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Most Beautiful Will
Ever W ritten

I, CHARLES LOUNSBERRY, being of sound and disposing mind arid memory, 
do hereby make and pubulish this, my last will and testament, in order as justly may be, 
to distribute my interest in the world among succeeding men.

That part of my interest which is known in law and recognized in sheep-bound 
volumes as my property being inconsiderable and non-account, I will make no disposi
tion of in this, my will. My right to live, being but a life estate, is not at my disposal, 
but these things excepted, all else in the world I now proceed to devise and bequeath.

ITEM. I give to all good fathers and mothers, in trust for their children, all good 
little words of praise and encouragement, and all quaint pet names and endearments, 
and I charge said parents to use them justly, but generously, as the needs of their 
children shall require.

ITEM. I leave to children inclusively, but only for the term of childhood, all and 
every flower of the fields and blossoms of the woods with the right to play among 
them freely, according to the customs of children, warning them at the same time 
against thistles and thorns. And, I devise to children the banks of the brooks and the 
golden sands beneath the waters thereof, and odors of the willows that dip therein and 
the white clouds that float high over the giant trees.

And I leave to the children the long, long days to be merry in, in a thousand ways, 
and the night and the train of the Milky Way to wonder at, but subject nevertheless, 
to the rights herein after given to lovers.

ITEM. I devise to boys, jointly, all the useful, idle fields and commons where ball 
may be played, all pleasant waters where one may swim, all snowclad hills where one 
may coast, and all streams and ponds where one may fish, or where when grim winter 
comes, one may skate, to hold the same for the period of their boyhood. And all mead
ows with the clover blossoms and butterflies thereon; the woods with their appurtenances, 
the squirrels and the birds and the echoes and the strange noises, and all the distant 
places which may be visited, together with the adventures there found. And I give to 
said boys each his own place at the fireside at night with all pictures that may be seen 
in the burning wood, to enjoy without let or hindrance or without any incumbrance 
of care.

ITEM. To lovers I devise their imaginary world, with whatever they may need, 
as the stars in the sky, the red roses by the wall, the bloom of the hawthorn, the sweet 
strains of music, and aught else they may desire to figure to each other the lastingness 
and beauty of their love.

ITEM. To young men, jointly, I devise and bequeath all boisterous, inspiring sport 
of rivalry and I give to them the disdain of weakness and undaunted confidence in their 
own strength. Though they are rude I leave to them the power to make lasting friend
ship and of possessing companions, and to them exclusively I give all merry songs and 
grave choruses to sing with lusty voices.

ITEM. And to those who are no longer children or youths or lovers, I leave mem
ory and bequeath to them the columns of the poems of Burns and Shakespeare and of 
other poets, if there be others, to the end that they may live the old days over again, 
freely and fully, without tithe or diminution.

ITEM-. To our loved ones with snow crown I bequeath the happiness of old age, 
the love and gratitude of their children until they fall asleep.

(P This will was found in the pockets of an old ragged coat belonging to an insane ft 
^ patient of the Chicago poorhouse. He had been a lawyer and the will was written in a y 

firm, dear hand on a few scraps of paper. So unusual was the will that it was read 6  
K before the Chicago Bar Association, which ordered it probated, and it is now on the N 
(5 records of Cook County, Illinois. ®
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To Gain Repeat Sales
Among your remedies for constipation, mineral oils 
should be the best sellers, for people are rapidly 

to substitute this remedy for the old fash
ioned purgatives and cathartics.
In treating constipation, mineral oils are more satis
factory than the old fashioned purges and cathartics. 
Since the results are accomplished by mechanical 
means— lubrication— the body fluids are not drain
ed as is the case when these strong laxatives are 
used. Mineral oils produce none of the distressing 
after-affects which are noticeable with the use of 
laxatives which have medical action.

One of the most widely known mineral oils on the 
market today is Stanolax (H eavy). Stanolax 
(Heavy) is refined with the utmost care to remove 
all impurities, thus insuring a pure, water-white

product. By special refining methods, we have been 
able to produce an oil of extra heavy body, which 
eliminates danger of leakage— a factor which de
creased the quantity of mineral oil used in the past.

That Stanolax (Heavy) is a highly satisfactory 
product is attested to by the thousands of users in 
the middlewest. Some of these people are in your 
community. By catering to this trade, you will in
crease your profits.
We are prepared to help you tell these people about 
this product through the use of window displays 
and our dealer letters.

It will pay you to investigate this proposition, which 
will turn part of your empty shelving into money 
making space.

Standard Oil Company
[Indiana]
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Items From the Cloverland of Michi
gan.

Sault Ste. Marie, Mar. 2—T^e mem
bers of the Soo Hiking Club were 
guests of William Maxwell at the 
Shallows Sunday. An elaborate chick
en dinner was served. Dave Williams 
and Harrv Everett, understudies of 
Robt. Creib, the well-known chef, pre
pared the dinner. Mother’s cooking 
had nothing on them. Mayor Supe 
acted as head waiter, as well as cus
todian of the funds. George Bailey, 
the official trail blazer, escorted the 
Club through the woods to the cabin 
and back down the Saint Mary’s river. 
The discussion of city affairs was 
taken up by Nelson Hall and some 
valuable information as to the city’s 
finances was given.

Our new Chief of Police seems to 
be a live wire. He has stirred up 
many things in the city. His latest is 
the disposing of all of the slot ma
chines installed in many of the busi
ness places dispensing mints, gum, etc. 
the cleaning up of the pool rooms, al
lowing no high school students in the 
pool rooms, the closing up of the 
Grand Saloon, which has been some
what shady for some time. It looks 
now as if we will have a safe place in 
which to live.

H. M. Gilbert, district manager of 
the Detroit Life Insurance Co., is a 
business visitor here for a few days, 
coming from Hubbell, where he now 
resides. Mr. Gilbert was a former 
resident of the Soo.

When a man can support two chil
dren he has ten. When a man can 
support ten children he has two.

When some factories get a lot of 
something they don’t know what to do 
with we have a new breakfast food.

Joseph Walker, senior partner in 
the Soo Builders Supply Co., has pur
chased the buildings formerly occu
pied by the D. H. Stratton handle fac
tory and will use them as storage and 
cement plants. Mr. Walker is very 
optimistic over the future of his home 
town. The White Lumber Co. plant, 
will be in operation here shortly and 
with the big tourist business coming, 
he expects the building business will 
experience a boom.

Roy Cook, of 604 Elizabeth street, 
was hunting on Sugar Island last 
week and shot a silver gray fox, the 
pelt of which is worth in the n*»«*- 
borhood of $300. Not so bad for a
dav’s sport. , , . ,John Novak, Escanaba s local as

tronomer, blames the sun for poor 
radio results. “It has been a season 
of sunspots,” said Mr. Novak. “They 
have been particularly frequent and 
numerous for the last two or three 
months.” Looking through his big 
telescope at the sun last week as many 
as twenty spots could be counted. It 
is a well known fact that these spots 
have more or less influence on the 
weather and on such electrical phe
nomena as the aurora borealis. It 
seems to him to be perfectly natural 
that they should take some of the 
blame for the noisiness of radio re
ception. He has kept a daily record 
of the condition of- the sun and simul
taneous radio conditions over a long 
period and is convinced that there is a 
direct and convincing connection be
tween sun spots and radio conditions.

T. R. Berry, the well-known mer
chant of Strongs, was a business 
visitor here last week. He reports a 
fair trade during this winter.

James McManman, of Saskatoon, 
Canada, stopped off here for a day 
last week, returning from Toronto. He 
is going to Milwaukee, his old home 
town, on a visit for a few davs before 
returning to the Northwest. Jim likes 
the Northwest, says that the farmers 
are prosperous on account of the high 
price of wheat, and considers a young 
man’s success as assured there. He 
has built up a prosperous business in 
the four years he has lived there and 
expects to remain and grow up with 
the country. William G. Tapert.

Shabby Trick Weather Man Played.
Boyne City, March 2—We have had 

a fine winter—so far. Not much snow, 
not very cold, no sloppy, thaws, roads 
open for traffic in every direction ex
cept “over the hill” toward Gaylord 
and Cadillac. We have had no severe 
storms and everybody has been con
tented and happy. Usually, when we 
have an open winter, so-called, it is a 
succession of severe cold spells and 
nasty sloppy rainy thaws Not so this 
year. It has been good winter weath
er. It has, of course, been some cooler 
than Florida, nor have we been pick
ing strawberry blossoms, as they re
port doing in Alaska.

This was what we were going to 
write last week, and upon the strength 
of the then prevailing conditions, we 
begged a ride to Cheboygan with some 
friends. Last Wednesday afternoon 
we started after dinner and made a 
very enjoyable trip While our friends 
were attending to business we strolled 
out to take a look at the city. The 
day was beautiful and the sun had 
shown brightly all day, but as we 
strolled along, a long fixed habit led 
us to take a glance at the Western 
sky. Consternation seized us, for 
guarding the westering sun were a 
nair of most vividly brilliant sun dogs. 
Far from our snug harbor, the home
ward way traversing a waste of snow, 
and a blizzard coming, just as sure as 
the rising sun.

The next morning, as soon as possi
ble, the homeward journey was start
ed, in a rising Northwest snowstorm. 
We had a driver. What is a driver? 
The road gradually got deeper and 
deeper with snow. Finally, after ne
gotiating a mile of road with the help 
of a team, we got stuck completely, 
backed out of a drift that covered the 
radiator, put our car into storage and

waited for the train to bring us home, 
thankful that we could get a train. 
We read, that morning that M-ll was 
open from Grand Rapids to Macknaw. 
It sure is not now. Every road in the 
district is blocked and it is still snow
ing and blowing.

But then, wc are getting a lot of 
water for our spring crops and it is a 
sure thing that the sun is coming back 
and winter cannot much longer push 
back the rising tide of the new year.

Charles T McCutcheon.

Aim to Secure Reputation For Quality 
Eggs.

The egg dealers of the city have en
tered into an agreement with each 
other to bring about greater uniform-
ity in the quality of the eggs they
handle:. In line with the agreement
they have issued the following circular
to the trade of Western Michigan ;

On and ;after March 15, 1926, this
house will purchase i;urre lit receipt
fresh eggs on a gradei1 basis, as fol-
lows :

1. A case of eggs imust weigh 55
pounds gross without the cover.

2. All rots and shortages will be 
deducted.

3. From April 1 to September 1 a 
deduction of 5c per dozen will be made 
for dirties, chex, and small or pullet 
eggs, and proportional to the price 
during the remainder of the year.

4. When deliveries come in we will 
hold out $1 per case, payment of this 
balance to be made as soon as they 
have been rehandled. We are obligat
ed to use the above manner of buying 
because in the past too many poor 
eggs have been mixed with what was 
supposd to be first quality fresh stock.

This method will not work a hard
ship on anyone, but will put everyone 
on his mettle and eventually give 
Western Michigan the reputation 
which it deserves of producing quality 
eggs.

Co-operation will do it.
Let every one do his share.

Corporations Wound Up.
The following Michigan corpora

tions have recently filed notices of dis
solution with the Secretary of State; 
Tucker Land Co., Detroit. 
Middle-West Rubber Corporation, 

Detroit.
White Brothers Lumber Co., Boyne 

City.
Michigan Tag Co., Grand Rapids. 
Snead & Co., Detroit.
Hammond & Co. Tecumseh. 
Everybody’s Pool Room, Detroit. 
Kirby Development Corporation, De

troit.
Bee-Clan Gardens Co., Detroit.
Capital Realty Investment Co , Detroit 
Schoenfeld & Schoenfeld, Inc.. Detroit 
Peter A. Miller & Co., Detroit.
Fritz Tire & Accessories Co., Grand 

Rapids.
Tackson Metal Products Co., Jackson 
Kit Piston Ring Co., Muskegon H.ts. 
Motor Products Corp., Detroit.
E-J-S Co., Detroit.
Herrick, Auerbach & Vastin, Inc., De

troit.
Benjamin M. Bond Realty Co., Detroit 
William J. Malloy & Co., Detroit. 
Houdailte Co., Detroit.

Peculiarities of Canned Goods.
One of the troubles with the canned 

food market is that there are too many 
packs that are neither one thing nor 
the other. Yet, because they are pres
ent, they have an unfavorable influ
ence on the situation. Another defect 
is that there was an over-pack of peas, 
corn, tomatoes and string beans, to 
mention a few items, where in other 
seasons there has been a surplus of 
only one article, which tended to make 
it cheap and taken as a substitute for 
the others less abundant and relatively 
higher in price. ' There is keen com
petition among retailers to offer staples 
at low prices and too often the ques
tion of cost to the consumer is given 
first consideration. Distributors buy, 
as a rule, for cost and not for quality, 
and a poor can of merchandise is a 
handicap to subsequent sales of the 
same and of other commodities.

There is a growing enquiry for re
placements of all sorts, indicated by 
the fruitless efforts to acquire the items 
which are scarce, but when it comes 
to the big packs the demand is hand- 
to-mouth and the buyer beats down 
the canner to the last nickel. Quick 
action, however, is needed where the 
canner is cleaning up odds and ends 
of the scarcer items as they are often 
sold before a tardy buyer gets in his 
confirmation.

World Rice Prospects Good.
Indications still point to a large 

world rice crop, exclusive of China. 
Production in ten countries reporting 
for the whole or part of their crop and 
which last year produced 33 per cent, 
of the world total exclusive of China 
is now estimated at 20,273,000 short 
tons, against 20,446,000 in 1924, a de
crease of only 1 per cent. That de
crease is the result primarily of a de
cline of 28 per cent, in production in 
the Philippine Islands from 1,283,000 
short tons last year to 918,166 short 
tons for 1925. It is probable that in 
India, the world’s largest rice pro
ducer, production will be the same or 
slightly larger than the 34,720,000 
short tons produced last year. All of 
the figures quoted refer to cleaned rice.

Saginaw—Fire damaged the Kauf- 
mann Bakery, 108 South Eleventh 
street, to a considerable extent, Feb. 
28. No insurance was carried. The 
building was also damaged and was 
partially covered by insurance.

Detroit—The Gratiot Machine, Tool 
& Manufacturing Co., 3524 Gratiot 
avenue, has been incorporated with an 
authorized capital stock of $50,000, of 
which amount $4,200 has been sub
scribed and paid in in cash.

Lawton—A. J. Garlick, recently of 
Marioq, Ohiq, fyas engaged in the 
jewelry business in the First National 
Bank building.
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IN TH E REALM OF RASCALITY.

Cheats and Frauds Which Merchants 
Should Avoid.

Paul Case of Brockton, Mass., adver
tised in the daily papers as follows:

“While in France with the Ameri
can Army I obtained a French pre
scription for the treatment of rheuma
tism and neuritis. I have given this 
to thousands with wonderful results. 
The prescription cost me nothing. I 
ask nothing for it. I will mail it if 
you will send me your address.”

We answered this advertisement and 
received a form letter and other litera
ture which contains a sort of auto
biography of Paul Case. His letter 
goes on to state as follows:

“I have made arrangements with a 
reliable laboratory to keep the tablets 
on hand, made according to the pre
scriptions, of reliable stock, at nominal 
cost. The day I receive your letter I 
can mail them parcel post. You can 
mail me $1.50 and I will send you 
treatment enough to last ten days.”

Case also sends to enquirers a for
mula for asthma treatment and one 
for liver ailments. He claims that the 
prescription for rheumatism was given 
to him by a French physician, one Dr. 
Beaupre. Upon this point the Ameri
can Medical Association says:

“By a curious coincidence this mar
velous treatment for rheumatism used 
by the French doctor, is strikingly 
similar to the preparations used in the 
fraudulent treatment exploited by Paul 
Case’s father, Jesse A. Case, before 
the Government interferred with that 
lucrative swindle. The prescription 
for the rheumatism tablets of Paul 
Case among other ingredients calls for 
colchicum root and sodium salicylate, 
the main ingredients of the rheumatism 
tablets of Jesse A. Case. The formula 
for Paul Case’s liver tablets accessory 
calls for cascara, aloin, podophyllin and 
sodium bicarbonate, which were also 
ingredients of the liver tablets of Jesse 
A. Case.”

In 1919 the Government interferred 
with the scheme, declaring it to be 
fraudulent, and denied Case, Sr., the 
use of the mails. We are informed 
that Case filed an affidavit, swearing 
that he had discontinued the selling of 
his rheumatism treatment and declar
ing that it would not be revived at any 
time in the future. We are informed 
that on the strength of this affidavit 
the Post Office Department revoked 
the fraud order.

Kalamazoo, March 2—A check for 
$130.50, said to have been refused by 
a Vicksburg bank was given to Jesse 
T. Hudson, salesman for the Howard 
J. Cooper Co., last Thursday, in pay
ment for a used car, according to re
ports received by the police. The 
check was signed H. J. Clark and po
lice say the man’s description cor
responds with that of Harry Clark, 
who earlier in the week passed a worth
less check at the Home Furnishing 
Co. No trace had been found of the 
man or the car which he received 
when he gave the check.

Perhaps you have seen the follow
ing advertisement inserted under 
“Help Wanted Female” :

“Ladies earn $25 week at home, 
spare time addressing cards. No can
vassing or experience necessary. A 
two cent stamp brings a very interest

ing information. Write immediately. 
Interstate Sales Co., 6309 Yale avenue, 
Chicago.”

Investigation by the Tradesman dis
closes that the advertisers are oper
ating what they describe as a news 
clipping bureau, the plan of operation 
of which is sold to respondents to 
their advertisements for $1. The plan 
consists in clipping newspapers and 
mailing post cards to persons mention
ed in the clippings advising them that 
for 25 cents they will be forwarded a 
news clipping pertaining to their ac
tivities.

The Quality Silk Hosiery Co., Nor
ristown, Pa., inserted an advertisement 
in the classified columns of one of the 
local newspapers which read as fol
lows:

“Men, Women—Sell fashioned and 
full-fashioned silk hosiery direct to 
wearer. Best proposition in America. 
Particulars free. Quality Silk, Box 
122, Norristown, Pa.”

We replied to this advertisement and 
received a complete set of literature 
which we forwarded to the National 
Better Business Bureau for investiga
tion. It developed that they were not 
in fact manufacturers and, therefore, 
were not entitled to use the term “di
rect to wearer” in their advertising. 
Assurance has been given that lan
guage representing themselves as 
manufacturers will be abandoned in 
their future literature.

Chain selling schemes are still reach
ing Michigan merchants through the 
mails, but we believe that the response 
to their efforts is negligible.

One of the latest to come to our at
tention is that of the Acme Trading 
Co., of 414 Superior avenue, Cleveland, 
Ohio. Their form letter opens up 
negotiations with the trite statement, 
“Because of your standing in your 
community, you have been selected to 
receive,” etc. In this case “the gift” 
is a bond which is alleged to be worth 
$22 to the recipient. “This bond will 
enable you to get absolutely free a 
twenty-six piece set of genuine Wil
liam Rogers & Son silverplate worth 
$18, and in addition to this famous 
silver set you will get $4 in cash.” 

“All we ask you to do is introduce 
to only four of your friends our silver
ware advertising plan. There is no 
work connected with introducing our 
plan, only pleasure, for you do an 
everlasting favor for each friend 
whom you acquaint with it. By our 
amazing plan your friends can obtain, 
for only $1, a regular $18 set of genu
ine William Rogers & Son silverplate.” 

Along with this generous offer the 
Acme Trading Co. encloses what ap
pears to be a contract, attached to 
which are four coupons which the re
cipient is asked to sell. The wonder
ful plan is explained in detail and ap
pears to be practically the same as all 
of the so-called endless chain con
tracts which are already familiar to 
most readers of the Tradesman.

The Merchants Protective & Ser
vice Association, of Cincinnati, Ohio, 
has contracted with a Michigan mer
chant for a consideration of $25:

1. To render said merchant, through 
its attorneys and counsel, advice on all 
legal matters pertaining to said mem

ber’s personal and business affairs 
without charge.

2. To furnish said merchant with
out charge its service in drafting all 
legal papers necessary to said mer
chant’s business.

3. To provide said member with 
free court service.

So on and so forth, all free.
The merchant is now desirous of 

taking advantage of some of this free 
service, but he finds that the contract 
does not give the Association’s address 
in fact, he has no inkling whatsoever 
of how to get in touch with them. The 
Cincinnati Better Business Commis
sion has checked their directories, but 
finds no trace of the men who are said 
to be at the head of the “Association.”

Rights of Consumer Should Be Re
spected.

Grandville, March 2—Dr. Wiley has 
protested the enactment of the Beck 
bill adding a 10 cent tax on oleo- 
margerine. The plain object of which 
is to drive all oleo products off the 
market. It is aimed to conciliate those 
selfish butter makers who seek ‘o keep 
up prices at the expense of the con
sumer.

A large share of taxation in th»se 
modern times seems to be aimed at 
that goat, the consumer, and in favor 
of the producer. Of course, this is 
the worst kind .of class legislation, yet 
our lawmakers seem unable to get out 
of that rut which is forever aiming to 
please his immediate constituents at 
the expense of those in his neighbor’s 
vineyard.

Who is the consumer? Has he no 
rights which the producer, who seems 
to have the ear of Congress, is bound 
to respect?

It is proposed to place a 10 cent tax 
on oleo, the plain object being to 
drive the manufacture of oleo out of 
existence, all of which is in the inter
est of the cow butter makers who 
selfishly desire the whole butter trade.

Even if butter was all good there 
might be a scintilla of excuse for so 
bald a proposition, but everybody who 
is at the head of a household knows 
there is nothing more nauseating and 
unwholesome than cow butter un- 
sanitarily manufactured—and there is 
a lot of such on the market to-day.

Good dairy product -*ands undeni
ably at the head, but when it is re
membered that only a small part of 
such product comes under this head, 
and that oleo as at present produced 
is far and away ahead of poor butter, 
by what right can anyone advance the 
idea of driving out wholesome oleo 
to make room for diseased butter, 
however genuine the latter may be?

The price makes oleo the poor man’s 
spread for bread and any congression
al enac+ment that deprives him of it 
will be iustly resented by the Ameri
can people.

Further savs Dr. Wiley: “Millions 
of pounds of butter made from rotten 
cream now are on the market and go 
into consumption under fancy dairy 
names.’

Instead of driving out wholesome 
oleo. would it not be well to aim an 
attack on this dangerous product which 
is plainly unwholesome for human 
consumption? This butter. Dr. Wiley 
says, is undoubtedly adulterated but
ter and is covered by a law already in 
existence, but not a single pound is 
marked adulterated or pays the tax 
laid on such butter.

Further says the Doctor, “The evi
dent purpose of the Beck bill is to 
make it impossible to manufacture and 
sell oleomargerine. This product is a 
legitimate article of commerce and 
just as much a farm product as butter.”

Now then, where do we stand on 
this question of the right of the con
sumer to purchase his wholesome oleo 
in the open market? Millions of 
American citizens are purchasers of 
oleo, and in so doing they not only get
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a wholesome product for their tables, 
but save a considerable expense be
sides.

Once for all the consumer should 
warn the Congressmen who are plan
ning this raid on a legitimate business 
to desist.

It cannot be possible that Congress 
will attempt to distress millions of 
people at the nod and beck of butter 
makers in this Gnd of the free.

The rights of the common people 
are threatened. Butter is all right in 
its place, but that is not on the table 
of the man or woman who chooses to 
use a wholesome imitation which many 
have declared superior to the genuine 
article.

Dr. Wiley has spoken a genuine 
word of warning; let the people take 
heed and see to it that the rights of 
the consumer are not sacrificed for the 
purpose of ruining one industry in 
order to inflate the profits of another.

When we know that oleo as a sub
stitute is much more wholesome and 
appetizing than many grades of real 
cow butter how can we insist on 
destroying the one and forcing the 
other onto the market.

Butter from many kitchens isn’t 
any too clean. We know that butter 
made from vegetable products, clean
ly prepared, is preferable, and the 
citizen who prefers his oleo should 
insist on having it without having the 
price boosted by an unjust tax.

The consumer stands on an equal 
footing with the producer. Both are 
entitled to justice, which would not 
be the case if this Beck law ever be
came an enactment bv Congress.

It is a fact that nothing in the food 
line is any more enjoyable than genu
ine, sweet country butter, fresh from 
the milkhouse of the neat farmer 
housewife, and there is no intent in 
this article to gainsay this fact. Even 
so. the consumer should not be denied 
the right to purchase an imitation, 
equally wholesome, if his purse does 
not justify a larger expenditure. Genu
ine sweet dairy butter will never go 
begging in any market. It has not to 
stand on any other platform than that 
of its own merit to win the highest 
price from satisfied customers.

Nevertheless there is butter, and 
butter.

Poor butter or good oleo, which? 
There can be but one choice. As a 
one-time country dealer I might a tale 
unfold as to the various brands of 
dairy butter which come on the mar
ket. but refrain from doing so out of 
respect for many who may not be 
wholly to blame for their shortcom
ings in this respect.

Oleomargarine is a necessity for the 
poor man’s table and no law should 
be enacted which will take from him 
the right to purchase this article in the 
open market at a price he can afford 
to pay.

Every tub should stand on its own 
bottom. Sweet country butter has no 
need to war upon oleo in order to win 
a place in the open market for its 
sale. Old Timer.

Improvement in Hosiery Slow.
While the tendency toward broader 

business in hosiery is slow in making 
itself felt in some parts of the country, 
it is there none the less. On the whole, 
according to the special news letter of 
the National Association of Hosiery 
and Underwear Manufacturers, the 
market must still be described as quiet, 
but the trend toward freer operation's 
by the jobbing trade is unmistakable. 
As now outlined, the course of events 
during the next few months will be a 
slow, steady improvement in Spring 
business as jobbers regain confidence 
in current quotations, ending in a rush 
of orders and details toward the close 
of the season.

This Company Was Organized in 
1889 for the Express Purpose of 

Acting as

EXECUTOR
ADMINISTRATOR

GUARDIAN
TRUSTEE
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■ HIS was the first Trust company organized 
in Michigan.

Being a corporation, it never dies and always 
is in its office.

Its complete organization enables it to give the 
best possible service to large and small estates at 
minimum cost.

Its officers and department heads have had 
many years’ experience.

It is not susceptible to illness, death or change 
of residence, as is an individual.

Property such as real estate, mortgages, bonds, 
stocks or business undertaking immediately is 
distributed in its various departments, and placed 
in the charge of experts.

Being a corporation, this company is impersonal 
and is not influenced by family disagreements.

The intricate task and worry of the administra
tion of an estate would be a burden to impose upon 
your wife, child or friend.

This company will not resign or refuse to act 
because of a caprice or simple request of the 
person to be protected, but can be depended upon 
to see that your wishes and instructions are car
ried out to the letter.

It gives the same careful attention to a small 
estate that it does to a large one.

It renders regular reports of all Trusts to the 
beneficiaries and also to the Court having 
jurisdiction.

Its system of accounting is simple, accurate and 
complete. Many Trust companies have endeavored 
to copy it.

This company is equipped to handle estates and 
properties in any County in Michigan.

I t has qualified for doing business under the 
laws of many of the States and in British Columbia.

This often is a great advantage in handling estates 
having property outside of Michigan.

It keeps the property of each estate entirely 
separate and distinct from its own assets and 
from the assets and property of every other 
estate.

It confines its energies and efforts to doing a 
Trust business.

It is not a bank and does not do a commercial 
nor savings bank business.

Its experts personally investigate all investments 
made by it of Trust funds.

It has a ready market for investments made by 
it of Trust funds which enables it to meet the 
requirements of beneficiaries.

Its charges for administering estates are regu
lated by law and are the same as allowed to an 
individual.

Its charges for acting in other capacities may be 
and usually are designated in the Trust Agree
ment.

In all estate matters it is under the control of 
the Probate Court having jurisdiction.

Where conditions will warrant, it advances funds 
to an estate or Trust whenever necessary to pre
vent its assets being sacrificed.

It will give your estate and affairs immediate, 
careful attention upon your death, relieving your 
family of this burden at this most critical moment.

It will give your esta'e the benefit of all of its 
experience and all of its machinery for handling 
such proceedings without additional expense.

It is subject to frequent and thorough examina
tions by its own directors and by public authori
ties.

All investments for Trust funds are made AT 
COST and W ITHOUT PROFIT to the Michigan 
Trust Company.

We would like to send you the last issue of our booklet 

“ Descent and Distribution of Property”

THE

M i c h i g a n T r u s t

COMPANY
GRAND RAPIDS, M ICHIGAN

The First Trust  Company in Michigan
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MOVEMENTS OF MERCHANTS.
Newberry—The Michigan Pole & 

Tie Co. succeeds C. D. Zagelmeier in 
business.

Pontiac—George A. Bauchat suc
ceeds Bauchat & Cowan in the lumber 
business.

Pontiac—The Marcero Mercantile 
Co. has changed its name to J. L. Mar
cero & Co.

Cassopolis—Clark & Hayden, Inc., 
has changed its name to the Hayden 
Motor Sales, Inc.

Herman—The Farmers Co-Opera
tive Association has increased its cap
ital stock from $5,000 to $20,000.

Detroit—Siegel & Kohen, 7728 West 
Jefferson avenue, boots, shoes, etc., 
has filed a petition in bankruptcy.

West Branch—The Diamond Lum
ber Co. has been incorporated with an 
authorized capital stock of $400,000.

Detroit—The Detroit Sanitary Sup
ply Co., 5905 Second avenue, has 
changed its name to the Desanco 
Manufacturing Co.

Laingsburg—Fire of unknown orig
in completely destroyed the plant of 
the Farmers’ Elevator Co., entailing 
an estimated loss of about $30,000.

Detroit—Chas. W. H. Robinson, 
Inc., 231 West Jefferson avenue, whole
sale dealer in nuts, has increased its 
capital stock from $25,000 to $50,000.

Adrian—The Parker Auto Sales, 
has been incorporated with an author
ized capital stock of $30,000, all of 
which has been subscribed and paid 
in in cash.

Caledonia—Orolo Good has pur
chased an interest in the Nelson B. 
Good & Co. garage, auto parts and 
supplies business and will devote his 
entire attention to the business.

Wayland—Arthur Beall, of Beall 
Bros., died at his home, Feb. 26, fol
lowing a sudden attack of gall stones. 
Beall Bros, have conducted a general 
store here for the past twenty years.

Newberry—Gormely & Rahilly, gro
cery and meat dealers, have dissolved 
partnership and the business will be 
continued by J. P. Rahilly, who has 
taken over the interest of his partner.

Lansing—The Field & Moore Phar
macy. 528 West Maple street, has 
been incorporated with an authorized 
capital stock of $20,000. $10,000 of 
which has been subscribed and paid 
n in property.

Kalamazoo—The Arro-Lock Roofing 
Co., 417 North Burdick street, has 
been incorporated with an authorized 
capital stock of $10,000, of which 
amount $2,000 has been subscribed and 
paid in in cash.

Marcellus—The Marcellus Lumber 
Co. succeeds Isaac M. Smith & Son in 
business and has been incorporated 
with an authorized capital stock of 
$30,000, $14,000 of which has been 
subscribed and paid in in cash.

Paw Paw—Legerveld & Bogard, 
Inc., has been incorporated to deal in 
automobiles, tractors, parts and ac
cessories, with an authorized capital 
stock of $25,000, $21,000 of which has 
been subscribed and paid in in cash.

Ontonagon—The Gitche Gumme Oil 
Co. has been incorporated to deal in 
petroleum products at wholesale and 
retail, with an authorized capital stock 
of $20,000, $10,000 of which has been 
subscribed and $1,000 paid in in cash.

Carson City—The Carson City Mo

tor Sales has been incorporated to 
deal in automobiles, tractors, trucks, 
parts and supplies, with an authorized 
capital stock of $16,000, all of which 
has been subscribed and paid in in 
cash.

Saginaw—The Saginaw Arch Pre
server Shoe Shop, Inc., has been in
corporated to deal in shoes and hos
iery at retail, with an authorized cap
ital stock of $10,000, all of which has 
been subscribed and $5,500 paid in in 
cash.

Jackson—The Wm. H. Yocum Co., 
Inc., 167 West Michigan avenue, has 
been incorporated to conduct a de
partment store, with an authorized 
capital stock of $50,000, $1,000 of 
which has been subscribed and paid 
in in cash.

Lowell—The Sugar Bowl, August 
Spuguzza proprietor, which was closed 
under a chattel mortgage for several 
days, has been purchased by Claude 
Streeter, who has taken possession 
and will continue the business under 
his own name.

Saginaw—The Superior Motor Sales 
2800 South Washington avenue, has 
been incorporated to deal in automo
biles, trucks, parts, etc., with an au
thorized capital stock of $10,000, $2,- 
000 of which has been subscribed and 
paid in in cash.

Detroit—The Reliance Signal Co., 
7755 Grand River avenue, has been 
incorporated to deal in electrical and 
mechanical appliances, with an au
thorized capital stock of $5,000, all of 
which has been subscribed, $2,500 paid 
in in cash and $1,500 in property.

Traverse City—The Brown Lumber 
Co., Lake and 10th streets, has merg
ed its business into a stock company 
under the style of the Brown Lumber 
& Supply Co., with an authorized cap
ital stock of $25,000, all of which has 
been subscribed and paid in in cash.

Detroit—The Munger-Gutherie Brand 
Lumber Co., 124 South Military 
avenue, has been incorporated to con
duct a wholesale and retail business 
with an authorized capital stock of 
$50,000, of which amount $19,800 has 
been subscribed and $8,800 paid in in 
cash.

Detroit—The Grand River Oil Co. 
has been incorporated to deal in pe
troleum products at wholesale and re
tail. with an authorized capital stock 
of 5,000 shares at $10 per share, of 
which amount $15,000 has been sub
scribed, $6,500 paid in in cash and 
$8,500 in property.

Utica — Church & Church have 
merged their fuel, lumber and grain 
business into a stock company under 
the style of the Auburn Heights Lum
ber & Coal Co., with an authorized 
capital stock of $50,000, of which 
amount $15,000 has been subscribed 
and $1,500 paid in in cash.

Detroit — Meininger Bros., 5643 
Grand River avenue, have merged their 
retail hardware business into a stock 
company under the style of Meininger 
Bros., Inc., with an authorized capital 
stock of $7,500 common and $15,000 
preferred, all of which has been sub
scribed and paid in in property.

Detroit—The Universal Salvage Co., 
5156 Grand River avenue, has merged 
its business into a stock company un
der the style of the Universal Salvage 
& Truck Co., with an authorized cap- a

i i

ital stock of $25,000, all of which has 
been subscribed and paid in, $377.19 
n cash and $24,622.81 in property.

Detroit—The Sass Dairy Co. has 
merged its business into a stock com
pany under the style of the Anderson 
& Sass Dairy Co., 9150 12th street to 
manufacture and deal in dairy products 
with an authorized capital stock of 
$50,000, of which amount $30,000 has 
been subscribed and paid in, $4,312.91 
in cash and $25,687.09 in property.

Detroit — The Asbestos Building 
Corporation, with business offices at 
1012 First National Bank building, has 
been incorporated to deal in asbestos 
products, building material, etc., with 
an authorized capital stock of $5,000 
common and 1,500 shares at $1 per 
share, of which amount $1,500 and
1,000 shares has been subscribed and 
$1,000 paid in in cash.

Detroit—Daniel T. Crowley has be
come President of the wholesale dry 
goods jobbing house of Crowley Bros., 
Inc., in place of the late Joseph J. 
Crowley. R. A. Beuhler, who has 
been with the firm many years, has 
been appointed credit manager. The 
new President, in a letter to the trade, 
advises that the house will continue to 
stock complete lines and serve the 
trade as heretofore.

Sault Ste. Marie—The annual report 
of the Soo Co-Operative Mercantile 
Association shows that the sales dur
ing 1925 were $551,367, a gain of $51,- 
838 over the year before. The gross 
profit during 1925 was $30,541.82. It 
was decided to increase the capital 
stock from $50,000 to $100,000, which 
will enable the organization to expand 
its annual sales to $600,000 or better. 
The Association has added catering 
to its other lines, with very satisfac
tory results.

Manufacturing Matters.
Stambaugh—The Triple Auto Light 

Co. has increased its capital stock 
from $8,000 to $25,000.

St. Clair — The Comet Coaster 
Wagon Co. has changed its name to 
the Alboy Manufacturing Co.

Detroit—The Acme Clay Products 
Co., 39 State street, has increased its 
capital stock from $50,000 to $100,000.

Manistee—The Coakley Leather Co. 
has been incorporated with an author
ized capital stock of $100,000, $40,000 
of which has been subscribed and paid 
in in cash.

Monroe—The Monroe Milling Co. 
has been incorporated with an author
ized capital stock of $1,000, all of 
which has been subscribed and $250 
paid in in cash.

East Jordan—The East Jordan Can
ning Co. has been incorporated with 
an authorized capital stock of $50,000, 
of which amount $25,000 has been sub
scribed and $2,500 paid in in cash.

Detroit—The L. A. Young Indus
tries, Inc., auto seat springs, high 
power machinery, etc., has increased 
its capital stock from 275,000 shares 
no par value to 300,000 shares no par 
value.

Detroit—The Banner Brass Works, 
444 South Campbell avenue, has been 
incorporated with an authorized cap
ital stock of $5,000, of which amount 
$4,980 has been subscribed, $1,500 paid 
in in cash and $1,500 in property. 

Benton Harbor—The Consolidated

Boiler Corporation has been incor
porated with an authorized capital 
stock of $150,000, of which amount 
$100,000 has been subscribed and paid 
in, $50,000 in cash and $50,000 in prop
erty.

Kalamazoo — The Gilbert Goiter 
Remedy Co., 120 West South street, 
has been incorporated to manufacture 
and sell medicines, with an authorized 
capital stock of $10,000, $2,000 of which 
has been subscribed and paid in in 
cash.

Benton Harbor—The American Ma
chine Co., P. O. Box 461, has been 
incorporated to manufacture machin
ery, equipment and supplies, with an 
authorized capital stock of $10,000, all 
of which has been subscribed and $1,- 
000 paid in in cash.

Detroit—The W. J. Kilpatrick En
gineering Co., 1059 Beaufait street, 
has been incorporated to develop, man
ufacture and sell machines, with an au
thorized capital stock of $25,000, of 
which amount $8,120 has been sub
scribed, $3,686.88 paid in in cash and 
$4,433,12 in property.

Grand Rapids—Beets, Inc., 40 Mar
ket avenue, N. W., has been incor
porated to manufacture candy and 
candy specialties, with an authorized 
capital stock of $15,000 preferred, and 
1,500 shares at $1 per share, all of 
which has been subscribed and paid 
in, $3,000 in cash and the balance in 
property.

Detroit—The Bacon-Burke Co., 655 
Randolph street, has been incorporated 
to manufacture ladders, wood and 
metal parts and to retail hardware, 
with an authorized capital stock of 
$30,000, of which amount $19,800 has 
been subscribed and paid in, $1,000 in 
cash and $18,800 in property.

Muskegon—The Woodland Piston 
Corporation, 16 West Webster avenue, 
has merged its business into a stock 
company under the style of the Wood
land Sleeve Piston Ring Co., with an 
authorized capital stock of $150,000, of 
which amount $95,050 has been sub
scribed and $50,000 paid in in prop
erty.

