


<ParoWax=
The canning season has started, and 
there will be an im m ediate increase in 
the dem and for Parow ax. If you have 
not a lready ordered your supply, do so 
now, so tha t you will be ready to meet 
the demand.
Every year there is a  large increase in 
the dem and for Parow ax for the seal
ing of jam s, jellies and preserves. 
Housewives have learned th a t pre
serves which are sealed w ith Parow ax 
never ferm ent or mold. Parow ax

for the canning season
seals the fruit flavor in, and keeps the 
molds and ferm ents out.

Parow ax is also used in the  laundry as 
an aid to soap. A  quarter of a  cake of 
Parow ax, shaved into the  boiler w ith 
the usual am ount of soap, loosens the 
d irt in the clothes and saves rubbing.

Parow ax will pay  you a  good profit. 
Display it on your counter, so the  
housewives will know  th a t you handle 
it.

Standard Oil Company
[Indiana]
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NOT ALL ALIKE.
Another canard has been circulated 

with the apparent purpose of putting 
America’s conduct of foreign affairs 
in a bad light. The rumor that the 
American Ambassador to Brazil had 
congratulated the Rio government on 
withdrawal from the League of Na
tions was immediately denied, but not 
before it had done considerable harm 
in League circles. Now a report has 
been circulated in Paris to the effect 
that Under Secretary of the Treasury 
Winston remarked to French political 
leaders that France could not get 
American loans on as favorable a basis 
as Italy because France has no Mus
solini. The absurd report has, of 
course, been denied also. That it 
should have been credited at all indi
cates a distrust and a fear of American 
foreign policy that have no basis in 
fact. Misrepresentation of this sort 
puts the self-respect of these other 
nations to an unpleasant test.

Just because Secretary of Labor 
Davis made a fool of himself and be
trayed the trust reposed in him by the 
Government by wiring the labor union 
sluggers of England that the United 
States approved of the reign of terror 
they inaugurated though their nation 
wide strike is no reason why all Gov
ernment officers should be suspected 
of being plain d----- fools.

FORCED TO HOLD HIS NOSE.
There is more than a suspicion that 

the rivers and harbors bill now receiv
ing the final touches in Congress is not 
all it should be. There is, in fact, 
the distinct smell of “pork” about it. 
While it includes many projects which 
cannot be and are not criticized, there 
are others of more than doubtful 
value. In pre-budget days and in the 
times when Federal economy was not 
so much emphasized this was one of 
the favorite “pork barrels.”

Some of the time-worn proposals

for the improvement of the navigation 
of “Mud Creek” and the betterment 
of “Ooze Harbor” are back again. 
Some of the untamable Western 
streams are up again for taming. Not 
much is being said about the measure 
or the appropriations it carries. It is 
moving along rather serenely on the 
tide of legislation.

However, when a Western Senator, 
high in the councils of the Administra
tion, says he will be forced to hold his 
nose when he votes for it all cannot be 
well. Some of the time the Senate 
gave to the migratory bird bill might 
well have been given to a* discussion 
of the more or less migratory rivers 
and forgotten harbors that will profit 
by these appropriations.

AHEAD OF COLUMBUS 500 YRS.
Sweden’s Crown Prince paid tribute 

to he Vikings at the old stone mill, 
which Newport likes to believe is a 
landmark of the coming of Leif Eric- 
son. Even Horsford spent much of 
his lifetime trying to prove that the 
Vikings came ashore at Norumbega, 
on the Charles River. The range of 
speculation includes points as far North 
as Labrador and as far South as Vir
ginia, for the location of the “Vine- 
land” where grapes were found. All 
unprejudiced historians cheerfully con
cede that the Norsemen anticipated 
Columbus by at least 500 years. The 
Norsemen, like the Phoenicians, sailed 
a boat wherever a boat could go, and 
the restless spirit of Amundsen, Ras
mussen, or Nansen is the outcropping 
in our time of the fever that burned 
in the veins of Eric the Red and his 
shipmates bidding them sail, like Ulys
ses, beyond the rim of the known 
world.

The case of Magnus Johnson illus
trates what happens to a state when 
it once steps a few measures with a 
political snake dancer. In a moment 
of aberration Minnesota sent Magnus 
to the Senate. He flourished a brief 
space, to the great delectation of Wash
ington, and was speedily forgotten be
fore his little day was over. He ran 
again for the Senate and received a 
trouncing. He then contested the seat 
of Senator Schall, who had beaten him, 
although the Johnson case had hard
ly a leg to stand upon. The Senate 
Committee on Elections refused to 

give him aid and comfort; but Minne
sota has not heard the last of him. 
He is now in the race for Governor 
as a Farmer-Labor candidate. The 
Johnson voice, the loudest in all the 
clamorous Northwest, will boom over 
Minnesota this spring. Minnesota is 
herself to blame. The “North Star 
State” encouraged Magnus, and now 
the “Gophers” njust bear with him,

Volumes have >cen written concern
ing the advisability of teaching pros
pective brides to cook, as a cure for 
the divorce habit. A decade ago many 
wise men proved to their own satis
faction that nothing was more de
structive to lasting conjugal relations 
than a hard biscuit or a soggy pie. 
But the rise of the delicatessen shop 
has done away with this home destroy
ing evil. Schools for teaching young 
women the science of cookery are no 
longer needed. A suit for divorce filed 
in Brooklyn, the city of homes, indi
cates that the real cause of the trou
ble lies on the other side of the matri- 
monia1 fence. What is really needed 
is a school for training prospective 
bridegrooms to do odd jobs about the 
house. The papers in this case show 
that no wife can respect her husband 
until he learns to do these things. The 
remedy is simple. No young man 
should be allowed to have a marriage 
license until he can pass an examina
tion in hanging curtains, putting up 
pictures, painting window sills and 
doing over hardwood floors.

Thirty-one of the 120 men who were 
graduated from Princeton University 
in 1875 are still alive. Each is more 
than seventy years of age. Twenty- 
five of the number come under the 
student designation of bookworms, the 
six others having followed business 
careers. The figures serve to raise the 
question whether the college book
worm lives longer than the athlete. 
There is a popular belief that few of 
the latter pass sixty, and that most of 
them die ten years earlier. The reason 
for the greater longevity of the phys
ically weaker students may lie in the 
fact that they are forced to take greater 
care of their health than the stronger 
men. The cracked pot goes often to 
the well, and a lean horse usually wins 
the long race. There is no other ex
planation why the youth who cannot 
make any team should live longer than 
the youth who is strong enough to 
pick and choose among the most stren
uous opportunities for undergraduate 
fame.

Certain university professors having 
expressed the opinion that football as 
now conducted is conducive to drink
ing and dishonesty in college, and re
sults in neglect of work, the Carnegie 
Foundation announces the beginning 
of a survey to determine the exact ef
fects of sports in schools and colleges. 
Devotees of football will be comforted 
by the remarks of Dr. Savage of the 
Foundation that there is much loose 
talk about the good and bad effects 
from athletics and that the country 
grows excited over the question about 
every two years. There is an assur

ance here that those in charge of the 
investigation are not likely to become 
unduly excited over the subject and 
that the investigation will be interest
ing and valuable. The probable re
sult will be to find that, as with all 
other good things, the real trouble lies 
not in the sports themselves but in 
the abuse of them, and that it is the 
business of the faculty of each uni
versity to see that its own students 
do not abuse a good thing.

There are still men who can sail, 
in these days of “floating machine 
shops” and the Diesel engine. The 
crew that has brought the forty-eight- 
foot British cutter yacht Jolie Brise 
across for the race from New London 
to Bermuda 'bears witness to the fact. 
There were but five sailors and they 
were forty-seven days in making the 
crossing, but hey casually dismiss the 
hardships of standing watch and watch 
with so small a company, merely not
ing incidentally that their little craft 
rode out two gales and that for 
eighteen days they saw no trace of any 
other human occupancy of the sea. 
But this gallant band of navigators, 
which has gained valuable experience 
for the coast-wise run, does not mo
nopolize the honors of the meeting in 
sportsmanship. Three American boats 
will escort the Jolie Brise on her return 
to race on the other side of the sea, 
and they will probably vie with the 
British craft for the best record in 
the crossing.

A new transatlantic cable to be laid 
smoothly and easily along the ocean 
floor at the rate of seven knots an 
hour, marks the progress of applied 
science since the brave and finally suc
cessful struggle of Cyrus Field, from 
1857 to 1866. To-day the cable will 
be put down in spliced lengths of 300 
to 400 miles; in the earlier attempts 
a total of 204 miles was the best 
achievement after repeated efforts, and 
when in 1858 communication was first 
established the line broke after Queen 
Victoria had sent President Buchanan 
a congratulatory message. When the 
Great Eastern in 1865, renewed the 
discouraging enterprise, the cable 
again broke within 600 miles of New
foundland; and not until 1866 was the 
big ship successful. To-day we accept 
as almost a commplace what was re
garded as an epochal achievement at 
the close of the Civil War.

Why is it that the Wasteful Guy, 
who hasn’t a piastre to his name, al
ways, blames his misfortune to hard 
luck? You’ll find Birds of that flock 
ready to divide with the fellow who 
has made a bundle of greens and kept 
a little of it in cheerful storage.
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CUSTOMER IS ALWAYS RIGHT.

Occasions When Courtesy of Sales 
Persons Is Wrenched.

One of the few really good anec
dotes concerning department stores 
has to do with that bane of all retail
ers—the woman who is “just look’ng.” 
It is about a shopper of this type who 
stopped at a silk counter of a certain 
store one afternoon and asked to be 
shown some satin. The clerk serving 
her took down piece after piece, which 
the woman looked at and then dis
missed with a wave of the hand.

When the clerk was about at the 
point of physical exhaustion the “cus
tomer” calmly informed him that she 
had not intended to buy anyth:ng and 
that she had simply stopped there be
cause she was in the store looking for 
a friend .To which, with a note of 
exasperation in his voice, the clerk re
plied: “There are still a few pieces of 
satin on the shelves, madame. Per
haps we shall find your friend in one 
of them.”

This little story ’'s related only be
cause it illustrates the violation of one 
of the cardinal rules of retail sales
manship—that, no matter what the 
circumstances may be, the customer 
must be treated courteously. It is for 
such violations that executives of mod
ern department stores are constantly 
on the watch, and it is part of the 
dut:es of the “shoppers” of such 
stores to observe and report them 
when they occur. That they are 
numerous is shown by reports turned 
:n by these employes.

Somet’mes the “shoppers” report on 
how ‘hey are treated when thev “buy” 
-r  article in the store that employs 
‘hem: sometimes thev merely observe 
h~ treatment accorded real customers. 

Onlv recentlv an observation report 
turned in bv one “shopper” showed a 
flagrant violation of the courtesv rule. 
In *h:s case a customer was looking 
through the stock of misses’ coats of 
a certain size, but was evidently not 
able to find what she wanted. The 
sales'”cman simph- walked along with 
her. making no at'empt to help. The 
customer, either piqued at her failure 
to find a coat she thought su'table or 
at the saleswoman’s apparent lack of 
interes* in her problem, finally gave 
up with a rather pettish remark con
cerning the lack of style in the gar
ments she had seen At this the sales
woman bridled and snapped, “Huh, I 
suppose you know more about style 
than our buyer!” The customer left 
without buying.

The “shopper.” who had recognized 
the customer as one of the country’s 
well-known authorities on women’s 
dress, so far forgot herself as to 
“step out of character” .and tell the 
saleswoman who the woman was. The 
saleswoman, not knowing the “shop
per” from Eve, looked at her brazenly 
for a moment and then replied cut
tingly, “Sure she is, an’ I’m Mary 
Pickford.” There’s a new girl in that 
department.

Another “shopper” in the same store 
is tall and thin. She is married, but 
looks rather like a spinster. Conse
quently, when she is “buying” in her 
own store she leans toward things 
that women of her type would likely

buy. Recently she “shopped” the 
women’s coat section and deliberately 
picked out the least stylish garment in 
the place. She asked to have it sent 
and gave the saleswoman her name 
and address. When she called herself 
Mrs. Charles Jones the saleswoman 
stared at her in surprise. “Gee,” she 
said, “that’s a funny one, you bein’ 
married. Most women that buys coats 
like that is old maids.”

Not so very long ago the sales
women of the stout wear section of a 
prominent store were given some thor
ough drilling on the effect of color on 
intensifying or reducing the bulkiness 
of the stout figure. A “shopper” for 
this store had for an aunt an agree
able but very chubby woman who 
consented to help her test how well 
the lessons had been learned. She was 
instructed to ask first for a dress in 
a certain shade of gray which, while 
it would be suitable for wear by some 
types of stout women, would make her 
look like a circus freak. It was further 
arranged that if the saleswoman tried 
to sell the aunt a dress of a darker 
hue—a navy blue, perhaps—she would 
slowly and apparently reluctantly let 
herself be won over.

With the stage all set, the show be
gan. The saleswoman brought out 
some dresses in dark colors first, 
thereby showing that the selling in
structions had not been lost on her. 
The aunt politely but firmly rejected 
them and asked for the gray shade, 
as she had been coached. Finally, 
over her voiced objections, the sales
woman produced, a dress of the des:red 
hue, and the aunt retired to a fitting 
room to don it.

The “shopper” and the saleswoman 
waited near the door of the fitting 
room, and as the aunt emerged the 
saleswoman’s eyes seemed to pop from 
her head. “Oh, God, Madam,” she 
ejaculated, “take it off quick. It 
makes you look like a balloon.” The 
remark coupled with the shocked ex
pression on the saleswoman’s face, 
caused both the aunt and the “shop
per” to smile involuntarily. This 
seemed to touch the saleswoman “on 
the raw.” She forgot all rules about 
courtesy in selling. “Women with 
tastes like yours,” she snapped, “ought 
to buy their clothes :n Podunk instead 
of her.”

A shopper for the same store was 
standing near two women in the 
misses’ dress section a few days ago 
while they were looking at graduation 
dresses. She gathered from their con
versation that one of them wanted to 
buy a dress for her daughter’s gradua
tion from high school. The sales
woman had shown them several, the 
last of which was rather simply made.

Holding this dress up before her, the 
mother of the girl remarked to her 
companion that it really was a shame 
to pay a h:gh price for such a dress, 
when one like it could be made at 
home without a great deal of trouble. 
At that the saleswoman took the dress 
from the customer’s hands, at the 
same time informing her rather forc
ibly that if she was shopping for ideas 
instead of dresses she had better go 
somewhere else to do it. The cus
tomer and her companion left in a huff,

USE MUELLER’S 
Spaghetti Noodles 

to Bridge
the Gap When Some* 
thinj> Good is Desired-

M U E L L E R SSPAGHETTIMUELLERSMUELLER’S

^ 7 1 i i s  i s  t h e  B r i d g e  t o  
t h e  H o u s e  t h a t  J a c k  B u i l t * - -

This Jack is a progressive grocer who cashes in on Mueller’s national 
advertising by building this simple window trim so as to attract the 
ever searching eye of the particular shopper.
He then instructs his clerks, Tom, Dick and Harry to suggest 
MUELLER’S ELBOW MACARONI, SPAGHETTI and EGG 
NOODLES as a substitute for potatoes because it involves less work 
and gives him more profit.

M U E  L L E  R ’S

Every Year Is 
A Shredded W heat Year

Breakfast cereals may come and go, but Shredded 
Wheat seems to go on with increasing sales from 
year to year. There must be some reason for this— 
in fact there are many reasons-

Shredded
Wheat

is a real whole wheat food, nourishing, easily digested, 
ready-cooked and ready-to-eat. I t  is a boon to house
keepers—no kitchen work or worry—saves fuel, saves 
time, saves money. Our plans for increasing the con
sumer demand for Shredded Wheat Biscuit and Tris- 
cuit are more extensive than ever. This means busi
ness for you. Are you stocked up to meet the in
creased demand?

The Shredded Wheat Co.
Niagara Falls, N. T.
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and the saleswoman had something to 
explain later.

In another instance the infraction of 
the courtesy rule occurred in the pres
ence of the buyer. The merchandise 
in this case was a child’s raincoat, 
with hat to match. The argument 
came up over the price, the customer 
maintaining that the saleswoman had 
told her that a figure the latter had 
quoted covered both articles. The 
saleswoman denied this. The buyer, 
who was standing near, saw that 
something was wrong and tactfully in
jected himself into the proceedings.

Thereupon the customer, with con
siderable vigor and at some length, 
set forth her side of the affair. Again 
the saleswoman denied the customer’s 
claim, at which the customer, by this 
time considerably “miffed,” retorted 
somewhat loudly, “Why, you did, too.”

Then the saleswoman lost control 
and, regardless of the presence of the 
buyer, she replied just as loudly, 
“Well, I say I didn’t, and my word is 
just as good as yours here.” This 
brought out a display of temper on the 
part of the customer that not even the 
buyer’s offer to accept her version of 
the story could check before a real 
scene had been created.

Five and Ten Cent Grocery Stores.
Massachusetts has hatched out an

other freak type of store, in the vicin
ity of classic Boston. It is nothing 
more nor less than a revival of the 
late lamented idea of a “5 and 10c” 
grocery store and one is said to be 
flourishing in Massachusetts avenue, 
that city.

The store carries 750 different items 
every one of which is sold at either 5c 
or 10c, no more and no less. While 
the Woolworth 5c and 10c stores are 
featuring 10c “portions” of candy in 
the front part of their stores and serv
ing 10c lunches in order to draw a 
crowd, here is a store stocked with 
small packages of grocery products.

The 5c and 10c grocery idea origin
ated in the mind of Arthur Smith, head 
of the Manhattan Market, in Cam
bridge, Mass. Mr. Smith’s first move 
was a 5c and 10c department in his 
big cash market, w’ith two counters de
voted to 5c and 10c items and a sur
prising variety of goods was shown. 
Some of the items labeled “15c” and 
even “25c” didn’t move well at these 
prices, but proved fast sellers on the 
10c counters. Then came the first 5c 
and 10c grocery store.

While it is useless to “knock” any 
hew idea in the way of serving gro
ceries to the public, most experienced 
grocers will find little basis for believ
ing in the ulthnate success of the ex
periment. Grocery margins are too 
narrow, quality for quality, to justify 
any very great bargains in foodstuffs 
and a fair price in most cases justifies 
“splitting the nickel” to such prices as 
7c, 11c, 23c, etc.

Within the bounds of fair and safe 
profit margins, there is mighty little 
chance for standardizing 5c and 10c 
prices, save in varying the amount one 
can afford to sell for a dime or a 
nickel and any grocer can do that as 
well as a “five and ten.” However, 
the experiment is worth watching.

Fall Millinery Trend.
Among the most definite trends of 

the Fall millinery season is the au
thentic Oriental revival. Historic 
prints and engravings, antique em
broideries, brocades and jeweled orna
ments are being sought throughout 
Paris by the leading modistes in sup
port of this movement of more elab
orate modes, according to a bulletin 
issued yesterday by the Retail Mil
linery Association of America.

“Many versions of the turban are 
already accepted,” says the bulletin, 
“but these are largely of a popular, 
not exclusive, expression, and lack the 
prestige of the true Oriental move
ment. Among the contours favored 
within the latter classification are 
those of East Indian and Persian or
igination, which again emphasize the 
style value of the padded roll in single, 
double and triple usage. Another 
well-defined Eastern note is the use of 
the standing aigrette.

“Turbans also appear which are of 
Chinese and Russian inspiration, but 
which offer unhackneyed details of 
these 'long-popular themes. Among 
them are effects obtained at the tip 
and the close line encircling the face. 
These offer new and flattering treat
ments, especially striking in glazed- 
face fabrics, metal brocades and wide 
ribbons.

“Russian lines are softer than in 
former seasons. Little or no draping 
enters into their creation, soft creases 
and supple folds replacing the more 
traditional effects.

“The increasing vogue of metal 
novelties abroad, for the creation of the 
semi-sports type of two-piece dresses, 
assures the adoption of metals for all 
types of the small, informal hat. 
Agnes. Talbot, Le Monnier and Lewis 
are already among the leading spon
sors of this mode, for which single
tone, two-tone, cire and quilted metals, 
galloons and ribbons are adopted.

“A new metalized ostrich flue is in
troduced ;n a series of embroideries 
upon bright shades of velvet, and 
many cleverly contrived details of 
metal are reintroduced in elaboration 
of Syrian suggestion which present 
the actual metal detail in massed ef
fects. These shimmering all-overs are 
supplied as dress details, as well as 
upon crowns and brims of hats, glove 
tops and as coat trims

“Metalized fur is another revival 
which is attracting more favorable at
tention than upon its introduction 
some seasons ago, and it is especially 
successful when used as motifs upon 
velvet models.”

Shawls Cheaper, More Sales.
With the lowering in prices of the 

br'ght colored Spanish type shawls has 
come a broadening of the retail in
terest in this merchandise. For a 
while most of the shawls offered by 
retailers were of foreign origin, and 
the prices that were asked for them 
placed them out of reach of the aver
age consumer. Copies were soon made 
available by domestic manufacturers 
at much cheaper prices, with the re
sult that more of the shawds, which 
are considered the proper accessory 
for evening wear, are said to have 
been sold during the past two months 
than in six months before.

Sun-M aid packs only selected raisins. In  its great conver
sion plants the rest are profitably turned into by-products. 

O nly Sun-M aid has facilities to do this

Sun-Maid quality 
wins trade and makes 

satisfied customers
When you sell a woman a package of 
Sun-Maid raisins you give her a value 
that no competitor can match with 
another brand. And she knows it.

There is a distinctive quality in 
Sun-Maid raisins that women appre
ciate. Their full, rich flavor, their 
tenderness, their cleanliness are ad
vantages that women do not over
look.

W hat accounts for this finer qual
ity is the Sun-Maid policy of care
fully selecting for each of its packs 
only those raisins which ideally meet 
the user’s requirements, and convert
ing other fruit into valuable by-prod
ucts. Only Sun-Maid is equipped to 
do this.

To increase your sales, therefore; 
to identify your store as one where 
quality groceries are found, feature 
Sun-Maid raisins.

Sun-Maid Products
Distributed by

S u n l a n d  S a l e s  C o o p e r a t i v e  A s s o c i a t i o n  
Offices throughout the World
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MOVEMENTS OF MERCHANTS.
Ithaca — W. J. Ayers succeeds 

George A. Ford in the grocery busi
ness.

Quincy—E. O. Kenyon has sold his 
fuel and seed business to the Quincy 
Lumber Co.

Holland—The Notier-Van Ark Co-, 
27 West 8th street, is closing out its 
stock of boots and shoes.

Clare—Eli Ramey is rebuilding his 
restaurant and cigar store which was 
destroyed by fire recently.

Detroit—The Howis Glass Co., 13911 
Meyers Road, has increased its capital 
stock from $8,000 to $25,000.

Fennville—Charles A. Sheffer has 
sold his grocery stock to Chelman & 
Son, who have taken possession.

Detroit—The Service Coal Co., 3602 
McDougall avenue, has increased its 
capital stock from $2,000 to $15,000.

Detroit—The Mitchell Phonograph 
Corporation, 3000 Gratiot avenue, has 
increased its capital ‘stock from $5,000 
to $100,000.

Grand Rapids—The Grand Rapids 
Trunk Co., 101 Division avenue, S., 
has decreased its capital stock from 
$25,000 to $10,000.

Detroit—The National Electric Sup
ply & Fixture Co-, 1326 Broadway, 
has increased its capital stock from 
$50,000 to $75,000.

Detroit—H. H. Landay & Co., Inc., 
1235 Book building, wholesale coal, 
wood, etc., has increased its capital 
stock from $10,000 to $25,000.

Royal Oak—The Royal Oak Whole
sale Co., Harrison and Dexter streets, 
interior finish, has increased its capital 
stock from $150,000 to $250,000.

St. Johns—George H. Chapman is 
closing out his stock of dry goods at 
special sale and will devote his entire 
attention to his portable house manu
facturing plant.

Otsego—Mrs. Hattie Daniels, who 
has conducted a grocery store here for 
a number of years, has sold her stock 
and store fixtures to William Dens- 
more, who has taken possession.

Detroit—The Lindke Shoe Co., 1115 
Farmer street, has been incorporated 
with an authorized capital stock of 
$50,000, of which amount $30,000 has 
been subscribed and $26,500 paid in 
in cash.

Homer—The Homer Chamber of 
Commerce has secured an option on 
the factory building here owned by the 
Homer Furnace Co., of Coldwater and 
the outlook for a new factory in Homer 
is bright.

Detroit—The Miller Pharmacies, 
10240 Dexter boulevard, has been in
corporated with an authorized capital 
stock of $150,000, of which amount 
$52,500 has been subscribed and paid in 
in property.

Allegan—Willard Pierce, who has 
conducted the Home Bakery for the 
past three years, has sold it to Howard 
Falk and Lorin Baker, who have taken 
possession. Mr. Pierce will open a 
modern barber shop about July 1.

Saginaw—The Wanigas Oil Corpor
ation, 502 Second National Bank 
building, has been incorporated with 
an authorized capital stock of $25,000, 
of which amount $10,000 has been sub
scribed and $5,000 paid in in cash.

Detroit—The Miron Coal Co., 1570 
East Division avenue, has been in
corporated to deal in fuel and cement 
blocks, with an authorized capital stock 
of $5,000, all of which has been sub
scribed and paid in, $2,700 in cash and 
$2,300 in property.

Lansing—Sam H. Sheidt, formerly 
engaged in the coffee, tea and spice 
business in North Lansing, has re
turned from Florida and leased the 
store building at 121 East Grand River 
avenue and will occcupy it with a cof
fee store and restaurant.

Detroit—Benjamin L. Lamber, Pres
ident of Lamber & Loman, wholesale 
drug firm, died at his desk in the firm’s 
offices Sunday morning. Services 
were held Tuesday in Temple Beth El. 
Burial was in Woodmere cemetery. 
Mr. Lambert was 63 years old.

Detroit—The Wayne Electric Motor 
Co., 1224 West Fort street, has merged 
its business into a stock company un
der the same style, with an authorized 
capital stock of $7,000, all of which 
has been subscribed and paid in, $436.34 
in cash and $6,563.66 in property.

Detroit—The Exhibitors Supply Co., 
240 LaMothe avenue, wholesale and 
retail amusement supplies, has merged 
its business into a stock company un
der the same style, with an authorized 
capital stock of $10,000, $1,000 of which 
has been subscribed and paid in in 
cash.

Detroit—The Blessing Detroit Co., 
Inc., 202 Hofman building, has been 
incorporated to deal in music and 
musical instruments, with an author
ized capital stock of $5,000, of which 
amount $1,600 has been subscribed and 
paid in, $600 in cash and $1,000 in 
property.

Deroit—The Dee Hat Shop, Inc., 
8140 West Jefferson avenue, has been 
incorporated to deal in millinery, 
ready-to-wear garments for women, 
dress appurtenances, etc., with an au
thorized capital stock of $5,000, $1,000 
of which has been subscribed and paid 
in in cash.

Detroit—Charles C. Becketf, Inc., 
1454 Washington boulevard, has been 
incorporated to deal in men’s and boys’ 
clothing with an authorized capital 
stock of $4,000 common and $8,000 
preferred, all of which has been sub
scribed, $1,500 paid in in cash and 
$2,500 in property.

Lansing—The Muir Drug Co., of 
Grand Rapids, conducting a chain of 
drug stores in Michigan, Ohio and In
diana, has leased the store at 229 
S. Washington street for a long period 
of years and will open a Lansing unit 
in it as soon as the building has been 
remodeled and made modern.

Jackson—Hauck & Son, automo
biles, accessories, supplies, etc., has 
merged its business into a stock com
pany under the style of the Hauck 
Motor Sales Corporation, 526 East 
Michigan avenue, with an authorized 
capital stock of $25,000, $5,000 of 
which has been subscribed and paid 
in in property.

Royal Oak—The Hackett Coal Co. 
has merged its business into a stock 
company under the style of the Hackett 
Coal & Coke Co., 1022 North Main 
street, tsp deal ip fuel and builders’

supplies at wholesale, with an author
ized capital stock of $25,000, of which 
amount $16,000 has been subscribed, 
$1,622 paid in in cash and $13,378 in 
property.

Melvin—The stock and fixtures of 
the general store of Charles Parkin, 
of Melvin, were disposed of June 12 
at sheriff’s sale for $4,061. Arthur 
Parkin, son of Charles Parkin, bought 
the stock. The goods were seized on 
complaint of Charles McKernan, oue 
of the depositors in the Melvin Bank 
of Parkin, Windsor & Co., which failed 
for $33,500.

Manufacturing Matters.
Allegan—W. D. Sanders is building 

an addition, 42x60 feet to his mattress 
factory.

Grand Rapids—The Foote-Reynolds 
Co., has changed its name to the Kin- 
del Furniture Co.

Port Huron—The Synthetic Wood 
Products Co. has changed its name to 
the Burwood Carved Products Co.

Muskegon — The West Michigan 
Steel Foundry Co. has increased its 
capital stock from $600,000 to $800,000.

Pontiac—The Austin Co. has been 
awarded engineering contract for the 
new $5,000,000 factory of the Oakland 
Motor Car Co.

Detroit—The Wolverine Tube Co., 
1411 Central avenue, has increased its 
capital stock from $500,000 to $750,000 
and 100,000 shares no par value.

Escanaba—The Michigan Turning 
Co. within a week will start production 
of a waterproof cedar float for gill 
nets. Additional men will be em
ployed.

Alpena—The Alpena Garment Co. is 
building a factory addition, 25x180 
feet, one-story, brick and steel and will 
add 100 employes, bringing the force 
up to 400 persons.

Kalamazoo—The Dearborn Equip
ment Co., North Pilcher street, has 
changed its name to the General 
Equipment Corporation and changed 
its capitalization from $50,000 to 40,000 
shares at $6.66 per share.

Detroit—The Komac Medical Co., 28 
West Warren avenue, has been in
corporated to manufacture and sell 
medicine, secret formula, etc., with an 
authorized capital stock of $10,000, all 
of which has been subbscribed and 
paid in.

Sturgis—The Harvey Paper Prod
ucts Co., 507 St. Joseph street, has 
been incorporated with an authorized 
capital stock of $200,000 common and 
$50,000 preferred, of which amount 
$45,000 has been subbscribed and paid 
in in cash.

Detroit—The Wayne Products Co., 
3603 East Hancock avenue, has been 
incorporated to manufacture cereal 
beverages, malt syrup, etc., with an 
authorized capital stock of $10,000, all 
of which has been subscribed and 
$1,000 paid in in cash.

Detroit—The Detel Co., 270 St. 
Aubin street, has been incorporated 
to manufacture and repair barrels, 
boxes and bags, with an authorized 
capital stock of $10,000, of which 
amount $3,600 has been subscribed and 
paid in, $1,000 bt cash and $2,600 in 
property.

Detroit—Dr. Farnham’s Laborator
ies, Boydell building, 439 East Fort 
street, has been incorporated to manu
facture and sell electrical therapeutic 
instruments, with an authorized capital 
stock of $5,000, all of which has been 
subscribed and paid in, $500 in cash 
and $4,500 in property.

Benton Harbor—The General Ozone 
Co., Traction building, has been in
corporated to manufacture and lease 
ozone and other disinfectant appli
ances, with an authorized capital stock 
of $50,000 preferred and 5,000 shares 
at $1 per share, of which amount $10,- 
000 and 5,000 shares has been sub
scribed, $2,500 paid in in cash ami 
$5,000 in property.

Monroe—The Consolidated Paper 
Co. with a floor space of over forty 
acres, is one of the largest concerns 
engaged in manufacture of folding 
paper boxes, solid fiber and corrugated 
fiber shipping containers, folding box 
boards, binders’ board and a special 
waterproof panel board for the auto
motive industry. The employes num
ber about 2,000 people and the annual 
pay roll is in excess of three million 
dollars. The total daily capacity is 
about 600 tons. The properties con
sist of three large plants at Monroe, 
and another good sized plant at Auro
ra, 111.; a plant at Glenfield, Pa., and 
a new plant now being built at River 
Rouge (Detroit district). Another 
new building is under construction at 
Monroe that will house a new paper 
mill scheduled to start about Sept. 1.

What She Really Wanted.
“I’m sorry dear, but I went into six 

stores and they didn’t have any dress 
goods to match the sample you gave 
me,” said the husband as he sank into 
a chair.

“Fine! That’s just what I wanted 
to know. My dress will be unique!”

Nuts—The walnut market developed 
a boom in the shelled division last 
week and a mild hardening in values 
in nuts in the shell. The former were 
affected by the undoubtedly light hold
ings of carryover meats here and in 
Europe, coupled by advices of a cur
tailed crop in sight in France. Shelters 
have little old crop to sell and what is 
available is being advanced while new 
nuts are being withdrawn or are being 
marked up sharply in price. Judging 
from present postings the crop will be 
more or less a failure following re
cent cold weather. Nut meats and nuts 
in the shell still remaining out of the 
1925 yield are being held with more 
confidence. The change in domestic 
nuts in the shell has been gradual and 
is more in tone than in value, but pre
miums over a month ago are possible 
on fancy varieties and on budded. 
There are fewer offerings on the open 
market. Other nuts were unchanged 
last week.

L. E. Marshall, dealer in dry goods, 
millinery, ready-to-wear garments, etc., 
at Grand Ledge, renews his subscrip
tion to the Tradesman and says: “No 
merchant should be without your val
uable paper as each week it gets bet
ter and better.’’
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Essential Features of the Grocery 
Staples.

Sugar—Jobbers hold cane granu
lated at 6j4c.

Tea—Quite a business has been done 
in tea during the past week. New 
crop tea will not come forward for sev
eral weeks, but spot teas were well 
maintained on this side, first, because 
the stocks in buyers’ hands are pretty 
low, and second, because of the higher 
prices at which new teas have opened 
in primary markets. The week has 
marked no important recession from 
the previously reported prices. Cey- 
l°ns, Indias, Javas, Formosas and 
practically all the rest of the desirable 
line are steady to firm, without change 
for the week. Speaking of China teas, 
Ping Sueys opened at an advance of 
5c over last year’s prices.

Coffee—The coffee market has shown 
no marked changes during the week. 
There has been some slight recession 
in Rio and Santos coffees over previ
ously quoted prices, but as the week 
closed the market was about J^c high
er. Conditions in Brazil are strong. 
Advises received during the week put 
the visible supply of coffee at 1,000,000 
bags less than normal. The net re
sult of the past week is that Rio and 
Santos coffees are perhaps %c higher 
than a week ago; meaning coffee sold 
green and in a large way. As to milds, 
there has been no change for the week. 
The jobbing market for roasted coffee 
is unchanged and fairly active.

Canned Fruits—Little else occurred 
in the canned food market last week 
except the naming of prices on Cali
fornia fruits, followed by trading 
throughout the list and quite general 
throughout the trade. Buyers were 
prepared for advances over last year 
on peaches and predicted a lower pear 
basis, and their forecasts were realized. 
The usual protest, a complaint that 
the market was named higher than 
need be, was made but notwithstand
ing brokers report a universal con
firmation of tentative orders and cov
ering by those who had waited until 
formal prices were named. Some large 
individual orders have been reported 
as placed, especially with a few of the 
popular packers who have the reputa
tion for turning out good packs and 
give their buyers better treatment than 
their competitors in adjustments. Pine
apple prices may not be out for an
other week or more as to name them 
now might work an injustice to can- 
ners by naming a too low basis, or if 
too high, cause a reaction in the event 
the pack turns out heavier than now 
indicated. Also there is a disposition 
to let the California fruit buying flurry 
pass before putting on pineapple prices.

Canned Vegetables—The packing 
season for canned vegetables is here, 
and everything points to a considerable 
reduction in production. Tomatoes are 
steady to firm, with most holders hold
ing up prices. The tomato market is 
in much better shape for the holder 
than some time ago. Future tomatoes 
are not selling except for special 
brands. As to peas, the first of the 
new Southern pack are reaching the 
large markets. Packers are report
ing 50 per cent, shortage. Wisconsin

factories are beginning their season 
with the pack in doubt. As to old 
peas, there are still a good many about 
and they will plague the market for 
some time yet. As to corn, no change 
has occurred during the week. The 
demand is very dull, with prices none 
too strong.

Canned Fish—Alaska salmon of all 
grades is wanted, with pinks inclined 
to weakness. New crop Chinook sal- 
man has reached Eastern markets and 
is selling to some extent. California 
sardines are strong. Maine sardines 
are dull. Hot weather is the season 
for canned fish, and the continued 
coolness, outside of an occasional hot 
day, has greatly retarded the demand 
so far this season Shrimp, lobster and 
crab meat are all scarce.

Dried Fruits—A number of items on 
the 1925 dried fruit list are closely sold 
up and will be practicaly exhausted. 
Indeed, it might be said that only 
prunes and some types of raisins re
main. There are bare floors among 
peach and apricot holders which is 
proved when no hidden stocks are un
earthed by owners who want to take 
long profits before new crop appears 
and the market goes to a lower level. 
Not only are there few offerings, but 
the grades are confined to a few classi
fications and are short on the popular 
sorts. In raisins the scarcity is in 
seeded and in bleached- Bulk and 
package Thompsons are available and 
are carrying the burden of current dis
tribution. The market is longer on 
prunes than on other fruits, but com
pared with a year ago here are fewer 
prunes. The Northwest has concen
trated holdings in a few hands and a 
comparatively light carryover exists. 
In California a few independent pack
ers have the fruit and none of these 
merchants is a free seller. There is a 
fair demand but on a hand-to-mouth 
basis. Future dried fruits continue to 
sell in moderate volume, chiefly for 
early shipment to round out assort
ments as soon as possible and to en
able distributors to plug up the gaps 
which have developed throughout the 
trade as the result of the shortage of 
peaches, apricots, bleached raisins and 
other commodities. The week showed 
little change in prices on new packs.

Beans and Peas—A continued dull 
demand is recorded for the full line of 
dried beans. Prices are about un
changed, but barely steady. The ex
ception are white kidneys and Cali
fornia limas, which are a little stronger. 
Green and Scotch peas áre dull and 
unchanged.

Salt Fish—The demand for mackerel 
is poor. A little is selling every day, 
but the aggregate is small. Prices 
show no change, except that here and 
there some holder will shade the price 
for a good order.

Syrup and Molasses—Imported mo
lasses has been attracting some atten
tion from American buyers during the 
week No change has occurred in 
prices. Low grades of molasses are 
still weak, but higher grades are steady 
to firm and are wanted, considering 
the season. Sugar syrup is moving out 
very satisfactorily, with the prices 
steady to firm. The market is strength

ened by the small production. Com
pound syrup shows a steady move
ment, but not a large one. The aggre
gate demand is seasonably quiet. Prices 
are steady.

Cheese—The demand has been very 
fair during the past week, with the 
market continuously firm, but without 
change in price.

Provisions—All the news in hog 
products during the week has been 
weak, with slight fractional declines, 
although later lard recovered some
what. Eastern jobbing prices have 
shown little if any change. The de
mand has been fair.

Review of the Produce Market.
Apples—Baldwins, 75c@$l; Winesap 

box apples are now in market, selling 
as follows:
100s-113s ___________________ $3.00
125s --------------------------------------3.25
138s-150s ____________________ 2.75
198s-224s ____________________ 2.25

Asparagus—$1.25 per doz. for home 
grown.

