously active, alert and always stir
ring is impossible—active physically to 
her last sickness, active mentally to 
the last hour when, without lingering 
sickness or struggle, she fell asleep.

If her girlhood days at the Soo were 
grand and joyous, strenuous and exc.t- 
ing, with Indian, French and soldier 
in a virgin territory springing into be
ing in that life-giving, rejuvenating air 
and splendid region of the North; if 
her young womanhood in Grand Rap
ids, singing in the choir of the o.d 
Congregational church and for many 
a charity, teaching piano playing for 
a livelihood and looking after her 
aged parents until they passed away 
in the sixties, was beautiful; so also 
the other forty years of her life as wife 
and widow were a blessing to her own, 
to her friends and a fine example to 
the .public and to the younger genera
tion, reared so differently, of what one 
reared in the early days and under 
pioneer conditions might be.

She loved her own, but it did not 
end there. She had her close friends, 
but it did not end there. She had a 
warm heart for the rich and the poor 
alike. She was not envious of the 
rich, nor supercilious with the poor. 
She had the universal instinct, a gen
uine love for and faith in humanity. 
She loved the Indian because she knew 
him not only outside, but inside. She 
knew his heart, his brain, his imagina
tion, his virtues and his vices. She 
knew him in his native tongue and 
the Indians knew her. They wept as 
they met and talked with her at the 
Soo when she visited there and no 
one could stand by and hear them talk 
unmoved.

She greatly regretted that so little 
has been left of the old landmarks of 
the Soo and particularly that the big 
stone called Mutchee Monedo, near

the Mission and on the site now oc
cupied by the Court House, and sup
posed by the Indians to be a spirit, 
and before which they were accus
tomed to bow three times, had been 
broken up and removed, and also that 
so little in the way of the old forts 
and round houses had been preserved.

Mrs. Gilbert was a great reader 
generally and intensely interested in 
early Michigan reminiscences.

I think her story of the John Tan- 
ner-James R. Schoolcraft episode will 
be found to be the true one, histori
cally, just as her surmisings and 
opinion regarding James Ord being 
the son of Mrs. Fitz Herbert and 
George the Fourth have finally proved 
true.

T-et me sav in this connection that

earliest recollection of anything is 
when she took me down town at the 
time of Lincoln’s assassination and 
pointed out to me the signs of mourn
ing. Lincoln to her was a sacred 
name and she took great interest in 
the new things that came out from 
time to time about him. Her pa
triotism took literary form in the ode 
to the flag and she read it to the 
Evening Press newsboys. Mr. Gilbert 
presented her with a flag in 1876 and 
it did valiant service as long as she 
lived. On all holidays it was in evi
dence. When Cook discovered the 
North Pole it was unfurled to the 
breeze, and when Peary rediscovered 
it, it was again unfurled without re
gret.

Both Mr. and Mrs. Gilbert took an

hid the choir from view when not 
singing, and of accompanying her 
there, when I was a child and she was 
a young lady. She sang there. Of 
course I liked her voice the best of 
any. Now that I think back and think 
it all over I am not willing to change 
that opinion, for as I recall it in its 
prime, it was a high soprano—a lyric 
soprano we would say nowadays—of 
the colorateur quality, exceedingly 
pleasing and natural of the creamy 
velvety quality, without that tremolo, 
vibrato and shako suggestive of chills 
and fever of the early Michigan days, 
and with which our beloved singers of 
the present generation are well equip
ped. I never knew anybody more 
eager than Mrs. Gilbert was to see 
peaple get up and sing, to sing in 
unison and to see everybody sing, and 
she never gave up the habit of sitting 
down at the piano, of playing and 
singing and of sometimes composing 
the music for a song.

She knew the words of songs al
most by the hundreds and had the 
grand old songs and favorites always 
near her ready for use. Wliat do you 
hear nowadays as you pass from door 
to door and street to street? Mostly 
jazz. They will not last, while the old 
songs, the old real heart throbs, never 
die.

Mrs. Gilbert was an active church 
worker all her life and in the benevo
lences. She worked with organiza
tions and organized effort. She did 
her share of charitable work in per
son, among those she knew and she 
did it systematically, in a practical 
w ay In settling her estate I found 
she carried two meat accounts—one 
her own and one that she gave away. 
Some of her needy friends missed her 
after her death.

She loved the Bible and kept up 
the reading of it all her life, as the 
numerous editions about the house 
bore mute testimony, but she had no 
fixed creed. Although the sacredness 
of the church and reverence for wor
ship were dear to her, she saw this 
spirit gradually slipping away and she 
grew and developed with her age and 
broadened with it, but not without 
some regret and discomfort. She did 
not go the whole length of the mod
ernism of to-day and it is quite likely 
that she was partly right.

In looking over her papers, while 
dictating this brief and hasty sketch,
I found an interesting letter from 
Professor Strong, so many years in 
the public schools of Grand Rapids, 
to Mrs. Gilbert, and written about two 
months before her death, of the early 
days. One evening he, P. R. L. Peirce, 
Judge Holmes and other leading dig
nitaries of the early days of Grand 
Rapids, were discussing the question, 
“Who is the most influential person in 
Grand Rapids?” After a heroic strug
gle they decided to exclude themselves 
from consideration, and discussed one 
man after another. The idea of men- 
ti .'ning a woman had not been thought 
of. Finally, P. R- L. Peirce, after
wards Mayor and a great wag, broke 
the silence. I quote;

“Suddenly P. R. L. Peirce said he 
had a candidate, and he named, with-

Mrs Thomas D. Gilbert.

rs. Gilbert had a ready pen She 
is gifted in this particular and had 
style and quality of her own. Prac- 
:e and experience in other channels 
writing would have enabled her to 

ve done creditable work and to 
ve earned a livelihood with her pen. 
íe wrote a number of poemS of ex- 
llent quality, including the Centen
al Invocation to the flag, The Bridge, 
evil’s Kitchen, Mackinaw Island, and 
:r last poem, Now I Lay Me Down 

Sleep.
Mrs Gilbert was exceedingly pa- 
iotic. Patriotism meant something 
those early stirring days of the war 

hen she lived on Jefferson avenue 
ith her father and mother and sister, 
hose husband was in the war, at the 
-imp tVipv called Hardscrabble. My

intense interest in the development of 
Grand Rapids and all that related to 
civic virtue, and after Mr. Gilbert 
died, in 1894, she certainly did her 
full duty, both by word and pen, re
lating to the city’s interests and wel
fare.

“The man that hath no music in 
himself,” Shakespeare says, “let no 
such man be trusted!” But what of 
a woman that has music in her soul? 
I never knew of one more intensely 
interested in music—music of all kinds 
—but particularly the one greatest 
thing in all music—the human voice. 
Almost my earliest recollection goes 
back to the old Congregational church, 
on the present Porter block site at 
the head of Monroe street, and the old 
rlioir loft and the red curtains that
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out more ado, Miss Angie Bingham. 
Being challenged to make his proofs, 
he said something like this: “Well, 
Miss Bingham is one of the best 
known persons in town; hardly any 
person is better known; more people 
know her by sight than the Mayor. 
Then she is' favorably known; every 
one speaks well of her and wishes 
well to her. She is exceedingly gra
cious and willing to accommodate her
self to occasion and circumstance. If 
asked to sing for any charity or on any 
festive or patroitic occasion, she rare
ly refuses when it is possible for her 
to comply. In this way all persons, 
in all circles, Jew and Gentile, Roman 
Catholic and Protestant, have heard 
her pleasing voice and would gladly 
do her some service in return.’ He 
spoke also of her uniform geniality 
and high spirits and said that she 
brought smiles and sunshine wherever 
she went. ‘But this geniality,’ he fur
ther urged, ‘did not prevent her from 
having strong and well grounded 
opinions and holding to them.’ He 
thought her judgment excellent on all 
current topics. ‘Finally’—and he made 
a great deal of this point—‘she is very 
thorough. She does nothing by halves 
and leaves nothing half finished, but 
does it right out to the end.’ ”

In looking over her papers I found 
another letter written by Mrs. Gilbert 
about a year before her death, to an 
old friend, who was evidently getting 
cracked on the subject of religion. I 
quote:

“I think it is a very dangerous, a 
very risky thing to allow the mind 
of the strongest among us to dwell 
too much upon one subject, even the 
highest subject of all, our relations 
with God, the future life and the forms 
of our religious belief. It all seems 
very simple, and plain, and practical 
to me. This earth is God’s world, as 
much as is Heaven. It is good enough 
and beautiful enough for me. but for 
the sins and the sorrows. If we at
tempt to peer into Heaven we are 
lost.”

Again she writes:
“The simple life, the simple, natural 

beliefs, the inward sense of conscience 
—these are what appeal to me, and for 
the rest I can wait.”

When her husband died she felt as 
if she did not want to live; that her 
life had gone out with him. She went 
to church and sat in the old pew. She 
could hardly endure it. She wanted to 
leave the service when the first song 
was sung, but she remained and fought 
it out right there. I quote:

“I went home determined to ques
tion and argue no more; to accept 
ife; to try to do my duty from day 
to day, and determined to make my 
home and life as pleasant, as happy 
and as helpful to others as I could 
and let creeds and theories and ques
tionings and settling things go.”

And here was her declaration of re
ligion:

“I like a simple, natural, plain, easy- 
to-understand system of religion and 
life; so plain that ‘A man, although 
a fool, need not err therein;’ that ‘He 
who runs may read;’ that commends 
itself to all classes of people and con-

ditions; gives help, comfort and cheer 
to the weary laden and keeps the 
many sided thing we call mind, sane, 
natural and healthy.

“Give us a little more familiarity 
with the ten commandments, throw 
in a little more of the ‘shall nots,’ put 
a little more backbone into the anat
omy of mankind and teach the world 
to bring up their children a little more 
in the fear and admonition of the 
Lord. ‘Pure and undefiled religion 
before God and the Father is this, to 
visit the widow and the fatherless 
in their affliction and to keep your
selves unspotted from the world.’ ”

T h is  h e ln v ed  w o m a n  w ro te  h e r  sw a n
song not so very long before her 
death of two dozen lines, a dozen of 
which I will quote.

Nov» I lay  m e dow n to  sleep.
Now th e  s ta r s  th e ir  vig ils keep;

W ith  th e  tu rn in g  o f th e  w heel,
W ill I  w ake  to  th in k  an d  feel?

W ill I  sleep, to  know  no w ak ing?
W ill I rouse  to  fe a r  an d  quak ing?

W ill th e  sp irit, freed , u n fe tte red ,
S oar beyond i ts  e a r th ly  reco rd?

W ho can  an sw er, who can  te ll?
God, w ho m ade us, know s full well!

W hile h is  s ta r s  th e ir  v ig ils keep,
I w ill lay  m e dow n to  sleep!

Claude R. Buchanan.

When Letter Postage Was Twenty- 
Five Cents.

My mother, who passed away Oct. 
30 at the ripe age of 95 years, fre
quently told me the story of a letter 
which came to her family in 1837— 
eighty-eight years ago. They had 
emigrated to Michigan the year before 
from Friendship, N. Y., where my 
mother was born, settling on a farm 
six miles South of Adrian. Word 
came one day that a letter from the 
old home had reached the nearest post 
office, which was located at Adrian, 
with 25 cents postage due. My grand
father had no money, but he had some 
wheat in the barn. He measured out 
a bushel, put it in a grain bag and 
carried it on his shoulders to Adrian, 
where he sold it for 25 cents and re
deemed the letter, which was the first 
news the family had received from the 
old home since they left the year be
fore. E. A. Stowe.

Georgette Frocks Are Favored.
The approaching holiday and Win

ter resort seasons are held responsible 
for the extensive showing of georgette 
frocks in junior lines at the moment, 
according to reports received from 
manufacturers included in the member
ship of the United Infants’, Children’s 
and Junior Wear League of America. 
The Fall season, which stressed two- 
piece velveteens and balbriggans, is 
drawing to a close, although repeat 
orders for this merchandise are still 
coming in. One house making an ex
tensive line of clothes for girls ranging 
from 6 to 16 years of age reports a 
larger re-order business this Fall than 
in any previous season in its history. 
The georgette frocks now being 
shown are made in one and two-piece 
styles. The former are so designed as 
to be wearable for both afternoon and 
informal evening occasions. They are 
shown in all the bright and pastel 
colors, with silk slips to match.

Chocolates

Package Goods of 
Paramount Quality 

and
Artistic Design

Our Collection Service
M ust m ake good to  you or we will. 
“T h e re ’s a  R eason”

D EB TO R S PA Y  D IR E C T  TO 
YOU AND IT ’S ALL. YOURS 

Only th e  one sm all Service C harge 
—abso lu te ly  no ex tra s .
R eferences: A ny B ank  o r C ham ber 
of C om m erce of B attle  C reek, Mich. 

M ERCH A N TS’ CREDITORS 
ASSOCIATION OF U. S. 
208-210 M cCamly Bldg. 

B A TTL E C R E E K , MICH.
For you r p ro tec tion  we a re  bonded 
by th e  F ide lity  &  C asua lty  Com 
pany of New Y ork C ity.

S1PHEI  ELEVATORS

■
 Will reduce handling expanse- aad 

speed up work—will make money 
for yon. Easily installed. Plan« 
and instructions sent with each 
elevator. Write stating require
ments, giving kind of machine and 
size of platform wanted, as well 
as height. We will quote a money 
saving price.

Sidney E leva to r M nfg. Co., S idney, Ohio

Watson-Higps Ming Ct.
GRAND RAPIDS, MICH.

NEW PERFECTION
The best all purpose flour.

RED ARROW
I The best bread flour.

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

Distributors.

You Make

Satisfied Customers
when yon sell

“ S U N S H I N E ”
FLOUR

Blended F o r F am ily  Use
The Q uality  is S ta n d a rd  and  th e  

P rice  R easonable

Genuine Buckwheat Flour 
Graham and Com Meal

J. F. Eesley Milling Co.
The Sunshine Mills 

PLAINWELL, MICHIGAN

A COMPLETE LINE OF

Qood
Brooms

AT ATTRACTIVE PRICES 

(L M K S

Michigan Employment 
Institution for the Blind
SAGINAW W. S.. MICHIGAN

KING BEE 
DAIRY FEED

20%  Protein

This latest addition 
to our line of King 
Bee Feeds is now on 
the market and going 
strong.

Manufactured by
HENDERSON MILLING 

COMPANY 
Grand Rapids, Mich.
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SHOE MARKET
Selling Hosiery in the Retail Shoe 

Store.
In regard to the carrying and selling 

of hosiery in shoe stores we all know 
that every man, woman and child in 
every civilized country wears hosiery. 
In fact, they put on their stockings 
before they put on their shoes, so re
lated is the stocking to the shoe busi
ness

I do not mean by that that the de
partment stores and specialty shops 
selling hosiery do not sell as many 
stockings as the shoe stores, because 
I have seen an increase in both places. 
In the last twelve to fourteen years the 
pric of womens hosiery has advanced 
in price from 35 cents to $1.45 and 
$1.50 a pair. Then again, every woman 
who had a wardrobe had two pairs of 
black, one pair of brown and one pair 
of white stockings. To-day they have 
them in dozens. That has increased 
the volume greater than the unit of 
sale advance, so that the department 
stores and specialty shops do not need 
to suffer with the greater volume of 
business.

Before touching on the merchandise 
policy I want to discuss various an
noying difficulties coming up in hos
iery departments, magnified in all our 
minds. The majority of stores give 
guarantees against manufacturers’ im
perfections. To tell whether a stock
ing has been mishandled or whether 
the manufacturers’ imperfections exist
ed when sold to the customer is rather 
difficult. The majority of stores pre
fer to give the customer the benefit of 
the doubt.

If the customer has mishandled the 
stocking, she must suffer the loss. 
Some stores have gone as far as guar
anteeing even chiffon silk hosiery. One 
store in New York-adopted the policy 
that when a customer brought back 
the stockings of giving another pair 
in exchange, stamping one star in the 
hem of the stocking because there is 
less friction on the hem than in any 
other part. If these are unsatisfactory, 
the customer returns them again and 
a second pair is given, this time with 
two stars stamped in the hem, and 
that is the limit. And yet they guar
antee their stocking and mention no 
reservation but that is, I understand 
to be, fairly reasonable. If a customer 
brings back a pair of stockings to that 
store and it is very evident that the 
stocking has been mishandled, they 
refuse to exchange it. It seems to me 
liberal and as fair as is practicable for 
any store to be. If they gave a guar
antee without any restriction, they 
would be keeping some women in 
stockings for life.

The difficulty that results in a great 
many returns is giving the customer 
the wrong size. I believe in the policy 
of the salesgirl measuring each pair of 
stockings before wrapping them up. 
This sounds like a rather extensive 
operation and delay, but it is well 
worth the effort. If little tacks or per
manent marks are put on the counter 
for sizes 8J4 to 10, the girl would get 
into the habit of measuring the stock
ings and she would get into the way

of becoming expert in this operation 
and would thereby avoid many returns 
for wrong sizes. Many customers have 
bought what they thought to be size 
9r/ 2 and found after it has been worn 
that it is not big enough, not a full 
9]/2t and consequently have to bring 
the stockings back for exchange and 
are entitled to it, as the fault of the 
store. Frequently girls in placing 
stockings back in the box pick up the 
accumulation from the counter with
out looking at the size and put a size 
9/4 in the box with a 9. This is some
times done when the salesgirl is hur
rying to go home at the close of busi
ness. The next customer that comes 
in and wants a 9J4 gets a size 9 instead.
If the girl measured the stockings she 
would head off that trouble and know 
that it is the right size which she is 
selling the customer. The matter of 
putting back in the right box, par
ticularly at a busy counter, is more im
portant than it seems at first sight. In 
the first place, when a girl is trying 
to get away she may often get two 
different shades into the wrong box. 
This is very easily done.

Now there has been the question 
of merchandise and how to manage ? 
hosiery department in a shoe store. It 
has been discussed many times, ap
proaching many angles and in various 
ways. I have found in my experience 
in the handling of a hosiery depart
ment in a shoe store, department and 
specialty shop that a simplified meth
od is to have four books. It is neces
sary first to institute model stock plans 
for the department. I would make that 
stock plan if I had a department. See 
what the trouble is and correct it. The 
styL in shoes is related to the style 
in hosiery. Keep in the department 
just what is on your plan; this, of 
course, will require care and will re
quire a great deal of thought and some 
advice in figuring hosiery. The plan 
should represent just what was in 
stock, what has been pulled out and 
what has been cleaned out and any
thing not in the stock plan.

Every new number needed for the 
department added to the plan wilf keep 
it current. Anything that has been 
taken out and sold should be noted 
on the plan, and thus your plan will 
always represent what is in the de
partment. The stock is thereby very 
well controlled and not apt to get out 
of reach in too many lines; no dupli
cates of styles or sizes which should 
not be carried at an advance price will 
thereby creep into your department.

What is the best plan for compensa
tion for hosiery sales people?

The best plan for compensation for 
hosiery sales people, and the one 
which I believe is in general vogue, is 
a minimum wage with a bonus based 
on sales over a guarantee.

How can more men’s hosiery be 
sold?

That’s pretty difficult to answer; 
what is needed in 90 per cent, of the 
men’s departments is more advance 
knowledge of the style trend. For in
stance, to-day the style may be for 
special colors or combinations of colors 
turning shortly to contrast colors in 
plaids and checks. I find that right

from the mills the story is that what
ever pattern is the most prominent 
from a great selling point, with the 
retailers or the jobbers, is the pattern 
which must be made. One must al
ways maintain a stock of medium 
colors, of course, having in mind the 
cost for turnover and being governed 
accordingly. To-day the brighter and 
contrast colors are in vogue, and there 
is such a demand for jacquards that 
everyone is always looking for more.

What is a fair turnover?
I believe you should figure from a 

standpoint of retail price; figure profit 
on retail price. Turnover is figured the 
same way, figure on merchandise— 
that is, the cost of the merchandise.

What is the best time to buy?
All staples about thirty days be

fore the opening of the season. If at 
that time you aren’t quite sure of 
colors, leave the rest for another two 
weeks. Buy as near to opening of 
season as is possible to buy. Now in 
buying novelties and fancies, every
body seems to be in doubt as to just 
how to handle them. Handle them 
this way: Take for example, they be
gin to show merchandise in June and 
July—seldom later. I would take the 
best that I saw which would be the 
most attractive for my trade. Then 
say, “Send me a sample of that.” If 
there are two or three which you 
might want and yet don’t know 
whether or not you would want to 
buy ■them, ask them to send samples 
until you can decide. Then when the 
next salesman comes in you will have 
something to compare with what you 
have on hand. Perhaps you like one 
style of what the second agent has; 
ask him to send samples of that. The 
cost of this method is small—just one 
or two pairs here and there; just 
enough to give you the general im
pression of the lines which you should 
put in stock, and the value of the 
stock is small. By the time you should 
be buying for the next season you have 
a pretty good knowledge of whether 
you have the best things or not.

What is the best way to cut prices?
To establish the right price is the 

same in all stores; you determine what 
you can get the biggest volume on 
and then make your plans on that.

How can shoe stores build up their 
hosiery departments?

The best results will be obtained by

putting in a certain line at a certain 
price and then stick to it; that is the 
best way. J. J. Murphy.

Opening of Wool Blanket Lines.
An early opening of wool blanket 

lines for 1926 is forecast. Selling condi
tions are deemed favorable, and some 
firms plan to offer their goods in about 
two weeks. An active spot demand is 
reported by several of the leading 
factors, reflecting the late buying of 
both jobbers and retailers. Prices of 
the new lines, it was said yesterday, 
will show a reduction from the levels 
of last year. The latter, it was pointed 
out, were based on a raw wool market 
which was at its peak in December 
when prices were made. The subse
quent drop in raw wool created much 
unsettlement in blanket trading, sellers 
having to reduce their prices soon after 
the opening owing to pressure from 
buyers. This year, it is anticipated, a 
more stable market will prevail.

Useful Gifts Selling Well.
From present indications, useful gifts 

are going to be played up strongly this 
year in holiday giving, despite the 
fact that the reverse is often the case 
when business in general show signs 
of improvement. Umbrellas, gloves, 
fancy underwear, handkerchiefs, etc., 
have all shown up well in the early 
consumer buying, and this is reflected 
in the finishing touches that are being 
put on stocks of gift goods by retail 
stores. Of the articles mentioned, 
handkerchiefs are showing up especial
ly well, and reports from makers and 
wholesalers of this merchandise in
dicate sales well in excess of last year’s. 
This is true of both men’s and women’s 
goods, with novelties, especially in wo
men’s handkerchiefs, selling freely.

Hides. Pelts and Furs.
G reen. No. X ________________________ 10
G reen. No. 2 ________________________ 09
C ured, No. 1 ________________________ IX
C ured, No. 2 ________________________ 10
C alfsk in , G reen, No. 1 ____________ 19
C alfskin G reen, No. 2 __________   17%
C alfskin, Cured, No. 1 ____________ 20
C alfsk in . C ured, No. 2 _____________ 18%
H orse, No. 1 ______ ________ - __- - - - -  8 60
H orse, No. 2 ______ !________ ——------2 60

Pelt«.
Old W o o l_____________________ 1 00@2 60
L am bs _______________________  1 0 0 0  2 00
S h earlin es  ___________________  5001  00

Tallow.
P rim e  _____________________________ -  07
No. 1 ________________________________ 0«
No. 2 ________________________________ 05

Wool.
U nw ashed, m edium  _______________©40
U nw ashed, re je c ts  _______________ ©32
U nw ashed, fine ______   ©40

S H O E  R E T A I L E R S !
M A IL T H IS  COUPON T O D A Y

Herold-Bertsch Shoe Co.,
Shoe Manufacturers,
Grand Rapids, Michigan.
Gentlemen:

Please send me without obligation full details of 
your new plan for selling a short line of work and 
dress shoes.

We understand you claim greater profits, cleaner 
stocks and faster turnover for your plan.
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FINANCIAL
World’s Loose Gold Will Flow To 

United States.
Admitting that the heavy gold 

movement “probably is over for the 
present,” George E. Roberts, vice- 
president of the National City Bank, 
sees a fundamental reason for the con
tinued inflow of yellow metal and 
does not like it.

This country does not need as high 
a proportion of banking reserve as it 
did before the creation of the Federal 
Reserve system. Concentration of re
serves through that agency makes a 
given amount of gold go further than 
it would have in pre-war days. Never
theless, our gold holdings have doubled 
in the last decade or so and we now 
possess half of the world s entire stock 
of the metal. Since we do not and 
Europe does need more gold econom
ists take the view that further importa
tions to the United States are not 
destined to encourage sound business 
conditions for the world at large.

As the new bulletin of the National 
City Bank so clearly explains, the 
fundamental reason for imports is that 
payments running to the United 
States are considerably larger than 
those running from the United States. 
Our favorable merchandise balance is 
running at more than a billion dollars 
a year, or, to express the thing differ
ently, our excess of merchandise ex
ports is twice that of pre-war times.

Nor is that all. Before the war we 
were a debtor country on capital ac
count and now we are a creditor na
tion. Not only have we bought back 
most of the American securities held 
abroad before the war. on which we 
formerly remitted large sums in divi
dends and interest annually, but we 
have become investors in European 
secu rit ie s . Our investments abroad 
aggregate $8,000,000.000 or $10,000.- 
000.000. not to mention the $11.000,- 
000.000 that is owed to the United 
States Government.

“The result of this trade situation 
and credit situation together is that 
we have in the aggregate a large bal
ance of payments coming to this coun
try, and all the loose gold in the world 
tends to flow to the United States, un
less we make new foreign loans fast 
enough to cover the payments,” says 
the bank. “Gold imports will continue 
to come unless we either import more 
of other commodities instead of gold, 
reduce our exports, or invest abroad 
to cover the payments that are coming 
to us.”

Since the member banks were heav
ily in debt at the reserve banks in 
192 the gold imports for several years 
were used to pay off rediscounts and 
did not increase the volume of credit 
in use. Once the member banks had 
paid off their rediscount, however, the 
increased holdings of gold began to be 
reflected in larger loans.

Mr. Roberts says that in the last 
two or three years the new gold has 
been going into use, but that it has 
been used very much more extensively 
for market than for commercial pur
poses. He says:

“Down on the lower Mississippi in

time of flood the pressure of water 
against the levees sometimes causes 
what they call a crevasse, or break, 
through which the water pours in 
great volume and the effect of that 
diversion is to relieve the pressure 
everywhere else. And so the diversion 
of this available credit to the stock and 
bond markets and to real estate opera
tions have to a great extent exhausted 
the influence of this new gold or 
minimized its effects upon general 
business.” Paul Willard Garrett.

[Copyrighted, 1925.]

Big Farm-Buying Movement Will 
Begin in 1926.

More than any other man in the 
country, perhaps, Guy Huston has one 
foot on the farm and one in Wall 
Street.

As owner of thousands of acres of 
rich Illinois land, which he himself 
farms, Mr. Huston is one of the coun
try’s most important dirt farmers. As 
president of both the New York and 
Chicago Joint Stock Land Banks, and 
chairman both of the Kansas City and 
Southern Minnesota banks, not to 
mention other affiliations, he is re
sponsible for more than a third of our 
total $500,000,000 outstanding land 
bank loans.

So great has become the task of 
financing joint stock land bank se
curities that Mr. Huston now spends 
half of his time at New York, where 
he, as much as any other man in 
finance, keeps Wall Street posted on 
what is going on in the agricultural 
regions.

Sitting leisurely at luncheon in his 
downtown club yesterday, Mr Huston 
talked freely about certain develop
ments that, in his opinion, may be ex
pected in 1926.

"The bad spots in our agricultural 
situation that have held the farmer 
down since 1921 have been definitely 
corrected,” he says, “by the improve
ment of farm prices and the restora
tion of agricultural purchasing power. 
From now on the whole situation in 
agriculture should improve. Every
thing indicates to me that the farmer is 
entering an era of sustained good times 
like unto nothing we have seen since 
the armistice and from which we need 
expect no great setbacks.”

Still another conviction that burns 
in Mr. Huston’s mind is that by the 
summer of 1926 the time will be ripe 
for a great farm-buying movement that 
may last several years. Perhaps the 
movement will not stop until the 
“good, fertile, deep black soil land of 
the Central West” sells at a price 
“that will make even the boom prices 
of the war period look cheap.”

This interesting thought is based on 
the belief that farmers by next sum
mer will have reached a position of 
financial security, and regained their 
confidence in the future. They will 
want then to extend their holdings 
where they can at advantageous prices. 
For years farmers have been satisfied 
with what they had. . Returning to a 
more prosperous condition, they will 
want to enlarge present holdings.

