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PLAY TH E GAME
Make me to play the game of business like a man: 
To do the big and noble things if I but can,

And battle squarely.

Make me to see the right, the finer way to do,
And then unswervingly to see the issue through 

W ith self-possession.

Make me to treat with kindness every brother man: 
To be considerate and thoughtful in the van 

Of strife and struggle.
Make me to love my honor more than earthly gain: 
To keep my reputation high and free from stain 

Unspotted ever.
Make me to end each day with mind and conscience 

c l c c i r !
Unsullied by the breath of shame; nor touched by

fear
Of what may follow.

So may my days of business stand the spotlight’s glare, 
Revealing only that which should 

And shall be there.
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S P R I N G  F E V E R T

With the first signs of spring comes the Stanolax (Heavy), a pure water white
feeling of torpor and sluggishness. In the mineral oil of heavy body, accomplishes
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STANOLAX (Hea 
remedy for the relief 
lion. I ts  action is pun 
teal. STANOLAX ( t  
pure, ta s te less , odor 
mineral oil and has 
heavy body.

Having a heavier be 
dinary mineral oils 
(Heavy) d im  mates 
leakage.

In n s  preparation, 
taken to make h confo 
S .B r. and o th e r  phai 
standards for purity.

old days this condition 
was called “Spring 
Fever.** It was at 
such times that 
Grandmother 
prescribed her 
favorite reme
dies — sulphur 
and molasses 
and herb tea.
T h e s e  tonics 
were judicious
ly administered 
to the entire 
family, the silent 
reluctance of the 
older members and 
the vociferous protests 
of the youngsters being 
alike disregarded.
In late years, however, we have learned 
that it is not necessary to take these nau
seating doses to be “fit** and energetic dur
ing the spring months.

Spring torpor, which is brought about 
by the accumulation of poisons in the 
system during the winter months chiefly 
through faulty elimination, may be re
lieved by using Stanolax (Heavy).
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its results entirely by 
mechanical means — 

lubrication. Stano
lax (Heavy) does 

not cause grip
ing or straining, 
and because of 
its heavy body 
seepage is min
imized.

By c a r ry in g  
Stanolax (Hea
vy) in stock, 
you will be able 

to cater to a greater 
number of people in 

your neighborhood who 
have learned, through 
our extensive advertis

ing, to call for this product by name.

Stanolax (Heavy) brings large profits and 
many repeat sales. We are prepared to tell 
your customers and prospects still more 
about Stanolax (Heavy) through our vari
ous dealer helps. Write our nearest branch 
regarding these helps. They will mean in
creased business and profits.

Standard Oil Company
[Indiana]

By taking Stanolax (Heavy) during the winter months, you will eliminate the usual recurrence of spring torpor every year.
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Items From the Cloverland of Michi
gan.

Sault Ste. Marie, May 11—This is 
about the opening of Spring here. J. 
H. Wager, the pop corn man, has re
turned from the South and opened up 
for the season at the same old stand 
on Ashmun street. Mr. Wager is an 
expert at the business, coming here 
each spring for the past several years 
and leaving at the end of the season 
for the South, where he spends the 
winters.

Fair Bros., at St. Ignace, the well- 
known meat men, have moved into 
their new building next to the old 
place, where they now have one of the 
finest arranged and best equipped mar
kets in the city. The interior is finish
ed in marble, with glass covered coun
ters and inlaid floor. The front show 
windows are also enclosed with glass, 
which makes them very attractive as 
well as sanitary. This market has 
built up a reputation on quality meats 
and fruits, as well as light groceries, 
and enioys a large patronage.

Arthur Griffin, the 18 year old 
delivery boy for C. O. Brown, the 
grocer, was killed last Thursday when 
the delivery truck which he was speed
ing down Portage aven~- overturned, 
pinning him near the street curb. This 
should be a warning to some of the 
numerous other speeders who have had 
narrow escapes.

Speaking of boys, we might also add 
that it is iust as hard for the bovs to 
raise a dad they are proud of as it is 
for the dads to turn out boys that 
register 100 per cent, to the good.

The first State ferrv left Mackinaw 
City Wednesday for St. Ignace and is 
now doing a nice business. It looks as 
if the tourists are getting started early 
this year.

We are now running on potato time, 
the city clocks having been put ahead 
one hour on Mav 1. This new time 
will give some of us fellows just one 
more hour to work, as the trains still 
stick to standard time.

Andrew Westin, the merchant prince 
of Newberry, accompanied by a large 
party of friends, called at St. Ignace 
Thursday, taking back a large string 
of new Dodge sedans.

The first real fire here in some time 
happened last Tuesday when the jun
ior high school, a brick structure, was 
totally destroyed, causing about S150.- 

i 000 loss, which was fully insured. It

is expected that a new structure will be 
built as soon as possible.

The Brimley stage is now making 
daily trips from the Soo to Brimley. 
William Raynard, the operator, has 
purchased a new International speed 
truck for the run.

The Thomas restaurant, at St. Ig
nace, opened for the summer Sunday, 
Mav 9. This popular eating place is 
well known by hundreds of tourists 
who came through St. Ignace last 
year. Mr. Thomas has had years of 
experience on the Soo line diners and 
makes a specialty of chicken dinners. 
He also enjoys a large patronage from 
the Soo, making a nice trip for a Sun
day dinner.

We are to have a new skate fac
tory here in the near future. Chick 
Williams, the well-known hockey fan, 
is promoting the industry. Mr. 
Williams plans to bring shoes and 
skates into this country from Canada 
and assemble them here for distribu
tion to larger cities. Contracts for sev
eral thousand skates have alreadv been 
received from large Chicago dealers. 
They will do a wholesale business only. 
The assembly shop will_ be located at 
the Mackey-DeRoy mill, on Eureka 
street.

Crowe’s harness shop, at 138 Ridge 
street, is moving into the old Anchor 
mission building, where Mr. Crowe 
will have much larger quarters to care 
for the increased business, especially 
for his auto repair and batterv work. 
Extensive remodeling and imorove- 
ments have been made on the old mis
sion building.

The Cedarville, St. Ttrnace & Soo bus 
line started last week, leaving the Soo 
dailv at 2:30 p. m., going bv wav of 
Pickford, Cedarville and Hessel.

Herbert Fletcher. Cashier of the 
Sault Savings Bank, has opened his 
summer home near Brimlev for the 
season. He entertained part of the 
Horse Shoe Club last Sunday. Some 
expert plaving was done. Fred Shaw 
and Doc McCandless made the highest 
scores, while Isaac De Young, RoM 
Kirkpatrick, also Mr. Fletcher, placed 
some won derful shots Mr. Fletcher 
has improved the court, which is now 
one of the finest courts on the bav 
shore and pronv'sed to furnish much 
sport during the summer season.

The lazv man aims at nothing and 
• generally hits it.

The Park Hotel expects to re-open 
for the season on Tune 1. Mr. Holton 
will be the manager. He seems pleased 
over the prospects of this being a 
record breaking summer for the hotel. 
He has been looking over the situa
tion in the South and other parts 
the country and finds that the North
ern part of the State seems to be the 
favored place for the summer tourist.

Will'am G. Tapert.

Buy Flour To Cover Immediate Re
quirements.

W ritte n  to r  th e  T rad esm an .
The Government crop report, issued 

a few days ago, predicts a winter 
wheat crop of approximately 550,000,- 
000 bushels which compares favorably 
with the ten-year average of 558,000,- 
000 bushels. The condition of the crop 
is also improving, the April condition 
showing 84.1 per cent, of normal while 
the first of May showing is 84.6 per 
cent, of normal. Since the first of 
May the wheat growing sections have

been favored with general rainfall, so 
for the present at least there is plenty 
of moisture in both the winter and 
spring wheat sections.

Stocks of wheat are holding up very 
well compared to last year, particu
larly in Kansas City, where on the 
8th inst there were 2,362,845 bushels 
compared with 2,493,020 bushels last 
week and 2,848,118 same week last 
year. Receipts of wheat in Kansas 
City this week were 252 cars compared 
with 404 cars a week ago and 257 cars 
same week a year ago. Chicago stocks, 
on the other hand are considerably 
lighter than last year, but improved 
conditions in the spring wheat sections, 
as well as winter wheat territory, cou
pled with the light milling demand 
and unfavorable British industrial con
ditions have had a bearish tendency, 
and prices of both cash and future 
wheat have declined somewhat dur
ing the past week.

The situation has not changed from 
the flour buyer’s standpoint; there is 
no incentive to buy at this time for 
future delivery; it appears unwise tc> 
do so, and consequently prompt ship
ment business is about all there is in 
: ight just now, and undoubtedly this 
condition will continue to prevail until 
new crop prices are established on a 
sound foundation, and have the con
fidence of the wheat and flour buyer. 
For the present it seems wise to buy 
to cover requirements only; not from 
a speculative standpoint for future de
livery. Lloyd E. Smith.

Gabby Gleanings From Grand Rapids.
Grand Rapids, May 11—The Sales

men’s Club of Grand Rapids have 
adopted a plan which might well com
mend itself to more of the organiza
tions of similar nature. Thev are set
ting aside an educational foundation 
fund to aid and assist deserving boys 
to get a college education, realizing, 
as most salesmen do, that the college 
trained man of equal ability is gener
ally in greater demand than the man 
who has not enjoyed the privileges of 
a college training. The committee in 
charge of this fund consists of Charles 
S. Cornelius, of the Wolverine Brass 
Co.: George Frazee, Principal of the 
Vocational School and Harry E. Trues- 
dell, of the Michigan Mutual L:fe In
surance Co. This Club thoroughly 
believes in having an objective and is 
making plans to make this educational 
fund a permanent arrangement.

The meetings of late have been so 
well attended and the interest shown 
so great that thev are to be continued 
during the month of Mav. which is 
from four to six weeks later than the 
Club ordinarily operates. We have 
made arrangements to hold a picnic 
early in Tune at some nearby lake, 
which will round out one of the most 
successful seasons this Club has ever 
enjoyed. It is with some interest we 
note that they have opened the mem
bership list to saleslad’es as well as 
salesmen, the membership list already 
containing the name of several ladies 
who are active in sales work.

For the meeting next Saturday,

called at 12:45 p. m.. Dr. G. W. Law- 
ton, Manager of the Chicago Branch 
of Sheldon School of Salesmanship, 
will be the speaker. His subject will 
be How Business Fundamentals Can 
Assist the Experienced Salesman. He 
is recognized as one of the big men in 
his profession and it is said he can 
crowd more real food for thought re
garding salesmanship in a thirty minute 
talk than any other man in America. 
The Club is particularly fortunate in 
being able to secure a man of this high 
caliber and the meeting should be well 
attended not only bv the members but 
bv every one interested in sales work 
of any kind.

John Honton, who has been acting 
as city salesman for the Worden Gro
cer Company for the past eleven years, 
has resigned his position to accept one 
in the National Brass Co., of this city, 
to take effect May 15. He will cover 
the State of Ohio with his new line.

Chester F. Idema has been appointed 
advertising manager for the Welch- 
Wilmarth Corporation, the second 
largest manufacturers of store equip
ment in the country. He was in the 
Sales Department of the Elliott Ma
chine Company from 1910 until he left 
to enlist in 1917. having the title of 
Assistant Sales Manager when he sev
ered connections there. For two years 
after his discharge from the armv in 
the summer of 1919, he_ was manager 
of a company engaged in the jobbing 
of farm products, operating a canning 
plant and acting as brokers for the 
sales of the products through the 
Gleaners, a farmer organization. Owing 
to financial difficulties, the Gleaner 
Clearing House Association ceased to 
function in 1922, and the canning 
plant was sold and the business dis
solved. He went with John L. Wier- 
engo & Staff in January, 1923, as sec
retary and treasurer, but was con
tract man on most of the local ac
counts.

Chas. S. Hathaway, who was a resi
dent of Grand Rapids for about thirty 
vears and about twenty years there
after was art, musical and dramatic 
critic for the Detroit Free Press, after 
which he returned to Grand Rapids 
and served a half dozen years as As
sistant Secretary on the Board of 
Trade, died at his home at Redford 
yesterday. Mr. Hathaway was a con
temporary of Sidney F. Stevens. 
Gaius W. Perkins, Chas. H. Leonard 
and Chas. R. Sligh and through all his 
Ffe maintained a close personal re
lation with the late Sidney F. Stevens, 
who preceded him to the Other Side 
bv only ten days. Mr. Hathaway was 
a man of varied abilities and although 
he was in poor health for some years 
his friends will be very sorry to hear 
of his pass:ng.

Mrs. W. A. Gilleland and two of 
the three sons in the Gilleland family 
reached Grand Rap;ds last Friday, 
having driven through from McKees
port. Pa., by automobile.

Tohn A. Verhage, who has been con
nected with the Kalamazoo house of 
Lee & Cady for the past sixteen years, 
has removed to Grand Rapids to snare 
in the buying for the local branch with 
William L. Berner.

Milford—The Agnew Electric Weld
er Co., has been incorporated to man
ufacture and sell electric welding ma
chines, with an authorized capital stock 
of $50,000, $1,000 of which has been 
subscribed and paid in in cash.
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Canadians Show 47 Per Cent. Annual 
Capital Earnings.

Again I have the old-style message: 
“I enclose a stamped addressed en
velope. as I do not wish these state
ments published.” And again I have 
to publish the statement, because I 
have not time to analyze statements 
and write reviews thereon privately. 
Have you, by the way, any idea of 
the money-value of such work? Evi
dently few of you have; but I can em
phasize this point: That such analysis 
may be made for you provided it can 
be used elsewhere. Otherw'se, do not 
send in your stuff, for it is sure to be 
published.

But a lesson we can afford to learn 
from the chain store grocers is that 
there are no secrets in business. In 
their conventions those men talk pub
licly. They exclude nobody. They 
relate their inmost facts. Then what 
they have said is gathered into a book
let and sent broadcast. Why do they 
thusly? Because each knows that 
thereby the industry is advanced and 
each feels strong enough in himself 
to derive compensating advantages in 
such advancement amply sufficient to 
justify his own contribution. Th;s ap
pears to be good reasoning. Why 
not for individual grocers?

Nevertheless. I always protect the 
identity of any correspondent so com
pletely that only he will recognize his 
own figures when published. Have 
you not noticed that? Why continue 
to be of so little faith?

I do not know when I have seen 
figures which reflect a business so well 
in hand.

This business appears so well un
der control that I accept without ques
tion the statement that accounts out
standing are all good.

I also assume that there is good rea
son for holding a cash balance of 
$1.800, while owing current accounts 
wh:ch total more than the stock on 
hand. But it seems odd practice to me 
for anyone to owe current bills so 
large that his stock equals only about 
63 per cent, thereof, while holding cash 
in hand to an amount in excess of the 
entire value of merchandise inventoried.

This looks as if discounts were not 
taken on all purchases, and that seems 
strange pract:ce in one so well versed 
in sound business rules. I should 
think it better to use $1,5.00 cash to re
duce current bills to $763.31, holding 
$345 on hand. Even then the owned 
equity in merchandise would only be 
half the average on hand.

In short, where is the need to owe 
so much?

Sources of supply are near. That 
can be seen by the average stock in
dicated—only about $1,425. With 
sales shown in fifteen months, we have 
stock turn which runs close to seven
teen and a half yearly—and that is 
wonderful. So where is the excuse to 
owe so much for merchandise?

Freight and express appear here as 
a separate charge to merchandise. This 
must be simply that separate notation 
of this total is desired. I am sure this 
merchant runs in all costs against 
goods before he prices them. But such 
an item always makes me nervous.

Expenses shown run 11.7 per cent, 
and profits are 9.4 per cent. plus. So

margin averages over 21 per cent. It 
is hard to see how this could be bet
tered.

I do not like to see over two thous
and dollars buried under a “miscel
laneous” heading. Undoubtedly this 
includes the owner’s own “drawings.” 
It were better to draw a definite salary 
and enter that as such in expenses. 
Even so, it seems to me that the salary 
must be held rather close to go into 
that total for fifteen months.

But the crucial item is the net profit 
of over $3,700. That money is there. 
It is tangible. The merchant can take 
it in his hand and feel it. That fact 
covers a multitude of accounting pec
cadillos. For it equals the splendid 
average of nearly 47.6 per cent. Annual 
capital earnings—and that is good 
enough for anybody.

And now that the review is finished 
and published, I wonder whether my 
correspondent really feels hurt that I 
did not utilize his self-addressed en
velope to tell him that a private re
view would be impossible.

Men in all lines, wholesale, retail 
and manufacturing, are prone to think 
that large economic problems do not 
affect them, or touch them only indi
rectly. During the last chain grocers 
convention this was brought out forc
ibly by Alvin Dodd. He told these 
two stories, on which I comment:

“In 1919 the Russians couldn’t buy 
tea. No money. India, which raises 
tea for Russia, couldn’t buy English 
textiles. The Manchester mills had the 
greatest slump since our civil war. 
Cotton dropped in the U. S. and the 
South couldn’t buy. Wholesalers 
along the Ohio River failed. Thus 
Cincinnati families suffered because 
the Russians couldn’t buy tea.

And so grocers in our Old South and 
in Cincinnati were unable to sell goods 
or collect their bills because Russia 
could buy no tea. Oh, such things 
mean nothing to us.

“Again. A shipment of pianos was 
tied up in a South American port be
cause the purchasers could not pay 
for them. A man in Omaha invented 
Eskimo Pie. It swept the country and 
more cocoa had to be obtained from 
Ecuador. The trade balance was re
stored. Credit was re-established in 
New York. The Ecuadorians got 
their pianos; our manufacturers got 
their money; p:ano workers got their 
wages. New markets were opened for 
wood, wire, steel and all things that 
go into a piano—all because a man in 
Omaha thought of selling ice cream 
with a chocolate coating.”

So, wherever the piano industry 
flourished in our country, grocers were 
more prosperous than before those 
pianos were paid for. And wherever 
wood is worked or wire made or steel 
perfected, grocers derived benefit from 
the trade built up around Eskimo Pie.

Men also say they “have no time 
to read” anything that is serious or 
worth while that calls for some 
thought on the part of the reader. 
Those same men will pore over four or 
five sporting pages in the daily paper 
and know the batting, putting, jump
ing and running averages of all the 
field stars. Time? Where do they 
get that stuff?

Such men buy books and pamphlets.

Clinch 
The Sale

Yoy have seen the 
buyer and he is in
te res ted —b u t th e  
sale has n o t been 
closed. He is “think
ing it over.”

A Long D istance  
call may decide him 
—a rem inder, th e  
final argument, addi
tional information— 
and clinch the sale.

Long Distance steps in 
ahead of the waiting  

competitor♦

MICHIGAN BELL TELEPHONE 
COMPANY

One System One Policy Universal Service
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They subscribe to such magazines. 
They pay annually for their trade 
papers. And they stop right there. 
Having paid their money for those 
things, they feel they have finished 
their job. They do not read them, as 
they should.

Meantime, men who realize that an 
unread trade paper represents the most 
willful kind of waste, forge ahead, 
grow, become famous and rich, because 
they have some fair idea of the value 
of time and make use of what lies 
above their collars. Paul Findlay.

About the Proposed Sunday Closing 
Bill.

At our recent convention in Muske
gon it was decided to ask the officers 
of the Retail Grocers and General Mer
chants Association to prepare and sup
port a bill to enforce Sunday closing 
of all groceries and meat markets in 
Michigan.

We wish, therefore, to launch a cam
paign to bring this about and, first of 
all, I want to mention a few reasons 
why this will be a good law and one 
easy to enforce.

First, I believe the merchants them
selves want a day of rest on the Sab
bath.

It is generally known that the Greek 
and Italian grocers are the worst of
fenders.

Now I do not believe this is because 
these men are less law-abiding than 
others or is it because they do not feel 
the need of a day’s rest, but rather, I 
think, they have got into the rut of a 
seven day week and do not know how 
to get out.

Last year in Grand Rapids our local 
Secretary, Herman Hanson, got all of 
the Greek storekeepers to voluntarily 
agree to close on Sunday and they 
signed an agreement to pay $50 to the 
Salvation Army if they opened their 
stores on that day. It worked well for 
a while, but when someone offended 
and they tried to collect the $50, the 
court said it was not a legal agree
ment. Now, while this attempt was not 
entirely successful it shows that the 
vast majority of Greek owned stores 
want to have a six day week and will 
welcome legislation which will force 
all food stores to keep the Sabbath 
day. Paul Gezon, Sec’y.

Mr. Gezon is in receipt of the fol
lowing letter from ex-President Chris
tensen:

Saginaw, May 2—Very kind and 
thoughtful of the convention to re
member Mrs. Christensen and myself, 
as you did, with a gift to both of us.

It goes without saying? that the 
beautiful and luxurious box of flowers 
sent her and the “nifty” Elgin time
piece presented to me gave us both an 
ecstatic thrill of pleasure.

Permit me to offer you our com
bined heartfelt and sincere thanks f~r 
y o u r  generosity.

Charles Christensen.
Mr. Gezon is in receipt of the fol

lowing letter from Mr. Goossen:
Lansing, May 3—There seems a 

misunderstanding concerning the Na
tional convention, which I asked co
operation on to obtain same for Lan
sing, which should b.e 1928—not 1927 
—as published in the Michigan Trades
man. Kindly have same corrected, for 
I promised co-operation for Nashville, 
Tenn., for 1927. The New York dele
gation promised their support for Lan
sing for 1928, hence we will get Nash
ville support as well for 1928.

M. C. Goossen.

Genuine Spring Lambs.
Old Winter, with its cold and cheer

less days, is becoming a thing of the 
past, and in his place comes budding 
trees, green patches of grass, balmy 
days and genuine Spring lambs. If 
all the calendars in the world were 
destroyed the appearance of the genu
ine Spring lambs on the market would 
tell us of the nearness of Spring. The 
hot house product has been on the 
market for some time, but prices have 
been rather high for the average fam
ily, and not many have made their ap
pearance in the ordinary butcher shop. 
Genuine Spring lambs will be slightly 
higher than the older stock, too, but 
not to the extent that they will be out 
of the reach of anyone who really wants 
a treat. Sunny California is the source 
of these early arrivals, and the quality 
is said to be very good this year and 
the crop about normal. How many 
of ’them come East depends on the 
way they are received and the price 
.consumers here are willing to pay. 
Last year wholesale prices ranged from 
29 to 34 cents a pound on the .opening 
day of quotations, which was March 
19. At that time Western dressed 
lambs were selling a little higher than 
this year, although the full range of 
prices, taking in all grades, was the 
same as recently. The heavier weights 
were not discriminated against quite 
so sharply as this year, however, which 
gave dealers a little higher average 
price. It is difficult to say just what 
the price will be this year, but it is 
safe to assume that it will not be much, 
if any, higher than last year, and there 
is a possibility that it will be lower. 
At all events it will not be high enough 
to place this delectable food out of 
most people’s reach. Nearly all first- 
class shops have genuine . California 
Spring .lambs.ion safe, and if you want 
a treat it is advisable to get your or
der in early enough to be sure of a 
fine selection. Nothing that we might 
say seems necessary to inform you of 
the quality of these lambs, for the Cal
ifornia warmth has furnished an abun
dance of sweet grass for their mothers 
and the mothers’ milk has done the 
rest. California seems a land of en
chantment to Easterners and their 
early lambs sustain the thought.

Hides. Pelts and Furs.
G reer No. 1 ____________________
Greer No. 2 ____________________
C ured, No. 1 ____________________
C ured, No. 2 ____________________
C alfskin, G reen, No. 1 __________
C alfsk in , G reen, No. 2 __________
C alfsk in , C ured, No. 1 __________
C alfsk in , Cured, No. 2 __________
H orse, No. 1 ___________________
H orse, No. 2 ___________________

07
06
OS
07
13
11%
14 
12% 
3 00 
2 00

P elts .
L am bs --------------------------------------- 50@75
S hearlings  -----------------------------  10@25c

Tallow .
P rim e  ___ ;__________________________ 07
No. 1 _________________________________07
No. 2 ---------------------------------------_____ 06

W ool.
U nw ashed, m edium  _______________@35
U nw ashed, re je c ts  _______________ @25
U nw ashed , fine ___________________ @30

Best of All.
She: Are mine the only bps you 

have ever kissed?
He: Honor bright, yes. And the

nicest.

With one automobile for every five 
persons and one radio set for every 
five families, it is no wonder that there 
is serious congestion both of ground 
.and lofty traffic.

XX'
XX. =xx

r. XX

Choosing The Best Bonds

A N  IMPORTANT MATTER for investors 
to consider is that of diversification of se

curities.
While all the bonds we offer for sale have been 
purchased for our own investment after careful 
consideration and investigation, we realize that 
among the securities offered by us, there are 
some bonds which will fill the particular needs 
of one investor, while others, of the same gen
eral class, as bonds, may be even more desirable 
for another investor.

In the list of securities which we offer are in
cluded bonds of—

United States and Foreign Governments 
Municipal Bonds o f  States, Counties and Cities 
Public Utility, and Corporation Bonds 
First Mortgage Real Estate Bonds 
Miscellaneous Odd Lots o f  various kinds.

It always is a pleasure to go over with investors 
the matter of fitting the securities which they 
own to their particular needs or desires and, 
being in close touch with the more important 
security markets of the country, we often are in a 
position to advise a change or concentration of 
holdings which will increase their earnings and 
desirability.

Our bonds are from $100 to $1,000 denominations.

We would be pleased to put you on our mailing list lor 
our monthly circular, “ Investment Suggestions”.

t h  f : ;  ,

MlCHIGANlRUST
C O M P A N Y

GRAND RAPIDS, MICHIGAN

The first Trust Company in Michigan

Ilf
=xx

GRAND RAPIDS LABEL CO.
Manufacturers of

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

Write us (or Quotations and Samples 
GRAND RAPIDS MICHIGAN
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MOVEMENTS OP MERCHANTS.
Manistique—E. W. Miller succeeds 

the E kstrom Lumber Co. in business.
Escanaba—The Escanaba Oil Co. 

has increased its capital stock from 
$20,000 to $25,000.

Kalamazoo—The Kalamazoo Re
tinning Co. has engaged in business at 
1331 Portage street.

Flint—The R. & A. Lumber Yards 
has changed its name to the Genesee 
Lumber & Coal Co.

Elk Rapids—A. Bruner, recently of 
Traverse City, has engaged in the 
produce business here.

Milford—Arthur M. Bird, prominent 
druggist of Milford and a director of 
the Farmers State Bank, is dead.

Grand Rapids—Fred Logeman suc
ceeds Fred S. Beardslee in the tea and 
coffee business at 321 Bridge street.

Dearborn—The Dearborn Builders 
Supply Co. has opened a retail lumber 
yard in connection with its business.

Wacousta—L. S. Grisson has closed 
out his stock of general merchandise at 
public auction and will retire from 
trade.

Detroit—The Franeda Mills Supply 
Co.. Dime Savings Bank building, has 
changed its name to the E. F. Hough
ton & Co. of Michigan.

Saginaw—The McLellan Co., which 
conducts a chain of 125 bazaar stores, 
has opened a similar store here with 
C. A. Hutchins as manager.

Kibbie—The Casco Produce Co. has 
been incorporated with an authorized 
capital stock of $10̂ 000, $6,000 of 
which has been subscribed and paid 
in in cash.

Bear Lake—Don W. Richmond is 
building an addition to his drug store 
building, which he will fit up as a mod
ern ice cream parlor and confectionery 
department.

Wayland—Frank Baugh & Son have 
purchased the Stockdale building and 
will occupy it with their shoe stock and 
shoe repair department as soon as the 
work of remodeling is completed.

Detroit—The Riveria Furniture Co., 
9583 Grand River avenue, has been 
incorporated with an authorized capital 
s*ock of $10,000. $2 000 of which has 
been subscribed and paid in in cash.

Saginaw—Christopher K. Jost. gro
cer and meat dealer at 515-17 North 
Bond street since 1903. died at his home 
May 9. following a sudden attack of 
heart disease. He was born in Sagi
naw Jan. 19. 1871.

Ironwood — The Hansen-Peterson 
Co., which conducts a chain of whole
sale fruit and vegetable houses, has 
opened a similar establishment in the 
new Buss building, occupying the first 
floor and basement.

Jackson—Milton’s, 207 East Mich
igan avenue, has been incorporated to 
deal in men’s wearing apparel at re
tail. with an authorized capital stock 
of $10,000, all of which has been sub
scribed and $9,300 paid in in cash.

Detroit—The Economy Paper & 
Bag Co, 8528 Linwood avenue, has 
been incorporated with an authorized 
capital stock of $10,000, of which 
amount $6,000 has been subscribed and 
paid in, $2,000 in cash and $4,000 in 
property.

Detroit—The General Store Fixture

Co., 451 Monroe avenue, has been in
corporated to deal in store and res
taurant fixtures, with an authorized 
capital stock of $15,000, all of which 
has been subscribed and $3,500 paid 
in in cash.

Detroit—The Michigan Roofing & 
Supply Co., 306 Lincoln building, has 
been incorporated with an authorized 
capital stock of 12,000 shares at $1 
per share, all of which has been sub
scribed, $750 paid in in cash and $4,650 
in property.

Detroit—The Stedman Paint Co., 
11808 Kercheval avenue, has been in
corporated to conduct a retail paint 
and varnish business, with an author
ized capital stock of $2,000, all of 
which has been subscribed and $500 
paid in in property.

Battle Creek—John Stillman has 
merged his department store business 
into a stock company under the style 
of the John Stillman Co., Inc., with 
an authorized capital stock of $75,000, 
all of which has been subscribed and 
$7,500 paid in in cash.

Port Huron—The Reid Brokerage 
Co., 28 Grand River avenue, jobber of 
farm produce and oth- - commodities, 
has merged its business into a stock 
company under the same style, with 
an authorized capital stock of $50,000, 
$20,000 of which has been subscribed 
and paid in in property.

Coldwater—According to the terms 
of Circuit Court order signed by 
Judge C. C. Johnson, the property of 
the Secor Silo Co., a defunct corpora
tion, will be sold at public auction to 
the highest bidder on Friday, May 28, 
at 10 a. m. The concern, which came 
here from Lawton a couple of years 
ago, failed and a receiver was ap
pointed.

Allegan—The Pocahontas Coal Co-, 
William Schmitz and Ray Haas, pro
prietors, has bought the vacant lot 
adjoining the oostoffice on he North 
and moved their frame office building 
to that location. The frame building 
is to be brick veneered to comply with 
the fire limit ordinance. This location 
will be a central one for this young 
but enterprising fuel concern.

Ishpeming—Simons Bros, have dis
solved partnership and their whole
sale grocery and confectionery business 
will be continued by Charles Simons, 
who has taken over the interest of his 
brother, Stephen and has admitted to 
partnership his sons, Harold and Clay
ton. The business will be conducted 
under the style of Simons Bros. 
Stephen Simons has taken over the 
Simons lunch room and will continue 
the business under his own name.

Portland—Elon A. Richard, one of 
Ionia county’s best known business 
men, died at his home here Monday 
from acute Bright’s disease. Mr. 
Richard was born in Saranac in 1872, 
going to Grand Rapids with his par
ents when a boy. where he studied 
pharmacy, working for the Hazeltine 
& Perkins Co. at the time of his com
ing to Portland, 28 years ago. He 
was president of the local Exchange 
club, and a member of the Masons, 
Odd Fellows, Elks and Woodmen. Be
sides his widow, he is survived by one 
adopted son, Earl; two brothers, Fred

A., Cincinnati, and Flenn E., Grand 
Rapids; one sister, Mrs. Russell 
Bready, Port Huron.

Allegan—The Handy Electric Mills 
broke ground last Thursday for its 
new mill on Cutler street. The pro
prietors state the new building will be 
completed by Aug. 1 and after its 
completion will cease grinding flour 
here. Wheat will be bought here and 
sent to Hamilton by truck and railway 
to be made into flour in the com
pany’s mill. A little more than a year 
ago there were three flour mills in 
Allegan, but after the burning of the 
Allegan Milling Co.’s large mill, an
other mill owned by that company was 
sold to local parties and their water 
rights sold to the Consumers Power 
Co. The old mill, in turn, was sold 
to Chicago brokers and has since been 
idle. The cement business block in 
which the Handy Electric Mills now 
operates is to be sold and will probably 
be converted into a retail store.

Manufacturing Matters.
Allegan—The Excel Manufacturing 

Co. has increased its capital stock 
from $15,000 to $75,000.

Saginaw—The Saginaw Salt Prod
ucts Co., has increased its capital stock 
from $125,000 to $150,000.

Saginaw—The Lufkins Rule Co. will 
start work soon on a factory addition, 
50 by 140 feet, three stories.

Grand Rapids—The Utility Table 
Co., 1908 Nelson street, S. E., has in
creased its capital stock from $5,000 
to $15,000.

Grand Rapids—The Reliable Smelt
ing Co. has plans to erect a factory at 
Crosiby street and Pennsylvania Rail
road, to cost $30,000.

Lansing—The Muskegon Felt Cush
ion Co. will move from Lansing to 
Grand Rapids within six weeks, fol
lowing erection of a factory at Myrtle 
street and the Pennsylvania railroad 
at a cost of about $30,000.