Pontiac—Vaughn E. Morrison, man
ufacturer of radio loud speakers, has 
merged his business into a stock com
pany under the style of the Pontiac 
Corporation, 5680 Telegraph Road, 
with an authorized capital stock of
100,000 shares at $1 per share, of 
which amount 30,000 shares has been 
subscribed and $30,000 paid in in 
property.

Watervliet—The Watervliet Paper 
Co. has placed an order for a 120 inch 
fourdrinier machine, designed for mak
ing raw coating stock and capable of 
running up a maximum speed of 700 
feet a minute, making it one of the 
fastest machines of the kind now in 
use. Other improvements planned 
will include extensive additions and 
repairs.

Fremont—W. E. Knott, of Grand 
Rapids, has completed a button fac
tory at this place. Twenty-two ma
chines will be installed and the plant 
will employ twenty-two men. It is 
expected that later Mr. Knott will in
stall twenty-eight more machines and 
increase his working force to 50 men. 
This will be the first shell button plant 
in the country to use the new improved 
machine.
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Essential Features of the Grocery 
Staples.

Sugar—All sugars are now sold 
f. o b. Grand Rapids except shipments 
to the Northern zone. Jobbers hold 
cane granulated at 5.65c and beet at 
5.55c.

Canned Fruits—Fruits on the spot 
are in demand and resale blocks suit
able for private labels are being picked 
up in other jobbing centers. The 
Coast is making offerings of odds and 
ends of no large volume.

Canned Vegetables—There is steady 
buying of tomatoes at quotations, en
tirely for nearby wants, as holders do 
not want to be long when the market 
is uncertain and there are still plenty 
of tomatoes in first hands. Futures are 
nominally quoted on the basis of 80c 
for 2s, but so far as known no con
tracts have been made for future de
livery. Peas appear more irregular in 
price than actual conditions indicate, 
as there is too much elasticity in quo
tations with no strict adherence to 
specified grades. Buyers are critical 
as to quality and will not pass what 
some canners offer as certain grades. 
Nevertheless there is steady buying 
at the factory for pressing needs and 
at maintained prices except for off 
grades. Corn is steady to firm, de
pending upon the grade. Brand has 
a good deal to do with the tone of the 
market and the actual buying interest 
of the jobber. Below standards the 
market favors the buyer. Bookings of 
1926 asparagus were not heavy during 
the past week. Pet brands have been 
taken but indiscriminate covering is 
restricted. The delay has not weaken
ed canners who refuse to make inside 
prices.

Canned Fish—Lent has affected fish 
and has increased the consumer de
mand. Pink salmon has been one of 
the items to show increased strength.

Dried Fruits—Raisins have shown a 
greater increase in demand during the 
past few days than other dried fruits. 
Stocks had been allowed to run low 
and with an increase in the consumer 
outlets the shorts have begun to pick 
up the cheap raisins on the spot. This 
class of stock has been pretty well 
absorbed and Coast buying has been 
increased to prevent any acute short
age from developing. Lent has af
fected bulk raisins, which are in better 
request from the bakers. Muscats 
more and more favor the holder, while 
Thompsons are stronger. Coast mar
kets are firmer than jobbing centers 
and all varieties are in strong hands. 
Prunes are quiet at unchanged prices. 
The movement to the consumer was 
good but local suppljgs are sufficient 
to meet present outlets and they can 
be had for less money than on the 
Coast. The market in California has 
been somewhat irregular but with no 
pronounced tendency to shade f. o. b. 
quotations. The Northwest is not do
ing much selling as it has only 30s 
which are not much wanted at the mo
ment. Peach and apricot assortments 
are light in volume and in extent and 
both fruits tend upward as the spring 
demand increases. Currants are in bet
ter request as they are used more 
freely by bakers in making hot cross 
buns.

Nuts—One of the stumbling blocks 
in the path of the California Almond

Growers’ Exchange in its campaign to 
sell 1926 crop in the shell on memor
andum contracts has been the question 
of arbitration over disputes. The ex
change contends that buyers have 
been spreading propaganda to indicate 
that the association will not arbitrate 
trade disputes. This is merely a half 
truth. The exchange agrees to ar
bitrate and to include that provision 
in buying contracts, but it refuses to 
specify Dried Fruit Association ar
bitration. In fact, the exchange re
fuses to recognize the association and 
to come before it. Its arbitration will 
be done by independent offcials who 
will represent buyer and seller, and 
not any specific organization. An
other reform contemplated in the 1926 
nut season is that of the California 
Walnut Growers’ Association, which 
is revising its requirements as to bud
ded No. 1 and No. 2 walnuts in the 
shell. This season the former system 
was proved to be inadequate as it did 
not protect the buyers sufficiently as 
to the percentage of amber meats in 
tenders on contracts. The revised 
specifications are now being considered 
by exchange officials.

Rice—Another dull week has passed 
in both domestic and foreign rice. 
There is no real breadth to the de
mand and assortments are also sub
normal, resulting in a balance of 
prices which is not disturbed by the 
lack of genuine buying support. Do
mestic rices are deficient in the top 
grades. The crop ran mostly to the 
poorer average types. Southern 
mills are mildly active and make no 
changes in their offerings. Foreign 
rice has been picked over frequently 
and not much is left.

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

Kings, $1@1.50; Jonathans and Mc
Intosh, $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 Beans ____________ $4.25
Light Red Kidney ----------------- 8.50
Dark Red K idney_____________ 8.75
Brown Sw ede------------------------- 5.50

Brussel’s Sprouts—'Florida, 40c per 
quart.

Butter—The market is practically 
unchanged from a week ago. Holders 
sell fresh packed at 44c and prints at 
46c. They pay 25c for packing stock.

Cabbage—4c per lb. for home grown; 
$5 per crate for Texas.

Carrots—$1.25 per bu.; new from 
Texas, $2 per bu.

Cauliflower—California, $3 per doz. 
heads.

Celery—California washed jumbo,
$1.

Chalotts—70c per doz.
Cocoanuts—$1 per doz.
Cucumbers—$2.75 per doz. for hot 

house stock from 111. and Ind.
Eggs—Local dealers pay 28c for 

strictly fresh and hold candled fresh 
at 30c. All storage grades are de
pleted except X, which is marketable 
at 20c.

Egg Plant—$2.50 per doz.
Garlic—35c per string for Italian.
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 B a ll------------------------- 5.50

Lettuce—In good demand on the 
following basis:
California Iceberg, 4 s ------------- $4.50
California Iceberg, 5 s _________ 4.00
Hot house leaf ---------------------  15c

Onions—Spanish, $2.25 per crate of 
50s and 72s; Michigan, $2.75 per 100 
lb. sack.

Oranges—Fancy Sunkist California 
Navels are now on the following basis:
126 ..............- ..................................$5.75
150 — ........ - .............................-  5.75
176_________ 5.75
200 ..............  5.75
2 1 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 $1.80 
@$2, mostly $1.90 per bushel around 
the State.

Poultry—Wilson & Company pay as
follows this week:
Heavy fowls---------------------------- 27c
Light fow ls---------------------------- 22c
Springers, 4 lbs. and u p ------------28c
Turkey (fancy) young---------------39c
Turkey (Old T o m s)----------------- 32c
Ducks (White Pekins)_________ 26c
Geese -----------------------------------  15c

Radishes—60c per doz. for hot 
house.

Spinach—$1 per bu. for Texas.
Sweet Potatoes—Delaware kiln dried 

$3 per hamper.
Tangerines—$4.50 per box of any 

size.
Tomatoes—California, $1.25 per 6 

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

follows:
Fancy ---------------------------------  18c
Good -----------------------------------  16c
M edium--------------------------------  14c
P o o r _________________________12c

Heavy Buying of Flour Not War
ranted.

W ritte n  fo r th e  T rad esm an .
We have had a substantial decline in 

wheat during the past week and yet 
are in the same position compared to 
world prices as before the decline, as 
world markets have declined fully as 
much as our domestic markets. Never
theless, if we are to judge by the past, 
there will be some rally in the price of 
wheat; a reaction from the setback 
in price, and while prices are more at
tractive now than before the decline, 
the position of wheat is such that 
speculative buying for distant delivery 
is hardly warranted.

Receipts of wheat continue fair. In 
some sections they are greater than a 
year ago. In other words, Winnipeg 
receipts the 2nd of March were 649 
cars, against 583 cars last year, while, 
on the other hand, Minneapolis wheat 
stocks decreased 350,000 bushels for

three days just passed; a year ago they 
decreased 125,000 bushels for the same 
time. Some sections in the Southwest 
report a slight falling off in receipts, 
due, it is claimed, to decline in price. 
The Buenos Ayres market has also 
declined, was J^c lower again yester
day. Liverpool sends two rather con
flicting cables, the first, “Your weak
ness in wheat unsettling; no sign of 
demand yet,” while the second one 
read, “Think the decline in wheat has 
gone far enough and our market is 
steady at the decline.” Reports from 
India indicate the weather is favor
able and prospects of wheat are aver
age; have fairly liberal supplies of old 
wheat.

The Canadian visible supply is now 
placed at 71,989,000 bushels, which is 
approximately 35,000,000 bushels larg
er than a year ago. In line with the 
reported falling off of receipts at West
ern points, totals are given at 554,000 
bushels yesterday, against 699,000 
bushels last year. Eastern points’ re
ceipts were 210,000 bushels, against
608.000 bushels last year. Shipments 
from Western points were 396,000 
bushels, against 506,000 last year; from 
Eastern points 192,000 bushels, against
1.442.000 bushels a year ago, and ex
ports of wheat and flour were equal to
246.000 bushels of wheat.

The continuance of favorable reports 
as to wheat supplies will have a bear
ish effect, as will favorable reports 
concerning the condition of the grow
ing winter wheat crop. On the other 
hand, adverse reports concerning con
dition of growing winter wheat crop 
and decrease in spring seeding will 
naturally cause an immediate reaction. 
However, it will be about thirty days 
before we have reliable crop reports. •

Wheat has gotten down in price 
where both flour and wheat are a much 
better purchase, so the trade can well 
afford to cover their requirements, if 
they have not already done so, for the 
immediate future. However, heavy 
buying for distant delivery is hardly 
warranted by the present outlook.

Lloyd E. Smith.

Another Characteristic Coolidge Story 
Judge Arthur C. Denison brings 

back a characteristic Coolidge story 
from Washington.

A young lady was scheduled to sit 
next to the President at a dinner 
party. Her friends joked her about 
the indisposition of Mr. Coolidge to 
engage in conversation, whereupon 
she made a wager with her friends 
that she could make him talk. She 
exerted every power she possessed to 
accomplish her purpose, without re
sult. Dreading the reproaches of her 
friends, she threw herself on his mercy 
told him of the wager she had made 
and appealed to him to assist her to 
win the wager. He listened to her 
entreaties and then closed the circum
stances by the utterance of two words: 

“You lose.”

Jackson—'The Teer & Wickwire Co., 
119 East Washington avenue, has been 
incorporated to manufacture and sell 
special machines, parts, etc., with an 
authorized capital stock of $60,000, of 
which amount $6,000 has been sub
scribed and $1,500 paid in in cash.

mailto:1@1.50
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Glass Counter Guards
Practical counter 

protection can be 
had at very low 

prices. Let us quote you on your requirements.

Proceedings of the Grand Rapids 
Bankruptcy Court.

G rand  R apids, Feb. 19—W e have to 
day  received  th e  schedu les, o rd e r of re f 
e rence  an d  ad ju d ica tio n  in th e  m a tte r  of 
Sol Jacobs  an d  H ym an  Adel berg, doing 
business a s  Mew Y ork O utlet, B an k ru p t 
No. 2S52. T he m a tte r  h a s  been re fe rred  
to  C harles B. B la ir a s  re fe ree  in  b a n k 
rup tcy . T he b a n k ru p ts  a re  re s id en ts  of 
B enton H a rb o r, an d  th e ir  Occupations a re  
th a t  of a  m erch an t. T he schedu les of 
Sol Jaco b s  show  a ss e ts  of 14,857.77, of 
w hich $450 is  c la im ed  a s  exem pt, w ith  
liab ilities  o f $18,661.84. T he schedu les of 
H ym an  A delberg  show  a ss e ts  o f $4,957.47 
o f w hich  $500 is c la im ed a s  exem pt, w ith  
liab ilities  of $18,492.55. T he firs t m eeting  
lias been called a s  s ta te d  in  fo rm er p a ra 
g rap h s . T he  lis t of c red ito rs  of the
b a n k ru p ts  a re  a s  follows:
T axes  due B en ton  H a rb o r_______ $196.00
Sadie Jacobs , B en ton  H a r b o r _ 624.00
B e r th a  A delberg, B en ton  H a rb o r 624.00 
Sam  A delm an & Co., B en ton  H . 430.38
A bholoid Co., B en ton  H a r b o r __  56.38
A m erican  O verall W orks., B en ton

H a rb o r  _________________________ 76.25
B u tle r B ros., B en ton  H a r b o r __  776.50
B ern ste in , Sohen & Co., B en ton

H a rb o r ___________________________116.23
H. B ern ste in  & Co., B enton  H a rb o r 81.75 
P . B ecker & Co., B en ton  H a rb o r 21.00 
L. B royde, B en ton  H a r b o r ________ 139.00
B erry  & B enson, B en ton  H a rb o r _ 258.00 
C hesterfield  P a n ts  Co., B en ton  H . 182.00 
G. P. C ra fts  Co., B en ton  H a rb o r 154.85 
C alum et Mfg. Co., B en ton  H a rb o r 487.37 
C en ter S ta te  Shoe Co., B en ton  H . 102.35 
C rescen t S uspender Co., B en ton  H . 33.37 
S. & A. Cohen Co., B en ton  H a rb o r 328.96 
South  B end M ercan tile  Co., S ou th

B end ------------------------------------------ 66.00
C hew s G arm en t Co., G eneva, Ind. 25.35 
C has. O. T unson  Shoe Co., Lym an,

M ass. ----------------------------------------  54.00
C en tra l M dse. Co., C hicago _____  468.59
C am bridge R u b b er Sales Co.,

C hicago -------------------------------------  468.59
F. D re ssau e r & Co., C h ic a g o ___ 210.93
S. D eiches & Co., C hicago ______  29.00
D avid  F ree m a n  & Son, C h ic a g o _29.95
D aniel T . P a tto n  & Co., G rand

R apids _________________________  81.25
E tte.son- & Co., Chicago ________  280.99
F e ldm an  B ros., Chicago __________ 441.12
E n d ico tt-Jo h n so n  Co., E n d ico tt,

N. Y. _________________________ 1,212.89
E m sm a & B rill, C hicago _________  24.80
F in lin  Shoe Co., B oston  __________ 171.70
Excell C ap Co., C hicago _________  294.50
Jo h n  B. F a rw e ll Co., C h ic a g o ___  265.01
E. E is in g e r Co., Chicago _______  309.85
S. I. E t te n g e r  & Son, C h ic a g o ___ 183.75
S. F reeh ling  & Sons, C h ic a g o ___  257.20
F. B. Goodrich R u b b er Co., Chicago 407.31
G oodyear R u b b er Co., C h ic a g o _ 295.42
G ordon & Co., C h ic a g o _____________102.00
G uthm ann , C arp en te r & Co., C hi

cago -------------------------------------------  62.80
H a rry  G oldstein Co., C h ic a g o ___  21.50
H utch in so n -W in ch  Shoe Co.,

B oston  __________________________ 144.20
Joseph  F e ls  Co., C hicago _______  650.00
B. K rem an  & Co., C h ic a g o _____  522.32
K alven & S tern , C hicago _______  54.25
Sim ons B ros., C hicago ___________  524.91
L urie  Mfg. Co., C hicago __________ 111.41
S. H . K nopp Mfg. Co., B o s to n ___  55.10
M iddleton Mfg. Co., M i .w a u k e e_ 429.88
M etropo litan  Juven ile  C lothing

Co., X ew  Y ork _________________  429.88
Mich. S lipper Co., D e tro it _______  21.60
H. M orris T ea f, P h i l a d e lp h ia ___ 181.81
Mich. S ta te  In d u s trie s , J a c k s o n _114.00
N o rth  L ebanon Shoe Co., Lebaon,

Pa . _____________________________  28.05
Oxford P a tte rn  Co., D e t r o i t _____ 105.16
N ationa l O verall M fg. Co., Cold-

w a te r  ___________________________  48.00
P h illip s-Jo n es  Co., New’ Y o r k ___  246.38
P en n  T ouser Co., P it tsb u rg h  ___  82.00
P la t t ’s, C hicago __________ :______  630.23
Sam uel P h illipson & Co., C hicago 223.25 
M eyer J . R ubin  & Co., C h icago . 387.50 
R and Mfg. Co., P h ilade lph ia  ___  45.30
A. R osenblum  & Co., N ew  Y o r k _58.50
E. R o sen ste in 's  Sons, R ocheste r_73.00
Rohde & Levin, C h ic a g o _________  57.33
R ubin  B ros., C hicago ___________  82.85
M. H. R osen & Co., N ew  Y ork  __ 46.64 
Society  Silk L ingerie  Co., C hicago 150.07
W illiam  S u m n er S m ith , C h ic a g o _39.60
Sw eet, O rr & Co., Inc ., N ew  Y ork 105.20
I. T u ck er & Co., C hicago ______ 160.64
U niversal T ru n k  Co., C h ic a g o __  22.00
Ididore W einberg , C hicago ______  50.00
W est Side T ru n k  Co., C h ic a g o __  62.00
Silin Mfg. Co., E rie  ______________129.50
N ew s Pallad ium , B en ton  H a r b o r_ 390.00
B row n Shoe Co., St. Louis ______ 116.00
Jo u rn a l-E ra  Co., E au  C laire ___  7.00
C ourier, C olom a _________________  8.00
H era ld  P ress , St. Jo seph  _______  75.00
H ouse of D avid, B en ton  H a r b o r_100.00
B errien  C ounty  B ank, B enton

H arb o r ________________________ 1,000.00
L. F ried m an  N eckw ear Co., M il-wn ltlrpa fi 9Q
C luett P eabody  Co., "Chicago ___  13.96
Globe P ro d u c ts  Co., C h ic a g o ____________  8.71
H. J . H o lm an  & Sons, Inc ., She

boygan _________________________  60.00
R ecord  Co., B u ch an an  ___________  10.00
B. H . L ig h t Co., B en ton  H a rb o r— 27.95
Mich. Bell Tel. Co., B en ton  H a rb o r 5.85 
M rs. A nna  B en n e tt, B en ton  H a rb o r 200.00 
Mr. Abe B en n e tt, B en ton  H a rb o r 75.50 
D r. R. B. T abor, B en ton  H a rb o r 24.00 
H . J . H olm an  & Sons, Inc ., She-

boygan _________________________  60.00
Ja c k  Rom onogg, C hicago _______  250.00
T h o rb u m  B ros., B en ton  H a r b o r_16.21

Feb. 20. W e have  to -d a y  received  the  
schedu les, o rd e r of re ference  an d  a d ju d i
cation  in the  m a tte r  o f Edw . J . Taylor, 
B an k ru p t No. 2865. T he m a tte r  h a s  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 i
den t of G rand  R apids. T he schedules 
show  a ss e ts  of $100, of w hich  th e  full 
in te re s t is c la im ed  as  exem pt, w ith  l ia 
b ilities  o f $701.84. T he c o u rt h a s  w ritten  
for funds, an d  upon rece ip t o f the  
sam e, the  firs t m eeting  of c red ito rs  will 
be called, an d  note  of th e  sam e m ade 
herein . T he l is t o f c red ito rs  of sa id
b an k ru p t a re  a s  follows:
Y oung & Chaffee F u rn . Co., G rand

R apids _________________________ $272.98
W in eg ar F u rn . Co., G rand  R ap ids 32.00
W u rzb u rg 's , G rand  R apids _____  20.00
A. Dixon, G rand  R apids _________  45.00
D r. A llen, G rand  R a p i d s _________  3.00
C ornell’s H a rd w are  Co., G rand  R. 20.00
Jaco b  W aa tes , G rand  R a p i d s -----  33.00
P e te r  D laate , G rand  R a p i d s _____  4.80
B u rto n  H e ig h ts  T ire  Service,

G rand  R ap ids __________________  10.00
S m itte rs  D ry  Goods Co., G rand

R apdis  __________________________ 5.71
H. s m ith , R ockford  _____________  72.00
S p ick m as ter & Sons, G rand  R apids 11.60 
B u rto n  H e ig h ts  Coal Co., G rand

R apids __________________________  6.00
H. T hom pens, G rand  R a p i d s ____  7.00
Siegerdes G rocery, G rand  R apids 13.00 
M otor B an k e rs  Corp., G rand  R ap. 56.75
Ind. B ank , G rand  R apids _______  44.00
H o sp ita l Council, G rand  R a p i d s _45.00

Feb. 20. We have to -d ay  received  th e  
schedules, o rd e r o f re ference  a n d  a d ju d i
ca tio n  in  th e  m a tte r  of L aw rence  W. 
Boozer, B an k ru p t No. 2867. T he m a tte r  
h a s  been  re fe rred  to  C harles B. B la ir  a s  
re fe ree  in  ban k ru p tcy . The b a n 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  horse  salesm an . The 
schedu les show  a sse ts  of $3,260, of w hich 
$200 is cla im ed a s  exem pt, w ith  liab ilities  
o f $8,526. T he c o u rt h a s  w ritten  for 
funds, an d  upon rece ip t of th e  sam e, the  
firs t m ee tin g  of c red ito rs  will be called, 
an d  no te  of th e  sam e m ade herein . T he 
lis t of c red ito rs  of sa id  b an k ru p t a re  a s  
follows:
R av en n a  P r iv a te  B ank , R av en n a  $6,560.00
L ang land  Mfg. Co., M u s k e g o n ___  200.00
Dr. V anderlan , M uskegon _______  39.00
F red rich s  L um ber Co., M uskegon 34.00 
B elbern ie  U n d ertak er , M uskegon . 175.00
Clyde T hom pson, R a v e n n a _________100.00
H a rry  W oodw ard, M u s k e g o n _____ 103.00
L. Y akes, M uskegon ______________ 100.00
U nited  T elephone Co., M uskegon_40.00
Dr. L averve , M uskegon __________ 167.00
Dr. Poppen, M u s k e g o n ___________  10.00
M ayo B ros, R ocheste r, M i n n .___  250.00
W olfis B ros., M uskegon _________  27.00
M arv ins F eed  Store, M u s k e g o n _26.00
V ern  N ash , M uskegon ___________  50.00
J . M cDonald, M uskegon _________  200.00
C om m ercial Coal Co., G rand  R ap. 125.00
Joe  E rnew ein , M uskegon ________  20.00
Li.lie Boozer, M uskegon __________  300.00

Feb. 22. W e have to -d ay  received  the  
schedules, o rd e r of re fe rence  a n d  a d ju d i
cation , in  th e  m a tte r  of Lew is N. Bilson, 
re fe rred  to C harles B. B la ir a s  re feree  in 
re fe rred  to  C h lraes  B. B la ir a s  re feree  in 
ban k ru p tcy . The b a n k ru p t is a  re s id en t 
o f C h arle sto n  tow nsh ip , an d  h is  occupa
tion  is th a t  of a  laborer. T he schedules 
show  a sse ts  of $560, o f w hich th e  full 
in te re s t is c la im ed  a s  exem pt, w ith  lia 
b ilities  of $1,112.50. T he c o u rt h a s  w r i t 
ten  for funds an d  upon rece ip t of th e  
sam e, th e  firs t m eeting  o f c red ito rs  will 
be called, an d  no te  of th e  sam e m ade 
here in . T he lis t of c red ito rs  o f sa id  b a n k 
ru p t, a ren as  follows:
C en tra l N at. B ank , B a ttle  C reek $386.00
W m . F. Sim ons, B ellevue ________ 170.00
John  Bow ers, M arshall --------------  50.00
F ra n k  P e rry , B a ttle  C reek  _____  70.00
J a c k  Thom pson, B a t t ’.e C r e e k -----  70.00
C. D. W atson , M. D., B e l le v u e ___  16.50
H. H. B atdorff, B a ttle  C r e e k ___  60.00
F ra n k  L. T h ay er, B a ttle  C r e e k ___  60.00
A. J . Arnold, B a ttle  C r e e k _______  40.00
A m erican  F in an ce  Co., B a ttle  C reek  250.00

In  th e  m a tte r  of Sidney K eller, B an k 
ru p t  No. 2819, th e  tru s te e  h a s  filed h is  
final re p o rt an d  acco u n t an d  a  final m ee t
ing  o f  c red ito rs  h a s  been  called  fo r M arch 
5. T he tru s te e ’s final re p o rt a n d  acco u n t 
w ill be considered  an d  p assed  upon and  
ad m in is tra tio n  expenses pa id  a s  fa r  a s  
th e  funds  on h an d  w ill pe rm it. T h ere  can  
be no d iv idends fo r g en e ra l cred ito rs .

In  th e  m a tte r  of D aniel R. R airigh , 
B an k ru p t No. 2586, tru s te e  h a s  filed h is  
final re p o rt an d  acco u n t an d  a  final m e e t
ing  of c red ito rs  h a s  been  called  for 
M arch 5. The t ru s te e ’s final re p o rt an d  
acco u n t will be considered  and  expenses 
pa id  as  fa r  a s  th e  fu n d s  on h an d  w ill 
perm it. T h ere  w ill be no d iv idend for 
g en e ra l c red ito rs .

Feb. 23. On th is  d ay  w as held th e  
final m ee tin g  of c red ito rs  in  th e  m a tte r  
of W ilm ot L. Moore, B an k ru p t No. 2487. 
T he b a n k ru p t w as n o t p re sen t o r re p re 
sen ted . T he a tto rn e y  fo r th e  tru s te e  w as 
p re sen t. C laim s w ere  p roved  an d  a l
lowed. A n o rd e r w as m ade fo r th e  p a y 
m en t of expenses of a d m in is tra tio n  a s  
f a r  a s  th e  funds  w ould pe rm it. T here  
w ere  no funds  on h an d  fo r th e  p ay m en t 
of a n y  d iv idends to  g en era l c red ito rs . No 
ob jec tions w ere  m ade to  th e  d ischarge  
of th e  b a n k ru p t. T he  m ee tin g  ad jo u rn ed  
w ith o u t d a te  an d  th e  m a tte r  w ill be 
closed a n d  re tu rn e d  to  th e  d is tr ic t  c o u rt 
in  due course.

In  th e  m a t te r  of Sol Jacobs , H y m an  
A delberg, a n d  N ew  Y ork  O utle t, a  co-
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By The Way, When On Your Way,

SEE ONAWAY
xVre you looking for a good home location; 

a place to build your business? You will find 
it at Onaway.

Are you longing for the freedom of “The 
Great Open Spaces”, and yet with civilization 
at your door? Onaway is the center of just 
that region.

Do you want a “Close To Mother Nature”, 
summer resort? Glorious summer relaxation, 
with hearty good fellowship, without the clam
our of the crowd, awaits you here.

Onaway is full of pep. W e love our town; 
our farming country. W e love our trout 
streams and our lakes; our waterfalls and our 
hills.

W e are surrounded by good dairy country, 
and fine fruit land. Poultry does well here. 
Our summers are delightfully cool; our win
ters are not severe.

W e Onaway folks think a lot of our com
munity. W e believe you will, too.

W e invite you to write to
Secretary of the Onaway 

BOO STER’S CLUB,
Onaway, Michigan.
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p a rtn e rsh ip , B an k ru p t No. 2852, th e  r e 
ceiver h as  received  the  offer of J am e s  
H . Fox, o i G rand  R apids, of 12,000 for 
all of the  s tock  in  tra d e  and  fix tu res, all 
of w hich a re  ap p ra ised  a t  $7,779.46. T he  
p ro p erty  consists  of notions, crockery , 
clothing, shoes, e tc ., and  is  all loca ted  a t  
B enton  H arbor. T he sale  w ill be held a t  
the  p rem ises of the, b an k ru p t’s business, 
108 W. M ain s tre e t, B en ton  H arb o r, a t  
2 p m., M arch 10. A n in v en to ry  is in  
the  hands of th e  re feree  in b an k ru p tcy  
a n d  a  copy of th e  sam e w ill be a t  th e  
prem ises on th e  d a te  of sale. All in te r 
ested  should be p re sen t a t  the  tim e a n d  
place above nam ed. A tten tio n  is called 
to the  fa c t th a t  th is  sale  will be held  
a t  B enton  H arbo r.

Feb. 23. On th is  day  w as held th e  
final m eeting  of c red ito rs  in  th e  m a tte r  
of U niversal Mfg. & Sales Corp., B an k 
ru p t No. 2576. T he b an k ru p t w as no t 
p re sen t or rep resen ted . T he tru s te e  w as 
rep resen ted  by H ild ing  & H ild ing . C laim s 
w ere proved and  allowed. T he tru s te e ’s 
final rep o rt an d  acco u n t w as approved  
an d  allowed. A n o rd e r w as m ade fo r 
th e  paym en t of expenses a n d  fo r the  
p aym en t of labo r claim s, tax e s  a n d  a  
first and  final d ividend of 5 per cen t, to  
general c red ito rs . No ob jections w ere 
m ade to th e  d ischarge  of th e  b an k ru p t. 
The m eeting  then  ad jo u rn ed  w ith o u t d a te  
an d  the  m a tte r  will be closed an d  r e 
tu rn ed  to  the  d is tr ic t c o u rt in  due course.

On th is  day  a lso w as held th e  firs t 
m eeting , of c red ito rs  in  M. V. H im es, 
herein, a s  ad journed . T he b an k ru p t w as 
no t p resen t o r rep resen ted . Jo h n  W . 
N icholas, p a r tn e r  of the  b a n k ru p t w as 
presen t. The exam ination  of Mr. N icholas 
w as had, and  i t  developed th a t  th e  p ro p 
e rty  scheduled by th e  b a n k ru p t w as p a r t 
nersh ip  p roperty  an d  th a t  th e re fo re  h is  
e s ta te  h as  no personal in te re s t th e re in  
as  long as  th e  p a rtn e rsh ip  w as unab le  
to pay its  debts. T he  tru s te e  w as a c 
cordingly d irec ted  to  abandon  th e  sched 
uled a sse ts  an d  th e  case  w ill be closed
an d  re tu rn ed  a s  a  n o -a s se t case.

Feb. 24. On th is  day  w as held  th e  firs t 
m eeting  of c red ito rs  in the  m a tte r  o f 
C larence J . B ailey, B an k ru p t No. 2756. 
T he b an k ru p t w as p re sen t in person  an d  
by a tto rn ey s  C orw in & N orcross. No 
c red ito rs  w ere  p re sen t o r rep resen ted . 
No tru s te e  w as appoin ted . No cla im s 
w ere proved an d  allow ed. T he b an k ru p t 
w as sw orn  an d  exam ined  w ith o u t a  re 
p o rte r The b an k ru p t w as d irec ted  and  
ordered to  pay  th e  filing fee an d  upon 
receip t of th e  sam e th e  case  w ill be 
closed and  re tu rn e d  to  th e  d is tr ic t  c o u rt 
ns n. case w ith o u t a sse ts . T he m eeting
th en  ad jou rned  w ith o u t date .

Feb. 25. On th is  day  w as held  th e  first 
m eeting  of c red ito rs  in  th e  m a tte r  of 
A rth u r  Shuey, B an k ru p t No. 2854. The 
b a n k ru p t w as p re sen t in  person  an d  by 
T hom as J . W hinery , a tto rn e y  fo r th e  
ban k ru p t. No c red ito rs  w ere  p re s en t o r 
rep resen ted . No cla im s w ere  proved an d  
allowed. No tru s te e  w as appo in ted . T he 
b a n k ru p t w as sw orn  an d  exam ined  w ith 
o u t a  rep o rte r. The b an k ru p t w as  o r
dered to  p ay  th e  filing fee before  Ju ly  
1 1926, and  th e  case  w ill th en  be closed 
and  re tu rn e d  to  th e  d is tr ic t c o u rt a s  a  
case  w ith o u t a sse ts . T he m ee ting  w as 
then  ad jo u rn ed  w ith o u t da te .

On th is  day  a lso w as held th e  firs t 
m eeting  of c red ito rs  in  th e  u ju tte r  of 
C ornelius C. Mol, B an k ru p t No. 2855. T he 
b a n k ru p t w as  p re sen t in  person  an d  by 
a tto rn ey  W illa rd  M cIntyre. No c red ito rs  
w ere p re sen t o r rep resen ted . N o cla im s 
were proved a n d  allowed. No tru s te e  
w as appoin ted . T he b a n k ru t w as sw orn  
and  exam ined w ith o u t a  rep o rte r. The 
first m eeting  th e n  ad jo u rn ed  w ith o u t d a te  
and  th e  case  w ill be re tu rn e d  to  th e  d is
tr ic t  co u rt a s  a  no a s s e t  case.

In  th e  m a tte r  of Lew is N. B ilson, 
B an k ru p t No. 2868, th e  funds  fo r th e  
firs t m eeting  have been  received  a n d  
such m eeting  h a s  been  called for

M InChthe1' m a tte r  of L ean d e r ‘W eaver, 
B an k ru p t No. 2864, th e  funds  fo r th e  
first m eeting  have been received  an d  such  
m eeting  has been  called fo r M arch  11.

F eb  26 W e have  to -d ay  received  th e  
schedules, o rder of re fe rence  an d  a d ju d i
cation  in th e  m a tte r  of G len A shley, 
B an k ru p t No. 2872. T he m a tte r  h a s  been 
re fe rred  to C harles B. B la ir  a s  re fe ree  
in b ank rup tcy . T he b a n k ru p t is  a  re s i
den t of G rand R apids an d  h is  occupation  
is th a t  of a  labo rer T he schedules show  
a sse ts  of *785 w ith  liab ilities  of $748.29. 
T he co u rt h as  w ritte n  fo r funds, an d  u p 
on receip t of th e  sam e th e  firs t m ee tin g  
of c red ito rs  will be called, an d  no te  of 
the  sam e m ade herein . T he l is t of c re d 
ito rs  of sa id  b a n k ru p t a re  a s  follows: 
o  n  Savings B ank , G rand  R apids $116.19 
g ! a ! N ational B ank , G rand  R apids 156.10 
B urleson San ito rium , G rand  R apids 250.00 
Jo h n  BuisL Fennville  -------------- — H6.00

F eb  26. W e have  to -d ay  received  th e  
'schedules o rd e r of re fe rence  a n d  a d ju d i
cation  in the  m a tte r  of F red  H  W hite . 
B an k ru p t No. 2871. The m a tte r  h a s  been  
re fe rred  to  C harles B. B la ir  a s  re fe ree  
in  b ank rup tcy . The b a n k ru p t Is a. re s t-  
d en t of N ashville, an d  h is  occupation  1s 
th a t  of a  salesm an. T he schedu les show  
a sse ts  of $6,587.30 of w hich  $1,750 la 
claim ed as exem pt, w ith  liab ilities  of 
*8 367 30. The c o u rt h a s  w rit te n  fo r 
funds and  upon rece ip t o f th e  sam e, th e  
firs t m eeting  of c red ito rs  w ill be called, 
an d  no te  of th e  sam e m ade here in . T he

lis t of c red ito rs  of sa id  b a n k ru p t a re  a s  
fo llow s:
Peoples Coal M ining Co., A lbion $2,000.00 
W olverine F u e l S ales Coo., G rand

R ap ids __________________________  480.50
S ta te  S av ings B ank, u n k n o w n ___  500.00
F a rm e rs  & M erchan ts  B ank ,

unknow n _______________________ 2,210.00
W a lte r  E . B urd , A nn A r b o r _____ 135.00
S. E . P ow ers, N a s h v i l l e __ - _______135.00
J e r ry  C apen, N a s h v i l l e _____________100.00
Jo h n  M. P e rry , Irv in g  ------------------ 75.00
M adison P a in t  Co., C leveland —  12.96 
Mich. Cen. R. R. Co., G rand  R apids 50.00 
N ashv ille  C o-opera tive  E lev a to r

A ssociation , N a s h v i l l e ____ ______ 81.34
R ay  Gibson, N ashville  ____________ 100.00
Colonial Coal Co., C o lu m b u s ___ :— 381.00
W arre n  W alsh , Sunfield _________  15.00
F red  B arnes, N ashville  ___________ 30.00
P. O. D unham , N ashv ille  _______  20.00
E a rl T a rv e ll, N ashville  ____________175.00
R. T,. Olim, N ashv ille  ____________  23.00
R ay R e ttin g e r , B a ttle  C reek  -----  91.00
Chas. R e ttin g e r , B a ttle  C r e e k ___  69.00
F . A. C am pbell & Son, B a ttle  C rk. 2.00 
J . C. H urd . N ashv ille  ___________  15.00
Peoples Coal M ining Co., A lbion 766.41 

Feb. 26. W e have to -d a y  received  th e  
schedules, o rd e r of re fe rence  an d  a d ju d i
cation  in the  m a tte r  of G us S ch rader, 
B an k ru p t No. 2869. T he m a tte r  h a s  been 
re fe rred  to  C harles B. B la ir a s  re fe ree  
in  b an k ru p tcy . T he b an k ru p t Is a  re s i
d e n t of B ea r L ake, an d  h is  occupation  is 
th a t  of a  re ta il  m erchan t. T he schedules 
show  a ss e ts  of $400 w ith  liab ilities  of 
$4,358.01. T he c o u rt h as  w rit te n  for 
funds, an d  upon rece ip t of th e  sam e 
th e  firs t m eeting  of c red ito rs  will be 
called, an d  note  of th e  sam e m ade h e re 
in. T he lis t of th e  c red ito rs  of sa id  
b a n k ru p t a re  a s  follows:
S ta te  of M ichigan, t a x e s -------------- $ 91.28
B u tle r B ros., C hicago ------------------ 240.07
Thom pson A uto  Co., M a n is te e -----  19.80
H ilb a rd  & Spencer, M ilw aukee —  60.76
Olson L um ber Co*. M anistee  -----  19.50
N atio n a l G rocer Co., T rav e rse  C ity  21.00 
N a tio n a l B iscu it Co., G rand  R apids 17.57 
W . D. A llen Mfg. Co., C hicago __ 28.68
W ilson Co., C hicago --------------------  35.74
P u h l W ebb Co., C h ic a g o --------------  38.00
Jo h n  H opkins, M ilw aukee ------------ 34.20
F. C. L arsen , M anistee  ----------------  385.72
G odfrey & Son, M ilw aukee -------  57.63
H an n ah  & L ay, T rav e rse  C i t y -----  72.10
B ea r L ake  G arage, B ea r L ake — 34.09 
W m . M iller H dw . Co., M anistee  __ 172.80 
M anistee  M illing Co., M anistee  __ 44.65
T. C. E s s e r  Co., K aleva  --------------  86.20
N oud L u m b er Co., M a n is te e --------  28.40
R uggles & R adem aker, M anistee  __ 17.00
M orley B ros., S ag inaw  --------------- 33.85
S ta n d a rd  Oil Co., M anistee  --------- 21.85
D r. B rine, B ea r L ake  ------------------ 70.00
A rm our & Co., C h ic a g o ----------------   87.17
Jo h n  H ansen , unknow n ---------------2,635.60

Blouse Demand Is Growing.
The demand for blouses, both in 

semi-tailored and tailored models, con
tinues to grow here, according to a 
bulletin issued last week by the United 
Waist League of America. The lighter 
colors are mostly in demand. Such 
shades as hois de rose, gray and tan 
have a particular appeal, because of 
the harmony they lend to many of the 
new two-piece suits. As many of these 
new tailleurs show quite short jackets, 
the new blouses are also somewhat 
shorter. Some come to the hips. Others 
reach scarcely below the waistline, al
though they are in the overblouse style.