Bananas—7yZ@8c per lb.
Beans—Michigan jobbers are quot

ing new crop as follows:
C. H. Pea Beans ____________ $4.50
Light Red K idney_____________ 8.75
Dark Red Kidney ____________ 8.25
Brown Sw ede_________________5.25
Cranberry Beans ______________ 7.00

Beets—New from Texas, $2 per bu. 
Home grown will be in market by the 
end of the week.

Brussel’s Sprouts—Florida, 30c per 
quart.

Butter—A very fair demand has 
marked the past week in the butter 
market. Receipts, however, have in
creased and the market declined lc per 
pound. Under grades moved down 
with the best grades of creamery. 
Holders sell fresh pack at 38c and 
prints at 40c. They pay 25c for pack
ing stock.

Cabbage—$3 per crate for new from 
Tennessee.

Cantaloupes—California are held this
week as follows:
Jumbos _____________________ $4.50
Standards ____________________ 4.50
P onys------------------------------------ 3.50
Flats ----------------- 1__________ 1.65

Carrots—New from California, $5 
per crate.

Cauliflower—California, $3.50 per 
crate of 9 to 14 heads.

Celery—California washed jumbo, 
$1.25.

Cocoanuts—$1 per doz.
Cucumbers—$1.40 per doz. for home 

grown hot house stock; Southern hot 
house commands $2 for 2 doz. box of 
fancy and $2.25 for extra fancy.

Eggs—Fine fresh eggs have been 
continuously wanted during the past 
week. Receipts still show a heavy per
centage of poor goods, and although 
receipts have increased during the 
week, there has been no large decline 
on this account. Prices have gone off 
about 2c per dozen on fine fresh eggs. 
Local jobbers pay 27c for strictly fresh 
and hold candled at 29c.

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 _______  $6.75
360 Red B a l l ............_..................5.75
300 Red Ball ....... 6.25

Lettuce—In good demand on the
following basis:
California Iceberg, 4s, per b u ._$3.50
Hot house leaf, per b u ._______$1.00

New Potatoes—North Carolina stock 
commands $3 per bu. and $7.50 per 
bbl.

Onions—Texas yellow, $2.25, Texas 
white, $2.75. The high wind Monday 
blew a large percentage of the grow
ing crop in Michigan out of the 
ground. The crop is also receiving at
tention from maggots, which it is fear
ed will be a great menace to the crop.

Oranges—Fancy Sunkist California 
Valencia are now on the following
basis: 
100 _ 
126 
150 
176 .. 
200 
216 
252 .. 
288 _. 
344 ..

$5.00
5.25
6.00
6.25
6.25
6.25
6.25 
6.00 
5.50

Sunkist Red Ball, 50c cheaper.
Parsley—$1 per doz. bunches for 

jumbo.
Peas—Southern stock, $2.75 per bu. 

hamper.
Peppers—Green from Florida, 90c 

per doz.
Pineapples—Local jobbers hold as 

follows:
36s --------------------------------------$3.00
30s ---------------------   3.50
24s ----------  5.25

Poultry—Wilson & Company pay as 
follows this week:
Heavy fow ls__________________ 25c
Light fowls __________________ 22c
Springers, 4 lbs. and u p ________ 25c
Broilers --------------------------- 26@32c
Turkey (fancy) young_________ 39c
Turkey (Old Toms) ___________ 32c
Ducks (White P ek ins)_________ 26c
Geese _______________________  15c

Radishes—25c for outdoor grown.
Spinach—$1.50 per bu. for home 

grown.
Strawberries—$2@2.50 per 16 qt. 

crate. There were 5,000 crates on the 
Grand Rapids market Tuesday—most
ly from the Benton Harbor district— 
and hundreds of crates were sold for 
for $1.50. It was the worst glut for 
years.

String Beans—$1.50 per climax bas
ket.

Sweet Potatoes—Delaware kiln dried 
$3.50 per hamper.

Tomatoes—Florida, $1.25 per 6 lb. 
basket; home grown hot house, $2 
for 7 lb. basket.

Wax Beans—$1.50 per climax basket.
Veal Calves—Wilson & Co. pay as

follows :
F a n c y -------------------------------- 17j^c
G ood------------------ -------------- 16c
Medium ___________________ 14c
Poor --------------------------------- 12c

Courtesy must always be included as 
one essential ingredient of every suc
cessful selling formula.

mailto:2@2.50
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Live Notes From Charlevoix the 
Beautiful.

Charlevoix, June 15—I thank you 
for the complimentary letter and will 
try to do justice to the appointment 
as subscription representative of the 
Michigan Tradesman.

Mrs. Emery, the owner of the lead
ing haberdashery here, told me I was 
too late to solicit her trade, as she has 
had and enjoyed the Tradesman for 
over twenty-five years.

Our mutual friends, the Kutsches, 
arrived here and are getting ready to 
open their gift shop on Bridge street.

It is no easy job to solicit new sub
scribers. Most everyone has subscrib
ed for the Michigan Tradesman years 
ago.

The M. A. Levinson Co., drv goods 
and furnishings, has a fine stock 
ready for the opening of the season.

Martin Block is also ready for the 
big rush. He is better stocked up than 
before and is now equipped with a new 
ice plant.

H. B. Jacobs tells me I am too late. 
He could not get along without the 
Michigan Tradesman. He has a fine 
stock of groceries.

A. S. Mussellam just came up from 
St. Augustine with his stock of rugs 
and curios. He will open his store 
in his Alhambra Hotel about July 1. 
The hotel will be in charge of Mrs. 
Hansen.

The Association of Commerce has 
its office in Brown’s store and has all 
sorts of descriptive pamphlets ready 
for the tourist. A complimentary copy 
of the Michigan Tradesman would be 
a good addition. The Free Public 
Library would also like to receive the 
Tradesman, especially during the re
sort season.

While B. A. Herman, proprietor of 
the local Central drug store is in 
Grand Rapids for treatment, H. I. 
Ochs is in charge of the store and 
place. Amon gother things he sells is 
Fleischmann’s yeast. He had to in
crease his order to meet the demand 
for it. Our mutual friend, Fessenden, 
has a fine drug store here and prom
ised me a little write up of same, but 
we will have to wait, as they are all 
too busy.

I notice a little error in my report. 
The Polly Kay shop and Miss Cath- 
erin Filch’s report belong together. 
You have them divided and it does not 
“listen well.”

The Charlevoix Beach Hotel and 
the Belvedere Hotel opened Tuesday 
for the 1926 season. The Inn will open 
July 1. The Chicago Club will open 
this wreek. Indications are that the 
local hotels will enjoy a good season. 
All of them have made a great many 
improvements.

Charlevoix’s already large fleet of 
pleasure craft will be enlarged soon 
by the arrival of three new boats be
longing to summer visitors which are 
expected next week.

Julius Gilbert has had his speed 
boat, the Laura B., refinished and has 
installed a new high powered motor. 
He was out w'ith same to-day.

The Charlevoix city band gave their 
first out door concert of the season 
last Saturday evening. The bovs have 
practiced throughout the winter and 
have added manv new selections to 
their reportoir. The Saturday evening 
concerts will prove a good drawing 
card for the merchants of the city and, 
with this fact in view, the business 
men should co-operate with the band 
activities.

The Horace E. Dodge Boat works, 
Inc., has appointed Hamilton & Son. 
local boat builders, as distributors of 
Dodge water cars in Charlevoix and 
Emmet counties.

A cake shop and woman’s exchange 
will soon be opened at 203 State street 
by Mrs. A. M. Shockley.

J. H. McGann, local baker, says 
business is good. He has enjoyed 
reading the Tradesman for over 
twenty vears.

Ann K. Wood, milliner^. has a fine 
line of Gage’s hats. All we need now

is warm weather so that the hats will 
move.

The big Fourth of July celebration 
of Charlevoix county will be held at 
Charlevoix July 5. There will be all 
kinds of sports, races, baseball games, 
coast guard drills, street dance at 
night, two big bands and $1,000 fire 
works display.

The Troy Steam Laundry has open
ed for the summer season in the large 
plant at the foot of Clinton street. 
During the winter months the busi
ness is carried on at 5 Van Pelt Place. 
They have added to the delivery ser
vice a new delivery car.

A. Van Allsburg & Son have a large 
grocery and meat market, wholesale 
and retail.

Through the courtesy of the editor 
of the M’chigan Tradesman, resorters 
and tourists will have an opportunity 
to read that publication at the local 
free library and at the office of the 
Chamber of Commerce during the 
summer season of 1926.

A new stone bungalow is being 
erected at Stonv Point, the newest 
subdivision of Charlevoix, bv P. T. 
Campbell, Charlevoix’s leading shoe 
merchant, and will be most attractive
ly constructed out of large granite 
rocks. The bungalow overlooks Lake 
Michigan and across Little Traverse 
Bav towards the head lands of old 
Cross Village and the Straits of Mack
inac. Mr. Campbell has an attractive 
shoe store, located on the main street 
of Charlevoix, near the postoffice. 
Service is Mr. Campbell’s motto, he 
paving particular attention to the 
needs of the tourists and resorters. \  
neat repair shop is kept at the rear of 
the store, where John Smith, one of 
M;chigan’s oldest cobblers, does an 
efficient job of repairing.

The Inter City Airways Co.’s new 
large seaplane landed in Pine Lake 
Tuesday and is now ready to carry 
passengers to any part of Michigan, 
even to Chicago or Detroit. The sea
plane is a big asset to the great North 
Michigan resort country and to see it 
sailing over Lake Michigan or Pine 
Lake at an elevation of 200 feet is a 
beautiful sight. It is often seen sail
ing into the gorgeous sunset or to the 
distant Beaver Islands with passen
gers to go on an early morning fish
ing trip around the islands.

Mrs. L. Elston has purchased lot 
15 at Boulder Park. She intends to 
hold ;t as an investment. Her neigh
bor there will be Henrv Masten. Man
ager of Klingman Co.. Grand Rapids. 
I am informed that he will build a 
Spanish stvle bungalow on his lot.

Mrs. J. J. Knight, of Kalamazoo, 
has purchased the lot next to the 
Linda Vista rooming house, on Belve
dere avenue, overlooking Round Lake, 
and is going to build a beautiful sum
mer home. L. Winternitz.

Dentist Turns Tables on Mail Order 
Game.

Kansas City, Mo., June 21—A Kan
sas City dentist has found a method to 
compete with mail order firms who 
send unsolicited articles to persons 
and then send a bill.

The dentist received a package con
taining several neckties, followed by 
a letter reading:

“We hope you like the neckties we 
sent vou. Enclosed you will find our 
bill for $5.”

Resolving on reprisals the dentist 
went to his work bench and packed up 
two old plates. These were mailed to 
the necktie firm, with the following 
letter:

“I hope these plates will fit you or 
some of your help. Enclosed you will 
find my bill for $100. I shall expect 
to receive check for $95 by return 
mail.”

There are no substitutes for initia
tive and perspiration. Think a lot. 
Then put your thoughts int oaction.

The model of the amateur artist is 
seldom as bad as she is painted.

'CHICAGO/
f i r X l s l i j /

THE GOODRICH WAY
“Operating Steamships Every Day in the Year "

DOUBLE DA
Muskegon-Grand Haven 

Electric Via Grand Haven
LEAVE GRAND RAPIDS

8:40 P. M G. R. TIME 
Day Boat Every Saturday 

Leave Gd. Haven 10:30 A . M.

LY SERVICE
Michigan Electric Railway 

Lines V ia Holland
LEA V E GRAND RAPIDS

8:00 P. M. G . R. TIME 
Day Boat Every Saturday 
Leave Holland 9  A . M.

FARE FROM GRAND RAPIDS $4.20
ROUND TRIP $7.30

UPPER BERTH $1.80. LOWER BERTH $2.25. 
SAVE MONEY —  Travel the Cool, Clean, Comfortable Way 

Ticket sold to all points South and W est
R eservations on D etro it, C leveland and  Buffalo S team ers
Vacation Trips on A ll Great Lakes Steamers.

Four Ticket Offices for Your Convenience as Follows:
M uskegon E lectric 
156 O ttaw a Ave. 

Dial 80223
PANTUND

LOBBY
M ichigan E lectric  

R ear Hotel P an tlind . 
Dial 93445

GOODRICH CITY OFFICE
PE A RL AND OTTAW A

W ITH  CONSOLIDATED RAILROAD T IC K E T  O FFIC E

W .S. NIXON, Gen’IA gt.
DIAL—88428—62343

THE OLD NJHttNAL DANK
Can you do better than to patronize the 
hank which serves satisfactorily Grand 
Rapids’ most successful business houses?

cA for Everybody,
M O N R O E  A T  P E A R L  N O  B R A N C H E S

AWNINGS
T I N T S

A ’

[ N
/
AffO

TRUCK COVERS

We specialize in anything made of 
canvas. Our awnings excel in dur
ability and attractiveness; our tents 
assure comfort in the worst weather.

Call the nearest dealer for advise

Fox  T ex tile  P ro d u c ts  Co., Y psilan ti. 
L an sin g  T e n t & A w ning Co., L ansing .
G rand K apids A w ning & T e n t Co., 

G rand  R apids.
K alam azoo A w ning & T e n t Co., 

K alam azoo.
M uskegon A w ning & M fg. Co, M us

kegon.
P o n tiac  T e n t & A w ning Co., Pon tiac .
G rand  H av en  A w ning & T rim  Shop, 

G rand H aven .
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What the Result of Iowa Primaries 
Portends.

Grandville, June 22—Reporters of 
the daily press seem to take delight in 
announcing that “Coolidge is bumped 
again.”

This refers, of course, to the fall of 
the veteran Iowa Senator Cummins, 
and the nomination of Brookhart, who 
so short a time ago was defeated for 
the Senate by a Democrat.

Brookhart’s former defeat was owing 
to disgusted Republicans repudiating 
a candidate who is very seldom a Re
publican, but belongs to that gang of 
bushwhackers who seem to delight in 
prodding every sensible idea that 
comes up in Congress.

Brookhart, as all know, is neither 
a Democrat nor a Republican, and yet, 
judging from the late Iowa primaries, 
he has secured Republican endorse
ment for the Senate. This is only as 
a nominee, wholly owing to the far
cical primary law which permits mem
bers of the opposite party to do the 
nominating for their enemies as was, 
no doubt, the case in the recent 
farcial showdown in Iowa.

After this comes the election. Will 
the Republicans of Iowa vote for th:s 
guerrilla who styles Vdmself a pro
gressive? Judging from other in
stances along this line they will not, 
consequently the Democrat will very 
likely win out, thus giving Iowa two 
Democratic senators, something that 
has not happened before since the 
Civil War.

These primary nominations are 
known to be a farce. It should be 
noted that nowhere have they given 
satisfaction. Then why cling to the 
foolish makeshift for convention ways 
of the past. Never in convention days 
was there one-half the dissatisfaction 
permeating the public as to-day. At 
least a nominee then was usually the 
choice of the party.

This cry, so often heard, “I am for 
the man and not for party,” is the 
shallowest of _ shams. It requires 
party organization to do things along 
lawmaking lines and the holding of a 
party to strict accountability for legis
lation, as in times gone by, is the only 
true way of ascertaining the public 
will.

When a man becomes so much su
perior to his party that he shies the 
track and goes off on a tangent, one 
mav understand that such a person has 
a far greater estimate of h’mself than 
have the people. Roosevelt felt that 
he was better than his party. He 
went outside the pasture and lost the 
election.

Such is usually the outcome of be
ing superior to party.

A Republican form of government 
cannot be run on the one man prin
ciple. It requires a combination of 
the forces for good to win and this 
constitutes a party. Good Republicans 
believe that a sincere partisan Demo
crat is far better than a renegade Re
publican. hence the chance for Brook
hart to capture the Iowa Senatorship 
is not very bright.

The defeat of the regular Repub
licans in Iowa is not far to see.

Although Senator Cummins, now an 
old man, has been regular in the past, 
he missed his figure very badly this 
year when he came out in support of 
the farmer raid on the U. S. Treasury.

Cummins became rattled, so to sneak 
and hastened to compromise h;s ideas 
of right and justice that he might get 
his party’s nomination. He has sig
nally failed, not being capable of beat
ing Brookhart at the game of dem- 
agogism that would seem to satisfy a 
certain discontented class of the Iowa 
population.

When a man so far forgets his man
hood as to agree to carry out legisla
tion detrimental to the great body of 
the American people, he deserves de
feat. Cummins invited this, since hd 
cast aside his allegiance to genuine 
Republicanism and went in for the 
fads and foibles of that farm bloc 
which has been the bane of honest 
politics for many moons.

Catering to class hatred never yet 
won a man great respect, even among 
his own kind. It is rather a pitiful 
sight to see one so long a straight out 
party man fall under the moloch of 
class, and wind up his days of former 
good service in the gutter, cast there 
by public condemnation.

Better things were expected of the 
venerable Iowa Senator.

Nothing good can come out of elect
ing a man like Brookhart, consequent
ly it becomes the duty of the Repub
licans of Iowa to repudiate him even 
more emphatically than they did on 
former occasions.

These farcial primary nominations 
are becoming a stench in the nostrils 
of the voter, hence the falling off of 
interest in elections and the conse
quent remaining away from the polls. 
“What’s the use?” is the general feel
ing about voting in these days of 
skulduggery carried on under the 
guise of getting nearer to the people.

If the people of Iowa have the 
spunk I think they have, there will be 
scarcely a grease spot left of this 
Brookhart after election.

There can be no disguising the fact 
that a vote for Brookhart means par'.y 
disorganization, and for the most cor
rupt political organization ever known 
in American politics, not even except
ing Tweedism in the old days of New 
York City corruption.

There will be no genuine reforms 
until the primary election method is 
forever wiped from the statute book 
and a return to sensible methods of 
nominating candidates again comes in.

As for this late election in Iowa 
bumping Coolidge, that is all bunk of 
the silliest sort. Coolidge will keep on 
the even tenor of his wav and let red
eyed politicians yell themselves hoarse 
over Haugen steals and all other 
schemes to rob the U. S. Treasury.

Old Timer.
Average Grocery Bill $500 a Year.
The average grocery bill in the 

United States to-day is $500 a year, ac
cording to figures published by the 
Harvard University Bureau of Busi
ness Research. Of this sum, the gro
cer gets $10 for his profit. Four hun
dred dollars is passed on to the whole
saler with whom he trades, the re
maining $90 is absorbed by overhead 
charges, such as rent, help, insurance 
and fixtures. Other figures from the 
same source reveal that while the gro
cer keeps 21c of the consumer’s dol
lar, the clothier keeps 24c, the haber
dasher 32c, the department store 28c 
and the jeweler 40c.

Federal Trade Commission figures 
indicate the wealth of the Nation has 
increased from $353,000,000,000 in 1922 
to about $550,000,000,000. The normal 
rate of increase in a decade seems to 
be about 16 per cent. In other words, 
the National wealth grows about fifty 
to sixty billions a year, and in 1922 the 
estimated income was $70,000,000,000 
with 52 per cent, of this drawn from 
manufacturing, 14 per cent, from agri
culture and 12 per cent, from mining. 
The increase of wealth keeps pace with 
the population growth, the latter stand
ing at 15 per cent, as against the 16 
per cent, rise in National wealth. While 
there is a great concentration of prop
erty in the hands of relatively few 
Americans, that tendency is beginning 
to diminish. The grand totals for the 
Nation are staggering. If the National 
income continues its present annual in
crease of $1,000,000,000 a year, they 
will be even more so. Such figures as 
these are responsible for the incurable 
optimism of the American.

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

TH E  PROM PT SHIPPERS

Another Quaker Leader

QUAKER
EVAPORATED MILK

The Milk for Every Meal
FOR SALE BY THE COMMUNITY GROCER IN YOUR NEIGHBORHOOD

Customers know this brand

W o r d e n  Q r o c e r  C o m  p a n  v
Wholesalers for Fifty-seven Years

O ttaw a a t W eston Grand Rapids
Th§ M ichigan Trust Company Receiver

Don’t Say Bread 

- Say

H0LSUM
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EXCLUDING FOREIGN GOODS.
Some rather interesting questions of 

law and practice are involved in a 
proceeding heard during the past w’eek 
by the Tariff Commission and taker 
under advisement by it. The matter 
in controversy is a form of phenolic 
resin, a by-product of coal tar, gen
erally known in this country under the 
trade name of bakelite. This a-ticle is 
patented. It is used for many pur
poses, taking the place of amber for 
beads, pipestems, etc., besides filling 
an important place as an insulator in 
electrical installations. A somewhat 
similar substance is made in Czecho
slovakia and Austria. Imports of this 
fashioned into C'garette holders, beads 
and other articles came into this coun
try and competed for favor with the 
domestic kind. The makers of bake
lite, instead of suing for infringement 
of their patent, made a direct appeal 
to the Tariff Commission to have ex
cluded from entry the foreign goods 
made of phenolic resin, and pending 
investigation the President ordered 
such exclusion. The importers were 
not heard in the matter prior to such 
action. The commission went on with 
the investigation and last week heard 
testimony in the matter, although the 
importers protested against having 
patent infringements dealt with at all 
by the commission. In this they were 
overruled. A report will, in due course, 
be made to President Coolidge, who 
will then announce, by proclamation, 
whether or not the foreign articles are 
to be excluded permanently. The pro
ceeding is under the provis:on of the 
Tariff act applicable to “unfair meth
ods of competition and unfair acts in 
the importation of articles or in their 
sale the effect or tendency of which 
is to destroy or substantially injure an 
industry efficiently and economically 
operated” here. Whatever the result 
of the present proceedings may be, the 
matter is likely to find its way to the 
courts for final decision on both the 
law and the facts.

AIRING TEXTILE TROUBLES.
There are conflicting opinions as to 

the value and possible effect of the 
airing which is being given to the 
conditions in the textile industry, es
pecially as to cottons and woolens. 
That these conditions were not so 
satisfactory as wras desired by manu
facturers of fabrics was pretty well 
understood by buyers as well as sellers, 
although statistics of production and 
distribution were not easily ascertain
able with any degree of accuracy. 
Profit and loss figures in the case of 
corporations whose stocks are listed 
on the exchanges shed some light on 
the situation, though they did not ap
pear until some time after things had 
occurred. Recently, however, the 
trade associations have been bringing 
the matter to general public attention. 
Cotton manufacturers, for example, 
after a conference with Secretary of 
Commerce Hoover, held a meeting to 
discuss the problem of how to make 
their mills pay and, incidentally, told 
about the straits they are in. The only 
remedy so far suggested was the re
striction of production until demand 
catches up, and this has been adopted 
to a considerable extent. It cannot be

said that any stiffening of prices has 
as yet resulted. One effect, however, 
has been to give the impression that 
matters are in a little worse shape 
than was generally believed, and this 
has teri-jid to confirm buyers in the 
impression that prices are unstable and 
that they have only to wait in order 
to get concessions. Such a state of 
mind is not conducive to the securing 
of much advance business, whatever 
else it may do. A minimizing of the 
importance of certain present tempo
rary ills and a greater degree of con
fidence in the situation in the near 
future might put a different face on 
things.

WOOLS AND WOOLENS.
Little is occurring at the moment to 

induce activity in the wool market. 
The next series of auctions of Colonial 
wools at London will begin on July 13. 
At the last series 21,500 bales were 
withdrawn, out of 101,600 offered, for 
lack of satisfactory bids. In this 
country some purchases continue to 
be made of the domestic clip and fre
quently these do not come up to the 
satisfaction of holders so far as price 
is concerned. There is no especial 
eagerness to buy on the part of the 
mills which appear to be taking small 
quantities of sorts that are needed 
from time to time. A report issued 
during the past week showed that 
there would be available for the Aus
tralian wool auction sales a total of 
2,240,000 bales. This insures a large 
supply from that quarter. Sales at 
Adelaide will begin on Aug. 27. New 
Zealand auctions start on June 29. Im
ports of wool into this country are 
much less than they were. For the 
week ended June 12 they footed up 
about 2,600,000 pounds. Although, 
from time to time, reports are made of 
a better and more confident feeling in 
the wool trade, the prices obtained fail 
to show this: There is said to be a 
quantity of “distress” wool in the mar
ket wh:ch helps keep down price 
levels. A statement during the week 
from the head of the American Wool
en Company that his organization had 
done fairly well on Fall orders for 
goods was received with satisfaction 
and perhaps a little surprise. In gen
eral the business on heavyweights has 
not been as good as expected. Tropi
cal cloths for this season have been 
pretty thoroughly cleaned up and 
openings for 1927 will take place after 
July 4. Women’s wear fabrics are 
still moving somewhat slowly. The 
garment retailers’ fashion show will 
not take place until Aug. 10, the sea
son opening later than usual.

COTTON PROSPECTS.
Taking the whole of last week to

gether, cotton prices showed a weak
ening tendency. This was partly the 
result of improved weather conditions 
in the growing district, since the crop 
prospects are becoming more and 
more of an influence as the new cot
ton year approaches. Another factor 
is the extent of the use of the existing 
supply. The consumption of cotton in 
domestic mills in May was 15,000 
bales less than in the corresponding 
month last year, but this was partly 
offset by an improvement in the ex

ports. The takings by British spin
ners of American cotton in May were 
less by about 30,000 bales than in the 
month preceding, and those for the 
season aggregated about 120,000 bales 
less than for the same period in 1925. 
Guessing on the size of the new crop 
has already begun, one estimate dur
ing the past week placing it at some
thing over 14,000,000 bales. Except
ing as a betting proposition this is of 
no value at this time, more especially 
because of the backwardness of the 
crop. No trustworthy estimate based 
on actual conditions can reasonably 
be expected for two months or more. 
The first Government report will be 
issued on July 2. The goods market 
shows signs of vacillation and some 
weakness. Gray goods prices have 
been softening without bringing out 
much business. Certain finished goods 
have been moving somewhat more 
freely with warmer weather and there 
is a disposition in some parts of the 
primary markets to guarantee prices 
for a period in order to stimulate 
dealings. No very large movement in 
cotton goods generally is expected un
til the jobbers visit the market here 
next month. Knit goods share in the 
prevailing dullness. Lightweight un
derwear for next Spring will be opened 
in July at probably reduced prices.

HELPING WOOLEN INDUSTRY.
Ten ounces of wool seems a small 

quantity, but it is estimated that less 
than this additional amount per head 
of population used in a year in this 
country would bring consumption up 
to normal and make the domestic 
woolen industry prosperous. The es
timate is contained in the first of a 
series of leaflets issued by a committee 
representing the wool trade and those 
engaged in the manufacture of yarns 
and fabrics. Expressed as a total, it 
implies the added use of about 75,- 
000,000 pounds of clean wool in a 
year. It is conceded that the present 
condition of the woolen industry is far 
from satisfactory and that persons 
are stinting themselves in the pur
chases of woolen goods, more par
ticularly clothing. The cause or causes 
of this condition is the first subject 
which the committee takes up. It 
finds the main one to be the stronger 
appeal made by the purveyors of auto
mobiles, radios, player pianos, phono
graphs and the like. “A man,” says 
the committee, “will buy an auto
mobile, spending, say, $750, when he 
will refuse to spend $40 for a suit of 
clothes.” This, while quite true, is 
not new. It indicates the difficulty of 
the task which the woolen people have 
facing them in their avowed effort to 
create as strong an appeal for new, if 
not more clothes. Their first step is 
to obtain a concert of action by all 
the factors concerned in the wool and 
woolen industry so that they shall not 
be working at cross-purposes but with 
a united effort. The matter of bring
ing their wares before the public so 
as to make a convincing appeal is the 
next and most arduous task.

Telling a man to go to the “Place 
of Good Intentions” doesn’t change 
his suggested destination, but entails a 
use of three extra words.

THE DRY GOODS TRADE.
Several days during the past week, 

when cooling Northerly winds pre
vailed, served to delay seasonal retail 
purchases for a while, although a re
minder of Summer was given one day 
when the thermometer went above the 
80 mark. There are many, however, 
who leave their buying until the last 
moment, when they rush en masse to 
obtain what they really need. Such 
dilatory buyers are always at a dis
advantage and are often obliged to 
content themselves with something 
more or less near to what they actual
ly want, as well as to receive less at
tention than when their purchasing is 
done more leisurely. The closing of 
the schools and the starting of the 
vacation season will hasten the buying 
of seasonal merchandise, and the 
promise is of some lively business be
tween now and the Fourth of July. 
More active buying for Fall and some 
commitments in certain directions for 
next Spring are expected soon after 
the National holiday. The general 
disposition continues to delay purchas
es so long as possible and to buy mere
ly for current needs. It is too soon as 
yet to get a definite line on conditions 
for the last half of the year or as to 
the trend of prices, although the pre
vailing opinion is that the latter will 
be lower. A few more weeks, however 
may change this view.

NOT LONG ON PATRIOTISM.
Thousands at the commencement 

exercises of the University of Michi
gan were surprised when the honorary 
degree of doctor of engineering was 
conferred on Henry ford, carrying out 
the wishes of late Dr. Marion Le Roy 
Burton, President of the University.

It is, perhaps, all right to hand 
Henry a degree as doctor of engineer
ing, but no college will hand him a 
degree of doctor of patriotism in view 
of two utterances he spread broadcast 
during the kaiser’s war:

“The word murderer should be em
broidered on the breast of every soldier 
and naval sailor.”

“When this war is ended the Ameri
can flag will come down from over my 
factory and the flag of internationalism 
will take its place.”

The campaign in the Democratic 
party for the elimination of the two- 
third vote and the unit rule in National 
conventions has had more success than 
such campaigns have had in the past. 
It is getting considerable support in 
the South and in parts of the West. 
Most of the Eastern Democrats favor 
it for obvious reasons. About twenty 
of the National Committee members 
from as many states have approved the 
change, and some action by the com
mittee is expected soon. The proposed 
changes will help the chances of Gov
ernor Smith, and Smith pressure is 
doubtless back of the movement. The 
final action will depend not upon the 
present Democratic National Commit
tee but upon what happens in the next 
two years. The delegates have the last 
word on the matter, and for more than 
ninety years they have refused to per
mit any change when a showdown 
came.
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

In starting out last Saturday the ob
jective point was Sturgis, where ade
quate entertainment awaited us at the 
Hotel Elliott.

Six merchants on Portage street, 
Kalamazoo, renewed their subscription 
payments for another year and disclos
ed drawers containing goods sent them 
unordered by the crooks and black
mailers who are now engaged in that 
line of business. They all promised 
me they would stand pat and refuse to 
return any article received by them 
under such conditions until called for 
personally by the shippers. That is the 
only way the abuse can ever be abol
ished.

I was pleased to find that Vicksburg 
had emerged from the slough of de
spondency which enveloped the town 
a dozen or fifteen years ago. All the 
merchants I called on attributed the 
change to the advent of the paper mill, 
which appeared to give the village a 
new lease of life and a forward move
ment which is evidently destined to 
continue indefinitely.

Thirty years ago Mendon merchants 
were inclined to speak slightingly of 
Vicksburg, because the volume of 
business transacted in Mendon was so 
much greater than in the sister village. 
The tables appear to have turned com
pletely. due to two fundamental causes 
—the withdrawal of Frank L. Burdick 
from trade and the conflagration which 
dealt the business interests of the town 
a blow from which they have never 
recovered. In the old days Burdick 
conducted a store with four depart
ments. He was a progressive and up- 
to-date merchant and insisted on hav
ing five copies of the Tradesman sent 
to him every week—one for himself 
and one for each department head. He 
believed in trade papers and every 
other good feature which can contri
bute to the success of the retail mer
chant and a growing village. He was 
a liberal contributor to the advertising 
columns of the local newspaper and 
drew trade from long distances in all 
directions. When he removed to Stur
gis no one seemed to have the nerve 
and courage to assume the trade lead
ership be had held for many years. 
The business is still there, to be at
tracted by the same methods pursued 
by Mr. Burdick, but merchants who 
deny themselves the inspiration af
forded by the trade journals fail to 
keep in touch with the progressive 
spirit of the times and soon find them
selves at a disadvanage when it comes 
to trade supremacy and profit record
ing.

Mendon missed the opportunity of a 
lifetime in not abandoning the South 
side of the main street, after the fire, 
transferring all the stores to the North 
side of the street and parking the 
South side of the street down to the 
river bank. Such an arrangement 
would have given Mendon a reputation 
for beauty not enjoyed by any other 
village in Michigan. If it had carried 
such an arrangement into effect it 
would have found itself in the sgjn^

position as Chester, England, which 
has grown both rich and famous 
through the utility of beauty. The 
worst feature any small town has to 
contend with is village environment, 
lack of vision and indisposition to profit 
by the remarkable trade papers now 
published in their interest.

Constant watchfulness and observa
tion over a period of forty-three years 
has convinced me that when the mer
chants of any town become self satis
fied and self sufficient and smugly 
cherish the thought they know all 
there is worth knowing and can get 
along without the assistance afforded 
by the trade journals in furnishing in
spiration and advice in mercantile lead
ership and village improvement and 
embellishment, that town is greatly 
handicapped in the race for supremacy. 
Nothing but a complete realignment 
of the mercantile interests of the town 
cap save the community from the scrap 
heap.

At Mendon I learned sad news 
about A. D. Collard, the well-known 
grocer. For some time he has been 
bothered with gangrene and last Fri
day it was decided best to amputate 
one leg just below the knee. The 
operation was performed at the Bor- 
gess hospital, Kalamazoo, and condi
tions now favor the complete recovery 
of the patient.

I have heard much during recent 
years of the wonderful strides made 
by Sturgis, but I was not prepared to 
find a city almost metropolitan in 
many respects. The factories are large 
in size and prosperous to an unusual 
degree. There is claimed to be more 
paved streets in Sturgis than any other 
city of its size in the country. It is 
easy to see that Sturgis is a home 
owning town. Some of her residences 
show strong originality in architecture 
and much skill in the creation and de
velopment of their surroundings. The 
business district is compactly built and 
the stocks carried are large in size and 
diversified in appearance.

I mlide a brief call on my Burr Oak 
friends late Saturday evening and 
found them very busy with their coun
try customers. The main street was 
lined with automobiles on both sides 
of the thoroughfare.

The return home via M 23 to White 
Pigeon and M 13 from White 
Pigeon to Grand Rapids was a con
stant delight, except the fifteen mile 
gravel stretches in Allegan county— 
three miles longer than usual because 
of the detour between Martin and 
Shelbyville. Fortun,.fely, the detour 
is better than the main "oad has ever 
been, which is very unus'i. 1 under the 
inefficient and utterly imbecile ro ’d 
management we have had from Lan
sing for some years past.

White Pigeon, Constantine, Three 
Rivers and Schoolcraft all bear evi
dences of prosperous conditions. As 
usual, I detoured three blocks from 
M 13 at the latter place to view the 
house where James Fenimore Cooper 
lived while he wrote his famous novel 
entitled Oak Openings in 1847 and 
1848. Directly across the street is the 
oldest house in Schoolcraft, in which 
Walter Smith was born. Mr. Smith

is the famous cornetist of the Marine 
Band, at Washington, and spends sev
eral weeks in the old home each sum
mer.

I could not pass through Kalama
zoo on a beautiful Sunday afternoon 
without calling on my old friend, 
Charles W. Carpenter, who practically 
created the superb mercantile reputa
tion of Gilmore Bros, and managed 
the business with consummate skill un
til forced to retire a few years ago by 
reason of ill health. I found him in 
his wonderful back yard, accompanied 
by his faithful wife and surrounded by 
beautiful flowers and attractive shrub
bery, dreaming of the successes which 
have attended his long and useful ca
reer in the past and looking with reso
lute determination and hopeful courage 
into the future. Mr. Carpenter’s life 
has been full to overflowing with good 
deeds, loving kindnesses and generous 
acts and he awaits the final summons 
with the courage of a stoic and the 
fortitude of a happy warrior. Few men 
can look back on a career so full of 
constant usefulness to his friends and 
life long service to humanity as Charles 
W. Carpenter. If there is an adequate 
reward in store for such lives in the 
future state we all look forward to with 
more or less uncertainly, my friend 
surely has no misgivings that he will 
not fare well when he reaches the 
shores of Eternity. E. A. Stowe.

Primary Farce Should Be Abolished.
Grandville, June 22—The Pennsyl

vania primary for senator developed 
new scandals to shock the sense of 
the people and to again damn the 
miserable primary law, as it has been 
continually condemned ever since its 
inception some years ago.

Legislatures and congresses have 
deteriorated year by year under the 
baneful influence of this double elec
tion stunt, put on because of placing 
elections nearer to the people.” This 
seems to have been done with a ven
geance, until to-day self respecting 
citizens prefer to remain away from 
the polls and permit the men who so 
love the people develop their instincts 
in that direction.

A matter of $2,000,000 spent in the 
nomination of a single senator. How 
much will it take to elect him? Such 
senators are not worth the price paid 
for them. If it is legitimate to pay a 
million to simply nominate a man for 
a public office, the salary of which is 
only $10,000, how can it be expected 
that a man who has a thin pocketbook, 
even though large in brain power, 
may hope to get on the ticket.

The primary mode of nominations 
is simply an inducement for the 
spending of the rich candidate’s money 
while the poor but capable statesman 
has to keep out of the race entirely.

There has been much talk about 
money in politics, but never since the 
birth of the Nation have so many 
scandals based on the reckless ex
penditure of money held the boards in 
the land. Who is to blame for this 
state of affairs? No doubt the people 
themselves are in a great measure 
blamable.

At any rate it is a shame to hang 
onto a system which has so far proved 
undemocratic and uniust to the great 
mass of our citizenship. The scandals 
of the primary are enough to sicken 
the conscience of a Boss Tweed.

We shall have no real reform in 
this country until the primary is wiped 
off the books. The convention sys
tem was lily white in comparison 
with this primary abomination. The 
expense alone ought to condemn the 
thing. Holding two elections in order

to secure public officials is in itself 
a senseless procedure.

The Nation wide primary has 
nothing to recommend it to honest 
men and women. The shyster, the 
briber, the manipulator of votes has 
it all his way, while the common peo
ple suffer. As the years roll on this 
■scandal grows blacker and blacker un
til now it has certainly become a 
stench in the public nostrils.

However much the convention e’’S- 
tem was condemned, it has many 
points in its favor, not one of which 
appertain to the primary farce.

Nothing could be nearer the people 
than the choosing of township and 
ward delegates by caucus and conven
tion. These smaller meetings co"’d 
be watched carefully, and if anything 
went wrong the ^uilty parties could 
easily be pointed out and punished.

Wet and dry candidates were equal
ly guilty of spending large sums of 
money to secure the nomination of 
their man.

The election is vet to come. The 
trouble lies in the fact that through 
primary nominations the man the real 
people want seldom if ever gets the 
plum.

What satisfaction is there in going 
to the polls on election dav and cast
ing a ballot for a man you know is 
unfit, and who was really nominated 
bv a bare faction of his party.

This is the main trouble with the 
primary wav of selecting candidates. 
All parties mingle in the same caucus, 
we may call it, and the man a major
ity of his party does not want often 
gets the nomination, helped to it 
through the votes of the opposite 
party.

A government which is strictly non
partisan is the most puerile known. 
Party nominations are necessary for 
the morals of the community, so that 
when a man secures office he cannot 
play the game to suit his fancy, re
gardless of party princip'es.

A senator or representative who has 
no partv behind him is usually a poor 
stick when it comes to effective legis
lation for the good of the people. Such 
a creature is responsible to nobody, 
hence never makes a good official. A 
government without parties is no gov
ernment at all.

