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IsAy Symphony

■O LIVE content w ith small means, to 
seek elegance rather than luxury, and re­
finement rather than fashion, to be worthy, 

not respectable and wealthy, not rich, to study 
hard, think quietly, talk gently, act frankly, to 
listen to stars and birds, to babes and sages, with 
open heart, to bear all cheerfully, do all bravely, 
await occasions, hurry never, in a word to let the 
spiritual, unbidden and unconscious, grow up 

through the common, this is to be 
my symphony.

William Henry Channing



Add to Your Winter "Profits
The winter demand for Stanolax (Heavy) 
is now at its full height. Are you getting 
your share of this profitable business?

Stanolax (Heavy), the pure, heavy-bodied 
mineral oil, offers the safest means of com­
bating constipation. It is safe, because it 
merely lubricates the intestines and does 
not cause a sudden and unnatural flow 
of intestinal fluids. It never gripes or 
causes other discomfort. I t is not unpleas­
ant to take, being practically tasteless and 
odorless.

For these reasons, Stanolax (Heavy) is 
rapidly becoming the favorite remedy for 
constipation throughout the Middle West. 
People who use it are so well satisfied that 
they recommend it to their friends, and the 
friends in turn become regular users. In  
addition to this word-of-mouth recommen­
dation, our continuous advertising is creat­
ing new users every day.

By selling Stanolax (Heavy) to your cus­
tomers, you will build good-will and a 
steadily increasing repeat business.

Stan d ard  O il Com p an y
[ I n d ia n a ]
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TO SETTLE COAL STRIKE. 
The daily papers are very busy now­

adays undertaking to find ways to set­
tle the coal strike.

The Tradesman could effectually set­
tle the strike in an hour by the adop­
tion of a very simple exped’ent—free 
the union slaves from the domination 
of the union. They would then volun­
tarily return to work and there would 
never be any further controversy be­
tween employer and employe, because 
employers of labor invariably deal very 
generously with non-union men as soon 
as they become free agents and refuse 
to bow their necks to the union yoke.

We have an outstanding example of 
th's condition in the strike of furniture 
hand carvers in this city about forty 
years ago. Hand carvers always re­
ceive large wages and are paid all they 
can earn. A chap with an itching 
palm for ill gotten gains persuaded the 
carvers to join a union'—pocketing a 
$5 fee in the case of each applicant. 
He then induced the officers of the 
inion to call a strike on some silly 
oretext. Instead of meeting the de- 
nands of the poor dupes who had been 
aisled by the unscrupulous organizer, 
*'ie manufacturers automatically dis- 
ontinued the production of furniture 

Dearing carving—and the carvers mov­
ed out of town after a long period of 
deprivation and suffering. The manu­
facturers threw all their energy into 
the perfection of a carving machine 
and ins de of a year had a machine 
which would do the work of a dozen 
men at one operation.

As it requires one man to prepare 
the patterns and one man to attend 
the machine, the carvers gladly re­
linquished the union wh ch had pre­
cipitated their downfall and gradually 
sifted back to the city in greatly de­
creased numbers. There are now many 
hundred carvers employed at this mar­
ket, but the man who mentions “union” 
to the son or grandson of a carver of 
forty years ago immedately finds him­
self the center of a belligerant atmos­
phere.

Another dry menace from America 
is threatening Great Britain. An em­
inent medical officer has started a 
crusade against the insidious growth 
of steam heating which Americans are 
forcing on the British. According to 
this medical authority, steam heat puts 
clerks and stenographers to sleep in 
midday. In order to enable these 
employes to maintain a working at­
mosphere it has become necessary to 
serve tea twice a day instead of only 
at 4 o’clock as heretofore. The med­
ical man warns Londoners that if they 
allow their miniature coal fires and 
shilling-in-the-slot gas stoves to.be re­
placed by American steam heaters, 
which actually heat all the house, the 
public health will suffer greatly. The 
contrary Scotch, however, take the 
other side. A leading official of Dun­
dee vehemently declares that the citi­
zens of that town who have introduced 
American steam heaters in their houses 
never have enjoyed better health, and 
on Sunday inv'te all their relatives and 
friends to visit them and enjoy the 
luxury of a hot bath, whether they 
need it or not which seems to indicate 
that the Scotch are more favorable to 
a weekly bath than the Londoners.

The passing of the word “primo­
geniture” from the English law is a 
sign of the times, for the principle 
itself had passed out of English cus­
tom. The propertied governing aris­
tocracy was based upon this principle, 
and there are few who would say that 
it did not work efficiently from a po­
litical point of view. The law was 
founded upon custom. The custom 
changed. Men began making wills 
leaving the bulk of their estates to 
others than eldest sons. The wills, be­
ing legalized, the principle obtained 
only in cases where no wills existed. 
It finally became apparent that the 
custom no longer had binding force, 
and the law, having lagged along be­
hind custom for a period in due keep­
ing with traditionalism, now conforms. 
This is the Anglo-Saxon way, though 
exceptions to it are legion, especially 
in America. But we must come back, 
once in a while, to first principles. Cal­
vin Coolidge did so when he declared, 
some years ago, “We do not make 
laws; we do but discover them.”

Further steps in the organization of 
the House of Representatives bode ill 
for any attempt the Senate may make 
to override the House on tax legisla­
tion. Tilson of Connecticut, the Re- 
pubican floor leader, has the promise 
of all House committee chairmen to 
work under himself and Speaker Long- 
worth for the Administration’s legisla­
tive program. This rounds out the or­
ganization begun with the election of 
the Speaker and the modification of 
the House rules. There will be order, 
solidarity and method, as well as lead­

ership and party responsbility. If the 
power is not abused, it should further 
increase the growing prestige of the 
House. Much reprehensible and use­
less legislation that is proposed can be 
shoved aside without being made a 
charge upon the time and energy of the 
House. What Republicans have needed 
for a long time was more thorough­
going party action, discipline and re­
sponsibility. The Tilson-Longworth 
plan is to furnish what was so badly 
needed.

Yale University has built up a 
flourishing branch of itself in China, 
and now Yale men, inspired by Dr. 
Grenfell’s three decades of service in 
Labrador, are to plant a Yale school 
at the gateway to a wilderness coun­
try of great industrial potentialities. 
Northeast River, the site of the school, 
is a post at the head of that arm of 
the sea known as Hamilton Inlet, and 
on the Hamilton River are some of 
the m ghtiest waterfalls in the world, 
rediscovered by Henry Bryant in 1893. 
Last summer two Yale men, now 
seniors in the college, discovered other 
falls in the vicinity of Northwest 
River, which have a height of 160 
feet, and the region is destined, as the 
surveys show, to be a productive 
source of hydro-electric power as well 
as of pulpwood and of valuable min­
erals. The new school will take the 
children of trappers and fishermen and 
train them for industrial development 
which will supplement the yield of the 
sea and discover a future for Labrador 
not obvious at present, on barren 
acres monopolized by the caribou and 
the mosquito.

The establishment of a jail system 
of its own by the Federal Government, 
with one jail for each fifty, miles, is 
suggested in a report of a survey by 
Dr. Hastings R. Hart for the Russell 
Sage Foundation. The survey has 
found that ja’l conditions average 
about the same all over the United 
States and that the conditions in gen­
eral are bad. The prison population 
is constantly increasing, the three Fed­
eral penitentiaries having trebled the.r 
number of inmates in fifteen years. 
“Unsanitary, immoral and inhuman,” 
is the way the average run of jails is 
characterized, while overcrowding pre­
vails to a very great extent every­
where. There is no question that both 
in theory and practice the entire sys­
tem of crime punishment, prevention 
and eradication is in need of drastic 
reform, but it is doubtful whether the 
Foundation’s suggestion is attainable. 
One jail to every fifty miles hardly 
indicates anything sound or practical, 
and the transfer of the whole jail sys­
tem to the Federal Government would 
be a revolutionary venture.

Gabby Gleanings From Grand Rapids.
Grand Rapids, Jan. 19—At the meet­

ing of the Salesmen’s Club last Satur­
day noon Lee H. Bierce, Secretary of 
the Association of Commerce, brought 
out many pertinent points in his ad­
dress under the subject of Ethics in 
Business. He stressed particularly not 
only the importance but the necessity 
of a code of ethics to rule and control 
the different lines of business, stating 
that in his opinion it was not conducive 
to good business conditions to have 
dry goods stores selling fruits and 
other lines of produce at cut prices; 
nor for the so-called fruit stores to be 
handling ladies’ hosery, lingerie, shoes 
and goods of that nature, each line of 
business using the other merchant’s 
merchandise as a leader to attract cus­
tomers. He stated that better condi­
tions of bus ness would absolutely de­
pend upon the observance of business 
ethics and that to a great extent all 
codes of business ethics were destroy­
ed as a result of the late war; that we 
are still passing through a per od of 
readjustment and that it is the duty 
of every salesman to guide and edu­
cate bis customers along the line of 
honest and upright dealings.

George Frazee, Vocat.onal Director 
of this city, will address the Club next 
Saturday at 12:45 on the subject of the 
Use of Spare Time.

Gus Kaser s leaving this week for 
Florida. Gus says he’s going down 
and look ’em over. He has a good 
winter overcoat which he might sell, 
as he thinks all be will need in Flor- 
da is a bathing suit and linen duster.

Charles G. Graham, who represented 
the J. V. Farwell Co. thirty years in 
Michigan territory, is in the c ty for a 
few days, considering a business 
proposition.

Guy W. Rouse, Presdent of the 
Worden Grocer Co., was summoned to 
Mount Clemens Sunday by the seCOus 
ilness of Mrs. Rouse, whose cond tion 
is exceed ugly critical.

Rembrandt would have been aston­
ished to know that in 1925 three of 
his pa ntings would be given a public 
reception in a strange land, with 3,000 
persons walking reverently past the 
canvases whose current valuation 
amounts to $1,600,000. The great 
Dutch painter’s own domestic economy 
supplies a poignant contrast with such 
an appraisal. In 1657 his creditors 
sold a fine collection he had made, in­
cluding several of his own works, for 
5000 florins, which to-day might be 
the equivalent in purchasing power of 
about $8,000. In the following year 
they sold the house over his head for 
twice the sum. Then his son and his 
housekeeper formed a partnership to 
dispose of his further productions, 
paid him a yearly salary, and thus 
enabled him in ten years to pay off his 
debts. He died poor and ignored. It 
seems almost inconceivable that the 
artist so poorly esteemed in his own 
age by the general public, though he 
had so high a rating among artists, 
should be the same man as he who 
was the central figure of the 300th an­
niversary exhibition at Amsterdam in 
1906,
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MEN OF MARK.

E. D. Conger, Cash er Kent State 
Bank.

Eugene D. Conger was born at 
Litchfield, Hillsdale county, Michigan, 
Nov. 4, 1861. a son of Albert G. and 
Mary J. (Riblet) Conger, the former 
a farmer from New York State and the 
latter a native of Michigan. Eugene 
D. Conger was educated in the Litch­
field public schools and Hillsdale Col­
lege, and in 1884 came to Grand Rap­
ids and took a course in a hus’ness 
college. .His first employment was as 
a mail clerk in the offices of the Grand 
Rapids Telegram, and in this way he 
became connected with newspaper life 
and spent a number of years therein. 
From employe he rose to employer

of the Peoples Savings Bank in Janu­
ary, 1901. and remained with the Bank 
until it retired from business twenty- 
four years later. He was elected 
Cash'er in 1908, Vice-President in 1912 
and Pres dent to succeed the late Wm. 
H. Gay in 1919.

On the merger of the Peoples Bank 
with the Kent State Bank Mr. Conger 
was elected Cashier of the latter insti­
tution. A few days ago he was elected 
a director.

Mr. Conger is a 32d degree Mason 
and a trustee of Park Congregational 
church, being now in his third term. 
He is a member of the Mason c Coun­
try Club, the Cascade H 11s Country 
Club and the Peninsular Club. His 
hobby is auction bridge.

Mr. Conger has always been a stal-

Eugene D. Conger.

and for several years was owner of 
the Grand Rapids Herald. This prop­
erty was sold in 1905 to W 11 am Alden 
Smith.

On retiring from the newspaper 
business Mr. Conger joined William 
Alden Smith in the re-organization of 
the Elkhart Gas Co. He acted as 
Secretary and Treasurer of the organ­
ization unt 1 it was sold to Kelsey, 
Brewer & Co.

He also assisted in the organization 
of the Michigan Lime Co., Petoskey, 
which he served as Secretary and 
Treasurer. He retained his connection 
with that corporation about ten years.

He was aso Secretary and Manager 
of the Western Michigan State Fair six 
or eight years.

Mr. Conger was elected a director

wart Republican, and on several oc­
casions has been honored by public 
recognition. From 1891 to 1893 he 
was alderman of the Second ward, and 
from 1898 to 1901 served as a member 
of the Industrial Commission, to wh ch 
post he was appointed by President 
McKinleys. He was chairman of the 
Fifth district Republican congressional 
committee eight years and secretary 
and manager of the senatorial com- 
m'ttee in the first campaign of Wm. 
Alden Smith.

Mr. Conger was married April 19, 
1888, to Miss Bertha Bretzman, of 
Milwaukee. They have two children, 
Helen Eugenia, who is engaged in hos­
pital work in Boston, and Chester 
Evans, who resides with his parents in 
their home at 241 Madison avenue.

Mr. Conger’s labors have been of a

W hy Gamble 
on Profits?

To stock and sell well known standard 
brands of goods—especially, those on 
which the re-sale price has been estab­
lished, is to elim inate the necessity of 
sacrificing your legitim ate profits. Every 
m erchant is entitled to a profit on any­
thing he sells.

You are protected when you sell

B ak in g
Powder
Sam e price for

35 yearsounces for 23'
The price is advertised—it is also shown 
on the package.

You can get your full profit—always.

Why Gamble?

Millions of pounds bought by 
the government

Let us show you how to increase 
your baking powder profits by
selling K C

Jaques Manufacturing Co. 
Chicago
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broad scope and have won for him 
w.de recognition as an able and re­
sourceful financier who looks beyond 
the exigencies of the moment to the 
possibilities of the future. His outside 
interests are numerous and varied and 
h s abilities have ass sted in the build­
ing up of seve^l of Grand Rapids’ im­
portant enterprises.

Mr. Conger is a man of pleasant per­
sonality. He makes friends easily and 
retains them indefinitely. He is a close 
student of men and methods and sel­
dom makes a mistake in his estimates 
on the ability of men to accomplish 
certain results or the possibilities of 
success in the case of any industry he 
investigates. He is a loyal friend, a 
capable adviser and in every way a 
worthy citizen of the city of his adop­
tion.

Tribute to the Late A. A. Aldrich.
Almyron Alfred Aldrich, son of 

Alfred and Clarisa Aldrich was born 
at Armada, Macomb county, Michigan, 
and died at his late home at Hickory 
Corners, Barry county, Michigan, 
January 2, at the age of 79 years.

Mr. Aldrich was educated in the 
district schools and Kalamazoo Col­
lege.

At an early age he decided on a 
business career somewhat against the 
wishes of his father, who was a very 
thorough farmer. His first venture 
was with James M. Cadwallader in a 
general store at Hickory Corners. 
After one year in the general store he 
withdrew to enter the hardware busi­
ness at the same place which has 
been continued for a period of fifty- 
eight years or until his death. He 
added other interests until at one time 
he was interested in the hardware 
business in Climax, Augusta, Delton 
and Galesburg, as well as at Hickory 
Corners.

Mr. Aldrich was possessed with a 
very keen foresight and seemed to -be 
able to select young men for his em­
ploy who nearly always made good, 
and many young business men of 
Southwestern Michigan owe to him 
•.(if not directly, indirectly through 
others) their success in business. He 
nearly always selected some young 
man from the farm who had no busi­
ness training for his employ and in­
stilled in him his own honest and 
thorough business principals and he 
has said that he would give more for a 
thorough practical business experience 
than for a life time of theoretical ex­
perience.

He was of a retiring disposition, 
very fond of his home life and was a 
great reader.

He never sought public office, but 
when he was called upon to serve his 
community he gave the best of ser­
vice.

He was President of the Delton 
State Bank twenty-two years and un­
til his death. He was President of 
the Climax State Bank when it was 
organized and until he felt that it was 
best for some one at Climax to take 
the place. He has been a director in 
the Augusta State Bank since it was 
organized.

It has been said, “He was fond of 
his home life” and what more fitting

finale should be for so long and suc­
cessful a life than that he ate his last 
Christmas dinner at his son Claire’s 
with his grandson and others present, 
and that the end came one week and 
a day later at his old home, surround­
ed by his faithful wife, son and his 
wife, grandson, three brothers and one 
sister, who with a host of friends and 
relatives are left to emulate his thor­
ough and conscientious examples.

Frank L. Willison.

Change Manufactur'ng Policy.
Announcement of a change of man- 

ufactur ng policy is made by the Pa­
cific Mills and their selling agents 
Lawrence & Co., following the semi­
annual meeting of the officers and 
sales representatives of the two con­
cerns in New York City. At the meet­
ing Edwin Farnham Greene, Treasurer 
of the Pacific Mills, outl ned the new 
policy, under which the mills have 
turned from making staple cloths ex­
clusively to the manufacture of a va­
riety of novelty fabrics. The change 
is made as a result of the agreement 
between the management of the mills 
and the selling organization regard.ng 
the advisability of catering to the rapid 
turnover necessitated by frequent style 
changes. The installation of new ma­
chinery for the production of rayon 
and real silk mixed goods has been 
nearly completed, as has been the as- 
sembl ng of a personnel accustomed to 
handling those fibers. Fabrics repre­
sentative of the change of policy are 
already beginning to appear in the 
Spr ng line.

Quaker Food 
Products

FOR SALE  BY THE COMMUNITY 6 R0CER IN YOUR NEIGHBORHOOD

W o r d e n  (G r o c e r  C o m p a n y

Wholesalers for Fifty-seven Years

T h e  P ro m p t Shippers

Useful Playthings Promise Well.
From present indications, 1926 will 

be the biggest year on record for toys 
and playthings of an educat onal na­
ture, particularly those of a mechan­
ical type. New things are being 
brought out each year, and a number 
of them will be shown for the first 
time when the toy buyers congregate 
in New York next month. Among 
the semi-educat onal novelties that are 
now being shown to the trade by a 
New York manufacturer is a one­
stringed- instrument on the order of a 
Hawa ian guitar that retails at $1 In­
cluded at that price is a short steel rod 
that produces the sobbing tone qual­
ities of the real instrument, a p ck and 
a booklet containing several airs set 
down in numbers instead of notes. The 
neck of the instrument has the “frets” 
numbered, and the tunes in the booklet 
can be played easily by ch’ldren by 
following the numbers.

Trends in Boys’ Clothing.
Suits having both short and long 

trousers are stressed in the Spring 
buying of boys' clothing. Most of the 
leading models have a vest and a sack 
coat of English cut. Inclusion of both 
types of trousers is an attempt to 
meet the problem of whether the con­
sumer demand w 11 aga'n favor the 
long trousers suit. Tan and gray 
cassimeres are the fabrics most used 
for the new Season. For smaller boys 
the broadcloth or linen Oliver Twist 
or Balkan styles of wash suits are sell­
ing well. High colors are featured in 
many of these garments, which are 
priced to retail from $2.50 up.

Dealers with Vision
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DEPENDABLE
RUMFORD CHEMICAL WORKS —  Providence, R .l

Sold From Coast to Coast

Q v f h a f f M

Originated and Made Only bx
NATIONAL CANDY CO.. INC.

P U T N A M  F A C T O R Y
GRAND RAPIDS MICHIGAN
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MOVEMENTS OF MERCHANTS 
Detroit—Morris Leftoff, 14938 Mack 

avenue, boots, shoes, etc., has filed a 
petition in bankruptcy.

Coloma—The Coloma Coal & Lum­
ber Co. has increased its capital stock 
from $45,000 to $100,000.

Detroit—L. Rush & Co., Inc., suc­
ceeds Al. Rush in the boot and shoe 
business at 19106 Woodward avenue.

Paw Paw—Frank E. Jones, exper­
ienced baker and caterer, has opened 
a bakery and delicatessen store here.

Port Huron—The Webb-Higgins 
Coal Co.. 310 Grisworld street, has 
changed its name to the Webb Coal 
Co.

Flint—The Freeman Dairy Co.. 116 
First avenue, dairy products, has in­
creased its capital stock from $900,000 
to $1,350,000.

Highland Park—The Wilford Pow- 
Shovel Co., 15841 Second avenue, 

has changed its name to the Universal 
Power Shovel Co.

Freesoil—Stanley Koviak has open­
ed a grocery store and meat market 
in the building formerly occupied by 
Joseph Maske, with similar stocks.

Lowell—The King Milling Co. has 
purchased the brick store building oc­
cupied for years by A. J. Howk & Son 
and will use it for storage purposes.

Port Huron—The D. & B. Fish Co. 
has been incorporated with an author­
ized capital stock of $10,000, all of 
which has been subscribed and paid 
in in cash.

Lansing—Herbert L. Brown has 
leased the store at 309 South Wash­
ington avenue, which he occupied with 
a stock of men’s furnishings for 19 
years and will open a tea and coffee 
store about Feb. 1.

Detroit—Richard Borg, Inc., 206 
Huron building, has been incorporated 
to deal in women’s novelties, with an 
authorized capital stock of $10,000, 
$5,000 of which has been subscribed 
and paid in in cash.

Lansing—Neller-Harley, Inc., 615 
Prudden building, has been incorpor­
ated to deal in dry goods, hosiery, etc., 
with an authorized capital stock of 
$1,000, all of which has been sub­
scribed and $500 paid in in cash.

Bessemer—The R. A. Marsh Co. 
has been incorporated to conduct a 
wholesale and retail fuel business, 
with an authorized capital stock of 
$5,000. of which amount $3,300 has 
been subscribed and paid in in cash.

Detroit—Grenier, Inc., 424 Wood­
ward avenue, has been incorporated to 
conduct a retail shoe business, with 
an authorized capital stock of 5.000 
shares at $1 per share, of which amount 
$3,000 has been subscribed and paid 
in in cash.

Detroit—The Detachable Rubber 
Sole Inc., 14512 Charlevoix avenue, 
has been incorporated to manufacture 
and sell detachable rubber sole, with 
an authorized capital stock of $25,000. 
$15,000 of which has been subscribed 
and paid in in property.

Detroit—Our Sales & Service Co., 
16426 Hamilton avenue, has been in­
corporated to deal in electrical appli­
ances, etc., at wholesale and retail, 
with an authorized capital stock of 
$25,000, $4,500 of which has been sub­
scribed and paid in in cash.

M o n ro e — The J. C. Penny Co., of 
New York, has leased the Schmidt

store on Washington street and will 
occupy it with a stock of general mer­
chandise about April 15. The Penny 
Co. is one of the largest chain store 
operators in the United States.

Ishpeming—The Ishpemng Motor 
Co., Second and Bank streets, has 
been incorporated to deal in motor 
vehicles, parts and supplies, with an 
authorized capital stock of 1,500 shares 
at $1 per share, all of which has been 
subscribed and paid in in cash.

Tecumseh—The C. A. Wilmarth Co. 
has been incorporated to deal in peat 
machinery, peat fuel, fertilizer and 
other products, with an authorized 
capital stock of $50,000 common and 
5,000 shares at $1 per share, of which 
amount $50,000 has been subscribed 
and paid in in property.

Lansing—The Miami Coal Sales 
Co., with business offices in the Cap­
ital National Bank’bulding, has bee» 
incorporated to conduct a wholesale 
business in all kinds of coal, with an 
authorized capital stock of $50,000, of 
which amount $25,000 has been sub­
scribed and $9,000 paid in in cash.

Grand Rapids—The Gabriel Snub­
ber Sales & Service Co., 119 Waverly 
Place, S. E., has been incorporated 
to deal in Gabriel snubbers, auto ac­
cessories. gasoline, etc., with an au­
thorized capital stock of $15,000, of 
which amount $6,000 has been sub­
scribed and $1,300 paid in in cash.

Saginaw—The Hammond Sales Co. 
529 West Genesee avenue, motor vehi­
cles, parts and supplies, has merged its 
business into a stock company under 
the style of the Hammond-Sexton 
Sales Co. with an authorized capital 
stock of $25,000, of which amount 
$6,000 has been subscribed and paid 
in in cash.

Detroit—The Kleinsmith Co., 1217 
Griswold street, wholesale millinery, 
has merged its business into a stock 
company under the style of the Klein­
smith Co., Inc., with an authorized 
capital stock of $25,000, of which 
amount $12,000 has been subscribed 
and paid in, $500 in cash and $11,500 
in property.

Detroit—Randolph & Hortsman, 
Inc., 8896 Green River avenue, has 
been incorporated to deal in radios, 
radio and electrical supplies, with an 
authorized capital stock of $15,000 pre­
ferred and 10,000 shares at $1 per 
share, of which amount $5,000 and 850 
shares has been subscribed and $5,850 
paid in in cash.

Escanaba—Kurz Bros., autos, auto 
accessories, parts and supplies, have 
merged their business into a stock 
company under the style of the Kurz- 
Clark Motor Co., 311 Ludington street, 
with an authorized capital stock of 
$30,000. all of which has been sub­
scribed and paid in, $4,500 in cash and 
$25,500 in property.

Niles—Mrs. Henry Dean has arriv­
ed from Biloxi, Miss., with the body 
of her husband, 56 years old, druggist 
here for many years, who had gone 
to Biloxi for his health. He was a 
member of the firm of Dean & Co., 
in which his father had engaged since 
1848. Besides his widow, he leaves 
two brothers, Fred C. Dean, of Pasa­
dena, Calif., and Will Dean, of Los 
Angeles, Calif., and a sister, Mrs. 
Fanny Dean Kay, of Ridgewood, N. J.

The family was one of the most prom­
inent among the pioneers of Niles.

Battle Creek—Four hundred sales 
representatives of the Postum Cereal 
Co. are here in one of the largest sales 
conferences ever held in Battle Creek. 
The sessions will continue until Thurs­
day night. The attendance at the 
convention this year will be of such 
magnitude that the company has de­
cided to hold the entertainment feat­
ures and banquet, as well as the busi­
ness sessions, in the Masonic auditor­
ium. The initial numbers on the pro­
gram will be addresses of welcome 
by E. E. Taylor, president, and C. 
Francis, vice-president and general 
sales manager. During the afternoon 
session the convention will hear a dis­
cussion of institutional advertising by 
O. B. Winters, of Erwin Wasey & Co., 
advertising agents. New York and 
Chicago.

Manufacturing Matters.
Detroit—Huggins Tool Co., Ltd., 

248 West Congress street, has changed 
its name to the Buell Die & Machine 
Co.

Detroit—The American Nut Co., 676 
West Grand boulevard, screw machine 
products, has increased its capital 
stock from $25,000 to $100,000.

Detroit—The Peninsular Enameling 
Co., 983 Larned street, east, has 
changed its name to the Peninsular 
Metal Products Corporation and in­
creased its capital stock from $60,000 
to $200,000.

Grand Rapids — MacNeil-Worden 
Electric Co., 17 So. Division avenue 
has been incorporated to manufacture 
and deal in electrical merchandise, 
with an authorized capital stock of 
$50,000, of which amount $45,500 has 
been subscribed and $5,000 paid in in 
cash.

Hems From the Cloverland of Michi- 
gan.

Sault Ste. Marie, Jan. 19—The Flor­
ida rush is still on, accord ng to word 
received from A. H. Eddy, the well- 
known grocer, who left here several 
weeks ago. He writes he had to stand 
in line for over two hours to buy some 
nostage stamps, taking about the same 
length of time to call for ma 1. The 
freights are also slow. Mr. Eddy has 
been waiting for over two weeks for 
his doughnut machine and no word 
from t as yet. While it seems to us 
somewhat exaggerated, one is inclined 
to believe almost anything they do 
there, especially in the get rich line.

A branch station of the U. S. Post- 
office has been established at Charles 
Field’s store, on Ashmun street, for the 
convenience of the down-town shop­
pers who want to purchase stamps, 
money orders, etc. Charles has al­
ways wanted to be postmaster, but 
this was h's first opportunity to prac­
tice for the next change.

Mrs. Vergil Stevens has opened a 
new art shop in her studio on Barri- 
beau street, where the art of poly- 
chroming and the mak ng of lamp 
shades will be taught. Mrs. Stevens 
has recently purchased the stock in the 
art shop recently owned by Miss Ida 
Robertson, on Portage avenue, and will 
include the latest art novelties among 
her wares.

Wonder what the man who names 
the Pullman cars calls his ch'ldren.

Escanaba is to have a new wooden- 
ware factory which will manufacture 
wooden butter dishes and toothpicks. 
The plant will be known as the Steele- 
Wallace Co. L. G. Sawdy is to be the 
general manager. The initial opera­
tions will employ about 100 people.

How quickly this force will be increas­
ed will depend on marketing condi­
tions. Operations will start next 
week. Eight cars of logs have already 
been delivered to the plant and many 
more are on the way. There is still 
an abundant supply of timber avail­
able to keep the 'p lant in operat on 
many years.

Cecil Smith, who for the past few 
vears has been in the employ of the 
Pittsburg Steamship Co. here, ha- 
been called to Grand Rapds at the in­
vitation of Revenue Collector Charli e 
Holden, where it is expected he will 
receive the position of deputy collector 
in place of Theodore McKinney, who 
has been deputy here for the past sev 
eral years, having recently resigned to 
take the agency of the Northwestern 
Life Insurance Co.

Walter B. Sprague, one of our well 
known and respected citizens passed 
away at his home last Friday, after an 
illness of several months. Death wa- 
attrbuted to a complcat.on of diseases 
Mr. Sprague was born in Henderson. 
N. Y„ Jan. 2, 1858, and came to tin: 
Soo about twenty-seven years ago 
For a number of years he conducted a 
confectionery and soft drink parlor on 
Ashmun street. He also spent several 
years n the restaurant business, dur­
ing which time he made a host ot 
friends by his loyalty and generou> 
nature. He was always o n s a u a r e .  
He was a member of the B. P. O. E. 
and leaves, besides his widow, one son 
and a daughter.

The many friends of Herbert Ryan, 
traveling salesman for the Ziegler 
Candy Co., who has been laid up with 
a severe attack of the grippe, will be 
pleased to know he is back on the job
again. .. .

John Macki, the well-known grocer, 
is in the Ann Arbor hospital where he 
underwent an operation. No report 
has reached here as to his condition 
and his many friends are anxiously 
hoping that the operation was a sue

CC There’s one thing about driving on 
a slippery road: You dont have to 
worry about who will care for you in

0l<Jame"s Lillie, the popular book­
keeper for the Cadillac Lumber & 
Chemical Co., is not only an expert 
bridge player, but has mastered the 
art of training birds. He is the P - 
sessor of the only trained canary in e 
cty D'ck, as he calls the bird will do 
many bird stunts at Jim’s bidding. Be­
tween the bird and his radio it is no 
hardship for Jim to stay home nights 

Mr. Golden, who for the past year 
has been representing the Hewett Gro­
cery Co. as traveling saesman has re 
signed. Mr. Fitzgerald is filling the 
position for the present until a new 
salesman is again on the territory.

William G. Tapert.

The President will oppose a sub­
sidy from Government funds to aid in 
establishing American rubber planta 
tions. The British have the American 
rubber user’s head in a noose, but we 
will not fight the fire of government 
monopolies with the flame of Federa 
subsidies. What we have refused to 
do for grain and cotton we will not do 
for rubber. There is plenty and to 
spare of private capital in the United 
States to build up an American-con­
trolled rubber industry. It is not 
known that the rubber interests had 
even suggested that the Government 
give them a helping hand financially 
However, it was just as well to make 
the Administration’s position known. 
Sooner or later some such measure 
would have been suggested. No con­
siderable group or interest in the 
United States ever gets into trouble 
and stays there long without crying 
for Government help from the Treas­
ury.
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Essential Features of the Grocery 
Staples.

Sugar—The market is unchanged 
from a week ago. Local jobbers hold 
cane granulated at 6c.

Tea—There has been a good activity 
in teas during the past week, especial­
ly for Javas, the market for which is 
on the up grade. As a matter of fact, 
in some places Java teas have ad­
vanced 2c per pound. Ceylons have 
recovered from a recent slump and 
show much greater strength and an 
advancing tendency. Sharp advances 
are reported from primary markets. 
India teas are also firm and advancing. 
Other grades of teas show no special 
change for the week.

Coffee—The market has continued 
to fluctuate slightly, both up and 
down, during the past week. The net 
result is slightly higher prices than 
existed at the last report. Milds also 
moved up about J^c. Taking the 
week through, the market for Rios, 
Santos, green and in a large way, can 
be quoted J^c higher than it was a 
week ago. The jobbing market for 
roasted coffee is practically steady, 
with a fair demand.

Canned Fruits—Fruits are decidedly 
firm in all but pears which are not as 
well placed as other packs. Trading 
in futures is increasing but the sup­
port comes mostly from the smaller 
trade.

Canned Vegetables — Vegetables 
hold their own, with tomatoes being 
featured by a somewhat better under­
tone. Spring pack spinach is being 
offered by California canners more 
generally.

Dried Fruits—The January activity 
of a year ago is not being repeated 
in the dried fruit market. In fact, the 
movement is purely of a jobbing char­
acter with Coast markets neglected for 
one reason or_ another. Spot dried 
fruits are cheaper than those at the 
source, ignoring freight and until there 
is an incentive to buy on the Coast 
the business between packers and dis­
tributors will be light. There are no 
elements of weakness in the situation 
to cause the present dullness. Jobbers 
are not overstocked; the merchandise 
is moving at retail, while packers have 
given more support to the various 
products to hold up values than have 
distributors. Too much hand-to- 
mouth buying is going on for a lively 
market and without a big turnover 
prices do not change very much. Ore­
gon prunes are irregular on the spot. 
There are some old crop and these are 
being sacrificed, while 1925 packs are 
not active enough to cause any real 
buying interest. For some reason 
weak holders continue to shade their 
quotations and this prevents the de­
velopment of any confidence. Cali­
fornia prunes are relatively higher on 
the Coast than in New York and there 
is little buying for replacement. Rai­
sins remain firm as there are few of­
ferings at the source, light supplies 
in New York and an excellent demand 
for bulk and package lines. Other 
dried fruits were quiet all of last week 
at unchanged prices.

Canned Fish—Prices on Maine sar­
dines will advance 15c in about a week.

A good demand is expected in canned 
fish during Lent, but everything is 
rather sluggish now. California sar­
dines are fairly active, but they are 
scarce.

Salt Fish—The early beginning of 
Lent this year, namely, February 17, 
1926, is beginning to affect he market 
for salt fish. The effect so far is most­
ly in holder’s minds, as the demand 
has not shown any particular increase. 
Mackerel is lower than it was a year 
ago, and stocks are lighter, which 
would seem to indicate that prices may 
be higher if there is any demand. The 
catch of Irish mackerel last fall proves 
to be greater than was expected, in 
fact, greater than last year. No change 
has occurred in this country in the 
price of mackerel during the past 
week. The market is still rather soft.

Beans and Peas—There is no change 
for the week in dried beans and dried 
peas. California limas, it is true, are 
not so soft as they were, on account 
of smaller supply. Prices are firm at 
the present writing. Other dried beans 
are slow and easy. Dried peas remain 
unchanged.

Cheese—The market has been quiet 
and firm during the entire week, with­
out change in price. Offerings are 
light.

Rice—Domestic rices of all grades 
are scarce and as the price trend ap­
pears to be upward holders prefer to 
carry their stock. Southern mills make 
light offerings. Foreign rice is close­
ly sold up but the movement is light.

Syrup and Molasses—‘Molasses is 
firm, with a good movement in lower 
grades. Business in fine grocery mo­
lasses is also satisfactory. Sugar syr­
up is in steady regular demand, with 
unchanged price. Compound syrup is 
firm, with a fair demand.

Provisions—Show little change from 
week to week. The demand keeps 
about normal and even for all grades 
of beef and hog products. No change 
has occurred during the past week. 
The market is quiet, but steady.

Review of the Produce Market. 
Apples—Baldwins, 75@$1; Talman 

Sweets, 90c; Spys and Kings, $1@1.50; 
Jonathans and McIntosh, $1.50. 

Bagas—$2.50 per 100 lbs.
Bananas—7yi@8c per lb.
Beans—Michigan jobbers are quot­

ing new crop as follows:
C. H. Pea B eans____________ $4.65
Light Red K idney____________ 9.25
Dark Red K idney_____________ 9.50
Brown Swede ------------------------ 7.00

Butter—The market has shown a 
good demand during the greater part 
of the past week, but later the demand 
fell off and under pressure to sell from 
outside markets prices declined about 
lc per pound. This applies to fine 
creamery butter. Under grades have 
remained about unchanged since the 
last report and the demand is light. 
Local jobbers hold June packed cream­
ery at 41c, fresh packed at 43c and 
prints at 44c. They pay 25c for pack­
ing stock.

Cabbage—3@4c per lb.
Carrots—$1.25 per bu.; new from 

Texas, $1 per doz. bunches.
Cauliflower—California, $3 per doz. 

heads.

Celery—65c for Extra Jumbo and 
95c for Mammoth.

Cocoanuts—$1 per doz.
Cranberries—Late Howes are now 

in market commanding $10 per 50 lb. 
box.

Eggs—The supply of fresh eggs is 
increasing rapidly. Considerably more 
eggs have been brought into the mar­
ket and prices are about 2c per doz. 
under last week. The increased re­
ceipts have been accompanied by in­
creased pressure to sell. Under grades 
of eggs are dull and not wanted. Lo­
cal dealers sell as follows:
Fresh Candled---------------------------32c
XX __________________________28c
Firsts ----------------------------------- 26c
X _____    25c
Checks --------------------------------  24c

Egg Plant—$1.75 per doz.
Garlic—35c per string for Italian. 
Grapes—California Emperors, $6.50 

for kegs and $3.50 for lugs.
Honey—25c for comb; 25c for 

strained.
Lemons—Quotations are now as fol­

lows:
300 Sunkist ---------------------------$6.00
360 Red Ball —--------------------- 5.00
300 Red Ball _________________5.50

Lettuce—In good demand on the
following basis:
California Iceberg, 4s and 4 ^ —$4.75
Hot house le a f ----------------------  15c

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

Oranges—Fancy Sunkist California 
Navels are now on the following basis:
1 2 6 ------ ------ ------------------------ $5.75
150 _________________________ 5.75
176 ________________________  5.75
200 ------- ------ -----------------------5.75
21 6 _________________________ 5.75
252 ______________________—- 5.75
288 —________________________ 5.50
344 _________________________ 5.25
Floridas are in ample supply on the
following basis:
126 _________________________$5-50
150 _________________________ 5.50
176 _________________________ 5.50
200 _________________________ 5.50
252 _________________________ 5.25

Parsley—60c per doz. bunches for
jumbo.