Good Reorders For Tweeds.
Tweeds figure prominently in the 

woolens that are being reordered by 
cutters-up. For both coats and suits 
these weaves in novelty patterns are 
having a strong vogue, which is held 
likely to continue well into the warmer 
months. The fabrics are being used 
mostly in medium-priced garments. 
This has meant greater volume for the 
cutters-up, with consequent greater 
yardage sale for the mills. The softer 
shades are outstanding in the goods, 
including grays, blues, tans and rose 
colors.

Keep serene. Sleep enough. Ven
tilate your room. Eat what agrees 
with you. Work hard, then work 
some more. Play some. Walk a lot. 
Be regular and you will probably re
main on earth a few years longer than 
the ones who refuse to observe those 
commonest rules.

A Real W hole W heat 
Porridge

Lots of people like a hot porridge in Winter—but 
they don’t know what a delicious porridge they can 
make out of

Shredded
Wheat

Make it yourself and you will want to tell your cus
tomers about it. Place the Shredded Wheat Biscuits 
in a small sauce-pan; add salt and enough water to 
cover bottom of the pan; stir and boil until it thickens. 
Serve with milk or cream.

Better than ordinary porridge; more nutritious and 
so easy to prepare.

The Shredded Wheat Co.
Niagara Falls, N. Y.

"W o r d e n  ("Ìr o c e r  C o m pa n y  
THE PROMPT SHIPPERS

Offer your customers only known brands

= □

Quaker Food 
Products

FOR SALE BY THE COM MU NI T Y GROCER IN YOUR NEI GHBORHOOD

HAVE CONSUMER ENDORSEMENT

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

Wholesalers for Fifty-seven Years 
Ottawa at Weston ' Grand Rapids

M ich ig a n  T ru s t Com pany, R ece iver
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CRIME CAPITAL OF AMERICA.
Wrongly or rightly, Chicago bears 

the name of being the crime capital 
of America. Last year, in one month, 
five Chicago policemen were killed by 
bandits. The banks of Chicago have 
a standing offer of $2,500 for a dead 
bandit. That city is headquarters for 
gangs of thieves, safe-blowers and 
“killers” operating in the Middle West. 
Last summer the situation was so 
ugly that Illinois, Iowa ;and Indiana 
towns armed thousands of “vigilantes” 
with rifles to give better protection to 
banks and business houses.

The “golden coffin,” the tons of 
flowers and the great crowds at the 
funeral of Dion O’Bannion, king of 
the gangsters, is a single episode in 
Chicago’s crime story. The “steel- 
vested gunman,” Marty Durkin, and 
the Drake Hotel robbery are others. 
Since January 1 nine gangsters have 
died in their own fierce tribal wars.

Bombings and sluggings have been 
routine happenings in Chicago’s labor 
struggles. The petitioners for Federal 
help cite 100 bombings wdthin a year, 
resulting in some loss of life and great 
loss of property. They charge also 
that for four years the situation has 
grown worse and that the people are 
well-nigh helpless. For a long time 
in the city of Chicago has maintained 
a colony of unnaturalized persons 
hostile to our institutions and laws, 
who have formed a super-government 
of their own—feudists, black-handers 
and members of the Mafia—who levy 
tribute upon citizens and enforce col
lection by terrorism, kidnaping and 
assassinations.

All of the blame is not placed upon 
the alien. American citizens are 
charged with having grown rich 
through vast and systematic violations 
of the liquor laws while working under 
police protection. Chicago’s present 
efforts to deport the dangerous alien 
are praised but dismissed as inade
quate.

Therefore, the Federal Government 
is asked to investigate the plight of the 
proud city of Chicago. The problem, 
because of its alien phases, has been 
referred to the Immigration Commit
tee; but the citizens of Chicago can
not hope to evade the final responsi
bility for this disgraceful situation.

Last summer Chicago was feeling 
the dollars-and-cents effect of her 
reputation as a crime center. Her
business interests knew this was keep
ing the timid visitor away from her 
hotels, stores and wholesale houses. 
Back in the hinterlands the tale of 
Chicago’s lawlessness may have been 
greatly and grotesquely exaggerated, 
but it hurt, and the hurt was serious. 
The situation recognized then must be 
recognized even more emphatically
now.

The cty whose proud motto is “I 
Will” seemingly has not bent that
“will” to the cleaning of her own 
house. In desperation her citizens 
have called upon Washington for help. 
They distrust their own officials and 
their own courts. Chicagoans are 
afraid to serve on juries, afraid to vote 
for conviction, lest they be marked 
down by the gunman or the slugger.

Not so long ago Chicago was
threatening to “secede’’ from Illinois 
and apply for admission as a State.

Now she admits that, with all her 
power, wealth and pride, she cannot, 
as a city, stamp out a group of low
browed human rats. She cannot find 
the courage to end the terrorism 
caused by her alien criminals and the 
gunmen she has harbored.

The second city of the United 
States has thrown up her hands and is 
calling for Federal aid. Here is a con
fession of breakdown in local responsi
bility and self-government never wit
nessed before in any great American 
municipality.

WOOLS AND WOOLENS.
Auction sales of wool at Sydney, 

Australia, during the past week gave 
results similar to those at the recent 
London sales. The general trend of 
prices was downward, although the 
decreases were not very marked. The 
auctions at London will be resumed on 
March 9. In this country sales have 
been lately quite insignificant. A lot 
of Oregon wool, held by one of the 
co-operative associations, was recently 
withdrawn from sale because of the 
inadequacy of the bids. It is to be 
sent East by water to be held on con
signment. There is still a lot of the 
old clip unsold, and sharing will be
gin in a few weeks. Within ten weeks 
thereafter about 300,000,000 pounds 
will be added to the stocks of domestic 
wool. Manufacturers of woolens are 
anxious that prices remain stable. A 
rise in price would cut down the small 
margin of profit they are allowing 
themselves, while any drop would be 
seized hold of by buyers as a pretext 
for forcing down prices. The prin
cipal happening during the past week 
in the goods’ market was the opening 
of men’s wear fancy woolens and 
worsteds for Fall by the American 
Woolen Company. An average reduc
tion on many lines of over 11 per cent, 
was taken by the trade as an indica
tion that the big company is out seri
ously for business The trend con
tinues toward worsteds as against 
woolens, yet some very attractive 
prices are made for the latter which 
promise to keep them in the running. 
One of the big producers of corpora
tion dress goods also opened its Fall 
lines during the week. The most not
able feature about them was the large 
number of new patterns, many o'f 
which were rayon mixtures. Openings 
for Fall were also had by a number 
of the “independent” mills making 
men’s wear fabrics. The price reduc
tions were similar to those of the 
American company. Thus far there 
has not been much buying for Fall on 
anything except overcoatings, but a 
better showing is soon expected. The 
opening of some women’s wear lines 
for Fall may be delayed by the strikes 
now going on at Passaic and Garfield, 
N. J. _______________

DATES FOR DOING THINGS
Conventional times for doing cer

tain things are common in business. It 
was many years ago that a certain 
Paris shop began exploiting its “white 
sales” in January. Contributions to 
the merchandise put on sale came 
from other than the recognized sources 
of supply, including some of the nun
neries. After this kind of sale had 
become an institution in the French 
capital, shops in other countries took

up the idea of having white sales, but 
of goods from the usual factories. It 
is now looked forward to as a regular 
occurrence in the shops. The wearing 
of straw hats is another instance of a 
conventionality. It is long since that 
smashing of them was indulged in on 
Sept. 15 of each year, but more re
cently the aim has been to start the 
wearing of them on May 15. The 
frank purpose of this is to help trade 
by making it necessary for men to buy 
more than one straw hat a year. In 
the millinery trade, with a somewhat 
similar purpose in view, they have 
fairly settled on a “four seasons” 
policy. Now the clothing trade is try
ing to fix certain stated dates for do
ing things. Manufacturers, with the 
assent of retailers, wish to establish 
regular periods for completing ship
ments of men’s and boys’ clothing. 
The dates have been selected in ac
cord with experience so as to secure 
the best results for both manufacturer 
and retailer and to avoid “distress” 
merchandise as well as needless “close 
outs.” Particularly directed will be 
the effort to provide for a season’s 
requirements in no greater quantity 
than needed and no sooner than re
quired. As a way to avoiding indus
trial waste the plan has striking merits.

THE COTTON SITUATION.
Decided weakness was shown in 

cotton prices during the past week. 
Sooner or later these must be depend
ent on the quantity required by spin
ners here and abroad. Thus far the 
takings have not been as large, pro
portionately, as would be warranted 
by the size of the crop. The large 
spread, too, between spots and futures 
denotes an uncertainty in the stability 
of . values. Pre-war estimates of the 
world’s cotton needs are going by the 
board because the old figures of per 
capita consumption are not applicable 
now. At present it takes much fewer 
yards of cotton cloth to make a dress 
than it used to do, and there is much 
less weight of cotton to the yard. This 
appears to hold good all over the 
world. The greatest call for cotton 
fabrics appears to be for the lighter 
and fancy constructions as against the 
old staple ones. Buyers of cotton goods 
are stressing the weakness in the price 
of the raw material and appear to be 
hopeful of getting further concessions 
in course of time. The market for gray 
goods last week was rather slow and 
disspirited with an easing up in the 
prices of printcloths. Sheetings held 
their own a little better. Finished 
goods, whether prints or yarn-dyed 
fabrics, are moving quite freely in dis
tributing channels. Heavy cottons, in
cluding denims, have declined in price. 
Little in the way of feature is notice
able in knit goods, although there is 
more enquiry for Spring underwear 
and hosiery shows somewhat more 
activity.

There are some people who can get 
credit anywhere. There are some who 
can get it nowhere. Between the 
two classes are the large number who 
need to be watched.

One trouble with the labor move
ment is the fact that we have too 
many cabooses and not enough en
gines.

THE DRY GOODS TRADE.
Most of the buying done now is ap

parently for the purpose of testing 
consumer interest. This applies alike 
to wholesalers and retailers. In the 
primary markets, where there is plenty 
of enquiry, the actual transactions of 
any volume are in such goods as per
cales and prints, which have establish
ed themselves in public favor for 
spring. A great variety of merchan 
dise is being sought by buyers who 
are, however, taking units of small 
size. This is part of the testing-out 
process. Untoward weather has re
cently been a drawback to both 
wholesale and retail business, but this 
is merely a temporary setback. The 
first week or two in March are likely 
to see more spirit in the purchasing. 
But there is still no disposition by 
jobbers or retailers to take anything 
on which a quick turnover is not per
ceptible. A bright spot in business 
just now is the trade in women’s 
ready-to-wear. This has been picking 
up well recently and is expected to 
show up even better during the com
ing fortnight. In this field the styles 
for the season are well defined and the 
fabrics and colors favored are mani
fest. These facts dispose of any ex
cuse for not getting the season’s re
quirements, especially when it is con
sidered that prices generally are on a 
stable basis and at attractive levels. 
There would be more doing in the 
primary markets were buyers convinc
ed that the same conditions existed 
there.

WILL WE EVER WAKE UP?
Michigan people are slow to anger, 

but when they do realize that they are 
being outrageously swindled they 
sweep the swindler into deserved ob
scurity.

No one has ever dissipated the peo
ples’ substance on a large scale so 
effectively as the present occupant of 
the Governor’s chair at Lansing.

Back in war time he forced the sale 
of an issue of bonds at an outrageous 
rate of interest which penalized the 
State to the extent of millions of dol
lars.

The clandestine sale of the State 
Fair bond issue at much above the 
going rate of interest meant much 
profit for some one.

The purchase of the Chelsea cement 
plant at $500,000 after it had been on 
the market for months at $90,000 
meant a comfortable sum for some one.

The expenditure of $200,000 to dis
burse $16,000 for the American Legion 
meant profit for some one.

Tweed decared that the theory of 
municipal government was based on 
“addition, division and silence.”

To the casual observer it looks as 
though the Tweed regime found an 
exact counterpart in the present ad
ministration of our State government.

How much longer will the people of 
Michigan tolerate sudh a condition 
which smacks of graft, resembles mal
feasance in office and apparently en
riches a few at the expense of the 
many?

A man loses force when he lets him
self become confused by the bigness 
or the complexity of things around 
him.
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NATURE’S EPOCH.

Two Hours With a Nature Lover and 
Landscaper.

The other day we—the devotee of 
nature who is landscape gardener and 
myself—took a little trip in an ordin
ary Ford out in the highways and by
ways tributary to DeLand. I feel 
that we are in an epoch which de
velops devotees to the beauties of the 
wilds and educational values of na
ture. I am not unmindful that we are 
interested in microbes and vitamins 
and relativity and the function of the 
fourth dimension, but I cannot help 
but feel that these are incidents in our 
passage through this era and what 
appeals to us most is not philosophy 
and the intricacies otf science, but 
rather the things that come to us 
naturally through our ability to see 
and hear and smell and taste and 
feel. To be sure we fuss a little about 
theological dust, but on the whole the 
life in this world is dominated to
day by the revelations of nature. This 
is an age in which our ideas of God 
are not developed in the cloister, but 
they are illuminated by the acknowl
edgement first, that God is; and the 
most beautiful and potent revelation 
of Him comes to us through the 
manifestations of Providence in the 
best world we know anything about. 
This knowledge and subject for 
thought comes through the quicken
ing of what are known as our senses. 
We sometimes philosophize about a 
sixth sense, but really the important 
things to us in life arc the five senses 
that we know most about.

In my ride, with the nature lover 
my own ideas concerning nature were 
quickened and clarified by his wider 
range of knowledge and his ability to 
see with greater wisdom than I could 
muster. As we drove along he called 
my attention to the borders of the 
roadside and said to our driver. “Slow 
up, if you please, along here, we want 
to look at things;” but as we were on 
a highway chock-full of automobiles 
the driver replied, “We will obstruct 
travel and awaken criticism.” Very 
soon we were reminded of this by the 
automobilists as they turned to go 
by us. They looked daggers at us 
and, although they were not damning 
us outwardly, they expressed the view 
in their glances that we were in the 
way of people and ought to go along.

Well, this is the drift of the age. 
Commercialism seems to be dominant 
and everybody is in a hurry and un
willing to quietly enjoy the friendly 
road. In spite of this criticism we 
sauntered along and my associate 
talked about some of the things we 
saw with enthusiasm and appreciation. 
He said, after commenting on some 
of the draperies of nature in the form 
of delicate vines that covered up 
blemishes in the fences: “Look up and 
see that pillar of cloud, how it is 
glorified by the sunshine. See it boil 
and change its contour and present to 
us different phases in each succeeding 
moment as it quietly takes its passage 
through the air. Don’t you see in 
the contour of the cloud a sample of 
how we can plant shrubs and trees so 
as to make similar tracings that shall 
attract the eye and satisfy our sense 
of beauty?” Then he called my atten

tion to the dwarf oaks that were so 
numerous here and said, “Why don’t 
people use these beautiful oaks in 
planting about their places, instead of 
selecting plants like poinsettias, which 
will not stand the frost, which present 
most of the time simply bare legs to 
our gaze?”

Here and there along the roadside 
he called my attention to the beautiful 
things growing naturally and making 
rare pictures of wondrous beauty and 
commented upon them by saying, 
“Here is where we get our best les
sons for beautifying our parks and 
lawns and home premises. Isn’t it 
strange as we go along and see these 
farm buildings along our trip that so 
little attention is given to the trans- 
fering of these beautiful things to 
make attractive homes?” He said he 
wanted to call my attention to the 
stumps in the edge of the highway, 
“They have cut down trees and left 
these unsightly stumps) when there 
was no reason why the trees should 
not remain and embellish the roadside 
and give pleasure to people as they 
ride through the country; and still 
under some theory of service they 
have cut them down and have left 
only the bare stumps as a relic of their 
barbarism. Nature will do her best 
to cover up these blemishes here and 
there with vines and plants. You can 
see them already growing up on the 
side of the bare stumps and in this 
manner reducing the bad results of 
man’s vandalism.” He called my at
tention to the birds as we passed into 
the wilderness and said, “Isn’t it an 
awful pity that these Southern people 
are so devoted to guns and seem to 
take pleasure in killing these beautiful 
feathered friends and not only reduc
ing the friends of our agriculture, but 
taking beauty and joy out of the lives 
of all of us who rejoice in this mani
festation of the thoughtfulness of 
Providence in adding to the pleasures 
of mankind?” The quails, blue birds, 
sparrows, flocks of black birds and an 
occasional thrush we noted and once 
or twice we heard the clear note of 
the cardinal and the smothered warble 
of the mocking bird which has not 
yet developed its voice fully for the 
season. Leaving the automobile for a 
time we threaded our way along the 
border of a little lake and my atten
tion was called to the sky lines across 
the water and how striking they were 
and how wonderfully they were re
flected in the waters of the lake. I 
had not noticed these reflections until 
he called my attention to them and 
then I saw that the beauty of the 
lake’s borders was multiplied by the 
reflections from the surface of the 
water. How quieting was the repose
ful attitude of the ducks that were 
moving along its surface, leaving a 
wake that was interesting to behold. 
In their enjoyment we shared the 
good time of our feathered friends.

We next traversed a devious path 
along a little stream which fed the 
lake and noted particularly the deli
cate mosses and lichens that covered 
the logs that had fallen across the 
stream and were edified by the purl
ing of the brook and the dashing 
spray of the little waterfalls which 
were made in nature’s own way by 
placing an occasional barrier in the

stream. A spray of holly and a trace 
of yellow jasmine with water plants 
growing in places where ponds were 
formed, with overhead drooping 
branches, enhanced the delicate beau
ties of the rivulet as it wound its way 
through the trees and bushes. While 
we .were walking along my attention 
was called by the landscaper to the 
lessons that we could learn by just a 
little study of the way nature dis
poses of her delicate ferns and flowers 
in the wild places of the earth, and 
as we again took to the machine and 
went along the highway we passed a 
place that was being developed at a 
considerable expense. The garage had 
already been erected, a splendid little 
structure and it was placed where it 
would show for all it was worth and 
my friend remarked, “What is a gar
age for—to show itself or to be an 
incident to premises for housing a 
machine?” “It seems to me,” he 
said, “the prominence given to this 
building is altogether out of charecter.
It may be a triumph of architecture, 
but why give it this emphasis? I 
should have placed it somewhat in the 
rear of the house and then I would 
have arranged beautiful trees, shrubs 
and vines to partially hide it from 
view and made the house itself, the 
views from its windows and the view 
from the road over the lawn and 
premises the prominent things to con
sider in building a countryside home. 
There are some things we must have 
about a home that will satisfy our 
heart’s desire and fade into the gen
eral plan of a premise which will not 
accord with any particular method of 
procedure. We want to give individu
ality to the place and utilize all of the 
natural objects which we can make up 
of service in producing a plan. I know 
that there is a good deal of talk about 
the formal and the natural in land
scape art and devotees of each meth
od place emphasis upon the style they 
wish to adopt. In my own work I 
study a place and use any thought that 
occurs to me in connection with its 
emblishment without measuring it 
by some theory of landscape building. 
Why should we be tied to rules any 
more than nature follows them in add
ing to the beauty of the world through 
the most delightful suggestions of 
artistry? Some times a single tree 
that is in beautiful form and satisfies 
the eye may be made the basis and 
a very complete plan for a modest 
place and a bit of formalism that may 
be found already in use can be adapted 
to the working out of a scheme that 
will be attractive and artistic. I have 
found that the charm which attracts us 
along the borders of woodlands and 
the edges of streams and the margins 
of hilltops are mighty good object les
sons to use in bringing about our 
homes the very things that we ad
mire when wc are traversing the 
countryside.”

In this interesting trip, through the 
suggestions of my companion, I saw 
a great many things which would have 
escaped me if I had been sauntering 
alone and I was impressed by the 
value of companionship in acquiring 
through our senses the highest satis
factions in life and I doubt not that 
my companion, in sharing with me his 
wider range of knowledge and ac

curacy of estimate, found a pleasure 
in crystalizing his own views by ex
pressing them to me.

The trip and the talk were inspir
ing and added materially to the satis
faction of our sojourn in this beautiful 
climate and clarified in my own mind 
views that were clouded and indefinite 
before.

I am reminded so often through 
sympathetic companionship that there 
are a multitude of pleasures that we 
can acquire by associating with people 
who have had their senses quickened 
and attuned to the beauties of what 
Professor Bailey calls “This holy 
earth” and to acquire some knowledge 
of how to apply them to individual 
cases and thus add to the satisfaction 
of ourselves and others during our so
journ in this lovely world that wc 
cannot too often speak of as God s 
world.” Why do we engage ourselves 
so constantly in adding to the artificial
ity, the complexity of life? Why do 
we build big houses, run them ex
pensively, bring about us such a mul
titude of contrivances that require 
time, care and money to maintain and 
then complain that we have no time 
to do the kindly things, no strength 
to alleviate suffering and no energy 
left to be neighborly and thoughtful 
for those needing sympathy and up
lift?

How much joy we could acquire and 
dispense if we would live more simply, 
appreciate the sweet and lovely things 
all about us, that we can enjoy with- 
money and without price, and withal 
take time to think. Not be in such an 
everlasting rush that we cannot medi
tate on the subject of what we are here 
for and how can we best follow the 
example of the Master when he an-, 
nounced he must be about his Father s 
business. The reach toward the truest 
service, the most radiant happiness, 
the most wonderful blessedness lies 
along the appreciation and utilization 
of the riches that come direct from 
the Creator's hand, which we know as 
the treasurers of Nature.

Charles W. Garfield.

Florida Frost Did Much Damage.
In writing from De Land, Florida, 

under date of Feb. 19, Charles W. 
Garfield thus refers to the effect of 
the frost which visited that section 
Feb. 11:

“The frost we had a week ago did a 
lot of damage to ornamental trees, 
shrubs and plants. It did not show for 
several days.”

On another topic he writes:
“I am going to break over my rules 

and talk to the Garden Club here 
about the feebleness of their attempts 
to inaugurate parks and playgrounds. 
In all this tremendous platting busi
ness in Florida there has been no 
attempt anywhere to care for the 
children in playgrounds and keep them 
off the streets.”

Bay City—The Industrial Works, 
railway cranes, pile drivers, etc., has 
merged its business into a stock com
pany under the style of the Industrial 
Works Sales Corporation, 135 Wash
ington avenue, with an authorized 
capital stock of $5,000, all of which 
has been subscribed and paid in in 
cash.
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SHOE MARKET
We Live in an Era of Great Changes

It now appears that far the great
est portion of the late Frank Mun- 
sey’s tremendous fortune came to him 
through the “tip” of his friend Judge 
Gary. They say that Munsey “clean
ed up” thirty-five million dollars in 
steel, as a result of this advice and in
formation, unknown and unknowable 
to the common run of folks.

We never happened to hear that Mr. 
Munsey knew much about the steel 
business or in any way contributed to 
the development of that industry.

Most of us would become important 
in the eyes of the world if we sud
denly “made” thirty or forty million 
dollars. Bankers and college presi
dents would of course proclaim our 
ability and would probably give us a 
good line of credit and a few honor
ary degrees at commencement.

We wonder sometimes, in the face 
of such facts, what is the best way 
to endeavor to carve a living out of 
the hard rock of existence, and 
whether there may perhaps have been 
some slight change from the customs 
of the fathers, and whether cleverness 
has not in some degree edged itself 
in among the cardinal virtues leading 
on to success and prosperity.

What has become of the poor coun
try boy who took a job in Smith’s 
store at two dollars a week, and by 
strict adherence to the good old rules 
of industry, sobriety and thrift, be
came a partner and after awhile mar
ried Smith’s daughter?

In Brooklyn there are any quantity 
of little shops making shoes, anywhere 
from a couple of dozen to a couple of 
hundred pairs a week. Most of these 
little places are in lofts and are prac
tically without “overhead.” Every
body works, including father, mother, 
son and daughter and daughter’s 
young man—morning, noon and night.

With overhead reduced almost to the 
vanishing point, these shoemakers— 
they learned their trade in the better- 
known factories of that city—manage 
to produce and sell footwear to the 
value of many millions of dollars a 
year, and all of it in competition with 
the whole industry. Their names are 
unknown to the rank and file of the 
trade. How do they do it?

Let’s look at a typical case. A shoe
maker saves $500. With this slim cap
ital he decides to start a business for 
himself. This gives him no credit 
with banks, leather and supply houses. 
It does pay the first month’s rent. It 
does enable him to pick up a few 
second or third hand machines. It 
does enable him to secure a few lasts. 
It does get him, for cash, a little 
leather and needed supplies He can 
make his own patterns. He'has some 
ideas on design. His own hands aided 
by all his family, soon put together a 
few shoes, which he shows to New 
York or visiting buyers. With no 
overhead, he can of course consider
ably undersell his larger competitors. 
He stands or falls on the merit of his 
merchandise and his ability to stand 
the gaff until he has turned the cor
ner.

A big leather man told us only a 
few days ago of such a man, hardly 
able to speak the English language,

who came to him to ask for a line of 
credit, “as other manufacturers.” Up 
to that time he had paid cash on de
livery. He showed the tanner bank
books exhibiting over $20,000 to the 
credit of his business and proved that 
he had made nearly that amount the 
preceding twelve months. In other 
words, he had “made good.” The 
leather man could not do otherwise 
than grant his request.

This typical case—it is not hypo
thetical—“points a moral and adorns 
a tale.” In thinking about it one is 
inevitably compelled to hark back 
some fifty years when the foundations 
of many of our famous shoe manufac
turing houses were laid. There are 
some points of similarity. If we for
get for the moment, that the orignal 
manufacturers, pioneers in our indus
try were as a rule, descendants of 
colonial stock, and rarely first genera
tion Americans, there is indeed a 
startling resemblance in the record.

In 1874 George E. Keith, who had 
learned the trade of shoemaking, at 
the bench, started in some such way. 
So did William L Douglas. So did E. 
T. Wright. So did Edwin Clapp, in 
1853.

Every city and every community in 
the country is studded with such 
stories. This is one of the quiet 
glories of our Nation, with an insist
ent appeal to the imagination and an 
assurance that work is still the meas
ure of a man and that opportunity 
shall still have its reign in our favored 
land.

We do not advocate a return to old- 
fashioned things; we do recognize a 
change in living conditions and stand
ards; but we do believe that in adapt
ing one’s self to the changes it be
hooves us all to make sure that the 
changes are for the better and that 
in taking on the new we do not sub
stitute a less for a greater good.

Money is made by many men as 
Mr. Munsey is alleged to have made 
his millions in steel. Still, it is heart
ening to believe that the age-old 
fruits of industry are still obtainable. 
There must be a different and better 
flavor to fruits thus obtained.—-Shoe 
Retailer.

Millinery Trims For Spring and Sum
mer Season.

Details of millinery modes now un
der development for the late Spring 
and Summer season include practical
ly every known type of pasted feather 
specialty, floral composition, jewelled 
ornament and ribbon development. In 
the list of approved feather designs 
are simulated flowers and leaves, and 
among the “fancies” that introduce 
uncommon handlings in black and 
white are feather forms of ermine 
tails. The latter are altogether new 
in styling, according to a bulletin is
sued yesterday by the Retail Millinery 
Association of America.

“Flat feather bandings in vari-color, 
or tone-on-tone coloring, appear to be 
woven at first glance, and Marthe 
Regnier’s flat pasted birds are now 
shown in solid colors and jas ini- 
descent garnitures,” the bulletin says. 
“Continued interest in the use of bird 
forms in galalith, metals, enameled 
wood, colored glass, ribbon-craft or 
pasted ostrich, is also noted. Graceful

new lines are recorded by white and 
pastel coque.

“Floral details come into their own 
in novel ultra-modern fashion. Small 
flat flowers, which met with success 
in the Southern resort showings, find 
continued favor in massed effects upon 
crocheted and fabric straws. Oval and 
disc forms appear in tiny shellacked 
and metallized wood flowers, and are 
also occasionally used either at the 
base of the crown or its tip. An in
teresting treatment of long-pointed 
velvet leafage appears in its adoption 
as a crown banding and side garniture 
in imitation of parrot’s feathers. Hand
craft georgette and chiffon flowers, re
garded as a particularly smart detail 
of the moment in evening dress, are 
equally significant in the creation of 
luxurious garden party and restaurant 
capelines.

“Large florals give promise of a 
greatly extended usage, not only upon 
hair, tulle, taffeta, and georgette cape
lines, but also upon the artistic types 
of new turbans and toques, which 
pose a single rosette-rose, convolvulus 
or lily at the side-back in the manner 
of Georgette, Regnier and Elaine. A 
domestic house adopts this principle 
of placement for its crochet straw 
sports modes, utilizing large modern
istic florals in overlapping twos and 
threes at the right side-back, flat 
against the crown.

“The vogue of belting ribbon in
creases daily in both semi-formal and 
sports styles. Combining these rib
bons with fabric-straw, or contrasting 
them with various unlike ribbon 
weaves such as moire and satin, in

two-tone, plaid and stripe effects, is 
regarded as a successful venture. Vel
vet and metal ribbons continue both 
in modes of formality and in sport’s 
styles. A new linen ribbon arrives in 
brilliant, soft and neutral shades, and 
in flat and fluted handling.”

Detroit—Brandt Manufacturing Co., 
3625 Superior street, has been incor
porated to manufacture and deal in 
lighting fixtures, electrical appliances, 
etc., with an authorized capital stock 
of $20,000, $10,000 of which has been 
subscribed and paid in in property.

Is the entrance to your store clean 
and free from obstructions? People 
will judge your store as a whole by 
the entrance, and usually they will be 
right.

At Your Service

BEN KRAUSE 
Company

Largest Distributors of 
Leather, Shoe Store and 
Shoe Repair Supplies

“MILEAQE”
Means Q uality  - Service

20 Ionia Ave. Grand Rapids,Mich.
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

En route to Chicago last Wednesday 
evening I devoted most of the time to 
the discussion of food topics with 
William R. Roach, who has probably 
done more to educate the people up to 
an appreciation of wholesome canned 
goods than any other man in America. 
Mr. Roach’s output from his six can
neries during 1925 aggregated $4,000,- 
000 and he expects to increase his 
output to $5,000,000 during the com
ing season. He will have thirty-six 
new jobbing distributors this year and 
has over seventy-five salesmen now in 
♦he field booking orders for futures. 
Mr. Roach sneers at the idea that 
there is an overproduction of canned 
peas. He says too much trash is can
ned by many of the Wisconsin pea 
packers, who ought to be prosecuted 
for putting out such a large percent
age of unwholesome stuff under pea 
labels. For himself he has no peas on 
hand to speak of. The same is true 
of nearly everything he put into'cans 
during 1925.

In order to obtain another slant on 
the canned foods situation my first 
call in Chicago was on John A. Lee, 
Secretary of the Western Canners 
Association. Unfortunately, Mr. Lee 
was detained at home by a very sick 
wife, so I was unable to discuss the 
situation with him. He is one of the 
best posted men in the canned goods 
line in the United States, having been 
actively connected with the industry 
since he was a very young man.

I was told at the office of the Ameri
can Seating Co. that as soon as the 
new buildings which will cost $3,500.- 
000 are erected and installed in Grand 
Rapids, the Manitowoc plant of the 
corporation will be abandoned and the 
entire output of the company will be 
produced in this city. The common 
stock of the corporation is now sell
ing around $300 per share. Brokers 
assert that if the forthcoming annual 
report shows earnings and surplus ap
plicable to dividend disbursements 
equivalent to 60 per cent, of the com
mon stock, the market price of the 
latter will probably go to $420 per 
share.

I devoted Thursday evening to the 
wonderful Miracle play, now running 
at the Auditorium theater. It is a 
marvelous pantomime and should be 
seen by all who have a religious vision 
to interpret it properly. Many of my 
Roman Catholic friends insist that it 
is sacrilegious, but I cannot view it in 
that light; and I notice that even 
those who condemn it most strenu
ously keep going to see it, evidently 
attracted by the artistry of the pro
duction.

I met Ned Carpenter, the Grand Rap
ids wholesale paper dealer, at the Con
gress Hotel. He had been in Chicago 
several days negotiating for a new 
Rolls-Royce car which was offered to 
him on very advantageous terms. The 
proceedings were interrupted by the 
arrival of Mrs. Carpenter from Florida, 
where she had spent the winter. Mrs. 
Carpenter promptly vetoed the pur
chase of a touring car, plainly showing 
that not all the brains in the Carpenter 
family are monopolized by the (al

leged) head of the house. Any one 
who has ever enjoyed the advantages 
of a closed car will never go back to 
an open car again.

I dined Friday evening at the 
Illinois Athletic Club as the guest of 
my life-long friend, Louie Winternitz. 
During the evening I had the pleasure 
of shaking hands with Col. Beyer, 
whom I introduced to Mr. Winternitz 
forty years ago and have never met 
since. Col. Beyer arranged at that 
time with Mr. Winternitz to handle 
the Paul Bechner vinegar line in 
Grand Rapids, which relation con
tinued for many years.

At the office of the Standard Oil 
Company, on Michigan avenue, I 
found T. J. Thompson, General Man
ager, beautifully situated in a corner 
room commanding a wide expanse of 
park area and Lake Michigan. Mr. 
Thompson still has a keen interest in 
everything pertaining to Grand Rapids, 
where he was located so many years 
and where he first became connected 
with the Standard Oil Company Sept. 
23, 1883. He told me that the Stand
ard Oil Company puts more money 
through the banks of Grand Rapids 
than any other single interest, its ag
gregate clearings last year having ex
ceeded $15,000,000.

Mr. Thompson is an enthusiastic 
automobilist and something of a base
ball fan. He is not adverse to wit
nessing a horse race and enjoys all 
the manly sports keenly, although he 
finds little time to devote to anything 
outside of his office and his home. He 
attributes his success in life to “simply 
work’’ and those who know him well 
and arc familiar with his methods of 
working concede that no man has ever 
given longer hours and more patient 
and loyal service to an employer than 
Mr. Thompson has during the long 
period he has been connected with 
the Standard Oil Company.

Naturally, Mr. Thompson's activi
ties have been largely bound up in the 
large business lie’ has helped to estab
lish on a sound basis, for whose suc
cess he is largely responsible and 
which for many years has been one 
of the country’s just causes for pride. 
As an employer and manager of men, 
he has always been noted for his fair
ness, his compassion for the man 
lower down and his sympathy for 
those in distress. With the patrons 
of his company he has always stood 
for reliability. He has never paraded 
or made any fuss about his principles 
along this line. Honesty is not a mere 
policy with him; it is a principle. One 
of his greatest pleasures is in the 
congenial feeling and confident regard 
that exist between him and the em
ployes and customers of the company 
of which he is the executive head.

Mr. Thompson is a man of many 
parts, but above all is possessed of a 
wonderful amount of quiet dignity, a 
kindly disposition and a courteous 
manner which make him hosts of 
friends. E. A. Stowe.

More About Old Time Local Mer
chants.

Henry Spring and Edwin Avery 
composed the firm of Spring & Avery 
sixty years ago. Their store, the lo
cation of which is now occupied by 
the Herpolsheimer C o, was the larg

est of its kind in the city. Its patrons 
were mainly of the well-to-do class. 
The financial panic of 1873 forced the 
firm to liquidate their obligations. 
Each partner had withdrawn consid
erable amounts from the business and 
erected substantial homes for their 
wives and children. Fletcher & 
Wanty, a firm that devoted their tal
ents largely to commercial transac
tions, was employed and in the end a 
compromise with creditors was af
fected on the basis of 50 cents on a 
dollar. Avery withdrew from the 
firm and the Clafflins, jobbers, of New 
York, acquired an interest in the busi
ness. Richard D. Swarthout was their 
representative. Henry Spring’s inter
est in the firm was reduced to $6,000. 
Mr. Spring died a decade or more ago 
and the business was purchased by 
Morris Friedman, who uses the old 
name “Spring) in connection with his 
own.

J. L. and Edward Van Houten were 
painters and decorators. Their store 
was located on Monroe avenue, near 
Lyon. J. L. Van Houten was a skill
ful sign writer, while Ed. was a master 
of painting and graining.

Harry M. Goebel was a dealer in 
wall paper and painter’s supplies. His 
store was in the block now occupied by 
the Hotel Pantlind on Monroe avenue. 
A very energetic, ambitious and cap
able young man, Henry J. Heystek, 
was his chief salesman. During sev
eral years following 1880 he worked 
up a large business with the manufac
turers of furniture. Finally Heystek 
was invited to join Cornelius L. H ar
vey in a partnership to engage in the 
sale of wall paper, decorator's ma
terials, pictures, frames and kindred 
goods. The firm achieved almost in
stant prosperity, which continued sev
eral years, when a misunderstanding 
of a personal nature served to effect a 
dissolution. Harvey entered into a 
partnership with a man named Sey
mour and opened a store with lines 
similar to those of the old firm. Hey
stek admitted Fred C. Canfield, who 
had been the manager of a branch 
store owned by the firm, which con
tinued several years. Heystek died 
and Canfield was chosen to manage 
the business, which had grown to 
much more than local importance, and 
also the interests of Mr. Heystek’s 
heirs in connection with the executors 
of Mr. Heystek’s will—David Wolf 
and the late Hugh Wilson. Heystek’s 
son became of age and succeeded 
Canfield as manager, a position he had 
been carefully trained to fill. Mr. 
Goebel, aged 84, is still among the liv
ing. His home is on Madison avenue, 
S. E. Arthur S. White.

Detroit—Delroy, Inc., 11680 Ken
tucky avenue, has been incorporated 
to manufacture and sell “Chappy” lo
tion, drug specialties, etc., with an 
authorized capital stock of $25,000 
common and 25,000 shares at $10 per 
share, of which amount $17,200 and 
1,900 shares has been subscribed, $300 
paid in in cash and $26,000 in prop
erty. _

Muskegon—The Shaw-Walker Co. 
has changed its capital stock from $1,-
500,000 to $1,000,000 and 150,000 shares 
no par value.

You Make
Satisfied Customers

when you sell

“ S U N S H I N E ”
FLOUR

Blended For Fam ily Una 
The Q uality  is S tan d a rd  and the  

P rice Reasonable

Genuine Buckwheat Flour 
Graham and Corn Meal

J. F. Eesley Milling Co.
The Sunshine Mills 

PLAINWELL, MICHIGAN

Watson-Higghis Milline Co.
GRAND RAPIDS, MICH.

NEW PERFECTION
The best all purpose flour.

RED ARROW
The best bread flour.

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

Distributors.