To date the country bankers have 
been generous in their loans to Wall

YOUR BANK
■ H E  Old National Bank has a record of 

72 years of sound and fair dealing with its 
depositors and with the community of which 

it is a part. Its facilities are available to you 
in all fields of progressive banking—Commer
cial Accounts, Securities, Safe Deposit Boxes, 
Savings Accounts, Foreign Exchange, Letters 
of Credit, Steamship Tickets.

The OLD N A T IO N A L  B A N K
GRAND RAPIDS

W hat the lighthouse is to the lost sea
man the trust company is to the widow 
who is lost in a sea of conflicting advice, 
received from well intending but inexperi
enced friends.

The trust company is a guide of exper
ience, ability and responsibility; and a 
source of comfort to those using its ser
vices in time of need.

Do not seek advice from those whom 
you know are not qualified to give it. 
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“The Home for Savings”

With Capital and Surplus of nearly Two Mil
lion Dollars and resources exceeding Twenty- 
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street, but slow to give farmers loans 
in many districts. Improvement in the 
situation already has made the country 
bankers more willing to extend credit 
to the farmer. As these loans are ex
tended, good farmers will be able to 
purchase lands of the farmers still 
loaded with debts. Frozen credits 
that have stood for two, three or four 
years will be thawed.

This is another way of saying that 
as the fundamental turn in agricultur
al affairs becomes more widely under
stood fresh funds automatically will 
flow to the farmer that long have been 
denied to him. Suddenly, farmers are 
finding that their good fortune is 
bringing them more good fortune.

Paul Willard Garrett.
[Copyrighted, 1925.]

Who Bears Loss When Check Is 
Raised?

Where a merchant draws a check 
on his bank, and it falls into the hands 
of some dishonest person and is raised 
and cashed, it is a pretty safe bet that 
the merchant is in for an argument 
with his bank as to who must bear 
the loss. It follows that, in such a 
situation, both the merchant and his 
bank may become greatly interested in 
the rules of liability in situations of 
this kind. With this in mind then a 
brief review of some of the high spots 
on this subject of the law may prove 
of interest and profit.

In the first place, it may be stated 
broadly that a bank cashes a check at 
its peril. It is the duty of the bank 
to know the signature of its customers, 
and also to closely examine checks for 
alterations of every kind before it 
cashes them. And, as a general rule, 
the bank must bear the loss if it cash
es a forged or raised check. For ex
ample:

If a merchant gives his check for, we 
say, five dollars and some crook raises 
the check to five hundred dollars, and 
the bank cashes it the liability will, as 
a usual thing, fall upon the bank. This 
rule, however, is modified in some 
states by the provisions that in draw
ing checks the customer must use due 
care, and if a check is so carelessly 
drawn as to easily permit a dishonest 
person to raise it without notice to 
the bank, the customer may have to 
bear the loss.

The cases of this kind have for the 
most part arisen where a customer has 
drawn a check and left blank spaces 
which invited a check artist to raise 
them. As for example where a check 
was drawn for four dollars, and the 
drawer left sufficient space to enable 
one to insert a figure five before the 
number four and to write in fifty be
fore the amount as spelled out on the 
line below. This, of course, made the 
check read fifty-four dollars.

In such situations some courts have 
taken the position that it ̂ was negli
gence on the part of the drawer in not 
filling up the blank spaces and that he 
must bear the loss. However, other 
courts have held that regardless of this 
since the check was only for a given 
amouont when it was drawn, the draw
er was not liable for the increased 
amount filled in by the dishonest per
son, because he, the drawer, was not

bound to anticipate a criminal act by 
another.

And, even in states that hold a drawer 
to reasonable care in executing them, 
such drawer is not required to so write 
his checks that they could not under 
any circumstances be raised. If he 
writes his checks so that it requires 
skillful tampering by one seeking to 
raise them, he will not be liable if such 
a raised check gets by his bank and is
paid-

in cases of this kind, involving dis
putes between banks and their cus
tomers over the liability for raised 
checks, the question has frequently 
arisen as to how the fact that the cus
tomer used a lead pencil in writing 
the check affected his liability. And 
while, without doubt, a check written 
with a lead pencil offers great oppor
tunity for tampering the courts have 
quite uniformly held such checks to be 
legal, and the fact that they were 
written with a lead pencil would not 
relieve the bank from liability for pay
ing such a check if raised.

From the foregoing it is clear that 
the question as to who must bear the 
loss where a raised check is paid 
cannot be covered by the statement of 
a hard and fast rule. Each case of 
this kind must be decided on the par
ticular facts involved and the law of 
the state in which the dispute arises. 
However, leaving aside all of the 
legal refinements, and appealing to 
good old-fashioned business common 
sense, the subject of raised checks may 
be summarized as follows:

In writing checks the merchant 
should for his own protection, as well 
as that of his bank, use care. It is a 
bad practice to use a lead pencil for 
this purpose, and if ink is at all avail
able it should be used. And by all 
means, when a check is written no 
blank spaces should be left. If the 
figures and words don’t fill the spaces 
by all means heavy lines should be 
drawn through them. If this is done 
it at least renders difficult their rais
ing, and if it is attempted the bank 
has a much better chance of catching 
the person making the attempt. While 
as noted above a bank will, as a usual 
rule, be held liable for any loss caused 
by the cashing of a raised check, yet 
a dispute of this kind with his bank 
will not help the merchant’s standing 
as a careful man, even though he wins 
out. For this reason, if for no other, 
every merchant should try to make 
his checks as near proof against rais
ing as possible when he writes them. 
And when it is considered that it is 
possible for one to become so careless 
in writing checks, that under certain 
circumstances he may be called upon 
to bear a loss caused by their being 
raised, an additional reason is added 
for the use of care.

The precautions noted heretofore are 
simple, and if taken advantage of will 
in the great majority of cases protect 
the merchant from any chance of 
blame for having aided a check raiser 
to operate by negligence in writing a 
check. In view of which the prac
tice of these precautions in the writ
ing of checks is well worth while 
whether a merchant writes one check a 
day or one hundred.

LARGE OR SMALL
An estate may be a vast one, or only 

the proceeds of a modest insurance policy. 
No matter. Whatever the size, the re
sponsibility of managing and conserving 
it may loom large to your wife. The 
thought of having to manage property, 
deal in securities, direct a going business, 
may well strike some terror to her heart.

The twin sister of bewilderment is un
necessary loss.

The kind, the thoughtful, the business
like thing to do is to make this Company 
your executor and trustee. You may then 
rest assured that your heirs will be pro
tected from unnecessary loss and freed 
from financial worry.

Let one of our officers advise you on 
your particular estate problem.
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Anniversary of Upturn in the Stock 
Market.

To find the very beginning of the 
present bull market one must go back 
to early September, 1921, when Jesse 
Livermore called the turn in the trend 
of stock prices. It was then that the 
post-war depression in stocks ceased. 
Of course, the beginning of any move
ment is always difficult to spot and 
some authorities reckon back only to 
October, 1923, when the Steel Cor
poration declared its famous extra 
dividend, in their descriptions of the 
present market.

In one other sense we may say that 
the great bull market of to-day started 
just a year ago. November 5, 1924. 
when the country heard of the sweep
ing victory of President Coolidge. Cer
tainly on that day the market was 
filled with something that it had not 
had before. Almost instantly it be
came broader and stronger. A year 
ago, and not two years ago or four 
years ago, therefore, was the signifi
cant point in the acceleration of the 
present bull market. It just so hap
pened that the anniversary was cele
brated by an advance in transactions 
to a new high since 1916 of 2,801,000 
shares and in prices to a new peak in 
history.

While Wall Street is everlastingly 
interested in the future, it always en
joys reference to the past when back
ground is wanted for current move
ments or future possibilities. In the 
rush of business yesterday at least a 
few prominent traders took down their 
records of a year ago, when the papers 
were filled with news of the election 
and when, as we know now, the mar
ket fires began to burn more brightly.

One such trader was astonished to 
see what he saw. Yesterday’s volume 
of sales exceeded those of that day a 
year ago by more than a million shares. 
He found that the Stock Exchange and 
Curb Exchange tables, yesterday 
recording more active issues than ever 
before, w’ere crowding everything else 
off of the financial pages of the news
papers; a year ago they were fitted 
comfortably into their proper places.

He found that Steel common from 
109 a year ago had jumped more than 
5 points in a day to a level fractionally 
better than 134, or to the highest price 
since the war boom of 1917. General 
Motors he found at a new record high 
above 143, althought he could have 
bought it a year ago at 57. Hudson 
Motors he found at 138, although that 
was available a year ago at 20. Mack 
Truck he found at 242, as against 99 
a year ago.

Although he had made a fortune 
since the Coolidge election, it took 
away some of the pride in his own 
achievements to see how many oppor
tunities to make fortunes had escaped 
him entirely.

Unquestionably the present bull 
market originated in a fundamental 
improvement in business and has been 
perpetuated by encouraging reports of 
progress, but it takes no seer to ap
preciate that the market cannot have 
many such celebrations as it had yes
terday without working itself into a 
dangerous technical position. For

tunately speculators to date have ex
ercised a discrimination in their selec
tions that in a sense sets this bull mar
ket apart from all others.

Relative Merits of Bonds and Stocks.
Up to a short time ago it was ac

cepted as law that conservative in
vestors should stick to bonds, leaving 
stocks to the speculators.- This view 
is not so prevalent now as it was. A 
widespread feeling is growing that 
stocks from certain standpoints offer 
degrees of protection not found in 
bonds and that the ideal investment 
program is one that includes both 
tyi>es of security.

More than any other two writers, 
perhaps, Edgar Lawrence Smith and 
Kenneth S. Van Strum have turned 
the light of day upon a misconception 
that had always been accepted as 
gospel truth. Mr. Smith’s “Common 
Stocks as Long-Term Investments,” 
which has been mentioned before, was 
the first book to discuss in scientific 
manner the relative value of bonds and 
stock as investment instruments. Now 
comes another real contribution to the 
discussion in the shape of Mr. Van 
Strum’s book entitled “Investing in 
Purchasing Power.”

What Mr. Van Strum says is not so 
illogical as it may at first appear. He 
does not deny that the day-to-day 
market in stocks is more sensitive than 
that in bonds. What he does say is 
that an investment in bonds is an in
vestment in purchasing power for the 
average long-term investor and that 
it is self-deception to say that bonds 
bought twenty years ago have preserv
ed their original purchasing power, 
when objects that investors want have 
risen sharply in price.

Purchase of a bond obligates the 
borrowers to return a certain number 
of dollars at the end of a given period. 
An investment in bonds for the pur
pose of preserving purchasing power 
defeats its own purpose, says Mr. Van 
Strum, if commodity prices rise be
tween the time of the investment and 
its maturity.

The advantage that stocks offer over 
bonds lies in the fact that stockholders 
are entitled to their share of the 
growth in the business, whereas bond
holders can never hope to receive more 
than a given number of dollars. Clear
ly large institutions such as insurance 
companies, which obligate themselves 
to deliver dollars, will favor bonds, 
but, says the author of this book, the 
investor that wants to preserve pur
chasing power has a better chance 
with stocks than with bonds.

Of the new book Irving Fisher says: 
“It seems, then, that the market over
rates the safety of ‘safe’ securities and 
pays too much for them; that it under
rates the risk of risky securities and 
pays too little for them; that it pays 
too much for immediate and too little 
for remote returns, and, finally, that 
it mistakes the steadiness of money 
income from a bond for steadiness of 
real income, which it does not possess. 
In steadiness of real income, or pur
chasing power, a list of diversified 
stocks surpasses bonds.”

Paul Willard Garrett. 
[Copyrighted, 1925.]
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Making Arson an Unpopular Trade.
With convictions numbering 226, 

proceeding from a total of 476 arrests, 
the Committee on Incendiarism and 
Arson closed what must be considered 
as its most resultful year. That was 
the direct outcome of its operations. 
Indirect but no whit less reassuring 
were the incidental results of another 
year’s campaign in teaching the pub
lic and its representatives to view 
arson in its properly baleful light as 
not far from the most despicable crime 
of which a human being can be cap
able. Incendiarism which jeopardizes 
life, and the perpetrators of fraud fires, 
are being treated customarily to-day 
by police and judges and juries with 
a severity that was exceptional ten 
years ago, and which is among the 
most hopeful portents in the whole 
tield of fire reduction.

ficial results. It should be noted that 
the local agents’ good-will and co
operation have seldom been lacking.

Continuing its activity with a view to 
strengthening existing arson laws in 
several states, laws that are more or 
less defective, the Committee has con- 
siderabe progress to report. Several 
states have greatly improved their 
arson laws, and one state has, through 
the inspiration of the Committee, 
adopted the Model Arson Law pre
pared by the Fire Marshals Associa
tion of North America.

In one other case, the insurance had 
been cancelled but the fire occurred 
before the cancellation became effec- 
tiv, and this instance resulted in an 
indictment of the parties on charges 
of arson. “In only one of the four 
cases referred to,” finishes the report, 
“«roc incnranrf* collected.”

SAFETY SAVING SERVICE

CLASS MUTUAL INSURANCE AGENCY
“The Agency of Personal Service”

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

REPRESENTING
Retail Hardware Mutual Central Manufacturers’ Mutual
Hardware Dealers Mutual Ohio Underwriters Mutual
Minnesota Implement Mutual Ohm Hardware Mutuai
National Implement Mutual The F1“™*1 Mutual

Hardware Mutual Casualty Co.

We classify our risks and pay dividends according to the Loss Ratio 

Mercantile Risks 30%.
WRITE FOR FURTHER PARTICULARS.

"Our activities,” says the Commit
tee, 'have, in most instances, been 
lacilitated by the hearty co-operation 
oi puouc officials, and the successlul 
investigation and prosecution of sus- 

i picious cases is bringing about a de
cided change in the otficial attitude 
towards arson.” Noted particularly is 
a closer appreciation of the technical

ities ot cases of arson and a more com
plete understanding on the part of lo
cal otficials of the peculiarities of this 
crime and burning to defraud than in 
the past.”

One of the most important features 
of the work of this Committee is its 
activity in preventing fires set with 
intent to defraud. During the past 
year forty-two cases of anticipated fires 
were investigated, in which the evi
dence obtained corroborated the ad
vance information received and show
ed that a fire was anticipated. In 
every such instance local authorities 
have promptly taken steps to prevent 
the fire; and there is no doubt but that 
the Committee’s activity in this direc
tion has saved much of the insurance 
involved. In four instances in which 
such advance information had been ob
tained fires actually occurred. In one 
of these cases the local authorities 
were maintaining a watch over the 
premises and the fire developed at 
noontime, when the watch was with
drawn. The thoroughness of the in
vestigation, however, disclosed intern 
tions and resulted in a waiver of the 
claim and surrender of the policies.

“Besides accumulating evidence in 
connection with individual cases un
der investigation, our special agents,” 
the report continues, ‘‘have been active 
in arousing the interest of local polcie 
officials generally in the crimes of 
arson and burning with intent to de
fraud, and in increasing the efficiency 
of these local organizations in this 
particular work. On several occasions 
these investigations have assumed the 
proportions of a general survey of con
ditions affecting a particular locality 
especially in reference to the activities 
of alleged arson rings. Conferences 
of our investigators and local agents’ 
associations have frequently been held 
and general conditions thoroughly dis
cussed; and while these conferences 
were entirely informal in character, we 
believe that they have had very bene-

Since the organization of this work 
under the present plan on February 
1, 1916, special agents have submitted 
written reports covering the investiga
tion of 4,717 fires. Local authorities 
interested in these cases have instituted 
criminal proceedings resulting as fol
lows: arrests, 2,032; convictions, 995 
and acquittals, 344.

Many Waiting For Sales.
Although retailers are credited with 

having had an , improved response to 
early season offerings of overcoats and 
suits at regular prices the complaint 
has been voiced that too many con
sumers are waiting for sales. Many 
consumers, it was said, have now 
formed the regular habit of waiting 
for these sales before making their 
initial purchases for a season. More
over, the number is growing and the 
situation developing is held responsible 
for the lessened volume of early busi
ness the stores are doing at regular 
prices. At the same time, clothing 
manufacturers and representatives of 
the woolen mills say the retailers have 
themselves to blame for the conditions, 
as they have educated the consumer to 
wait for sales which are heralded far 
and wide as giving “unheard of values 
and as “well worth waiting for.”

Qualified.
An Irishman applied for a job at the 

gas works.
“What can you do?” asked the fore

man.
“Almost anything sor,” said the 

Irishman.
“Well,” said the foreman, who was 

a bit of a joker, “you seem to be all 
right, could you wheel out a barrow 
of smoke?”

“Sure, fill it up for me.”
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WOMAN’S WORLD
The Sorceress With Dollars and 

Dimes.
W ritte n  for th e  T radesm an .

A type of home woman who is most 
useful and at the same time most ad
mirable is the one who is a magician 
with money, who can take ever so 
little and make it go ever so far!

There are variations in the type, 
some individuals being especially pro
ficient in one way, some in another. 
Take the one whose forte is supplying 
a table economically yet plentifully. 
She knows how to cook so as to make 
every plain common kind of food 
tickle the palate. She will buy an in
expensive cut of meat, brown it in a 
kettle, season it to perfection, bake 
it slowly and thoroughly, keeping in 
all the juices—and when her dinner is 
served, her cheap roast is better than 
some other woman’s porterhouse.

Who shall describe our magician’s 
gravies de luxe and home-made sauces 
and relishes? Behold the great store 
of canned fruits and vegetables in her 
cellar, all bought by the box when the 
price was lowest, and prepared and 
put up by her own skillful hands! She 
purchases freshly laid eggs in the 
spring, water glasses them carefully 
and has them for use, every one in 
perfect condition, at times of the year 
when eggs are selling at ten, twenty, 
or even thirty cents per dozen ad
vance over the price she paid. Thus 
by her forethought and by buying in 
quantities as large as she can well use, 
she avoids the long prices inevitably 
paid by the family that lives out of a 
paper sack.

If there is a bit of available ground 
in the back yard, this woman raises 
radishes, lettuce, and string beans, hav
ing them fresh and crisp for her table. 
Not even the smallest amount of good 
food goes to waste. Left-overs are 
worked up into dishes even more tasty 
than the first serving. Dollars and 
dollars worth are thrown into the 
garbage pail from every other kitchen 
along her street; but not from hers. 
Wonderful hashes, puddings, and bat
ter cakes result from her thrift.

Now take another of these necro
mancers of the pocketbook, the woman 
whose specialty is fixing up a house so 
it is comfortable and homelike and yet 
a dream in the coloring and design of 
its furnishings. In the choice of pa
per or other covering for the walls, in 
the selection of the stain or the paint 
for the woodwork, in the buying of a 
rug, this artist-housewife has an un
erring eye for the effect she wants to 
produce in her finished room.

She spends her few and carefully 
counted dollars with taste and discrim
ination. Now and then she purchases 
a new piece of furniture. Always she 
chooses something that has good lines, 
is substantially made, and that will 
harmonize with what she already has.

She shows real talent in arrange
ment. Her rooms are never over
crowded. Simplicity and harmony are 
her keynotes. Her easy-chairs are 
placed temptingly. Her window drap
eries add grace and lightness to the 
whole. Her scarfs and throws and 
sofa pillows are a joy. With small

cost she produces an interior that is 
charmingly restful and really more 
satisfying, aesthetically considered, 
than sometimes attained in a home of 
wealth by the spending of money 
galore.

And now the woman whose magic 
is with clothes, who knows how to 
dress well and becomingly and even 
with distinction, on next to nothing. 
This sister has a sure prescience as to 
the wearing qualities of fabrics and 
the fashions that will stay in. She 
gets the good of her things before they 
go out of style. She knows what to 
wear to look her best, and what she 
must let alone. She is handy with her 
needle and skilled in the use of paper 
patterns.

She buys the goods and makes her 
own gowns, saving all dressmakers’ 
bills. Does she want something to 
wear on her head? First she spends 
$3.98 for her materials Then she con
structs for herself a hat that would 
do credit to any high-class millinery 
shop and that would be considered 
very reasonably priced at $12.50. 
Nothing more needs to be said of the 
marvels that this woman can produce.

In the magazines we see a great deal 
regarding the budgeting of family ex
penses. Some effort is being made to 
teach judicious outlay in the domestic 
science courses in the schools. Both of 
these activities are praiseworthy. Fur
ther there should be made such graphic 
showings of the results of wise house
hold economy, that every girl who is 
domestically inclined, will see the pos
sibilities that lie in this field of en
deavor.

Industrially considered, women may 
be divided into two great classes— 
those who like to go out and earn and 
those who prefer to stay at home and 
economize. The former have forged 
to the front in recent years; but in the 
history of the race the latter have 
played a most important part. The 
service rendered by women conserv
ators has been indispensable in the 
past. We still stand so much in need 
of it that we cannot afford to have 
one girl whose genius is for economiz
ing, diverted into the ranks of mere 
earners.

Mrs. A is an example of a sorceress 
with dollars and dimes. She shines 
in the home circle. She has a subtle 
alchemy as it were, by which she can 
take a small amount of common money 
and transmute it into an amazingly 
large amount of health and comfort 
and wrell being and even elegance. She 
is an adept in three or four different 
lines—she is expert in the kitchen, an 
excellent housekeeper, has enough of 
the artist that under her hand the 
modest home of the A’s has become a 
beautiful place of abode, and is a past 
master in all that relates to the ward
robe.

Mr. and Mrs. A are now a little 
past middle age. They have two 
grown daughters and a son, all living 
at home and all earning. Mr. A’s sal
ary never has been large, yet they 
have raised and educated their children 
own their home, and have a few thous
ands besides salted down in good in
vestments. Since her marriage twenty-

seven years ago, Mrs. A never has 
earned a dollar outside. She has stay
ed at home and managed. She is still 
on the job and still finds it an ample 
field for her strength and energies.

She buys all the table supplies. While 
she always has provided liberal 
amounts of food, she never has made 
the mistake of many notable cooks, 
that of setting an overloaded table. As 
she herself expresses it, “I never have 
encouraged my folks in eating their 
heads off.” Good health and small 
doctor bills as well as economy in pro
visioning, have been the result.

Mr. A and the boy always consult 
Mother in the selection of their cloth
ing. They have found that what she 
advises always looks well and gives 
satisfactory service. Usually they pre
fer to delegate to her the purchase of 
all such items as shirts and hosiery.

For the girls and herself she plans 
and buys and makes and makes over. 
For all the family she mends and keeps 
garments in repair. She knows little 
tricks of taking out spots and other
wise keeping clothing fresh and tidy: 
thus lessening the frequency of pro
fessional cleaning.

The good dressing of the A daugh
ters always has been the envy of their 
associates, yet after turning into the 
family till a certain number of dollars 
each week as ‘‘board money,” they still 
bank a great part of their earnings. 
Why should they not, with such a 
money magician to help them?

To be brief, Mrs. A is a seventh 
daughter of a seventh daughter in 
household finance. If she were to go 
out and work for pay, it would have 
to be very large pay if it really counted 
as much to the good as does putting 
her efforts on the best conservation 
of the four pay checks that come into 
the A home every Saturday night.

Yet truth to tell, there is one fly in 
Mrs. A’s ointment, one skeleton in 
her financial closet. She is not looked 
upon by others, nor does she look 
upon herself, as a woman who is “do
ing things.” What Mother does goes 
right in. No one thinks very much 
about it She belongs in the class that 
is spoken of as being—supported. 
While having all that she needs or 
wants, she secretly envies the other 
members of her family their wages— 
the definite money recognition of their 
toil. It is this feature that will cause 
almost any smart girl to choose going 
out to earn rather than staying home 
and economizing, even though her 
natural inclinations might be strongly 
toward the latter.

What are Mrs. A’s services worth 
in dollars and cents? How can her 
family be made to realize the value of 
what they are getting day by day and 
week by week? And how can other 
families be made to know the worth 
of the wife and mother who is a 
genius with money?

Ella M. Rogers.

Speed.
On th is  one fac t 

I ’ll lay  a  bet.
T he slow est m an  

C an ru n  in debt.
A nd ye t, p lease note,

T h a t deb t m ost th riv es  
On those w ho lead  

T he  fa s te s t  lives.

Graphic Sidelights on Old Time 
Local Merchants.

In 1865 John Kendall was engaged 
in the sale of millinery, wholesale and 
retail. His store was in the Luce 
block, the site of which is now covered 
by the Herpolsheimer building. An 
expert trimmer, Nellie Grady, and a 
competent traveling salesman, Tony 
Deaney, were in his employ. A young 
man named Buckley, became smitten 
with the charms of the fair Nellie and 
in the course of time he led her be
fore Father McManus' and later took 
her to Chicago. Mrs. Buckley return
ed to Grand Rapids after spending 
two years in the Windy City and en
gaged in the sale of ladies hats and 
bonnets on her own account. The 
panic of 1873 hit the house of Kendall 
hard and the owner, in feeble health, 
retired, his son acquiring the business. 
Young Kendall was untrained in the 
sale of millinery and soon failed. A 
charming young woman, Jennie Bent- 
ly, of Milwaukee, succeeded Mrs. 
Buckley as the head of the trimming 
department of the Kendall store. She 
married an aged widower, John V. 
Turnham, a manufacturer of furni
ture, and lived unhappily with him 
until a court in chancery severed the 
marital chain that bound her to Turn- 
ham.

Oliver Bleake opened the first com
munity store in Grand Rapids. It was 
located in a small brick building, still 
standing, on the Southeast corner of 
Lagrave avenue and Fulton street 
Among his substantial customers were 
H. C. Yale, R. C. Luce, A. W. Pike, 
W. D. Tolford, C. C. Rood, Freeman 
Godfrey, C. C. Philbrick, Noyes L. 
Avery, Henry Fralick, John C. Buch
anan, Zenas E. Winsor, Martin L. 
Sweet, T. H. Lyon, W. S. Dunn, S. 
O. Kingsbury, William Ashley, L. S. 
Hill, E. S. Eggleston, R. D. Sinclair, 
A. X. Cary, George W. Allen and A. 
Hosford Smith. Groups of these men 
met at Bleakes nightly to discuss 
politics and matters of National, State 
and local importance. During the cold 
months of the year Bleake had a tea
kettle of hot water on the stove, and 
when one or more of his patrons asked 
for a toddy the sugar, lemons and the 
distillations of corn and rye from old 
Kentucky were promptly provided.

Before the breaking out of the civil 
war Lewis Porter sold men’s wear
ables and operated a custom shop on 
Monroe avenue immediately North of 
the entrance of the Pantlind hotel. 
Among his employes were Col. E. S. 
Pierce and a popular young bachelor 
named Crittenden. Porter engaged in 
politics as an aid to Senator Zach 
Chandler and was in due time reward
ed for his services by an appointment 
as postmaster at Washington. Col. 
Pierce acquired the Porter store, 
erected the building now owned and 
occupied by the Fourth National bank 
and moved his business to that build
ing Porter erected the Porter block 
at the junction of Monroe and 
Division avenues.

Leonard Dooge was engaged in the 
sale of groceries on Monroe avenue 
near Division, many years. His sav
ings were wisely invested in real es
tate and when he died two score oi
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years ago, a substantial fortune was 
inherited by his son, Prof. Dooge, oí 
the University of Michigan, and nis 
daughters, Mrs. J. A. S. Verdier and 
Mrs. John A. Westerhoff. Mrs. Ver
dier was a famous singer in 1865.

Lewis Martin was a prosperous mer
chant of the West side. He caused 
the building on the Northeast corner 
of Bridge and Front streets to be 
erected and used the ground floor in 
the conduct of his business.

David and George Arnott were en
gaged in the sale of groceries on 
Bridge street in 1880. Profits were 
not satisfactory and the Arnotts sold 
out and moved to California.

A young man named Shaw owned a 
grocery store on West Leonard street 
in 1873. He had furnished goods to 
many employes of Wonderly & Little, 
operators of the 'Wonderly saw mills, 
upon orders issued by the firm. The 
Jay Cooke panic of that year destroyed 
the business of the firm and Shaw 
failed. Years later, when Wonderly 
had aclvevtd a fortune, h t paid the 
firm’s indebtedness to Shaw and other 
small local creditors.

Arthur Scott White.

Responsibility a Necessary Meat Re
tailing Factor.

We know of a case, one that repre
sents many, where a butcher has 
grown into his business without taking 
due consideration of balancing pro
portions and, when the time came for 
the crucial test, he failed. The case in 
question concerns a young man that 
entered the trade a few years ago as 
a helper around the shop. His atten
tion to business soon made him invalu
able to his employer, and in time he 
was practically advanced to the man
agership of the market. Trained at 
the block, he was an expert at cutting, 
and the “boss” always felt safe in 
leaving the shop in his charge. And 
he made good.