Even the much-lauded Pinchot is 
said to have expended a good many 
hundred thousand dollars in the Penn
sylvania primary election. Under the 
convention system this wholesale ex
penditure could not have taken place. 
With all its failings the convention 
methods are far superior to those 
which worked out in Pennsylvania to 
the scandal of all the candidates con
cerned.

The direct primary has made 
politics a rich man's game.

Can this country afford to continue 
on in this now well beaten track 
which has caused the degeneration of 
honest politics and the downfall of 
honesty in elections?

One would think, after so many sad 
failures to make good, this primary 
iniquity would soon be in the course 
of elimination. Such does not appear 
to be the case, however. Spoilsmen 
flock to the scene for plunder and the 
common herd plod on their way, un
considered and unconsidering.

What is the end to be of all th:s 
wicked pandering to the lowest tastes 
of mankind? Is not the question of 
honest elections of more value than 
sitting in meetings to denounce war 
and to call off all military preparation 
as leading directly to breaking of Na
tional peace? *

We certainly are a queer people. We 
permit all sorts of scalawagism to be 
carried on in the name of "election 
reform,” while straining at the gnat 
of some imaginary war.

Abolish the primary farce and there 
will be a change for the better.

Old Timer.
The real home-maker makes others 

feel at honje.
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SHOE MARKET
No Spanish Color Influence.

Reports have percolated through 
from New York that this fall might 
witness an invasion of “Spanish colors” 
in costumes, with attendant influence 
on footwear; these ideas were based 
on the recent visit of the distinguished 
Spanish actress, Raquel Miller.

There does not seem to be the slight
est chance that the Spanish color in
fluence will be at all important this 
fall. Things of this sort would be sure 
to become manifest in women’s cos
tumes in smart shops and in the plans 
of modistes, and this has not happen
ed. Leading producers and importers 
of silk state that they do not anticipate 
anything of the sort- It is true that 
some of the New York shops have 
shown Spanish and Italian shawls for 
evening wear. As far as garments go, 
the slight flurry that appeared a month 
ago has passed.

The experience of the shoe trade 
with violent colors has never been 
pleasant or profitable. In all the vogue 
of color for the past two seasons, the 
predominant note has been quietness 
and the avoidance of vividness. There 
is nothing to indicate a radical change.

Shoe Buyers Getting Busier.
With the arrival of mid-June the ex

pected buying of the finer grades of 
men’s footwear for Fall delivery is be
ginning to materialize and all signs 
point to an excellent business from 
stores in New York City and the sur
rounding territory. The character of 
the merchandise called for by local 
buyers does not differ materially from 
that purchased by retailers in other 

.cities. The principal difference lies in 
the fact that the percentage of the 
lnore expensive footwear purchased by 
retailers here is larger than that in 
most places, and in these goods there 
is a greater representation of custom 
lasts than of the cheaper models. In 
the early local business placed for the 
new season low shoes are outselling 
high ones by a large margin, the regu
lar oxford style taking precedence over 
the blucher.

Situation in Handbags.
Fall lines of handbags are being pre

pared, although showings of the new 
merchandise to retailers are not likely 
before early in July. Wholesalers say 
it is still too early to predict definitely 
what the Fall offerings will feature. 
Part of the reluctance to predict is 
traced to the shifting character of the 
demand during the Spring, a situation 
that so far is likely to continue for 
Fall. At the moment there is an im
mediate delivery demand for flat 
leather bags in white and black- and 
white and also some Summer novelty 
bags, including those made of grass.

Many Toy Novelties Shown.
The feature of current activities in 

the toy industry lies less in the busi
ness that is now being done than in 
the numerous novelties that are being 
brought out. Among the popular- 
pr:ced mechanical toys that will be on 
the market soon will be two styles of 
dolls that jump rope. One of these 
toys, which will be a 50 cent retailer,

stands about nine inches high, and as 
it jumps the rope it moves across the 
floor in a strikingly natural manner. 
On the same order is a toy to retail 
at $1 which combines three rope-jump
ing dolls about seven inches high. As 
they jump these dolls revolve around 
a pole on the order of a carrousel. An
other action toy, which has been on 
the market a short time, is a “pull- 
along” in the form of a small donkey. 
As it is pulled along it suddenly lashes 
out with both hind legs. A similar 
kicking rabbit also is offered. Both 
retail at $1.

Weather Boosts Luggage Sales.
Although they have as yet not as

sumed large proportions, orders for 
luggage and other leather goods have 
picked up noticeably as a result of 
vacation thoughts bred in the minds 
of consumers by the warmer weather 
of the last several days. So far, it 
was said yesterday, the improvement 
has been more marked in hand luggage 
than in bulkier articles, such as trunks. 
In the latter those of the so-called 
steamer type seem to be selling better 
at the moment than the other varieties. 
A factor in the sale of the smaller 
types of leather goods, including such 
things as women’s handbags, vanity 
cases, etc., has lately been a growing 
demand for this merchandise by con
cessionaires at the Summer parks. 
This business, which had been very 
late :n developing because of the back
wardness of the weather, seems just 
beginning to hit its stride. It is best 
in the lower-priced lines.

Hosiery Buyers More Active.
Following the recent readjustment 

of first-hand prices on Fall lines of 
women’s full-fashioned silk hosiery, 
there has been not a little improve
ment in the business written for that 
season. Buyers, while said not entire
ly to be pleased by the reductions that 
have been made, apparently have 
come to the conclusion that half a 
loaf is better than none and are acting 
accordingly. The guarantee of leaders 
in the industry against any further 
.price cuts during the Fall delivery 
period has added a stability to the 
market which has made trading safe, 
and the confidence which this has 
given to buyers is plainly reflected in 
their purchases. Most of the lines 
that have been repriced so far are 
those appealing to the so-called bread 
and butter trade, but it is on such 
lines that the biggest bulk business is 
done.

Steady Call For Undergarments.
Voile undergarments continue to 

have a large share in the immed’ate 
delivery business being placed by re
tailers. Step-ins, chemises and night
gowns are in active request, with the 
pastel shades still leading in the colors 
that are wanted. Rayon merchandise 
is also selling in the popular priced 
merchandise. Glove silk underwear in 
the new lightweight versions for Sum
mer wear continue to do well. Whole
salers also report a good demand for 
step-ins and chemises of crepe de 
chine and georgette. The best selling 
lengths in the garments range from 
19 to 21 inches.

Seasonal Call For Ribbons.
A fair call for seasonal staple rib

bons is reported by factors in the trade 
here, with novelties selling to some 
extent. Fall lines are ready for buy
ers, but little active business is ex
pected to be placed before the turn of 
the July 4 holidays. The bulk of the 
demand continues to be for narrow 
widths, notably satins. Tinsels in both 
narrow and medium widths are well 
to the fore in the Fall offerings, with 
brocades, jacquards and velvets stress
ed in the novelties. Firms which sell 
to the jobbing trade are going ahead 
actively with the formation of an as
sociation which is expected to be of 
substantial benefit in this section of 
the trade.

Fill-In Orders For Silk.
The silk trade is arriving at the “be

tween hay and grass period,” and there 
is a corresponding quiet reported in 
wholesale circles. There is some de
mand for seasonable silks, notably 
white merchandise, and some of the 
newer designs in printed weaves, to
gether with the favored plain georg
ettes, and crepe de chine. Fall book
ings are not being actively taken yet. 
Wholesalers believe, however, that 
more action for Fall is directly ahead, 
with July likely to see a spurt in buy
ing. Satin crepes are well regarded 
for the new season in the plain goods.

It Paid.
“A girl in Oklahoma advertised for 

a husband and got him. The total ex
pense for advertising and the wedding 
was nine dollars. He died within a

year leaving her a lifetime insurance 
policy for $11,000. And yet there are 
some dealers who say it doesn’t pay 
to advertise.”

Hides. Pelts and Furs.
G reer No. 1 ________ _________ ___ 07
Greer. No. 2 _______________________ 06
C ured, No. 1 ________ ______________ gg
Cured, No. 2 _____________________ ~  07
C alfsk in , G reen, No. 1 _____________ 12
C alfsk in , G reen, No. 2 ______________ 10%
C alfskin , Cured, No. 1 _______ 13
C alfskin, Cured, No. 2 _________ i l \ i
H orse, No. 1 __________ ____ __~~~ 3 00
H orse, No. 2 ___________________ ~  2 00

Pelts.
L a m b s ___
S hearlings

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

W ool.
U nw ashed,
U nw ashed,
U nw ashed,

m edium
re.iects
fine

M r . M e r c h a n t :
Give your Findings 

Department a little more 
attention and you will 
find profits far beyond 
your expectations. We 
are at your service and 
endeavor at all times to 
carry a complete stock’ 

We are waiting your 
inquiry.

BEN KRAUSE 
Com pany

20 S. Ionia Ave. Grand Rapids,Mich.

Michigan Shoe Dealers
Mutual Fire Insurance Company 

LANSING, M ICHIGAN

PROMPT ADJUSTMENTS
Write

L. H. BAKER, Secy-Treaa. LANSING. MICH. 
P. O. Box 549

The best numbers in

The Bertsch Line
for Fall of 1926

are the Bertsch A rch Support shoes for m en:

900—  Brown Kid O xford
901—  Black Kid O xford

90 2 —  Black K id Shoe
903—  Brown Kid Shoe

A ll built on a combination last to retail at $6.00

Herold-Bertsch Shoe Co.GraMkhapid"
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SUCCESSFUL SALESMEN.

L. V. Pilkington, Grand Counsellor 
Michigan U. C. T.

La Vern Pilkington was born on a 
farm near Van Buren, Ind., Feb. 18, 
1887. His father was of Irish descent 
and his mother was a genuine Yankee. 
The son attended the little red school 
house and at the age of 18 years grad
uated from the high school at Van 
Buren on the English course. The 
family then moved to Traverse City, 
where La Vern served an apprentice
ship with C. D. Barnes in the plumb
ing and heating business. He contin
ued with Mr. Barnes until 1909, when 
he came to Grand Rapids and went on 
the road for the Grand Rapids Supply 
Co., covering Western Michigan ter
ritory. Seven years later he decided 
to change his line and engaged to cover 
Michigan, Indianaa and Kentucky for 
the Royal Chair Co., of Sturgis. He 
continued in this capacity nine years, 
when he changed over to the Vander 
Ley Brothers, manufacturers of up

holstered furniture on Hall street, 
Grand Rapids. Under this arrange
ment he covers Ohio and the Eastern 
states, undertaking to see his trade four 
times a year. Because his line is up
holstered goods he visits only the 
largest cities, which gives him fifteen 
customers in Ohio, four in Pennsyl
vania, four in Western Virginia and 
four in Kentucky.

Mr. Pilkington was married in 1910 
to Miss Grace Harris, of Traverse 
City. They have a daughter of 15 and 
a son of 13 and reside in their own 
home at 2200 Jefferson drive.

Mr. Pilkington is a Mason up to 
and including the 32d degree, having 
started on the way East in 1914. He 
has been a member of the United 
Commercial Travelers since 1915 and 
has filled all the chairs of the subordi
nate and grand councils. At the an
nual meeting in Lansing wreek before 
last he was elected to the highest of
fice in the gift of the State organiza
tion.

Mr. Pilkington is an energetic man 
and has large plans for the extension 
of U. C. T. membership and influence 
during the year he will have executive 
charge of the organization.

Mr. Pilkington attends the Burton

Heights Methodist church, of which 
his family are members, and insists 
that his success in life is due to the 
fact that he always aims to mind his 
own business and work hard. He be
lieves that the success of the traveling 
salesman is due more to personal effort 
and personal acquainance than any 
other features. He is an enthusiastic 
golfer and member of the Grand Rap
ids Masonic Golf Club. He is also 
addicted to fishing and finds much en
joyment during the season in pursuing 
that pastime.

Mr. Pilkington is a large man, both 
physically and mentally. He has won, 
held and influenced many men for 
good wherever he is known. His moral 
earnestness, his forthright probity and 
rugged integrity of character make 
him a prince among men and a royal 
son of the Most High.

Selfishness finds no lodgement in his 
heart. He lives to serve. “As one 
lamp lights another, nor grows less, 
so nobleness enkindleth nobleness.” 
Contact with L. V. Pilkington makes 
for wholesome, helpful, upright man
hood.

Origin of the Banana.
In a scathing denunciation of what 

he termed the great American banana 
myth, Dr. W. E. Safford, economic 
botanist of the U. S. Department of 
Agriculture, has attacked evidence re
cently brought forward in support of 
the theory that bananas originated on 
this hemisphere and were cultivated by 
prehistoric Indians.

Commenting on the discovery of 
fossil banana- seed in coal beds of Co
lombia and tlie connection of this dis
covery with statements made by early 
writers as to the Indians’ use of the 
fruit, he declared positively that the 
home of the banana was in the Malay 
archipelago, that it was unknown in 
America when Columbus reached here, 
and that the same writers who report
ed it as native to the New World dem
onstrated similar ignorance in regard 
to the potato and other plants.

Fossils show that there were horses, 
camels and elephants in North Amer
ica ages ago, but there were none here 
when the Spaniards reached this hem
isphere. Fossil banana seed can prove 
nothing in regard to America banana 
trees, for our bananas do not have 
seed. They must be propagated vege- 
tatively from cuttings.

Columbus and his followers listed 
the plants they encounered, but made 
no mention of the banana. Bananas 
were introduced into the West Indies 
from the Canary Islands by Padre 
Tomas de Berlangas in 151b. They 
were also carried to Pacific Islands by 
early migrants; but their native home 
was in the Malay archipelago.

The persistence of the myth of the 
American origin, according to Dr. Saf
ford, was due to the great Humboldt, 
who evidently was not himself a bot
anist, and accepted the statements of 
Garcillaso de la Vega, a descendant of 
the Incas, who claimed in the early 
sixteenth century that bananas were 
a staple food of South American In
dians in pre-Columbian times. This 
man, Dr. Safford said, was ignorant of

the agriculture he pretented to de
scribe. Most of his information was 
secondhand and his exaggerated and 
unreliable statements lack confirma
tion. Humboldt also accepted state
ments that the Irish potato was found 
in Virginia by early colonists when it 
has been definitely established that it 
was a native of Peru and was unknown 
in North America before the coming 
of the white man.

Not Much Change in Rugs.
Aside from the rise of about 5 per 

cent, that became effective on the 
products of the Alexander Smith & 
Sons Carpet Co. last week under the 
company’s “split list’’ arrangement, the 
current week in the floor coverngs’ 
field has been devoid of feature. The 
change in prices came with a very sub
stantial part of the company’s Fall 
production under order, the main pur 
pose of the arrangement being to en
courage early buying. In the carpet 
and rug business actually placed in 
the general trade there was no notice
able change, except in the smaller vol
ume, from that of the earlier weeks of 
the month. The better grades of the 
popular-priced goods, particularly ax- 
minsters, led in the buying, with open- 
ground, large-figure effects dominat
ing in the patterns. In the hard-sur
face lines inlaid linoleum had the call 
over the other varieties of that ma
terial, as well as over felt-back goods. 
Marbleized effects led in the linoleum 
patterns.

White Silks Hold Interest.
White silks continue to meet with 

a good demand from retailers in view 
of the vogue for white in all branches 
of ready-to-wear. Crepes de chine, 
satins, radiums, georgettes and novelty 
sports silks are all wanted in this color. 
Much use is also being made of black 
and white effects in ready-to-wear and 
accessories and the white silks are be
ing used as effective ground fabrics. 
The chances are held favorable for the 
interest in the white fabrics continu
ing well into July, particularly for the 
more novel sports weaves having lus
trous finishes.

Garments For Summer Wear.
Summer negligees and house dress

es are being re-ordered by retailers 
for fill-in and sales purposes. In the 
former the demand is concentrated up
on crepe de chine, radium and printed 
georgette. Merchandise to retail up 
to $22.50 is having the bulk of the de
mand. Models trimmed with fringe 
are popular numbers in the fancier 
styles. House dresses are wanted in 
a variety of printed cottons, and the 
stores are using fairly large quantities 
of them for their usual late June sales.

Slightly Incorrect.
Mr. Goldberg—Did you know that 

Sam made $50,000 in Chicago in a 
week ?

Mr. Cohen—1 don’t believe it.
Goldberg (calling over his friend, 

Wolf)—Isn’t it true that Sam made 
$50,000 in Chicago last week?

Wolf—Sure it’s true, but it’s wrong 
in four places; it wasn’t Chicago, it 
was Toledo. It wasn’t a week, it was 
a year. It wasn’t $50,000, it was $5,000, 
and he didn’t make it, he lost it.

4*
Banking

Mail
Under both State 

an d ledera1 Supervision

W e a re  a s  n ea r a s  y ou r m all 
box. As easy  to  b ank  w ith  us 
as  m ailing  a  le tte r .

Privacy
No one b u t the  b an k ’s officers 
and  yourself need know of your 
acco u n t hero.

Unusual Safety 
Extra Interest

Send check, d ra f t,  m oney o rder 
o r  cash  In reg is te red  le tte r. 
E ith e r  sav in g s  acco u n t o r C er
tif ica tes  of D eposit. Tou can 
w ith d raw  m oney an y  tim e. 
C ap ita l and  su rp lu s  $312,500.00. 
R esources over $5,000,000.00.

Send fo r free booklet 
on B anking by Mail

HOME STATE BANK 
for SAVINGS“**™“™;

6%
INSURED

BONDS
The  N ext Thing  to 

Government Securities

O ur 6 %  Insured Bonds 
safeguard your m oney 
against loss and  assure 
you a guaranteed in
come. They are secur
ed by  first m ortgages 
on hom es and  a  surety 
com pany with assets of 
$48 ,000 ,000  guaran
tees bo th  principal and  
interest. T hey  are tax  
exem pt in Michigan.

INDUSTRIAL
COMPANY

A S S O C I A T B D  W I T H  
I N D U S T R I A L  B A N K

©BAND l f 3 f \  MICH- 
RA PID S 11J J 1  SCAN
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FINANCIAL
Relative Merits of Railroad Obliga

tions.
For years the securities of the lead

ing railroads of this country have been 
regard as prime investments, and, al
though they lost some of their popu
larity during and immediately after the 
war, it is safe to say they are fast re
gaining their former position.

Although the industry is not so old 
or so large, the power and lighting 
business has grown by leaps and 
bounds in the United States, and the 
securities of these companies have 
shown a correspondingly rapid growth 
in noint of popularity with investors.

Of late the question whether the 
public utility bonds and stocks will 
overtake railroad securities or perhaps 
pass them in public favor is creating 
considerable discussion in investment 
circles. It is impossible to answer 
that question with an degree of ac- 
curacv: but perhaps data prepared by 
Rutter & Co. may help investors to 
decide better the portion of their funds 
thev wish to invest in each industry.

Both industries are alike in that they 
are absolutely essential, although the 
railroads undoubtedly rank first in this 
resnect. There is no danger that the 
demands for the service of either in
dustry will show any material decrease 
or that either will become extinct.

The power and liehting business was 
perhaps founded on a sounder eco
nomic basis than was transportation. 
However, earlier mistakes in the rail
road in d u s try  have been entirely recti- 

ond thev are to-day perhaps bet- 
*»<■ forti^ed in the relation of actual 
iscpt« to cani*a1ization than their public 
cp-virp neighbors.

Tn the  m a tte r  of balanced capital 
0^ „ r+.,re the u tility  companies have 
an advantage. The average ratio of 
the ten largest companies in this field 
is as follows: Bonds, 55.7 per cent.;
^referred  stocks. 2-1.6 per cent., and 
.„-i-™., ctnrlrs. 20.7 ner cent. The 

- ~~ -*-«•«- <-f tue *en larvest rail- 
• i . rtorVc is: Bonds,

— -o-* • n-of»rrpd shocks. 11.4 
— t (.„mraoti shocks. 27.9

r t.„ ’ig h tin g
......’■»'-•a ‘i-'V  larger than
- n r " o o r t io n  to

v --ini*-.!iznPon "^bp *en railroads 
--'furred ‘o above earned an average of 
’ 06 ner cent, net on their capitaliza- 
•V,o in 102''. while in the same year 

..... prmna-ips earned an
• —> -#> of 6. to ■>pr rent. However, in- 

'"pb a« thp interest ra*es on most 
of tbp -ai'road senior securities ire 
r wsidp-ahlv below those of the gas 
-nd electric compan'es. the earnings 
for each share on their junior obliga
tions compare favorably with stocks of 
the latter.

Utility companies, as a whole, re
ceive better treatment at the hands of 
the rate regulating bodies than do the 
transportation concerns. Whereas they 
are frequently allowed to earn 7 and 
8 per cent, on their valuation, 534 per 
cent, has been fixed by law as a fair 
rate for the carriers to earn. Besides, 
the valuation placed on the railroad

properties is much below what would 
be their present reproduction cost, and 
in recent years rates have not been 
allowed to them sufficient to earn even 
the 534 per cent.

Railroads enjoy an advantage in re
spect to bad debts, this item amount
ing to only about three-one-hundredths 
of 1 per cent, of their gross revenues. 
They also conduct their businesses on 
a cash-upon-delivery basis and have 
no book inventory losses to absorb.

In point of management neither has 
much in the way of an advantage, al
though the railroad executives as a 
group have had a longer experience 
in their particular line of business.

It might be well to point out that 
the utilities in their present size and 
capitalization have never been called 
upon to face a serious crisis such as 
has been successfully met and over
come by the carriers.

[Copyrighted, 1926]

Bill to Abolish Pullman Surcharges Is 
Reported Favorable.

The war seems to be over.
At least a measure to abolish Pull

man surcharges has been reported fav
orably to the Senate from the Com
mittee on Interstate Commerce 
through Senator Fernald, Republican 
of Maine. The bill was introduced by 
Senator Robinson, Democrat of Ar
kansas. An effort will be made to 
enact the legislation before the Con
gress adjourns. While this may not be 
possible, it is evident that sentiment in 
favor of it is strong in both the House 
and the Senate.

In the report made by Senator Fer
nald it is pointed out that the sur
charge was imposed as a method of 
producing revenue in war time and 
that it should not be continued in peace 
time.

“The condition of the railroads gen
erally at the present time, as reflected 
in annual reports and statistics, show 
that the railroads, particularly the class 
one railroads, are on a sound footing 
and do not need the surcharge,” the 
report states. “The class one railroads 
are those which receive the greater 
percentage of the surcharge revenue.

“It is wrong in principle and eco
nomically unsound for certain rail
roads, not in the class one group, to 
place an excessive charge upon the 
Pullman passengers in order to bolster 
up income of such railroads from 
freight traffic, which produces inade
quate revenue.

“It is known that proceedings are 
pe ding before the Interstate Com
merce Commission to readjust freight 
rates. Such readjustment should be 
made upon the merits. It is clear that 
the Pullman passenger travel should 
not be penalized because of inadequate 
revenue of some railroads from freight 
carrying income.”

Jackson—The Town & Phelan Sales 
Co. 1804 East Gansen street, has been 
incorporated to deal in autos, acces
sories and parts, with an authorized 
capital stock of $12,000, $5,000 of which 
has been subscribed and paid in in 
cash#

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

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

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

Combined Capital, Surplus and Undivided Profits over

$1,500,000
GRAND RAPIDS NATIONAL BANK

GRAND RAPIDS. MICH.

K e n t S ta te  B a n k
“The Home for Savings”

With Capital and Surplus of nearly Two Mil
lion Dollars and resources exceeding Twenty- 
Three Million Dollars, invites your banking 
business in any of its departments, assuring you 
of Safety as well as courteous treatment.

Investment Securities

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

Dime Bank Building, Detroit 
Michigan Trust Building, Grand Rapids

Boston New York Chicago
Denver San Francisco Los Angeles

$6,000. Ecorse Township, Wayne County, 
Michigan, 4% School District No. 4, 
bonds dated July 1, 1903 due Ju ly  I , 
1933, interest January and Ju ly  1st 
a t the S tate Savings Bank, Detroit, 
Michigan, denomination $1,000.

Price to net 4.50%
If interested please wire or w rite us

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

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

Detroit, Mich.
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Encouraging Sign on Near Future 
Course of Business.

If it were possible through a form 
of business thermometer to record 
changes in sentiment on the trade fu
ture, the instrument doubtless would 
have registered a rise of a degree or 
two on the news to-day from Wash
ington that wholesale prices rose in 
May.

Nine months of falling commodity 
prices had given to our business 
prophets the one sign to which they 
all looked as the best evidence of ap
proaching recession. The Bureau of 
Labor Statistics weighted index of 404 
representative commodities at whole
sale fell from a high of 161 early in 
1925, to 151 in April and until now no 
month since last July had brought 
even a temporary upturn in the gen
eral price level. The recession had 
become less marked of late and in 
May the trend was, although by a 
small margin, reversed. What may 
we learn from this new movement in 
commodities?

Shifting commodity prices give more 
trouble to the business world than 
most other disturbances since it is not 
possible to make quick adjustments in 
the price scale along the line from 
producer to consumer. In periods of 
falling prices very often severe losses 
arise when houses find that they must 
revalue their inventories at levels sub
stantially below original costs. That 
the recent period of declining prices 

* did not bring inventory losses of this 
character is explained by the unusual 
circumstances of the time. Recession 
has proceeded at a pace more than 
ordinarily moderate. It did not fall 
upon us unexpectedly or find us un
prepared. Stocks of goods on hand 
have been held down to the minimum 
of requirements so that at no time in 
the last year have inventories become 
dangerously high. The goods have 
moved readily into consumption, which 
it must be added to make the explana
tion complete, has been heavy.

That the general price level should 
have turned slightly upward in May, 
when the country still had fresh on 
its mind the late collapse of the stock 
market and all that it might mean, is 
new ground for the conclusion that 
prices are becoming more stable.

It need not detract from the com
fort of such an indication to recog
nize that in the movements of the dif
ferent groups is a condition not in any 
sense pleasing. Some commodities 
that already stood relatively low swung 
lower in May and others that already 
were high rose still higher.

Easily the most disturbing move
ment was that of the farm products 
group. Farm products last summer 
stood higher relatively than other 
commodities. It was what gave the 
farmer new purchasing power and 
stimulated the present era of prosper
ity. As late as last August farm prod- . 
ucts averaged 163 whereas the gen
eral price level stood at 160. The de
cline in farm commodities since that 
time has been so much more rabid 
than that in other groups that by Majr 
farm products had dropped to 144 
whereas the general index had fallen 
only to 151.

In other words the recession of the

last nine months has carried farm 
products from a relatively good posi
tion to one that is unfavorable to the 
farmer. Paul Willard Garrett.

[Copyrighted, 1926]

No Indication That Inflation Will 
Occur.

How will the downward trend in 
money rates affect the movement of 
commodity prices?

Here is a question that puzzles the 
authorities at the present moment and 
one which a variety of answers have 
been volunteered. In the opinion of 
some skilled analysists the long down
ward move in commodities soon will 
end and in the autumn a fresh period 
of speculation may be brought on un
der the influence of cheap money and 
a new stimulus given to prices. These 
commentators frankly say that we are 
laying the basis for another wave of 
inflation and that, they say, will stir 
up the stock market again and acceler-t 
ate the rate of business activity.

One way to judge the future is by 
the past and if the course of events 
during the last nine months may be 
accepted as a basis for determining 
what may happen during the remain
ing months of 1926 we must admit that 
the likelihood of an inflation in com
modity prices is small.

No feature of the market in com
modities during recent months has 
been so impressive as the absence of 
speculation on the scale that usually 
precedes inflation. The trend for 
months has been persistently down
ward and the problem always has been 
to move the goods from producer to 
consumer quickly in order to avoid 
losses that might result from holding 
goods too long in a declining market. 
Speculation in commodities is not en
couraged ordinarily by the sort of 
conditions that have prevailed in the 
last year. It is stimulated in a rising 
market when speculators reckon that 
commodities accumulated and held for 
a period may be sold at levels better 
than the original cost.

Fundamentally no reason appears 
for any pronounced upswing in com
modities since our capacity to pro
duce still is greater by a wide margin 
than our capacity to consume. Where 
could we find better evidence on this 
point than is supplied in the experi
ences of the last nine months? Never 
in the history of the country has so 
much business been done in most de
partments. Consumption has held at 
a high rate. It has offset production 
to a degree not usual. And yet the 
trend in commodity prices has been 
downward.

It is difficult to see what new source 
of demand for goods will arise in the 
near future to draw heavily upon the 
country’s producing capacity. Posses
sion of an abundance of funds available 
for investment unquestionably will 
tend to harden commodity prices if 
consumption remains high by inviting 
purchases on the part of speculators. 
That such a movement will proceed 
far in the absence of new underlying 
developments is difficult to see. Six 
years ago speculators learned a lesson 
that they have not forgotten.

Paul Willard Garrett.
[Copyrighted, 1926]

Main Office
Cor. MONROEand IONIA

Branches
Grandville Ave. and B St. 
West Leonard and Alpine 

Leonard and Turner 
Grandville and Cordelia St. 
Mornoe Ave. near Michigan 
Madison Square and Hall 
E. Fulton and Diamond 
Wealthy and Lake Drive 
Bridge, Lexington and 

Stocking
Bridge and Mt. Vernon 
Division and Franklin 
Eastern and Franklin 
Division and Burton

OUR OBLIGATION

We realize a t all times, tha t 
it is the duty of this insti
tution to do everything to 
conserve, protect and pro
mote the interest of its pa
trons.

We solicit and accept 
patronage, fully cognizant 
of the trust which is repos
ed in our own judgment and 
integrity.

On this basis, may we serve 
you?

“The Bank Where You 
Feel A t Home”

G i a n d  R a p i d s  

S a v i n g s  R a n k
OFFICERS

wn_LlA.rf ALDEN SMITH, Quuan al Um Baaia 
CHARLES W. GARFIELD. ChiimuEs.C*«.

GILBERT L. DA A NE. Pmid**i
ARTHUR M.GODWIN. Vic* Pm. ORRIN B. DAVENPORT. A»i Cmlmt 
EARLE D. ALBERTSON.Vic* Pm. and Cuhm HARRY J. PROCTER. Am'i Cadmi 
EARL C JOHNSON. Vic* Pmidcai H. FRED OLTMAN. Am'i Cadmi

TONY NOORDEWIER. Am'i Cadmi

OLDEST SAVINGS BANK IN W ESTERN MICHIGAN

IF YOU ONLY 
KNEW

the many pathetic cases that come to our 
attention, which we cannot disclose, 
caused by the failure of a parent or a hus
band to make a Will, you would give the 
matter of making your Will careful con
sideration.

Consult your legal adviser and he will 
explain to you the many advantages of 
your dependents that can come only 
through your Will.

IrBAND RAPIDsTRUSTÇnNPÀWY
GRAND RAPIDS, MICHIGAN
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Has Great Faith in His Own Enter
prises.

At the annual meeting of the Amer
ican States Securities Corporation held 
at Wilmington, Delaware, the stock
holders, by an overwhelming majority, 
evinced their confidence in Frank T. 
Hulswit by re-electing him president 
and director of their company from 
which he voluntarily resigned after the 
unfortunate decline in United Light 
& Power stock, a company he had 
originally organized and brought to a 
position where it was rated as one of 
the leading public utilities of the coun
try.

The stockholders also took favorable 
action on the plan of re-adjusting the 
company’s financial sructure, recently 
proposed and which was made possible 
by the cancellation of a considerable 
block of stock of Mr. Hulswit. This 
offer was made by Mr. Hulswit at a 
considerable financial sacrifice, but it is 
a typical action of a man who has al
ways shown unselfishness when the 
interests of others were involved.

The hold that Mr. Hulswit has on 
the confidence of stockholders of his 
enterprise is but natural when his char
acter is fully understood. His critics 
may claim he made a mistake in his 
personal efforts to advance United 
Light & Power stock to the high price 
it attained and from which it had a 
considerable decline on account of ad
verse market conditions—but if it was 
an error, and that is a question still 
to be determined, it was not one be
hind which were selfish motives—for 
Hulswit himself was the greatest finan
cial loser.

To know Hulswit as his best friends 
know him is to know an optimist, a 
man who has the greatest faith in his 
properties. This side of him is the 
magnet that drew the millions into the 
development of his utility properties 
and the force that drove them to the 
heights they attained in their industry. 
The bulk of the stockholders of the 
so-called Hulswit properties have 
profited immensely out of them, de
spite the recent decline, and this ac
complishment can not easily be elim
inated from their consideration when 
placing an estimate on his integrity 
and honesty.

This is why, and quite properly so, 
they wish to retain him as head of 
American States: for they place faith 
in him that he will succeed in making 
a financial success of it—a faith he 
personally backs by his willingness 
to serve the company as its president 
without compensation until the profits 
warrant the stockholders to reimburse 
him for his efforts in their behalf.— 
Financial World.

Seasonal Changes That Had Been 
Expected.

For the first time this year the 
country’s foreign trade balance swung 
from an excess of merchandise im
ports to an excess of exports but the 
event does not necessarily mean that 
our period of so-called “unfavorable” 
balances has passed.

Not in a quarter of a century had 
imports into this country exceceded 
exports for the first four months of

any calendar year until 1926 but the 
May figures now compiled reveal that 
the tide has turned at least temporarily 
to an excess of exports. With imports 
for May totaling $318,000,000 and ex
ports $356,000,000 the merchandise ex
cess of exports for the month aggre
gated $38,000,000.

The decline of roughly $80,000,000 
in May imports from the April level 
may be explained in part by seasonal 
movements. The flow of rubber into 
the country was very much reduced, 
for one thing, and reductions in the 
price of the commodity lowered the 
value of what was shipped in. Coffee 
imports were likewise materially small
er than in the month before. Losses 
in the volume of jute and burlap im
ports account for a portion of the May 
shrinkage in imports.

While merchandise exports in May 
ran ahead of imports they did not 
equal the total for April since the de
cline in cotton prices in part resulted 
in a sharp reduction in the value of 
our outgoing shipments of that com
modity for the month.

We are entering that season of year 
when normally it is expected that our 
outgoing shipments will exceed the in
coming movement. With the approach 
of the autumn the United States usual
ly has a substantial surplus from its 
agricultural crops for the foreign mar
kets. Seasonal shipments of wheat and 
cotton are heaviest in the second half 
of the year and that is why we may 
expect that our merchandise exports 
for the remainder of the calendar year 
will exceed imports in the absence of 
offsetting influences.

That the balance may again swing 
to an excess of imports from time to 
time is the expectation of most trade 
authorities and in the opinion of the 
economists such a condition is to be 
welcomed as a partial solution to the 
problem of settlement of the great in
ternational balances.

Paul Willard Garrett.
[Copyrighted, 1926]

Lobster Returns Increase.
Due chiefly to the increase in the 

value of the lobster fisheries of Nova 
Scotia, the fishery production of the 
Province for last year totaled $10,- 
130,734, or an increase of 16 per cent, 
over the previous year, according to 
the preliminary report of the Domin
ion Bureau of Statistics. The mar
ket value of the lobster catch for 1925 
was alone $3,010,043.

The amount of capital represented 
by steam trawlers, vessels, boats, nets, 
seines, traps, piers and wharves used 
in catching and landing fish was es
timated at $7,931,386, and the num
ber of men employed is 16,175, a sub
stantial increase over the preceding 
year. There was a total capital in
vestment in fish canning and curing 
establishments of $4,004,426, and there 
were 251 such establishments in opera
tion, employing 3,190 people.

None of His.
Among the prisoners arraigned be

fore the court was an Irishman.
“Are you guilty or not guilty?” 

asked the judge in a stern voice.
“Faith, and that’s yer honor’s busi

ness."

Mr. Stowe Says
I  am  n o t v e ry  frien d ly  to  col
lection  concerns, b u t  th is  one 
hap p en s  to  be  on  th e  s q u a r e -  
one in  a  th o u san d .

Only one sm all serv ice  charge. N o e x tra  com m issions, A tto rn e y  fees. L is t
ing fees o r an y  o th e r ex tra s.
R eferences: A ny B ank  o r  C ham ber o f Com m erce o f B a ttle  C reek , M ich., o r 
th is  paper.

Merchants’ Creditors Association of U. S.
208*210 M cCamley Bldg., B attle  C reek , M ichigan

F o r your p ro tec tion  we a re  bonded by  th e  F id e lity  A C asu a lty  C om nam r of 
N ew  Y ork C ity.

F e n t o n  D a \ i s 6 B o ^ l e
B O N D S  E X C L U S I V E L Y
Grand Rapids National Bank Bnildlad

Chicago GRAND RAPIDS
First National Bank Bldg. Telephones |  Main6 M S4212

Detroit
Congress Building

'it.M

D ecorations losing freshness  
KEEP THE COLD, SOOT AND DUST OUT 
In s ta ll “AM ERICAN W IN D U S T IT E ” a ll-m e ta l 
W ea th e r S tr ip s  an d  save  on y o u r coal bills, make 
your house-clean ing  eas ie r, g e t m ore com fo rt from  
your h ea tin g  p lan t a n d  p ro tec t y o u r fu rn ish in g s  
and d rape rie s  from  th e  ou ts id e  d ir t ,  so o t a n d  d u s t 
S to rm -proof, Dirt.proof, Leak-proof, Rattle-proof. 

M ade a n d  In s ta lled  O nly by  
AMERICAN METAL W EATHER STRIP CO. 

144 Division Ave., North
C itz. Telephone 61-818 G rand  R apids, Mich.

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

and Show Case Glass 
All kinds of Glass for Building Purposes 

501-611 IONIA AVE., S. W. GRAND RAPIDS, MICHIGAN

STRENGTH ECONOMY

THE MILL MUTUALS 
AGENCYLansing M ichigan

Representing the

MICHIGAN MILLERS MUTUAL 
FIRE INSURANCE COMPANY

A N D  ASSOCIATED COM PANIES

Com bined A ssets of G roup 
$33 ,3 8 9 ,6 0 9 * 2 8

20%  to 40%  Savings Made Since Organization

FIRE INSURANCE—ALL BRANCHES
Tornado—A utom obile—Plate Glass
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The Apprentice System.
There are people who believe that if 

a thing is new it is good; conversely, 
that if something is old, it is of no use. 
Like all generalities, this is neither 
wholly true nor false.

As the philosopher says, “Time al
ways tells the truth,” yet the old man 
with the scythe we suspect slumbers 
at his post quite frequently; meanwhile 
some excellent things that ought to 
be noticed by the superintendent of 
years are passed over. Thus it comes 
to us that after a while some of the 
things and methods and processes that 
originated in a past age and that we 
have discarded for the newer systems 
and things, may after all have been 
the better. One of these which may 
not have been so bad, was the ap
prentice system, which nowhere seems 
to have expression in these fast-mov
ing industrial days.

In the “good old days” a young 
man who desired to learn a trade or a 
profession was bound out for several 
years to a master craftsman or pro
fessional man or business firm, who 
was paid a stated annual sum for in
struction. Nowadays we reverse the 
process. While a boy or young man 
is learning how to do a certain thing, 
he gets paid for his services—in liter
ally thousands of cases that word ser
vices ought to be set in quotation 
marks. A boy, hardly able to read or 
write comes in as office boy. and gets 
more pay than his father received thir
ty years ago. We venture the belief 
that annually millions and millions of 
dollars are just thrown away on “help” 
that is ignorant, untrained, incapable, 
with no standard of striving for fitness. 
Thus business provides no system of 
training its future capable assistants 
and executives. In other words we 
have abolished the apprentice system, 
which was, in fact, an organized meth
od of preparing for the man-power of 
the future, without leaving this wholly 
to chance. Our present method cer
tainly produces men for future re
quirements—we do not seek to deny 
that fact—but at terrific, unnecessary 
waste.