Peppers—Green, from Florida, 60c 
per doz.

Potatoes—Buyers are paying $2@
2.10 per bushel at most stations—a lit­
tle more at a few. The market is
easier.

Poultry—Wilson & Company pay as
follows this week:
Heavy fowls ---------------------------25c
Light fowls ---------------------------- 20c
Springers, 4 lbs. and u p ------------27c
Turkey (fancy) young-------------- 39c
Turkey (Old Toms) ----------------32c
Ducks (White P ek ins)-------------- 26c
Geese -------------------------------------15c

Radishes—55c per doz. for hot 
house.

Squash—Hubbard, $3 per 100 lbs. 
Sweet Potatoes—Delaware kiln dried 

$3 per hamper.
Tangerines—$5 per box of any size. 
Tomatoes—California, $1.40 per 6 

lb. basket.
Veal Calves—Wilson & Co. pay as 

follows:
F ancy -----------------------------------18c

G ood---------------------   16c
M edium--------------------------------  14c
P o o r________________________ 12c

Buy on Breaks and Sell on Bulges.
W ritte n  for th e  T radesm an .

For some time past the price of 
wheat has fluctuated between compara­
tively narrow limits and while the 
market is rather nervous and quickly 
susceptible to favorable or unfavor­
able news, the very fact that advances 
and declines are held within a com­
paratively narrow range provides evi­
dence that the price is fairly well 
stabilized.

Of course, those who have followed 
the markets closely understand that 
conditions may change over night and 
this very uncertainty warrants reason­
able caution in the purchase of sup­
plies, either wheat or the manufactured 
product, flour, from a speculative 
standpoint.

From one source of information we 
hear that Northern Russia is import­
ing wheat, which is accepted as a bul­
lish factor by the layman, yet the ex­
pert knows that while this news may 
be influential, it has no actual bearing 
on the supply and demand situation 
as far as actual grain is concerned, for 
at the same time Northern Russia is 
importing wheat, Southern Russia is 
exporting. This condition has prevail­
ed in Russia for years and probably 
will continue for some time to come.

At first thought, few of us stop to 
consider the immense size of Russia, 
and the size, together with very lim­
ited transportation facilities, makes it 
possible for a large section of Russia 
to be starving while in another part 
of the country food is going to waste 
because of over-production.

Another thing, we must bear in mind 
is that professional traders discount 
future conditions. The proof of this 
is found in the fact that while May 
wheat to-day is selling at approxi­
mately $1.74 per bushel, July wheat is 
selling at $1.52J  ̂ to $1.52. This is an 
indication, of course, that wheat next 
July will be worth less money than it 
is at present, although conditions may 
change between now and July to cause 
wheat to sell during July at even 
more than May future is bringing at 
this time, or exactly the opposite may 
happen.

Merchandisers of flour should from 
the very nature of their business amply 
cover their requirements. From the 
speculator^’ standpoint. However, it 
would appear the present market af­
fords no golden opportunity for the 
buying of wheat to reap speculative 
profits and the average trader, we be­
lieve, is buying on the breaks and sell­
ing on the bulges. In other words, 
it is a trading market with a compara­
tively narrow range of fluctuations.

Lloyd E. Smith.

No Rapid Transit.
A few days after a farmer had 

placed his two children in a school a 
book agent called on him and said, 
“Now that your children go to school 
you ought to buy them an encyclo­
pedia.”

“Buy them an encyclopedia? Hanged 
if I do,” was his reply. “Let them 
walk, like I did.

mailto:1@1.50
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IN THE REALM OF RASCALITY.

Cheats and Frauds Wh:ch Merchants 
Should Avoid.

Packages of merchandise received 
without request through the mails with 
an accompanying sugar-coated letter 
from the 
tempting 
more if 
Pennsylv;
quest of the T mes-Herald of Norris­
town. Pa.. Mr. Watson has introduced 
in the House of Representatives a bill 
which is intended to give the knock­
out to the “buy-it-or-return-it” mad 
hokus-pocus. By some it is also called 
a nuisance and by others it has been 
assa led as nothing short of a menace 

retail merchants of all classes in the

sender who actually is at­
to sell the s1tuff will be rio
Representat-5,-e Watson of

uiia has1 his \vay. At the re-

may he. There are those who think 
the situation might be more adequate­
ly met by the sender ignor ng alto­
gether the request by neither buying 
nor returning the merchandise or re­
fusing it if knowing its character. The 
question of seeing that, in the absence 
of purchase, it got back to the sender, 
it s asserted, could well be left to the 
latter. The b 11 of Representative Wat­
son, however, has been proffered the 
support of a number of congressmen. 
Its actual enactment is another thing.

t
United States. Mr 
unfavorable views 
practice of sending 
United States mails 
people of the country 
ment that if 
it they may

Watson shares the 
held toward the 

unsolic ted by 
merchandise to 
with the state- 

they.do not care to buy 
return it. The Norr s- 

town paper has long campaigned 
against this practice, and Representa­
tive Watson agrees in the opinion that 
it is an unfair method of competing 
with reta 1 merchants of the country. 
The campaign actually was of a nation­
wide character and with this afforded 
as a background the point of attempted 
legislation has been reached.

The bill of Representative Watson 
would make it unlawful to send unso­
licited through the mails merchand se 
for the purpose of sale to the addres­
see. Postal employes would he em­
powered to decline to receive or for­
ward such parcels and postmasters 
would be authorized to require those 
sending such parcels to establish the 
fact that they had been ordered by 
those to whom they were sent. Further 
the hill provides that the postal ser­
vice shall not a d or assist by the in­
vest gation of losses of any merchan­
dise. ‘ by the transmission of money 
in payment of merchandise, or other­
wise any person or concern doing 
business—by a method or practice of 
sending to addressees merchandise 
which has not been ordered. And the 
Postmaster General shall adopt such 
regulat ons as may be 
enforce this law. ’

neces

Thefts aggregating many , thousand 
dollars were suffered late in 1925 by 
department stores and specialty shops 
in the Middle West at the hands of an 
unusually clever gang which special­
izes in fur coats and silk p ece goods. 
This gang has been stealing from two 
to a dozen stores :n a town and the 
reports of losses were from one to six 
fur coats and from one to nine bolts of 
silk in a store. Reports of these opera­
tions have come from cities in Mich - 
gan, Illinois, Iowa, Missouri, Nebras­
ka and elsewhere. A detective agency

caused the arrest of members of 
gang, but the methods employed

are so unusual that 
difficult to obtain.

convictions are

The women operators for th s  gang 
come to a city and register at a hotel. 
With them is a man who works as 
“shipper.” All appear to be strangers 
to one another. The women enter the 
stores to ascertain the number of 
clerks in the fur and silk departments 
and on a pretended purchasg, enquire 
from an individual clerk the time of

As will be seen, the b 11 is drastic 
and if enacted into law no doubt would 
be decidedly effectual. But commenda- 
able as its purpose may be. serious 
doubt exists that it would ever stand 
the test of the courts even if it were 
enacted. The matter of postal offic als 
denying such merchandise to the mail 
and of not search ng for it if it were 
lost in the mails is held by some au­
thorities to be something which is be­
yond the power of Congress to author­
ize. Congress, it is claimed, could not 
give such authority to the Post Office 
Department on the ground that the 
merchand se itself might be perfectly 
legit mate and so long as the postal 
costs were paid for the question of 
sending it would be of no concern to 
the postal authorities. Otherwise, it 
claimed, discrim inate would ex 
against .the merchandise, as much of a 
nuisance as the practice of sending it

A N  A N N O U N C E M E N T  
A MERICAN 1 ,1FEINSURANCE C OMPANY

Detroit, Michigan
C LARENCE L. A Y R ES, President

FINANCIAL STATEMENT AS OF DECEMBER 31, 1925

A SSETS
First M ortgages on R eal Estate and R eal Estate Bonds (w orth

in each instance double the am ount l o a n e d ) -------------^ 4 7  9 6 9 .6 4
M unicipal B o n d s -------------------------------------------------------------------- 5 0 0  00

Policy6 Loans and R enew al Prem ium  N otes (n e t )  -------------
R eal Estate ($ 3 4 0 ,0 2 9 .5 3  sold  on con tract)-----------------------  170 0 9 8 .1 5
C a s h ^ ---------------------------------------------------------------------- - 1;4 0 8!23
T ax C er tif ic a te s------------- ---------------------- 1 5 4 5 5 3 7 3
Interest D ue and A c c r u e d ------------- -- - 7 9 4  0 ee  7 a
D eferred and U ncollected  Premium s (n e t) -------------------r ------
Furniture, U nderwriting Equipment, Fixtures, V aults and

Supplies (a ll charged o f f ) ---------------------------------------------  N one
A gents’ D ebtor B a la n c e s --------------------------------------------------------
N on-adm itted  A s s e t s -------------------------------------------------------------- ° ne

T otal N et A s s e t s ----------------------- ----------------------------------------------------$ 1 0 ,4 0 0 ,5 6 8 .5 6

LIABILITIES
R eserve for all policies in force, including disability reserve $ 9 -2 4 0 ,2 3 0 .14
R eserve for installm ent trust benefits not y e t due - - - - - -------  295.Z5Z.5V
R eserve for present value of disability benefits not yet due _ 7 4 ,8 4 1 .7 0
R eserve for unpaid claim s in course of adjust nent - - - - - -  ZO.UOU.UU
R eserve for premiums and interest paid in advance and divi-

dends left on d e p o s i t --------------- - — -------------5 9 ’ 4 6 2  ° °
R eserve funds apportioned and set aside for annual divi- . . . . . .

dend p o l ic ie s ------------------------------------------------------------------ aaao
R eserve for agents’ credit b a la n c e s ----------------------------------------
R eserve for t a x e s -------------------------------------------------------------------- 9 7 QA4 7 4
R eserve for all other lia b ilit ie s ----------------------------STZSV oT oa
C ontingency F u n d ----------------------------------------------^O oioO aO O

suT pius 2 4 5 . i 8 6 .2 7

Surplus to P olicyholders ( n e t ) - 6 1 4 ,0 1 2 .5 3

T otal L ia b ilit ie s___________________________________________________ $ 1 0 ,4 0 0 ,5 6 8 .5 6

SOME SALIENT FEATURES OF AMERICAN LIFE PROGRESS
T he C om pany’s O utstanding Insurance A ccount now  A m ounts to (paid  for ^  ^  ^

T he A^sei R esources of the C om pany are ------- ----------- - — -------------- ^ ’^ O  2 3 0  14
T he P olicy  Legal R eserve A ccount Required b y  Law A m ounts t o -----------  9,240,Z30. 14
T he R esources from A nnual Incom e in 1925 w ere __ ___  ---------  ¿ ,9 9 3 ,5 5 5 .2 /
T he C om pany Paid to P olicyholders and their Beneficiaries during the year ^  ^  ^

T he Sum s paid P ohcyholders and their Beneficiaries from
O rganization to date am ount t o -------------------------------- $ 4 ,5 3 0 ,0 5 5 .9 1

A m ount*now held  for protection and benefit to  P olicyholders 1 0 ,4 0 0 ,5 6 8 .5 6

T otal am ount paid to and now  held  for benefit and protection o f Policyholders 1 f .9 3 0 ,6 5 4 .4 7  
T he C om pany increased its A ssets during 1925 in the am ount o f -----------------  1 ,2 0 2 ,3 5 9 .1 5
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her lunch hour. They return to the 
store when this clerk is out at lunch, 
three in number, and one of the shop 
lifters goes through the actions of a 
prospective customer. When pressed 
to be waited on, she says she is wait­
ing for the clerk whose name she has 
learned and will wait for her return.

When necessary, the shoplifter w.H 
take the clerk to the far end of the 
department, while her confederates 
will even enter the stock sections and 
take as much as they can conveniently 
carry. Each one is equipped with a 
black sateen sack hung suspended 
from her shoulder beneath the cloth 
coat. The sack extends almost to the 
bottom of the coat and, contrary to ex­
pectation of the coat being bulky, it 
makes a very smooth arrangement. 
The stolen merchandise is evenly dis­
tributed in this sack. After wearing 
the merchandise in this way out of the 
store, the shoplifters deposit it in their 
rooms where it is collected by the 
“shipper.” He carries collapsible ship­
ping boxes and all the rest of the 
paraphenalia. He take^ the packed 
merchandise to the express office and 
ships to a prearranged address. The 
destination always is an apparently re­
spectable home and the stolen mer­
chandise disappears immediately.

The Associated Press reports from 
New York that George Graham Rice, 
who is booming Idaho Copper through 
the columns of his Wall Street Icono­
clast, has been indicted by a Federal 
grand jury for conspiracy to defraud. 
It is charged that he misused the mails 
in connection with sales of shares of 
the Fortune Consolidated Gold Mines 
Co. It was but a few weeks ago that 
reports were issued that this same Rice 
had used the wash sales methods to 
boom the shares of Idaho Copper. The 
investor or speculator who follows the 
advice of George Graham Rice is tak­
ing great chances with h:s money and 
when there are so many sound invest­
ments on the market it is strange that 
people will gamble along on his ad­
vice. He has advocated the selling of 
sound securities to purchase shares of 
Idaho Copper, and unless we miss our 
guess it will be the shareholders and 
not Rice who will be holding the bag 
at the finish. Rice claims that he has 
a great mine in Idaho Copper, but re­
ports from the “mine do not indicate 
this to be the truth. In one of the 
issues of the Iconoclast he made a lot 
of noise about the purchase of a 75 
horsepower gasoline engine and a 300 
cubic foot compressor, with the ad- 
d'tional statement that the mine was 
now equipped for deep mine develop­
ment. We do not dare predict what 
he would state if a mule were added 
to the present equipment. He predicts 
that Idaho will be a second Anaconda 
or a Kennecott. Iron Ore’s guess is 
that little will be heard from it after 
R'ce and a few of his aids obtain what 
they want from the stock manipulation.

From a Oone-Time Druggist of 
Owosso.

Claremont, Calif., Jan. 15 Some 
weeks ago Jam es V ernor sent me a 
Tradesm an with a marked paragraph. 
From  it I knew you were still on your 
rounds. The Tradesm an had such a 
familiar look—same color on the cover

and same head lines, as near as I can 
remember. As I looked it over I was 
not reading the current articles, but 
my mind was lost in the last century 
when .Frank W urzburg, Jacob Jesson, 
Frank Wells, George Gundrum, John 
E. Peck, Chas. Dupont, O ttm ar Eber- 
bach, F. W. R. Perry, George Mc­
Donald and a host of others, who have 
joined the Great M ajority, were the 
moving figures in Michigan pharmacy. 
I recalled my pleasant experiences 
with you at Grand Rapids banquets 
and State meetings and the good and 
profitable times we all had. It is all 
a pleasant memory. It is good to have 
lived and acted with such fine men.

Time has been good to some of us. 
I hear from Tames Vernor occas onally 
and am glad to know that he is one 
prophet who is not without honor in 
his own country. Some day I hope to 
drive along the “Vernor W ay” in the 
Fourth City and enjoy one more 
draught of the famous ale. Grand 
Rapids m ust have outgrown my recol- 
iections of the city, too. I would prob­
ably be lost in its business labyrinth. 
I am now an orange grower in this 
sun blessed land, coaxing the ever 
green trees to yield the golden fruit 
—a far cry from the prescription coun­
ter at Owosso.

We all like California, its wondrous

m ountains and lovely valleys and its 
charming, hosp.table people. W e are 
living in an ideal community, a little 
college town with a standard of -intel­
ligence, like most California things, 
“most unusual.” From our home with 
r pe oranges and flowers in blossom 
and, green gardens we read of your 
winter snows, but I realize that it s 
the great tonic giving North that has 
given California its people and made 
the California of to-day possible.

Stanley E. Parkill.

The best fertilizer for pay-envelope 
g row th : Diligent, intelligent work.

H owe, Sno w  & B ertles
(IN CO RPO RA TED )

Municipal Bond Department 
60 MONROE AVENUE 

G R A N D  R A P ID S
TELEPHONE MAIN 1850

NEW  YORK CITY CHICAGO

5 W Ì

DETROIT

W e suggest the following list of securities, which are exempt 
from all Federal Income Taxes, as attractive investm ent for 
January funds.

Amount

$300,000
100,000
100,000
100,000
300.000

25.000
1 0 0 . 0 0 0  200,000 
1 0 0 , 0 0 0  200,000 200,000
1 0 0 . 0 0 0

00,000

50,000

Issue Rate

Detroit, M ich ig an _________ 4 %
City of San A n to n io ----------- 4^%
Detroit, M ich ig an __________4^%
City of San A n to n io _______ 4^%
Detroit, M ich igan__________4^%
Lake County, O h io ______ . _ 5 %
City of San A n to n io _____ . _4£%
State of North Carolina __. _4^%
City of San A n to n io -------- . _4^%
State of North Carolina ____4\ c/c  
State of North Carolina __. _4^% 
Mississippi County, A rkan­

sas, Osceola and Little 
River Rd. Im. Dist. No. 1 _5 % 

Mississippi County, A rkan­
sas, Osceola and Little 
River Rd. Im. Dist. No. 1 . 5  % 

Bexar M edina Atascosa 
Counties Texas W ater 
Imp. District No. 1 ---------6 %

5 W 5

Maturity

1955
1927-1932
1930-1935
1933-1936
1936- 1953 
1930-1931
1937- 1946 
1930-1939 
1947-1966 
1940-1949 
1950-1956

Price or 
Approx. 

Yield

97%
4.20%
4.20r 
4.25 
4.25%  
4.30%  
4.30% 
4.35%  
4.35% 
4.375 
4.40%

1938-1946 5.10% 

1947-1955 5.15% 

1943-1951 6.00%

We own and offer these bonds subject to prior sale and 
rhancxA. in nrirft. Detailed circulars may be hed on request.
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THE TREND OF TRADE.
Activity in both wholesale and re­

tail lines, while above the average, is 
affected by seasonal influences. Pro­
duction in manufacturing lines contin­
ues to go ahead on a good basis, how­
ever, and the outlook for business in 
general for the early part of the year 
is encouraging.

Department store sales during the 
holiday season were from 5 to 10 per 
cent, higher than last year according 
to preliminary reports. Retail store 
business generally shows a correspond­
ingly larger increase.

The merchandise sought by all class­
es of buyers in the primary market 
cover a very wide range. Women’s 
coats, suits, dresses and furs were 
conspicuous among these goods; but 
a strong demand was also manifested 
for draperies, upholstery materials, 
household requirements, including 
floor coverings and naperies, millinery 
dress goods and men’s and boys’ cloth­
ing and furnishings. These articles, 
however, do not exhaust the category, 
but are only those for which demand 
is most marked. There is consider­
able shopping around, due to the great 
variety of offerings. In most instances 
the buying is distinguished rather by 
the number of orders than by the vol­
ume of the individual ones, with prom­
ises of duplication on such merchan­
dise as proves most salable. This, how­
ever, is about what is expected and 
for which producers have made prep­
aration. Upon the consumer response 
which is to follow will depend the 
course which the retailers will take 
in further provision for the spring 
season. At the moment things look 
favorable for extensive buying within 
the next few weeks.

With the store buyers are a sprink­
ling of those representing the whole­
salers. The main body of this group 
will be in the New York market this 
week, when will be held the annual 
meetings of buyers of dress fabrics, 
notions, knit goods and the other ele­
ments that go to make up the mem­
bership of the National Wholesale 
Dry Goods Association. Their ses­
sions come at an opportune time. Price 
levels in most articles have not only 
come down but there are indications 
that they have attained a stable basis, 
thus removing much of the speculation 
and risk from the trading. There has 
been afforded also the opportunity to 
hear from the retailers as to the out­
look. The wholesalers are, therefore, 
in a better position to judge the pros­
pects than was the case in some pre­
vious seasons. But unless some unex­
pected change has occurred very re­
cently the wholesalers are likely to 
proceed with caution in their purchases 
until actual orders from the retailers 
warrant a variation from this policy. 
This may be deviated from, however, 
where it is necessary to order far 
enough in advance in order to get 
deliveries from producers in time. This 
will apply especially to merchandise 
which it takes time to manufacture and 
which producers are not willing to 
make up in any large quantity before 
they can see a market for it, and it is 
notably true when it comes to goods 
in which style is the prime factor 
and where there is some doubt as to

the continuance of a mode. The 
week’s discussions, however, may re­
sult in some definite understanding on 
some of the points mentioned.

COMBINATION BUYING.
A striking feature in merchandising 

in recent years has been the forming 
of combinations of stores to get the 
benefits either of collective purchasing 
or of united research and experience. 
This movement has taken various 
forms. In some instances there have 
been the union of big stores, usually 
each in a different city, in one organ­
ization and under a common manage­
ment. Sometimes two or more stores 
in a single city have joined forces. In 
other cases the combinations are sim­
ply for buying and research, each store 
being financially indepedent of the 
others. One of the last-named kind, 
formed during the past week, includes 
seven large stores. Its purposes, as 
declared, are not only to do buying 
and research work but to study the 
sources of supply in all parts of the 
world and to promote better under­
standing between manufacturers and 
retailers. It will 1)C interesting to 
watch what, if any, progress is made 
by these combinations in eliminating 
the jobber as a whole factor in the 
distribution game. Whle it is going 
on there is a similar movement by 
the smaller stores in other than big 
cities, the purpose of which is to op­
pose the inroads which chain stores 
and mail-order houses are making on 
their trade. In one conspcuous in­
stance in the Middle West a large 
number of these smaller merchants 
have made an agreement to buy 85 
per cent, of their requirements from a 
s’ngle jobbing house. In considera­
tion of this they get the benefit of the 
wholesalers’ experience to help them 
in their businesses, obtain what goods 
are wanted at more reasonable rates 
than they could individually and also 
receive discount dividends at regular 
periodic intervals. Several hundred 
concerns are taking advantage of this 
arrangement to their apparent satis­
faction. ___

COTTON CONSUMPTION.
There were not enough plausible ru- 

more in circulation during the week 
just closed to have much potency in 
affecting the quotations on cotton. 
Consequently, they moved within a 
narrow range, the variances being bas­
ed on market strategy rather than on 
the statistical situation, or on emotion 
instead of fact. What is watched most 
now is demand for consumption. This 
is not altogether clearly defined as yet. 
In Great Britain the Federation of 
Master Cotton Spinners’ Association 
has requested a further curtailment of 
working hours by the spinners of 
American cotton by eight and three- 
quarters hours, making the week not 
to exceed twenty-seven and one-half 
hours. This is to begin on Jan. 25. 
In this country cotton consumption is 
gradually increasing. Last month, for 
example, domestic mills used 575,271 
bales of lint and 55,701 bales of linters, 
which was a decided increase over the 
quantities in November and in Decem­
ber of 1924. Exports in December 
were lower than in the preceding 
month the year before. Buying of

in a number of lines. Spot gray goods 
prices are well maintained, with de­
creases of about half a cent a yard on 
April-June deliveries. Fairly good 
sales are reported of denims at the 
reduced quotations. Some heavy cot­
tons are taking the place of burlaps 
for bag purposes. Ginghams are show­
ing more activity, this being hastened 
by the reduction in staples of 2% cents 
per yard. The same is true of tick­
ings, which were also lowered in price. 
Both are now at lower levels than for 
years. Bleached and printed fabrics 
are fairly well sought. More business 
is in sight for lightweight underwear.

WOOLS AND WOOLENS.
What seems to be of most interest 

just now in the wool situation is 
whether prices have yet found their 
level. In the sales last week at Mel­
bourne and Sydney, Australia, both 
merinos and crossbreds were some­
what lover. From Port Elizabeth, 
South Africa, Vice Consul Pinkerton 
reports the market firm at the lower 
price levels recently established. Noth­
ing very positive appears from the 
accounts of the South American mar­
kets. This week’s auction sales of 
wool in London may afford a better 
guide to the general price tendency. 
The series began on Tuesday, the to­
tal offerings consisting of 189,000 bales, 
most of them being of Australian 
wools. Trading in this country con­
tinues slow. No date has yet been 
set for the opening of the heavyweight 
season for woolens. It will probably 
be in the last week of this month. 
Meanwhile the mills would not be 
averse to securing more duplicate or­
ders for Spring fabrics, on which 
clothing manufacturers have been 
holding off. Women’s wear fabrics 
are somewhat more active than they 
were, due to the increased selling of 
garments by the cutters up. Fall goods 
will not be shown for more than a 
month and the openings may even be 
deferred until the beginning of March. 
There is nothing to be gained by open­
ing much in advance of the buying 
period, while delay, especially on the 
part of the leaders, affords less op­
portunity to the copyists and style 
pirates. _________

OUR BUYING POWER. 
Secretary Hoover n giving out h s 

trade statistics for last year calls atten­
tion to the enormous capacity of this 
country to absorb imports. This is 
a true index of American prosperity, 
more sign ficant in many ways than 
our abil ty to produce and sell goods 
abroad. Our great buying power is 
one of the most important factors in 
world economics of the present day.

In 1925 we imported goods valued 
at $4,2000,000,000. Only once before 
has the United States surpassed or 
equaled this figure. That was in the 
boom days of 1920, when the $5,000,- 
000,000 mark was passed. After the 
slump which followed that year, the 
increase has been steady and unfailing. 
The whole world is knock'ng at our 
doors with goods to sell and we have 
not failed to open them ever more 
widely. It is a fortunate thing for 
those nations whose trade and indus-

goods.
At the same time, American export 

ers have been far from idle. They 
shipped abroad products valued at $4, 
900,000,000 last year, leaving us w'tli 
a comfortable balance of $700,000,00(1. 
We are still selling more than we buy. 
But even though this balance should 
drop toward the vanishing point, there 
would be no cause for worry, for tin 
rest of the world is deep in our debt 
and must pay with goods. A decreas- 
ing “favorable” trade balance is normal 
for a strong creditor nation.

America and Europe never quite 
know each other at any given moment. 
Despite cables and wireless, American 
conceptions of European opinion and 
European conceptions of American 
opinion seldom coincide with the real­
ity. The difference in time varies. A 
case in point: The Locarno pacts
signed the middle of October, brought 
a feeling among Europeans that they 
had learned to live without America. 
A day or two ago Senator Bruce of 
Maryland made a speech voicing this 
view. Parts of it were duly cabled to 
European newspapers. In the mean­
time, however, reaction against the 
Locarno sentiments had had its innings 
in Europe. Europeans are not at all 
sure to-day. that they “can live with­
out America.” They are convinced 
that Senator Bruce and others have not 
got them quite straight. Much the 
same thing happened about war debts. 
During the period prior to settlements 
the myth of a hard-boiled America 
grew up. The result was that, when 
terms actually lenient were granted, 
most of the European press, still af­
fected by this myth, called those terms 
harsh. News may be virtually in­
stantaneous, but the public opinion re­
quires an appreciable time to form. 
This difference in time prevents half 
the world from knowing what the 
other half thinks at any given moment.

Logic of facts and figures appears 
to be irrefutably on the side of Repre­
sentative Porter of Pennsylvania, ask­
ing for an appropriation of $5,000,000 
that our Ambassadors and M misters 
may have suitable official homes 
abroad. This is an old issue perennial­
ly revived, but the reason for the per­
sistent iteration is that America lags 
far in the rear when it comes to tak­
ing care of those who represent our 
political and commercial puissance. 
We insist that we are a great Nation 
and support the pifcture by the use of 
cheap out-of-the-way buildings that 
Esthonia, Latvia or Transjordania 
would decline to occupy. We pay 
about $300,000 for the entire rental of 
the inadequate premises. This repre­
sents 4 per cent, on more than $9,000,- 
000. This would suffice to build both 
offices and residences at every place 
that really matters. Strangely enough, 
we continue to debate the issue and to 
pay the rental year after year, and 
little improvement is manifest. How 
can wre take pride in our plans for 
settling the debts of Europe while we 
offer so conspicuous an instance of 
penny-wisdom and dollar-foolishness 
in our own fiscal affairs?
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

My first visit to Holland was in the 
fall of 1871, when nearly every build­
ing in the town worth while was a 
heap of ashes. I could not see then 
how Holland could ever rally, but fifty- 
four years have wrought a marvelous 
change, creating a city whose steady 
growth is one of the marvels of the 
age, considering the meager resources 
of the town at the beginning. The or­
iginal settlers in Holland were not rich 
people. They were mostly as poor as 
the proverbial church mouse, but they 
had thoroughly learned an important 
lesson—that patient industry is the 
truest road to success and that it does 
not pay any one to quarrel with his 
bread and butter. No people ever 
worked harder to put a town on the 
map and start her on the road to 
prosperity and happiness than the or­
iginal Dutch settlers of Holland, in­
cluding the faithful few who came 
from the old country with Father Van 
Raalte and the many who came later.

In building a city of schools and 
churches, factories and business places, 
Holland has overlooked the most im­
portant natural advantage God be­
stowed upon her by neglecting to re­
serve a park area on Black Lake. In­
stead of securing at least a mile front­
age on the lake front for a public park, 
she has utilized the Lake as a dumping 
ground for sewerage and other refuse 
wh'ch has contaminated the water, de­
filed the shores and made the upper 
end of the Lake more like a cess pool 
than a body of live water capable of 
almost indefinite use as a playground 
and sport area. The same narrow 
vision is seen in her failure to secure 
a half mile frontage on Lake Michigan 
as a permanent playground for her 
children and a bathing place for her 
adult population. She could have ac­
complished this latter result at in­
significant expense by securing an en­
abling act from the Legislature, but 
the short sightedness of her people has 
deprived subsequent generations of the 
greatest asset she could possibly pos­
ses. It may not be too late to ac­
complish something along this line. If 
so, the wheels should be set in motion 
without another day’s delay.

I can overlook this neglect on the 
part of the people of Holland, because 
they are essentially a class of money 
makers and money savers—too much 
engrossed in their intense ambition to 
acquire riches and gain a competence 
for themselves and their children to 
see very far into the future—but I 
cannot excuse the same -lack of vision 
on the part of Traverse City, which 
nature has favored so prodigally that 
she ought to take rank as the Miami 
of Michigan. She has every thing 
necessary to become a great resort 
headquarters except one thing—the in­
itiative of her people, which is a minus 
quality. With a water front of 100 
miles on Grand Traverse Bay, which 
is conceded to be as beautiful a body 
of water as the Bay of Tokio or the 
Bay of Naples; with wonderful inland 
lakes in every direction; with hills and 
valleys in Leelanau county which can­
not be excelled in attractiveness any­

where in the country; with good roads 
spreading out in nearly all directions; 
with fruit orchards which are the envy 
of the world and a capacity to pro­
duce fruit which is unexcelled any­
where in flavor, color and keeping 
qualities, Traverse City has only her­
self to blame that she is not now a 
sturdy city of 50,000 people, growing 
at the rate of 5,000 per year. Instead 
of investing her savings in summer 
hotels, which will bring in an influx 
of summer visitors, she puts her money 
into questionable manufacturing enter­
prises, which nearly always fail; in­
stead of holding out a welcoming hand 
to summer resorters, she permits the 
supervisors in the Grand Traverse re­
gion to deliberately rob the people who 
would make their district rich by as­
suring their summer homes at two or 
three times what they are worth and 
five times as high as they assess rela­
tive values in farm property. The 
natural result of these policies is medi­
ocrity and stagnation, whereas Trav­
erse City ought to be the fastest grow­
ing city in Michigan. This is not the 
first time I have called the attention 
of Traverse City to the golden future 
they are permitting to slip through 
their fingers because of their lack of 
foresight and criminal indifference to 
the advantages which God has given 
them.

It is the irony of fate that the great­
est success achieved by any citizen 
of Holland was not by a native Hol­
lander, but by an Americanized Ger­
man—German by descent, but Ameri­
can in thought and action. His metoric 
career was made possible by financial 
contributions from local investors who 
can now cash up on their investment 
on a ratio of about 100 to one, based 
on the original amount at stake. Other 
local industries have prospered greatly, 
but none have approached in growth 
and magnitude the institution created 
by the adopted son of Teutonic an­
cestry.

I had the pleasure of shaking hands 
Saturday with one of the oldest friends 
of the Tradesman—M. Notier, who 
will be 80 years old in March. Mr. 
Notier was engaged in general trade at 
Graafschap under the style of Not.er 
& Lokker in 1883 and I subsequently 
saw much of him as the manager of 
the Crystal creamery. He is still keen 
in mind and active in his work as a 
clothing salesman. If he does not 
round out a hundred years of useful­
ness and honor, I shall be greatly 
surprised. E. A. Stowe.

Sell Surplus Instead of Storing It.
An interesting feature of foreign 

selling is that presented in our in­
creased export of eggs to Argentina 
despite the fact that that country is 
herself known to be a large egg ex­
porter. This is due to a new Argen­
tina idea in handling surplus produc­
tion rather than storing it. By reason 
of a recent change in the method of 
handling eggs in that country their 
surplus is exported during the season 
of high production and they are im­
porting eggs during their period of 
low production. The bulk of this trade 
with Argentina occurs during the first 
four months of the calendar year.

More About Old Time Local Mer­
chants.

Ransom C. Luce occupied a store on 
the Northwest corner of Monroe and 
Ottawa avenues in 1865 with a stock 
of dry goods. One of his employes 
named Wilkins desired to purchase the 
business and carry it on with a brother 
as a partner, and Luce finally sold out. 
The Wilkins brothers were not suc­
cessful and the store was leased to 
Foster Brothers, who continued the 
sale of dry goods a decade or more. 
The Luce corner is now owned and 
occupied by the Herpolsheimer Co.

Henry Fralick and William B. Rem­
ington as a firm occupied a store in the 
Kendall building, adjoining the Luce 
store, with a stock of dry goods. Mr. 
Fralick had sailed the seven seas and 
d d not like the confinement that store­
keeping imposed and Mr. Remington 
had an idea tha t he could accumulate 
a fortune quicker by engaging in the 
logging and lumber trades than he 
could as a dispenser of needles and 
pins, calicoes and cotton sheeting, so 
they sold out. Remington gained the 
fortune he sought in the manufacture 
and sale of lumber and Fralick engaged 
in the sale of real estate, which he 
prosecuted vigorously and successfully. 
In his youth Mr. Fralick lived in Ply­
mouth, Wayne county, and had served 
terms as a member of the State Legis­
lature and in the constitutional con­
vention of 1850, he accorded to himself 
great satisfaction on account of the 
success of his efforts to engraft a pro­
vision to prohibit the manufacture and 
sale of intoxicating liquors in the State 
upon the constitution. He served the 
city as president of the board of educa­
tion and the Park Congregational 
church as a trustee several years. Dur­
ing the years he spent on the seas he 
acquired the superstitions of the men 
before the mast and after he had be­
come a land lubber he would not trans­
act business on Fridays. A man from 
out-of-town who was indebted to Fra­
lick called on Friday morning and of­
fered to pay up. Fralick stretched at 
full length on a lounge in his office, 
refused to receive the money tendered 
by the debtor. “Oh, come in some 
other time,” Fralick replied.

John C. Wenham was a dealer in 
hats and furnishing goods for men. He 
was a thrifty merchant who invested 
his savings in real estate. A tract of 
land lying South of Wealthy street 
was purchased, platted and sold, yield­
ing a substantial profit. It is known 
as Wenham’s addition. Mr. Wenham 
also purchased the Northeast corner 
of Division and Monroe avenues and 
erected buildings thereon. He died 
about ten years ago.

Morgan Brothers (George H. and 
Henry) were dealers in boots and 
shoes on Monroe avenue, near Ottawa. 
Rev. Henry Morgan (their father) who 
had acquired a modest fortune, financ­
ed the firm. Rev. Morgan died and 
the firm failed. The brothers gave 
much time to society and wore the 
best in clothing and furnishings. They 
were not well placed in trade.

C. W. Monroe, of MacKenzie, Bos- 
tock & Monroe, had been a salesman 
of wearables -for men in Grand Rapids 
many years before he joined Messrs. 
MacKenzie and Bostock in organizing

the above named firm. Mr. MacKen­
zie died a decade ago, but his interest 
in the firm, now held by his wife, re­
mains. Mr. Monroe spends the winter 
months at St. Petersburg, Fla.

George G. Steketee, who had learn­
ed the trade of a tailor before he came 
to America from the Netherlands, 
found immediate employment at 50 
cents per day in the shop of James M. 
Sligh. Later he engaged in the sale 
of merchandise and gained a fortune. 
During a decade he was associated 
with M. B. Kimm, a noted pharmacist 
and brought out a number of prepara­
tions, such as a p n worm destroyer 
and a remedy for neuralgia and en 
gaged largely in the importation and 
distribution of Harlaam oil, an article 
that many Dutch and their descend­
ants still use. Steketee was elected to 
a seat in the common council and later 
to the mayorality. H.s administration 
of the latter office was sensational if 
not entirely successful.

L. H. Randall, widely known as a 
wholesale merchant, banker and poli­
tician forty-five years ago, commenced 
his business career as a retailer of 
groceries in a small way on the South­
west corner of Monroe avenue and 
Lyon street. He served a term as 
mayor and signed the assessment roll 
to prov dc for the opening of Campau 
Square. The assessment was levied to 
pay for property taken for the opening 
place. His predecessors had withheld 
their signatures. Campau did not, dur­
ing his long life in Grand Rapids, con­
tribute anything of consequence to­
ward the deveopment of the clity or 
the wefare of its inhabitants and it has 
been suggested that a change of the 
name of the square to Randall would 
be fitting and proper. Randall was a 
public spirited citizen, always first and 
foremost to support any plan that 
would enhance the interest of the com­
munity.