But as time passed, the owner of 
the market felt that he could easily 
retire, and it was not difficult to find 
a successor. His manager had saved 
up a tidy sum and his credit was good 
so why look further? The transfer 
was made, a new “successor to” sign 
put up on the front of the shop, and 
business continued

Of an affable nature and acquainted 
with everyone in the neighborhood, 
things looked “rosy” for the new pro
prietor. For a few days he received 
congratulations of his friends and 
handed them fat cigars. Incidentally, 
he let it be generally known that he 
intended to make a lot of changes and 
double the business within a year. For 
a few weeks, in fact, business did hum. 
A general overhauling and special sales 
added many extra dimes and dollars 
to the cash drawer. This accomplish
ed, more fat cigars. Together with 
this, the snappy fedora hat that he 
bought down the street was a size or 
so larger than what he had formerly 
worn, and the general impression that 
he gave was that he had the world 
by the tail and everything was coming 
his way.

He didn’t see it, because he wasn’t 
looking; but others observed about

that time that an old-established com
petitor in the same block was begin
ning to serve some of his customers'— 
then more and more. Half a year had 
passed by before he himself discovered 
this fact—for it was a fact. Counting 
profits he found them far below what 
he had expected. He grew m orose- 
damned his customers—and ended by 
going on a spree. His general attitude 
now became noticeable to the public 
something was wrong with his meth
ods. To his credit it may be said that 
for a time he tried to make out what 
was ‘needed, but judgment or some
thing was lacking. He tried a special 
sale or two and sent out some hand
bills, but somehow his shop seemed 
to have lost is drawing qualities. He 
didn’t give up, but tried to remedy 
things by adopting a new tack—all in 
the sense of cheapening the market. 
Poorer quality was substituted for the 
good quality of former days and in
competent help replaced the skillful 
and efficient helpers of the past. Dirt— 
yes, dirt—made its appearance in every 
corner of the place. Broken crates, 
baskets, gunny sacks and paper litter
ed the store The spirit of the mar
ket was broken and trade deteriorated 
to the level demanded by the cheapest 
buyers of the locality. With no profits, 
payments stopped on the purchase 
price, and the former owner was forc
ed to take the store over again.

Knowing the facts, we believe that 
we can place our finger upon the exact 
spot responsible for the failure the 
inability to assume responsibility. Cut
ting meat expertly and attending to 
the trade and the many duties inci
dental thereto, constitute a routine that 
can be carried out to perfection under 
the guidance of someone else. In fact, 
the guidance of the original owner 
left nothing for his manager to do but 
to carry out orders, and this he did 
without observing the necessary thing
_“Why.” We forgot to mention that
the old owner, after his vacation was 
“tickled to death,” so to speak, to be 
again back in the harness, and with 
him, as chief cutter he has his old 
man back with him. Old customers 
are again buying and the business is 
going swimmingly, because the man at 
the head knows and welcomes re
sponsibility.—Butchers’ Advocate.

A Banker in Embryo.
A veteran white-wing took his boy 

to the president of a large bank, and 
said, “I want you to start my boy in 
the banking business, first as an office 
boy, next as messenger, and on up 
the ladder as book-keeper, teller, 
cashier, and so on, up to President.

The executive, not very much im
pressed with the lad, answered, “That’s 
a good idea, but why not start him in 
your own line, first as a sweeper, then 
driver, foreman, superintendent and so 
on to Street Commissioner?”

“Well,” replied the old man, “I’d 
thought of that, but you see, the boy’s 
not right bright.”

Muskegon — The Lakey Foundry 
Co. has started work on thirty new 
core ovens and will also install ad
ditional machinery, including a con
v e n o r system for moulding.

■ T ’HE one product of Its kind that 
I the well-informed grocer rec

ommends to his particular cus
tomers is

Nucoa
"The Food o f the Future99

For some of the REASONS WHY 
see full page NUCOA advertise
ment in the Saturday Evening 
Post of November 14th.

THE BEST FOODS INC.
New York Chicago San Francisco

Thousands of Retailers say

■BuanaaaaaraBaaaoBaanBQD | 

Dçmanaoaaoaaaaaaoaaooaaoa

Deserve the Popularity They Enjoy

The Ohio Match Sales Co.
WADSWORTH, OHIO

UALITY
Guarantees Y our Profit
You’re SURE of rapid turnover, growing 
profit, because Rumford’s Purity, Economy, 
Dependability and Nutritious Phosphates make 
better bakings! It makes satisfied customers. 
RUMFORD CHEMICAL WORKS, Providence, R. I.

^HeWholeson^

i]
ÍAK1H0 

POWDfP

THE WHOLESOME

BAKING PO W D E R
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DRY GOODS
M ichigan R etail D ry Goods A ssociation . 

P res id en t—Geo. T . B ullen , Albion.
F ir s t  V ice-P re s id en t—H . G. W esener, 

Albion. _  „
Second V ice-P re s id en t—F. E. Mills,

L ansing . _ _ __
S e c re ta ry -T rea su re r—H . J .  M ulrine, 

B&ttlc Creek
M anager—Jaso n  E. H am m ond, L ansing .

House-to-House Selling
Tabulation of replies received by the 

National Wholesale Dry Goods As
sociation to a questionnaire sent to its 
members on the subject of selling di
rect to consumers by house-to-house 
canvassing shows that slightly over 72 
per cen. of the reporting houses find 
direct selling on the increase in their 
territories. About 28 per cent, think 
that this method of distributing mer- 
chandse is on the decline.

“The coupon method of selling, "On 
the other hand, does not seem to have 
attracted so much attention,’’ the as
sociation’s report on the questionnaire 
says, “and reports on its increasing or 
decreasing popularity are almost equal
ly divided. In one or two sections 
where it has just been introduced, the 
coupon method is reported to be going 
strong, but in others it has attracted 
little attention.

“The large majority of replies state 
that direct selling has not been dis
credited to any extent, either by mis
representation on the part of manu
facturers’ representatives or by ‘fake’ 
solicitors who pocketed the customer s 
initial money' and completely' disappear
ed. Some cases where alleged mis
representation occurred are noted, but 
they seem to be in the minority.

“Over 83 per cent, of the reports 
received stated that no action has been 
taken by local business me nor city 
officials to curb the activities of the 
canvasser. In the isolated cases, where 
action was taken, practically nothing 
was accomplished because the solico- 
tors were operating within the law. 
One case is recorded where the police 
stopped the operation of canvassers 
for a short time, but allawed them to 
continue ‘as proof of illegal methods 
could not be obtained.’

“Another report states the Police 
Department closed a coupon concern, 
but does not indicate whether it was 
compelled to close permanently or al
lowed to resume business later. One 
or two instances are recorded where 
efforts are being made to impose a li
cense fee, but in the vast majority of 
instances no curb of any kind has been 
attempted. The general opinion is that 
the canvasser is protected by interstate 
commerce laws.”

The report adds that action on the 
part of retailers is likewise passive. 
Over 73 per cent, of the replies say 
retailers are taking no action what
ever to offset door-to-door solicita
tions of direct sellers. As to the fu
ture of direct selling, the report further 
says, 59 per cent, think it will increase 
and 49 per cent think it will decline.

Announce New Millinery Colors.
Twenty-two new colors, the largest 

number ever officially sponsored by 
the millinery trade, were announced 
last week as the ones on which would 
be concentrated the production of wo
men’s hats for the Winter resort and

early Spring seasons. They were an
nounced by the Allied Millinery As
sociations in conjunction with the Tex
tile Color Card Association. These 
are the colors announced: Pink pearl, 
Marie Antoinette, polignac, maintenon, 
wild honey, salmon, blue lavender, yel
low daisy, lavalliere, chateau gray, 
Monaco, lovebird, watermelon, Florida 
gold. Italian blue, meerschaum, phan
tom red, cake buff, palmetto, dogwood, 
gendarme and cookie. Six organiza
tions joined with the Textile Color 
Card Association in sponsoring the 
new shades, which will be seen for the 
first time when the season is opened 
on Dec. 1.

Shoe Sales Continue to Grow. 
Although there is some question as 
to how much the gain is, reports from 
the local shoe trade continue to in
dicate a swelling demand for both “at 
once” and advance deliveries. The 
best indications are that the orders 
placed for future shipment are show
ing up relatively better than the “at 
once” sales, so far as men’s and boys’ 
shoes are concerned, but this does not 
hold true with the women’s end of the 
business. There, although more simple 
models are now being displayed than 
for some time, the style element still 
works against buying very far ahead. 
The recent bad weather resulted in 
some wholesale business in rubbers, 
mostly men’s, but it was said yester
day that a good snowstorm would be 
required to give the demand for pro
tective footwear a real stimulus.

Buying a Cat in a Bag.
The potato scarcity has sent prices 

skyrocketing all over the country. In 
a nearby small town a group of gro
cery men make it a practice to be at 
the outskirts of the village to buy up 
the loads of potatoes from farmers as 
they appear. When one farmer drove 
up there was spirited bidding among 
four grocers. One of them finally got 
the load at the top price and gave the 
farmer instructions for its delivery. 
Later on the grocer found a load of 
cider apples in his cellar, which cost 
him top prices for high grade potatoes. 
He remembered afterward that the 
bidders did not ask what the farmer 
had in his wagon but began bidding 
reckessly for a cat in a bag.

Lace Demand Is Quite Good.
Although current sales of laces are 

not calling for anything like a record 
volume of this merchandise, the de
mand here is generally regarded as 
satisfactory. In fact, in comparison 
with the call for laces at this time in 
recent seasons, it shows substantial 
improvement in many quarters. Clunies, 
filets and torchons are reported to be 
the most sought, with white, ochre and 
colored laces of this type all moving 
well. They are apparently being used 
to considerable extent for embellishing 
center pieces, curtains, etc. ’“Val.’ 
edges, especially in white and ochre, 
continue to sell well, and the demand 
for venises is fair.

You can’t shove a man onto a high
er plane of living than he is fitted for. 
He slips off every time.

Many Are the Marvels of Nature. 
Grandville, Nov. 10—Farmer Jack 

found a small packet of seeds, the 
paper yellow with age. He turned to 
his wife with the remark that he 
would give a good deal if he had a 
seed from one of those fine musk- 
melons he grew as a boy on his 
father’s farm long years ago.

An ejaculation from his wife, who 
had picked up the paper of seed laid 
down by the farmer, called his atten
tion.

“Look here, Jack,” she said, “this 
is some melon seed put away ten 
years ago. You were on dad’s farm 
then—”

“And, my goodness, that is seed 
from those very melons I spoke about. 
I’ll see what they look like.” The 
farmer tore open the paper, which 
nearly crumbled in his hands, and 
one lone seed rolled out—just one 
seed from a mass of shells and broken 
husks. One seed left after ten years.

“Don’t throw it away, Jack,” said 
his wife.

“Pshaw, it’s no good now. It’s dead 
as a door nail. Why, do you know 
I believe its nearly twelve years since 
I gathered these seeds on the old 
Sand Crek farm.”

“Let me have it.”
The wife took the lone seed, turned 

it over in her hand, then quitted the 
room. It was in the spring, early 
May, and the woman, just for an ex
periment, went out to the garden, 
planted the one old muskmelon seed, 
guarded it with sticks, and came back 
laughing.

“Maybe it will grow—who knows?” 
she said.

And it did grow. After lying in a 
cupboard, wrapped in paper for more 
than ten years, that little muskmelon 
seed swelled up in the warm, moist 
soil, burst its skin and sent a lively 
shoot up into the sunshine.

Here, then, was performed one of 
the marvels of nature A seed spring
ing into life after ten years lying 
dead on the shelf was certainly a 
resurrection wonderful to see. It was 
a fact demonstrated before their eyes 
that years of oblivion had not destroy
ed the soul of the melon seed. Won
derful reproduction to be found only 
in nature.

A single small acorn, after a long 
spell of rest in some dark cupboard, 
will, if taken out and planted in 
mother earth, burst its bonds, send up 
a shoot and begin ne wlife under the 
shine of the sun and the patter of the 
rain. That small acorn will produce 
a giant oak whose top reaches far 
into the sky, whose body will become 
a giant, tons in weight, many feet in 
size. Another marvel in nature for 
which puny man can account for only 
because of that great All Power we 
call God which reaches out every
where its miracles to perform.

That melon seed, ten years lying 
dead on the shelf, burst into life, grew 
a long, strapping vine. Half a dozen 
melons grew to ripened melonhood, 
marvels of beauty, and when Farmer 
Jack cut one for eating, he counted in 
that single melon ninety seeds equal 
in size to the one olanted. Ninety 
seeds in one melon and there were six 
ripened melons, over 500 seeds from 
the one little seed planted in the 
spring. The time for all this was a 
little less tha n ninety days.

A single tiny melon seed, ten years 
forgotten, within three months re
producing itself five hundred fold. Yet 
this is but one instance of what the 
great god Nature greets us with on 
every side every day of our lives.

Despite all this there are puny 
men who go forth and pretend to 
doubt the existence of deity.

In my own experience I can tell of 
raising from one single watermelon 
seed, three large, luscious melons, each 
one of which grew one hundred seeds 
within its red interior, and the three 
melons averaged a weight of thirty

pounds. There you have it, ninety 
pounds of edible sweets grown from 
one insignificant seed within ninety 
days. Man has no way of account
ing for this marvelous reproduction 
in the vegetable kingdom, how foo1'=h. 
then, to go out proclaiming funda
mentalism or modernism as the one 
great principle at stake in the religious 
life of the world.

Man has only to get right down to 
facts in nature to assure himself of the 
existence of an omnipotent power so 
much greater than man as to over
shadow every puny argument he mav 
advance.

With all the mighty forces of na
ture at work in marvelous manner, the 
wonders of the great creator to pro
claim, there are those so self _ suffi
cient as to avow their disbelief in 
immortality.

With regard to the trees, we see 
them come to life, garbed in green 
leaves each spring, flourish through 
the summer, shed their leaves in the 
fall, drop to sleep for a few months 
in winter, only to awake to new life 
each spring. This, together with 
everything round about that grows 
into splendid maturity under the shine 
of the sun, ought to put to shame 
every idea of materialism.

Old Timer.

Pajamas Are Much Sought.
An active demand for men’s pajamas 

is reported by leading manufacturers 
in New York, with indications that 
substantial re-orders for the holiday 
period will be received The so-called 
English style, with collar attached, it 
was said yesterday, has been one of 
the best sellers. These pajamas, in 
broadcloths, sateens and percales, have 
sold in biggest volume. A growing 
call for this style in radiums, tub silks 
and Japanese silks has also been noted. 
In patterns, wide stripes and plaids are 
said to predominate and the use of 
high colors is a feature.

Lipstick Red Drops in Favor.
Lipstick red is said to be falling off 

in popularity but gracklehead continues 
its strong position in the broken pile 
coatings. Increasing premiums are be
ing paid for the latter color and per
sonal buying tours to get the cloth 
are being made by cutters-up to mill 
offices, whence it is immediately car
ried to the cutting table. The trouble 
with lipstick red is that it is worn 
mostly by young girls, and the demand 
for it, at least temporarily, has been 
satisfied. Black is holding its own in 
favor, and predictions are that as usual 
it will strongly dominate toward the 
close of the season.

F or Q uality . P rice, and  S ty le

WEINER CAP CO.
Grand R ap id s, Mich.

R E A L  V A L U E

CRESCENT GARTER CO.
515 Broadway, New York Cit

Ask
Your

Jobber
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Thinks the Independent Dealer Needs 
a Manager.

Coming down from Larchmont, my 
private seat in our club car is next to 
that of one of the statisticians of one 
of the largest banks in the world. This 
gentleman always carries a brief case 
home with him at night. I suppose 
he uses statistics for a pillow. He 
asked me a lot of questions about mail 
order houses and chain stores. He 
opened his portfolio and he had a lot 
of figures on the sales and profits, the 
increased number of stores and the in
creased sales and profits of these in
stitutions. He was under the impres
sion that the chain stores were mak
ing their gains because they bought 
goods cheaper than the independent 
retailers and therefore could undersell 
them. “Isn’t this true?” he enquired 
of me. I was tired of statistics. On 
the front page of my morning paper 
I saw a very interesting article about 
a chorus girl who is suing a million
aire for half a million dollars for 
breach of promise. I wished to read 
this article. I knew statistics were 
waiting for me in my own office.

“No,” I answered this gentleman. 
“The trouble with the independent re
tailers is not that they do not buy 
low enough, but in the fact that an 
independent retailer, as his name im
plies, has no boss. Everybody needs 
a manager,” I said. “When a man 
reaches a point in this world where 
he is entirely independent, look out! 
Now you see, these chain stores are 
checked up. They are given instruc
tions and they are compelled to carry 
them out. Their inventories are 
checked. Their sales are checked. 
Their cash is checked. Every move 
they make is checked by the auditing 
department. Therefore the manager 
of a chain store, in order to earn his 
salary, must make a showing. On the 
other hand, the independent retailer 
is not checked up. He attends to 
business when he pleases. He takes 
his inventory as he pleases. He sells 
goods at any price he pleases. No 
sir, in my opinion, the trouble with 
the independent retail dealers in the 
United States is that they are inde
pendent.” “Why, now,” said the 
statistician, “you give me an entirely 
new idea. I think there is a good deal 
to it.” He took a blank pad of paper 
out of his portfolio and proceeded to 
make notes. So, when this bank issues 
its next monthly statement telling all 
about everything, look out for their 
remarks about the dangerous inde
pendence of the independent dealer!

“Look here,” I said, referring to the 
front page of the daily paper. “What 
this millionaire needed was a man
ager. He was too independent. Other
wise, he would never have to face this 
interesting suit. You see, one of the 
greatest hardware men of all time 
wrote this axiom: ‘Promises are thin 
ice and dangerous.’ ”—Saunders Nor- 
vell in Hardware Age.

Items From the Cloverland of Michi
gan.

Sault Ste. Marie, Nov. 3—Now that 
the season for hunting partridge has 
closed the woods are filled with 
mighty hunters after the rabbits, and 
from some accounts several partridge

had a narrow escape. The weather 
was ideal Nov. 1, while last Sunday 
was anything but ideal, which accounts 
for the hunters who could not make 
the grade last week.

Residents of the two Soos and es
pecially the numerous visitors who 
attended the Soo-Escanaba foot ball 
game Saturday, were treated to a rare 
exhibition of aeroplane maneuvering, 
when sixteen of the Canadian govern
ment aeroplanes careened through the 
atmosphere in the formation for the 
purpose of inspection, which had been 
ordered by officials of the department 
in charge. The drilling went to prove 
that the planes could be operated now 
just as efficiently as in the summer 
when they were first placed in service.

H. C. Lawton, of the Soo Creamery 
& Produce Co., returned last week 
from an extended trip through the 
East and South. He was accompanied 
on the trip by his wife. They report 
a delightful trip, but found that, com
paratively speaking, the Soo is as 
prosperous as most of the cities 
visited.

Henry LaTondress, who for the past 
few years has been the book-keeper for 
the Booth Fisheries Co. here, left last 
week for St. Ignace, where he has 
accepted a position with the Warner 
Lumber Co. Mr. and Mrs. LaTondress 
have made many friends here who 
will miss them, but wish them every 
success in their new home.

Cards may be a waste of time, but 
they will bridge that yawning chasm 
between dinner and bedtime.

Leon Winkelman, the well-known 
merchant, left last week for New York 
on a purchasing trip. He stopped at 
Ann Arbor en route to see that foot 
ball game.

Many a man whose wife is addicted 
to permanent waves probably longs 
for the time when he’ll be able to 
make a permanent investment in a 
home.

Three Detroit men, V. P. Deemer, 
J. H. O’Hara and J. M. Graft, left 
Friday noon for home via auto with 
a big moose head strapped on the 
front of their car and a big bear 
weighing about 300 pounds. Both 
animals were killed during a hunting 
trip by the three men in the vicinity 
of Sudbury, Ontario, last Monday.

William J. Cummings, Secretary of 
the Civic and Commercial Associa
tion, returned to the Soo after his 
trip with the Dixie highway motor
cade. He made the trip in an official 
capacity and distributed literature and 
procured publicity for the Soo from 
many influential newspapers on the 
route. On his return he stopped off 
at Washington, where he met Presi
dent Coolidge, also Clerk Shilling, a 
former Soo boy who has made a hit 
at Washington.

M. A. Goetz the Goetzville mer
chant, has sold his stock to his 
mother, Mrs. A. Goetz, who will con
tinue the business. Mr. G~etz expects 
to spend the next few weeks collect
ing, after which he may engage in 
other business.

Many a modern girl’s idea of a hope 
chest is a trunk on the back of an 
automobile. William G. Tapert.

Gold and Silver Effects Liked.

Reynolds Shingles 
and Roofing

Built first—to last
After all, a roof-covering is 
bought for Protection primar
ily.
No matter how beautiful a roof 
is, irrespective of its low cost 
of application, if that roof fails 
to protect the building which it 
covers effectively and over a 
long period of time, it has fail
ed of its purpose.
Reynolds products are beauti
ful, economical and fire-safe.
But their chief characteristic is 
their DURABILITY, which 
means effective protection.
And that’s the real test of a 
good roof.
Leading lumber dealers sell 
Reynolds.

H. M. REYNOLDS
SHINGLE COMPANY

"O riginator o f  the j i s p h a t t  S h in g le“

G R A N D  R A P ID S  -  M IC H IG A N

R.
^ESTABUSHtP

<'£***»i run '

One of the more pronounced decora
tive trends in evening wear, laces and 
in various types of fancy goods is that 
for gold and silver effects, with the 
former predominating. This is par
ticularly true of laces, where the metal 
types have sold very well. For dress
es and neckwear there has also been 
much use made of these metal shad
ings, which are provided with a con
trasting background. Trimmings on 
handbags also stress this treatment, 
with unique filigree effects obtained in 
many instances.
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RETAIL GROCER
Canned Foods Week.

Wyoming Park, Nov. 10—Canned 
foods week is now here, Nov. 9 to 20, 
inclusive. Ask your jobbing salesman 
for posters if you have not already 
been supplied.

Make a big display and advertise 
dozen and case prices. Make a big 
thing of this, as the chain stores are 
doing.

Run some special on every thing 
that comes in cans from milk to peach
es. Paul Gezon,

Sec’v Retail Grocers and Gen’l Mer
chants Ass’n.

Does It Pay To Call For Orders?
W ritte n  for th e  T radesm an .

The young grocer I wrote about 
last week lists his delivery expenses 
thus: “Auto summers, horse winters, 
$173.37.” On his business of approxi
mately $15,000, that is a modest charge, 
being only about one and one-sixth 
per cent, j or it would be a modest 
charge if that ended it, but it does not.
It comes far and away from ending it. 
For he comments on this item thus:

“I go out on the order team daily 
myself, and whether it pays or not, I 
don’t know. I know that the other 
stores do not run a regular order team, 
but think some of them would if I 
did not. For the past many years this 
store has had an order team on the 
road and I think folks depend on one.”

I think I could write a book of 
comment on that statement as a text. 
But in any case, I am certain that this 
is a losing proposition to this grocer 
and should be abandoned—as any los
ing thing should be cut out. For you 
can take this as a truism: It is always 
a safe thing to stop losses.

We called for orders for many years. 
We did this long after the telephone 
became an institution in even moder
ately well-to-do homes. Why? Well, I 
suppose for one thing because “folks 
depended on it.” Folks always will 
depend on anything they get free. 
Folks used to come to our store on 
Sunday morning, keeping us there un
til noon, so long as we continued the 
practice of working seven days a 
week. Then we cut out the Sunday 
morning work, folks readjusted them
selves—even though some of the old- 
timers beefed about it for a while.

Our business grew because of im
proved location and better methods. 
It seemed to grow in spite of the ab
sence of our best man from seven 
thirty to about eleven every morning. 
But when he came in with his orders 
among which were several which 
“must go before dinner,” we had to 
hustle the whole force—delaying, in 
many instances, orders which had come 
in by telephone long before—that 
these folks might be accommodated.

After one particularly trying in
stance of this sort of thing, we took 
an evening to study our call-order ac
counts to determine whether they paid 
their way. We figured the average 
earnings. Against that we put the 
time of our best clerk, charged double 
—because he was on that work at a 
time of day when he was most needed 
in the store—plus a fair estimate of 
actual time used by the rest of us on 
those orders.

The result was interesting. On that 
basis alone, the call-order business lost 
out. It did not pay its way. It cost 
us money. But that was not all. We 
had then to estimate the value of the 
better service we should give to those 
who got their orders to us voluntarily. 
We took account of the truth that 
such customers were entitled to pre
ferred attention, which now went tc 
those who made no exertion for us.

The final factor to consider was the 
loss our business was sustaining by 
reason of our being without our best 
clerk at the time of day during which 
he could render service to customers 
who came or telephoned to our store. 
This must be an estimate, but we felt 
it was a more important factor than 
any other.

What to do? Answer: Stop solicit
ing. But also we want to retain as 
much of the worth while call-order 
trade as possible. So we hit on the 
plan of sharing telephone expenses 
with those. We agreed to pay half the 
telephone charges for six months. The 
plan worked in most cases. We ac
tually continued to pay the charges 
for two years. We profited by so do
ing. By that time the telephone had 
become such a habit that most of the 
customers stayed anyway.

But the point is this, that if we had 
lost every call-order customer, we 
should have been ahead. We were 
relieved from much anxiety. We were 
able to plan and execute our busi
ness better. We had better service 
with no added expense. We served 
those who came or phoned much bet
ter than before. Never for a minute 
were we tempted to go back to old 
ways.

Now, without a single figure on 
which to base my opinion, I am yet 
satisfied that this grocer is losing 
money by calling for orders. He 
should stop. Take a week or so to 
notify your customers of the change. 
Then quit. By doing that, he will 
save all of the extra full time clerk 
he now pays, plus most of or all the 
part time help. And believe me, he 
is where he needs to save every dime 
he can conserve.

As for others starting a call-order 
route: two answers to that. You are 
always perfectly safe to let the other 
fellow do unprofitable work. You are 
also always safe not to lay out money.

Another expense that can be elimin
ated is for advertising. This because 
said advertising is mostly calendars,' 
distributed to about a hundred and 
thirty-five families each year. Such 
expenditure is the purest waste. Cut 
it out.

He comments on his rental expense 
thus: “My rent on store costs $25
per month and I get $5 per month for 
heating an office piped onto the boiler. 
If it were not for this office heating, 
I could save two to three months fuel 
bill. This I cannot quite figure out a 
solution for.”

I do not know circumstances of ar
rangements or contract or both. If 
this boy has an unfortunate contract, 
he must complete it. But if no con
tract, here is another case of quit on a 
thing that does not pay its way.

BLUE GRASS MILK
BLUE GRASS BUTTER

WORCESTER SALT

KENT CLUB COFFEE 
TEA, SPICES, ETC.

GOOD LUCK and DELICIA OLEO.

THRU COMMUNITY GROCERS ONLY

K e n t  G r o c e r  C o m p a n y
W H O L E S A L E  D I S T R IB U T O R S

R E D  S T A R
T ^H E R E  is pride in selling to 

A the housewife; she is known 
for her insistence on quality- 
When she buys RED STA R  
Flour, we know that this flour 
is keeping company with other 
high quality products used in the 
home. And RED STAR easily 
holds its place.

JUDSON GROCER COMPANY
G R A N D  R A P I D S ,  M I C H I G A N

Serve the Customers and Help Yourself
By making Fleischmann’s Yeast available to your customers you 
help bring them health and in turn their business helps bring you 
success.

Yeast customers are regular ones. When they call for their daily 
supply you can sell them other foods as well, so you profit from the 
extra sales as well as from the Yeast you sell.

FLEISCHMANN’S YEAST 
The Fleischmann Company 

SERVICE
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MEAT DEALER
This young man says he has been 

able to keep bills paid, though he be
lieves lie could get credit if needed. 
Let him not need it Keep out of debt. 
That is a primary factor in success. To 
pay as you go is another good habit. 
Retain it.

Another good habit is that he takes 
inventory twice yearly. That is 
splendid. One reason why half the 
butchers succeed against less than a 
quarter of the grocers is that butchers 
are compelled to pay for their goods 
every seven days—regardless of their 
responsibility. More grocers would 
succeed if compelled to pay weekly. 
Frequent inventories constitute excel
lent checks on conditions.

To the Meat Dealers.
Wyoming Park, Nov. 10—A couple 

of weeks ago I told about some meat 
recipe books which were being pre
pared by the National Live Stock and 
Meat Board, Chicago.