The apprentice system was a good 
thing in many ways.

Resolutions vs. Real Pressure.
Whether resolutions do or do not 

really amount to anything is a subject 
of some importance at just his con
vention season, and in that connection 
special interest attaches to the recent 
convention of the Massachusetts Re
tail Grocers’ Association where its 
resolutions committee threw pretense 
to the winds and reported:

“Your committee recognizes the fu
tility of offering anything but the regu
lation, stereotyped form of resolutions 
as presented at all conventions of a 
similar character.

“Considerable thought has been put 
into the work in the past but after our 
last convention the resolutions were 
not printed in our own magazine or 
the local trade papers.

“The objective of the Massachusetts 
Retail Grocers’ and Provision Dealers’ 
Association is so well known that a 
long list of ‘resolves,’ dealing separate
ly with the numerous attempts being

constantly made to restrict our sales 
and otherwise cut our profits, would 
be puerile and beneath our dignity.

“Most of these are local and are au
tomatically taken care of by our legis
lative and grievance committees or by 
local associations. As an association in 
annual convention, we should give our 
attention to matters of National legis
lation which are beyond the reach of 
these committees. Not by ‘resolves,’ 
read, accepted and forgotten, but by 
real work.

“Let no man in Washington repre
senting Massachusetts have a chance 
to say that he did not understand be
cause he had not been told, how these 
bills would affect the grocers and pro
vision dealers of his State.”

The Unsentimental Dollar.
Some of the meanest men in the 

world are in business, and stay in— 
because they know how to make 
money.

Some of the finest men imaginable— 
honest, industrious, earnest, progres
sive, cannot make a go of business. 
Their failure always elicits general re
gret.

Bankers lend money to many money
making men, whom they dislike, and 
are obliged to refuse credit to many 
men whom they esteem as men of 
honor and excellence but who do not 
know how to make money, or at least 
have not yet done so.

These personal aspects of business 
prove a highly important fact—that in 
the last clear analysis, the business 
dollar is without sentiment, one way 
or the other.

Thus it appears that many are suc
cessful in business who from the per
sonal standpoint earn no enthusiasm 
for themselves and whose departure 
from the field of commerce occasions 
no heartaches or regrets; and that 
many fail, whose success would bring 
delight everywhere.

The whole essence of the matter— 
the business essence—is this: you must 
make money if you are to stay in busi
ness. This has been said in these 
columns on numerous occasions and 
will bear repetition.

Legal Twist Worth Knowing.
A careless creditor, if he has good 

advice, need not despair even if he 
has neglected to have the debt ac
knowledged in proper form. A Balti
more man complained to a lawyer that 
he couldn’t get back a loan of $500 
from a debtor. The lawyer advised 
him to sue; but the unlucky creditor 
had to admit that he had no note or 
other written acknowledgement of the 
debt.

“Write to him,” said the lawyer, 
“and tell him you must have $600 back 
at once.”

“But it was only $500,” objected 
the man.

“Exactly. He will write back to tell 
you so and then you will have your 
acknowledgment.”

Hillsdale—The Harvard Trouser Co., 
42 Carleton Road, has been incorpor
a ted  with an authorized capital stock 
of $50,000, of which amount $30,000 
has been subscribed and paid in, $20,- 
000 in cash and $10,000 in property.

SAFETY SAVING SERVICE

CLASS MUTUAL INSURANCE AGENCY
“The Agency of Personal Service“

C. N. BRISTOL, A. T. MONSON, H. G. BUNDY  
FREM O NT, M ICHIGAN

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

Hardware Mutual Casualty Co.

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

W RITE FOR FURTHER PARTICULARS.
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HOTELS AT HOWELL.

Side Lights on Commercial, National 
and Rupert.

Howell, county seat of Livingston 
county, was the largest city between 
Detroit and Grand Rapids on the D., 
G. R. & L. R. R, with the exception 
of Lansing. It was considered the 
most progressive by many.

It boasted of a brick hotel, called 
then the National, three stories high, 
middle of block, and probably was 
the best constructed hotel along that 
line. It was built by the Weinmeister 
estate in 1880. They were bankers, 
rather progressive, but had made a 
slip in business some way and failed; 
most of them having died, and the 
National Hotel, one of their enter
prises, certainly had a checkered 
career. They conducted the place first 
with no great success, leased, had to 
take it back, then when the failure 
came, the whole shooting match, real 
estate and furnishings, was bought in 
by three Howell citizens, Thos. Gor
don, attorney; Asa Van Kleet, furni
ture dealer, and Charles Fisbeck, re
tired farmer, interested in the Howell 
National Bank and other city enter
prises.

A dozen men tried to conduct this 
place, all meeting with little or no 
success. Some very good up-state ho
tel men tried it. Ed. Snow was one 
of them, coming from the McKinnon, 
at Cadillac, later going to a hotel at 
Dowagiac, where he met with success. 
Jim Truesdale, a Howell citizen, who 
had traveled Michigan for years, had 
a fling at the proposition, but retired 
in due time. “Dad-’ Whipple, whom I 
have mentioned in a previous article, 
also took a try at this place, and while 
it is said he succeeded better than 
some others, his net profit was not 
sufficient for him to continue.

On February 22, 1893, the writer 
made his maiden bow as a country 
tavern keeper with this place. As
sociated with him was one Frank Lap- 
ham, coming from a family of hotel 
folks who had conducted hotels up 
around Crystal Lake. Ithaca, etc., with 
a reasonable degree of success. Young 
Lapham I had met at Geneseo, N. Y., 
where he was attending normal school 
and the writer was hitt-'ng a living 
partly in hotel work and partly in the 
newspaper field. I had settled in 
Grand Rapids for a year or two after 
migrating to Michigan, and Lapham 
and the writer formed a partnership 
and tackled the so-called White Ele
phant. It is a long story, but not in
teresting enough to the average read
er to take space. Lapham “flew the 
kite” after a few months and I did not 
locate him for two years. The owners 
of the hotel were very k;nd to me. 
The original lease which had been en
tered into between Lapham and the 
writer and and them was canceled and 
I struggled along alone for about two 
years, but with no success. When 
Lapham quit, we were heavily indebted 
for supplies, but all local trades people 
were very kind to me, holding them 
over. In due time I was able to pay 
dollar for dollar, keep head above 
water, but neither of the owners re
ceived anything on their investment 
except a few meals. The writer was

not able to draw down even good 
weekly wages and had to give up in 
despair. The business was not there. 
The world’s fair year and the year 
after, as we older ones will recall, were 
mighty bad years. Michigan hotel 
business was badly hit and the writer 
and the National suffered accordingly. 
The only redeeming feature of my ex
perience at Howell was that it was 
there I found the lady, who is now 
Mrs. Hoag, mother of our two chil
dren, a wonderful helpmate all these 
years, adhering to the whims of her 
possibly erratic husband; a wonderful 
mother, and I claim to-day, a wonder
ful hotel woman. We were not mar
ried until some years later, after I had 
returned East, where we remained for 
some years, later returning to Michi
gan.

I mentioned brick hotel. There 
were but few such buildings among 
the smaller cities and the National 
was one of them.

It finally took J. K. VanKuren & 
Son to bring the old National into its 
own. They came from up around 
Grand Rapids, where the senior had 
been in the hotel business for some 
years. This in 1900. They made some 
very desirable changes in the old plant: 
steam heat, electric lights, later hot 
and cold running water in most rooms, 
a few baths. They really conducted a 
very good hotel; meals good; they 
were on the job, and this with the 
going out of existence of the Com
mercial Hotel left a clear field for the 
National. Th%y changed the name to 
the Livingston. Both senior and 
junior VanKuren died within a few 
years of each other, sometime after 
1910. Mrs. VanKuren has held on 
and has met with reasonable success. 
She changed to the European plan 
some years ago, and while some of 
the earmarks of the old National are 
still in evidence, the Livingston is con
sidered a very good hotel, as such in
stitutions go. It gets a very good 
play of auto patronage, all of the com
mercial business, all of the county 
trade and makes a go of it.

The Commercial Hotel at Howell 
was a three-story frame building, 
acknowledged in those days to be a 
veritable fire trap. It was built for 
a wagon manufacturing place, con
verted into a hotel soon after the Na
tional was opened; continued for 
some years, finally had to give up the 
ghost, reverted back, so to speak, to 
its first love and is to-day an agricul
tural supply building, with an auto 
display room occupying one part.

I think John White was the first 
proprietor of the Commercial. At any 
event he had been its proprietor, quit 
it, went up North for a few years, re
turned, took possession again, held on 
for some years, finally retired and 
spent his last days in the Michigan 
Masonic Home.

Dad” Whipple also had a fling at 
the Commercial. I think there were 
a couple of proprietors between the 
time White left it and returned, be
sides Whipple.

John White was my competitor and 
no small item at that. All in all, he 
conducted a mighty good hotel at the 
Commercial with what he had to work 
with. I think he conducted a better

More Than 
10,000,000 People 

daily demand

&
CORN
Fi ^ S

In all the w orld— no flavor like K ellogg’s. T he original 
Corn Flakes— so delicious, so crispy! T h a t’s w hy they 
are  the national favorite!

T he constantly increasing dem and for Kellogg’s Corn 
Flakes has been created by  people in every big and  little 
town in the world, who have proven by comparison th a t 
Kellogg’s excel in quality, flavor and  crispness.

T he summ er rush has started— are you p repared  to  
m eet the dem and? You can keep right on  top  of the 
peak-dem and-m onths by  ordering quickly!

D O N ’T  G ET C A U G H T  IN T H E  JA M !

CORN FLAKES
THE ORIGINAL CORN FLAKES

REYNOLDS
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hotel in those days than I did. He 
was not popular and yet he had a way 
of getting some of the boys on the 
road and holding them which none of 
us could quite understand. He was 
of the old school class; he dressed it, 
he acted it in many ways; he played 
it in the hotel business as only old 
school fellows know how to do. At 
one time he had a bar, which was a 
money maker; later, with his brother, 
they conducted a bar out on Main 
street, which also made John some 
money.

While the National had it over the 
Commercial in building, John White 
kept his house immaculate. Of 
course, both houses in those days were 
“wash bowl and pitcher,” kerosene 
lamps, no heat other than stoves in the 
hallways, and many other ancient 
facilities. White certainly kept the 
Commercial mighty presentable. While 
his general foods were no better than 
other hotels served, he made a special
ty of steaks. While not quite up to 
the Whipple brand, they were mighty 
good. I know this, for I lived at the 
Commercial for some months, a year 
cr two after my advent as a landlord 
at Howell. Broiled home cured ham 
was another of his specialties and was 
always in evidence on the supper 
menu. He used charcoal for all his 
broiling and the ham itself was of ex
cellent quality, cured under his per
sonal supervision.

The Rupert House, at Howell, was 
probably one of the best conducted 
farmer hotels between Detroit and 
Lansing. This was a big three-story 
frame building, standing on a very 
prominent corner. In connection there 
was a very large hitch barn. Seth 
Rupert was the man behind the gun 
in my days; his father and mother had 
been there before him for years; such 
rural patronage as Howell created 
swore by the Rupert; and it was quite 
common for some of the boys on the 
road to stay at this place. Rates were 
$1 per day, American plan; all meals 
were 25c; no style, no service, red 
napkins and table cloth, but good food 
and lots of it. The rooms were well 
kept, the dining room spacious, seat
ing over 100; in stage coach days, the 
Rupert enjoyed much patronage from 
this source, and a change of teams 
was made there.

I have mentioned “Dad” Whipple 
having the old Rupert as his final or 
nearly so, final venture. This was 
after the closing of the Commercial. 
He got along only fair; the farmer 
patronage had changed, due to auto 
conditions. The old house had gotten 
talher run down; it was not just 
"l ad’s” class at the best; considerable 
A the old time boys went to “Dad”, 
even with lesser accommodations, but 
even with the combined business, not 
a great success. Mr. Whippl» re
mained a few years and returned to 
either South Lyon or Plymouth.

The old Rupert has moved back 
ti^n: its original location; converted 
into apaitiuents; the old hitching barn 
has gone, and what was an outstand
ing figure in hotel life in Howell for 
many years has passed into something 
else.

Before the advent of the Nat'onal, 
as mentioned, hotels in Howell were

not so much; at times several different 
small ones, none really good, even for 
those days.

There was always a railroad depot 
hotel at Howell, conducted for many 
years by the Barber family; much 
patronized by railroad trainmen, with 
a sprinkling of a few of the boys on 
the road and those coming and going 
on the trains. This was also a $1 
house, oddly constructed, two stories 
high, wonderful meals at 25c each, 
where Mother Barber’s cookies and 
jams and pies and cakes played a 
prominent part. The Barbers have all 
gone to their reward; that is, the 
older members of the family. The 
dining room I found in 1924 still in 
operation, more as a lunch room than 
in the older rays, the “homey” at
mosphere gone, but never to be for
gotten. Reno G. Hoag.

Benefits From Reading Trade Papers.
A truly alert merchant does not need 

to be told that the reading of trade 
journals is a matter of necessity. He 
must know that it is impossible to 
keep informed of developments with
out regular and careful reading of 
representative journals of the trade. 
The man who becomes a subscriber 
and reads the trade papers diligently 
generally knows more on the many 
minor points which keep cropping up 
in his contact with prospective cus
tomers than the one who neglects to 
do so. Some of these points may be 
unimportant but in each one the fact 
of ignorance or knowledge, is apt to 
weaken or strengthen a merchant’s 
position in the eyes of the buyer.

It is to the interest of merchants to 
acquire special knowledge on certain 
subjects connected with the manufac
ture of the goods carried by them and 
this knowledge can be obtained in no 
surer way than by getting the habit of 
reading the educational journals of the 
trade.

We have been hearing a good deal 
of late about the psychology of sales
manship, a term which has been much 
overworked. It is true, however, that 
the art of a good salesman is an in
tangible thing; a chart of his opera
tions is difficult to draw up, because 
the methods of approach and subse
quent handling of a “prospect” are as 
a rule too intricate to be precisely 
formulated. In approaching a cus
tomer the merchant will draw uncon
sciously from many data, but if he 
attempted to make a scheme of h?s 
selling methods he would find himself 
hopelessly impeded.

The more conspicuously successful 
merchants are those who read their 
trade papers, attend meetings and cir
culate freely among those engaged in 
the same kind of work. They usually 
get enough in return to make the 
contact profitable and are certainly as
sured a larger circle of friendship and 
associat:ons and a greater business suc
cess than can possibly be achieved by 
men who pay less attention to these 
things and so deprive themselves of 
the education, guidance and inspiration 
that are gained by getting together 
with other men in their particular line 
of business.

If a man has nothing else to spend 
he can spend his vacation at home.

Change the
ONE-AT-A-TIME h ab it-

Selling one can of m ilk a t a  tim e isn’t 
nearly so profitable as selling six a t a 
time.

Get a custom er to use BORDEN’S 
for all her cooking—wherever the 
recipe calls for m ilk—and you will 
soon get her out of the one-at-a-time 
habit.

The Borden Company

NEW YORK, 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 res id en t—F. E. Mills, 

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

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

Wash Cottons Still Moving Well.
Notwithstanding that jobbers who 

take Spring inventory late in May 
have “officially” passed out of that 
season, business continues to arrive in 
a sizable volume to those who handle 
wash goods. As with many other 
lines that are dependent very largely 
on the weather for the extent of their 
sale, the movement of wash goods has 
for most of the season been less ac
tive than wholesalers would like to 
see it. Their hopes of a better 
“break,” however, are on the way to 
being realized. In some instances 
sales in the last week or ten days have 
shown a greater volume than last 
year for the first time this season. 
Whether this can be attributed to the 
warmer weather, to the very atractive 
prices that are now offered in many 
quarters as a result of the unloading 
of converters’ stocks, or to a combina
tion of both is matter of conjecture. 
Prospects are bright now for a longer 
jobbing season in these fabrics than 
usual, largely because of the lateness 
with which retail buying began.

Are Treating Babies Well.
Designers of 1927 lines of infants’ 

socks apparently have laid themselves 
out to make the new lines attractive. 
The result is that, when wholesale 
buyers of these goods get down to 
making their selections about a month 
hence, they will find their work cut 
out for them. One of the features of 
the samples that have recently been 
put on display in selling agencies here 
is the increasing amount of rayon 
used. In all but the cheapest lines 
this material seems to have cut in very 
largely on mercerized cotton. Prices 
have not been settled generally as yet, 
but the best indications are that, al
though reductions are probable, they 
will not be substantial. The well-styled 
lines, in particular, are expected to 
stay not far from the 1926 figures. 
While a generally good season is an
ticipated, sellers would not be sur
prised to see buying start rather 
slowly.

Large Hat Vogue Spreading.
Not in many seasons has there been 

a more rapid spread of a change of 
style in millinery throughout the 
country than that which has brought 
larger hats for women into popularity. 
While buyers for stores in the larger 
cities have, as usual, set the pace in 
bringing the new mode before the 
feminine portion of the public, their 
lead has been very quickly followed 
by retailers of millinery in the smaller 
places. The result is that orders have 
been received from such retailers 
which ordinarily would not have come 
in until four to eight weeks later. Two 
things are held responsible for it. One 
is the way in which the fashion maga
zines have backed up the movement 
to re-establish larger hats here. The 
other is that women all over the 
country have apparently become “fed

up” on small chapeaux and welcome 
the change.

Neckwear Prospects For Autumn.
While not a great deal of business 

has been booked for Fall in men’s 
neckwear as yet, leading wholesalers 
regard the prospects for the coming 
season as satisfactory. A large por
tion of the men’s wear stores are now 
buying their merchandise on a budget 
system, it was pointed out yesterday, 
which scales down the early commit
ments and encourages frequent replen
ishment as stocks move over the 
counter. Thus, retailers in frequent in
stances have been awaiting a more ac
tive turnover of seasonal merchandise 
before placing their orders for the 
coming season. Leading factors in the 
necktie trade, however, look for early 
July to bring with it an expanded de
mand for the early Fall. The trend 
continues to favor bright-colored pat
terns, particularly stripes.

Will Seek More Time on Orders.
One of the things that ready-to-wear 

manufacturers plan to give more at
tention to during the Fall season is 
the development of a more or less 
fixed policy on the matter of securing 
sufficient time from retailers for the 
manufacture of goods which are order
ed. It was pointed out that particu
larly during the past season retailers 
were prone to insist on very rapid 
delivery. The manufacturer, in order 
not to lose the business, acquiesced 
and spurred production only to find 
that his willingness to oblige resulted 
in a greater number of cancellations 
and returns. To overcome this the 
manufacturers will try to develop a 
permanent policy that will require two 
weeks or more for the production and 
delivery of merchandise to be made on 
order.

Favor Velvets in Dresses.
Velvet as a dress fabric is having a 

rebirth of favor. Early lines of dresses 
for Fall give much attention to velvet 
garments, which are being shown for 
wear on practically all occasions. 
There are one and two-piece tailored 
dresses of velvet, as well as the more 
elaborate gowns intended for evening 
wear, with chiffon velvet stressed in 
the latter. The color range of the 
new lines is quite varied, the new soft 
yet high shades vying with black. It 
is still too early for the dress trade to 
have secured a definite idea of buyers’ 
reactions to the re-introduction of vel
vet, but wholesalers here yesterday ex
pressed strong confidence in the 
fashion appeal and salability of the 
new merchandise.

Women's Neckwear Does Well.
Although the bulk of the business 

that is now going to manufacturers of 
women’s neckwear is in the form of 
duplicate or filling-in orders, the vol
ume received is very good for the 
present advanced state of the season. 
While not a little of the merchandise 
now moving is of a type suitable for 
use on dresses, the styles adapted to 
setting off tailored suits continue in 
demand. This is attributed to the 
continued uncertainty of the weather, 
which is allowing women to wear suits 
later than usual this year. Despite 
the vagaries of the thermometer, which

have been an admitted handicap on 
all lines of dress accessories, the trade 
has had one of the best Spring sea
sons in some time.

Fabric Orders Expanding Slowly.
Slow progress in covering Fall re

quirements of piece goods by the 
ready-to-wear wholesalers and manu
facturers continues, with the latter 
now confining their entire attention to 
the making up of their early sample 
lines of garments. The threat of labor 
disturbances about the first of next 
month is preventing any expansion of 
the orders placed with the mills which 
would be expected at this time. Pro
vided the garment trade rides through 
the early July period without a serious 
tie-up due to internal labor troubles, 
the way will be paved for a very ac
tive business in both coatings and 
dress goods, as the orders placed to 
date have been restricted both as to 
volume and variety.

sealed and delivered” by the purchaser 
on the assurance of the selling house 
that it could be executed as desired.

Washable Silks Are Selling.
In broad silks washable crepes con

tinue their popularity and are being 
ordered fairly freely at popular prices. 
White is in much favor in these cloths, 
with the interest in colored ones di
vided between rose, blues, tans, coral, 
sand, green and sunni. Forty-inch 
crepes de chine in small floral and 
polka dot patterns have also been in 
demand for special sales. Wide prints 
are not moving to any marked extent. 
The demand for georgettes stresses 
plain goods rather than prints. In 
honan silks, which are favored, white 
is wanted mostly, but there is also an 
active call for colored merchandise.

For Quality, Price and Style

Wemer Csp Company
Something New in Luxuries.

Not to be entirely outdone by re
ports of purchases of solid gold dinner 
plates at very high prices, a special 
order has just been placed in New 
York by a certain woman for teaspoons 
of the solid metal at $500 a dozen. In 
another case an order has been sent in 
to a well known concern calling for 
six fancy goblets wrought in sold gold. 
Just what they will cost the purchaser 
is not known, as the price has not 
been calculated for the style of goblet 
wanted. That this is a minor factor in 
the transaction, however, is indicated 
by the fact that the order was “signed,

Grand R apids, M ichigan

R E A L  V A L U E

Aak
Your

Jobber

CRESCENT 
515 Broadway, New York City

D ollar Topkis gives us sales volum e as a  jobber. It will 
give you sales volum e over your own counter— and satisfied 
customers.

THE BIGGEST DOLLARS WORTH—
FOR YOUR CUSTOMERS AND YOU

3 131—  M en’s Nainsook Check U nion Suits. Sizes
3 6 /4 6  ---------------------------------------------------- $ 8 .1 2 %

3 132—  M en’s Jacquard  Stripe U nion Suits Sizes
3 6 /4 6   ------------------------------------------------ 8.121/2

3133—  Men s S tripe C repe U nion Suits. Sizes 3 6 /4 6  8 .1 2 %
3134—  M en’s R ayon Stripe U nion Suits. Szs. 3 6 /4 6  8 .1 2 %  
1105— Boys’ Nainsook Check U nion Suits. Sizes

2 4 /3 6  -----------------------------------------------------  6 .2 5
1108— Boys’ Nainsook Check W aist U nion Suits.

Sizes 2 / 1 2 ------------------------------------------------- 6 .2 5
1209— Girls’ Nainsook Check W aist, Bloom er

style U. S Sizes 2 / 1 2 ___________________ 6 .25
1209X — Girls Nainsook Check W aist, B loom er

style U. S. Sizes 1 4 / 1 6 _________________ 6  75
Extra sizes in 3131.

Order now so you can give your customers what 
they want during the early hot days

Term s 2 /1 0 — usual dating

E D S O N ,  M O O R E  &  C O M P A N Y
1702-1722 W eit Fort St. 

D E T R O I T
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IN THE REALM OF RASCALITY.

Cheats and Frauds Which Merchants 
Should Avoid.

Another shystering concecn» as 
been brought to the attention of the 
Realm by C. H. Dahlhouser, of Litch
field, which masquerades under the 
title of the Capitol Knitting Co., of 
Toledo, although no conccern of that 
character is rated or even listed by 
the mercantile agencies. Instead of 
sending out $1 worth of stock the 
Capitol Knitting Co. reaches out for 
more worlds to conquer. It sends 
Mr. Dahlhouser two dozen pairs of 
hosiery, for which it requests remit
tance of $8.88, less 5 per cent, for 
cash in ten days. On receipt of Mr. 
Dahlhouser’s letter and the accompany
ing literature sent him by his Toledo 
philanthropists, the writer replied as 
follows:

“The concern you write me about 
is not rated at all by either agencies, 
showing very plainly that it is a fly- 
by-night concern which has no credit 
and ought not to be pestering decent 
people by sending out unauthorized 
shipments. My advice would be to 
write the company that you do not 
believe in concerns undertaking to foist 
goods on people in this manner and 
that it can either come and get the 
goods personally or send you $1 for 
the bother it has made you; in case 
a man comes personally he will not 
only have the pleasure of interviewing 
you and hearing what you think about 
sharks of his ilk, but that the dog 
will also have something to say to him 
when he takes his leave.”

In an order issued by the Federal 
Trade Commission the Western Wool
en Mills Co., of Minneapolis, Minne
sota, is required to discontinue the use 
of the words “mill” or “mills” in its 
corporate or trade name until it ac
tually owns or controls a mill in which 
garments sold by it are manufactured 
or produced. The Commission found 
that the respondent prominently dis
played on letterheads, order blanks, 
shipping tags, and other business sta
tionery, as well as in pamphlets, cir
culars and similar trade literature, the 
words Western Woolen Mills Co. and 
similar designations. The corporate 
name, it was found, was used in con
junction with such representations and 
assertions as “Direct from mill to you 
—Buy Your Sweaters, Blankets, Un
derwear, Hosiery, Leather Vests, 
Overcoats, Knitted Novelties at a 
Great Saving,” as well as other legends 
tending to create the erroneous im
pression that the respondent owns and 
operates mills in which the products 
which it offers for sale are manufac
tured. The findings state, however, 
that the respondent neither owns, op
erates nor controls any mill or mills 
in which the merchandise sold by it is 
manufactured. It purchases such mer
chandise from various manufacturers 
and other dealers which it sells at 
prices netting a profit over and above 
the cost of such products to itself. 
The Commission found therefore that 
those who purchase from respondent

were not eliminating or saving the 
profits of all middlemen. The respond
ent’s method of marketing its products, 
the findings conclude, are misleading 
to the general public and unfair to 
competitors who do not misrepresent 
the source of their merchandise.

The National Better Business Bu
reau reports that the National Adver
tisers Syndicate of 417 South Dearborn 
street, Chicago, is advertising in 
the male help wanted columns of news
papers somewhat as follows:

SALESM AN—$150—$200 w eekly ; sell 
new  a d v e rtis in g  p roposition ; p re fe r m en  
w ho have  sold a d v ertis in g  p rem ium s, 
books, scales o r s im ila r sp ec ia lty  lines; 
specia l in ducem en ts  fo r m en w ith  c a r s ; _ 
full house co-operation . N a tio n a l A d
v e rtis e rs  Syndicate , 417 S outh  D earborn , 
Chicago.

Respondents to this advertisement 
are urged to sell an alleged sales stim
ulating plan to merchants. This 
proposition sells for $35, the salesman 
collects a deposit of $10.00 as his com
mission, the balance is collected by 
the company.

This plan consists of the following: 
one twenty-six piece set of William 
A. Rogers 1881 silver in chest; 3,500 
Mysterious Keys which the merchant 
will give away to his customers with 
each purchase they make of any de
nomination he may decide upon; a 
Mystery Lock and two master keys; 
one thousand hand bills which bear 
the merchant’s own advertisement.

Investigation of the National Ad
vertisers Syndicate by the National 
Bureau a year ago disclosed that it 
was run by J. M. Sweeney, who at that 
time had advertised for salesmen to 
dispose of a similar promotion scheme, 
which included a one tube Crosley ra
dio outfit; keys, padlock, display ban
ners, etc., for $50. Among the keys 
given out is one that will unlock the 
padlock on the radio set and after the 
disposition of the entire amount, the 
holders are invited to try their keys, 
the person having the key that fits 
the padlock being the winner of the 
set.

There appears to be a question as to 
the liability involved, since the com
pany itself does not operate a lottery 
but merely sells the materials to a mer
chant, who assumes the responsibility 
when he advertises the scheme under 
his own name.

Whether or not the salesmen earns 
$150 to $200 weekly depends upon the 
number of merchants he is able to sell 
on this type of promotion.

Representatives of the S. & H. Co. 
of Cleveland solicited Jackson homes 
selling kitchen and bath supplies, say
ing that a percentage of their sales 
went to the Francis Juvenile Home, 
433 East 42nd street, Chicago. Our 
letters to the organizations concerned 
asking for further particulars have 
brought no reply.

Readers of the Journal of the Amer
ican Medical Association will remem
ber that during the past autumn the 
United States Public Health Service 
found it necessary to issue a warning 
against a concern with offices in Wash
ington, D. C., calling itself the “Na

tional Health Service.” The National 
Health States Public commercial or
ganization that the Surgeon General 
of the United States Public Health 
Service declared was attempting to 
capitalize the research work done by 
the United Sates Government and to 
confuse the public into believing that 
it was in some way identified with the 
Public Health Service of the Govern
ment.

The offices of the National Health 
Service are no longer in Washington, 
D. C., but in New York City. The 
concern is either operated from two 
addresses—17 West Sixtieth street and 
70 Fifth avenue—or there are two 
concerns of the same name. From 
the first address a so-called “Book of 
Health,” a urinalysis “health service” 
and a line of fad foods are sold. From 
the Fifth avenue address letters are 
sent to industrial concerns urging them 
to purchase “a remarkable discovery 
for kidney disease, which has produc
ed unbelievable results even in extreme 
cases where all other means have fail
ed.” Each concern denies connection 
with the other.

Coopersville Cannery in Operation.
The Daggett Cannng Co. has been 

organized to conduct the cannery at 
Coopersville with a capital stock of 
$15,000, all paid in in cash. The offi
cers of the corporation are as follows:

President—Henry Smith.
Vice-President—Thomas E. Graham.
Secretary and Treasurer—E. P. Dag

gett.
The cannery has already started on 

rhubarb and will follow on strawber
ries, raspberries, cherries, black ber
ries, tomatoes, apples, peaches, pears, 
plums and mince meat.

Wise Cracks.
She was only a chauffeur’s daughter, 

but you should see her re-tire 1
She was really a skipper’s daughter, 

but there wasn’t much that she’d skip
ped.

She was really a coachman’s daugh
ter, but she didn’t need to be coached.

She was only a gambler’s daughter, 
but she dealt in diamonds and hearts.

She was only a forester’s daughter, 
but could it be she was ever-green?

She was only a baker’s daughter, 
but she always needed dough.

m

YOUR ESTATE

■ HEN PEOPLE WORK TO ACCUMU' 
late property, they rightly may feel that 
they are entitled to use it and enjoy it in any 

legitimate way they may choose.
And when they pass on they have a right to 
expect that their property will be disposed of as 
they, themselves, would desire.
The only sure and safe way of having this dome 
is BY WILL.
Have your Will drawn by a competent attorney.
Ask for our booklet, “Descent and Distribution 
of Property.”

M ichiganTrust
P A N Y

GRAND RAPIDS, MICHIGAN
The first Trust Company in Michigan

S t m
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RETAIL GROCER
R etail G rocers and  G eneral M erchants 

A ssociation .
P res id en t—O rla  B ailey , Lansing-.
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—P. H . A lbrech t, D etro it.

It Is Difficult To Advertise in Two 
Languages.

W ritte n  fo r th e  T radesm an .

My talk of last week should be sup
plemented by this: I know it is diffi
cult to run a business and advertise in 
two languages. My French-Canadian 
friend is so frank in acknowledging h:s 
limitations in this regard that I want 
again to emphasize that my thought 
in pointed criticism is to be helpful. 
When it comes to two languages, I 
always feel that anyone does pretty 
well who approaches accuracy in the 
foreign one.

We have but to note that the French 
do not capitalize such words french, 
english, monday, tuesday, to under
stand one stumbling block in the 
way of a Frenchman who tries to ad
vertise in English. But for that very 
reason, one must be doubly careful, 
especially of idioms. “What is the 
matter with you?” is good English. It 
would mean nothing in French—for 
the French ask, “What have you?” 
when they seek for similar informa
tion. That is how he came to say 
“waste” when he meant “waist.”

Example: Caballeros is Spanish for 
gentlemen. Caballos is Spanish for 
horses. An instance is on record of 
an American who addressed himself 
to horses in a South American adver
tisement. Incidentally, both those 
words sound the b like a v—another 
complication for the half informed.

Therefore, English copy should be 
scrutinized carefully before it goes to 
the printer and the proof should be 
read with care.

I believe that this man will do better 
to advertise as if he had no competi
tion, which bothers him somewhat 
now. Instead of seeking to meet such 
competition, go on the plan of build-: 
ing up your own business along lines 
of your own choosing. This means to 
tell your people what you have and the 
price of it.

My suggestion to go to the pack
ages for material to put int ocirculars 
was sound. The reason is this: Mer
chants are familiar with what is print
ed on those packages. They feel that 
it is old stuff. But remember that 
consumers have things other than gro
ceries to think about. And remember 
again that you yourself may not be 
any too familiar with the various uses 
and recipes for using hundreds of 
things you pass over your counter 
daily.

I talked about the ranges advertised 
last t:me. I indicated some of the 
things you could say about them. Were 
those points so familiar to you that 
you overlooked them? Probably. But 
notice that the mail order folks sell 
goods by printing most detailed de
scriptions in their catalogue. And be
sides, if a woman is at all likely to be 
interested in a range, can you think of 
a thing about that range that she will 
not wish to be told? Indeed, she will 
want to be told about it in full detail 
many times. She will want to have 
each point impressed on her mind, so

she may feel pretty sure she has select
ed the right range—because a range 
is something she does not buy as she 
might a pair of stockings.

Now, when ou go ahead describe 
your goods that way, with right prices 
—just prices—equitable prices—you 
divert the mind of any reader from 
the mere cost to the question of the 
excellence and possible utilities of the 
article. And that is good advertising. 
It is what sells a Lincoln car at $2500 
against a Star at $550. Both will run. 
Both use gasoline. But there are rea
sons why one is worth nearly five 
times the price of the other—and the 
advertiser tells what those reasons are.

This man ends his letter with an 
apology for its lack of finish and for 
its length. Please get over that idea. 
Write to me as often and as long as 
you like. Let me be of full use to 
you. That will make you useful to me 
and the account will thus be balanced. 
If I have not quite hit your trouble, 
ask further

The young grocer whose initials are 
P. A. L. and who therefore has adopt
ed a sort of trademark Pal, whose 
story I wrote up at some length a 
time ago, tells me that his business is 
growing. I knew it would because, as 
I then pointed out, his advertising is 
intelligent. He is not merely listing 
things and prices. He knows that 
such a course results in trading down 
to a lower level and lack of profits al
ways. So he writes newsy advertising, 
talks of his best things, does not hang 
on the futile, fatal appeal of low prices. 
He gives his customers. something to 
think and talk about—which means, of 
course, that he begins with doing some 
thinking himself. Others might take 
note that if they cannot utilize their 
think-tanks or are too lazy to get busy 
above their collars, they might as well 
drop out.

This boy is an artist and he studies 
nights to perfect his ability. He draws 
cute cartoons and suggestions on a 
mimeograph machine. He pictures a 
youngish housewife this week in the 
act of unpacking an assorted case of 
Juno brand canned goods. As she 
does this, she reflects to herself: “I am 
never disappointed in Juno brand 
goods. Buying assorted cases I can 
always save.” Then there are quota
tions:

“Six cans Juno cream corn, $1.20;
6 cans Juno tomatoes, 2J^ lb., $1.20. 
That could be improved by saying 
“regular large sized cans” instead of 
using the trade term of 2J^ lb. There 
is always the chance, too, to tell what 
cream in corn is and how made, but, 
no doubt, that will come another time. 
Then in a box there is a list of Juno 
corn, peas, beans, sliced pineapple and 
grated pineapple which regularly foots 
up to $6.60 and “our price this week” 
is quoted at $5.78. That is an intel
ligent way to utilize the price appeal.

In my last I pointed out that it was 
a mistake to use certain circulars fur
nished gratis by one Western manu
facturer to carry your advertising. The 
circulars are printed on one side with 
the manufacturer’s own advert’sements 
and you use the other side. Danger 
is that customers will see only the one 
side—and you lose. Or she may not 
like the goods this manufacturer

E veiyjleal
HERMAN'S

Delicious cookie-cakes and crisp 
appetizing crackers —  There is a

Crackers and 
Cookie-Cakes Hekman food-confection for every 

meal and for every taste.

elqjianviscuitCa
Grand ßaDids.Mich.

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

Receivers and Shippers of A ll

Seasonable 
Fruits and Vegetables

THE DEMAND NEEDS SUPPLY
Fleischmann’s Yeast not only builds health for your customers, it also 
acts as a stimulus to your sales.

A  huge advertising campaign is winning more Yeast customers every 
day—get your share of them.

And remember that healthy, satisfied customers buy about twice as 
much food as pale, anaemic ones.

The Fleuchmann Company 
FLEISCHMANN’S YEAST 

SERVICE

Sold From Coast to Coast

Originated and M ade O nly by
N A TIO N A L CAN D Y  CO ., IN C .

PUTNAM FACTORY
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MEAT DEALER
makes—and you lose again. This boy 
“saves” about fifteen dollars a month 
this way. That is an important item. 
But if his list is large enough for 
that, it is large enough to justify his 
getting all the benefit himself. If it 
pays the manufacturer to furnish the 
circulars to travel under his mail and 
personal distribution, it will pay him 
more than the difference to take all 
results to himself.

Some saving is pretty expensive. Or 
to quote Puck again: “It is to be ob
served that those who offer bargains 
grow rich faster than those who take 
advantage of the same.”

During the past four or five years 
merchants everywhere in all lines have 
progressively awakened to the folly of 
furnishing capital for canners and 
other manufacturers to work on. So 
they have increasingly abandoned the 
practice of purchasing futures.

In the beginning, there was a tre
mendous howl. Manufacturing would 
go to pot sure. Small factories—in
cluding canneries—would be forced 
out of business and consumers would 
pay more. Wonderful how anxious 
we all become for the consumer when 
our own interest is incidentally en
dangered.

And now we have any number of 
scare stories about how there is going 
to be a big scarcity of staple and 
fancy canned goods next fall because 
canners cannot calculate accurately. 
Acreage is said to be curtailed. Can
neries must work safely on short 
rations. The old tales are polished up 
and run in again with variations.

But don’t let that worry you. If 
you are an old grocer, you know all 
the tales by heart. If you are young, 
take my word for it that you will be 
able to get all the goods you want 
next fall or any other old time. If 
you doubt this, reflect that men enter 
the grocery business every week in 
the year and, if they have ability plus 
industry, succeed. Fact is, they make 
more money the first year than ever 
again in the:r lives, considering their 
resources.

Yet in every case, these men must 
enter the market at the time and buy 
what there is then to be had. If, there
fore, they are most prosperous in such 
circumstances, why not continue the 
circumstances in succeeding years? 
You’ll find it good medicine to do so.

Paul Findlay.