Adrian—The purchase of a large 
stock interest in a Chicago neckwear 
factory is announced by O. E. and J. 
L. Mott, owners of the Nu-Way 
Stretch Suspender Co. Neckwear has 
been handled by Nu-Way for several 
years but the owners advise that the 
volume of sales has increased to such 
proportions, especially during the past 
ytai, that it has become necessary that 
some new arrangements be made for 
the manufacture of the company’s 
needs and that the forming of this Chi
cago corporation is the outcome. A 
Chicago office will be maintained at 
the neckwear factory located at 312- 
314 West Jackson boulevard. In ad
dition to the Chicago factory special 
machinery is in transit and change', 
aie being made in the local factory so 
as to manufacture both neckwear and 
belts in the Adrian plant. Production 
is expected to begin not later than 
April 1 and will be increased as ma
chinery is received. The Nu-Way 
Stretch Suspender Co. came to Adrian 
nine years ago from Dundee, and at 
first manufactured only the Nu-Way 
spring stretch suspender, which has 
become so well known throughout the 
country.

AWNINGS, 

TENTS, 

COVERS, 

CAMP

EQUIPMENT

Let us send a  representative to  tell you 
about awnings. You will find it an  in
teresting story  of distinctive materials, 
artistic patterns, good w orkm anship and  
low prices.

F or p rom pt and  efficient service call the 
nearest dealer listed below-

K alam azoo Aw ning & T en t Co., Kalam azoo. 
M uskegon A wning & Mfg. Co., Muskegon.
Pontiac T ent & Aw ning Co., Pontiac.
G rand  H aven A uto  T rim  Shop, G rand  Haven.
Fox Textile P roducts Co., Ypsilanti.
Lansing T en t & A wning Co., Lansing.
G rand  R apids Aw ning & T en t Co-, G rand  Rapids.
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Essential Features of the Grocery 
Staples.

Sugar—Jobbers hold cane granu
lated at 5.90c and beet at 5.80c.

Tea—The entire tea trade is awaiting 
the outcome of the general strike in 
London. If the struggle between the 
opposing factions proves to be a long 
drawn out affair it will naturally be re
flected in the tea market perhaps more 
than in any other commodity. The 
trade here is without any fresh ad
vices as to the position of teas in Lon
don. Meanwhile anxiety has been 
shown in some distributive quarters 
and orders have been placed a little 
more freely for the general run of 
India-Ceylon teas. The British strike 
will undoubtedly result in drawing 
down warehouse stocks appreciably 
and in strengthening the statistical 
position to be revealed at the end of 
the current month.

Coffee—The market, speaking of 
spot Rio and Santos, green coffee in a 
large way, shows no particular change 
during the week. The advance re
cently reported has been practically all 
maintained. The figures issued during 
the week showed a large reduction in 
the world’s visible supply of coffee, 
and this had some strengthening effect 
on the market. At the present writing 
the market is steady, with an upward 
tendency. Several small advances 
have occurred during the week of 
about a half cent in mild coffee, not
ably Maracaibos and Columbias. The 
jobbing market on roasted coffee shows 
no special change for the week. The 
demand is normal for the season.

Canned Fruit—The California and 
Northwest fruit situation has been fav
orable for some little time. There is 
a shortage of gallons while peaches in 
the No. ZYz tin have been held firmly 
in all quarters and have hardened in 
value. Futures have been taken on a 
tentative basis to enable buyers to re
sell to their retail trade and to pro
tect themselves by booking up brands 
and packs which they require.

Canned Vegetables—There is the 
same story of weakness and sluggish
ness in tomatoes, corn and peas. Un
doubtedly there is a very heavy con
sumption of all these staples at pres
ent prices. One broker reports that 
he sold six times as many tomatoes 
this April as last. Prices of tomatoes 
show no change for the week. The 
market is unquestionably easy. How
ever, from some sections comes re
ports of lessening stocks, and with this 
a little hardness in price. Nobody is 
paying any attention to futures, al
though the Maine corn packers say the 
acreage will be 35 to 40 per cent, less 
this season.

Canned Fish—Fish has some firm 
packs. Chinook salmon has been close
ly sold up, while the delay in canning 
operations since the season opened, the 
high cost of fish and the increased 
consumer outlets caused by the high 
price of reds all tend to make new 
pack look attractive if the price range 
is not too high. California sardines, 
shrimp and lobster are three more 
items in strong position, to mention a 
few.

Dried Fruits—Lack of price change 
throughout the list reflects the absence 
of radical change in values and in trad

ing policies in dried fruits during the 
week. Jobbing interest is continuous, 
but not conspicuous, while there is a 
tendency to consider future packs. The 
industry faces a more favorable fall 
than in many years so far as carryover 
is concerned. There will be no apri
cots or peaches, comparatively few 
California or Oregon prunes and a 
smaller supply of raisins than in a long 
time. In other words, the packing and 
distributing trade is nearer bare floors 
than in years. Favorable crop out
turns are in prospect which buyers be
lieve will not warrant high opening 
prices and while they are willing to' 
think and talk about futures they are 
not ready to trade or to consider con
crete prices. California and Oregon 
prunes are steady within the range of 
prices given. There is little Coast buy
ing as packers are too firm and high 
to make their offerings attractive. 
Raisins are firmer and as spot stocks 
are smaller there is increased buying 
from the Coast, much of which goes to 
Sun-Maid because independents are 
shy of fruit. Apricots and peaches are 
high but are so readily absorbed that 
the market favors the seller.

Syrup and Molasses—The molasses 
situation is steady. Nobody is antici
pating his wants to any great extent. 
Sugar syrup is unchanged in price, the 
situation being generally steady. There 
is only a moderate demand. Compound 
syrup is steady, with light demand. 
Syrups will not be in very good de
mand for some time.

Salt Fish—The demand for mack
erel is a hand-to-mouth one. Buyers 
know that there is no particular rea
son to buy anything but immediate 
wants, as the market is rather easy and 
prices low. There has been no change 
for the week.

Cheese—The demand is very poor 
at the present writing but the market 
is nevertheless fairly steady.

Beans and Peas—The demand is 
very quiet. The market is in the same 
lifeless condition that it has been in 
for months. Everything is easy, and 
in favor of the buyer. The tendency 
of the market is downward. Green 
and Scotch peas are also dull, un
changed and weak.

Provisions—'Lard, pork and other 
hog products have been steady to firm, 
with slight daily fluctuations that 
usually mark the first hands market.

Nuts—While shelled nuts are more 
spectacular than nuts in the shell 
there is such a routine movement that 
there are no real features. Good qual
ity walnut meats are easily sustained 
and are being held for advanceas, due 
to short supplies. Off grades sell on 
their merits at a wide range. Almonds 
are easy as some holders are willing 
to sacrifice their stocks to unload be
fore new crop comes in. Filberts are 
about steady. Other shelled nuts were 
unchanged during the week. Nuts in 
the shell are taken as they are needed 
for transient outlets.

Rice—Spot rice is dull without caus
ing any change in prices, as stocks of 
domestic and imported rices are con
siderably under normal. The former 
is in broken assortment and in hand- 
to-mouth demand. Southern markets 
are making more conservative offer
ings as the season advances and as

stocks dwindle down to a minimum 
with export grades particularly scarce.

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

Kings, $1@1.50; Jonathans and Mc
Intosh, $1.50. Winesap box apples 
are now in market, selling as follows:
100s-113s ___________________ $3.25
125s - , _____  3.25
138s-15Qs .........  3.00
198s-224s — i _________________ 2.50

Asparagus—50c for large bunch of 
California.

Bananas—6J/ic@7c per lb.
Beans—Michigan jobbers are quot

ing new crop as follows:
C. H. Pea Beans ____________ $4.40
Light Red Kidney ___________ 8.75
Dark Red K idney_____________ 8.75
Brown Sw ede_________________6.50
Cranberry B eans______________ 7.50

Beets—New from Texas, $2.50 per 
bu.

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

Butter—Prices from outside markets 
have been rather easier during the past * 
week. In consequence the market in 

.this territory has shown some slight 
uneasiness, although no immediate de
cline. At the present writing fine fresh 
creamery butter is firmer, however, 
with a good everyday demand. Hold
ers sell fresh packed at 38c and prints 
at 40c. They pay 25c for packing stock.

Cabbage—$4 per crate for new from 
T exas.

Carrots—New from Texas, $2.25 per 
bu. hamper.

Cauliflower—California, $4.25 per 
crate of 9 to 14 heads.

Celery—Calfiornia washed jumbo, $1.
Chalotts—$1 per doz.
Cocoanuts—$1 per doz.
Cucumbers—$2.25 per doz. for hot 

house stock from Illinois and Indiana.
Eggs — The demand is good, 

although the receipts are rather large. 
Everything in the way of first class 
stock is being absorbed upon arrival. 
There has not been any fluctuation 
either way during the entire week. 
Undergrades are also unchanged. Lo
cal dealers pay 27c for strictly fres 
and hold candled at 29c.

Egg Plant—$2.50 per doz.
Garlic—35c per string for Italian.
Grape Fruit — Florida commands 

$6.50@7, according to size.
Honey—25c for comb; 25c for 

strained.
Lemons—Quotations are now as fol-

lows:
300 Sunkist _________________$7.50
360 Red Ball — .......................— 6.50
300 Red Ball _________________7.00

Lettuce—Tn good demand on the 
following basis:
California Iceberg, 4s ------------- $5.00
Caifornia Iceberg, 5s _________ 5.00
Hot house leaf ______________ .18

Onions—Texas yellow, $2.25; Texas 
white, $3.25. Michigan, $4 per 100 lb. 
sack.

Oranges—Fancy Sunkist California
Valencia are now on the following
basis:
100 _________________________$5.00
126 __________________________5.25
1 5 0___    6.00
176 ................................. ................  6.25
200 __________ ___ — —............  6.25

216 __________  6.25
252 ______     6.25
288 ________________________  6.00
344 _________________________ 5.50
Sunkist Red Ball, 50c cheaper.

Parsley—$1 per doz. bunches for 
jumbo.

Peas—Southern stock, $2.50 per bu. 
hamper.

Peppers—Green* from Florida, $1 
per doz.

Pineapples—$5 per 24s and 30s.
Potatoes—Buyers are paying $1.50@ 

2 per bushel all over the state.
Poultry—Wilson & Company pay as

follows this week:
Heavy fow ls__________________ 30c
Light fowls __________________ 26c
Springers, 4 lbs. and u p ________ 30c
Broilers _________________  44@48c
Turkey (fancy) you n g_________ 39c
Turkey (Old Toms) ----------------- 32c
Ducks (White Pekins)_________ 26c
Geese _______________________ 15c

Radishes—90@$1 per doz. for home 
grown hot house.

Spinach—$1.75 per bu. for Texas.
Strawberries—$4 for 24 pt. crate.
Sweet Potatoes—Delaware kiln dried 

$3.25 per hamper.
Tangerines—$4.50 per box of any 

size.
Tomatoes—California $1.75 per 6 lb. 

basket.
Veal Calves—Wilson & Co. pay as 

follows:
F an cy --------------------------------  14c
G ood______________________  12j^c
Medium -----------------------------  11c
P o o r_______________________08c

New Vice-President For Tradesman 
Company.

Mr. Frank A. Wiles, who joined the 
Tradesman Company six years ago and 
who has made many friends by reason 
of his faithful attention to the cus
tomers of the corporation, has ac
quired a substantial interest in the com
pany and been elected to the position 
of Vice-President, succeeding the late 
Sidney F. Stevens in that capacity.

Mr. Wiles is a gentleman who un
dertakes to satisfy his customers by 
the care and thoroughness with which 
he accords every transaction which he 
undertakes. His decision to become 
a permanent official of the Tradesman 
family naturally gives his associates 
great pleasure.

Detroit—The John G. Furs Level 
Co., Inc., 4341 Drexel avenue, has been 
incorporated to manufacture carpenters 
and masons tools, with an authorized 
capital stock of $25,000, of which 
amount $9,000 has been subscribed, 
$2,000 paid in in cash and $5,000 in 
property.

Grand Rapids—The Macey Co., Divi
sion avenue, has increased its capital 
stock from $90,000 to $90,000 and 12,- 
000 shares no par value.

Grand Rapids—B. T. Leffingwell has 
purchased the Wealthy Heights Mar
ket at 751 Wealthy street.

Lacota—C. M. Wood succeeds Bert 
Hodgman in general trade.

Another thing that the weather man 
should try to have abolished are 
springless springs.

mailto:1@1.50
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Keeping Up Your Credit an Important 
Matter.

W ritte n  fo r th e  T radesm an .
The average retail merchant does 

not appreciate the importance of keep
ing up his credit. Next to actual cash, 
credit is the most important asset of 
the fetailer; and he is well advised to 
guard it by every means in his power.

Undoubtedly, there are times when 
it is impossible for the merchant to 
meet every obligation just on the dot. 
Undoubtedly, too, there are individual 
retailers who are too deep in the finan
cial mire to make more than a spas
modic effort to keep up appearances. 
But when the merchant’s credit is in
jured through failure to meet his ob
ligations promptly, quite often the 
blame can be laid solely at the door 
of carelessness and lack of forehanded 
methods of supervising his business.

In many cases the retailer keeps a 
Bills Payable account to which he 
rarely refers, or a diary which—half 
kept rather than kept—is of no help 
to him. The result is that drafts are 
turned back when a very little fore
sight would enable the merchant to 
provide for them.

The problem is one, not so much of 
money, as of good management. Good 
business generalship will enable the 
merchant to concentrate his resources 
where and when they are needed, and 
thereby to keep his credit intact.

As a first requisite, the merchant 
should keep some sort of diary. Keep
ing a diary of business obligations 
should be, not a perfunctory formality, 
but a rigidly observed duty. Every 
time the merchant signs a note or ac
cepts a draft, entry should be made, 
say, four days prior to the due date, 
as well as on the due date itself. This 
entry should show the amount of the 
draft, the name of the firm, and where 
the draft is payable. Thus, under date 
of June 2, the merchant enters in his 
diary:

“Draft, Smith & Co., $112, payable 
at First National Bank, due June 6.”

An entry should also be made under 
the actual due date, June 6.

Such a diary is valuless unless every 
obligation is entered, an dno chance 
should be taken in this regard; the 
entry should be made at the time the 
obligation is entered: and no chance 
of such entries is merely a matter of 
habit. The merchant can, by dint of 
persistence, develop the habit until it 
becomes second nature.

This will mean, in turn, greater 
care in dating obligations, with the 
result that drafts, notes and checks 
will not come in bunches, but will 
rather be distributed over a reasonable 
period of time. The retailer will form 
the habit, when ordering, of looking 
ahead to the probable date when he 
must meet the draft, and will make 
his arrangements accordingly. A sys
tematic record of future obligations 
will be very helpful in this respect.

In place of the bound diary, which 
is in some respects inconvenient to 
handle, some merchants have adopted 
the card index system with individual 
cards for each note or draft, and filing 
them according to date. An alterna
tive plan is to have a card for each day. 
Thus, the merchant, wishing to see 
what he has to meet on September 26,

will take just an instant to find the 
index guide for that date, and to glance 
over the card or cards on file.

The type of system employed in 
keeping track of obligations is not es
sential, however. The great essential 
is to make every entry when it should 
be made; so that the record will be a 
complete and dependable guide.

There are times when even the best 
management will not enable a mer
chant to meet every obligation in full; 
but even here systematic supervision 
is very helpful in keeping a retailer’s 
credit in good shape. The unsystem
atic merchant, keeping no record or 
diary of his obligations, doesn’t know 
until a draft comes in that he wont be 
able to meet it. Then he turns the 
draft back, without a word of explana
tion. The wholesaler is instantly sus
picious, and that merchant's credit 
goes down from 80 to 30, or even 
lower.

The merchant who has every obliga
tion at his finger tips, however, finds 
it merely a matter of a moment to 
write the creditor in advance of the 
due date, explaining the situation. 
More, he can name a date when the 
draft will be met. This is a more 
systematic and satisfactory method of 
dealing with obligations than letting 
the drafts go back without a word of 
explanation; and it certainly makes a 
more favorable impression on the 
wholesaler.

The diary or card index record is 
helpful also in looking after collec
tions. The merchant’s ability to meet 
his drafts depends very largely upon 
the energy he puts into his collections 
and the diary will help him to keep 
tab on individual debtors who need to 
be carefully looked after. “Frank 
Wicks owes $21—see him,” is a timely 
renrnder of an unpleasant but very 
necessary duty which might otherwise 
be overlooked. Insurance renewals 
and other incidental obligations of 
business can also be posted in the same 
way.

The merchant should form the habit 
of consulting his diary or card index 
record first thing in the morning, be
fore the business rush sets in. He 
then has time to plan for the day, and 
to shape matters so that every item 
will receive proper attention.

Credit is the life-blood of the re
tailer, and it cannot be too carefully 
guarded. Where it is impaired by 
carelessness or neglect of obligations, 
it is often difficult to restore. It may 
not always be possible to meet every 
obligation when it falls due, but good 
management and careful supervision 
will make it easier to handle your ob
ligations and keep in good standing 
with your wholesalers and jobbers.

Victor Lauriston.

Said Not a Word.
In the late war a soldier got his 

thumb shot off.
Turning to his chum, an Irishman, 

he said: “What shall I do? I am done 
for life.”

Patrick took things more coolly, and 
thinking his friend was making too 
much fuss over a mere trifle, replied: 
“Sure and that’s nothing to make a 
fuss about. Here’s poor Sam Jones 
with his head cut off and not a word 
is he saying.’’

Dealers with Vision, 
stock p
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The Pioneer Storekeeper as I Have 
Seen Him.

Grandville, May 11—Back before 
and during the civil war the pioneer 
storekeepers met with all kinds of 
characters who frequented the stores 
as a loafing place when nothing else 
offered for excitement.

Even thus early the affairs of state 
were often discussed around the box 
stove and settled satisfactorily, even 
before the statesmen at Washington 
had taken action.

Joseph Troutier, the pioneer store
keeper at Bridgeton was often pestered 
with what he termed the d— loafer, 
who, as he expressed it, “Set around 
on their dum behind and burn out all 
my wood.” At one time a woman cus
tomer insisted on seeing all the dry 
goods on the shelves before making a 
purchase, much to the disgust^ of the 
halfbreed storekeeper. To wind up, 
she found fault with the price after 
pawing over a big pile of dress goods, 
from common prints to French calico 
and delaine. „

“I can buy cheaper in Newaygo, 
said she.

“Madam,” rising on his toes to his 
full six feet of stature, “go to Neway
go and get your goods then,” and with 
that he stalked from behind the coun
ter and walked out of doors. No 
trade was consummated that time. 
Usually Mr. Troutier, one of the most 
honorable of men. was friendly toward 
customers, but the Ottawa blood in 
his veins sometimes became inflamed.

It was a common thing for the cus
tomers at these wayside woods stores 
to fling Muskegon or Newaygo at the 
merchant. He knew this was a mere 
bluff and seldom took offense. One 
pompous lumberman said to the Bridg- 
ton storekeeper:

“Your store is mighty handy, Isaac. 
When one forgets something at Mus
kegon he can find it here.”

The big villages were to the back- 
woods merchant even more boresome 
than are the mail order houses of to
day to the small town merchant.

Everybody has his troubles, but the 
settlers in the great forest district of 
Northern Michigan would have sadly 
missed those little pioneer stores had 
they been suddenly taken away. One 
rather bumptious boarding house keep
er walked all the way from Grand 
Rapids, carrying a bolt of cloth on his 
shoulder, scornfully declaring that he 
wasn’t going to pay the settlement 
storekeeper his prices.

Truth was, as Mr. Morrill afterward 
learned, the same goods in his little 
store were actually priced below that 
paid by the man in question.

It seems that customers sometimes 
imagine that small town stores are al
ways high priced, which very often is 
TmUiake. With smaller rents and 
overhead expenses, the smaU town 
merchant can, and often does, under
sell his brother of the big city.

There were many eccentric folks 
among the early settlers. Two brothers 
whom we will call Jordan lived down 
at the Indian settlement near the Dam. 
Although brothers, they were as un- 
like as night and day. Longhaired 
Jordan” was a meek little man, with a 
low voice and deprecatory manners I 
well remember when this little man 
Tame to the store and gently rapped 
for admission. He came in with a 
hesitating step and a half scared ex- 
oression of countenance. His nair 
Eung to his shoulders, >as straight and 
histerless as an Indian s.

His purchases, which were usually 
tobacco and groceries, were made w th 
anoarent fear and trembling. He was 
strictly honest, his one redeeming 
trait The brother, larger, and as 
S e r o u s  as was the other meek, was 
Hnhbed “One-eyed Jordan,” from the 
fact of his having but one sound eye 
He was as untrustworthy as his 
hmther was honest. Two rather no- 
ffceable men. who lived by trapping 
and work among the raftsmen.

Another eccentric was Charley Scath 
who had the reputation of being a great

hunter. He was the only man who 
classed himself with the best Indian 
hunters on the track of a deer or bear.

During warm weather he usually 
went barefoot, and would come glid
ing into the store with the noiseless 
tread of an Indian. He seldom spoke 
save when addressed,, his vocabulary 
being principally yes and no, and in an 
almost inaudible voice at that.

Storekeeping in the woods was not 
without its hazards, since there was a 
large floating population and scarcely 
one but what at one time and another 
asked for credit. Very few of the red 
men were entirely trustworthy and it 
was not often that the merchant would 
accommodate these with credit.

Indian Bill was an exception. His 
word was as good as a bond. He 
prided himself on his strict integrity. 
The wayside saloons along the river 
road from Muskegon to Newaygo 
were well patronized and the scene of 
numerous fisticuff battles, deadly 
weapons seldom being used. With all 
the wildness of the country, peopled as 
:t was with men from every quarter of 
the globe, there was far less outlawry 
than at the present time. Murders 
were of infrequent occurrence, and 
when they did occur the culprit usually 
met with condign punishment.

Wrestling matches were an attrac
tion. people going many miles to wit
ness sport of this kind. At one of 
these, in a barn on the Muskegon 
several score men collected to witness 
a wrestling bout between a negro and 
a white man. Many of these came 
from as far away as Grand Haven, 
thirty-five miles away.

Wrestling, log burling, foot races 
and the like took up the attention of 
the new settlers where now base and 
football, basket ball and the like oc
cupy the public attention.

Storekeeping in the pine woods was 
not an unpleasant business and many 
a man got his start here who after
ward wound up as a prosperous mer-
& in ‘he City °f Chkofd° Tim“ “ '

'W o r d e n  (Tro cer  Com pan v
THE PROMPT SHIPPERS

Will of a Wall Street Man.
The following is an excerpt from the 

will of a Wall Street man, which has 
been probated recently in the New 
York Courts:

“To my wife, I leave her lover and 
the knowledge that I wasn’t the fool 
she thought I was.

“To my son, I leave the pleasure of 
earning a living. For 35 years he has 
thought that the pleasure was all mine. 
He was mistaken.

“To my diaughter, I leave $100,000. 
She will need it. The only good piece 
of business her husband ever did was 
to marry her.

“To my valet, I leave the clothes 
that he has been stealing from me 
regularly for the past ten years. Also 
my fur coat that he wore last winter 
when I was in Palm Beach.

“To my chauffeur, I leave my cars. 
He almost ruined them and I want him 
to have the satisfaction of finishing the 
job.

“To my partner, I leave the sugges
tion that he take some other clever 
man in with him at once if he expects 
to do any business.”

A man with a 50 per cent, brain, 
who keeps on, can beat a man with a 
100 per cent, brain, who flits away 
from opposition and seeks for jobs 
that can be done easily.

Do your work with your local cham
ber of commerce and with your trade 
association or do you sit back and let 
others do the work by which you 
profit?

Another Quaker Leader

QUAKER
EVAPORATED MILK

The Milk for Every Meal 
FOR SALE BY THE COMMUNITY 6R0CER IN YOHR WEI6HB0RH0Q0

Customers know this brand

W o r d e n  Q r o c er  Q dm panv
Wholesalers for Fifty-seven Years 

Ottawa at Weston '  Grand Rapids

T h t  M ich ig a n  T ru s t C om pany R e c tiv o r

Don’t Say Bread 
- Say

H 0 L S U M
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CIVILIZATION CR CHAOS? 
The general strike ij a blow to the

life of tile community , to the body
p o litic . to the accepter1 order of so-
c ie ty , to democratic pri nciples of gov-
e rn m e n It. 11 comes so near to being
an att<rill* it at revoluti<>n that intel-
lig e m  i>t*r<■oils find it diifficult to real-
ize iliat it is not revollution.

L e o n )crXiicy sets ir> a government in
i ts  o w n iiriage  with the fixed and un
a.terab!c <le .e . initiation to accept the
decree cf no o her boidy or agency.
To this rulie the people bow. No clas.,.
group <3r <organization imay challenge
it from without. None may dictate 
to the established government.

T he class, group or organization 
which challenges a government—and 
has the power to sustain its challenge 
—becomes what Prime Minister Bald
e n  has called an ' alternative govern
ment. I his is a violation of the 
social contract or any other theory 

upon which government can be imag
ined to rest. For this s ate of affairs 
it is difficult to find a word other than 
revolution.

But Great Britain to-day has passed 
beyond the bounds of words, logic and 
theory. The country ij facing the 
stark fact of an attack upon its or
ganized life. To deny a modern com
munity transportation is ultimately to 
deny it the r.ecessi ies of life. This is 
what the British general strike would 
lead to if carried to its limit.

I here is nothing the British govern
ment can do in the circumstances but 
♦n keep the necessary wheels turning. 
It is not attempting to force any man 
to work or any group of men. But it 
must use all i s resources to supply the 
country wit.i the necessaries of life, 
even though this means employing the 
army and navyv and the last pound 
in the treasury.

Just as the government refuses to 
acknowledge that it is fighting the 
strikers, the unions refuse to acknowl
edge they are fighting the government. 
But the logic hold, on neither side, 
the unions say to the government: 
"We can hurt the country, and you 
have not the power to protect it.” The 
government must reply: ‘ We hate
the power and we will use it." It can
not do otherwise. So the battle lines 
are drawn.

The British government and the 
British Parliament cannot afford to 
lose this fight. 1 he consequences of 
defeat are pla.n and unescapable; the 
general str.ke established as an irre
sistible weapon, acknowledgment that 
a minority group can force its will 
upon the whole country, confession 
that democratic institutions established 
through hundreds of years of struggle 
have failed to function in a colossal 
national emergency.

The p.tv of it is that no one knows 
where the end will be or how. What 
passions will be unloosed in such an 
economic cleavage and class war with
in the nation no man can predict. 
British good humor, uppermost during 
the first day or two, already shows 
signs of cracking—and the strain has 
scarcely been felt as yet.

As the stress growrs and one side 
or the other seems to be gaining the

advantage, the test will come. Out of 
the bl ndness of conflict emerge vio
lence a: d rage, incalculable human 
forces. \\  hat the fight is about would 
not matter then. That it is a conflict 
over coal miners’ wages is almost for
go ten already.

COTTON QUOTATIONS.
For the greater part of last week 

quotations came nearer to being stable 
than they had for a long time. Then 
came reports of heavy rains in Texas 
and thereabout, and prices shot up. 
Whether the added moisture will have 
any appreciable effect on the crop no
body knows. There is a lot of time 
yet before it comes to fruition, and 
much may occur in the interval to 
affect it one way or the other. It will 
be nearly a month before the first pre
liminary estimate by the Department 
of Agriculture will be made public. 
How much real buying of the existing 
supply of cotton is going on is some
what a matter of conjecture. It is 
surmised that many of the shipments 
from the growing districts have been 
on cons:gnment and do not appear 
among spinners' takings for some 
weeks afterward. Exports so far have 
not been satisfactory, considering the 
size of the crop. The real trouble 
abroad a ; well as here seems to have 
been the lessened demand for cotton 
goods, to say nothing of the lack of 
profit in selling them under the buy:ng 
policy in vogue. In Great Britain, just 
before the strike began, cotton manu
facturers started a movement to fix 
standard prices for fabrics by means of 
a system of co-operative selling. A cen
tral egency to allocate orders from all 
over the world was to be part of the 
scheme. Although the chances for 
success of the plan seem rather re
mote. its inception gives an idea of the 
straits in which the Lancashire spin
ners find themselves. In this coun
try the movement for restriction of 
output seems to be gaining ground. 
Tlrs s partly due to the comparatively 
low prices prevailing for staple cottons. 
Gray goods prices continue to soften, 
as do tho-e of a number of bleached 
and printed fabrics. The weather has 
retarded sales of wash goods. Knit 
underwear for Spring was a little more 
active during the warmer days of last 
week. Hosiery sales are spotty.

No monument to record the hero
ism of those who strove upon the bat
tlefield of the great war can awaken 
more pathetic or more patriotic memo
ries than the establishment of a free 
monthly magazine for the blind 
through the efforts of sightless ex- 
service men. Orgamzed during the 
conflict for the purpose of providing 
reading matter for those deprived of 
their sight in the war, the American 
Braille Press trained a number of 
these unfortunates to produce the mat
ter for themselves and for their fel
low sufferers. The success of the plan 
has led to extending its benefits to all 
the blind throughout the country, 
whether they served in the war or 
not. Thus the American Review for 
the Blind becomes a shaft of light for 
all who must live in darkness—a finer 
monument than any shaft of marble 
or bronze could have been.

ADVISED NOT TO BUY AHEAD.
It seems somewhat unusual for a 

wholesaler to encourage the policy of 
hand-to-mouth buying. So the ex
ample just set by a St. Louis millinery 
house in advising its customers against 
buying goods this Summer for Fall 
sale, “advance datings notwithstand
ing,” is worthy of some notice. It an
nounces that it will abandon Fall trips 
altogether, the reason given being “the 
belief that such trips no longer per
form a legitimate function in the m;l- 
linery business.” Elaborating the 
theme in a circular to the retail trade, 
the concern in question states some 
axioms. “No one,” it says, “can say 
wdiat will be worn next Fall. The re- 
ta;ler need not concern himself with 
this question. The wholesale house 
will do that for him, will lay down 
advance orders and will have the 
proper merchandise ready for him 
when he really needs it. In the old 
days certain goods were considered 
staples and there was a very small 
element of risk in laying down advance 
orders on such merchandise. But to
day there are no staples.” Advising 
against advance orders, the concern 
adds: “It behooves us to be consistent 
and not solicit such business. If it is 
uneconomic for the retailer to buy 
months in advance, when he has no 
idea as to the style changes that may 
occur, then it is uneconomic for us to 
offer goods so far in advance. For 
your welfare and the welfare of other 
reta-lers is our welfare. Therefore we 
w'ill not send out our representatives 
this Summer with Fall merchandise 
for future delivery. Our policy will be 
to offer, on the road and in the house, 
suitable merchandise for immediate 
needs—all the year around.” The 
frankness of these observations is not 
the’r least appeal to confidence.

EFFECTS OF THE STRIKE.
Despite the fact that about three 

thousand miles of water separate this 
country from the United Kingdom, the 
great strike precipitated by the trade 
unionists and anarchists aroused much 
interest in business c:rcles here just as 
it did among other classes of the popu
lation, but for a different reason. Any 
considerable prolongation of it, it is 
recognized, is likely to affect many 
producing interests in this country. It 
is not so much that imports to and ex
ports from Great Britain to the United 
States may be curtailed, although this 
is recognized among the probabilities. 
But there is great likelihood that this 
country may be called on to furnish to 
other foreign countries some of the 
supplies they have been accustomed to 
get from Great Britain but which the 
strike may prevent leaving the latter 
country. These supplies would be 
mainly, if not wholly, manufactured 
goods, and more particularly such as 
are for immediate needs. Whether or 
not this is to be the case will depend 
on how long the strike lasts. An in
crease in exports, especially of manu
factures, would be welcomed just now 
when domestic demand is not all that 
is desired. There is still complaint of 
the retarding influence of the weather 
on all kinds of wearables and doubt 
whether milder temperatures now will 
enable trade to make up for lost time.

The present week ought to be a dem
onstration of what may be expected 
before the regular Summer season sets 
in. According to he calendar, there 
are still left six weeks of Spring.

MAKING UP A CODE.
There is not much incentive to ini 

provement in methods and to doing 
away with abuses when times are high 
ly prosperous and business is booming 
So long as large balances appear in 
black ink and there is no need of open 
ing the red ink bottle many things are 
unheeded. This was the case prior to 
the slump following the war. Since 
then, however, it has been found neces
sary to stop leaks and wastes in order 
to continue solvent. So the various 
industries, one after another, have been 
agreeing on putting an end to vicious 
and wasteful trade practices which 
were formerly ignored. Among the 
latest of the trade bodies to do so is 
the American Association of Woolen 
and Worsted Manufacturers. It began 
by providing for arbitrating disputes 
between buyers and sellers of fabrics. 
Now it has added a code of practice 
dealing with contracts, terms, cancel
lations, returns, refusals to accept, 
shrinkage, collection of interest on 
overdue accounts. Style piracy is also 
deprecated and set definitions are given 
of the meaning of various trade terms. 
These matters are all explained in de
tail so that there shall be no misunder
standing. It is obvious, however, that 
two thmgs are necessary to make the 
code really operative. The first is that 
the producers shall live up to the terms 
and not be tempted when business is 
slow to let down the bars and take a 
chance. The second is that purchas
ers shall be fully informed of the 
terms and conditions under which they 
are buying so as not to be able to 
shield themselves under some sup
positious trade practice or understand- 
:ng with a salesman. All sellers and 
all buyers must abide by the same 
terms so that no one will have an ad
vantage over another.