After a score of years spent in the 
employ of William S. Gunn as an ac­
countant and salesman, Joseph Berles 
rented a store on Monroe avenue, near 
Lyon, and opened a stock of hardware. 
W. S. Denison, a salesman, and Jacob 
Dykema, a porter, united their for­
tunes with Berles. Later Denison and 
Dykema withdrew and opened a small 
stock of hardware on Wealthy street, 
near Henry. For more than a decade 
they planned, worked and saved to­
gether and built up a large business. 
Four years ago Denison sold his inter­
est to Dykema and retired. Dykema 
admitted John Bos, a master plumber, 
and son-in-law, Rolla Hiemenger, to 
partnership, and he also invested his 
savings largely in real estate. Dykema 
died two years ago. Among his as­
sets were eighteen houses and lots.

Arthur Scott White.

Are You an Almost?
Size yourself up. Are you on the 

level with yourself? Isn’t your self- 
confidence ahead of your energy and 
fight? Ninety per cent, is a fine mark 
for a boy to make at school—but it’s 
no mark for a man in the school of 
life. Ten per cent, more effort would 
put us over the top, but we stop short 
and call it a day.

Let’s quit fooling ourselves.
There's no fun in being an “Almost.”
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SHOE MARKET
One Hundred Thousand Volume in 

Town of 675.
We have a general merchandise store 

in the large city of St. Croix Falls, 675 
population. Our volume of general 
merchandise business runs from $100,- 
000 to $150,000. We have competi­
tion; we are not alone. I just want 
to outline to you the situation as we 
are at St. Croix Falls, Wis.

Our little town is situated on the 
St. Cro'x River. We are known as the 
Friendly Valley region. Nature has 
been good to us. They have given us 
Nature’s own resources. Any time 
any of vou folks want a real vacation, 
come up and visit Friendly Valley and 
if you run shy of money or need some­
thing to eat. stop in at the store and 
we’ll fix you up.

Enthusiasm is the backbone of any 
business. You know that and I know 
that. Without enthusiasm we wouldn’t 
he in business. I love business and 
after all that’s all we're in business for : 
To do business.

We have competition, as I said be­
fore. St. Croix Falls is situated in 
Polk county, with a population of 675 
inhabitants. The county in which we 
are situated is sixty odd miles long 
North and South and forty-eight miles 
wide East and West, with a total 
population of some 20,000 inhabitants 
in the county and there are more retail 
distributors to those 20,000 people than 
you will find in any city of 50,000 peo­
ple.

We went to St. Croix Falls several 
vears ago with $613, and, as I said, we 
do quite a volume of business and 
most of the business is cash.

We try to copy the city stores. We 
are great believers in watching the 
other fellow do his work. Montgomery- 
Ward and Sears-Roebuck are our real 
competitors—the mail order houses. 
You know small towns don’t rank high 
in merchandising to-day. I made the 
statement five years ago at the North­
western Shoe Retailers’ convent on 
that the small towns will not ex st in­
side of the next ten years; and I 
prophesy this to-day—that unless the 
small town retailer changes his meth­
ods and gets on the band wagon, he 
will be out of existence in the next two 
years.

To-day it is necessary to conduct a 
store in a small town by carrying 
styles that compete with those in the 
cites; prices that compete with the 
mail order prices and an assortment. I 
probably couldn't run a city store and 
I have a hard time running a small 
town store. You know the problem 
of distribution, style, assortment and 
leftovers and markdowns.

We do our business and merchan­
dising purely and s'mply on courtesy, 
honesty and price. We fight war with 
war. We use Montgomery-Ward’s ad­
vertising man in our store; we use 
Sears-Roebuck’s advertising man in 
our store. We have the services of a 
$100,000 man without one penny of 
cost.

You have noted the great growth 
of the retail mail order houses the 
last few years. They are getting busi­
ness. They are an essential factor to­
day. They’re doing business right

over our head—the chain stores, the 
good roads we have all throughout the 
United States and the city style—these 
cond'tions are so that a small town re­
tailer has to fall in line.

Now I am going to tell you some 
of our practical experiences. I can 
talk only from a practical standpoint. 
For example, we do a lot of advertis­
ing. We can’t live on reputation of 
preceding history, and neither can you. 
Th:s is a day and age of business 
science, I might call it.

Some of our retail stores in small 
communities are still doing business 
like they did during the Civil War. 
They run an advert:sement in the pa­
per and say, “Come in. We have a 
splendid line of shoes,” and expect 
people to come in and spend their 
money. You can’t do it that way. 
You’ve got to fight war with war. If 
Sears-Roebuck and Montgomery-Ward 
can sell shoes by mail to your cus­
tomers, use the same method that they 
do. They don’t come in personal con­
tact with your customers; you do. If 
you ask them for the business, you’ll 
get it. They ask by mail, they have 
nothing in common. Ask for it your­
self by mail.

Here are some of the things we do 
up there: We circularize these people. 
We advertise to these people. We 
have a mailing list of 5,500 homes in 
Polk county on the addressograph ma­
chine. We make our personal repre­
sentatives, our sales people, good sales­
men for us. They are your representa­
tives. You are the engineer of the 
store; your people who sell your goods 
are your representaCves.

We use a bonus system. We feed 
our customers. We give them free 
lunches. We give them music. Of 
course that wouldn’t apply to the city 
stores. We give it to them free. May 
be those farmers can’t eat!

Then we have a premium depart­
ment, too. We invite people to come 
in and save our sales slips, the tickets 
of their purchases, and we redeem 
them.

Those things help us keep up our 
volume. Our volume hasn’t altered 
$3,000 in the last three years one way 
or another, and it’s hard work. But 
that is what it takes to do business, 
folks.

“I call on a good many people. 
After the holidays we have what we 
call the End of the Year Festival. We 
invite people to come in and share the 
bargains for the last three days of the 
year, and do you know that Decem­
ber 29. 30 and 31 are the three biggest 
days we have in the year in that little 
town of St. Croix Falls. Wis. We will 
take in more cash in those three days 
than we do any week before the holi­
days or Christmas time.

We call that sale an End of the 
Year Sale and we clean up all odds 
and ends and we specifically empha­
size dollar day bargains. Try that.

I want to mention one more thing 
and then I ’m through. Be human. You 
know the most of the retail stores to­
day think the public does them a favor 
when they come in to buy goods. They 
don’t. We beheve the public are great 
compromisers. They come into your 
store, they have a set idea that they 
want something, but they go home

with something that they didn’t in­
tend to buy. They are great compro­
misers, and if you have a kindly word 
to say to your customer, get on a 
proper footing with him, make him 
feel at home and have your sales­
people make h.m feel at home, you are 
bound to get the business.”

A. D. Barros.

patterns. Stripes, however, continue 
to lead from a voume standpoint. The 
leading shades for the coming season 
are bright, but at the same time are 
soft, with blues, grays and some of the 
less garish reds well to the fore. Fou­
lards and other lightweight materials 
are headed for high favor, while the 
prospects for increased sale of the 
bow tie are considered good.

Hides, Pelts and Furs.
G reen, No. 1 ___________________
G reen, No. 2 -----------------------------
C ured, No. 1 ___________________
C ured, No. 2 -----------------------------
Calfskin, G reen, No. 1 ---------------
Calfskin, Green, No. 2 ---------------
Calfskin, Cured, No. 1 ---------------
Calfskin, C ured, No. 2 ---------------
H orse, No. 1 -----------------------------
H orse, No. 2 -----------------------------

09 
0810 
09 
16

-  14%
-  17
-  15% 
„  4 00

3 00

Old Wool
L am bs __
Shearlings

P rim e  ___
No. 1 ___
No. 2 ___

Pelts.
________ 1 00@2 50___________1 00@2 00

______________  50@1 00
Ta llow .

__________ 08
______________ 07

__________ 06
Wool.

U nw ashed, m edium  ----------------------- @40
U nw ashed, re je c ts  ----------------------- @32
U nw ashed, fine ----------------------------- @40

Furs. _
No. 1 S kunk _______________________  2 75
No. 2 Skunk  -----------------------------------  J 75
No. 3 Skunk  _______________________  1 25
No. 4 Skunk  ______________________  ¿5
No. 1 L arge  Racoon -----------------------  ° 50
No. 1 M edium Racoon --------------------  6 50
No. 1 Sm all Racoon -----------------------  *  00
No. 1 L arge  Red F o x -------------------------- 15 00
No. 1 M edium Red Fox ----------------- 12 00
No. 1 Sm all Red Fox -------------------10 00
U nlaw ful to tra p  any  m u sk ra ts  o r m ink. 
Unlawful to  have  an y  sk ins of these  a n i­
m als in your possession.

Good Start For Neckwear Buying.
Early Spring bus ness of a satisfac­

tory nature is reported by manufac­
turers of men’s cut silk neckwear. 
Business being booked by road sales­
men is described as very favorable, 
particularly of the new, neat figured

Buying of House Dresses.
House dresses are being ordered by 

retailers for sales purposes over the 
next few weeks, with advance busi­
ness being also placed for Spring re­
quirements. One of the newer typos 
that figures prominently in the buy 
ing is of rayon. Production of these 
s described as of greater volume than 

for last Spring. These can be retailed 
from $3.98. up, depending on style 
Many of the new models have long 
sleeves and skirts with kick pleats or 
flares. Plaids, stripes and solid colors 
are leading pattern designs being or­
dered.

Small Felt Hats Selling Well.
The small hat continues to find 

marked favor in millinery, with the 
felt variety still well to the fore, hor 
immed ate delivery, the call is strongly 
for this type in soft felt in the gigolo 
and draped tan shapes. Colors that 
are said to stand out in buyers’ orders 
are oak buff, rose tans, Italian blue, 
salmon and crystal gray. There is, 
however, an increased interest report­
ed in crocheted body hats in the less 
bright shades of lavender blue, yellow 
daisy and rose.

Herold-Bertsch
Announces

New Lasts
New Styles

New Prices
W ait for our men or write for samples

H ER O LD-BER TSC H  SHO E CO .
GRAND RAPIDS, MICH. U.S.A.

Michigan Shoe Dealers
Mutual Fire Insurance Company 

LANSING, M ICHIGAN

PROMPT ADJUSTMENTS
Write

L. H. BAKER, Secy-Treas. LANSING, MICH. 
P. O. Box 549
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Credit Methods of Early Day Store- 
keepers«

Grandville, Jan. 19—The country 
storekeeper has his trials, as no doubt, 
has the city business man. but the 
early day storekeeper was up against 
it far more seriously than either one
of these of to-day.

A little girl came into a settlement 
store and asked, “Do you sell on 
trust?’ The selling “on trust” to that 
family would have meant a dead loss 
to the merchant, who had no hesitancy 
in saying that he did not sell goods m 
that way. . ,  . ..

“But Sam Snoodles said you did,
persisted the small representative of 
the trust desiring family. “He says 
his-pa owes a lot here at your store.

And this was true, but there were 
people whose credit was good, while 
others were not desirable customers.

Not every man given credit in an 
early day proved a good investment. 
The woods population was ever chang­
ing, and more than one kindly mer­
chant found his confidence misplaced 
on many occasions.

It was almost impossible to carry on 
a store in the new country without 
giving credit to a goodly number. 
Wages were low, but prices were also 
on the same basis. Men at work in the 
woods often called for credi* and most 
storekeepers accommodated them, even 
to tobacco and cigars.

Some of the woodsmen were as true 
as steel, while others were as tricky as 
they make ’em. Many a supposedly 
honest man would buy on credit, pay­
ing his bill every few weeks until his 
credit was first class and then he would 
be seen no more, having quitted the 
country, leaving a considerable bill at 
the store unpaid.

Two Indians came to a store and 
asked for samar. They had no_ money, 
but were going upriver trapping and 
when they came down again would 
have furs to sell which were equiva­
lent to cash. “Injin no pay, put Iniin 
in jail.” said one. The merchant let 
them have the samar (tobacco) and 
never saw either redskin again. Indians 
in general were untrustworthy, al­
though there were a few among them 
who were honest to the core.

One Indian in particular used to run 
his canoe to Muskegon and pole back 
a load of goods for a settlement store 
The d:stance was twenty miles, and 
that redman was strictly honest, one 
of nature’s noblemen. Roads were 
simply impassible at times, and at such 
times this Indian, with h:s big canoe 
came in handy as a carrier of goods tor 
the woods merchants.

There were, perhaps, as many tricky 
whites as reds in that early day.

A family at the Dam between Mus­
kegon and Sand Creek, was afflicted 
with small pox. The settlement peo­
ple raised a snug sum of money, be­
sides donating a canoe load of pro­
visions for the sick family, giving the 
same in charge of a white man who, 
having once had the disease, was im­
mune from the pestilence.

The provisions and money amounted 
to over a hundred dollars, but unfor- 
tunaSv for the smallpox sufferers, 
none of them ever saw either.

That volunteer carrier of goods to 
the sick forgot to stop at the Dam, 
proceeded down stream to the mouth, 
where he sold his boatload of supplies 
and with the money thus obtained fled

t0£Bs was one example of the no-good

W*lndian M l  M a n  Jim and A lto  
St Peter were examples of the honest 
redman of early Michigan. Most of 
the river pilots were Indians or half 
breeds. The upriver lumbermen near­
ly always employed these men to run 
theff lumber rafts to the mouth where 
the lumber was loaded onto schooners
and sent to Chicago.

At Muskegon were as fine a lot of 
merchants as ever did business. C- 
Davis & Company, Ryerson & Morris, 
Wiley & Stevens, Dehaas & Mulde

and a lot of others whose names do not 
just now occur to me.

When winter set in no more goods 
were shipped to the town from out­
side. The lumber country was sewed 
up for at least six months, so that 
whatever was sold out before spring 
remained out until navigation opened.

It was during this closed season 
that a man named Penoyer drove to 
Chicago from th~ lumber country with 
horse and cutter and brought a pair 
of wooden shoe signs for a relative, 
who ever after went by the name of 
Bigfoot Penoyer.

Lasley & Knickerbocker were prom­
inent in Muskegon business circles at 
an early day. French, Indian, German 
and Dutch were all represented here, 
so that every part of the world shared 
in the prosperitv of early lumber days. 
As a boy I call to m'nd a jolly, well 
fed foreigner, who was always known 
as “Dutch William.” He learned the 
English language with difficulty and 
often made the boys laugh with his 
gesticulations and absurd efforts to 
make himself understood.

One merchant in a small lumber 
town retired from business at the end 
of a score of years, _w-th unpaid bjlls 
on his books amounting to nearly $2,- 
000. Many of the storekeepers were 
engaged as well in the lumber busi­
ness. Almost every logger of prom­
inence conducted a store in connection. 
Many of these stores were in large log 
buildings, making no pretense to archi­
tectural beauty of design.

The oild days among the pines are 
wholly of the past, so far as Mich gan 
is concerned. Some of those early 
pioneers in the mercantile business, 
graduated from the woods to higher 
places in the large cities. Among these 
was Martin Ryerson, father of the 
donor of the Ryerson Library in Grand 
Rapids, who was long a prominent 
c'tizen of the Windy City by the lake.

No store in the early days was run 
on a cash basis. The signs often seen, 
of “Poor Trust is dead, bad pay killed 
him,” on the wall, above a dead dog, 
failed of effect in curtailing the habit 
of trusting. Old Timer.

Water Works Securities Steadily 
Gaining in Popularity.

Demand for the securities of water 
works companies has grown materially 
in the last few years simply because 
the investing public has been gradual­
ly becoming more familiar with their 
attractive features.

The oldest of all public utility ser­
vices and without question the most 
indispensable, the business of supply­
ing water, because of its relation to 
human existence, is one of the most 
stable.

In most instances the largest and 
most stable part of the business of the 
various water companies is that of sup­
plying domestic home needs, but, on 
the other hand, not a few of the most 
prosperous of such companies are 
those operating in highly industrialized 
localities or less thickly populated sec­
tions outside our large cities.

Since the inception of public utility 
comm'ssions, water companies in re­
cent years have had to contend with 
little or no competition. On the con­
trary their problem has been “not to 
keep, but to keep up with their mar­
ket.”

By the same measure the question of 
franchises is fast assuming a position 
of minor importance due to the adop­
tion of the indeterminate permit in 
many states and the recognition of its 
adaptability by practically all of them. 
The new method gives a company ex­
clusive and perpetual right to operate 
in a fixed territory so long as it ren­

ders satisfactory service.
Facilities of these companies are not 

subject to radical change, although 
the standard of service has been alter­
ed drastically, in that water, one time 
delivered to the consumer in ts orig­
inal state, is now filtered and purified, 
thus eliminating any menace to health 
conditions.

Sources Sources of supply are quite 
the same as they were years ago and 
that applies likewise to plant and 
equipment. Pumping machinery and 
piping are not subject to any for reach­
ing changes. In fact such equipment 
is practically permanent. Cast iron 
pipe in service in France for 268 years, 
says P. W. Chapman & Company, dis­
cussing the situation in an interesting 
booklet, has been taken up and found 
to be in excellent state of preservation.

These are factors which make for 
an exceptionally low depreciation 
charge. In the case of well maintain­
ed compan es the depreciation charge 
runs ordinarily from 3 to 5 per cent, 
of gross earnings, or about V/2 Per 
cent, of the value of the depreciable 
property.

Another factor which has drawn 
greater attention to securities of these 
companies is the adoption of a new 
method of financing. Up to ten years 
ago it was the practice to provide only 
for immediate requirements, permit­
ting the future to look after itself. 
Mortgages were drawn for limited 
amounts, and when that limit was 
reached it was necessary to retire the 
issue or revert to second mortgage 
financing, which naturally did not pro­
duce the best results.

Now, however, these companies, like 
many others, have adopted the modern 
method of providing necessary funds 
through the type of mortgage com­
monly known as “open end” for the 
reason that it provdes for the issuance 
of additional bonds under conserva­
tive restr ctions from time to time un­
der which only a limited amount of 
bonds could be issued, has been sup­
planted by a new and better type, thus 
providing a permanent basis for financ­
ing improvements and other contingen-

$ o 0 ,0 0 0 ,0 0 0

The Ten Commandments of Waste.
1. Thou shalt spend only within thy 

budget.
2. Thou shalt spend only upon due 

consideration of quality and price and 
of return to thy house.

3. Thou shalt spend as if it were 
thine own.

4. Thou shalt not waste electricity, 
nor water, nor soap, nor paper and 
twine, nor any store supplies.

5. Thou shalt not waste thy em­
ployer’s time.

6. Thou shalt not carelessly handle 
the merchandise, or packages, or prop­
erty of thy employer.

7. Thou shalt not by carelessness 
contribute to the great waste by fire 
or accident.

8. Thou shalt not forget that it may 
be less wasteful to spend than to save.

9. Thou shalt not so highly regard 
thy competitor’s practices that thou 
shalt be led into wasteful competition.

10. Thou shalt not waste the Good 
Will of thy house by discourtesy to 
any one within its doors or by lack of 
attention to its patrons.

F L O R ID A  
P O W E R  

L IG H T  CO.
F ir s t  M ortgage Gold 
Bonds Due Jan. 1, 1954, 
a t 9 3 1/2 to Y ie ld

5.45%
Company supplies elec­
tric power and light to 

’more than 60 communi- 
; ties in Florida, includ­
ing Palm Beach, West 

| Palm Beach, Miami,
1 Miami Beach, Daytona 
I Beach, Ormond, St.
; Augustine and other 
important towns. The 
[company also controls 
electric railway systems 
in Miami and Miami 
Beach. Total permanent 
'population served is 
1925, $3,741,523, or 2.4 
ly augmented during 
winder. Net income for 
year ending Nov. 30, 
,1923, $3,741,523, or 2.4 
.times interest require­
ments. Company is con­

trolled by American 
[Light and Power Co.

A . E . K u s t e r e r & C o .
In v e s t m e n t  B a n k e r s  

A N D  B r o k e r s  
M i c h i g a n  Tr u s t  B u i l d i n g .
citizens 4267 sen  ma i n  243S

D E L IC IO U S

FIRE AND
BURGLAR.
PROOF

SAF£S
Grand Rapids 
Safe Co.

Tradesman Building



T R A D E S M A N
J a n u a ry  20, 1926

FINANCIAL
Michigan’s New Timberland Tax Act 

Now in Effect.
Ann Arbor, Jan. 18—That, I think, 

is a considerable piece of news, and 
worth distributing, especially among 
the business men of the State.

Business men really ought to be in­
terested because:

The Auditor General reports that 
just about one acre out of every five 
in the whole State is delinquent for 
taxes and that some 800,000 acres have 
gone utterly bankrupt and have been 
bid in to the State.

The Tax Commission reports that 
ten industrial count es are now paying 
66 per cent, of the total State tax, and 
thirtv-eight cut-over counties together 
are paving only 9 per cent, and that 
fifty-eight of our eighty-three counties 
are getting more school money from 
the State than thev are paying in taxes.

The Conservation Department re­
ports that last vear we burned over 
500.000 acres and planted 6.000 to new 
pine: also that over a million tourists 
visited the State parks.

There, then, is the current inventory 
and balance sheet for Michigan’s land 
affairs. .

It says, plainly, that a third of M ch- 
igan has gone or is going bankrupt— 
has actually become insolvent—and 
that the ten industrial counties must 
be bled harder and harder in order to 
keen the cut-over counties going at all.

That bleeding is due to get worse 
and worse until those counties become 
at least self-supporting. They can do 
that only bv the development of the r 
resources. For the most part those re­
sources involve the use of land for 
farming, for forests and for recreation.

The prospects for material or earlv 
development in agriculture are exceed­
ingly dubious. The census reports that 
we have lost about 1,000 farms a year 
during each of the last fifteen vears. 
Tens of milbons of acres of cut-over 
land are in the markets and the glut 
steadily increases. North and South.

Recreation developments, in large 
part, depend upon hav:ng a_ safe and 
sightlv country full of wild life. There 
can’t be anything of the sort where the 
fires run often and wipe out the feed­
ing and breedng grounds and the 
“cover” upon which both sightliness 
and wild life depend.

So good game cover and good 
recreation territory, for the most part 
mean good forest cover and the 
freight bill on forest products hauled 
into the State is now over half the cost 
of the State’s administration.

Anyway it is figured, then, if the 
progressive bankruptcy of the up^er 
counties is to be slowed down or stop­
ped. and if those counties are to get 
out of the red ink and to stop bleeding 
the industrial count es. a whole lot of 
now idle and loafing timberland must 
go to work. .

It has become and remained idle be­
cause the owners of such lands have 
said they couldn’t afford to keep their 
holdings productive.

“Fire and Taxes.” they have always 
said, are alibis for doing nothing. They 
have been prettv good al bis, too. But 
now thev aren’t very good.

The State is spending a quarter mil­
lion dollars a vear on fire work. And 
now the Legislature meets the private 
owners more than half wav with the 
tax situation.

The old general property tax law. 
with its full assessment and annual 
lew, could or would confiscate all 
prosnective profits and values, long be­
fore young timber could reach mer­
chantability. So the Legislature fixed 
that with the most generous timber- 
land tax arrangement ever enacted by
anv State. , . ,

In effect the Legislature declared 
non-productive timberland a great and 
growing liability and good productive 
timberland a great asset. To permit 
and encourage owners to make and 
keep their timberlands productive, the

State creates a new classificaton and 
tax system.

Once land is listed under the new 
act, it pays only five cents an acre a 
year on pine and swamp land and ten 
cents an acre on hardwood lands— 
nothing else until the owner decides to 
cut some ripe timber.

Meanwhile the State itself has been 
helping out the counties by paying 
them 5 cents an acre each year, on all 
the listed land within their boundaries. 
Both State and counties agree to wait 
until the private owners have some­
thing merchantable before the main 
tax applies. That comes due when the 
owner decides to cut some timber, and 
is high enough to reimburse the State 
for its advances to the counties and the 
counties for their patient waiting.

The presumption is that once the 
new system gets established, and 
thousands and tens of thousands and 
perhaps millions of acres of privately 
owned timberland has gone to work, 
that never afterwards will the owners 
think it necessary or wise to butcher 
it into fire-traps and then burn it into 
barrens. Year after year ripe timber 
will be coming out, wild life will be in­
creasing and gradually the cut-over 
districts will ‘become and remain self- 
supporting and prosperous through the 
development of their lands.

That, however, is still only a pre­
sumption. The old tax alibi has gone 
but it does not follow that private own­
ers will take advantage of the new act. 
Perhaps it was mostly an alibi and not 
a reason. Perhaps they will find other 
alibis for doing nothing.

Perhaps the next Legislature will be 
asked to make the present law more 
‘‘liberal” and rot so particular about 
whether the lands offered for listing 
are actually and in fact well stocked 
with immature growth and actually 
and in fact productive, at work raising 
good thrifty new forest.

The present law defines what sort of 
land shall be eligible for the benefits 
of the act and gives no consideration 
to lands which are chiefly valuable for 
agriculture, for minerals, for industrial, 
recreational or merchantable timber re­
sources. Land of those sorts very 
properly remains on the general tax 
rolls and where the local assessor may 
gpf at it. .

Under the new tax act only timber 
land receives consideration, and then 
only when the owners offer it actually 
well stocked and actually at worth­
while work, raising a new crop of tim­
ber which will become merchantable in 
the near future.

If the ;idustrial counties want to 
bleed themselves still harder, in order 
to let cut-over land owners maintain 
blind speculations in idle stump land,
I suppose it will be all right; but_ if 
thev want to back a plan under w’ ich 
their tax money goes North to be in­
vested in a system under which the 
Northern counties may become self- 
supporting and prosperous, they will 
hardly endorse any relaxation in the 
definitions of eligibility as written into 
the present law.

For timberland which is actually 
raising1, good new forest, every reason­
able consideration and assistance; but 
idle and loafing stump-and-brush coun­
try—the sooner it is off the market and 
in State ownership the better for every­
body. To encourage hopeless specula­
tions will not be helpful, for any land, 
too long idle, will eat off its head in 
carrying charges—and these lands 
have. So long as they remain idle, 
nothing can prevent that.

Before long, no doubt, it will be­
come very ev.dent indeed that what 
private owners cannot or will not do 
must be done by public agencies, Na­
tional, State and local, or will remain 
undone.

With seven million acres now delin- 
auent for taxes and toward a million 
acres gone utterly bankrupt, Michigan 
still lacks anything which may be call­
ed a comprehensive or workable policy. 
So long as the more prosperous com­
munities are willing to be bled, and to
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see their tax money dropped into a 
hole, for that long, no doubt, we shall 
lack a real policy and program for the 
handling of the cut-over lands and for 
the handling of the forest lands not 
yet cut over.

But the makings of a policy and pro­
gram are in sight. Now the State of­
fers to timberland owners the most 
generous tax arrangement in America, 
and more and more effort at fire con­
trol. Whether the owners (about 
fifty of whom own half of the forest 
and cut-over country) will decide to 
ante, remains to be seen.

The difference between the taxes be­
ing paid at present and those under the 
new act will amount to about 25 cents 
an acre a year. If owners really de­
sire to keep their timberlands continu­
ously productive, some of those sav­
ings can be invested in the planting of 
ragged places too thin to be eligible 
for listing, and in some permanent 
fire-breaks and year-long men. Neigh­
bors may throw in together and do 
what they could not attempt alone or 
individually. “May”-----“Could”------ -

Whether they will, and upon what 
scale, remains to be seen. Anyway the 
Department of Conservation, at Lan­
sing, is distributing copies of the new 
law, and blank forms for making ap- 
plcation under it.

I hope that you have noticed that I 
haven’t yet used the word “forestry” 
or the word “conservation.” I’m not 
going to, either. More than anything 
else these affairs are matters of plain 
business, red ink, creditors and debtors, 
assets and liabilities, productive prop­
erties and junk. Until business men 
begin to figure it that way I figure 
that it is just about useless to talk 
about the other aspects of the situa­
tion. P. S. Lovejoy,

Conservation Committee Michigan 
Academy of Science.

Stock Market Has Reached Critical
Point.

Rightly or wrongly Wall Street 
clings to the belief that stock prices 
will rise to a level substantially above 
that now prevailing before the 1926 
downturn starts. Those closest to the 
market frequently are least qualified 
to speak on the major trend in prces, 
but what the more active bankers n 
New York think about the future 
movement in stock always is interest­
ing, nevertheless.

On one point there is fairly general 
agreement. It is on the probability 
of the beginnings of an extended de­
cline some time before the close of the 
present calepdar year. On the direc­
tion of prices for the immediate future 
opinion is divided; some prophets hold 
firm convictions that our enormous 
gold reserve will force prices materially 
higher before any pronounced reaction 
occurs and other forecasters expect a 
downturn on the first bad break in the 
news.

Whether we subscribe to one of 
these views, however, or have been un­
able to formulate any very concrete 
opinions on the probable course of the 
market, it is possible to recognize 
some signs that should be helpful in 
making plans for the future.

Stocks may or may not do all that 
the bulls predict, but certainly it must 
be plain that the 1926 market gives 
evidence that it is reaching a zone in 
which price movements may be more 
irregular than heretofore. The pres­
ent bull market began in late 1921, or, 
if we denote its beginning at the time 
when the upward trend became pro­
nounced, in late 1923, and prices have 
risen to levels never attained before.

That business conditions remain 
sound is clear enough, but, it must be 
remembered, good business well into 
the future already has been discounted 
in the price of stocks. From now on 
professional operators will be more 
and more skeptical of sharp advances 
and give greater attention to news de­
velopments. These, whether good or 
bad, are likely to influence somewhat 
the direction of the market’s move­
ment.

While demands for funds in business 
are increasing and should expand fur­
ther during the early months of this 
year the money situation on the whole 
is favorable rather than unfavorable 
to the market.

More funds are at hand than can be 
used at the moment by commercial en­
terprises, and, according to indications, 
the price of money will remain fairly 
reasonable for a time. At least it can­
not be said that basis for a major 
downturn in stocks already is present 
in the dearer rates for money, but, of 
course, when Wall Street sees higher 
money coming it will not await the ar­
rival before deciding what to do with 
its stock holdings.

Paul Willard Garrett.
[Copyrighted, 1926.]

New Rail Wage Demands.
The railroads, generally speaking, 

had a good year in 1925. Average 
earnings were satisfactory. Car-load­
ing records were broken with marked 
regularity. The railroad baiters were 
quiet. There was little legislative ha­
rassment. Rail labor made no demands 
for increased wages and there were no 
wage quarrels or strikes of any con­
sequence. It was a quiet and rather 
uneventful twelve months for the rail­
ways. They went about their business 
of giving service and making exten­
sions for the future.

The present year may not be so un­
eventful. New rail legislation is being 
pressed for consideration, and not all 
of it is satisfactory to the roads. There 
is, of course, no further idea of reduc­
ing rail wages. In fact, the roads are 
now making ready to meet a request 
for a- general increase all along the 
line. The Brotherhood of Railway 
Trainmen has voted solidly to demand 
a wage increase. So have the mem­
bers of the Order of Railway Con­
ductors. The Brotherhood of Loco­
motive Firemen and Enginmen is tak­
ing a referendum that undoubtedly 
will result in a similar demand.

It is understood these workers will 
ask a restoration of the war-time rates 
of pay that were cut by the Railroad 
Labor Board after the war. That 
board is nigh unto death, and its pass­
ing will be unlamented by either the 
railroad employes or executives. Rail 
men and rail management are asking 
Congress for a new rail labor law un­
der which they will try to work out 
their own wage adjustments.

It is to be hoped the legislation they 
ask will do all they claim for it and at 
the same time protect the public inter­
ests. There is every indication that 
fair and sound labor legislation for the 
railroads may be needed before the 
year ends. Unquestionably it will be 
if there is general demand for an up­
ward revision of rail-wage schedules.
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What To Do in Case of Fire.
This title suggests a question, the 

answer to which comparatively few 
persons ever consider. What should 
be the immediate action in case of 
fire? Offhand, the answer that sug­
gests itself is the natural one—en­
deavor by the means at hand to ex­
tinguish it. Extinguishment is of 
course the desired result, but should 
seizing an extinguisher or other first 
aid appliance and playing it on the 
fire be the first move?

If one has not thought out this prob­
lem from all angles and anticipated the 
probable result of each move during 
such an occurrence, a little thoughtful 
consideration will develop doubt as to 
the wisdom of immediately starting to 
put out the fire. But doubt means de­
lay, and delay during the early stage 
of a fire, as is well known, may be 
serious or possibly result in disaster. 
This clearly indicates the urgent im­
portance of having in mind a clear-cut 
plan of procedure.

A well known fire protection en­
gineer was recently asked to answer 
this question, and his answer, which 
's quoted in the following paragraph, is 
decidedly interesting and contains 
much food for thought.

“The first thing to do in case of fire 
is to summon aid if there is any aid 
available. It is frequently a gross mis­
take to engage in a combat with fire, 
using first aid fire appliances. There 
have been numerous very serious loss­
es as a result of such action. In fact, 
some of the resultant disasters have 
raised, in the minds of some fire pre- 
ventionists and protectionists, the 
grave question as to the disadvantage 
involved in the installation of first aid 
fire appliances in industrial and mer­
cantile properties. This may seem a 
radical statement, but when one an­
alyzes the activ ties of the individual 
so engaged, it is easy to see that the 
lure to action which comes from the 
presence of first aid appliances fre­
quently results in a d sastrous fire.

Unquestionably, the first thing to 
do is to summon aid and in cases where 
plants are located within a city, this 
means pulling the nearest city alarm 
box and summoning the fire depart­
ment. Where a city fire department 
is not available, the plant brigade 
should be notified. This procedure is 
of such importance that it might well 
be emphasized by capital letters. The 
following, selected from numerous 
similar cases, illustrates the serious 
consequences liable to result from fail­
ure promptly to summon aid:

About seven years ago, a small fire 
occurred in the middle of the morning 
in a Pennsylvania ferry-house at Cam­
den, N. J. The porter of the station 
picked up a chemical extinguisher and 
endeavored to put out the fire. When 
the extinguisher was exhausted, the 
fire continued to burn. He then took 
the standpipe and hose line out and 
operated against the fire, but was 
finally defeated and abandoned the 
fight. It was then that he summoned 
the Camden fire department. The 
Camden fire department responded 
with the usual first alarm response, but 
when it arrived without being set up 
for action, it found that the fire had 
developed to a second alarm stage.

This resulted in a loss of approximate­
ly $200,000.

About twelve years ago, at the es­
tablishment of the Baker Printing Co., 
on Market street, Newark, N. J., a 
cabinet-maker arriving at his bench 
at eight o’clock in the morning, took 
his trash can to the other end of the 
basement to empty it. He discovered 
a small fire in some furniture that was 
wrapped in excelsior and burlap, the 
whole basement being pretty well 
stocked with this class of goods. The 
cabinet-maker discharged the contents 
of six fire pa ls which were setting on 
a bench close by. This made little im­
pression on the fire. He then hurried 
to the standpipe which had 50 feet of 
iy 2 inch hose attached, stretched the 
hose and then ran back to open the 
valve; then, of course, he returned to 
the nozzle. He played a stream of 
water on the fire as long as the base­
ment was tenantable and then rushed 
out with the intention of sending in an 
alarm, but his face and hands were so 
badly burned that instead of sending 
in an alarm, he rushed to a doctor. The 
fire burned on until it finally came 
through the mill structure floor to the 
first floor and an alarm was then sent 
in. When the Newark fire department 
arrived it had a second alarm fire on 
its hands, with first alarm company 
not set up.

The American Agricultural Chem­
ical Company of Newark, N. J., about 
nine years ago had a similar fire. In 
this particular case the fire brigade 
handled the fire for about \Vi hours 
when it was defeated and then called 
the Newark fire department, turning 
over to them a third alarm fire.

At the outbreak of fire, unless to 
turn in an alarm is firmly in mind, one 
instinctively will rush for the ex­
tinguisher, and once an extinguisher 
is picked up and the combat started 
there is no thinking of anything else 
to do except to combat the fire, and 
the conflict goes on until either the 
fire is extinguished or the fire fighter is 
defeated; frequently the latter hap­
pens and this of course means dis­
aster.

This is in no way an argument 
against fire aid appliances; to the con­
trary, this opportunity is seized to urge 
their installation, but it is an argument 
for prompt notification and means to 
ensure this end. Every appliance 
should have posted, close by, a sign 
indicating where alarm can be sound­
ed, or instruction as to method of call­
ing aid. Distance to boxes or other 
alarm signalling points should not be 
great. First aid appliances provide a 
valuable means for combatting fire 
while aid is being summoned and 
pending its arrival.

In plants where the peculiar char­
acter of the materials used or manu­
factured is such as to make possible 
fires, the extinguishment of which can 
best be accomplished by the employes 
because of their knowledge of the ma­
terials’ hazardous properties, and pro­
vided there is a well-drilled and train­
ed brigade, two things should be done 
simultaneously on the discovery of 
fire—summon the city fire department 
and start to extinguish the fire. If on 
arrival the city department is not need­
ed, it can easily be sent back, but if
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its help is needed, valuable time will 
not have been lost. It is the duty of 
such plant managers to call in the bat­
talion chiefs and captains in their dis­
trict, and acquaint them with the haz­
ards of their materials and processes, 
and the best means of extinguishment 
to be employed.

No army leader would order an at­
tack unless thoroughly prepared; 
neither would he attack unless his 
chances were at least even. The same 
reasoning in a great measure holds 
true in the fighting of fire. Being pre­
pared is only another way of express­
ing—“knowing what to do.”

Adequate preparation will mean that 
all possibilities of delay so far as 
prompt notification is concerned, are 
reduced to a minimum.

In manufacturing plants an element 
that frequently causes serious delay is 
what may rightly be termed the “sur­
prise factor.” By this is meant the 
breaking out of fire at some entirely 
unexpected location, or in connection 
with a process or material theretofore 
deemed safe. To eliminate or reduce 
this factor, the men in each depart­
ment should be instructed concerning 
the hazards in connection with the 
materials or processes in their indi­
vidual department so that no man will 
be unaware of the fire possibilities in 
his work. There is nothing that will 
disconcert even the most cool and 
level-headed man more than surprise.

From the foregoing it follows then 
that the dominant thought to be in­
stilled in every employe’s mind, is first 
to summon aid in case of fire.