Cuts From Heavy Pork Carcasses.
This year the average weight of hogs 

will be around ten per cent heavier 
than last. This will bring heavier 
weight cuts on the market and to 
some extent fatter cuts. The cuts af
fected most from a selling point of 
view are loins, hams, bacon and 
shoulders. Consuming trade in large 
consuming centers have gotten into 
the habit of buying cuts in retail shops 
of certain weights and a decided 
preference exists for the loins weigh
ing ten pounds or under, hams under 
ten pounds, bacon under ten pounds 
and picnic style shoulders under six 
pounds. The preference for these 
relatively lightweights has caused a 
difference in value between be^yier

weight cuts and light cuts that amount 
to several cents a pound in many in
stances. At the present moment there 
exists in the wholesale market as: much 
as nine cents a pound difference be
tween nine pound pork loins and 
eighteen pounders, although the qual
ity is the same. The Livestock and 
Meat Division of the United States 
Department of Agriculture does not 
recognize weight as a grade factor be
cause weight, strictly speaking, has 
nothing to do with grade. A ham that 
weighs sixteen pounds may be just as 
high in quality as one that weighs 
eight. So it is with other cuts from 
the hog or other animals. Ag is an 
influence in grade position, and weight 
and age have relationship, but the 
normal age at which pork producing 
animals are marketed is not advanced 
enough to make the quality lower. 
Age is only one of many factors that 
influence grade. Weight is never a 
factor in itself and in almost every in
stance when weight is discriminated 
against the discrimination is due to 
convenience or particular suitability. 
The housewife may be justified in 
paying something for this convenience 
but in the light of good business in 
the home she is not justified in paying 
ten to fifteen cents a pound more for 
pork chops just because they were cut 
from a ten-pound loin, instead of a 
sixteen pounder, when a thinner slice 
cooked slowly, or one chop, instead of 
two for a service would bring the 
heavier into satisfactory utility. The 
same condition holds true with respect 
to other cuts. Half of a smoked ham, 
instead of a whole lighter weight ham, 
is real economy when the half ham is 
less per pound. A little planning, es
pecially with respect to fresh roasted 
pork or smoked meats, which can be 
utilized to advantage at second or 
later meals, will help the situation for 
the industry and save money for con
sumers.

Deer Meat Worth $2,000,000.
A survey shows that the number of 

deer killed in a single year amounted 
to approximately 100,000 head which, 
at 20 cents a pound, amounted to $2,- 
000,000. The promiscuous rabbit fam
ily, including the jack rabbits of the 
West and the cotton-tails that are 
found most everywhere, supply a large 
money crop, principally because the 
restrictions and regulations on hunting 
them are not very stiff. The Con
servation Commission of New York 
once estimated that about 465,000 
cotton-tails were killed in that S‘ate 
in a year; the Game Commission of 
Pennsylvania furnished an estimate 
that 2,700,000 rabbits were killed in 
that State in twelve months, and a 
game survey of Virginia indicated 
slaughter of 293,625 in a year in that 
State.

Detroit—The D-M Manufacturing 
Co., 301 Charlevoix building, has been 
incorporated to manufacture household 
specialties with an authorized capital 
stock of $10,000 preferred and 5,000 
shares at $1 per share, of which amount 
$4,450 and 445 shares has been sub
scribed and $1,050 paid in in cash.

A woman in love is more or less 
foolish; a man is invariably more.

NEW POTATOES &  
CANTALOUPES

We are again distributors of that excellent 
American Beauty brand Cantaloupes. Flavor 
and condition fine now, and prices within reach 
of everyone.
New Potatoes from the Carolinas are cheaper 
and moving well.
Send us your orders.

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

Glass Counter Guards
Practical counter 
protection can be 
had at very low 
prices. Let us 
quote you on your 
requirements.

We also build 
SHOW CASES 

and
STORE 

FIXTURES.
W rite for our catalogue*

SA G IN A W  SHOW  CASE COMPANY, L td .
SAGINAW , W . 8 . MICHIGAN

A good seller 
A splendid repeater

H O LLA N D  R U SK
AM ERICA’SIFIN EST TO A ST

Place your order today 
All jobbers

HOLLAND RUSK CO.. Inc.
Holland. Michigan

GRAND RAPIDS PAPER BOXCo.
M anufacturere  o f

S E T  U P  and F O L D IN G  P A P E R  B O X E S
D S G A N

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

RUMFORD CHEMICAL WORKS 
d  93-26 Providence, R. I.
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HARDWARE
M ichigan R etail H a rd w are  A ssociation .

P res id en t—George W . M cCabe, F e to s -  
key.

V ice-P re s id en t—C. L. G lasgow , N ash 
ville.

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

Remember the Newly Weds as Hard
ware Prospects.

W ritte n  fo r th e  T radesm an .

During the past month, the wide
awake hardware dealer has given more 
or less attention to the wedding gift 
trade. He has doubtless helped also 
to equip a good many of the new 
homes in his community.

To secure a share of the money spent 
by the bride and groom in equipping 
their new home, and by their friends 
for wedding gifts is, of course, good 
business. But it is in the long run 
even more important for the hard
ware dealer to make permanent cus
tomers of these new home makers.

One fact in this connection is worth 
bearing in mind. The newly weds 
very rarely inherit the business con
nections of their parents. Indeed, the 
fact that mother and father bought 
everything from such and such a store 
is often the strongest of incentives for 
the newly weds to buy somewhere 
else. Then, too, even if they remain 
in the same community, they may have 
their home in a section where it is 
difficult to patronize the stores where 
their parents dealt; while of course 
many of the newly weds are new
comers.

No married couple starts off so well 
equipped with house furnishings that 
they do not need to buy. Indeed, 
practical experience from the very 
start discloses new and perhaps un
realized needs; and for many a day 
Mr. Newlywed will take down down 
with him instructions from Mrs. 
Newlywed to make any amount of 
absolutely necessary purchases.

And, even apart from the articles 
immediately required there is the fu
ture for the hardware dealer to con
sider. The future implies a genera
tion, and no one can compute the pos
sibilities in advance. The one thing 
sure is that these possibilities are too 
important to be neglected.

Hence, it will pay the hardware 
dealer to get on buying-and-selling 
terms with the newly married couple 
as quickly as possible.

You can’t get all the newly-weds of 
course; you can’t, perhaps, get them 
into your store even as casual cus
tomers. But you can at least try to 
interest them; and the more persistent 
and intelligent and tactful your efforts, 
the larger the share of newlyweds you 
will make casual and later permanent 
customers.

The first essential, of course, is to 
get them started. Get them coming to 
your store. After that, you have the 
perhaps more difficult job of keeping 
them coming. Still, with each repeat
ed purchase the habit of buying from 
a particular store grows stronger— 
that is, if it is encouraged by good 
store service.

It is comparatively easy, by means 
of good advertising, to attract cus
tomers. They will stay because they 
like your goods, your methods, your 
store, and yourself, personally.

It is to be expected that every hard
ware dealer who has made special 
preparations for the June wedding gift 
trade has a carefully compiled list of 
newlyweds. Perhaps this list is card- 
indexed—a card-index system of list
ing prospects being the most con
venient, and in the long run the easiest 
system to operate.

As the list was originally compiled 
for prospective brides and grooms, it 
follows that after marriage it will no 
longer serve its original purpose. But 
the cards can then be transferred to 
what might be called a “new homes 
list;” particularly if, when compiling 
the original list, care is taken to secure 
the prospective residential address of 
the newly-married couple.

For your purposes, you will, of 
course, eliminate the addresses of 
those who make their homes outside 
your community. Then, with the list 
revised, a follow-up campaign with a 
view to interesting them in your store 
can be launched.

The first step in such a campaign 
might be a nicely-worded typewritten 
letter of congratulation. In this let
ter it might also be suggested that, 
should Mrs. Newlywed discover that 
she needs any articles in order to com
plete the furnishing of her home, these 
will be delivered at once on receipt of 
a telephone order. In th:s connection 
stress the idea of service.

With this congratulatory letter 
might be enclosed a neat little booklet 
containing a list of articles required in 
the home. If this list is subdivided 
and departmentized, so much the bet
ter. But whether departmentized or 
not, the list will nine times out of ten 
remind the housewife of some neces
sary article or articles she has over
looked in the furnishing of her home. 
A similar list in good clear type should 
be posted in the store.

In this connection, emphasize the 
convenience and desirability of the new 
housewife starting her career with 
complete, modern and up-to-date 
equipment in the way of house-furn
ishings.

Toward the end of June the dealer 
will usually find it good business to 
set apart a day or so, or even a week, 
for a special sale for the newlyweds. 
For this special sale, sections of the 
store should be fitted up, as nearly as 
can be done, to represent certain 
rooms in the home. While the larger 
stores with plenty of floor space will 
naturally be in a favorable position to 
work out this idea in detail, even the 
small store can modify the idea to 
suit its space.

If there is room for nothing more, 
a model kitchen can be featured.

In addition to showing model rooms 
of the new home, with their proper 
equipment, demonstrations may be 
given of various articles, and refresh
ments served.

During the special sale week the 
store windows should of course be 
dressed for the occasion. The news
paper advertising too should stress the 
same ideas. The advertising will be 
doubly potent if an invitation to visit 
the store during the period set apart 
for the sale is sent out by mail. This 
invitation, which should be sent out on 
the regulation invitation card, should

POOL TABLES For Sale
W e have several first class tables 
at a very reasonable price. A  great 
chance for lodges or club rooms 
to equip at low cost.

G. R* STORE FIX T U R E  CO*
Automatic 67143

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

GRAND RAPIDS, MICHIGAN

¥

W holesalers of Shelf Hardware, Sporting 
Goods and

Fishing Tackle

BROWN&SEHLER
COMPANY

"H O M E  O F S U N B E A M  G O O D S”

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

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

Harness, Horse Collars Blanklet - Lined Coats

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

FOSTER, STEVENS &  COMPANY
Grand Rapids, Michigan
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be mailed, not only to the newlyweds 
and the prospective brides, but to a 
selected list of housewives; for inter
est in occasions of this kind is not 
limited to newly married couples.

Resourcefulness is one of the most 
important factors in bringing to a suc
cessful issue a campaign of this sort. 
The resourceful dealer who gives 
thought to the matter will be able to 
develop a host of good business-get- 
ting ideas adaptable to his particular 
community and to the class of people 
to which he caters. If you can think 
of some special timely stunt to pull 
off, so much the better.

Throughout, emphasize the idea of 
getting the new home properly equip
ped at the very outset. Every bride 
believes fervently»that she is going to 
escape the mistakes her parents made 
and that under her regime the new 
home will run with a miraculous 
smoothness never before achieved.

You can help her to achieve a meas
ure of success, or avoid a too large 
measure of disappointment by teach
ing her the necessity of proper equip
ment for the efficient handling of her 
household work.

Incidentally, get your salespeople 
together and talk over the entire sub
ject with them. Get their ideas, and 
get them to grasp yours. Team-work 
and co-ordination of effort will help 
immensely in the development of this 
new class of trade.

After your sale, follow up your 
prospect list with monthly circulars 
or letters for a reasonable period—say 
six months, or a year. This will con
stitute a very fair try-out of the 
scheme as a permanent business-getter.

Of course, all brides are not June 
brides, though the end of June, or early 
July is a very appropriate time to fea
ture such a campaign. It is then you 
can make your strongest appeal to 
this class of prospects. But systematic 
efforts to secure the permanent trade 
of the newlyweds should be carried 
into every month of the year. And 
of course next June there will be a 
new crop of June brides to whom to 
appeal; which means that your New 
Homes Week or New Brides Week 
with its special displays, special in
vitations, timely advertising and dem
onstrations, should be an annual fea
ture, and not an isolated spasm of 
business-getting effort.

Victor Lauriston.

Can the Department Store Catalogue 
Be Helpful?

W ritte n  fo r th e  T radesm an .

The hardware dealer held up a fat, 
ornate department store catalogue.

“This fellow,” he commented, “is my 
very best friend. Every day he helps 
me make sales.”

A good many retailers regard the 
mail order catalogue as an enemy— 
particularly where the mail order house 
offers a poorer article which looks 
about the same as the one you handle 
at a lower price. If a mail order 
catalogue strays into the retailer’s 
hands, he rarely gives it more than a 
hateful glance; and, having identified 
it for what it is, flings it aside, with 
a word or two of anathema.

This dealer explained his peculiar 
affection for the mail order catalogue.

“The minute the mail order cata
logue reaches town I like to get hold 
of it and study it closely. If the mail 
order house is my deadly rival, this is 
my rival’s salesman. I have a chance 
here to get next to his line of talk, 
while he never gets a look in at mine.

“How does it work? Well, for in
stance a customer comes in to look at 
some heaters. I play up the selling 
points of my line, and the customer 
gets around to the point where he asks 
the price of the heater that strikes his 
fancy. I tell him $54.

“ ‘Why,’ he says, ‘So-and-So in Chi
cago offer the identical stove for 
$39.75.

“If it’s the identical stove at that 
price, I’ll order a carload myself, I 
reply. I say it cheerfully, for it does 
not do to get hot under the collar and 
call the mail order dealer a cheat and 
a swindler.

“While I’m jollying the customer 
along that line, I leaf through the 
pages of the catalogue.

“I’ll bet this is the stove you refer 
to, I tell him.

“ ‘The very same,’ says Mr. Cus
tomer. ‘See, there's the price, $39.75.
I told you so.’

“And how much does it weigh?’ I 
ask, impressively.

“ ‘The catalogue says’—I let him 
look it up himself—‘360 pounds.’

“Then I proceed to show him that 
the mail order stove, at $39.50, costs 
him approximately 11 cents per pound. 
Mine, 560 pounds or over, at $54, costs 
less than 10 cents per pound.

“So, I add you are paying him really 
a higher price for a flimsier stove. But 
if you buy this stove of mine, you get 
a great deal better value. Of course 
you understand that a heavier stove 
holds the heat longer, warms the room 
more uniformly, and doesn’t need to be 
kept at its full capacity to do either 
or both. Then, the heavy stove lasts 
longer; at the very least it will out
last two or three light stoves. Mr. 
Smith bought one nineteen years ago, 
not as handsome as this one, and it is 
still in use, giving excellent service 
and in all that time it hasn’t cost half 
a dollar for repairs. To get the ser
vice my stove gives you for $54 you 
would have to buy at least three of 
these mail order stoves, one after ap.i 
other, paying $119.25—more than twice 
as much.

“Then I dissect that mail order 
stove, bit by bit, comparing it here, 
there and the other place with the 
heater I am offering. Mine has more 
bright metal work, has a better lid 
equipment, the drafts are more up to 
date—well, to cut it short, I’ve analyz
ed that mail order stove and I’ve 
analyzed my own, and I know the 
weak points of the other stove and the 
strong points of the heater I handle. 
And in ninety-nine cases out of a 
hundred, before I get through, I not 
merely make the sale, but thoroughly 
educate one more individual in regard 
to mail order bargains.

“And throughout I take care to say 
nothing mean regarding the mail order 
house. I just try to make a fair, im
partial comparison of values and let 
it go at that.” Victor Lauriston.

EGG CANDLERS
The G rant D alite Egg Can- 
dlers have been in contin
uous use in 90 % of the car- 
lot egg shippers for the past 
ten years.

W e now have a m odel 
constructed especially for the 
g rocer

Write for our FREE book
let, How to Candle Eggs 
Correctly on our special 
grocers’ model.

Grant Egg Candler Company
208 N orth W ells, C hicago, III. 

Send $1.00 for G ran t C andling  C h art 
show ing va rious  g rad es  of eggs full 
size and  in  ex ac t colors.

A COMPLETE LINE OF

Q ood
B room s

AT ATTRACTIVE PRICES

M ichigan Em ploym ent 
In s titu tio n  cor the B lind
SAGINAW W. S.. MICHIGAN

Bell Phone 596 C ltz. Phone 61366
JOHN L. LYNCH SALES CO.

SPEC IA L SA L E EX PE R T S 
E x p ert A dvertising  

E xpert M erchandising 
209-S 10-211 M urray  Bldg 

GRAND H VI'IDS. MICHIGAN

5 1b., 

1 lb., 

%  lb ,  

y 4  ib .

Pkgs.

H A R R Y  M EY ER  
Distributor 

816-20 Logan St. 
Grand Rapids, Michigan

SIDNEY ELEVATORS 
WU1 reduoe h»nHHnf u p s o w  sac 
speed up work—w ill make money 
for you. Easily installed. Plans 
and instructions sent with each 
elevator. W rite stating  require
ments, giving kind of machine and 
size of platform wanted, as wall 

i as height. We wiU quote s  money 
P* saving pries.
E le v a to r  M nfa. Co.. S id n ey . Ohio

Ferris Coffee House
W estern  M ichigan D is trib u to rs  

For
L IPT O N ’S TE A , C O FFE E  and COCOA 

938 South  Division Ave. 
GRAND RAPIDS MICHIGAN
Phone 38,538

King Bee
B u tte r M ilk

Egg Mash
18% P ro te in

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

Manufactured by
HENDERSON MILLING 

COMPANY 
Grand Rapids, Mich. 

"The reliable firm.’*

You Make
Satisfied Customers

when yon sell

“ S U N S H I N E ”
FLOUR

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

P rice  R easonable

Genuine Buckwheat Flour 
Graham and Com Meal

J. F. EesleyMilling Co.
The Sunshine Mills 

PLAINWELL, MICHIGAN

Watson-HiggiRS Milling C l.
GRAND RAPIDS, MICH.

NEW PERFECTION
The best all purpose floor.

RED ARROW
The best bread flour.

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

Distributors.

I.VAN WESTENBRUGGE
Grand Rapids - Muskegon 

Distributor

Nucoa
The Food of the Future

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

OTHER SPECIALTIES 
Quality-Service-Cooperation
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COMMERCIAL TRAVELER
News and Gossip About Michigan 

Hotels.
Glen Lake, June 22—This is the 

week when the Michigan bonifaces 
meet at Bay City and other North
eastern Wolverine towns to break 
bread with their neighbors.

The business meeting is called for 
Friday at 1:30 p. m. at the Hotel 
Wenonah, Bay City, where as the per
sonal guests of P. A. Shares, manager, 
the tour will be inaugurated.

A detailed report of the business 
and social activities will appear in 
next week’s Tradesman.

Newaygo is promised another hotel. 
Can you beat it? With one of the 
best in the State—the Valley Inn— 
supplied with every known modern 
convenience and a cusine in keeping 
with the physical attractions of the 
establishment, someone who is evi
dently a glutton for punishment is 
“rigging up” something to try and 
split up the trade. Knowing Land
lord Manning and his very many ex
cellent qualities. I predict that it will 
be very far from a 50-50 “split.”

At the Lansing meeting of the U. 
C. T., early this month, one of the 
members of that organization dis
coursed on Little Things that Annoy 
Us:

“Some of the best friends I have are 
hotel men, and that is whv I have 
taken the time to question a number 
of commercial travelers on their at
titude towards the hotels. I believe 
that if hotel men are informed of the 
minor points of service about their 
hotel which travelers do not like, they 
will remedy them wherever poss’ble. 
This is the spirit in which I have 
compiled the following list.

“I realize that a remarkable change 
for the better has taken place in the 
hotel industry during recent years and 
trust that we travelers can assist at 
least in a small wav in the plans the 
hotel men the country over are now at 
work on for even better service. It is 
just as true that traveling men could 
not exist without hotels as it is that 
most hotels could not exist without 
traveling men, and, realizing this, I 
am, naturally, interested in seeing the 
greatest degree of co-operation de
veloped between the two groups.

“The list of petty annoyances that 
my friends have mentioned to me are 
these:

Maids fitting keys in locks early in 
the morning.

Scratchy pens, no stationery, blot
ter. wrapping paper or string in the 
rooms.

Towels that will not absorb water. 
Soap that does not lather.
Dresser drawers that will not open. 
Beds made with the bottom sheet 

on top.
Insufficient lighting from the ceiling. 
Long, jarring rings on the tele

phone that irritate one’s disposition.
Faucets that it is an effort to hold

open.
A manager that can never be found.
A bell boy who hurries you too 

much.
A porter who handles vour baggage 

carelessly.
Operators who say you are out 

when you are not.
Table linens that cover vour cloth

ing with lint.
Bath tubs with ridges of dirt at the 

“water line.”
Bell boys who do not assist vou 

with your coat.
Waitresses who fuss w'th their ha:r 

while serving food.
The stamp machine that makes a 

20 per cent, profit.
Lobbies with all the chairs taken 

by outsiders.
Traces of previous guests about the 

room.
Windows that will not open.
A hall light shining through the 

transom.
A clerk who does not give explicit 

directions.

Sample rooms that are not thor
oughly cleaned after each occupant. 
Ice water in finger bowls.

Corridors so dimly lighted that it 
is difficult to find one’s room.

Lobbies without home-like atmos
phere.

Dining rooms without provision for 
hanging wraps.

Inconvenient light switches.
The clerk who cannot furnish in

formation regarding telephone and 
telegraph rates.

Rooms without matches.
Beds improperly made.
Carpets that are not padded, par

ticularly in the corridors.
Doors and windows that rattle. 
Sizzling, hammering radiators. 
Public washrooms without soap or 

towels.
The clerk with a condescending at

titude.
The hotel without a dav rate.
Slow room service.
Incoming mail that is mislaid or 

lost.
The request for a bell boy who fails 

to materialize.
The call-boy (when there is no 

phone service) who wakes up every
one on the floor, without succeeding 
in reaching the one leaving the call.

The bedroom which is not provided 
with a mirror immediately above the 
lavatory, with proper lighting.

Every one of these suggestions is a 
proper one, and the far seeing man
ager will check them up and do away 
with as many of them as possible.

One of my good friends writes me 
and says there is talk of a new hotel 
in his town, but it is still high in the 
air. but he wants me to tell him of 
some company that would come there 
and build a hotel.

There ain’t no such company. If 
vour town wants a hotel they will 
have to supply the wherewithal to 
build it. There are corporations which 
claim to come to you and help finance 
such a project, but the money must be 
supplied locally, and these promoters 
will absorb all the way from 10 to 25 
per cent, for raising funds which any 
committee of business men can ac
complish without the payment of a 
commisaion.

After the money has been raised 
there are several organizations which 
will offer to operate the proposition, 
but nary a penny will they invest. 
They will perfect the organization of 
the establishment and, after that is 
completed, will take first “gate money” 
before the local contingent gets a 
look in.

Speaking of commissions I have in 
mind a new hotel in Southern Michi
gan. built at an excessive expenditure 
of $100,000, one-half of which covers 
the payment made to the promoter, on 
wh'ch investment interest will have to 
be paid until doomsday.

Why not ask in some successful 
Michigan operator who is not avari
ciously inclined and let him tell you 
what to do.

This is the season of the year when 
the musical and frolicsome mosquito 
waxes fat off from the tourist.

There will always be enough of 
these troublesome pests left for “seed.” 
but the'r annoyances may be minimiz
ed in communities where they cannot 
be done away with altogether.

As is well-known they breed in low. 
damp places, and especially in such 
incubators as old tin cans, partially 
filled with stagnant water, as well as 
wet or damp leaves. If you cannot 
dispense of the leaves, stir them up 
and dry them out.

Where there are pools of water use 
a sprinkling can and kerosene oil. A 
thin coating of oil on the surface of 
the water will destroy larvae already 
in propogation and prevent further 
breeding.

At the time of the construction of 
the Panama Canal, the mosquito was 
a great handicap, but the Government 
adopted measures which minimized 
their operations, and if one will write 
to the Department pf Agriculture, at

WHEN IN  KALAMAZOO

Headquarter* for all Clvie Club*

Excellent Culelne Luxurious Roomi
Turkish Bath* ER NEST M cL E A N . A*—

In  KALAMAZOO, M IC H IG A N  is the famous
M p t i ;  D T  T D I M P I T  In the Very H eart FireproofI lL W  d U K U I L N  of th e C ity Construction

T he Only All N ew  H ote l in  the City. R ep resen ting  a  $1,000,000 Investm ent 
850 Rooms—150 Rooms with Private Bath— European $1.50 and up per Day 

RE8TAURANT AND QRILL—Cafeteria, Quick Service, Popular Prices 
Entire Seventh  F loor D evoted to  E specially  E quipped  Sam ple Room s 

WALTER J. HODQES, P res , and Qen. Mgr.

MORTON HOTEL
GRAND RAPIDS' NEWEST HOTEL 

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

The Center o f  Social and Business Activities

T H E  P A N T L I N D  H O T E L
Everything that a Modern H otel should be.

Rooms $2.00 and up. With Bath $2 .50  and up.

HOTEL BROWNING mB S ~
GRAND RAPIDS

Corner Sheldon and Oakas; 
Facing Union Depot;
Three Blocke Away.

Rooms w ith bath, single $8 to I S J t  
Rooms with bath, double $3 to  SHaO 
Nona Higher.

HOTEL CHIPPEWA European Plan 
MANISTEE, MICH.

H EN RY  M. NELSON, M anager 
New H otel w ith  all Modern Conveniences— E levator, E tc.

150 Outside Rooms Dining Room Service
H ot and  Cold R unning W ate r and  T elephone in every  Room

$1.50 and up - - 60 Rooms with Bath $2.50 and $3.00

HOTEL DOHERTY
CLARE, MICHIGAN

A bsolutely Fire Proof S ixty  Rooms 
Alt Modern Convenience*

RATES from $1.50, Excellent Coffee Shop 
"ASK TH E BOYS WHO STOP HERE"

CODY CAFETERIA
Open at 7 A . M.

TRY OUR BREAKFAST 
Eat at the Cafeteria it is Cheaper
____________ FLO YD  M ATH ER, Mgr.

Columbia Hotel
KALAMAZOO 

Good Place To Tie To

W E S T E R N  H O T E L
BIO RAPIDS, MICH.

H ot an d  cold ru n n in g  w a te r  In a ll 
room s. S everal room s w ith  b a th . AH 
room s well h ea ted  a n d  w ell ven tila ted . 

A  good p lace to  s top .
A m erican  p lan . R a te s  reasonab le . 

W IL L  F . JE N K IN S , M anager.

H O T E L  H E R M IT A G E  
European

Room and Bath $1.50 & $2 
J ohn Moran, Mgr.

HOTEL RICKMAN
KALAMAZOO, MICH.

One Block from Union Station 
Rates, $1.50 per day up, 

JOHN EHRMAN, Manager

HOTEL KERNS
Largest H otel hi I jmtmjr

30 Rooms W ith or W ithout Bath 
Popular Priced Cafeteria in Connactlon 
_  Rates $1.50 up
E. S. RICHARDSON. Proprietor
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Washington, he can procure a pam
phlet that will be worth while possess
ing.

Keep them away from your hotel or 
they will, in turn, keep away prospec
tive guests.

The opening of the new Parker Inn, 
at Albion, is to mean a great deal to 
that enterprising city. For years 
Albion has really needed a better ho
tel than the Albion House, which 
though in the hands of most com
petent people has stood the storms of 
half a century, in a location far from 
satisfactory, and was beyond the pos
sibilities of resurrection—that is, to 
shine as an attractive hostelry.

Consequently the citzenry decided 
to have something better, and they 
certainly have arrived.

The new hotel is well located on 
trunk line M 17. It is beautifully de
signed in Colonial style, with a wide 
porch supported by handsome pillars. 
It is four stories in height and con
tains seventy-one guest rooms.

Leading up to the porch and main 
entrance is a wide flight of marble 
steps. As the visitor enters the lobby 
he sees first the mahogany desk with 
all modern conveniences opposite the 
entrance. The lobby is furnished in 
maple of the early American period 
and pleasingly decorated. At one end 
is a large fire place which certainly 
gives a homelike atmosphere.

Off the lobby, at one side, is a 
ladies lounge and rest room furnished 
in attractive wicker furniture. At the 
Northeast corner of the building is 
the entrance to the Hawthorne room, 
which will be used as a private dining 
room. Doors on the West side of the 
lobby lead to the ballroom, which has 
a seating capacity of 225 for banquets. 
At the rear of the private dining room 
is a porch for lounging or where 
meals may be served in pleasant 
weather.

Descending the stairs from the 
lobby, the guest finds the coffee shop, 
with a seating capacity of seventy-five 
which will be used as the main dining 
room of the hotel. Back of this is the 
completely furnished kitchen and at 
one side is a beauty parlor.

There are five guest rooms, usable 
as sample rooms, on the main floor, 
while the upper floors have twenty- 
two rooms each. Forty-four of the 
rooms are provided with either tub or 
shower bath, while all of them have 
running water. Each room is furnish
ed in a different combination of colors 
and furniture, but all_ of them carry 
out the general Colonial effect. It is 
a community built affair and cost 
$175,000. , .

The hotel will be under the personal 
supervision of Lewis N. Wiggins, who 
will operate it for the Wiggins Hotel 
Company, and he will be assisted by a 
competent staff consisting of the fol
lowing: W. J. Hungerford, auditor; 
Willis Sweet, chief clerk; J. J- Hig
gins, steward: Mrs. E. L. Sweet,
hostess, anad Granville Lewis, chef.

Members of the Michigan Hotel 
Association who have not been pro
vided with the latest issue of hotel 
laws published by the Association, or 
having had a copy and desire addition
al ones, can secure them without 
charge by applying to the Secretary. 
The present issue is much more com
prehensive than the one issued two 
years aj?o. The old book gave only a. 
transcript of the Michigan hotel laws, 
but the present volume contains not 
only the text of most laws bearing on 
the subject, but also contains a brief 
summary of cases and decisions bear
ing on each of the laws, gathered from 
court records from all parts _ of the 
country, citing the authority in each 
case so that they may be found with
out difficulty in case a hotel man is 
confronted with a similar action. The 
work was compiled by C. H. Steven
son, Detroit, general counsel for the 
Association.

H. A. Sage, for some time manager 
of the Hotel Clifford, Detroit, in ad
dition to his former duties, operates 
the new Murray Hill residential hotel

in that city. Mr. Sage was formerly 
connected with the Statler organiza
tion and is growing all the time, be
cause he makes himself a real asset to 
his organization.

George Crocker did not succeed in 
getting his Hotel Olds, Lansing, open 
in time to entertain the U. C. T. mem
bers during their recent convention 
there, but he entertained them in vari
ous ways and will be ready for them 
later on, which he thinks now will be 
July Fourth.

For years I have been trying to im
press upon my hotel brethren of 
Michigan and elsewhere the one great 
element in successful operation is per
sonality. The most of them have 
agreed with me, but some have ex
pressed a doubt that it could be ef
fectually accomplished in the larger 
establishments.

Now I am publicly vindicated by 
the publication in the Saturday Even
ing Post of an article by a veteran 
and successful hotel manager who 
thinks, by the selection of proper as
sociates and representatives on the 
floor and at the desk to meet the in
coming guests, that this custom may 
be in operation in the largest hotels 
and that it is worth while.

Many times I have heard the ex
pression: “Well, it certainly does
seem like getting back home when you 
stop with So and So!” Yet there are 
still some landlords who do not seem 
to understand what that means to-day. 
They never get in touch with or 
fraternize with the hotel patrons and 
simply satisfy themselves with the 
thought that, if the customer gets 
away without making any comment or 
criticism,, the incident is closed, and 
with a certain class of patrons this is 
all that is required. I feel, however, 
that with a large percentage of guests 
the little attentions which may be 
readily bestowed are worth the effort 
in the satisfactory feelings they en
gender.

How wonderfully agreeable, if you 
have left a call the previous evening, 
to have a pleasant greeting from the 
call operator with a “Good morning, 
Mr. Jones,” or a similar communica
tion from the manager soon after your 
arrival, asking vou if your accommo
dations meet your requirements. It 
costs nothing but the time expended 
and brings substantial returns.

Some landlords have told me their 
manifold duties make it impossible to 
personally meet their guests, but they 
aim to make up in service what they 
lack in personal attention. They seem 
to think it more important to know 
all about the technical details of spend
ing money, without regard for the 
system which brings it in. It is well 
enough to know what is going on in 
your hotel, but this work you can 
subordinate while you are in evidence 
showing the guest, or making him be
lieve at least, that taking his money 
is only an incident to the great game, 
and that you want him to be happy 
while he is with you.

Some managers spend enormous 
sums in advertising and other meth
ods to secure the initial visit of the 
guest, but they overlook the fact that 
there is only one maiden visit, and 
that the real source of profit is the 
one who comes back of his own 
volition, and not only does that, but 
tells others about vou and your home
like offering. Frank S. Verbeck.

Magnets Which Handle a Ton.
Boyne City, June 22—The steamer 

Griffin, which has been operated out 
of Boyne City by the Charcoal Iron 
Co. for the past nine years, has been 
purchased by Captain J. H. Gallagher 
and will commence her season’s work 
this week by carrying a cargo of pig 
iron from Marquette to Lake Erie 
ports. The Griffin succeeded the 
Oicoa as ore carrier for the furnaces 
at Boyne City and East Jordan. Cap
tain Gallagher will put the boat on 
general cargo carrying. Some way the 
Captain seems to find work to do, even 
when trade is dull. He also says that

Boyne City is the best place on the 
lakes for winter quarters. We hope 
that he can make other commanders 
of the same mind. The Griffin is es
pecially equipped with heavy electro 
magnets for loading and unloading 
pig or scrap iron. The magnets will 
pick up and carry a ton or a ton and 
one-half of the unruly pigs and de
posit them in the hold of the ship in 
less than five minutes and one man 
alone will handle more iron than sixty 
men with barrows and do it in half the 
time.

Our farmers are having a grand 
time. The weather. Everything is 
growing fine. We have had good rains 
and some good warm days. But—and 
here is the thing that keeps us on tip 
toe with apprehension—every rain is 
succeeded, as usual, by a cool spell 
and it comes so near being a cold spell 
that the margin between frost and no 
frost is very close indeed. In some 
isolated spots the margin just ain’t. It 
looks now as though we would have 
a great crop of fruits and berries, but 
they will be late. That will be too bad, 
because our summer friends will not 
be able to tell what fine stuff we have 
to eat.

The last of Boyne City’s lumber 
mills is being dismantled. The W. H. 
White Co. is tearing down the old Mill 
3 and taking the machinery to the Soo 
to equip the new plant at that place. 
This plant has been in operation for 
over twenty years and was the last of 
the four White plants to be built here. 
So passes the industry that built 
Boyne City. What will replace lumber 
as a producer is hard to tell, but some 
of the business men of the town feel 
sure that the town will come back, be
cause we have the material and facili
ties. Chas. T. McCutcheon.

Corporations Wound Up.
The following Michigan corpora

tions have recently filed notices of dis
solution with the Secretary of State: 
Ireland Auto Co., Standish.
Lithuanian Co-operative Ccv, Grand

Rapids.
Consolidated Lumber Co., Manistique. 
William Noble Co., Detroit. 
Globe-Wernicke Co., Detroit. 
Merchant & Evans Co., Detroit.
Ideal Clothing Co., Grand Rapids. 
Belford Sales Co., Flint.
H. Schneider Co., Grand Rapids. 
Duplex Sales Agency, Lansing.
Twin City Co., Lansing.
Elsie Lumber Co., Elsie.

Now You Tell One.
A mule and a ford are said to have 

met on the highway.
“And what might you be?” asked 

the mule.
“An automobile,” answered the ford, 

“and you?”
“I’m a horse,” replied the mule.
And they both laughed.

One bone head behind the counter 
can wreck the selling power of a two 
hundred dollar advertisement.

Cattle Shed Tears While Feeding on 
Onions.

Montrose, Colo., June 20—A steak 
smothered in onions may soon be a 
passe phrase of the restaurateur, es
pecially when cattle from one section 
of Colorado reach the table. Farmers 
of Spring Creek mesa, near here, are 
flavoring their steaks while on the 
hoof. Finding themselves short of hay 
and with an oversupply of the odor
iferous bulbs, they conceived the idea 
of feeding them. Truckload upon 
truckload of onions, mixed with straw, 
have been fed. The cattle do not ob
ject to the diet, farmers say, but pre
sent a pitiful appearance as they tear
fully eat.

WOLVERINE HOTEL
BOYNE CITY M ICHIGAN

F ire  P roof—60 Rooms 
T H E  LEADING COMM ERCIAL 

AND RESO RT H O TEL 
A m erican , P lan  $4.00 and  up ;

E uropean P lan , $1.50 and  up. 
Open th e  y e a r  a round .

A Public Utility 
First Mortgage and 

Collateral Trust 
Bond

offering security, diversifi
cation and a liberal income 
yield of

6 65%
This Bond is a strongly se
cured direct obligation of 
the

General Public 
Utilities Company

whose rapidly growing 
properties are described in 
a circular which will be 
sent upon request.

H ow e, S n o w
( y  B e r t l e s  INC.

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

New York Chicago Detroit

S ta tis tic s  an d  in form ation  
con ta ined  in above, while not 
g u a ran teed , has been o b ta in 
ed from  sources we believe 
to  be reliable.

Henry Smith Floral Co., Inc.
52 Monroe A re.

GRAND RAPIDS. MICHIGAN 

PH O N B S: C ltlaena 66170, Bell M ain 17»

COYE AWNINGS
In Color and  Design 

to  suit your
HOM E, OFFICE, STO R E

Cam p Equipm ent 
Brooks U m brella Tents

CHAS. A . COYE, Inc. 
Grand Rapids, Mich.
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DRUGS
M ichigan B oard of P h arm acy .

P res id en t—C laude C. Jones.
V ice-P res id en t—Jam e s  E. W ay.
D irec to r—H . H . H offm an, L ansing .
Com ing E x am in a tio n s—D etro it, Ju n e  

15 to  17, M arquette , Aug. 17 to  19.

Some Recent Styles in Wall Paper.
“Oh I don’t care what it looks like, 

just so it is clean,” and the lady cus
tomer sank wearily to the stool, placed 
for her by the wall paper salesman 
before his rack of samples.

“House cleaning is hardwork, isn’t 
it?” remarked the salesman in a 
sympathetic tone of voice, beginning 
to turn down his samples. That is 
why I’m always glad to show wall 
paper made by this firm. Wall paper 
is a decoration and that is the differ
ence between a house and a home 
the individuality of the woman pre
siding over the home :s shown more 
in the decorations, the blending of 
colors used, than in anything else. Did 
you ever think that there is a style in 
wall paper just as there is in dress 
goods? The colors and patterns 
change with the years. Some seasons 
show a predominance in stripes—wide, 
narrow or pinthread—others nothing 
but an all over leaf or a conventional 
design will do. Then, again, oatmeals, 
plain or figure pressed, are the papers 
to use in decorating your walls. You 
remember, not long ago, it was the 
fashion to have a plain red or a bright 
green paper—one or the other—for 
the dining room. Not that they were 
especially pretty, but it was the style.

“There are some kinds of wall paper 
—take, for instance, Tiffany blends, 
embossed, plain and floral designs. 
These are always good, like taffeta 
silk. It is nearly always in style for 
ladies dresses. One is not entirely 
out of style by using those papers. 
Varying with the seasons, crowns, cut
out borders, four or six inch bands, 
or no border at all, using a wood 
moulding, next to the ceiling, around 
the room.”

“We used a moulding like that when 
we had a drop ceiling,” the customer 
interrupted.

“Yes, but anyone papering that way 
to-day is way out of date. You notice, 
they are beginning to use panels 
again,” and he turned down the 
samples showing such a design. About 
four years ago a great many homes 
were papered that way. It was a 
pretty style, too. I think that is why 
it has come back. The patterns in 
vogue this year are conventional, all 
over leaf, and floral cluster designs 
with a showing of a very few stripes. 
A touch of black in the background is 
new. French blue and old rose in 
combination, all shades of gray, with 
an increase in the number of tan 
shades are the colors most used to-day. 
There is a fair showing of cut-out bor
ders, with a tendency to straight 
bands, blending into the side wall— 
very few deep contrasting colors. The 
ceiling also having a bit of color, in 
design, the same as the side wall 
shows.”

“There is a lot of blue in my living 
room rug,” the customer said, show
ing more interest.