There flourishes in the Royal 
Botanic gardens in Regent Park, Lon
don, a tree said to be more than 1,000 
years old. It is not a native English 
tree, but was transplanted from a 
South American forest at the time 
Athelstane was on the English throne. 
The tree is a specimen of the Kaffir 
bread plant, and gets its name from 
the fact that the pith of its young 
shoots contain starch, which is eaten 
by the natives in the form of bread 
and sago. The usual height of such 
trees is 20 feet. This one, however, 
is only 10 feet, and measures IS inches 
around its trunk. Long leaves with 
curling ends sprout from the top of 
its fatrly smooth trunk. Each year 
fresh fronds are produced, the old 
ones falling and leaving scars. Thus, 
by noting the yearly crop of leaves and 
counting the scars on the trunk’s sur
face, the age of the tree has been esti
mated.

New York dairymen are charged 
with delivering skimmed milk to their 
patrons, which may explain why so 
few chorus girls are taking milk baths 
these days.
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SERVICE AND SALESMANSHIP.

They Are the Key To Success in 
Merchandising.

This is the time when clear thinking 
is needed in business and there is no 
greater service which any person or 
any institution can perform than to 
improve the whole moral tone to busi
ness. There can be no question about 
our responsibilities as purveyors of 
food to the great American public. 
The facts are clear that our present 
development can be greatly speeded 
up if Service is kept in mind.

According to the report of the Har
vard Bureau of Business Research by 
Charles D. LaFollette, made at the 
request of the National Association of 
Retail Grocers, dealing with operating 
expenses, gross margin, net profit and 
stock-turn, between 10 and 11 per cent, 
of the amount of net sales is repre
sented in total salaries and wages— 
and this, for the greater part, no doubt, 
was paid to employes.

According to the able authority, W. 
G. Campbell, the weak link in the re
tail business is sales training for retail 
help. This problem, happily, is in 
progress towards solution by the Edu
cational Division of the National As
sociation through its collaboration with 
the Vocational Training Bureau with 
the U. S. Department of Commerce. 
It is a real undertaking.

Service is another term for selling. 
Service pertains to everything concern
ed with the grocery business, whether 
it be displays, courtesy, deliveries or 
any of the other essentials. It is the 
most costly expense in the business 
when applied to “salaries, wages, etc.” 
Mr. Campbell states: “We’ve been 
neglecting the point where the dollar 
changes hands—the sales person”— 
despite many other fine systems.

The day of the old-time, old-fashion
ed, go-as-you-please corner grocery, 
with indifferent proprietor and clerks 
and lack of up-to-dateness is past. Ser
vice is eliminating these conditions. 
The retail grocer who fails to recog
nize the fact that there are over 350,- 
000 retail grocers in this country— 
plenty of places to buy food—must 
abide by the decision of the public 
which is seeking service.

The buying public nowadays is al
most totally different from that of a 
generation ago. New things, new at
tractions, new responsibilities occupy 
people’s minds that were unheard of 
or at least unthought of a generation 
ago. The element of “Hurry, Hurry” 
seems to prevail everywhere. Even 
the smallest villages and hamlets dis
playing signs of activity which char
acterized only cities formerly.

There seems to be more time for 
diversion than anything else. Speed 
characterizes most people’s activities. 
If you doubt it, fail to look both direc
tions when crossing the street. You 
are very lucky if you don’t get hit— 
because people are in a hurry. Auto
mobiles, radios, movies and other 
means of recreation take up the time 
of millions of individuals. Food buy
ing seems to require less.

The public interest in what con
stitutes food is, nevertheless, more 
marked in some respects than hereto
fore. Advertised brands, dealer adver

tising, keen competition, more retail 
stores, newly invented products, fads, 
changed home conditions from larger 
houses to apartments, small kitchen
ettes, hard roads, motor bus trans
portation (with airplanes to come) all 
have their effect.

There is unquestionably an entirely 
different social order as compared to 
a score or even a decade of years ago, 
if it is to be judged by money in
comes. People are living better, ser
vice has been developed to a high 
point, electricity playing a big part and 
innumerable conveniences now occupy 
millions of homes. People want and 
are willing to pay for service provided 
they feel they get it.

Service, in the sense of satisfactory 
relationship between proprietor and 
employes and the patron, exists, of 
course, whether the store charges and 
delivers merchandise, or whether it is 
paid for and taken home by the pur
chaser. The feeling seems to exist 
that in “charge and delivery” stores 
the element of Service prevail only. 
In respect to customer-accommodation 
—credit and delivery—it does.

This feature is employed advantage
ously by hundreds of thousands of re
tailers; sometimes, however, the pub
lic does not manifest the proper ap
preciation of the expense involved in 
this accommodation, frequently the re
tailer accepts it as a matter of course, 
failing to follow it up as a sales-ad- 
vantage and stresses his ability to 
meet-the-price. Of his five responsi
bilities, “Buying, storing, selling, ac
counting and collecting,” selling is the 
real problem.

Many retailers have built up highly 
profitable businesses on a strictly cash- 
and-carry basis through developing the 
latent ability in their salespeople. In 
the fertile mind of the proprietor, how
ever, must ex:st those ideas which 
others must execute. Self service is 
competing aggressively with store 
service. A glance at the growth of 
the cafeteria business will convince 
one of the public’s demands.

You may own ever so fine a store, 
merchandise, fixtures, equipment and 
employes, but in the final analysis, you 
are not the boss—the buying public is 
the big boss. You are kept on the 
payroll just as long as you satisfy the 
big boss—otherwise you are gradually 
and effectively dropped. The figures 
show that the business changes hands 
with eighty-five out of every 100 men 
engaged in this line each seven years.

How often do you send a little birth
day remembrance to those good cus
tomers of yours who have been on the 
books so many years? What do you 
do when you learn that a son or 
daughter is to be married in a few 
days from now? If you learn that a 
member of the family of one of your 
patrons is ill, do you ever invest a 
dollar or two in a bouquet of flowers 
—or a nickel in a phone call to show 
your interest in the case?

If you are short one or two items 
on the personally left or telephoned 
order, do you call up the patron to 
tell that items will be procured and 
delivered a little later? Does some
one carelessly substitute a can of in
ferior goods when the customer al

ways buys fancy? And when the pa
tron personally or by phone buys five 
or six bhrs of soap, are you alert to 
sell the bluing, starch, ammonia, and 
borax right then?

Service includes related selling—the 
head of lettuce that is asked for and 
the vinegar, olive oil, mayonnaise 
dressing, pickles, olives, tomatoes, salt 
and pepper. A successful grocer 
states: “I sell every pound of butter 
that goes with every loaf of bread 
from my store.” Meat department 
employes are instructed to always ask 
the patron if potatoes, catsup, Wor
cester sauce or butter is needed.

Another successful grocer has six 
sales specials for every day of the 
year. They are posted on a card di
rectly at the side of the telephones and 
placed inside the front cover of each 
employe’s order book. They serve as 
a reminder and result in greatly in
creased sales volume. Service mean! 
carefully wrapped parcels. Some good 
accounts have been lost through the 
milk bottle slipping through the sack 
little Johnny had.

Service calls for knowledge of the 
goods. Nothing so disconcerts a cus
tomer as an employe who does not 
know the quality or price of an ar
ticle. Call your employes together fre
quently and cut the cans. Have the 
representatives of the wholesalers you 
buy from address your employe’s meet
ings, or at least give you the informa
tion direct. Analyze your patrons’ re
quirements; try to know something 
about the size and nature of their 
families. Be able to suggest a change 
in menus.

Some dealers will tell you, “Our 
customers know what they want.” 
True, but not always everything they 
need. You are rendering a substan
tial service when you remind them of 
something they’ve overlooked—or 
something they know nothing about. 
Many grocers book their patrons’ re
quirements for canned goods and 
glass specialties months ahead of their 
arrival. They save them money on 
quantity purchases. That is service.

Remember: while there is competi
tion between grocers, the great com
petition nowadays is for the consum
er’s dollar upon the part of countless 
other things formerly non-existant. 
Food must come in for its share and 
service and keener salesmanship are 
required now more than ever before. 
The successful grocer is he who is not 
merely satisfied with what comes to 
him, but goes out for more business.

Charles W. Myers.

Rainy Weather and Soups.
You all have heard about the waiter 

who, after serving the soup to a hotel 
patron, looked out of the window and 
remarked, “It looks like rain.” The 
patron removed the spoon from his 
lips and answered, “Yes, it tastes like 
it, too.” Well, that is not the kind of 
soup we like to talk about, although it 
is probably partly due to poorly made 
soup that this healthful food is not 
more generally used than it is. On a 
rainy day soup is especially appreciated 
if it is made right. When we are out 
in the rain and are feeling somewhat 
like the weather, with our spirits 
drooping in keeping with our plum

age, nothing gives zest to a meal more 
than a generous plate of good, rich 
soup. It seems to tone up the system 
and make us better able to fight against 
the germs that are floating all around 
and which seem to take full advantage 
of low vitality. There is more than a 
psychological reason for the benefits 
resulting from soup eating, or drink
ing, whichever term is most suitable 
to the body of the soup. A good soup 
made from meat stock carries with it 
a rather generous amount of fat. The 
fat, however, is pleasant to take when 
served this way, but it possesses all of 
its inherent vitalizing and nourishing 
qualities just the same. There are so 
many ways of preparing soup that it 
hardly seems necessary to mention any 
of them, especially since excellent re
cipes are included in all first-class 
cook books. Just as long as it is well 
made from fresh marrow bones, car
rying some meat and fat, and with a 
fairly liberal quantity of added meat 
not too lean, and if well seasoned, it 
will be beneficial and appetizing. If 
vegetables, grains, together with flour 
preparations such as spaghetti or mac
aroni are added, or just with plain 
flour as a thickening substance, it will 
prove satisfying and economical. In 
connection with its preparation ask 
your mother to show you how to make 
it if you are not sure, for the chances 
are a hundred to one she knows how 
to make it right. In one of the daily 
papers we read this morning that a 
girl can learn to cook as well in her 
own kitchen under proper directions 
as in schools with lectures and note 
books. We always suspected that this 
was true before we read it.

Want Eggs Candled Before Shipment.
‘Candle all eggs before shipment 

and especially during the warm spring 
and summer months when spoilage is 
most likely to occur,” is the advice 
given to egg shippers by the Bureau 
of Chem'stry, United States Depart
ment of Agriculture, which is charged 
with the enforcement of the Federal 
Food and Drugs Act. “The loss re
sulting from spoilage of eggs shipped 
to distant markets may be greatly re
duced by this precaution,” say the 
officials. “Candkng as near as pos
sible to the source of production will 
not only save transportation charges, 
but will prevent waste of a valuable 
food product.” Federal inspectors 
have been instructed to be on the 
watch for interstate shipments of 
adulterated eggs. Under the Food 
and Drugs Act eggs which have yolks 
stuck to the shell, moldy eggs, black 
spots, mixed rots, addled eggs and any 
other eggs that are filthy, decomposed 
or putrid are adulterated. When such 
shipments are found they may be 
seized and the individuals responsible 
for shipment prosecuted under the law. 
Many eggs that are suitable for im
mediate consumption will not stand 
shipment to distant markets. By 
candling, these eggs may be taken out 
and sold for local consumption, leav
ing only those that have a good 
chance to reach the market in edible 
condition.

A mistake is only made worse by 
a mis-statement.
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SHOE MARKET
Ends of Shoe Lines and Selling Ex

penses.
The pace set this season in the in

troduction of styles and materials in 
women’s shoes has doubly accentuated 
two of the major problems - of shoe 
merchants: increased number of styles 
necessary to do business and meet 
competition has added to the short 
lines accumulated and shortened up 
the number of pairs ordered on ex
treme styles. The cry, “short of sizes 
has become quite noticeable.

There are more ends of lots than 
ever before. It is harder selling than 
ever. It takes the average salesperson 
longer to make a sale; selling expense, 
often already greater than the mer
chant can afford to pay, is running 
higher than in previous seasons.

Even merchants favored with a large 
volume are facing a situation that 
threatens the possibilities of net profit 
for the season. It is a problem that 
calls for serious analysis and prompt 
action to avert the danger of an un
profitable year.

It is perhaps a fact that smaller mer
chants are relatively better off than 
those doing a great volume, because 
the bigger the merchant and his out
let, the greater the temptation to buy 
too many styles; the smaller mer
chant can often exercise better and 
closer supervision over his smaller 
selling force; the big merchant is at 
the mercy of the human weakness in 
his larger selling force tending to div
ing into the new lines as fast as re
ceived, selling them down to a few 
pairs and then hitting the next arrival.

Here is the nub of the double prob
lem—too many styles in small lots, 
leaving too many ends of lines, and a 
selling expense too great for the 
amount of gross profit figured.

It comes squarely to this: it is sense
less to play a fast style game when 
style ceases to be a profit-making 
factor. There is infinite detail in buy
ing, handling, fitting and selling foot
wear, often beyond commensurate re
turn for the investment and effort.

If further complications in styles and 
materials only increase the difficulties 
of making a profit, or rather, as a mat
ter of fact, decrease the chances of 
coming out even, then it is a menace 
and not an advantage to the trade.

What is the answer?
It must be more profit on extreme 

styles.
In suggesting more profit wo do not 

mean a si ght increase, but a good lib
eral increase over any previous ideas 
of what is a proper mark-up. If it is 
to cost 10 per cent, or more to sell 
shoes, many believe that a dollar 
should be added to prices to take care 
of the plus-expense caused by chaos 
of small lots and short lines. As long 
as styles mean a large proportion of 
broken lots to be sold at a loss, it 
seems that at least another dollar 
should be added to take care of the 
losses. If the regular mark-up runs 
from 40 to 50 per cent., these two 
added dollars would bring us pretty 
near the French idea of profits—Ameri
can retailers can take a lesson from 
them in pricing fast style footwear. As

an example, in accordance with this 
idea, a cheap but fast style costing 
around $4, usually priced to sell for $7 
or $7.50, in practice would be priced 
as above, plus $2; that is, $9.50 or $10.

M ost merchants are averaging to pay 
their salesforce on a basis of IVi per 
cent, plus a bonus over their quota, 
but plus liberal P. M.’s averaging 50 
cents per pair. These P. M.’s run the 
selling cost well over 10 per cent, and 
should be taken care of in extra profit. 
A dollar a pair extra profit for the 
added cost due to changed conditions 
is not only not excessive, but is due 
the merchant, as well as another dol
lar for the risk of loss represented by 
bad guesses and for forcing the sale of 
odds and ends at a P. M. expense, or 
a markdown.

One merchant who pays liberal P. 
M.’s on short lines makes a practice 
of charging the selling force a 25 cent 
rebate P. M. on every pair of a new 
lot sold. This may sound ridiculous 
at first thought, but it works to the 
advantage of both salesman and mer
chant. It forces the salesforce to try 
harder to sell old sizes instead of do
ing the easy thing of diving into the 
new lines. It keeps the stock cleaner 
and the merchant is not forced to buy 
new styles as often simply because he 
must buy to get s:zes.—Shoe Retailer.

Prices of Silk and Hosiery.
Because of the somewhat unusual 

price situation prevailing on Fall de
liveries of women’s full-fashioned silk 
hosiery there has been some revival 
of the discussion of the probabilities 
of an overproduction of merchandise 
of this character. The feeling among 
conservative members of the trade is 
that there is not much question that 
prices on deliveries for the last six 
months of the year will be reduced by 
those mills which have already booked 
good-sized blanket orders at the same 
price level that prevails for Spring 
goods. That this should have any 
bearing on deliveries to be made dur
ing this month and June, according 
to the special news letter of the Un
derwear Manufacturers, is a ridiculous 
argument. It is the silk market break, 
the letter po:nts out, and not an over
production of full-fashioned hosiery 
that will be responsible for any re
duction that is made in Fall merchan
dise.

Men’s Shoe Demand Active.
If business in all branches of the 

shoe industry were as active as is the 
demand for men’s Fall shoes of the 
better grade at the moment, there 
would be little fault to find. Although 
the bulk of the advance business for 
the men’s goods continues to come in 
mostly from the South and West, the 
wave of buying is working its way 
Eastward from all accounts. Around 
New York City, howrever, business is 
still confined to “at once” deliveries. 
Buyers in this vicinity are sounding 
out the market and the indications are 
that a nice Fall business will come 
forward from them, beginning early 
next month, unless something now un
foreseen arises. The character of the 
demand continues unchanged, although 
in some instances more interest is 
being shown in neat custom effects, 
as against brogue and blucher styles.

Sports Shoe Sales Increasing.
Although, along with many other 

lines of seasonable merchandise, sales 
of sports footwear were quite badly 
retarded by the backwardness of the 
weather earlier in the season, there 
has been a noticeable improvement in 
them of late. In the higher-priced 
lines there has lately been a good call 
for golf shoes, and the movement of 
tennis shoes has also been better. In 
the more popular-priced lines a wider 
sale of rubber-soled canvas shoes for 
men and boys, especially the latter, is 
reported, but the demand for them ap
pears not yet to be normal. The gen
eral feeling is, however, that there is 
considerable business to be done in 
these shoes, and that it is only a ques
tion of time before a normal volume 
of it is on the books.

A New BLONDE
l

THE DUNDEE
trimmed with No. 964

Barbour’s Qenuine In stock now—An Ivory

Cross Cut Welt Blonde, soft box, nickel 
eyelets. Black Stitching, 
Fair Ribbon Stitched Soles 
Sizes 6 to 11. Price $3.40.
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QUALITY
GUARANTEED I 

SERVICE

BEN KRAUSE
Company

Grand Rapids, Michigan
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Organized for 
S E R V I C E  

not for Profit
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LANSING, MICHIGAN
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S T E A D Y  G R O W T H
Deposits o f the Home State Bank for Savings as shown 

by the official published bank statements:

June 1, 1922, Bank Opened

____  . ...........  June 30, 1922
$ 3 4 9 ,0 6 9 .4 0  

Sept. IS, 1922 
$ 6 4 5 ,9 5 4 .9 2  

Dec. 29, 1922
$1,145,632.02

April 3, 1923
$1,537,677 .23

June 23, 1923
$1,972,400.04

September 14, 1923
$ 2 ,1 6 4 ,0 1 5 .2 7

December 31, 1923
$ 2 , 3 1 3 , 6 9 4 - 4 2

March 31, 1924

$2 ,539 ,790.09
June 30, 1924

$2 ,841 ,2 3 0 .3 9
October 8, 1924

$3 ,0 6 9 ,4 8 2 .2 0
December 31, 1924

$3 ,259 ,588.95
April 6, 1925

$3 ,4 8 9 ,602 .10
June 30, 1925

$ 3 ,8 8 7 ,4 4 7 .5 8
September 28, 1925

$ 3 ,9 6 3 ,9 2 0 .4 4
December 31, 1925

$4,223,878.80
April 12, 1926

$4,590,436.10
HOME STATE BANK for SAVINGS

MONROE A V EN U E CORNER IONIA, GRAND RAPIDS, MICHIGAN
Capital and Surplus $312,500.00

PRESIDENT. Charles B. Kelsy EXECUTIVE VICE PRESIDENT. Martin D. Verdier CASHIER. Neal Van Ostenbur«
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FINANCIAL
Why Congress Wants To Go Home.

On or about June 1 Congress hopes 
to be putting up the shutters for the 
summer. House and Senate leaders 
have agreed to adjourn as soon as pos
sible. The postponement of the im
peachment trial of Federal Judge Eng
lish to November 10 was a part of the 
agreement. With a few exceptions, 
the members wish to settle up their 
affairs and go home. Many of them 
have been in this mood for weeks.

Most of the big caliber problems 
were disposed of long ago. With tax 
reduction passed and the World Court 
issue out of the way, Congress has 
wearied of well-doing. It has been, 
except for the farm relief squabble, in 
a listless, lotus-eating mood for weeks.

The House has about completed its 
program. The Senate, which has suf
fered from a premature attack of 
spring fever, has not. Everybody has 
been waiting for June 1 and the annual 
hegira.

There is plenty of unfinished legis
lation, but Congress is in no humor 
for it. Capitol Hill feels it has made 
a fairly good record. It is disposed to 
stand pat on what has been done and 
take no more chances.

Senate and House differences over 
the $165,000,000 Public Buildings Act 
must be ironed out. Something must 
be done about the McFadden Banking 
Bill. The Italian debt issue will 
trouble this Congress no more, but 
the French settlement remains to be 
faced.

The new Rail Labor Bill is expected 
to pass. The British strike crisis has 
emphasized the need of some such ma
chinery in America. National defense 
legislation? Doubtful, although the 
House has acted on the $75,000,000 
army air program.

Something ought to be done about 
farm relief. For two weeks Iowa has 
been clamor;ng, Illinois has been fum
ing and the Northwest has been watch
ing. For a few days Congress seemed 
stampeding before the subsidy hunt
ers—

But—Congress does not want to be 
sucked into the particular whirlpool if 
it can be avoided. That subject is 
full of political and economic dynamite. 
Congress wants to do no more vot'ng 
than is absolutely necessary between 
now and the coming primaries. Votes 
are more embarrassing in an election 
year than at any other time. The is
sues of 1926 are uncertain. Nobody 
knows just what his constituents are 
thinking.

Congress wants to go home and find 
out. The shadow of the primanes has 
overcast Capitol Hill. Absence from 
a doubtful district does not make the 
voter’s heart grow fonder. There is 
always some patriot back home yearn
ing to take a Congressman’s seat away 
from him.

No real issues have been put for
ward by the Democrats. As the pri
maries get under way the campaign 
promises to be a tangle of isolated 
clashes—a melee of separate fights, 
fought out ma:nly on sectional. State 
and even district issues. Conflicts of 
this kind are very hard on political

fences. The earlier the fences can be 
fixed the better.

No wonder these spring days seem 
long to the anxious legislator! Po
litical self-preservation is the first law 
of his nature.

He has trenches to dig and barbed- 
wire to string. His heart is not in 
Washington. It is over the hills and 
far away where his political life may 
be at stake. Is it strange, then, that 
he is more interested in time tables 
than he is in rollcalls which may be 
loaded with political dynamite?

The call of the “great open spaces” 
is not what is worrying Capitol Hill. 
Nor the green on the hills nor the 
smell of plowed lands warm in the sun. 
What it is hearing and harkening unto 
is the rumble of the not-so-distant 
drums of the primaries and the far-off 
thunder of next November’s elections. 
—New York Evening Post.

Our Market Failed To Break on Brit
ish Strike.

For an understanding of the forces 
that govern the trend of stock prices 
every student must reckon on both 
the temporary influences and those of 
the more lasting character. It is no 
more possible to tell from the forces 
dominant in the stock market at any 
moment what the long-term swing in 
prices may be than it is to judge from 
the undulating movements of the sea- 
whether the tide is outward or inward 
bound. Nevertheless the movements 
immediately at hand are important.

Most interesting has been the be
havior of our own stock market dur
ing these days of crisis in Great Brit
ain for the performance gives basis for 
some conclusions on the technical 
position of the market.

Without going into the hazardous 
business of forecasting the underlying 
trend in stocks, it must now be plain 
that the market at the moment is in 
a strong technical position. An im
portant change in events very easily 
and quickly could, of course, change 
the present set-up.

Failure of our stock market to weak
en on news of the b'ggest labor crisis 
in the history of the world is not the 
only evidence we have that the period 
of drastic liquidation has pretty well 
run its course. How persistently and 
considerably loans on stocks and bonds 
have fallen off in the last two months 
the Federal Reserve and Stock Ex
change reports show. Speculation in 
the stock market has reached such a 
low ebb that the present week prob
ably w:ll go into the records as the 
most quiet since the autumn of 1924.

All of which reflects a condition of 
underlying technical strength in the 
market which, let it be repeated, sheds 
no light on its intrinsic position. Cer
tainly nobody that has observed the 
calmness of the trading recently would 
say that the stock market is over
bought: it would not be so unreason
able to hold that, at the moment, it is 
oversold.

Gradually the stock market has 
drifted into a state of relative inactiv
ity and the plain reason is that specu
lators see no urgent objective for the 
time either to buy or to sell stocks. Al
ways the investors in the market are 
transacting a small amount of business

Investment Securities

Boston
Denver

E. H. Ro l l i ns  & S o n s
Founded 1876

Dime Bank Building, Detroit 
Michigan Trust Building, Grand Rapids

New York Chicago
San Francisco Los Angeles

$10,000. Bienville Parish, La., 5% Direct j
Obligation bonds due Aug. 1, 1939-42

FINANCIAL STATEMENT
Real V aluation _ __ ...... $17 ,500 ,000 .
Assessed V aluation ._ 10,172,052.
Net D ebt 928 .000 .
Population, 1920 Census 20 ,977
Official Estim ate _ 26 ,000

Opinion, W ood & Oakley, Chicago
Price to net 4 .6 0 %

If interested please w ire or w rite us

VANDERSALL & COMPANY
410-416 Home Bank Bldg., Toledo, Ohio

29 So. LaSalle St., 1654 Penobscot Bldg.,
Chicago, 111. Detroit, Mich.

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 cam—the 
interurbans—the hotels—the shopping district.

yn  account of our location—our large transit facilities—our safe 
deposit vaults and our complete service covering the entire field of 
banking, our̂  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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but when the market offers no par
ticular speculative incentive the ac
tivity dies down.

Apparently the stock market has be
come adjusted somewhat to general 
conditions and from now on may be 
more sensitive than it has been of 
late to constructive news develop
ments. What its direction over the 
distant future may be depends, in the 
final analysis, however, upon reports 
from industry.

Paul Willard Garrett.
[Copyrighted, 1926.]

Confident Skies Will Be Cleared.
Not even so sensitive an instrument 

as our stock market barometer in re
cent months had revealed any very 
pronounced change in sentiment here 
towards industry overseas until word 
came of the present labor crisis.

It is not that the news of foreign 
affairs has been lacking in interest of 
late but that in their present mood in
vestors in the stock markets are not 
greatly concerned over temporary or 
superficial developments. When the 
announcement was made last week 
that an agreement had been reached 
on terms for the settlement of the 
French debt the event was scarcely 
noted in fluctuations of the stock mar
ket although the matter was highly im
portant. Apparently the trading ac
tivities of the financial community are 
very sensitive, on the other hand, to 
anything that affects the underlying 
social relationships in Europe and the 
reason is not hard to find.

After allowance has been made for 
the purely professional attack on the 
market occasioned by news from the 
other side no commentator can con
ceal the disappointment of the financial 
community over the failure of the 
negotiators to avert the crisis.

Our own prosperity since the sum
mer of 1924 has been so closely identi
fied with the conservative policy in 
politics that any change that threatened 
the preservation of conservatism in 
Great Britain was destined to unsettle 
sentiment for the moment here. The 
average man on this side of the water 
knows little or nothing of the terms 
of debt settlement most acceptable to 
him, although he may very well know 
what he thinks about the general prin
ciple, but almost every reader will 
form a conviction about such a situa
tion as Great Britain now faces.

From a stock market standpoint the 
situation has not become serious for 
the reason among others that in the 
financial district bankers feel confident 
that no crisis such as the present one 
can last long in Great Britain. Re
ports already have reached here which 
suggest that the workers regret their 
action and that in the end the action 
will pinch them sooner than any one 
else.

Back of the present disagreement 
lies a series of unfortunate disputes 
that have arisen since the close of war 
and the hope now is expressed that a 
final settlement may clear away a 
cloud that has hung over British pros
perity for years.

Paul Willard Garrett.
[Copyrighted, 1926.]

Let Specialty Man Work His Line 
First.

A sales manager of very wide ex
perience tells his men that when a 
specialty man isi sent around with 
them they should let the specialty man 
work his line first; that is, before the 
salesman starts with the customer up
on his regular orders. This sales man
ager believes that such a plan will re
sult in better business for the specialty 
man with no disadvantage to the sales
man. This subject is discussed further 
as follows:

“When we send a man to work the 
trade with you, we believe in his mer
chandise and, if we did not want to sell 
it to the limit, we would not bother 
you with him.

“Now, the thing I am trying to 
arrive at, is that I believe that if you 
would give him the first chance, by 
working his line before you work 
yours, you would find the customer 
would have more confidence in the 
proposition, than to work your line and 
then introduce him, and leave him to 
his own fate and at the mercy of the 
retailer.

“You will find, by working this way, 
the specialty man will sell quite a lot 
more of his merchandise with your 
help, and then if you want to handle 
his product, you should give him every 
ounce of your co-operation, and if you 
don’t want to handle- it, don t work 
him at all, as you are not doing your 
customer right to carry a fellow 
around with you to give them a gold 
brick.”

Price Standardization Not in Sight.
Indications are that the Kelly- 

Capper price standardization bill will 
not be reported to either branch of 
Congress at the present session. This 
means that at least so far as the pres
ent is concerned the measure once 
more in all probability has been laid 
aside.

The actual situation compels this 
statement. Despite the merit of the 
measure, it is evident that the House 
Committee on Interstate and Foreign 
Commerce has a majority which is 
opposed to it. This fact seemed plain 
during the hearing held on the bill on 
April 22-23. The witnesses against 
it made a particularly formidable 
showing and unquestionably made a 
real impression on the members of the 
committee. The title of the bill itself 
is held by many to injure it because of 
the psychology that leads the average 
consumer perhaps to imagine the bill 
means price fixing instead of virtually 
the opposite—price stabilization, a bal
ancing of markets that avoids inflations 
and deflation and that inevitably works 
out to the advantage of the producer, 
distributor and consumer alike, a fact 
truly reflected in industrial and econ
omic history. It is reflected both 
positively by results from a stabilized 
market and negatively by vicious re
sults from sharp inflation and defla
tion. The idea is a difficult one to 
sell to the average buyer nevertheless.

Life is like a game of cards. You 
must play the game with the hand 
that is dealt you. The greatest glory, 
after all, is winning with a poor hand, 
and the greatest disgrace is losing 
with a good one.

Main Office
Cor. MON ROE and IONIA
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Grandville Ave. and B St. 
West Leonard and Alpine 
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Grandville and Cordelia St. 
Mornoe Ave. near Michigan 
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Division and Franklin 
Eastern and Franklin 
Division and Burton
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LIFE INSURANCE 
ENDORSED

One of the greatest endorsements of life 
insurance is the character of the people 
who buy it.

Investigation will reveal that most suc
cessful men carry1 considerable life in
surance.

Practical illustrations of the benefits 
derived from life insurance have taught 
the modern well-meaning wife to with
draw her objections to her husband carry
ing adequate insurance.

Today is the best time now to buy; to
morrow may he too late.

Take up your insurance program with 
a life insurance company.

Rrand RapiosTrust Riimpahy

GRAND RAPIDS. MICHIGAN
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INDIANA CANNERS.

They Should Can Fruits As Well As 
Vegetables.*

There is an inspiration in appearing 
before an Indiana audience based upon 
patriotic and historical interest in 
which my tribe and people had a part.

Indiana was largely settled and pop
ulated from Kentucky and my tribe, 
which was cotemporary with Daniel 
Boone and his people, helped to chase 
the Ind-ans away from Kentucky, pos
sessed themselves of the land, and 
then came across the Ohio River to 
Indiana, which' was then a part of the 
great Northwest Territory, and helped 
to settle and open up this State.

My name is Lee, and you will find 
people of that name in every county 
in Indiana, most of them emanated 
from Kentucky, not all of them how
ever, as I observed a sign as I came 
to this hotel from the depot reading 
Sam Lee’s Laundry, and I infer that 
he is one of my Chinese relations.

S<*me one told me that the rather 
notorious Mormon leader, John D. 
Lee, got his start in Indiana. I sup
pose that meant his first wife and that 
later he gradually accumulated quite 
a number of other wives. You will 
observe that I refer to him w’ith much 
hesitancy, especially so in the presence 
of my wife. Otherwise I might point 
to him, I suppose, as an example of 
progenitive ambition.

In coming to Indiana, having read 
the splendid history of the State, we 
think of Wm. Henry Harrison, who 
fought her battles against the fierce 
Indians and wtrpped their greatest 
warrior and general, Chief Tecumseh, 
at Tippecanoe, and once or twice again 
at other places, until the Indians were 
glad to make treaties of peace and ob
serve them, and Mr. Harrison was 
elected President of the United States. 
He only served one month as Presi
dent until he died. We also thmk of 
Benjamin Harrison, the grandson of 
that old Indian fighter, Indiana states
man and orator, who defeated that 
great Democrat, Grover Cleveland, for 
the presidency of the United States, a 
famous political battle and victory, and 
that he brought honor to Indiana 
through his honesty and ability.