IVIN WESTENBRUGGE
Grand Rapids - Muskegon 

Distributor

Nucoa
The Food of the Future

C H E E SE  of All Kinds 
A L P H A  B U T T E R  
SA R -A -LEE  
BEST FOODS  
H O N E Y —Horse Radish

OTHER SPECIALTIES 
Quality-Service-Cooperation

King Bee
Butter Milk

Egg Mash
18% Protein

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

Manufactured hy
HENDERSON MILUNG 

COMPANY 
Grand Rapids, Mich. 

“The reliable firm.”
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FINANCIAL
Installment Buying Appeals To Brit

ish Commission.
We are always interested in what a 

hard-headed Englishman thinks of 
business here, both for the outside 
point of view that he may give and be
cause we admire Great Britain’s good 
judgment in trade matters. Dr. E. W. 
Snow, a British economist of note who 
has been visiting here, produced a 
document in the course of a conversa
tion a few days ago in which is set 
down a significant opinion on our in
stallment movement.

When Colonel the Hon. Vernon 
Willey and Guy Locock had returned 
from a visit to the United States late 
last year in the interest of the Federa
tion of British Industries they turned 
in a report that is distinguished for 
the accuracy of its findings. Of par
ticular interest is what these gentle
men had to say about a practice of 
which the effects are not fully under
stood by our own economists.

Impressed by the stability of com
modity prices in this country, the 
British Commission said:

“The failure of American prices to 
rise as predicted is all the more re
markable in view of the enormous ex
tension of the deferred payment sys
tem. The installment plan of business 
has increased by leaps and bounds and 
includes not only' automobiles, furni
ture, pianos, etc., but every range of 
commodities, including clothes, radio 
sets and even paint for the house.

“The financial risk is not taken by 
the producer, but is insured, and spec
ial finance corporations have been 
formed to undertake this class of busi
ness, which is widely reinsured. It 
appears to be the general opinion that 
the installment system is sound busi
ness and that its great extension in 
the United States has contributed sub
stantially to the existing prosperity. 
The system has certainly acted as an 
incentive to work, in view of the 
necessity of keeping up regular pay
ments, and the chief danger in it 
would appear to be that in a trade re
action considerable losses would be in
curred, and also that since the re
quirements of the future would have 
been so largely anticipated by this 
system, people would hold off buying 
for longer than a normal period and 
thus accentuate the depression.

“However, there seems little danger 
of this at present, and we would sug
gest that in view of present conditions 
in Great Britain it might be well 
worth the while of British business to 
examine the possibility of extending 
this system in England to the extent 
to which it operates in the United 
States.”

Here is a judgment of the move
ment that should cheer its most ar
dent proponents, for the opinion is one 
that appears to be spreading in this 
country. Authorities are divided in 
what they expect from installment 
buying activities, but at least it may 
be recorded that the plan does not 
arouse so much adverse criticism as 
once it did here.

The true test of the. movement will 
not come unless and until our present 
prosperous era is followed by one in

which earnings are reduced. If our 
people have not mortgaged their fu
ture earning power beyond their abil
ity to pay, the pinch may not come; 
if they have, it will.

Paul Willard Garrett.
[Copyrighted, 1926]

Lethargic State of Trading Stimulates 
Short Interest.

Most financial authorities still are 
confident of continued good business, 
but their bullishness on trade condi
tions does not make them bulls in the 
market.

The great bull market that began in 
the summer of 1924 and gained mo
mentum after the election of Presi
dent Coolidge gradually drew men 
over to the constructive side of the 
market until soon bears were nowhere 
to be found. Bulls there were every
where, and up to the present period 
they have dominated trading activities.

A new animal has appeared in re
cent weeks, and from now on, per
haps, those in the bear camp will make 
their presence known pretty plainly. 
Already the market shows the imprint 
of selling by large traders who believe 
prices have about finished their up
ward course.

The action of the stock market has 
demonstrated in fairly convincing 
fashion that investment issues of qual
ity command the interest of investors 
so long as the market price is allowed 
to move in accordance with economic 
laws. It is when stocks are forced 
to ridiculous heights by pool manipu
lations that trouble begins, and in a 
market such as we recently had the 
speculative influences were widespread.

That the time had come when the 
bullish enthusiasm of many traders 
had carried them somewhat afield was 
pointed out by the year-end forecasts. 
It was regrettable that some stocks 
were forced upward too rapidly and is 
now unfortunate the price of certain 
issues discounts spectacular improve
ment far into the future, when, as a 
matter of fact, the improvement may 
be only moderate. Since the market’s 
enthusiasm had. with the aid of cheap 
money, been allowed to run so long, 
however—and this is. the important 
point—more is to be gained than lost 
by the appearance now of short sell
ing.

Short sellers in offering stocks that 
they expect to pick up some time in 
the future incur an obligation to buy 
stock later on. Thus a cushion is 
provided against an uninterrupted and 
sustained downward movement, for as 
declines occur short interests will rush 
into the market to cover their posi
tions by buying stock.

Meanwhile the more reliable busi
ness indices give indication of con
tinued good trade in a majority of the 
leading industries.

On the question whether 1926 will 
equal 1925 in its yield of business 
profits the authorities still must figure 
in the dark, but no reasons have ap
peared to doubt that 1926 will be a 
good season. Present irregularities in 
the stock market are not reflections of 
the approach of a period of depres
sion in business, let it be noted, for 
signs of such a change are nowhere 
to be found. Stock market irregular
ities reflect a technical condition of

The Life of an 
Estate

Many estates are dissipated within a 
short period of time because they have not 
been properly safeguarded.

Failure to make a will, failure to ap
point a trust company as executor and 
trustee, failure to arrange for the distri
bution of life insurance money under a 
life insurance trust—these neglects mean 
short lived estates.

Safeguard your dependents by safe
guarding your estate.

Let us discuss this matter with you.
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the market that needed correction and 
that, fortunately, has been partially 
corrected already.

Paul Willard Garrett.
[Copyrighted, 1926]

To Wolverine Foundation and Other 
Wide Awake Citizens.

W ritte n  for th e  T radesm an .
Considering your interest in the 

well being of Michigan I submit illus
tration of white pine growth that is 
a good demonstration of the inherent 
power of our soil and climate to re
produce forest growth equal to that 
found here by the early settlers.

French experience shows that state 
forests are the dependable resource on 
which industries must rely for a very 
large percentage of high grade tim
ber. Michigan will before long have 
similar need and should have the same 
dependable resource. Michigan has 
State land and should rise equal to a 
forceful command of the situation that 
confronts us.

All considerations point to the need 
and desirability of planting white pine 
wherever possible and on the next 
lower grade of soils—Norway pine 
and follow up with Scotch pine, which 
is used to considerable extent in 
French forests and should take the 
place of Jack pine because it is bet
ter timber.

You can do no better work than that 
of influencing the public to demand 
State forests on all State land.

And in conjunction with that en
deavor could be brought forward and 
stressed the idea that men buying for 
hunting and fishing grounds can well 
invest a part of their land and time in 
the development of a beautiful ever
green forest growth.

They want timber as game cover 
and it will be well worth while to call 
their attention and present facts show
ing the utility and ultimate larger re
turns from the best type of trees. An 
inspector of the United States Forest 
Service examined my white pine in 
1924, taking a section of 200 trees and 
listing the size of each. He estimated 
that at forty years this stand would 
produce 20,000 board feet per acre; if 
left twenty years more there would 
be 40,000 feet per acre.

At the yards here No. 1 common 
white pine boards have been selling at 
a price of one hundred dollars per 
thousand feet.

Just think what forests of that kind 
will mean to Northern counties as time 
goes on.

The direct return through values 
created and distributed for work done 
and indirect returns through beauty 
and all recreational use—the healthful
ness—the tempering of climate and 
regulation of lake levels and stream 
flow. We can now see the future 
great value of scenic beauty and so it 
is wise for all our intelligent citizens 
to know that natural forces, when 
properly controlled, will produce the 
beautiful pines.

For all to understand that it rests 
within our power to plant and repro
duce on State land pine that will 
show for four or five hundred years 
the appealing stateliness equal to that 
of the old time forests.

Your efforts to bring reforestation 
on State and private land will be a

very useful work toward putting a 
stable foundation under the boom we 
now see on the way and will promote 
State wide prosperity.

Frederick Wheeler.

Living Costs Are Still Coming Down.
Apparently the slight recession in 

wholesale commodity prices of the 
last few months has had an influence 
on the cost of living.

Changes in values of commodities at 
wholesale sooner or later are reflected 
in values at retail and finally, of course 
are what determine the cost of living 
for the family that buys its groceries, 
clothing and sundry articles in small 
quantities. In making up the family 
budget account must also be taken of 
money spent for such things as shelter 
and fuel.

In this country we have no way of 
knowing what the average family in 
comfortable circumstances spends, but 
the National Industrial Conferenece 
Board has given us a dependable in
dex of living costs for the representa
tive working family.

A substantial decline in costs left 
the index for January, 1926, at 170.4, 
or, to put the thing in another way, at 
a level 70.4 per cent, above the 1914 
average. A recession in foods, the 
most heavily weighted group that en
ters into the computation, was re
sponsible primarily for the decline.

Living costs reached their peak in 
July, 1920, soon after wholesale prices 
established their highest level on 
record, and the present cost of living 
represents a scale nearly 17 per cent, 
under that post-war peak.

The purchasing power of the dollar 
based on the cost of living in January, 
1926, was about 59 cents as contrast
ed with a dollar in July, 1914.

With a continued, even if modest, 
recession in living costs, workers will 
find less basis for demands for in
creased wages.

A steadily increasing flow of funds 
into the family budget stimulated by 
rising living costs always calls in the 
end for higher wages, but evidences 
are at hand that the peak in wages for 
the present movement is near at hand, 
if indeed it has not already been 
reached. Paul Willard Garrett.

[Copyrighted, 1926]

One of the provisions in the Senate 
tax bill should interest millions of 
holders of billions in life insurance. If 
by reason of the death of the insured 
payments are made in a single sum or 
in installments without interest such 
income will not be taxable. However, 
if the ‘insurer” holds such amounts 
“under an agreement to pay interest 
thereon,” then “interest payments shall 
be included in the gross income” and 
will be taxable. This is a reversal of 
a long-established policy. If approved, 
all interest which may be included in 
life-insurance payments to beneficiaries 
will be subject to tax. This is a mat
ter of much interest to life insurance 
companies and one of considerable im
portance to all policyholders and fu
ture beneficiaries of the insured. This 
move is evidently being taken because 
f recent marked trends toward install
ment payments of life insurance.

€ £ F D.B.

A N N O U N C E M E N T

M R. C A R L  W I S N E R

Will Assume Charge 
of the

DETROIT OFFICE 

of

F E N T O N ,  D A V I S  & B O Y L E
at 2056-2059 Buhl Building 

on March 1, 1926

Mr. Wisner assumes his new duties 
with a seasoned experience in the 
handling of real estate bond issues 
and trusteeships affecting the 
control and management of real 
estate. He was associated for more 
than seven years with the Ameri
can Trust Company of Detroit as 
Secretary and Vice President. 
Prior to this he served as a State 
Bank Examiner under State Bank
ing Commissioner Frank W. 
Merrick.

F k m i n c n . D a v i s  f e B o v l c
DETROIT 

2056-2059 Buhl Bldfe.
GRAND RAPIDS 

Grand Rapids Nat'l Bank Bldft.
CHICAGO 

First Nat'l Bank Bld&.

Mr. Stowe Says
I have not yet found any
thing in their service sub
ject to criticism.
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ing fees o r an y  o th e r  ex tra s .
R eferences: A ny B an k  o r  C ham ber o f C om m erce o f B a ttle  C reek, M ich., o r 
th is  paper.

Merchants’ Creditors Association of U. S.
208-210 M cCam ley B ldg., B attle  C reek , M ichigan 

F o r yo u r Dro tec tio n  w e a re  bonded by  th e  F id e lity  & C asu a lty  C om pany of 
N ew  Y ork C ity.

F o u rth  N a tio n a l B an k  ?oadn
United States Depositary Established 1868

The accumulated experience of over 56 years, which has brought 
stability and soundness to this bank, is at your service.

Rl RECTORS.
W m . .H ..A nderson, P res . L. Z. C aukln, V ice P res . J . C. B ishop, Cash. 
C h ris tian  B ertsch , S idney F . S tevens, D avid  H . B row n,
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C harles N . W illis, V ic to r M. T u th ill C harles N. R em ing ton

Sam uel D. Y oung Jam e s  L. H am ilton
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Takes Charge of Investment Firm’s 
Office in Detroit.

Carl Wisner, with the American 
Trust Co., of Detroit for seven years 
as Secretary and Vice-President, takes 
charge of the Detroit offices of Fen
ton, Davis & Boyle, investment bank
ers, 2056-59 Buhl building, bringing to 
his new duties a broad experience in 
State banking circles.

During his association with the 
trust company he has been closely in 
touch with the real estate mortgage 
field and has made a special study of 
real estate bond issues and trustee
ships affecting the control and man-

Carl Wisner.

agement of real estate. Prior to his 
association with the American Trust 
Co., Mr. Wisner became well and fav
orably known to bankers throughout 
the State as State Bank Examiner 
under State Banking Commissioner 
Frank W. Merrick. Before joining the 
State Banking Department, he served 
the Security Trust Co., of Detroit.

The new arrangement will give Fen
ton, Davis & Boyle complete facilities 
in Detroit, Grand Rapids and Chicago, 
the executive office being in Grand 
Rapids, which is the home of Russell 
J. Boyle, President of the organiza
tion.

Grandmother’s Remedies Which Want 
a Lot of “Swallowing.”

A few years ago there lived in the 
Caledon district of the Cape Province, 
South Africa, a Dutch woman who 
had a reputation for curing the most 
aggravated cases of cancer. So much 
attention was attracted to her remedy 
that its claims were investigated by 
the South African Medical Associa
tion; columns were written regarding 
this woman in the sub-continental 
newspapers; and discussions on the 
subject waxed hotly in the Legislative 
Assembly. Authentication of the effi
cacy of her treatment is not at the mo
ment available, but as an outcome of 
the medical enquiry it was found that 
the “cure” was based on certain juices 
extracted from the common violet.

A French woman of the peasant class 
achieved such a high percentage of 
good recoveries amongst wounded sol
diers during the kaiser’s war that the 
military doctors were attracted by her 
record. She seemed to be particular

ly successful in dealing with suppurat
ing wounds, and an ' investigation 
brought to light the fact that her reme
dy was merely allium—in plain Eng
lish, garlic. An extensive trial of al
lium in the army hospitals of France 
and England endorsed the efficacy of 
the extract. One can well imagine, 
therefore, that there must be some
thing after all in the good old grand
motherly injunction: Rub onion juice 
into a wasp-sting.

Here are some local remedies used 
in the Fen district for common ail
ments:

For a sort throat. A slice of fat 
bacon—the fatter the better—tied 
around the throat with a stocking.

For boils. A tablespoonful of flour, 
stirred into a tumbler of old beer, and 
drunk quickly.

For sciatica. Sufficient grated horse- 
chestnut to cover a three-penny-piece 
thinly. (Care must be taken, however, 
to see that the horse-chestnut is used 
sparingly, as an overdose will do more 
harm than good.

An idea still exists in Northumber
land that “roast mouse” is exceeding
ly helpful in cases of whooping cough; 
whilst in North Wales it is a common 
belief that the skin of a newly-killed 
rabbit will cure the most obstinate 
cold on the chest if applied with the 
flesh side placed next to the sufferer’s 
skin. And there is, of course, the West 
Country faith in snails boiled in barley 
water as an unfailing remedy for colds.

A dear old lady, who devotes much 
of her time to ministering to the sick 
poor, pins her faith to peppermint 
poultices for bronchitis. She gathers 
the flowers, sheds the stems, and 
makes pulp of the leaves. These, she 
affirms, quickly relieve any “tightness” 
of the bronchial passages. Nor does 
their good work stop here, for, applied 
on alternate nights with hog’s lard, 
peppermint poultices will get rid of 
corns!

There are, of course, grandmother 
remedies which want a lot of “swal
lowing.” ‘ For example, there is a be
lief widely prevalent in Holland that 
a potato which has been begged or 
stolen is a sovereign cure for certain 
ills of the flesh. The right foot of a 
hare, if carried in the pocket, is con
sidered in parts of Lancashire and 
Cheshire sufficiently potent to keep 
the doctor away. Thomas H. Lewis.

Senator Couzens is still fighting his 
private wars in Washington. He had 
not long been a Senator until he was 
carrying on a private feud with Secre
tary Mellon. A little later he included 
the White House in his general pro
gram of opposition. This week he has 
added Senator Smoot’s name to his 
little “black book.” The Senator from 
Utah, he says, “tricked” him by “sharp 
practice” in bringing the publicity 
clause of the tax bill to a vote. There 
are rumors that the Senator, from 
Michigan would “like to drive a golf 
ball through Senator Smoot’s head.” 
This is rather rough stuff for a grave 
and more or less reverend Senator in 
the “greatest deliberative body in the 
world.” Said deliberative body may 
yet be called upon to deliberate the 
case of the more or less violent gentle
man from Michigan, who seems in
clined to mayhem, battery and assault.

Investment Securities
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Dime Bank Building, Detroit 
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Fire Marshal Lane Enthusiastic Over 
Michigan Rural Protection.

During two years in which rural 
co-operative fire companies have been 
operating in Michigan, farmers have 
been saved $2,000,000 in fire losses, 
while their investment has been only 
a few thousand dollars, Charles Lane, 
state fire marshal of Michigan, esti
mates.

Not only have rural protection sys
tems proved efficient in saving prop
erty but presence of the farmer-owned 
trucks in a community has tended to 
remove the ever-present fear of devas
tating fires which has been an insep
arable factor in farm life.

Since the rural fire truck was put 
into operation in Charlotte two years 
ago, a dozen or more agricultural 
communities have made similar ar
rangements for fire protection, accord
ing to Fire Marshal Lane, and results 
have been astounding.

Most of the rural fire trucks operat
ing in the State were purchased by 
farmers. The equipment has not been 
expensive and an average subscription 
of $10 to $15 from farmers in the 
area covered has been sufficient. In 
most instances arrangements have 
been made with the nearest city or vil
lage to man the farmers’ truck with 
city firemen and, in return, the truck 
can also be used in fighting city fires.

So successful have been the initial 
efforts of the privately organized fire 
protection associations that supervis
ors of Jackson county have appropriat
ed $12,000 for purchase of a fire truck 
which will be kept in the city of Jack- 
son and will serve farmers in the en
tire county.

“While the effective range of the 
rural fire truck cannot be estimated 
because of particular conditions affect
ing each fire, the trucks have proved 
successful in saving property at dis
tances of 10 miles from the station and 
even farther,” says Mr. Lane.

“Good roads have been largely re
sponsible for making this possible. In 
days of horse-drawn vehicles, a fire 
could gain considerable headway while 
the apparatus was traveling two miles. 
Later, when motor apparatus came

into use, poor roads prevented aiding 
rural districts in many instances. But 
modern pavements and fast trucks 
have brought every farmer close to 
town as far as fire protection is con
cerned.”

Fire Marshal Lane helped to enlist 
farmers to subscribe to purchase of 
the Charlotte truck. Skeptics pictured 
the firemen arriving in their truck, 
searching for a water supply to cool 
the embers of the destroyed farm 
house or barn.

The Charlotte organization, how
ever, obtained a heavy truck with a 
280 gallon water tank in addition to 
the usual pumps and hose equipment. 
With this initial water supply, the 
hose can be connected and water 
sprayed on the fire as soon as the 
truck reaches the blaze. If the fire 
appears dangerous, a cistern or well 
is found to supply additional water.

While no recognition of the rural 
fire trucks has been taken by insur
ance companies yet, Mr. Lane be
lieves country fire insurance rates will 
be based on comparative fire protec
tion the same as city rates within a 
few years. Mutual insurance com
panies owned by farmers are already 
profiting by the innovation.

Keep Ahead of the Job.
In your office you may leave work 

unfinished, depending on the next day 
to clean it up.

Next day additional work comes to 
you, or you may be delayed, and what 
gets ahead of you to-day is added to 
what you neglected to do yesterday.

Errors creep in, and in your haste 
you do not keep up to the usual high 
standard of work which you ought to 
maintain.

Most persons work with feverish 
haste, when they have not planned 
their work, and so it is better to lay 
out a plan of procedure and make each 
day take care of its work.

It pays in every way to keep ahead 
of your job.

Almost Forgotten Limerick.
To th e  hen , “Y ou’re  a  b eau tifu l c re a tu re ,” 
Said  th e  Rev. H e n ry  W ard  B eecher

T he hen  p leased  w ith  th a t ,
L a id  a n  egg  in  h is  h a t,

A nd th u s  d id  th e  hen  rew ard  B eecher.

Illustration referred to by Mr. Wheeler in his contribution on page 13.

SAFETY SAVING SERVICE

CLASS MUTUAL INSURANCE AGENCY
“The Agency of Personal Service”

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

REPRESENTING
Retail Hardware Mutual Central Manufacturers’ Mutual
Hardware Dealers Mutual Ohio Underwriters Mutual
Minnesota Implement Mutual Ohio Hardware Mutual
National Implement Mutual The Finnish Mutual

Hardware Mutual Casualty Co.

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

WRITE FOR FURTHER PARTICULARS.

Merchants Life Insurance Company

Offices: 3rd floor Michigan Trust Bldg.— Grand Rapids, Mich. 
GREEN & MORRISON—Michigan State Agents

100% PROTECTION
Net Cost 70%  of Stock Co. Premiums 

O U R  RECORD FOR 16 YEARS

The Grand Rapids Merchants 
Mutual Fire Insurance Company

Affiliated with the Michigan Retail Dry Good» Aaaociacion

320 Houseman Bldg.. Grand Rapids, Michigan

OUR FIRE INSURANCE 
POLICIES ARE CONCURRENT

with any standard stock policies that 
you are buying

The Net Cost is

Michigan Bankers and Merchants Mutual Fire Insurance Co. 
of Fremont, Michigan

30% Less

W I L L I A M  N . ' S E N F ,  S E C R  ET A R Y - T R E A S U  R E R
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WOMAN’S WORLD
For All—Intelligent Enjoyment of 

Music.
W ritte n  fo r th e  T rad esm an .

The teaching of the appreciation of 
music in public and private schools is 
one of the educational innovations of 
recent years that appears to merit 
almost unqualified approval.

No one should go through life with
out in some measure coming into the 
benefits of good music. How can 
these benefits be made generally avail
able, so that all children, poor as well 
as rich, may have them? The best 
and most practical answer thus far 
made to this important question is: 
By the teaching of appreciation and by 
instruction and practice in singing. 
The singing already is to be found in 
so large a proportion of the schools 
that it here is taken for granted. It 
is to be hoped that before many years 
the appreciation teaching may be given 
not only to pupils in the cities and 
the larger towns, but to those in the 
rural districts as well.

This placing of appreciation on the 
curriculums involves an idea not usu
ally held, indeed almost unthought of, 
a generation ago—the idea that teach
ing the meaning and enjoyment of 
music is necessary. Our notions were 
a little vague in those days. We be
lieved that persons naturally so in
clined enjoyed music—that is, simple, 
popular music that anybody can un
derstand. The enjoyment of the 
classical was thought to be for those 
who had given much study and prac
tice to either vocal or instrumental 
performance.

Now it seems to be quite well es
tablished that nearly all children can 
be trained to receive genuine pleasure 
from hearing skillful rendering of the 
great masterpieces. The satisfaction 
to be derived from music is not con
ditioned on ability in performance or 
even on aptitude for learning execu
tion. Those who are hopelessly inapt 
as performers may appreciate keenly 
and deeply.

It is astonishing how early the 
music memory develops. In competi
tive tests it has been shown that pupils 
in the grades have no difficulty in dis
tinguishing a large number of selec
tions simply by hearing a few bars 
of each piece. It is in the grades that 
the teaching of music appreciation is 
of greatest moment, for so many of the 
boys and girls never reach high school.

Does all this give the impression 
that music appreciation is something 
that can be learned quickly and easily 
and so can have no real value? That 
is a wrong idea. The instruction need 
not be superficial even though it has 
to be made simple and no great 
amount of time can be given to it. A 
little investigation convinces one that 
in some schools pretty thorough work 
is being done along this line. By this 
instruction it is feasible to give all 
children a right start in music en
joyment. The further pursuit need be 
limited only by their inclinations. The 
subject is really inexhaustible.

This training comes in happily now 
when the reproductive processes are 
attaining such perfection that music 
is within the reach of every home. 
Where taste has been cultivated it

will be the right kinds and not the 
wrong kinds of music that will be 
chosen.

The study of music appreciation be
ing as yet only in its beginnings, it 
is early to predict definitely as to re
sults. We should not expect too 
much but it is not overoptimistic to 
feel that what is being done is a step 
in the right direction and a promise 
of far greater things.

The development of a taste for what 
is really excellent in music cannot 
fail to act as a safeguard of youth, 
not the only safeguard needed by any 
means, but one that is essential. For 
good music is a legitimate and elevat
ing pleasure and'legitimate pleasures 
are necessities for boys and girls.

We deplore the jazz tendencies of 
these present times and the restless 
desire so widely expressed, not 'by 
young people alone but by many who 
are middle-aged and elderly, to get a 
kick out of things. Is it too much to 
hope that music appreciation may have 
some part in correcting these objec
tionable proclivities?

It is good to train the children to 
sit still and listen, keeping their at
tention closely on the selection that 
is being rendered and taking in its 
beauties. It develops a side of the 
nature that in the past has been with 
many almost wholly neglected.

We have been trying to teach chil
dren the things that will aid them in 
earning a livelihood and the things 
that will help them in their other 
various duties and activities, but how 
little has been done to show them 
how to gain quiet enjoyment and hap
piness in living. This has been a 
marked defect of our educational sys
tem.

The study of appreciation in no 
way prevents the study of execution. 
Rather is it almost sure to bring to 
notice some children who are 'born 
musicians and who will find in some 
form of musical expression their na
tural work in life.

What children should be trained to 
be musical performers? This opens 
up a big question. The old belief that 
piano playing is an accomplishment 
without which no young lady’s edu
cation is complete, will die hard if it 
ever does die. But already there are 
signs that it is undergoing some modi
fication.

Can it be denied that the ambition 
of parents that their children, especial
ly their daughters, be trained in 
musical execution is a fetish that has 
led to great outlay of time, money 
and effort, with in many cases, only 
pitifully small results? Some of the 
children for whom an instrument and 
lessons are provided never become pro
ficient enough to render simple selec
tions creditably. Others, who acquire 
somewhat greater skill, drop their 
music when they come to take up the 
serious duties of life. Only a small 
proportion develop into competent 
musicians.

When aptitude and liking for the 
subject do not manifest after a suffi
cient trial, is it justifiable to drag a 
girl or a boy through long years of 
practice and training, when mediocrity 
is the only probable result?- It is to 
be hoped that before long parents will 
see that most natures, even those who

have come into the real meanings of 
music, wisely prefer to take it second
hand from highly skilled performers, 
rather than struggle for amateurish 
execution of their own.

It is gratifying to note that at least 
in some places adult classes are being 
conducted in the study of music ap
preciation. thus giving to those who 
in early life lacked all musical train
ing, the opportunity to come into an 
intelligent enjoyment of what is every 
person's right. It is a most commend
able and practical method for those of 
mature years to widen the scope and 
raise the quality of their pleasures.

If one has an inclination or liking 
for art or literature the same principle 
may well be applied. Great satisfac
tion is to be derived from even a 
brief study of some great work—a 
famous picture or some masterpiece 
of prose or poetry. Such culture may 
be pursued in a class, with other mem
bers of one’s family, with friends in
terested in the same subject, or alone. 
Books and helps are readily obtain
able. It is a satisfaction to know that, 
in many schools the children are be
ing taught to appreciate art and litera
ture as well as music.

In unscheduled ways we may get 
much from the cultivation of an ap
preciative habit of mind. Some of us 
in our haste and preoccupation and 
unceasing effort to do and achieve, 
are blind to much that lies before our 
very eyes. Taking time to see and 
enjoy the wonders of sunrises and 
sunsets, the exquisite beauties of 
flowers and of landscapes, and to ap
preciate the sterling traits and ad
mirable qualities of those who walk 
the way of life with us, is an essen
tial part of well-rounded and complete 
living. Ella M. Rogers.

Initiative.
The rarest of human qualities is in

itiative. That, at least, is one man’s 
conviction.

All worthwhile men have good 
thoughts, good ideas and good inten
sions—but precious few of them ever 
translate those into action.

How many of us are inspired by 
what we read, see or hear; adapt the 
inspiration to a practical business idea 
and then do nothing through lack of 
initiative.

Overcome this in ourselves and in 
those under our direction and the 
greatest tonic possible will have been 
administered to our business. Let us 
try some treatment in this direction.

John Hancock Field.

Blouses Are Selling Well.
The blouse business is very good at 

present, a tending to information sup
plied by members of the United Waist 
League cf America. Tailored blousis 
are more in demand than for many 
seasons past, and the semi-tailored 
models are also moving well. Crepe 
de chines in the latter group are the 
favored materials, with a preponder
ance of high colors shown. Front frills, 
buttons and narrow pipings of seams 
are among the trimming features. In 
addition to good initial orders at the 
beginning of the season, mapy re
orders are now coming in to the manu
facturers.

A sk a b o u t o u r  w ay.

W e a re  a s  n e a r  a s  y o u r m all 
box. A s easy  to  b an k  w ith  u s 
a s  m ailing  a  le t te r .

Privacy
No one b u t th e  b a n k ’s  officers 
an d  you rse lf n eed  know  of yo u r 
a cco u n t here .

Unusual Safety 
Extra Interest

Send check, d ra f t ,  m oney o rd e r 
o r c ash ' in  re g is te re d  le tte r. 
E i th e r  sav in g s  acco u n t o r  C er
tif ica te s  o f D eposit. You can 
w ith d raw  m oney an y  tim e. 
C ap ita l a n d  su rp lu s  3312,500.00. 
R esources over 34,000,000.00.

Send fo r free  booklet 
on B ank ing  by Mall

HOME STATE BANK 
FOR SAVINGS “ ‘" .Z S
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STORY OF A MOTHER

Told by an Only Son Who Loved 
Her.

This is the story of a pioneer. In 
the older parts of the country no 
longer is it possible to bridge the gap 
from first beginnings of a community 
to modern life, but here in our own 
community there are people still with 
us who can remember from the time 
that the Indians Were here, up to the 
present community of 175,000 people.

I am going to tell the story of my 
mother whose parents came to Grand 
Rapids from New York, her father in 
1844 and her mother in 1848. “Far- 
off Michigan,’’ it was called then, and 
the first white man had only made a 
permanent settlement here a few years 
before. The Indians still had their 
wigwams in the valley. My mother 
was born in the city at the corner of 
Seventh and Stocking streets. Across 
the way Mr. Stocking had a few years 
before cut a road from his homestead 
diagonally down to the settlement at 
the rapids, now called Stocking street.

When she was a girl and her father 
had moved on to Walker avenue, a 
little distance beyond, there were wild 
animals all about and she told her son 
of once having heard a panther cry in 
the woods. In the spring she would 
see the Indians come by from the 
North in Indian file to get their an
nual payments from the Government 
agent.

The stages ran by to and from 
Newaygo and Big Rapids and some of 
our old lumbermen, such as Delos A. 
Blodgett, Thomas D. Stimson and 
others stopped at her father’s house to 
get warm on their long trip to the 
North woods.

In those days all little girls and boys 
were expected to work and, besides 
helping her mother about the house, 
she got up at 5 o’clock in the morning 
and milked cows until her little fingers 
were tired and then she would get 
ready and go to school. In this day 
it would be regarded as very unseemly 
for a girl of 8 or 9 years to work in 
this fashion, but it made her strong and 
self-reliant and never changed her 
sunny, sweet disposition.

When she was 10 years old the civil 
war broke out and she went with her 
mother to see her mother’s youngest 
brother leave with the troops from the 
old D., G. H. & M. station, the only 
railroad then in town, for Washington. 
Within four weeks he was in the first 
battle of Bull Run and her mother’s 
three other brothers went to the war 
and they never failed to write back 
letters from the army, encouraging 
their little niece to keep up her studies 
and get an education.

She grew to womanhood—or as was 
then regarded womanhood, seventeen 
or eighteen years—and she had done 
her school work so well that she was 
able to get a teacher’s certificate. She 
taught school on the old South Divi
sion street road, going back and forth 
on the stage when it stopped at the 
old stage house in Kelloggsville. Some 
of the time when she was lonesome she 
would walk Saturday night several 
miles through the heavy timber to visit 
her mother’s brother and his wife, who

had taken a farm in the woods near 
her school house.

When my mother was twenty-two 
she married a young man of twenty- 
three. He went to Rockford to be 
superintendent of a foundry and after 
a while a ten pound baby boy came to 
gladden their home. Heavy responsi
bilities were just beginning with her. 
In five months her husband died of 
typhoid fever and she was left to strug
gle with the hard, cold world that it 
was to most people, but to her she 
always made it a thing of joy and 
sweetness to those around her, which 
was a mirror of her soul.

Her boy was only five months old 
and she was the practical head of the 
family, with a mother and three smaller 
sisters going to school to take care of,

but she faced the situation squarely 
and again obtained a position teaching 
in the country schools. In the winter 
of 1873-4 she taught at the old Star 
schoolhouse near Berlin. Teachers in 
those days “boarded round” and every 
two weeks this girl of twenty-three 
would go home to see her baby boy 
that her mother was taking care of in 
Grand Rapids. In the middle of the 
winter there was a storm which was 
one of the worst in years. The farmer 
with whpm she boarded refused to even 
take his team out in such a terrible 
storm, but she thought of her baby 
boy in Grand Rapids and walked sev
eral miles to Berlin to board the train 
and when she got back on Monday 
morning her hosts refused to believe 
she had got through the storm and 
back until she showed them articles

she had brought from home. Last 
summer I talked with one of the King 
brothers, who lived in the district that 
winter, and he made a statement which 
all of her friends know to be true, that 
everybody loved her; that she was al
ways smiling. That is, he meant to 
say that even if she did not like any
thing she smiled. Her school work 
was such that she was given a position 
in the city. Her mother died and she 
was left alone with the baby boy and 
three smaller sisters, one of them an 
invalid. Her father, one of the rough 
and ready pioneer sort who never got 
out of pioneer ways, had married 
again to the proverbial stepmother, but 
she would not help much to take care 
of the sisters.

The baby boy grew and when he

P. L. Hamilton.

was only four years old he was taken 
to Sunday School. Her prayerful am
bition was that her boy should have a 
reverence for God and all the higher 
things of life.

One day on a last visit to her father’s 
house to endeavor to get help from 
him for his invalid daughter he talked 
to her in such a manner that when she 
went out with her boy, only seven or 
eight years old, she cried, and the boy 
remembers that he endeavored to con
sole her and promised her that he 
would grow up and make money and 
take care of her, so she would not 
have to work. In spite of all her trials, 
she kept her place in the church and 
social life.

The baby boy grew up. and he began 
carrying papers for the Evening Lead
er. One night the old cylinder press

broke down and it was very late when 
he got out and very dark and cold. 
When he got home he had skipped 
some of the subscribers who lived in 
an outlying district. His mother did 
not get home until after 9 o’clock and 
when he told her about it she made 
him get up and dress and went with 
him several miles to deliver the papers 
he had skipped. Such was her well 
settled theory that one must be faith
ful to his trust.

Her boy grew up and was prosper
ous and gave her a new home with all 
the comforts of life he could think of, 
and no longer did she have to teach 
school and her activities were not les
sened in all the common good of the 
city, such as the hospital and ladies’ 
literary club, but she was more than 
ever bound to the church. Every one 
loved her because of her cheerfulness 
and unselfishness.

What impressed one who was close 
to her was her kindness and tact and 
yet her firmness. If she thought a 
thing was right she would insist upon 
it in a way that no one was offended. 
With many people their children are 
not close to their parents, but she kept 
her boy always close to her and he 
always knew in the struggles of life 
that he had a friend who would not 
always agree with him, but would en
deavor in a kindly way to show him 
the right course to pursue. Finally he 
became very ill and was taken away 
to the hospital. His mother sent him 
words of encouragement to be patient 
and rest the tired nerves which had 
worked so hard for her and the city 
he loved and assured him that, no mat
ter what the world would say, she was 
sure of her boy and he was bound to 
get well and resume the place she had 
fought so hard for him to occupy.

The Republicans of Michigan chose 
her an Elector in the election of 1924 
and then she was chosen by the 
electors as the favored one to take the 
vote to President Coolidge in January 
of 1925. She went with her son and 
his wife and when she stated that she 
had brought the vote of Michigan to 
President Coolidge he said, “From far- 
off Michigan,” just as her parents had 
come from the East to “far-off Michi
gan.”

But she had run her course. The 
heart that had been so full of sympathy 
and kindness for everybody was worn 
out and the tired body which had 
worked so hard and unselfishly was 
laid away. Thus the life that meant 
so much to the community in which 
she lived ended. As Lincoln said in 
his Gettysburg speech, “It is not what 
we can say; it is the deeds that are 
done that consecrate our memory;” 
and however I attempt to tell the story, 
it will be a very poor attempt to 
paint a picture of the good, kind 
woman who left us—my mother.

Claude T. Hamilton.

A mechanical agitator is useful in 
many manufacturing plants. Its 
province is to harmoniously blend 
varied ingredients, for instance. A hu
man agitator may be good or bad— 
arousing people to prosecute needed 
reforms, or leading weak, vicious, ig
norant ones to acts of destruction— 
discord not harmony.

The Late Mrs.
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DRY GOODS
M ichigan R etail D ry  Goods A ssociation .

P re s id e n t—Geo. T . B ullen, Albion.
F i r s t  V ic e -P re s id en t—H . G. W esener, 

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

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

B a ttle  C reek.
M anager—Jaso n  E . H am m ond, L ansing .

Group Meetings To Be Held in Three 
Cities.

Lansing, March 2—It has been ar
ranged with local officers of the Kal
amazoo Book-keepers and Account
ants organization to hold a group 
meeting together with the Michigan 
Retail Dry Goods Association in that 
city on the evening of Tuesday, March 
16. The book-keepers and accountants 
will have one or two speakers on the 
program and the president, education
al director and manager of our As
sociation, with two or three of our ac
tive directors, will also be present to 
participate in the round table and 
question box discussions.

Further anouncement will be made 
next week regarding the program and 
will also include a group meeting at 
Pontiac and Sagnaw, which, accord
ing to the present plans, will possibly 
occur during the week of March 22. 
Plans are not as yet complete. I 
would suggest that you mark your 
calendars for the Kalamazoo group 
meeting already arranged and for the 
other group meetings which will also 
be included in our announcement next 
week.

We have an enquiry from one of 
our members which reads as follows: 
“Can you inform us where we might 
procure stock boxes for our stock of 
laces and embroideries so as to keep 
them out of dust and dirt when not 
being shown.” If any of our mem
bers have material of this kind kindly 
communicate with this office.