“Then this paper would be pretty 
for your room. There is so much in 
having the colors harmonize. It was

very interesting to me last summer 
when I visited one of the largest wall 
paper factories in this country to see 
how the color was put on the wall 
papers. Paper has been used as a 
wall covering since the beginning of 
the nineteenth century. At first, it 
was made by the use of wooden 
blocks, but to-day the machinery is 
perfected to such an extent—some of 
the machines seem almost human, for 
instance, in this factory. They have 
one machine which measures the paper 
automatically. No old rags nor papers 
are used to make the best paper, but 
spruce wood. Made from this, paper 
is so much stronger as the fiber is 
longer. There were cords and cords 
of spruce logs, deprived of the bark, 
cut into two foot lengths, piled up 
outside of this factory. These are 
washed, ground and mixed with the 
proper amount of chemicals, left to 
stand a certain length of time, in great 
vats. The pulp is heated, ground 
again, and it is then pressed between 
great rollers. It comes out a mam
moth roll of paper, which is afterward 
cut the right widths and rolled upon 
small rolls. The paper is then given 
a coat of glue sizing, dried and it is 
ready for the color. For every color 
there is a separate steel die. That day 
they were making a twelve color paper 
so there were twelve different dies 
that the paper had to come in con
tact with. At the end of these rollers 
upon which the dies were, there was a 
row of small troughs each containing 
a different color. An operator stood 
near, watching closely, and when any 
of the colors seemed a little dim he 
would paint the die over with the 
color. When the colors are dry, the 
paper is cut into rolls of sixteen yard 
lengths. A young girl, that day, 
worked the machine that tore off the 
rolls. Another girl folded back the 
edge and creased it down, then she 
handed the finished roll to a worker 
who placed thirty or fifty of these 
rolls into bundles and wrapped them 
for shipment. There were tons and 
tons of these bundles ready for mar
ket. Some of the best artists are em
ployed in making the designs, and 
blending colors for wall paper.”

“I never realized before there was 
so much to wall paper,” said the cus
tomer as she arose to go.” I am com
ing in again, when I am not so tired, to 
make my selection. I thank you for 
showing me the papers.”

“I’m always glad to show them. 
Come in while the stock is full so you 
will be able to get the papers you 
want. Wall paper that is in style, 
and worthy of you, to bespeak your 
appreciation of beautiful things that is 
the way you give personality to your 
home,” and the salesman opened the 
door for his customer.

Nim Hathaway.

Paste For Wall Paper.
Soak 18 pounds of bolus (bole) in 

water, after it has been beaten into 
small fragments, and pour off the 
supernatant water. Boil 10 ounces of 
glue into glue water, mix it well with 
the softened bolus and 2 pounds plaster 
of Paris and strain through a sieve by 
means of a brush. Thin the mass with 
water to the consistency of a thin

paste. The paste is now ready for 
use. It is not only much cheaper than 
other varieties, but has the advantage 
over them of adhering better to white
washed walls, and especially such as 
have been repeatedly coated over the 
old coatings which were not thorough
ly removed. For hanging fine wall 
paper this paste is less commendable, 
as it forms a white color, with which 
the paper might easily become soiled 
if great care is not exercised in apply
ing it. If the fine wall paper is 
mounted on ground paper, however, it 
can be recommended for pasting the 
ground paper on the wall.

Powdered Nail Polishes.
1. Tin ox ide-------------------8 drachms

Carmine --------------------% drachm
Rose o i l______________6 drops
Neroli oil _____________ 5 drops

2. Cinnabar_____________ 1 drachm
Infusorial earth ------------8 drachms

3. Putty powder (fin e )------ 4 drachms
Carmine ______________2 grains
Oil of rose ----------------- 1 drop

4. White castile soap--------- 1 part
Hot water ___________ 16 parts
Zinc chloride solution, 10 per cent, 

quantity sufficient 
Dissolve the soap in the water and 

to the solution add the zinc chloride 
solution until no further precipitation 
occurs. Let stand over night; pour 
off the supernatant fluid, wash the pre
cipitate well with water, and dry at 
the ordinary temperature. Carmine 
may be added if desired.

Sunburn Lotions.
1. Zinc sulphocarbolate _____1 part

Glycerine ---------------------- 30 parts
Rose w ate r__________________ 70 parts
Alcohol, 90 per ce n t.______8 parts
Cologne water ----------------- 1 part
Spirit of cam phor------------- 1 part

2. B orax________________________4 parts
Potassium chlorate _______ 2 parts
Glycerine -----------------------10 parts
Alcohol _________________ 4 parts
Rose water to m ake__________ 90 parts

3. Citric acid __________ 2 drachms
Ferrous sulphate (cryst.) 18 grains
Camphor ____________ 2 grains
Elder-flower water ___2 fl. ounces

4. Potassium carbonate_______3 parts
Sodium chloride ----------------2 parts
Orange-flower w ate r______ 15 parts
Rose w ate r__________________ 65 parts

For Brittle Finger Nails.
An ointment made according to the 

following formula is an excellent rem
edy for brittle finger nails:
1. Oil of m astic----------------15.0 grams

Sea salt ----------------!-----2.0 grams
Rosin ------------------------- 1.5 grams
A lum -------------  1.5 grams
Yellow wax ----------------- 1.5 grams

2. Lanolin --------------------- lO.Ograms
Zinc oxide ____________ 1.0 gram
Calcium glycerophosphate 1.0 gram
Sodium arsenate _______ 0.5 gram
Pilocarpine n itra te_____0.1 gram
Extract of nux vom ica_0.5 gram
Cochineal, sufficient to color. 
Apply at bedtime and cover the 

finger tips with glove fingers.

Glycerine Milk.
Glycerine _______________ 1150 parts
Starch, powdered _________160 parts
Distilled w a te r----------------  400 parts
Tincture of benzoin _____ 20 parts

Rub up 80 parts of the starch with 
the glycerine, then put the mixture on 
the steam bath and heat, under con
tinuous stirring, until it forms a jelly- 
like mass. Remove from the bath and 
stir in the remainder of the starch. 
Finally, add the water and tincture and 
stir until homogeneous.

Ointment For Sore Feet.
The following formula for preparing 

an ointment for sore feet is of Ger
man origin, and is said to be very 
good:
Lead p laste r--------------------120 grams
Peanut oil -----------------------20 grams
Petroleum jelly ----------------90 grams
Boric acid -----------------------15 grams
Tannic acid ------------------  5 grams
Oil of melissa — sufficient to perfume

At the American Health Congress, 
meeting in Atlantic City, leading 
authorities on preventive as well as re
medial medicine, calling quackery “the 
greatest of all cruelty,” have been striv
ing to guide the public away from sup
posed panaceas to the simple regime 
of sleep, exercise and diet which ex
perience has shown to be the most 
effective recipe for health and longev
ity. They have not announced phe
nomenal cures by means of unprece
dented methods. An entire “sympos
ium” was given to the beneficial effect 
of sunlight in the treatment of tuber
culosis. Most of the therapeutic rec
ommendations made and remedies sug
gested are at the command of those 
who are not able to take a long time 
or go a far journey for a cure, since 
what these experts urge is chiefly that 
we shall make friends and allies of 
natural forces that are ready to serve 
us according to the measure of our 
willingness and our intelligence.

The report that a concession was 
granted by Mexico to Japanese for 
development and colonization on a 2,- 
000,000 acre tract at Magdalena Bay 
has been formally denied by the Mexi
can Embassy at Washington. It is 
not likely that the Mexican govern
ment would, in the face of known ob- 
jjections on the part of the United 
States, grant such a concession. It is 
even less likely that the Japanese 
government, which at present has 
every reason not to arouse the hos
tility of the United States, would al
low so dangerous a situation to ma
terialize. Still, such reports could not 
be allowed to stand. “Absolutely with
out foundation,” says the Mexican 
Ambassador. And that’s that.

They have honored Dr. Crawford 
Long, discoverer of the anaesthetic 
use of ether, by unveiling a marble 
statue in the Hall of Fame at the 
Capitol in Washington. Dr. Long de
serves to rank with the foremost bene
factors. Before he made history by 
extracting a tumor painlessly in 1842 
there was incalculable suffering in 
peace time as in warfare for all wound
ed or invalid members of the race 
alike, since no exalted rank and no 
state of affluence could procure im
munity. Nowadays the humblest citi
zen has at his command a means of 
alleviating pain for which a sovereign 
would have offered his kingdom vainly.
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Practical men in temperate and 
tropic climes are asking, not without 
an accent of contempt, what use there 
is in the several expeditions now con
verging on the North Pole from Spitz- 
bergen and Alaska. Quite apart from 
the possible discovery of land with 
mineral values in the uncharted spaces 
or the demonstration of great circle 
voyages by shortened routes between 
the Old World and the New, there are 
resultant developments of mechanical 
devices which are of importance, 
whether men reach and cross the pole 
or not. Thus Captain Wilkins, finding 
the trail too narrow for snow motors, 
otherwise efficient, swoops in a plane

between his base of supplies at Fair
banks and the Northern tip of Alaska 
in a way that gives proof of the fact 
that Point Barrow is no longer cut off 
in winter from the South country and 
the resources of civilization. It means 
a new chapter in the economic evolu
tion of Alaska when any part of our 
Northern territory may be reached at 
any season of the year.

Ask a b o u t  o u r  w ay.
BARLOW  BROS. G rand R apids, Mich.

Summer Specialties
Better Place Your Orders Now For

IN SE C T  D ESTR O Y ER S D RY  C LEA N ERS 
W A LL P A P E R  C LEA N ERS 

CHAM OIS SK IN S H A T  C LEA N ERS
SPO N G ES STRAW  H A T  COLORING 

SH O E P O L IS H E S  D Y ES SH O E D Y ES 
SH O E B R U SH E S F E A T H E R  D U STER S 

Window Brushes, Window Rubbers,
Vacuum Bottles, Etc. 

SH E R W IN -W IL L IA M S  PA IN T S 
Complete Line Everything They Make

SPO R TIN G  GOODS 
Baseball, Tennis, Golf Goods—Full Line

B A TH ER S S U P P L IE S  
Hats, Caps, Slippers, W ater Wings, Ear Drums, 

W ater Balls, Bandeau’s, Suit Carriers, Etc.
FO U N TA IN  S U P P L IE S  

Everything for the Fountain. I f  you have no catalogue 
write for one.

Hazeltine & Perkin* Drug Company
Manistee

W holesale Only 
MICHIGAN Grand Rapids

GRAND RAPIDS LABEL CO.
Manufacturers of

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

Write us for Quotations and Samples 
GRAND RAPIDS MICHIGAN

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

A d d s
B oric  (P ow d.) — 12%@ 
B oric (X ta l)  —  15 0
C a r b o l ic _________39 G
C itric  __________  50 @
M u ria tic  - — —  Ilk O
N i t r i c ___________ » G
O x a l ic ----- ---------U  G
S u lp h u r ic  ______  3VIG
T a r ta r ic  ----------- <0 G

Ammonia
W ater , 26 d e s —  OS 
W ater, 18 deg—  07 
W ate r , 14 deg .— OS 
C a r b o n a te -------- 20
Chloride (G ran .) 10%O

Balaams
C o p a i b a __ 85 @1 25
F ir  (C an ad a) _ 2 65@2 80
F ir  (O regon) — I6G 1 00
P e r u ___________ I  00G* *5
T o l u ___________  2 26 @2 60

Barits
C assia  (o rd in a ry )-  26G >0 
C assia  (S a ig o n )— 5 0 0  60 
S a ssa fra s  (pw . 60c) O  60 
Soap C u t (pow d.)

SO o_____________ 1 8 0  «6

Berries
C u b e b --------------- O l  #0
F ish  ___________  G  *6
J u n i p e r __ - ___  10® 20
P rick ly  A s h -----  O l  66

Extracts
Licorice _------------- 6 0 0  66
Licorice, p o w d .__ O l  00

C otton  S e e d ___ 1 60@1 70
C ubebs _______   6 60®6 76
E igeron  ________ 9 00® 9 25
E u c a l y p t u s ----- 1 25G1 60
H em lock, p u re— 1 7602 00 
J u n ip e r  B err ie s -  4 50®4 76 
J u n ip e r  W ood _ 1 50G1 75
L ard , e x t r a ___ 1 55(5)1 65
L a rd , No. 1 _____1 25®1 40
L a v en d a r F low_ 8 00G8 25
L a v en d a r G arin  8501  20 
L em on ___ ____ 4 00®4 26
L inseed, raw , bbl. ® 90 
L inseed , boiled, bbl. ®  93 
L inseed , bid. less  1 00O l  12 
L inseed , raw , le ss  0701  10 
M u sta rd , artif il. os. O  86 
N ea ts fo o t - - 1 3601 50 
Olive, p u re  —— 3 7604  6# 
Olive, M alag a.

y e l lo w _—__— 2 7602  00
OUve, M alaga,

g reen  ___ _ , - 2 7 6 0  2 00
O range, S w eet — 6 0006  25 
O riganum , pure .. 0 2  60 
O riganum , com 'l 1 00®1 20
P en n y ro y a l __ 4 0004  26
P e p p e r m in t_ 22 60022 75
R ose, p u re  — 12 60®14 00 
R osem ary  F low s 1 2601  60 
Sandalw ood, E .

I . _________  10 50©10 75
S a ssa fra s , tru e  1 6001  75 
S a ssa fra s , a r t i ' l  7 6 0 1  00
S p e a r m in t_— 10 60®10 76
Sperm  _—____1 50® 1 76
T an sy  — —  10 00® 10 25
T a r  U S P  _____  65® 76
T u rp en tin e , bbl. @ 94
T u rp en tin e , less 1 01® 1 14 
W in te rg reen ,

l e a f _________  6 0006  26
W in te rg reen , sw ee t

b irch  ________ 3 00 0  2 25
W in te rg reen , a r t  6001  00
W orm  s e e d -----  9 0000 26
W orm w ood —— 9 00® 9 25

B e l la d o n n a --------
B e n z o in -------------
B enzoin C o m p 'd .
B uchu  -- ----- ——
C a n th a r a d ie s ___
C a p s i c u m ------- -
C a t e c h u -----
C inchona ________
C o ic h ic u m -- ------
C ubebs --------------
D i g i t a l i s __ ____
G en tian  ------—
G inger, D. S. —
G u a i a c ----------- -
G uaiac , A m m on—
I o d i n e __________
iod ine , C oioreiess
Iron , Clo. — -------
K i n o ________—
M y r r h -------—
N ux V om ica ——
O p i u m --------------
Opium , C am p. — 
Opium , D eodors'd  
R h u b arb  ----- ------

0 1  26
0 2  10 
®2 66 
®2  66 
0 2  86 
0 8  80 
O l  76 
0 t  10 
®1 80 
® 8  00 
®1 80
01 86 
® 1  80 
®2  20
0 2  00
0  06 
®1  60
0 1  26 
®1 40 
®2 60 
® 1  66 
0 9  60 
® 86 
®8  60 
O l  70

Palnta
L ead, red  d ry  — 16)6015%  
L ead , w b ite  d ry  15%® 16% 
L ead, w b ite  oil— 16%®16% 
O cbre, yeiiow bbi. ® 2% 
U d ire , yeiiow  lesa 3® 6 
R ed V en et'n  Am. 3%® 7 
R ed V en et’n  E ng . 4® 8
P u t t y -------------------- 6® 8
W hiting , bbl. -----  ® 4%
W h iu n g _______  &%® 10
L. H . P . P re p __2 Ua®2 26
R ogers P r e p ._ 3 06®2 26

M iscellaneous

F low ers
A r n i c a ___
C ham om ile (G ed.) 
Cham om ile Rom . _

16

__ o

Qumo
A cacia , 1 s t ___ _ 60 0
A cacia, 2 n d ____ 4 6 0
A cacia, S o r ts  —  20 0  
A cacia, P ow dered  26 0  
A loes (B a rb  Pow  25 0  
Aloes (C ape Pow ) 26® 
Aloes (Soc. Pow .) 65®
A safo e tid a  ----------  60®

Pow . ----------------  76® 1 00
C am phor —___ 1 10@1 16
G u a i a c ----- --------  ®  90
G uaiac , pow ’d _ O l  00
K i n o ____________  O 1 10
K ino, pow dered— O l 20
M y r r h -------- -—— O  *6
M yrrh , pow dered O 65
O pium , powd. 19 65019 92 
O pium , g ran . 19 66019 92
S h e l la c ___________ 65® 80
Shellac B leached  7 0 0  86 
T rag a c a n th , p o w .___®1 72

P o tassium
B i c a r b o n a t e ___  2 5 0  40
B ic h r o m a te _____15® 26
B rom ide - —— — 69 0  95
B rom ide -------—  6 4 0  71
C hlora te , g ra n ’d -  23® 20 
C h lo ra te , powd.

o r X ta l ». --------  16® 25
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 , r e d _ @1 00
S u lp h a te  ----------  35® 40

T r a g a c a n t h _
T u rp en tin e  —

1 7 8 0  > >6 
20

Insectloldes
A rsen ic  ________— 0 8 0  20
B lue V itrio l, b b l -  0  07 
B lue V itrio l, less  0 8 0  16 
Bordea. M ix D ry  ISO  22 
H ellebore, W b ite

pow dered  _____  1 8 0  30
In se c t P ow der — 4 0 0  66 
L ead  A rsen a te  Po. 1 8 0  31 
L im e an d  S u lphu r

D r y ___________  SO 22
P a ris  G r e e n _____  2 0 0  27

Leaves
B uchu  _________  85 @1 00
B uchu, pow dered ®1 99
Sage, B u l k --------  2 60
Sage, % loose 
Sage, pow dered—
Senna, A le x . -----
S enna, T inn . —  
Senna; T inn . pow. 
U va U r a l-----------

Oo
60 0
200
25 0
200

Oils
A lm onds, B itte r ,

t r u e _________  7 6*07  7»
A lm onds, B itte r ,

a r t i f i c i a l --------  2 0008  25
A lm onds, Sw eat,

tru e  _______  1 6 0 0 1  80
A lm onds, Sw eet,

Im ita tio n  __   1 0001  25
A m ber, c r u d e _ 1 2501  60
A m ber, rec tified  1 6001  76
A n i s e __________ 1 6*01 76
B e r g a m o n t___ 10 00010 26
C a je p u t___ —_ 1 6001 75
C a s s i a ____ _— 4 0 0 0 4  25
C as to r _______  1 55@1 80
C ed ar L e a f ___  1 6001  76
C itro n e lla  ______ 1 2601  60
C l o v e s ___—  8 0003  25
C ocoanu t —— _ 2 6 0  26
Cod L i v e r __ __  1 6501  86

______2 0202 22

Roots
A lk an et ________  300
Blood, pow dered- 35®
C alam us _______  35®
E lecam pane , pw d 26® 
G entian , pow d.— 20® 
G inger, A frican ,

pow dered  -------  300
G inger, Jam a icau  60® 
G inger, J am a ica ,

p o w d e re d _____  45®
G oldenseal, pow.
Ipecac, powd. —
L icorice  -------------
L icorice, powd—
O rris, pow dered- 
Poke, pow dered .
R h u b arb , powd.
Rosinw ood, powd. 
S a rsap arilla , H ond.

g ro u n d  _______
S a rsa p a r illa  M exican,
G lycerine _______  32®
Squills _________  36®
Squills, pow dered  60® 
T um eric, pow d.— 20® 
V alerian , pow d—

Seeds
A nise __________  ® 36
A nise, pow dered- 35® 40
B ird , I s  -----------  13® 17
C an a ry  _________  10® 16
C araw ay , Po. .30 25® 30
C a r d a m o n _____  ®4 00
C oriander pow. .30 20® 26
D ill ____________  1 * 0  26
F e n n e l l -------------  2 6 0  40
F la x  ___________  98® 16
F lax , g round  — -  0 2 0  16 
F oen u g reek  pow — 1 6 0  26
H e m p --------------  8® 16
Lobelia, powd. — O l  26 
M u sta rd , y e llo w . 17® 26
M usta rd , b l a c k _ 2 0 0  26
P o p p y ----------------   15® 30
Q uince _______  1 6001  76
R a p e ___________  1 6 0  20
S a b a d iU a _______  3 8 0  46
S u n f lo w e r----- — 11%® 16
W orm , A m erican  3 0 0  40 
W orm , L e v a n t_ 4 6 0 0  4 76

36 
40 
75 
30 
30

36 
65

60 
®8 50 
®5 60 

3&0 40 
20® 30 
30 0  40 
36 0  40 
7601  00 

O  40

@ 90

62 
40 
70 
26 

® 76

31® 38 
40® 60 

6® 16 
60®4 00 
10® 16 
8® 10 

®

Tinctures
A c o n i t e --------
Aloes _______
A rn ica  ----------
A safoe tida  —

O l 20 
Ol 46 
Ol 10 OS 4*

A c e ta n a l id ---------47 ®
A lu m ______________03®
A lum . powd. a n d

g r o u n d ----- ------ 0 9 0
B ism uth , S ubn i

t r a te  - ____ — 3 8 7 0 4  07
B orax  x ta l o r

pow dered  ___  07® 12
C an th arad es , po. 1 76®2 00
C a lo m e l-----------  2 02®2 32
C apsicum , pow ’d  48® 66
C a r m i n e ----------  7 00®7 60
C assia  B u d s ___ 25® 40
CiOves _____ __— 60® 66
C halk  P rep a re d — 14® 16 
Choioroform  - —-  61® 60
C hloral H y d ra te  1 26®1 86
C o c a in e____-  12 10® 12 80
Cocoa B u tte r  —  60® 76 
C orks, lis t, le ss - 40-10%
C o p p e r a s ------------ 2% ® 10
C opperas, Pow d. 4® 10 
C orrosive Sublm  1 66®1 6» 
C ream  T a r ta r  —
C u ttle  b o n e _____
D ex trin e  — -------
D over a P ow der 3 
E m ery , A il Nos.
E m ery , P ow dered  
E psom  S a its , bbls.
E psom  S aits , less  2%® 10
E rg o t, p o w d e r e d _®2 00
P lan e , W h i te ----- 16® 20
F orm aldehyde, lb. 12® 20
G e la t in e _________ 80® 90
G lassw are, less  65%. 
G lassw are, full case  60%. 
G lauber S a lts , bbl. ®02% 
G lauber S a its  less  04® 10
Glue, B r o w n ___ 21®
Glue, B row u G rd 16® 
Glue, w n ite  —  27 %®
Glue, w h ite  g rd . 26®
G lycerine _______  32®
H ops ___________  70®
I o d i n e ------- —— 6 4600  00
Iodoform   - — 7 2 6 0  7 66
L ead  A c e t a t e _ 2 0 0  30
M ace ®1 60
M ace, pow dered  -  ®1 60
M e n th o l_______  8 50 0  9 00
M o r p h in e___11 18011 93
N u x  V o m ic a -----  0  30
N u x  V om ica, yow. 17® 25 
P ep p er black, pow. 40® 
P epper, W hite , pw. 50® 
P itch , B u rg u d ry  12 %®
Q u a s s i a _________ 12®
Q uinine, 5 oz. can s  ® 
R ochelle S a lts  —  30®
S a c c h a r in e --------- O
S a lt P e t e r -------— 11®
S eid lits  M ix tu re— 80®
Soap, g r e e n -------- 16®
Soap m o tt cast. 22%® 
Soap, w h ite  cas tlle

c a s e _____________ O il 60
Soap, w h ite  cas tlle

less, p e r b a r ------0 2  46
Soda A s h -------- — 8® 10
Soda B icarb o n ate  l % 0  10
Soda. S a l -------- 02%® 08
S p ir its  C am p h o r. O l  36 
S u lphur, roll —— 3%@ 10 
Sulphur. Subl. — 4%@ 10 
T a m a rin d s  ——  20® 26 
T a r ta r  E m etlo  — 70® 76 
T u rp en tin e , V en._ 60® 76 
V an illa  E x. p u re  1 760*  26 
V an illa  E x. p u re  2 6*08  22 
Z lao  Su lphate  —  0 2 #  16

30
20
36
36
52
85

60
55
80
16
6986
80
22
4*
80
16
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail

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

ADVANCED DECLINED
V i n e g a r

AMMONIA
A rctic , 10 oz., 3 dz. es. 3 76 
A rctic, 16 oz., 2 dz. cs. 4 O' 
A rctic, 32 os., 1 dz. es. 2 2 
Q uaker, 36, 12 os. case  > S

A X LE GREA SE
«8. 1 l b . ______________ 4 86
24, 3 l b . ______________ •  00
10 lb. pails, p e r  dos. 8 60 
16 lb. pa ils , p e r  dos. 11 96 
26 lb. pails , p e r  dos. 19 69 

BAKING PO W D ERS 
A rctic, 7 oz. tu m b le r 1 Si 
Q ueen F lak e , 16 os., d s  8 26
Royal, 10c, doz. ______ 96
Royal, 6 oz., doz. _  2 70
Royal. 12 oz., d o a  _ 6 20
Royal, 5 l b . ________ 31 20
R ocket, 16 os., dos. 1 26 

K. C. B rand
P e r  cam

10c size, 4 d o z . ______ 8 79
16c size, 4 d o s . ______ 6 69
20c size, 4 doz. _____ 7 20
26c size, 4 d o z . ______ 9 20
50c size, 2 d o s . ______ 8 80
80c size, 1 d o z . ______ 8 86
10 lb. aim , % d o z .___ 6 76
F re ig h t p repa id  to  jobb ing  
poin t on  case  goods. 
T erm s: 30 days  n e t o r  2% 
cash  d iscoun t i t  re m itta n c e  
reaches  u s w ith in  10 days 
from  d a te  o f Invoice. D rop 
sh ipm en ts  from  fac to ry .

B E E C H -N U T  BRANDS.

M in ts, a ll flavors ______ 69
G u m ___________________79
F r u i t  D r o p s ______  - 70
C aram els  ___  ________79
Sliced bacon, la rg e  _ 6 49
Sliced bacon, m edium  8 89 
Sliced beef, m edium  _ 2 89
G rape Jelly , l a r g e __ 4 60
Sliced beef, l a r g e ___ 4 60
G rape Jelly , m edium __2 79
P e a n u t b u tte s , 16 am. 4 26 
P e a n u t b u tte r , 10% o a  2 90 
P e a n u t b u tte r , 6)4 o a  1 86 
P e a n u t b u tte r ,  3)4 o a  1 89 
P rep a re d  S p a g h e tti — 1 40 
B aked  beans, 16 oz._1 49

*
 BLUING

The Original

C ondensed

2 o a ,  4 d a  c a  8 0( 
3 o a ,  3 d a  c a  8 7 '

BREAKFAST FOOD8 
C racked  W h ea t, 24-2 8 86 
C ream  o f  W h ea t, 18s 3 90 
C ream  of W h ea t, 24,

14 o a ______________ 3 05
P lllabury’s  B es t C er’l 2 20
Q u ak er Puffed  R ice_ 6 60

u a k e r  P uffed  W h ea t 4 30 
u a k e r  B rfs t B iscu it 1 90

R alston  B r a n z o s ___ 3 20
R alsto n  Food, la rg e  _4 00
Saxon W h ea t F o o d _ 3 99
V ita  W h ea t, 12s ____ 1 80

P o s t 's  B rands. 
G rap e-N u ts, 24s _____ 2 89
G rape-N u ts, 190s -------8 76
t e s t a *  T sstn in  N a  •  6  49

In s ta n t P o stu m , No. 9 5 00 
In s ta n t P o s tu m  No. 10 4 60 
P ostum  C ereal, No. 0 2 26 
P ostum  C ereal, No. 1 2 70 
P o st T oasties, 36s __ 3 46
P o s t T o astie s , 2 4 s _3 46
P o s t 's  B ran , 24s 2 70

BROOMS
Jew ell, d o z . ___________6 26
S ta n d a rd  P a rlo r , 23 lb. 8 26 
an cy  P a rlo r , 23 lb. __ 9 26 
Bx. F a n c y  P a r lo r  26 lb. 9 76 
Ex. F ey . P a r lo r  26 lb. 10 00
T o y ___________________ 1 76
W hisk , No. 3 ________ 2 76

B R U S H E 8
S crub

Solid B ack , 8 i n . ------- 1 60
Solid B ack , 1 in . -----  1 76
P o in ted  E n d s _______ 1 26

8 to v s
S h a k e r ----- ----  1 89
No. 6 0 ___  2 00
P e e r l e s s __ ___—--------2 90

Shoe
No. 4 - 0 ______________ 2 26
No. 2 0 ______ _ 8 00

B U T T E R  COLOR 
D andelion , . . . . .  ——_ 8 Si

C A N D L E8
E lec tr ic  L ig h t, 40 lbs. 18.1
P lu m b er, 40 lbs. --------- 18.8
P ara ff in e , 6s . 14)4
P ara ff in e , 1 8 s ------------14)4
W i c k i n g ____________ 49
T udor, 6s, p e r  bo x  __89

CA NN ED  F R U IT  
Apples, 3 lb. S ta n d a rd  1 69
Apples, No. 1 0 _ 4 7606  76
A pple Sauce, No. 10 7 76 
A prico ts , No. 1 1 7602  00
A prico ts , No. 2 _____ 3 00
A prico ts , No. 2)4 3 00 0 3  76
A prico ts , No. 10 -----  8 26
B lackberries , No. 10 10 69 
B lueber’s, No. 2 2 0 0 0 8  76
B lueberries, No. 10__14 60
C herries, No. 2 ______8 76
C herries, No. 2)4 —  4 60
C herries, No. 1 0 ____ 16 60
L oganberries , No. 2 _ 2 00
L oganberries , No. 10 10 00 
P each es , No. 1 1 6 0 0 2  19 
P eaches , N o. 1, S liced 1 26
P eaches, No. 2 __ __-  2 76
P eaches, No. 8)4 M ich 8 26 
Peaches, 2)4 Cal. 3 0003  26
P eaches, 10, M ich. __ 8 69
P ineapp le , 1 sL ___  1 76
P ineapp le , 8 sL ___  2 89
P ’apple , 2 b r. sL ____ 2 49
P ’apple , 2%, sli. ___ 3 00
P*apple, 2, cru . __  2 69
P ineapp le , 10 cru . _ 9 99
P e a rs , No. 2 ________ 3 16
P e a rs , No. 2 ) 4 ______ 4 26
P lu m s, No. 2 _  2 4903  60
P lum s. No. 2 ) 4 _____ 2 90
R aspberrie s , No. 2, b lk  2 90 
R asp b ’s, Red, No. 10 13 50 
R aspb ’s, B lack,

N o. 10 ____________ 14 90
R hubarb , No. 10 4 7606  60 
S traw b e rr ie s , No. 10 12 90 

CA NN ED  FISH  
C lam  C h’der, 10)4 oz. 1 36
Clam  Ch.. No. 8 _____ 8 69
C lam s, S team ed , No. 1 2 09 
C lam s, M inced, No. 1 8 26 
F in n a n  H add le , 10 o a  2 30 
Clam  Bouillon, 7 o a _  2 60 
C hicken H addle, No. 1 2 76
F ish  F lak es, sm all _1 86
Cod F ish  C ake. 10 o a  1 86
Sove O ysters, 6 o a  _ 1 80
L obster, No. %, S ta r  2 90
Shrim p, 1, w e t _____ 1 to
S a rd ’s, )4 Oil, K y  _  9 16 
S ard ines, % OH, k 'le s s  6 26 
S ard ines, % Sm oked 6 76 
Salm on, W arren s , )4s 2 80 
Salm on, R ed  A lask a  4 26 
Salm on, M ed. A laska 8 40 
Salm on, P in k  A laska 1 96 
S ard ines, Im . )4, e a  10028 
S ard ines, Im ., )4, e a  26
S ard ines, Cal. _ 1 9 6 0 1  89
T u n a , )4, A lb o c o re_ 96
T u n a , %s, C u rtis , d o a  2 20 
T u n a , )4b, C u rtis , doz. 3 50 
T u n a , Is , C u rtis , d o a  7 00

CA NN ED  M EAT. 
Bacon, Med. B eech n u t 8 30 
B acon, L ge B eech n u t 6 40
B eef, No. 1, C orned _3 19
Beef, N o. 1, R o a s t___ 8 19
B eef, No. 2)4, Q ua. sli. 1 50

Beef, 3)4 oz. Q ua. sli. 1 90 
B eef, 5 oz., Q ua. sli. 2 60 
B eef, No. 1, B ’n u t, slL 4 69 
B ee fs teak  f t  O nions, s  2 46 
C hili Con C a .  I s  1 3601  46
D eviled H am , % s  2 89
DevUed H am , )4s  8 99
H a m b u rg  S te a k  A

Onions, No. 1 _____ 8 16
P o tte d  B eef, 4 o a  _ _  1 19
P o tte d  M eat, )4 L ibby  62)4 
P o tte d  M eat. )4 L ibby  92)4 
P o tte d  M eat, )4 Q u a  99 
P o tted  H am , G o a  )ft 1 86 
V ienna  S aus., No. % 1 46 
V ien n a  S au sag e , Q u a  96 
V eal L oaf, M edium  _  2 66

B aked B eans
C a m p b e l l s ___ __ 96
Q uaker, 18 o a ______86
F rem o n t, No. 2 ______ 1 29
Sn ider, No. 1 _______ 96
Sn ider, No. 2 ______ 1 26
V an  C am p, sm all _ _  96
V an  C am p, M ed. ____ 1 16

CA NN ED  V E G E T A B L E S.
A sp a ra g u a

No. 1, G reen  t ip s  __ 2 76
N o. 2)4, Lge. G reen  4 69 
W . B ean s , c u t  2 1 4 6 0 1  76
W . B eans. 1 0 _____  0 8  99
G reen  B eans, 2s 1 4 6 0 2  26 
G reen  B eans, 10s _  0 7  69 
L . B eans , 2 g r . 1 8602  86 
L im a  B eans , 2s, S oaked  96
R ed  K id. No. 2 --------- 1 26
B ee ts , No. 2, w h. 1 7 6 0 2  49
B ee ts , No. 2, c u t  ____ 1 29
B eets , No. 3, c u t  ____ 1 99
C orn, No. 2, 8ta n . __ 1 26
C orn, E x . s ta n . No. 2 1 66 
Corn, No. 2, F a a  1 8902  36 
C orn, N o. 10 _  8 00010 76 
H om iny, No. 8 1 90 0 1  16
O kra , N o. 2, w hole _  2 99 
O kra , N o. 2. o u t 1 76 
D eh y d ra ted  V eg. Soup 90 
D eh y d ra ted  P o ta to e s , lb. 46
M ushroom s, H o te ls  ___  86
M ushroom s, Choice 8 o a  42 
M ushroom s, S u r E x t r a  66
Peas, N o. 2. E . J . ___ 1 66
P eas , No. 2, S ift,

J u n e  ................. .. i. 1 26
P eas . No. 2, E a  SlfL

EL J . ---------------------- 2 26
P eas , E x  F ine , F ren c h  26 
P u m p k in , N o. 3 1 4 6 0 1  76 
Pum pk in , No. 10 4 7 6 0 6  00 
P im en to s , )4. e ac h  12014 
P im en toes , )4, each  _  27
Sw ’t  P o ta to e s , No. 2)4 2 26 
S a u rk ra u t. No. 8 1 4 9 0 1  69 
Succo tash , N o. 2 1 6 6 0 2  69 
S u cco tash , No. 2, g la s s  2 89
Spinach, No. 1 _____ 1 26
S p inach , No. 2_ 1 6 9 0 1  99
Spinach. No. S _  2 1902  69 
Spinach. No. 1 0 _  6 9007  99 
T om atoes, No. 2 9 6 0 1  26
T om atoes, No. 2 g la ss  2 69 
T om atoes, No. 3, 1 6001  80 
T om atoes . N o. 10 _  9 99

C A TSU P.
B -n u t, S m a l l ___ ____1 99
Lily  o f V alley, 14 o a  _  2 69 
Lily  o f V alley, )6 p in t  1 76 
P a ra m o u n t, 24, 8s _ _  1 46 
P a ra m o u n t, 24, 16a _  2 49
P a ra m o u n t, 6, 10s _ 10 99
S niders . 8 o a  ________ 1 76
S niders , 16 o a  - ___ -  2 66
Q uaker, 8)4 o a _____ 1 26
Q uaker, 10)4 o a  ___  1 49
Q uaker, 14 o a  _____  1 99
Q uaker, G allon G lass 12 00

C H ILI SAUCE
Snider, 16 o a  _______8 29
S nider, 8 o a  __ 2 29
L illy  V alley , 8 o a  _  2 26
Lilly  V alley, 14 o a  _ 8 69

O Y STE R  CO CK TAIL. 
Sn iders, 16 o a  --  - - 2 69 
S n iders , 8 o s . ___ ___ 2 69

C H E E S E
R o q u e f o r t_____________ 62
K ra f t ,  Sm all t i n s ___ 1 66
K ra ft, A m erican  _ _ _  1 66 
Chill, sm all t in s  _ _ _  1 65
P im en to , sm all t i n s __1 66
R oquefo rt, sm all t in s  2 26 
G am enbert, sm all t in s  2 26
W isconsin  N e w _____ 24
L o n g h o r n ___ ________24

M ichigan F u ll C ream  23 
N ew  Y ork  F u ll C ream  32
S ap  S a g o ___________ 40
B r i c k _______________ 24

CHEWING GUM.
A dam s B lack  J a c k  ____ 66
A dam s B loodberry  ____ 66
A dam s D e n t y n e _____ 66
A dam s Calif. F r u i t  _ _  66
A dam s Sen S e n _____ 66
B eem an’s  P e p s i n _____ 66
B eech n u t W ln te rg reen  _ 79 
B eech n u t P e p p e rm in t _ 76 
B eech n u t S p ea rm in t _ _  70
D o u b le m in t____________ 66
P ep p e rm in t, W r ig le y s __66
S p earm in t, W rig leys  _  66
Ju icy  F r u i t ________  66
W rlgley*s P - K  _______ 66
Z e n d __________________ 66
T e a b e r r y ______________ 66

COCOA.
D ro s te ’s  D u tch , 1 l b ._  8 69 
D ro s te ’s  D u tch . )4 lb. 4 60 
D ro ste ’s  D u tch , )4 lb. 2 26 
D ro s te ’s  D u tch , 6 lb. 69
C hocolate A p p l e s ___ 4 60
P a s te lle s  No. 1 — , 19 60
P as te lles , )4 lb. ____ 6 69
P a in s  D e C a f e _____ 3 99
D ro s te ’s  B ars , 1 d o a  2 99
D elft P a s t e l l e s __ 2 16
1 lb. R ose T in  Bon

B o n s ______________ 12 00
7 os. R ose T in  Bon

B o n s ------------------------9 99
13 os. C rem e D e C ara -

q u e  _______________ 12 29
12 os. R o s a c e s _____ 10 80
)4 lb. R o s a c e s _____ 7 80
% lb. P a s t e l l e s _____ 8 49
L an g u es  D e C h a ts  — 4 80

CHOCOLATE.
B aker, C araca s , ) 4 s ___ 87
B ak e r, C aracas, % s ___ 36

COCOANUT
Dunham's

16 lb. ease , % s a n d  )fts 49
16 lb . ease , ) 4 s _______ 48
16 lb. case , % s _______ _ 47

CLOTHES LINE.
H em p, 60 f t . __________8 26
T w is ted  C otton , 69 f t .  1 76
B ra ided . 60 f t _______8 76
Bash C o r d ____________4 26

f  HUME GROCER CoA I aojtjtiaj I
V Musacaoa wes J

COFFE ROASTED  
1 lb. Package

M e lr o s e ________  27
L ib e r t y _________________ 29
Quaker ___  44
Nedrow ______________ 42
Morton H ouse _ _ _ _ _  48
R e n o ______________   89
Royal Club — 43
M cLaughlin's K ept-Fresh  

Vacuum  packed. A lw ays  
fresh. Complete line o f  
high-grade bulk coffees. 
W . 7 .  M cLaughlin 4k Co., 

Chicago.