If fire should be discovered at night 
or any time when other employes are 
not nearby, the person sending in the 
alarm should remain at the box or 
plant entrance to which apparatus will 
respond, so that no time will be lost 
in locating the fire.

If two or more men are present 
when fire is discovered, the procedure 
should be as follows:

One man immediately send in the 
alarm and remain at box or plant en­
trance to direct fire department to the 
fire. The other or others to close all 
doors and windows so as to confine 
fire to room of origin, and then combat 
the fire with extinguishers, standpipe 
hose lines or whatever appliances are 
available.

The foregoing procedure is of course 
general, and more details should be 
prescribed according to the nature of 
the plant. For instance, if dip tanks 
are used, it is important that they be 
drained to outside storage tank; some 
one should also operate the remote 
control or the switch shutting down 
ventilating fans and power driven 
equipment. Other plants may require 
more detailed and different procedure, 
but these additional items of procedure 
indicate the pronounced importance of 
having as a part of the plant organiza­
tion a well-trained private fire brigade.

In conclusion, it must be recognized 
that all means of extinguishment will 
be at the most of only partial value, if 
the plant buildings are not structural­
ly prepared to resist the spread of fire. 
Such preparation in the way of en­
closing stair and elevator shafts and 
other vertical openings and installing 
proper type fire doors in wall openings

should be the primary fire prevention 
measure.

If the plant managers of the coun­
try will bring themselves to recognize 
the need of instructing their employes 
in what to do in case of fire, and fur­
ther, will appreciate the importance of 
preparing their buildings structurally 
to resist fire, a big step in the reduc­
tion of the country’s fire loss will have 
been taken.

Iron and Steel Industry Nearer to 
Normal.

It still is true that the trend of busi­
ness in the iron and steel industry 
gives a fairly reliable guide to the 
movement of trade generally in this 
country.

Changes in the activity of the build­
ing, motor or transportation industries 
all are very quickly reflected in the 
pick up or falling off in the demands 
for steel in some form. For that rea­
son the volume of steel business al­
ways is interesting to business prophets 
and so, of course, is the trend of prices 
for this basic industry. We all know 
that the price structure in the iron and 
steel industry has not been entirely 
satisfactory during the past year. Now 
is an appropriate time to survey the 
situation anew and to ask the question: 
What is the outlook for stability in 
steel prices in 1926?

Dr. Lewis H. Haney, writing in the 
leading journal of the industry, Iron 
Age, says this week:

“Production of iron and steel in 
comparison with the prospective de­
mand is not excessive and is at pres- 
ent well balanced between pig iron 
and steel ingots. The price structure 
in the industry is more nearly normal 
than it has been in a good many 
months.

“Our barometers indicate that they 
(steel prices) are likely to work a 
little higher, which seems the more 
probable as some items are below their 
normal relation to others. But no 
large or long continued advance in 
finished steel prices now seems likely, 
and this is certainly true if production 
keeps on growing at the December 
rate. At present the most probable 
development seems to be a consider­
able period of steady prices.”

That iron and steel prices may rea­
sonably be expected to hold steady in 
price is a favorable sign for a con­
tinued profitable trade within the in­
dustry itself, but it is more.

A sharp advance in steel prices un­
questionably would check the demands 
from the building industry, for ex­
ample, not to mention others, and a 
very pronounced decline would nar­
row the margin of earnings materially.

If the industry can maintain stable 
prices it will assist greatly in per­
petuating a state of sound business 
prosperity, and, fortunately, this ap­
pears to be the aim of leaders in the 
field. Paul Willard Garrett.

[Copyrighted, 1926.]
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WOMAN’S WORLD
The Bona Fide Big Definition of 

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

If you ask a number of your friends 
each to give h!s or her definition of 
economy, the meanings you get will 
have individual slants. Most of them 
will bear directly on money matters.

Some hard-headed man of your ac­
quaintance wil say that economy is 
simply spend.ng less than one earns. 
Two or three of your women as­
sociates will be sure to get away from 
the idea of a definition and give some 
pet method of saving money. One will 
tell how she has just made over an 
old dress instead of buying a new one, 
and has, or thinks she has, so many 
dollars absolutely to the good in con­
sequence. Another will declare that 
by watching the sales she gets seven 
bars for a quarter instead of six, of 
her preferred kind of laundry soap.

Every one of the meanings will be 
right as representing some phase of 
signification. For economy is one of 
the comprehensive words that admit 
of a large number of definitions.

Webster gives it several, ranging 
from “thrifty and frugal housekeeping” 
to “orderly system of regulating the 
distribution and uses of parts, con­
ceived as the result of wise and econ­
omical adaptation in the author, wheth­
er human or divine; as the animal or 
vegetable economy.”

But some one has given a meaning 
better than any the dictionaries have 
to offer. It is this: “Economy is the 
art of making the most of life.” I re­
gret that I cannot give the name of the 
sage who has thus spoken.

The most of life! That is what we 
want. The most of usefulness to others 
the most of satisfact on to ourselves, 
the two being inseparably correlated.

The Woman’s World of last week 
and that of the week before, together 
with this and several articles that will 
appear next following, are interrelated. 
They deal with work and the alloca­
tion of time, with the reaction of the 
mind to one’s occupation or to one’s 
position in society, with the spending 
of money, with the obtaining of fine 
and high enjoyment in the fullest pos­
sible measure. The theme running 
through the series is how to extract 
the greatest value from our days and 
years, from whatever of wealth may 
come into our hands, from life itself.

The excellent definition just given 
is a test for every methods and every 
proposition that purports to aid in the 
solution of our problems. If, when 
traced to its logical outcome, any pro­
pounded measure bids fair to 'be a 
help in getting the most out of life, 
then it deserves a trial with a view to 
adoption, even though it may run 
counter to our previously accepted 
opinions. By the same token, an old 
method, if found to be a hindrance in 
securing the greatest value from life, 
should be discarded, no matter how 
strongy intrenched it may stand in 
traditional approval.

Does this seem to be getting away 
from our ingrained idea of economy— 
the needful policy of making the money 
we use go just as far as it will, in or­
der that we may put by a little some­

thing for the sure-to-come rainy day? 
It certainly won’t answer to get far 
from that. And we shan’t. Our defi­
nition is so broad that it includes wise 
spending, thrift, and whatever else 
there may be that has to do with the 
great money question, as well as labor 
and time and all the rest.

It furnishes an ever-enlarging field 
for study and observation—study as to 
how we may best work out our own 
problems in the light of this mentor 
definition of economy, observation of 
how those about us are working out 
theirs. In the latter we shall find 
many surprises. Some who are greatly 
in the public eye are making a sorry 
failure of getting anything worth while 
out of all their success. Others, in­
conspicuous as to career, are finding 
real satisfaction in living, and are ex­
tending their enjoyment to their as­
soc ates.

We shall find there is much of psy­
chology to be learned. What we get 
out of life depends largely on how we 
take it and on our mental attitudes. 
In all ages this truth has been appre­
hended, and often has led to the be­
lief that happiness is never to be 
found in prosperity.

An old story bearing out this idea 
will perhaps stand repeating.

In ancient t'mes there lived in a 
certain part of Spain a very lazy king, 
who spent his time eating and sleeping. 
After a while he fell ill and his most 
skillful physicians were unable to cope 
with his malady. All hope had been 
abandoned when one day there came 
to the palace an Israelitish doctor rid­
ing a donkey that had no ears. This 
strange man had a large book and car­
ried a red cotton umbrella.

Having been taken to the bedside 
of the monarch, this queer old traveler 
thumped the skull of the royal person­
age with his fist, saying, “This king 
has an empty head.” Soon he applied 
a similar treatment on the left side of 
the potentate’s chest, averring, “This 
king has a heart of cork.” Next he 
struck a lusty blow on the imperial 
stomach.

At this the monarch sat up, protest­
ing against usage so unsuited to one 
of his rank, but at the same time de­
claring he felt much better.

The aged physician paid no heed to 
the rebuke. He consulted his book 
and after some mysterious manipula­
tions, uttered this solemn dictum: 
“The king must die unless he can, in 
no more than a month’s time, put on 
the shirt of a happy man.” The queer 
healer then withdrew and shortly 
afterward rode away on his earless 
burro.

The king’s favorite minister now be­
stirred h mself to secure the garment 
that was to restore his majesty to 
health. A round sum was offered, but 
surprising as it may seem, no one 
could furnish the desired article of 
clothing, because no one in the whole 
realm even claimed to be entirely 
happy.

Time was slipping away. The quest 
was now pushed outside the boundaries 
of the kingdom into the desert country 
that lay beyond. Here, just before the 
end of the month, the minister came 
upon a shepherd clad in the skins of 
animals, a man very poor, fcut in ap­

pearance and according to his own 
statement, joyous and absolutely con­
tented.

Promptly the eager courtier threw a 
sack of gold at the rustic s feet, offer­
ing him this price for his inner gar­
ment. With a laugh the shepherd 
threw his rude dress open at the 
throat, revealing his bare breast. The 
really happy man had no shirt.

The trouble with this picturesque old 
story is that applied to ourselves in 
this present age, it is not true. A nor­
mal human being in these days cannot 
be and ought not to be happy and sat­
isfied in extreme poverty. Some de­
gree of financial well-being is neces­
sary to intelligent content. And the 
people who are utterly careless of 
money and of the things money will 
bring, are inadequate and unsatisfac­
tory in the ordinary relations of life.

These things are true in regard to 
that exterior plane of being in which 
we largely live. But these do not af­
fect the reality of that kingdom of 
heaven within, which depends very 
little upon outward circumstances.

The ideal should be to attain a well- 
po'sed development; to achieve a rea­
sonable success in such lines of effort 
as good housekeeping, seeing to it that 
the children are fed, provided with 
clothes and shoes and kept in school, 
that all the bills are paid, and that 
there is a fair-sized balance in the 
bank; and still, in the innermost re­
cesses of the soul to be “serene, in­
different to Fate,” the real happiness 
unmarred by disappointment, loss or 
hardship. Ella M. Rogers.

Color Uncertainty in Hosiery.
Considerable uncertainty is still felt 

as to probable leading colors in wo­
men’s hos'ery for Spring. While gun- 
metal and black are ranked leading 
shades at present, the duration of their 
vogue during the coming months is 
held open to question. The light 
shades are counted on to come in 
stronger, particularly such tones as 
dove gray, opal gray, parchment, 
phantasy violet nude, light orchid tan 
and woodland rose. Other shades 
wh ch continue to sell well are mauve 
taupe, bran, champagne and French 
nude. Sheer goods are holding their 
own in popularity, with the position of 
all silk ones getting stronger. The 
forward buying for Spring has not 
been large, owing to the color uncer­
tainty.

Trends in Junior Dresses.
Early favor for georgette is a fea­

ture of lines of Spring dresses for 
young girls from 14 to 18 years of age. 
Adult styles are followed to a large 
extent in the models of this fabric, par­
ticularly in the simulation of a two- 
piece effect in a one-piece dress, the 
moderate use of flares, long sleeves 
and V-shaped necklines with ties, ac­
cording to the United Infants’, Chil­
dren’s and Junior Wear League of 
America. Kasha and similar weaves 
are used for school frocks having tail­
ored lines. Many show belts of the 
material held in front with metal 
buckles. Prints in the new cubist de­
signs are also being used, models of 
these silks being usually fashioned 
along simple lines.

A COMPLETE LINE OF

Qood
Brooms

AT ATTRACTIVE PRICES

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

I.VAN WESTENBRUGGE
Grand Rapids - Muskegon 

Distributor

Nucoa
The Food of the Future

C H E E S E  of All Kinds 
A L P H A  B U T T E R  
SA R-A -LEE
B EST FOODS J E S T  
H O N EY —Horse Radish 

OTHER SPECIALTIES 
Quality-Service-Cooperation

Watson-Hifgiits Milling Ci.
GRAND RAPIDS, MICH.

KEW PERFECTION
The best all purpose flour.

RED ARROW
The best bread flour.

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

Distributors.

You Make
Satisfied Customers

when you sell

“ S U N S H I N E ”
FLOUR

Blended For Fam ily Use 
The Quality is Standard and the 

Price Reasonable

Genuine Buckwheat Flour 
Graham and Corn Meal

J. F. Eesley Milling Co.
The Sunshine Mills 

PLAINWELL, MICHIGAN
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IN TH E LAND OF SUNSHINE.

Florida Building Beautiful Cities All 
Over the State.

St. Petersburg, Florida, Jan. 15— 
The ancient and honorable business of 
buying, selling and bartering patches, 
parcels and pieces of this old mother 
earth is a vocation that in this particu­
lar part of the country stands out dis­
tinct and apart by its self and is sur­
rounded by traits and characteristics 
peculiar to its own; and it has attained 
such distinction and prominence as to 
even be deserving of a position of dig­
nity and importance among the pro­
fessions.

In St. Petersburg alone, on what is 
considered a very conservative esti­
mate, there are over 4,000 of these 
conspicuous dispensers of this sandy 
surface. If any visitor or tourist is at 
all in doubt concerning these statistics, 
et him evoke a casual interest in buy­
ing a lot or incidentally make a few 
enquiries as to the price of property 
and he will soon be convinced that the 
estimate is none too large.

There is certainly no section of the 
country where the business has such 
a large number of ardent followers as 
down here on this phenomenal penin­
sula which projects between the At­
lantic and the Gulf and points toward 
the tropics.

This irresistable knight of brilliant 
vision and opt mism is endowed with 
all those cardinal virtues which are 
so necessary to success; with patience, 
perseverance and determination pre­
dominating; he has cultivated and per­
fected a bull dog tenacity that is be­
yond any ordinary individual to re- 
sist.

His command of language and now 
of words is most convincing and his 
persuasive influence over his prospect 
when inducing him to sign on the far 
famed dotted line is little less than
marvelous.

The countless difficulties and bar­
riers that these boosting builders of 
suburbs and subdivisions have to sur­
mount is sufficient evidence that their 
line of march is by no means along a 
primrose path; for in diverse ways and 
through many avenues his prospect, 
although carefully corralled and thor­
oughly subdued, may find numerous 
ways of escape.

The owner on a rising market such 
as Florida has been enjoying is so apt 
to change his mind and raise the pr ce.

The realtor, after toiling with his 
prospect and seeing the climax of his 
endeavors almost in sight, finds the 
property that he has been trying to 
sell either withdrawn from sale or 
boosted in price.

Again a slight flaw in the contract 
mav be the cause of spilling the beans 
and spoiling a sale, or perhaps the wife 
is not quite certain that the price will 
top the market, or for various other 
reasons, resorts to a woman’s privilege, 
changes her mind and refuses to sign

deed. . . .
l very usual method in this country, 
ere a fast and furious pace is going 
in the exchange of realty, is the 

ing of property for sale with a num- 
of different dealers at the same 

e.
rh’s condition is a very common 
irce of grievance and vexation to 
• active, alert and athletic appearing 
>nt in knickers, when after he has 
ed and wined, feted and feasted, 
ered to and made much of his pros- 
t at no small expense, he is about 

make his triumphal landing, 
finds out that his victim has been 

sed up by one of his numerous com- 
:itors or perhaps the owner him- 
f has negotiated ä sale.
But from everything that can be ob- 
ved, as well as the almost unam- 
>us testimony of those engaged in 
. game, it has its fascinations. From 
‘ large developer whose properties 
>unt into the millions to the lowly 
esman of a single lot who is in his 
ice when he is in his shoes, the 
rsuit and capture of a prospect re-

sembles the joy of a chase or the 
thrill of a hunt and tingles with the 
zest of sport.

There is nothing so conducive to the 
good business of our Florida developer 
as fine weather, when he can take his 
prospects either single or by bus loads 
out on location and extoll the beauty 
of its natural surroundings, helping his 
client to form a mental vision of the 
marvelous poss-bilities of the place. 
These trips form one of the popular 
and pleasing amusements for numbers 
of the winter visitors, who have no 
thought of buying, but go for the out­
ing, or it mav be for the excitement, 
or the mpsic of a band; often there is 
a splendid lunch served free of charge. 
By no means the least enjoyable part 
of the entertainment is the eloquence 
of the orator, whose descriptive powers 
often have a hypnotic influence similar 
to the climate, the fragrance of the air, 
or the Spanish moss which festoons 
the surrounding pines and palmettos.

On damp, cold, rainy days the scene 
of his activit.es change. He is to be 
found with the other members of his 
organization at headquarters, being 
schooled and drilled by an experienced 
coach in the various ways and best 
methods of discovering prospects, 
handling customers and presenting 
properties.

The expense of financing many of 
these developments and getting them 
to a point where the developer may 
be able t6 see any returns in the face 
of his heavy overhead is beyond the 
ordinary mortal mind to imagine.

Where some of the most amazing 
transformations of the contour of the 
country is being attempted was, not 
long ago, little less than a trackless 
jungle, and the inexperienced observer 
is very much deceived in estimating 
values on acreage, particularly where 
shore line and riparian rights are in­
volved.

A trackless swampy waste, so low 
the tide will comoletely submerge or 
an impenetrable tangle of tropical 
growth, the natural home of snakes, 
alligators and jungle life, so long as 
its shores are bathed by the placid 
waters of gulf bay, lake or river, often 
assures it a wonderful future, the 
valuation of which often mounts into 
amazing figures.

The lavish expenditures required to 
establish a gigantic organization pro­
moting one of these large develop­
ments, with palatial offices in many 
cities throughout the State; a fleet of 
costly busses to haul prospective cus­
tomers long distances to the develop­
ment, to say nothing of taming a 
tangled tropical jungle of several 
thousand acres and converting it into 
a bower of beauty is a business that 
admits of no comparison and has no 
equal, can only be handled bj those 
well informed and entails an expense 
and outlay that staggers the imagina­
tion.

Water fronts with riparian rights 
afford wonderful advantages. By 
means of the modern _ suction dredge 
and steam shovel, filling is removed 
from bottoms, sea walls built, beaches 
beaut'fied and boating, bathing, fish­
ing and other aquatic sports enjoyed.

Down in this land of flowers and 
sunshine, the developers, assisted by 
the landscape gardeners and civil en­
gineers, are giving free rein to their 
most cherished dreams and unhamper­
ed by a handicap of having to revise 
and remodel some antiquated and un­
sightly constructions already existing, 
are building beautiful cities all over the 
State, endeavoring to eliminate ugli­
ness, slums and the many unsightly 
and unsanitary conditions with which 
the older settlements have had to con­
tend. C. W. Hoyle.

Henry Klooster & Co., dealer in gen­
eral merchandise, produce, etc., at At­
wood, renews his subscription to the 
Tradesman and says: “We cannot get 
along without our Tradesman.”

Radio Market Reports and Meat Con­
sumers.

At times protests against the dis­
semination of wholesale market reports, 
usually of a rather mild nature, come 
from the interests. Their objection is 
not based on the right of consumers 
to know wholesale values, but rather 
on their belief that consumers as a 
class do not make the necessary allow­
ance for expenses connected with 
preparation and sale of meats and that 
misunderstandings result in some 
cases. Another thing that they point 
out is that the cost of a live steer, for 
instance, and the cost of a carcass of 
beef of the same grade is necessarily 
different, the carcass being higher, due 
to shrinkage and loss of inedible parts 
as well as lower than live animal value 
of certain parts that are usable. That 
some misunderstanding does result is 
freely admitted, but we believe it is 
safe to assume that most retailers 
overestimate the extent of this mis­
understanding and fail to fully appre­
ciate the consideration given to the 
features of slaughtering and marketing 
livestock and meats referred to here.
It is not assumed that very many con­
sumers, relatively, understand the de­
tails of the livestock and meat business 
but it is also assumed that their experi­
ence with other things that they buy 
leads them to feel that finished prod­
ucts cannot be bought as cheaply as 
raw products. Scoured wool is selling 
in a wholesale way from 72 cents a 
pound to $1.35 cents a pound and yet 
no one would expect to buy a suit of 
clothes or a wool dress according to 
weight on the same basis of value. 
When shelled nuts of various kinds are 
bought the price is always consider­
ably greater than when bought un­
shelled. So it is with moat, with spec­
ial reference to manufactured products 
and selected cuts. It is felt, however, 
that when a business is honestly con­
ducted there is nothing to conceal and 
a little education as we go along and 
extended over a long period of time 
will make for better understanding and 
greater harmony. There is and by 
right should be a relationship existing 
between livestock and dressed meats 
and their allied products and this re­
lationship can be observed.

What Kills the Profits.
Merchandising experts have com­

piled the following list of profit-killers 
in the retail business:

Overbuying.
Rats and mice.
Forgotten charges.
Unbalanced stocks.
Careless delivery boys.
Errors in sales checks.
Inefficient advertising.
Waste of paper and twine.
Failure to take discounts.
Incorrect figuring of costs.
Fading merchandise in windows.
Poor handling of light and heat.
Carelessness in weights and meas­

ures.
Cutting prices instead of employing 

salesmanship.
Paying freight without verifying 

rates and weights.
Failure to get out seasonable mer- 

chand se in season.
Failure to transfer dissatisfied cus­

tomers to other salesmen.

FR .E.E

G r o c e r m e n —Send name 
and address for free full size 
sample package Dept. 18.

Skinner Mfg. Co., Omaha, Nebraska

Sand Lime Brick
Noth ing as Durab le  

N oth ing  as F irep roo f 
M akes S tru c tu re s  B eau tifu l 

No Pa in t in g  
No Cost fo r Repa irs 

F ire  P roo f W eathe r P roof
W arm  in W in te r— Cool in Sum m er

Brick is Everlasting

GRANDE BRICK CO., 
Grand Rapids. 

SAGINAW BRICK CO., 
Saginaw.

JACKSON-LANSING BRICK 
CO., Rives Junction.

K in g  Bee
Butter Milk

Egg Mash
18% Protein

The Mash you have been look­
ing for. A Buttermilk Mash at 
a reasonable price.

Manufactured by
HENDERSON MILUNG  

COMPANY 
Grand Rapids, Mich. 

“The reliable firm.”

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

GRAND RAPIDS. MICHIGAN 

PH O N E S : C itizens 65173, Bell Main 171

SIDNEY ELEVATORS 
Will reduce handling expense end 

•peed up work—will make money 
for yon. Easily installed. Finns 
and instructions sent with enoh 
elevator. Write stating require­
ments, giving kind of machine and 
rise of platform wanted, aa wall 
as height. We will quote a money 
saving price.

Sidney Elevator Mnfg. Co., Sidney, Ohio



T R A D E S M A N
J a n u a ry  20, 1926

DRY GOODS
Michigan Retail Dry Goods Association.

P res id en t—Geo. T. B ullen, A lbion.
F i r s t  V ice -P re s id en t—H. G. W esener, 

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

L ansing .
S e c re ta ry -T rea s u re r—H . J . M ulrine, 

Biittls Creek
M anager—Jaso n  E. H am m ond, L ansing .

MEN OF MARK.

Phil. Mariasse, Wholesale Hat and 
Glove Dealer.

Philip Manasse was born in Mil­
waukee Jan. 2, 1878. His father and 
mother were both natives of Southern 
Germany. He attended the common 
schools of his native city until he was 
15 years of age, when he entered the 
employ of a wholesale men’s furnish­
ing goods establishment, being assign­
ed work in the packing and unpacking 
department. His next Connection was 
with the Boston Store (Milwaukee), 
first as clerk and later as buyer for the 
men’s furnishing goods department. 
Five years later he associated himself 
with the Middleton Manufacturing Co., 
manufacturer of hats, as salesman in 
Michigan, Southern Wisconsin and 
Iowa. After four years with this house 
he was offered the Michigan and

his employers. No customer knew of 
the change he had in mind until after 
he had parted company with the old 
house and leased his present quarters. 
He is getting in his stock and expects 
to start out on the road next week 
with a full line of samples.

Fancy Lines Greatly Increased.
A steady immediate delivery demand 

for glove silk underwear is reported by 
manufacturers. Retail stocks were 
greatly depleted during the holiday 
season, and active replenishing is be­
ing done. While offerings of fancies 
in this merchandise are larger than 
they ever were, the buying has been 
correspondingly increased, wholesalers 
say. The fancies are being shown in 
a more complete line of colors than 
ever before. Pink has the greatest 
volume demand, but white, orchid, 
maize, black, Nile, peach and the new 
soft coral have shared in favor. The 
use of ribbon, applique and other em­
broideries, lace and combinations of 
these trimmings has been more lavish 
than last Spring. While prices are un­
changed from then, the rise in raw 
silk has led to the expectation that ad­
vances may be made before the Spring 
season is ended.

Philip Manasse.

Northern Ohio territory by Keith 
Bros. & Co., of Chicago, and he im­
mediately removed to Grand Rapids 
and entered upon an engagement which 
lasted eighteen years and was termin­
ated by himself on Dec. 20. He did 
this in order to engage in the whole­
sale hat and cap and glove and mitten 
business on his own account in Grand 
Rapids. He is located in the Wm. 
Alden Smith building, where he oc­
cupies the entire sixth floor. He will 
do his own traveling, undertaking to 
see his entire trade twice a year.

Mr. Manasse was married Sept. 8, 
1908 to Miss Nellie Reed, of Lake 
Geneva, Wis. They have one child, a 
daughter nearly 5 years of age.

Mr. Manasse is a Mason up to and 
including the 32d degree, but has no 
other fraternal relations.

Mr. Manasse is a man of pleasant 
personality who makes friends easily 
and retains them as long as he lives. 
His parting with the house he had 
represented so many years was a 
source of great regret to both him and

Spring Production Is Gaining.
Production of men’s topcoats and 

suits for Spring has been slowly gain­
ing in volume, and initial shipments in 
some instances are going forward to 
retailers. While the situation is de­
scribed as showing an improvement 
over last year at this time, the caution 
of manufacturers is indicated in the 
restricted duplicate business which the 
woolen mills have received thus far. 
Selling agents, however, believe that 
the momentum of increasing clothing 
production will serve to send in a sub­
stantial volume of orders. This busi­
ness, it is anticipated, will develop 
side-by-side with the early heavy­
weight demand. The question of what 
the preferred colors in the late Spring 
duplicates will be, it is thought, will 
have an important bearing on whether 
light shades are to continue as strong 
factors in the buying.

mirror and the low price at which it 
can be retailed profitably. The bag 
is lined with moire silk of a contrast­
ing hue. Another novelty put out by 
the same manufacturer is a Dutch- 
shaped pouch bag of metallic brocade 
that is mounted on an especially at­
tractive metal frame. This bag also 
retails profitably at a popular price.

Novelty Jewelry For Spring.
Lines of novelty popular-priced jew­

elry for Spring have been quite gener­
ally opened and buyers have been 
sampling some merchandise for early 
sale. Both imported and domestic 
lines feature a wide variety of goods 
indicating strong confidence in con­
tinued consumer demand. Necklaces 
in particular are regarded as likely to 
sell well. Choker effects are continued, 
but the festoon necklace, with the pen­
dant to be worn either in the back or 
front, is described as a new feature 
that is likely to take well. Pearl, crys­
tal and colored stones are the leading 
components of the goods.

Greetings To Dry Goods Association.
Wyoming Park, Jan. 19—I think the 

members of the Michigan Retail Dry 
Goods Association should be congrat­
ulated on having as their Secretary 
that able and charming gentleman, Mr. 
Jason E. Hammond.

I read with a great deal of pleasure 
his news letters which are sent out 
about every two weeks and which he 
very kindly sends to me, and they show 
that he is, indeed, a live wire.

Our Association and its officers wish 
Mr. Hammond and his associates a 
very happy and prosperous New Year.

Paul Gezon,
Sec’y Retail Grocers Association of 

Michigan.

Weiner Cap Company
Grand R apids, M ichigan 

R E A L  V A L U E

t m

CRESCENT GARTER CO.
515 Broadway, New York CityTrr
BAR LO W  BROS. Grand Rapida, Mich. 

Aak about our way.

Good Orders For Silk Gloves.
The advance business in silk gloves 

is described by wholesalers as being 
the largest in a number of years. The 
good early placing of orders is at­
tributed in part to the shortage of this 
merchandise last Spring, when there 
was an exceptionally good consumer 
demand. The one-clasp short cuff 
fancy glove has dominated, slipons and 
long gloves having but little popu­
larity. The variety of fancy trimming 
is large and runs all the way from 
ruffles and frills to highly ornate em­
broidery effects. The tan shades are 
outstanding in the colors wanted, par­
ticularly those known as toast, Manila 
and sunset.

Offers Novel Bags For Women.
A novel covered-frame bag for wo­

men, the covering being of the same 
material as that of the body of the 
bag brocaded silk in solid and floral 
color combination—is now being of­
fered to the trade. Its novelty lies not 
only in its tab fastening, which is 
used in place of the usual clasp, but 
in its fittings of swinging purse and

Spring 
Wash Goods

W e announce the opening of a full line 
of RAYONS—including such well known 
numbers as A M OSKEA G RAYONELLE— 
RA D IO U X  CHIFFON and M O H PA C. All
these goods are sure to be very popular 
sellers this year. A nticipate your require­
ments NOW. They will show you a  G O O D  
PRO FIT.

M any other NO VELTY W A SH  GOODS 
in our line upon which w e will gladly subm it 
samples.

Paul Steketee & Sons
Wholesale Dry Goods Grand Rapids, Mich.



Two S a l e s  I d e a s
first developed by resourceful hosiery re­
tailers—now made available to retailers in 
this territory by Bumham-Stoepel service

(1) “Have what your customers want”

(2) “H ave it w hen  they w ant it”

■HESE two fundamental laws 
for w inning and holding trade 
are today practised by the more 

successful retailers. Earning rec­
ords of the few stores that actually 
put these ideas into practice prove 
their value.

Burnham -Stoepel service

matches these retail requirements. 
It helps you operate your store on 
this more profitable basis.

A  case in point is the new D ur­
ham Sales System, w hich offers the 
retailer five vital, profit-building 
advantages. A sk our salesman to 
explain this System to you.

BURNHAM , STOEPEL & CO.
Detroit, Michigan

DISTRIBUTORS FOR

d u r a b l e - d u r h a m
MADE BY THE WORLD’S LARGEST PRODUCERS CF DEPENDABLE HOSIERY

“SELL IT AS A  LINE”
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RETAIL GROCER
Retail Grocers and General Merchants 

Association.
P res id en t—C. G. C hris tensen . 
V ice-P res id en t—O rla B ailey , L ansing . 
S ec re ta ry —P a u l Gezon, W yom ing P a rk . 
T rea su re r—F. H. A lbrech t. D etro it.

People Who Trade at Too Many 
Places.

W ritte n  fo r the  T radesm an .

Whenever I hear somebody say that 
any factor in any business or profes­
sion “isn’t everything” I am reminded 
of the wholesale grocer who told me 
“money is not everything.” Such a 
statement must sound rather silly to 
any thoughtful person. Obviously, no 
single feature of anything is “every­
thing.”

Conrad W. Frey, Brooklyn, New 
York, is a merchant who takes aver­
ages for a guide—as I recently sug­
gested should be done—and then goes 
further by the light of facts gleaned 
from his own business. He said re­
cently:

“No man can tell you how to mark 
your goods unless he knows conditions 
in your locality and in your store. You 
must know your percentage of ex­
pense (not guess) before you can even 
think of correct mark-up. What 
would be right in one store would be 
all wrong in another.”

This, mind you, is the saying of a 
man who reads grocery books, studies 
Harvard reports, never disregards gen­
eral or average conditions. He is an 
intelligent grocer, one who uses what 
is above his collar. There is, there­
fore, no danger that he will be unable 
to remain in the grocery business and 
make money as long as his health 
holds and he cares to be a grocer.

Frey continued thus: “If you have 
a good, healthy busness, you can take 
your invoice and extend your selling 
prices alongside each item and see in 
that way whether you are getting 
enough margin, but the better way is 
to take your daily sales slips, put your 
cost beside each item, then deduct the 
cost column from the sales column, 
and divide the difference by the sales 
total to get the exact, actual percent­
age of margin,” and he gives the ex­
ample.

He illustrates by a sales slip which 
bears 25 items running through the 
general or representative assortment. 
Extending his sales prices in one col­
umn, he extends his costs in another. 
The total of the sale is $7.35 and total 
cost is $5.78. The difference is $1.57, 
which figures 21.36 per cent. plus. He 
knows his average expense is 18 per 
cent., so he has definite evidence that 
his representative transaction earns 
him 3.36 per cent, profit plus.

“Too much trouble to figure every 
little thing out like that,” says the 
unimaginative man who hates to use 
his think-tank. But just look at the 
check-up Frey has on his business. 
Moreover, he does not have to wait 
until the end of his year to know 
where he stands or how he is making 
out. He knows as he goes along.

The chain merchant, the man whose 
doings are the bugbear mostly of the 
very individual grocers who hate to 
utilize their brains, does precisely the 
things that Frey tells his neighbors 
to do. Just as I have said many times,

there are no special privileges about 
success.

The National Grocers Bulletin for 
December carries the tale of “How 
Grocers Lose Customers.” It is worth 
reading. The writer—ostensibly a 
housekeeper—stresses conditions and 
treatment which should be modified 
by any merchant who is guilty of such 
lapses; but certa nly the story brings 
out a condition which bears heavily on 
the cost of distribution.

For this woman trades at three food 
stores. In each she carries a charge 
account. Look at it any way you will, 
here is a burden that distribution must 
carry which could be cut two-thrds, 
provided those who complain of food 
prices were earnest in their conten­
tions. This is a point that should be 
borne in mind by grocers so that at 
appropriate times it may be brought 
out.

But, despite his lack of tact in em­
phasizing the unprofitableness of Mrs. 
Webster’s business, Axton—the gro­
cer in the case—was to my mind all 
right in declining to serve her further 
on her plan of apportioning trade. 
Business should not be done on the 
basis of past history or, worse still, on 
accommodation. Either basis is un­
economic.

To take Mrs. Webster’s attitude is to 
assume that Axton made so much out 
of her trade when it was larger that 
he can afford now to serve her without 
profit. If that were true, Axton must 
have operated on a basis far from 
economic—a profiteer, in fact. The 
right idea is that each got full value 
received when the Webster trade was 
large. They are quits, then, on any 
equitable basis. Axton may not have 
been diplomatic, but he was right, just 
the same.

I do not like to discuss the accom­
modation basis. There is too much 
of that attitude toward the merchant 
on the part of the customer. It should 
be understood that accommodation 
should not enter at all. For your 
delivery man, the truck repair man, 
your source of gasoline supply—all 
these are hard boiled in demanding 
payment in full for anything you get 
from them. You can get the where­
withal to pay them only from your 
customers. It s properly a quid pro 
quo proposition. It never should be 
otherwise regarded.

There are two kinds of accommoda­
tion trade which should be declined— 
credit which takes liberties with sound 
practice and business which does not 
really pay. It is exceedingly difficult 
to handle either kind on sound busi­
ness lines without giving offense; but, 
nevertheless, it must be done or you 
are not operating to best advantage.

My reference to credit is not to 
doubtful or bad accounts. It is quite 
easy to know how to handle those. I 
refer to perfectly good credit. Much 
of it is in fact so good that it considers 
itself above all rules. That makes it 
somewhat hard to handle, but strict 
adherence to rules will serve here as 
mostly elsewhere.

I have asked perfectly good credit 
to betake itself elsewhere, for the rea­
son that I could not afford to handle 
it. Usually this would evoke astonish­
ed and indignant question. “Why do

Thousands of Retailers say

i f f  S in  n R

-Th e  O h i o  M a t c h  ( o .

Deserve the Popularity They Enjoy

The Ohio Match Sales Co.
WADSWORTH, OHIO

No. 4

When you buy a Holwick Mill you 
buy service—not merely so much iron, 
copper, carbon, etc.

The value of any article depends 
upon the service you get from it

Every Holwick Machine is guaran­
teed to do the work for which it was 
built. The quality and service is 
there and the price is right

But we are making a special drive 
to sell 500 of these mills this year, 
and we will sell this $80.00 Mill for 
$65.00, on time or 10% discount for 
cash.

Full % H. P. Robbins & Myers 
Motor and machined steel cutting 
burrs.

Let us tell you more about it.

Boot & Co.
Distributors 

5 Ionia Ave., N. W.
GRAND RAPIDS, MICH.

Delicious  ̂Steaming 
Coffee

No breakfast complete without it

Our Coffees are the best growths from the 
best plantations—carefully and skillfully 
roasted and blended.

Our line is complete including the nationally 
known brand

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

The Pure Foods House
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MEAT DEALER
you not want my trade? Nobody ever 
lost a cent on me,” protests such a 
person. Here is a chance to point out 
that loss is always entailed when ac­
counts are not paid promptly when 
due. “My father is one of the richest 
bankers in Doncaster,” protested a 
sweet lady from whom payment had 
been demanded by a second statement 
sent the tenth of the month. She was 
not able to see the point that her 
father’s extreme riches meant nothing 
to me as the wherewithal to discount 
my bills and she quit. She returned 
afterward and was a prompt payer. 
Perhaps she had discussed things with 
her father in the meantime.

Others failed permanently to under­
stand, but the point was that my cap­
ital was kept working instead of lock­
ed up in frozen accounts, and it work­
ed for those who so conformed to good 
business rules as to produce the maxi­
mum per-dollar profit to me.

But I had several Mrs. Websters 
during my long experience. These had 
run accounts, traded liberally for con­
siderable periods, then had withdrawn 
all orders except for a few preferred 
items.

Some would leave a standing order 
for a bottle of cream to be delivered 
every morning. This involved all the 
motions of entry, assembly, checking, 
loading, stopping the wagon, jumping 
off and running into the kitchen, entry 
on charge account, mailing and col­
lection that would have been entailed 
by complete service to these customers, 
and almost as much time and work. 
Yet the entire margin earned did not 
cover the average cost of delivery 
alone.

We would stand this for a month or 
two. Then I wTould call the customer 
on the phone and discuss matters as 
carefully as I knew how or I would 
do it personally if opportunity offered.
I would acknowledge the right to 
transfer trade, regretting that it might 
be deemed desrable to transfer, but 
my ending would be in substance this.