We have received a communication 
from F. E. Morriss, of Dallas, sec
retary of the Texas Retail Dry Goods 
Association, referring to what he calls 
“Remnant Fakers.” Personally this is 
a new idea to me and I am handing it 
along to our members in Mr. Morriss’ 
language. I quote from his letter as 
follows:

“You should advise your members 
through confidential bulletins that 
remnant fakers are likely to descend on 
them, and skin them while their eyes 
are wide open. Purporting to carry 
letters of recommendations from good 
houses in other parts of the country, 
they come asking valuable remnants 
and materials for making them up, for 
which the merchant is to pay a price, 
and are assured that they will be re
turned a lot of saleable goods that 
will bring a big profit.

“Now, I am not saying that all such 
people are fakers, but I do say that 
it seems as if all of the fakers in the 
world have gone into that sort of 
business. So when one of your mem
bers has someone call on him, and 
they start blandishing conversation 
that is likely to pull the wool over 
ones eyes, he should stop, look and 
listen, then take the name and ad
dress of the person and write to each 
of the firms whose letters are carried, 
or whose names are mentioned.

“Also write to the Texas Retail 
Dry Goods Association and ask them. 
If there are any who are right and fit 
to do business with the Association 
will be glad to recommend them. If 
they have proved unworthy of trust 
the Association will also take pleasure 
in giving the facts. No more or no 
less should be asked, by anyone in
cluding fakers. Always at your ser
vice.”

If any of our members have any in
formation along this line I would be 
pleased to hear from them.

Jason E. Hammond,
Mgr. Mich. Retail Dry Goods As

sociation.
Umbrella Sales Take Spurt.

Galoshes and other protective foot
wear have not been the only items of

merchandise to benefit by the rainy 
weather of the past week or so. Um
brella wholesalers say they have been 
getting hurry calls from a number of 
retailers for merchandise to replace 
stocks sold. Wholesalers say the 
stocks the retailers carried in their in
ventories in January were small, pav
ing the way for the recent immediate 
delivery business and also for Spring. 
The short, stubby sixteen-rib umbrel
la for both sun and rain continues the 
dominating style in women’s merchan
dise. In some of the fancier models 
the edges of the fabric have been cut 
away on alternating ribs, giving the 
umbrella a scalloped appearance. 
Bight colors feature the coverings of 
the merchandise for Spring.

Underwear Sellers More Hopeful.
With the advent of March there has 

come a feeling of greater optimism in 
the underwear end of the local knit 
goods market There is a growing be
lief that much of the business in heavy
weights expected in February and 
which did not materialize, will go down 
on the books in the coming four 
weeks. One of the reasons for this is 
that the end of March will mark the 
finish of the first quarter of the year 
and will also mark a rise in quota
tions on a number of lines that were 
opened on the quarterly price basis 
last Fall In order to get the benefit 
of the governing figure for the new 
delivery period it will be necessary to 
get the orders in before it starts. In 
addition, the next four weeks are ex
pected to bring forward quite a little 
of the buying of lightweight lines that 
has yet to be done.

Silk Situation Continues Sound.
The recent price flurry in printed 

silks and the lack of an active re
sponse to offerings of wide merchan
dise have been responsible for a great
er degree of caution in the silk trade. 
But leading wholesalers agree that the 
general situation, in these fabrics con
tinues to be healthy and unless unfor- 
seen developments occur the Spring is 
held likely'to be a rather satisfactory 
one. What is described as the peak of 
buying by both cutters-up and retail
ers has yet to materialize, but this is 
largely dependent on how soon Spring 
weather makes its influence felt. 
Georgettes, taffetas, satins and several 
of the other crepes, particularly flat 
crepes, are selling well.

Silk Glove Orders Are Large.
Orders for women’s silk gloves con

tinue to reach wholesalers in good 
volume. Wholesalers here said yes
terday that the advance business 
booked in this merchandise compares 
favorably with the best seasons in the 
past. Part of the buying is due to 
the scarcity of supplies last Spring, 
when there was a late rush of mer
chandise that the manufacturers could 
not take care of. Stocks carried over 
from last year are practically nil. The 
short fancy cuff glove dominates in 
the merchandise being bought, with 
the long glove almost entirely out of 
favor.

Good Reorders For Lingerie. 
Lingerie and silk underwear reorders 

are being actively placed by retailers 
and the outlook is that the pre-Easter

turnover of this merchandise will show 
a gain over last year. Both crepe de 
chine and glove silk styles are selling 
well, the demand being well distrib
uted among step-ins, vests, combina
tion brassieres and panties and dance 
ensembles. The princess slip is again 
meeting with marked favor, outselling 
petticoats by a considerable margin. 
Pajama outfits are featured in a num
ber of lines and are doing well, ac
cording to wholesalers.

By the Way, When On Your Way, 
See Otlaway.

Onaway, March 2—Such _ is Ona- 
way’s new slogan; how does it sound? 
It was selected from hundreds of pro
posed slogans and M. G. Koepsell se
cures the honor of having furnished 
it. Hereafter you will see it written 
or printed upon everything in sight; 
stationery, store windows, sign boards 
and along the highways and all public 
places. Say it over once and then re
peat it and you cannot stop. Now, al
together, “By the way, when on your 
way, see Onaway.” It immediately 
becomes a habit, a habit so strong 
that you will say it in your sleep. It 
will be used in prose and in poetry. It 
will be set to music and become so 
popular that—oh well, time will tell.

The storm king has claimed the vic
tory. After enjoying one of the most 
perfect winters ever experienced in 
this vicinity Feb. 25 ushered in a bliz
zard with double fury, thus dispensing 
with the chug wagons absolutely. Mr. 
Caterpillar snow plow has done double 
duty and to cross State street without 
tunnelling through the big snow bar
riers would be impossible. The big 
flanger running on the D. & M. has 
forsaken the regular right-of-way and 
headed across country somewhere; 
therefore no regular trains.

“All work and no play makes Jack 
a dull boy.” All sell and no buy make 
a town a poor town for business. Not 
so in Onaway however. This week 
the Hankey Milling Co. is advertising 
for straw, which means that they 
much prefer purchasing home products 
rather than shipping in. This enter
prising company, under the manage
ment of Oscar Roberts, stands ready 
to purchase hay, grain and seeds of 
our farmers, thus furnishing a good 
market and their warehouse is stocked 
with tile, brick, cement, lime and build
ing material and their yards with coal 
and wood. Now, who will step in and 
build a market for everything the 
farmer has to sell, buying in unlimited 
quantities all fruit, vegetables, butter, 
eggs and poultry? A cash market is

needed for graded produce, one that 
will be a credit to the community and 
do justice to the farmer. The farmer 
stands ready to do his share. See 
Onaway’s advertisement in this issue 
of the Tradesman.

Once more, “By the way, when on 
your way, See Onaway.”

Squire Signal.

Hides, Pelts and Furs.
G reen, No. 1 -------------------------------------08
G reen, No. 2 ________________________ 07
C ured, No. 1 ________________________ 09
Cured, No. 2 ------------------------   08
C alfsk in , G reen , No. 1 _____________ 16
C alfsk in , G reen, No. 2 ______________ 13%
C alfskin, Cured, No. 1 _____________ 16
C alfskin, C ured, No. 2 ______________ 14%
H orse, No. 1 ________________________ 4 00
H orse , No. 2 ________________________ 3 00

P elts .
Old W ool ____________________1 0002  60
L am bs ________________________1 0002  00
S hearlings  ____________________ 50 @1 00

Tallow .
P rim e  _____________ ________________08
No. 1 ______________________________ 07
No. 2 _______________________________06

W ool.
U nw ashed, m e d iu m ________________@40
U nw ashed, re je c ts  ______   @32
U nw ashed , fine ____________________@40

F u rs .
No. 1 S k u n k _____________________  2 75
No. 2 S k u n k  _______________________ 1 75
No. 3 S k u n k  _______________________ 1 25
No. 4 S k u n k  __________________-___ 76
No. 1 L a rg e  R acoon ________ _ 8 60
No. 1 M edium  R acoon ____________ 6 60
No. 1 Sm all R acoon ____ __________ 4 00
No. 1 L a rg e  R ed  F o x ______________16 00
No. 1 M edium  R ed  F o x  ___________12 00
No. 1 Sm all R ed F o x  ____________10 00
U nlaw ful to  t r a p  a n y  m u s k ra ts  o r  m ink. 
U nlaw ful to  h av e  a n y  sklnB of th e se  a n i
m als in  your possession.

Only the lazy man needs pull.

For Quality, Price and Style

Weiner Cap Company
Grand Rapids, Michigan

Ask
Y o u r

J o b b e r

CRESCENT GARTER CO.
515 Broadway, New York City

“Business Opportunity”

■HE most modern and beautiful store 
and office building in Northern Mich
igan now complete and ready for occu

pancy. Located on the busiest street in 
hub city of the North. Will lease stores or 
offices one or three years term. Heat and 
water furnished.

THE NEW MAGNUS BUILDING
PETOSKEY, MICHIGAN 

Galster Insurance Agency, Agents
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THE DRY GOODS BUSINESS.

Has It Kept Pace With Other 
Industries?*

At the present time this country 
enjoys the highest real wages in all 
history—roughly, 50 per cent, over 
1920. The elimination of waste has 
been an important factor in this. The 
consumer’s desires for better, finer 
things are being converted into over- 
the-counter sales. Not the least im
portant factor has been more efficient 
distribution.

The economic welfare and happiness 
of the public is the first consideration 
of business. From that standpoint the 
present situation is indeed a favor
able one. Industries which have con
tributed to the present happy eco
nomic situation have devised more effi
cient ways of doing business.

The question facing us is: has the 
dry goods industry kept the pace set 
by the natural forces of human and 
industrial development?

Let us consider a few typical de
velopments in other industries:

1. The automobile industry is the 
first shining example of progress in 
modern business. What is the under
lying reason for the advancement of 
that industry? To answer in a few 
words, one would say, a thorough, up- 
to-the-minute understanding of the de
sires of the consumer and the adop
tion of positive measures designed to 
meet the requirements. For instance,

a. When motor cars were first 
made, there was a subconscious, or un
conscious, desire on the part of the 
consumer for less noise, smarter ap
pearance and greater comfort. These 
points were rapidly developed in 
touring cars.

b. The public desired closed cars 
at more reasonable prices. The au
tomobile industry supplied them, with 
increased profit to itself.

c. The public wanted to buy cars 
“on time.” Some mortgaged homes 
to make the full cash payments requir
ed. The motor industry then sup
plied instalment service—otherwise 
the point of saturation would have 
been reached years ago.

d. The public desires still smarter 
cars, even in the lower priced makes. 
Present facts prove how a prompt 
meeting of this possibly subconscious 
desire yields large returns. I under
stand from what I believe to be de
pendable information that one of the 
largest producers, who has made no 
style change for years, until recently 
a slight change was made, has ex
perienced a slight decrease in sales to 
the public during the first eight 
months of 1925. Contrasted to that is 
another very large producer, which 
met the demand for smartness, in even 
its lowest priced cars and indeed, was 
quite instrumental in the development 
of that desire—has had an increase in 
sales to the public in the same period 
of 13 per cent.

2. The petroleum industry, consid
ered for many years to be an octopus 
heedless of the wants, desires or needs 
of the public or the trade, is to-day 
and has been for some time devoting 
the best thought in the industry to the 
human needs and the economic needs

»P aper read at convention  N ationa l 
W holesale D ry  Goods A ssociation  by H . 
\y . D avis, of New York.

of the consumer, the dealer and the 
distributor.

a. First, the petroleum industry 
has striven to make its product better 
and better, and suitable to the chang
ing standards of public needs.

b. It has devoted constant analy
tical study to the need, not only of 
quality in product, but to the need of 
courteous, efficient service.

c. A striking example in the oil 
business of building success through 
meeting the desires and needs of the 
customer is to be found in the Pan 
American Petroleum Transport Co. 
Several years ago that company de
termined to sell its own refined prod
ucts which formerly had been sold in 
bulk to other companies. The Pan 
American people went into territories 
seemingly heavily covered by large 
and eminently profitable competitors. 
After a very careful analysis of the 
conscious and unconscious desires and 
needs of both retail and consumer 
customers, that Company started with 
no business and in one year had as 
much as 25 per cent, of the total busi
ness in some territories. In certain 
territories they started with no dealers 
and in short order had a large percent
age of the independent dealers located 
there. They sold their product and 
have developed a wonderfully success
ful business on the basis of ideas and 
service and not by cutting prices.

3. The men’s clothing industry. 
For years the product of this industry 
represented poor material and poor 
workmanship. Then a few far-sight
ed men studied the consumer and his 
wants and developed sound business on 
the basis of careful, analytical thought 
and a thorough comprehension of the 
needs of the consumer and the econ
omic problems of the retailer.

Many of ¿he old tailors could have 
established successful businesses for 
themselves in honest ready-to-wear, 
had they not taken a passive and even 
a scornful attitude toward this new 
industry which was destined to be
come of paramount importance in 
their field.

What lessons can we learn from 
these and similar cases?

a. These industries have studied 
the underlying economic facts affect
ing the markets they sought to serve.

b. They have anticipated the needs 
or desires of their public—they have 
helped form the consumer’s conscious
ness of desire.

c. They have constantly striven to 
make more highly salable products.

d. They have studied methods of 
bringing all the factors in their dis
tribution into a smoothly working unit 
rather than permit them to operate in
dividually and sometimes antagonistic
ally to each other.

4. The dry goods industry. The 
time has come when we in the dry 
goods business must face the fact that 
from producer to retailer we are parts 
of the same body and that the prob
lem of one is the problem of the others 
—producer, wholesaler and retailer 
alike.

To meet our common problems we 
need the greatest possible amount of 

. light and the least possible amount of 
heat. We have talked a lot about 
these problems but accomplished little 

(Continued on page 30)

STRENGTH ECONOMY

THE MILL MUTUALS
Lansing AGENCY Michigan

Representing the

M IC H IG A N  M ILLERS M U T U A L  
FIR E IN S U R A N C E  C O M P A N Y

AND ASSOCIATED COMPANIES

Combined Assets of Group

$ 3 3 ,3 8 9 ,6 0 9 .2 8
20% to 40%  Savings Made Since Organization

FIRE INSURANCE—ALL RRANCHES
Tornado—Automobile — Plate Glass

F e n t o n  D a \ ) i s 6 B o y l e
B ONDS  E X C L U S I V E L Y
Grand Rapids National Bank Buildtnd

Chicago GRAND RAPIDS Detroit
Pint National Bank Bldg. Telephones } S a in * '«•'4212 Congreaa Budding

T H E CITY NATIONAL BANK
o f  L a n s in g , M i c h .

Our Collection and Bill of Lading Service is satisfactory 
Capital, Surplus and Undivided Profits over $750,000

“O LD EST BA N K  IN  L A N S IN G ”

Grand Rapids National Bank
The convenient bank for out of town people. Located on Campau 

Square at the very center of the city. Handy to the street cars—the 
interurbans—the hotels—the shopping district.

On account of our location—our large transit facilities—our safe 
deposit vaults and our complete service covering the entire field of 
banking, our institution must be the ultimate choice of out of town 
bankers and individuals.

Combined Capital, Surplus and Undivided Profits over

$1,500,000
GRAND RAPIDS NATIONAL BANK

GRAND RAPIDS, MICH.
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RETAIL GROCER
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P res id e n t—C. G. C hris tensen . 
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Incubus of Excess Stock—Telephone 
vs. Solociting.

W ritte n  fo r th e  T radesm an .
I am always glad when young gro

cers come back for more. This one 
has around $5,000 stock, as I remem
ber, while $1,500 is the extreme 
amount justified by his annual sales. 
He has explained that part of the ex
cess is non-grocery items he inherited 
from a predecessor. Now he writes 
further:

“The stock of $1,500 in this .locality 
is O. K., I must admit, and I am still 
trying to reduce, but it makes me 
smile to know that a competitor near 
by is carrying nearly $20,000. He has 
been there for years and tried to sell 
out several times, but so far without 
success. But even if his sales run pro
portionate to mine, this means he 
should de four times the business— 
and he doesn’t.

“But I begin to realize that the 
trouble is not all in myself. Sales
men who have made this territory for 
years tell me they never have seen 
anything like the times we have now— 
during the past year or two. What’s 
the matter? More of the likes of me, 
not knowing anything about the busi
ness?”

So long as this boy knows he is 
wrong to carry so much stock and is 
reducing it, all promises well. Let 
him do it—not “try to” do it. Let him 
not be misled because another near 
him makes a worse showing than he 
has made. “Beware of copying other 
men’s faults.”

As for the time being out of joint, 
let me say that “times” are always out 
of joint for a percentage of business 
men. “Things” never are quite “right” 
for those who lack industry, plus will 
to learn and act on what they learn.

On the other hand, men who have 
their business under their own con
trol, who do not owe, who turn stock 
rapidly with a correctly determined 
margin on each turn, make money in 
the worst possible years—1907 and 
1893, for example. So get your af
fairs in hand. The remainder will be 
easy to take care of.

Another correspondent asks about 
my story of paying for customers’ 
telephones rather than continue per
sonal solicitation for orders. He says 
he “cannot quite see what the half 
telephone bill was for with no deliv
ery.”

But we did deliver. We always 
delivered. For years we had sent out 
our most efficient clerk to gather in 
orders—two days each week to the 
East and two days West. He did not 
go out Wednesday or Saturday. The 
comparative ease with which we 
handled Saturday business because he 
was in the store was a factor in di
recting our attention to the waste of 
house solicitation. To make it clear, 
let me repeat:

A check-up showed that the trade 
thus held was costing us too much. 
Yet there were several desirable ac
counts among those. So we hit on the 
plan of offering to pay half the month

ly phone bills of those we wished to 
retain in lieu of personal solicitation. 
We reasoned that they would accept 
such contribution to offset the con
venience of having their orders called 
for.

Immediately this was put into effect, 
we called these customers by phone, 
instead of personally. It worked fine. 
We had agreed to pay half the phone 
charge for six months. We actually 
paid it for two years. It paid us— 
big—in actual money and increased 
efficiency—not to mention the near 
heart failure we daily avoided.

One whose statement I had review
ed as that of a grocer now tells me he 
carries small lines of shoes, rubbers, 
clothing, drugs, some hardware and 
groceries. That alters my recom
mendation that stock be reduced. It 
still needs reduction. It may seem 
astonishing, but nearly every retail
er’s stock can stand reduction. But 
such a stock cannot be turned as often 
as one of groceries alone.

It is true that split cases are hard 
to get in some lines. But if sales are 
slow, it will pay to pick up such items 
from neighbors, even if this results in 
no profit at all. For it must be re
membered that a profit which entails 
costs in excess thereof is an illusion. 
Many such there are in business, un
noted by the owners thereof.

With wholesale markets within easy 
striking distance, long stocks are not 
necessary and must be cut to the 
bone in cases where—as with this 
man—capital is mighty limited.

“I once had an old standby with 
forty-five years experience tell me 
that I should have $1,000 to go and 
come on,” concludes this merchant. 
“Perhaps I should; but where am I to 
get it, and owe the bank nearly four 
times that amount?”

Say, this takes me back a genera
tion. I was ’way below zero then, 
too. My ideal at that time was free
dom from debt and a thousand in the 
bank. My imagination carried no 
farther than such a comfortable situa
tion. Yet for years thereafter, I 
bought “round lots” with the idea 
that thereby I saved on cost. This 
resulted in my having excess stocks, 
against which I was borrowing money 
and paying interest thereon without 
the remotest compensating benefit.

It came home to me finally that the 
way to reduce indebtedness was to 
reduce what entailed debt. I decided 
that earnings which were absorbed in 
expenses were not worth having. I 
adopted the pay-as-you-go plan. It 
was amazing how rapidly my thou
sand surplus became a reality after 
that.

This merchant sends me his detailed 
figures for the past three years. From 
these I see he owes less each year. 
The reduction seems small, but it is 
steady. It can be accelerated by prac
tices I have advocated and pointed 
out.

On the other hand, progress which 
is maintained will become more rapid 
by itself because debt and the costs 
thereof shrink as debt is cut down. 
Like savings, such reduction seems 
dishearteningly slow at times; but the 
curve becomes sharper every month. 
Some day, therefore, we emerge all 
at once into the sunshine of freedom

EAT SPRING VEGETABLES
This is the season when fresh green Vegetables such 
as Spinach, Carrots, Beets, Cabbage, etc. are in 
greatest demand. Take advantage of this demand 
and order liberally. Prices are within reach of all.

Grapefruit and Oranges are at their best now.

The Vinkemulder Company
G R A N D  R A P ID S, M IC H IG A N

M. J. DARK  & S O N S
GRAND RAPIDS, MICH.

Receivers and Shippers of A ll

Seasonable 
Fruits and Vegetables

“ I SELL A  LOT OF YEAST—”
“I make a tidy profit,” says Mr. Ruggieio of White Plains, N. Y. 
By handling Fleischmann’s Yeast “I bring my Yeast-for-Health eaters 
right into the store frequently and regularly. And naturally I sell them 
a lot of groceries—all the goods they and their families need. They 
are walking, talking advertisements for my store and service.

“I talk Fleischmann’s Yeast to someone every day for that talk counts 
in my till in dollars and cents.”

FLEISCHMANN’S YEAST 
The Fleischmann Company 

SERVICE
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MEAT DEALER
from debt and independence. And, 
boy, it is a “grand and glorious feel
ing.”

So let not this boy be discouraged 
for a minute. Let him accept sug
gested improvement without slacken
ing his present efforts. Then, with 
maintained health and continued in
dustry, he’ll get there with both feet. 
And I miss my guess if when he has 
arrived, times will not always look 
good to him.

The National Association of Retail 
Grocers has worked up a big educa
tional plan for grocers. One editor 
remarks that it may get across, pro
vided grocers—enough of them—feel 
that they want to be educated; which 
he thinks is unlikely.

I agree. I think the individual gro
cer, as a class, is not yet hard enough 
hit to feel the need of using his brain 
in his business. He has a fair brain 
in many cases; but he prefers to use 
it to absorb and retain the records of 
sport leaders. When he rides in his 
car, he would rather burn up the road 
than take note of the scenery by the 
way or pay a visit to his farmer cus
tomers along the route.

The favorite reading of most gro
cers is the funny page of the Sunday 
paper, plus complete details of the 
latest divorce scandal. Perhaps the 
most strenuous exertion to which he 
subjects his think-tank is the interpre
tation of the running comment flashed 
on the screen between scenes in the 
movies. Suggest the reading of a 
book to such a man and he “hasn’t 
time.”

I think things must get worse be
fore they get better. And the genera
tion now in business will fade away 
without systematic education to speak 
of. Indeed, the reading habit—mean
ing the steady perusing of books so 
solid and serious that concentrated at
tention must be given them i*-'-i°t be
come more general among Americ-ars 
before education that is worthy can 
take root and grow.

More than that, more important by 
far, it is necessary that we attain the 
true conception of education: that it 
is not something obtained, bought, 
paid for and finished at any stage of 
our lives. For if it be not a continu
ing process so long as we live, it is 
not true education, nor will it be of 
any use to speak of. Paul Findlay.

A Word on the Present Meat Supply.
About the most difficult thing to do 

to-day with regard to meat is to buy 
any appreciable quantity of inferior 
meat. Considerable meat is showing 
result of excess grain and is consider
ed too fat to be profitable. This re
fers particularly to lambs, though the 
waste is deposited on the kidneys and 
over the back chiefly and does not 
affect the chops or legs as usually pre
pared in the shops. The loss is to the 
producer in price per pound alive, since 
such lambs are discounted in the stock 
yards and wholesale meat coolers. The 
quality is high in almost every case 
where fat is plentiful, and this is a 
rule that carries through pretty con
sistently with respect to all cuts of 
meat Veal, beef and pork is averag
ing as high in quality as is ever seen

and this is the period of plentiful sup
plies of the kind of meat that gives 
fullest satisfaction. Prices have been 
working downward for the past ten 
days or so and this has been due, to 
some extent, according to retailers, to 
lower home consumption. During the 
past few days the weather was unsea
sonable and the unusual warm weather 
for January certainly did not add to 
the normal desire for meat. This may 
be regarded as a transitory condition, 
however, and no doubt consumption 
will bring a little gladness to the retail 
owner and other factors in the indus
try. A moderate reduction in meat 
consumption with normal or moderate
ly increased supplies offered causes a 
condition in New York bordering on 
demoralization. What is true of New 
York is true of other points, too, for 
that matter. While consumer demand 
is about the most stable thing in mar
keting of food products, it does vary at 
times or swings from one commodity 
to another. This does not seem 
strange when we consider the variance 
in the desire of the individual and the 
general stability of demand for given 
products is really most astounding. Be 
that as it may, this is a time when the 
meat industry, which has taken the 
burden of supplying you with meat 
when you want it, needs your co-opera
tion in order that losses may be as 
low as possible and profits again re
stored.

Very Convincing.
As he disliked motor cars, a coun

try squire always kept good horses. 
Recently he bought a handsome mare, 
and a few days later asked his groom 
what he thought of the new arrival.

“She’s a fine-looking animal, sir,” 
replied the man, “but I’m afraid she s 
a bit touchy.”

“Why do you think so?” questioned 
the squire.

“She doesn’t seem to take to no 
one, sir. She can’t bear me to go into 
her box to groom her.”

“Oh, she’ll settle down in a few 
days,” the squire reassured him. 
“Everything’s strange to her, you 
know. I don’t think there’s much 
wrong with her temper.”

“Nor didn’t I at first, sir,” replied 
the groom. “But, you see, she’s kicked 
me out o’ that there box twice already, 
and. when you come to think of it, 
that’s very convincin’.”

Kickless Grape Jelly May Solve the 
California Problem.

San Bernardino, Calif., Feb. 19— 
Mrs. Caroline Hollister, an expert at 
jelly making here, has a recipe which 
she believes may have a marked influ
ence on the grape industry of Southern 
California. By it, she says, she can 
transform wine into jelly which pre
serves the flavor and bouquet of wines 
but does away with the alcoholic con
tent. John B. Fourcade, prominent 
grape grower and winery owner, saw 
the possibilities of this plan and re
cently obtained a permit from the Fed
eral authorities to turn 12,000 gallons 
of wine into jelly each quarter. His 
winery has been converted into a jelly 
plant and operations have commenced. 
Within the next two months he expects 
to turn out 17 carloads of this new 
product. The Government did not 
grant permission for these operations 
until after a careful investigation had 
been made by the Federal agents.

You can give your customers Rum- 
ford Baking Powder and know they 
will come back for more. Its purity, 
wholesomeness and dependability in
sures better baking and will please 
the most critical housewife.

RUMFORD CHEMICAL WORKS 
im  sr. P ro v id en ce , R. I.

Sold From Coast to Coast

Originated and M ade O nly by
NATIONAL CANDY CO., INC.

PUTNAM FACTORY

H oi wick Electric Coffee Mills
HOLWICK Electric Coffee Mills 
have put new life in the Coffee De
partment of retail stores everywhere.
No finer, better, or more handsomely 
finished machines have been seen at 
any price, and if this is true you ought 
to know it.
It’s not simply steel and copper, it’s 
brains, thought, research and experi
ence. The one mill in America that 
can be bought WORTH THE 
MONEY. $65 on time; 10% discount 
for cash. We handle a full line of 
Butchers Supplies.

Boot &  Co.
Salesroom—5 Ionia Ave., N. W. 

Grand Rapids, Michigan

A good seller 
A splendid repeater

H O LLA N D  R U SK
AM ERICA'S FINEST TO A ST

Place your order today 
All jobbers

HOLLAND RUSK CO.. Inc.
Holland, Michigan

No. 4
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Taking Second Hand Stoves in Part 
Payment.

W ritte n  fo r th e  T rad esm an .
Does it pay a stove dealer to accept 

old stoves in part payment on new 
ones?

This is a question which faces the 
stove dealer every day. It is a ques
tion on which it is easy to theorize 
and to lay down dogmatic rules; but 
the real answer can be found only in 
the practical experience of actual 
hardware dealers.

I have got together the views of a 
number of hardware dealers, doing 
business chiefly in small cities and 
towns. A hardware firm in a com
munity of about 5,000 people writes: 

“We have no hesitation in saying 
that we do a much larger business be
cause we take old stoves in exchange. 
We find they are a paying line if 
handled properly. We keep a man to 
clean them up and when a stove comes 
in, we do not handle it like old iron. 
We are not ashamed to show our 
second-hand stoves, for the simple 
reason that we make them look well. 
They must be put in shape before you 
try to sell them. Sell them on the 
understanding that, if a range doesn’t 
bake, it is to be exchanged on a new 
one. Make the same percentage on 
the old stove that you make on a new 
stove.”

In another very similar community 
an experienced and successful hard
ware dealer points out some of the 
pitfalls against which to guard in the 
old stove trade:

“We have,” he says, “handled this 
business very successfully for a num
ber of years. When we take a second 
hand stove in part payment, we, of 
course, figure on what we can get for 
it plus cost of repairs that are neces
sary. We always put our second hand 
stoves in good repair before they are 
offered for sale and go over them in 
such a manner that they will give 
satisfaction and stay sold. In some 
instances it is a difficult matter to get 
a handy man for this class of work. 
The result would be that you could 
not turn out a second-hand stove with 
the same confidence that it would give 
satisfaction and you would be dilatory 
about pushing their sale.

“We have a separate show room 
for second hand stoves and find that 
it works out to good advantage.

"There are times, however, that a 
man gets stung, .particularly in base 
burners. We examine these very care
fully. Some base burners break up 
very badly in the bottom, thereby 
causing obstruction or a check to the 
draft, which of course causes them to 
leak gas. In such cases, where they 
are not worth a new bottom, a steel 
patch can be riveted or bolted over 
the break and cement placed between 
them.

“Then, again, when base burners are 
old, you find that the cement has 
fallen out of the joints. In such cases, 
it is necessary to dismount your stove, 
cement every joint and re-mount again.

Many a base burner we have put to
gether from bottom to top.”

“We do not by any means believe 
that a second hand stove should never 
be refused. Taking stoves into stock 
indiscriminately at too high a price or 
in very poor condition is sure to re
sult in a loss. We never buy a stove 
without first giving it a thorough ex
amination, after which we put our own 
price on it, naming as high a price as 
we feel we can profitably allow. We 
are careful to explain to our prospec
tive customer the expense involved in 
handling and overhauling a stove and, 
as a rule, we do not find him unrea
sonable in his demands. If, however, 
he absolutely refuses to accept our 
offer, we suggest as an alternative that 
he advertise his stove in the local 
paper, find his own buyer and secure 
his own price; which he very frequent
ly does, coming back to us for his 
new stove.

“We never guarantee a second hand 
stove and are always careful to ex
plain this to a purchaser. Because of 
this we frequently sell a new stove 
where we would otherwise have sold a 
second hand one. When we say that 
we never guarantee such a stove, we 
mean that we never make this a talk
ing point to effect a sale; In the rare 
instances where a second hand stove 
proves unsatisfactory, we are glad to 
allow the price paid for it on a new 
one. We find that our customers ap
preciate this more than they would 
an ordinary guarantee.

“In this locality we find during the 
summer months quite a demand for 
second hand wood stoves. This comes 
principally from summer cottages at 
the lakes, though we dispose of a num
ber of them in the city also for use 
in summer kitchens.”

A firm in another town of about 
5,000 people gives these views on the 
question:

“We are obliged to handle quite a 
few stoves in this way, and our plan 
has been to allow for the old stove 
simply enough to permit a reasonable 
selling profit after repairs have been 
put on the stove. In other words, we 
do not propose to handle two stoves 
and take the chance of putting the old 
one in the scrap heap in the end, for 
the sake merely of the profit on the 
new stove.

“We try to approach our customer 
by asking him what he would con
sider a fair price to pay, if he were 
buying the old stove instead of sell
ing it; and then we explain to him that 
we must have a profit for our trouble 
in fixing up the old stove and re-selling 
it. To come out on the right side, one 
must see that he does not allow too 
much, for most old stoves require 
more to put them in good shape than 
appears to be the case on first looking 
them over.”

A village hardware dealer cites the 
ups and downs experienced in taking 
old stoves in trade:

“I have carried on this system with 
varied success for fifteen years. You 
have to be a good judge of an old 
stove, in the first place. . Second, you 
have to know whether you can get 
repairs for the stove or else repair it 
in your own shop, and what the cost 
would be. After this, add a small 
profit for your deal; and your good

Foster, Stevens &  Co.
WHOLESALE HARDWARE

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

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

GRAND RAPIDS, MICHIGAN

%

Wholesalers of Shelf Hardware, Sporting 
Goods and

Fishing Tackle

B R O W N & SE H L E R
COMPANY

‘HOM E OF SU N BEAM  GOODS”

Automobile Tires and Tubes 
Automobile Accessories 

Garage Equipment 
Radio Equipment

Farm Machinery and Garden Tools 
Saddlery Hardware

Blankets, Robes & Mackinaws 
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

N ew and used Store Fixtures
W e call your especial attention to our 
lines of scales, coffee grinders and cash 
registers. I f you are in need of anything 
in this line we can save you money.

G. R. STORE F IX T U R E  CO.
7 Ionia Avenue N. W.
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judgment will tell you what to pay for 
the old stove.

“You also need to know your man.
I have found a stove deal, in some 
cases, as tricky as a ‘hoss deal.’ Only 
experienced men can make any money 
out of old stoves. I have lost as much 
as 40 per cent, on an old stove and I 
have also made as high as 75 per cent. 
An old stove well bought is half sold.”

Another small town dealer gives his 
views briefly:

“This part of the stove trade has 
become a very important part to deal 
with, and I try to get as good a line 
of old stoves as possible, as there is 
a good market for cheap stoves. If 
these stoves are properly fixed up, 
there is no trouble in disposing of 
them.”

At least for the small city, town and 
village dealer—not to mention the 
dealer whose trade is almost entirely 
rural—competition as a rule prac
tically obligates him to take old stoves 
in trade. This being the case, the 
problem simmers down to a problem 
of how to avoid losses, and, if possible, 
how to make profits.

Into the successful solution of this 
problem a variety of elements enter. 
To begin with, the dealer must learn 
the knack of sizing up the second 
hand stove. This involves a compre
hensive knowledge of all makes of 
stoves likely to be found in the com
munity; and also a knowledge of stove 
mechanism, necessary repair parts, 
and other details.

Then, it is always wise to estimate 
the largest possible margin of safety, 
in making your allowance for the old 
stove. The customer expects you to 
make an allowance of some kind; but 
if he likes the stove you are selling 
better than the stove your competitor 
sells he will be satisfied with a smaller 
allowance than the other man offers. 
So salesmanship in connection with 
the new stove can often reduce the 
allowance you have to make on the 
old one.

Before you can re-sell the second 
hand stove, it must be put in attrac
tive and workable shape. This in
volves the services of a capable re
pair man; and some expenditure to 
make the old stove not merely effi
cient but attractive.

Finally, you have to develop every 
possible market for your second hand 
stoves, A few people can afford 
nothing better; but the bulk of the 
business is done in second hand stoves 
for summer cottages or summer 
kitchens. In catering to this trade, 
the experienced man who has in the 
course of many years built up a repu
tation for selling only serviceable 
second hand stoves, has an advantage 
over his newer competitors. An es
tablished standard of dependability will 
help you to get business. But even 
then it is necessary to go out aggres
sively after customers.

Victor Lauriston.

How Good Do You Want Your Meat?
There is a point in grain feeding 

of livestock when fat accumulations 
make the animal wasty when dressed 
and offered for sale. It is freely con
ceded that fat is associated with qual
ity, and it is impossible to get real 
tenderness, flavor, juiciness and other

desirables without some fat. It has 
been shown repeatedly, especially dur
ing the past decade, that real quality 
can be produced with less fat associat
ed with it than was formerly usual, or 
usual at the present time, for that 
matter. This is exemplified in hogs, 
and the bacon type hog, which comes 
from particular breeds, as the York
shire and Tamworth, runs more large
ly to lean than such breeds as are 
known as the lard type, including the 
Poland China, Berkshire, Chester 
White, Duroc Jersey and others. There 
is a difference, however, between in
herent traits of breed and feeding a 
breed to type. A lard hog can be fed 
so that it will not show the lard quali
ties in a most pronounced state, since 
it is an acknowledge fact that kind 
and quality of feed used influences the 
finished carcass. Here the old jest 
fits in which is the answer of the 
farmer who was asked how to make 
bacon streaked with lean and fat. He 
answered, “Why, feed the hog one 
day and let him go without feed the 
next, that will give you the lean and 
fat streaks.”

With regard to beef, the popular 
demand seems to be for a lightweight, 
fairly well marbled, but moderately 
lean carcass. This brings into the 
market steers younger than formerly, 
and with their youth comes the ten
derness that almost always goes with 
a carcass from a young animal. It is 
found in many sections that even in 
those showing moderate fat deposits 
on kidneys and over back a better de
mand is found than in others carrying 
more marbling and more fat. With re
spect to the latter, the average re
tailer seems to feel that he can get 
the desired tenderness and general 
suitability and sell it to his customers 
more reasonably than if fatter, con
sidering the consumers’ interest from 
the amount of edible meat from the 
two carcasses of the same weight. 
Other retailers demand marbling in 
the meat and consent to the fat that 
goes with it. Others demand older 
heavier and more perfectly marbled 
meat and bear with the additional 
waste. Now the point of especial in
terest is the question as to whether 
the retailer is properly interpreting 
your real requirements.

A Tipping Trip.
I ’ve ju s t  re tu rn e d  from  w h a t I call 

A joy fu l lit t le  tr ip .
A lthough, w hile on it. all I did 

W as tip , tip . tip.

I  le ft here  in a  s leeping  car,
Me an d  m y little  g rip .

T he p o rte r  cam e an d  b rushed  m e off. 
A nd p layed m e fo r a  tip.

I re ach ed  m y jo u rn e y ’s  end, an d  th e n  
A cabby  w ith  a  whip,

A nd n o t a  s ign  of m an n ers, cam e 
A round  to  g e t h is  tip .

REYNOLDS
SHINGLES
THE REAL TEST OF A 
ROOF isn’t the service it 
gives the first few years,

“The roof that stays is the 
roof that pays,”

Reynolds Shingles are 
“built first to last”—Their 
use means economy, safe
ty and beauty.

Leading lumber dealers 
everywhere are reco m 
m end ing  and  se lling  
Reynolds. They find it to 
their advantage.

H. M. REYNOLDS
SHINGLE COMPANY

Grand Rapids Trust Company, Receiver

“Originator of the Jisphalt Shingle" 

GRAND RAPIDS - MICHIGAN

T he bellboy show ed m e to  m y room — 
T he k id  w as aw fu l flip—

H e cam e a ro u n d  an d  fussed  u n til 
H e, too, received  h is  tip.

T h a t w a ite r  in  th e  d in ing  room  
Soon h ad  m e in h is  g rip :

A nd lu rk ed  in  th e  v ic in ity  
U n til he g o t h is  tip .

I w an d ered  to  a  b a rb e r  shop,
T he m an  began  to  clip,

A nd a t  th e  finish tag g ed  aro u n d  
To g e t h is  little  tip.

I ’m  hom e ag a in ; I  to ld  m y boss 
I ’d like  to  have  a  tip .

H e  said : “Y oung m an. I ’ll g ive you one. 
J u s t  g e t to  w ork  o r sk ip .”

To become a boss, pay your boss.