We tlrnk of General Lew Wallace 
and his wonderful writings; James 
Whitcomb Riley; of McCutcheon and 
other famed novelists and poets, that 
Indiana has produced, and our admira
tion and inspiration grow.

When we think of the canning in
dustry of Indiana and its splendid de
velopment, we think of Polk and Van- 
camp, Morgan, Mitchel, Hyman, Rog
ers, Rider, Powers and many others 
who have led the way in establishing 
the high reputation which Indiana has 
for quality of her canned foods, and 
so justly deserved.

I have found that when I try to sell 
canned tomatoes to a well posted buy
er his first question would be, “Where 
are they packed?”

If I mentioned some other state and 
suggest that he look at the samples, 
he would generally say. “No, I want 
Indiana canned tomatoes. My cus
tomers, the retaders, want them,” and

♦P aper read  a t  convention  o f In d ian a  
C anners  A ssociation  by Jo h n  A. I^ee, Sec
re ta ry  W este rn  C an n ers  Association,

so do their customers, the consumers, 
and it is no use trying to combat their 
preference.

Can you tell me why Indiana can
ned tomatoes are so preferred? A 
great artist was asked by a critic, 
“With what do you mix your paints 
in order to produce such rich and bril- 
lant colors?” To which the artists 
replied: “I mix them with brains.”

Indiana canners, in filling their cans 
full of red ripe, sound, and sweet to
matoes, are artists. They mix their 
colors with brains and honesty and 
give consumers splendid edible, relish- 
able and appetizing value.

When they are canning their toma
toes they do not let their consciences 
go to sleep.

Then there are other canned foods 
for which Indiana canners are justly 
famed. They pack as fine hominy, 
country gentleman corn, and pumpkin 
as are to be found in the world, show
ing that they can equal any quality.

Now I am going to cause some of 
you canners of Indiana to sit up and 
take notice by some comment and 
criticism, but the criticism is along 
constructive and not along destructive 
lines. It is intended to be upbuilding 
and helpful.

The State of Ind:ana is a great, fer
tile State lying between 38 and 42 
North latitude. Its climate is well 
adapted to the growth of fruits as well 
as to that of vegetables and along the 
Southern border of the State much 
fruit is produced: Cherries, red rasp
berries, black raspberries, strawberries, 
gooseberries, peaches, apples, plums, 
grapes and several other kinds of fruit 
and berres are grown to perfection.

The sunny hillsides of Southern In
diana are splendidly adapted to the 
growth and cultivation of all kinds 
of fruits native to the temperate zone, 
and there are already, in their season, 
great fields and orchards of fruits 
thriving there. No canning of fruits 
of any importance is done in Indiana: 
why ?

The State has an abundant rain fall, 
all throughout its area and no irriga
tion is essential. Why, therefore do 
you not add canned fruits to your out
put? Berres can be quickly grown 
and other fruits do not require a great 
length of time to arrive at production 
for canning purposes. Your fruit 
growers would grow more fruits if you 
would encourage them to do so, and 
the cost of the raw fruits is not so 
very much greater than the cost of 
vegetables.

I am going to quote you some com
parative prices, right hot off the pres
ent market:

Wh:ch would you rather can and 
sell:

No. 10 hominy at $3 per dozen, or,
No. 10 red sour pitted cherries at 

$13 per dozen.
No. 10 cut green beans at $4.50 per 

dozen, or
No. 10 water black raspberries at $11 

per dozen.
No. 10 extra standard tomatoes at 

$3.50 per dozen, or
No. 10 Cuthbert water red rasp

berries at $12 per dozen.
No. 2 country gentleman corn, extra 

standard at $1.10 per- dozen, or—

In te llig en t A d vice
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No. 2 Cuthbert red raspberries, 40 
per cent, syrup at $3 per dozen.

No. 2 standard canned tomatoes, at 
80 cents per dozen, or

No. 2 black raspberries, in 40 per 
cent, syrup, at $2.75 per dozen.

No. 3 extra standard pumpkin, at $1 
per dozen, or

No. 2 strawberries in 40 per cent, 
syrup, at $3.25 per dozen.

No. 2 standard red kidney beans at 
85 cents per dozen, or

No. 2 standard peaches, 20 per cent, 
syrup, at $1.75 per dozen?

The fruits mentioned can be grown 
in Indiana and delivered at the can
neries almost as cheaply as the raw 
material for the vegetables and goods 
with which they are contrasted.

I believe that Indiana should be 
a great fruit canning state and that 
the progress of the canning industry 
of this State depends largely upon di
versification of the canning output in 
that direction.

I am on the program to talk to you 
about canned foods week and the great 
advertising influence and selling force 
it has as an annual event. I understand 
that Hon. Royal F. Clark was to have 
spoken on that subject, he being the 
National chairman of the canned foods 
week committee, I am sorry that an at
tack of rheumatism has prevented him 
from being here.

I have been connected with the can
ned foods week effort for many years.
I was elected by the canners, whole
sale grocers and retail grocers of the 
United States to manage the first event 
of that name in 1914, and, have al
ways been proud of the record of 
Indiana canners in their co-operation 
in that event. Last year, 1925, they 
numerically contributed to the fund for 
that event nearly 100 per cent. There 
were a few Indiana canners who did 
not contribute, but I am sure that they 
will want to come in this year and do 
their part.

The wholesale grocers contribute 
liberally in money and work through 
their salesmen, the brokers contribute 
their money and a lot of work to the 
success of the event; and the retail 
grocers and chain stores work enthus
iastically for the success of the event 
and to make it a great period of can
ned food distribution and consumption.

They, however, expect the canners 
to furnish the banners, streamers and 
display material used in the event.

The amount of the contribution of 
the canners asked is based upon the 
output of the canneries and in that 
way it is fair and equitable. It has 
been placed at one dollar for each 
thousand cases of output and that does 
not seem burdensome. For illustra
tion, an output of 25,000 cases pays or 
contributes $25; one of 300,000 cases 
would pay $300.

It must be realized that the $60,000 
contributed by the canners of the 
United States for canned foods week 
literature for 1925 was contributed by 
about 650 canners, whereas there are 
3,000 canners in the United States 
who should have contributed.

This is human nature, however, and 
in every great and good enterprise 
there is always a percentage which 
pays the bills, while others pay 
nothing.

The criticism of canned foods week p 
generally comes from those who do 
not participate in its financing or in 
its work.

If the canners are going to continue 
in business and pack even a reduced 
output during 1926, all the advertising 
and distributing advantage of the event 
will be needed to sustain the market 
and that one sixteenth of one per cent, 
on sales or a dollar for each 1,000 
cases of production is a mighty small 
advertising expenditure.

I am going to have pledge cards 
passed around to all present and ask 
that they be signed and returned to 
Secretary Rider and hope that all the 
canners present will sign up. We have 
got to know well in advance how much 
of a fund is available as the posters, 
banners, etc., must be made to order, 
and we will not go in debt to the 
printers until we know what our funds 
are.

Many speakers for canned foods 
week for several years past have sug
gested that just one week per annum 
is insufficient and that there should 
be an auxiliary effort, something that 
would bind the annual weeks together, 
and that would emphasize the adver
tising advantage.

There is now presented by the city 
of Philadelphia a superb opportunity 
to do so in the Sesqui-Centennial and 
International Exposition or the 150th 
celebration of our National Indepen
dence.

The first great National exposition 
I ever attended was the Centennial in 
1876 at Philadelphia, when I was a 
young man just starting out in life, 
and its wonders made a deep impres
sion upon me. To attend and study 
it, as I did, was in itself a liberal prac
tical education.

It was visited by great throngs of 
people daily for six months and ex
hibitors derived splendid publicity and 
profits from it.

Now the fine city of William Penn 
and the Quakers, our most truly 
American city, presents the Sesqui- 
Centennial Exposition, and it will be 
on a much grander scale than the Cen
tennial of 1876. There has been an 
enormous increase in population since 
then. At that time the population of 
the United States was only about 
forty-five million; to-day it is about 
one hundred and fourteen million peo
ple.

The United States Government has 
appropriated $2,250,000 for the Nation
al exhibits, and the city of Philadelphia 
and its manufacturers, merchants, and 
transportation lines have raised $8,000,- 
000 for “putting across” the Sesqui- 
Centennial Exposition, which is just 
double the amount they raised for the 
Centennial of 1876.

The cash gate receipts at the Cen
tennial in 1876, at 50 cents admission 
showed an attendance of 8,000,000 peo
ple. It is estimated from the vast in
crease in transportation facilities and 
population that an attendance at the 
Sesqui-Centennial Exposition may rea
sonably be estimated at 25,000,000 
people. The Sesqui-Centennial Ex
position will open June 1 and close 
Dec. 1, 1926. State governments and 
foreign governments will have fine ex- 

(Continued on page 23)
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INVASION OF THE STATLER.

It Put a Crimp in Some Detroit 
Hotels.

In m younger life, many years ago, 
before a meeting of some hotel men 
in New York State, in a talk I was at
tempting to get over, I made an ex
pression which at the time was rather 
complimented upon as most favorable 
and worth while. Let me quote it 
here:

“I believe we can look upon the ho
tel business very largely as a public 
utility; possibly not to be considered 
in just the same light as the railroads, 
steamboats, telephones, telegraph, etc., 
yet a business in which one must win 
or lose by public favor or disfavor.

“The public which gives patronage 
to hotels, justly feel, as individuals, 
they are part and parcel of the suc
cess or failure of this or that hotel or 
hotels. This is often a most deciding 
effect with the destinies of some in
stitution catering to the general pub
lic.”

Prior to the coming of the Staffer 
into Detroit, there were about eighteen 
hotel members of the Detroit Hotel 
Association, as follows: Brunswick,
Burns, Cadillac, Charlevoix, Fairfax, 
Griswold, Métropole, Morgan, Norton, 
Normandie, Oriental, Ponchartrain, 
Tuller, Victoria, Wayne and two or 
three semi-family transient hotels, 
Adison, Madison and, I believe, one 
or two others. In 1913, when that 
city was favored with the annual con
vention of the American Bankers As
sociation, as Secretary of the Detroit 
Hotel Association, the writer made a 
very careful survey of rooms available 
for such purposes, working with the 
Detroit Convention Bureau and those 
among the bankers of the city who had 
the convention matter in hand, and we 
at that time had less than 4,000 rooms 
among the hotels above mentioned, 
and about 1,000 rooms among some 
hotels and apartment places not in the 
city association.

In print it looks like a large number 
of rooms and there were sufficient to 
take care of the convention mentioned. 
The lake steamer, See & Bee, was 
called into service, but after the first 
night and matters got settled it was 
found that the hotels could take care 
of all visitors, possibly with a little 
aid from some fewer better homes. It 
was a six day convention and a won
derful success. The Elks convention 
two years previous, had not nearly 
filled the hotel rooms; a year or two 
previous to that there had been a con
vention of two weeks of the Engineers 
and Conductors Associations, and this 
had taxed the city hotel accommoda
tions to the fullest extent. As a whole, 
Detroit was considered a very fine 
convention city and many events were 
taking place during summer months 
in particular, the winter months also 
receiving a share.

I have mentioned in a previous ar
ticle my prediction, just prior to the 
opening of the Hotel Statler, as to 
what effect this newer place would 
have on the other hotels of Detroit. 
My predictions were very bad, indeed, 
but I never assumed all the blame, as 
I was in council with Hayes, Woolley, 
Harry Zeese, then at the Cadillac, Tul-

ler, Postal, Fulwell and others before 
the article was submitted for print.

There was not one of us overlooked. 
Mr. Staffer’s personal success in Buf
falo and Cleveland with two hotels 
bearing his name; there was not one 
of us but fully realized but what the 
Hotel Statler was going to cut a deep 
swath, but there was not one of us 
believed the coming of the Hotel Stat
ler would have such a disastrous effect, 
particularly upon the Cadillac and 
Ponchartrain hotels.

Let it be remembered the Cadillac 
was then being conducted by an oper
ating company, formed of Detroit peo
ple, a Fred Smith, prior to this head 
of the Peter Smith Grocery Co., a 
very successful concern. Harry Zeese 
had for several years before this been 
manager of the Claypool Hotel, at 
Indianapolis, and was considered one 
of the good hotel men of the country. 
He became manager of the Cadillac 
when the newer company took con
trol. As a man he was very popular; 
the hotel was considered a very fine 
hotel, its reputation set by the Swartz 
Brothers not being allowed to grow 
less. Our prediction was that the 
Statler wrould not get the Cadillac 
business to any great extent, and at 
least not at once. None of the guests 
at the Cadillac were finding fault with 
their treatment there; its display rooms 
were the talk of many circles and 
similar rooms at the Statler seemingly 
offered no extra inducement in price 
or equipment.

Yet that very class of patronage left 
the Cadillac Hotel in droves, so to 
speak, and went to the Statler; not 
only that, but hundreds of people 
whom the Cadillac management felt 
safe would stand by the old reliable 
hotel went to the new competitor in 
great numbers. The effect upon the 
Cadillac, even within the first thirty 
days, was heartrending. So far as I 
know by taking several meals at the 
Statler and attending two or three 
special functions, they had nothing 
superior or equal to the Cadillac, and 
yet the Statler cut in on the older 
hotel business in a way which hurt 
and hurt badly. In short, to a large 
degree, the Statler put a crimp into 
the business at the Cadillac which 
virtually ruined it. Manager Zeese 
kept smiling, hoping against hope. He 
really made some of us believe they 
were getting by, and some of the busi
ness did come back, but never in suffi
cient volume to save the hotel.

In a previous article, in connection 
with the Ponchartrain, I honestly gave 
expression to the idea that it was not 
a popular hotel, even though it was 
considered a good institution.

Our predictions between the Statler 
and the Ponchartrain was that the last 
mentioned would get hurt; but due to 
the fact that its location was supposed 
to be so ideal—and let us not forget 
that up around Grand Circus Park 
was considered “way up town”—and 
while the Tuller and Charlevoix had 
brought that part of the city into con
siderable publicity, it was generally 
felt that the Statler could not win all 
the favors.

But distance seemed to cut no 
figure with the Statler. All in all the 
business taken from the Pontchartrain

was not as large in one grand rebound 
as with the Cadillac, but was most 
telling, rest assured. Hundreds of 
patrons went to the Statler whom none 
of us felt ever would. Not only that, 
but the Ponchartrain lost very heavily 
in its restaurants; many a special func
tion which had been going to this ho
tel for several years switched to the 
Statler in short order. In connection 
with smaller gatherings of convention 
nature, the Ponchartrain lost heavily; 
this quite particularly among the auto 
industries. Statler gained them right 
and left.

The Griswold was, as most readers 
know, an older hotel, but remarkably 
well kept. Its cafes and foods were 
excellent. Some of its rooms were 
none too well located, but it was a 
very popular hotel with its average 
guest, many declaring they would 
never leave the old ship so long as 
Fred Postal was there. But again, 
alas and alack, we all had been bad 
guessers, I am free to admit. The 
Griswold was affected, just how badly 
I have no way of knowing, but to 
some extent.

As a whole the Normandie, Charle
voix, Oriental, Metropole and some 
others were not so badly hit. This 
due to rates, possibly, yet each hotel 
in Detroit was affected by the coming 
of the Statler.

Our predictions were that Tuller 
would give the Statler a run for the 
money, and it did.

Now don’t think people did not 
leave the Tuller and go to the Statler; 
they did, in large numbers at times. 
Enough so to affect the business at the 
Tuller. But in some way the Tuller 
seemed to get new business from 
somewhere, and kept going on most 
successfully, as results have shown.

That it was a merry contest goes 
without saying. There was none of 
us but what felt the Statler would 
create new business and it did, but it 
also won from others far more busi
ness than some of the most conserva
tive felt it would be able to do.

It was more or less a seesaw be
tween these two hotels on many mat
ters of hotel business. With the feed
ing features it was a show down at 
all times. Tuller added new dining 
rooms and cafes, banquet rooms, as
sembly rooms, etc. The Statler kept 
sawing wood. The foods at the Tul
ler were not considered real high class; 
at the Statler my way of thinking there 
was nothing remarkable, and yet it 
was doing a wonderful feeding busi
ness, an every day one, and grabbing 
off many of the special affairs.

With it all the Tuller survived and- 
the Statler kept forging ahead and 
has been, so far as we know, a very 
decided financial success.

It opened with about 700 rooms, 
each with private bath, and I believe 
it had a few rooms at $1.50 per day 
at the outset. Inside of two years 
there were added 300 more rooms, and 
to-day is a 1,000 room hotel, the larg
est in the city up to the time of the 
Book-Cadillac.

Its location counted for nothing, so 
far as Mr. Statler was personally con
cerned. That is, he demonstrated most 
effectively that he could operate a ho-

tel off location, in the judgment of 
many, and get away with it.

The hotel upon opening was the 
latest word in hotel construction, 
equipment and furnishings. As a whole 
its rates in those days, even with some 
$1.50 rooms, were higher than any 
hotel in Detroit, yet it had many 
rooms at popular rates of $2 up.

Statler’s individual presence at the 
Detroit hotel has been of small im
portance. It is said that he left that 
hotel a week after it was opened and 
did not come near it again for six 
months. Be that as it may, the hotel 
kept going forward, popular as a 
whole. The effect of the wonderful 
Statler organization was in evidence 
from the beginning and has always 
kept up with the same success which 
has marked every effort of Mr. Statler.

Frederick S. W. Bergman, now at 
the Neil House, Columbus, Ohio, was 
first manager of the Detroit Hotel 
Statler. He came from Winnipeg, 
where he had been conducting hotels 
for the Canadian Pacific Railroad. He 
was a wonderful organizer, suave, a 
gentleman in every sense of the word; 
not a great mixer, but had many 
friends. He remained for some three 
years, when a split came, and he went 
to Baltimore to open a new hotel 
there. Later years he again joined 
Mr. Statler as assistant manager at 
the Pennsylvania Hotel, New York 
City, and remained there until he came 

In the meantime, Harry Zeese had 
relinquished management at the Cad
illac, and C. C. Schantz and “Dick” 
Carson had been named. It was given 
out that Harry was not in good health 
and was going to retire from the hotel 
business. However, after a year of 
rest, he was named manager of the 
Hotel Statler, and remained there for 
about three years, when he was called 
to the Great No Returning, a com
paratively young man. It has been said 
that on a lake trip of the H. M. B. A., 
Mr. Statler and Mr. Zeese met en 
route, and Mr. Statler offered him the 
position and it was accepted, the whole 
transaction taking place in a very few 
minutes. We believe Mr. Statler and 
Mr. Zeese got along swimingly. I 
asked Harry once if Mr. Statler ever 
referred to the Cadillac affair, and he 
told me that never a word had passed 
between them on the matter; that in 
Mr. Statler he had found a wonderful 
man, most pleasant to work for; who 
laid down certain laws and usages, and 
if they were executed, all was harmony.

Ellsworth Statler was born at 
Wheeling, West Virginia. He began 
his career as a bell boy in the McClure 
Hotel, that city. His first personal 
venture was with a billiard parlor, 
where he met with success. Some 
years later he drifted to Buffalo and 
opened in due time the Statler restau
rant in the Ellicott building. This was 
said to be a ready money maker. For 
some time there was served at this 
restaurant a 23 cent luncheon and a 
29 cent evening meal, the talk of the 
country. The meals were excellent, 
service in keeping, rooms attractive. 
Mr. Statler still retains an interest in 
this institution, which is conducted by 
a brother. However, the place is now 
to the Neil House.
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of far more importance than when 
first opened.

Mr. Statler’s first hotel experience 
was with the Pan American exposition 
in Buffalo in 1902. A characteristic 
building, but a wonderful business 
done, and made some money, even 
though the exposition was not a 
marked success.

At the St. Louis exposition, a few 
years later, he opened a similar hotel, 
but this time inside the enclosures 
and it was named the Inside Inn. Al
most at the opening Mr. Statler suf
fered a very severe accident, which 
confined him to his bed for the dura
tion of the fair; but it is said he di
rected affairs with that wonderful 
force of success which has marked 
his every effort, and came out of the 
deal, possibly not a big winner, but 
not a loser.

His first all year round hotel was 
the Hotel Statler, at Buffalo, some 
400 rooms, a room with bath at a 
dollar and a half being his slogan. This 
met with wonderful success from the 
day of opening, although there were 
many rooms as high as $4 per day.

His next venture was the Hotel 
Statler, at Cleveland, starting with 
some 700 rooms, adding another 300 
within four years. This venture has 
also proved a marked success, so far 
as we all know. As in Detroit, same 
in Cleveland, the opening of the Statler 
there proved quite detrimental to the 
Hotel Hollenden and the Colonial Ho
tel, although both hotels came back 
into their own in due time.

Then came the Detroit Statler, next 
the Pennsylvania, 2,000 rooms, and a 
few years later, the Statler at St. Louis 
660 rooms, all most successful.

Two years ago he caused to be 
erected in Buffalo a newer and much 
larger hotel, bearing his name, chang
ing the original Statler to the Buffalo. 
This hotel is said to be one of the 
finest hotels in the United States. Just 
how successful this one has been I am 
in no position to say.

In Boston there is now under con
struction, to be opened this fall, an
other Hotel Statler of some 1,000 
rooms.

Mr. Statler’s financial backing seems 
to be a great difference of opinion. 
Some say Standard Oil Co., some say 
New York Central Railroad interests; 
some say something else. But it mat
ters not, he seems to win, with no 
limit of power to get what he goes 
after.

As a man, he is a good fellow, well 
met. He is not quite so popular as 
some others in hotel circles and in 
association matters, probably due to 
the fact of his taking a very decided 
attitude on anything he gets into. Not 
many of his patrons know him per
sonally, but they do know his power 
of conducting very good hotels, build
ing them where and when he wants to.

Mr. Statler is advancing up into the 
sixties, but holds his health in a re
markable manner. He recently lost 
Mrs. Statler by death, has several 
children, all dutiful, I believe. It 
must be admitted that Mr. Statler is 
in many ways the most powerful hotel 
man who ever invaded Michigan and 
Detroit. Reno G. Hoag.

Ed'ble Portions of Meat as Bought.
If the housewife really tries to 

economize considerable thought should 
be given to the edible portions of the 
meat she buys in the shops. The price 
per pound does not by any means tell 
the story of what her meat is costing 
her. Some cuts have more bone than 
others, and some are either above or 
below the average in both. Taking 
the net cost of lean meat as a basis of 
comparison it is found that the most 
expensive steaks are the porterhouse, 
club, Delmonico and short steak in the 
order stated. The lower costing steaks, 
from the basis stated, are the chuck, 
round, flank and sirloin. The first 
cut of rib roast is the most expensive 
and the rump the least. The various 
boiling and stewing pieces give lean 
meat more economically than either 
roasts or steaks, due both to their 
lower market values and their higher 
lean meat content. The difference in 
cost between cuts sold by most retail
ers is usually much less than the differ
ence between cuts on a lean or edible 
meat basis. The greatest amount of 
internal fats is found along the inside 
of the loin. This is not entirely due 
to the presence of the fat-covered kid
ney lying there, but to the presence of 
what is known as lumbar fat as well. 
After a steak is removed from the loin 
it must be further trimmed of fat 
either in the shop, the kitchen or on 
the plate. The first cut of beef ribs 
come from the point along the back 
where the loin is separated from the 
rib, and so carries rather excessive 
quantities of internal fat as well as a 
liberal fat covering when the carcass 
is of the better grades. Most of the 
cuts costing the most per pound in the 
shops carry the most fat, and so final 
costs of these cuts is raised out of pro
portion to other cuts in the carcass 
which carry less fat. A general rule 
in beef is, “The cheaper the cut the 
lower the waste.” Lower-priced cuts 
are not necessarily lower in flavor or 
food value and often no less tender. 
It is easy to understand, then, why 
economy lies in their use. The poorer 
the beef the lower the waste and the 
lower the satisfaction from its use. It 
is because of the waste associated with 
high-costing cuts from fat beef that 
the modern tendency is for leaner 
though well-fed steers for a beef sup
ply.

What Is Success?
Success, after all, must be measured 

by growth, rather than by gain. Yet 
we are very apt to measure our suc
cess by the scale of dollars and cents. 
Now, this would be all right if life and 
its work consisted merely of gaining 
a living or of amassing a fortune; but 
just as surely as this is made the main 
object of any man’s life, his real use
fulness in the world grows smaller 
and his chances for success grow less. 
If, on the other hand, he realizes that 
he is placed on earth with certain use
ful talents, and that his work is to de
velop these talents to the highest point 
of efficiency for the benefit of the 
world—the dollars and cents will take 
care of themselves, and his rightful 
and sufficient share will come to him. 
Make “growth,” not “gain,” your 
watchword, if you would succeed.

SUPERIORITY
B acked  by A u th o r ity

A  large group  o f  rep resen ta tiv e  D oc
tors, D ie titian s, N urses a n d  H o m e  
E conom ics T eachers w ere  recen tly  
asked  w h ich  type o f b ak ing  pow der 
th e y  considered  best. I n  each  case 
o v e r  8 0 %  o f  th o s e  r e p ly i n g  s a id  
“C ream  o f T a rta r.”

Royal is made with cream of tartar, 
the purest and best obtainable!

F o r a  h a lf  cen tu ry  R oyal h as  been  
assuring  th e  housew ife o f h ea lth fu l, 
delicious foods, a n d  th e  d ea le r o f 
p ro m p t sales a n d  good profits.

ROYAL
BAKING POWDER

Absolutely Pure
Contains no Alum — Leaves no bitter taste

Speaking of Whole Wheat Foods
All the food education of the last twenty years has 

emphasized whole wheat as the most perfect food 
given to man. Doctors and dietitians have urged the 
people to eat more whole wheat cereals. The ques
tion is, how shall whole wheat be prepared for the 
human stomach?

Shredded
W heat

is the answer to that question. No one has been able 
to improve on the process by which Shredded Wheat 
is made. Your customers will try the new ones, of 
course, but they will always come back to Shredded 
Wheat. Nothing can take its place. It is an all-day 
food, for any meal, in any season. W e spend a lot of 
money to sell it for you. How is your stock?

The Shredded W heat Co.
Niagara Falls« N. Y.
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DRY GOODS
M ichigan R etail D ry Goods A ssociation . 

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

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

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

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

Too Generous in Giving Discounts.
Lansing, May 11—Since our last 

news letter we have had another re
port from a merchant in a small city 
who says he gives dressmakers 10 per 
cent, off; also discount to lodges for 
trimming purposes of 10 per cent.; 
also 10 per cent, off on all merchandise 
purchased for church affairs and for 
charity purposes; also materials bought 
for local hospital. We have written 
to this member suggesting that_ his 
discounts are too generous, that it is 
not necessary for said store to give 
away all of its profits.

The dry goods store of C. A. Park- 
hurst, of Mason, was favored by a very 
interesting caller not many days ago. 
Perhaps it is not necessary to give the 
lady’s name, but she and her husband 
together settled with Mr. Parkhurst 
by paying $25 for goods in the form 
of hosiery and millinery which was 
stolen from the store. She also paid 
a fine of $5 and court costs and left on 
foot for her home in the country, her 
husband having preceded here. It 
takes an expert to get away with 
Brother Parkhurst’s goods.

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

sociation. _
Color in Fall Silk Showing.

Color is the dominating influence in 
the Fall lines of silks which Cheney 
Brothers opened last week. Nineteen 
shades belonging to five different 
groupk were announced as the colors 
which will lead the Fall mode in 
silks. There are six reds, four 
browns and three each of the blues, 
greens and grays. Names were coined 
to express the post-impressionistic 
spirit and1 appearance of the colors. In 
the weaves themselves, the introduc
tion of a new satin crepe called star- 
crepe, reflected the firm’s confidence 
in this type of fabric. Mirrokrepe and 
frostkrepe are featured again, this 
time in the new colors. Metal and 
satin brocades are emphasized in the 
collection, particularly jacquards, over
printed tinsel brocades and plain 
tinsels. A heavy metal brocade called 
rose doree was described as one of the 
richest ever produced in this country. 
Jacquard effects are also carried out 
in heavy satin crepes. In one, the 
scroll-like lines of a tiny seahorse are 
adapted into an allover design. Four 
sheer crepes are stressed for Fall, 
while the line also features new 
printed silks for linings and scarfs.

Are Stressing Use of Ostrich. 
The growing use of ostrich in Paris, 

as indicated by cables received in this 
country, is taken here to pressage 
greater use of these feathers on this 
side of the Atlantic. One such cable, 
which was received last week by a 
prominent importer, imparted this in
formation; “Most sensational note of 
the Spring mode is a ruff of ostrich 
called ‘Mon Pierrot,’ launched by the 
millinery firm of Reboux and made of 
very long flues of finest quality ostrich 
feathers. The ruff is being worn by 
the most fashionable women, including 
Mmes. Letellier and de Gaenza, Baron
ess de Meyer and Baroness de Roths
child. Mme. de Gaenza wore the ruff

to the races, creating a sensation and 
attracting much attention. The Pier
rot’ collar, which is being worn in the 
same shade as the costume, is a mar
velous complement to the. harmony of 
the ensemble, and has, in addition, a 
tuft of feathers of contrasting colors 
which can be worn in front or back.”

Little Improvement in Silks.
No espec:al improvement is taking 

place in the silk trade. Curtailment 
continues on a greater scale than here
tofore, in the effort to prevent the mar
ket from becoming further disturbed 
by increasing the amount of stock 
goods available. It is held that the 
conditions indicate a none too rosy 
path for the silk trade during the de
velopment of the Fall season. One 
prominent silk manufacturer said that 
efforts to merchandise on price will, 
according to all indications, be the 
bane of the market during the next 
few months, with quality coming off 
second best. He predicted, however, 
that those firms which adhered to a 
quality basis would come out stronger 
than ever when the merchandising 
crisis was past.

Steamer Coats Have Big Vogue.
The indications are that the steamer 

or travel type of coat will have an ac
tive sale for early Fall. The interest 
in garments of this style that are now 
being shown by the leading retailers 
is such as to warrant the vogue for 
them continuing strong, according to 
wholesalers here. In these steamer or 
travel coats emphasis is placed on the 
fabric and the pattern, as well as the 
fur trimming. Many of the cloths now 
being used are of the hand-loomed im
ported variety, some of which are ex
clusive to one garment manufacturer 
here. Camel’s hair cloths are also 
being extensively employed and are 
likely to have a marked vogue during 
the Fall. The patterns so far feature 
large plaids in ombre and other effects. 
The larger the plaids are the better 
they sell, according to reports in the 
wholesale trade.

Printed Voiles Are Favored.
Considerable stress is being laid this 

season on printed voiles for young 
children’s dresses. Some of the gar
ments for four-year-olds show a slight 
influence of adult styles, such as a tie 
in front forming a kind of collar. 
Otherwise, according to a bulletin 
from the Infants’, Children’s and Jun
ior Wear League of America, the new 
lines conform to the styles of the last 
several seasons. These emphasied 
simplicity in cotton dresses. Most of 
the new dresses are offered with 
bloomers to match.

Trends in Junior Dresses.
Sleeveless styles in children’s dresses 

are taking well in printed Swiss or 
striped dimity and priced to retail from 
$1.95 up, according to wholesalers. 
These garments, while intended for 
later season wear, are already being 
reordered. For children of 2 to 6 years 
there is an increasing call for dresses 
of plain or printed voile. These gar
ments have the so-called duplex pantie. 
Voile combined with rayon is also fa
vored in styles for girls which feature 
peasant, ruffled and smock effects.

R ichardson’s Pure-D ye Silks are beautiful and  p rac
tical.
Their soft hand  and  draping qualities com m and 
attention.
R ichardson’s Q uality 1700 crepe is soft draping, 
unbelievably strong, and  equally suitable for dresses 
and lingerie. It is free from  injurious loading, and  
will dry-clean perfectly  also the  lighter colors will 
wash satisfactorily-
Price is $1.50 per yard  in full pieces of a  color. 
(Pieces average 27 to  35 y ard s). F ive cents per 
yard additional for cuts under a  full piece of a  color. 
O ther R ichardson Pure-D ye Silks are Satin Crepe, 
Satin de Chine, Silk and  W ool Faille, G eorgette, 
Taffeta, Charm euse, Satin Lingerie, and  C. B. Satin.
Sam ple swatches and  color cards sent on  request.

T his carton  of seasonab le  sh ad es  Is a 
guide from  w hich to  o rd e r solid boxes 
o f a  color.

Carton No. 116 contains 6  dozen Richardson’s 50- 
yard Spool Silk, Price is $4 .80  com plete.

Spool Silk shades are very important today. We are 
studying the color situation constantly, so that our cus
tomers may at all times have spool silk shades in their 
cabinets to match any staple or season color.
Some of the most popular season colors are listed below 
with the Richardson’s corresponding color number.
Bois de R ose_____ No. 387 Antenna__________ No. 670
Palmetto _________No. 453 Wood R o se_______No. 241
Hyacinth________ No. 357 Dianthus _________ No. 669
Louis Phillipe------ No. 129 Sunray___________ No. 307
Absinthe___________________________________ No. 451

Color cards showing three hundred colors sent on request.
Richardson’s Threads are carried by most Dry Goods and 
potion jobbers.