They now havq another beautiful lit
tle book containing about 150 new meat 
recipes with a fancy holiday cover and 
imprinted with the dealer’s name, 
which they offer to dealers at $3.88 
per hundred, which is the actual cost 
of printing.

These recipe books will make a 
splendid souvenir to hand out to your 
trade and if you want some of them 
just write me at once, stating how 
many.

Where can you get such cheap ad
vertising which will bring in new cus
tomers and build business?

Act quickly. Paul Gezon,
Sec’y Retail Grocers and Gen’l Mer

chants Ass’n.

M. J. DARK & S O N S
G R A N D  RAPIDS, M IC H .

Receivers and Shippers of A ll

Seasonable 
Fruits and Vegetables

Every man owes it to himself to 
succeed in his undertakings. Not to 
succeed is to weaken moral fiber and 
lower the tone of one’s character. But> 
there are special personal reasons why 
this young man is obligated to succeed.

That is one reason why I have 
talked so straight-from-the-shoulder 
and advocated drastic moves. But in 
any event nothing I recommend can 
be overlooked. Let this man be tight 
as the bark on any tree—as I said last 
week. Let him exceed the traditional 
New England thrift. Let him not 
lightly regard the expenditure of a 
single dime—let alone a half dollar or 
a “two bit” piece. Remember, when 
25c is in question, that you had to buy, 
handle, sell, charge, deliver and col
lect for probably ten dollars’ worth of 
merchandise to earn that quarter dol
lar. Then its importance will grow on 
you.

Feeling that “folks are not buying 
as they used to /’ this young man con- 
siders going on a cash basis. That 
way disaster probably lies. The man 
trained in credit business is seldom 
fitted to be a cash merchant. And if 
you think the cash man has no prob
lems, you have another think com
ing.

Get to work on economy of expendi
ture. Work for greater efficiency, as 
I have recommended. Cut out adver
tising that is not advertising. Drop 
all donations. Save every dime. Keep 
your nose to the grindstone. Work 
harder than ever.

Debts press you. You can clear 
most of them off by reducing stock, 
as I have indicated. Let no month 
pass without reducing your obliga
tions. This will beget the habit of 
saving. Then when the debts are 
wiped out, you will automatically ac
cumulate, because the habit will be 
formed and the way made familiar by 
these experiences.

With health and an established busi
ness, with a happy home and those 
around you who have faith in you, you 
are all right provided you do as I have 
indicated—and get adequate prices for 
your goods. Paul Findlay.

•Mother Hubbard Up To Date.
Old M other H u b b ard
W en t to  th e  cupboard
To g e t h e r  a  b ig  d rin k  of gin:
W hen  she g o t th e re  
T he cupboard  w as bare ,
A nd th e  old m an  w as w iping h is  ch in .

Romance Tucked Away in Box of 
California Prunes.

Falmouth, Mass., Nov. 2—Many 
mediums are seized upon to further 
the machinations of the little blind 
god, but seldom before has it fallen 
upon the lowly prune. George W. 
Smith, a grocer’s helper here is on 
his way to California in quest of his 
sweetheart whom he has never seen. 
Of course, George has seen her pic
ture and she has his, and is expecting 
him. But neither has ever seen the 
other in the flesh. George’s 3,000 mile 
journey started with his prying open 
the cover to a box of prunes several 
months ago. Carefully tucked be
tween the layers of the fruit, George 
found a slip of paper. On this was a 
written address, and a request for the 
finder to write. George did. In re
turn he has received more than fifty 
sweetly worded letters which have 
captivated his heart. When he wrote 
a proposal and accompanied it with 
his photo, the answer was all that any 
swain could desire.

First Egg on Record Laid in Frigid 
Spitzbergen.

Spitzbergen is paying due honor to 
its first locally laid hen's egg. Eggs, 
as eggs, are not scarce here, for hose 
of the eider duck and tern may be 
picked up by thousands in the sum
mertime. But the product of the or
dinary barnyard fowl heretofore has 
been unknown. The egg was laid in 
the hennery of Director Drelleslbuy 
of the Dutch Coal Co., who is making 
an attempt to acclimate chickens. His 
hennery, owing to the bitterness of the 
weather, is heated. It has to be dark
ened during a part of each twenty-four 
hoys of the mid-sun period. In the 
Arctic Winter artificial sunlight has 
to be provided. Thus hens are being 
made to feel at home under the 78th 
degree Northern latitude. •

Do You Have Scales in Your Store?
We have noted the many stores that 

have scales in some public spot where 
customers and friends can get a “free 
weight.”

Most people are interested in their 
weight—particularly when it begins to 
increase too rapidly. Many men and 
women keep a record of their weight, 
taken at regular intervals. If you 
have a scale in your store a supply of 
printed cards, with space for date and 
weight, so that a systematic record 
may be kept, will be appreciated by 
customers. And of course your name 
will be on the card in prominent let
ters as a reminder!

N O W  READY

High Grade Goods at Low Prices

)0WHEY’S Putnam Factory
HOLIDAY PACKAGES GRAND RAPIDS, MICH.

Carload Potatoes Wanted
We are in the market to buy good No. 1 graded 
potatoes, sacked in new 150 lb. bags.
I f  you have a car loaded or can make up a car
load among your neighbors, get in touch with 
us immediately.

The Vinkemulder Company
Grand J^apids, M ichigan

Buyers and shippers of Potatoes and Onions and 
fruit in carlots since 1900.
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HARDWARE
M ichigan R etail H ard w are  A ssociation. 

P res id e n t—S co tt K endrick , F lin t. 
V ice-P re s id en t—George W. M cCabe, 

Petoskey .
S ec re ta ry —A. J . Sco tt, M arine C ity. 
T rea su re r—W illiam  Moore, D etro it.

An Early Start For the Christmas 
Campaign.

W ritte n  fo r th e  T radesm an .

While the Thanksgiving holiday is 
still ahead of us it will pay the hard
ware dealer to start now—if he has 
not already started—to prepare for 
his Christmas trade.

An early start is a great help in 
bringing out the Christmas business. 
Of course under the best of circum
stances a great deal of Christmas buy
ing will always he left to the very 
end of the season But it is worth re
membering that the season does not 
start itself; the merchant has to start 
it. By showing holiday goods a little 
earlier, it is possible to interest the 
public ahead of time, and to bring out 
quite a few earlier buyers.

This serves a double purpose. On 
the one hand, it spreads the Christmas 
rush over a longer period, thus light
ening the strain on the merchant and 
his sales staff. Or, on the other hand, 
a good many fore-handed customers, 
having bought early all the things they 
would normally buy, have time to think 
of other obligations which if they 
were rushed they would be apt to 
overlook.

Already the hardware dealer can 
begin to give his windows a holiday 
touch, in preparation for the Thanks
giving holiday; and immediately after 
Thanksgiving, it is sound policy to 
appeal at once to the Christmas trade. 
The displays for the one holiday pre
pare the public for the next one.

See that you have your Christmas 
stocks in early; so that when you ad
vertise the widest possible selection 
for early buyers, you will show them 
something comprehensive. In your 
early Christmas displays, and in your 
early newspaper advertising, stress 
the argument that early buying 
is to the advantage of the cus
tomer. in that he has the chance to 
make an unhurried selection before the 
gift lines have been picked over, and 
is assured of better service than if he 
waits until the store is crowded with 
last-minute customers. A good many 
customers will continue, of course, to 
wait until the last minute; but this 
educational work on the subject of 
early Christmas buying, if continued 
from year to year, will in time de
velop a class of customers thoroughly 
sold on early buying.

One of the chief reasons why the 
department stores secure such a tre 
mendous Christmas trade is that they 
make an early start in their Christmas 
selling campaigns, and that Christmas 
goods are always on display at an 
early date. The department stores dc 
not wait for trade to come to them— 
they go after it.

Many department stores start about 
Nov. 1 to offer suggestions for Christ
mas gifts, and from that time on they 
bombard the public with suggestions. 
Newspaper space, window displays, 
circulars, booklets, interior displays,

silent salesmen and other mediums are 
used to attract and interest the public. 
They do not try to put off their Christ-

.  .  u  A11 4 l-% 1 n  r  4

week before Christmas and then try 
to conduct a huge one-week campaign. 
That is not their style They start 
early and gather in a large valume oL 
business before many of the smaller 
merchants get started at all.

Although the average retailer re
gards the department store with aver
sion, he can profit by the study of de
partment store methods.

One thing that strikes a visitor to a 
department store is the accessibility of 
the goods on display, and the fact 
that customers can personally and at 
their own leisure examine the goods. 
The stock is arranged to give the 
customer every facility for rapid mer
chandising. Another feature worthy of 
attention is the liberal use of price- 
tickets. Nearly all the goods on dis
play are priced in plain figures. In 
some sections of the department stores 
the customers practically wait upon 
themselves.

Price advertising is usually very de
sirable in the Christmas season. The 
average customer has so much money 
to spend on a certain number of gifts; 
and quite often he has no very clear 
notion of what articles he wants. In 
fact, he is as a rule decidedly open to 
suggestions; and any help the hard
ware dealer can furnish the customer in 
making his suggestions will in turn 
assist to make the hardware store a 
popular place with gift-hunters.

To this end many merchants pre
pare lists of suitable gifts arranged on 
two plans First, as to price, for those 
customers who have to buy within a 
certain figure. Second, as to their 
suitability for various members of the 
family—father, mother, sister, brother, 
children, baby; not forgetting Him or 
Her.

It will pay to compile such lists. If 
you are running a big advertisement 
in your local paper, give a compre
hensive list of gift suggestions. Have 
the complete list printed or mimeo
graphed and paced on the counter for 
distribution. See, incidentally, that 
your salespeople are familiarized in 
advance with the gift possibilities of 
the hardware stock.

Right here a suggestion is in order. 
There are many recognized gift lines 
which hardware dealers^eature at this 
especial season, and these will inevit
ably be played up in any advertising 
you do. But there are also gift pos
sibilities, often overlooked, in connec
tion with a good many regular hard
ware lines For instance, a new 
kitchen range for mother—the sugges
tion of such a gift, in your compre
hensive list, will be worth while even 
if it results in only a few sales. It 
will be worth while even if it only 
serves to keep your range department 
before the buying public So, too, with 
other regular lines—electrical devices 
washing machines, ironing boards, etc.

In connection with the early Christ
mas trade, you can give your paint 
department a boost by featuring the 
idea of brightening up the home for 
Christmas; or, in fact, for the holi-

M ichigan Hardware Co.
100 -108  Ellsw orth A ve., Corner Oakes 

GRAND RAPIDS, MICHIGAN

¥

Wholesalers of Shelf Hardware, Sporting 
Goods and

Fishing Tackle

K ept aw ak e  by  ra t t l in g  w indow s
KEEP THE COLD. SOOT AND DUST OUT
In s ta ll "AM ERICAN W IN D U S T IT E ” a ll-m e ta l 
W ea th e r  S tr ip s  and  save  on y o u r coal bills, m ake 
your house-clean ing  eas ie r, g e t m ore com fo rt from 
yo u r h ea tin g  p lan t an d  p ro te c t yo u r furniBhlngs 
and  d rape rie s  from  th e  ou tside  d ir t .  Boot a n d  dust. 
S to rm -proof, D irt-p roo f, L eak -p roo f, R attle-p roo f 

M ade an d  In s ta lled  Only by  
AM ERICAN M ETAL W E A T H E R  S T R IP  CO. 

144 D ivision A ve., N orth
Cltz. Telephone 51-91« G rand  R apids, Mich.

Fenton. D a \is  6 Boyle
BONDS E X C L U S I V E L Y
Grand Rapida Rational Bank Building

Chicago GRAND RAPIDS Detroit
First National Bank Bldg. T elephones [ S a in *  «5« Congress Building

New
or

Used

Flat or Roll top desks, Steel 
or wood files, account sys
tems, office chairs, fire
proof safes.

forstore
or

office

G. R. STORE F IX T U R E  CO.
7 Ionia Avenue N. W.

Foster, Stevens &  Co*
WHOLESALE HARDWARE

157-159 Monroe Ave. - 151-161 Louis Ave., N. W. 
GRAND - RAPIDS - MICHIGAN
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days—Thanksgiving as well as Christ
mas. A window along the “Brighten 
Up for the Holidays” idea would be 
in order right now, before the Thanks
giving holiday. Show floor finishes, 
wall tints, radiator paint, and similar 
interior specialties and, by means of 
catchy show-cards, see that your win
dow gets the idea across to the public.

Interior paint specialties should be 
featured as a curtain-raiser to the 
Christmas trade proper. They serve 
the double purpose of inculcating the 
holiday idea in a general way and de
veloping some specific business for the 
paint department.

Another preparatory window could 
be devoted to the idea of equipping the 
housewife for catering to her Christ
mas guests—a new range, a compre
hensive equipment of cooking and 
other kitchen utensils, and the like.

The first Christmas display should 
come, at the latest, right after the 
Thanksgiving holiday, and should 
drive home the idea of “Come early 
and avoid the rush.” Begin at the 
very start with specific gift sugges
tions; for nothing helps so much to 
attract trade as the fact that the puz
zled purchaser, uncertain what gift to 
buy, is ensured intelligent and helpful 
service in your store.

Circularizing is often a useful and 
effective method of getting out early 
customers. It is particularly effective 
where you have a regular mailing list 
which you circularize monthly or 
oftener regarding seasonable goods; 
for then you get the cumulative effect 
of a regular campaign. But even a 
single Christmas circular, or two of 
them in fairly close succession, will 
produce good results, as a rule. In 
your letter to your prospect list, em
phasize the idea of buying early; and 
accompany the letter with a cpoy of 
your list of gift suggestions, with any 
literature regarding special gifts you 
may have to distribute.

Victor Lauriston.

How Hotel Landlords -Incommode the 
Public.

As a merchant, I am filled with ad
miration for our New York hotels. 
They certainly know how to ask and 
get the price. The hotels have a 
strong association. It is not only a 
debating society. They believe in di
rect action and they get it. Last 
summer, during the hot weather, some 
Western friends telegraphed me to get 
a parlor, bedroom and bath at one of 
our leading hotels. Not willing to 
take a chance, I attended to this little 
commission in person. The summer 
rate was only $25 per day. I thought 
I would like to see what this suite 
looked like. I must admit it was very 
nice. It looked cozy.

Going back to the elevator, I hap
pened to see a gray-haired lady in 
charge of the desk on the floor whom 
I have known for many years. She 
also remembered me. Our meeting 
was sentimental and touching. While 
I waited for the elevator, I enquired 
if the hotel was crowded. “Oh yes,” 
she answered, “ the part of the hotel 
that is open is crowded.” “What do 
you mean?” I enquired, “by ‘the part 
that is open?’ ” “Why,” said, she, “don’t

you know that when business is dull, 
the hotels close entire floors? They 
lock the doors and remove all the help. 
These floors cease to exist. They are 
only storerooms for furniture. To il
lustrate: If we happen to have twelve 
floors of bedrooms, possibly we will 
shut off six. Therefore we cut the 
capacity of the hotel 50 per cent. All 
the cost of running these floors is im
mediately cut down.”

“When you arrive” said she, “the 
trained, polite hotel clerk will say: 
‘Have you reserved a room by wire, 
sir?’ When you say ‘No,’ he will ask, 
‘But you wrote us a letter?’ When you 
admit that you have not even written 
a letter, he will say, ‘Well, very sorry, 
sir. Just register and I think we can 
fix you up some time this afternoon. 
In the meantime, check all your hand 
grips. You can wash in the lavatory.’ ”

“You see, the question is whether 
enough guests will arrive that day to 
justify the hotel in opening one of the 
closed floors. It of course will not pay 
to open this floor for a dozen people 
or so. It will be cheaper to let them 
go to some other hotel If, however, 
during the morning enough people arc 
put on the waiting list to justify open
ing a floor, the word is passed up, the 
floor is opened and they all get rooms.”

“Well, well,” said I. “This certain
ly is a wonderful system.” “Oh, yes,” 
she answered. “It would hardly pay a 
first-class hotel to have travelers ar
rive and then find they could secure 
rooms immediately. That would be 
a reflection upon the popularity of the 
hotel. You see, Americans only wish 
to go to places where it is hard to get 
in—a hotel, for instance, where it is 
hard to get rooms; a show where it 
is hard to get tickets, etc. If anything 
is easy to get, it must be second-rate.” 
I made my best bow to the gray-haired 
lady and descended to the office to 
close the contract for the $25 suite.

Then, have you noticed that not
withstanding the increase in Pullman 
rates, you can seldom get lower berths? 
Here we have the same system. The 
Pullman Company will not hook an
other Pullman car on to the train 
until all the berths, upper and lower 
are taken in the cars that are already 
hooked on. Even they tell you if you 
will wire in advance or write a letter, 
you may get a lower. Glorious sys
tem! This makes you feel, when you 
see the earnings of the Pullman Com
pany rolling up into millions of dollars, 
that it is perfectly all right. If you 
wish to see something nice and juicy 
write the Pullman Company and ask 
for their last financial statement. Still, 
Mr. Hoover writes us that the cost of 
distribution must come down. Hooray 
for Hoover! The war was a great 
thing for the Pullman Company and 
the war is still on!—Saunders Norvell 
in Hardware Age.

Who made the most money, the 
man who went on strike or the mar 
who persuaded him to strike? While 
the striker and his family were living 
on union doles, the man who called 
the strike was drawing a better salary 
than he ever earned at his trade.

$100,000 

PE E R LE SS  
PO R TLA N D  

CEM ENT CO.
First Mortgage Serial 
6J/2% Gold Bonds, Series 
I I ,  a t M aturities to Yield

5% to 6.75%
This issue is the sec
ond series of $2,- 
000,000 authorized, 
of which $1,850,000 
now is outstanding. 
Company has com
pleted new River 
Rouge plant and is 
proceeding success
fully with operation. 
Physical assets, $4,- 
800.000. Net current 
assets $650.000. Pro
ceeds of this issue to 
nay for additional 
fixed assets and in- 
rr#»ase working cap- 
*tal.

A.E.Kusterer&Co.
In v e s t m e n t  B a n k e r s  

B r o k e r s

M i c h i g a n  T r u s t  B u i l d i n g
citizens 4-267 beii main 24 3 5

Sand Lime Brick
Nothing as Durable 

Nothing as Fireproof 
Makes Structures Beautiful 

No Painting  
No Cost for Repairs 

Fire Proof 
W eather Proof 

W arm  In W inter  
Cool In Summer

Brick is Everlasting

Grande Brick Co., Grand 
Rapids

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

Rives Junction.

I. VAN WESTENBRUGGE
Grand Rapids - - Muskegon

Distributor

Nucoa
The Food o f  the Future
CHEESE of All Kinds 
ALPHA BUTTER 
SAR-A-LEE 
BESTFOODS 
HONEY—Horse Radish

OTHER SPECIALTIES
Quality — Service —■ Cooperation

$300,000

W elch-W ilmarth
Corporation

Cumulative 7% Sinking 

Fund Preferred Stock 

Par Value $10

Second largest manu
facturer of store fixtures 
in the United States.

Unusually strong and 
capable management.

Earnings available for 
dividends over three times 
requirements.

Tax free to Michigan 
holders.

Price $9.80 and Accrued 
Dividend to Yield 7.14%

H owe, Snow  
tr  B eetles INC.

Investment Securities 
G R A N D  R A P ID S  

New York Chicago D etroit

4Z
Banking

Mail
Under both  S ta le  

and lederai Supervision

W e a re  a s  ivear a s  your m all 
box. As easy  to  b an k  w ith  us 
a s  m ailing  a  le tte r.

Privacy
No one b u t th e  b an k ’s officers 
and  you rse lf need  know  of your 
a cco u n t here.

Unusual Safety 
Extra Interest

Send check, d ra f t,  m oney o rder 
o r  cash  in reg is te red  le tte r. 
E i th e r  sav in g s  acco u n t o r  C er
tif ica te s  of D eposit. You can  
w ith d raw  m oney an y  tim e. 
C ap ita l an d  su rp lu s  $312,500.00. 
R esources over $4,000,000.0#.

Send for free booklet 
on Banking by Mall

HOME STATE BANK 
for SAVINGS GRAND RAPIDS 

MICHIGAN



M I C H I G A N T R A D E S M A N
N ovem ber 11, 1925

COMMERCIAL TRAVELER
News and Gossip About Michigan 

Hotels.
Flint, Nov. 9—Last week I enjoyed 

a visit with the Doherty’s at their won
derful hotel in Clare.

Much has been said about this ho
tel. Predictions were freely made at 
the time it was built it would be a 
financial failure. I was much inclined 
to think so. All these prognostica
tions fell very wide of the mark.

Under the guidance of Fred Doherty, 
backed up by his charming wife, this 
property has made a substantial re
turn on the investment, and even at 
this season of the year when hotel 
trade is lagging, the Doherty is mak
ing a record on room occupancy. Its 
rates are most reasonable, its food 
service excellent and an atmosphere 
of comfort permeates the entire es- 
tablishmnt. Mrs. Doherty, who, by 
the way, should receive a Hotel As
sociation medal for service in the 
cause of membership getting, drove me 
150 miles, visiting Evart, Reed City, 
Big Rapids. Mecosta. Mt. Pleasant 
and Coleman.

At Reed City we found that A. A. 
Brubaker has purchased the interest 
of J. G. Booth in the furnishings and 
lease of the Hotel King, has greatly 
improved the property through renova
tion and refurnishing, and that it is 
now a positive pleasure to stop there. 
Mr. and Mrs. Brubaker some years 
ago operated the Hotel Wequestonsing, 
at Harbor Springs, so they are no 
novices in the art of entertaining, and 
they will, no doubt, make a success of 
their Reed City undertaking.

“Big Bill” Jenkins, of the Western, 
at Big Rapids was on his job—baby 
tending—the new daughter in his fam
ily demanding that no one less than 
the Mayor of Big Raoids shall show 
her attention. Even his absence at the 
golf links is noticeable.

The Western, however, is continu
ing to function properly, the city af
fairs are in proper shape and the 
shadow cast by the landlord shows no 
reduction.

Last week W. G. Schindehette, of 
the New Republic, Bay City, and W. 
F. Schultz, of the Ben Franklin. Sag
inaw, conducted me on my annual 
“round up” through the Thumb, our 
speedometer showing a record of 276 
miles in one day.

At Sebewaing, C. W. Rose recently 
acquired the Hotel Hannah by pur
chase. Here is a property which a 
few vears ago was built at a cost of 
$50,000 and even to-day shows the 
wisdom of its builders in erecting 
something to withstand the ravages of 
time.

To-day it also shows evidence of 
recent rehabilitation, and an admir
able example of enterprise on the part 
of its new owner. The advent of the 
automobile had its effect on the affairs 
of the Hannah, but Mr. Rose is turn
ing this condition to his advantage by 
advertising and serving meals which 
attract tourists generally and visitors 
from Bay City and Saginaw particu
larly. Fish and poultn- are specialized 
in.

The Wild Fowl Bay Hotel, at Bay 
Port, had a partial loss by fire a few 
days ago, and we found some evi
dences of disorder while repairs ?*-e 
being made. Patrons are being en
tertained just the same, however, as 
though nothing had happened.

The neat little hotel at Fairgrove, 
known as the Fairgrove, is now oper
ated by Frank Randall, who recently 
acquired the property. The enter
prise shown bv its proprietor is 
bringing in satisfactory returns. Good 
meals at fair prices are the reason.

At Port Austin, the Lakeside Inn. 
formerly conducted by Mrs. Whiting, 
is now owned by Mrs. Minnie Stinson. 
Situated on the banks of Lake Huron, 
it enjoys a good patronage in the sum

mer season, but is kept open in winter 
as well for the accommodation, of 
traveling men.

At Pigeon, the Hotel Heasty, for
merly conducted by Harry G.- Janke, 
is owned and operated by its owner 
William Heasty. It also enjoys a 
good patronage from commercial men 
and is well kept.

Alfred Stevens, of the Hotel Stevens, 
Bad Axe, located across the street from 
the Pere Maraquette depot, is install
ing a first class cafeteria in the up 
town district. His reputation as a 
caterer is well known and he will un
doubtedly do well in his new venture.

At Bad Axe are to be found two 
other excellent hotels, the Morrow, 
operated by William Thourlby & Son, 
and the Irwin, by Charles H. Finzel. 
This thriving little city is certainly 
well provided with good stopping 
places, but they all have a prosperous 
appearance.

Mrs. Nellie Whiting, formerly of the 
Lakeside Inn, at Port Austin, has ac
quired the interest of P. B. Adair, in 
the Hotel Dow, at Harbor Beach, an
other thriving town in the Thumb dis
trict. Also Mrs. Salina Stevens owns 
and operates the Hotel Wilson there. 
Both comfortable and clean and, I 
should say, profitable.

At Minden City, W. F. Weber has 
the Hotel Weber, which when it comes 
to the matter of hospitality has' fully 
arrived. After you have partaken of 
one of Mrs. Weber’s meals you may 
well say, “Fate cannot harm me; I 
have dined to-day.”

The Hotel Wolverine, at Detroit, 
has issued an announcement to the 
effect that Harry G. Janke, formerly 
of the Hotel Bancroft, Saginaw, and 
more recently with Van Ettan Lodge, 
Oscoda, has joined the organization of 
the Detroit hotel and will be found 
there hereafter. Mr. Janke enjoys a 
large acquaintance throughout Eastern 
Michigan, and his ability is unques
tioned. TT . .

Last Friday night at the Hotel 
Statler. Detroit, the Detroit Hotel As
sociation entertained two distinguished 
members of the Greene family. 
Thomas D.. president of the Ameri
can Hotel Association, and Elmore C. 
manager of the Buffalo Statler. This 
meeting was held in conjunction with 
the members of the executive council 
of the Michigan Hotel Association, it 
having been called togethe rto^ confer 
with the President of the National 
bodv. A splendid dinner was served 
with the compliments of Manager 
Klare, of the Statler. The conference 
was satisfactory to everyone concerned.

At this meeting Manager W. J. 
Chittenden, of the Book-Cadillac, re
newed his invitation for a general 
convention of the Michigan Hotel As
sociation. as his personal guests, some
time about the first of the year. John 
A Anderson, president of the Michigan 
bodv, was instructed to complete ar
rangements with Mr. Chittenden and 
notify the members of the exact date 
chosen.

En route from Port Huron to De
troit. the other day. Mr and Mrs. An
derson and the writer were entertained 
at the Colonial, Mt. Clemens, by Man
ager Witt, at dinner. Mr. Witt now 
full controls the affairs of the Colonial, 
has greatly improved the property and 
the service still retains its previous 
high standard. We had our opportun
ity at an unlimited selection from the 
following menu:

Oyster Stewr 
Relishes

Boned Pickerel. Fried in Butter,
Shoe String Potatoes 

Spaghetti a la Italienne 
Pork Chops, Saute. Fried Apples 

Omelette, with Cheese 
Roast Shoulder of Veal, Demi-glace 
Hashed Brown and Mashed Potatoes 
Creamed Celery “Wax Beans

Corn Muffins 
Vegetable Salad

Made fam ous by 80 y ea rs  of trad itio n

The Morton Hotel Company
IS PLEASED TO ANNOUNCE

A Reduction in Rates 
Effective Monday, Nov. 9th

ROOMS WITH BATH  
$1.50"$2.00"$2.50 and up

The same management and the same excellent 
service will be continued under our 

new policy of

THE MOST FOR YOUR MONEY

Morton Hotel Company
W. Chas. Taggart, General Manager
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Cold Baked Ham, Roast Chicken, 
ivoast Cork bmoked longue

Koast Beef cotato baiaci
A p p le  Pudding

bpiced Peaches cherry Pie
Lottage cneese and waters 

Beverages
In company with John D. Matin, 

Craiul Kapius, it was my pleasure to 
oe present at a hanquent ot flint 
council, JNo. ¿9, U. C. 1'., last batur- 
uay. Many matters pertaining to the 
mutual interests ot hotel and traveling 
men were tuny discussed.

m Michigan particularly there is a 
very iriendiy leenng existing between 
me commercial men and most hotel 
operators, and it is largely due to the 
lact that both organizations meet on 
common ground through a joint com
mittee, taxe up problems oi mutual in
terest and dispose ot them without 
iricuon.

Something over a year ago the Mich
igan motel Association, at the solicita
tion ot the U. C. X., voted unanimous
ly to post hotel rates in rooms. In 
most cases this is being done, borne 
operators, however, have been a bit 
slow in responding to this agreement, 
but there has been no triction. The 
u. C. X. organization has been pa
tient and reasonable and it is hoped 
and believed that within a short time 
room rate posting will be announced as 
iuu per cent.