“Well, sorry as I am that we do not 
enjoy your business as formerly, we 
have to recognize one fact; that no 
merchant can render service for less 
tlian cost in justice to himself and to 
those who give h m all their trade. It 
costs us more to deliver your present 
orders than we earn. That can only 
be continued at the expense of our 
other trade, since our customers are 
our only source of revenue. That is 
not fair to anybody and so I must ask 
that, until you feel that you want to 
trade with us again, you let the other 
grocer have your cream business too.”

What effect? Why simply this: that 
we devoted ourselves to those whose 
trade was worth while. We gave them 
better service and made more our­
selves. Our business grew on that 
bas s. Courage pays.

Paul Findlay.

High Quality Meats and Low Prices.
Few persons experienced in buying 

either retail or wholesale believe that 
there are many price bargains in real­
ly high-quality merchandise. This is 
true with regard to meats just the 
same as with other goods, and the ad­
vertiser who claims to sell fancy meats 
at prices usually charged for plain 
quality is either a philanthropist or 
something a good deal different. Most 
consumer buyers are sceptical enough 
to believe that few retailing meats are 
giving away anything except good will 
and service, and that if they get full 
value for what they pay with the kind 
of service they require they are get­
ting all they can* reasonably expect.
As a matter of fact, real quality in 
many cases carries a more stable 
gross profit than quality not so good, 
and this gross profit in most cases is 
not excessive, service associated with 
this quality considered. The house­
wife paying 65 cents a pound for por­
terhouse steak may not be paying as 
high a price, relatively, as the one pay­
ing forty cents for medium quality.
In order to know whether prices paid 
for meats in the retail shops are ex­
cessive or not, a study of quality 
should be fully considered and over 
a longer period of time than elapses 
between a half-dozen purchases. It 
may be that you as a consumer-buyer 
do not feel that you want to pay the 
highest price and that something not 
quite so high in the quality scale ans­
wers your purpose just as well. If 
you feel that this is so, it is to your 
best interest to buy your meats in the 
shops handling the quality you require 
at prices you are willing to pay, but 
the other dealer who handles the high­
er grades should not be accused of 
being unfair, for, as pointed out a 
minute ago, he may not be making 
any more money than the dealer you 
patronize. The value of a prime rib 
roast goes back much further than the 
retailer selling it. The steer it was 
cut from had to be of good breed, well 
fed on grain for a long time and held 
under proper refrigeration long enough 
to make the roast right. That there 
is something inconsistent in the way 
some retailers advertise is shown in 
every holiday turkey market. In some 
shops turkeys are advertised this year 
as fancy Maryland stock at 45 cents 
a pound, while the wholesale value, 
which means the prices actually paid 
by retailers, was not less than 52 to 
53 cents a pound, and in many cases 
more. Judgment is necessary and 
common sense applicable.

When talking with customers do 
you mumble your words, making it 
necessary for them to ask you to re­
peat? If so, know that a good many 
times they do not ask, but go away 
not knowing what you did say.

Beefsteak Oyster.
Oysters the size of beefsteak will ap­

pear on the menu of Northwest epicu­
reans soon if success attends experi­
ments wh'ch Professor Trevor Kincaid 
of the University of Washington bi­
ology department has just completed at 
Samish Bay, Puget Sound. The oyster 
the scientist is experimenting with 
comes from oriental waters, known as 
the Japanese oyster. It averages from 
e'ght to twelve inches in length and 
when shelled still weighs nearly a 
pound. Professor Kincaid says qual­
ity is not sacrificed to quantity, for the 
giant oyster is delicious.

Advertising That Helps 
Yon Sell

National advertising tells your customers about Fleischmann’s Yeast- 
for-Health. Package displays at your store remind them to b u y . “  
costs you nothing to devote space to these displays, but it pays profit 
in sales if you show them prominently.

FLEISCHMANN’S YEAST 
The Fleischmann Company 

SERVICE

Mail Us 
Your Orders
“Yellow Kid” Bananas are in season 

all year around.
They are the all food fruit and are 

delicious and chea]).

The Vinkem ulder Company
GRAND R A P ID S , M IC H IG A N

M. J. DA RK & S O N S
G RA N D  RAPIDS, M IC H .

Receivers and Shippers of A ll

Seasonable 
F ruits and V egetables

At
Every Meal 

Eat . 
HEKMANS 

Crackers and 
Cookie-Cakes

Delicious cookie-cakes and crisp 
appetizing crackers —  There i* a 
Hekman food-confection for every 
meal and for every taste.

iPiscuitCo.elçman l/ïscuii
Grand Rapids.MicH
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HARDWARE
Michigan Retail Hardware Association. 

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

P e toskey .
S e c re ta ry —A. J . Sco tt, M arine C ity. 
T re a s u re r—W illiam  M oore, D etro it.

Securing Results From a Farm 
Canvass.

W ritte n  for th e  T radesm an .
From Christmas until the end of 

February is a long stretch of time with 
little in the way of retail trade activity 
to relieve its monotony. During that 
period the hardware dealer does not 
find conditions very brisk. He should 
not, however, be willing to concede 
that good use cannot he made of the 
time.

Of course one item on his agenda 
which he cannot disregard is the an­
nual inventory. That has to be attend­
ed to. But, outside that, the winter 
months can be used to splendid ad­
vantage in preparing the way for the 
spring trade which opens, as a rule, as 
soon as the weather shows signs of 
moderating.

The time can be used in a part cu- 
larly effective way in securing orders 
for lines which farmers will require in 
the spring. Among the goods which 
can be handled in this way are fencing, 
roofing, cement, pa nt and fertilizers.

Reaching the farmers during the 
winter months is by no means an easy 
task. The farmer does not come into 
town any oftener than he can help; 
though since motor cars came into 
more general use, this condition has 
somewhat improved. But as a rule it 
will be found to be strictly a case of 
the hardware dealer going out after the 
farmer.

Many reta'l hardware dealers have 
adopted the “outside salesmanship” 
plan, either going themselves on a 
canvass of the neighborhood, or de­
tailing an energetic member of the 
staff to look after this work.

The advantages of going after the 
consumer in this way are so apparent 
that they hardly require to be enumer­
ated. The salesman gets to the pros­
pect first, and is able to talk to him 
without interruption. He finds cut in 
all probability other lines which the 
farmers he calls upon need, or will 
need later on. He gets to know them 
personally. And he advertises the 
store; all in themselves good and suffi­
cient reasons for the canvass.

Of course there are large city stores 
which do not need to cater to rural 
trade in this way; and large city stores 
where the trade done is ent rely urban. 
But for the small city, town or village 
hardware dealer, the country canvass 
is as a rule well worth while.

Because it represents the aggressive 
personal contact of the store with the 
prospect, it is generally thought well 
worth while for the head of the busi­
ness to handle the rural canvass him­
self. First, because most farmers are 
largely influenced by personal-ty, and 
appreciate such attention from the 
head of a business. Second, because— 
though it may involve long drives and 
some chill discomforts—getting out 
among his rural customers is bound to 
waken the hardware dealer, to stimu­
late his mind, and to exercise rather 
a tonic effect on him.

A hardware dealer in a town of

about 5,000 people has worked out a 
careful plan for rural canvass. This 
dealer follows the custom of issuing 
two or three circular letters during the 
year to back up his regular advertis­
ing in the local newspapers. These 
circulars have been found effective for 
various reasons, not the least of these 
being that they are but a part of a 
carefully-planned campaign.

This dealer has carried on his cir­
cular campaign for some years, so that 
people have become accustomed to see­
ing and reading his circulars. A care­
fully compiled mail ng list of about 
500 is used, at present, as the result of 
the practical experience of several 
years. The list has been carefully 
watched and weeded, until it contains 
only the names of live prospects for 
the class of goods especially featured. 
Thus, the probability of direct results 
from the campaign has been mater.ally 
increased.

The issuing of these circulars is, 
however, merely the first step in the 
campaign. Early in the new year a 
member of the sales staff starts out 
and canvasses the adjoining townships 
very carefully. He calls on every 
farmer, and endeavors to make sales 
in various lines. If the farmer has no 
immediate needs, an effort is made to 
interest him in supplies for future 
needs.

Thus, if the farmer is intending to 
build an addition to his barn, the sales­
man makes note of the fact; and, when 
the time comes, the farmer is inter­
viewed again in regard to the neces­
sary supplies. The dealer sums up the 
result of a year’s canvass as follows:

“The salesman makes notes of the 
varous lines of goods required by the 
various farmers, and gives me a valu­
able list to follow up during the year, 
on such lines as roofing, fencing, ce­
ment and builders supplies.”

The best proof of the success of the 
system is furnished by wThat has been 
done in one particular line. The deal­
er made a special effort last year to 
push the sale of a certain fertilizer by 
advertising, circulars and personal can­
vass. In the course of the year he 
handled five cars. This year he expects 
to do considerably better.

The following is a copy of a circular 
letter sent out:

January 8, 1926.
Dear Sir:—

In subm tting our fertilizer proposi­
tion for 1926, we wish to thank our 
customers of 1925 for their liberal 
patronage (our sales being two cars 
over the previous year) and for their 
kind words of approbation of the goods 
we have been selling.

The outlook for 1926 is particularly 
bright, and we can readily foresee 
largely increased sales, and we feel 
that the quality of the goods warrant 
your confidence in their use.

Below you will find analysis of the 
brands we are selling this year, with 
prices and terms and descriptive mat­
ter regarding the brands quoted. Our 
supplies will start coming in dur.ng 
this month, and we will be able to give 
early delivery, during sleighing if nec­
essary.

We will appreciate a continuance of 
your valued patronage.

John Smith & Company.

BROWN &SEHLER
C O M P A N Y

“HOM E OF SU N BEAM  GOODS

Automobile Tires and Tubes Farm Machinery and Garden Tools 
Automobile Accessories Saddlery Hardware

Garage Equipment Blankets, Robes & Mackinaws
Radio Equipment Sheep lined and

Harness, Horse Collars Blanklet - Lined Coats

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

Ne<w
or

Used

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

for store 
or

office

G. R* S T O R E  F I X T U R E  CO*
7 Ionia Avenue N. W.

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

W*»

157-159 Monroe Ave. - 151-161 Louis Ave., N. W.
G R A N D  - R A P I D S  - M I C H I G A N

M ichigan Hardware Co.
100-108 Ellsworth Ave.,Corner Oakes

GRAND RAPIDS. MICHIGAN

Wholesalers of Shelf Hardware, Sporting 
Goods and

Fishing Tackle
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Appended is a list of the various 
brands handled, together with a de­
scription and analysis of each. Prices 
are quoted. At the bottom of the let­
ter is an order blank for the recipient. 
This letter is no remarkable perform­
ance in the way of hardware publicity; 
yet last year a similar letter within a 
couple of weeks brought in over two 
carloads of business, with the big can­
vassing driVe still to come.

Even if the immed ate results from 
a country canvass are not large, it has 
several distinct values for the hard­
ware dealer. First, it prepared the way 
for the spring drive for business, and 
gives the dealer early information as 
to the probable spring requirements 
of h s country customers. Second, it 
brings the dealer into personal con­
tact with a lot of customers he would 
otherwise not be likely to meet at this 
season. And it rouses the dealer to 
real activity at a season when he 
would otherwise get into the bad and 
profitless habit of resting on his oars 
and adds to his insight into farm con­
ditions. Victor Lauriston.

Pacifism P lan  Treason. 
Grandville, Jan. 19—Pacifism still 

rears its hydra head iiL,J>arts of the 
country where it would be least ex­
pected.

-In Evanston, where 900 young 
churchmen and churchwomen met in 
in interdenominational conference, the 
subject of peace and war came up and 
181 student delegates declared that in 
the event of another war they would 
refuse to take any part.

Only sixty-five out of the 461 dele­
gates who expressed their v ews ad­
mitted a willingness to take up arms 
should they be called to their country s 
defense. It would seem from this that 
the pusillanimous doctrines inculcated 
bv the peace-at-any-price advocates 
have taken root and are beginning the 
work of making weaklings of our 
young c tizenry.

Militar.sm in the schools is what has 
shocked these namby pamby religion­
ists who think more of their precious 
skins than of their country s honor. 
Where would the United States be to­
day had a majority of her people fol­
lowed the faith of these new recruits to 
the cause of non-defense of country m 
time of jeopardy? Flat at the feet of 
fore gn enemies, worse than were the 
American colonies at the time of the 
Declaration of Independence.

Yankees have not been cowards in 
the past; they will not be cowards and 
weaklings in the future, even though 
the poison of pacifism may work its 
utmost to poison the young American 
mind against a needed m litary prepar­
edness. . ■ . .Think of it! Only one in e ig h t ot 
the flower of American young man­
hood and young womanhood express­
ing a desire to stand by the country
in t me of war. . , , ,  ,

Should this record hold good 
throughout the Nation fhe n‘ e 
States would fall a prey to the first 
European or yellow country which 
chose to attack us. Of course, no such 
pronort on of our young men and wo­
men feel as do these collected students 
at Evanston. The shame of acknow - 
edging their resolve to refuse to come 
to the defense of their country in time 
of need ought to make them hide their 
heads and seek refuge in either Mex co 
or some island in the ocean where 
Old Glory would never again offend
their sight. . .

Military training in our schools and 
colleges is of the highest worth, and 
makes for better cit zenship in every 
particular. It would not be harmful 
if every able bodied son of America 
was -versed in military tactics, so that 
he might stand ready to join the colors 
at the next call to arms.

These pacifist ladies and gentlemen 
seem to think that the most wicked 
and demoral zing crime on earth is to 
defend one’s country when that coun­
try is assailed by a malign foe. It is 
through this defense in times past that 
we have a country in which the peace­
ful folks may assemble and tell 
their tales of woe to an interested pub­
lic. .

It is bad for the country to inculcate 
this doctrine of pacifism in the minds 
of our school children. To teach the 
youth of the land that defense of the 
flag by militarv force is all wrong and 
that the right thing to do is to submit 
to being overrun when another nation 
sets foot on our shores with conquest 
intent.

There is not an animal on earth so 
dumb that it will not fight in self de­
fense when called upon to do so. How 
much more unmoral for a whole peo­
ple to resolve to make martyrs of 
themselves in order that peace may 
re gn and the horrid front of war ban­
ished to the limbo of forgotten things. 

Forget war.
Keep peace by refusing to organize 

militarv bod es in the land; keep peace 
by permitting our enemy to not only 
smite us on one cheek, but on both, 
and then knock us down and sit on 
our prostrate body, while the enemy 
tears the stars and stripes to shreds 
before our eyes.

There is nothing so lovely as peace; 
nothing so horrid as war.

Working on this principle, men and 
women imbued with the ideas promul­
gated by the pacifists of Evanston are 
ready to welcome their own National 
destruction, and say they lik it, be­
cause to show proper resentment to 
the enemy would bring about a fight.

There are worse things than war; 
worse things than fighting, among 
destruction, and say they like it, be- 
trodden under foot by enemies while 
we shout praises to the god Peace.

This country never fought a war be­
cause of being prepared by military 
trailing. No nation on the footstool 
can expect to long exist if it follows 
the rules laid down by the Evanston 
pacifists.

A man who will not fight for his 
country when the need comes is not 
fit to have a country. Like the man 
without a country, he should be ban­
ished forever from the shadow of the 
flag and left to wander a hopeless 
vagabond over the earth.

Military training is a necessity which 
Amer ca cannot shunt and still hold 
its head up among *he nations of the 
earth.

It seems a pity that there has been 
such pacifist training in parts of our 
land wh ch has led to organizations 
such as this one in Evanston which in 
the event of war would refuse to take 
any part. There were a few such in 
the days when civil war rent the land, 
and they were righteously branded as 
tra tors and treated accordingly.

Proper training of students in our 
schools is of the greatest importance. 
The Evanston brand of Amer camsm 
should be shunted aside and true 
Americanism, which stands up man­
fully for the flag and the country in 
time of war, more thoroughly em­
phasized. Old Timer.

Institutional advertising is the very 
best kind of advertising that a country 
store can do. Sell your institution to 
the customers. But you cannot do 
that unless you have a worthy institu­
tion to sell. Maybe that s the reason 
many merchants when they do write 
an advertisement write it only of “a 
sale.”

The old fashioned merchant who 
took a great pride in his supposition 
that he was the best buyer in town 
is a dead one to-day. He is in the 
horse and buggy class.

-r-» 1 W.T „ • I T »  1 GRAND RAPIDSFourth N  ational oailK MICHIGAN
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COMMERCIAL TRAVELER
News and Gossip Regarding Michigan 

Hotels.
Port Huron, Jan. 19—Why cannot 

the high pressure baking plants pro­
duce something akin to “home made” 
bread. They advertise it, but never 
turn out anything which bears the 
slightest resemblance to it. It cannot 
be for reason of not having the proper 
ingredients, for the reason that when 
Mother takes a hand in the kitchen it 
comes forth a flying.

A prominent Detroit caterer told me 
last week that fully one-half the bread 
produced bv the regular plants never 
reaches the human stomach in the 
form it was originally prepared and 
that the individual demand for it is 
gradually falling off.

Wonderful French creations, requir­
ing the greatest application of the 
baker’s art, are carried away by the 
public and subsequently consumed, but 
when it comes to the production of the 
“staff of life” there is a monkey 
wrench in the machinery.

I have not the least doubt that if 
real, honest-to-goodness home-made 
bread could be prepared under scien­
tific conditions, the product could be 
readily disposed at twice the present 
standard prices prevailing to-day.

It is not uncommon for an eating 
place to gain a reputation on certain 
soups, meats or desserts which they 
prepare to perfection, but it would be 
unusual if they became celebrated for 
their breads. And yet there is no one 
kind of food used so often, appearing 
at every meal, as bread. Much as the 
baker may talk of his “butter-kissed” 
product, he relegates it to the rear 
when he is producing.

Once there was a time when whole­
wheat was used in producing a really 
desirable article of food, but to-day one 
is as tasteles- as the other.

Fame and prosperity await the in­
dividual who will concentrate on bread 
as an article of food.

The other day I spent a few hours 
with R. A. (better known as “Dick”) 
Carson, at his Allenel Hotel, at Ann 
Arbor, and found h'.m, as usual, re­
habilitating his property. Henry Bohn 
says that the greatest element of pre­
vention in the building of needless and 
unnecessary hotels is to have your 
lamps trimmed. In other words, to 
have the excellence of your establish­
ment abreast of the times, so that your 
accommodations cannot be crtidsed, 
and I think Mr. Carson has the right 
ideas.

They have talked some of a new 
hotel at Ann Arbor, but if these talkers 
are investigators as well, and will take 
the time, as I did, the other day, to go 
over the entire works, they will be­
come more enthused over what is, 
rather than what is to be.

Everything sp ck, span clean and a 
shinin'. Decorations and draperies 
tastefully conceived, new carpets and 
rugs on the floors, and a tasteful selec­
tion of furniture which gives one a 
feeling of real hominess.

And this has not been a “hit and 
miss” propos tion, but rather a stem 
to stern program of improvement.

Keeping your lamps trimmed is the 
big idea in hotel operation, and it may^ 
be applied to either feeding or lodging.

Geo. Swanson, the capable manag­
ing director of the Huron, Yosilanti, 
tells me that two more stories are to 
be added to his hotel, and that con­
struction of same will begin at once.

The Huron was a community built 
establishment, but it was constructed 
because Ypsilanti had no hotel, and 
not to drown out someone who already 
had invested all he had in a s:m:lar 
enterprise, but its promoters had sense 
enough to realize that if it ever became 
a financial success instead of a “char­
ity” it must be given into the hands 
of someone they had confidence in and 
who could have full rein in the man­
agement of its affairs. George Swan­
son was “it.” Where failure was pre­

dicted by old operators, Swanson de­
veloped success. It produced divi­
dends from the very outset, and now 
they need more room.

In this establishment is. without 
doubt, one of the finest examples of 
common sense decorations in Michi­
gan. Ever seen it? Well it will be 
worth your while to call in on The 
Huron coffee shop and while there 
test the cusine. This is one of their 
ordinary offerings:
H e a r ts  of C elery Q ueen Olives

C onsom m e C lear
B roiled L ake  T ro u t, Sliced T om ato  

F r ied  P o rk  C u tle t, C ream  G ravy  
B roiled  T enderlo in  S teak , M ushroom s 

R o as t Young Gosling, A pple Sauce 
R o ast P rim e  of Beef, a u  ju s  

W hipped P o ta to e s  C andied  Y am s
C a.ifo rn ia  A sp a rag u s , H o llandaise  

H o t Rolls a n d  B u tte r  
W aldo rf Salad

E ng lish  P lum  Pudding , H a rd  S auce 
H om e-M ade M ince P ie 

Ice C ream  an d  C ake 
Coffee

Henry Bohn, of the Hotel World, 
Chicago, who was present and deliver­
ed the principal address at the Michi­
gan Hotel convent.on, in Detroit, made 
a few notes during the discussion of 
the He'p Problem and upon them has 
built an editorial which I want every 
hotel man, especially such as were 
not present, to read. This will be my 
best method for broadcasting it:

“The difficulty of finding common 
hotel helo at wages warranted in hotel 
service is but one factor of the prob­
lem; there is at least one other trouble­
some question. It is: Shall the help 
be fed and lodged in the hotel as part 
of the wages or shall a higher wage 
be paid and the employes “find” them­
selves? The tendency seems to be to 
do the latter. If the rooms occupied 
by help can be converted for guest use 
the space is too valuable to be occu­
pied by employes. Of course, this de­
pends upon percentage of occupancy 
in the hotel and how often these rooms 
can be filled with patrons. While in 
many country hotels the occupancy 
runs from only 50 to 60 per cent, busi­
ness has so changed in the matter of 
fluctuation that in convention periods 
or rush times it is desirable to have the 
largest possible room capacity. The 
house may be more than half empty 
for the week ends, but no hotel wants 
room shortage in the m:ddle of the 
week, so even inferior rooms, such as 
employes usually occupy, may be 
worth more to sell than to use for the 
help. That is an individual determina­
tion and should be decided after a care­
ful record kept for a period as to how 
many times the rooms can be sold and 
at what price.”

The feeding of help has been a 
troublesome matter for some hotel op­
erators. The worst feature of it is 
that the help is never satisfied with 
the food offered. Naturally, it is not 
an easy stunt to arrange three times 
a day a menu for employes that shall 
stay within the percentage allowance 
for feeding help and at the same time 
give the necessary variety and balanced 
ration values. In this age of cafeter-as 
and quick service eating shops if hotel 
help prefers a little more money in­
stead of the hotel food the wise oper­
ator willingly makes the exchange for 
a change. That is the way to impress 
the help with a full knowledge of what 
the food costs. Some hotel managers 
declare that the help might just as 
well be fed as “they will get it any­
way.” Others deny this, that this is 
a matter of discipline and system. If 
there is not careful supervision, many 
employes eat like spoiled children— 
waste the food in dishing up—eyes 
larger than their stomachs—and the 
garbage can gets it. The farmer says 
the horse “eats his head off” in the 
w inter months, so in some instances in 
the hotel during dull periods, they do 
the same thing.

The latest candidate in the hotel 
i;ne soliciting public patronage is the 
Hotel Jefferson, at Flint, which was 
opened on Tan. 5.

“The one problem in my estimation,” 
savs E. M. Statler. “above all others
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confronting the hotel industry to-day 
is the overbuilding of transient hotels.” 

Coming from a man who has prob­
ably been the largest producer of ho­
tels in the entire world this ought to 
make the prospective investor some­
what wary about entering a line of 
business of which he knows little. It 
is all the outcome of ill-advised and in 
many cases, dishonest propaganda.

In the first place the man who sells 
the land gets his profit out of that; the 
builder gets his profit from construc­
tion, and, naturally the promoter comes 
in for his share of the “swag.” But 
when it comes down to the hotel man­
ager or operator, he is attempting to 
operate a proposition with such tre­
mendous overhead that it will take him 
his natural lifetime to show a profit on 
the amount invested.

Every experienced hotel man can re­
cite instances of hotels built by popu­
lar opinion.—opinion created and crys- 
talized by misleading statements—and 
pract cally in every case of recent con­
struction in Michigan, the red ink sel­
dom has a chancy to dry on the ledger.

Frank S. Verbeck.
Detroit Aspect of Retirement of the 

Judson Grocer Co.
Detroit, Jan. 19—The announcement 

that Lee & Cady, wholesale grocers, 
had absorbed the business of the Jud­
son Grocer Co., Grand Rapids, by out­
right purchase, not only means the 
merging of two of the largest and old­
est wholesale houses in the country but 
marks another milestone in the tre­
mendous expansion of the Detroit firm.

Gilbert W. Lee.

Gilbert W. Lee, President of Lee & 
Cady, was born in Romeo, Michigan. 
Immediately after h s  graduation from 
high school, he came to Detroit with 
the determination of becoming a suc­
cessful business man. He was valedic­
torian of his graduating class at Ro­
meo. The subject of h s address was 
“finance.” That speech on financ« 
was the parting word of a boy to his 
classmates and the fathers and mothers 
of Romeo. He immediately came to 
Detroit and put his thoughts on that 
important subject into action. Just a 
hint as to how well he has succeeded 
can be realized by the announcement 
that the present combined volume of 
business of the old Judson Grocer Co. 
and Lee & Cady is approximately $25,-

Almost immediately after Lee s ar 
rival in Detroit, this country boy s de­
termination made itself felt in com­
mercial circles. He secured a clerk­
ship with George C. Wetherbee & Co. 
wholesale woodenware firm. Within 
two years he became part owner of the 
business and became a traveling sales­
man. At that time the pr ncipal gro­
cery house in Detroit was D. D. Mai 
lory & Co., a firm having ’{s mam 
office in Baltimore. In 188.5’ Mr' L?€ 
entered a partnership, which bought 
out the Michigan business of D. 1J. 
Mallorv & Co. Although this was the
real start of the present Lee & Cady,

the bus ness was not organized under 
that name until 1892.

Mr. Lee has been one of the most 
extensive real estate operators in De­
troit, although for the most part his 
name was not publicly mentioned with 
these transactions.

He was one of the organizers of the 
Paige-Detroit Motor Car Co. and has 
served as treasurer and member of the 
board of directors of that corporation 
since its founding. He is a director 
and member of the executive commit­
tee of the First National Bank of De­
troit, Vice-President of the Michigan 
Sugar Co. and Vice-President of the 
Hammond Building Co. Other busi­
ness connect ons are too numerous to 
mention.

The firm of Lee & Cady, from a 
meager beginning, has become not 
only the largest wholesale grocery 
house in Michigan, but, if not the larg­
ed one of the largest, in the United 
States to-day. The institution to-day 
has many officers who entered the 
firm over a score of years ago. S. J. 
Campbell and Frank J. Carrol, both 
vice-presidents, have served th rty-five 
years. Charles M. Higgins, manager 
of the cigar department, thirty years; 
Fred W. Kerr, vice-president, twenty- 
five years; Thomas J. Marsden. vice- 
president, twenty-five years. George 
A. Treble, secretary and treasurer, has 
served twenty-five years. John P. 
Moulton, buyer, has served sixteen 
years. , ,

Over 10,000 retail stores, served by 
Lee & Cady, are affected by the en­
larged Lee & Cady. Many prosperous 
retail firms to-day owe their existence 
to the magnanimous attitude and sound 
advice of this firm, which has helped 
them weather financial straits.

In discussing the acquisition of the 
Judson Grocer Co., Thomas J. Mars­
den, vice-presdent of Lee & Cady, said 
Lee & Cady is now in a position to 
give better service to the entire State, 
particularly in the matter of shipments. 
By having a branch at Grand Rapids 
the Western and Northern portions 
will have the best service obtainable.

“We will reta'n Harry Stanton, pres­
ent treasurer of the Judson Grocer Co., 
as general manager of our Grand Rap­
ids branch. The Judson Grocer Co. 
and its predecessors have been doing 
business for fifty years.

“Mr. Judson, who retires, is one of 
the best known Grand Rapids business 
men and well deserves being relieved 
of the cares of an active business. He 
is vice-pres dent of the Old National 
Bank of Grand Rapids, and a d.rector 
in the Antrim Iron Co. and the Mich­
igan Bell Telephone Co. He was the 
first president of the National Whole­
sale Grocers’ Association.”

Other branches of Lee & Cady are 
located at Kalamazoo, Saginaw, Bay 
City and Flint.
Michigan Canners Hold Interesting 

Meeting.
Practical topics and a lively interest 

were outstanding features marking the 
annual meeting of the Michigan Can­
ners’ Association meeting held at the 
Pantlind Hotel on January 15.

President Mark C. Hutchinson, in 
his opening remarks, directed the 
trend along the line of business first. 
He remarked that the men who made 
up the Association had a $20,000,000 
baby on their hands in their joint in­
vestment. While his expressed opin­
ion indicated a strongly individualistic 
trend he asserted that that the Asso­
ciation should be of a distinct general 
benefit to every canner and to the 
industry as a whole. He declared that 
every canner has his individual prob­
lems which he should be prepared to 
work out in his own way. Mr. Hutch­
inson asserted that the capably oper­
ated canneries in Michigan had experi­
enced four profitable seasons, but that

with the boom propaganda for 1926 
he thought that it was a good time 
for everyone to watch his step and 
play the game conservatively. He in­
timated that it was a poor year to 
speculate. He raised, by inference, a 
point on selling futures, where he took 
the ground that the canner had rather 
the worst of the game in some ways.
He stated that the, canner was asked 
to sell at price that will guarantee the 
dealer a profit, and that he was asked 
to buy at a price that will guarantee 
the grower a profit, and having but 
one profit for himself—which was not 
guaranteed—from which to guarantee 
these several profits it was very much 
like putting the burden of three pairs 
of pants on one pair of suspenders.

J. J. Martin, of Sturgeon Bay, Wis., 
disagreed with President Hutchinson 
upon recent years being satisfactory 
ones in the cherry industry.

President Hutchinson asserted that 
for three years the independent can­
ners had returned to the grower a 
higher price than had the co-operative 
canneries.

Dan Gerber, of Fremont, discussing 
canned foods week from the canners’ 
standpoint detailed the experience of 
his own company and declared that it 
was an undertaking of great possibil­
ities.

L. A. Sears, of the W. R. Roach 
organzation, of Grand Rapids, was 
pronounced in his endorsement of the 
proposition, declaring that it increased 
interest in canned foods, tended to­
ward a habit of larger buying and to 
increased consumption. Mr. Sears 
made the surprising declaration that 
canned foods was the third largest 
industry in the country and that one- 
fourth of all the food consumed in 
the country is canned. He stressed 
the slogan of quality, in which he de­
clared that Michigan led all other 
states.

W. P. Hartman, of Grand Rapids, 
late of the Michigan Department of 
Agriculture, now with the W. R. 
Roach organization, described in de­
tail the work of the Michigan State 
College experiment in the production 
of Barron tomato seed, also discussed 
the cherry maggot, and emphasized 
the danger of the European corn bor­
er, a diligent and co-operative fight 
against which must be made.

Guy W. Rouse, of the Worden Gro­
cer Co., Grand Rapids, discussed can­
ned foods week from a distributor’s 
view point, and gave it his endorse­
ment, detailing, however, the work in­
volved if it is to be a definite success. 
He stated that canned goods are the 
least advertised product entering into 
the grocery business, in proportion to 
the volume of sales.

A. Johnson, of Sturgeon Bay, Wis., 
discussed the canning industry in gen­
eral, especially as pertaining to cher­
ries, which is the one item of his con­
cern.

Frank Gerber, of Fremont, in dis­
cussing the “Benefits of Association 
Work” emphasized the fact that it 
was largely inspirational, that it in­
volved a responsibility of leadership, 
which assured quality to the product 
and dignity to the industry.

Consideration was given to a revi­
sion of the standard of syrups for vari­

ous fruits, in most cases the newly 
adopted standards were of a higher 
degree.

Resolutions were adopted inviting 
the Western Canners Association to 
meet in Grand Rapids for their 1926 
annual meeting; also expressing ap­
preciation of co-operation of the sev­
eral departments of the Michigan State 
college and especially to Prof- R. H. 
Petit.

The following officers were elected 
and committees chosen for the coming 
year:

President—M. C. Hutchinson, Fenn- 
ville.

Vice-President—Dan Gerber, Fre­
mont-

Secretary-Treasurer—W. P. Hart­
man, Grand Rapids.

Executive Committee—Wm. Mc- 
Ewing, Don Morgan, Chas. Corey, 
Chester Ray.

Publicity Committee—H. M. Royal, 
Dan Gerber, B. C. Nott.

Sanitation Committee—Walter Reed, 
E. B. Gill, A. J. Morton.

Raw Products, Supplies Committee 
—Wm. Godfrey, H. C. Morgan.

Standards Committee—W m. Mc- 
Ewing, Wm. McCool, C. L. Corey.

Specifications and Variety Improve­
ment Committee—W. P. Hartman, E. 
P. Ray, Herman Hoffman.

Degrees of syrup for various fruits 
were decided on as follows:

Strawberries: Fancy, 70 deg.;
Choice, 60 deg.; Standard 30 deg.

Red Raspberries: Fancy, 60 deg.; 
Choice, 40 deg.; Standard, 20 deg.

Black Raspberries: Fancy, 40 deg.; 
Choice, 30 deg.; Standard, 20 deg.

Blackberries: Fancy, 50 deg.;
Choice, 40 deg.; Standard, 20 deg.

Cherries: Fancy, 70 deg.; Choice, 
50 deg.; Standard, 20 deg.

H. M. Royal.

Style Holds Back Wool Hose.
Style problems are playing a big 

part in the uncerta nty that has been 
d splayed by the jobbing trade on wool 
hosiery for next season, especially 
half hose, according to the current spe­
cial news letter of the National Asso­
ciation of Hosiery and Underwear 
Manufacturers. It is fairly agreed that 
fancies will be good, the letter says, 
but few minds seem to meet on the 
question as to just what kinds of pat­
terns w'll be the biggest sellers. In 
addition to this, some jobbers are plac­
ing considerable emphasis on the vol­
ume of this merchandise they may 
have to carry over as a result of the 
mild Winter to date, although much of 
the talk about carryover is thought to 
be exaggerat'on.

Columbia Hotel
KALAMAZOO 

Good Place To Tie To

CODY CAFETERIA
Open at 7 A. M.

TRY OUR BREAKFAST 
Eat at the Cafeteria it is Cheaper

FLX>YD M A T H ER , M gr.
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DRUGS
M ich igan  Board  o f Pha rm acy .

P res id en t—J. A. S k inner, C edar S prings
D irec to r—H. H. H offm an, Lansing .
E x am in a tio n  Sessions—D etro it, Jan . 19, 

20 and  21; O rand  R apids. M arch 16, 17 
and  IS.

Competition of Chain and Department 
Stores.

In order to prepare a background for 
what I have to say. there is some in­
formation which should be given you. 
In the first place, you should know 
that in this country there are 52,304 
reta 1 druggists, including members of 
all chain stores. Six per cent, of the 
total number of drug stores are mem­
bers of chain organizations. Retail 
drug stores of the United States have 
an annual sales volume in excess of 
$1,250,000,000, and of this, but 16 per 
cent, is done by the 6 per cent, mem­
bers of chain organizations. This vol­
ume of business does not take into con- 
s deration sales by department stores, 
general merchants, novelty stores, 
small soda fountains and cigar and 
candy stores. All of these businesses 
are selling more or less of toilets and 
proprietary medicines.

An estimate of the volume of busi­
ness done in drug store items by de­
partment stores alone, is not available 
at this time; but the figures are un­
doubtedly stupendous.

The sal ent points in the foregoing 
statement which should be kept in 
mind are two: First, that of the total 
retail drug stores in this country, less 
than 3.500 are members of chain or­
ganizations. Second, that of the tre­
mendous volume of business passing 
through the retail druggists, less than 
$200,000,000 is controlled by the chain 
organ zations. This leads directly to 
a statement which cannot be disproven 
that is, that the independent retail 
druggist of the United States is to-day 
the normal channel of distribution for 
manufacturer, and the most fertile field 
for sales for the wholesaler and whole­
salers’ salesmen. It may help you to 
a further consideration of the strength 
of the independent retail druggst, to 
consider that 280 service wholesalers 
of the United States do $400,000,000 
business annually, of which 87 per cent, 
is with independent retailers. A fur­
ther interesting fact is that the service 
wholesalers of the United States have 
$50,000,000 invested in accounts and 
notes owing them from their indepen­
dent retail druggist customers. This 
goes to prove but one thing; and that 
is, that the independent retail drug­
gist cannot exist for any great length 
of time without the distribut ng facili­
ties of the wholesaler and without his 
credit accommodation. It should, 
therefore, be perfectly clear and plain, 
first, that the most effective channel 
of distribution to the consumer is the 
independent reta 1 druggist; and sec­
ond, that the existence of the inde­
pendent retail druggist depends upon 
the service wholesaler.

I have set up these facts in order to 
prepare a background for what follows.