R I C H A R D S O N  
SILK COMPANY

207 W . Monroe Chicago, ID.
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

The new office building of the Wol
verine Shoe & Tanning Corporation, 
at Rockford, is a fitting climax to the 
great battery of buildings the organ
ization has created and maintains to the 
the pride of Rockford, the good name 
of Michigan and the profit of the 
stockholders.

The Northbound traveler by auto
mobile feels a keen sense of dis
appointment when he comes to the 
end of the pavement in Cedar Springs, 
after traversing pavement all the way 
from the Allegan county line.

At Sand Lake I learned of the death 
last week of the wife of M. V. Wil
son, one of the oldest druggists of 
Michigan. I called at his store to 
tender my sympathy, but he was not 
in when I called.

A visit to Sand Lake reminds the 
writer of the activity of the commun
ity forty years ago when the lumber
ing resources of that region were at 
their he ght; of J. V. Crandall and his 
interesting family at Crandall Corners; 
of Geo. F. Cook, who had just started 
on his remarkable mercantile career at 
Grove; of many good business men in 
Sand Lake who have passed to the 
Other Side. I also recalled that I 
happened to be in Sand Lake the night 
the grist mill burned, about thirty-five 
years ago, attending a banquet of the 
Sand Lake Business Men’s Associa
tion.

Passing through Pierson reminded 
me of O. H. Richmond, the local 
druggist, who was for many years the 
champion checker player of the world 
and who subsequently developed a 
chart by which he could tell the exact 
time by the position of the moon and 
stars. Mr. Richmond was an early 
contributor to the Tradesman, his ar
ticles purporting to emanate from 
Slab Siding and signed by Solomon 
Snooks attracting much attention all 
over the country, because of the home
ly manner in which they treated hu
man frailties and ambitions. Mr. 
Richmond was an enthusiastic Free 
Mason and wrote a burlesque on the 
order which is still going the rounds 
of the newspaper press of the world, 
somewhat dilapidated by reason of fre
quent repetition and typographical 
errors. He wrote the ritual of a secret 
order, which he called the Pythonics, 
which had a great run in Northern 
Michigan a half century ago. It 
finally collapsed because of trouble 
caused by the personal disclosures in
troduced in the initiation features. Mr. 
Richmond subsequently removed to 
Grand Rapids, where he created a new 
secret order which he called the 
Sublime Order of Esoterics. During 
the World’s Fair he rented a mansion 
in Chicago and fitted the upper floor 
up for a lodge room. He made a com
fortable fortune during the summer of 
1893 conferring the secrets of his new 
order on all who applied for $100 per. 
He died about three years ago.

Passing Wood Lake, where Wm. 
McMullen made a fortune in the lum
ber business, which his children in 
Grand Rapids are now enjoying, I 
came to Maple Hill and turned East

to Coral, where I found the merchants 
were all enjoying a satisfactory trade. 
Mr. Rhodes told me that Saturday, 
May 1, was the biggest day’s business 
he ever had in Coral. Druggist Wood- 
all and the manager of the Jennings 
Hardware Co. assured me that their 
business had been unexpectedly good 
during the winter and spring.

At Trufant I was pleased to see the 
farmers coming in from all directions 
with loads of potatoes which they 
marketed at $3 per bushel. A year 
ago the price was 30 cents. I could 
not help but notice how much larger 
the loads were and how much faster 
the drivers traveled when the going 
price was $3 than was the case when 
30 cents was the rule.

At Gowen Mrs. Stowe inspected the 
500 broilers Christian Anderson is 
“raising for the resorters,” while I 
looked up my long-time friend, the 
Danish dominie, who has ministered 
to the spiritual side of the Gowen peo
ple for over fifty years. He has re
cently passed his 71st birthday and 
certainly looks as though he would be 
spared to bless his people for many 
years to come.

I aim to cover the towns in the 
Danish colony every year and note 
the gradual progress the Danish peo
ple are making toward better living 
conditions. Every year the farms show 
improvement, the merchants show 
larger and better assorted stocks, the 
produce elevators show expansion and 
the banks show larger savings and 
commercial accounts. I wish all the 
peoples who come to our shores from 
the other side of the Atlantic were as 
sober minded and thrifty as our Dan
ish cousins. E. A. Stowe.

Closer Watching of Markdowns.
The question of markdowns on 

ready-to-wear is receiving considerable 
attention from factors. This is not so 
much due to markdowns being exces
sive this Spring, as it is generally 
agreed that the reductions taken were 
quite light in accordance with cautious 
production and the absence of plung
ing” on piece goods. The interest is 
occasioned by the increasing knowl
edge that a very accurate check on the 
business can be had by the careful list
ing of markdowns from the start to the 
end of a season. For one thing, from 
the markdowns taken, it is apparent at 
once whether an account is a profit
able one or not. It has been the ex
perience of a number of wholesalers 
that their markdown records show 
some buyers supply only a small vol
ume of business at prices which are 

• really profitable to the wholesaler.

Slips Are Selling Very Well.
An excellent business is being done 

in slips for Summer wear at present. 
Radium and crepe de chine are favor
ed for wash slips, which are made with 
a shadow hem. Crepe-back satin is 
shown less at this time of the year 
than in the Fall. There are also some 
models of knitted silk and silk sub
stitutes. White and many of the 
pastel shades are shown in the rayon 
garments, some of these fabrics having 
a high luster. Other slips of this .ma
terial are made with a dull finish, and 
may be worn under transparent dress
es. There is a fair showing of lace-

trimmed slips, a trend that has become 
more marked in recent seasons. The 
lace is applied in motifs to the top of 
the garment and also to the hem. There 
is also a reappearance of plain net set 
on the edge of the hem and straight 
around the top of the bodice.

Luggage Sales Are Held Back.
Among the many lines of merchan

dise that have been adversely affected 
by the weather this Spring are the 
various kinds of luggage. With the be
ginning of the Summer vacation sea
son only about six weeks off, general 
sales of this merchandise are well be
hind those of a year ago. Business 
then was none too active. Fitted cases, 
suitcases, traveling bags and trunks 
are all quiet, as there has been little 
disposition as yet on the part of re
tail buyers to operate with any degree 
of freedom. For one thing, the paucity 
of consumer demand has left stocks 
more or less generally “long ’ and this, 
coupled with the sentimental effect of 
dullness in other lines, has worked 
very strongly against the manufac
turers.

New Designs in Cretonnes.
Cretonnes are being developed in a 

variety of new printed patterns that 
greatly enhance the decorative value of 
the fabrics, according to wholesalers. 
In one pattern just brought out, for 
example, a map is shown in all-over 
design of large proportions. The map 
shows the contour of North and South 
America as it was conceived in 1631, 
that date with a Latin inscription in 
a shield being part of the decoration. 
The entire design is printed in colors 
on a yellow background, and small 
pictures of the main animals, birds 
and fishes nat’ve to each section are 
shown. Several large caravels cross
ing the ocean are also depicted. 1 he 
pattern is one of a series which is be
ing introduced to the trade.

Weather Aids Underwear Sales.
Considerable stimulation to sales of 

men’s lightweight underwear has been 
given by the return of more season
able temperatures. The demand con
tinues very largely for athletic types 
in rayon novelties and nainsooks in 
striped effects and solid colors, but 
there is a growing demand for light
weight ribbed goods from certain 
parts of the country. Balbriggans still 
drag quite a little from all accounts, 
although the call for them is generally 
better than it was. Interest continues 
lacking in heavyweight goods for Fall 
delivery, and not much change in the 
situation is looked for this month.

Voile Undergarments Sell Well.
Voile undergarments continue to be 

in good demand. The buying covers 
pastel colored step-ins, chemises and 
gowns trimmed with lace or hand em
broidery. Pajama sets and negligees 
of voile are likewise in active call. In 
the higher priced merchandise, negli
gees of flat crepe and crepe de chine 
are wanted in tailored effects, with 
contrasting colored borders or lace 
trimming. Glove silk underwear, par
ticularly in the new light-weight styles 
placed on the market, is selling very 
well, according to leading wholesalers.

R E A L  V A L U E

Ask
Your

Jobber

CRESCENT GARTER CO.
515 Broadway, New York City

For Quality, Price and Style

Weiner Cap C ompany
Grand R apids, Michigan

$ 6 0 0 ,0 0 0

1 6 5 0 1 -1 6 5 4 5
W OO D W ARD

AV.
(Detroit)

F ir s t  M ortgage S eria l 
5J/a% Gold Bonds, P riced  
to  Yield

6%
Security is land and 
buildings having 230 
feet frontage on Wood
ward Ave., comprising 
the entire block from 
Florence St to Geneva 
St. except one small 
piece. Bonds also are 
the direct personal obli
gation of David T. Ne- 
derlander, whose net 
worth is largely in ex
cess of this bond issue. 
Net earnings of prop
erty applicable to prin
cipal and interest $75,- 
000 a year. Bonds will 
qualify as legal invest
ment for Michigan sav
ings banks upon com
pletion of a theater now 
under construction.A.E.Kusterer&Co.

In v e st m e n t  Ba n k e r s  
di!5 B r o k e r s

M i c h i g a n  T r u s t  B u i l d i n g .c it ize n s  4 -2 6 7  sen main 2 4 3 5

FIRE AND
BURGLAR
PROOF

SAFES
Grand Rapids 
Safe Co.

Tradesman Building
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RETAIL GROCER
R etail G rocers and  G eneral M erchants 

A ssociation .
P res id e n t—O rla  B ailey , L ansing . 
V ice-P res .—H an s Johnson , M uskegon. 
S ec re ta ry —P a u l Gezon, W yom ing P a rk . 
T re a s u re r—F. H . A lbrech t, D e tro it.

Broken Cases Due To Too Large 
Cases.

Apparently the broken case idea is 
becoming more of a menace as time 
goes on. There is unquestionably a 
larger volume of business passing 
through the packing room of the aver
age wholesale grocer to-day than there 
was five years ago.

I believe it is generally admitted 
that merchandise moving through the 
broken package room is handled at a 
severe net loss and while an attempt 
is made by some to keep this loss at 
a minimum, by adding to the dozen 
price a nickel or a dime here and there 
the actual figures will show that the 
attempt is successful in only a very 
small way.

Conditions over which the jobber 
has little or no control are responsible 
to a decided degree, with all due re
spect to the theory advanced by some 
that if the jobber would insist that the 
retailer purchase in original case lots 
the problem would be solved.

It is the contention of the writer 
that there are two outstanding factors 
responsible for prevailing conditions 
as they relate the broken case evil:

1. If it were possible it would not 
be practical to sell many of the small
er retailers original case quantities of 
branded merchandise for the reason 
that his credit wouldn’t justify it, and 
further his volume of business would 
make it impractical even if he did have 
a satisfactory rating.

2. Owing to the multiplicity of 
competing manufacturers’ brands of 
products which are similar and yet 
which there has been created a demand 
for, and because the modern buyer 
has decreed that substitutions are out 
of order the retailer to-day is forced 
to carry many brands on which there 
is only a limited sale. The logical 
course would be to stock less brands 
and on the face of it, it looks simple 
and if it could be done successfully it 
would help materially to lessen the 
cost for every one but as a matter of 
fact the buying public has been served 
so well and has been educated up to 
a point that it is about as tempera
mental as a prima donna, and demands 
service de-luxe and frowns upon those 
who fail to supply it.

Conditions have changed and are 
changing constantly for the retail and 
wholesale grocer and in the attempt to 
keep in step with prevailing conditions 
many items of merchandise which at 
one time did show a profit are now 
being handled at a net loss, and the 
chief reason is because the unit pack
age as packed by the manufacturer has 
not changed to meet conditions as they 
now exist.

If you dig deep enough you will find 
that the manufacturer is being penal
ized for his failure to acknowledge 
that conditions have changed and, as 
evidence of this, I submit the state
ment made by a representative of one 
of the largest producers of glass pack
ing jars. Until a short time ago they 
packed their jelly glasses in a four
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dozen case and although they had a 
demand for a smaller unit they failed 
to see the logic in a smaller one be
cause the jobber would repack them 
when necessary. Some jobbers did, 
but always under protest, and then 
again other jobbers absolutely refused 
to sell other than the original case.

Eventually this manufacturer agreed 
to put out a one-dozen case as well as 
the larger one and his actual business 
has shown a decided increase and his 
distributors are now in a position to 
make a profit out of what previously 
was a net loss.

I have in mind a couple of more 
outstanding examples where similar 
changes have brought about most 
satisfactory results, but the above is 
sufficient to illustrate the point I have 
in view.

Now to some it may seem that the 
theory I am advancing is illogical and 
inconsistent in view of the fact that 
strenuous efforts are being made to 
eliminate the numerous varieties of 
sizes and styles which exist in almost 
every line of industry to-day. That 
is not the case, however.

The contention I make is that 
there should be in each line of mer
chandise a unit arrived at that will 
serve the larger buyer and another for 
the small buyer and that the packing 
of these units should be done in the 
manufacturers’ plant and not in that 
of the wholesale grocer.

For instance, on a line where 75 per 
cent, of the sales to retailers go out in 
purchases of one dozen quantities, 
what logic is there in the smallest 
factory case being four dozen? Take, 
for example, the items of lye, and 
chloride of lime, how often do you 
find it necessary to break cases? A 
glance in any packing room tells the 
story. You find about four different 
brands piled upon the shelf and they 
go out mostly in dozen lots. Prac
tically any dealer will use one dozen, 
but very few will take a four-dozen 
case.

I have before me a grocers’ price 
book and I find listed fifteen varieties 
of one brand of soup. . I believe it is 
safe to say that on at least thirteen of 
the varieties the average sale is a 
dozen cans and yet they are all packed 
in four dozen cases. Can any net 
profit be expected from a line under 
those conditions?

I was visiting with a buyer in a 
wholesale grocery recently and I 
brought up this subject. He said, * See 
that bottle of ammonia on my desk. 
There is a brand we have more call for 
than any other, but we don’t sell much 
of it because it is packed three dozen 
to the case and the average buyer 
wants not more than two dozen and 
when we say a .case contains three 
dozen, then he orders only a dozen, 
so we push a brand that is packed 
two dozen because our experience has 
proven that we can stretch an order 
from one to two dozen, but we fall 
down when we try three.”

There is an example where the 
manufacturer is at fault but some day 
he will be forced to see the light.

There are at least two brands of 
baking powder which are packed in 
unpopular sizes. There is one brand 
of potted meat packed three dozen to

M. J. DARK  & S O N S
G R A N D  RAPIDS, M IC H .
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MEAT DEALER
the case when a two-dozen case would 
be responsible for more of it reaching 
the grocer’s shelf and many more lines 
could be mentioned.

There is only one way these condi
tions can be changed and that is by 
repeated requests to the manufacturer 
and by pointing out to him that the 
advantage to be gained is mutual and 
a little patience and a lot of effort will 
be productive of benefits in my humble 
judgment.

This office invites your suggestions. 
You have undoubtedly some lines in 
mind on which the present style of 
packing is as out of date as the horse 
and buggy days, if you will let us 
know your suggestions we will be very 
glad to submit them to the manufac
turer. P- T. Green,

Sec’y Michigan Wholesale Grocers 
Association.

Vitality and Meat.
In making our rounds of the market 

we recently met a friend who com
plained of not feeling the best. Being 
sincerely interested in his health we 
listened to his story. It seems that he 
has low blood pressure, resulting in 
lack of “pep,” shortness of breath and 
general depression, part of which is, 
no doubt, pathological. His doctor told 
him, among other things, that he must 
eat more red meat. He told us the 
story in considerable detail, for the 
market reporter listens to and advises 
on everything from the daily prices of 
livestock and meats to settling salary 
increases and picking a wife. The two 
latter often go together. But here 
was a sort of departure from the usual.
It has become so common to hear of 
physicians ruling meat out of the diet 
when anyone became ill or indisposed 
at all that a reversal of the order is 
refreshing, to say the least. If we 
have the courage to hold out long 
enough things will probably come out 
all right for the meat industry and 
sanity in the diet will prevail. Why, 
in the absence of facts, meat should 
be considered a detriment to health 
and forbidden to persons requiring 
nourishing food to bring back their 
vitality is inconceivable. Some satir
ical writers say that when red meat is 
taken away the patient becomes too 
weak to protest against any treatment 
given him and that doctors do not 
want red blooded men hanging around 
their offices. Seriously, modern med
ical science is developing the fact that 
meat was often denied persons when 
its use would have been beneficial and 
few of the ills attributed to its use 
were based on scientific determina
tions. In other words, a great deal of 
harm was done to individuals and to 
the meat industry because of unfound
ed theories, rather than facts. In the 
face of this it is reassuring to learn that 
some medical men have the courage to 
advise freer use of meat as a remedy 
for certain physical conditions. There 
are instances, without question, when 
elimination of meat proves of benefit, 
but modern science shows that such 
instances are by no means as usual as 
we have been led to believe.

Veal Cutlet With Mushrooms. 
Mushrooms are thought of quite fre

quently in connection with broiled 
steaks, as well as in connection with 
other meat dishes, and to many they 
give, an appealing flavor that is highly 
appreciated. It probably is not new 
to use them with veal cutlets, and yet 
we believe the use is not as general as 
it might be. While speaking of their 
use in this way it might be well to 
tell how a veal cutlet can be prepared 
so as to get the most satisfaction from 
its use. If the dish is to be strictly 
first class the veal cutlet must be care
fully selected from a carcass which is 
the product of whole milk feed. The 
flesh should be light colored, or 
“white” as spoken of in trade. First 
dredge in flour after sprinkling with 
salt and pepper and fry in chicken fat 
if available. If there is no chicken fat 
handy butter may be used w.th equal 
satisfaction. The result will be a nice
ly browned cutlet containing all its 
inherent flavor and with the flour to 
absorb the proteins, salts and other 
substances contained in the meat the 
greatest utility will be received. The 
mushrooms should be fr.ed in the same 
pan that was used for the meat and 
then served as a covering for it. This 
is a simple dish to prepare and if 
served with fluffy, mashed potatoes 
cooked just right, drained and with a 
generous portion of butter as well as 
rich milk or cream and seasoned with 
salt and pepper the main portion of 
the meal will be ready. To this may 
be added one or two other vegetables, 
such as string beans and green peas. 
Soup is hardly necessary, though 
grapefruit may be used as an appetiz
er. Hot rolls with good butter, rice, 
bread or tapioca pudding, or apple pie 
for dessert and black coffee will round 
out a dinner that could not be dupli
cated in the best hotel n the land, if 
the home cooking is up to the standard 
of the best of the American homes. 
Remember that cooking is a real art 
in its highest state and good cooks are 
highly prized in all stations of life. 
Even many of our Presidents have 
attested to that fact.

“Dog Eat Dog” Between Bakers.
The Bakers’ Weekly tells an inter

esting story of how two rival bakers 
isn Hoboken, trying to crowd each 
other out of a good location, have 
gotten themselves into a muddle 
whereby each finds himself a tenant 
of the other, instead of the “boss.”

As the story runs, one Samuel Bier 
leased a store at 97 Washington street 
next door to the bakery of Bierman & 
Goodman of 95 Washington street, in
tending to open a bakery there in com
petition. It was a sublease from a 
woman who owned the original lease 
from the owners. Then Bier bought 
No. 95, intending to make Bierman & 
Goodman vacate the stand as soon as 
their lease expired. When Bier was 
about ready to open his bakery in the 
leased quarters at 97, he discovered 
that the owner of the premises was 
none other than Bierman & Goodman, 
who had bought it on a “safety first” 
basis and refused the newcomer a right 
to put out a sign on the premises. And 
now they are making faces at each 
other and wondering who will make 
the next move.

pG G S  EG G S EG G S
Ship Us Your Current Receipts 
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A Worth-While Field For the Hard
ware Dealer.

W ritte n  fo r th e  T rad esm an .
There are in the hardware business 

a number of lines which have not been 
developed to anything like their fullest 
possibilities. It will pay any hard
ware dealer to study his business and 
his stock now and then with a dis
passionate eye; in order to determine 
if, perhaps, there are not some lines 
whose possibilities he has somewhat 
neglected, and which will pay for 
more pushing.
A line that is rarely pushed to its 
utmost possibilities is that of sprayers 
and spraying solutions.

In all our agricultural communities, 
increased attention is being paid to 
spraying, and to various methods of 
fighting the parasites which beset our 
farm crops. Agricultural organizations 
and agricultural journals are sedulous
ly working to educate farmers in re
gard to the best methods of spraying.

The hardware dealer will find it 
worth while to keep in touch with 
what is being along these lines in his 
own community, to study what crops 
are handled and the appliances and 
solutions required to safeguard them, 
to link up with the educational work 
being carried on by agricultural or
ganizations and experts, and to co
operate to the extent of pushing the 
spraying devices a.nd solutions which, 
in most stores, are left to sell them
selves.

In modern fruit growing especially, 
spraying is essential. Fifty years ago 
every farm had its orchard. In most 
communities to-day the old orchards 
have been killed off by parasites. In 
my own district between 20 and 25 
years ago the San Jose scale wped out 
most of the apple trees. Farmers then 
declared they could do nothing to stop 
the parasite; the only possible remedy 
was to burn the trees.

A few years after the tree-burning 
period I visited a certain district where 
fruit growing is a highly developed 
industry. I asked a man I met there 
if the growers had much trouble with 
the San Jose scale.

“Why, no,” he said, in surprise. “We 
don’t think anything of the scale down 
here. We just spray the trees and 
look after them. Spray and cultivate 
and prune, and the scale won’t bother 
you.”

And. as a matter of fact, the lime 
sulphur spray is an effective check to 
the scale and to many other parasitic 
pests

In pushing spraying devices, solu
tions and similar lines, it is important 
to know your territory. Every farm
ing community has its prejudices. If 
you understand just how your farmer 
patrons regard the spraying proposi
tion, what methods they employ, what 
solutions they prefer and what results 
they are getting, you are in a position 
to approach them intelligently—either 
for the purpose of selling just what 
they use now, or of getting them to try

out something which represents im
provement and greater effectiveness.

That you have a better article, and 
that you know it is better, is not 
enough. Nor is it enough to bluntly 
tell the farmer so. In fact, to bluntly 
tell the farmer you have an article bet
ter than the article in which he de
voutly believes is often fatal to your 
prospects of doing business. It is far 
better to jolly him into experimenting 
on a small scale, and leaving the com
parative results of old and new meth
ods to sneak for themselves.

I recall the experience of one hard
ware dealer who decided to see what 
could be done in developing these lines. 
He knew very little about practical 
farming; but he had sense enough to 
go in the first place to an intelligent 
farmer for his facts. From this farm
er he secured the data to put out a 
good circular letter relative to the use 
of spraying solutions in combating 
various pests. He. stocked one or two 
commodities necessary to make up a  
full line of solutions, and made a fea
ture of spraying devices—barrel sprays 
and similar devices for large users, and 
hand sprays for the man who had a 
little garden of tea roses to look after. 
The first year the merchant did a little 
added business in this previously 
neglected line; and year by year, with 
the aid of a little advertising, he has 
brought repeat orders and new busi
ness, until to-day the department is 
an important one in his store, and he is 
generally recognized as something of 
an authority on spraying. For a deal
er cannot handle such a line intelligent
ly without building up a stock of prac
tical information that is very helpful 
in catering to customers.

The “Swat the Fly” campaigns of 
other years might be paralleled by 
“Punch the Parasite” or “Banish the 
Bug” slogans to-day. Such slogans 
will appeal to a wide variety of inter
ests.

The fruit grower is likely in most 
communities to prove a heavy pur
chaser of these lines. In this con
nection, it is desirable for the dealer 
to strongly urge the purchase of 
proper equipment for spraying. Many 
farmers refuse' to engage in fruit 
growing as a side line because of the 
work of looking after their trees, and 
many farmers neglect to look after 
their orchards for lack of time. Effi
cient mechanical spraying dev;ces will 
at least minimize the amount of labor
required in spraying.

Incidentally, some business should 
he done with the town dweller who 
had a few fruit trees in his back yard. 
N;nety-nine per cent, of the fruit trees 
in most towns are about 20 per cent, 
efficient when it conies to actual fruit 
production. The lack of results is due 
to three primary lacks—lack of spray
ing, lack of pruning, and lack of fer
tilizing and cultivation. An advert’s- 
ing or circular letter appeal to the city 
fruit grower might emphasize this fact 
—that fruit trees pay for attention. 
Such a letter should deal, not merely 
with spraying, but with pruning de
vices, etc.

A little later in the season the potato 
bug will stimulate a demand for paris 
green. You might make the potato 
bug—a gigantic bug can easily be con-
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trived and colored—a striking central 
feature of a display devoted to sea
sonable spraying devices. The back 
yard gardener as a rule loves his little 
plot, and he will pay unhesitantly for 
the joy of slaughtering the insect pests 
which are devastating his plants.

Every fair sized community has its 
rose fanciers. Other flowers are popu
lar; but the rose is regarded as the 
queen of flowers. It seems as though 
no flower in existence is quite so sus
ceptible to parasites; and each parasite 
calls for a different spraying solution. 
Get in touch with the secretary of your 
local horticultural society and find out 
what these solutions are. You will 
probably discover that about one rose 
fancier in ten has a proper spraying 
device for applying the solutions. Here 
is a limited market, but a good one, for 
hand spraying devices.

Spraying is also necessary for the 
poultry raiser, in order to keep down 
lice, mites and other parasites. In this 
case kerosene is sometimes used; but 
the commercial disinfectants handled 
in most hardware stores probably pro
duce better results. Here, again, the 
mechanical spraying device is decided
ly convenient; it saves a great deal of 
work and forces the solution into the 
usually inaccessible corners where it is 
most needed.

Spraying is particularly urgent for 
the town or city poultry raiser; since 
in town the birds have little space in 
which to run and are usually confined 
to small coops.

Most of these spraying lines can be 
linked up in advertising and display 
with allied lines. Thus the poultry 
sprays link up with grit, oyster shell, 
netting, chick foods, china eggs and 
similar supplies. The hand sprays and 
the spraying solutions for gardening 
use can be linked up with garden tools. 
And so on. It will, however, be worth 
while to devote at least one display to 
spraying devices and solutions alone 
with a “Banish the Bug” slogan to 
attract attention.

The more you know about spraying 
solutions the better. If you are able 
to tell—with dependable accuracy-—" 
just what sort of solution produces the 
best results with this, that or the other 
crop or parasite, you will find your 
community in time recognizing the 
fact and turning to you for advice. And 
the man who comes to you for in- 
format'on will linger to buy equipment.

Victor Lauriston.

Not Particular.
During the convention in Denver in 

January, a hardware man from out 
in the sticks thought to avail himself 
of the opportunity for a good time, so 
declared the Volstead act inoperative 
for the period of his visit. He made 
it known to a few of his cronies that 
he intended to “throw a party” in his 
room on the second night of the meet
ings. Just before dinner time he ran 
across one of the bunch that he had 
invited on the previous day.

“Are you coming up to my party 
to-night?” he asked.

“I don’t believe so,” was the re
joinder. “I’ve got a case of laryn- 
gitis.”

“Oh, bring it along,” said the host 
“the boys will drink anything.

INDIANA CANNERS.
(Continued from page 15) 

hibits and specially erected buildings 
on the grounds.

Here is presented an incomparable 
opportunity to advertise canned foods, 
a continuous exhibit and demonstra
tion for six months to millions of in
terested people. No greater auxiliary 
to canned foods week could have been 
planned.

The managers have set aside a splen
did space for canned foods and a 
model canning factory will be in ac
tual operation. The department is 
located to great advantage and beauti
fully designed and decorated.

I think that Indiana, as a superb 
canning state where the industry is so 
important, should have there a fine ex
hibit and that her canners should back 
up the State exhibit with individual 
exhibits.

It seems to me from the big in
creases in the output of canned to
matoes, corn and peas that have re
cently been made that the canning in
dustry is in a mood to expand and ex
tend itself.

I am not one of those who favor a 
restriction of output. I believe that a 
large pack, of good quality in 1926, 
can be disposed of at a profit and all 
consumed. I advocate a policy of in
creased consumption rather than de
creased production. I do not want the 
canning industry to take any steps 
backward. I want it to go onward and 
forward.

However, that policy will need to 
be coupled with a liberal publicity 
and advertising policy and you will 
please consider that my advice is un
influenced by selfish motives.

I have been connected with the can
ning industry of the United States for 
many years, as buyer, broker, traveling 
salesman, wholesale grocer and officer 
of canning associations, and I have 
unbounded confidence in its future 
progress.

Its usefulness to the world has been 
so splendidly demonstrated and its 
value to humanity fixed that it is now 
recognized as indispensable to the 
world’s life, comfort and happiness.

In conclusion, I hope that the cam 
ning industry of this great State may 
progress, prosper and extend until the 
labels of Indiana canners become 
decorative features in all the store 
rooms and pantries of the world, 
thereby making Indiana and her can
ners famous, blessing God’s people 
and spreading happiness.
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Nickel “Smoke” Returns Via Machines 
Machines have brought back the 

five-cent cigar—the good, old, every
day nickel “smoke,” the need of which 
the late Thomas R. Marshall so poign
antly and popularly expressed several 
years ago. The cost of the makings 
and the labor have remained high, but 
the automatic cigar makers now in use 
turn out 4,000 cigars a day, with four 
operators, as against a former aver
age production of rarely more than 
1,200 cigars per day for four hand 
workers.

And the five-cent cigar is back in 
volume—distributed from coast to 
coast—for in 1925 production was 2,- 
673,637,626, out of a total cigar pro
duction of about 6,600,000,000.
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The Mash you have been look
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COMMERCIAL TRAVELER
News and Gossip About Michigan 

Hotels.
Manistee, May 11—For the past 

three years it has been my custom to 
make semi-annual visits with my good 
friend, Henry M. Nelson, manager of 
this hotel, in the spring on my way 
up to Glen Lake, and in autumn when 
migrating to the South. I remember 
upon the occasion of one of my early 
visits, Henry asked me what criticism 
I had to offer concerning the opera
tion of his institution, but I said then, 
as I reiterate to-day, that if he hasn’t 
a real hotel man he certainly was a 
good imitation. He had the right no
tion as to what the public required, 
and he has never been spoiled with 
the success which has resulted from 
his efforts. At the outset he surround
ed himself with competent lieutenants, 
and he still has them. As a steward 
on the Pere Marquette steamers for 
years, he knew what the public want
ed and he has dealt fair with that pub
lic.

I do not know, all things considered, 
of a better operated hotel in Michigan, 
and as a small city proposition he sup
plies a service which cannot be ex
celled. Neatness prevails everywhere 
in the Chippewa. There is always an 
air of freshness and cleanliness pre
vailing at all times and there is some
thing doing every day in the line of 
improvement. For instance, during the 
past winter several sample rooms, 
which were naturally non-productive, 
were converted into guest chambers, 
with baths, beautifully decorated and 
furnished, equal to any similar equip
ment in Western Michigan, and wh'ch 
will prove a very satisfactory invest
ment, especially as the Chippewa has 
a wonderful demand for these during 
the tourist season. But not alone in 
its physical appurtenances does the 
Chippewa exist. The same chef with 
his corps of assistants are at the helm. 
The meals are well selected and their 
preparation is tasteful. If there were 
more Henry Nelsons the lot of the 
traveler would be one of continued 
comfort and happiness.

George Swanson showed me the new 
rooms which he has added to Ypsi- 
lanti’s Huron the other day. There 
are forty of them contained in an ad
ditional two stories to the original 
plant and they are the very last word 
in hotel construction and furnishings. 
With this addition the Huron now is 
in the 100 room class and looks like 
a million dollars, and with the inaugu
ration of same a new schedule of prices 
has been adopted—a downward re
vision. There will be no change in 
the minimum rate of $1.50, but there 
will be an added number of rooms of 
this class. But his schedule calls for 
a reduction of 50 cents per day on all 
rooms not now in this class, and for 
a beautiful apartment with bath—out
side mind you—the rate hereafter is 
to be $2.50. A few rooms with com
bined tub and shower are listed at $3. 
The unique feature of this reduction 
in rates rests on the fact that it was 
not made as a military necessity. The 
Huron always does a capacity busi
ness and would have continued to do 
so—with its additional rooms—but Mr. 
Swanson decided that the change in 
rates was purely a matter of equity, 
and there you are.

The death, last week, of Mrs. Nellie 
Murphv, at ML Clemens, brings to 
light the fact that as the successor of 
her deceased husband, John R. Mur
phy, some years ago, this capable wo
man built up one of the greatest hotel 
enterprises in Michigan, purely through 
individual effort. Her three hotels, the 
Murphy, the John R. Murphy and the 
Clementine, developed into nationally 
known enterprises under her marvel
ous management. I am referring to 
this episode for the reason that for a 
long time I have felt that hotel op
eration—successful operation, I mean, 
bv women—has been achieved in spite 
of what might be deemed a prejudice

or doubt as to their ability to handle 
this line of business and build it up 
in importance.