Members of the hotel fraternity will 
hail with pleasure the announcement 
that their old friend, John XJ. Martin, 
is almost completely restored to good 
health. He had a long, hard seige of 
mness, but he looks well and reports 
himself as much encouraged over his 
condition. John strenuously denies 
statements broadcasted as to his great 
age. He admits that he was a pioneer 
in commercial traveling in Michigan, 
that his early "joy riding ’ was with 
an ox cart, but claims this was some 
tune after the civil war. However, he 
is proud of the fact that he is an old 
stand-by of the U. C. T. and I don’t 
know that I can deny but what it 
ought to be a pleasurable thought for 
anyone.

Gabby Gleanings From Grand Rapids.
Grand Rapids, Nov. 10—Harvey 

Gish, Michigan representative for Dr. 
Hess & Clark, Inc., of Ashland, Ohio, 
received a letter last week from his 
house, announcing that he was the 
headliner of twenty-seven salesmen 
during October. His dated sales for 
the month were $10,452.15.

Joseph R. Wade, Michigan represen
tative lor James B. Clow & bons, of 
Chicago, leaves Nov. 25 for San Fran
cisco, whence he sails Dec. 5 for Hono
lulu, where he will spend the winter. 
Mrs Wade will accompany him. They 
expect to return about April 15.

a . J . Gilbert, who took the man
agement of the City Bakery about two 
months ago, has resigned.

An old resident tells Gabby a story 
of Aaron B. Turner, who was Income 
Tax Collector in Grand Rapids during 
the war. The last day of the draft 
in 1864 h" took in a large amount ot 
money from those who preferred to 
pay the Government $300 rather than 
go to the front. The money kept 
coming in in a steady stream until 9 
o clock in the evening when the office 
was closed. The money was mostly 
in small bills and made a large sized 
package when tied up with a string. 
Turner’s first thought was to wrap it 
up in paper and toss it in one corner 
of the room, but the danger of fire 
precluded such disposition of the 
money, so he placed it on top of the 
safe and proceeded to take everything 
else out of the same to make room for 
the money. This done he closed the 
safe door and carefully locked it.

On coming down the next morning 
he immediately unlocked the safe, only 
to find it empty.

Turning immediately to the colored

janitor, who had preceded him to the 
office, he anxiously enquired:

“George Washington, have you seen 
any money around the office?”

“Yes, sir,” was the reply, “on top 
of the safe.”

“Did you take any?” asked Turner.
“.No, sir, it wasn’t my money,’ re

plied the janitor.
In his anxiety over the disposition 

of the money the night before he had 
forgotten to put it in the safe.

Benton Harbor—The Ozone Equip
ment Corporation, 120 Pipestone street, 
has been incorporated to manufacture, 
sell and install equipment to produce 
ozone, with an authorized capital stock 
of $50,000 preferred and 5,000 shares at 
$1 per share, of which amount $25,000 
and 5,000 shares has been subscribed 
and $10,000 paid in.

Detroit—The L. H. Allison Co., 
Francis Palms building, Woodward 
avenue, has been incorporated to man
ufacture and deal in electrical equip
ment at wholesale and retail, with an 
authorized capital stock of $50,000 
$20,000 of which has been subscribed 
and paid in, $10,000 in cash and $10,000 
in property.

CODY CAFETERIA
Open at 7 A. M.

TRY OUR BREAKFAST 
Eat at the Cafeteria it is Cheaper

FBOYD M A T H ER , Mgr.

Flannels and 
Robe Cloths
Right now, with the 
big selling season on, 
we can supply you 
with a good stock of 
27 inch and 36 inch 
Robe C loths and 
Outing Flannels. We 
have Outing Flannels 
in both bundles and 
full pieces in lights 
and darks. Good as
sortment of patterns.

Let us furnish you 
w ith samples and 
prices.

P* Steketee & Sons
W h olesa le D ry G oods 

G R A N D  R A P ID S

WHEN IN KALAMAZOO
Stop at the

i f f  f l

Headquarters tor all Civic Clubs
Luxurious Rooms 

E R N E S T M cLE A N . t*
Excellent Cuisine 
Turkish Beth«
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DRUGS
WHAT IS PERSONALITY?

It Is Hard To Define From Outward 
Expression.

This commodity is very difficult to 
define. As we meet people in the dif
ferent walks of life, some of them re
pulse and some of them attract us. To 
those who make a business of read
ing people, not only as to facial ex- 
ression, but as to form, walk, dress, 
expression of eyes and speech, there 
is a great amount of interest in com
ing in contact with people, or we 
might say, the average man and wo
man.

In a large majority of cases through 
what we may term “defects’ in one or 
more of the above traits, we arrive at 
quick conclusions and many times un
favorable ones. As we meet people at 
large, we sometimes wonder why there 
is not a consciousnss in certain per
sons, as to what we might call the 
features and traits, which are not pre
possessing to the other party, and then 
we say to ourselves that if that per
son is conscious of the one or more, 
why does not that person try to over
come the unfavorable expression. This 
may be, as said before, in the expres
sion of the eyes, the speech, the form, 
the walk or some particular inclina
tion in social life. There is something 
about this, that is hard to define, and 
yet at the same time, it is fair to pre
sume that many people realize short
comings along these particular lines. 
And again, in this very class of people 
it is often found that when you come 
to know' them, some of them are the 
brightest gems in their personal lives 
and in the realms of human experi
ence. How often it is that we take 
a dislike, only to find that we are mis
taken, and we ask ourselves how shall 
we define all classes of personality?

On the other side, we are approach
ed every day and every hour by peo
ple, who are comely in their appear
ance; they show good care and often 
good breeding, sometimes with hand
some facial expression, and we are 
attracted. In quite a large percent
age of cases, there will be no disap
pointment in the attraction, because 
such expressions bespeak for training 
of some kind, and we are inclined to 
believe that it was in the right direc
tion. And again, when we come to 
know some of these people to wrhom 
we are attracted, we realize that it is 
largely paint and feathers and that the 
real substance is not there. So again 
we say, personality is hard to define 
from outward expression. Yet we 
must admit that where the form is 
properly cared for and where there is 
evidently a desire to be cleanly and 
in good order, that it is really a good 
demonstration as to the desire to be 
of some worth in the world. We recall 
that some of the greatest men in the 
world have been repulsive in expres
sion, have been shabby in their attire 
and would not be attracted by society 
itself and would not enjoy it to any 
great extent. These men seem to be 
contradictory. The facts are that their 
minds are so occupied that they forget

that there is something more than 
speech and action and that it is their 
real duty to keep themselves in such 
form as to be pleasant at least in ap
pearance to their fellowmen. And on 
the other side, some of the most ac
complished men and women that we 
have ever known, were very particu
lar as to their personal appearance. If 
a man is to be sent to the union sta
tion to greet another man, whom he 
has never seen, there must be some
thing about the personality of the in
coming stranger by which he can be 
identified.

When all this is said and done and 
we attempt to answer, “What is Per
sonality?’ we are obliged to say that 
it is the inward quality of every man 
and woman, which shines out through

all the outer appearances and defects 
that there may be and shines out to 
such an extent that we realize at once 
that there is a personality somewhere 
there that is wrorth while. As in the 
matter of finance, it takes character to 
make credit and we are pleased to say 
that the men and women of the world 
and those, who prize their credit very 
highly, realize thoroughly that char
acter is the first essential attribute by 
which worthiness for credit in any 
field of undertaking is made possible. 
Attractive, pleasing and worth while 
personality is something that must be 
developed from within to be expressed 
outwardly. The personality of the 
right kind or nature should be capital
ized by every individual. Cleanliness, 
good order, outward appearance and 
character, in all the fields of under
taking, such as literature, science, busi

ness, politics, religion or anything else 
and in fact, every individual worth 
while, should seek to capitalize a real 
personality, both outwardly and in
wardly. Lee M. Hutchins.

Drug Store the Result of Systematic
Saving.

Fremont, Nov. 10—The drug busi
ness of George Baars, of Fremont, is 
doing a business of $16,000 per year 
on a stock of $4,000. This is the 
record since Mr. Baars purchased the 
store from Angus Stewart in 1920. 
Since that time Mr. Baars has bought 
both the stock and the buildings, the 
combined cost of which was $9,250, 
all of which is paid except $350. Mr. 
Baars has been enabled to do this by 
reason of his systematic saving.

When George was 17 years old, 
June, 1912, he entered the employ of 
Mr. Stewart at $3.50 per week. This

seemed a very small stipend for the 
long hours required, but George was 
determined to learn the pharmacy 
business and he stuck to it. When 
school started that fall, he worked 
mornings before school, a half hour at 
noon, after school and in the evening. 
His salary remained the same. But 
the next vacation oeriod he received 
$7 per week. Each year he received 
an increase in pay, running from $7 
to $9 to $15 and $18 for the vacation 
periods and from $3.50 to $4 to $6 to 
$7 for part time work.

The first week he worked he began 
a savings account at he bank, and 
only twice since then has he failed to 
make weekly deposits. One of these 
was when he enlisted in the kaiser’s 
war and the other was due to getting 
snowbound when away from home. 
He received his salary each Saturday 
night and each Monday morning found 
him a visitor at the savings teller’s 
window at the bank. With each in
crease of salary came a corresponding 
increase in the weekly deposit.

In the fall of 1915 he entered Ferris 
Institute, at Big Rapids, where he 
took the two-year graduation course 
in pharmacy, but completed it in one 
year. His average examination stand
ing was 93 per cent., while he passed 
the State examination with an average 
of 82 per cent.

When through school he returned to 
Mr. Stewart’s employ at $21 per week, 
but remained only a month at this 
time. Wishing to enlarge his experi
ence, he managed a drug store at 
Muskegon for four months and then 
came back to Mr. Stewart, where he 
remained until he entered the army in 
June, 1918.

He was discharged from the army in 
1919 and took his old position at $22.50 
per week. He continued until Jan.
1, 1920, when he purchased the drug 
stock of Mr. Stewart for $3,500, pay
ing $1,000 down. By Aug. 20, 1922, 
he had it all paid up.

He married in November, 1920, and 
since then he has had his wife’s help 
and inspiration in the store. The first 
year he owned the business he increas
ed it from $10,017 to $16,159. He has 
maintained the figures around this 
each year, the past year’s business be
ing $15,862. Fremont is situated in an 
exclusively farming region, which has 
been hard hit the past four or five 
years, and this amount of business is 
considered wonderful, there being also 
another drug store in the town.

On Jan. 10 of the current year, Mr. 
Baars purchased the building from Mr. 
Stewart at a cost of $5,750. His sys
tematic savings enabled him to pay 
$5,100 down and he has paid $300 since 
leaving an indebtedness of only $350. 
He has also expended $600 in altera
tions to the building. Since his mar
riage he has also bought and paid for 
a residence at a cost of $2,250.

During the time he was depositing 
$5 weekly, he, with three other young 
men, made a week end visit at Drenthe 
but on the way home became snow
bound at Muskegon. They were com
pelled to remain there a week in a ho
tel. Mr. Baars had to borrow money 
from a school friend and his efforts 
to repay this kept him from making 
a few of his usual deposits. This time 
and his war period were the only times 
he has ever missed this weekly sched
ule.

A glance at his pass books shows 
some interesting things. In one bank 
from Nov. 26, 1920, to Jan. 10, 1925, 
he never missed a weekly deposit and 
in his period of over four years, he 
made but two withdrawals. One of 
these was a loan of $400 to a relative 
and the other a payment on the build
ing. In another bank he deposited 
weekly from April 9, 1923, to Jan. 10, 
1925, with only one withdrawal, a 
payment on the building on the latter 
date.

After having a home of his own, he 
started a checking account for per
sonal expenses. He deposited $15 
weekly in this account and also $18 
monthly that he received for ren* for 
part of his house. His personal ex
penses have never exceeded his de
posits in this account. A Christmas 
savings card of the present year, on 
which $5 is deposited weekly, shows 
ewry week punched.

Mr. Baars says that systematic sav
ings is the only way to get ahead. H"1 
says that if a week or more is skipped, 
it is hard to catch up and too discour
aging. He scrimped in his early days 
to make these regular deposits, but he 
feels his sacrifices were well made.

H. L. Spooner.

Very Singular.
“Is pants singular or plural?” the 

stenographer asked the boss.
“If a man wears ’em it’s plural,” he 

replied.
“Well, if he doesn’t----- ”
“Then it’s singular,” added the boss.

Lee M. Hutchins.
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The will of James B. Duke, follow
ing his creation of‘the endowment last 
December, gives Duke University, in 
North Carolina, a productive fund 
whose sum total is $80,000,000. This 
university now surpasses in wealth any 
other college in the land. The rest 
of our educational foundations will 
closely watch what is done with the 
immense amount of money, and some 
administrators of meager academic 
revenues are hardly to be blamed if, 
with great objectives visualized, they 
are moved to sorrowing reflections and 
comparisons. It is a feeling more 
creditable than envy that will prompt 
some college presidents to exclaim to 
their trustees, “Think what we could 
do with a part of those millions 1“ The 
bequest should be a stimulus to men 
of wealth and social conscience (not 
merely consequence) to consider the 
great and growing needs of other in
stitutions.

An ther drama of the radio is play
ing itself with the aurorborealis for a 
spotlight. The annual Hudson’s Bay 
Company boat on its circuit of the 
Northernmost trading posts was wreck
ed off the pitiless coast of Ungava. 
That left Southhampton Island with
out resources for the winter. So the 
ether is vibrant with messages to the 
nearest points from which dogsleds

can go to the relief of those who 
must otherwise starve for want of sup
plies. MacMillan’s experience showed 
that the plane is not yet ready to take 
the place of the sea-borne boat of 
greenheart oak sheathed with iron or 
the sled hauled by the dog. It also 
proved that men marooned in a lone
ly waste are linked with us by the 
friendliness of sound across spaces 
which it would take weeks of land or 
sea travel to cover.

The Methodist Board of Temper
ance, Prohibition and Public Morals 
is out against all the jokesmiths, comic 
strip artists and funmakers. The pro
hibition joke must stop. Will Rogers 
and Sam Heilman and all the press 
and footlight favorites must get their 
laughs out of other subjects that are 
harmless. There is no doubt that the 
jibe and jest are charged with a vast 
power of propaganda which works on 
the principle expressed by Polonius by 
innuendo and indirection. But it may 
be doubted whether the attempt to 
control our current humor will ac
complish much for the enforcement of 
prohibition. A laugh is a very mer
curial and elusive thing. When the 
policeman goes forth to arrest it, the 
chances are that it has already skipped 
over to some other place.

HOLIDAY GOODS
The Best Line W e Have Ever Shown

NOW ON DISPLAY AT
GRA N D  RAPIDS, M ICHIGAN 

in our building 3844 Oakes St. Cor. Commerce

If you have failed to  see this line, 
come at once while it is still com
plete. Orders shipped within two 
days. Do this today. W e thank 
you.

Hazeltine &  Perkins Drug Co.
Manistee Michigan Grand Rapids

THE TOLEDO PLATE A  WINDOW GLASS COMPANY
M iners—Art Glass—Dresser Tope—Automobile 

and Show Case Glass
A ll o f Glass for BuSding Purposes

•01-111 IONIA AVE., S . W . GRAND RAPIDS» MICHIGAN

GRAND RAPIDS LABEL CO.
Manufacturers of

GUMMED LABELS OF ALL KINDS 
ADDRESS, ADVERTISING, EMBOSSED SEALS. ETC. 

Write us for Quotations and Samples 
GRAND RAPIDS MICHIGAN

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

Acids
B oric (P ow d.) . . 1 5  © *5
B oric ( X t a l ) ___ 15 © *5
C arbolic ______  37 ©  43
C i t r i c __________ HI O  I j
M uria tic  _______  3 % 0  •
N itric  _________  9 © 16
O x a l ic _________  16 0  25
S u lp h u r ic ______  *% © §
T a r t a r i c _______  40 0  60

A m m onia
W ater, 26 deg. __ 10 0  12
W ate r , IS d e g .__00 O 14
W ater , 14 deg. . .  6 % 0  12
C a r b o n a t e ______  20 0  26
C hloride (O ran .) 10%© 20

B alaam e
C opaiba --------------  M S I  M
F ir  (C an ad a) . .  2 5502 80
F ir  ( O r e g o n )__  6501  00
P e ru  ------------ 3 0001  16
T o l u _________ __ 2 0001  26

B arke
C assia  (o rd in ary ) 25 0  30
C assia  (S a ig o n ) ..  60 0  60 
S a ssa fra s  (pw . 50c) 0  65
Soap C u t (pow d.)

8 0 c ____________  1 8 0  26

B erries
C u b e b ___________  ©1 26
F i s h ____________ O M
J u n i p e r --------------  0 6 0  20
P rick ly  A sh --------  0  76

E x tra c ts
L i c o r i c e _________  60 0  66
Licorice p o w d .__  ©1 00

Flow ers
A r n ic a __ — ---------26© 30
C ham om ile G er.) 30© 35
C ham om ile Bom . — 60

G um s
A cacia, 1 s t ------- 60© 66
A cacia, 2 n d --------  45© 60
A cacia, S o rts  —  2 0 0  26 
A cacia, Pow dered  35© 40 
A loes (B arb  Pow ) 26© 36
Aloes (C ape Pow ) 26© 36
Aloes (Soc. Pow .) 6 5 0  70
A safo e ttd a  _____  60© 60

P o w . _____ 76© 1 00
C a m p h o r______  1 0501 10
G u a ia c ___________  © 1 10
G uaiac, pow ’d _ © 1 25
K i n o ___________  @1 10
K ino, pow dered_ ©1 20
M yrrh  _________  © 60
M yrrh , pow dered @ 66
Opium, powd. 19 66@19 92 
O pium , g ran . 19 65© 19 92
S h e l la c _________  90© 1 00
Shellac B leached 1 00© 1 10 
T rag a c a n th , pow. @1 76
T r a g a c a n t h ___  1 76 0  2 25
T u r p e n t in e --------  @ 26

Insecticides
A r s e n i c _______ 16
B lue V itrio l. bbL 
B lue V itrio l, le ss  081 
Borden. M ix D ry  18%< 
H ellebore, W hite

pow dered  —_20©
In se c t P o w d e r_40©
L ead  A rsen a te  Po . 1 7 0  
Lim e an d  S u lp h u r

--------rJi

L a v en d a r F low — 8 6008  75 
L av en d a r G a r’n  8501  20
L e m o n _________  3 50© 3 75
L inseed , bid. bbl. @1 10
L inseed , raw , b b l ._@1 07
L inseed , bid. less  1 17©1 30 
L inseed , ra . less  1 14©1 27 
M ustard , artlflL os. © 60
N eat s f o o t __ . . .  1 3501 60
Olive, pu re  _ _ 3 7604 60
Olive, M alaga,

y e l lo w ____ _ 2 7 5 0  3 00
Olive, M alaga,

g r e e n ___ — — 2 76 0  1 00
O range, S w e e t_ 6 0 0 0  6 25
O riganum , p u re  ©2 50 
Orlim m im . com 'l 1 M o l  20
P e n n y r o y a l___  4 00 @4 25
P e p p e r m in t_ 22 60022 76
Rose, p u re  _ I I  60014 60
R osem ary  F low s 1 16© 1 66 
Sandalw ood, El

I . _________  10 50@@10.75
S a ssa fra s , tru e  2 0002  26 
S assa fras , a r t l 'l  -  90 0  1 20
S p e a r m i n t_ 16 50@16 75
S p e r m ____ ____  1 6001 76
T a n s y _________  8 60@8 75
T a r, U S P _______  IW>© 66
T u rp en tin e , b b l .  @1 15%
T u rp en tin e , le ss  1 23@1 35 
W in te rg reen ,

leaf _________  8 00 0  6 26
W in te rg reen , sw eet

b irch  _______  3 00© 3 26
W in te rg reen , a r t - .  75 0  1 00
W o rm w o o d ___  8 00@8 25
W o rm w o o d ___  9 00 0  9 25

Potassium

B ic a r b o n a te ____  35© 40
B ic h ro m a te _____  150 26
Brom ide _________ 69© 86
Brom ide _______  54© 71
C hlorate , g ra n 'd  23© 30
C hlorate, powd.

o r X t a l _______  16© 26
C y a n i d e ________  2 0 0  10
Iodide ______  4 66©©4 86
P e r m a n g a n a te _ 20© 30
P ru ss ia te , yellow 65© 75
P ru ss ia te , r e d _ @1 00
S u lpha te  _______  35© 40

P a r is  G reen

Leaves

C inchona _____ 0 8 I t
Colchicum  -------- 0 1 80
Cubebs _—  . . . . 0 8 0«
D igita lis _______ ©1 80
G e n t i a n _ ©1 86
G inger, D. S . _ ©1 so
G uaiac  ________ ©S 20
G uaiac, Am mon. ©2 00
Iodine _____  __ © 96
Iodine, Colorless ©1 60
Iron, C I o ._______ ©1 86
K i n o ____________ ©1 40
M yrrh __________ ©2 60
N ux V o m ic a _— ©1 66
Opium __ ©8 60
Opium , Cam p. _ 0 86
Opium, D sodors’d 0 8 60
R hu b arb 0 1 70

Roots

A lkanet _________
Blood, pow dered-
da lam us _______
E lecam pane, pwd
G entian , pow d._
G inger. A frican .

pow dered ___
G inger, Jam aica  
G inger, Jam a ica .

pow dered ____
G oldenseal, pow 
Ipecac, powd
Licorice ________
Licorice, powd. 
O rris, pow dered 
Poke, pow dered- 
R hubarb , powd.

30©
35((|l
350
25©
20©

3f>0
600

35 
40 
80 
30 
30

35 
b&

0  60 
0 7  60 

_ 3 7504 00 
350  40
20© 30
300  40
350  40

1 00@1 10
Rosinwood. powd. 
S a rsap arilla , H ond.

ground  _______  ©1 00
S a rsap a rilla  M exican,

g round   ______ ©1 26
Squills _________  35© 40
Squills, pow dered 60 0  70
T um eric , powd.
V alerian , powd.

20©
©

B uchu -------------
B uchu, pow dered
Sage, B u l k -------- 26
Sage, % loose —
Sage, pow dered_
Senna, A l e x . -----
Senna, T inn . -----
Senna, T in n . pow.
U v a  U r a l___ ——

Oils
A lm onds, B itte r ,

tru e  — _ 7 5007 «6
A lm onds, B itte r ,

a rtif ic ia l _____  4 0004  26
A lm onds, Sw eet. _____

tr u e  ---------1 60© i 80
Alm onds, Sw eet,

im ita tio n  ___  1 0001 26
A m ber, c ru d e  — 1 6001  76 
A m ber, rec tified  1 76 0 2  M
A nise ___ - _____1 60@1 75
B e r g a m o n t___  8 50 0 8  76
C aJepu t — _ 1 6001  76
C a s s ia _________  4 2 5 0  4 50
C as to r _______  1 7 0 0  1 95
C ed ar L e a f —  1 6001  76
C l t r o n e l l a _____  1 2601  60
Cloves . •  0601 86
C oooaau t —  26© 86
Cod L i v e r _____  1 9002  40
C roton  . . . . . —  2 0008  86
C otton  S e e d ___  1 3001  60
C nbebs _______  7 6007  86
E i g e r o n _______  7 5007 75
E u c a ly p tu s ____  1 2601  60
H em lock, p u re__ 1 7601  96
J u n ip e r  B e r r ie s .  3 60 0  3 76 
J u n ip e r  W ood .  1 6001  76
L a rd , e x t r a ____ 1 6001  80
L a rd , N o. 1 ____ 1 6 0 # 1  00

Seeds

A nise ____    © 88
A nise, pow dered 35© 40
Bird, I s _________  130  17
C an ary  _________  130  20
C araw ay , Po. .30 2 6 0  30
C a r d a m o n _____  0 4  00
C oriander pow. .20 .20© 16
Dill _____________  18© 25
F e n n e l l________  26 0  40
F la x  ___________   08© 16
F lax , g r o u n d ___  08 0  16
F o enugreek  pow. 16© 26
H em p - __ ____-_ 8© 15
Lobelia, p o w d .   0 1  25
M ustard , yellow — 17 0  25
M ustard , b l a c k _20© 86
Poppy ___ . . . . . .  22© 86
Q u i n c e ___ —_ 1 6001  76
R a p e _. . . _. . . __15© 20
Sabad illa  _______  35© 45
S u n f lo w e r_____ 11% © 15
W orm , A m erican  30© 40
W orm , L e v a n t_4 2 6 0  4 60

T in c tu res

A conite ________  ©1 80
AJoes ___________  @1 45
A rn ica  _________  @1 10
A safoe tida  _____  ©2 40
B elladonna _____  0 1  35
Benzoin ________  0 2  10
B ensoin  C om p’d ©2 66
B uchu  _________  0 2  65
C an th ra rad les  __-  0 8  88
Capsicum ..... .......  0 2  10
Catechu — 0 1  78

Paints.

L ead, red  d ry  __ 16%©16% 
Lead, w h ite  d ry  16%©16% 
L ead, w h ite  oil— 16%©16% 
O chre, yellow  bbl. © 2% 
O chre, yellow less 3© 6 
Red V en et’n  Am. 3%© 7 
Red V en et'n  E ng. 4© 8
P u tty  ___________  5© 8
W hiting , b b l . ___  © 4 %
W hiting  _______  5%© 10
L. H . P. P rep __ 3 06@3 26
R ogers P r e p ._ 3 0 6 0  3 25

M iscellaneous

A cetana lld  . . . __ _ 47© M
Alum __________  08© 18
Alum. powd. and

ground  _______  00© 16
B ism uth , S ubn i

t r a te  _______ I  64©S f t
B orax  x ta l or

pow dered ___  07© II
C an th arad es , po. 1 5002 00
C a lo m e l_______  1 9308 00
C apsicum , pow 'd 48© 66
C arm ine ____ _ 7 00 0  7 60
C asia  B uds ___  35© 40
CloveB _________  50© 66
C halk  P re p a re d . 140 16
C h lo ro fo r m _____ 61 0  60
C hloral H y d ra te  1 3601 l&
C o c a in e _____ 18 10O18 80
Cocoa B u t t e r ___ 50© 76
C orks, list, l e s s _40-10%
C opperas ______  2%© 10
C opperas, Powd. 4 0  10
C orrosive Sublm  1 6801  76
C ream  T a r ta r  ___  8 1 0  88
C uttle  bone —___ 4 0 0  80
D extrine  _____ _ 0 0  16
D over’s Pow der 8 6004  00 
Em ery, All Nos. 100  16 
Em ery, Pow dered  8 0  10 
Epsom  S alts , bbls. 0  
Epsom  Salts, less 3 % 0  10
E rgo t, powd e r e d _@1 25
F lak e , W h i t e ___  16© ¡to
Form aldehyde, lb. 12 0  20
G e la t in e _________  8501  00
G lassw are, less 06%. 
G lassw are, full case  60% 
G lauber S a lts . bbL 008%  
G lauber S a lts  less 0 4 0  10 
Glue, B row n —_  8 1 0  SO 
Glue, B row n G rd 16 0  86
Glue, w h i t e ___ 27% o 66
Glue, w hite  grd . 2 6 0  SB
G lycerine _______  26© 46
H o p s __ _____ ___66©  76
I o d i n e _________  6 4606  90
lodofcrm   ___ _ 7 8607 66
Lead A ceta te  _ 2 0 0  80
M a c e ___________ 0 1  48
M ace, pow dered  _ 0 1  80
M e n th o l_____  16 00016 60
M orphine ___  11 18011 92
N ux V o m ic a _— 0  20
N ux V om ica, pow. 17 0  26 
P ep p er b lack  pow. 35© 40
P epper, W h i t e _45© 65
P itch , B urg u n d ry  1 0 0  16
Q u a s s i a ___________ 18 0  15
Q u in in e ____________  7201  I*
Rochelle S a l t s _ 8 0 0  26
S a c c h a r i n e _____  0  80
S a lt P e t e r _____  11© 82
Seidlitz  M ix tu re  30© 40
Soap, g r e e n ___ 15© t f
Soap m o tt c as t. S2% 0 88 
Soap, w h ite  c a s ttls

case  -----------  ©18 60
Soap, w h ite  c a s ttls

less, p e r  b a r  ___  0 1  48
Soda A s h _______  SO 10
Soda B icarbonate  3 % 0  10
Soda, S a l _____ O2%0 08
S p ir its  C am phor -  0 1  86
Sulphur, r o l l ___ 3%© 10
Sulphur, S u b l .__  0 4 0  10
T am arin d s  —__   2 0 0  88
T a r ta r  E m e t i c _ 7 0 0  78
T u rp en tin e , V en. 6 0 0  76 
V anilla  E x . p u re  1 7601  16 
V an illa  E x . p u re  2 8008  00 
Elmo S u lp h a te ___  0 0 0  18
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GROCERY PRICE CURRENT
T h e s e  q u o ta t io n s  a re  c a r e f u l ly  c o r r e c te d  w e ek ly , w ith in  s ix  h o u r s  o f m a il

in g  a n d  a re  in te n d e d  to  b e  c o r r e c t  a t  t im e  o f  g o in g  to  p re s s .  P r ic e s ,  h o w e v e r ,  
a re  l ia b le  to  c h a n g e  a t  a n y  tim e , a n d  c o u n t r y  m e r c h a n ts  w ill h a v e  th e i r  o r d e r s  
filled  a t  m a r k e t  o r ic e s  a t  d a te  o f p u rc h a s e .