Maxwell H ouse Brand.
1 lb. tin s ____________ 60
8 lb. t in s  ____________1 47

T elfer Coffee Co. Brand 
B o k a y ________________42

Coffee E xtracts
M  Y., per 1 0 9 _____  12
F r a n k 's  69 p k g s . _  4 26 
H um m el’s  6 9 1  Ilk 10)4

CONDEN8ED MILK
Leader, 4 d o a  --------9 76
Eagle, 4 dos. ________ 9 99

MILK COMPOUND
H ebe, Tall, 4 d oa  _4 69
Hebe, Baby, 8 d oa  „  4 49 
Carolene, Tall, 4 d oa  3 80 
Carolene, B a b y _____ 8 60

EVAPORATED MILK 
Quaker, Tall, 4 d oa  _  4 66 
Quaker, B aby. 8 d oa  4 66 
Quaker, Gallon, %  d a  4 69 
M a s G rass, FSB 49 _  4 99

Blue G rass, B aby, 96 4 65 
B lue G rass, No. 10 _  4 60 
C arnation , Tall, 4 d o a  6 09 
C arnation , B aby, 8 d a  4 99
E v e ry  D ay , T a l l ----- 6 09
E v ery  D ay, B aby  -----  4 99
P e t, T a l l _____________ 6 00
P e t, B aby, 8 o a  -------4 90
B orden’s  T a l l ________ 8 00
B orden 's  B a b y -----------4 00
V an  Cam p, T all -------- 4 N
V an Cam p, B ab y  _ _  I  76

CIGARS
G. J. Johnson's Brand

G. J .  Johnson  C igar,
1 0 c ______________  76 00

Tunis Johnson Cigar Co.
V an D am , lO o _____  76 00
L ittle  V an  D am , 6o _ 37 60

Worden Grocer Co. Brands 
M aste r P iece, 60 T in -  35 00
C anad ian  C l u b _____  36 00'
L ittle  T o m ______ ___ 87 60
Tom  M oor# M onarch  76 00 
Tom  M oore P a n a te lla  76 00 
T . M oore Longfellow  95 00 
Tom  M. Invincib le  116 00
W eb s te re tts  ______  37 60
W eb ste r C a d i l la c ___  75 00
W eb ste r K nickbocker 95 00
W eb ste r B elm ont___110 04
W eb s te r SL R eges_136 00
S ta rl ig h t P e r l a s __ 1 90 00
S ta rl ig h t P -C iub  _  1 36 00
T l o n a ____ ________   SO 00
C lin t F o r d _________  86 00

CONFECTIONERY 
S tick  C andy P a ils

S ta n d a rd  ___________  16
Jum bo  W r a p p e d ____  19
P u re  S ugar s t ic k s  600s 4 20
B ig Stick , 20 lb. case  20

Mixed C andy
K in d e rg a rte n  __________ 17
L ead er _________________ 16
X. L. O. _______________ 12
F ren ch  C ream s ________ 16
Cam eo _______  19
G rocers ________________ 11

DRIED FRUITS  
Apples

N. Y. F ey ., 60 lb. box 16)4 
N . Y. F ey ., 14 os. pkg . 16

Apricots
E v ap o ra ted , C hoice __30
E v ap o ra ted , F a n c y _33
E v ap o ra ted , S lab s  _86

Citron
10 lb. b o x ---------------- T «

Currents
P ack ag es , 14 os. -----  16
G reek, B ulk , l b . _____ 16

Date#
D rom edary , 26s 9 76

Psaohss
E vap . Choice, un . ___  27
E v ap . E x . F a n cy , P . P . 80

Pool
Lem on, A m erican  — , 24 
O range, A m erican  - 24

R aisins.
Seeded, b u lk  - 19
T hom pson’s  s ’dlos b lk  9)4 
T hom pson’s  seed less,

15 o z . _______________ 12)4
Seeded, 15 oz. _ _ _ _ _  12

California Prunss  
900100, 25 lb. boxes _0OS
60070, 25 lb. b o x e s_0 1 0
50060, 26 lb. b o x e s_0 1 2
10050, 26 lb . b oxes  _ 0 1 3  
30040, 26 lb . boxes _ 0 1 6  
20030, 25 lb. b o x e s __0 2 6

FARINACEOUS OOODS 
B eane

Med. H a n d  P ick ed  -
Cal. L im as ____ ____12
B row n, S w e d is h _____ 08
Red K idney  _________ IS

Farina
24 p ack ag es  _______ 2 69
B ulk , p e r  100 l b s . ___ 09)4

Hominy
P ea rl, 100 lb. saicks _  2 60

F ancy  C hocolates
5 lb. B oxes 

B itte rsw ee ts , A ss’te d  1 70 
Choc M arshm adow  D p 1 70
M ilk C hocoiate A  A  1 70
N ioole s u c k s _______ 1 85
No. 12, Choc., L ig h t _ 1 6a 
Chocolate N u t Roils _ 1 80 
M agnolia Choc _____ 1 15

Gum D rops P a ils
A nise __________________ 16
C ham pion G um s ______ 16
C hallenge G um s ______ 14
F av o rite  _______________ 19
Superio r, B o x e s _______ 23

Lozenges P a ils
A. A. Pep. L ozenges 18% 
A. A. P in k  Lozenges 16 
A. A. Choc. Lozenges 16
M otto  H e a r ts  _______ 19
M alted  M ilk L ozenges 21

H ard  Goods F a ils
L em on D rops __________ 19
O. F . H orehound  d p s ._19
A nise s q u a re s  _________ 19
P e a n u t s q u a r e s ________ 18
H orehound  T a b l e t s _____19

Cough Drops B xs
P u tn a m 's  ___________ 1 35
S m ith  Bros. _________ 1 50

Package  Goods
C ream ery  M arshm allow s 

4 oz. pkg., 12s, c a r t.  85 
4 oz. pkg., 48s, case  3 40

S pecialties
W aln u t F udge  _______  22
P ineapp le  Fudge  ______ 21
Ita lia n  Bon B o n s _____ 17
B an q u e t C ream  M in ts . 30 
S ilver K ing  M .M allows 1 50 
W aln u t Sundae, 24, 5c 80
N eapolitan , 24, 5 c ____ 80
Y ankee Jack , 24, 5 c ___ 80
M ich. S u g ar Ca.. 24, 5c 80
P a l O Mine, 24, 5 c __ 80
Say M ister, 24, 5 c _____ 80
M alty  M ilkies, 24, 5 c _80

COUPON BOOKS
60 Econom ic g ra d s  2 69 

100 Econom ic g ra d s  4 60 
600 Econom ic g ra d e  20 66 

1000 Econom ic g rad e  37 60
W here  1,000 books a re  

o rde red  a t  a  tim e, spec ia l
ly  p r in ted  fro n t oover la 
fu rn ish ed  w ith o u t charge.

CREAM OF TARTAR  
6 IK b a n e s ------- 22

Macaroni
M ueller’s  B ra n d s  

9 oz. p ackage , p e r  dos. 1 69 
9 oz. p ackage , p e r  case  2 90 
Elbow, 20 lb., b u lk  _  2 40
E gg  Noodle, 12 lbs. _ 2 22
E g g  N oodles, 6 ozs. __2 60
M acaroni, 9 o x . ______ 2 90
S p ag h e tti, 9 o z . _____2 90
Q uaker, 3 doa. _____  2 90

Pearl Barley
C h e s t e r _____ 4 60
0000 _ ___ 7 90
B arley  G r i t s _______ •  99

P eas
Scotch, l b . _________ 05%
Split, lb. y e l lo w _____ 08

99
Sage

IS

T ap ioca
P ea rl, 100 lb. s a c k s _ 07%
M inute , 8 ox., 8 don. 4 96 
D rom edary  In s ta n t  _  8 69
FLAVORING EX TRA C TS

Dog* d m ,
Vanilla PU R E Lemon
1 3 5 ___% ounce _____  1 36
1 80 ___1% ounoe ____ 1 II
8 80 ___2% ounce ____ 8 29
2 00 ___2 ounoe ____ 8 99
6 69 __ 4 ounoe —  6 69

UNITED FLAVOR  
Im itation Vanilla

1 ounce, 10 cen t, dos. 9C
2 ounoe, 16 oent, dos. 1 26
3 ounce, 26 cent, dos. 2 0C
4 ounce, SO cent, dos. 2 26

Jiffy  Puneh
3 don Carton ______  2 26

A ssorted flavors,
FRUIT CANS  

F . O. B. Grand Rapids 
Mason.

H alf p i n t ___________  7 75
One p i n t _____________ 7 85
One q u a r t __________ 9 10
H a lf  g a l lo n __________ 12 10

Ideal Qlaes Top. 
Rubbers.

H a lf  p i n t ______________9 00
One p i n t ____ __ ,___ 9 80
One q u a r t __________ 11 00
H a lf  gallon  - 16 29
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T [ h f w i f  r w iT  r iA V O Q W j f

« B i g g «

26 oz., 1 doz. c a s e _6 00
3% oz., 4 doz. c a s e . .  3 60 
One doz. free  w ith  5 cases.
Jello-O , 3 doz. ______3 46
M inute , 3 doz. ______4 06
P ly m o u th , W h i t e ___1 66
Q uaker, 3 doz. ______2 66

H O RSE RADISH 
P er doz., 6 o z . ______  90
JE L L Y  AND PR E S E R V E S
P u re , 30 lb. pa ils  ___ 3 30
Im ita tio n . 30 lb. paills 1 76 
P u re , 6 oz.. A sst, doz. 1 10 
B uckeye, 18 oz., doz. 2 00 

JE L L Y  GLASSES
8 oz., p e r doz. ------------- 36

OLEOM ARGARINE
Van W esten b ru g g e  B rands 

C arload  D is trib u to r

N ucoa, 1 lb. ________26
N ucoa, 2 an d  5 l b . _25%

W ilson & Co.’s B rands
C ertified  ____________25%
N u t _________________ 20
Special R o l l _________ 25%

M ATCHES
Sw an, 144 __________  4 75
D iam ond, 144 b o x ___ 6 26
S earch ligh 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 e t, lb. 22

M OLASSES

Gold B re r R ab b it 
No. 10, 6 can s  to  case  6 
No. 6. 12 can s  to  case  6 
No. 2%, 24 can s  to  cs. 6 
No. 1%. 36 can s  to  cs. 6 

Green B re r R abb it 
No. 10. 6 c an s  to  case  4 
No. 5, 12 can s  to  case  4 
No. 2%, 24 can s  to  cs. 4 
No. 1%, 36 can s  to  cs. 4

A un t D inah B rand 
No. 10, 6 can s  to  case  3 
No. 6, 12 can s  o case  3 
No. 2%, 24 can s  o cs. 3 
No. 1%. 36 cans  oe c t 3

70
96
20
16

45
70
95
20

00
25
60
00

New Orleans
F a n c y  O pen K e ttle  — 74
Choice -------------------------
P a ir  ----------------------- - 41

H a lf  b a rre ls  5c e x tra  
MolasseB In C ans 

Do t s . 36, 2 lb  W h. L. 6 60 
Dove, 24, 2% lb W h. L  6 20 
Dove, 36, 2 lb. B lack  4 30 
Dove. 24. 2% lb. B lack  3 90 
Dove, 6, 10 lb. B lue L  4 46 
P a lm e tto , 24. 2% lb. 5 26 

NUTS.
W hole

A lm onds, T e rreg o n a—
B razil, N ew  — --------
F an cy  m ixed  -----------
F ilb erts , Sicily - - - - - -  28
P ean u ts , V irg in ia  R aw  09% 
P e a n u ts , V ir. ro a s ted  10% 
P e a n u ts , Jum bo, rs td  10% 
P e a n u ts , Jum bo, rs td  11% 
Pecans, 3 s ta r  ——-  
Pecans, Ju m b o  - - —  
P ecans, M am m oth  _ 
W alnu ts , C alifo rn ia  .

Sa lted  P ean u ts .
F ancy , No. 1 ----------- J 4
Ju m b o  ------------------ — 17

30
25
22

24 
40 
60
25

Shelled.
» hnftliO»

P e a n u ts , Spanish, 
126 lb. baggs —

F ilb e r ts  ------------
P e c a n s -------- —
W aln u ts  —---------

7«
11%  

32 
1 10 M

OLIVES.
B ulk, 5 gal. k e g ______8 60
Q u a rt J a r s ,  d o z e n __ 6 60
B ulk, 2 ga l. k e g _____ 3 60
B ulk, 3 gal. k e g ______6 26
P in t, J a r s ,  d o z e n __ 3 50
4 oz. J a r ,  p lain, doz. 1 35 
6% oz. J a r ,  pi., doz. 1 60 
9 oz. J a r ,  p lain , doz. 2 85
20 os. J a r ,  PI. doz__4 25
3 oz. J a r ,  S tu ., doz. 1 36 
6 oz. J a r ,  stu ffed , dz. 2 60 
9 oz. J a r ,  stu ffed , doz. 3 60 
12 os. J a r ,  Stuffed,

doz. ________  4 5004 75
20 oz. J a r ,  s tu ffed  dz. 7 00 

PA RIS G REEN
% s ------------------------------- 81
I s  _____________________ 28
2s an d  6 s _____________27

PE A N U T  B U TTE R

Bel C ar-M o B rand
24 1 Ib. p a l l s ________
8 os., 2 doz. ln  case  
5 Ib. pails, 6 in  c ra te
12 2 lb. p a i l s ________
14 lb. p a i l s ________ _
60 lb. tln s  __________
26 lb. p a i l s __________
PETRO LEUM  PRODUCTS 

Iron  B arre ls
P e rfec tio n  K e r o s in e _16.6
R ed Crow n Gasoline,

T an k  W a g o n ________19.7
Sollte G asoline _____  22.7
G as M achine G asoline 40.4 
V. M. & P. N a p h th a  24.8
C apitol C y lin d e r_____ 88.2
A tlan tic  R ed E ng ine  21.2 
W in te r B l a c k __ 12.2

Cpolarine
Iron B arre ls.

L i g h t _________________ 62.2
M e d iu m __ _ 64.2
H e a v y ________________ 66.2
Special h e a v y ________ 68.2
E x t ra  h eav y  ________ 70.2
T ransm ission  O l l ____ 62.2
Flnol, 4 oz. cans, doz. 1 60 
F inol, 8 oz. cans, doz. 2 26
Parow ax , 100 l b . ___  9.3
P arow ax , 40, 1 l b . __9.6
P arow ax , 20, 1 lb. — 8.7

Sem dac, 12 pL cans  2 70 
Sem dac, 12 qL can s  4 60

P IC K L E 8 
M edium S our 

B arre l, 1600 co u n t _  17 00 
H a lf bbls., 800 co u n t 9 00
50 gallon  k e g s ----- — 6 08

S w eet Sm all
30 G allon, 3000 _____  43 00
5 gallon, 600 __—  8 25

Dill P ickles.
800 Size, 15 g a l . ----- 10 00

P IP E S .
Cob, 3 doz. ln  bx. 1 0001  28

Pork .
L ig h t hogs ________ 17%
M edium  hogs 18
H eavy  hogs ...... . .. 17
Loins, Med. _________ 2»
B u tts  _ _ __________ 27
Shoulders ___________ 22
S parerib s  ___________ 17
N eck bones _________ 06

PROVISIONS 
B arreled  Pork  

C lear B ack  _  34 50035 00 
S hort C ut Clear34 50036 00 

Dry S a lt M eats 
S P  B ellies „  28 00030 80 

L ard
P u re  in  t i e r c e s _____ 18
60 lb. tu fa « ___ ad vance  %
60 lb. t u b s ___advance  %
20 lb. p a i l s ___advance  %
10 lb. p a l l s ___ad v an ce  %
6 lb. p a l l s ___ad v an ce  1
2 lb. p a lls  ____ad v an ce  1

Com pound t i e r c e s ___ 18%
Com pound, t u b s ____ 19

S ausages
B ologna _____________ 14
L i v e r ________________ 14
F r a n k f o r t ___________  19
P o r k ____________  18020
V eal ________________ 18
T ongue, J e l l i e d _____ 85
H e a d c h e e s e ___ _ 18

Sm oked M eats 
H am s, C ert., 14-16 lb. 36
H am s, C ert., 16-18 lb. 35%
H am , d ried  beef

s e ts  _______________  ©34
C alifo rn ia  H a m s ___  @24
P icn ic  Boiled

H am s _________  40 @44
Boiled H a m s ___49 @54
M inced H a m s ___  @20
B acon  __________ 37 @45

Beet
Boneless, ru m p  26 0 0 0  28 00
Rum p, n e w _ 27 00030 00

M ince M eat.
Condensed No. 1 car. 2 00 
C ondensed B ak e rs  b rick  81
M oist in  g l a s s _____  8 00

P ig ’s  F ee t 
Cooked in  V inegar

% bbls. ______________ 2 50
% bbls., 35 l b s . _____ 4 60
% bbls. _____________ 10 00
1 bbl. _______________ 25 00
K its , 15 lbs. __________ 1 75
% bbls., 40 l b s . _____ 3 50
% bbls., 80 l b s . _____ 5 00

C asings
H ogs, p e r  lb. _________@68
B eef, round  s e t ___  20030
B eef, m iddles, s e t_ @1 76
Sheep, a  s k e in ._ 2 0002  25 

RICE
F an cy  B lue R o s e ___ 08%
F an cy  H e a d __ ;----------- 10%
B roken ____________ _— 05

ROLLED OATS 
S ilver F lake , 12 F am . 2 25
Q uaker, 18 R e g u l a r_1 80
Q uaker, 12s F a m i l y _2 78
M others* 12s, M’num  3 25
N edrow , 12s, C h i n a _3 25
Sacks, 90 lb. J u t e _2 85
Sacks, 90 lb. C o t to n _2 90
Steel C ut, 100 lb. sks. 3 50 

RU8KS.
H olland R u sk  Co. 

B ran d
18 roll packages  ____ 2 30
36 roll packages  ____ 4 58
36 ca r to n  p a c k a g e s _5 20
18 c a r to n  p a c k a g e s _2 65

SA LERA TU S
A rm  a n d  H a m m e r_3 75

SAL SODA
G ran u la ted , b b l s .___ 1 88
G ran u la ted , 60 lbs. cs. 1 60 
G ranu la ted , 36 2% lb.

packages  _______   2 38
COD FISH

M iddles _____________  16%
T ab le ts , % lb. P u re , 
T ab le ts , 1 lb. P u re  ._  18%

doz. _________   1 40
W ood boxes, P u r e _29%
W hole C o d __________ 11%

PLAYING CARDS
D eivx, p e r  doz. -------2 76
B ley . -------------------- 4 75

OTASH
B ab b itt’s, l o z . ----- 2 76

FR E S H  . "A T S  
Beef.

T op S tee rs  & H ell. -0 1 7  
Good S tee rs  & H ’f x. ’»16 
Med. S tee rs  A  H ’f. 13% 0 5 
Com. S tee rs  & H 'f. 10012%  

Cows
T op  -------- — ------
Good ------------------
M edium  -------------
Com m on — ----- -

V eal.
T op --------------------
Good ------------------
M edium  --------------

L am b.
S pring  L am b  —
Good -----------------
M edium  -------------
P o o r -------------------

Mutton.
Good -----------------
M edium  -- ----------
PXW Ferrmo—.....

H erring
H olland H erring

M ixed, K e g s ________ 1 18
M ixed, h a lf  b b l s .___ 9 25
Q ueen, bbls. _______ 18 50
M ilkers, K e g s __ _____1 88
M ilkers, h a lf  bbls. __ 10 25
M ilkers, b b l s ___ ____
K  K  K  K . N orw ay  ._  20 00
8 lb. pa ils  _______   1 40
C u t L unch  _________  1 60
Boned* 10 lb. b o x e s _16

_ _.e H erring
% >bl., ioo l b s . _____ 6 50

M ackerel
T ubs, 100 lb. fncy  f a t  24 50
T ubs, 60 c o u n t ___ __7 00

W h ite  F ish
Med. F ancy , 100 lb . IS 08

SH O E BLA CK EN IN G  
2 in  1, P a s te , doz. __ 1 35 
E. Z. C om bination , dz. 1 35
D rl-F o o t, doz. ______2 00
B ixbys, D o z .______1 85
Shinola, d o s . _______  88

STO VE PO LISH
B lack ine, p e r d o s ._1 86
B lack  S ilk  L iquid , da. 1 48

14
13
12
10
19
18
16

35
32
30
26

16
___ 1«
_ _ _  12% . B lack  S ilk  P a s te , doz. 1 25

E n am alln e  P a s te , doz. 1 35 
E nam aline  L iquid, dz. 1 35 
B. Z. L iquid , p e r  doz. 1 40
R adium , p e r d o z . ___ 1 85
R ising  Sun, p e r doz. 1 35 
654 S tove E nam el, dz. 2 80 
V ulcanol, No. 5, doz. 95 
V ulcanol, No. 10, doz. 1 35
Stovoil, p e r d o s . ___ 3 00

SA LT.
Colonial, 24, 2 l b . ____ 98
Colonial, 36-1% ____  1 25
Colonial, Iodized, 24-2 2 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 c k ers  M eat, 56 lb. 57
C rushed  R ock fo r ice 

c ream , 100 lb., each  75 
B u tte r  Sa lt, 280 lb. bbl. 4 24
Block. 60 l b . _________ 40
B ak e r S alt, 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

P e r  case , 24, 2 lbs. — 2 40
F iv e  case  lo ts  _____ 2 30
Iodized, 24, 2 lbs...........2 40

W orceste r

%RCESTERSalt Company ¡

Ivory H 
y  Salt

Bbls. 30-10 s k s . _____ 5 48
Bbls. 60-5 s k s . ______ 6 63
100-3 lb. sks. _________ 6.13
B ales, 50-3 lb. sks. __ 3 10 
Bbls. 280 lb. bu lk :
A -B u tte r  ____________ 4 09
A A - B u t t e r __________ 4 09
P la in , 50 lb. blks. _  40
No. 1 M edium , Bbl. _ 2 47 
T ecum seh , 70 lb. fa rm

sk _______ __________  86
C ases Ivory, 24-2 c a r t  1 85
Iodized 24-2 c a r t . __ 2 40
W orceste r, 48-1% cs. 1 70
B ags 550 lb. No. 1 m ed. 60 
B ags 25 lb. C loth d a iry  40 
B ags 50 lb. C loth da iry  76
Rock "C " 100 lb. s ack  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 
Fels N a p th a , 100 box 5 50 
G rdm a W hite  N a. 10s 4 10 
R ub  No M ore W h ite  

N ap th a , 100 box „  4 00 
R ub-N o-M ore, yellow  6 00 
S w ift C lassic, 100 box 4 40 
20 M ule B orax , 100 bx  7 56
W ool, 100 box _______ 6 60
F a iry , 100 b o x ___ __5 76
J a p  Rose, 100 b o x ___ 7 85
P a lm  Olive, 144 box 11 00
L ava , 100 box ______ 4 90
O ctagon ____________  6 35
Pum m o, 100 b p x ___ 4 86
S w ee th ea rt, 108 box _ 8 78 
G ran d p a  T a r , 50 sm . 2 08 
G ran d p a  T a r ,  58 Ige. 8 46 
Q uaker H a rd w a te r

Cocoa, 72s, b o x ___ 2 86
F a irb a n k  T a r, 100 bx  4 00 
T rilby  Soap, 100, 10c, 7 30 
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

80 can  cases, |4.80 p e r case

W A SH IN G  PO W D ERS.
Bon Ami P d , 3 dz. bx 3 75 
Bon Am i Cake, 3 dz. 3 25
Brillo _______________  85
C lim allne, 4 doz. ____ 4 20
G randm a, 100, 5 c ___ 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
Golden Rod, 2 4 ----------* ?5
J in x , 3 doz. _______ -  4 50
L a  F ran ce  L aun ., 4 dz. 3 60
L u s te r  Box. 64 ___  _ 8 76
Did D utch  C lean. 4 dz 8 40
R inso, 4 0 s ____________ 3 20
R lnso, 2 4 s -------   6 25
R ub  No M ore. 100, 1?

oz. _______________  3 86
Rub No M ore. 18 Lg. 4 00 
S potless  C leanser, 48,

20 o z . ______________ 8 86
Sani Flush., 1 dos. _  2 26
Sapolio, 8 dos. ______ 2 16
Soapine, 100. 12 os. _ 6 46 
Snow boy, l80, 10 oz. 4 80
Snowboy, 24 L a r g e _4 80
Speeds«, 3 dos. ______ 7 20
S u nbrite , 72 dos. ____ 4 00
W y an do tte , 4 8 _______ 4 78

SPIC ES. 
W hole Spices.

Allspice, J a m a i c a ___ @24
Cloves, Z anz iba r ___ @40
C assia, C an ton  _____ 0 2 5
C assia, 5c pkg., doz. @40
G inger, A f r i c a n _____ @15
G inger, Cochin ____  @30
M ace. P e n a n g _______ 1 10
Mixed, No. 1 _______  @24
M ixed, 6c pkgs., doz. @45
N utm egs, 70@90 ----- @78
N utm egs, 105 -1 1 0___ @70
P epper, B lack  ______ @45

P u re  G round in Bulk
A llspice, J a m a i c a __ @18
Cloves, Z a n z i b a r ___  ©46
C assia, C an ton  _____  @26
G inger. C orkln  _____  @38
M u sta rd  ____________  @32
M ace, P e n a n g _______ 1 80
P epper, B lack  _______ @60
N u tm eg s -----------------  07 5
P epper, W h ite  ______ @60
Pepper. C a y e n n e ___  @82
P a p rik a , S p a n i s h ___ @42

Seasoning
Chili Pow der. 1 5 c ___ 1 35
C elery S a lt, 3 o z . -----  96
Sage, 2 oz. _________  90
Onion S a lt _________ 1 36
G arlic  _____________ -  1 35
P o n e lty , 3% oz. ___ 3 26
K itch en  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
Thym e, 1 oz. ______   90
T um eric . 2% oz. —  90

STARCH
Corn

K ingsford , 40 l b s . ____11%
Pow dered , b a g s -------- 4 00
A rgo. 48. 1 lb. pkgs. 4 05
C ream , 48-1 ________ 4 80
Q uaker, 40-1 _________  07

Gloss
Argo, 48. 1 lb. p k g s ._4 05
A rgo, 12, 3 lb. pkgs. 2 96
A rgo, 8, 5 lb. pkgs. — 3 35
S ilver Gloss, 48. I s __11%
E lastic , 64 p k g s . ___ 5 35
T iger, 48-1 _________ 3 50
T iger, 50 lbs. -----------  06

CORN SY RU P. 
Corn

Blue K aro . No. 1 % _  2 27 
Blue K aro , No. 5. 1 dz. 3 11 
B lue K aro , No. 10 __ 2 91 
Red K aro , No. 1% __ 2 57 
Red K aro , No. 5. 1 dz. 3 49 
Red K aro . No. 10 „  3 29

Im t. M aple F lavor. 
O range, No. 1%. 2 dz. 3 00 
O range, No. 5. 1 doz. 4 19 
O range, No. 1 0 _____ 3 99

Maple.
G reen  L abel K aro .
G reen Label K a r o _5 19

Maple and Cane 
M ayflower, p e r gal. — 1 65

Maple.
M ichigan, pe r gal. — 2 60
W elch» p » r g e l ___ 2 80

TA B L E  SAUCES.
L ea  A  P e rr in , la r g e . .  6 00 
L ea  & P e rr in , sm all— 3 35
P ep p er _________   1 00
R oyal M i n t ----------------8 48
Tobasco, 2 o z . ________ 4 25
Sho You, 9 oz., doz. 2 70
A -l, l a r g e ----------------- 5 20
A - l,  s m a l l ___________ 8 16
Caperp, 2 op, .-------------2 89

TE A .
Jap a n .

M e d iu m __  ________  27033
C h o i c e ____________  87046
F a n c y ______ - _____  64059
No. 1 N i b b s ___________ 54
1 lb. pkg. S i f t i n g _____ IS

G unpow der
C h o i c e ------------     85
F a n c y ____________   48

Ceylon
Pekce, m e d iu m _____ __56

English B reak fas t
Congou, M e d iu m _____ 28
Congou, C h o ic e___ 86086
Congou, F a n c y ___ 42048

Oolong
M e d iu m ____ __ _______ 86
Choice ___      45
F a n c y ______________   60

T e lfer Coffee Co. B rand  
W. J . G . ______________ 89

T W IN E
C otton , 3 p ly  c o n e ___ 49
C otton , 3 p ly  p a i l s ___ 42
W ool, 6 p ly  ______ 18

VINEGAR
Cider, 40 G ra in  _________22
W hite  W ine, 80 g ra in __25
W hite  W ine, 40 g ra in __19

W ICKING
No. 0 pe r g r o s s _____  7*
No. 1, p e r g r o s s ___ 1 25
No. 2, p e r g r o s s ___ 1 60
No. 3. p e r g ro ss  ____ 2 00
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. _____  75

W O OD EN W A RE
B aske ts

B ushels, n a rro w  band,
w ire  h a n d le s _____ 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 60
Splin t, la rge  _____  8 60
S p 'ln t, m e d iu m ___ _ 7 60
Splin t, sm all _____  6 80

C hurns.
B arre l. 5 gal., e ac h_2 40
B arre l. 10 gal., e ac h — 2 65
3 to  6 gal., p e r  gal. „  16

Egg C ases.
No. 1, S ta r  C a rr ie r  _ 6 00 
No. 2, S ta r  C a rr ie r-  10 00 
No. 1, S ta r  E g g  T ray s  6 25 
No. 2, S ta r  E g g  T ray s  12 50

Mop S ticks
T ro jan  sp rin g  ______ 2 00
Eclipse p a te n t sp rin g  2 00 
No. 2, p a t. b ru sh  hold 2 00
Ideal No. 7 _________ 1 45
12 oz. Cot. M op H ead s 2 65 
16 oz. Cot. Mop H eads 3 20

Palls
10 qt. G a lv a n iz e d ____ 2 80
12 q t. G a lv a n iz e d ____ 2 76
14 q t. G a lv a n iz e d ____ 8 10
12 q t. F la r in g  Gal. Ir. 6 00
10 qt. T in  D a i r y ____ 4 60

T rap s
M ouse, W ood, 4 ho les- 60 
M ouse, wood, 6 h o le s . 70 
M ouse, tin , 5 holes — 65
R at, wood _________ 1 00
R at, sp rin g  ----------  — 1 00
M ouse, sp rin g  -------— 30

T u b s
L arge  G a lv a n iz e d ----- 9 25
M edium  G a lv a n iz e d_8 00
Sm all G a lv a n iz e d ----- 7 00

W ashboards
B anner, Globe -------- 6 60
B rass , single _______ 6 00
G lass, single —- — - — 6 00
D ouble P e e r l e s s ____ 8 60
Single P ee rle ss  -------- 7 60
N o rth e rn  Q u e e n ____ 6 60
U niversal __________ _ 7 25

W indow  C leaners
12 In. _____________ — 1 66
14 in. _______________ 1 85
16 in. _______________ 2 30

W ood Bowls
13 in. B u tte r  _______ 6 00
15 in. B u t t e r _______ 9 00
17 in. B u t t e r ________18 00
19 In. B u tte r  _______ 26 00

W R A PPIN G  P A PE R  
F ib re , M anila, w h ite .  06%
No. 1 F i b r e _________ 08
B u tch ers  M anila _ — 06%
K ra f t  -----------------------07%
K ra f t  S trip e  ----------- 09%

Y EA ST CAKE
M agic, 3 doz. ----------- 2 70
Sunligh t, 3 d o z . ----- — 2 76
S unligh t, 1% doz. —__ 1 35 
Y east Foam , 3 doz. — 2 70
Y east F oam , 1% doz. 1 36 

Y EA ST—C O M P R 8 8 8 ID  
F le ischm ann , p e r doz. 30
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Proceedings of the Grand Rapids 
Bankruptcy Court.

G rand R apids, Ju n e  16—In th e  m a tte r  
of H a rry  M. L«ehnen, B an k ru p t No. 2939, 
the  funds  fo r th e  first m eeting  have been 
received  an d  such  m eeting  h a s  been  ca ll
ed for J u n e  29.

In  the  m a tte r  o f W illiam  J . W in te rs , 
B an k ru p t No. 2942, th e  funds fo r th e  
first m ee tin g  have  been  received  a n d  
such  m eeting  h as  been called fo r Ju n e  29.

In th e  m a tte r  of V oshel B ros., Jo h n  
V oshel an d  P e te r  Voshel, B an k ru p ts  No. 
2601, th e  tru s te e  h as  filed h is  final re p o rt 
an d  accoun t a n d  a  final m ee tin g  of c red 
ito rs  h as  been  called for Ju n e  29. T he 
tru s te e ’s  final rep o rt an d  acco u n t will be 
p assed  upon, bills for ad m in is tra tio n  e x 
penses o rdered  paid  and  a  firs t an d  final 
div idend to  c red ito rs  o rdered  paid, if  pos
sible.

In  th e  m a tte r  of W illiam  A. F ishe l, 
B an k ru p t No. 2652, th e  tru s te e  h as  filed 
h is  final re p o rt an d  acco u n t a n d  a  final 
m eeting  of c red ito rs  h as  been called  for 
J u n e  28. T he tru s te e ’s  final re p o rt an d  
acco u n t will be considered , a d m in is tra 
tion  expenses o rdered  paid  an d  a  firs t 
and  final div idend to  c red ito rs  declared  
an d  ordered  paid.

In  th e  m a tte r  of O ra  L. Jack so n , B an k 
ru p t No. 2459. th e  tru s te e  h as  filed his 
final rep o rt an d  accoun t a n d  a  final m e e t
ing  of c red ito rs  will be held on J u n e  28. 
T he tru s te e ’s final re p o rt a n d  acco u n t 
will be considered , ad m in is tra tio n  e x 
penses ordered  paid a n d  a  firs t an d  final 
d iv idend  to c red ito rs  o r l 'r e d  paid , if 
possible.

In  th e  m a tte r  of T he W . H . P a rso n s  & 
Co., B an k ru p t No. 2795, the  t ru s te e ’s 
final rep o rt a n d  acco u n t h as  been filed 
a n d  a  final m ee ting  of c red ito rs  will be 
held on J u n e  28. T ne re p o rt an d  acco u n t 
of the  tru s te e  will be passed  upon, a d 
m in is tra tio n  expenses o rdered  pa id  an d  a  
final d ividend to  g en era l c red ito rs  de
c la red  an d  o rdered  paid.

J u n e  16. On th is  day  w as held the  
ad jou rned  sale of a sse ts  in  th e  m a tte r  of 
Boyce B ros., e tc .. B an k ru p t No. 2919. 
T he tru s te e  w as p re sen t in person. T he 
b an k ru p t w as p resen t by E. B. H o u se 
m an, a tto rn ey . Corw in & N oreross w ere 
p re sen t for c red ito rs  generally . Two 
bidders w ere  p resen t. T he p ro p e rty  w as 
sold on first offer to  Jo h n  F. Quigley, J r .,  
o f G rand  R apids, for th e  sum  of |150. 
T he sale w as confirm ed an d  th e  m eeting  
then  ad jo u rn ed  w ith o u t date .