Michigan has many such. I will not 
attempt to enumerate them all, but 
there are a few shining samples of un
qualified success:

Five years ago the Hotel Wolverine, 
at Boyne City, was floundering in a 
mire of drought and discouragement. It 
is and was modern in every respect, 
but it was considered too large for the 
town. After utilizing the services of 
several managers — mere men—the 
owners promoted to its management 
Miss Marie Mortensen from a sub
ordinate position and it immediately 
took on a new form of existence. I 
am glad to say this most estimable 
lady is still operating the Wolverine, 
makes it attractive to the public and 
pavs regular dividends to its stock
holders.

Mrs. Myrtle Lindsey. Hotel Lindsey, 
Imlay City, whose husband was called 
to the Great Beyond two years ago. 
took up the reins where her departed 
mate left off and her hotel is now the 
marvel of the Thumb district.

Down at Quincy, Mrs. Glenn Fill
more successfully operates the hotel 
by that name, and everyone in that 
section speaks in the warmest terms 
of praise of her accomplishments. You 
should participate in one of her chick
en dinners and know why she suc
ceeds. But this most excellent woman 
would shine in any walk of life.

The management of Charlevoix’s 
hotel de luxe, the Belvedere, one of 
the best known summer resorts of 
Michigan, is exclusively in the hands 
of Mrs. Franklin C. Sears, and at 
Mackinaw City, Mrs. W. P. Robert
son successfully conducts the Hotel 
Windermere, as well as Mrs. Frances 
Dodd and her Travelers Home, at 
Chebovgan.

At Ludington, Mrs. E. N. Heysett 
is sole manager of the popular Hotel 
Stearns, and Miss H. E. Sellner makes 
satisfactory dividends for the owners 
of Hotel Otsego. Jackson.

At Detroit Mrs. Tillie V. Brittain 
makes a noticeable success of her op
eration of the Montcalm, and we all 
know that one of Lansing’s most im
portant hostelries, The Porter, is pre
sided over with unqualified success by 
Miss Agnes Schelling, and has been 
for a long period of years. Although 
one takes chances of speaking of a 
woman’s activities of any “period” of 
years, we all know Agnes, and she 
doesn’t  look it. (I wonder if I have 
finally launched this into the break- 
ers?) . . ..

I could mention many other similar 
cases, every one of which has indicat
ed success, but I have only made men
tion of the above for the purpose of 
accentuating the claims I have pre
viously made that women are to be 
reckoned with in all lines of industry; 
and hotel operation is no exception.

In the larger hotels everywhere she 
is in evidence in the management, ac
counting, stewarding and behind the 
desk. Why should she not become 
the “glad hander” of the future? All 
pf the artistic and higher professions 
have been honored by her advance
ment and she may well be depended 
upon to establish a new era in hotel 
work .

As Mark Twain said: “The women, 
God bless them. We can’t live with 
them or without them.”

Remember Frank Duggan? Well, 
he is manager of the Pennsylvania, in 
New York, Statler’s biggest hotel 
proposition, as well as assistant^ to Mr. 
Statler—the highest position in that 
organization. Besides which he is 
from Michigan, having been trans
planted from the Detroit Statler. The 
Hotel Review has this to say about 
an idea of his recently accepted by Mr. 
Statler:

“At the monthly luncheon of de
partment heads of the Hotel Pennsyl
vania last Saturday. F. A. Duggan, 
manager, presiding, introduced E. AL. 
Statler. I nview of the fact that
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everyone present knew Mr. Statler had 
sailed a week before for Europe, with 
the A. H. A. tour party, there was 
some surprise which was dispelled 
when a radio cone was placed on the 
table. Mr. Statler’s voice was heard 
for three minutes on the Hotel Penn
sylvania’s current needs. The meth
od was simple. It was a Victor record 
being played in an adjoining room and 
amplified through a regular radio am
plification unit. It is the first time 
office communications have been dis
tributed in this way.”

The idea originated with F. A. Dug
gan, who was tired of issuing mimeo
graphed communications. “They are 
commonplace,” he said. “We need a 
new medium, and proceeded to work 
out this one.

Thus is Mr. Statler able to be pres
ent in person at meetings of executives 
in all his hotels at the same time while 
he himself is in mid-ocean on his way 
to Europe.

The system will be adopted for dis
semination of Mr. Statler’s communi
cations to all executives throughout the 
country. .

In a certain Michigan town, which 
shall be nameless, they recently had a 
drive to raise funds for building one 
more hotel. The committee haying 
the work in charge finally submitted 
its report which was: “Your commit
tee has made a canvass and survey, and 
we find that we do not need another 
hotel, present facilities which are only 
used about 80 per cent, being ample 
for our needs.”

If more communities had gone into 
the proposition as thoroughly as this 
there would be fewer headaches among 
stock and bond holders. “Non-dividend 
sorrow,” I believe they call it.

Look out for a bad check passer, 
Charles O. Fuller, who draws checks 
on the National Bank of Commerce, 
New York, and claims connection with 
the Carnation Milk Co., of that city. 
He recently victimized hotels at Battle 
Creek and Buchanan. Also keep a 
weather eye out for Frank L. Bradley, 
Frank Ashley and Harry J. Gunn, 
who are operating in Michigan along 
similar lines. , ,

Hotel Harrington, Port Huron, is 
being perked up with fresh paint, new 
carpets, etc., getting ready for tourist 
business, which is already beginning 
to develop.

The midsummer meeting of the 
Michigan Hotel Association will take 
the form of a tour, to be conducted by 
T F. Marston, Manager of the East
ern Michigan Resort Association. The 
first meeting will be at Hotel Wenonah 
Bay City, on Thursday, June 24, where 
the members will be the guests of 
Manager P. A. Shares at a banquet 
and ball. On Friday morning, June 
25, they will leave Bay City at 8 a. m. 
for the Grand Lake Hotel, near Al
pena. and will stop en route at Van 
Etten Lake Lodge for a compliment
ary luncheon at the hands of r .  G. 
Cowley, owner and operator, in  y 
will arrive at Bliss Stebbins (Grand 
Lake) in time for another banquet and 
dance, all complimentary. Thence on 
Saturday morning for Mackinac Island 
where they will be the complimentary 
guests of the Grand Hotel, more eating 
and dancing. The tour will end on 
Sunday and members can arrange then- 
own itinerary after leaving the Island.

It is hoped that members in the 
Upper Peninsula will avail themselves 
of this occasion to touch flesh with 
those from Southern Michigan It was 
planned with this end in view, the offi
cers feeling that this would be middle 
ground for a pleasant and profitable 
meeting, at the most enjoyable period
of the year. . . .George L. Crocker is working like 
a trojan to get his latest candidate for 
hotel favor, the Olds, at Lansing ready 
for occupancy the first of June, so that 
he can house and entertain lavishly the 
delegates to the U. C. T..State con
vention to be held in th a te n y th e firs t 
week of June. That date is not far off, 

i and starting the wheels to going in a

new hotel is some chase, but then you 
know George Crocker.

From information sent out from 
Washington the United States Gov
ernment is about to undertake a sur
vey of the food habits of the Ameri
can people, with a view to ascertaining 
the particular foods being consumed, 
in what quantities, whether the foods 
consumed meet the nutritive needs of 
the people, and how and to what ex
tent the food habits are affected by the 
nationality of the individuals, geo
graphical location and resources. It is 
expected that this survey, which is to 
be conducted by the Home Economic 
Bureau of the Department of Agricul
ture, will develop much other import
ant information along the same line.

This survey ought to be deeply in
teresting to the hotel fraternity, for 
within the past few years much stress 
has been placed upon the public din
ing rooms for the health of the public, 
inasmuch as the American people are 
dining less at home and patronizing 
the cafe to a greater degree. Naturally 
the feeding establishments are anxious 
to secure this class of patronage, and 
if the patron discovers that this prac
tice agrees with his digestive tract, 
there will continue to be much more of 
it than even before.

The American people are less in
clined to indulge in food excesses than 
ever before. The most of them are on 
a dietary stunt of some kind, and all 
of them are becoming more conserva
tive in what they consume, both in 
quality and quantity. They want to 
avoid avoirdupois, if they are inclined 
to take on flesh too freely, and about 
70 per cent, of them are so inclined. 
Most all hotels which serve food in 
any quantity employ dietists to 
handle this problem of appropriate
ness. but too often they are inclined to 
annoy the sense of taste by some 
theory which makes tasteful food un
essentials.

Everyone nowadays is equipped at 
the outset with a normal palate which 
creates a hankering for certain articles 
of food which the dietist would 
abhor, and it is quite a hardship to 
slack back to the balanced ration. Fol
lowing the theory that the things we 
like to eat are bad for us, the pep has 
been taken out of the function of din
ing, and we now “eat to live, as it 
were, and cheat the organ of taste. For 
all that Uncle Sam may convince us 
that eating is only a vicious habit after 
all. and some embryo Volstead will 
see that our induction of food to the 
stomach is a subject for regulation.

However, all gastronomical subjects 
are not swine by any means, and some 
of us will feel that we “know what we 
want when we want it.”

Frank S. Verbeck.
To save something each month de

velops self-control.

Old Gent (who has just sat on a 
young man’s hat): Good gracious,
what a start you gave me—I thought 
it was mine.

Sense in the head is what puts dol
lars in the bank.
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Name Carries Great Weight on 
Occasions.

Grandville, May 4—A rose by any 
other name would smell as sweet.

And that, no doubt, is true, but that 
a name sometimes carries great weight 
is susceptible of proof.

Anyone who has anything to do with 
writing for the press realizes the fact 
that a name carries great weight on 
occasions. Once upon a time a maga
zine editor wrote to lames G. Blaine, 
then in the height of his fame, request
ing an article from his pen for publica- 
tioru stating that the price would be 
$400, at the same time, by way of 
parenthesis, that an unknown writer 
would receive $10 for such an article, 
but the difference in pay was on ac
count of the name.

Jim Blaine took in the humor of the 
situation and wTote the publisher tell
ing him to hire the writer in question, 
sign the name of Blaine, and send 
$390 to him.

Thus was exemplified the fact that 
there is something in a name. Some
times the utmost twaddle gets into 
print beneath a popular name. It is 
the name and not the real worth of the 
article that draws the ducats.

I readily call to mind a humble 
author sending a short story out to 
various magazines and having the 
same promptly returned. The little 
story bore the title “Old and in the 
Way.” Nothing new in that surely 
However, it was a rose with another 
name, and was not desired by the mag
azines. This tale, under the  ̂ title 
“Grandma Seeks a New Home sold 
the first time out. Was it a guilty 
conscience that shelved the story under 
the first title?

There is no accounting for tastes 
and it is a known fact that one cannot 
tread on tender toes without feeling 
the backwash of the owner.

A bird article, fairly well written, 
went the round of the farm press be
ing returned to the writer with sur
prising promptness. One editor, who 
was at the head of a big farm journal, 
read the author a lesson for daring 
to speak a good word for that miser
able pest known as the English spar
row. Did he not know that this little 
villain was the worst enemy the farm
er had? Did he not know that it was 
the means of spreading the h chol
era over a vast extent of country? Did 
he not know that it was the enemy of 
every other bird and made it a point to 
destroy the eggs and young of other 
birds? The poor author, although he 
had had nearly twenty years of farm 
experience, did not know this. To the 
same farm journal he next submitted 
a defense of that black monster, the 
crow. This time the editor came back 
with a whole page of disgusted criti? 
cism, assuring the poor scribe that 
millions of young pigs were destroyed 
by the vicious crow; that myriads of 
young lambs had their eyes gouged out 
and that, in fact, there was no other 
pest so dangerous to the country as 
the crow.

To substantiate his claims the farm 
editor submitted notes from a college 
professor, mentioning a dozen differ
ent diabolisms of which the crow was 
guilty, and that professor recommend
ed certain poisons that can be used for 
the purpose of exterminating that even 
worse pest than the crow, the sparrow.

The article defending the right of 
birds to live afterward found place in 
the columns of a daily newspaper 
which had no particular axe to grind.

The farm press will not publish the 
facts about bird life; they, however, 
seem to delight in enlarging upon the 
bad side of bird nature. They tell that 
the sparrow is an enemy of other 
birds, destroying nests and young, 
which is not susceptible of proof. It 
is no sin, however, for a good, pious 
old farmer to tear sparrow nests from 
the eaves of his barn and trample the 
helpless young birds beneath his heels. 
That is just retribution for being a 
sparrow. How few people there ?re 
who take any of the Bible sayings to 
themselves when such saying conflicts
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with their seeming interests. The 
sparrow is an outlaw in the State of 
Michigan; the crow another. Neither 
of these birds have done one-quarter 
the things laid to them by their de
tractors, but have aided the farmer in 
myriads of ways for which they get 
no credit.

The damage committed by the crow 
has been estimated at hundreds of mil
lions of dollars by the powder and 
gun factories of the Nation. Personal 
interest, of course, influences these 
men to demand the destruction of our 
birds.

A pat name oft times sells an ar
ticle or a story which shows that there 
is more in a name than many people 
imagine.

There certainly is much in a name.
Is it imaginable that our first great 
American hero, George Washington, 
could have accomplished anything be
yond the mediocre had his cognomen 
been plain Toe Bowers or Sam Smith.

It is simply impossible to get the 
ear of the public through the press un
less the names you use are agreeable 
to the ear, and tread on nobody s toes.

Like the article which absolutely 
failed under the title of “Old and in 
the Wav.” but met with instant ac
ceptance under a more pleasing title, 
anything that reminds people, even 
publishers, of their own shortcomings, 
has not the ghost of a chance of ac
ceptance.

A wealthy retired farmer living in 
a grand town house had with him his 
widowed mother.' She was old and 
old fashioned. A room was fitted up 
in the woodshed where “Granny 
passed the latter years of life.

When the old lady passed over, 
there was a grand funeral and the re
mains were consigned to earth beneath 
a magnificent monument. There were 
flowers and tears for. the dead, only 
a hard chair and a woodshed room for 
the living. Is it any wonder that an 
accusing title startles editors and that 
only a soothing, meaningless one will 
be accepted for publication?

True it is that there is much in a 
name. Old Timer.

Good Fruit Prospects in Grand Trav
erse Bay.

Traverse City, May 8—F. Haserot, of 
the Haserot Canning Co., Northport, 
who has completed a tour of the fruit 
growing regions of Grand Traverse 
Bay, states that the prospects for full 
crops of cherries and apples could not 
be improved. Mr. Haserot is the 
president of a corporation engaged in 
selling food products at wholesale in 
Cleveland and the output of the com
pany at Northport is sold by the Cleve
land company. Mr. Haserot has en
tered into contracts with many cherry 
growers for the purchase of the prod
uct of their trees. Several such con
tracts cover a period of five years. 
Locan canners compete vigorously 
with buyers from abroad for the out
put of the orchards. Montmorency, a . 
sour cherry, which ripens about Au
gust 1, is preferred for canning. Sweet 
cherries that ripen early do not keep 
so well.

A firm of investors of Chicago has 
purchased a tract of land adjoining the 
railroad tracks, on East Front street, 
and will erect a cannery with all dis
patch to cost $65,000.

David A. Day erected a canning 
factory at Glen Haven last year, near 
the close of the season. He is prepar
ing to operate the plant to capacity 
this year. His equipment is up-to-date. 
Cherries are washed, cooked and can
ned with automatic machinery.

Building operations are carried on 
extensively in Traverse City at present. 
Among the largest of the structures 
under construction are garages for 
Cole & Sly, and the Traverse City 
Auto Co., a morgue for H. L. Weaver, 
extensions to the factories of Johnson 
& Randall and the Grand Traverse 
Farm Implement Co. and a store build
ing for Frank Sleder. A church, to 
cost $100,000, is under construction.

A. S. White.

T R A D E S M A N

Commends Tradesman’s Position on 
Haugen Bill.

Grandville. May 8—Permit me to 
congratulate you on your caustic scor
ing of that outrageous farm measure 
now before the Congress known as 
the Haugen farm relief bill. Such 
paltering to vicious politics is amaz
ing, and I read with delight your ed
itorial, “Vicious to the Core, ’ which 
has in no sense overstated the crim
inalities of the bill.

I had come near blazing into print 
over the unrighteous designs of these 
public plotters, but feared your read
ers might think I was making too 
strong a kick against the honest farm
er. Now that you have done the job 
far better than I could a certain feel
ing of relief has come to my over
burdened feelings. . .

The farmer is an American citizen, 
no better nor no worse than the aver
age merchant, banker or laborer. He 
is entitled to fair treatment in com
mon with his fellow citizens, no more 
no less. The idea of robbing the pub
lic treasury to buoy up and subsidize 
farm products, to make of the tiller of 
the soil an especial pet of the Nation 
in direct hostility to other members 
of the great American community is 
worse than highway robbery and can
not be countenanced.

The absolute fact is that the farmer 
is at present. East, West, North and 
South, enjoying a degree of prosperity 
never before equaled in the history of

the world. Why he should come in for 
petting and the taxing of the Nation 
for his especial benefit is beyond 
understanding. Again I congratulate 
you for speaking out in meeting in 
favor of the interests of the whole 
people as against any part or section.

Old Timer.

Benton Harbor—The F. P. Rosback 
Co., Fifth and Park streets, has merg
ed its foundry and machine shop into 
a stock company under the same style, 
with an authorized capital stock of 
$75,000, of which amount $54,200 has 
been subscribed and paid in, $1,473.85 
in cash and $52,726.15 in property.

Administrators Sale.
The stock of drugs, druggist sundries 
and fixtures of the late C. D. Lane, of 
Harbor Springs, Mich., will be offered 
for sale on Tuesday, May 18, at 2 
o’clock p. m. Brick store in the Post 
Office block may be rented at same 
low rental. The business is now being 
operated by the administrator. A 
splendid opportunity.
Emmet County State Bank, Adminis
trator, Harbor Springs, Mich.

AWNINGS
will give

PROTECTION
and

DISTINCTION
to your

HOME, OFFICE, 
STORE

£ 1 3
Write for estimates and samples

CHAS. A. COYE, Inc.
Campau Ave. and Louis St. 
GRAND RAPIDS, MICH.

III., w  u .

R.WALKER 
CANDY CORP.

o w o sso
M U S K E G O N  

GRAND RAPIDS 
KALAMAZOO

Mr. Stowe Says
I am not very friendly to col
lection concerns, but this one 
happens to be on the square— 
one In a  thousand.

Only one small service charge. No extra commissions, Attorney fees, l i s t 
ing fees or any other extras.
References: Any Bank or Chamber of Commerce of Battle Creek, Mich., or 
th is  paper.

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

For your nrotectlon we are bonded by the Fidelity & Casualty Company of 
New York City.



Milk is a food not fully appreciated. 
Because it is a liquid many believe 
it is not nourishing. On the contrary, 
milk is the most -nourishing of all 
foods—for people of all ages.

Bought friends are poor bargains.

A slouchy sales person will give a 
customer the impression that the ser
vice of the store is shiftless. The store 
will be judged by its personnel.

The spotlight, remember, reveals 
faults and failures as well as triumphs.

Soda Fountain Supplies 
1926 Catalogue Just Out

E V E R Y  O W N ER  OF A  SODA F O U N T A IN  
should write for one at onee. Best up-to-date Price List 
fully illustrated ever issued in Michigan, with prices 
that are right.

Send this coupon today to

HAZELTINE & PERKINS DRUG CO. 
Grand Rapids, Michigan.

Please send me catalogues checked below.

Name

Street or Ave.

City-

State
Soda Supply Catalogue Q  Fountain Q Fixtures □

Hazeltine 0 Perkins Drug Company
Manistee

W holesale Only 
MICHIGAN Grand Rapids

W HOLESALE. U K U b r t tiL L  *
Prices quoted are nominal, based on market the day of issue.

Adds
Boric (P ow d.) — 1214® 20 
Boric (Xtal) —  16 © »
Carbolic------------39 ®
Muriatic --------- 3V40 •
Nitric ------------- » ®
O xalic--------------16 © 26
Sulphuric -------  314© »
Tartaric ---------- *0 © 60

A m m onia
Water, 26 deg— 08 © 18
Water. 18 deg— 07 © 18 
Water, 14 deg— 06 © 11
C arbonate------- 20 © 86
Chloride (Gran.) 1014© 20

Balsams
Copaiba -----------  8501 26
Fir (C an ad a )_ 2 65® 2 80
Fir (Oregon) — 65@1 00
Peru - - - — ____ * 00© 3 86
T o lu __________  2 25 @2 60

Barke
Cassia (ordinary). 26® «0 
Cassia (Saigon)— 60© 60 
Sassafras (pw. 60c) © 60
Soap Cut (powd.)

__________________ 32® *"

Berrios
Cubeb ------------- O 1 *0
Fish __________  © 26
Ju n ip e r-----------   10® 20
Prickly Ash ----- ©1 26

Extracts
Licorice --------------«00 «6
Licorice, powd. —  ©1 00

White House, 
i C O F F E E  >

The Tlavor 
Roasted In/

C otton  S e e d ----- 1 35@1 60
C ubebs ________  6 50@6 75
E igeron  _______  9 00® 9 26
E u ca ly p tu s  -------1 25® 1 50
H em lock, p u re— 1 76® 2 00
Ju n ip e r B e r r ie s .  4 50®4 75 
J u n ip e r  W ood -  1 50®1 76
L ard , e x t r a ___ 1 36® 1 60
L a rd , No. 1 ___ 1 25® 1 40
L av en d ar F low — 8 00®8 26 
L av en d a r G a r’n  85®1 20
L em on _______  4 00® 4 26
L inseed , raw , bbl. ® 90
L inseed , raw , bbl. ® 93
Linseed, bid. less  1 00® 1 13 
L inseed , raw , le ss  97 @1 10 
M uBtard, a rtitil . os. ®  36
N e a ts  foot -------- 1 35®1 60
Olive, p u re  -----  3 75®4 60
Olive, M alaga, _ „ „  „„ 

yellow — — — 2 76® 3 00 
Olive, M alaga,

g reen  - __ . . . .  2 75® 3 00
O range, S w eet — 6 00®5 25 
O riganum , p u re .  ®2 60 
O riganum , com ’l 1 00®1 20
P e n n y r o y a l___  4 00®4 26
P e p p e r m in t_ 22 50®22 75
Rose, p u re  — 13 50®14 00 
R osem ary  F low s 1 25®1 50 
Sandalw ood, E .

L _________  10 50®10 75
S assa fra s , tru e  1 50® 1 75 
S assa fra s , a r t i ’l 76© 1 00
S p e a r m in t___  12 00® 12 26
Sperm  —— — 1 60® 1 76
T a n s y _______  10 00® 10 26
T a r  U SP _____  65© 75
T u rp en tin e , bbl. @ 88
T u rp en tin e , less 95® 1 08 
W in terg reen ,

lea f “ ___ -____ 6 00® 6 25
W in te rg reen , sw ee t

b irch  — - ___  3 00® 3 26
W in te rg reen , a r t  60®1 00
W orm  s e e d -----  0 0000  26
W orm w ood -----  9 00@9 ¿5

B elladonna --------
Benzoin -------- -—
Benzoin C om p 'd .
B uchu  --------------
C a n th a r a d ie s -----
C apsicum  --------
C atechu  — -------
C inchona -----------
Colchicum  --------
C ubebs _________
D ig ita .is  -----------
G en u an  -------------
G inger, 1). S. —
G uaiac --------------
G uaiac , A m m on..
iodine __________
iodine. Coloreless
iro n , Clo. —---------
Kino

0 1  35
0 2  10 
lg/2 66 
0 2  66 
0 2  86 
0 2  20 
0 1  75 
®2 10 
(gil 80

00
0 l  60
0 1  36
tgíl Je 
IU> 2 20
0 2  00 
0  »6 
(gil uO 
0 l  35 
itfl 40

M yrrh  __________
N ux V o m ic a __ -  oo
o p iu m  -------------  ©3 00
o p iu m , Cam p. — W »0
Opium , D eodorz 'd  ®3 60
K nubarb  -----------  ®1 70

P a in ts
Lead, red  d ry  — 1614015% 
L ead, w nite  d ry  16%<<*it>i* 
Lead, w hile  oil— lo%'U, lo'*» 
o ch re , yellow bbl. _ 0  21* 
O chre, yehow  less 3® 6 
R ed V e n e tn  Am. 3140 7 
R ed V enet ii E ng . 4® 8
P u tty  -----------------  0© 8
W hiting , bbl. -----  0  *14
W h i l in g _______  614® 10
L. H . P . P re p —  3 0o©3 25 
R ogers P r e p ._ 3 06®3 26

M iscellaneous

Flowers
A r n i c a ----- -
C ham om ile (G ed.) 
Cham om ile Rom . -

Gums
A cacia, 1 s t -------60© 66
A cacia, 2 n d -------46© 60
A cacia, S o rts  . . .  20© 26 
A cacia, P ow dered  3 6 0  40 
A loes (B a rb  Pow  26© 86 
A loes (C ape Pow ) 26© 85 
A loes (Soc. Pow .) 66© 70 
A safo e tid a  ---  ¡»0® 60

C am phor --------  1 10@1 16
G uaiac  --------------  © 90
G uaiac, pow ’d  — @1 00
K ino __________  © 1 10
K ino, pow dered— 0 1  20
M y r r h -------—— -  ©
M yrrh , pow dered  ©  so 
Opium , powd. 19 86019 92 
O pium , g ran . 19 66019 92
S h e l la c ------------— 65® 80
Shellac B leached 70® 85
T rag a c a n th , pow. ©1 7|
T r a g a c a n t h ___1 76© 2 26
T u rp en tin e  — —  0  30

Po tassium
B icarb o n ate  -----  35® 40
B ich rom ate  -------  16© 26
B rom ide -----------  69® 85
B rom ide --------   6«® 77
C hlora te , g ra n ’d .  23® 30
C h lo ra te , powd.

o r X t a l _______  16® 26
C yanide ________  30® 90
Iodide ________  4 66©4 86
P e rm a n g a n a te  — 20© 30
P ru ss ia te , yellow 65© 76
P ru ss ia te , red  __ ©1 9°
S u lp h a te  ----------  35® 40

Insecticides
A rsen ic  ----------  08© 80
B lue V itrio l, bM._ 9  07 
B lue V itrio l, less  08© 16 
B ordea. M ix D ry  13© 82 
H ellebore . W h ite

pow dered  _____  18© 30
In se c t P ow der — 40© 66 
L ead  A rsen a te  Po. 18© 31 
L im e a n d  S u lphu r

D ry  ___________  *© *•
P a ris  G r e e n --------  2 0 0  87

Roots
A lk an et -------------  30© 36
Blood, p ow dered . 35© 40
C alam us -----------  35® 75
E lecam pane , pw d 25© 30
G entian , pow d.— 20® 30
G inger, A frican , __

pow dered  — — 3Q(8> 35
G inger, J a m a ic a .  60® 65
G inger. J am a ica .

p o w d e re d --------  46(Q> 50
G oldenseal, pow. ®8 50
Ipecac, powd. —  @5 50
L icorice  -------------  35© 40
Licorice, pow d—  20© 30
O rris, p ow dered . 30® «0 
Poke, p o w d ered . 35® 40
R hubarb , powd. 75@1 00
Rosinw ood, powd. © 40
S a rsap arilla , H ond.

g r o u n d _____ — @1
S a rsa p a r illa  M exican, 

irround v
Squills --------------  36® 40
Squills, pow dered  60© 70 
T um eric, pow d—  2 0 0  26
V alerian , pow d.— @ 76

8704  07

07® 12
7502 00
0202  22
48® 55
0007 60
35® 40
50® 55
14® 16
51® 60

L 2501  85
10012 80
50® 75

40-10%
2 % 0 10

4® 10
I 6501  So

31® 38
40® 50

6® 15
2 5 0 0  4 00

10® 15
l 8® 10
1. 0
3%© 10

Leaves
B uchu  _______  1 00O1 26
B uchu . pow dered  ©1 SO
Sage. B u l k --------  »6© »0
Sage, 14 loose — © 40
Sage, pow dered— KP w
S enna, A l e x . -----  60© 75
S enna , T inn . —  30© *6 
S enna, T inn . pow. St©  I t  
U v a  U r s i -------------- *0© 86

Oils
A lm onds, B itte r ,

t r u e ___________ 7 1007  71
A lm onds, B itte r ,

a r t i f i c i a l ---------- * 00©« 26
A lm onds, Sw eet,

tru e  —_________ 1 60©1 80
A lm onds, Sw eet,

i m i t a t i o n ----- 1 00©1 25
A m ber, c ru d e  — 1 2601  60
A m ber, rec tified  1 6001  76
A n i s e __________ 1 »0©1 76
B e r g a m o n t----- 10 00@10 25
C ejeput_______ 1 6001 16
C a s s i a --------------  4 76©6 00
C as to r _________ 1 70@1 95
C edar L e a f ----- 1 60@1 76
C i t r o n e l la ______  1 2501  60
C l o v e s -------------- 3 00@3 25
C ocoanut — — 2 6 0  85
Cod L i v e r -----------1 65@1 85
C ro to n ------------- t  H f l  t t

Seeds
A nise ® 36
A nise, p ow dered . 35© 40
B ird , I s  _______  1 30  I 7
C an a ry  _________  12® 20
S w a y .  Po. .30 25® 30
C a r d a m o n -------- _ ©« «0
C oriander pow. .30 20© 26
D ili -------------------  i f®
F ennell -------------  25®
F la x  ___________  08®
F lax , g r o u n d -----  08©
F oen u g reek  pow._ 15©
Hemp ------    »®
Lobelia, powd. — 0 1  25
M usta rd , y e llo w . 17© 25 
M u y  ■ b lack  -  | ® |  »

a *  — 1 ns1»
S a b a d il la -----------  ^8®
S u n f lo w e r -------- 1114© 16
W orm , A m erican  30© 40
W orm , L e v a n t— 4 60@4 76

Tinctures
A conite  -------------
A loes ----------------
A rn ica  --------------
Asafoetida ——

©1 80 
©1 46 
©1  10 
OS 40

Ace tan a l id --------  47® 65
A lu m ___________  08® 12
A lum . powd. an d

g round  -----------  09® 16
B ism uth , S u b n i

tra te  —
B orax  x ta l o r

pow dered  -----
C an th arad es , po. 1
Calom el ----------- ‘
C apsicum , pow ’d
C arm ine ---------- ’
C assia  B u d s ___  35®
Cioves _________  60®
C halk P rep a re d —
Choloroform  -----
C hloral H y d ra te
C o c a in e -------- l i
Cocoa B u tte r  —  60® __ 
C orks, lis t, le ss .
C opperas ----------  2%®
C opperas, Pow d. *^  
C orrosive Subim  
C ream  T a r ta r  —
C u ttle  b o n e ------
D ex trin e  -----------
D over's  P ow der 
E m ery , A il Nos.
E m ery , Pow dered  
E psom  S alts , bbls.
E psom  S alts , less il 
E rg o t, pow dered  — 0 2  00
F lak e , W h i t e -----  16® 20
Form aldehyde, lb. 12® 30
G e la t in e _________ 80® 90
G lassw are, le ss  55%. 
G lassw are, full case  60%. 
G lauber S a lts , bbl. 00214 
G lauber S a lts  less  04® 10
Glue, B r o w n ___  21®
Glue, B row n G rd 15©
Glue, w h ite  . —  2714®
Glue, w h ite  grd . 25©
G lycerine _______  30®
H ops .  . . . ———  650  
Iodine — — —  6 450  6 90
Iodoform  _____  7 35 0  7 66
L ead  A ceta te  — 20® 30
M ace __________ -  @1 60
M ace, pow dered _ ®1 60
M e n th o l______  9 00® 9 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®
P ep p er b lack  pow. 56® 
Pepper, W h ite  — 60® 
P itch , B u rg u d ry  1214©
Q uassia  -------------- 12®
Q uinine, 5 oz. c an s  @ 
Rochelle S a lts  —  30®
S a c c h a r in e --------- 0
S a lt P e te r  ------------11©
Seld litz  M ix tu re— 30©
Soap, g r e e n ---------- 16©
Soap m o tt cas t. 2214© 
Soap, w h ite  cas tile

c a f ld __________  v  1*
Soap, w h ite  c as tile

less, p e r b a r ----- © l  *0
Soda A s h ------------ I®
Soda B icarb o n ate  *14© *0
Soda, S a l -------- 0214© 08
S p ir its  C am p h o r. 0 1  ?5
Sulphur, r o l l ----- 314®
Sulphur, Subl. —  04®
T a m arin d s  ------------20®
T a r ta r  E m etic  — 70© 
T u rp en tin e , Ven._ 60 0  
V an illa  E x. p u re  1 7 6 0  8 26 
V an illa  E x. p u re  2 6008  00 
Zinc Sulphate-----06© 16

3020
36
25
60
75

25
60
66
20
15
59
35
80
22
40
30
25

10
10
26
76
76



R A D E S M A N

GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail

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

ADVANCED
Lard
Sm oked H am s
Gasoline
K erosine

DECLINED
S parerib s

AMMONIA 
Arctic, 10 oz., 3 dz. cs. 8 76] 
Arctic, 16 oz., 2 dz. cs. 4 00 
Arctic, 32 oz., 1 dz. cs. 8 26 
Quaker, 36, 12 oz. case 8 86

10 lb. pails, per doz 
16 lb. palls, per doz. 11 86 
25 lb. palls, per doz. 18 68 

BAKING POWDERS 
Arctic, 7 oz. tumbler 1 SI 
Queen Flake, 16 oz., ds t  86
Royal, 10c, d o z .------- - 86
Royal, 6 oz., doz. — 8 70 
Royal. 12 oz., doz — o 20
Royal. 6 l b . ----- -—  81 80
Rocket. 16 oz.. doz. 1 25

K. C. Brand
Per case

4 d o z ._____ 8 70
4 d o z .___— 6 60
4 d o z .______7 80
4 doz.   8 20
2 d o z .______8 80
1 d o z ._____ 8 86

V4 d o z .___0 76

10c size, 
15c size, 
20c size, 
25c size, 
60c size, 
80c size, 
10 lb. sizeFreight prepaid to jobbing 
point on case goods. 
Terms: 30 days net or 2% 
cash discount if remittance 
reaches us within 10 days 
from date of invoice. Drop 
shipments from factory.