ADVANCED DECLINED
C anned  C h e rr ie s S u g a r
Canned S a lm on
C anned  L o b s te rs
C anned  S a rd in e s
R a is in s
O live s

A M M O N IA
A rctic, 16 o * . ____ :—  2 00
A rctic, 32 o z . ----------- 3 25
Q uaker, 36, 12 oz. case  3 85

A X L E  GREASE
48, 1 lb. ______________ * 60
24, 3 lb. ______________ 6 25
10 lb. pails , p e r doz. 8 20 
15 lb. pails, p e r doz. 11 20 
25 lb. pails, per doz. 17 70

B A K IN G  POW DERS
A rctic, 7 oz. tu m b le r 1 35 
Q ueen F lake , 16 oz., dz 2 25
Royal, 10c, doz. ----------95
Royal, 6 oz., doz. — 2 70
Royal. 12 oz., d o z ._6 20
Royal, 5 lb. -------------31 20
R ocket, 16 oz.. doz. 1 25

B E E C H -N U T  BRANDS.

In s ta n t P o stu m , No. 9 5 00 
In s ta n t P o stu m  No. 10 4 50 
P o stu m  C ereal, No. 0 2 25
P ostum  C ereal, No. 1 2 70
P o s t T oasties, 36s — 3 45 
P o s t T o astie s , 24s __ 3 45 
P o s t’s B ran , 24s -------2 70

BROOMS
Jew ell, d o z ---------------  jj
S ta n d a rd  P a rlo r , 23 lb. 8 2o 
ancy  P a rlo r , 23 lb. — 9 25 
Ex. F an cy  P a r lo r  25 lb. 9 75 
Ex. Fey. P a r lo r  26 lb. 10 50
Toy ___________________2 2E
W hisk, No. 3 ----------- 2 76

B RUSHES
Scrub

Solid B ack, 8 i n . ------1 60
Solid B ack. 1 i n . ------1 75
P oin ted  E n d s ----------1 ZB

Stove
S h ak er ------------------------J
No. 50 ----------------------  2 00
Peerless  _____________ 2 60

Shoe
No. 4 - 0 ----------------------2 25
No. 2 0 _______________ 3 00

b u t t e r  c o l o r
D a n d e l i o n , ----------------2 85
N edrow , 3 o*., dox. 2 ow 

C A N D LE S

ft*
Paraffine, 6 s ---------------}*%

M ints, a ll f l a v o r s -------
Gum --------------------------
F ru it  D rops ----------—
C aram els -------------------
Sliced bacon, la rg e  — 1 
Sliced bacon, m edium  
Sliced beef, la rg e  —  
Sliced beef, m edium  _ 
G rape Jelly , la rge  —
G rape Jelly , m edium_
P e an u t b u tte r , 16 oz. 
P e an u ts  b u tte r , 10% oz 
P e a n u t b u tte r ,  6% oz. 
P ean u t b u tte r , 3% oz.
P rep a red  S p a g h e t t i_
B aked beans, 16 os.—

O riginal

condensed P ea rl

C row n Capped 1d»S
jI  4 doz., 10c ds. 8f 

3 dz. 15c, ds. 1 26

B R E A K F A S T  FOODS
C rack ed  W h ea t, 24-2 3 85 
C ream  of W h ea t, 18s 3 90 
C ream  o f W h ea t, 24,

14 oz. ______________ 3 05
P illsb u ry ’s  B es t C er’l 2 20 
Q u ak er Puffed  R ice— 5 60 
Q u ak er Puffed  W h ea t 4 30 
Q u ak er B rfs t B iscu it 1 90
R alsto n  B ran zo s  -----  3 20
R a ls to n  Food, la rg e  __ 4 00 
Saxon  W h ea t Food —-  3 90 
V ita  W h ea t, 1 2 s -----  1 80

Post’s Brands.
G rap e -N u ts , 2 4 s --------- 3 80
G ra e -N u ts , 100s _— • f  <5 
Instant P o s tu m , No. 8 5 40

Paraffine. I l s ----------- Iffc
W icklng — — ------------”
Tudor, 6s, per box — »  

CANNED FRUIT. 
Apples, 3 lb. Standard 1 50
Apples, No. 1 0 _ 4 5005  76
A pple Sauce, No. 10 7 60 
A pricots, No. 1 1 76@2 00
A pricots, No. 2 -------- 3  00
A pricots, No. 2% 8 0008  7 |
A pricots, No. 1 0 ----- 9 25
B lackberries , No. 10 10 25 
B lueber’s, No. 2 2 00 0  2 75 
B lueberries, No. 10— 13 00
C herries, No. 2 -----  3 60
C herries, No. 2 % ----- 4 00
C herries, No. 10 —  13 00 
L oganberries , No. 2 — 3 00 
L oganberries , No. 10 10 00 
P eaches , No. 1 1 2501  80
P eaches, No, 1, S liced 1 40
Peaches, No. 2 ______ 2 76
Peaches, No. 2% M ich 3 26 
Peaches, 2% Cal. 3 2503  75 
Peaches, 10, M ich. — 8 60 
P ineapp le , 1, si. 1 8002  00 
P ineapp le , 2 si. 2 8003  00 
P ’apple, 2 b r. si. 2 6502  86 
P ’apple, 2%, sli. 3 3 6 0  3 60 
P'apple, 2, cru. 2 6 0 0 2  T6 
Pineapple, 10 cru . — 11 50
P e a rs , No. 2 -----------  4 00
P ea rs , No. 2 % _4 2 5 0  4 75
P lum s, No. 2 _ 2 4002  60
P lum s, No. 2% ---------- 2 90
R aspberrie s , No. 2, blk 3 60 
R aspb ’s, Red, No. 10 16 00 
K aspb’s, B lack,

No. 10 ___________  16 00
R hubarb , No. 10 4 7505  50 
S traw b err ies , No. 10 12 00

CANNED FISH.
Clam  Ch’der, 10% oz. 1 36
Clam  Ch., No. 3 -------- 3 60
C lam s, S team ed, No. 1 2 00 
C lam s, M inced, No. 1 3 25 
F in n an  H addie, 10 oz. 3 SO 
C lam  Bouillon, 7 o z .. 2 50 
C hicken H addie, No. 1 2 76 
F ish  F lak es, sm all __ 1 35 
Cod F ish  Cake, 10 oz. 1 85 
Cove O ysters, 6 o*. — 1 90 
L obster, No. %, S ta r  2 85 
S hrim p, 1, w e t 2 1008 28 
S ard ’s, % Oil, K y  5 250  6 00 
S ard ines, % Oil, k ’less  4 90 
Sard ines, % Sm oked 6 76 
Salm on, W arre n s , % s 2 76
Salm on, R ed A lask a  4 10
Salm on, Med. A laska  3 40
Salm on, P in k  A lask a  1 85
S ard ines, Im . %. ea. 10028 
S ard ines, Im ., %. ea- 36
Sard ines, C a l ._ 1 6 5 0  1 80
Tuna, %, A lbocore _ 06
Tuna, %s, C u rtis , do*. 2 20 
Tuna, %s, C urtis , do*. 3 50 
T u n a , Is , C u rtis , do*. 7 00

CA NN ED  M EAT. 
B acon , M ed. B eech n u t 3 00 
B acon, L ge B eech n u t 4 95
B eef, No. 1, C orn ed_ 1 70
B es t, No. 1, R o sa t _  1 70 
B eef. No. 2%. Q ua. sIL 1 M

Beef. No. %, Q ua. ML 1 76 
B eef, 5 os.. Q ua. sIL 2 SO 
Beef, No. 1, B ’n u t. s i t  4 60 
B eefs teak  & Onions, s  2 76 
Chili Con Ca., Is  1 3601  46 
D eviled H am , %s —  2 20
D eviled H am , % s ----  3 60
H am b u rg  S teak  &

Onions, No. 1 ------- - 8 16
P o tted  Beef. 4 oz. —  1 10 
P o ttsd  M eat, % L ibby  62% 
P o tted  M eat, % L ibby 92% 
P o tte d  M eat, % Q ua. 90 
P o tted  11am, Gen. % 1 85 
V ienna  S aus., No. % 1 35 
V ienna  S ausage , Q ua. N  
V eal Loaf, M edium  — 2 30

Baked B eans
C a m p b e l ls ------------------1 15
Q uaker, 18 o z . -----------  90
J? lem o n t, No. 2 ——— 1 20
S nider, No. 1 ....... - -  05
Sn ider, No. 2 - - -  —  1 26 
V an C am p, sm a ll — - 85
V an C am p, M ed. —— 1 16

CA NNED V EG E TA B LES.
A sparagus .

No. 1, G reen  t ip s  4 6004  76 
No. 2%, Lge. G reen  4 60
W. B ean , c u t -------- — 2 26
VV. B eans, 10 — 8 50012 00 
Green B eans, 2s 2 0008  76 
Gr. B eans, 10s 7 60018 00 
L. B eans , 2 g r. 1 6 6 0 2  66 
L im a  B eans, 2s, S oaked  06 
Red K id. N o. 2 1 2 0 0 1  35 
B eets , No. 2, wh. 1 7 5 0  2 40 
B eets , No. 2, c u t  —  1 60 
B eets, No, 3. c u t  —— 1 80 
C om , No. 2, B r  S tan  1 «6 
C om , No. 2, F a n . 1 8002  86 
C ora, No. 2, F y . g la ss  8 25 
C ora, No. 10 — 7 60016 76 
H om iny , No. I  1 0 0 0 1  16 
O kra, No. 2, w hole — 8 00
O kra, No. 2, c u t ----- 1 60
D eh y d ra ted  Vag. Soap N  
D eh y d ra ted  P o ta to e s , lb . 46
M ushroom s, H o t e l s ----- 38
M ushroom s, Choice —  48 
M ushroom s, S u r  E x t r a  70 
P eas, No. 2, E . J .  1 75 0 1  85 
P eas , No. 2, S ift.,

J u n e _______________ 2 00
P eas , N o. 2, E x . SUL

E. J . --------------------- 2 IS
P eas. E x . F ine , F re n c h  16 
Pum pk in , No. S 1 6601  60 
P u m pk in , No. 10 4 7506  00 
P im en to s , %, e ac h  12014 
P im en tos , %, s a c b  — 27
Sw ’t  P o ta to e s , No. 2% 1 CO 
S a u rk rau t, No. 8 1 4001  60 
Succo tash , No. 2 1 6608  60 
Succo tash , N o. 2, g lo ss  I  80
Spinach, No. 1 ______ 1 26
Spinach, No. 2— 1 6001  00
Spinach, No. 3_ 2 1008  60
Spinach. No. 10— 6 0 0 0 7  M  
T om atoes, No. 2 1 3001  35 
T om atoes, No. 3 1 7501  90 
T om atoes, N o. t ,  g lees 8 80
T om atoes, N o. 10 _ 7 60

CA TSU P.
B -nu t, Sm all —

C H EW IN G  GUM.
A dam s B lack  J a c k ----- 65
A dam s Blood b e rry  -------65
A dam s D en tyne  ____ — 65
A dam s Calif. F r u i t ----- 65
A dam s Sen Sen _______ 65
B eem an’s P epsin  _-------- 65
B e e c h n u t -----------   70
D oublem int ______   65
Ju icy  F r u i t  ____________ Of
P e p p e rm in t W rig leys — 66 
S p ea rm in t, W H gleys — 65
W rig ley’s P -K  ------------- 65
Zeno ___________________ 65
T eab e rry  _______________ 65

CHOCOLATE.
Baker, Caracas, %a — 37 
Baksr, Caracas, %s — 36 
H ersheys. Prem ium . %■ 86 
H ersheys. Prem ium , %S 36 
R unkle , P rem ium , %s_ 33 
R unkle, P rem iu m , l /5 s  36 
V ienna  Sw eet, % s ___ 36

COCOA.
B unts, % t ------------------- 48
B unts, % l b . ---------------- 85
B o a ts , Id. _____________ 82
D roste's D utch, 1 lb—  8 60 
D roste’s  D utch, % lb. 4 60 
D roste’s  D utch, % lb. 2 SS
H srsheys, % s ------- ------- **
H ersheys, % s ---------------28
Huyler ___— ------------------60
Low nsy, % s ------------------- 40
Losrsey, % s ----------------- 40
Lownsy. % s ---------------- 38
Low nsy, 6 lb. cans -----  31
R unkles, % s ________  34
R unk ls, l /5 s  ________  38
Van H outen, % s ------- 76
Van H outen. % s ------- 76

COCOANUT
Dunham’s

15 lb. case , % s a n d  % s 49
16 lb . case , % s ------------- 48
15 lb . case , % s ------------- 47

CLOTHES LINE.
Hemp, 50 f t ---------------- 2 26
T w isted  Cotton, 50 ft. 1 76
Braided, 60 f t ------------- 2  76
Saab C o r d ---------- --------4 26

62

Blue G rass, B aby, 96 4 65 
B lue G rass, No. 10 — 4 75 
C arnation . Tall, 4 doz. 5 00 
C arnation , B aby, 8 dz. 4 00
E very  D ay, T a l l --------- 6 00
E v e ry  Day, B a b y ----- 4 00
P e t,  T a ll -------------------6 anP e t, B aby, 8 o z . -------- 4 90
B orden’s, T a ll ---------- 6 00
B orden’s  B a b y ----------- 4 90
V an  C am p. T all ------- 4 90
V an Cam p, B a b y ----- * 76

CIGARS
G. J. Johnson’s B rand 

G. J . Johnson  C igar.
1 0 c _________________76 00

Tunis Johnson Cigar Co.
V an D am , 1 0 c --------  75 00
L ittle  V an  D am , 6c _ 37 50
Worden Grocer Co. Brands
C an ad ian  C l u b -------- 27 60
M aste r P iece. 50 T in -  37 50 
Tom  M oore M onarch 76 00 
Tom  M oore P a n a te lla  76 00 
Tom  M oore C ab in e t 95 00 
Tom  M. Inv incib le  115 00
W eb s te re tts  ___ —— 37 50
W eb ste r Savoy -----  76 00
W ebster P l a z a _____  95 00
W ebster B elm ont— HO 0C 
W eb ste r S t. Reges—125 00
S ta rl ig h t R ouse -------90 00
S ta rl ig h t P -C lu b  — 136 00
T i o n a ------------------—  »J «J
C lin t F o r d _________  36 00
N ordac  T riaag u la rs ,

1-20, p e r  l a ______  76 00
W o rd en 's  H av an a  

Specials, ’ 20, p e r M 76 00

CONFECTIONERY  
Stick Candy Palls

S t a n d a r d -------- — ---- H
Jumbo W r a p p e d ------19
Pure Sugar Sticks 600a 4 20 
B ig  Stick , 20 lb. caa

Mlxsd Candy

20

K in d e rg a rten  _. 18
L ead er ________ 16
X. L. O . _______ 13
F ren ch  C ream s _____ 17
Cam eo ________ 20
G r o c e r s ___________ — 18

F ancy  C hocolates
6 lb. Boxes 

B itte rsw ee ts , A ss’te d  1 70 
Choc M arshm allow  D p 1 70 
M ilk C hocolate A  A  1 70
N ibble S t i c k s _________1 85
P rim rose  Choc. ---------- 1 25

Gum Drops

DRIED FRUITS  
A pples

D om estic, 20 lb. box 11 
N. Y. F ey , 60 lb . box 19% 
N. T . F ey , 14 o a  pkg. 17%

Aprloots
E v ap o ra ted , Choice — 30
E v ap o ra ted , F a n c y _35
E v ap o ra ted , S labs — 27

C itron
10 lb. box  ■ 68

C u rra n ts
P ack ag e , 14 o z . -------- 15%
G reek, B ulk, lb. - —  15

D ates
D rom adary , 3 6 s ___ — 8 76

P each es
E vap . Choice, un . —— 17 
Evap., Ex. F an cy , P . P .  29

Peal
Lem on, A m e r ic a n ---------- 24
O range, A m e r ic a n -------   14

Raisins.
Seeded, bu lk  -----------  09%
T hom pson’s  a’d les b lk  09% 
T hom pson’s  seedless,

15 oz. _______________11%
Seeded, 15 o z . _________12%

C alifo rn ia  P ru n as  
900100, 25 lb. boxes -0 0 8 %  
60070, >6 lb. boxes —O10% 
50060, 25 lb. boxes —011%  
40 0  50, 25 lb. boxes —0 1 3  
30040, 25 lb. boxes —0 16  
20030, 25 lb. boxes —0 2 8

FARINACEOUS GOODS 
B eans

Med. H a n d  P i c k e d _06
Cal. L i m a s ___ — 16
B row n, Sw edish  —  07% 
Red K id n e y _________ 10%

F a rin a
24 p ack ag es  — — —  t  60 
B ulk, tw." 100 l b s ___ 06%

H om iny
P ea rl, 100 lb. sack s  — 4 16 

M aoaranl
D om estic, 20 lb . bo x  09% 
A rm ours, 2 d o a , 8 o a  1 6v 
Fould j  2 doz., 8 o a  2 26 
Q uaker, 8 doa. ___—  8 06

Pearl Barley

_____ . ______________ .  8 79
Lily Valley. 14 o a  — 2 99 
Lily o f V alley, % pin t 1 76
P a ram o u n t, 24, 8 s ___ 1 46
P a ra m o u n t, 24, 16s — 2 40
P a ra m o u n t, 6, 1 0 s _10 00
Sniders, 8 os. — ------- 1 96
Sniders, 16 o a  ---------- 2 96
Q uaker, 8% o z . _______1 26
Q uaker, 10% o z . _____ 1 40
Q uaker, 14 oz. _____ 1 90
Quaker, Gallon G lass 12 69

CHILI SAUCE
Snider, 16 o s . _____  6 69
Snider, 8 o a _________ 2 69
Lilly  V alley, 8 o a  — 2 10
Lilly  V alley, 14 oa. — 8 6#

OYSTER COCKTAIL.
Sniders, 16 o a  ___ __2 69
Sniders, 8 o a  t  69

CHEESE
R oquefort —,

COFFEE ROASTED
B ulk

R io _________________  29
S an tos  _________ — 36087
M a ra c a ib o ___________ 38
G au tem ala  _________  41
J a v a  a n d  M o c h a ----- 51
B ogo ta  --------------------  42
P e a b e rry  ___________  37
M cLaughlin’s  K ept-Fresh  

Vacuum  packed. A lw ays  
fresh. Completa line o f 
high-grade bulk ooffeea  
W . F . M cLaughlin *  Co., 

Chicago
Tal far Coffa# Co. Brand 

Bokay.

Coffee Extracts
M. Y., per 1 0 0 _____ — 12
Frank’s  60 p k g a ------4 86
H um m el's 69 1 lb. — 19%

CONDENSED MILK
Leader, 4 d o a  -------- 9 76
■ aste , 4 d o a ------------9 90

MILK COMPOUND
Hobo, Tall. 4 d o a  — 4 69 
H ebe, B aby, 8 d o a  — 4 49 
Carolene, Tall, 4 d o a  3 80 
Carolene, B a b y -------- * 60

EVAPORATED MILK

-  1 76 C h es te r -------------------- 4 50

P a ils
000 ______________  -
B arley  G r i t s -------------

6 60 
09

17 
_ 17_ _14

Peas
Scotch, lb. ---------------- 06%

20 Split, lb. y e l lo w -------- 08 
. 1934

Bag#
P alla Elast India .  ■—. 39

K ra f t, Sm all t i n s ___ 1 65
K ra ft, A m erican  ___ 1 65
Chili, sm all t in s  ___ 1 6;*
P im en to , sm all t i n s _1 65
R oquefort, sm all tin s  2 25 
C am enbert. sm all tin s  2 25
W isconsin  N e w _____ 28%
L onghorn  ___________  29
M ichigan F u ll C ream  27 
N ew  Y ork  F u ll C ream  31
Sap Sago ___________ 40
B rick  _______________ 28

Q uaker, T all, 4 d o z ._4 86
Q uaker, B aby , 8 doz. 4 76 
Q uaker, Gallon, % doz. 4 76 
B lue Grass, T all 48 — 4 76

Lozenges.

A. A. Pep. L ozenges 19
A. A. P in k  L ozenges 19 Taploea
A. A. Choc. L ozenges 19 P ea rl, 100 lb. s a c k s -------09
M otto H e a r t s ----------- 20 M inute, 9 o a , 6 doa. 4 06
M alted M ilk L ozenges 22 D rom edary  Instant — 2 60

Hard Goods. P a ils  F L A V O R IN G  EXTRACTS
L em on D r o p s ----------- 19
O. F . H orehound  dps. 19
A nise S q u a r e s ----------- 10
P e a n u t S q u a r e s _____ 20
H orehound  T a b e t s __ 19

Cough Drops Bxs.

P u tn a m ’s ___________ 1 35
S m ith  B r o s . ------------- 1 50

Package Goods
C ream ery  M arshm allow s 

4 oz. pkg., 12s, c a r t.  06 
4 oz. pkg ., 48s, case  8 00

Specialties.
W aln u t F udge  ________ 28
Pineapp le  F u d g e  —  21
Ita lia n  Bon Bo n s -------- 19
A tlan tic  C ream  M in ts . 91 
S ilver K ing  M .M allows 1 60 
W aln u t Sundae, 24, 6c 90
N eapo litan , 24, 6c —_ 60
Y ankee Jac k , 24, 6 c _80
M ich. S u g a r  Ca., 24, 5c 8C 
P a l O M ine, 24, 5 c ___ SO

COUPON BOOKS
60 Econom ic grad# 8 69 

100 Econom ic grads 6 69 
500 Econom ic grad# 20 00 

1000 Econom ic grada 87 60 
W here 1,000 hooka are 

ordered a t  a  tim e, special
ly  printed front cover Is 
furnished w ithout charge.

Doz. Doz.
V anilla P U R E Lemon
1 7 5 __ % ounce __ 1 75
2 00 __ 1% ounce __ 2 00
3 60 __ 2% ounce __  3 60
3 50 __ 2 ounce __ 3 60
6 00 ___ 4 ounce __ 6 00

UNITED FLAVOR  
Im itation Vanilla

1 ounce, 10 oent, doa. 99
2 ounce, 16 cent, doa. 1 Si 
I ounce, 26 cen t, doa. I  99 
4 ounce, SO cent, doa. 8 16

Jiffy Puneh  
I doa. Carton

Assorted flavors.
2 M

CREAM
6 lb.

OF TARTAR

FRUIT CANS 
Mason.

H alf p i n t ___________ 7 60
One p i n t ___________  7 75
One q u a r t  _________  9 00
H a lf  gallon  _________ 12 00

ideal G lass T eg. 
Rubbers.

H a lf  p i n t ___________  9.00
One p i n t ___________  9 26
One q u a r t __________ 11 00
H alf g a l lo n ___________16 Sf
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G E L A T IN E
i«Uo-O, 3 doz -------- 3 46
K nox’s  Spark ling , do*. 2 25 
K nox’s  A cldu’d, do*. 2 26
M inute, 3 do*. ---------- \  06
P lym outh , W hite  ----- 1
Q uaker, 3 doz. -------- 2 55

HORSE R A D IS H  
Per do*., 6 o*. ——— 1 30
J E L L Y  A N D  P R ESERV ES  
P u re , 30 lb. pails  3 80 
Im ita tio n , 30 lb. pa lls  2 10 
P u re  6 o*. A sst., do*. 1 10 
B uckeye, 22 o*.. do*. 2 35

J E L L Y  GLASSES  
8 oz.„  p e r d o z . ----------

O LE O M A R G A R IN E
Kent Storage Brands.

Good L uck , 1 l b . ----- 28
Good L uck, 2 l b . ----- 27%
G ilt E dge, 1 lb. ----- 28
G ilt Edge, 2 l b . -------27%
Dellcia, 1 lb. ----
Delicla. 2 lb. ----
Van Westenbrugge Brands 

Carload D istributor

P in t, J a r s ,  d o z e n ----- 8 60
4 oz. J a r ,  p la in , do*. 1 30 
6% oz. J a r ,  pi., do*. 1 60 
9 oz. J a r ,  p la in , do*. 2 30 
20 oz. J a r ,  PI. do*—  4 26 
3 oz. J a r ,  S tu ., do*. 1 35 
6 oz. J a r ,  s tu ffed , da. 2 50 
9 oz. J a r ,  stu ffed , do*. 3 60 
12 oz. J a r ,  S tuffed,

doz. _________  6 50@4 75
20 oz. J a r ,  s tu ffed  da. 7 00 

PA RIS  G R EEN
%s ------------------------S
Is  -------------------------------- "
2s and  5s ______ — ------

P E A N U T  B U T T E R .

37

23%
23

.%N ucoa, 1 lb. . . h — 2®
N ucoa, 2 a n d  5 lb. — 217 

Wilson &. Co. ’s Brands 
C ertified ____________ 25%
Nut 20
Special Role - ---- —— 26%

M A TC H E S
Sw an, 144 ----------------  6 00
Diam ond, 144 b o x ----- 6 60
S earch ligh t, 144 box 6 60 
Ohio Red Label, 144 bx  5 00 
Ohio B lue T ip, 144 box 6 00 
Ohio R osebud, 144 bx 6 60 
Ohio B lue T ip , 720-lc 4 75 

Safety Matches 
Q uaker, 5 gro. case  4 25 

M IN C E  M E A T  
N one Such, 4 doz. _■ 6 47 
Q uaker, 3 doz. case  — 3 60 
Libby, K egs, w e t, lb. 22

MOLASSES.

Bel C ar-M o Brand 
8 oz., 2 do*. In case
24 1 lb. p a l l s --------------
12 2 lb. p a l l s --------------
5 lb. pa lls  6 In c ra te  
14 lb. p a lls  --------------
25 lb. p a i l s -------------
50 lb. t in s  -----------------
P E TR O L E U M  PRODUCTS

Iro n  B arre ls  
P e rfec tio n  K erosine — 12.1 
R ed C row n G asoline,

T a n k  W a g o n --------  15-7
Solite G a s o l in e ------------19-7
G as M achine G asoline 38.2 
V. M. & P . N a p h th a  21.6 
C apito l C ylinder —- —  41.2 
A tla n tic  R ed E ng ine  23.2 
W in te r  B l a c k -----------  13.7

@29
@20

@32
@42
@17
@42

talarme
Iron Barrels.

L i g h t _________________ *2.2
M e d iu m ---------------------- W.2
H e a v y ------------------------- ••-*
Special h eav y  — ---------*3.1
E x tra  h e a v y ---------------- 70.1
T ran sm issio n  O i l ----- 62.3
Flnol, 4 oz. cans, do*. X 46 
Pinol. 8 oz. cans, do*, t  26 
P a ro w ax , 100 lb. - — — 9 u
P aro w ax , 40, 1 l b . ----- 9-2
P a ro w ax , 20, 1 l b . ----- 9.4

Gold Brer Rabbit 
No. 10, * can s  to  case  6 95 
No. 6, 12 can s  to  case  6 20 
No. 2%, 24 can s  to  cs. 6 45 
No. 1%, 36 can s  to  cs. 5 30 

Green Brer Rabbit 
No. 10. 6 can s  to  case  4 bo 
No. 6, 12 can s  to  case  4 85 
No. 2%, 24 cans  to  cs. 5 10 
No. 1%. 36 cans  to  cs. 4 30 

A unt Dinah Brand.
No. 10. 6 can s  to  case  3 00 
No. 5, 12 can s  o case  3 25 
No. 2%, 24 can s  o cs. 3 60 
No. 1%. 36 can s  oe cs. 3 00 

New Orleans
F a n c y  O pen K e ttle  — 74

W aif b a rre ls  6c e x tra  
M olasses in  C ans.