GRAND RAPIDS LABEL CO.
Manufacturers of

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

Write us for Quotations and Samples 
GRAND RAPIDS MICHIGAN

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

and Show Case Glass 
All kinds of Glass for Building Purposes 

501.511 IONIA AVE., S. W. GRAND RAPIDS, MICHIGAN
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COMMERCIAL TRAVELER
News and Gossip About Michigan 

Hotels.
Grand Rapids, March 2—T. M. and

M. C. Elliott, conduct the well known 
Wright House, at Alma, meaning Mr. 
and Miss Elliott, the latter being the 
daughter of Mrs. Brearley, lately de
ceased, who owned the property, and 
they are doing a good job of it. The 
Wright House is an old established 
Michigan institution and meant a very 
considerable investment at a time 
when construction was much less than 
now, and the ravages of time have 
made very little impress upon it. Since 
the Elliotts took possession last year 
they have been constantly making im
provements and they propose keeping 
on with remodeling and refurnishing 
until the hotel fairly reoresents the 
enterprising town in which it is situ
ated. They are to be congratulated on 
what they have already accomplished 
and they are certainly being rewarded 
by a largely increased patronage.

Recently the American Wood Rim 
Co., makers of auto steering wheels, 
moved from Onaway to Alma, have 
established themselves there, and "iven 
that city the nucleus for a decided 
boom, with the result that the Wright 
House is doing a capacity business 
every day in the week. An excellent 
dinner was served for 75 _ cents the 
day I was there. Here it is:

P u ree  D uchesse
Dill P ick les R ad ishes  Olives
R oast S irloin of Beef, B row n G ravy

B ra ised  C alf's  L iver, M exican Sty le 
B aked  C hicken P ie , a  la  Fam iie  

R ice C usta rd , V an illa  Sauce 
M ashed a n d  Boiled P o ta toes ,

C ream ed P a rsn ip s
H ead  L e ttu ce , M ayonaise D ressing  

Apple an d  P um pkin  P ie, A m erican  Cheese
B u tte r  Scotch S undae, w ith  Cake 

B everages
Their breakfasts and suppers are 

just as well selected, appetizingly pre
pared and portions ample.

H. H. Carty conducts the Hotel 
Seaver, at Ithaca, in a highly satis
factory manner. His rooms are pro
vided with running water and nicety 
equipped and his meals are most ex
cellent.

The Grand Trunk passenger station 
at St Johns still remains the wonder of 
the age for neatness. Its custodian 
certainly deserves a medal.

Kirtlev & Kirtley have sold their 
hotel, the Bennett, at Mt. Pleasant to 
Mrs. Alvina Steimel and son, of Mil
waukee, who are to take possession^ at 
once, according to the information 
which I have. The Bennett is one of 
the old institutions of Mt. Pleasant, 
but has been put in first-class physical 
condition by the Kirtleys, who have 
the credit of running a very satisfac
tory place. I trust the new owners 
will keep up its reputation and that 
the Kirtlevs will decide to re-enter 
hotel life in Michigan at an early day.

I had expected much of the Reed 
Inn, at Ionia, but reports I had heard 
and read did not do it justice. It is 
certainly the country hotel de luxe of 
all Michigan. Last spring I had the 
good fortune to make the acquaintance 
of its proprietor, George H. Snow, 
who was then managing the Hotel 
Belding, at Belding, on which oc
casion I discovered him to be a live 
wire. His estimable wife is in the 
same class. They are both working 
for one result—satisfactory service at 
the Reed Inn—and thev have arrived. 
While the Inn is not a newly con
structed affair, once inside you would 
never know it. for its interior repre
sents everything that goes to create 
comfort and hospitality. How can I 
describe it? An artistically decorated 
lobby with high grade furnishings, all 
of reed, greet the guest on his ap
proach. A lounge room, similarly 
supplied with cozy and comfortable 
fittipgs, accentuated bv tasty draperies 
and the best of carpetings.

Forty guest chambers with all mod
ern improvements, each with an in
dividual color scheme in its furnish
ings, which are of the Simmons type, 
with box springs and hair mattresses.

Beautifully tiled bath rooms mode/n 
plumbing and artistic lighting effects 
are to be found everywhere.

The Snows have operated winter 
hotels in Florida and summer hotels 
in New England for many years, but 
for the past three or four years have 
run the Hotel Belding, but they now 
have the Reed Inn on a long lease 
and are so well pleased with the re
sults of their venture that they promise 
to become permanent Michiganders.

Now in addition to their housing 
facilities, thev entertain guests in a 
wonderfully attractive dining room 
and supply them with wonderfully at
tractive meals. I wish I could give 
you their complete repertoire here, 
but this will give one an idea of what
they may expect at a 75 cent dinner, 
accompanied bv a real service:

C ream  of C hicken Soup 
Olives P ick les

R oast P rim e  R ibs of Beef, B row n G ravy  
R oast Loin of Pork . Apple Sauce 

S hort R ibs of Beef, B row n P o ta to e s  
Boiled Leg of L am b, M int Sauce 

M ashed P o ta to e s  S team ed  P o ta to e s
G reen P eas  L im a B eans

C abbage Salad  
G raham  and  W h ea t B read  

Apple and  B lueberry  P ie, Rice Pudd ing  
Coffee

Elaborate breakfast and supper bills 
are also provided. A modern kitchen, 
under the drect supervision of Mrs. 
Snow, turns out a pleasing product. 
The Reed Inn effectively settles the 
question of a newer hotel at Ionia. 
Building one in the face of this com
petition would be suicidal.

A couple of weeks ago I made men
tion of the frequent changes of pro
prietors of the Hotel Phelps, at 
Greenville, and intimated I proposed 
making a survey of the situation 
there. I have done so and find that 
Glenn A. Barnaby, formerly in the 
catering field at Lansing, has pur
chased the property, both realty and 
furnishings, proposes to rehabilitate it, 
and go out for his share of the trade. 
Barnaby is not without knowledge of 
the hotel game, has an interesting 
familv of real workers to co-operate 
with him and doesn't care who knows 
i‘. When Frank Burns and wife were 
running the Phelps it was decidedly 
popular and a money maker and for 
the life of me I cannot understand 
why it did not remain so. but different 
operators had decidedly dfferent no
tions as to what they thought the pub
lic wanted, and while they were ex
perimenting the public drifted away 
from them, consequeritly u(pon the 
Barnabys rests the responsibility of 
this patronage. Under the Burns’ re
gime patrons of the dining room were 
served from an a la carte bill of fare, 
but the charges were so arranged that 
the aggregate cost of a complete meal 
was little if any more than under the 
table d’hote plan. It was an unusual 
case, but it worked out well. Hence
forth. however, the Phelps will adopt 
the regular meal schedule, with a few 
short order items. Travelers tell me 
the meals are quite tastv and I know 
from observation that the rooms are 
satisfactory.

It is always a “home coming” when 
I catch up with the Welchs. at Green
ville’s Winter Inn. I am very fond 
of them and they are always very 
considerate of me.

Of course, if I carried out their sug
gestions in the matter of selection of 
foods from their menus, I would soon 
he a candidate for dime museum 
honors, for thev most certainlv do 
serve some mighty tempting meals. 
Also thev have comfortable rooms and 
good beds. Adding to this the pleasing 
personality of the host and hostess, 
vou have the secret of their prosperity.

Also I have always thought well of 
Greenville. They have many friendly 
and I might sav patriotic people in the 
town. Thev like one another, have 
mativ social functions, resulting in 
numerous nice parties and banquets at 
the hotels. And the Winter Inn has 
always given the town folks to realize 
that they appreciate this class of 
patronage by giving them a square 
deal. Result: Mutual pleasure and 
hence some profit for the hotel. Of

ThePantlind Hotel
The center of Social and 
Business Activities.

Strictly modem and fire
proof. Dining, Cafeteria 
and Buffet Lunch Rooms 
in connection.

750 rooms------Rates $2.50
and up with bath.

Morton Hotel
" y O U  are cordially invited to 
Jl visit the Beautiful New  

Hotel at the old location made 
famous by Eighty Years of 
Hostelry Service.

400 Rooms—400 Baths 
Rates $1.50, $2, $2.50 and up per day.

Menus in English
WILLIAM C. TAGGART. Manager

In  KALAMAZOO, MICHIGAN is the famous 
NEW BURDICK *n *of t h e T l t y  * C onstruction

T he Only All N ew  H o te l In  th e  C ity . R epresenting: a  $1,000,000 In v e s tm e n t 
250 Rooms—150 Rooms w ith  P r iv a te  B ath— E uropean  $1.60 and  up p e r Day 

R EST A U RA N T AND G RILL—C afe teria , Q uick Service, P o p u la r P rices  
E n tire  S even th  F loo r D evoted  to  E specially  E quipped  Sam ple Room s

W A LTE R  J .  HODGES, P res , and  Gen. M gr. __________

WHEN IN KALAMAZOO

H ead q u a rte rs  fo r alt C lvle C lubs

E xcellen t C uisine L u x u rio u s  Room»
T urk ish  B a th s  E R N E S T  M cLEAN. M ar.

HOTEL BROWNING miKST
GRAND RAPIDS

C orner Sheldon and  O akaa; Rooms w ith  b a th , s ing le  $2 to  $2J0
F acing  Union D epot; Room s w ith  b a th , double $3 to  $3.50
T h ree  B locks A w ay. N ona Higher.

G O D Y
H O T E L

IN THE HEART OF THE CITY 
Division and Fulton

R A T E S  | $1.50 up without bath 
$2.50 up with bath

C O D Y  C A F E T E R I A  I N  C O N N E C T I O N
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course I keep telling the Welchs that 
they give too much for the money, 
but you might as well try to stop the 
shortage of water from Lake Michi
gan. They have gotten into the habit 
and I have almost given up hope of 
reforming them.

For the benefit of enquiring friends 
it is good to know that Mr. and Mr$. 
Burns, with their interesting family, 
are living in a comfortable home at 
Greenville and have no particular 
plans for the immediate future. They 
have prospered and are enjoying them
selves. That they are living well I 
can testify from experiments made 
while I was there.

Some one told me the other day that 
Lowell is talking about a new hotel. 
Lowell doesn’t want a hotel or they 
would have patronized the Waverly 
sufficiently to have kept it going. John 
Brazina tried to give them service, and 
should be there to-day, but with the 
advent of busses and automobiles, 
transient business drifted away and 
local money went to Grand Rapids for 
what could have been procured at 
home. Later on Peter Vry attempted 
to stimulate business there, but he 
never got far enough to keep the wolf 
from the door. The old Waverly 
would seemingly be adequate for any 
requirements of Lowell, but, of course, 
they may want to establish a mauso
leum with some of their surplus change 
and the promoter will render them 
assistance.

The International Baking Corpora
tion, or something like that, tell me 
that my analysis of the bread condi
tions, in a recent issue of the Trades
man, will not bear the acid test. In 
other words, that I am talking through 
my chaoeau. It now develops that 
the mother’s bread we knew of a half 
century ago, was prepared before the 
days of so-called “patent” flour. Or, 
to be exact scientifically, from “stone 
ground” flour, which is no longer in 
evidence.

This deduction might satisfy me to 
a dot were it not for the fact that 
home bread makers to-day are pro
ducing in a small way an article very 
much like that we were speaking 
about, and all th'S with “patent” flour. 
The patent process removes a certain 
oily substance which the stone process 
did not, and this oil was a necessary 
adjunct to good bread making. Maybe 
we will never get back to the old 
fashioned stone ground product, but 
the housewife who succeeds in bread 
making knows how to supply a sub
stitute for same. Hence, a very good 
and tasty substitute for mother’s 
bread. The public who would like to 
enjoy the simon-pure “home brew” 
would certainly be glad to pay an ad
vanced price sufficient to allow the 
use of shortening, and some day some 
considerate baker will astonish the 
world by producing an article that 
need not necessarily be called mother’s 
bread. It will sell itself and make 
dividends for its producer. I have 
never claimed that present day bread 
is unwholesome, but I doubt if it con
tains the nutritive qualities of the 
home product, and I do know that 
there is little danger of anyone be
coming “foundered” from the use of
It. , .This suggestion will cost nothing 
besides its perusal, but the bakery 
man who wants his statue placed in 
the Hall of Fame and copius simoleons 
in the bank can have both by adopting 
mv suggestion.

Michigan hotel men, and especially 
members of the Michigan Hotel As
sociation. will learn with regret of the 
death of James R. Hayes, at his home 
in Detroit, after a long illness.

Mr. Hayes was one of the older 
Michigan hotel operators, and was 
known as the dean of the Association. 
He began the operation of the Wayne 
Hotel, in Detroit, in 1880. At that 
time it was one of the foremost ho
tels of the State, hut the removal of 
the Michigan Central depot a few years 
ago made it necessary to discontinue 
operations, although the Wayne baths,

in connection therewith, were con
tinued by Mr. Hayes up to the time of 
his death.

Successively he became owner of 
the Grand Hotel, Mackinac Island; 
Arlington. Petoskey; and Park Hotel, 
at Hot Springs, Arkansas, as well as 
the Park Hotel, at Sault Ste. Marie. 
The latter hotel and the Wayne baths 
he retained up to the time of his death

His last public appearance was at 
the Michigan hotel convention, at De
troit, where he was the guest of the 
Association.

I could write volumes of this grand 
man, who was a leader and made his 
influence felt in hotel affairs every
where. A kindly heart and loving, 
he will be mourned by the fraternity.

He was my friend.
Frank S. Verbeck.

Fresh Fish and Maple Sugar Days. 
Grandville, March 2—We are coming 

to the time of the year that was dear 
to every pinewoods boy’s heart, the 
days when the fish began to run up 
the streams, and the maple trees gave 
down their sap from which the deli
cious sugar was made.

Those days of sugar making and 
fishing rise in the mind of the old timer 
like far away dreams of the long ago. 
It was long ago when those twin joys 
met to make glad the heart of the 
pioneer boy.

One might call them old Indian days 
as well, since the redman was very 
much in evidence then and cut no 
small figure in the pioneer life of the 
time. White boys and Indian lads 
played together and sometimes hunted 
together with bows and arrows.

It was a time of much joy when the 
ice left the rivers and the fish began 
to run. Nothing of profit in the catch
ing of fish, since there were very few 
people to buy. At Newaygo, below 
the dam, was a great fishing ground 
and wagon loads of fish, pike and now 
and then a sturgeon, were drawn down 
the river to the mouth and sold to the 
mill boarding houses of the day.

Pigeons and other wild fowl abound
ed to aid in making up the pleasures 
of the wildwood.

The first fish to come up the rivers 
were the suckers and the proverbial 
“suckers and milk” formed a dish to 
tempt the anchorite.

The first steamboat to come up the 
Muskegon was expected to carry on 
its return voyage a load of suckers, 
but I imagine that was meant for a 
joke rather than an expeqtancy of 
anything tangible. People at Mus
kegon, the new settlement at the mouth 
of the river, had their lake fish and did 
not relish so plebian a dish as suckers 
and milk.

For a number of years there was 
a friendly rivalry between Newaygo, 
thirty miles up the stream, and the 
growing village at the mouth, which at 
one time had expectations of rivaling 
Chicago. This was a laudable expec
tation, since Muskegon was the lum- 
beropolis of Michigan, while Chicago 
was merely a peddler of lumber de
livered from the Michigan woods 

Somehow the Illinois burg got the 
start—a running start it was—and con
tinued to make gains as time passed. 
In fact, Muskegon and the valley of 
that name were the greatest contribu
tors to Chicago’s greatness, a fact 
which has never been sufficiently ac
knowledged.

While the Wolverine town drained 
its heart and very life into the thor
oughfares of the Windy City, it kept 
its own advancement in the back
ground that another town across the 
lake might prosper and become the 
mighty giant of the West.

Newaygo reached the acme of its 
prosperity during the reign of King 
Pine and has remained stunted in 
growth' ever since. Muskegon has 
taken on a new lease of life and there

are those who prophesy that the day 
will come when we shall have another 
Chicago on this shore of Lake Mich
igan.

The Rudimans, the Laslies, the 
Beidlers, the Waltons, the Ryersons, 
the Davises and a score of others are 
all gone to make room for a new 
generation which is pushing Muskegon 
to the front with commendable bril
liancy.

Fish and maple sugar were a part 
of the new civilization, as much so as 
logging and canoeing. Indians were 
expert canoemen, and yet there were 
white pioneer boys who could give the 
red Indians cards and spades and then 
beat them at their own game.

Were the Indians hostile? Not to 
any noticeable extent. Now and then 
two reds got by the ears, seldom white 
and red. And the latter made the 
sugar and caught the fish.

The stores of the wilderness settle
ments sold sugar from their shelves 
of Indian make. One small store at 
Bridgeton sold several tons of Indian 
made sugar every year. Who pur
chased? Well, the white woodsmen 
and mill crews usually The pioneers 
had as sweet a tooth as the boy and 
girl of to-day, and maple sugar took 
the place of the fancy sweets now on 
the market. It was much more whole
some besides.

The white boys became as expert 
with .gun and paddle as the Indian 
sons of the big chiefs. Also many white 
lads learned to spear the fish, kill the 
deer and chase the wolves.

Many a night has the writer sat in 
the stern of a canoe, guiding it with 
a paddle, while his big brother esconced 
himself near the bow, within the glare 
of a fat pine jack and watched, with 
spear in hand, for the swift glide of a 
walleyed pike or swifter pickerel.

This couple managed to keep one 
mill boarding house well supplied with 
fresh fish for the table during the 
fishing season As for sturgeon, there 
was plenty and to spare of this by no 
means delectable fish. Indians were 
fond of sturgeon steak, but very few 
whites cared for this variety of fish. 
I remember the solid gristle at the end 
of the sturgeon’s nose which we boys 
utilized for the filling of a base ball, 
the rebound being considerably accel
erated by the same.

All Northern rivers abounded in 
this fish a hundred years ago. Down 
York State way sturgeon was pleas
ingly referred to as “Albany beef.”

It is doubtful if many of these fish 
are to-day in existence. They, with 
many others of the finny tribe, have 
gone the way of the aborigines of that 
early day and will never again vex the 
waters of our streams and rivers.

The sucker, too, has gone out.
As a boy, with a companion, I have 

set a net and spent half a day pulling 
in suckers, more for the sport of it 
than for any benefit, securing in a few 
hours several bushels of the fish. Not 
far removed from cruel sport I would 
say to-day, but environment teaches 
youngsters to do many things not 
really of an, elevating and humane 
nature. Maple sugar and fish—that 
is, the fish of those old days, have 
gone out never more to return.

Old Timer.

Benton Harbor—The Cardon Pump 
Co., 120 Pipestone street, has been in
corporated to manufacture and sell 
pumps, with an authorized capital 
stock of $50,000 preferred, 1,000 shares 
of class A stock at $8 per share and
3,000 shares of Class B.at $1 per share, 
of which amount $11,000 and 4,000 
shares has been subscribed, $2,000 paid 
in in cash and $11,000 in property.

HOTEL DOHERTY
CLARE, MICHIGAN

A bsolutely  F ir s  P roof S ix ty  Rooms
All M odern Convonlsneos 

R A TES from  91.SO, E xcellen t Coffee Shop 
“ ASK  T H E  BOYS W HO ST O P H E R B "
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A . R. WALKER CANDY 
^  CORPORATION

1 3 wo m o , M ichigan"

DRUGS
M ichigan B oard o f P h arm acy . 

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

20 a n d  21; G rand  R apids, M arch  16, 17 
a n d  18.

Furniture Polishes.
Liquid furniture polishes are usually 

incompatible mixtures, separating into 
several layers, and require to be well
agitated before use.
Linseed oil, r a w ------------------- 40 oz.
Diluted acetic acid __________16 oz.
Alcohol, denatured ----------------- 4oz.
Solution of antimony c h lo r-----2 oz.
Ammonium chloride ------------- 1 oz.
Spirit of cam phor----------------- 1 oz.

Add first the antimony solution, 
then the spirit of camphor and acid, 
and lastly, the ammonium chloride to 
the oil, and shake well after each ad
dition.
Alcohol, denatured ----------------10 oz.
Linseed oil, raw -------------------10 oz.
Sandarac ____________________ 2 dr.
Diluted acetic acid ----------------- 5 oz.
Nitric acid ----------------------------4 dr.

Dissolve the sandarac in the alcohol 
and add the other ingredients.

Bird Food.
Mocking Birds

Cayenne pepper, 2 oz.; rape seed, 8 
oz.; hemp seed, 16 oz.; corn meal, 2 
oz.; rice, 2 oz.; cracker, 8 oz.; cotton 
seed oil, 2 oz.

Mix and grind together to coarse 
powder then add the oil.

2. Powdered crackers, A  lb.; corn 
meal, 9 oz.; hemp seed, 1 oz.; capsicum, 
10 gr. Mix all in fine powder.

Red Birds.
Sunflower seed, 8 oz.; hemp seed, 

16 oz.; canary seed, 10 oz.; wheat, 8 
oz.; rice, 6 oz. Mix as above.

2. Sunflower seed, 8 oz.; hemp seed, 
16 oz.; canary seed, 10 oz.; cracked 
wheat, 8 oz.; rice, 6 oz. Mix. Grind 
to a coarse powder.

Lilac Water.
Oil of Bitter Alm ond------- 3 drops
Extract of Civet -------------Vi ounce
Extract of Tuberose_____ 1 pint
Extract of Orange Flower — pint

This can be diluted with cologne 
spirit and water to the desired strength. 
The peculiar odor of lilac flowers is due 
to a liquid principle called terpineol, 
which also exists in many of the es
sential oils. It is obtainable in the 
market under the name of lilacine, and 
is the product probably used in the 
manufacture of the cheaper lilac odors. 
It may be employed either alone or in 
connection with other ingredients, in 
alcohol of the required strength.

The Modern Preacher.
A planter asked a negro preacher 

what subjects he usually preached on 
in his labors among his people.

“Oh, d’rent subjects,” said the 
preacher. “Sometimes Ah preaches on 
love, sometimes on baptism, sometimes 
on heaven, an’ sich subjects.”

“Why don’t you preach occasionally 
on the subject of chicken stealing?” 

“Well, Ah tell you, boss, when Ah 
preaches on dem subjects hit allers 
throws a kind of coldness over de 
meetin’.”

Laxative Cold Capsule.
Quinine Sulphate-------------- 2 grains
Acetanilid —-------——,-----------2 grains

Cascarin _________________V* grain
Powdered Capsicum--------------------Va grain
Aloin ------------------------------Va grain
Sodium Bromide----------------------- lA  grain

Liquid Court Plaster.
Pyroxylin ---------------------------- 1 oz
Amyl Acetate -----------------------5 ozs.
A cetone----------------------------------- 15 ozs.
Camphor -------------  2 drs.
Balsam F i r -------------------  2 drs.
Castor Oil ---------------------------- 2 drs.
Oil Cloves------------------------- 15 min.

The Best Way.
A benevolent customer gave Jerry, 

the colored bootblack, one of those 
one-pound cartons of black fruitcake 
that acquire merit and fly specks by 
remaining for months after Christmas 
in the windows of the grocer. A few

days later the following conversation 
took place.

“How did your wife and children like 
the cake, Jerry?”

“Well, to tell you de trufe, boss, I 
dun et all dat cake down here by 
myse’f.”

“That’s too bad, Jerry. I planned for 
the wife and family to have part of it.”

“Yas, suh, I knowed dat wuz what 
you wanted, mo’n likely, but I figured 
it disaway, dat it wuz a whole lot 
bettah foh one pusson to be puffeckly 
satisfied dan fer a whole family des 
to get a tas’e.”

By displaying and arranging goods 
where they show up to the best ad
vantage you secure the most possible 
sales with the least possible effort.

A COMPLETE LINE OF

Qood
Brooms

AT ATTRACTIVE PRICES

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

;v
WBBBmi  i I

¡ Q n ly  as ou 
can d ies excel fo r  
th e  p r ic e  a sk ed  
do  -w>e hope to ob
tain yo u r interest 
and m erit your con
tinued patronage

m m mmm *.
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cJELL-0
T S  4

always packed in
wooaen cases

fOY r 7̂" r̂J!u
everybody's protection

IT costs us more than paper 
cartons, but you  ̂ are 
assured that each individ

ual package will reach your 
shelves fresh and clean. No 
soiled or broken packages, 
no damage in transit, con- 
venience in handling and 
economy in storage space— 
that’s why we pack Jell-O in 
strong wooden cases.
T he Jell-O  C o m p a n y ,  Inc.

LE ROY, N . Y.

0 0 ^ 1

i

t/Jmericcis most fam dessert

WHOLESALE DRUG PRICE CURRENT

0+*

'ft
D ecorations  losing  fresh n ess

KEEP THE COLD, SOOT AND DUST OUT
In s ta ll "A M ERICA N  W IN D U S T IT E ” a ll-m e ta l 
W ea th e r  S tr ip s  an d  save  on y o u r coal bills, m ake 
yo u r ho u se-c lean in g  eas ie r, g e t m ore com fo rt from  
yo u r h ea tin g  p la n t an d  p ro te c t yo u r fu rn ish in g s  
an d  d rap e rie s  from  th e  ou tside  d irt , soo t a n d  d ust. 
S to rm -p roo f, D irt-p roo f, L eak -p roo f, R attle-p roo f. 

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

144 D ivision Ave., N orth
C itz. T elephone 51-916 ______ G rand R apids, Mich.

FILM PRICE LIST EASTM AN N. C. FILM  CA RTRID GES 
N on-A utograph ic

KODAK FILM  PACKS 
12 E xposures Only

N et Doz. R et. P ack

No. Size N e t Doz. R et. Roll Exp.
127 I% x2% $2.25 $ .25 8
117 2%x2% 1.80 .20 6
120 2%x3% 2.25 .25 6
105 2%x3% 2.25 .25 3
116 2%x4% 2.70 .30 6
116 2%x4% 5.40 .60 12
101 3%x3% 3.16 .35 3
118 3%x4% 4.05 .45 6
124 3%x4% 4.05 .45 6
124 3%x4% 8.10 .90 12
130 2%x4% 4.05 .45 6
122 3%x5% 4.95 .55 6
125 3% x 5% 4.95 .55 6
123 4 x5 4.95 .55 6
103 4 x5 4.95 .55 2

Inches
No. 500 l% x2%
No. 520 2%x3%
No. 516 2%x4%
No. 518 3%x4%
No. 542 3 x5%
No. 522 3%x5%
No. 523 4 x5
No. 515 5 x7

$3.15 
4.50 
5.40 
8.10 
9..00
9.90
9.90 

17.10

$ .35 
.50 
.60 
.90 

1.00 
1.10 
1.10 
1.90

CA RTRID GE FILM
A utog raph ic  Film  C artrid g es  fo r A u to 
g rap h ic  o r N on-A utograph ic  K odaks

SPE C IA L  D ISTRIBUTO RS OF

EASTMAN KODAKS 
and Supplies

Complete Stock of all items listed 
always in stock.

HAZELT1NE & PERKINS DRUG CO.
Wholesale Only

Manistee Michigan Grand Rapids

No. Size N e t Doz. R et. Roll E x t
A127 I% x2% $2.25 $ .25 8
A120 2 % x 3% 2.25 .25 6
A116 2%x4% 2.70 .30 6
A116 2%x4% 5.40 .60 12
A l 18 3%x4% 4.05 .45 6
A118 3%x4% 8.10 .90 12
A130 2% X 4% 4.05 .45 6
A130 2 % x 4% 6.75 .75 1 0
A122 3 % x 5% 4.95 .55 6
A122 3% x 5% 8.10 .90 1 0
A123 4 x5 4.95 .55 6
A126 4%x6% 6.75 .75 6

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

B oric ( P o w d ._15 @ 25
B oric (X ta l)  —  15 © 26
C arbolic _______ 38 © 44
C itric  __________  52 @ 68
M u ria tic  ----------  3%© 8
N itric  __________  9 © 15
O x a l ic __________ 15 ©  26
S ulphuric  _____  3%© 8
T a r ta r ic  _______ 40 @ 60

A m m onia
W ate r , 26 deg__08 @ 16
W ate r , 18 deg__07 © 13
W ate r , 14 deg .— 06 © 11
C a r b o n a te -------- 20 © 26
Chloride (G ran .) 10 %© 20

B alsam s
C opaiba _______  75@1 00
F ir  ( C a n a d a )_ 2 55©2 80
F ir  (O regon) — 65©1 00
P e ru  __________  3 00@3 26
T olu  __________  3 0003  26

B arks
C assia  (o rd in a ry )-  25© 30 
C assia  (S a ig o n )— 60© 60 
S a ssa fra s  (pw . 60c) © 65
Soap C u t (pow d.)

30c _____________ 18© 25

B erries
C ubeb --------------- ©1 00
F ish  ___________  0  26
J u n ip e r  _________ 8%@ 20
P rick ly  A sh

E x tra c ts
L icorice _________
Licorice, p o w d .__

Flow ers
A rn ica  ----------------
Cham om ile (Ged.) 
C ham om ile Rom. _

©1 26

60© 66 
©1  00

25©
30©

©

C otton  S e e d ----- 1 30© 1 50 ,
C u b e b s ___ ____ 7 00@7 25
E igeron  -----------  9 00© 9 25
E u ca ly p tu s  _____1 25©1 50
H em lock, p u re — 1 75@2 00 
J u n ip e r  B err ie s -  3 50@3 75 
J u n ip e r  W ood _ 1 50@1 75
L ard , e x t r a ___ 1 60 ©1 80
L ard , No. 1 __— 1 40© 1 60
L av en d a r F low — 8 50©8 75 
L av en d a r G a r’n  85©1 20
Lem on ________  5 25©5 50
L inseed , bid. bbl. © 93 
L inseed, raw , bbl. © 90
L inseed , bid. less  1 00© 1 13 
L inseed, ra .,  less 97©1 10 
M usta rd , a rtiiil . oz. © 35
N eats fo o t ----------1 35©1 50
Olive, p u re  ___  3 75©4 50
Olive, M alaga, 

yellow  —— —  2 75©3 00 
Olive, M alaga,

g reen  ___ - __-  2 75©3 00
O range, S w eet — 5 00©5 25 
O riganum , p u re -  ©2 50
O riganum , com 'l 1 00©1 20 
P en n y ro y a l __— 4 00©4 25
P e p p e r m in t_ 32 50@32 75
R ose, p u r e _ 13 50© 14 00
R osem ary  F low s 1 25 ©1 50 
Sandalw ood, E .

I. _________  10 50©10 75
S assa fras , tru e  1 75@2 00
S assa fra s , a r t i ’l 75©1 00
S p e a r m in t__ 16 50©16 75
Sperm  -----------  1 50©1 75
T a n s y __ __ — 10 00© 10 25
T a r, U SP  _____  50© 65
T u rp en tin e , bbl. ©1 00
T u rp en tin e , less  1 07@1 20
W in terg reen , 

leaf - - - - - ——  6 00©6 25 
W in te rg reen , sw eet

b irch  — —___ 3 00 ©3 25
W in te rg reen , a r t  76©1 00
W orm  s e e d ___  9 00© 9 25
W orm w ood ___  9 00©9 25

Po tassium

B e l la d o n n a --------
Benzoin -------------
Benzoin C om p'd-
B uchu  __________
C a n th a r a d ie s ___
C apsicum  ----- —
C atech u  -----------
C inchona -----------
Colchicum  _____
C u b e b s _____- —
D ig ita lis  _______
G en tian  -------------
G inger, D. S. —
G uaiac _________
G uaiac, A m m on,.
iodine __________
iodine. Coloreless
iro n , Clo. —---------
K ino ___________
M yrrh  __________
JNux 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 60 
©1 55 
©3 50 
© 85
©3 50 
©1 70

G um s
A cacia, 1st ____  50© 65
A cacia, 2 n d ____  46© 60
A cacia , S o rts  —  20© 25 
A cacia, P ow dered  35© 40 
A loes (B a rb  Pow  25© 35 
A loes (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  --------------  @ 90
G uaiac, pow’d — @1 00
K ino __________  © 1 10
K ino, pow dered— @1 20
M yrrh  ----------------  © 60
M yrrh , pow dered  @ 65
Opium , powd. 19 65@19 92 
O pium , g ran . 19 65@19 92
Shellac --------------  90 @1 00
Shellac B leached 1 00© 1 10 
T rag acan th , pow. @1 76
T r a g a c a n t h __ 1 75© 2 25
T u r p e n t in e _____  @ 30

Insecticides
A rsen ic  -------------  15© 25
B lue V itrio l, bb l— © '17 
B lue V itrio l, less  08© 15
B ordea. M ix D ry  12 %@ 25 
H ellebore, W h ite

pow dered  ---------- 20© 30
In se c t P o w d e r_40© 65
L ead  A rsen a te  Po. 17© 30 
L im e an d  S u lphu r

D ry  —___ — —  9© 22
P a r is  G r e e n -------- 22© 30

L eaves
B uchu  _______  1 0001  25
B uchu , pow dered  ©1 30
Sage, B u l k --------  25© 30
Sage, % loose — © 40
Sage, pow dered_ © 36
S enna, A le x .___  60© 76
S enna, T inn . —  30© 35 
Senna, T inn . pow. 25© 35 
U va  U r s i _______  20© 26

Oils
A lm onds, B itte r ,

t r u e __ — ____ 7 5007  76
A lm onds, B itte r,

a r t i f i c i a l_____  3 00@3 25
A lm onds, Sw eet,

tru e  — —— _1 60 @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, rec tified  1 7502  00
A nise ---------------- 1 50© 1 75
B e r g a m o n t____  9 00© 9 25
C a jep u t - _______ 1 60@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 60@1 75
C i t r o n e l la _____ 1 25© 1 60
Cloves ________  3 00@3 25
C ocoanut _____  25© 35
Cod L i v e r _______ 1 75©2 25
C r o t o n __________2 0 9 0 2  26

B icarb o n ate  ----- 35© 40
B ich rom ate  ------- 15© 25
B rom ide ----------- 69© 85
B rom ide ----------- 54© 71
C hlora te , g r a n d -  
C h .o rate , powd.

23© 30

o r X t a l _______ 16© 2b
C yanide ------------- 30© 90
Iodide -------------4 66 0  4 86
P e rm a n g a n a te  — 20© 30
P ru ss ia te , yellow 65(j3) 75
P ru ss ia te , red  — © i 00
S u lp h a te  -------- 35© 40

Roots
A lk an et ------------- 30© 35
Blood, pow dered- 35© 40
C alam us _____ 35© (O
E lecam pane , pwd 25© 30
G entian , pow d.— 
G inger, A frican ,

20© 30

pow dered ------- 30© 35
G inger, J a m a ic a - 60© 65

15

35© 40
50© 55 
14© 16 
51© 60
35©1 85

G inger, Jam a ica ,
p o w d e re d --------

Goldenseal, pow. 
Ipecac, powd. —
Licorice -------------
L icorice, pow d.— 
O rris, pow dered- 
Poke, pow dered . 
R h u b arb , powd.

45© 50 
© 8 00 
©5 00 

35© 40
20© 30 
30© 40 
35© 40 

1 00@1 10
Rosinw ood, powd. @ 40 
S a rsap arilla , H ond.

g round  _______  @1 00
S a rsa p a r illa  M exican,

g round  _______  @ 80
Squills _________  35© 40
Squills, pow dered 60© 70
T um eric, pow d.— 20© 25 
V alerian , pow d.— @ 75

Seeds
A nise __________  @ 36
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 a r d a m o n ___ — @4 00
C oriander pow. .30 20© 25
Dill ____________  18© 25
F ennell ________  25© 40
F la x  ___________  08© 15
F lax , g r o u n d -----  08© 15
F oen u g reek  pow — 15© 25
H em p --------------  8© 15
Lobelia, powd. — @1 25
M usta rd , ye llow . 17© 25 
M usta rd , b lack  — 20© 25
P oppy  _________  22© 25
Q uince _______ 1 60@1 76
R ape — — -------- 15© 20
S abad illa  ----------  35© 45
S u n f lo w e r-------- 11%@ 15
W orm , A m erican  30© 40 
W orm , L e v a n t_ 4 50@4 75

L ead , red  d ry  — 15%@15% 
L ead , w h ite  d ry  16% ©15%
Lead, w h ite  oil_15% ©15%
O chre, yellow  bbl. © 2% 
O chre, yeliow  less 3© 6 
R ed V en e t’n  Am . 3%@ 7 
R ed V en et'n  E ng. 4© 8
P u tty  ------------------ 6© 8
W hiting , bbl. ___  © 4%
W h i t in g _______  5%@ 10
L. H . F . P rep —  3 0o©3 25 
R ogers P r e p ._ 3 05©3 25

M iscellaneous
A cetana lid  _____  47 @
A lu m ___________  08©
Alum . powd. and

g round  _______  09©
B ism uth , S u b n i

tra te  ________  3 54©3 59
B orax  x ta l o r

pow dered —_ 07© 12
C an th a rad es , po. 1 50@2 00
Calom el _______  2 0202  22
C apsicum , pow ’d 48© 55
C arm ine ______  7 00©7 50
C assia  B u d s ___
Cioves _________
C halk  P rep a re d __
C holoroform  ___
C hloral H y d ra te  1
C o c a in e _____ 12 10© 12 80
Cocoa B u t t e r __  50© 75
C orks, lis t, le s s .  40-10%
C opperas ______  2%© 10
C opperas, Pow d. 4© 10
C orrosive Sublm  1 6501 86
C ream  T a r t a r _31© 38
C u ttle  b o n e _____ 40© 60
D ex trine  _______  6© 15
D over's  P ow der 3 50©4 00 
E m ery , A il Nos. 10© 15 
E m ery , P ow dered  8© 10 
Epsom  S alts , bbls. © 
E psom  S a lts , less 3%© 10
E rg o t, p o w d e re d _@1 25
F lak e , W h i t e ___  15© 20
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 its  less 04© 10
Glue, B r o w n ___  21© 30
Glue, B row n G rd 15© 20
Glue, w h ite  —_27%© 35
Glue, w h ite  grd . 25© 35
G ly e c r in e _______  29© 60
H ops ___________  65© 75
Iodine _________  6 45@6 90
Iodoform  _____  7 3507 65
L ead  A c e t a t e _ 20© 30
M ace ___________  @1 45
M ace, pow dered  _ ©1 50
M e n th o l_____  10 00@10 50
M o r p h in e ___ 11 18© 11 93
N u x  V o m ic a ___  © 30
N ux  V om ica, pow. 17© 25 
P ep p er b lack  pow. 55© 60
Pepper, W h i t e _60© 65
P itch , B u rg u d ry  12%© 20 
Q uassia  ___________12©

T in c tu res
A conite  —
Aloes ____
A rn ica  ----
A safoe tida

@1 80 
©1 45 
@1 10 
©2 40

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 t e r ________11© 22
Seid litz  M ix tu re_ 30© 40
Soap, g r e e n _____ 15© 30
Soap m o tt cas t. 22%© 25 
Soap, w hite  cas 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 icarb o n ate  3%@ 10
Soda, S a l _____ 02 %@ 08
S p ir its  C am p h o r. @1 35
Sulphur, r o l l ----- 3%@ 10
Sulphur, S u b i .__ 04© 10
T a m arin d s  _______ 20© 25
T a r ta r  E m e t i c _70© 75
T u rp en tin e , V en— 50© 75 
V an illa  Ex. p u re  1 76@2 25. 
V an illa  E x. p u re  2 50@3 00 
Z lno S u lpha te  . . . .  06© 16
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail

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

ADVANCED DECLINED
C andy
Lam b
Q u ak er Milk 
R unkles Cocoa

AMMONIA
A rctic , 16 o s . ----------- 2 00
A rctic . 22 os. .........—- 3 36
Q uaker, 36, 12 os. case  3 86

A X LE O REA SE
48, 1 l b . _____________ 4 86
24, 3 l b . _____________ « 00
10 lb. pa ils , p e r dos. 8 60 
16 lb. p a lls , p e r  dos. 11 95 
25 lb. pa ils , p e r  doz. 19 60 

BAKING PO W D ERS 
A rctic, 7 os. tu m b le r  1 36 
Q ueen F lak e , 16 oz., dz  2 26
Royal, 10c, doz. ____ _ 95
Royal. 6 oz., dos. — 2 70
Royal. 12 oz., dos. _ 6 20
R oyal, 5 l b . _______ 31 80
Rooks t ,  16 os., dos. 1 26

K. C. B rand
P e r  case

10c size, 4 d o z . ______3 70
15c size, 4 d o z . ______5 50
20c size, 4 d o z . ______7 20
25c size, 4 doz. _______9 20
50c size, 2 doz. _______8 80
80c size, 1 d o z . ______8 85
10 lb. size, % d o z .___ C> 75
F re ig h t p repa id  to  jobb ing  
po in t on case  goods. 
T erm s: 30 days n e t o r 2% 
cash  d iscoun t if re m ittan ce  
reach es  u s w ith in  10 days 
from  d a te  o f invoice. D rop 
sh ipm en ts  from  facto ry .