We can all of us remember back 
fifteen or twenty years when the retail 
druggist controlled the bulk of the dis­
tribution of products in his line, and 
when the wholesale druggist was a

friend and ally—not only of the retail­
er, but of the manufacturer. In the 
days to which I am referring, full list 
prices were received by retail drug­
gists for the merchandise they sold. 
The department store and chain store 
were both unknown as factors of dis­
tribution of proprietary articles. A cut 
price was a very infrequent th ng. Oc- 
cas'onally sales at reduced prices were 
indulged in by the larger retailers, 
more as a matter of an acrobatic busi­
ness stunt than as a definite sales 
policy. Conditions in our business to­
day are just the opposite. Start ng 
with cut prices in department stores on 
items other than proprietary medi­
cines, the practice of selling at less than 
the list has permeated, not only the 
drug business, but the grocery busi­
ness, the hardware business and the 
department store business. Perhaps no 
one institution in business has suffered 
so sadly as has the retail drug store. 
This is largely due to the fact that the 
bulk of the retail drug business was in 
popular propretary items, most of 
which are widely advertised, most of 
which are well known to the consum­
ing pubic, and a good many of which 
are actual toilet or hygienic necessities. 
Due to the peculiar position occupied 
by these proprietaries particularly in 
their appeal to the consuming public, 
other lines of business and notably the 
department store, have seized upon 
them as an advertising medium 
through which by the establishment of 
cut prices, customers could be lured 
into their places of business. It is 
also a fact that certain retail druggists 
and retail drug organizations, in an 
effort perhaps to combat the action of 
department stores, have established 
themselves as cut-rate drug stores. The 
important fact wThich these cut rate 
drug stores have overlooked, is that 
whereas the department store has 
many lines of merchandise whch can 
act as shock absorbers to the loss en­
countered by the sale of proprietaries 
at cut prices, the retail drugg st has 
no such adequate protection. It is 
true that many of these cut-rate drug 
stores are being operated as partial 
successes; due largely to a very heavy 
volume of business and opportunity to 
exploit customers by selling them 
other lines of merchandise. It is, how­
ever, a noteworthy fact, that in the 
average city, say of 300,000 population 
there ’s not enough of a volume of 
business in proprietaries at cut prices 
to adequately support more than six 
or eight cut-rate drug stores. What 
then becomes of the small, independent 
druggist forced to meet cut-rate com­
petition, who finds himself without 
adequate volume, with a high expense 
account and with an insufficient num­
ber of customers to whom to sell the 
more profitable items? It seems to me 
that there are only two answers to the 
question. The first answer is the elim­
ination of the smaller independent re­
tail druggist and the concentration of 
the retail drug business into the hands 
of a few individuals and cha ns. The 
other answer is, that the independent 
retailers themselves will take the ques­
tion in hand and correct the situation. 
This can be done and I propose to now 
follow with my ideas of how it can be 
done, and how I think our house and

our sales force can help to accomplish 
this result.

The question we are now consider­
ing is by what means independent re­
tailers can preserve their businesses; 
and in what measure a service whole­
saler can be of help to them. The 
first and most important thing is for 
the independent retail drugg st to get 
firmly in h?s mind two or three im­
portant points. Primarily, the neigh­
borhood retail drug dealer is selling 
service rather than merchandise. These 
drug stores are open day and night; 
they are ready with instant service for 
the residents in tliei'r neighborhood, no 
matter what the item may be, or no 
matter how difficult methods of deliv­
ery may be. They are extending credit 
constantly, not to speak of other small 
but necessary accommodations for 
their customers. For a retail druggist 
in this pos tion to attempt to compete 
in price with down town department 
stores, chain organizations or cut-rate 
drug stores, is not only impossible, is 
unwise and may be ruinous. When a 
customer of the neighborhood drug 
store finds himself in need of an ar­
ticle, it will be found that he wants 
that article then; and not two or three 
hours later. By far the larger bulk of 
sales of the independent retailer are in 
items which the customer requires for 
some pressing need. Such a class of 
trade is not particularly interested in 
the price it pays, as much as in the 
service and promptness of delivery and 
the general accommodation which it 
gets. It should be axiomatic that a re­
tail merchant should charge customers 
not only for goods they purchase, but 
for the service they demand. When 
retail druggists have adopted this as 
their slogan, they will have made a 
long step forward in the solution of 
their problems. The far-seeing and 
wise merchant will, I believe, concen­
trate his efforts on those items in his 
business on which he can make a profit 
and will decrease his selling efforts on 
those lines on which prices are cut. 
By these means, and by these means 
alone, can the independent retailer 
build up for himself a profitable and 
business-like merchandising policy. 
The mad scramble on the part of our 
retailers to-day to meet the price of 
the fellow across the street, means 
nothing but a stultification of effort 
and the destruction of his advantage­
ous posit on with his customers.

There is another angle to the prob­
lem which can best be expressed by 
another axiomatic saying, to the effect 
that a cut price at wholesale means a 
cut price at retail. Those retail drug­
gists who encourage and stipport prac­
tices which are now demoralizing the 
wholesale business, are acting unwise­
ly and without a great deal of fore­
sight. The most outstanding example 
of what may possibly happen through 
the United States is found in the city 
of New York to-day. Within the past 
three years, the two largest wholesale 
druggists of New York City, after try­
ing vainly to meet the competition of 
cut prices at wholesale and to render 
service to their retail customers at less 
than cost, have retired from the whole­
sale drug field. The elimination of a 
few more wholesale druggists in the 
city of New York will create a dis­

astrous s tuation for the retailers. The 
service wholesaler performs an im­
portant function for the retailer. The 
greatest help, I believe, to the retail 
druggist, is his ability to secure in 
small broken lots, thousands and 
thousands of items from his whole 
saler. These items comprise products 
of every sort and character, without 
which the retailer cannot exist, and 
which he cannot secure from those or­
ganizations operating purely as cut- 
rate institutions. If service whole­
salers are eliminated, small retailers 
must go too; because they will find it 
impossible under present day condi­
tions to carry a etock sufficient to con­
duct their businesses, not to mention 
the very valuable credit helps which 
they now receive and which under 
changed conditions it would be impos­
sible to enjoy.

It seems to me that a considerat on 
of the foregoing leads very logically to 
necessity for determining, first, what 
lines of merchandise the independent 
retail druggist is going to handle, and 
second, what will be his source of sup­
ply for these lines. Is the retail druggist 
going to continue to concentrate upon 
those items which he must sell at cut 
prices, or is he going to select for his 
selling activities those lines which show 
h m a living and reasonable return for 
his work? Is he going to support in 
any measure those elements in the 
wholesale drug business which are in­
troducing a demoralized condition and 
which are primarily responsible for cut 
prices at reta 1 or is he going to align 
himself with those elements which are 
interested in him and to which he can 
turn in times of trouble and stress?

The solution of the problem is per­
haps going to be taken out of the 
hands both of retailers and whole­
salers. In the past few months, there 
has been a growing realizat on on the 
part of manufacturers, that cut prices 
on their products are detrimental to 
their businesses, I do not need to men­
tion to you the several lines of national 
importance w'hich are to-day being 
marketed on a basis of profit protec­
tion for both wholesaler and retailer. 
I do not wish to make the charge that 
manufacturers are in the main re­
sponsible for the present condition. 
But I can make the assertion that they 
are beginning to feel that demoraliza­
tion of their businesses through cut 
prices spells ruin—not only for them­
selves, but for their d’stributors and 
for their retail customers. It is appar­
ent that manufacturers realize that un­
less dstributors and retailers can re­
ceive fair and reasonable profits for 
the sale of merchandise, channels of 
distribution will become clogged; and 
the burden of credit extension, direct 
shipment and selling, will be over­
whelming. It is pretty plain that no 
manufacturer of national prominence 
cares to undertake the functions of the 
service wholesaler. It is equally clear 
that the service wholesaler must be 
protected in his profits if he is to 
exist.

Some three years ago the American 
Tobacco Company, acting entirely 
within its legal rights, refused to sell 
to certain tobacco jobbers in Pennsyl­
vania, who having bought its products 
at a price fixed by it, thereafter sold
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them to certain retailers at a greater 
discount than the local Wholesale 
Dealers Association had agreed upon. 
The Federal Trade Commission in 
1922 entered a complaint against the 
American Tobacco Company, accusing 
them of violat on of the Act of Con­
gress which created the Commission. 
They also entered an order against the 
American Tobacco Company and 
the Wholesale Association, ordering 
them to cease and desist from continu­
ance of that business procedure; and 
the American Tobacco Company pe­
titioned the United States Circuit 
Court of Appeals to set aside this or­
der. The case has been in the courts 
for some time. Last week the United 
States Circuit Court of Appeals for the 
Second District, handed down a de­
cision declaring the action of the 
American Tobacco Company legal. 
The following is taken from the court’s 
decision:

The examination of the testimony 
convinces us that what the American 
Tobacco Company is shown to have 
done is so far removed from constitut­
ing an unfair method of trade that it 
actually tended to promote fairness of 
trade and the suppression of unfair­
ness in competition. Practices cannot 
be regarded as fair which work the 
demoralization of business, and prac­
tices cannot be regarded as unfair 
methods of competition if a manufac­
turer declines to sell to wholesalers 
who demoralize the leg timate market 
by selling at a price which those in the 
business regard as insufficient to en­
able the business to be conducted with 
reasonable profit.

It wll be seen that the United States 
Circuit Court of Appeals declares in 
this statement that pr.ce-cutting is an 
unfair method of competition. The 
court goes on record as saying that 
the merchant is entitled to a profit 
sufficient to enable him to conduct his 
business, and that the manufacturer 
has a perfect right to lend assistance 
to the merchant, in getting this profit. 
This decision will undoubtedly clear

the way for many more manufacturers 
to adopt a profit-protection policy. 
Those wholesale and retail merchants 
who are in the forefront of business 
will do well at this time to consider 
these questions carefully. My own feel­
ing is that wholesalers and retailers 
from now on, must concentrate their 
efforts on the distribution and sale of 
those items which afford them profit 
protection, and must in every way, 
minimize their sales of such lines and 
items as by reason of cut prices are a 
menace to their businesses.

The foregoing is the message I want 
our salesmen to take to the retail trade. 
Our retailers are our friends. Their 
existence is necessary for our existence 
just as our continuation in business 
means the continuation in business of 
the independent retail druggist. We 
must work together. And we must 
show friendly manufacturers not only 
that we appreciate their protective ac­
tions, but that we are ready in every 
way to further their interests.

Roblin H. Davis.

Trade Boosters

No. 100’«— Display Assortment

No. 5151 S-Comfortmeter Assortment
Contains 12 Thermometers 8 In. by 
ZVo in. in size, Flemish Mission 
Backs, Nickled Strap and Bulb 
Guards, on easy reading Metal 
Scales with Magnifying Front 
Tubes. Backs come assorted color 
woods. $4.00 Dozen

HAZELTINE & PERKINS 
DRUG CO.

Manistee Grand Rapids
Michigan

EXTRA GOOD THERMOMETER 
ASSORTMENTS

No. 100’s— Assortment
Contains 6 Wood Back (Walnut and 
Birch) 4-8 in., 2-10 In., Black Lltho. 
Tin Scales, Magnifying Spirit Tubes 
on Ease l Display Stand.

Doz. in Assortment $2.50 Each

No. 2029— A tco Assortment
(No out shown

6 Thermometers 4-8 In., 2-9 In., on 
Display Card, Beautiful Goods, Ena­
meled Wood Fronts, Magnifying 
Tubes, Nickle Trimmed on card, same 
style as No. 100’s except have round­
ed Instead of square.

Price $ 3 .0 0  for A ssortm ent of 
Six Therm om eters

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

lA c id s
B oric (Pow d. — 15 @
B oric (X ta l) —  15 @
C arbolic ______ 38 @
C itric  ___________58 @
M u ria tic  ----------  3%@
N itr ic  __________  9 @
O x a l i c __________ 15 @
Sulphuric  _____  3%@
T a r ta r ic  ----------- 40 @

Am m on ia
W ater , 26 deg—  08 @
W ate r , 18 deg__07 @
W ate r , 14 deg .— 06 
C a r b o n a te -------- 20

C otton  S e e d -----
C ubebs ________
E igeron  -----------
E u ca ly p tu s  -----
H em lock, p u re — 
Ju n ip e r  B errie s- 
Ju n ip e r  W ood _ 
L ard , e x tra

30@1 50 
7 00@7 25 
9 00®9 25 
1 25®1 50 
1 75@2 00 
3 50@3 75 
1 50@1 75 
1 60@1 80

@ 
@

Chloride (G ran .) 10% @

Ba lsam s
C opaiba -----------  90@1 20
F ir  (C anada) — 2 55@2 80 
F i r  (O regon) — 65@1 00
p e ru  __________  3 00@3 25
T o l u __ _____—_ 3 00@3 25

75@3 00

75@3 00 
00@5 25 

@2 50

Novelty Handles For Umbrellas.
Pyralin quartz effect handles are fea­

tured in lines of women’s umbrellas 
for Spring. These quartz novelties 
come in an array of many colors, in­
cluding salmon pearl, red and rose 
quartz and rock and blue pearl. Straps 
are absent on the new models, colored 
silk cords being mainly used. Fancy 
silks are employed for the coverings 
of the umbrellas, the shades matching 
those of the popular oiled or rubberized 
raincoats. The stubby sixteen-rib type 
continues in favor, the “stubby ap­
pearance be.ng also carried out in the 
design of the handle Cretonne para­
sols will come in for much attention 
for late Spring and Summer, in the 
opinion of manufacturers. Printed 
floral designs in high colors are notable 
in this merchandise.

B a rk s
C assia  (o rd in a ry ) .  25@ 
C assia  (S a ig o n )— 50@ 
S a ssa fra s  (pw . 50c) @
Soap C u t (powd.)

30c ____________ 18®

B e rrie s
C ubeb ------------
F ish  ---------------
J u n ip e r  -------------8%@
P rick ly  A sh -----  @1

E x tra c ts
Licorice ______
Licorice, powd.

A rn ica  ----------------
Cham om ile (Ged.) 
C ham om ile Bom . .

L a rd , No. 1 ___ 1 40@1 CO
L av en d ar F low — 8 50@8 75 
L av en d a r G a r’n 85 @1 20
L em on ________  3 50@3 75
L inseed , bid. bbl. @1 05 
L inseed, raw , bbl. @1 02 
L inseed, bid. less 1 12@1 25 
L inseed  ra .,  less  1 09@1 22 
M ustard , a rtitil . oz. @ 35
N eats fo o t ----------1 35®1 50
Olive, p u re  -----  3 75@4 50
Olive, M alaga,

y e l lo w -----------
Olive, M alaga,

g reen  -----------
O range, Sw eet —
O riganum , pure.
O riganum , com ’l 1 00@1 20
P ennyroya l ___  4 00@4 25
P ep p e rm in t — 35 00@35 25 
Rose, pu re  — 13 50@14 00 
R osem ary  F low s 1 25® 1 50 
Sandalw ood, E.

X. _________  10 50@10 75
S assa fras , tru e  1 75@2 00 
S assa fras , a r t i ’l 75@1 00
S p earm in t —  19 50@19 75
Sperm  _______  1 50@1 75
T a n s y _______  10 00@10 25

@1 00 T a r , U SP  -----  50® 65
@ 25 T u rp en tin e , bbl. @1 09

20 T u rp en tin e , less 1 16@1 29
25 W in te rg reen ,

lea f _________  6 00@6 25
W in te rg reen , sw eet

b irch  _______  3 00@3 25
60® 65 W in te rg reen , a r t  75@1 00

@1 00 W orm  s e e d ___  9 00@9 25
W orm w ood -----  9 00®9 25

B e l la d o n n a --------
B enzoin -------------
B enzoin Com p’d -
B uchu _________
C a n th a r a d ie s -----
C apsicum  --------
C atechu  -----------
C inchona -----------
Colchicum  _____
C ubebs _________
D ig ita lis  -----------
G en tian  -------------
G inger, D. S. —
G uaiac --------------
G uaiac, A m m on._
Iodine __________
Iod |ne , Colorless

Iron , C Io .-----------
K ino ___________
M yrrh  __________
N ux V o m ic a ___
O pium  _________
Opium , Cam p. — 
Opium, D eodorz’d 
R h u b arb  -----------

P a in ts

@1 35 
@2 10 
@2 65 
@2 55 
@2 85 
@2 20 
@1 75 @2 10 
@1 80 
@3 00 
@1 80 
@1 35 
@1 30 
@2 20 
@2 00 
@ 95 
@1 50 
@1 35 
@1 40 
@2 50 
@1 55 
@3 50 
@ 85
@3 50 
@1 70

L ead , red  d ry  — 15%@15% 
L ead, w hite  d ry  15%@15% 
Lead, w h ite  oil— 15%@15% 
O chre, yellow bbl. @ 2%  
O chre, yellow less 3® 6 
R ed V en et’n Am. 3%@ 7 
Red V en et’n E ng . 4® 8
P u tty  -----------------  5@ 8
W hiting , bbl. -----  @ 4%
W h i t i n g _______  5%@ 10
L. H . P. P rep —  3 05@3 25 
R ogers P rep . — 3 05® 3 25

25®
30®

No. 5151’s— Display Assortment

Gum s
A cacia, 1st ____  50® 55
A cacia , 2 n d - 45@ 50
A cacia, S o rts  —  20® 25
A cacia, P ow dered  35® 40
Aloes (B arb  Pow  25@ 35
Aloes (C ape Pow ) 25® 35
Aloes (Soc. Pow .) 65® 70
A safoe tida  --------  50@ 60

Pow. _________  75@1 00
C am phor _____ 1 05® 1,10
G uaiac  --------------  @
G uaiac, pow ’d __ @1 00
K ino __________  @ 1
K ino, pow dered— @1 20
M yrrh  ----------------  @
M yrrh , pow dered @ 65
Opium , powd. 19 65@19 92
Opium , g ran . 19 65® 19 92
Shellac _____  90@1 00

Potass ium
B icarb o n ate  —
B ich rom ate  -----
B rom ide ----------
B rom ide ----------
C hlora te , g ra n  d 
C h .o rate , powd.

o r X t a l ______
C yanide -----------
Iodide ------------
P e rm a n g a n a te  — 
P ru ss ia te , yellow 
P ru ss ia te , red  — 
Su lphate  ----------

35@
15®
69®
54®
23®

16® 25
30® 90

4 66@4 86 
20® 30
65@ 75®1 00 
35® 40

Roots

Shellac B leached 1 00® 1 10 
T rag a c a n th , pow. 
T rag a c a n th  —  1 
T u rp en tin e  --------

@1 
@ 2 
(a

Insecticides
A rsen ic  ------------- 15® 25
B lue V itrio l, b b l.- @ >7
B lue V itrio l, less 08® 15
B ordea. Mix D ry  12 %@ 25
H ellebore, W h ite

pow dered  -------- 20® 30
In sec t P ow der — 40@ 55
L ead  A rsen a te  Po. 17® 30
Lim e an d  S u lphu r

Di»y —__—_—___— 9@ 22
P a r is  G r e e n -------- 22® 30

Leaves
B uchu  -----------  1 00® 1 25
B uchu, pow dered  @1 30
Sage, B u l k --------  25® 30
Sage, % loose — @ 40
Sage, pow dered— @ 35
S enna, A le x . -----  50@ 75
Senna, T inn . —  30® 35
Senna, T inn . pow. 25® 35 
U va U r s i -----------  20® 25

Oils
A lm onds, B itte r ,

tru e  _________ 7 50@7 75
Alm onds, B itte r,

a r t i f i c i a l --------  3 00®3 25
Alm onds, Sw eet,

tru e  __________ 1 50® 1 80
A lm onds, Sw eet,

im ita tio n  ____ 1 00® 1 25
A m ber, c r u d e _1 50@1 75
A m ber, rectified  1 75@2 00
A nise __________ 1 50@1 75
B e r g a m o n t_____  9 00® 9 25
C ajep u t ________ 1 50@1 75
C a s s i a ---------------  4 75@5 00
C as to r ---------------1 70@1 95
C edar L e a f --------1 50@1 75
C i t r o n e l la _______ 1 25@1 50
C l o v e s  ___ ——— 3 00(g)3 25
C ocoanut _____  25® 35
Cod L iv er _____ 1 90@2 40
C ro ton  - ___ __— 2 00@2 25

A lkanet -------------
Blood, pow dered-
C alam us -----------
E lecam pane , pwd 
G entian , pow d—  
G inger, A frican ,

pow dered -------
G inger, Jam a ic a -  
G inger, Jam a ica ,

p o w d e re d --------
G oldenseal, pow. 
Ipecac, powd. —

Licorice -------------
Licorice, pow d.— 
O rris, pow dered- 
Poke, pow dered- 
R h u b arb , powd. 1 
Rosinw ood, powd. 
S a rsap arilla , H ond. 

g round  -----------

30®
35®

25®
20®
30®
60®

ground  ----------- @1 25
Squills -------------- 35® 40
Squills, pow dered 60® 70
T um eric, pow d— 20® 25
V alerian , pow d.— ® 75

Seeds
A nise __________ @ 35
A nise, pow dered- 35® 40
B ird, I s  ----------- 13® 17
C an ary  ------------- 13® 20
C araw ay , Po. .30 25® 30
C ardam on -------3 60@4 00
C oriander pow. .30 20® 25
D i l l ----- 18 @ 25
F ennell ------------- 25® 40
F lax  -------------- 08@ 15
F lax , g r o u n d ----- 08 @ 15
F o enugreek  pow._ 15® 25
H em p -------------- 8® 15
Lobelia, powd. — @1 25
M usta rd , yellow - 17 @ 25
M ustard , b lack  — 20® 25
Pop py  -------------- 22® 25
Q uince ----------- 1 50®1 75
R ape ----------------- 15® 20
Sabad illa  ---------- 30 @ 40
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— £> 00@E> 25

A conite —
Aloes ____
A rn ica  ----
A safoe tida

M iscellaneous
A cetan a lid  --------  47® 55
A l u m ___________  08® 12
Alum. powd. and

g round  -----------  09® 15
B ism uth , S u b n i­

tra te  ________  3 54@3 59
B orax  x ta l or

pow dered ___  07 @ 12
C an th a rad es , po. 1 50@2 00
Calom el -----------  2 02@2 22
C apsicum , pow ’d 48® 55
C arm ine ---------- 7 00@7 50
C assia  B u d s ___  35® 40
C i o v e s -------------- 50® 55
C halk P rep a re d_14® 16
C holoroform  -----  51® 60
C hloral H y d ra te  1 35@1 85
Cocaine _____  12 10® 12 80
Cocoa B u tte r  —  50® 75
C orks, lis t, le ss - 40-10%
C opperas ---------- 2%@ 10
C opperas, Powd. 4® 10
C orrosive Sublm  1 65@1 86

35 C ream  T a r t a r _31® 38
40 C u ttle  b o n e ____  40® 50
60 D ex trine  -----------  6® 15
30 D over's  P ow der 3 50@4 00 
30 E m ery , All Nos. 10® 15

E m ery , Pow dered  8® 10
35 E psom  S alts , bbls. @
65 Epsom  S alts , less 3%@ 10

E rgo t, pow dered  — @1 25
50 F lake , W h i t e -----  15® 20
50 F orm aldehyde, lb. 12® 30

G elatine  _______  85@1 00
G lassw are, less 55%. 
G lassw are, full case  60%. 
G lauber S a lts , bbl. @02% 
G lauber S a lts  less 04® 10
Glue, B r o w n ___  21® 30
Glue, B row n G rd 15® 20
Glue, w h i t e ___ 27 %@ 35
Glue, w h ite  grd. 25® 35
G ly e c r in e _______  29® 50
H ops ___________  65® 75
Iodine _________  6 45@6 90
Iodoform  --------  7 35@7 65
L ead  A ceta te  — 20® 30
M ace ___________  @1 45
M ace, pow dered _ @1 50
M e n th o l_____  14 50@15 00
M orphine ___  11 18@11 93
N ux V o m ic a -----  @ 30
N ux V om ica, pow. 17® 25
Pepper b lack  pow. 55® 60
Pepper, W h i t e _60® 65
P itch , B urgudry  12%® 20
Q uassia  _________ 12® 15
Q uinine -------------- 72@1 33
Rochelle S a lts  —  30® 35
S a c c h a r in e --------  @ 80
S a lt P e te r  ______ 11® 22
Seidlitz  M ix tu re— 30® 40
Soap, g r e e n _____ 15® 30
Soap m o tt cas t. 22 %® 25 
Soap, w h ite  c as tile

case ___________  @12 50
Soap, w h ite  cas tile

less, p e r b a r -----  @1 45
Soda A s h _______  3® 10
Soda B icarbonate  *i%@ 10
Soda, Sal _____  02%@ 08
S p irits  C am phor- @1 35
S ulphur, r o l l ----- 3%® 10
Sulphur, Subl. —  04® 10
T am arin d s  _______ 20@ 25
T a r ta r  E m etic  — 70® 75
T u rp en tin e , Ven._ 50® 75

@1 80 V an illa  Ex. p u re  1 75@2 25 
@1 10 V an illa  Ex. p u re  2 50® 3 00 
@2 40 Z inc S u lp h a te __ _ 06® 15

45® 50
@7 50 
@14 50 

35® 40
20® 30
30® 40 
35@ 40
00®1  10 

® 40@1 00
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail­

ing and are intended to be correct at time of going to press. Prices, however, 
are liable to change at any time, and country merchants will have their orders 
filled at market orices at date of purchase.

ADVANCED DECLINED
Rolled Oats Peanu t B u tte r
B lue  Rose R ice Dried App les
La rd
Smoked H am s
Beef Rum p

AMMONIA
Arctic, 16 os. ----------- 2 00
Arctic, 32 os. — ——  3 26 
Q uaker, 36, 12 oz. case  3 85

48, 1 l b . -------------------- 4 35
24, 3 l b . ----------------- 6 00
10 lb. pails, p e r doz. 8 50 
15 lb. pa ils , p e r doz. 11 95 
25 lb. pails , p e r doz. 19 50

BAKING POW DERS  
A rctic. 7 oz. tu m b le r 1 36
Q ueen F lak e , 16 oz., dz 2 25
Royal, 10c, d o z . ______ 95
Royal, 6 oz., d o z .  2 70
Royal. 12 oz., d o z ._6 20
Royal, 5 lb. _______ 31 20
Rocket, 16 oz., doz. 1 25 

B E E C H -N U T  BRANDS.

M ints, all f l a v o r s _____ 60
Gum  ___________________ 70
F r u i t  D rops ___________ 70

M ints, all f l a v o r s _____ 60
Gum  ___________________ 70
F r u i t  D rops ___________ 70
C aram els ______________ 70
Sliced bacon, l a r g e _4 95
Sliced bacon, m edium  3 00
Sliced beef, m edium  _ 2 80
G rape Jelly , l a r g e _4 50
Sliced beef, l a r g e __4 50
G rape Jelly , m edium _2 70
P e a n u t bu tte s , 16 oz. 4 25 
P e a n u t b u tte r , 10% oz. 2 90 
P e a n u t b u tte r , 6% oz. 1 85 
P e a n u t b u tte r , 3% oz. 1 20 
P rep a re d  S p ag h e tti — 1 40 
B aked  beans, 16 oz._1 40

O riginal

condensed P ea rl 

C row n C apped 

4 doz., 10c dz. 85 

3 dz. 15c, dz. 1 25

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

14 oz. _____________ 3 05
P U lsbury’s  B est 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 alston  B ranzos ___ 3 20
R alsto n  Food, l a r g e  4 00
Saxon W h ea t F o o d _ 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 rap e -N u ts, 1 0 0 s -------2 75
In s ta n t  P o s tu m , No. 8 5 40

In s ta n t P ostum , No. 9 6 00 
In s ta n t P o stu m  No. 10 4 60 
P o stu m  C ereal, No. 0 2 25 
P ostum  C ereal, No. 1 2 70 
P ost T oasties, 36s — 3 45 
P o s t T oastie s , 24s — 3 45 
P o s t 's  B ran , 2 4 s ____ 2 70

BROOMS
Jew ell, doz ------------------6 75
S ta n d a rd  P a rlo r , 23 lb. 8 26 
ancy  P a rlo r, 23 lb. — 9 25 
Ex. F an cy  P a r lo r  25 lb. 9 76 
Ex. Fey. P a r lo r  26 lb. 10 50
T oy __________________ 2 25
W hisk , No. 3 ________ 2 75

B RU SH E S
Scrub

Solid B ack, 8 i n . -------1 50
Solid B ack, 1 i n . ----- 1 75
P o in ted  E n d s ------------- 1 25

Stove
S h a k e r _______________ 1 80
No. 50 _______________ 2 00
P eerless  _______ — —  2 60

Shoe
No. 4 - 0 ______________ 2 25
No. 2 0 _______________ 8 00

B U T T E R  COLOR 
D andelion, -__ 2 85

CA ND LES
E lec tric  L ig h t, 40 lbs. 12.1
P lum ber, 40 l b s . ____ -  12.8
P ara ff in e , 6 s ------------- 14%
P ara ff in e , 1 2 s ----------- 14%
W ick ing  ____________ 40
T udor, 6s, p e r b o x _30

CA NNED FR U IT  
A pples, 3 lb. S ta n d a rd  1 50 
Apples, No. 10 — 4 50@5 75 
A pple S auce, No. 10 7 75 
A prico ts , No. 1 1 7502 00
A prico ts , No. 2 -------- 3 00
A prico ts , No. 2% 3 0003  75 
A prico ts , No. 10 _—  8 25 
B lackberries , No. 10 10 50 
B lueber’s, No. 2 2 0002  76
B lueberries, No. 10_ 14 00
C herries, No. 2 ___  3 50
C herries, No. 2% -----  4 00
C herries, No. 10 _  14 00 
L oganberries , No. 2 — 8 00 
L oganberries , No. 10 10 00 
P eaches , No. 1 1 6002  10
Peaches, No. 1, S liced 1 40
Peaches, No. 2 _____ 2 76
P eaches, No. 2% M ich 8 25 
Peaches, 2% Cal. 3 25@3 76
P eaches, 10, M ich. _ 8 60
P ineapp le , 1, s i . ------1 65
P ineapp le , 2 s i . ----- 2 60
P ’app le , 2 b r. sL -----  2 40
P ’apple, 2%, s l L ----- 2 90
P ’apple , 2, c r u . _— 2 60
P ineapp le , 10 cru . — 9 00
P ea rs , No. 2 ___ ___ 4 00
P ears , No. 2 % -------- 4 65
P lum s, No. 2 _ 2 4002 50
P lum s, No. 2 % -------- 2 90
R aspberries , No. 2, b lk  2 90 
R aspb’s, R ed, No. 10 16 00 
Ka«nb's Black.

No. 1 0 ___________ 14 00
R hubarb , No. 10 4 7505  50 
S traw b e rr ies , No. 10 12 00

CANNED FISH 
Clam  Ch’der, 10% oz. 1 35
Clam  Ch., No. 3 _____ 3 50
C lam s, S team ed. No. 1 2 00 
C lam s, M inced, No. 2 3 25 
F in n a n  H addie, 10 oz. 3 30 
Clam  Bouillon, 7 oz._ 2 50 
C hicken H addie, No. 1 2 75
F ish  F lakes, s m a l l_1 35
Cod F ish  C ake, 10 oz. 1 35 
Cove O ysters, 5 oz. — 1 90 
L obster, No. %, S ta r  2 90
Shrim p, 1, w e t -------- 1 85
S a rd ’s, % Oil. K y  — 6 10 
S ard ines, % Oil, k ’less  5 25 
S ard ines, % Sm oked 6 76 
Salm on, W arre n s , % s 2 75 
Salm on, R ed A lask a  4 10 
Salm on, M ed. A lask a  3 40 
Salm on, P in k  A lask a  1 86 
S ard ines, Im . %, ea. 10@28 
S ard ines, Im ., %, ea. 25
Sard ines, C a l ._1 6501  80
T u n a , %, A lb o c o re _ 95
T u n a , %s, C u rtis , doz. 2 20
T u n a , %s, C urtis , doz. 3 50
T una , Is, C u rtis , doz. 7 00

CA NN ED  M EAT. 
B acon, Med. B eechnu t 3 00 
B acon, Lge B eech n u t 4 95
B eef, No. 1, C orned _ 3 10
Beef, No. 1, R o as t _ 2 95
B eef, No. 2%, Q ua. sU. 1 85

Beef, 3% oz. Q ua. sli. 1 75 
Beef. 5 oz., Q ua. sli. 4 35 
Beef, No. 1, B 'n u t, sli. 4 50 
B eefs teak  & Onions, s  3 46 
Chili Con Ca., I s  1 3501 45
D eviled H am , %s —  2 20
D eviled H am , % s __ 3 60
H am b u rg  S teak  &

Onions, No. 1 ______ 3 15
P o tte d  B eef, 4 o z . __ 1 10
P o tted  M eat, % L ibby 52% 
P o tted  M eat, % L ibby 92% 
P o tted  M eat, % Q ua. 90 
P o tted  H am , Gen. % 1 85 
V ienna  Saus., No. % 1 40 
V ien n a  S ausage , Qua. 95
V eal Loaf, M edium  — 2 30 

Baked Beans
C am pbells ___________ 1 15
Q uaker, 18 oz. ______ 90
F rem o n t, No. 2 ______ 1 20
Snider, No. 1 ______  95
Snider, No. 2 _______ 1 25
V an  C am p, s m a l l___  85
V an  C am p, M e d .___ 1 15
C A N N E D  V E G E T A B L E S .

Asparagus.
No. 1, G reen  tip s  4 1004 25 
No. 1, G reen tip s  4 10@4 25 
No. 2%, Lge. G reen 4 50 
W. B eans, c u t 2 1 4501  75
W . B eans, 1 0 ----------- @8 00
G reen B eans, 2s 1 4502  25
G reen B eans, 1 0 s ___ @7 50
L. B eans, 2 g r. 1 3502 65 
L im a B eans, 2s, Soaked 95
R ed  Kid. No. 2 ----------- 1 25
B eets , No. 2, w h. 1 75@2 40
B ee ts , No. 2, c u t ___ 1 20
B eets, No. 3, c u t ___ 1 60
C orn, No. 2, E x. s tan . 1 65 
Corn, No. 2, F an . 1 8002  35 
Corn, No. 2, Fy. g lass  3 25 
Corn, No. 10 — 8 00012 00 
H om iny, No. 3 1 0001 15
O kra, No. 2, w h o le _2 00
O kra , No. 2, c u t  ___1 75
D eh y d ra ted  Veg. Soup 90 
D eh y d ra ted  P o ta to e s , lb. 45
M ushroom s, H o t e l s ------38
M ushroom s, Choice 8 oz. 48 
M ushroom s, S u r  E x t r a  60
Peas, No. 2, E . J . ___ 1 65
P eas, No. 2, S ift,

J u n e _______________ 1 85
P eas , No. 2, E x. S ift.

E . J .  _______________ 2 25
P eas, Ex. F ine , F ren c h  25 
P u m pk in , No. 3 1 2501  45 
P um pk in , No. 10 4 7 6 0  6 00 
P im en tos , %, each  12014 
P im en toes, %, each  — 27
Sw ’t  P o ta to e s , No. 2% 1 60 
S a u rk rau t, No. 3 1 4001  50 
Succo tash , No. 2 1 6502  50 
Succo tash , No. 2, g la ss  2 80
Spinach, No. 1 ___  1 25
Spinach , No. 2_ 1 6001  90
Spinach , No. 3_ 2 1002  50
Spinach, No. 10_ 6 0 0 0  7 00
T om atoes, No. 2 1 2001  36 
T om atoes, No. 2 g la ss  2 CO 
T om atoes, No. 2, g la ss  2 60
T om atoes, No. 1 0 _6 00

CA TSU P .
B -n u t, S m a l l _________ 1 90
Lily  o f V alley, 14 o z ._2 60
Lily  of Valley, % p in t 1 75
P a ra m o u n t, 24, 8 s __ 1 45
P a ra m o u n t, 24, 1 6 s _2 40
P a ra m o u n t, 6, 10s — 10 00
Sniders , 8 o z . _________ 1 75
S niders , 16 oz.  --------2 55
Q uaker, 8% o z . ___ _1 30
Q uaker, 10% o z . ___ 1 40
Q uaker, 14 o z . ______ 1 90
Q uaker, Gallon G lass 13 00

CHILI S A U C E
Snider, 16 oz. ____ . 3
S nider, 8 o z . -------- 9
Lilly  V alley , 8 oz. _  2
L illy  V alley, 14 oz. — 3

O Y S TE R  C O C K TA IL.
Sniders, 16 oz. -------- 3 50
S niders , 8 o z . ----------- 2 50

C H E E S E
R o q u e f o r t___________ 55
K ra ft, Sm all U n s ___ 1 65
K ra ft, A m erican  ___ 1 65
Chili, sm all t in s  ___ 1 6 >
P im ento , sm all t i n s _1 65
R oquefort, sm all tin s  2 26 
C am enbert. sm all Uns 2 26
W isconsin  N e w _____ 28%
L ongohnr ___________  28
M ichigan F u ll C ream  28 
N ew  Y ork  F u ll C ream  31
S ap  S a g o ___________ 40
B r i c k ________________28

CH EW ING  GUM.
CH EW ING GUM.