Dove, 36, 2 lb. W h. L . 5 60 
Dove, 24, 2% lb W h. L  5 20 
Dove, 36, 2 lb. B lack  4 30 
Dove, 24, 2% lb. B lack  3 90 
Dove, 6, 10 lb. B lue L  4 45 
P a lm e tto , 24, 2% lb. 6 16

N U TS .
Whole

Alm onds, T e rreg o n a — 28
B razil, N ew  ------------- ¿0
F ancy  m ixed  -----------
F ilb erts , Sicily —  25 
P ean u ts , V irg in ia  R aw  20 
P ean u ts , V ir. ro a s ted  11 
P ean u ts , Jum bo, raw  12 
P ean u ts , Jum bo , r s td  13
Pecans, 3 s t a r --------  24
Pecans, Ju m b o  -------- ®®
W alnu ts , C alifo rn ia  — 28 

Salted Peanuts. 
Fancy, No. 1 -----------

Shelled.
A lm onds --------------------- ™
P ean u ts . S panish ,

125 lb. bags ----------- _ H
F ilb erts  ---------------- —  ®2
P ecan s  -------------------  1 1 0
W aln u ts  ------------------ 60
B ulk , 3 gal. k e g ----- 5 25

O L IV E S .
B ulk  5 g a ,l k e g -----  8 00
Q u a rt J a r s ,  dozen — 6 50 
B ulk, 2 ga l. k e g ----- 3 40

SEMDAC

Semdac,
Semdac,

cans
can s

2 76 
4 60

P IC K LE S  
Medium Sour

B arre l, 1600 co u n t — 18 50 
H a lf bbls., 800 co u n t 10 00
50 gallon  k e g s --------  5 00

Sweet Small
30 gallon, 3000 --------  50 00
5 gallon, 500 — ——  10 00 

Dill Pickles.
600 Size, 15 g a l . ----- 14 00

P IP E S .
Cob, 3 doz. in  bx. 1 00@1 20 

P L A Y IN G  CAB D 8  
B attle  Axe, e r  doz. 2 75

lue R ibbon -----------  4 66
Bicycle ----------- --------  4 76

POTASH
B ab b itt’s  2 d o a . ---------- 2 7#

FR E S H  M E A TS  
Beef.

T od S tee rs  A  H e if.—@13 
Good S teer*  A  H  f  16@17% 
Med. S tee rs  & H  f. 13%@15 
Com. S tee rs  & H ’f. 10@12% 

Cow*.
T od ________________  14
Good ________________ 12 *
M edium  -------------------

PRO VIS IO N S
Bsrreled Pork___

Clear Back — 34 60086 00 
S h o rt C ut Clear34 50@35 00 

Dry Salt Meats 
S P  B ellies __ 28 00@30 00 

Lard
P u re  in tie rce s  ----------  18
60 lb. t u b s ___advance  %
50 lb. t u b s ___advance  %
20 lb. p a l l s ___advance  %
10 lb. p a l l s ___advance  %

6 lb. p a l l s ___ advance  1
3 lb. p a l l s ___ advance  1

Com pound t i e r c e s ----- 13
Com pound, t u b s -------- 13%

Sausages
Bologna __________ —  18%
L i v e r ------------------------- 1*
F r a n k f o r t ------------------
P o r k __ — ------—  18 @20
V eal -----------------------  ¿9
T ongue, J e l l i e d --------- 32
H eadcheese  --------------  18

Smoked Meats 
H am s, C ert., 14-16 lb. 30 
H am s, C ert.. 16-18 lb. 31 
H am , dried  beef

C alifo rn ia  H a m s -----
P icn ic  Boiled

H a m s  ----------  30
Boiled H a m s ----- 40
M inced H a m s ----- 14
B acon _________  33

Beef
B oneless, ru m p  18 00@22 00
R um p, n e w _ 18 00@22 00

Mince M eat.
C ondensed No. 1 car. 2 00 
C ondensed B ak e rs  brick  31
M oist In g la ss  --------  8 00

P ig ’s F ee t 
Cooked In V inegar

% b b l s . ---------------------- i  “6
% bbls., 35 l b s . ----------3 76
% bbls. --------------------,6  80
1 bbl. ______________15 6®

Tripe. —
K its . 15 l b s . --------------  9®
% bbls.. 40 l b s . -------- 1 60
% bbls.. 80 lbs. ---------- 30®
H ogs, p e r lb. - -------- -
Beef, ro u n d  s e t  - —-  14@26 
B eef, m iddles, s e t— 25@30 
Sheep, a  skein  1 75@2 00 

R IC E
F a n c y  B lue R o s e ----- 08%
F an cy  H ead  --------------  ®9
B r o k e n ------------------------

R O LLE D  OATS  
Steel C ut, 100 lb. sks.
S ilver F lak e . 12 Fam . 
Q uaker, 18 R eg u lar _  
Q uaker, 12s F am ily  — 
M others, 12s, Ill’num  
S ilver F lak e , 18 Reg.
Sacks, 90 lb. J u te  
Sacks, 90 lb. C otton  — 

RUSKS.
H olland  R usk  Co. 

B rand
18 roll packages  -----
36 roll packages  -----
36 c a rto n  p ackages  —
18 c a r to n  packages  — 

S A LE R A TU S  
A rm  a n d  H am m er —

SA L SODA
G ranu la ted , bbs. -----
G ranu la ted , 60 lbs. cs 
G ranu la ted , 36 2%

p ack ag es  ---------
COD F IS H

M iddles --------------------- 15%
T ab le ts , 1 lb. P u re  __ 19% 
T ab le ts , % lb. P u re ,

doa. ------------------------- 14®
W ood boxes. P u re  __ 29%
W hole Cod --------------  11%

Holland Herring

Med No. 1, 100 lb. bg. 85 
F a rm e r Spec., 70 lb. 85 
P a ck ers  M eat, 56 lb. 57
C rushed  R ock fo r Ice 

cream . 100 lb., each  75 
B u tte r Sa lt, 280 lb. bbl. 4 34
Block, 50 lb. _________  40
B ak e r S a lt. 280 lb. bbl. 4 10
100, 3 lb. T a b l e _____ 5 50
70, 4 lb. T a b l e ______ 5 00
28, 10 lb. T a b l e _____ 4 75
28 lb. bags. T ab le 40

3 25
2 50 
1 80
3 70 
3 25 
1 50 
3 00 
3 10

2 30
4 50
5 20
2 65

3 75

lb.
2 25

P e r case , 24, 2 lbs. — 2 40 
F ive  case  l o t s ----------- 2 30
Iodized, 24, 2 lbs.

Worcester
__ 2 40

Com m on 10

V“ ‘* 18Top --------------------------
Good ------------------------ 46
M e d iu m --------------------- 14

Lamb.
S pring  L am b  --------------  28
Good -------------------------  26
M edium  -----------------------
P oor ------------------ X*

M utton.
Good ---------------------------- X4
M edium  -----------------------
P oor ------------------------------10

Pork.
L ig h t hogs --------------  16
M edium  hogs -----------  15
H eavy  h o g s ---------------- 15
L oins ------------------------ 25
B u tts  ------------------------ 22
S h o u ld e r s -----------------
S p are rib s  ------------------- *7
N eck b o n e s --------------

Worcester
II Salt Company ¡

Iv d r y  ^  
'££3 Salí

N utm egs, 105-110 ------ @70
Pepper, B lack  — —- (0>25

Pure Ground In Bulk 
Allspice, J am a ic a  —  @18
Cloves, Z a n z i b a r -----  @42
C assia, C anton  ——— @25
G inger, C orkln  --------  @30
M u s ta r d -------------------   ©28
M ace, P en an g  -------- @1 15
P ep er, B lack  -----------  @30
N u t m e g s -------------------- O ;*
P epper, W h ite  -----------  43
Pepper, C ayenne -----  @32
P ap rik a , S p a n i s h ----- @42

Seasoning
Chill Pow der, 1 5 c ----- 1 86
C elery S alt, 3 o z . -----  95
Sage, 2 oz. --------------  90
Onion S a lt __________ 1 85
G arlic _______________ 1 35
P onelty , 3% oz. ----- 3 25
K itchen  B o u q u e t ----- 4 50
L aure l L eaves ______  20
M arjo ram , 1 o z . ----------------  90
Savory , 1 oz. -----------  90
T hym e, 1 o z . -------------  90
T um eric. 2% oz. -----  90

STARCH
Corn

K ingsford , 40 l b s . -----11%
Pow dered, bags ------- 4 50
Argo, 48, 1 lb. pkgs. 4 05
C ream , 48-1 --------------  4 80
Q uaker, 40-1 ------------- 7%

Gloss
Argo, 48, 1 lb. pkgs. „  4 05 
Argo, 12, 3 lb. pkgs. 2 96 
Argo, 8, 5 lb. pkgs. —  3 35 
S ilver Gloss, 48 Is  — 11V« 
E las tic , 64 pkgs.
T iger, 4 8 - 1 -------
T iger, 50 lbs. -----

L ea  & P e rr in , la rg o — 6 06 
L ea  & P e rr in , sm all— 8 »6
P ep p e r ------------------------;
Royal M int --------------  * ¿6
Tobasco, 2 oz. ----------- 4 H

2 70 
5 20 
8 16 
2 36

5 35 
3 50 
_ 06

CORN 8Y RUP.

Bbls.
Bbls.
Bbls.
100-3
Bbls.

30-10 ska. ----------6 40
60-5 sk~. ----------5 55
120-2% sks. — 6 05

lb. sks. ________ 6 05
280 lb. bulk :

A -B u tte r  -----------------  4 00
A A -B u tte r _________  4 00
Plain . 50 lb. blks. — 45
No. 1 M edium , Bbl. _ 2 47 
T ecum seh , 70 lb. farm

sk. ________________  85
C ases Ivory, 24-2 c a r t  1 85 
Iodized 24-2 cart. —  2 40 
B ags 25 lb. No. 1 m ed. 26 
B ags 25 lb. C loth d a iry  40 
B ags 50 lb. C loth dairy  76 
Rock “ C” 100 lb. sack  80

C LEA NSER S

HSïîcT
GOLDEN • CBYSTALWHITE ■ MAPIÍ

Penick  Golden Syrup

QtM®«TS ONLY P*!*'
| 0 S-SCOPES

f e a
80 can  cases, $4.80 p e r case

6. 10 lb. cans  ---- ____ 2 61
12,, 5 lb. cans  ---- ____ 2 81
24,, 2% lb. cans  _____ 2 91
24,, 1% lb. cans  _-------2 09

C rysta l W hite Syrup
6, 10 lb. cans  __ 2 99
12, 5 lb. c a n s __ — II 3 19
24, 2% lb. c an s  _____ 3 34
24 , 1% lb1, cans  _-------3 36

Sho You, 9 oz., doz.
A -l la rge  -----------------
A -l, sm all --------------
C apers, 2 o z . -------------

T E A .
Japan.

M e d iu m ------------------- 27011
Choice -----------------  J T f ii !F a n c y --------------------- 54 0 « !
No. 1 N l b b s -----------------66
1 lb. pkg. S i f t i n g ---------- 12

G unpow der
Choice __ - ___________  33
F an cy  ------------------------ **

Ceylon
Pekoe, m e d iu m _________65

English Breakfast
Congou, M edium  --------  28
Congou, C h o ic e ----- 35@36
Congou, F a n c y ----- 42@4S

Oolong
M edium  _________  86
C h o ic e _______________ -  46
F a n c y ________    66

T W IN E
C otton , 3 ply c o n e ----- 45
C otton , 3 ply  p a l l s ----- 47
W ool, 6 p l y _____________13

V IN E G A R
C ider, 40 G r a i n _____ 24
W h ite  W ine, 80 g ra in  25 
W hite  W ine, 40 g ra in  16

W IC K IN G
No. 0. p e r g r o s s _____  75
No. 1, pe r gross _____ 1 10
No. 2, p e r g r o s s ____ 1 60
No. 3. p e r g ross _____ 2 00
P eerle ss  Rolls, p e r doz. 90 
R ochester, No. 2, do*. 60 
R ochester, No. 3, doz. 3 00 
Rayo, p e r doz. --------  80

W O O D E N W A R E
Baskets

B ushels, n a rro w  band,
w ire  h a n d le s ________1 75

B ushels, na rrow  band,
wood h a n d le s _____ 1 80

M arket, drop hand le  85 
M arket, single hand le  90
M arket, e x tra  _______ 1 Rn
Splint, la rg e  _________ 8 60
Splint, m edium  -------  7 50
Splint, sm all _________ 6 50

B arre l, 
B arre l, 
3 to  6

C hurns.
5 gal., each_2 40
10 gal., e ach_2 55

gal., p e r gal. — 16

Penick  M aple-L ike Syrup 
3 74
3 94
4 09 
2 86

6, 10 lb. cans  —  
12, 5 lb. cans  —  
24, 2% lb. can s  _ 
24, 1% lb. c an s  _

M ixed, K egs ----------- ¿j»
M ixed, h a lf  b b l s . ----- 12 75
Queen, bbls. -----------
M ilkers, K egs ----------  1
M ilkers, h a lf  bbls. — 13 75
M ilkers, b b l s -------------

Herring
K  K  K  K , N orw ay  — 20 00
8 lb. p a l l s ----------------- 1 ¡{®
C ut L unch  ----------------  9s
B oned, 10 lb. boxes __ 20 

Lake Herring
% bbl., 100 lbs. -------6 60

Mackerel
T ubs, 100 lb. fncy  fa t  24 50
T ubs, 60 c o u n t -------- 6 00

W h ite  Fish
M ed. F an cy , 100 lb. 13 00 

SH O E BLACKENING 
I  in  1. Paste, doa. -  1 36 
B. Z. C om bination , da. 1 36

W A S H IN G  
Bon Am i Pd.
Bon Am i C ake, 3 dz. 
C lim aline, 4 doz. -----

POW DERS.
3 dz. bx 3 76

3 25
4 20

D rl-F o o t, do*. ---------- 2 00
B lxbya, Do*. ------------- 1 36
Shlnola, d o z . -----------  90

S TO V E  P O L IS H . 
B lackine, p e r  doz. — 1 36 
B lack  Silk L iquid , dz. 1 40 
B lack  Silk P a s te , doz. 1 25 
E n am alln e  P a s te , doz. 1 36 
V n v n a lln e  L iqu id , da. 1 35 
E  Z L iqu id , p e r  doz. 1 40
R adium , p e r  d o z . ----- 1 *5
R ising  Sun, pe r doz. 1 35 
654 S tove E nam el, dz. 2 80 
V ulcanol, No. 5, doz. 95 
V ulcanol, No. 10, doz. 1 35
étovoil, p e r  doa. ----- 3 00

SALT.
Colonial, 24, 2 lb. - - - -  8®
Colonial, Iodiaed, 24-2 2 40 
M ed. No. 1. Bbl*. -----  8 76

G randm a, 100, 6 c -----
G randm a, 24 L arge  _ 4 00
Gold D ust. 1 0 0 s ----------4 00
Gold D ust, 12 L a rg e  3 20 G reen
Golden Rod, 2 4 _____  4 26 G reen
J in x , 3 doz. ---------------4 50
L a  F ran ce  L aun ., 4 dz. 8 60
L u s te r  Box, 54 ---------- 8 76
M iracle C.. 12 oz., 1 d* 8 25/'Mi* Dnt/'V 4 Am • 4A
Q ueen Ann, 60 oz. — 2 40
R inso. 100 oz. ________ 5 75
R ub No M ore. 100, 10

oz. _______________  3 85
Rub No M ore, 18 Lg. 4 00 
Spotless  C leanser, 48,

20 oz. ______________ 3 85
Sani F lu sh , 1 doz. — 2 26
Sapolio, 3 doz. ---------- 3 15
Soaplne, 100. 12 oz. -  6 40 
Snow boy, 100. 10 oz. 4 00 
Snow boy, 24 L a rg e  — 4 80
Speedee, 3 doz. ----------7 20
S unbrite , 72 doz. -------4 00
W y an d o tte , 48 ---------- 4 75

Unkle Ned
6, 10 lb. c a n s ________ 2 96
12, 5 lb. c a n s ------------- 3 16
24, 2% lb. C a n s -----------3 26
24, 1% lb. c a n s -----------2 30

Corn
Blue K aro , No. 1%— 2 27 
Blue K aro , No. 5, 1 dz. 3 11 
Blue K aro , No. 10 — 2 91 
Red K aro , No. 1% — 2 57 
Red K aro , No. 5, 1 dz. 3 49 
Red K aro , No. 1 0 _3 29

Im t. Maple Flavoi 
O range, No. 1%, 2 dz. 
O range, No. 5, 1 doz. 
O range, No. 1 0 --------

3 00
4 19 
3 99

Maple.
L abel K aro , 

L abel K aro  _

Egg Cases
No. 1, S ta r  C a rr ie r--  5 00 
No. 2, S ta r  C arr ie r— 10 00 
No. 1, S ta r  E gg  T ray s  6 26 
No. 2. S ta r  E gg  T ray s  12 50 

Mop S ticks
T ro jan  s p r i n g ----------- 2 00
Eclipse p a te n t sp rin g  l  08 
No. 2, pa t. b ru sh  hold 2 00
Ideal No. 7 ------------ - 1 6®
12 oz. Cot. Mop H eads 2 56 
16 oz. Ct. Mop H eads 8 00

Palls
10 q t. G a lv a n iz e d __ 2 50
12 qt. G a lv a n iz e d --- 2 76
14 q t. G a lv a n iz e d ----3 10
12 q t. F la rin g  Gal. Ir . 5 00
10 q t. T in  D a i r y ---- 4 00
16 oz. Ct. Mop H eads 3 20

T raps
M ouse, W ood, 4 holes 60 
M ouse, wood, 6 holes — 70
M ouse, tin , 6 h o l e s ----- 66
R at, wood ----------------1 00
R at, sp ring  -------------- 1 00
M ouse, s p r i n g -----------  30

Tubs
L arge  G a lv a n iz e d __ 9 00
M edium  G a lv a n iz e d_7 75
Sm all G a lv a n iz e d _6 75

5 19

. M aple and  Cane 
M ayflower, p e r gal. — 1 56

W ashboards
B anner, Globe _____ 5 75
B rass, single ________ 6 00
Glass, single ________ 6 00
Double P e e r l e s s _____ 8 50
Single P ee rle ss  ______7 50
N o rth e rn  Q u e e n _____ 6 60
U niversal __ 7 25

SPICES.
Whole Spices.

Allspice, J a m a i c a ----- @16
Cloves, Z a n z ib a r -----  @40
C assia, C an ton  ---------- @25
C assia , 5c pkg., doz. @40
G inger, A f r i c a n -------- @15
G inger, Cochin --------  @30
M ace. P e n a n g -------- @1 00
M ixed, No. 1 -----------  @22
M ixed, 6c pkgs., doz. @46 
N u tm egs, 7 0 @ 9 0 -----  @78

P R ID E  O F  K A N U C K  
S Y R U P

1 Case, 24 P i n t s ----- 6 50
1 Case, 12 Q u a rts  — 5 50 
1 C ase 6% Gallons — 5 00 
1 Case, 3-1 G allons __ 4 50 
1 5-G allon J a c k e t C an 7 00

M aple.
M ichigan, p e r gal — 2 50 
W « lrb i. p e r * a l . ----- "

Window Cleaners
12 in. _______________ 1 «5
14 in. _______________ 1 85
16 in. ----------------------- 2 SO

Wood Bowls
13 In. B u t t e r ------------  5 00
15 in. B u t t e r ________  9 00
17 In. B u t t e r _________ 18 00
19 in. B u t t e r _______  25 00

W R A P P IN G  PA PER  
F ib re , M anila, w h ite . 05%
No. 1 F i b r e ______ —  08
B u tch ers  M a n i l a ----- - 06
K ra f t  ___________ - —-  08
K ra f t  S t r i p e -------------09%

Y E A S T  C A K E
M agic, 3 doz. — ------- 8 70
Sunligh t, 3 d o z . ----- — 2 70
Sunligh t, 1% doz. — -  X 16 
Y east Foam , 3 doz. 2 70 
F east Foam , 1% doa. X 86 

Y E AST—CO M PR E M I D  
F ie leohm ann. per do*. 30
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Good Eggs Cursed By Branding Laws.
In the olden days we thought that 

the only manner in which to dispose of 
an apparent temporary oversupply of 
eggs was to treat the public to a period 
of demoralized prices—away below the 
intrinsic value of the food.

The butter trade was faced with 
such an apparent oversupply of butter 
last fall. An advertising fund was 
collected—a fund which appeared piti
fully inadequate in the face of the 
magnitude of the undertaking of creat
ing a demand for so heavy a surplus of 
butter, but even the moderate amount 
of well-directed advertising of butter 
had a wonderful result in stimulating 
the use of the product. I am told that 
the impetus given to butter consump
tion by that campaign last winter is 
still evidenced by an apparently per
manent increased per-capita use of 
butter.

If the consumption of eggs can be 
increased by such advertising any
where near to the proportions shown 
by the butter campaign we will cer
tainly have something to turn to in an 
emergency which savors of real intel
ligence instead of the old and idiotic 
method of sitting by while prices smash 
and watching the newspapers headline 
us with ridicule.

The egg industry is still discrimin
ated against by law nearly all over 
this land by the cold storage egg mar
keting and branding laws. Any men
tion of this subject is sure to draw fire. 
Some one immediately wants to know 
“What is a fresh egg?” and “W hat is 
a storage egg?”

Executive Secretary Harrison F. 
Jones has reared up and announces 
that he can prove that a cold storage 
egg is a fresh egg, said Mr. Jones. 
“Here is my line of reasoning: The 
word ‘fresh’ has no meaning in con
nection with age or time. It has mere
ly to do with condition or state. We 
speak of ‘fresh’ meat, referring to the 
condition of the meat and to describe it 
as opposed to corned beef, dried beef, 
smoked beef, bologna or ham, bacon, 
pickled pork, etc.

“ ‘Fresh’ meat is ‘fresh’ meat re
gardless of whether it was recently 
dressed or whether it has been ‘kept 
fresh’ in cold storage We apply the 
term ‘fresh’ to fruits and vegetables 
in order to distinguish ‘fresh’ fruits 
and vegetables from dried, canned, 
pickled or preserved ones.

“I advance the thought that so long 
as the food product retains its edibil
ity and wholesomeness "and principal 
characteristics as to form, flavor, pal- 
atability, color, etc., it remains ‘fresh’ 
because it is the identical product pro
duced by nature.

“Where the product has been chang
ed by processing or curing to the ex
tent that its principal characteristics 
and its original form have been chang
ed. then to all intents and purposes it 
is another and a different product. No 
one will be heard to say that fresh 
beef and dried beef are identical, or 
that a grape is a raisin or a plum is a 
prune.

“When we consider eggs that re
main in the shell and retain their 
wholesomeness and all their principal

characteristics, and are to all intents 
and purposes just as nature made them 
to the extent that experts cannot, with 
any degree of certainty, detect differ
ences between ‘fresh’ and ‘cold storage 
it is our contention that they are in 
fact still ‘fresh’ eggs, no matter what 
their history, their age, nor where or 
how they were held or preserved in 
this condition.

“If this logic be well founded, then 
a ‘cold storage’ egg is of dual char
acter—-it is at once both ‘fresh’ and 
‘cold storage,’ and the consumer can
not be defrauded in a moral sense in 
his actual transactions.

“There are among us merchants who 
have been so astute as to have capital
ized the apparent handicap of storage 
branding eggs and turned it to ac
count in a manner so that they have 
increased their sales and their profits 
very satisfactorily; and this they have 
done in a perfectly legitimate manner.

“I refer to those merchants who 
have taken advantage of the fact that 
they are obliged to have the words 
‘cold storage’ printed on the cartons 
in which their eggs are distributed by 
prefacing those words with the words 
‘kept fresh in (or by) cold storage’ and 
supplementing this carton legend with 
circular or pamphlet advertising set
ting forth to the consumer the superior 
quality of their product.

Wayne F. Waller, 
Chairman National Egg Committee.

Some labels are 
tongue-tied

The unknown label can 
only say: “I’m milk.” Says 
th e cu stom er: “N ev er  
heard of you.” ButtheCar- 
nation label tells a real 
story. And the customer 
answers: “I know you. I’ve 
seen your picture in the 
magazines. My friends of
ten mention you.” Yes, it’s 
a lot easier and more profit
able to sell goods which 
can speak for themselves.

Carnation Milk P roducts Co.
11 S3 C arnation Bldg.
O conom ow oc, W li.

a t io n
M i l k
"From Contented Cows"

You can dilute the 
double-rtch contents 
o f  this can until the 
quart bottle over
flows with pure milk

© 1925, Carnation Milk Products Co.

No one may notice the fact that 
your store is spick and span, but some
one will notice if it is dirtv.

Announcement mi W e take pleasure in announcing to the trade that we have 
acquired hy purchase a substantial portion of the stock 

holdings of H . Leonard Sons and will continue the business under new management with officers as follows:
C. H . LE O N A R D , President. 
N. L. A V E R Y , Vice President 
W . G. P E T E R K IN , Secretary

J. R. DE V R IE S , Treas. &  Mgr. 
R. A. U T T E R  
C. H E R L E IN

H . S M IT H
C. R. FO LK E R T S M A  
Y . BERG

Back of the new corporation are men who are experts in their several lines and who are doing their utmost to give 
you the Merchandise and Service you want. Below are the names of a few of the men who in a special sense are 
the points of contact between us and you. When you have something out of the ordinary it may be worth your while 
to address your letter direct to one of the men named below. And when you come into the house it will pay you 
(and them) to make the acquaintance of as many of these men as possible.

BU Y ERS
W . G. P E T E R K IN

Crockery, Glassware and House Furnishing Dept. 

C. H E R L E IN
Toys and Fancy Goods Dept.

R. A. U T T E R  
Silverware Dept.

SA LESM EN
C. R. FO LK E R T S M A  
Y . BERG  
H . S M IT H  
T E D  B U T C H E R  
R. BERG
CHAS. L A W E R E N C E

R. A . U T T E R  
H . ED W A R D S  
C. N. M E N D E LS  
F R E D  BLOOM BERG  
L. M IT C H E L L  
A. W A TE R LO O

All of the above named have been with the Leonard establishment many years and are thoroughly familiar with 
their respective departments. We shall aim to retain the good name the house has always enjoyed with the trade 
and also undertake to add to the reputation maintained for the past eighty-one years Showing Right Goods— 
Low Prices—Fair Dealings—Prompt Shipments and Excellent Service.