•EECH-NUT BRANDS.

Í

Instant Postum, No. 8 6 00 
Instant Postum No. 10 4 60 
Postum Cereal, No. 0 2 25 
Postum Cereal, No. 1 2 70 
Post Toasties, 36s — 3 45 
Post Toasties, 24s __ 3 45 
Post’s Bran, 2 4 s ------2 70

BROOMS
Jewell, d o z .----------— 6 36
Standard Parlor, 23 lb. 8 28 
ancy Parlor, 23 lb. — 8 26 
Ex. Fancy Parlor 25 lb. 8 76 
Ex. Fey. Parlor 26 lb. 10 00
T o y ________________ 1 76
Whisk, No. 8 ----------- * 76

BRUSHES
Scrub

Solid Back. 8 i n . -------1 60
Solid Back, 1 i n . ----- 1 76
Pointed Hinds-----------l  26

Stove
S h a k e r ------------------------|  *®

P eerless  — — —- ——  1 
Shoe

No. 4 -0 ----- -------------- * **
No. 2 0 -------------------- * 00

BUTTER COLOR 
Dandelion, . .  ■ --- 8 8®

CANDLES
Electric Light, 40 lbs. 18.1
Plumber, 40 lbs. -------
Paraffine, 0s --------- —
Paraffine, 18s -, l*V*
Wicking ---------------- «
Tudor, 6s, per box — SO 

CANNED FRUIT 
Apples, 8 lb. Standard 1 60 
Apples, No. 10 — 4 7506 76 
Apple Sauce, No. 10 7 76 
Apricots, No. 1 1 7602 00 
Apricots, No. 2 — — J JJ 
Apricots, No. 2% * «®®J 76 
Apricots, No. 10 —— 8 86 
Blackberries, No. 10 10 60 
Blusher's, No. 2 2 0008 76 
Blueberries, No. 10— 14 60
Cherries, No. 2 ------- 8 76
Cherries, No. 2% ----- 4 60
Cherries, No. 10 —-  16 60 
Loganberries, No. 2 — 8 80 
Loganberries, No. W 10 00 
Peaches, No. 1 1*0#*  **Peaches, No. 1, Sliced 1 26 

■v Peaches, No. 2 > 76
Peaches, No. 2 h  Mich 8 86 

ip ea S e s , 2% CaL 3 0003 26 
V Peaches, 10, Mich. — 8 60
Pineapple, 1 sL ----- 1 76

v pineapple, 2 aL ----- 8 60
^ P’apple, 2 br. sL ----- 8 40
VP’apple, 2)4, 6U- ----- * J®» P’apple, 2, era. ----- 8 60

Beef. 3)6 oz. Qua. all. 1 76 
Beef, 5 oz.. Qua. sll. 2 36 
Beef, No. 1. B’nut, sll. 4 60 
Beefsteak & Onions, s  8 46 
Chili Con Ca., Is 1 3601 46 
Deviled Ham, )4s —  8 20 
Deviled Ham, )4* —  8 60 
Hamburg Steak 4k 

Onions, No. 1 ——— * 16 
Potted Beef, 4 oz. —  1 10 
Potted Meat, )4 Libby 62)6 
Potted Meat, )4 Libby 82)6 
Potted Meat, )6 Qua. 80 
Potted Ham. Gen. )4 1 86 
Vienna Saus., No. )6 1 46
Vienna Sausage, Qua. 85
Veal Loaf, Medium — 2 66

Baked Beans
C am pbells----------- — 1 16
Quaker, 18 oz. _____ 85
Fremont, No. 2 ------- 1 20
Snider, No. 1 ------*6
Snider, No. 2 -----—  1 26
Van Camp, small —  86

Mints, all f lav o rs_____60 J Pineapple, 10 cru. _  8 06
M ____ wa  T-» x t a  9  3  I nG u m __________ 78
Fruit D ro p s________ _ 70
Caramels __   76
Sliced bacon, large _ 6 46
Sliced bacon, medium 3 80 
Sliced beef, medium _ 2 86 
Grape Jelly, large —  4 66
Sliced beef, la rg e -----4 60
Grape Jelly, medium_ 2 76
Peanut buttes, 16 os. 4 25 
Peanut butter, 10)6 oz. 2 80 
Peanut butter, 6)4 oz. 1 86

IPears, No. 2 ------------3 16
Pears, No. 2)6 ------- 4 36
Plums, No. 8 _  8 4608 60 
! Plums. No. 2)6 — * »« Raspberries, No. 2, blk 2 80 
Raspb's, Bed. No. 10 16 00 
;ttaspb’s. Black, „
! No. 1 0 ___________ 14 ®®
Rhubarb, No. 10 4 7606 60 
Strawberries, No. 10 12 66 

CANNED FISH

¿Clams, Minced, No. 1 8 25 
' Finnan Had die, 10 o a  8 30 

Clam Bouillon, 7 oz._ 8 60 
^Chicken Haddle, No. 1 8 76 
¿Fish Flakes, small — 1 16 
f  Cod Fish Cake. 10 oa  1 86 

ï 5ove Oysters, 6 oa  — 1 80
2 oa. 4 d a  ca  8 00 ,W<L >  * * *  * £

¡3 oz.# 3 dz. cs. 3 76 Oil, Ky — •  10
i  Sardines, )4 Oi>. k^ess 6 26

____  * Sardines. )6 Smoked 6 7»
BREAKFAST FOODS ¿Salmon. Warrens, %s 2 75

BLUING 
The Original 

Condensed

Van Camp, M e d .-----1 16
CA NN ED  V E G E T A B L E S.

A sp a ra g u a
No. 1, Green tips — 8 76 
No. 2)6, Lge. Green 4 66 
W. Beans, cut 2 1 4601 76
W. Beans, 1 0 --------- ©8 00
Green Beans, 2s 1 4502 25 
Green Beans, 10s — 07  66 
T. Beans, 2 gr. 1 3602 66 
Lima Beans, 2s, Soaked 86
Red Kid. No. 2 ------ - 1 *6
Beets, No. 2, wh. 1 760 2 48
Beets, No. 2, c u t -----1 26
Beets. No. 3, cut ------ 1 60
Corn, No. 2, Ex. stan. 1 80 
Com, No. 2, Fan. 1 8002 86 
Cora. No. 2, Fy. glass 8 25 
Cora, No. 10 — 8 00018 68 
Hominy, No. 8 1 0001 16
Okra, No. 2, whole — 2 66
Okra, No. 2, cut -----  1 75
Dehydrated Veg. Soup 80 
Dehydrated Potatoes, lb. 46
Mushrooms, Hotels ----- 86
Mushrooms, Choice 8 o a  48 
Mushrooms, Sur Extra 65 
Peas, No. 2> E. J. —  1 86 
Peas, No. 2, Sift,

June ----    1 86
Peas, No. 2, E a  SlfL

EL J . ______________ * *6
Peas, E a  Fine, French 26 
Pumpkin, No. 3 1 4501 76 
Pumpkin, No. 10 4 750 6 00 
Pimentos, )4. each 12014 
Plmentoes, )4. each — 27
Sw’t  Potatoes, No. 2)4 2 26 
Saurkraut, No. 8 1 4001 60 
Succotash, No. 2 1 6502 60 
Succotash, No. 2, glass 2 80
Spinach, No. 1 -----— 1 26
Spinach, No. 2_ 1 6001 80
Spinach, No. 3_ 2 1002 60
Spinach, No. 10_6 0007 00
Tomatoes, No. 2 9501 25
Tomatoes, No. 2 glass 2 60 
Tomatoes, No. 3, 1 6001 80 
Tomatoes, No. 10 _  6 60

CATSUP.
B-nut, Small — 1 80
Lily of Valley, 14 oz. _  2 60 
Lily of Valley, )6 pint 1 76 
Paramount, 24, 8s —  1 46 
Paramount, 24, 16s — 2 40 
Paramount, 6, 10s — 10 06
Sniders, 8 o z . ------ — 1 76
Sniders, 16 oz. --------- 2 65
Quaker, 8)4 oz. -------  1 86
Quaker, 10)4 o a -----1 46
Quaker, 14 o z . _____1 86

Michigan Full Cream 24 
New York Full Cream 32
Sap Sago _________  40
B rick ______________ 26

CHEWING GUM.
Adams Black J a c k -----66
Adams B loodberry-----66
Adams Dentyne ---------65
Adams Calif. F r u i t___66
Adams Sen S e n _____66
Beeman’s P e p s in _____66
Beechnut Wlntergreen _ 70 
Beechnut Peppermint -  76
Beechnut Spearm int__70
D oublem int___________66
Peppermint, Wrigleys — 65 
Spearmint, Wrigleys — 65
Juicy F r u i t ______ —  66
Wrigley’s P - K --—------ 66
Z e n o ________________65
T e a b e r ry ------------------- 66

COCOA.
Droste’s Dutch, 1 lb._8 60
Droste’s Dutch, )4 lb. 4 60 
Droste’s Dutch, )4 lb. 2 85 
Droste’s Dutch, 5 lb. 60
Chocolate A p p les___ 4 60
Pastelles No. 1 ____12 60
Pastelles, )4 l b . ___6 60
Pains De Cafe _____3 00
Droste’s Bars, 1 doz. 2 00
Delft P a s te lle s_____ 2 16
1 lb. Rose Tin Bon

Bons ____________ 18 00
7 oz. Rose Tin Bon

Bons _____________ 8 00
13 oz. Creme De Cara-

que __-__________ 18 20
12 oz. R o saces_____ 10 80
)4 lb. Rosaces _____ 7 80
Vi lb. P as te lle s______ 8 40
Langues De C h a ts_4 80

CHOCOLATE.
Baker, Caracas, )4s —  87 
Baker, Caracas, )4s —  85

COCOANUT 
Dunham's

16 lb. case, )4s and )4e 48
15 lb. case, ) 4 s ----------- 48
16 lb. case, ) 4 s ----------- 47

CLOTHE8 LINE.
Hemp, 60 f t . ------- —  I  26
Twisted Cotton, 60 fL 1 76
Braided. 60 f t . ---------2 75
Sash C o rd ------— —  4 25

14 oz. ____________3 05
Finsbury's Best Cer’l 2 20 
Quaker Puffed Rice-- 6 60 
Quaker Puffed Wheat 4 30

-S ard ines, Im. )4. ea. 10028 
'S a rd in e s .  Im., )4. ea. 26 
S ard ines. Cal. — 1 8601 88 

«Tuna, %, Albo core — 968SSS SSS18 Jt:=: «. gsffi- ss S ISS 3 S .  J «  f c ;  f t .  g jrtg . 3« . » JO
3 80 1 CANNED MEAT.
1 88 s Bacon, Med. Beechnut 8 30 

vBacon, Lge Beechnut 6 40
8 80 \Beef, No. 1. Corned _  3 19
2 76 ..Beef, No. 1, B o a s t-----3 18

Ralston Food, large — 
Saxon Wheat Food —
Vita Wheat, 12s -----

Post’s Brands.
Grape-Nuts, 24s -----
Grape-Nuts, 180s

Blue Grass, Baby, 96 4 65 
Blue G rass, No. 10 — 4 60 
Carnation, Tall, 4 doz. 6 00 
Carnation, Baby, 8 dz. 4 90
Every Day, T a l l ---- - 5 00
Every Day, B a b y -----4 90
Pet, T a l l ---------------- ® ®®
Pet, Baby, 8 o z . -----4 80
Borden’s T a l l ----------* ®*
Borden’s B a b y ------- 4 90
Van Camp, T a l l ------ J J®
Van Camp, B a b y -----8 76

CIGARS
G. J. Johnson’s Brand 

G. J .  Johnson  Cigar,
__________ 76 *®

Tunis Johnson Cigar Co.
Van Dam, 1 0 c -------  76 00
Little Van Dam, 6c _ 37 60
Worden Grocer Co. Brands 
Master Piece, 50 Tin_ 35 00
Canadian C lu b -------  35 00
Little T o m ------------- 37 50
Tom Moore Monarch 76 00 
Tom Moore Panatella 76 00 
Tom Moore Cabinet 95 00 
Tom M. Invincible 116 00
Webst e r e t ta ----------  37 60
Webster S a v o y ----- 76 00
Webster P la z a -------  96 00
Webster Belmont— 110 00 
Webster SL Reges—186 00
Starlight R o u se ---- - 90 00
Starlight P-Club — 1 36 00
T lo n a ____— ■—----- 80 00
CUnt F o r d _______  86 00

CONFECTIONERY 
Stick Candy Pails

S ta n d a r d ------------------- 17
Jumbo W rap p e d -----19
Pure Sugar Sticks 600s 4 20 
Big Stick, 20 lb. case 20

May 12, 1926

DRIED FRUIT« 
Apples

N. Y. Fey., 60 lb. box 15)4 
N. Y. Fey., 14 oz. pkg. 16

Apricots
Evaporated, Choice — 30
Evaporated, F a n c y _33
Evaporated, Slabs _ 88

Citron
10 lb. b o x ---------- ---- . 48

Currants
Packages, 14 o z . ___ 15
Greek, Bulk, lb. — —  16

Dates
Dromedary, Sts —___ 0 76

Peaches
Evap. Choice, u n . ___27
Evap. Ex. Fancy, P. P. 30

Peel
Lemon, A m erican------- 24
Orange, A m erican------- 84

Raisins.
Seeded, b u lk ______ — 10
Thompson’s s ’dles blk 9)4 
Thompson’s seedless,

15 o z . ____________11
Seeded, 15 o z .  _____13

California Prunes 
900 100, 25 lb. boxes -008 
60070, 26 lb. boxes —010 
500 60, 26 lb. boxes —012 
40 0  50, 26 lb. boxes —013 
30040, 25 lb. boxes —016 
20 030, 26 lb. boxes —026

FARINACEOUS GOOD« 
Beans

.Med. Hand P ic k e d_05

Mixed Candy
K in d erg arten -----
Leader _________
X. L. O.

ICal. Limas —----
Brown, Swedish - 
Red Kidney ___

Farina

16
08
12

French Creams —
Cam eo —— -------
G ro c e rs_________

. 17 
16 

. 18 

. 1«

Faney Chooolates
6 lb. Boxes

Blttersweets, Ass’ted 1 70 
Choc Marshmallow Dp 1 70 
Miik Chocolats A A 1 70
Nibble S tic k s ---------- 1 86
Primrose C h o c .-----— 1 *•
No. 12, Choc., Light -  1 65 
Chocolaté Nut Rolls -  1 86

Gum Drops Palis
A n is e ___ 16
Citron G u m s ----------
ChaUenge G u m s -----14
F a v o r i te ---------------- 20
Superior, B oxea--------88

Lozenges Palls

24 packages______ —  8 60
Bulk, per 100 lb s . -----06)4

Hominy
Pearl, 100 lb. sacks — 3 50

Macaroni
Mueller's Brands 

9 oz. package, per doz. 1 80 
9 oz. package, per case 8 60 
Elbow, 20 lb., bulk _  2 40 
Egg Noodle, 12 lbs. — 2 22 
Egg Noodles, 6 ozz. _  2 60 
Macaroni, 9 os. —  2 60
Spaghetti, 9 o z . ____ 2 60
Quaker, 8 doz. ——  2 00

Pearl Barley
C h e s te r_____ — —— 4 75
0000 __________ —  7 00
Barley G r i t s ---------- 6 00

Peas
Scotch, lb. -------- 86)4
SpUt, lb. yeUow------- 08
SpUt g re e n -------------08

8a«e

¡£¡¡£m t Postum, No. 8 6 40 ^B ee t N a  2)6. Q«s. att. 1 86

Quaker, Gallon Glass 18 88

CHILI 8AUCE
Snider, 16 o z . ---------8 80
Snider, 8 o z . ----------- 2 SO
LiUy Valley, 8 oz. _  8 86 
Lilly Valley, 14 os. — 8 60 

OYSTER COCKTAIL.
Sniders, 16 o z . ------- 8 60
Sniders, 8 o z . ----------8 60

CHEESE
Roquefort ---------------  62
Kraft, Small t i n s -----1 66
Kraft, American -----1 66
ChiU, smaU tins -----1 6;.
Pimento, small tins — 1 65 
Roquefort, small tins 2 26 
Camenbert. small tins 2 25
Wisconsin N e w ------- 24
L onghorn---------------24

COFFE ROASTED 
1 lb. Package

M elrose_____________ 87
L ib erty  _______________  28
Q u a k e r_______________44
Nedrow _______ — -----42
Morton H o u s e _— — 48
Reno _____________ — 39
Royal C lu b ________— 43
McLaughlin’s Kept-Fresh 

Vacuum packed. Always 
fresh. Complete Une of 
high-grade bulk coffees. 
W. F. McLaughlin & Co., 

Chicago.
Maxwell House Brand.

1 lb. t i n s --------------- _ 60
3 lb. t i n s __________ 1 47

Teller Coffee Co. Brand 
B okay______________ 42

Coffee Extracts 
M. Y., per 100 12
Frank’s 60 pkgs. — 4 26 
Hummel’s 60 1 lb. 10)4

CONDENSED MILK
Leader, 4 d o z .----------- 6 76
Eagle, 4 doz. ———  9 00

MILK COMPOUND | 
Hebe. Tall, 4 doz. — 4 50 
Hebe, Baby, 8 doz. — 4 40 
Carotene, Tall, 4 doz. 8 80 
Carolene, B a b y _____8 50

EVAPORATED MILK
Quaker, Tall, 4 doz. _4 65
Quaker, Baby, 8 doz. 4 66 
Quaker, Gallon, )4 dz. 4 50 
Blue Grass, Tall 46 _ 4 66

A  A  Pep. Lozenges 20 
A  A  Pink Lozenges 16 
A  A  Choc. Lozenges 16
Motto H e a r ts _______ 19
Malted Milk Lozenges 21

Hard Goods. Pails
Lemon D ro p s-----—— 18
O. F. Horehound dps. 19
Anise S q u a re s ------- 18
Peanut S q u a re s-----— 18
Horehound Tablets — 18

Cough Drops Bxs.

Putnam’s __________ 1 86
Smith Bros. — ——  1 60

Package Goods
Creamery Marshmallows 

4 oz. pkg., 12s, carL 96 
4 oz. pkg., 48s, case 8 90

East India 16

. Tapioca
Pearl, 100 lb. sacks — 89
Minute, 8 oz.. 8 doz. 4 05 
Dromedary Instant  — 8 68
FLAVORING EXTRACTS

Specialties
Walnut F u d g e -------------88
Pineapple F u d g e ------- 21
Italian Bon Bo n s ------- 17
Atlantic Cream Mints- 31 
Silver King M.Mallows 1 60 
W alnut Sundae, 24, 6c 80 
Neapolitan, 24, 6o —  80
Yankee Jack, 24, 6c — 80
Mich. Sugar Ca., 24, 6c 80 
Pal O Mine, 84, 5o — 80

COUPON BOOK8
60 Economic grade 2 60 

100 Economic grade 4 60 
600 Economic grade 20 00 

1000 Economic grade 37 60 
Where 1,000 books are 

ordered a t  a  time, special
ly printed front cover la 
furnished without charge.
I CREAM OF TARTAR 
.6 lb. boxes --------- ---- 88

Dos.
Vanilla PURE Lemon
1 3 5 __  % ounce —  1 36
1 8 0 __ 1)4 ounce —  1 80
2 20 __2)4 ounce —  8 20
8 00 __ 2 ounce ___ 8 00
5 60 __  4 ounce —  6 60

UNITED FLAVOR 
Imitation Vanilla

1 ounce, 10 cent, doz. 80
2 ounce, 15 cent» do*. 1 25
3 ounce, 86 cent, doz. 2 0C
4 ounce, 30 cent, doz. 2 85

Jiffy Punch
3 doz. C a rto n ---------- 8 26

Assorted flavors.
FRUIT CAN«

F. O. B. Grand Rapids 
Mason.

Half p in t____________7 86
One p i n t ------------------ 7 *6
One q u a r t _________  8 60
Half ga llo n_________ H  60

Ideal Glass Top. 
Rubbers.

Half p i n t ____________* 60
One p i n t __________  „f 30
One q u a r t -------------- 10 60
H alf g a llo n ---------------14 76
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G E L A T IN E

'M iicióus Dtasca*

fflüÈ r
26 oz., 1 doz. c a s e _6 00
3f t  oz., 4 doz. case— 3 60 
One doz. free  w ith  5 cases.

3 46
4 06 
1 56

Jello-O , 3 doz.
M inu te , 3 doz.
P ly m o u th , W h i t e -----
Q uaker, 3 d o z . -- ------2 55

H O RSE RADISH 
Per doz., 5 oz. -------
JE L L Y  AND PR E S E R V E S
P u re , 30 lb. p a l l s ----- 3 30
Im ita tio n , 30 lb. pa lls  1 75 
P u re , 6 oz. A sst., doz. 1 
B uckeye, 18 oz., doz. 

JE L L Y  GLASSES
•  oz., p e r  doz. -----------  37

OLEOM ARGARINE
y a n W esten b ru g g e  B rands 

C arload  D is trib u to r

90

20

OLIVES.
B ulk, 5 gal. k e g ----- 8 50
Q u a rt J a r s ,  dozen . .  6 60
B ulk, 2 ga l. k e g ------- 3 60
B ulk , 3 gal. k e g ----- 5 26
P in t ,  J a r s ,  d o z e n ----- 3 60
4 oz. J a r ,  p la in , doz. 1 35 
5f t  oz. J a r ,  pi., doz. 1 60 
9 oz. J a r ,  p lain , doz. 2 36 
20 oz. J a r ,  PI. doz.— 4 26 
3 oz. J a r ,  S tu ., doz. 1 35 
6 oz. J a r ,  stu ffed , dz. 2 50 
9 oz. J a r ,  stu ffed , doz. 3 60 
12 oz. J a r ,  Stuffed,

d o z ._i ........... - 4 50@4 76
20 oz. J a r ,  s tu ffed  dz. 7 00 

PA RIS G REEN

la ________________ — 21
2s a n d  5s ------------------- 21

P E A N U T  B U TTER

N ucoa, 1 lb. -------------27
N ucoa, 2 an d  5 lb. — 26ft 

W ilson & Co.’s B rands 
C ertified  ------------------- 25ft
N u t 20
Special Roll -------------- 25ft

M ATCHES
Sw an, 144 ----------------  4 75
D iam ond, 144 b o x ----- 6 25
S earch lig h t, 144 box— 6 25 
Ohio R ed  Label, 144 bx  4 75 
Ohio B lue T ip , 144 box 6 25 
Ohio B lue T ip , 720-lc 4 50 

S a fe ty  M atches 
Q uaker, 5 gro. case  4 25

M INCE M EAT 
N one Such. 4 doz. __ 6 47 
Q uaker, 3 doz. case  — 3 60 
L ibby, K egs, w et, lb. 

M OLASSES
22

Gold B re r R abb it 
No. 10, 6 c an s  to  case  6 70 
No. 6. 12 can s  to  case  6 95 
No. 2 ft, 24 can s  to  cs. 6 20 
No 1 ft, 36 can s  to  cs. 5 15 

G reen B rer R abbit 
No. 10. 6 can s  to  case  4 45 
No. 5, 12 can s  to  case  4 70 
No. 2 ft. 24 cans  to  cs. 4 95 

l f t .  36 can s  to  cs. 4
D inah B rand

No.
A un t

Bel C ar-M o 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 l l s -------—-----
PETRO LEUM  PRODUCTS

Iron  B arre ls  
P e rfec tion  K erosine — 15.1 
Red Crow n G asoline,

T an k  W agon  _____  18.7
Solite G a s o l in e ------------ 21.7
G as M achine G asoline 38.4 
V. M. & P. N a p h th a  22.6
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 lack  —_— — 12.2

►olarine
Iron B arre ls.

L i g h t ---------------------------*2.2
M edium  — --------   54.2
H eav y  ________________ 66.2
Special heav y  -------------68.2
E x t ra  heav y  ~ ----------- 70.2
T ran sm issio n  O i l -------62.2
Finol, 4 oz. can s , doz. 1 50 
F inol, 8 oz. cans, doz. 2 25
P arow ax , 100 lb. ------- 9-3
P aro w ax , 40, 1 lb. — 9.5 

j  "  9.7

Pork .
L igh t h o g s -------------- 18
M edium  hogs ------------- 16ft
H eavy  hogs -- ------------16
Loins, Med. -------------- 27
B u tts  -----------------------  25
Shoulders -----------------  21
S p are rib s  ___________  17
N eck bones _________ 06

PROVISIONS 
B arreled  P ork

C lear B a c k _ 34 50035 00
S hort C u t Clear34 50036 00 

Dry S a lt M eats 
S P  B ellies __ 28 00O30 M 

L ard
P u re  in  t i e r c e s -------- 16ft
60 lb. t u b s __ advance  f t
60 lb. t u b s __ advance  f t
20 lb. p a lls   __ advance  f t
10 lb. p a i l s __ advance  f t

5 lb. p a i l s __ ad v an ce  1
3 lb. p a l l s ___advance  1

C om pound t i e r c e s ----- 14ft
Com pound, tu b s  ----- 16

S ausages
B o lo g n a _____________ 18ft
L iv er ________________ 12
F ra n k fo r t  ------------------- 1*
P o r k ____________  18020
V eal ------------------------- 3*
T ongue, J e l l i e d -------- 35
H eadcheese  --------------  18

Sm oked M eats 
H am s, C ert., 14-16 lb. 31ft 
H am s, C ert., 16-18 lb. 31 
H am , d ried  beef

s e ts  -----------------------  ©32
C alifo rn ia  H am s -----  02 1
P icn ic  Boiled

H a m s ---------------  30 032
Boiled H am s ------- 20 ©44
M inced H a m s ___ 14 0 17
B acon ___________ 33 ©42

Beet
Boneless, ru m p  26 00028 00 
Rum p, new  — 27 00030 00 

M ince M eat.
C ondensed No. 1 car. 2 00 
C ondensed B ak e rs  b rick  31
M oist in  g lass  --------  8 00

P ig ’s  F ee t 
Cooked in  V in eg ar

f t  bbls. ---------------------- 2 50
f t  bb ls ., 35 l b s . -------- 4 50
f t  bbls. ---------------------10 00
1 bbl. _______________ 25 00

E n am alin e  P a s te , doz. 1 35 
E n am alin e  Liquid, 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 36 
654 S tove E nam el, dz. 2 80 
V ulcanol, No. 5, doz. 96 
V ulcanol, No. 10, doz. 1 35
Stovoil, p e r doz. ----- 3 00

SA L T.
Colonial, 24, 2 l b . -------98
Colonial, Iodized, 24-2 8 40
M ed. No. 1 B b l s . ----- 2 50
M ed. No. 1, 100 lb. bg. 83 
F a rm e r Spec., 70 lb. 90 
P a ck ers  M eat, 56 lb. 67
C rushed  R ock fo r  i c e_

cream , 100 lb ., each  76 
B u tte r  S alt, 280 lb. bbl. 4 24
Block, 60 l b . -------------- 40
B ak e r S a lt, 280 lb. bbl. 4 10
100, 3 lb. T a b l e _____ 5 75
70, 4 lb. T a b l e -------- 6 25
28, 10 lb. T a b l e _____ 6 00
28 lb. bags. T ab le  __ 42

W A SH IN G  PO W D ERS. 
Bon A m i P d , 3 dz. bx  8 76 
Bon A m i C ake, 3 dz. 3 25
B rillo  ------------------------ . |*
C lim aline, 4 doz. -------4 20
G randm a, 100, 5c —— 4 00 
G randm a, 24 L a rg e  -  3 76
Gold D ust, 1 0 0 s ----------4 00
Gold D ust, 12 L a rg e  3 2C
G olden Rod, 2 4 ----------4 5
J in x , 3 doz. -------- - — 4 50
L a  PTance L au n ., 4 dz. 3 60
L u s te r  Box. 54 ----  - 3  76
Old D u tch  Clear.. 4 dz 8 40
R inso, 4 0 s ------------------
R inso, 2 4 s ------------ - —
R ub No M ore. 100, 1“

oz. ____________ - —
R ub No M ore, 18 l4C- 
Spotless C leanser. 48,

20 o z . ----------   _ -_
Sani F lu sh . 1 doz. — 8 86
Sapollo, 8 d oz.------ J
Soaplne. 100. 12 oz. -  6 40 
Snow boy, 100. 10 oz. 4 00 
Snowboy, 24 L a rg e  —- * J®
Speeds#, 3 doz.------ 7 »
S u nbrite . 78 doz. -------4 00
W y an d o tte , 48 ---------- 4 76

SPIC ES.
W hole Spices. 

Allspice, J a m a i c a ----- ©24

Jap a n .
M e d iu m -------------------Î22ÎÎ
Choice — ---------------- *7041
F a n c y --------------------  64059
No. 1 N i b b s -----------------*4
1 lb. pkg. S iftin g  —

G unpow der
C h o i c e ____________
F an cy  _____________

18

3 20 
5 25

3 86
4 00

8 06

Ceylon
P ek re , m e d iu m ----------- 56

English  B reak fas t
Congou,
Congou,
Congou,

M e d iu m ______ 88
C h o ic e ___  38086
F a n c y ___  42048

M edium
Choice
F an cy

Cloves,
C assia,
C assia.
G inger. 
G inger.
M ace. P en an g  
M ixed, No. 1

Z anz iba r ----- 0 4 0
C anton  -------- 0 * 5
6c pkg., doz. 0 4 0
A f r i c a n -------- 0 1 *
Cochin _____ ©301 10 

024

P e r  case , 24, 2 lbs. — 2 40
F iv e  case  lo ts  -------- 3 30
Iodized, 24, 2 l b s . ----- 2 40

W orcester

Parow ax , lb. —

4 45
5 25

No. 10, 6 cans to case 3 ou 
No. 5, 18 cans o case 3 ¿b 
No. 2ft, 24 cans o cs. 3 50 
No. 1%. 36 cans oe cs. 3 oo

New Orleans
Fancy Open Kettle — 74
Choice ---------------------- ,7
F a ir  ------------------------41Half barrels 5c extra

Molasses In Cans 
Dove. 84. 2 lb. Wh. L. 5 60 
Dove. 24. 2ft lb Wh- L 6 20 
rtnve 36 2 lb. Black 4 30 
Dove! 24, 2ft lb. Black 3 90 
Dove, 6, 10 lb. Blue 
Palmetto, 24, 2% lb.

N U T8.
Whole

Almonds, Terregona.. 30
Brazil, N e w ------------- f
Fancy mixed ----------- 55
Filberts, Sicily ------
P e a n u ts , V irg in ia  R aw  09ft 
P e a n u ts , V ir. ro a s ted  
P e a n u ts , Jum bo, rs td  
P e a n u ts , Jum bo, rs td
Pecans, 3 s t a r -------
Pecans, Jumbo - - -—  
Pecans, Mammoth — w 
Walnuts, California — 25 

S alted  P ean u ts .
Fancy, No. 1 ----------- "
Jumbo -----   11

Shelled.
Almonds ------ -------
Peanuts, Spanish,

125 lb. b a g g s ------- l i f t
F ilb e r ts  -------------------- - *5
Pecans ------ —W a ln u ts --------

17 00 
9 00 
6 00

K its , 15 lbs. -------------- 1 75
f t  bbls., 40 l b s . -------- 3 50
f t  bbls., 80 lbs. -------- 5 00

C asings
H ogs, p e r lb. ----------- ©jj*
B eef, round  s e t -----  20030
B eef, m iddles, s e t— ©1 75
Sheep, a  sk e in_ 2 0002  25

RICE
F an cy  B lue R o s e ----- 09ft
F an cy  H e a d ---------------- i ° f t
B roken _______________

ROLLED OATS 
S ilver F lake , 12 F am . 2 25 
Q uaker, 18 R eg u lar — 1 80 
Q uaker, 12s F am ily  — 2 70 
M others, 12s, M ’num  3 25 
S ilver F lake , 18 Reg. 1 40 
Sacks, 90 lb. J u te  — 2 85 
Sacks, 90 lb. C otton  — 2 90 
S teel C ut, 100 lb. sks. 3 25 

RUSKS.
H olland  R usk  Co. 