A dam s B lack  J a c k ----- 65
A dam s B loodberry  -------65
A dam s D entyne ----------65
A dam s Calif. F r u i t ----- 65
A dam s Sen Sen ----------65
B eem an’s  P e p s i n -------- 65
B eechnu t W in te rg reen  _ 70 
B eechnu t P ep p erm in t _ 75 
B eechnu t S pea rm in t —  70
D oublem int ____________ 65
P ep p erm in t, W rig leys — 65 
S pearm in t, W rig leys — 65
Ju icy  F r u i t  ------------------65
W rig ley’s P -K  —----------65
Zeno __________________ 65
T eab e rry  ----------------------65

CH O C O LA TE .
B aker, C aracas, %s —  37 
B aker, C aracas, %s —  35 
H ersheys , P rem ium , %s 35 
H ersheys, P rem ium , % s 36 
R unkle, P rem ium , %s_ 33 
R unkle, P rem ium , i /5 s  36 
V ienna  Sw eet, % s ----- 36

COCOA.
B un te , % s -------------------- 42
B un te , % lb. __________ 35
B un te , lb. _____________ 32
D ro s te ’s D utch , 1 lb__8 50
D ro s te ’s  D utch , % lb. 4 50 
D ro s te ’s  D utch , % lb. 2 35
H ersheys , % s -------- _----33
H ersheys, % s __________ 28
H u y le r ______________ — 36
Low ney, % s _____ ___— 40
Low ney, %s ___________ 40
Low ney, % s ___________ 38
Lowney, 5 lb. c a n s ___ 31
R unkles, % s __________ 34
R unkles, %s __________ 38
V an H ou ten , % s _____ 75
V an  H ou ten , % s _____ 75

COCOA N U T  
Dunham’s

15 lb. case , %s an d  % s 49
.15 lb. case, % s _______ 48
15 lb. case, % s _______ 47

C LO T H E S  LINE.
H em p, 50 f t . __________ 2 26
T w isted  C otton , 50 f t  1 76
B raided , 50 ft. ______ 2 75
Sash  Cord ___________ 4 25

HUME GROCER CO.
K M J T I I J  

MUSKEGON, MICI

C O F F E  RO ASTED
B U L K

Rio __________________  26
S a n t o s ____________  35037
M aracaibo  ___________ 38
G au tem ala  __________ 41
J a v a  a n d  M o c h a ___ 51
B ogota  _______________ 42
P e a b e r r y _____________ 37

Blue G rass, B aby, 96 4 65 
Blue G rass, No. 10 — 4 75 
C arnation , Tall, 4 doz. 5 00 
C arnd tion , B aby, 8 dz. 4 90
E v ery  D ay, T a l l ----- 5 00
E v ery  Day, B a b y ----- 4 90
P e t, T all ------------------ 5 00
P e t, B aby, 8 oz. --------4 90
B orden’s T all ----------- 5 00
B orden’s B aby ----------4 90
V an Cam p, T a l l -------- 4 90
V an  Cam p, B a b y ------ 3 75

DRIED FRU ITS  
Apples

N. Y. F ey , 50 lb. box 14% 
N. Y. Fey. 14 oz pkg  15

Apricots
E v a p o ra te d , C h o ic e _30
E v ap o ra ted , F a n c y  _ 31
E v ap o ra ted , S l a b s _28

Citron
10 lb. b o x _____________ 45

CIGARS
G. J. Johnson’s Brand 

G. J . Johnson  C igar,
10c ______________  75 00

Tunis Johnson Cigar Co.
V an D am , 10c --------  75 00
L ittle  V an D am , 5c _ 37 50
Worden Grocer Co. Brands 
M aster Piece, 50 Tin_ 37 50
C anad ian  C l u b _____  37 50
Tom M oore M onarch  75 00 
Tom  M oore P a n a te lla  75 00 
Tom  M oore C ab inet 95 00 
Tom  M. Invincib le 115 00
W eb s te re tts  _______  37 50
W eb ste r Savoy ___  75 00
W eb ste r P l a z a ____ 95 00
W eb ste r B elm ont— 110 00
W eb ste r St. R eges—125 00
S ta rlig h t R o u s e __ 90 00
S ta rl ig h t P - C lu b _ 1 35 00
T i o n a ____________  30 00
C lint F o rd  ________  35 00
B ened icts  __________  37 50

C O N FEC TIO N ER Y  
Stick Candy Pails

S ta n d a r d _____________17
Jum bo W rapped  ___ 19
P u re  S u g ar S ticks  600s 4 20 
B ig S tick , 20 lb. case  20

Mixed C andy

K in d erg a rten  __________ 18
L eader _________________ 16
X. L. O. _______________ 13
F ren ch  C ream s ________17
Cameo _________________ 20
G rocers ________________ 12

Fancy Chocolates
5 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
Nibble S t i c k s _______ 1 85
P rim ro se  Choc. ____ 1 25
No. 12, Choc., L ig h t _ 1 65 
C hocolate N u t Rolls _ 1 75 

Gum Drops P a ils
A nise ____ __________ 17
C itron  G um s _______ 17
C hallenge G um s ___ 14
F av o rite  ____________ 20
Superior, B o x e s _____ 24

Lozenges P a ils

A. A. Pep. L ozenges 19 
A. A. P in k  L ozenges 19 
A. A. Choc. L ozenges 19
M otto H e a r t s _______ 20
M alted  M ilk L ozenges 22

Hard Goods. Pails

Currants
P ack ag es , 1 4 o z . ------- 15%
G reek, B ulk, l b . _____ 15

Dates
D rom edary , 3 6 s _____ 6 75

Peaches
E vap . Choice, un. _____ 24
E vap . E x. F an cy , P . P . 27

Peel
Lem on, A m e r ic a n ______ 24
O range, A m e r ic a n ----------24

Raisins.
Seeded, b u l k ________ 11
T hom pson 's  B’dles b lk  10 
T hom pson’s seedless,

15 o z . _________ _____ 12
Seeded, 15 o z . _____ „  14

California Prunes 
900100, 25 lb. boxes -008%
60070, 25 lb. b o x e s_010
50060, 25 lb. b o x e s_011%
1U05O, 25 lb. b o x e s_0 13
30040, 25 lb. b o x e s_©17
20030, 25 lb. b o x e s_024

FAR IN A C EO U S GOODS
Beans

Med. H an d  P icked  — 06
Cal. L i m a s _________ 16
Brow n, S w e d is h ____ 07%
Red K i d n e y ________ 12

Farina
24 p a c k a g e s _________ 2 50
B ulk , p e r  100 l b s . ___ 06%

Hominy

P ea rl, 100 lb. s a c k s _6 00
Macaroni

D om estic, 20 lb. box 09% 
A rm ours, 2 doz., 8 oz. 1 80 
F o u ld ’s, 2 doz., 8 oz. 2 25 
Q uaker, 2 doz. _____ 2 00

Pearl Barley
C h e s t e r _____________ 4 60
000  6 50
B arley  G r i t s ____— -  5 50

Peas
Scotch, l b . ___________ 06%
S plit, lb. yellow  _ _ 0 7 %  
S p lit g r e e n _____ ____10

Sage
E a s t  In d ia  -------------- 10

Tapioca
P e a rl, 100 lb. sack s  — 09
M inute, 8 oz., 3 doz. 4 05 
D rom edary  I n s t a n t_3 50

FLA V O R IN G  E X T R A C T S

McLaughlin’s Kept-Fresh 
V acuum  packed. A lw ays 
fresh . Com plete line ' of 
h ig h -g rad e  bu lk  coffees. 
W . F . M cL aughlin  &  Co., 

Chicago.
Maxwell House Brand.

1 lb. tin s  ___________  51
2 lb. tin s  ___________ 1 50

Telfer Coffee Co. Brand 
B o k a y _______________ 42

Coffee Extracts
M. Y., p e r 1 0 0 _____  12
F r a n k ’s  50 p k g s ._4 25
H um m el’s 50 1 lb. 10% 

CO N D EN SED  M ILK
L eader, 4 d o z ._______ 6 75
E agle , 4 d o z .________ 9 00

M ILK  COM POUND  
H ebe, T all, 4 doz. — 4 50
H ebe, B aby, 8 d o z ._4 40
C arotene, T all, 4 doz. 3 80
C arolene, B a b y _____ 3 50

E V A P O R A TE D  M ILK

Q uaker, T all, 4 dos. __ 4 86 
Q uaker, B aby, 8 dos. 4 75 
Q uaker, Gallon, % dz. 4 75 
B lue G rass , T a ll 48 — 4 75

Lem on D rops _______ 19
O. F . H orehound  dps. 19
A nise S quares  _____ 19
P e a n u t S quares ____ 20
H orehound  T a b l e t s __19

Cough Drops Bxs.

P u tn a m ’s ___________ 1 35
S m ith  B ros. ________ 1 50

Package Goods
C ream ery  M arshm allow s 

4 oz. pkg., 12s, c a r t.  95 
4 oz. pkg., 48s, case  3 90

Specialties
W aln u t F u d g e -------------- 23
P ineapp le  F u d g e _____ 21
Ita lia n  Bon B o n s _____ 19
A tlan tic  C ream  M in ts . 31 
S ilver K ing  M .M allows 1 60 
W aln u t Sundae, 24, 5c 80
N eapolitan , 24, 5 c __ 80
Y ankee Jack , 24, 5 c _ 80
Mich. S ugar Ca., 24, 5c 80
P a l O M ine, 24, 5 c _ 80

COUPON BOOKS
50 Econom ic g rad e  2 50

100 Econom ic g rad e  4 50
500 Econom ic g rad e  20 00

1000 Econom ic g rad e  37 50
W here  1,000 books a re  

o rdered  a t  a  tim e, sp ec ia l­
ly p r in ted  fro n t cover is  
fu rn ish ed  w ith o u t charge.

C R EA M  O F T A R T A R
6 lb. b o x e s___ ______ 32

Dos. Dos.
Vanilla P U R E  Lemon
1 5 0 _ % ounce —  1 50
1 8 0 __ 1% ounce —  1 80
3 20 _2% ounce —  3 20
3 00 __ 2 ounce —  3 00
5 50 __ 4 ounce —  5 50

U N ITED  F LA V O R  
Im ita tio n  V an illa

1 ounce, 10 cen t, doz. 90
2 ounce, 15 cen t, doz. 1 25
3 ounce, 25 cen t, doz. 2 00
4 ounce, 30 cen t, doz. 2 25

Jiffy Punch
3 doz. C a r t o n ----------- 2 25

A sso rted  flavors.

FR U IT CAN S
Mason.

H alf p i n t ___________ 7 60
One p in t ------------------ 7 75
One q u a r t  _________ 9 00
H alf gallon  ________ 12 00

Ideal Glass Top.
Rubbers.

H a lf  p in t _________ 9 00
One p i n t ___________ 9 25
One quart _______ - 11 00
H alf g a llo n ______— 15 25
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G E L A TIN E
Jello-O , 3 doz. ----------3 45
K nox’s Spark ling , doz. 2 25 
K nox’s A cidu’d, doz. 2 25
M inute , 3 doz. ----------4 05
P lym ou th , W h i t e ----- 1 55
Q uaker, 3 doz. ----------2 55

HO RSE RADISH
P e r doz., 5 oz. ----------1 20
JE L L Y  AND PR E SE R V E S
P u re , 30 lb. p a i l s ----- 3 30
Im ita tio n , 30 lb. pails  1 75 
P ure, 6 oz. A sst., doz. 1 20 
B uckeye, 18 oz., doz. 2 20 

JE L L Y  GLASSES
8 oz., p e r doz. -----------  37

OLEOM ARGARINE

P in t, J a r s ,  d o z e n ----- 3 50
4 oz. J a r ,  p la in , doz. 1 30 
5% oz. J a r ,  pi., doz. 1 60 
9 oz. J a r ,  plain, doz. 2 30 
20 oz. J a r ,  PI. doz—  4 25 
3 oz. J a r ,  S tu ., doz. 1 35 
6 oz. J a r ,  stu ffed , dz. 2 50 
9 oz. J a r ,  stuffed , doz. 3 50 
12 oz. J a r , Stuffed,

doz. ________  4 50@4 75
20 oz. J a r ,  s tu ffed  dz. 7 00 

PARIS GREEN
% s ------------------------------- 31
is  _____________________ 29
2s and  5s _____________ 27

PE A N U T BU TTER

K in g n u t, 1 lb. —
K ingnu t, 2 & 5 l b . ----- 27
Van Westenbrugge Brand* 

Carload Distributor

OLCOMAPGARINE

N ucoa, 1 lb. ----------- 28
N ucoa, 2 and  5 lb. — 27% 

W ilson & Co.’s B rands
C ertified ____________ 25%
N u t -------------------------- 20
Special Roll -------------- 2j %

M ATCHES
Sw an, 144 ___________ 5 00
Diam ond. 144 b o x ----- 6 60
S ea rch ’igh t. 144 box 6 60 
Ohio R ed Label, 144 bx 5 00 
Ohio B lue Tin. 144 box 6 60 
Ohio B lue Tip. 720-lc 4 75 

S afe ty  M atches 
Q uaker, 5 gro. case  4 25 

M INCE MEAT 
None Such. 4 doz. — 6 47 
Q uaker, 3 doz. case  — 3 60 
L ibby. K egs, w et. lb. 22 

MOLASSES

Bel C ar-M o B rand
24 1 lb. p a i l s ________
8 oz., 2 doz. in case
5 lb. pails, 6 in  c ra te
12 2 lb. p a i l s ________
14 lb. pails  ----------------
50 lb. tin s  __________
25 lb. pails  ----------------

Iron  B arre ls  
PETRO LEUM  PRODUCTS 
P erfec tio n  K erosine — 12.1 
Red Crow n G asoline,

T an k  W agon _____  15.7
Solite G a s o l in e ________19.7
G as M achine G asoline 37.4 
V M. & P. N ap h th a  21.6
C apitol C y lin d e r_____ 39.2
A tlan tic  R ed E ngine 21.2 
W in te r B l a c k _________12.2

Cpolarine
Iron B arrels.

L ig h t ---------------------------62.2
M edium  --------------------  64.2
H eavy  _______________  66.2
Special heavy  ------------- 68.2
E x tra  heavy  ---------------70.2
T ransm ission  O i l -------62.2
Finol, 4 oz. cans, doz. 1 50 
F inol, 8 oz. cans, doz. 2 25
Parow ax , 100 lb. ------- 9.3
P arow ax , 40, 1 lb. __ 9.5
Parow ax , 20, 1 lb. — 9.7

PROVISIONS 
B arreled  Pork  

C lear B ack  __ 34 50® 35 00 
S hort C u t Clear34 50@35 00 

Dry S a lt M eats 
S P  B ellies — 28 00@30 00 

Lard
P u re  in t i e r c e s _____ 17
60 lb. t u b s __ ad vance  !i
50 lb. t u b s __ advance  %
20 lb. p a i l s __advance  %
10 lb. p a i l s __advance  %
5 lb. p a i l s __advance  1
3 lb. p a i l s ___advance  1

C om pound t i e r c e s ___ 13
Com pound, t u b s -------- 13%

S ausages
B o lo g n a _____________ 12%
L iver _________________12
F ra n k fo r t  _____________17
P o r k ____________  18@20
V eal __________________19
T ongue, Jellied  ---------- 32
H eadcheese  ---------------- 18

Smoked M eats 
H am s, Cer., 14-16 lb. 30 
H am s, C ert., 16-18 lb. 30 
H am , d ried  beef

se ts  _______________  ®32
C alifo rn ia  H a m s -----  @20
Picn ic  Boiled

Med. No. 1 B b l s . ----- 2 85
Med. No. 1. 100 lb. bg. 88
F a rm e r  Spec., 70 lb. 90
P ack ers  M eat, 56 lb. (7
C rushed  Rock fo r Ice 

cream . 100 lb., each  75 
B u tte r  Salt, 280 lb. bbl. 4 24
Block. 50 lb. __________  40
B ak er Sa lt, 280 lb. bbl. 4 10
100, 3 lb. T a b l e _____ 5 75
70. 4 lb. T ab le  ______ 5 25
28, 10 lb. T a b l e _____ 5 00
28 lb. bags. T a b l e _ 42

H am s -------------- 30 @32
__ 2 40

Pepper,
Boiled H am s ----- 38 @40 P e r  case , 2 ‘1, 2 lbs. PureM inced H a m s ----- 14 @17 F ive case lo ts  ___ — 2 30
B acon ---------------- 33 @42 Iodized. 24. 2 lbs. —— 2 40 Allspice

No.
Gold B rer R abbit 

10, 6 cans to  case  5 70

i\oNO

No! 5. 12 can s  to  case  5 95 
No 2%, 24 cans  to  cs. 6 ¿0 
No! 1%. 36 cans  to  cs. 5 15 

Green B rer R abbit 
No. 10. 6 c an s  to  case  4 4o 
No. 5. 12 cans to  case  4 70 
No. 2%, 24 can s  to  cs. 4 95 
No. 1%. 36 cans  to  cs. 4 20 

A unt D inah B rand 
No: 10, o cauo io cao« 2 00 

5, 12 cans  o case  3 25 
2%, 24 cans o cs. 3 50 
1% 36 cane oe cs. 3 00 

New O rleans
F an cy  Open K e ttle  — 74

i - T "  «
H alf b a rre ls  ac e x tia  

M olasses in  Cans
uuvc, a«. 3 H>- Wh- Y Dove, 24, 2% lb Wh. L 5 20 
Dove, 36, 2 lb. B lack  4 30
Love, 24.'2%  1b B lack 3 90 
Move. 6. 10 lb. B lue L 4 45 
P a lm etto , 24, 2% lb. 5 25 

N U T b .
W hole

Almonds. T e r r e g o n a -  28
B razil, New -------------
r*ncy  mixed -----------«
F ilb erts , S icily - - - - - -
P ean u ts , V irg in ia  R aw  09 
P ean u ts , V ir. ro a s ted  10% 
P e a n u ts , Jum bo , raw  11 
P e a n u ts , Jum bo , r s td  12%
Pecans, 3 s ta r  --------
Pecans, Jum bo --------
Pecans, M am m oth — 
W alnu ts, C alifo rn ia  — 

S a l t e d  Peanuts.
F ancy, No. 1 -----------
ju m b o  --------------------

Shelled.
A lm onds ------ -
P ean u ts . Spanish ,

125 lb. bags -----------  J '
F ilb e rts  --------------------
P ecan s  ------------------- *
W aln u ts  -------------------

OLIVES
Bulk. 5 gal. keg  ------ 8 00
Q u a rt J a r s ,  dozen -  6 50
Bulk, 2 gal k e g ----- 3 60
B ulk, 3 gal. keg  ------ » * »

Sem dac, 12 p t. cans 2 75 
Sem dac, 12 q t. cans  4 60 

PIC K LES  
Medium 8our

B arre l, 1600 coun t — 17 00 
H a lf bbls., 800 co u n t 9 00
50 gallon k e g s --------  6 00

Sw eet Sm all
30 Gallon, 3000 --------  42 00
5 gallon, 500 -----------  8 2a

Dill Pickle*.
800 Size, 15 g a l . ----- 10 00

PIPES.
Cob. 3 doz. in bx. 1 00® 1 20 

PLAYING CARDS
D erby, p e r  doz. ---------2 75
B icycle ---------------------- ’  •"

POTASH
B a b b itt’s, 2 doz. ------  2 75

FR ESH  M EATS 
Beef.

Top S tee rs  & H eif. — @1® 
Good S tee rs  & H ’f. 15@17 
Med S tee rs  & H ’f. 13%@15 
Com. S tee rs  & H ’f. 10@12% 

Cows
T op -------------------- 14

24
40
50
30

12
17

__________  70

Good -----------------------
M edium  ------------------- “
Com m on -----------------  10

Veal.
T op -------------------------- J?
Good -------------------------
M e d iu m ---------------------16

L a m b .
S pring  l a m b -------------- 30
Good -------------------------
M edium  -------------------- ““
P oor -------------------------M utton.
Good -------------------------
M edium  -------------------- J-b
P o o r ------------------------- 14

Pork .
L ig h t h o g s ---------------- J*
M edium  hoga — -------
H eavy hoga —---------—
Loins ------------------------- 25
B u tts  ----------------------- *2
Shoulders ----------------- J*
S p are rlb s  ------------------
N eck  bones ____ 06

Beef
Boneless, rum o  23 00@25 00
Rum p, n e w _ 23 00@25 00

Mince M eat.
Condensed No. 1 car. 2 00 
C ondensed B ak ers  b rick  31
M oist in g lass  --------  8 00

P ig ’s Fee t 
Cooked in V inegar

% bbls. ----------------------2 15
% bbls., 35 lbs. ---------- 3 10
% bbls. _____________  8 25
1 b'bl. _____________  18 00
K its . 15 lbs. --------  90
% bbls., 40 lbs. ---------- 1 60
% bbls., 80 l b s . _____ 3 00
Hogs, per lb. -----------  @42
Beef, round  s e t ----- 14@26
B eef, m iddles, se t — 25@30 
Sheep, a  skein  1 75@2 00 

RICE
F an cy  Blue Rose -----  09
F an cy  H ead  --------------  10
B roken  ----------------------  66
Steel C ut, 100 lb. sks. 3 25

r o l l e d  o a t s
Silver F lake, 12 Fam . 2 50 
Q uaker, 18 R egu lar __ 1 80 
Q uaker, 12s F am ily  — 2 70 
M others, 12s, 1,1’num  3 25 
S ilver F lak e , 18 Reg. 1 50 
Sacks, 90 lb. J u te  __ 2 85 
Sacks, 90 lb. C otton  — 2 9» 

RUSKS.
H olland R usk  Co.

B ran d
18 roll packages  -------2 30
36 roll packages  -------4 50
36 ca rto n  p ackages  — 5 20 
18 ca r to n  p ack ag es  — 2 65 

SA LERA TU S
A rm  an d  H am m er __ 3 75 

SAL SODA
G ran u la ted , bbls. ------- 1 80
G ran u la ted , 60 lbs. cs. 1 35 
G ranu la ted , 36 2% lb.

p ackages  --------------  2 25
COD FISH

M iddles -------------------
T ab le ts , % lb. P u re ,
T ab le ts , 1 lb. P u re  _

doz. ______________
W ood boxes, P u re  -
W hole Cod --------------

H erring
H olland H erring

M ixed, K egs ----------- 1 00
M ixed, h a lf  b b l s . ----- 9 25
Queen, bbls. -----------
M ilkers, K e g s ------------- 1 10
M ilkers, h a lf bbls. __ 10 25
M ilkers, b b l s ------------
K  TC K K . N orw ay — 20 00
8 lb! p a ils  --------------  1 40
C u t L unch  ------------- 95
B oned, 10 lb. boxes _ 20

Lake H erring
% bbl., 100 lbs. ---------- 6 50

M ackerel
T ubs, 100 lb. fncy  f a t  24 50
T ubs, 60 coun t ----------7 00

W hite  Fish
Med. F ancy , 100 lb. 13 00 

SH O E BLACKENING 
2 in 1, P a s te , doz. __ 1 35 
E. Z. C om bination , dz. 1 35
D ri-F o o t, doz. ---------- 2 00
B ixbys. Doz. ------------- 1 35
Shinola, doz. -----------  90

STOVE POLISH 
B 'aek ine. per doz. — 1 35 
B lack  Silk L iquid, dz. 1 40 
B lack  Silk P a s te , doz. 1 25 
E nam aline  P a s te , doz. 1 35 
E nam aline  L iquid, dz. 1 35 
E. Z. L iquid, p e r doz. 1 40
R adium , p e r d o z . ----- 1 85
R ising  Sun, p e 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
Stovoil, p e r doz. ------- 3 00

SA LT.
Colonial, 24, 2 lb. -------98
Colonial, Iodized, 24-2 2 40

M iracle C., 12 oz., 1 dz. 2 -5 
Old D utch  Clean. 4 dz. 2 40 

Q u een  a d d , 60 o*. — 3 40
Kinso. 100 oz. _______ 6 75
R ub No M ore. 100, 10

oz. _______________  3 86
Rub No More. 18 Lg. 4 00 
Spotless C leanser, 48,

20 oz. ______________ 3 85
Sani F lu sh , 1 do*. — 2 25
Sapollo, 3 Jo*. ---------- 8 16
Soaplne, 100, 12 o*. _ •  40 
Snowboy. 100, 10 o*. 4 Oil 
Snowboy, 24 L arge  — 4 80
Speedee, 3 doz. ______ 7 20
S unbrite , 72 doz. -------4 00
W yandotte . 48 _______ 4 75

SPIC ES.
W hole Spices.

Allspice, J a m a i c a ----- @16
Cloves, Z anzibar ----- @40
C assia, C anton  _____ @25
C assia , 5c pkg., doz. @40
G inger. A f r i c a n -------- @15
G inger, Cochin _______@30
Mace. P en an g  -----------  1 10
M ixed, No. 1 —......... - @22
M ixed. 5c pkgs., doz. @45
N utm egs. 70@90 -----  @>78
N utm egs, 105 -1 1 0 ----- @70

B lack  _____  @45
Ground in Bulk

Jam a ic a  __  @18
Cloves, Z a n z i b a r ___  @46
C assia, C a n t o n _____  @26
G inger, Gorkin --------  @38
M ustard  ____________  @32
M ace, P e n a n g ----------- 1 30
P epper, B .ack  ----------- @50
N utm egs -----------------  @75
Pepper, W h i t e ------------@58
Pepper, C a y e n n e -----  @32
Paprika , Span ish  -----  @42

T A B LE SAUCES 
L ea  & P e rr in , la rg e --  6 00 
L ea  & P err in , sm all— 3 35
P ep p er _______________ 1 80
R oyal M int ----------------2 40
Tobasco, 2 o z . ------------- 4 2a
Sho You, 9 oz., doz. 2 70

la rg e  ----------------20
sm all ___________ 3 15

2 30
A -l,
A -l.
C apers, J <

TE A .
Japan.

M edium  ___________ 27@33
Choice ____________ 37 @46
F a n c y ---------------------- 54@j>9
No. 1 N ibbs --------------  64
1 lb. pkg. S i f t i n g ---------- 13

Gunpowder
Choice _______ — —- — 35
F ancy  ___________   40

Ceylon
Pekoe, m e d iu m ------------- 65

English Breakfast
Congou, M edium  --------- 28
Congou, Choice ___ 35@36
Congou, F a n c y -----42@43

Oolong
M e d iu m   -----------—  36
Choice _______________ -  45
F ancy  __________________ 60

Telfer Coffee Co. Brand 
W. J . G.

T W IN E
C otton , 3 ply cone 
C otton . 3 ply pails

____________ 59

___ 44

Bbls.
HOI». 
Hbls. 
m o-3 
Phi«

10

6 05 
6 05

30-10 sks. __
6 0 -a  sK .
120-2% sks.

lb. sks. -------
280 lb bulk :

A -B u tte r  -----------------
A A -B u tte r --------------
P la in  50 lb. blks. „
No. 1 M edium , Bbl. _ 
T ecum seh , 70 lb. farm

sk . --------------------------- 85
C ases Ivory, 24-2 c a r t  1 85 
Iodized 24-2 ca rt. —  2 40 
B ags 25 lb. No. 1 m ed. 26 
B ags 25 lb. C loth d a iry  40 
B ags so lb. C loth da iry  
Rock “C” 100 lb. sack

4 00 
4 00 

45 
2 47

76
80

Seasoning
Chill Pow der, 1 5 c ---- _ 1 35
C elery S alt. 3 oz. 95
Sage, 2 oz. 90
Onion S a lt ------------ _ 1 35
G arlic ____ _ 1 35
P onelty , 3% oz. - _ 3 25
K itchen  B ouquet - ... 4 50
L aurel L eaves ------ 20
M arjo ram , 1 oz. ----- 90
Savory, 1 oz. —  -- 90
Thym e. 1 oz. ---------- 90
T um eric , 2% oz. - 90

Woiol, 6 pi:y ________ IS
VINEGAR

Cid er, 40 Gra in  _____ 24
W h ite Wimä, 80 g ra in 2;>
Wh ite Wim t ,  40 g ra in 19

Wl CKING
No. ü, per groas _____

1
7b

No. i. per g r o s s ___ 10
No. per gross ___ 1 ou
No. a, p e r groaa ----- 2 00
Pee■rieISS Ktills, per do:z. 90
Roi ■hes te r . No. 2, do: 50
Roi •heste r, No. 3, doz. 2 00
Ha'l-0 per «doz. ___— Sl>

WO ODE NWAR E
B askets

B ushels, na rrow  band,
w ire handles ---------

B ushels, narrow  band,
wood h a n d le s _____ :

M arket, drop  handle 
M arket, single handle 
M arket, e x tra  --------  l

STARCH
Corn

15%

19% 
1 40 
29% 
11%

SOAP
Am. Fam ily , 100 box 6 30
E x p o rt 120 box ___ 4 90
B ig F o u r W h. N a. 100s 3 75 
F lak e  W hite , 100 box 4 25 
F e ls  N ap th a , 100 box 5 60 
G rdm a W hite  Na. 10s 4 10 
R u b  No M ore W hite

N ap tha, 100 box — 4 00 
R ub-N o-M ore, yellow  6 00 
towift C lassic, 100 box 4 40 
20 M ule B orax . 100 bx 7 56
W ool, 100 box _______ 6 50
F a iry , 100 box _______ 5 76
J a p  Rose, 100 b o x ----- 7 86
Vitim P ” ve. 144 box 11 00
L ava , 100 box --------  4 90
O ctagon ------------------- 6 35
jt'umino. 100 box . —- 4 85 
S w ee th ea rt, 100 box -  6 70 
G randpa  T ar. 50 am. 2 00 
G ran d p a  T a r. 50 lge. 3 46 
Q tis k e r  H s.rd w at.e r

Cocoa, 72s, b o x ----- 2 85
F a irb a n k  T a r , 100 bx 4 00 
T rilb y  Soap, 100. 10c,

10 cakes  f r e e _____ 8 00
W illiam s B a rb e r  B ar, 9s 60 
W illiam s M ug, p e r doz. 48

C LE A N S E R S

Kingsfovd, 40 lb: 
Pow dered, bags 
Argo, 48, 1 lb. 
C ream , 48-1 —  
Q uaker, 10-1 .

pkgs

11% 
4 00 
4 05 
4 80 
7%

Splint, large . s 50
Sp in t, m edium  --------. 7 50
i plin t. sm all — .......... . G 50

C hurns.
B arrel. 5 gal., each -.. 2 40
B arrel, 10 gal., each - _ 2 55
;> to  6 ga l., per gal. _ 1G

Gloss
Argo, 48, 1 lb. pkgs. __ 4 05 
Argo, 12. 3 lb. pkgs. 2 96 
Argo, 8, 5 lb. pkgs. - 3 35 
Silver Gloss, 48. Is  11%
E lastic , 64 pkgs. -----  5 35
T iger, 48-1 --------------  3 50
T iger, 50 lbs. _______  06

CORN SYRUP.

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 67 
Red K aro , No. 5. 1 dz. 3 49 
R ed K aro , No. 10 — 3 29

Imt. Maple Flavor. 
O range, No. 1%, 2 dz. 3 00 
O range, No. 5, 1 doz. 
O range, No. 10 --------

Maple.
G reen L abel Karo.
G reen L abel K aro  —

Maple and Cane 
M ayflower, per gal. —

Egg Cases.
No, 1. S ta r  C a rr ie r  _ 5 00 
No. 2, S ta r  C arrie r _ 10 00 
No. 1, S ta r  E gg  T ray s  6 25 
No. 2, S ta r  E gg T ray s  12 50 

Mop S ticks
T ro jan  sp rin g  ---------- 2 00
Eclipse p a te n t sp ring  2 00 
No. 2. pat. b ru sh  hold 2 00
Ideal No. 7 ----------------1 50
12 oz. Cot. Mop H eads 2 55 
16 oz. Cot. Mop H eads 3 20

10 qt. 
12 qt. 
14 qt. 
12 qt. 
10 (it

Pails
G alvanized . 
G alvanized  - 
G alvanized  . 
F .a r in g  Gal. 
Tin D a iry  . 

T raps
■ , Wood, 4 h 

wood, 6 h

2 50

i l e S -

4 19 
3 99

tin.
ood

lióles

ffg f'i
I F  pau>E 
PKAMJCKÌh 
I  syrup i y

Mou!
11(1111 
Mou:
R at,
R at, sp ring  ------------
Mouse, sp ring  -----

T ubs
L arge G a lv a n iz e d -----
M edium  G alvanized  —
Sm all G alvanized  ----

W ashboards
B anner, Globe ----------
B rass, single -----------
G lass, single -------------
Double P ee rle ss  -------
Single P ee rle ss  --------
N o rth e rn  Q u e e n -------
C niversal -----------------

W indow  C leaners

65
1 00 
1 00

1 65 
1 85 

_2 30

80 can  cases, $4.80 p e r case 
W A SHING POW DERS. 

Bon Ami Pd, 3 dz. bx 3 75 
B on Ami Cake, 3 dz. 3 25
C ltm aline, 4 doz. -------4 20
G randm a, 100. 5 c ----- 4 00
G randm a, 24 L a rg e  -  4 00
Gold D ust, 100s ----------4 00
Gold D ust, 12 L arg e  3 20
Golden Rod, 24 --------  4 25
J in x , 3 doz. -------------- 4 50
L a  F ran ce  L a u n ., 4 dz. 3 60 
L u s te r  Box, 54 --------  3 75

PR ID E  OF KANUCK 
SYRUP

1 Case, 24 P i n t s ----- 6 25
1 Case, 12 Q u a rts  — 5 50 
1 C ase 6-% G allons __ 6 00 
1 Case, 3-1 G allons __ 4 50 
1 5-G allon J a c k e t C an 7 00 

Maple.
M ichigan, per gal. — 2 50 
W elchs, p e r gal. 2 SO

Wood Bowls
13 in. B u tte r  ---------- 5 00
15 in. B u tte r  ---------- 9 00
17 in. B u tte r  ----------IS 00
19 in. B u tte r  ---------- 25 00

W RA PPIN G  PA PE R  
F ib re . M anila, w h ite - 05%
No. 1 F ib re  -------------- 08
B u tch ers  M anila ----- 06
K ra f t  ----------------------- 98
K ra ft S tripe  ----------- 09%

Y EAST CAKE
Magic, 3 doz. 2 70
Sunlight, 3 d o z ._____ 2 70
Sunlight, m d o z . ----- 1 35
Y east Fo;am, 3 doz. — 2 70
Y east Foam , 1% doz. 1 35

Y EA ST—COM PRESSED^ 
F le ischm ann , per doz. 30
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Proceedings of the Grand Rapids 
Bankruptcy Court.

G rand  R apids, J an . 12—On th is  day  
w as held th e  ad jo u rn ed  first m eeting  in 
th e  m a tte r  of Sidney Keller, B an k ru p t 
No. 2819. The b an k ru p t w as p re sen t in 
person  and  ity a tto rn e y s , W ykes&  Sherk. 
One claim  w as proved an d  allow ed. No 
c red ito rs  were p re sen t o r  rep resen ted . 
No tru s te e  w as appo in ted  for the  p resen t. 
T he b a n k ru p t w as sw orn  an d  exam ined  
w ithou t a rep o rte r. T he m a tte r  will be 
closed and  re tu rn e d  to the  d is tr ic t co u rt 
unless value is found in a  cer ta in  policy 
o f in su rance  held by the  b an k ru p t. The 
first m eeting , a s  ad jou rned , then  a d ­
jou rned  w ithou t date .

In  the  m a tte r  o f H en ry  V an A llsburg, 
B an k ru p t No. 2790, th e  tru s te e  h a s  r e ­
po rted  the  receip t of an  offer of $300, 
from  C larence R ust, o f M uskegon, for all 
o f th e  s tock  in trad e , fix tu res and  lease  
of th is  e s ta te , excep t exem ptions. T he 
p ro p e rty  to  b ^  ‘jsold is ap p ra ised  a t  
$1,267.10. The p ro p e rty  is the  s tock  in 
tra d e  and  fix tu res o f a  g en eral g rocery  
an d  m ea t m a rk e t, located  a t  M uskegon 
H eigh ts, and  th e  lease  ru n s  on th e  p re m ­
ises w here such business w as located. 
The d a te  fixed for sale is Jan . 25. An 
inven to ry  is in the  hands o f the  tru s te e . 
Geo. D. S trib ley , U nion N ational B ank 
bu ild ing , M uskegon, and  a t  th e  re fe ree 's  
office, 533 M ichigan T ru s t building. 
G rand R apids. The sale wi 1 be held a t  
the  office of the  referee . All in te re s ted  
should be p resen t a t  the  tim e an d  place 
above nam ed.

In the  m a tte r  of Louis A. L am bert. 
B an k ru p t No. 2817, the  tru s te e  has filed 
his_ rep o rt of th e  receip t of a n  o ffer of 
$165 for all of the  s tock  in trad e  an.i 
c e r ta in  item s of fix tures, a .l ap p ra ised  
a t  $413.06. The p ro p e rty  consis ts  of 
s tock  in trad e  of groceries, e tc ., and  
certa in  item s o f fix tu res for a  grocery  
and  m ea t m arke t. T he d a te  fixed for 
sale is Jan . 25. T he tru s te e  is C. W. 
Moore, of Belm ont. The sale will be held 
a t  the  office o f the  referee . 533 M ichigan 
T ru s t building. G rand  R apids All in te r ­
ested  should be p resen t a t  such  tim e and  
place.