SEN D  FO R CATALOGS SH O W IN G  LO W EST P R IC E S  ON Q U ICK  S E L L IN G  L IN E S  OF 
China, Crockery, Glassware, House Furnishings, Refrigerators, Lamp Goods, Silverware,

Fancy Goods, Toys, Hotel, Restaurant Equipment, Janitor's Supplies

Grand Rapids H. L E O N A R D  &  S O N S
W H O L E S A L E R S , IM PO R T E R S & M A N U FA C TU R ER S’ A G EN TS

Michigan
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Proceedings of the Grand Rapids 
Bankruptcy Court,

G rand  R apids, Oct. 31—W e have 
received  schedules, o rd e r re fe rence  and  
ad ju d ica tio n  in  m a tte r  of H a rry  A. S udd , 
ind iv idually  an d  fo rm erly  doing  busi:ness 
a s  V an ’s G arage, B a n k ru p t No. 2801. The 
m a tte r  h as  been  re fe rred  to  C harles B. 
B la ir a s  re fe ree  in  bankrup ted  y. Til®
b a n k ru p t is a  re s id en t of G rand  R apids, 
and  h is  occupation  is th a t  of a  m echanic . 
T he schedu les show  a ss e ts  of $38b.9j, 
w ith  liab ilities  of $4,361.18. The c o u rt 
h as  w ritten  fo r funds, a n d  upon rece ip t 
of the  sam e, th e  firs t m eeting  of c red ito rs  
will be called, an d  no te  of the  s a m e m a d e  
herein. T he l is t  o f th e  c red ito rs  of sa id  
b a n k ru p t a re  a s  follows: . 8fi
Air R eduction  Sales Co., D e tro it __ 4.86
B ecker A uto  Co., G rand  R apids __ 28.02
B reen & H a llad ay  F u e l Co., G rand  ^  ^

B an tf W e ilding""Shop!~Grand R apids 14.85 
Brow n & Seh ler Co., G rand  R apids 60.71 
Cheyen B ros., H em son  - - - - - - - - - -  ¿“'"V
Com stock & G raves, G rand  R apids 57.75 
C randle, John , G rand  R apids - - - - -  35.00
D ykhouse’s G arage, K alam azoo — 14.b0
E lec tric  C onstruction  Co., G rand  ^

F ^ rac i<M fgT 'C o.7R ockford , 111. - —  22.88
John  F aasen , Ind ianapo lis  - - - - - - -
J. H . G ingrich  & Sons, G rand  R ap. 11.35 
H an ink  & V rugg ink , G rand  R apids 12.o0
R. M. H ollingshead, C hicago -----  31.ZU
Ed. K uipers , G rand  R a p id s -----------  30.00
Lacey Co., G rand  R apids _ -— ——  ,"¡“ “1 
P e rry  E. N icholas, G rand  R ap ids _ 140.50 
Osborne Co., N ew ark , N. J . — 7- - -  30.00 
P u lte -K o rreck  Co., G rand  R ap  d s- 13.37 
P iston  Service Co., G rand  R ap id s . 12.05
O. E. R ichards, G rand  R a p i d s -----  59.50
Benj. S p a an stra , G rand  R aids - —-  25.00
Square  D eal G arage, G rand  R apids 52.00 
W m. S co tt, G randville  ------------------- 600.00
E .la  P . S co tt, G randville  7io.iD
South  E n d  L eader, G rand  R apids 10.00 
Sherw ood H all Co., G rand  R ap id s . 23.11 
S w in eh art T ire  & Rub. Co., D e tro it 33.39 
T ubbs Oil Co., G rand  R apids —  350.00 
T ide W a te r  Oil Co., Chicago —  92. <9 
T isch  A uto Supply Co., G rand  R ap. 86.07 
Todd P ro tec to g rap h  Co., New Y ork  17.-0 
U n iversal Oil Co., D e tro it - - - - - —  20.00
U nited  Service G arage, G rand  R ap. t>0.35 
U n ited  M otor P ro d u c ts  Co., G rand

R apids ---------------- -----------------------
V iscosity  Oil Co., C h ic a g o -------------  20.01
V acuum  Oil Co., C hicago — —— - 11- 4b 
W elm ers, D ykm an F u e l Co., G rand

R apids ----------------------------- —------ 31.bo
W olverine M etal S pecialties  Co., ,

G rand  R a p i d s --------------------
F. F. W ood M otor Co., G rand  R ap. 330.3b 
W arren  Refining & C hem ical Co.,

C leveland _________________ - — — 46.70
Oct. 29. (delayed). On th is  day  w as 

held the  first m eeting  of c red ito rs  in  the  
m a tte r  of H enry  V anAU sburg, B an k ru p t 
No. 2790. T he b an k ru p t w as p re sen t in 
person and  by a tto rn e y , Jam e s  E. S u l
livan. C red ito rs  w ere p re sen t by  Con- 
nine & Connine. C laim s were proved 
an d  allowed. T he b a n k ru p t w as sw orn 
and  exam ined  w ith o u t a  rep o rte r. George 
D. S trib ley , of M uskegon, w as nam ed
tru s tee , an d  th e  am o u n t of h is  bond 
placed  a t  $1.000. The firs t m eeting  then  
ad jo u rn ed  w ithou t date .

Oct. 30. On th is  day  w as held th e  
sale of a sse ts  in th e  m a tte r  of A. H . 
R oberts, B an k ru p t No. 2775. T he b a n k 
ru p t w as n o t p re sen t in person. T he
o rig inal offer of L. R. D ougherty , of $600 
for a ’l of th e  s tock  in  tra d e  an d  fix tu res 
of th e  e s ta te  w as accep ted  an d  confirm ed. 
T he m eeting  th en  ad jo u rn ed  w ith o u t da te .

On th is  day  a lso w as held th e  final 
m eeting  of c red ito rs  in th e  m a tte r  of 
W illiam  H . M cC arty, doing business  as 
M cCarty C andy Co., B an k ru p t No. 2622. 
T he tru s te e ’s final re p o rt a n d  acco u n t 
w as considered  an d  aproved. T here  w ere 
no ap p ea ran ces  o th e r  th en  th e  tru s te e . 
C laim s w ere proved an d  allowed. A tto r
neys bills an d  o th e r  bills of th e  e s ta te  
w ere considered  an d  passed  upon. An 
o rd e r w as m ade for th e  p ay m en t of e x 
penses of a d m in is tra tio n  a s  fa r  a s  th e  
funds on h an d  will perm it. T here  w ere 
no funds fo r a n y  d iv idends fo r g en era l 
cred ito rs . No ob jec tions w ere  m ade to  
the  d ischarge  o f th e  b an k ru p t. T he final 
m eeting  th e n  ad jo u rn ed  w ith o u t d a te  an d  
th e  case w ill be closed an d  re tu rn e d  to 
th e  d is tr ic t c o u rt in  due course.

Nov. 2. W e have to -d a y  received  the  
schedules, o rd e r of re ference  and  da  ju d i
cation  in  the  m a tte r  of A rth u r  C. L a m 
b e rt, B an k ru p t No. 2803. T he m a tte r  h a s  
been re fe rred  to  C harles B. B  a ir  a s  r e f 
eree  in b an k ru p tcy . T he b a n k ru p t is  a  
re s id en t of N iles an d  h is  occupation  is 
th a t  of a  p a in te r  an d  decorato r. T he 
schedules show  a sse ts  of $922.75, of w hich  
$555 is c la im ed  to  be exem pt, w ith  liab ili
tie s  of $1.876.82. T he firs t m ee tin g  of 
c red ito rs  will be called p ro m p t y  and  
no te  of th e  sam e m ade herein . T h e  lis t 
of the  c red ito rs  of sa id  b an k ru p t a re  as 
follow s:

S ta te  o f M ichigan _____________ $ 85.00
B aer B ro th e rs . New Y o r k _______  29.00
J. B. P ea rce  Co., C le v e la n d ______  13.70
S u m m itt V arn ish  Co.. S outh  B end  91.87
S tan d a rd  V arn ish  Co., N ew  Y ork_11.00
L ennon W all P a p e r  Co., J o l i e t_152.26
H eath -M illigan  Mfg. Co., C hicago _ 100.00
Boydell B ros., D e tro it ___________  698.64
P ro tec to  P ro d u c ts  Corp., C h icago - 39.30 
M organ W all P a p e r  Co., C h icago - 530.00
Sm ith & Alsop, S ou th  B e n d _____  83.52
W eiss M ussell Co., S outh  B e n d ___  18.51
Republic P a in t  Co., C hicago __ unknow n

T ex tile  L e a th e r  Co., K alam azoo  __ 24.02 
Nov. 2. On th is  day  w as held  th e  first 

m ee tin g  of c red ito rs  in th e  m a tte r  of 
H en ry  W. S cram lin , B an k ru p t No. 2788. 
T he b a n k ru p t w as  p re sen t in person  and  
by  a tto rn ey s , Jack so n , F itzg e ra ld  & 
Dalm . No c red ito rs  w ere  p re sen t o r  re p 
resen ted . No c la im s w ere  proved  an d  
allow ed. N o tru s te e  w as appo in ted . T he 
b a n k ru p t w as sw orn  an d  exam ined  w ith 
o u t a  rep o rte r. T he  m eeting  w as then  
a d jo u rn ed  w ith o u t d a te  and  th e  case 
closed an d  re tu rn e d  to  th e  d is tr ic t co u rt 
a s  a  n o -a s se t case.

In  th e  m a tte r  of P a in  P u b lish in g  C or
p o ra tion , B a n k ru p t No. 2782, th e  firs t 
m ee tin g  of c red ito rs  h a s  been  called  for 
Nov. 16. , .  ..

Nov. 3. W e h av e  to -d a y  received  the  
schedules, o rd e r of re fe rence  a n d  a d ju d i
cation  in th e  m a tte r  of B ern a rd  M cC ar
th y , B an k ru p t No. 2804. T he b a n k ru p t 
is a  re s id en t of G rand  R apids an d  h is  
occupation  is  t h a t  of a  fa c to ry  w orker. 
T he schedu les show  a sse ts  of $300, of 
w hich $250 is c la im ed  a s  exem pt, w ith  
liab ilities  of $2,299.25. T he c o u rt h a s  
w ritten  fo r funds, an d  upon rece ip t of 
the  sam e, th e  firs t m eeting  of c red ito rs  
w ill be called, an d  no te  of th e  sam e m ade 
here in . The l is t of th e  c red ito rs  of the  
b a n k ru p t a re  a s  follows:
W . H . A. Lennon, G rand  R ap id s—$100.00
H . H . Jo rd an , G rand  R a p i d s -----  90.00
D. J . Johnson , S p a rta  -----------------  20.00
L. B. S tu a rt , S p a r t a --------------------  20.00
F ra n k  G illette , S p a rta  -----------------  15.00
M rs. E s th e r  V an d er Hoff, M uskegon 80.00 
R yskam p B ros., G rand  R apids —  25.60
M orriss  S luy ter, G rand  R a p id s -----  25.00
P. S tek e tee  & Sons, G rand  R apids 73.00
H . J . B en n e tt, G rand R a p i d s -----  25.00
P. M. R ailroad , G rand  R a p i d s -----  42.47
Sprague  W arn e r  Co., C h ic a g o -----  48.00
L a s tin g  Broom  Co., E vansv ille , Ind. 47.00 
C ham berla in  M edicine Co., Des

M oines --------------------------------------- 24.30
W oolson Spice Co., T o le d o -----------  22.00
C hase & W oodruff, K alam azoo — 572.88 
P e rp e tu a l E ncycloped ia  Corp., Chi-

03-g o  _______ __ ____ _____ ——  65.00
T a n n e r  Supply Co., G rand  R apids 624.00 
K en t S to rage  Co., G rand  R apids __ 5.00
H u b  C loth ing  Co., G rand  R apids — 24.00 
H e n r ie tta  Schultz , G rand  R apids — 70.00
A. A. Johnson  Co., S p a r t a -----------  14.00
S tan ley  Jak o b u sk i, G rand  R apids_ 150.00
S w ift & Co., G rand  R apids --------  7.00
Clifford J . S u tto n , G rand  R apids — 50.00 
A H . B ro tt  L br, Co., B aldw in  — 60.00

Nov. 2. W e have to -d ay  received  th e  
schedules, o rd e r of re fe ren ce  an d  a d ju d i
cation  in  th e  m a tte r  of H a rry  S. C ham 
bers, B an k ru p t No. 2805. T he b an k ru p t 
is a  re s id en t of G rand  R apids an d  his 
occupation  is th a t  o f a  labo rer. T he 
schedu les show  a sse ts  of $1,050, of w hich 
the  .fu ll in te re s t is claim ed a s  exem pt, 
w ith  liab ilities  of $1,720. T he c o u rt h a s  
w ritten  for funds, and  upon rece ip t of 
th e  sam e, th e  first m eeting  of c red ito rs  
will be called, a n d  no te  of the  sam e m ade 
herein . The lis t o f th e  c red ito rs  of sa id  
b a n k ru p t a re  a s  follows:
C ity  of G rand  R a p id s -------------   $±00.wi
M ay K. T hom as, G rand  R apids <00.00
J a rv is  & Co., G rand  R a p i d s ------------------  45.00
C harles G. W ille tt & Co., G rand

R apids -----------------------------   800.00
H. E. G. C lark , G rand  R apids __ 75.00

Nov. 2. On th is  day  w as held th e  firs t 
m eeting  of c red ito rs  in  th e  m a tte r  of 
Jo s iah  V an Loo, B an k ru p t No. 2793. T he 
b a n k ru p t w as p re s en t in  person  an d  by 
a tto rn e y s  C orw in & N orcross. One c re d 
ito r  w as p re sen t in person. One claim  
w as  proved  an d  allow ed. T he b an k ru p t 
w as sw orn  a n d  exam ined  w ith o u t a  re - 

* p o rte r. B. E. Cook, of G rand  H aven , 
w as app o in ted  tru s te e ,  an d  th e  am o u n t 
o f h is  bond p laced  a t  $1,000. T he m e e t
ing  th e n  ad jo u rn ed  w ith o u t date .

Nov. 2. On th is  day  w as held th e  first 
m ee tin g  of c red ito rs  in th e  m a tte r^  of 
W illiam  W . R ichards, B an k ru p t No. 279«. 
T he b an k ru p t w as p re sen t in  person  and  
by a tto rn e y , W . G. B essey. C red ito rs  
w ere  p re s en t in  person. T he  custod ian  
o f the  e s ta te  w as p re sen t also. C laim s 
w ere  proved an d  allowed. T he b an k ru p t 
w as sw orn  and  exam ined  w ith o u t a  re -  
o rte r. M. N. K ennedy, of K alam azoo, 
w as ap po in ted  tru s te e , and  th e  am o u n t 
of h is  bond p laced  a t  $500. T he first 
m ee ting  th en  ad jo u rn ed  w ith o u t da te .

In  th e  m a tte r  of H a rry  A. S tidd, B an k 
ru p t No. 2801, th e  funds fo r the  first 
m eeting  have  been  received  an d  the  first 
m ee ting  h a s  been called fo r Nov. 16.

In  th e  m a tte r  of A rth u r  C. L am b ert, 
B an k ru p t No. 2803, th e  first m ee tin g  of 
c red ito rs  h as  been called for Nov. 16.

In  th e  m a tte r  of W illiam  H. M oulter, 
B an k ru p t No. 2798, th e  funds  fo r the  firs t 
m ee ting  have been received  and  such
m ee tin g  h a s  been ealld  for Nov. 16.

In th e  m a tte r  of H a rry  S. C ham bers, 
B a n k ru p t No. 2805, th e  funds for th e  first 
m ee ting  have  been received  and  such
m ee tin g  h a s  been called for Nov. 16.

In  th e  m a tte r  of E d g a r L. E ck lisdafer, 
B an k ru p t No. 2796. the  funds fo r the  first 
m eeting  have  been  received  an d  such
m ee tin g  h a s  been called for Nov. 17.

In  th e  m a tte r  of H a rley  E. Searles, 
B an k ru p t No. 2799, th e  funds fo r the
firs t m ee tin g  have been received  an d  such 
m ee tin g  h a s  been called  fo r Nov. 17.

Nov. 4. W e have to -d ay  received  the  
o rd e r of re fe rence  an d  ad ju d ica tio n  in 
th e  m a tte r  of T h o m as-D ag g e tt Co., B an k 
ru p t  No. 2708. T he m a tte r  h a s  been r e 
fe rred  to  C harles B. B la ir a s  re fe ree  in 
b an k ru p tcy . T he o rd e r w as  m ade to  file 
schedu les and  upon rece ip t of th e  sam e.

th e  firs t m ee tin g  of c red ito rs  w ill be ca ll
ed prom ptly , an d  no te  of the  sam e m ade 
herein . T h is  case  is invo lun tary .

Nov. 5. W e have  to -d a y  received  th e  
schedules, o rd e r of re ference  an d  a d ju d i
cation  in th e  m a tte r  of T hom as E. 
B rooks, B an k ru p t No. 2806. T he m a tte r  
h as  been re fe rred  to  C harles B. B la ir as 
re feree  in  ban k ru p tcy . The b an k ru p t is 
a  re s id en t of Cassopolis, and  h is o ccupa
tion  is  th a t  of purchasing , excavation  
an d  selling  of m arl. T he schedu les show 
a ss e ts  of $3,811.55 w ith  liab ilities  of $4,- 
033.72. T he c o u rt h as  w ritten  for funds, 
and  upon rece ip t of the  sam e, th e  first 
m eeting  of c red ito rs  will be called and  
no te  o f the  sam e herein . The lis t of th e  
c red ito rs  of sa id  b an k ru p t a re  as  follows:
V illage of C a s s o p o lis -------------------- ? 1J.00
F is r t  N a tio n a l B ank , Cassopolis 1,242.00 
Jam es  H . Shannon  Mfg. Co., C h i

cago ____________________________  295.52
W illiam  V oorhis, Cassopolis --------  86.00
J . B. Stem , C a s s o p o lis -----------------  385.00
F. H. B u tle r, C a s s o p o lis -------------- 182.35
J . W . F ish e r, Cassopolis --------------  28.00
W . B. Y aden & Sons, C assopolis— 3.00 
S. S. H a rrin g to n  & Son, Cassopolis 4.70
I r a  Gohn, C a s s o p o lis --------------------  9.00
In a  F isk . C a s s o p o lis ----------   4.50
Peck M illing Co., C a s s o p o lis -------  90.00
C en tra l F a rm e rs  A ss 'n ., Cassopolis 32.00
Jam es  O. H ain , C a s s o p o lis -----------  20.00
W m . F. T u rn e r , C a s s o p o lis -----------  73.00
C lark  & H ayden , C assopolis ------- 4.50
George S traw , C a s s o p o lis --------------  l.«0
George M cCabe, C a s s o p o lis -----------  3.00
A. G orton, C a s s o p o lis --------------------  14-60
H a rry  M orse, C a s s o p o lis --------------  6.00
Lew is R ice, • C a s s o p o lis -----------------  57.40
O scar Sm ith . Cassopolis ---------------- 147.00
Dr. W . C. M cCutcheon, Cassopolis 92.25
D r J . H . K elsey, C a s s o p o lis --------  12.00
Dr. E. M. C unningham , Cassopolis 31.00
W illiam  W ade, Cassopolis -----------  25.00
Dr. McCoy, C assopolis ------------------  7.50
Dr. B ergm an , Cassopolis ------------- 10.00
C h este r K ing, C a s s o p o lis -------------- 3.00
G roves & K ingsbury , Cassopolis — 1.50
K ingsbu ry  E s ta te , Cassopolis -----  200.00
P e te r  K ingsbury , Cassopolis --------  5.00
Roy E lliot, D ow agiac -----------------  3.50
B uick  Sales Co.. D o w a g ia c -----------  25.00
M r. Sm ith , D ow agiac ------------------ 4.00
Mr. Urick, D e c a tu r -----------------------  4.50
Jam es  A they, D eca tu r -----------------  12.10
G odfrey C onveyor Co., E lk h a r t —  96.00
L indh lar S an ita riu m , Chicago -----  92.00
H a rr is  B ros., C hicago -----------------  356.00
G ertrude  S tein , M inneapolis --------  75.00
Allen & F le tch e r, M inneapolis -----  15.00
Leslie K eyes, M inneapolis —-i—  60.00
Ja c k  Savage, M acon, G eorgia -----  65.20
O scar Lyons, Cassopolis ---------- — 12.00
Cass C ounty R oad C om m issioners,

Cassopolis ___________________ _—  100.00
Nov. 7. W e have to -d a y  received  the  

schedules, o rder of re ference  and  a d ju d i
cation  in  th e  m a tte r  of M ann & Stevens, 
a  co p artn e rsh ip  com posed of Edm ond D. 
M ann and  Lloyd L. S tevens individually , 
B an k ru p t No. 2794. The b a n k ru p ts  r e 
side in K alam azoo. T he schedu les show 
no a s s e ts  of the  co p artne rsh ip , w ith  l ia 
b ilities  of $18,437.10. T he schedu les of 
Lloyd L. S tevens, indiv idually , show s 
a sse ts  of $250, of w hich  the  full in te re s t 
is c la im ed a s  exem pt, w ith  liab ilities  of 
$18,437.10. T he c o u rt has w ritten  for 
funds, an d  upon rece ip t of the  sam e, the  
firs t m eeting  of c red ito rs  will be called, 
and  no te  of th e  sam e m ade herein. The 
lis t of the  c red ito rs  a re  a s  fo.lows:
T hew  Shovel Co., L orain , Ohio _$7,254.28
Leo J . M iller, N ew  H a v e n _____  7,057.96
J. N. B ick, Toledo ___________ unknow n
C. A. H a rp e r, E d e n v il le ----------- unknow n
Sanford  E lev a to r Co., Sanford  __ 435.45
M idland Oil & G as Co., M idland- 1,216.49
A. J. S hepard , E denville  -----------  206.83
B row ns G arage, E denville  --------  334.41
Cornw ell Co., S ag inaw  --------------  258.17
K oehler B ros., S a g in a w --------------  420.55
G ladw in A uto  Supply Co., G ladw in 63.66
W . J . Rogers, Sanford  _________  165.49
Dow C hem ical Co., M id la n d ------- 2.00
K unze H a rd w are  Co., B everton  _ 21.35
G ranson  Store, E d e n v il le -----------  244.40
M rs. R icker, Colm an -----------------  119.07
G. & J. G regory, B ay  C i t y --------  34.50
C. P. B urns, S a n f o r d ___________  32.55
B everton  E lev a to r Co., B everton  2.35
J . B ru sh a rb e r , B everton  -----------  95.81
E m ory  E vans, S a n f o r d __ ________ 70.18
H ercelus  P ow der Co., Saginaw  — 101.60

Nov. 9. On th is  day  w as held th e  first 
m eeting  of c red ito rs  in the  m a tte r  of 
K al il B ros., B an k ru p ts  No. 2787. The 
b a n k ru p ts  w ere p re sen t in person an d  by 
a tto rn e y  C ornelius Hoffius. No cred ito rs  
w ere p re sen t o r rep resen ted . C laim s 
w ere proved an d  allowed. The b a n k ru p ts  
w ere sw orn an d  exam ined  w ith o u t a  re 
po rter. C. W . M oore w as appo in ted  tr u s 
tee, an d  th e  am o u n t of his bond placed 
a t  $500. The first m ee tin g  th en  ad jo u rn ed  
w ith o u t date .

On th is  day  also  w as held the  first 
m eeting  of c red ito rs  in the  m a tte r  of W.
H. P a rso n s  & Co., B an k ru p t No. 2795. 
The b a n k ru p t w as p re sen t by W . H. 
P arso n s, its  p re s id en t and  also by W illard  
G. T u rn er, J r .,  a tto rn e y  for the  ban k ru p t. 
C red ito rs  w ere p re sen t in  person  a n d  by 
a tto rn e y s  Connine & C onnnine. Claim s 
w ere proved an d  allowed. The b a n k ru p t’s 
p re s id en t w as sw orn and  exam ined  w ith- 
o u t a  rep o rte r. Geo. D. S trib ley  w as 
e lected  tru s te e , and  h is  bond placed by 
th o se  p re sen t a t  $2,500. T he first m e e t
ing th en  ad jou rned  w ith o u t da te .

Business Wants Department
Advertisements Inserted under this head 

for five cents a word the first 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- 
tisements in this department, #3 P®'
inch. Payment w ith order Is required, as  
amounts are too small to open accounts.

FO R R EN T—TW O STO RES, m o d e ra te 
ly equipped, s team  heated , in the^ best 
m an u fac tu rin g  section of B a ttle  Creek, 
one m ile from  business  cen ter, rh e re  is 
a  splendid  opening in  th is  locality  for a  
good live h a rd w are  m erch an t, a lso  dry  
goods and  no tion  s to re , w here from  6000 
to 8000 of th e  b est pa id  m echanics in 
M ichigan reside. In  th e  rad iu s  of a  
block an d  a  half a re  such fac to ries  as  
P o s tu m . C ereal Co., T he K ellogg Co., 
G rand  T ru n k  shops, P o stu m  Cereal Box 
F ac to ry , N ichols & Shepherd  T h resh in g  
M achine Co., and  o th er sm aller m a n u 
fac tu rin g  concerns. T h is section of th e  
c ity  is doing a  la rge  volum e of business, 
an d  th e  build ing is the m ost m odern of 
an y  in th e  s ta te . Good chance lo r live 
w ire  business m an. R en t reasonable  to  
s ta r t  w ith. A ugust Ivapp, 2 E. M ain b t.. 
B attle  C reek, Mich.

FO R SA LE—F o rty  acres , hardw ood 
grove, re so rt fro n tag e  on b eau tifu l M ich
igan  lake an d  tru n k  line highw ay, will 
p la t 300 lots. P rice  and  te rm s, W. J. 
Cooper, Mt. P le a san t, Mich. 98

CLEAN DRUG STOCK an d  m odern fix
tu re s , on best co rner in H ow ard  C ity, 
fo r sale  a t  $9,000. Sales y early  $15,000. 
R en t $50 m onth , including liv ing q u a rte rs  
over store . Sochi fo un ta in , Rex&li an d  
E a s tm a n  agency. S tore u n d er sam e m a n 
a g em en t p a s t th ir ty -fiv e  years. R eason 
for sale — p erm an en t im p a irm en t of 
w ife 's  health . Q uick action  desired , as  
am  going sou th  for w in ter. II. M. GIBBS, 
H ow ard  C ity, Mich. 99

F o r Sale—Coal and  feed business, tow n 
30 000 N o rth ern  Ind iana . Good location, 
low overhead. A rea l opportun ity . S ick 
ness. A ddress No. 100, c-o  M ichigan 
T rad esm an . ______ 400

FOR SA L E—Good s tock  of clothing, 
shoes an d  m en 's  fu rn ish in g s  in a  good 
tow n of over 6.500 population . O ver 1,500 
m en em ployed in one facto ry . P ay  io il 
$75,000. S tock  in good shape. A ddress 
No. 101, c /o  M ichigan T radesm an . 101

FOR SA LE—A nice clean h a rd w are  
stock , s to re  building, and  dw elling house. 
In a  sm all tow n. L ew is M cKinney, B<u>- 
gor. Mich. 102

FOR SA L E —H at an d  fu rn ish in g  stock , 
a b o u t $30,000, in Jackson . A ddrss H . 
W eil, 140 W. M ain St., Jackson , Mich.

F o r Sale—C onfectionery  and  re s ta u ra n t 
in best sm all tow n in C en tra l M ichigan, 
doing good business. R eason for selling, 
ill h e a lth . Box 171, C hesaning, Mich. 94 

F o r Sale—Cheap. A N a tio n a l cash  reg - 
is te r, in  good condition. Also, I w a n t to  
buy a  candy  scale. A. Glen M cBride, 
R ockford, Mich. 88

FOR SA LE—W ishing  to  re tire  from  a c 
tiv e  business, I hereby  offer m y business, 
know n a s  th e  Cash M ercan tile  Co., for 
sale. S tock consis ts  of g roceries, fresh  
m ea ts , flour, feeds, hay , etc. W ill in 
v en to ry  ab o u t $15,000. "Sales app rox im ate  
$100,000 p e r year. On a  cash  basis. H ave 
am ple s to re  and  w arehouse room  for a  
business  of $500,000 p e r year. L oca ted  in 
th e  m etropo lis of th e  U pper Pen insu la , 
a  c ity  th a t  is bound to  grow . Fu ll p a r 
ticu la rs  g iven by  le tte r . J . A. S trom berg , 
E sean ab a , Mich. 89

F o r Sale—B ecause ow ner h as  an o th e r 
line, will sell s tock  of shoes, ru b b e rs  and  
m en ’s fu rn ish ings, invoicing $9,000. Good 
lake shore fa rm in g  an d  re so rt tow n. F ine  
chance for r ig h t m an. W rite  ow ner. A d
d ress  No. 91, c /o  M ichigan T radesm an .

91
W an ted —A business p a r tn e r  w ith  $15,- 

000 o r  m ore. B es t business in  S ou thern  
M ichigan. D oing a  th riv in g  m ach inery  
business. P rac tic a lly  free  from  in cu m 
brance. B u ilt up  in  th ree  y ears  from  
n o th in g  to  $50,000 inven tory . B usiness 
g e ttin g  too la rg e  for one to  handle. A d
d ress Box 28. M arshall, Mich.________ 81__

Pay spo t cash  for clo th ing  an d  fu rn ish 
ing goods stocks. L. S ilberm an , 1250 
B urlingam e Ave., D etro it. Mich. 566

CASH For Your Merchandise!
W ill buy you r en tire  s tock  o r  p a r t  of 
s tock  of shoes, d ry  goods, c lo th ing , fu r- 
n i s h n g s ,  b a zaa r novelties, fu rn itu re , etc. 

I O t J I S  L E V I N S O H N .  S a q i n a w .  Mich.

MOSHER SALES SERVICE 
A Business Building Service 

For Merchants 
Wayland Michigan
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TAKE ADVANTAGE OF

National Canned Foods Week 
November 9th to 21st

Michigan
Grown

HART
BRAND

CANNED 
FOODS

TR A D E  MARK

Michigan
Canned

For Michigan People
Hart Brand canned fruits and vegetables are famous for 
their quality because the true flavor of the fresh fruits and 
vegetables has been retained in all Hart Brand products.

Every can is guaranteed to be absolutely pure, and packed 
under the most sanitary conditions in our seven modern 
canneries, located in the fruit and vegetable gardens of 
Michigan.

W. R. Roach & Company
GRAND RAPIDS, MICHIGAN

Di stributed by

JUDSON GROCER CO.

Sold by
All Good Grocers 

Everywhere