B E E C H -N U T  BRANDS.

M ints, a ll f l a v o r s ____ -  60
G u m ___________________ 70
F r u i t  D r o p s ___________ 70
C a r a m e l s ______________ 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 60
Sliced beef, l a r g e ___ 4 50
G rape Jelly , m edium_2 70
P e a n u t b u 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 86 
P e a n u t b u tte r , 3 Vi oz. 1 80
P rep a re d  S p a g h e t t i_1 40
B aked  beans, 16 oz.— 1 40

O riginal

condensed  P e a rl 

C row n C apped 

4 dos., 10c dz. 85 

3 dz. 15c, dz. 1 26

B R E A K FA ST  FOODS 
C racked  W h ea t, 24-2 3 85 
C ream  o f W h ea t, 18s 3 90 
C ream  of W h ea t, 24,

14 oz. _____________3 05
Plllsbury*s B es t C er’l 2 20
Q u ak er Puffed  R ice_5 60
Q u ak er Puffed  W h ea t 4 30 
Q u ak er B rfs t B iscu it 1 90
R alston  B r a n z o s ___ 3 20
R alsto n  Food, l a r g e _4 00
Saxon  W h ea t F o o d _3 90
F i t s  W h ea t, 12s ___  1 80

P o s t 's  B rands.
* G rap e -N u ts , 2 4 s _____ 3 80

G rap e -N u ts , 100s -------2 76
in s ta n t  P o s tu m , No. 8 6 46

In s ta n t P o stu m , No. 9 5 00 
In s ta n t P o s tu m  No. 10 4 50 
P o stu m  C ereal, No. 0 2 25 
P o stu m  C ereal, No. 1 2 70
P o s t T oasties, 3 6 s _3 45
P o s t T o astie s , 24s 3 45 
P o s t’s  B ran , 2 4 a ___ 2 70

BROOMS

S ta n d a rd  P a rlo r , 23 lb. 8 25
a n cy  P a rlo r , 23 lb. „  9 25
Ex. F a n c y  P a r lo r  25 lb. 9 76
Ex. Fey. P a r lo r  26 lb. 10 60
T oy _________________ 2 25
W hisk , No. 3 _______ 2 75

B R U SH E S
S crub

Solid B ack , 8 in. —__ 1 50
Solid B ack, 1 in. ___ 1 76
P o in ted  E n d s ------- __ 1 25

S tove
_ 1 80

No. 6 0 ___  — ___ 2 00
P eerless  _____ —. . . __  2 <0

Shoe
No. 4-0 _____ __ 2 25
No. 20 _ _________

B U T T E R  COLOR
D andelion, _______ ___2 26

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 , 12s ----- ------14%
W i c k i n g ____________ 40
T udor, 6s, p e r  box _ 30

CA NN ED  FR U IT  
A pples, 3 lb. S ta n d a rd  1 60
A pples, No. 1 0 _ 4 50@5 75
A pple Sauce, No. 10 7 76 
A prico ts , No. 1 1 75©2 00
A prico ts , No. 2 _—— 3 00
A prico ts , No. 2% 3 00@3 76 
A prico ts , No. 10 —— 8 26 
B lackberries , No. 10 10 60 
B lueber 's , No. 2 8 00©2 76
B lueberries, No. 10_ 14 00
C herries, No. 2 _____ 3 60
C herries, No. 2 % _____4 00
C h errie s , No. 10 ___ 14 00
L oganberries , No. 2 — 8 00 
L oganberries , No. 10 10 00 
P each es , No. 1 1 60©2 10
P eaches , No. L  S liced 1 40 
P eaches, No. 8 — 2 76
P eaches, N o. 8% Mich 8 25 
Peaches, 2% Cal. 3 3503  76 
P eaches, 10, M ich. — 8 60
P ineapp le , 1, s i . ____1 66
P ineapp le , 2 s L ------2 60
P ’apple , 2 b r. s L ___ 2 40
P ’app le , 2%, sll. ------ 2 90
P ’app le , 2. c r u . ------2 60
P ineapp le , 10 c ru . _  9 00
P ea rs , No. 2 --------------4 00
P ea rs , N o. 2 % -----------4 65
P lu m s, No. 2 — 8 4002  60
P lu m s, No. 2 % ---------- 2 90
R aspberrie s , No. 2, b lk  2 90 
R aspb’s, R ed , No. 10 16 00 
R aepb 's. B lack,

No. 1 0 _____________ 14 00
R hubarb , No. 10 4 7 5 0  5 60 
S traw b e rr ie s , No. 10 12 00 

CA N N ED  FISH  
C lam  C h’der, 10% oz. 1 35
Clam  Ch.. No. 3 _____ 3 60
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 add le , 10 oz. 3 30 
C lam  Bouillon, 7 oz._ 2 50 
C hicken H addie, No. 1 2 76
F ish  f la k e s ,  sm all — 1 35 
Cod F ish  C ake, 10 oz. 1 35 
Cove O ysters, 6 oz. — 1 90 
L o b ste r, No. %. S ta r  2 90
Shrim p, 1, w e t ---------1 86
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 la sk a  4 26
Salm on, M ed. A lask a  3 40
Salm on, P in k  A la sk a  1 90
S ard ines, 1m. %. ea . 10028 
S ard ines, Im ., %, ea. 25
S ard ines, C al. _ 1 6 6 0 1  86
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 u rtis , doz. 3 50 
T u n a , Is , C u rtis , doz. 7 00 

CA N N ED  M EAT. 
B acon, Med. B eech n u t 8 00 
B acon, L ge B eech n u t 4 95 
B eef, No. 1, C orned _  3 10 
B eef, No. 1. R o a s t _  2 95 
B eef, No. 2%, Q ua. sli. 1 36

B eef, 3% oz. Q ua. sll. 1 76 
Beef, 5 oz., Q ua. sli. 2 35 
B eef, No. 1, B ’n u t, sli. 4 60 
B ee fs teak  & Onions, s  3 45 
Chili Con Ca., I s  1 35@1 45
D eviled H am , % s —  2 20
D eviled H am , % s ___3 60
H a m b u rg  S te a k  &

Onions, No. 1 _____ 3 15
P o tte d  B eef, 4 oz. —  1 10 
P o tted  M eat, % L ibby  52% 
P o tted  M eat, % L ibby 92%
P o tte d  M eat, % Q ua. 90 
P o tted  H am , Gen. % 1 86 
V ienna  S aus., No. % 1 45 
V ien n a  S ausage , Q ua. 95
V eal Loaf, M e d iu m _2 65

B aked B eans
C am pbells ____ ___ — 1 16
Q uaker, 18 o z . _____ 90
F rem o n t, No. 2 ---------1 20
Snider, No. 1 _________ 95
Sn ider, No. 2 _______1 25
V an  C am p, sm all _— 86
V an  C am p, M e d . ---- 1 15
CA NN ED  V E G E T A B L E S.

A sp arag u s .
No. 1, G reen  tip s  4 1004  26 
No. 1, G reen  tip s  4 1004  26 
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  26 
G reen  B eans, 10s — 0 7  50
L. B eans, 2 g r. 1 3602  65 
L im a  B eans, 2s, S oaked 96
R ed K id. No. 2 ---------- 1 26
B ee ts , No. 2, w h. 1 7502  40
B ee ts , No. 2, c u t ___ 1 20
B eets , No. 3, c u t ------1 60
C orn, No. 2, Ex. s ta n . 1 65 
Corn, No. 2, F an . 1 80©2 35 
C orn, No. 2, F y . g la ss  3 25 
Corn, No. 10 _  8 00©12 00 
H om iny, No. 3 1 00©1 16
O kra , No. 2, w hole _  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 te ls  _—_ 36 
M ushroom s, Choice 8 oz. 48 
M ushroom s, S u r  E x t r a  65
Peas, No. 2, E . J . ------1 66
P eas , No. 2, S ift,

J u n e  _______   1 86
P eas , No. 2, E x. SifL

EL J . _______________ 2 26
P eas, Ex. F ine , F ren c h  26 
P u m p k in , No. 3 1 4501  75 
P u m pk in , No. 10 4 7506  00 
P im en to s , %, each- 12014 
P im en toes , %, each  _  27
Sw ’t  P o ta to e s , No. 2% 3 00 
S a u rk ra u t, No. 3 1 40 0 1  60 
Succo tash , No. 2 1 6 5 0 2  50 
Succo tash , No. 2, g la ss  2 80
Spinach , No. 1 ----------- 1 25
S pinach , No. 2— 1 6 0 0 1  90
S pinach , No. 3_ 2 1002  60
Spinach , No. 10_ 6 0007  00
T om atoes , No. 2 1 2 0 0 1  35 
T om atoes, No. 2 g la ss  2 60 
T om atoes , No. 2, g la ss  2 60
T om atoes , No. 1 0 _6 00

C A TSU P.
B -n u t, S m a l l ---------------1 90
L ily  o f V alley, 14 oz. — 2 60 
L ily  o f V alley. % p in t  1 76 
P a ra m o u n t, 24, 8s —  1 45 
P a ra m o u n t, 24, 16s — 2 40
P a ra m o u n t, 6, 1 0 s _10 00
S niders , 8 o z . __ ——  1 75
S niders , 16 o z . ---------2 65
Q uaker, 8% o z . ___ — 1 30
Q u ak er, 10% oz. -----  1 40
Q u ak er, 14 oz. __—  1 96 
Q uaker, G allon G lass 13 06 

C H ILI SAUCE
Snider, 16 o z . ---------- 8 80
Snider, 8 o z . ------------- 2 30
L illy  V alley . 8 oz. _  2 25 
L illy  V alley, 14 oz. __ 3 60 

O Y STER CO CK TAIL. 
Sn iders, 16 oz. — —  8 60
S n iders , 8 o z . -------- —  2 60

CH EESE
R o q u e f o r t__________ — 66
K ra f t ,  Sm all t i n s ___ 1 65
K ra ft, A m erican  —— 1 65
Chili, sm all t i n s ----- 1 65
P im en to , sm all t i n s __1 65
R oquefo rt, sm all t in s  2 26 
C am enbert, sm all tin s  2 26
W isconsin  N e w -------- 27
L onghorn  ___________ 27
M ichigan F u ll C ream  28 
N ew  Y ork  F u ll C ream  33
S ap  S ago  _________ — 40
B r i c k ------------------------28

C H EW IN G  GUM.
A dam s B lack  J a c k ----- 66
A dam s B lo o d b e r r y ----- 65
A dam s D e n t y n e -------- 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 eech n u t W in te rg reen  _ 70 
B eech n u t P e p p e rm in t -  75 
B eech n u t S p ea rm in t —  70
D oub lem in t ____________ 66
P ep p e rm in t, W rig leys  — 65 
S p ea rm in t, W rig leys  — 65
J u icy  F r u i t  ------------------66
W rlg ley ’s  P -K  —----------65
Zeno _____________ 65
T e a b e rry  ---------------------- 65

CHOCOLATE.
B aker, C aracas, % s —  37 
B ak e r, C aracas, % s —  35 
H ersheys , P rem iu m , % s 35 
H ersheys , P rem iu m , % s 36 
R unkle , P rem ium , %s_ S3 
R unkle , P rem iu m , i /5 s  36 
V ienna  Sw eet, % s —— 36

COCOA.
B un te , % s _____________ 42
B u n te , % l b . _____ —— 85
B u n 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 u tch , % lb. 2 35
H ersh ey s , % s ----------- — 33
H ersheys , % s _____ __— 28
H u y l e r______________  36
Low ney, % s ___________ 40
Low ney, % s ___________ 40
Low ney, % s ___________ 38
Low ney, 5 lb. c a n s ___31
R unkles, %s __________ 31
R unkles, l /5 s  __________ 36
V an  H ou ten , % s -------- 76
V an  H o u ten , % s _____ 75

COCOANUT
D unham 's

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

C LO TH E S LIN E.

B lue G rass , B aby, 96 4 65 
Blue G rass, No. 10 _  4 76 
C arnation , Tall, 4 doz. 5 00 
C arnation , B aby, 8 dz. 4 90
E v ery  D ay, T a l l ----- 6 00
E v ery  D ay, B a b y ----- 4 90
P e t, T a ll ------------------- 6 00
P e t, B aby, 8 o z . ----- 4 90
B orden’s  T a l l ----------- 6 00
B orden’s B aby  ----------4 90
V an  Cam p, T a ll ——  4 90 
V an  Cam o. B a b y ----- 3 76

D R IED  F R U IT S  
A pples

N. Y. Fey ., 50 lb. box 15% 
N. Y. F ey ., 14 oz. pkg. 16

A prico ts
E v ap o ra ted , C h o ic e_30
E v ap o ra ted , F a n c y  __ 81
E v ap o ra ted , S labs _ 28

C itron
10 lb. b o x _____________48

CIGARS
G. J .  Jo h n so n 's  B rand  

G. J .  Jo h n so n  C igar,
1 0 c ______________  76 00

T u n is  Johnson  C ig a r Co.
V an  D am , 1 0 c --------  75 00
L ittle  V an  D am , 6c _ 37 60

W orden G rocer Co. B rands
M aste r Piece, 60 T in -  37
C anad ian  C l u b -------- 37
Tom  M oore M onarch  75 
Tom  M oore P a n a te lla  75 
Tom  M oore C ab in e t 95 
Tom  M. Invincib le  115
W e b s t e r e t t s --------------37
W eb ste r Savoy -----  76
W eb ste r P l a z a _____ 95
W eb ste r B elm ont— 110 
W eb s te r S t. R eges—125
S ta rlig h t R o u s e ----- 90
S ta rl ig h t P -C lub  — 1 36
T l o n a ________ —----- 30
C lin t F o r d -------------- 35
B e n e d ic t s ___________ 37

60
60
0000
00
00
50
00
00
00
0000
00
00
00
50

CO NFECTION ERY
S tick  C andy P a ils

S t a n d a r d ----------- ------- 17
Ju m b o  W rapped  —— 19 
P u re  S u g a r S tick s  600s 4 20 
B ig  S tick , 20 lb. case  20

Mixed C andy

C u rra n ta
P ack ag es , 14 o z . __ _ 16
G reek, B ulk , l b . ___ — 15

D ates
D rom edary , 3 6 s _____ 6 76

P eaches
E vap . Choice, u n . ____ 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 erican  -_____24

R aisins.
Seeded, b u l k __________12%
T hom pson’s  s ’dles b lk  9% 
T hom pson’s  seedless,

15 o z . _______________12
Seeded, 15 oz. ___ 16

C alifo rn ia  P ru n es  
90O100, 25 lb. boxea _O08% 
60070, 25 lb. boxes —O i l
50060, 25 lb. b o x e s_©12
10 0 5 0 , 25 lb. b o x e s_0 1 3
30040, 25 lb. b o x e s_©17
20030, 25 lb. boxes —©26

FARIN A CEO U S GOODS
B eans

Med. H a n d  P ick ed  _  06
Cal. L im as  _ _____ 16
B row n. S w e d is h ____ 07%
Red K i d n e y _________12

H em p. 60 f t . __________ 2 26
T w isted  C otton , 50 fL 1 76
B ra ided , 50 f t _____ 2 75
S ash  C o r d ____________ 4 25

ÍHUME GROCER CO.
M O y t J T l t J  

MUSKCCON. MIC!

C O F F E  ROASTED
BU LK

R i o ___ ______________ 28
S a n t o s ___________ -  36037
M araca ibo  ___________ 41
G a u tem a la  ___________43
J a v a  a n d  M o c h a ___ 52
B ogo ta  ______________ 45
P e a b e r r y _____________ 87
M cL aughlin’s  K ep t-F resh  

V acuum  packed. A lw ays 
fresh . C om plete line  of 
h ig h -g rad e  bu lk  coffees. 
W . F . M cL aughlin  & Co., 

Chicago.
M axwell H ouse B rand .

1 lb. t i n s ___________  61
3 lb. t in s  ___________ 1 60

T e lfer Coffee Co. B rand 
B o k a y ________________42

Coffee E x tra c ts
M. Y., p e r  1 0 0 ------ 12
F r a n k ’s  50 pkgs. __4 25
H u m m el’s  60 1 lb. 10%

CO N D EN SED  M ILK
L eader, 4 doz. _______ 6 76
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 doz. _ 4 40
C arolene, T all, 4 doz. 8 80
C arolene, B a b y ______3 60

EV A PO RA TED  M ILK

Q uaker, T all, 4 d o z ._4 80
Q uaker, B aby , 8 doz. 4 70 
Q uaker, G allon, % dz. 4 65 
B lue G rass , T a ll 48 „  4 65

K in d e rg a rten  —------------ 17
L ead e r ________________ 16
X. L. O. _______________ 12
F ren c h  C ream s _________16
Cam eo ------ --------------— 19
G rocers ________________ 11

F an cy  C hocolates
5 lb. B oxes

B itte rsw ee ts , A ss’te d  1 70 
Choc M arshm allow  D p 1 70 
M ilk C hocolate A  A  1 70
N ibble S t i c k s ----------- 1 85
P rim ro se  C h o c . -------- 1 10
No. 12, Choc., L ig h t _ 1 66 
C hocolate N u t Rolls _ 1 80

Gum D rops P a ils
A nise _______________ 16
C itron  G um s ----------- 16
C hallenge G um s ----- 14
F av o rite  ____________ 20
Superio r, B o x e s _____ 22

Lozenges P a lls

A. A. Pep. Lozenges 20 
A. A. P in k  Lozenges 16 
A. A. Choc. L ozenges 16
M otto H e a r t s _______ 19
M alted  M ilk L ozenges 21

H ard  Goods. P a lls
L em on D r o p s _______ 19
O. F . H orehound  dps. 19
A nise  S q u a r e s _____ 19
P e a n u t S q u a r e s -------- 18
H orehound  T a b l e t s _19

Cough D rops B xs.

P u tn a m ’s  ________ —  1 36
S m ith  B r o s . ________ 1 50

P ackage  Gooda
C ream ery  M arshm allow s 

4 oz. pkg., 12s, c a r t.  95 
4 oz. pkg ., 48s, case  3 90

S pecialties
W aln u t F u d g e -------!------23
P ineapp le  F udge  ____— 21
Ita lia n  Bon B o n s ____ 17
A tlan tic  C ream  M in ts . 31 
S ilver K ing  M .M allows 1 60 
W aln u t S undae, 24, 6c 80
N eapo litan , 24, 5 c ___80
Y ankee Jack , 24, 5c — 80
M ich. S u g a r Ca., 24, 6c 80 
P a l O M ine, 24, 6c — 80

COUPON BOOKS
50 Econom ic g rad e  2 50 

100 Econom ic g rad e  4 60 
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.

CREAM  OF TA R TA R  
•  lb. b o x e s ___ ________ SI

F a rin a
24 p a c k a g e s _________ 2 50
B ulk , p e r  100 l b s . ___ 06%

H om iny
P ea rl, 100 lb. sac k s  _ 6 00

M acaroni
M ueller’s  B ra n d s  

9 oz. pack ag e , p e r  doz. 1 30 
9 oz. p ackage , p e r  case  2 60
Elbow, 12 lb ., b u l k _2 40
E gg  Nood., 12 lbs., bu . 2 22 
T risom  N oodles, 12

lbs., b u l k __________1 62
Q uaker, 2 d o z . ______2 00

P earl B arley
C h es te r ______________4 75
0000 __________________7 00
B arley  G rits  _______ 6 00

P eas
Scotch, lb. _________  05%
S plit, lb. y e l lo w _____ 08
S p lit g r e e n _________ 09

S age
E a s t  In d ia  _________ 10

T ap ioca
P e a rl, 100 lb. sac k s  __ 09
M inute, 8 oz., 3 doz. 4 05 
D rom edary  I n s t a n t_3 50
FLAVORING EX TRA CTS

Doz. Dos.
V anilla  P U R E  Lem on
1 6 0 __ %  ounce —  1 60
1 8 0 ___1% ounce —  1 80
3 20 ___2% o u n c e ___ 3 20
3 00 ___2 ounce   8 00
5 50 __ 4 ounce —  6 50

U N ITE D  FLAVOR
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 26

Jiffy  Punch
_ 2 25

A sso rted  flavors.

F R U IT  CANS
M ason.

7 60
One p i n t _______ ___  7 75
One q u a r t  _____ ___  9 00
H alf g a l l o n ____ 12 00

Ideal G lass T op .
Rubbers,

9 00
O ne p i n t _______ ____9 25
One q u a r t _____ ____11 00
H a lf  gallon U  26
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26 O Z ., 1 doz. c a s e _6 00
3 % oz., 4 doz. case_3 60
One doz. free  w ith  5 cases.
Jello-O , 3 doz. _______ 3 45
M inute , 3 doz. -----------4 05
P lym ou th , W h i t e ------ 1 55
Q uaker, 3 doz. _______ 2 55

HORSE RADISH
P e r  doz., 5 oz. -- ------1 20
JE L L Y  AND PR ES ER V ES
P u re , 30 lb. p a i l s ----- 3 30
Im ita tio n , 30 lb. pa ils  1 75 
P u re , 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 ean u ts , S panish ,
125 lb. b a g g s _____ 11%

F ilb e rts  _____________  32
P ecan s  ________ ___ 1 10
W aln u ts  __________ _ 65

OLIVES.
Bulk, 5 gal. k e g ___ 8 50
Q u a rt J a r s ,  d o z e n _6 50
Bulk, 2 gal. k e g ____ 3 60
Bulk, 3 gal. k e g ___ 5 25
P in t, J a r s ,  d o z e n ___ 3 50
4 oz. J a r ,  p lain, doz. 1 35 
5% oz. J a r ,  pi., doz. 1 60 
9 oz. J a r ,  p lain, doz. 2 35
20 oz. J a r ,  PI. doz._4 25
3 oz. J a r ,  S tu ., doz. 1 35 
6 oz. J a r ,  s tu ffed , dz. 2 50 
9 oz. J a r ,  stu ffed , doz. 3 50 
12 oz. J a r ,  S tuffed,

d o z . _______  4 50@4 76
20 oz. J a r ,  s tu ffed  dz. 7 00 

PA RIS G REEN
% s ------------------------------- 31
Is  _____________________ 29
2s an d  5s _____________ 27

PE A N U T  B U TTER

K ln g n u t, 1 lb. -------- 27%
K ingnu t, 2 & 6 l b . ----- 27
Jan Westenbrugge Brands 

Carload D istributor

B OLEOMARGARINE

N ucoa, 1 lb. -------------27
N ucoa, 2 and  5 l b . _26%

W ilson & Co.’s B rands
C ertified  ____________ 25%
N u t _________________ 20
Special R o l l -------------- 25%

M ATCHES
Sw an, 1 4 4 ___________ 5 00
D iam ond, 144 b o x ___ 6 60
S earch ligh t, 144 box 6 60 
Ohio R ed L abel, 144 bx  5 00 
Ohio B lue Tip, 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 
N one Such. 4 doz. — 6 47 
Q uaker, 3 doz. case  — 3 60 
Libby, K egs, w e t, lb. 22 

M OLASSES

Bel Car* Mo B rand
24 1 lb. p a l 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. pa ils  __________
50 lb. tin s  __________
25 lb. p a ils  __________

Iron  B arre ls  
PETRO LEUM  PRODUCTS
P erfec tio n  K e r o s in e_12.1
R ed Crow n Gasoline,

T a n k  W agon _____  17.7
Solite Gasoline _____  20.7
Gas M achine G asoline 38.4 
V. M. & P. N a p h th a  21.6
C apitol C y lin d e r_____ 39.2
A tlan tic  R ed E ng ine  21.2 
W in te r B l a c k _________12.2

(polarine
Iron B arre ls.

L ig h t _________________ 62.2
M edium  ______________ 64.2
H eav y  ________________ 66.2
Special h e a v y ________ 68.2
E x t ra  h eav y  _________ 70.2
T ran sm issio n  O i l ____ 62.2
F in d ,  4 oz. cans, doz. 1 50 
F inol, 8 oz. cans, doz. 2 25
P arow ax , 100 l b . ____  9-3
P arow ax , 40, 1 l b . _9.5
Parow ax , 20, 1 lb. — 9.7

Gold B re r R abb it 
No 10, 6 cans  to  case  5 70 
No. 5, 12 can s  to  case  5 95 
No. 2%, 24 cans  to  cs. 6 20 
No. 1%, 36 can s  to  cs. 5 15 

Green B rer R abbit 
No. 10, 6 can s  to  case  4 45 
No. 5, 12 cans  to  case  4 70 
No. 2%, 24 cans  to  cs. 4 95 
No. 1%, 36 cans  to  cs. 4 ¿0 

A un t D inah B rand 
No. 10, 6 c an s  to  case  3 00 
No. 6, 12 cans  o case  3 25 
No. 2%. 24 can s  o cs. 3 50 
No. 1%, 36 cans  oe cs. S uu 

New Orleans
F an cy  Open K e ttle  — 74
Choice ------------------------- "f
F a ir  ----------- -—--------

H a lf b a rre ls  5c e x tra  
M olasses in  Cans 

Dove, 36, 2 lb W h. L. 5 60 
Dove. 24, 2% lb  W h. L  5 20 
Dove, 36, 2 lb. B lack  4 30 
Dove, 24, 2% lb. B lack  3 90 
Dove. 6, 10 lb. B lue L  4 46 
P a lm e tto , 24, 2% lb. 5 25

NUTS.
Whole

Alm onds, T e rreg o n a— 30
B razil, N e w -------------
F ancy  m ixed ----------- «
F ilb e rts , Sicily - - - - -  2» 
P ean u ts , V irg in ia  R aw  10 
P e a n u ts , V ir. ro a s ted  11% 
P e a n u ts , Jum bo , ra w  11 
P e a n u ts , Jum bo, r s td  12%
Pecans, 3 s t a r ----- — 24
Pecans, Jum bo __----- fu
Pecans, M am m oth __ 50 
W alnu ts , C aliforn ia  — ¿o 

Salted Peanuts.
F ancy , No. 1 ----------- J*
Jum bo  -------- - ----------  1 1

Shelled.— 7*

«Iff
2 75 
4 60

Sem dac, 12 p t. cans 
Sem dac, 12 q t. cans  

PIC K L ES 
M edium 8our

B arre l, 1600 co u n 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 25
Dill P icklea.

800 Size, 15 g a l . ----- 10 00
P IP E S .

Cob, 3 doz. in  bx. 1 00@1 20 
PLAYING CARDS

D erby, p e r  doz. -------- 2 75
B icycle ---------------------- 4 75

POTASH
B ab b itt’s, 2 d o z . ----- 2 75

FR E SH  M EATS 
Beef.

Top S tee rs  & H eif. — @18 
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
14

Good — 12%
M edium 11
Common

Veal.
10

Top ----- 19
Good — 17
M edium

Lam b.
14

S pring  L am b  ----------- 25
Good — 23
M edium 20
P o o r -----

M utton .
15

Good —__8 ------ •14

M edium  ______________ 12%
P o o r ________________  10

Pork.
L igh t hogs _________  16
M edium  hogs _________16%
H eavy h o g s _____ ___ 16
Loins _______________  25
B u tts  _______________  23
Shoulders ___________ 19
S p are rlb s  ___________ 18
N eck bones -------------- 06

PROVISIONS 
B arreled  Pork  

C lear B ack  „  34 50@35 00 
S hort C ut Clear34 50@35 00 

Dry S a lt M eats 
S P  B ellies __ 28 00@30 06 

L ard
P u re  in t i e r c e s _____ 16%
60 lb. t u b s ___advance  %
50 lb. t u b s ___advance  %
20 lb. p a i l s ___advance  %
10 lb. p a l l s ___advance  %

5 lb. p a i l s ___advance  1
3 lb. p a l l s ___ advance  1

Com pound t i e r c e s ____ 14
Com pound, tu b s  ____ 14%

S ausages
B o lo g n a ______________ 12%
L iv er __________ __■._12
F ra n k fo r t  ___________ 17
P o r k ____________  18 @20
V eal ________________ 19
T ongue, J e l l i e d _____ 32
H eadcheese  _________ 18

Sm oked M eats 
H am s, C ert., 14-16 lb. 31
H am s, C ert., 16-18 lb. 31
H am , d ried  beef

s e ts  _______________  @32
C alifo rn ia  H a m s ___  @20
P icn ic  Boiled

H a m s _________  30 @32
Boiled H am s ____ 40 @42
M inced H a m s ___ 14 @17
B acon _____ :____ 33 @42

Beet
Boneless, ru m p  26 00@28 00
Rum p, n e w _ 27 00@30 00

Mince M eat.
Condensed No. 1 car. 2 00 
Condensed B ak e rs  b rick  31
M oist in  g la ss  --------  8 00

P ig ’s F ee t 
Cooked in V in eg ar

% bbls. _____________ 2 15
% bbls., 35 l b s . -------- 3 10
% bbls. _____________  8 25
1 bbl. _____________  18 00
K its , 15 lbs. -----------  90
% bbls., 40 l b s . _____ 1 60
% bbls., 80 l b s . _____ 3 00

C asings
H ogs, p e r lb. _________@63
B eef, round  s e t _____20@30
B eef, m iddles, s e t_@1 75
Sheep, a  sk e in_ 2 00@2 25

RICE
F a n c y  B lue R o s e ------- 09%
F an cy  H e a d ___________10%
B roken  ______________  06

RO LLED  OATS 
S ilver F lake , 12 F am . 2 25 
Q uaker, 18 R eg u lar — 1 80
Q uaker, 12s F a m i l y _2 70
M others, 12s, M ’num  3 35 
S ilver F lake , 18 Reg. 1 40 
Sacks, 90 lb. J u te  — 2 90 
Sacks, 90 lb. C otton  __ 3 00 
S teel C ut, 100 lb. sks. 3 25 

RUSKS.
H olland R u sk  Co. 

B ran d
18 roll packages  ____ 2 30
36 roll packages  ____ 4 50
36 ca rto n  p a c k a g e s_5 20
18 ca rto n  p ackages  __ 2 65

SA LERA TU S
A rm  and  H a m m e r_3 75

SAL SODA
G ran u la ted , b b l s .___ 1 80
G ran u la ted , 60 lbs. cs. 1 35 
G ranu la ted , 36 2% lb.

packages  _________  2 30
COD FISH

M iddles _____________  15%
T ab le ts , % lb. P u re ,
T ab le ts , 1 lb. P u r e _19%

doz. _________________1 40
W ood boxes, P u re  — 29%
W hole C o d __________ 11%

H erring
H olland H erring

M ixed, K e g s ________ 1 10
M ixed, h a lf  b b l s . ----- 9 25
Q ueen, bbls. _______ 18 60
M ilkers, K e g s ____ _ 1 10
M ilkers, h a lf  b b l s ._10 25
M ilkers, b b l s -------------
K  K  K  K , N orw ay  — 20 00
8 lb. pa ils  _________  1 40
C u t L unch  _________  1 60
Boned, 10 lb. boxes — 17

L ake H erring  
% bbl., 100 l b s . _____ 6 50

M o rkprpl
T ubs, 100 lb. fncy  f a t  24 60
T ubs, 60 c o u n t -------- 7 00

W hite  Fish
M ed. F ancy , 100 lb. 13 00 

SH O E BLA CK EN IN G  
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

STO VE POLISH
B lackine, p e r d o z ._1 85
B lack  S ilk  L iquid , dz. 1 40 
B lack  Silk P a s te , doz. 1 86

E nam aline  P a s te , doz. 1 35 
E n am alin e  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 Stove E nam el, dz. 2 80 
V ulcanol, No. 5, doz. 95 
V ulcanol, No. 10, doz. 1 35
Stovoll, p e r d o z . ___ 3 00

SA LT.
Colonial, 24, 2 l b . ____ 98
Colonial. Iodized. 24-2 2 40
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 a c k ers  M eat, 66 lb. 67 
C rushed  Rock fo r ice 

c ream . 100 lb., each  75 
B u tte r  Sa lt, 280 lb. bbl. 4 24
Block. 50 lb. ___________40
B ak e r S a lt, 280 lb. bbl. 4 10
100, 3 lb. T a b l e _____ 5 76
70, 4 lb. T a b l e _____ 6 25
28, 10 lb. T a b l e _____ 6 00
28 lb. bags. T a b l e _ 42

P e r  case , 24, 2 lbs. — 2 40
F ive  case  lo ts  _____ 2 30
Iodized, 24, 2 l b s . ----- 2 40

W orceste r
<gap
Worcester
“ alt Company ;

Bbls. 30-10 sks. -------- 5 40
Bbls. 60-6 sk'v. ______ 6 55
Bbls. 120-2% sks. — 6 05
100-3 lb. sks. ________ 6 05
Bbls. 280 lb. bulk :
A -B u tte r  ___________  4 00
A A -B u tte r _________  4 00
Plain . 50 lb. blks. 45
No. 1 M edium , Bbl. _ 2 47 
T ecum seh , 70 lb. fa rm

sk. ________________  85
C ases Ivory, 24-2 c a r t  1 85
Iodized 24-2 c a r t . __ 3 40
B ags 25 lb. No. 1 m ed. 26 
B ags 25 lb. C loth d a iry  40 
Bags 50 lb. C loth da iry  76 
Rock “C” 100 lb. sack  80

SOAP
Am. F am ily , 100 box 6 30 
E xport 120 box _

W A SH IN G  PO W D ERS. 
Bon Am i P d . 3 dz. bx 3 76 
Bon Am i Cake, 3 dz. 3 25
C lim aline, 4 doz. ----- 4 20
G randm a, 100, 6 c ----- 4 00
G randm a, 24 L arg e  _ 4 00
Gold D ust, 1 0 0 s -------- 4 00
Gold D ust, 12 L a rg e  3 20
Golden Rod, 24 --------  4 25
J in x , 3 doz. ------------- 4 50
L a  F ran ce  L aun ., 4 dz. 3 60
L u s te r  Box. 54 --------  3 76
M iracle C., 12 oz., 1 dz. 2 25 
Old D utch  Clean. 4 dz. 2 40 
Q ueen Ann, 60 oz. — 2 40
Rinso, 100 oz. ----------- 6 76
R ub  No M ore, 100, 10

oz.    — 3 86
Rub No M ore. 18 Lg. 4 00 
Spotless C leanser, 48,

20 o s . _________ - —  8 86
Sani F lu sh , 1 doz. — 8 26
Sapolio, 3 J o s . -------- 8.16
Soapine, 100, 12 os. _ 6 40 
Snowboy, 100, 10 oz. 4 00 
Snowboy, 24 L arg e  — 4 80
Speedee, 3 doz. -------- 7 80
S u nbrite , 78 doz. ----- 4 00
W yando tte , 48 ---------- 4 76

SP IC E S.
W hole Spices.

Allspice, J a m a i c a ----- @16
Cloves, Z an z ib a r ----- @40
C assia, C an ton  -------- @25
C assia, 5c pkg., doz. @40
G inger, A f r i c a n -------- @15
G inger, Cochin -------- @30
M ace, P e n a n g _______ 1 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
P epper, B lack  -------- @45

P ure  G round in Bulk 
A llspice, J a m 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, C o r k i n --------  @38
M u sta rd  ____________  @32
M ace, P en an g  _______ 1 30
P epper, B lack  ------------@50
N utm egs ------------------ @75
P epper, W h ite  ---------- @60
Pepper, C ayenne -----  @32
P a p rik a , S p a n i s h ----- @42

Seasoning
Chill Pow der, 1 5 c ___ 1 35
C elery S a lt, 3 o z . -----  95
Sage, 2 oz. --------------  90
Onion S a lt -------------- 1 35
G arlic  ______________ 1 35
P onelty , 3% oz. ----- 3 25
K itch en  B o u q u e t ----- 4 60
L a u re l L eaves  _____  20
M arjo ram , 1 oz. -------  90
Savory, 1 oz. _______  90
Thym e, 1 oz. ------------ 90
T um eric , 2% oz. -----  90

STARCH
Corn

T A B L E  SAUCES 
L ea  & P e rr in , la r g e . .  6 00 
L ea  & P e rr in , sm all— 3 35
P ep p er _________  1 60
R oyal M in t  ----- —— 2 40
Tobasco, 2 oz. -------------4 25
Sho You, 9 oz., doz. 2 70
A -l, la rge  ------------------6 20
A -l,  sm all ___________ 3 15
C apers, 2 oz. -------------2 30

TE A .
Jap a n .