Jan . 14. W e have to -d ay  received  the  
schedules, o rder o f re ference  and a d ju d i­
cation  in the  m a tte r  of R alph Spoe, 
B an k ru p t No. 2833. The m a tte r  h a s  been 
re fe rred  to  C harles B. B a ir  a s  re feree  
in bank rup tcy . T he b an k ru p t is a re s i­
den t o f M uskegon H eigh ts, and  h is  oc ­
cupation  is th a t  of a  build ing  con trac to r. 
The schedules show  a s s e ts  of $2,168, w ith  
liab ilities  of $4,710.48. The co u rt has 
w ritten  for funds, and  upon receip t of 
th e  sam e, the  first m ee tin g  of c red .U .., 
will be called, and  note of th e  sam e . 
herein. The lis t of the  c red ito rs  o f said 
b an k ru p t a re  a s  follows:
F red rick s  L um ber Co., M uskegon $331.4 >
R avenna B ank. R avenna  ------------- 12i..,5
Geo. D. V anderW erp , M uskegon. _ i».
C harles E ggers, M uskegon _ ----- U>(i c
Body Auto Co.. M uskegon H e ig h ts  40.00 
M arkle C em ent &  Coal Co.. M us­

kegon __________________________  182.0 >
Jo h n  W agner & Co., M uskegon __ 31.45
Jo n es-W h ite  E lec tric  Co., M us­

kegon __________________________  86.69
C o-operative  E lev a to r Co., Coo-

persville  _______________________  90.5o
John  J. H aan . M uskegon -----------  25.00
L angeland  Mfg. Co., M uskegon __ 800.01 
W este rn  A uto Co.. M uskegon —  490.51
Jo h n  K olkem a, M uskegon ------------- 112.00
Jacobson  T ire  & B at. Co., M uske­

gon ____________________________  30.00
N ationa l L u m b erm an 's  B ank, M us­

kegon __________________________  25. O'*
P a rk e r  Refining Co., M uskegon __ 31.90
Bush L um ber Co.. M uskegon ___  50.00
E rn es t W hitm an . M uskegon --------  44.00
E arl Hecox. M uskegon ------------------- 104.63
P au l E. Ross, F ru itla n d  --------------  93.50
C harles Johnson, M uskegon --------  44.00
C harles E. W heeler. M uskegon __ 100.25 
Geo. H. M eyers an d  G a rre tt  B a r ­

tels. M uskegon __________ _____ _ 159
W alte r H oaglund, M uskegon -----  57.00
Carl Salm onson. M u sk e g o n _______  53.25
Jo h n  D iepen. M uskegon ___________102.54
A. P. W urtz le r, M uskegon _______  235.00
M uskegon L um ber & Fuel Co.,

M uskegon _______________ ,_____  600.00
O tto  K rause, N orth  M u sk e g o n ___  50.00
C. K arel & Sons, M uskegon _____  90.00
R avenna P riv a te  B ank. R av en n a  33.25
Rollie N ichols, G rand R a p i d s ___ 190.00
Peoples H ard w are  Co., M uskegon 40.00 

Jan . 14. W e have to -d a y  received  the  
schedules, o rder of re fe rence  an d  a d ju d i­
cation  in th e  m a tte r  of C harles C. M ay­
nard . B an k ru p t No. 2836. The m a tte r  
has been re fe rred  to  C harles B. B la ir a s  
re feree  in bankruptcy '. T he b an k ru p t is 
a  re s id en t of M uskegon and  h is  occupa­
tion  is th a t  of a  grocer. T he schedules 
show  a sse ts  of $5,058.32, of w hich  $300 
is claim ed a s  exem pt, w ith  liab ilities  of 
$5,243.97. The firs t m ee tin g  o f c red ito rs  
h a s  been called for Jan . 27. T he lis t 
of c red ito rs  of sa id  b an k ru p t is  a s  fo l­
low s:
L in ton  B. G rover. M u s k e g o n ----- $1,700.00
D aniels Co., M u s k e g o n ___________  50.00
H um e G rocer Co.. M uskegon ------- 140.59
Sw ift & Co., M uskegon ___________154.75
W orden G rocer Co., G rand  R apids 385.47 
N orthv ille  C hem ical Co., N orthv ille  61.75 
A. H. Lew is Med. Co., St. Louis,

Mo. ____________________________  400
C. W . M ills P a p e r Co., G rand  Rap. 122.69 
M oulton G rocer Co., M uskegon — 867.68
Foley  & Co., C hicago --------------— 31.20
Jud so n  G rocer Co., G rand R apids 250.00
I. H u n t, P e n tw a te r  --------------------  45.00
A nderson P ack in g  Co., M uskegon 75.00
B u tle r Bros., C hicago -----------------  335.00
M uskegon C andy Corp., M uskegon 47.00
D eV ries B iscu it Co., Zeeland _____183.00
P ea rsa ll B u tte r  Co., u n k n o w n ___  24.50
Je rg en s  L otion Co., unknow n ___  87.50
C onsum ers P ow er Co., M uskegon 6.90 
T he L eg ea r Co.. St. Louis, Mo. r .  64.05
F id e lity  Pencil Co., unknow n -----  10.09
D onald Sm ith , M uskegon -----------  35.00
M ary S m ith , M uskegon --------------  35.00
Peoples M illing Co., M u s k e g o n -----  61.00
W a k e r C andy Co., M uskegon — 40.00
R ichards  Candy' Co., M uskegon __ 20.00
A. H a rtsem a , M uskegon --------------  21.00
C. W . S m ith . M uskegon ________  45.00
S te ind ler P a p e r  Co., M uskegon __ 60.00
L V an W estenb rugge , G rand  Rap. 40.00
Jeff H ubbell, M uskegon _________  40.00
H ekm an  B iscu it Co., G rand  R apids 60.00
H. A. F ran k e , M uskegon _______  30.00
U nited  H om e Tel Co., M uskegon 7.50
Levy &  Son, M uskegon _________  20.00
P illsb u ry  F lo u r Co., M inneapolis- 18.50
J . M. B a’.com. M uskegon _______  65.00

J a n  14. W e have to -d ay  received  the
schedu les, o rd e r of re ference  and  a d ju d i­
cation  in the  m a tte r  of R endezvous, a  
M ichigan C orporation , B an k ru p t No. 2834. 
T he m a tte r  h as  been re fe rred  to  C harles
B. B la ir a s  re feree  in b ank rup tcy . The 
b an k ru p t is a  c ab a re t located  in the  
V illage of E a s t G rand  R apids. T he sched ­
ules show  a sse ts  o f $5,005.17, w ith  liab il­
ities  of $11,818.83. T he first m eeting  of 
c red ito rs  h a s  been called  for Jan . 10. 
The lis t of c red ito rs  o f th e  b an k ru p t a re  
a s  follows:
In te rn a tio n a l R evenue _________unknow n
S ta te  of M ichigan _____________ unknow n
A. Pick & Co., C hicago _________ $600.00
K e .ly  Ice C ream  Co., G rand  R apids 347.00 
R yskam p B ros., G rand  R apids __ 1,793.70 
D e tro it C oat & A pron Supply Co.,

G rand  R apids _________________  350.00
F e rr is  Coffee H ouse, G rand  R apids 118.00 
W orden G rocer Co., G rand  R apids 900.00
B ertsch  M arket, G rand  R a p i d s _571.00
Collins Ice Co., G rand  R a p i d s ___  350.00
E a s t G rand  R apids F uel Co., E a s t

G rand  R apids ___________________137.00
M arq u ette  L um ber Co., G rand 

R apids _________________________  500.00
G. R. Sav. B ank, G rand  R apids 2,300.00
H. L eonard  & Son, G rand  R apids 762.51 
Lew is E lec tric  Co, G rand  R apids 200.00
H eth  B ros., G rand  R apids _______  747.61
C has. Lively, G rand R apids _____  442.01
Mel Gil eland. G rand  R ap ids ___  700.00
G. R. R ailw ay Co., G rand  R apids 450.00

J a n  14. AVe have to -d ay  received  th e  
schedules, o rder of re fe rence  and  a d ju d i­
ca tio n  in the  m a tte r  of Jam e s  G. Mc- 
M aster, B an k ru p t No. 2835. T he m a tte r  
h as  been re fe rred  to C harles B. B la ir as 
re feree  in b an k ru p tcy . T he b a n k ru p t is 
a  re s id en t of L uding ton . and  h is o ccupa­
tion  is th a t  of a  m ilk  dealer. T he sch ed ­
ules show  a ss e ts  of $1,917, of w hich $1,750 
is c la im ed as  exem pt, w ith  liab ilities  of 
$2,780.36. The c o u rt h as  w ritte n  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  note of th e  sam e m ade herein . The 
lis t of th e  c red ito rs  of th e  b an k ru p t a re  
a s  fo lows, a ll located  in L uding ton :
C ity  of L uding ton  _____________ $ 22.42
L uding ton  S ta te  B ank  __________1,042.94
Jo h n  W addell ___________________  450.00
F ra n k  Sim pson ___________________127.47
N. J . C h ris tenson  _______________  32.00
AV. J. M artin  ___________________  20.00
J . Johnson  _______________________  11.43
S. G. M yers _____________________  28.00
A ckersville  H a rd w are  ____________  25.00
L udn ig ton  L um ber C o .___________  19.55
A’. L. T ea fo rd  ___________________  16.88
G roening  B rosl & W i.de ________  35.00
M ason A uto  Sales Co. _________  14.45
D u rsm a  & H o llinger ____________  8.75
B e th k a  G arage  __________________  5.90
B radl H a rd w are  _________________  5.00
Irv ing  P r a t t  _____________________  15.00
H an s  A braham son  _______________  8.75
Dr. K irw an  _____________________  15.00
W este rn  Oil Co. _________________  10.00
AA'ilson A uto  T op Co. ___________  5.00
S tillw ell P r in tin g  Co. ___________  3.00
R asm ussen  & H anse  ___________  3.00
Zeke & Zeke ____________________  3.00
L uding ton  S ta te  B ank  ___________  450.00
F ra n k  S im pson __________________  75.00
G eorge L ieb e rtru e  ______________  50.00
M arg are t M. J e n n e r  ____________  40.00
T. P. M cM aster ___________________187.82

J a n  14. On th is  day  w as held th e  final
m ee tin g  of c red ito rs  in th e  m a tte r  of 
AV. B. K itchen . B an k ru p t No. 2617. The 
b a n k ru p t w as n o t p re sen t in person, b u t 
re p re sen ted  by N orris, M cP herson, H a r ­
rin g to n  & AVaer, a t to rn e y s  for the  b a n k ­
ru p t. . T he tru s te e  w as p re sen t in person. 
C a im s w ere  proved an d  allow ed. The 
t ru s te e 's  final re p o rt a n d  acco u n t w as 
considered  an d  app roved  a n d  allowed. 
T he bill of th e  a tto rn e y s  fo r th e  b a n k ­
ru p t w as approved  an d  allowed. An o r ­
der w as m ade for th e  p ay m en t o f the  
ba lance o f a d m in is tra tio n  expenses and  
for th e  d ec la ra tio n  and  p ay m en t o f a  
firs t and  final div idend to  c red ito rs  of 
11 p e r cent. No ob jec tions w ere  m ade 
to  the  d isch a rg e  of th e  b a n k ru p t. T he
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final m ee ting  th en  ad jou rned  w ith o u t 
d a te  an d  th e  m a tte r  will be closed an d  
re tu rn e d  to  the  d is tric t court.

On th is  day  also w as held the final 
m eeting  of c red ito rs  in th e  m a tte r  of 
F red  H . K inney, B an k ru p t No. 2618. The 
b an k ru p t w as no t p resen t o r rep resen ted . 
T he tru s te e  w as n o t p re sen t o r re p re ­
sented! C .aim s w ere proved and  allowed. 
T he tru s te e ’s final rep o rt an d  account 
w as approved and  allowed. An o rder 
w as m ade for the  p ay m en t o f expenses 
of ad m in is tra tio n  and  for the  d eclaration  
and  pay m en t of a  first and  final dividend 
to general c red ito rs  of 14 pe r cent. No 
objections w ere m ade to the  d ischarge  of 
the  ban k ru p t. The final m eeting  th en  
ad jou rned  w ithou t d a te  and  the  case  will 
be closed and  re tu rn ed  to  the  d is tric t 
cou rt in due course.

In the m a tte r  of A rkevoula  P riggooris. 
B an k ru p t No. 2831, the  funds for the  
first m eeting  have been received  and  
such m eeting  has been  called for Jan . 28.

In the  m a tte r  of Jo h n  P riggoris , B an k ­
ru p t No. 2832, the  funds for th e  first 
m eeting  have been received  and  such 
m eeting  has been cal.ed fo r Jan . 28.

Jan . 16. We have to -d ay  received  the  
schedules, o rder of re ference  a n d  a d ­
jud ica tio n  in the  m a tte r  of Hid W eber, 
B an k ru p t No. 2839. T he m a tte r  has been 
re ferred  to C harles B. B la ir a s  re feree  in 
bank rup tcy . T he b an k ru p t is a  re s id en t 
of the village of Jo n es  and  h is  o ccupa­
tion  is th a t of a  grocer. The schedules 
show a sse ts  of $600, w ith  liab ilities  of 
$2,569.36. The co u rt has w ritten  for funds, 
and  upon receip t of the  sam e, th e  first 
m eeting  of c red ito rs  will be called, and  
note of the  sam e m ade herein . T he lis t 
of the  c red ito rs  of the  b an k ru p t a re  a s  
follows:
N ewberg Tow nship  -------------------- $ 6.50
F ir s t  Com m ercial B ank, C onstan - -

tine -------------------------------------------292
N ational C ash R eg iste r Co., D ay ton  27b.25 
St Joe  Valley B ank, E lk h a r t __ 85.00
T hree R ivers Fu rn . Co., T hree  Riv. 110.00 
C auline  H a t Co., St. Louis -----  32.25
G. H. H am m ond Co., C h ic a g o ----- 194.70
F ir s t S ta te  B ank, C onstan tine  — 25.46
W. F. Lilly Co.. E lk h ar t ------------- 15.22
P ro c to r & Gam ble, D e tro it --------  69.25
Levy W ard G rocery Co., South

B end __________________    279.64
S tu rg is  G rocery Co., S t u r g i s ---------143.00
E  k h a r t C andy Co., E lk h ar t ------- 18.50
H. V an K enam an, Zeeland --------  30.00
E. V. Ruple, S ou th  Bend -----------  4.35
V ig ilan t, Cassopolis --------------------  40.25
New M ethod V arn ish  Co., E lm yra,

N. Y. __________________________  675
D ow agiac F ru it Co., D ow agiac — 100.00
W. F. Reili.ig, M areellus -----------  29.00
N. F ran k s , M arce.lus ----------------- H H n
K. B. Schm idt, N iles ------------------- <5<-uu
J. B. W eber C andy Co., South

Bend ___________________________  2490
R andall Landfield Co., C h ic a g o -----
H airoh  <fk S te w a rt Broom  Co.,

Des M o in e s --------------------------------  11.00
U. S. T rad ing  S tam p Co., Toledo 75.00 
G rea t L akes B o ttling  Co., K a la ­

m azoo --------------------------------------  6.25
Dr. S. D. B arw iek , E lk h art --------  30.50
C rysta l C andy Co., Goshen --------  10.98
Glen K ent, K a la m a z o o ----- -----------  40.00
Sam m ons C andy Co., Goshen — 16.50
S pear & Co., P it tsb u rg  --------------  35.00
N ational G rocery Co., South  Bend 78.34 
J ew e tt & Sherm an, M ilw aukee — 34.50
W. F. M cLaughlin Co., C hicago — 106.77
H andy E lec tric  Mills, A . l e g a n -----  73.95
B raeh  C andy Co., C h ic a g o -----------  19.15
W essell & T aylor, J o n e s --------------  23.00
F. A. Rohrer, T h ree  R ivers  -----  7.78
Jaco b  P o tts , K alam azoo ------------- 35.00
T. R. P ack ing  Co., T h ree  R ivers  66.00 

Jan . 16. W e have to -d ay  received  th e  
schedules, o rder of re ference  and  a d ju d i­
cation  in the  m a tte r  of W i.son  H. M osh­
er, B an k ru p t No. 2837. The m a tte r  h as  
been re fe rred  to  C harles B. B la ir as  re f ­
eree in bank rup tcy . The b a n k ru p t is a  
re s iden t of G rand R apids. T he schedu les 
show a sse ts  of $918.75, of w hich $250 is 
claim ed a s  exem pt, w ith  liab ilities  of 
$3,812.85. The co u rt h as  w ritten  for 
funds, and  upon rece ip t o f th e  sam e, the  
first m eeting  of c red ito rs  will be called, 
am i note of th e  sam e m ade herein . T he 
lis t of the  c red ito rs  of sa id  b a n k ru p t a re  
a s  follows:
M ercantile  A cceptance Co., Chi- qq

Brooks Oil Co., C leveland -----------  25.32
N atl. Refining Co., K alam azoo — 64.64
S. A. D w ight, G rand  R a p id s --------  111.ui)
L E. Ruhl, G rand  R apids -.
R H  Sneese, G rand  R apids 
W ayland  S ta te  B ank, W ay land  -  300.00 
R eliable Service Co., G rand  R apids 61.00 
In te rn a tio n a l R ubber Co., G rand

E dw ards & C ham berlain , K a lam a-

WZ°B  Thurston"’ G rand  R apids 29.45
C J  L itcher, G rand  R apids -----  23.48
Sm ith  Val. Shop, G rand  R ap ids _ 118.25 
M cAlpine & P ritc h a rd , A llegan 969.61 
Dick K im m  H ard w are  Co., R ock- ^  ^

\yf°B  J a rv is  & Co.. G rand  R apids 193.08 
R odgers & R odgers, G rand  R ap ids 15.00
Teffers & Co., G rand R apids -----  14.77
Standard Oil Co., G rand  R ap ids ~  65.00 
B ecker A uto Co., G rand  R ap ids  „  13.50

100.00
98.6

80.07

50.00

H u n sb erg e r & B ow m an, W ay land  20.97 
G. R. Oil Co., G rand  R apids 11.80
T isch A uto  Supply Co., G rand  R ap. 10.51
Glen A ustin , G rand  R a p i d s ------------125.00
O tto  H erp, M oline -----------------------  10-50
S arah  W are, G rand  R apids --------  400.00

Jan . 16. 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 C arl J . B lom - 
qu ist, B an k ru p t No. 2838. The m a tte r  
has been  re fe rred  to  C harles B. B la ir a s  
re feree  in  b ank rup tcy . T he b a n k ru p t is 
a  re s id en t of G rand  R apids an d  his occu­
p a tion  is th a t  of a  ra ilro ad  w orker. T he 
schedu les show  a sse ts  of $1,614.40, of 
w hich $500 is c la im ed as  exem pt, w ith  
liab ilities  of $1,779.40. T he first m eeting  
of c red ito rs  h a s  been called for Feb. 1. 
T he lis t of c red ito rs  of the  b a n k ru p t is 
a s  fo llow s:
D alepost Coal Corp., H u n tin g to n ,

W . Va. _______________________
Jan . 18. W e have to -d ay  received  the  

schedules, o rd e r of re fe rence  an d  a d ju d i­
cation  in th e  m a tte r  of H ow ard  B ush , 
B an k ru p t No. 2840. The m a tte r  h as  been 
re fe rred  to  C harles B. B la ir a s  re feree  in 
b ank rup tcy . T he b a n k ru p t is a  re s iden t 
of K alam azoo an d  his occupation  is th a t  
of a  teache r. T he schedules show a sse ts  
of $250. of w hich th e  full in te re s t is 
claim ed as  exem pt, w ith  liab ilities  of 
$1,685.70. T he c o u rt has w rit te n  for 
funds, and  upon receip t of th e  sam e, the  
first m eeting  of c red ito rs  will be called, 
an d  note of th e  sam e m ade herein . The 
lis t of c red ito rs  of sa id  b a n k ru p t a re  a s
follows: tic n  nnJohn  DeYoung, D o r r ---------------------*160.00
L. S. Gale, C om stock -----------------  ou.uu
E. P . M ontague, C om stock --------  95.00
A. P eer, C o m s to c k -----------------------  30.00
M ary Schipper, K a la m a z o o ------------- 33u.uu
F a rm ers  P roduce  Co., K a lam azo o . 105.00
L ange Mfg. Co., K a la m a z o o --------  25.00
Sam uel B uurm a, K alam azoo ------- 6.00
C o r.e tt S tone L um ber Co., K a la ­

m azoo —
W edling W orks, K alam azoo --------
B ots F o rd  G rocery  Store, D orr __
Jo h n  S chuuring , K alam azoo -----
L. P . G unson Seed Co., R ochester 
A lexander F o rbes  Seed Co., N ew ark
P. K rondyke & Son, K a lam azoo .
T hom as V an W orks, K alam azoo—
B enj. B rondyk, K alam azoo --------
N atl. C red it C lo th ing  Co., K a la ­

m azoo -------------------------- -------------
H o ek stra  M arket, K alam azoo . . .  
H o e k stra  Sales Co., K a lam azo o ..
U nion Coal Co.. K alam azoo -----
A rend W oltersom , K a la m a z o o ----
F ay  M cK inney, K alam azoo --------
E. B ush, K a.am azoo  ---------------—
B row n Seed Co., G rand R apids __
H. C. S ystm a, K alam azoo --------
Ype DeVries, K a la m a z o o ------
B ornem a & V redevoogd. K alam azoo
D. J. Scholten, K alam azoo --------

On th is  day  a lso w as held th e  
m eeting  of c red ito rs  in the  m a tte r  of 
W. P. K innee, B an k ru p t No. 2733. The 
b a n k ru p t w as rep resen ted  by C har.e s  H. 
Lillie, a tto rn e y  for the  b an k ru p t. No 
■creditors w ere p resen t o r rep resen ted . 
The tru s te e  w as no t p resen t. C laim s 
w ere approved  an d  allowed. T he tru s te e ’s 
final re p o rt and  acco u n t w as  approved  
an d  allowed. An o rd e r w as m ade for the  
p ay m en t of expenses of ad m in is tra tio n  
an d  fo r th e  d ec .a ra tio n  and  p aym en t of 
a  supp lem en ta l first div idend sh ee t of 
5 p e r cent, an d  a  final dividend of 13.4 
p e r cent. No ob jec tions w ere m ade to 
d ischarge. T he m eeting  th en  ad jo u rn ed  
w ithou t d a te  and  th e  case  will be r e ­
tu rn e d  to the  d is tr ic t co u rt in  due course.

On th is  day  a lso w as held th e  final 
m ee tin g  of c red ito rs  in the  m a tte r  of 
Sam  K oningsburg , B an k ru p t No. 2612. 
T he b a n k ru p t w as no t p re sen t o r re p re ­
sen ted . T he tru s te e  w as rep re sen ted  by 
H i.d ing  & H ilding. C laim s w ere  proved 
an d  allowed. T he tru s te e ’s final re p o rt 
an d  acco u n t w as approved  and  allowed. 
An o rd e r w as m ade fo r th e  p ay m en t of 
ad m in is tra tio n  expenses an d  for th e  d ec­
la ra tio n  a n d  p ay m en t of a  firs t a n d  final 
div idend to  g en eral c red ito rs . T he am o u n t 
of th is  d ividend is no t de te rm ined , b u t 
upon the  sam e being  com puted  note of 
th e  am o u n t will be g iven  here. No o b ­
jec tio n s  w ere m ade to  the  d ischarge  of 
the  b a n k ru p t. T he m eeting  th en  a d ­
jo u rn ed  w ith o u t d a te  and  the  case  w ill 
be closed and  re tu rn e d  to  th e  d is tr ic t  
court.

Jan . 18. 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 
A lbert R. S tevens, B an k ru p t No. 2818. 
T he b a n k ru p t w as p re sen t in person  and  
by A rth u r  E. L eckner, a tto rn e y  fo r the  
b an k ru p t. No c red ito rs  w ere p re sen t or 
rep resen ted . One claim  w as proved  a n d  
allowed. 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. No t r u s ­
te e  w as appo in ted . T he firs t m ee tin g  
th e n  ad jo u rn ed  w ith o u t d a te  an d  th e  
case  w i.l be closed an d  re tu rn e d  to the  
d is tr ic t court.

On th is  day  a lso w as held th e  first 
m ee tin g  of c red ito rs  in th e  m a tte r  of 
G eorge W illiam . Thom pson, B an k ru p t No. 
2830. T he b a n k ru p t w as p re sen t in p e r­
son  and  by a tto rn ey s . W icks, F u lle r & 
S ta rr . C laim s w ere proved and  allowed. 
C red ito rs  w ere  p re sen t in person. No 
tru s te e  w as appo in ted . T he b a n k ru p t 
w as sw orn  and  exam ined  w ith o u t a  re -
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porte r. T he first m eeting  of c red ito rs  
then  ad jo u rn ed  w ith o u t d a te  a n d  the  
case  will be closed a n d  re tu rn e d  to  the  
d is tr ic t court.

On th is  day  a lso w as held th e  sale 
of a sse ts  in th e  m a tte r  of F ran k  W olf- 
son. B an k ru p t No. 2829. T he b an k ru p t 
w as p re sen t an d  rep resen ted  by  a t to r ­
ney. The tru s te e  w as p re sen t in person 
and  by Jack so n , F itzg e ra ld  & Dalm. 
C red ito rs  and  b idders w ere p re sen t in 
person. T he p ro p e rty  w as offered for 
sale  and  the  sam e sold to  Jam e s  Fox, of 
G rand  R apids, for $3,000. T he p u rch ase r 
a lso  ag reed  as  a  p a rt of the  pu rch ase  
price  to assum e  liens on certa in  of the  
fix tu res up to  the  am o u n t of $250. The 
sale w as confirm ed and  th e  m eeting  a d ­
jou rned  w ithou t date. A first d ividend 
to  c red ito rs  will be o rdered  paid  a s  soon 
a s  possible.

Business Wants Department
Advertisem ents Inserted under this head 

for five cents a word the first Insertion 
and four cents a word for each subse­
quent continuous insertion. If set In 
capital letters, double price- No charge 
less than 50 cents. Small display adver- 
tisem ents In this departm ent, S3 P®r 
inch. Paym ent w ith order Is required, as 
amounts are too small to open accounts

ARE YOU SELLING OUT?
W ill pay  h ighest am o u n t in C ash  for 
your en tire  o r p a r t  of s tock  and  fix tures 
of an y  descrip tion . Call o r w rite  Ja ck  
Koso fsky , 1235 W . E u c lid  Ave ., N o rth ­
w ay 5695, D e tro it, M ich.

Corporations Wound Up.
The following Michigan corpora­

tions have recently filed notices of dis­
solution with the Secretary of State: 
Overton Creamery Co., Allegan. 
Typolith Co., Battle Creek.
Charlevoix Fish Co., Bay City.
Yellow Cab Mfg. Sales Corp., Detroit. 
Knob Lick Dev. Co., Battle Creek.
Ion a W ater Power Elec. Co., Ionia. 
Onsted Dairy Co., Detroit.
Houghton Mill & Elevator Co., 

Houghton.
Michigan Head Lining Co., Oak H ar­

bor.
Universal Cooler Co., Detroit.
B artlett Lumber Co., Shelldrake. 
Champion Brass W orks, Coldwater. 
Scandinavian Realty Co., Bessemer. 
Eaton Axle & Spring Corp., Detroit. 
Evart Light & Power Co., Evart. 
Blackstone Auto Sales Co., Detroit.
R. G. Lake Candy Co., Detroit. 
Packard Building Co., Ann Arbor.
Auto Sales Co., St. Johns.
C. R- Jensen Garage, Detroit.

Subtraction.
Vicar: “W hat would happen if you 

were to break one of the Ten Com­
m andm ents?”

W ill'e: “Well, then there would be
nine.”

4%
Banking

M ail
Under hoih S tette 

and lederai Supervision

W e a re  a s  n e a r  ae you r 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 a n k 's  officers 
an d  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 order 
o r cash  In reg is te red  le tte r. 
E ith 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 and  su rp lu s  $312.500.00. 
R esources over f4,000,000,M.

Send for free booklet 
on Banking by Mall

HOME STATE BANK
for SAVINGS MICHIGAN

FO R SALE—An implem e n t sto■re and
business, a lso hous e and lot. Ge orge F.
Jeffrey , K ingston , Mich. 133

FOR SALE—STCICK ínul FIX'!I’URES.
D rug sundries, intte n t medicine;s, g ift
shop ifoods, wall pape r, ch ina, g lass,
candy, cigars, fountain and  foun ta in
lunch. Invoice abo u t $6,000. Loe;a ted  on
M -ll, opposite go<id  oil1 s ta tion . Good
reason for selling. C. \Y'. N O R E I", H a rt.
Mich. 134

F or Sale—Cloth iing, fiu rn ìsh ing goods,
an d  fixtures. Che,xp foir cash. A ddress
Levinsion’s D ep artin e n t S tore, Pietoskey.
Mich. 135

F o r Sale—D rug, gene:ral m ercitiandise,
groceri es, d ry  gootIs, sho es  an d rub b ers
stock . V ery little completition. Invest!-
gate . Inqu ire  N<>. 131j, c /o  M ichigan
T rad es m an. 136

For Sale—My dr y goods sto re in Cad-
iliac. A good storei, in si good tow n, an d
a  fine opportunity ' for the  rigt it m an.
J . c .  .Jensen , B ig Rapii:1s, Mich. 137

For Sale—Sm all groe •ery stoick and
sto re  ljuilding, liviing roim is above. Good
school. good farm:ing cio un try . Old age
anil poo r  health  re:ason lfor selling F. C.
Peck, B an n iste r, Mich. 138

F or Sale Cheap—-Or will tra d e  :for m er-
chandi se, electric• d ri ven mulItigraph.
Good run n in g  oirder. Complet:e w ith
Flexo type se tte r . o th e r attachm e>nts and
type. N. I>. Gove r, Mt . P iensan t, Mich. 

139
FOB: SA L E—Gift sho p, bazaar’, jew el-

ry. Nfo o th e r sto re lik e it in t:own, or
w ith in tw en ty  mlt es. 1Sstablishe d tw en-
ty -sev en years. A mone y m aker. R eason
for se lling, poor h<•alth. A ddress No. 140,
c /o  Miichigan T ra desm irn. 140

AN U N U SU A L O PPO R TU N ITY  for a  
good g rocerym an  w ith  from  $15.000 to 
»25,000 to  becom e in te re s ted  in  th e  ex ecu ­
tive  cap ac ity  w ith  one of th e  fa s te s t 
g row ing w holesale g rocery  concerns in 
N o rth e rn  M ichigan. A ddress No. 126, 
c /o  M ichigan T radesm an . 126

FO R  SA L E—Stock in G rand  R apids 
W holesale  G rocery  Co., Inqu ire  No. 129, 
c /o  M ichigan T radesm an . 129

P A T E N T —SM ALL M AN U FACTURER 
IN  N O R T H E R N  ILLIN O IS, desiring  to  
devote all h is  tim e to  th e  m an u fac tu rin g  
of household spec ia lties, w ould like to 
dispose of a  good autom obile  accessory , 
inc uding  a  s e t  of dies, equ ipm en t and  
p a te n ts . A ddress No. 130, c /o  M ichigan 
T radesm an . 130

FO R  SALE—100 fee t of m ain  t ru n k  line 
business  s tre e t  c ity  of 14,000. One block 
from  b ank  corner. N e ar ra ilro ad  siding. 
E xce llen t location  for a  filling s ta tio n . 
P rice  low, te rm s  easy. A ddress No. 131, 
c /o  M ichigan T radesm an . 131

F o r Sale—Stock of d ry  goods, re a d y -to - 
w ear, shoes, an d  fix tu res. L oca ted  in th e  
h e a r t  of M ichigan f ru it  belt. Good loca­
tion  an d  doing good business. A  good 
tow n to  loca te  in. R eason  for selling, 
o th e r  in te re s ts . A re a l b a rg a in  if  tak en  
soon. G. L. R unner, Shelby, Mich. 127

Pay spo t cash  for clo th ing  and  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  yo u r en tire  s to ck  o r  p a r t  of 
s tock  of shoes, d ry  goods, c lo th ing , fu r- 
n lshngs, b a za a r  novelties, fu rn itu re , etc. 

LO U IS  L E V I N S O H N . Saginaw, M ich.

GEALE & CO.
8 Ionia Ave., S. W .

G R A N D  R A P ID S , M IC H IG A N
Phone Auto. 51518

M IL L W R IG H T S  &  S T E A M  
E N G I N E E R S .

All k inds  of m ach in ery  s e t  an d  In ­
s ta lled . S team  eng ines Indicated . 
V alves se t, A ir com pressers  an d  
sp ray ing  sy stem s  in sta lled .
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CLOSES HONORABLE CAREER.

Judson Grocer Co. Sells Out To Lee 
& Cady

Last Thursday Gilbert W. Lee, Sid­
ney J. Campbell and Thomas J. Mars- 
den came to Grand Rapids to com­
plete negotiations which had been con­
ducted for some time looking toward 
the absorption of the Judson Grocer 
Co. by Lee & Cady, of Detroit. A 
conference was held at the off.ce of the 
Judson Grocer Co. Friday, at which 
time the details were agreed upon and 
a compact signed by both parties to 
consummate the deal Feb. 1. The 
plans contemplate transferring the 
building to William Judson and the 
purchase of the merchandise outright 
by Lee & Cady on the date named. 
The purchasers agree to lease the 
building of Mr. Judson and collect all 
book accounts due the Judson Grocer 
Co. turn'ng the proceeds over to the 
liquidating trustees, who will distribute 
same pro rata among the stockholders. 
Mr. Lee and his associates left the city 
Friday evening and the following day 
the transaction was thus announced to 
the trade by the Judson Grocer Co.:

The Judson Grocer Company, which 
for the past twenty years, has been a 
leading and successful wholesale gro­
cery house in the city, has sold its 
business to Lee & Cady of Detroit, the 
transfer to take effect on February 1, 
after which time the business will be 
conducted by them at its present lo­
cation.

The officers of the Judson Grocer 
Company are William Judson, Presi­
dent, Edward Frick, Vice-President, 
Arthur E. Gregory, Secretary, and 
Henry T. Stanton, Treasurer, all of 
whom have been act ve in the conduct 
of the business. The consideration of 
the transfer is not made public. The 
purchaser, Lee & Cady, is the leading 
wholesale grocery house in the State, 
having been engaged in business in 
Detroit for many years. It also oper­
ates several branches, including East­
ern Market, Detroit, Kalamazoo, Sag­
inaw, Bay City, Flint and Grand Rap­
ids.

Mr. Henry T. Stanton will continue 
with the new company as Manager of 
the Grand Rapids business, with Wm. 
L. Berner as Assistant Manager. Mr. 
Judson, who retires, is one of the best 
known and most successful of Grand 
Rapids business men and well deserves 
being relieved of the cares and re­
sponsibilities of an active business. He 
is Vice-President of the Old National 
Bank and Director of the Antrim Iron 
Company and Michigan Bell Tele­
phone Company. Mr. Frck, the re­
tiring Vice-President, and who has 
been connected with the wholesale gro­
cery business for upwards of forty 
years, is one of the outstanding figures 
in this line of business and has been 
one of the chief factors in the success 
of the company. Mr. Gregory, the 
Secretary of the company, has been 
associated wth it some twenty years 
and is recognized as a man of more 
than usual capacity. Mr. Stanton has 
been actively connected with the com­
pany about twenty-four years and un­
der his future management the con­
tinued success of the business is as­
sured.

The original predecessor of the Jud­
son Grocer Co. was established March 
1, 1886, by Charles E. Olney and John 
G. Shields under the style of Olney, 
Shields & Co. The store was or ginal- 
ly located in the Brown & Clark build­
ing on North Ionia street. March 1, 
1888, William Judson purchased an in­
terest in the business. A year or so 
later the interest of John G. Shields 
was purchased by the firm, when the 
business was incorporated under the 
style of the Olney & Judson Grocer 
Co. About that time the place of busi­
ness was changed to the corner of 
Ottawa and Louis streets. The pres­
ent modern building on Market street
was subsequently erected and has
since been occup.ed by the house. In
1902 the Ball-Barnhart-Putman Co.
stock was absorbed by the house and
the name changed to the Judson Gro-

cer Co. Two or three years later the 
stock of the Clark-Jewell-Wells Co. 
was acquired and consolidated with the 
Market street establishment, which has 
long been regarded as one of the 
strongest and best managed wholesale 
grocery establishments in the United 
States.

Mr. Judson and Mr. Frick have long 
been conceded to be leaders in their 
respective lines. The house has al­
ways enjoyed a good reputation in the 
trade, not only because of the aim of 
the management to maintain the high 
quality of its products, but also on ac­
count of the excellent managerial 
ability employed in all departments of 
the business. Mr. Judson has long 
been regarded as one of the most 
progressive men in the grocery trade 
of America and Messrs. Judson, Frick, 
Stanton and their associates have al­

ways been top notchers in their re­
spective lines. The transfer of the 
business to other hands is, of course, a 
matter of keen regret, but this regret 
is tempered by the fact that the pur­
chasers are men of high character who 
conduct business along up-to-date lines 
and in keeping with the best traditions 
of the grocery trade.

MEN OF MARK.

H. T. Stanton, Manager Local Branch 
Lee & Cady.

Henry (Harry) T. Stanton is a na­
tive of Lawrenceville, Penn. His an­
tecedents on both sides were of Eng­
lish descent. His father was the first 
white child born in Steuben county, 
New York. The mother died when 
Harry was 5 years old and the family 
removed to Michigan, locating in

Grand Rapids. Mr. Stanton attended 
the public schools of his adopted city, 
closing his scholastic career after two 
years in the high school. His first 
business engagement was in the whole­
sale grocery house of Cody & Olney, 
then located on Pearl and Campau 
streets. Six months later he entered 
the employ of the Old National Bank 
(then First National) as clerk and as­
sistant to President James M. Barnett. 
Two years later he retired from this 
association to assume the position of 
book-keeper for the Putman & Barn­
hart Lumber Co. He remained in this 
environment eight years, when the 
company discontinued business. He 
then formed a co-partnership with 
Frederick C. Miller and engaged in 
the manufacture of wooden boxes and 
containers under the style of Miller 
& Stanton. This relation continued

until the business was wound up, three 
years later. Mr. Stanton then engag­
ed in the wholesale lumber business 
on his own account, closing out two 
years later on account of his inability 
to secure stock from his correspond­
ents, owing to their retirement from 
business. His next connection was 
with the Stickley Bros. Co. as secre­
tary and credit man. He retired from 
this connection eight years later to 
take the position of credit manager for 
the Olney & Judson Grocer Co. On 
the re-organization of the business as 
the Judson Grocer Co. in 1902 he was 
elected treasurer, a position he has 
since held with satisfaction to all con­
cerned. Last Friday he was tendered 
the position of manager of the Grand 
Rapids branch of Lee & Cady by Mr. 
Lee, which he accepted. He will enter 
upon the duties of his new office 
Feb. 1.

Mr. Stanton was married in 1883 to 
Miss Florence E. Espy. Three chil­
dren came to complete the family cir­
cle—Espy, who is connected with the 
Aetna Insurance Co.; Philip, who is 
connected with the Pullman Palace 
Car Co., Chicago, and Margie, who 
is the wife of Chase S. Osborn, Jr., 
proprietor of the Fresno (Calif.) Re­
publican. The family resided for many 
years in their own home on Madison 
avenue, but now occupy apartments 
in Oakwood Manor.

Mr. Stanton is an attendant at the 
Park Congregational church1 and a 
Mason up to and including the 32d 
degree. He is a member of the Kent 
Country and Masonic Country clubs 
and has long been an active member 
of the Sons of the American Revolu­
tion.

Mr. Stanton does not play cards or 
indulge in any indoor sports. He is 
an ardent advocate of golf and devotes 
all his spare time to that method of 
building up the physical man.

Mr. Stanton attributes his success 
to the generosity and fidelity of his 
friends, but those of us who have 
known him all his life are not pre­
pared to accept that statement as en­
tirely correct. No matter what may 
be his environment, Mr. Stanton al­
ways loves his work and carries into 
it all the enthusiasm, zeal and loyalty 
of which he is capable. He derives 
great satisfaction from the prosperity 
of his customers. He is often helpful 
to them in deciding perplexing ques­
tions and with suggestions and advice. 
Many of them have so much confi­
dence in his judgment and friendly 
interest they make no important 
changes without first seeking his 
counsel.

Mr. Stanton’s friends in the trade 
and they are legion—will wish him the 
highest degree of success in the new 
relation he is soon to assume.

Room For One More.
A few weeks ago a street car com­

pany in a small Southern town was 
forced to place an antiquated car in 
service temporarily. As the car pro­
ceeded through the fashionable part of 
town on its initial trip, a smart young 
man jumped upon the step of the car 
and hailed the conductor:

“Hello, Noah, is the ark all full?” 
“Yes, they are all in but the jackass, 

come on in,” replied the conductor.