B ran d
18 roll packages  -------2 30
36 roll p ackages  -------4 50
36 ca rto n  p ack ag es  — 6 20 
18 ca r to n  p ackages  — 2 65 

SA LERA TU S 
A rm  an d  H am m er —

SAL SODA
G ran u la ted , b b l s . -----
G ran u la ted , 60 lbs. cs. 
G ran u la ted , 36 2 ft lb.

p ackages  --------------
COD FISH

M iddles ___________  l*ft
T ab le ts , f t  lb. P u re , 
T ab le ts , 1 lb. P u re  _ . 19ft

doz. _______________ 1 40
W ood boxes, P u re  29ft

M ixed. 6c pkgs.. doz. 04 5
N u tm eg s, 70090 ----- ©78
N utm egs. 1 0 5 -1 1 0 ----- ©70
P epper, B lack  -------- 04 5

P ure  Ground In Bulk 
A llspice. J a m a ic a  —  ®18
Cloves. Z a n z i b a r -----  ©4*
C assia. C an ton  --------  ©2«
G inger. C orkin --------  ©3»
M u sta rd  -------------------  ©J*
M ace. P e n a n g ----------- * *®
P epper. B lack  ----------- ©5°
N u tm eg s -------- --------
P epper, W h ite  ------
Pepper. C ayenne —  
P a p rik a . Span ish  . . .

Oolong___ _______ 86
' _____________ 46
______________ 60

T e lle r Coffee Co. B rand
W . J .  G. ______________*•

T W IN E
C otton , 3 p ly  cone —— 40
C otton , 3 p ly  p a i l s ----- 42
W ool, 6 ply  ------------------- I*

VINEGAR
Cider. 40 G ra in  ------------- 81
W hite  W ine, 80 g r a in . .  25 
W hite  W ine, 40 g r a in . .  19

W ICKINQ
Mr». 0 n e r g r o s s --------
No. 1. p e r g r o s s ------ 1 25
No. 2, p e r g ross --------1 50
No. 3. p e r  g ro ss  _____2 no
P eerle 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. --------  76

W O OD EN W A RE
B ask e ts

B ushels , n a rro w  b and ,
w ire  h an d les  -------— 1 75

Bushels, n a rro w  band ,
wood h a n d le s -------- 1 80

M arket, drop  hand le  85
M arket, single hand le  90
M arket, e x tra  -------- 1 50

0 75

©33
04 2

Splint.
Sp’ln t,
S p lin t,

la rg e  -------------- 8 50
m e d iu m -------- 7 60
sm all ________ * 5*

3 75

2 30

Sem dac, 12 p t. cans 
Sem dac, 12 q t. cans 

PIC K L ES 
M edium 8o u r 

B arre l, 1600 co u n t —
H a lf  bbls.. 800 coun t
50 gallon  k e g s --------

Sw eet Small
30 G allon, 3000 --------  42 00
5 gallon, 600 ——   8 25

Dill P ickles.
800 Size, 15 g a l . ----- 10 00

_ ,  . . . .  9A w o o a  D U l e a ,  r u i o  —  » « nCob, 3 doz. in  bx. 1 0001  20 W h0,e C o d __________ l i f t
PLAYING CARDS

10ft10ft
l i f t
24

1 10 
66

D erby , p e r  doz. ------2 75
B icycle -------------------- 4 ,b

POTASH
B a b b itt’s, 2 d o z . ----- 2 75

FR E S H  M EATS 
Beef.

Top S tee rs  & H eif. - .0 1 7  
Good S tee rs  & H  f  14016 
Med. S tee rs  & H  f. 13ft@}5 
Com. S tee rs  & H ’f. 10012ft 

Cows
Top ----------------------  i t
Good -----------------------
M edium  -------------------  "
Com m on -------- —

V eal.
T op ------------------
Good -----------------
M edium  ---------------------11

L am b.
S pring  L am b  ----------- 35
Good ------------------------- "J
M edium  ---------------------
P o o r ________________ 25

M utton .
Good ------------------------- 7*
M edium  --------------------
Poor ------ ---------l*ft

10

15
13ft

H erring
Holland 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 *•
M ilkers, h a lf  bbls. — 10 26
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 — 16

L ake H erring  
f t  bbl., 100 l b s . _____ 6 50

T ubs, 100 lb. fncy  f a t  24 50
T ubs, 60 coun t ----------7 00

W hite  F ish
Med. F ancy , 100 lb. 13 00

SH O E BLACKENING
9 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 V E PO LISH  
B lack ine , p e r  doz. — 1 86 
B lack  S ilk  L iquid , dz. 1 40 
B laok 811k P a s te ,  4 o a  1 86

Bbls. 30-10 s k s . -------- 6 48
Bbls. 60-6 s k s . ----------5 63
100-3 lb. sks. ---------------*13
B ales, 50-3 lb. sks. __ 3 10 
Bbls. 280 lb. bulk :
A -B u tte r  -------------------4 09
A A -B u tte r ----------------4 09
P la in , 50 lb. blks. 40
No. 1 M edium , Bbl. -  2 47 
T ecum seh , 70 lb. fa rm  

8k. 8S
C ases Ivory, 24-2 c a r t  1 86 
Iodized 24-2 ca r t.  —  8 40 
W orceste r, 4 8 -lf t  cs. 1 70 
B ag s 550 lb. No. 1 m ed. 60 
Bags 25 lb. C loth d a iry  40 
B ags 50 lb. C loth da iry  76 
Rock *‘C” 100 lb. sack  80

SOAP
Am. F am ily , 100 box 5 95
E x p o rt, 120 box -----  4 80
B ig F o u r W h. N a. 100s 3 76 
F lak e  W hite , 100 box 4 26 
Pels N ap th a , 100 box 5 50 
G rdm a W h ite  N a. 10s 4 10 
R ub  N o M ore W h ite  

N ap th a , 100 box __ 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 65
W ool, 100 box ----------- 6 50
F a iry , 100 b o x ----------- 5 75
Tap Rose, 100 b o x ----- 7 86
P a lm  Olive, 144 box 11 00
L ava , 100 box ______ 4 90
O ctagon -------------------  * 35
Pum m o. 100 b o x ----- 4 86
S w eetheart, 100 box _ 5 76 
G ran d p a  T a r , 60 sm. 3 Of 
G ran d p a  T a r .  50 lge. 8 46 
Q u ak er H a rd  w a te r

Cocoa, 72s, b o x ----- 2 86
F a irb an k  T a r, 100 bx 4 00 
T rilby  Soap, 100, 10c,

10 cakes  free  ----------8 00
W illiam s B a rb e r  B ar, 9s 60 
W illiam s M ug, p e r doz. 48

C LE A N SER S

Seasoning
Chili Pow der. 1 5 c -------1 35
C elery Sa lt, 3 o z . -----  96
Sage, 2 oz. --------------  90
Onion S a lt ---------------- J “5
G arlic  ________________*

2 40 
2 65 

.  16

5 00 
8 00
6 25

P onelty , 3 ft oz. ----- 3 25
K itchen  B o u q u e t ----- 4 50
L au re l L eaves  --------  20
M arjo ram . 1 oz. -------  90
Savory, 1 oz. -----------  90
Thvm e. 1 oz. -----------  90
T um eric , 2% oz. -----  90

STARCH
Corn

K ingsford . 40 l b s . ----- 11^4
Pow dered , b a g s -------- 4 oo
A rgo. 48. 1 lb. pkgs. 4 05
C ream . 48-1 -------------  4 80
Q uaker, 4 0 - 1 --------------  *7

Gloss
Argo. 48. 1 lb. pkgs. — 4 05 
A rgo, 12. 3 lb. pkgs. 2 96 
A rgo. 8. 6 lb. pkgs. — 3 35 
S ilver Gloss. 48. I s  — l i f t
E las tic , 64 p k g s . -----
T iger, 48-1 --------------
T iger, 50 lb3. -----------

CORN SY RU P.
Corn

Blue K aro , No. l f t — * *7 
Blue K aro , No. 6, 1 dz. 3 11 
B lue K aro , No. 10 — 2 91 
Red K aro , No. l f t  — 2 67 
Red K aro , No. 5, 1 dz. 3 49 
Red K aro , No. 10 — 3 29

InvL M aple F lavor. 
O range, No. l f t .  2 dz. 3 00 
O range, No. 6, 1 doz. 4 19 
O range, No. 10 ——— 3 99

6 35 
3 50 

06

M can oases. *4.90 per ease

Maple.
G reen L abel K aro .
G reen Label K aro  — 6 19

Maple and  Cane 
M ayflower, p e r gal. __ 1 66

Maple.
M ichigan, pe r gal. 2 60 
W e lc h « , per gal ___ I  80

T A B L E  SAUCES
L ea  & P e rr in , la rg e — 6 00 
L ea  & P e rr in , sm all— 3 36
P ep p er _______________ 1 60
R oyal M i n t ----------------* 49
Tobasco, 2 o z . ------------- 4 26
Sho You, 9 oz., doz. 2 70
A -l,  la rg e  —----------— 6 20
A-l, small -------  8 15
C apers. 8 oz. ——— -  2 80

C hurns.
B arre l. 5 gal., e ac h .
B arre l. 10 gal., each - 
3 to  6 gal., p e r  gal. -.

Egg Cases.
No. 1. S ta r  C a rr ie r  _
No. 2, S ta r  C a rr ie r  _
N o 1. S ta r  E e g  T ray s  
No. 2. S ta r  E gg  T ray s  12 00

Mop S ticks
T ro jan  sp rin g  ----------2 00
Eclipse p a te n t sp rin g  2 00 
No 2. pa t. b ru sh  hold 2 00 
Ideal No. 7 — - - - - - -  1 J®
12 oz. Cot. Mop H ead s 2 65 
16 oz. Cot. M op H ead s 3 20

Palls
10 q t. G a lv a n iz e d -----2 60
12 q t. G a lv a n iz e d -----2 75
14 qt. G a lv a n iz e d -----3 10
12 q t. F ’a r in g  Gal. Ir . 6 00
10 qt. T in  D a i r y ----- 4 00

T rap s
M ouse. W ood, 4 h o le s . 60
M ouse, wood. 6 h o le s . 70
M ouse, tin . 5 holes — 65
R at, wood ---------------- J ™
R at. sp rin g  ---------------- * ¡J"
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 oo
Sm all G a lv a n iz e d ----- 7 00

W ashboards
B anner, Globe --------  * *®
B rass , sing le  -------------* oo
G lass, single -------------- * Jj”
Double P ee rle ss  -------J
Single P ee rle ss  ----------7 50
N o rth e rn  Q ueen ------- ~6 50
U n iv e rsa l -----------------  ' 25

W indow  C leaners
12 in. ------------------------- J *5
14 in. ------------------------- i  *2.2 3016 in. --------------

W ood Bowls
13 in. B u t t e r -----------  * 00
15 in. B u t t e r ---------- » *0
17 in. B u t t e r ----------- 18 00
19 in. B u tte r  ----------  25 00

W R A P PIN G  PA PE R  
F ib re , M anila, w h ite .  06%
No. 1 F ib re  -------------- W
B u tch ers  M anila  ----- 06ft
K ra f t  -------- -- ------------67ft
K ra f t  S tr ip e  ----------- 09ft

Y EA ST CAKE
M agic, 3 doz. ----------- 2 70
S unligh t, 3 d o z . -------- 2 74
Sunligh t, 1% d o z . ----- 1 86
Y eas t F oam , 3 doz. — 2 70 
Y eas t F oam , l f t  doz. 1 36

Y EA 8T —C O M PR E M E D  
n e M u s s n s .  p e r dee. 99
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Human System Speaking Through the 
Appetite.

We read in the papers of a young 
woman who has completed a fast of 
thirty days for the benefits of health. 
She says that her appetite is not satis
fied with fruits and vegetables as for
merly, but craves meat. Whether she 
will be given meat at this time or not 
is aside from the point to be made 
from her experience. She wants meat 
because that is what her body needs.
In other words, she has been kept 
alive by drawing on her store of es
sential elements and the breaking 
down of stored molecules containing 
these elements made her fast possible.
Of course, this process could not go 
on indefinitely any more than a motor 
can run after the stored gas has been 
exhausted. Her system continually 
calls upon her to replenish the ele
ments that have been used and the 
call has been constant and persistent.
It does not seem strange that the call 
of the appetite should be for meat, 
since in meat she will find the needs of 
her body in just about the right pro
portions. In other foods made up of 
carbohydrates chiefly, many of the es
sential things she needs will be lack
ing. They will be used while she is 
becoming adapted to eating again in 
all possibility, but she must finally get 
the elements she needs, either through 
meat eating or in some other way. 
Meat will furnish them directly and in 
a satisfying manner. Nature is won
derful in its functioning and in our 
daily lives the craving we feel for 
food when we are well and the pleas
ure we receive from eating it prevent 
us from neglecting ourselves as we 
undoubtedly would were it not for 
this constant and persistent craving. 
True, meat is not eaten in large quan
tities by all races, and it is found that 
rebuilding of the body can go on with
out it, but the essential elements of life 
must be obtained by consuming them 
in some way or through conversion of 
other elements in the body to its re
quirements. If this is not done ill 
health and death result. To most of 
us meat is an admirable food and thor
oughly adaptabe to the body require
ments, besides giving fullest satisfac
tion to the appetite and liberal 
strength and vigor.

Loin Lamb Chops Are Good.
One of the advantages of daily mar

ket information on meats and other 
food commodities is that they tend to 
keep listeners informed on supply, 
quality and relative values of the food 
supply. In this way consumers may 
know the particular kinds of foods low 
in price and high in quality, or other
wise, as the case may be. The amount 
of detail work connected with secur
ing this timely information and the 
machinery necessary to its distribu
tion are such as to be beyond the 
power of any individual, to say noth
ing of the training necessary to a 
proper analysis of market conditions. 
We have already told about chucks of 
lamb, pointing out their relativey low 
value and .how they can be used to ad
vantage. A recent slump in whole
sale values of lambs has been very 
displeasing to producers and whole- 
sae dealers, but their disadvantage is 
a benefit to consumers. Recently

loins of lamb have been selling very 
much lower in price than usual in the 
wholesale markets. This is the sec
tion that loin lamb chops come from of 
course. This condition refers to cer
tain marketing sections more than to 
others. This is considered one of the 
most desirable cuts in the whole car
cass meat group, and it is difficult to 
understand why consumer demand 
should be neglectful at the present 
time. It is partly due, without ques
tion to the high prices recently 
charged for it when lamb carcasses 
sold on high levels, and it takes some 
time to direct consumers again to a 
cut after avoiding it because of price. 
Retailers should co-operate with the 
different factors in the industry and 
with consumers, and gi%'e a better 
outlet to this very desirable meat dish, 
especially now when all lamb meat is 
juicy and tender, being fed on grain 
and other dry food. Lamb chops, as 
well as other cuts of lamb, are recom
mended freely by doctors when other 
meats are not, because of their digest
ibility and low fat content. The lamb 
chop and slice of pineapple that is 
said to reduce weight might be tried 
now at a profit.

Are You Resigned?
To be resigned—self-satisfied, con

tented—will result in cold comfort 
some hot day—

No successful man is satisfied—he 
may be gratified, but never satisfied

The most powerful narcotic is self- 
satisfaction—

The moment a man settles down and 
is satisfied with the amount of busi
ness he is doing, he drinks the hem
lock—

The urge to surpass yesterday and 
be a bigger, better man to-day, is al
ways present in the man who is forg
ing ahead—

Satisfaction is Stagnation—
Your “winter of discontent” will be 

twelve months long if you fail to keep 
up the fire of increased purpose—

This old world has millions of men 
stuck in the mud of satisfaction.

The Universal Panacea.
If you are poor—work.
If you are rich—continue to work.
If you are burdened with seemingly 

unfair responsibilities—work.
If you are happy—keep right on 

working. Idleness gives room for 
doubts and fear.

If disappointments come—work.
If sorrow overwhelms you, and 

loved ones seem not true—work.
When faith falters and reason fails 

—just work.
When dreams are shattered and hope 

seems dead—work. Work as if your 
life were in peril. It really is.

No matter what ails you—work.
Work faithfully—work with faith.
Work is the greatest remedy avail

able.
Work will cure both mental and 

physical afflictions.

News From the Suicide Club.
A new drink—Aeroplane Cocktail. 

One drop will kill you.

Subservience on the part of clerks 
is not necessary with any class of 
trade, but respect is due to all cus
tomers.

Nucoa
"The Food o f the Future”

is so well known, so highly thought of, so 
thoroughly tested, that grocers confidently 
recommend it to their most fastidious 
customers.

Two full pages in the "Saturday Evening 
Post” this month, May 1st and May 29th, 

will tell of this new delicacy.

m
il h

THE BEST FOODS, Inc.
New York Chicago San Francisco

B E E C H - N U T
PEANUT BUTTER

Sales of Beech'Nut Peanut Butter always 
respond to your selling and advertising 
efforts. Preferred by discriminating people 
everywhere.
Counter and window displays will stimu' 
late the turnover on this nationally ad' 
vertised product. Write for our attractive 
display material.

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

C A N A J  O H A R I E N E W  Y O R K
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Secretary Davis Proves Himself an 
Ass and Ignoramus.

Grandville, May 11—There is a 
crisis in English affairs which, accord
ing to some alarmed statesmen, threat
ens the very government’s existence.

With 5,000,000 workmen out on 
strike, with newspaper workers walk
ing out, the various journals ceasing 
publication, with Premier Baldwin an
nouncing the nation on the verge of 
civil war there is little wonder that a 
vague alarm pervades the British pub
lic. Not all workers over there are 
trades union slaves. Millions of labor
ing men are free from the thrall of the 
whip of the union slave driver, and 
in this fact lies the safety of the Brit
ish government itself.

Englishmen are not easily scared 
stiff over union threats. Socialistic 
bombast will never  ̂ stampede the 
sturdy British people into civil strife.

The government is strong enough to 
curb all law disturbers. Much misery 
will result, no doubt, and in the end 
the men who bowed their neck to 
union tyranny will return to their 
duties, humbled and far less likely to 
get their demands than before the 
strike.

In all history strikes have never 
really benefited the laboring man. 
There are other ways in which to ar
rive at justice than through the opera
tion of a general suspension of work 
through strikes. Britain will doubt
less not hesitate to use the army when 
occasion makes it necessary, which 
seems likely in the present instance of 
unrest in that country.

We of America know something 
about strikes which bring disaster 
everv tune; not only to the whole peo
ple. but to the rampant strikers them-

SC Those most blameworthy for these 
labor outbursts are not always the 
worst sufferers. We in America are 
in a prosperous condition, while in the 
mother country there has long been 
lack of employment for a large num
ber of workers who have been coddled 
through the use of government doles 
These doles will not cease and much 
suffering will doubtless result.

Civil war in England is unthinkable, 
and yet union leaders are mad enough 
to go even to that extent in carrying 
out certain wicked designs on the pub-
lie« iThe public, however, cannot be ter
rorized by these near reds and the 
strong arm of the British government 
will know how to act in an emergency. 
There are wise heads who see but a 
brief flurry in this sudden outbreak 
in England. Coal the country must 
have and America is ready to send a 
supply when the demand comes. How
ever. it may never reach such a. point. 
Premier Baldwin may be more fright
ened than hurt. Nevertheless the King 
has taken a hand and declared that a
drisis exists. „  . .,Secretary of Labor Davis coincides 
with the views of the striking coal 
workmen, declaring they have not 
been paid a living wage. By so doing 
he shows how little sense he has, be
cause a public official of a friendly na
tion has no business to go out of his 
way to comment on the internal af
fairs of another nation, in violating 
all the proprieties he thus writes him
self down as an ass and an ignoramus, 
utterly unworthy of holding any ottice 
within the gift of Uncle Sam.

Tudging from the fact of the sus
pension of many of. ^ er BntlfJ,1;itnê e r  papers one may well believe that 
there as well as in this country the 
public press is under control of labor 
unions. Such control has lonĝ  been 
in evidence in America, much to the 
detriment of liberty of speech through

th The American public will watch with 
interest the outcome of this latest ef
fort on the part of labor uirons to 
dictate where wages and output are 
concerned. It may be only a slight
flurry, which will soonpassaw ay .and

* it may be a strong and forceful hand.

taking hold of British industries, in 
which much good or much harm may 
ensue.

Nearly all the great strikes we have 
had in America have failed to bring 
added prosperity to the wage earners 
engaged in the strike. In England 
there is doubtless more justice in the 
demands of the coal miners than is 
often the case over here.

The administration of Premier Bald
win is on trial.

Lloyd George and his friends are 
doubtless willing that the Premier may 
suffer some baffling problems to over
come him, yet in the long run, as loyal 
adherents to the crown and patriotic 
citizens, they will not refuse to stand 
solidly behind any steps the govern
ment may take in administering the 
necessities of the present occasion.

Civil war in England?
There is not the slightest indication 

of such a result coming from this 
great coal strike. Wiser councils will 
prevail and the sturdy sons of the 
mother country will worm their wav 
out of present difficulties in a manner 
satisfactory to themselves and the re
mainder of the world.

The British people are not given to 
revolution. For too many centuries 
have they stood behind their sovereign 
and parliment in defense of good gov
ernment to fail now in this enlighten
ed century of our world.

Even though America might proffer 
words of advice to the troubled leaders 
of British governmental affairs, it is 
nowise likely that this will be done. 
We over here have had our fill of labor 
troubles and have usually come through 
them with fairly good grace, w-th no 
sign that civil war was anywhere in 
the offing.

An intelligent people like the British 
and American know how far they can 
go and keep within the bounds. Social
ists and reds have tried time and again 
to incite bloody insurrections and m 
troduce the red flag at the head of 
parades, all to no purpose here in 
America, and it is not likely that the> 
are to have better success in the mother 
land.

Without the least excitement we of 
\merica may adjust ourselves to the 
situation and await the outcome of the 
svmpathetic strike, borrowing no trou
ble over this sudden burst of flame 
from the tight little isle-Old Timer.

Insufficient Funds.
An old darky, named John Jones, 

upon leaving Atlanta, Ga., went to his 
bank, which was a colored institution, 
and had his book balanced, which 
showed a balance of $200.

Landing in Cincinnati, the old dar
key issued a check on the Atlanta 
bank for $200, payable to a Cincinnati 
bank. In a few days the check was 
returned marked “Insufficient Funds,” 
whereupon the Cincinnati bank sent 
an enquiry to the Atlanta bank about 
the darkey’s account and the balance 
they showed on the pass book, against 
which no checks had been issued. The 
following reply was received:

“Gentlemens:
“We’s don’t mean that John Jones 

ain’t got sufficient funds, but we s 
mean that our funds are insufficient.

A n in v estm en t 
w o r th  p ro te c tin g

Every regular customer 
of your store represents 
an investment by you. 
You have invested good 
service and good value, 
and have got good will 
in return. Protect that 
investment. Make it 
always easy for your 
custom ers to  buy of 
you such nationally  
preferred products as 
Carnation Milk.

Carnation Milk Products Company 
5 3 3  Carnation Bldg., Oconomowoc, Wis.

Sterilizing Eggs With Electricity.
A recent application of eiectric heat 

is in the sterilization of eggs, the Pa
cific Coast having demonstrated the 
success of the first machines equipped 
for this purpose in that section.

Sterilization is accomplished bj 
passing the egg through an oil bath 
at 235 degrees Fahrenheit, the oil fill
ing the pores in the eggshell and pre
venting air from entering. It is said 
that tests have been made which in
dicate that eggs so treated have been 
kept odorless and fresh for years.

A recent installation was made at 
the Wilsey Bennett Co. of Petaluma. 
The machine has a capacity of 360,000 
eggs per ten-hour day, although it can 
be regulated to almost any speed up to 
that point. The eggs are automatically 
dipped for 3'A  seconds. Prior to the 
use of electric heat, steam, kerosene, 
natural and artificial gas or gasoline 
were used as fuels. It is found that, 
although the fuel cost remained about 
the same as with gas, close heat regu
lation was obtained only with electric
ity. Further advantages of electric 
heat were found to be cleanliness and 
a saving in labor, two men only being 
needed with the electrical process, 
while a third was formerly used.

¡ĵ nation

ation
Milk

"Front
Contented Cows’

© 1926. C. M. P- Co.

D E L IC IO U S

Business Wants Department
A d vertisem en ts  in serted  under th is  head  

for five cen ts  a w ord th e  firs t in sertion  
and fou r cen ts  a w ord for each  su b se 
qu en t con tinuous in sertion . 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. S4 p e r 
inch. P ay m en t w ith  o rd e r is requ ired , as 
am oun ts  a re  too sm all to  open accounts .

E x ch an g e  F o r M erchandise  — Splendid 
e ig h ty -ac re  fa rm , loca ted  in p o ta to  and  
re so rt section  N o rth  W este rn  M ichigan. 
Good buildings. D. H . H u n te r, R ockford. 
Mich.

F o r Sale—T he lan d m ark  of Ionia. On 
tbp best corner in th e  tow n. T he Bailey 
H ote l w hich is know n all over the  s ta te .
I have o th e r business to tak e  care  of so 
T will sell very  cheap. P rice  57,500. T erm s 
to  su it. R en t less th a n  51 per room  per 
week. F if ty  room s. The house h a s  been 
kep t in v e ry  good shape. F o r  fu r th e r  
p a rtic u la rs  ad d ress  B er t B. B ax ter. P ro - 
p rie to r, Ionia, Mich.

W an t to h e a r  from ow ner of good farm  
for sale. B. E sse, W a te r  S t., A lbert Lea.
M inn. Z°”

M ER CH A N D ISE SA LES CONDUCT
ORS—G reene S ales Co., 142-146 N. M e
chan ic  S t., Jackson , Mich._______ ^

P a v  sp o t cash  fo r c lo th ing  an d  fu rn ish 
ing  ¿roods stocks L. S ilberm an , 12o0 
B urlingam e Ave., D e tro it, M ich. 566

ST O RE BU ILD IN G  FO R  R E N T —Good 
location  for shoes an d  g en ts  fu rn ish ings. 
N e ith e r line  fully rep re sen ted  m  tow n.
F. E . B rooks, C larksville. M ich. 249

Gall S tones—Y our bilious colic is the  
re su lt:  no indigestion  a b o u t it. F ree
booklet. Avoid opera tions . B raz ilian  
R em edy Co.. 120 B oylston  St., Room 320. 
B oston, M ass.

W A N T ED —M an w a n ts  p e rm an en t posi
tion  w ith  re liab le  fu rn itu re , h a rd w are , or 
grocery  store . T h ree  y ea rs  experience 
in fu rn itu re  and  u n d e rtak in g ; six m on ths 
in h a rd w are : s ix teen  m on ths  in s tock  
room . S teady, dependable, sa tis fa c to ry  
w orker. Splendid re ferences . A ddress 
No. 252, c /o  M ichigan T rad esm an . 252

SH O E SALESM AN W A N T E D —A ddress 
the  W A L K -O V ER  sto re , P e to skey , M ich., 
g iv ing  re ferences, experience, age, and  
sa la ry  w anted . "E“_

F o r Sale—G rocery  s tock  a n d  fix tu res, 
in M uskegon. Cash sales la s t y e a r  538,- 
558. H ave  o th e r  business and  can n o t care  
for both . A ddress No. 241, c /o  M ichigan 
T rad esm an . f_ _

FO R  SA L E OR R E N T —A new  s to re  
bidding  in a  live tow n, 500 fee t from  
ra lro ad  across  the  s tre e t  from  bank. H as  
e lectric  lig h ts  and  la rge  show w indow s. 
In q u ire  B EN JA M IN  R A N K E N S, H a m il
ton . Mich.

CASH For Your Merchandise!
W ill buy you r en tire  s tock  o r  p a r t  of 
s tock  of shoes, d ry  goods, clo th ing , fu r- 
nishnffs. b a za a r  novelties, fu rn itu re , etc. 

L O U IS  L E V I N S O H N . S a q l m w .  M ic h .

a r e  y o u  s e l l in g  o u t ?
W ill pay  h ig h est am o u n t In C ash  for 
you r en tire  o r p a r t  of s tock  an d  fix tu res 
of a n y  descrip tion . Call o r  w rite  Jac k  
Kosofsky, 1235 W . Euclid Ave., N o rth 
w ay 5695, D etro it, Mich.

PRINTING
M r. M erch an t: S ta r t  a  “ S tore

N ew s” pub lica tion  fo r y o u r c u s
to m ers  to s t i r  up  business, g e t ou r 
p rices—1000 le tte rh e ad s , 1000 enve
lopes, p rin ted , 56.00, b e tte r  p ap er 
a t  h ig h e r price.

RUE PU B LISH IN G  CO.
D enton, Md._______

SIDNEY ELEVATORS 
Will reduce handling expense and 
■peed up work—will make money 
for you. Easily installed. Plans 
and InstTuotions sent with eaoh 
elevator. Write stating require
ments, giving kind at machine and 
size of platform wanted, as well 
as height. We will quote s  money 

. . .  saving price.
S id n e y  E l e v a t o r  M n fo - C o .. S id n e y .  O ltle

FIRE AND B U R G LA R PR O O F

S A F E S
GRAND RAPIDS SAFE CO.

T radesm an Building



NEW  ISSUE

$650,000
THAD E. LELAND

DETROIT, MICHIGAN

First Mortgage 6£% Sinking Fund Gold Bond
TAX EXEMPT IN MICHIGAN

Dated April 1, 1926
Due April 1, 1934

Aprn». ff ?, A
AMERICAN TRUST COMPANY, TRUSTEE 

DETROIT, MICHIGAN

These bonds are  d irect obligation of T had  E. L eland  and A gnes W  Leland his wife, »"d  are secured 
by a m ortgage on property  ow ned in fee sim ple located in the follow,ng subd,v.s,„ns.

Leland H eights— Six miles from  City Hall, Detroit, Mich.
Leland H ighlands— Six miles from  City Hall, Detroit, Mich.
Fair O aks Sub----Eight and  one-half miles from  City D e tro it Mi<ch‘
Riches Sub.— Eight and one-half m iles from  City Hall, D etroit, Mich.

These properties are all served by  excellent trans
portation  facilities and are  fully im proved w ith all 
m odern utilities.

These properties have been appraised  by  two 
officers of the A m erican T rust Com pany, Trustees 
under this issue— nam ely, R ichard G. Lam brecht, 
C hairm an of the B oard of D irectors, and  John  A. 
Fitzsimmons, Treasurer, and  a conservative value 
of $1 ,393 ,050  has been placed thereon.

M ore than 75%  of these properties w ere sold in 
the  years 1920-1921. T here  w ere a  to ta l of 1870 
lots in these subdivisions, out of which 908 lots 
have been  paid for and  deeded  and  are no t under 
this m ortgage. T here are  867 lots n o w ^ n d e r  con
tract, the original sales price being $ 1,08b, I IZ./D, 
and  as of A pril 1st, 1926, there are unPaid balances 
on these contracts which aggregate $833 ,460 .45 . 
In addition  to  the 867 lots which are under contract 
and  are security for this b ond  issue, there are 95 
lots which w hen sold will increase the unpaid  bal
ances of land contracts b y  approxim ately  $149,- 
150.00; or in o ther words, there will b e  for the 
service of this bond  issue a to tal of $982 ,610 .46  
balance due on land  contracts. All of these land 
contracts have been assigned to and  deposited  w ith

the T rustee as additional security to this issue. The 
collections a t the present tim e average m ore than 
$12 ,000  per m onth, and  on account of the fact the 
the contracts are so well m atured and the property  
located in such thickly settled communities, a great 
num ber of them  will be paid up long before the 
natural life of the average contract.

Beginning w ith the date of this issue, and  con
tinuing for three years, the m ortgagor will deposit 
w ith the T rustee $85,000 a year in m onthly in
stallm ents of $7 ,083 .33 . A fter this three-year per
iod, 9 2 %  of all collections, bo th  principal and in
terest, will b e  deposited  w ith the Trustee. These 
funds will pay  the interest of this issue and  retire 
the bonds.

As additional security, the m ortgagor has assigned 
to the Trustee, $125 ,000  of life insurance, m old 
line com panies, the proceeds from  which, in case 
of his death, m ust be  used to retire bonds.

A ll m atters of legality in connection with this 
issue have been p repared  and approved  by  Slyheld 
H artm an & Mercer, attorneys for the Bankers, and 
G bodenough, V oorheis, Long and Ryan for the 
borrow er.

Price, 100 and Accrued Interest to Yield 6% %

In the opinion of conmel th e «  bond , qualify a ,  legal invertmen. for Michigan Saving. Bank, under the rt»-
called three-fifths clause in the State Banking Act.

__  .  „  re liab le  W e do not g u a ran tee  bu t believe them  to  be
The S T J S S S  A a .  T he bonds a re  offered su b jec t to  prior saie.

Fonton Davis Boyle
CHICAGO GRAND RAPIDS DETROIT