M edium  ----------------- 87038
Choice _________ - — 37@48
F a n c y ---------------------- 54@59
No. 1 N ibbs ____ ——  64
1 lb. pkg. S i f t i n g ---------- 13

G unpow der
Choice _____ — --------- 88
F a n c y  ______________ — 40

Ceylon
Pekoe, m e d iu m ------------- 65

E nglish B reak fas t 
Congou, M edium  — —-  28
Congou, C h o ic e ___  35086
Congou, F a n c y _  42048

Oolong
M e d iu m ____________ 86
Choice ___ __________ — 46
F a n c y __ ____ . . . _______60

T e lle r  Coffee Co. B rand
W. J . G. ___________ — 69

T W IN E
C otton, 3 ply  c o n e _____ 42
C otton , 3 ply  p a i l s ____44
W ool, 6 ply ___________ 18

VINEGAR
Cider, 40 G r a i n ___ ___21
W h ite  W ine, 80 g ra in __28
W h ite  W ine, 40 g ra in __20

W ICKING
No. 0. per g r o s s _____
No. 1, p e r g r o s s ___ 1 25
No. 2, p e r g r o s s ___ 1 50
No. 3, p e r g ro ss  ____ 2 no
P ee rle ss  Rolls, p e r doz. 90 
R ocheste r, No. 2, doz. 50 
R ocheste r, No. 3, doz. 2 00 
Rayo, p e r doz. _____  75

W O OD EN W A RE
Baskets

B ushels , n a rro w  band ,
w ire  h a n d le s __________ 1 75

B ushels, n a rro w  band,
wood h a n d le s _______1 80

M ark et, drop  hand le  85
M arket, single hand le  90
M arket, e x t r a ______1 50
Splint,
S p ’ln t,
Splin t,

B arre l, 
B arre l, 
3 to  6

la rge  _________ 8 60
m edium  ______ 7 60
sm all ________ 6 50

C h u m s.
5 gal., e a c h . .  2 40
10 gal., e ac h _2 55

gal., p e r  gal. __ 16

K ingsford , 40 l b s . ----- 11%
Pow dered , b a g s -------- 4 00
A rgo, 48, 1 lb. pkgs. 4 05
C ream , 48-1 -------------  4 80
Q uaker, 40-1 -----------  7%

Gloss
A rgo, 48, 1 lb. pkgs. — 4 05 
A rgo, 12, 3 lb. pkgs. 2 96 
A rgo, 8, 5 lb. pkgs. — 3 35

B ig F o u r W h. N a. lÖOs 3 75 S ilver Gloss, 48. I s  __ 11%
F lake  W hite , 100 box 
F e ls  N ap th a , 100 box 6 60 
G rdm a W h ite  N a. 10s 4 10 
R ub  No M ore W h ite

N ap th a , 100 b o x _4 00
R ub-N o-M ore, yellow  5 00 
S w ift C lassic, 100 box 4 40 
20 M ule B orax , 100 bx  7 56
W ool, 100 box _______ 6 60
F a iry , 100 box — _— 5 75
J a p  Rose, 100 b o x ___ 7 86
Palm  Olive, 144 box 11 00
L ava , 100 box ---------- 4 90
O ctagon ____________  6 35
Pum m o, 100 b o x ----- 4 85
S w ee th ea rt, 100 box _ 6 70 
G ran d p a  T a r , 60 sm . 3 00 
G randpa  T a r , 50 lge. 3 46 
Q u ak er H a rd w a te r

Cocoa, 72s, b o x ___ 2 86
F a irb a n k  T a r, 100 bx 4 00 
T rilb y  Soap, 100, 10c,

10 cakes  free  ______ 8 00
W illiam s B arb e r B ar. 9s 60 
W illiam s M ug, p e r doz. 48

C LE A N SER S

E lastic , 64 pkgs
T iger, 48-1 -------------- 3
T iger, 50 lbs. -----------

CORN SY RU P. 
Corn

Blue K aro , No. 1%— 2 
Blue K aro , No. 6, 1 dz. 3 
B lue K aro , No. 10 — 2 
Red K aro , No. 1% — 2 
Red K aro , No. 5, 1 dz. 3 
Red K aro , No. 10 __ 3 

Im t. Maple Flavor. 
O range, No. 1%, 2 dz. 3 
O range, No. 5, 1 doz. 4
O range, No. 1 0 ---------- 3

Maple.
G reen L abel K aro , 
G reen L abel K aro  — 

Maple and Cane 
M ayflower, p e r gal. —

6 19

csgUilife

iiiĵ ...... Whil I
I f  PRIDE Tjll
_ kakîjck! î
I  S YRU P

=

80 «an cases, $4,80 p e r  osse

PR ID E  OF KANUCK 
SY RU P

1 Case, 24 P i n t s ___ 6 26
1 Case, 12 Q u a rts  — 6 50 
1 C ase 6-%  G allons __ 5 00 
1 Case, 3-1 G allons __ 4 60 
1 5-Gallon J a c k e t C an  7 00 

Maple.
M ichigan, p e r gal. __ 2 60 
W elche, p e r  g a l . ----- 2 80

Egg Cases.
No. 1, S ta r  C arr ie r  _ 5 00 
No. 2, S ta r  C a rr ie 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
E clipse  p a te n t sp rin g  2 00 
No. 2, p a t. b ru sh  hold 2 00
Ideal No. 7 -------------- 1 45
12 oz. Cot. Mop H ead s 2 55 
16 oz. Cot. M op H eads 3 20

Pails
10 q t. G a lv a n iz e d -----2 60
12 qt. G a lv a n iz e d -----2 76
14 q t. G a lv a n iz e d -----3 10
12 q t. F la r in g  Gal. Ir . 5 00
10 qt. T in  D a i r y ___ 4 00

T rap s
M ouse, W ood, 4 holes« 60 
M ouse, wood, 6 h o le s . 70 
M ouse, tin , 5 holes — 65
R at, wood _________ 1 00
R at, s p r i n g ----- -------- 1 00
M ouse, sp rin g  ---------- 30

T ubs
L arg e  G a lv a n iz e d ----- 9 25
M edium  G alvanized  __ 8 00
Sm all G a lv a n iz e d ----- 7 00

W ashboards
B anner, Globe --------  5 50
B rass , single ----------- 6 00
G lass, single -------------6 00
Double P e e r l e s s _____8 50
Single P ee rle ss  _____ 7 60
N o rth e rn  Q ueen -------6 50
U niversal ___________ 7 25

W indow  C leaners
12 in. ________________1 85
14 in. ________________1 85
16 in. _______________ -2 30

W ood Bowls
13 in. B u tte r  ---------  5 00
15 in. B u t t e r ---------  9 00
17 in. B u tte r  _______18 00
19 in. B u tte r  ---------  25 00

W R A PPIN G  PA PE R  
F ib re , M anila, w h ite .  05%
No. 1 F i b r e --------------08
B u tch ers  M anila ----- 06%
K ra ft ____ —r ------------07%
K ra f t  S trip e  ----------- 09%

Y EA ST CAKE
M agic, 3 doz. —-------- 2 70
Sunligh t, 3 d o z . -------- 2 70
Sunligh t, 1% d o z . ----- 1 36
Y east F oam , 3 doz. — 2 70 
Y eas t F oam , 1% doz. 1 35

Y EA ST—C O M P R IS E D  
F le ischm ann , p a r  don. Si

A lm onds
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THE DRY GOODS BUSINESS.
(Continued from page 19) 

to date. Mark Twain might have 
been referring to us when he said, 
“Everyone talks about the weather, 
but no one does anything about it.

A survey of the dry goods indus
try discloses certain weaknesses in 
each one of the three factors in the 
distribution of dry goods merchandise; 
in the producer, in the wholesaler, and 
in the retailer—faults which need cor
rection or improvement.

Begin at the beginning—consider 
the producer. Broadly speaking, the 
following criticisms seem to be fair:

a. We have not given adequate 
study to the problems, needs and de
sires of the consumer, the retailer and 
the wholesaler.

b. We have been slow in our styl
ing of existing lines and in developing 
new lines in keeping with the trend of 
the consumer’s needs and preferences.

c. The market has not been meas
ured in terms of reasonable estimates 
of possible volume—to avoid over
production and insure economic dis
tribution. Sales have not been direct
ed or stabilized as definitely as in other 
industries.

The retailer:
a. In the scramble to feature low 

prices, the retailer has forgotten that 
the public wants service and honest 
merchandise and will pay for it.

b. He has neither analyzed turn
over in detail nor definitely organized 
himself to attain it on a sound basis.

c. Usually he has devoted at least 
two-thirds of his time and thought to 
lower buying and not more than one- 
third to better selling. It should be 
the other way round.

The wholesaler:
a. He has not studied the consum

er trend or the retailer’s problems; he 
has not organized to help the retailer 
meet competitive conditions.

b. He has not distinguished between 
large and small stores and has not 
provided the particular kind of service 
required by each; he has not realized 
that both types of service could be 
maintained on a basis economically 
sound for both the retailer and the 
wholesaler.

c. He has not studied his territorial 
market or even analyzed properly his 
own sales; thus he has not organized 
to give the service indicated by an in
telligent check-up on his position in 
his field.

Let me quote from a letter which is 
fairly typical of letters received dur
ing the past year, which bears on the 
efforts my house has been making to 
organize and to perfect its service, and 
maintain a constant understanding of 
the needs and interests of the con
sumer. the retailer and the wholesaler.

“Until the retailer realizes that he 
must support the wholesaler, our busi
ness probably will remain poor.’’

It undoubtedly will so long as that 
attitude exists.

Should we expect the retailer to sell 
himself on the economy and the prac
tical value of our service or goods? 
Should we not assume the responsi
bility of demonstrating the worth of 
our goods or our service? If we fail 
even to attempt to demonstrate our 
worth should we blame the customer 
for not believing in it?

The first fact we must face is this: 
The retailer is forced to make more 
efficient use of his capital if he is to 
offset increased overhead, meet com
petition and show a good profit. This 
means he must organize for turnover. 
Instead of lamenting hand-to-mouth 
buying, let us recognize it as a sound 
tendency, if properly directed. Hand- 
to-mouth buying is a splendid anti
dote for speculation and speculation 
with its resulting price instability 
each of us has good reason to avoid.

The retailer to-day must buy what 
his customers want or what he can 
educate them to want. It is manifest 
that the retailer cannot send a tele
gram to-day and receive a shipment 
to-morrow of just what he wants un
less the three factors in the distribu
tion of dry goods, viz. the producer, 
wholesaler and retailer, have studied 
consumer trends and are prepared to 
meet them. Only in this way can we 
catch demand at the flood instead of 
at the ebb.

We must look further ahead in or
der to appraise the various factors 
which indicate trends. None of us 
has tried to get down to bed-rock 
facts. The retailer waits for demand 
to present itself. The wholesaler waits 
for the retailer. The mill waits for 
the wholesaler. The retailer and many 
times the wholesaler have said: “When 
I get the demand I will put it in.” We 
must anticipate demand. We should, 
insofar as we can, help to formulate 
consumer desires. In this effort we 
may safely figure upon the consumer 
constantly wanting better qualities and 
more up-to-date types of products.

Let us consider the chief ways in 
which the wholesaler can be of prac
tical service to the retailer:

1. By giving efficient service from 
open stock he enables the retailer to 
operate with a reduced inventory, thus 
increasing turnover.

2. Through the extra capital thus 
made available the retailer can stock 
additional items with profit to him
self, greater service and satisfaction to 
the consumer.

3. A “want slip” is about as ob
noxious to a good retailer as a mark
down. Efficient service from the 
wholesaler is the best possible protec
tion against “want slips,” mark-down 
and excessive interest charges on 
heavy inventories.

4. The progressive wholesaler, 
working closely with retailer and pro
ducer in analyzing consumer tenden
cies, can keep the retailer supplied 
with merchandise or merchandise ser
vice ideas developed to meet these 
tendencies.

I believe the wholesaler is not yet 
fully alert to the opportunities of his 
own service under existing conditions. 
Let me give you an instance of what 
I have in mind. Because our house be
lieves in the economic facts with 
which to prove to retailers—even the 
largest retailers—the greater economy 
of supplying their needs through the 
wholesaler. We have been gathering 
examples, concrete facts, which prove 
the advantages of the wholesalers’ ser
vice. In order to get this information 
we canvassed practically every whole
saler in the country. The response 
was amazingly meager, not because 
the fact: do not exist but because

many of these houses have not kept in 
cloe enough touch with the actual 
facts of their business to be able to 
cite examples; they have not felt it 
important to have such information to 
present to their customers.

One of the most progressive whole
salers in the country gave us this 
case:

From July 1 to December 31 one re
tailer bought of us 573 dozen of one 
number of ladies’ knit vests and 225 
dozen of one number ladies’ union
suits.
Cost ____________________ $3,747.30
Selling price ------------------  5,794.20
Gross p ro fit---------------------  2,046.90

His maximum stock at any one time 
of both numbers was $352.45. His 
turnover on this maximum stock for 
the six months was over 16 times. He 
bought the vest 38 times, the union 
suit 34 times. His largest purchase of 
vests was 55 dozen, of union suits 22 
dozen. His average purchase of vests 
was 15 dozen, of union suits 7 dozen. 
He paid us a reasonable profit and 
made money for himself.

This case, and the truth which it 
holds, affords to that particular whole
saler one of the strongest selling 
points he or his salesmen could use. 
Yet I venture to say that in spite of 
the progressive nature of that house, 
this case and others like it are not be
ing used to demonstrate the sound 
value to even the larger retailers of 
the service of that house.

You cannot take it for granted that 
the wholesaler’s function exists by 
some divine right. You must give the 
service which the wholesaler exists to 
render, and then you must prove con
clusively how this service is of prac
tical value to the retailer. The value 
of wholesale service has not been 
“sold’ in the broadest sense of the 
word.

Many retailers have taken it for 
granted that only in buying direct can 
they operate successfully. They have 
not studied the possibility of operating 
more efficiently by buying of you.

I have been told by a number of 
wholesalers that they can do little or 
no business with the larger stores in

their territories. At the same time I 
have been told by the heads of some 
of these large stores, that they believe 
might be a practical solution of this 
problem but that never once has an 
executive from a wholesale house call
ed upon them, invited the retailer to 
call, or shown any definite interest in 
discovering a basis for the large re
tailer and the wholesaler to work to
gether to their mutual advantage.

The facts are on your side—but are 
you using them?

There has been a great deal of talk 
about the necessity of studying mar
kets, studying stocks, studying this, 
that and the other thing. Little has 
been done about it, except talk. Yet 
the task is merely one of common 
sense. It is neither involved nor cost
ly. Here are a few things which are 
essential if a business is to be suc
cessfully developed:

1. Forecasting consumer demand 
and organizing to meet it.

2. Analyzing sales opportunities.
a. By credit.
b. By character of management.
c. By location.
d. By total consumption in the ter

ritory covered.
3. Directing sales effort in propor

tion to potential opportunity.
4. Analyzing actual sales.
a. By cost.
b. To determine where adequate 

results are being secured.
c. To ascertain causes of decreased 

sales.
d. To define causes of increased 

sales, in order to apply this informa
tion to weak accounts or territories.

We hear it said almost daily that 
the chain store and the department 
store are driving small retailers out 
of business. Not at all. There arc 
many examples of small stores which 
arc selling just as smart goods as the
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large city stores and making real 
profits. They are not affected by this 
gossip about all the business going tq 
chains and department stores. The 
chains and department stores have ad
mitted advantages, but these advan
tages do not include a corner on brains 
and common-sense.

Consider the opportunity existing 
for thousands of small and medium 
sized stores. Consider the location of 
the population of this country—74 per 
cent, of the total population in towns 
and cities under 100,000 population; 
69 per cent, in towns and cities under
50,000 population; 52.9 per cent, of 
the total population is located in 
towns under 5,000 population; 49.6 per 
cent is located in towns under 2500 
population. We, like any good busi
ness man, should give the best thought 
of which we are capable to a develop
ment of this market. In order to sell 
our goods to them we should strive to 
show them how they can sell them 
successfully.

It is only a weak man who resigns 
himself to a dwindling business be
cause his customers are meeting with 
new problems.

It may interest you to know that 
within twenty-five miles of New York 
City, in a relatively small city there 
is a store which sells about as smart 
merchandise as almost any store in 
New York. That store amounted to 
nothing a comparatively few years 
ago. A man who had been a salesman 
for a New York house took charge 
there. He saw to it that the mer
chandise was what the people in the 
trading area of that town could use 
and want. Not in all cases were his 
prices as low as some of the New 
York stores. He gave a service and 
he developed a personality for that 
store and its service which interested 
and strongly appealed to thousands of 
families throughout the country. That 
store is a monument to the possibility 
offered to a retailer who will put the 
best of himself fearlessly into such a 
business.

A large department store with its 
concentrated volume offers just as 
tangible a market for the wholesaler 
as the small store. The progressive 
wholesaler can serve a large store with 
its turnover, mark-down and want 
slip problems to the advantage of the 
store and the wholesaler. A careful 
investigation would prove to you and 
to your large stores ways in which 
you could operate together to your 
mutual advantage. That advantage 
must be proven by fact and not by 
complaint.

Let me repeat again, the public 
wants good merchandise and better 
service. The public pays liberally for 
what it wants. This is the opportun
ity of the wholesaler and the pro
ducers. If we make the most of the 
knowledge, experience and ingenuity 
available for our use we can place the 
dry goods business on a firmer founda
tion than it has ever known before. If 
we do not do that we shall have failed 
to justify our own existence.

F o r tu n e  d o es  n o t fa v o r  th e  q u it te r ,  
b u t n e ith e r  does  it  fa v o r  th e  m a n  w h o  
in s is ts  in  h a n g in g  o n  lo n g  a f te r  h e  
h a s  b een  p ro v e d  w ro n g  a n d ' ad v ise d  

to  change.

Scoffs at Lake-To-Salt Water Projects 
Grand Rapids, March 3—There is an 

old saying to the effect that “a little 
nonsense now and then is relished by 
the best of men,” and we certainly get 
it in conjunction with all this talk 
concerning a lake-to-ocean waterway, 
and the “pilfering'’ of( water from 
Lake Michigan by the Chicago drain
age canal district. Just now it is the 
Canadian authorities who are threaten
ing to sue Uncle Sam for damages be
cause a shortage of water somewhere 
up there, possibly in their libations, is 
directly chargeable to the use of too 
frequent “chasers” in Chicago.

Government engineers, if we have 
any (I have never heard of one since 
the days of Eads and Goethals) are 
said to claim that the use of water by 
Chicago for sanitary purposes is dry
ing up Lake Michigan, but they fail 
to account for the fact that water 
levels on every lake, river and stream 
in every part of the country are con
stantly lowering. Lack of precipita
tion and excess of evaporation is the 
seat of the whole trouble. Govern
ment engineers may not admit this, 
but every navigator on the Great Lakes 
will not only tell you so, but prove it 
to your satisfaction, if you will give 
him an opportunity. I know several 
such, personally and they have ex
plained to me that for ages there has 
been an ebb and flow in water levels in 
the lake districts, but never so marked 
as at present, for the reason that the 
forests have gradually disappeared, 
marshes have been drained and there 
is nothing left to retard the sudden 
flow of water during rainy periods.

If you ever traveled in the Upper 
Peninsula district and stopped at the 
Hotel Marquette, at Marquette, you 
will doubtless remember how the na
tives used to indulge in piscatorial 
sports right off the breakwater there. 
To-day the breakwater is several hun
dred feet inland. How about the re
cession of water at Houghton Lake, if 
you may, or various other water bodies 
in Michigan, which have no visible 
outlets whatever?

This is a condition that exists simul
taneously along the shores of Lakes 
Huron, Erie and Ontario, and water 
courses entering thereinto. By what 
possible theory could you connect the 
low water on Ontario with the “theft” 
at Chicago?

The lakes-to-gulf project meets the 
same difficulties as the lakes-to-ocean.

For fifty years navigation of boats 
requiring any appreciable depth of 
water has been out of the question on 
the Mississippi river. Up to 1876 the 
historically known Diamond Jo_ line 
operated steamers from St. Louis to 
St. Paul, even un as *ar as St. Anthonv 
Falls, now the site of Minneapolis, but 
some time after, in spite of the fact 
that the U. S. Government spent ur- 
told millions in dredging, constructing 
wing dams and jetties, their use was 
abandoned and flat bottom stern 
wheelers were substituted. Within the 
past decade a fleet of excursion boats, 
built especially for shoal water naviga
tion, was also abandoned, for the rea
son that the water stage for some dis
tance below St. Paul was insufficient 
to float them.

As far back as. the early eighties 
Congress began the process of pour
ing money into a “rat hole’ in an in
sane effort to transport grain and flour 
in bulk from St. Paul to Liverpool, but 
nary a bushel of grain or sack of flour 
ever was so transported.

Now, why should the Father of 
Waters, which had been such a mar
velous water course for all ages, re
cede and begin to “act up?”

It was for the reason that the reat 
forest areas of the Upper Mississippi 
had been denuded of their timber and 
thus the reservoirs which had kept u i 
the accustomed stage of w"ter were 

’ depleted and to-day, except for an oc
casional freshet, all thoughts of using 

• the Upper Mississippi for transporta
tion purposes are idle dreams. Even 
Congress gave it up as a bad job 
years ago.

I mention these facts for the reason 
that I hear the constant howl about 
water stealing at Chicago on the one 
hand, and lakes-to-ocean waterway on 
the other. One just as reasonable as 
the other: both amusing.

Suppose there were enough mental 
derelicts in Congress to adopt a lakes- 
to-ocean project, what would become 
of it after it was completed? What 
has become of the water transporta
tion on the Great Lakes? Is there any 
semblance of competition in rates or 
otherwise between the railroads and 
water carriers? Do you think if there 
was, there would be much delay in the 
operations of a syndicate in doing 
away with such competition?

We have water transportation now. 
Not a great deal of it, to be sure, but 
when you compare carriage tariff with 
the all rail lines, *he rates are the 
same. There is much talk about the 
economy of water transportation, but 
competition only begins where rail
roads leave off. If there were railroads 
crossing the seas, freight transporta
tion would be higher thereon.

If we had this wonderful (?) addi
tion to our transportation power, may
hap an occasions1 lesser ocean vessel 
might be in evidence, but they would 
more nearly resemble the “prairie 
schooner” of former days. It would 
require a flock of miracles to ever 
bring them to a successful basis. 
Uncle Sam has never gone so far as 
to interfere with water transportation, 
but the railroads have.

As we figure it two great outstand
ing problems confront us:

Lack of water to float our vessels, 
which might be overcome by harness
ing up electricity from Niagara Falls 
to produce heat sufficient to melt the 
Arctic ice field and returning the 
water via Hudson’s Bay to produce 
this electricity—a sort of perpetual 
motion —^position, as it w^re, and the
waterway.

White blackbirds will be as great 
a pest as English sparrows when ef
forts of Congress result in transferring 
the Atlantic Coast to Chicago.

Why not leave the problem to Sid- 
new Smith, Bud Fisher or George 
McManus. Possiblv they might be 
able to put a thrill into it.

Frank S verbeck.

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

GRAND RAPIDS. MICHIGAN 

PH O N E S : C itizens 66173, Bell M ain 173

SIDN EY ELEVATORS 
rill reduce h an d ling  expen»« and 
Deed up work— w ill m ake money 
Jr you. E ae lly  ¿ » ta i le d .  Plan» 
nd in itru o k io n t sen t w ith  each 
levato r. W rite  s ta t in s  require- 
ienta, g iv ing  k ind  of m achine and 
lie  o f p la tfo rm  w an ted , a» w ell 
■ h e ig h t. W e w ill quote a  money

e ir in o v  P l - w e te -  M r.fr, C.n. U M » » v  0 *1«
F o r Sale—A v e ry  desirab le  s tock  of 

d ry  goods, groceries, an d  shoes in a  good 
bu sin ess  tow n. S u rrounded  by  good 
fa rm in g  conditions. A w ell-estab lished  
co u n try  tra d e , and  w ould n o t sell if i t  
w ere n o t on acco u n t of fa iling  health . 
B u ild ing  can  be ren ted  v e ry  reasonab le , 
o r bought if so desired . A ddress No. 
164, c /o  M ichigan T rad esm an . 164

COAL, F E E D , GRAIN, POTATO, AND 
B U IL D E R S’ supp ly  business. B uild ing  
and  equ ipm ent. Good, going  business.
R etirin g . Box 564, Gobies, M ich.____151

F o r Sale—W ell e stab lished  business  of 
d ry  goods, re a d y -to -w e a r, an d  floor cov
erings. S tr ic tly  u p -to -d a te  s to re , b rick  
building, b e s t location  in  one of the  b e st 
tow ns in C en tra l M ichigan. R eason for 
selling, o th e r  business  in te re s ts  req u ire  
m y a tten tio n . F o r full p a r tic u la rs  a d 
dress  Geo. H . C hapm an, St. Johns, Mich.

ARE YOU SELLING OUT?
W ill p ay  h ig h est am o u n t in  C ash for 
yo u r e n tire  o r  p a r t  of s tock  and  fix tu res 
of a n v  descrip tion . Call o r w rite  Jack  
K osofsky, 1235 W . Euclid Ave., N orth - 
w ay  5695, D etro it, Mich.

Pay spo t cash for c lo th ing  and  fu rn ish 
ing  goods stocks. L. S ilberm an . 1250 
B urlingam e Ave.. D etro it. Mich. 586 

F o r Sale—Shoes, m en ’s fu rn ish ings , n o 
tions. F in e  location , ou tly ing  d is tric t. 
P riced  rig h t. B es t c ity  in  s ta te . A ddress 
424 M aple St., B a ttle  C reek, M ich. 176

Business Wants Dtpartment
A dvertisem en ts  inserted  under th is  head 

for five cen ts  a w ord th e  firs t insertion  
and four cen ts  a w ord for each  su b se 
q u en t con tinuous insertion . If s e t in 
cap ita l le tte rs , double price . No charge  
less th a n  50 cen ts. Sm all d isp lay  a d v er
tisem en ts  in th is  d ep a rtm en t, $4 per 
inch. P ay m en t w ith  o rd e r is requ ired , as 
am o u n ts  a re  too sm all to  open accounts .

W an ted —F u rn itu re  and  lease  for sm all 
ho tel in good tow n. R eso rt considered . 
C ash an d  re a l  e s ta te . A ddress No. 177, 
c /o  M ichigan T radesm an . 177

W an ted —T e n a n t fo r business house to 
be e rected . C en tra l location. S to re  room  
19x70, w ith  basem en t sam e size. S tore  
ligh ted  back  an d  fro n t a n d  p a r t  of one 
side. B uild ing  a rra n g e d  to  su it te n an t. 
R eady  for occupancy  ab o u t J u n e  tirs t. 
R en ta l $85 m onthly . O ur c ity  grow ing 
stead ily . N ew  in d u s trie s  com ing in. 
H A RD T an d  CLA RK E, Sou th  H aven ,
M ich.______________________________178

W ish ing  To R etire—1 will sell a ll o r a  
good p a r t  of m y e stab lish ed  w holesale 
business in  S ou the rn  M ichigan to  a  m an 
who will ta k e  a n  ac tiv e  in te re s t. T h is  
is a  fine o p p o rtu n ity  for som eone. In  
reply ing  p lease s ta te  am o u n t of c ap ita l 
you w ish  to  invest, an d  the  experience 
you have  had. A ddress No. 179, c /o
M ichigan T rad esm an . ......17»

F o r Sale—Stock of shoes an d  groceries 
loca ted  in tow n of 800, C alhoun county , 
M ichigan. Only com plete shoe s to ck  in 
tow n. V ery low overhead. Good ru ra l 
trade . H ave d ry  goods s to re  adjo in ing . 
H ealth  will not p e rm it ru n n in g  both . A d
dress  No. 180, c /o  M ichigan T radesrnan .

~~f 6 r  SA L E —N U M BER O F SE TS A lllth - 
P ro u ty  an d  R ichards s lid ing  door h an g ers  
for single an d  double doors. Also single 
an d  double s lid ing  door locks. A ttra c tiv e  
prices. B E N G E N E R  BROS., A ustin ,
T exas. ___  . . . ___ i 8!

W an ted —A t S. R osen tha l & Sons, of 
P e toskey , M ichigan, an  experienced  sa le s 
lady fo r o u r dom estic  d e p a rtm en t, one 
who h as  had  experience in  selling  d ra 
peries  an d  linens both, a s  well a s  o th e r 
dom estics. S teady  position  for r ig h t 
p a rty . Send re ference  a n d  s ta te  ex p eri
ence and  w ages w anted^  ______ 183

S to re  F o r  Sale—B eau tifu lly  eq u ip p ed , 
lad ies ' an d  ch ild ren ’s re ad y -to -w ea r. R are  
o p portun ity . E s tab lish ed  eleven years. 
B est location  in tow n. Low re n t, long 
lease. P le n ty  room  for m illinery  and  
b eau ty  parlo r. W ill sell s tock  an d  fix
tu re s  for less th a n  cost, tw en ty-five  h u n 
dred. T h is  s to re  w ill give you big r e 
tu rn s . Good reason  for selling. W ire, 
phone o r w rite  F ish e ls  S tyle Shop, T h ree
R ivers, Mich. ________________ 184

FO R SA L E—GARAGE—B rick  an d  block 
tile. In co rp o ra ted  village on M - l l  h a lf 
h o u r from  P etoskey . Tw o lo ts. G arage  
fifty  by 100 feet. J u s t  th e  finest location  
for business an d  h ealth . $2,000 down 
paym en t, balance yearly . W rite  H IN K - 
LE Y  IN SU R A N C E AGENCY, Petoskey ,
M ichigan. ___ ____________ 484

If you w an t to  sell yo u r business, le t 
us su b m it p a rticu la rs . M ore m oney for 
your s tock , and  a  su re  sale. R. H . Speese, 
1712 Jeffe rson  Ave., S. E ., G rand  R apids.

FO R  SALE—G reenhouse P ro p erty — 
Modern greenhouse  p lan t, 12,000 fe e t of 
Ulass, fully s tocked , p riv a te  w a te r  sy s 
tem . D oing a  w onderfu l business. In  
C entral M ichigan. Selling m ore th a n  can  
be g row n and  business  can  be doubled 
w ith in  tw o y ears . On paved  t ru n k  line 
road. F in e  dw elling, b a sem en t b a rn , six  
acres of good land, p len ty  of fru it. T h is  
p roperty  will b e a r  th e  c losest inspection . 
All b u ilt w ith in  th e  la s t  five y ears . Good

W an ted —B y S. R osen tha l & Sons, of 
Pe to skey , M ichigan, a n  experienced  la 
d ies’ re a d y -to  w ear saleslady. Good posi
tion  fo r r ig h t p a rty . Send re fe ren ce  and  
s ta te  experience  h ad  a n d  w ages w anted .

F o r R en t—L arge , desirab le  b rick  s to re  
in grow ing fa c to ry  tow n of 3,500, $35 p e r  
m onth . A lm ost a n y  business w ould be 
successfu l. M rs. E lla  R. D ePuy , G rand
Ledge, Mich.   ¿7*_

F o r Sale—D rug  an d  g en era l m e rch an 
dise s to res. W ill sell sep a ra te ly  o r to 
g e ther. B es t of o p p ortun ities . C. D. 
G arn, W oodland, Mich. 173

F o r R en t O r Sale—D rug  s to re  an d  fix
tu re s . No opposition. R eason, d e a th  of 
ow ner. 800 popu la tion . M rs. D. H .
M eeker, A lba. M i c h . ______________ 175

F o r Sale—B est re s ta u r a n t  in C en tra l 
M ichigan. Tw o tru n k  lines, tw o ra i l 
roads. E s tab lish ed  s ix  y ears . Good lo 
cation  an d  business. A ddress No.. • 162
c /o  M ichigan T radesm an .___________ 162

F o r Sale—Sm all g en eral s tock  and  
build ings. P o s t office connected . Box 
A, H o b a rt, Mich.    170
CASH For Your Merchandise!
W ill bu y  y o 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 ishngs. b a za a r  novelties, fu rn itu re , etc. 

LOUIS LE V IN SO H N , Saginaw , Mich.
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MEN OP MARK.

Frank D. Bristley, Vice-President of 
Royal Baking Powder Co.

The career of Mr. Frank D. Bristley, 
Vice-President of the Royal Baking 
Powder Co., is such a good example of 
the success that rewards persistent ef
fort and ambition that it is well worth 
reading and should prove an inspira
tion to young men beginning their life 
work, especially in the grocery busi
ness.

At the age of ten, Bristley started 
out to face the future alone, securing 
employment as a farm hand with a 
farmer on the State line of Ohio and 
Indiana. Though unaccustomed to 
hard work, he soon adapted himself 
to his surroundings. His abode was 
a log cabin and his bed was of corn 
husks in the attic. His duties were 
those of a regular farmhand—plowing, 
cultivating, rail splitting, etc. Extra 
duties were milking cows, feeding 
stock, building fires and doing the 
many chores around the farm house— 
wThich oftentimes included the cook
ing of meals. His salary was board 
and lodging.

His school days were confined to the 
three months dating from December 
1 to the end of February, at the little 
crossroads schoolhouse where he often 
filled the position of teacher as well 
as that of pupil.

At the end of his seventh year lie 
was the highest paid farm hand in the 
township. His contract called for $20 
a month for the nine months’ period 
dating from March 1 to November 30. 
This gave him a chance during the re
maining three months to attend the 
village school, where, fortunately, he 
was able to keep up with his class.

During this school period he secured 
board and lodging by acting as office 
boy, hostler and general utility man to 
the village doctor.

At the age of eighteen, after having 
finished his seventh corn-husking bee 
in the fields, he concluded to seek his 
fortune in the city. So, to save the 
bus fare, he packed his earthly be
longings and walked fourteen miles to 
the city where his mother and the 
younger children were struggling for 
an existence.

He tramped the highways and by
ways of that city for two weeks seek
ing employment (the only two weeks 
he had been idle in seven years). Af
ter visiting nearly every factory, mill 
and store where people were employed 
(and it seemed that help at that time 
was not needed), he finally, as a last 
resort, appealed to the proprietor of 
the largest mercantile store in the city, 
where his father had traded during his 
prosperous days. He met with the 
same kind and gentle response, “We 
do not need any more help.” In sheer 
desperation, and with tears in his eyes, 
he asked the privilege of working in 
the grocery department that he might 
“learn the trade” and thus qualify for 
a position later. As no salary was at
tached to this proposition, he was ac
cepted. His duties consisted of filling 
oil cans, sprouting potatoes, sweeping 
out and the many other distinguished 
services of a grocery boy. At the 
end of the second week the proprietor 
gave him 50 cents—25 cents a week 
for the work he had performed.

The merchant later said he had 
thought over his request for steady 
employment and, seeing that he was 
ambitious, he wondered if he could 
sell merchandise bought in large quan
tities to other retail dealers. Bristley 
assured him that he could and they 
soon came to terms. The merchant 
agreed to give him a commission on 
his sales, prorated according to the 
profits. A day or so later the young 
salesman started out with his two car
pet bags full of samples and a price 
book. His only knowledge of what 
he was to sell was contained in that 
book. His first day’s sales amounted 
to the magnificent sum of 70 cents. 
About four weeks later, when figuring 
up his week’s commission, it was 
found that he was drawing more sal
ary than the superintendent of the

shop. So the proprietor concluded 
that he was making too much money 
for a beginner—notwithstanding that 
lie was working on the merchant’s own 
proposition. So the merchant said he 
would pay him $3 per week with the 
promise of a dollar more later on.

Having a vivid recollection of his 
but too recent endeavor to find em
ployment and not having mastered 
enough of the details, Bristley accept
ed the proposition. Eighteen months 
later he was superintendent of that 
entire establishment and three years 
later, as a result of that first day’s sale 
of 70 cents, Fechtling Wholesale Gro
cery Co. of Hamilton, Ohio, was or
ganized, and Bristley was the junior 
partner.

In 1895 Mr. Bristley severed his 
connection with the firm, with the in

tention of forming a new company. 
But before this was accomplished a 
former townsman, George P. Tange- 
man, who was then Vice-President of 
the Cleveland Baking Powder Co., per
suaded him to take a position with his 
company. He found this work inter
esting and when the Cleveland com
pany was consolidated with the Royal 
Baking Powder Co. in 1899, he was 
transferred to Indiana with headquar
ters at Indianapolis.

The first barrel of Royal baking 
powder he sold was to a dealer whom 
he routed out of bed before 6 o’clock 
in the morning. Trains never ran too 
early nor too late to inconvenience 
him and he was fond of talking bak
ing powder as long as he was able to 
find a retail or wholesale store open 
where he could sell his line. His ter

ritory was soon enlarged and later he 
found himself making special trips to 
many parts of the country.

Thus, having filled every position 
from errand boy to general manager 
and proprietor in the retail and whole
sale grocery business—having made a 
success as a traveling salesman and as 
a district sales manager—Mr. Bristley 
was qualified to assume the duties of 
sales manager of the Royal Baking 
Powder Co., when called to New York 
for that purpose.

Nashville—The Mattie A. Carncross 
stock of dry goods, shoes and novel
ties has been purchased by H. T. Rey
nolds, of Delton, who wil consolidate 
it with his stock of general merchan
dise as soon as it can be shipped to 
Delton.

Gabby Gleanings From Grand Rapids.
Grand Rapids* March 2—W. R. 

Shelby has returned to Grand Rapids 
after a six months’ tour of Europe and 
Africa. He expected to remain in Al
giers several months, but was advised 
to cut his visit short on account of
2,000 cases of smallpox.

I. R. Osterveer, local manager for 
Wilson & Co., suffered the loss of his 
motner by death last Friday. She was 
82 years of age and had borne fifteen 
children, eight of whom are still liv
ing. She and her husband, Cornelius 
Osterveer, had resided at 239 Lagrave 
street sixty-two years. The funeral 
was held at the family residence Mon
day.

Lloyd E. Smith, who has been con
nected with the Valley City Milling 
Co. for the past twent”-Wo years, has 
resigned as Secretary and Sales and 
Advertising Manager, to take the posi
tion of Vice-President and Sales Man
ager of the J. F. Eesley Milling Co.. 
Plainwell. He will remove from Grand 
Rapids to Plainwell as soon as he can 
get conveniently located. Mr. Smith’s 
successor at the Valiev City will be 
Martin Vermaire. who has been con
nected with the house for seventeen 
years. He is a capable and energetic 
young man. He has occupied succes
sively the positions of office boy, ship
ping clerk and road salesman.

William Judson has exchanged his 
Packard for a new Stearns-Knight 
sport sedan.

Detroit—The Asbestone Co., 2030 
Penobscot building, has been incor
porated to manufacture and deal in 
building material, with an authorized 
capital stock of $24,000, of which 
amount $12,240 has been subscribed 
and paid in in property.

$450,000 
Morris Friedman

First
(Closed) Mortgage 

5% Gold Bonds
D ated J a n u a ry  1, 1926. 
Due J a n u a ry  1, 1951.

TAX F R E E  TO 
MICHIGAN HO LD ERS

T he M ichigan T r u s t  C om 
pany , T ru s te e , G rand 

R apids, M ichigan

T hese  bonds will be th e  p e r 
sonal obligation  o f M r. M or
ris  F ried m an  an d  in  ad d i
tio n  will be secu red  by  F ir s t  
(closed) M ortgage upon land  
and  bu ild ing  ow ned in  fee 
loca ted  on M onroe A venue 
fac ing  C am pau  S quare , w ith  
a  to ta l v a lu a tio n  of m ore 
th a n  tw ice  th e  am o u n t of 
th is  issue.

In su ran ce  of a n  am o u n t and  
c h a ra c te r  s a tis fa c to ry  to  the  
T ru stee  is  c a rrie d  on th e  
p ro p e rty  covered  by  the  
M ortgage secu rin g  th is  issue  
of bonds.

L egal In v es tm en t fo r M ich
igan  S av ings B anks.

P R IC E  99% AND AC
CRU ED  IN T E R E S T  

Y IE LD IN G  OVER 5%

H o w e , Sn o w  
& B ertles,in c .
Investment Securities 

GRAND RAPIDS
NEW  YORK C H IC A aO  DETROIT

S ta tis tic s  a n d  in fo rm ation  
con ta in ed  in  above, w hile  n o t 
g u a ra n te e d  h a s  been  o b ta in -  
fro tn  sources w e believe to  
be re liab le . ,,

Frank D. Bristley.