J u n e  16. W e have  to -d ay  received  the  
schedules, o rder o f re ference  a n d  a d ju d i
cation  in th e  m a tte r  of Irv in g  H u rw itz , 
B an k ru p t No. 2937. T h is is an  invo lun
ta ry  case. The m a tte r  h as  been  re fe rred  
to  C harles B. B la ir a s  re fe ree  in b a n k 
rup tcy . T he b a n k ru p t is a  re s id en t of 
K alam azoo, an d  h is  occupation  is th a t  
of a  clo th ier. The schedu les show a sse ts  
of $4,550 of w hich $500 is cla im ed a s  ex-
em pt, w ith  liab ilities  of $5,424.40. T he 
firs t m eeting  of c red ito rs  h as  been  called 
for J u n e  29. T he lis t of c red ito rs  of sa id  
b an k ru p t a re  a s  follows:
H erm an  S tern , C hicago _________ $ 40.00
A braham  E pste in , G rand  R apids 1,356.00 
H ym an  F u rn itu re  Co., G rand  R ap. 240.00
M ichigan M usic Co., K a la m a z o o _ 245.00
N o rth  L eb an an  Shoe Co., L ebanan ,

Penn . _________________________  149.40
Loyal S h ir t Co., N ew  Y o r k _____  90.50
F riedm an , Shelby & Co., S t. Louis,

Mo. ____________________________  240.69
A. S te in  & Co., C hicago _______  37.56
C hesterfield  P a n ts  Co., B en ton

H arb o r _________________________  60.49
L. A. Schoolm aster, K a la m a z o o _24.48
O liver A. S hepard , K a la m a z o o _75.00
H ero ld -B e rtsch  Shoe Co., G rand

R apids _________________________  254.58
E lk  N eckw ear Co., P h i la d e lp h ia_24.53
G. R. Clinic, G rand  R apids _____  25.00
H u ro n  O verall Co., U bly _______  84.29
G rip Bow T ie  Co., O m aha  _____  37.89
Rice & Ash, D e tro it _____________  258.00
C harles S. D rew  & Co., New Y ork 91.26 
Corliess Coon & Co., T roy, N. Y. 19.97
R obinson Bros, Toledo _____________165.00
Volk Mfg. Co., N ew  Y ork _______  90.50
In te rn a tio n a l H an d k erch ie f Co.,

N ew  Y ork _____________________  8.50
K al. G lass Co., K alam azoo ______ 217.00
M ilw aukee Cap Co., M ilw a u k e e_54.00
R egal Spot W ear Co., C h ic a g o _72.75
Superio r C ollar Co., D e t r o i t _____  25.00
N o rth e rn  Glove Co., G reenbay, W is. 51.50
F ran k e l S h ir t Co., N ew  Y o r k ___ 134.25
Irv in g  B ra n d t Co., C hicago _____  44.63
N o rth w estern  Cap Co.. M ilw aukee 154.75
Levin  Glove Co., D e t r o i t_________  48.76
S ta r  P a p e r Co.. K alam azoo _____  27.13
S en te rs  S ta te  Shoe Co., Fond  du

lac, W is. _______________________  40.15
Jack so n  Glove Co., Jack so n  _____  47.50
Abbaloid Co., D e tro it ___________  41.54
Lion C ollar Co., C h ic a g o _________  60.00
Glick F reem an  Co., D e t r o i t _____  67.85
Kal. C ity  Sav. B ank, K alam azoo 225.00 
Milo J . S im m ons Coal Co., K a la 

m azoo ___________________________125.00
G arfield O verall W orks, C h ic a g o _90.00

J u n e  16. W e have  to -d ay  received  the  
schedules, o rd e r o f re fe rence  an d  a d ju d i
ca tio n  in  th e  m a tte r  of H erm an  K uck, 
B an k ru p t No. 2944. T he  m a tte r  h a s  been 
re fe rred  to  C harles B. B la ir a s  re fe ree  
in  b an k ru p tcy . T he b an k ru p t is a  re s i
d en t of M uskegon H eigh ts, a n d  h is  occu
p a tio n  is th a t  of a  au tom obile  dealer. 
T he schedu les show  a ss e ts  of $8,934.47, of 
w hich  $250 is c la im ed  as  exem pt, w ith  
liab ilities  o f $10,245.83. T he firs t m ee tin g  
o f c red ito rs  h a s  been  called  fo r Ju n e  
29. T he  l is t of c red ito rs  o f sa id  b a n k 
ru p t a re  a s  follow's :

O scar K uck, M uskegon H e ig h ts  $300.00
TT . , Tr. ___1______» 1 Aft AAH e rb e rt K uck, M uskegon H e ig h ts  100.00 
H a n s  P. P e te rso n , M uskegon H ts . 1,500.00 
U n ited  H om e Tel Co., M u sk eg o n .. 18.10
S ta n d a rd  A uto  Co., M u s k e g o n -----  2.75
W enzel P r in tin g  Co., M ilw aukee— 15.00 
C harles R utledge, M uskegon H ts . 10.00
Jo h n  W agner, M u s k e g o n --------------  900.00
F ir s t  S ta te  S av ings B ank, M uske

gon H e ig h ts ___________________  1,800.00
M uskegon G arage, M u sk e g o n --------  23.22
Chic. A uto. T rad e  A ss’n., Chicago 12.50 
In te rn a tio n a l H a rv e s te r  Co.,

Chidago _______________________  553.24
D avid  B. DeYoung, G rand  R apids 44.00 
C ham ber B ros., M uskegon H e igh ts  20.00 
C larence H all, M uskegon H ts. unknow n 
W illiam  H . Sim pson, M uskegon — 35.00 
Seb ring  C hina Co., M uskegon — 79.12
S. A M axwell & Co., C h ic a g o ----- 188.94
E xcelcer S tove & Mfg. Co.,

Q uincy, 111. ____________________  62.12
W etzel B ros., M ilw aukee ________  32.48
B en n e tt K an tz  Co.. M u s k e g o n ___  203.95
S m ith  C rankshaw , M uskegon -----  55.83
Colonial F inance  Co., M uskegon — 154.00
E d e r Mfg. Co., unknow n _______  50.00
M uskegon Chronicle, M u s k e g o n _34.31
C onsum ers T ire  Store, M uskegon_ 24.10 
H a rg race  Service S ystem s, New

York ___________________________  97.50
A utom otive Elec. Service Co.,

M uskegon ________ ______________  25.06
A laska R efrig e ra to r Co., M uskegon

H eig h ts  _________________________  50.00
L ake Shore M achinery  Co., M us

kegon __________________________  63.50
Jo h n  R. H ilt Co., M uskegon _____  66.00
Jo h n  H a r ts e m a  Co., M uskegon __ 20.60
M iller T ire  Co., M u s k e g o n _______  12.00
R eliable T ire  Co., M uskegon _____ 125.75
B roadw ay  Oil Co., M uskegon H ts . 4.61
H oyland Lem le Co., Chicago ___  40.00
M uskegon A uto P a r ts  & W reck ing

Co., M uskegon _________________  12.00
K ozel &  G ilbert, M uskegon _____  71.78
T obasion  & G eorge T ran s fe r  Co.,

M uskegon H ts . _______________  21.00
G ray  Mfg. Co., D e tro it __________ 421.27
E lec tric  Service S ta tio n , G rand

R apids ________________________ 4 19.80
M otor R ebuild ing  & P a r ts  Co.,

M uskegon _______________________ 123.86
E dw ards  L um ber Co., M uskegon_14.17
G regory  M ayer & Thom  Co., D e tro it 38.27
S tan d a rd  Oil Co., G rand  R ap id s_64.20
M uskegon G lass Co., M u s k e g o n _26.30

In the  m a tte r  of C harles A re ta s  P lum -
m er, B an k ru p t No. 2875, the . expenses of 
a d m in is tra tio n  have been o rdered  paid  
an d  a  first div idend of 5 per cen t, ordered  
pa id  to cred ito rs .

J u n e  39. W e h av e  to -d ay  received  th e  
schedules, o rd e r of re ference  an d  a d ju d i
ca tio n  in  the  m a tte r  o f K alam azoo A p a r t
m en ts  C orporation , B an k ru p t No. 2945. 
T he m a tte r  h as  been re fe rred  to  C harles 
B. B la ir a s  re feree  in  ban k ru p tcy . T he 
b a n k ru p t concerns is located  a t  K a la 
m azoo. T he schedu les show  a sse ts  of 
$6.346.30 in cash , w ith  liab ilities  of $98,- 
216.70. T he first m ee tin g  of c red ito rs  
will be called p rom ptly , an d  note  of the  
sam e m ade herein . T he lis t of c red ito rs  
of sa id  b a n k ru p t a re  a s  follows: T he
following c red ito rs  claim  liens:
T. J . Beyne, G rand  R a p i d s ___ $ 7,865.10
Jo h n so n -H o w ard  Co., K alam azoo 448.35 
W heeler-B laney  Co., K alam azoo 12,609.51 
U nion T rim  & L um ber Co., K a la 

m azoo _______________________  17,578.07
G ilm ore B ros, K a la m a z o o _____  3,062.92
E dw ards  & C ham berlin , K a la 

m azoo _______________________  3,838.95
C olum bian Elec. Co., K alam azoo 881.90 
H. L. V enderho rst, K alam azoo 28,153.80
P e te r  A. K oerts , K a la m a z o o _ 5,076.46
C. L. W hite , K alam azoo ___  2,636.41
E conom y W all P a p e r  Co., K a la 

m azoo   947.55
C o rle tt-S to n e  L um ber Co., K a la 

m azoo _______________________  2,212.73
A m erican  W ea th e r  S tr ip  C o ._ 2,767.25
E. T. B urrow s Screen  Co., K a la 

m azoo _______________________  1,968.00
U nited  F u rn itu re  Co., C hicago 3,967.70
B eckw ith  Co., D ow agiac ._____ 480.00
O tis E lev a to r Co., D e tro it ___  450.00
S im plex S tee l Co., C h i c a g o _1,147.55
A rt M osiac Tile Co., T o l e d o _2,134.45

J u n e  21. On th is  day  w as held the  
firs t m eeting  of c red ito rs  in th e  m a tte r  
of E m anuel E. H ansen , B an k ru p t N 9. 
2930. T he b a n k ru p t w as p re sen t in  p e r
son an d  by a tto rn e y  H a rry  H . G eoghan. 
One c red ito r w as p re sen t in  person. 
C laim s w ere  proved  and  allowed. T he 
b an k ru p t and  one c re d ito r  p re sen t w ere  
each  sw orn  and  exam ined  w ith o u t a  r e 
po rte r. No tru s te e  w as appo in ted . The 
first m ee tin g  then  ad jo u rn ed  w ithou t da te  
and  the  case  h as  been  closed an d  re tu rn e d  
to  the  d is tr ic t court a s  a case  w ithou t 
a sse ts .

On th is  day  a lso  w as held th e  first 
m ee tin g  of c red ito rs  in th e  m a tte r  of 
B u rd e tte  S tan to n , B an k ru p t No. 2941. T he 
b a n k ru p t w as p re sen t in  person  an d  re p 
re sen ted  by a tto rn e y  R oy M. W atk in s. 
T he c red ito rs  proved no c la im s. No 
c red ito rs  w ere  p re sen t in  person. No 
tru s te e  w as appo in ted . T he b an k ru p t 
w as sw orn  an d  exam ined  w ith o u t a  re 
po rte r. T he first m eeting  th e n  ad jo u rn ed  
w ith o u t d a te  a n d  th e  case  h a s  been 
closed a n d  re tu rn e d  to  th e  d is tr ic t court.

J u n e  21. W e have to -d ay  received  th e  
schedules, o rd e r of re fe rence  and  a d ju d i
ca tio n  in  the  m a tte r  of F ra n k  P lum - 
hoff, B an k ru p t No. 2946. T he b a n k ru p t is 
a  re s id en t of Shelby, an d  h is  occupation  
is  th a t  of a  jew eler. T he m a tte r  h as  been 
re fe rred  to C harles B. B la ir  a s  re fe ree  in 
b an k ru p tcy . T he schedu les show  a sse ts  
of $685.20, of w hich $630 is cla im ed as  
exem pt, w ith  liab ilities  o f $3,142.56, The

co u rt h as  w ritten  for funds, and  upon 
receip t of the  sam e, the  first m eeting  
of c red ito rs  will be called, and  note of 
the  sam e m ade herein. The lis t of c re d 
ito rs  of said b an k ru p t a re  a s  follows:
Jackson  B ennett, ¡Shelby -------- $1,076.00
A. J . R ankin , Shelby -----------------  onS
A rt W atch  Case Co., Chicago — 397
C harles I. A tw ater, Shelby --------  32.50

A. C. B ecken Co., C h ic a g o --------
D u lu th  Jew e le rs’ Supply Co.,

D uluth , M inn. ------------------------
F ran k  E. Davidson, Shelby -----
H erff-Jones Co., Indianapolis __
Dr. A. R. H ayton, Shelby --------
L ansing  B ritto n  Co., L ansing , 1
M arshall Co., Chicago --------------
O ceana H era ld  Pub lish ing  Co.,

Shelby -----------------------------------
K arl P lum hoff, Shelby -------------
E. H . P u d r ith  Co., D etro it -----
M. A. Reich, Buffalo --------------
Shelby-N ew  E ra  C o-O perative

A ssociation, S h e lb y -----------------
L. H . Schafer & Co., Chicago 
J . R. W ood & Sons, Chicago 
W hiting  & D avis Co., P lainville  

M ass. ________________________

.  98.00 
_ 5.00
_ 22.05 
_ 16.00 
.. 14.69
_ 76.90

_ 77.70 
1, 000.00 
_ 59.15 
.  79.45

_ 39.40 
_ 86.77 
.  22.40

.  1.05
W ahl Co., Chicago -----------------------  23.22
W olverine O ptical Co., D e t r o i t___  16.00
O tta  Young & Co., Chicago _____ 108.94

Ju n e  21. W e have to -d ay  received the  
schedules, o rder of reference and  a d ju d i
cation  in the  m a tte r  of W illiam  A. K es- 
te rke , B an k ru p t No. 2947. The m a tte r  
h a s  been re fe rred  to C harles B. B la ir a s  
re feree  in b ank rup tcy . T he b an k ru p t is 
a  re s id en t of St. Joseph and  h is  occupa
tion  is th a t  of a  com m on laborer. The 
schedules show no a sse ts  of a n y  kind, 
w ith  liab ilities  of $688.27. T he co u rt has 
w ritten  for funds, and  upon receip t of 
th e  sam e, th e  first m eeting  o f c red ito rs
will be called, and  note of the  sam e m ade 
herein . T he lis t of c red ito rs  of said  
b an k ru p t a re  a s  follows:
A ber-G rim m  H ard w are  Co., St.

Joseph  __________________________ $ 8.90
A dam s Co., S outh  Bend _________  19.75
Dr. R. C. Allen, St. J o s e p h _____  4.00
R. G. B achm an, St. J o s e p h _____  7.50
D r. H . G. B a r tle tt ,  St. J o s e p h ___  8.00
H a rry  B eckm an, St. Joseph ___  17.88
B ittn e r  B ro thers , St. Joseph ___  15.68
C. E. D ickenson, St. J o s e p h _____  5.00
Dr. Dona, M illburg ______________  10.00
Econom y M arket. St. Jo seph  ___  10.31
E m ery  G arage, St. Joseph  -------  3.25
E u rek a  T e a  Co., Chicago _______  8.00
F ra te rn a l O rder of Eagles, St.

Jo seph  ___________________________  80.00
G ast D rug  Co., S t. J o s e p h _______  41.00
G illespies D rug Store, St. Jo seph  4.95
Dr. F . M. Gowdy, St. J o s e p h ___  15.00
A. N. H osbein, St. Jo seph  _____  3.75
Jefferson  C igar Store, S t. J o s e p h _25.00
Dr. L. A. K ing, St. J o s e p h _____  9.00
Theo. K rieger, S t. Joseph  ______  1.50
G ottlieb  M acholtz, St. J o s e p h ___  6.50
Dr. C. W. M erritt, St. J o s e p h ___  15.00
Dr. C arl A. M itchell, B en ton  H a r 

bor _____________________________  5.50
L . M ollhagen &  Son, St. J o s e p h _11.00
AV. J . P e te rs , T h ree  R i v e r s _____  34.75
F red  A. P o tte r , S t. J o s e p h ________  10.35
R ich te r & A chterbberg , St. Jo seph  11.50
R im es & H ildebrand , St. J o s e p h _ 4.00
Dr. A. C. R inkenburger, B en ton

H arb o r __________________________  43.00
D r. H a ttie  Schw edener. St. Joseph  8.00 
Dr. C. N. Sow ers, B en ton  H a rb o r 5.00
S quare  D rug  Co., St. J o s e p h ___  4.25
T otike & W ilcox, St. Joseph  ___ 1.75
T roost B ro thers , St. Jo seph  ______  20.50
Jo h n  AA’allace  Sons Co., St. Joseph  3.50
Dr. K. L. AA’est, St. J o s e p h _____ 40.00
Dr. E . J . W itt, St. Jo seph  _____  10.00
A ugust F ellner, St. Jo seph  ______ 150.00

In  the  m a tte r  of K alam azoo A p a r t
m en ts  C orporation , B an k ru p t No 2945, 
th e  first m eeting  h as  been called for 
Ju ly  6.

In  the  m a tte r  of H ugo Johnson , B an k 
ru p t No. 2915, th e  funds fo r th e  firs t 
m eeting  have been received  an d  such 
m eeting  h a s  been called for Ju ly  3.

In  the  m a tte r  of A delbert D. U tte r , 
B an k ru p t No. 2936, th e  funds fo r the  
first m eeting  have been received  and  
such m eeting  h as  been called fo r Ju ly  6.

Ju n e  21. On th is  day  w as held  th e  
first m eeting  of c red ito rs  in  the  m a tte r  
of B lue R ibbon Ice C ream  Co., B an k ru p t 
No. 2907. The b a n k ru p t w as p re sen t by 
i ts  officers and  rep resen ted  by George 
R. Gould, a tto rn ey . The officers and  
d irec to rs  of th e  co rpo ra tion  w ere  p e r
sonally  rep resen ted  by  Don B. Sharpe. 
P e titio n in g  c red ito rs  w ere rep re sen ted  by 
Jackson , F itzg e ra ld  & Dalm  an d  c re d 
ito rs  g enerally  w ere rep re sen ted  by F red  
G. S tan ley . C laim s w ere proved and  a l
lowed. T he re p o rt of the  custod ian  w as 
accep ted  a n d  approved. M. N. K ennedy 
w as e lected  tru s te e  an d  h is  bond placed 
a t  $1,500. T he officers of the  b an k ru p t 
w ere  each  sw orn  and  exam ined , w ith  a  
re p o rte r  p resen t. T he firs t m eeting  th en  
ad jo u rn ed  w ith o u t date .

Up Life’s Steep Hill.
AA'ritten fo r th e  T radesm an .
C ourage, m y friend, w hen th e  g rad e  is 

steep,
Sm ile r ig h t th rough  though  yo u r h e a r t 

w ould w eep;
F o rg e t to  s top  in  th e  m id s t of pain.
Hold up your head , plunge on again !
T h ink  of th e  w eak lings who a t  leng th
W ould g ive th e ir  a ll to  have your 

s tren g th .
Ah, yes, th e  m an  w ho ru les  h is  will
E n joys h is  clim b up life’s s teep  hill.

F . K. Glow.

Late News From the Metropolis of 
Michigan.

Detroit, June 27—The combination 
with a dozen or so other wholesale 
dry goods houses which Burnham, 
Stoepel & Co. considered joining has 
evidently fallen through.

Percy Palmer, who has been as
sociated with Burnham, Stoepel & Co. 
for many years, has disassociated him
self with that house.

There is a crape on the doors of the 
ford Motor Co. and anxious faces in 
the offices of the concern, all because 
the people have stopped buying fords 
to the same extent they have in the 
past. Drivers are sick and tired of 
the primitive foot shift used in ford 
cars and people generally now have 
enough money to buy a real car like 
the Chevrolet, instead of puttin" good 
money into a relic of the early days of 
the automobile. Until this week 
Henry ford was undecided whether it 
would be best to cut the price in two 
or produce a car that is worth the 
price asked for the present contrap
tion. He has finally announced a re
duction in all models which he hopes 
will stay the tide which has set in 
against him. Competition this year 
has been particularly keen and while 
the total of ford sales has been some
what less this season than during the 
corresponding five months’ period of 
the last two A’ears. sales of other low 
priced cars have exceeded all former 
records.

In the new ford prices all the equip
ment formerly classed as extra has 
been abandoned and the new prices 
for the closed models include balloon 
tires as standard equipment and on 
the open cars the self starter, demount
able rims and balloon tires are also 
included. Balloon tire equipment for 
all models was formerly $25 extra.

By several dealers the present price 
cut by the ford company was regard
ed as significant in view of the recent 
announcements that the John N. 
Willys organization was preparing to 
bring out this month a new light four 
cylinder car. practically the size of the 
ford but with a motor patterned on the 
fines of the small European engines 
and with a low hung body.

In the low' priced field, the strongest 
competitors of the ford Motor Co. this 
season have been Dodge Brothers and 
Chevrolet, both four cylinders, the 
four cylinder Chrysler, the Nash light 
sixes and the Overland fours and sixes 
and the Essex, also a six. and the new 
Pontiac six. Nearly all of these cars 
have experienced since the first of the 
vear the heaviest selling record in 
their history.

The rumor which has been current 
for more than two years that Henry 
ford was preparing to bring out a light 
six cylinder model has gained fresh 
impetus during the last few months in 
view of the increasing competition of 
the low priced six cylinder models 
made bv other companies. No indica
tion that such a model is contemplated 
has been come from the ford factory. 
It is widely believed, however, to be 
one of the future possibilities.

Good roads are the first aid to 
democracy.

FIRE AND
BURGLAR.
PROOF

SAFES
Grand Rapids 
Safe Co.

Tradesman Building
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Liability of Merchant For Assault by 
Employe.

It goes without saying, that every 
retail merchant should exercise great 
care in selecting his employes. In par
ticular is this true in respect to the 
employes who are called upon to meet 
the public, since their conduct, whether 
it be good or bad, will in a measure re
flect upon their employer. And fur
ther, unless an employe has some 
sense of the fitness of commercial con
tact, he may by a lack of judgment in 
performing his duties render his em
ployer liable in a material way.

In other words, an employe while 
acting within the scope of his employ
ment represents his employer, and the 
latter may be held liable for his acts.
It follows, if the employe violates the 
rights of a third person in the course 
of his employment the employer may 
be called upon to respond in damages. 
The possible danger to an employer in 
situations of this kind may be illustrat
ed by the following example that arose 
recently in an Eastern state.

In this case a merchant employed a 
truck driver to make deliveries of mer
chandise. The driver had instructions 
to collect for the merchandise when 
deliveries were made. In the course 
of his employment the driver made a 
delivery, but the buyer refused to ac
cept the merchandise because of the 
way it was packed.

The driver, however, ins’sted on 
leaving the merchandise, and when the 
buyer declined to pay for it, attempted 
to collect by taking the price involved 
from the buyer’s cash register. The 
buyer resented this, and succeeded in 
locking the cash drawer of the regis
ter before the driver could get to it. 
The driver thereupon attempted to 
carry away the cash register itself.

The buyer resisted this. A strug
gle followed, in which the driver and 
the buyer exchanged blows, and the 
buyer was kicked and beaten by the 
other. For the injuries suffered the 
buyer brought the instant action 
against the merchant who employed 
the driver.

In defense to this action the mer
chant set up that, while the driver had 
instructions to collect for merchandise 
upon delivery, he was not instructed to 
use force in making collections; that 
his instructions were to call the office 
in case of a dispute with a customer. 
In view of this, the merchant pointed 
out that the driver had clearly dis
obeyed his instructions, and it was 
contended that the assault was not 
committed in the course of his em
ployment so as to render the merchant 
liable.

Upon the trial of the case a judg
ment was rendered against the mer
chant employing the driver. From 
this an appeal was taken to the higher 
court, and here in reviewing the record 
and holding the employing merchant 
liable for the acts of his driver, the 
court, in part, said:

“When the servant is doing or at
tempting to do the very thing which 
he was directed to do, the master is 
liable, though the servant’s method of 
doing it be wholly unauthorized or 
forbidden.

“Here the defendant’s servant (the 
driver) was instructed to for

goods delivered, and the assault com
plained of grew out of this attempt to 
enforce payment by helping himself 
out of plaintiff’s cash register. What 
followed was a direct consequence of 
the servant’s .tortious method of per
forming the duty delegated to him. In 
case at bar the truck driver’s attempt 
to collect out of the plaintiffs cash 
register precipitated a series of acts 
constituting one continuous transac
tion, and the beating occurred in the 
course of the servant’s attempt to per
form the business of the master.

The foregoing case is obviously one 
of value on the question decided, and, 
when taken in connection with the 
facts involved, illustrates in a striking 
manner how a merchant may be called 
upon to respond in damages for the 
acts of his employe. And this despite 
the fact that the employe violated his 
instructions relative to how he was to 
perform his duties.

Of course in a situation of this kind, 
where an employe engages in a dis
pute with a third person relative to a 
subject that is clearly outside his 
course of employment, the employer 
will not be liable for any injury that 
may result; as where a purely person
al difficulty arises between an em
ploye and a third person.

However, as in the case reviewed, 
where an employe engages in a dispute 
with a third person, over a matter in 
the course of his employment, if in
jury or damage results the employer 
may be held liable for his employe’* 
acts. It is, of course, clear that since 
each case of this kind must necessarily 
be decided in the light of its facts, the 
subject cannot be covered by a hard 
and fast rule. But, nevertheless, from 
the employing merchant’s standpoint, 
common prudence would seem to dic
tate the employment of only qualified 
persons to meet the public, in order 
that danger from this course might be 
avoided in so far as possible

Leslie Childs.

Points on Care of Eggs.
1. Cool eggs to at least 68 degrees 

Fahr. to remove animal heat.
2. Always keep eggs in a cool, dry 

place to avoid shrinkage.
3. Keep eggs covered with a cloth 

to prevent evaporation and the col
lection of dust.

4. As eggs readily absorb odors, 
keep them away from kerosene, 
onions, or other strong smelling sub
stances.

Canada is planting a national cele
bration of her federation for next year. 
The half-century mark was rounded 
in 1917. but in that year Canada was 
too busy winning the war to give heed 
to domestic history. Now, as Senator 
John Lewis ably outlines the proposal 
in the Canadian Parliament at Ottawa, 
it is sought to impress on an interna
tional public what has been wrought 
since the early days of ox-cart and 
birchbark. It is especially desired to 
impress on the over-populated mother 
country the industrial opportunity that 
awaits young men and women fearless 
of toil and adventure in new land. 
They will not incur the hardships and 
the loneliness of the pioneers.

Sand Lime Brick
Nothing Durable 

Nothing aa Fireproof 
Makes Structures Beautiful 

No Painting  
No Coat for Repairs 

Fire Proof W eathsr Proof 
W arm In W inter—Cool In Summer

Brick is Everlasting

GRANDE BRICK CO., 
Grand Rapids. 

SAGINAW BRICK CO., 
Saginaw.

JACKSON-LANSINQ BRICK 
CO., Rives Junction.

D EL I C I O U S

$950,000
G R A N D  
R A P ID S  

T R U S T  BLD G .
(Grand Rapids 

Affiliated Corporation)
F ir s t  m ortgage , Sinking  
Fund  Gold Bonds, Due 
Oct. 1, 1955, a t  100 and 
in te re s t, to  Yield

Security is the land and 
building of the Grand 
Rapids Trust Co. at the 
southwest corner of 
Monroe and Ionia Aves. 
Building is 12 stories 
high, of most modern 
architecture. First floor 
will be devoted to high
est class retail shops, 
second floor to Grand 
Rapids Trust Co. offices 
and upper floors to busi
ness and Drofessional 
offices. Building valued 
at $855,000; land at 
$695,000; total $1,555,- 
000. Estimated gross 
earnings $186,000; net, 
$98,000, or more than 
twice the interest 
charges.

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

and B r o k e r s  
M i c h i g a n  T r u s t  B u i l d i n g .
CITIZENS 4 2 6 7  Sill MAIN 2 4 3 5

Business Wants Department
A d v ertisem en ts  in serted  u n d er th is  head 

for five cen ts  a w ord th e  firs t in sertion  
and  fo u r cen ts  a  w ord fo r each  su b se 
q u en t con tinuous Insertion . If s e t  in 
cap ita l le tte rs , double p rice. No charge  
less th a n  50 cen ts . Sm all d isp lay  a d v e r
tisem en ts  in th is  d ep a rtm en t. »4 p e r 
inch. P ay m en t w ith  o rd e r Is requ ired , a s  
am o u n ts  a re  too sm all to  open accoun ts .

FO R  SALE—G rocery  w ith  sm all m a rk e t 
in  connection. F in e  s to re , doing a  good 
business, excellen tly  located  in sm all city . 
A ddress No. 293, c /o  M ichigan T rad e s 
m an .______ _________ ________________

G E N E R A L  STO RE—In co u n try , on 
m a in  road . D oing ab o u t $600 a  w eek 
and  can  be increased . L iv ing  room s In 
connection. Good place fo r tw o young 
m en. T he s to ck  ru n s  ab o u t $9,000, b u ild 
ings $4,000. P oor h ea lth  th e  only reason  
for selling. M ust have m oney for s tock  
o r m ore. A ddress No. 294, c /o  M ichigan
T radesm an . _   _____ _______ 294

F or Sale—Good estab lished  business  of 
shoes, d ry  goods, and  groceries. Tow n 
700. D oing $25,000 a  year. W ill invoice 
a b o u t $4,000, or less. No opposition  on 
d ry  goods and  shoes. R en t v e ry  re a so n 
able. R eason for selling, w ish to re tire . 
A ddress No. 295, c /o  M ichigan T rad e s 
m an. _____________295

S H E E T  m eta l shop, well estab lished , 
for sale. Now being conducted  in con 
nection  w ith  p lum bing an d  h ea tin g  b u s i
ness. H ave decided to  sell sh ee t m eta l 
end on acco u n t of inc rease  in  business 
c an n o t p roperly  a tte n d  to both. O w ner 
S T  P e terson , 39 P ine  s tre e t , T ren to n ,
Mich. ______ _  _____ 296__

F o r Sale—Stock g en eral m erchand ise  
and  fixtures. C oun try  s to re , w ith  good 
ru ra l trade . R en t v e ry  low. R eason for 
selling, ill h ealth . A ddress No. 297 c /o
M ichigan T rad e sm a n .________________297

F o r Sale—Cheap if tak en  a t  once. A 
good business, in  a  live tow n of 1500. 
R es ta u ra n t, confectionery  and  ice cream , 
g roceries  w ith  a  b ak ery  in connection. 
A y e a r  round  business. R eason for se ll
ing, ill h ealth . N ashville, Mich. Phone 
70, o r Box 276. 298

F o r R en t—B rick  s to re  20x80 w ith  fix
tu res . B est village in M ichigan. G rand 
opening  for shoes, clo th ing  o r d ry  goods. 
P. S. M cGregory, C ass C ity, M ich. 299

E L E C T R IC  SH O E R E P A IR  SH O P—F o r 
Sale — M odern m ach in ery : Cham pion
s titc h e r , finisher, pa tches, e tc . E rw in  
Corey, Shelby, M ich. _  300

E X C E P T IO N A L  B usiness O p p o rtu n ity  
—C ounty  sto re , equipped, b rick  building, 
ideal location. Town of 500, on C hicago- 
B uffalo H ighw ay. Box 55, U nionville, 
L ake  Co., Ohio. 301

D ry  Goods S tore—D oing $30,000 to  $50,- 
000 a  year. E xce llen t tra d in g  cen te r  
N orth  C en tra l Illinois, Invoice ab o u t $15,- 
000. To buy o r sell a n y  re ta il  business, 
w rite  us for in fo rm ation . C hicago B u si
ness  E xchange, 327 So. L aS alle  S t., C hi
cago. ______ 302

F o r Sale—One B a r th  n av y  oven, also 
one S tim pson com puting  scale  100 lb. 
c ap ac ity  in good condition. $55 buys 
scale. Geo. E. D uncan. H ough ton  L ake, 
Mich.___________________________ 303

FO R  SA L E — GOOD STO RE AND 
STOCK IN  GOOD LOCATION ON M-47. 
R IG H T P R IC E  FO R  CASH JAS. K. R U N - 
D EL L, OAKLEY, M ICH. 304

T rade—H ard w are  s to re  in live In d ian a  
tow n for M ichigan fa rm . A ddress No. 
305, c /o  M ichigan T rad esm an . 305

W an ted —P osition  a s  m a n a g e r  of g en 
era l s to re . T w en ty  y e a rs ’ successfu l e x 
perience. A h u s tle r, w ho will produce 
re su lts . B est of re ferences. A ddress No.
306, c /o  M ichigan T radesm an . 306

H ard w are  and  fu rn itu re  s to re . Only 
one in  c ity . On Pacific H ighw ay . S tock  
will invoice $7,000, fix tu res  $1,000. R esi
dence $1,000. R en t reasonab le . S tock,
fix tu res  an d  residence $9,000. Cash b u y er 
only. M cC reery B ros., S u therlin , Oregon, 

f  ___ 291
F o r Sale—T h ree  $100 sh a res  of s tock  in 

G rand  R apids W holesale G rocery  Co., for 
$250. F . R. W iUet, A lm a, M ichigan. 284

P a y  sp o t cash  fo r c lo th ing  an d  fu rn ish 
ing  goods stocks. L. S ilberm an , 1250 
B urlingam e Ave., D e tro it, M ich. 566

G all S tones—Y our b ilious colic is th s  
re su lt;  no ind igestion  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. 251

CASH For Your Merchandise!
W ill buy your entire stock  or »art of 
stock of shoes, dry goods, clothing, fur- 
nlshngs, bazaar novelties, furniture, etc. 

L O U IS  L E V I N S O H N .  S a q ln a w .  Mich-

ARE YOU SELLING OUT?
W ill pay h ighest am ount in Cash for 
your entire or part o f stock and fixtures 
of any description. Call or w rite Jack  
K osofsky, 1235 W . Euclid A ve„ North - 
w ay 5695, Detroit, M ich.



83 M I C H I G A N  T R A D E S M A N J u n e  23, 1926

AN INVISIBLE AIR FORCE.
President Coolidge has ended all 

doubt regarding the aviation service 
expansion bill. House and Senate con
ferees have been struggling with this 
measure for two weeks. The main 
point of controversy was whether the 
five-year program was to be made 
mandatory on the President or whether 
it should be merely authorized.

The extremists wanted a hard and 
fast command from Congress for the 
building of additional planes and an 
increase in personnel. The other con
ferees doubted that the President de
sired a fixed mandate. They were 
right. Mr. Coolidge merely wants 
authorization. He has expressed his 
desires, thus removing the principal 
bone of contention and virtually as
suring completion of the legislation 
at this session.

There is probably more than meets 
the eye in the fact that the measure 
takes this form. The President hopes 
that a disarmament conference will be 
arranged for the near future. He also 
hopes that this conference will take up 
air power with a view toward bringing 
about general reduction and limitation.

In fine, the President hopes that this 
air program need not be put fully in
to effect during the next five years. 
It would not be if the United States 
could enter into an agreement for lim
itation of air power. At the same time, 
the fact that Congress has authorized 
an American expansion program could 
be used with telling effect during the 
conference, if and when held.

Probably Go Lower and Then Go 
Higher.

W ritte n  fo r the  T radesm an .

There have been no material changes 
in the price situation or in crop es
timates during the past week. In fact, 
prices are just about where they were 
then. Inactivity persists on the part 
of the flour buyer, he being of the 
opinion, generally speaking, that new 
crop flour prices are going to be lower, 
and in this he is probably right, for 
undoubtedly there will be a time dur
ing August and September when new 
flour can be bought at from 25@50c 
per bbl. under present values. In fact, 
cash premiums on some Western, or 
rather Southwestern offerings of new 
wheat have declined as much as Sc 
per bushel due to the materially in
creased receipts. It is reported a 
couple of cars of new Oklahoma wheat 
has already reached Chicago, and while 
of course, two cars of wheat in Chi
cago is a mere nothing, yet the influ
ence of new wheat receipts, presaging 
more to come and in large volume, 
naturally has a weakening effect.

The wheat growing sections of the 
United States are in excellent condi
tion from a moisture standpoint; in 
fact, those sections already harvesting 
are hoping the rain is over for the 
time being that the progress of harvest 
may not be detained.

It is generally conceded wheat is in 
better condition the country over than 
at the first of June, and undoubtedly 
the next Government report will show 
increased estimates for most sections. 
Weather conditions in the Spring 
wheat sections of the United States

have been favorable, and in the Can
adian wheat country as nearly perfect 
as possible, with indications Canada 
will harvest another bumper crop. The 
United States Spring wheat crop is 
generally conceded to be less promis
ing than a year ago, but the winter 
wheat crop is estimated at about 145,- 
000,000 bushels more than last year.

Old wheat stocks are pretty well 
cleaned up taking the country as a 
whole, and flour stocks are compara
tively low, presaging early activity on 
the part of the flour buyer. Undoubt
edly even though early receipts of new 
wheat are rather heavy they will be 
readily absorbed for a time at least, 
and figuring on the long pull prices 
are certainly low enough for wheat, 
that is based on July and September 
option figures, namely $1.37 and $1.33, 
respectively. It is doubtful, in other 
words, if elevator cash wheat sells 
much, if any, below these figures dur
ing the two months mentioned. Cash 
wheat is selling at this time at from 
10@15c per bushel over these futures. 
European crop prospects are not as 
favorable as last year. They indicate 
about 75,000,000 bushels less, but lagt 
year Europe had a bumper crop.

We would not want to be long on 
wheat or flour at present prices; neith
er would we want to go short; prices 
will probably go some lower in the 
near future, during the next thirty to 
forty-five days, and then later on in 
the Fall will undoubtedly advance 
again to as high a level or higher than 
the present basis. This is our guess; 
it is not advice. Watch crop reports 
and price tendencies.

Lloyd E. Smith.

One Day Out Around By Saginaw 
Jobbers.

Saginaw, June 22—Some Central 
Michigan towns will be visited by the 
Wholesale Merchants’ Bureau of the 
Saginaw Board of Commerce Tues
day, June 29, on the second of its 
trade extension trips of the season. 
Chairman Charles S. Watson of the 
wholesalers’ committee in charge of 
the trip, and Secretary William A. 
Rorke of the bureau, went over the 
route Friday and made advance ar
rangements for the trip.

It is planned to visit Hemlock, Mer
rill. Ithaca, Alma, Elwell, Shepherd 
and St. Louis. The party will stop for 
luncheon in Ithaca, entertaining the 
Ithaca merchants there, and will stop 
for dinner at night at St. Louis, where 
they will entertain not only the St. 
Louis merchants but those of Wheeler 
and Breckenridge who will be invited 
to attend.

The trip will be a one-day affair, and 
it is planned to take the Scottish St. 
Andrew’s society’s kiltie band, as well 
as other entertainers. Mr. Watson and 
Mr. Rorke were well received in all 
the towns they visited to make ad
vance arrangements, they said.
Apple King Gives Up Position as Mail 

Clerk.
La Crescent. Minn., June 21—D. W. 

Webster, of this point, started his 
locally famous apple orchard 25 years 
ago, while he was a mail clerk. He 
first earned the title of “Midwest 
Apple King” when he came home with 
half of the sweepstakes prizes at the 
Midwest Horticultural Show, at Coun
cil Bluffs. Ia. Mr. Webster started 
raising apples when he purchased a 25 
acre sidehill farm overlooking this vil
lage. He now has 30 acres in bearing, 
which are bringing him a net income 
of more than $10,000 a year. He has 
given up h’s n^iil clerk job to become 
what he calls a “lazy farmer.” “In the 
long run,” Mr. Wpbgter says, “the

easiest way to sell apples is to market 
a quality product on the bottom of the 
basket as well as on the top. When 
the customer, who usually expects to 
find the best apples on top, discovers 
that quality, color and size are the 
same all the way to the bottom of the 
container, he comes back for more and 
tells others about it.”

Gabby Gleanings From Grand Rapids.
Grand Rapids, June 22—'Oscar Levy, 

Grand Rapids representative for A. 
Krolik & Co., is taking a vacation for 
the first time in twenty-eight years. 
He is taking an Eastern trip, accom
panied by his wife.

The Class Mutual Insurance Agency, 
which represents eleven mutual fire in
surance companies and two mutual 
casualty companies, has removed from 
Fremont to Grand Rapids, locating at 
305 and 306 Murray building. C. N. 
Bristol will remove to the city as soon 
as he can dispose of his home in Fre
mont. A. T. Monson has already sold 
his home in Fremont and is erecting 
a new home in the village of East 
Grand Rapids. Both partners are very 
energetic and resourceful men and will 
be good citizens in the city of their 
adoption.

Manager Thomas, of the Thomas 
chain store system, authorizes the 
statement that he has no intention of 
selling his properties to the National 
Tea Co.

Air Mail Already Speeds Fruit Busi
ness.

Portland, Ore., June 18—Air mail is 
already playing a part in hastening 
business transactions between New 
York City and other apple merchants 
and their Pacific Northwest represen
tatives and customers. P. F. Clark, 
Pacific Coast manager for Maynard & 
Child, recently received the following 
letter from the Mosler Fruit Growers’ 
Association. “We have received by air 
mail from Maynard & Child, New 
York, a check for $486.95 in full set
tlement of our claim on Car 50611. 
This was certainly very fast and effi
cient work on the part of their claim 
department, and we wish to thank you 
for the good service to us.”

An American tourist in Rome, John 
Adams Abbott, of Boston, who was 
charged with “insulting Mussolini,” 
has been discharged by the magistrate, 
the alleged derogatory remarks about 
the dictator not having been proved. 
This is a happy ending to what might 
have been an unpleasant incident with 
far-reaching results. Whatever may 
have been the rights or wrongs of the 
case, there is a lesson in it for other 
tourists. In the presen't tense condi
tion of Italian politics it will be easy 
for aggrieved natives to invent or imag
ine insults by foreigners aimed at Mus
solini. Most visitors, it is to be hoped, 
will not need the warning to be cau
tious about expressing opinions upon 
Italian politics or persons. On the 
other hand, Italy owes too much to her 
tourist visitors to make their stay in 
that country disagreeable.

Somebody is always trying to take 
the joy out of life. Now that great 
authority on insects, Dr. L. O. Howard 
says that men and insects must wage 
war for the control of the earth and 
that the odds are in favor of the in
sects, since they have been here for 
50,000,000 years, while our tenure of 
the planet amounts to a paltry 500,000 
years. But man’s inventive ingenuity 
always rises to meet such a crisis. Dr. 
Howard himself has been a leader in 
the campaigns to exterminate mosquito

larvae by the use of oil on*:stagnant 
water; and Dr. Gorgas made the con
struction of the Panama Canal possible 
by his successful fight against the 
disease-bearing anopheles and stego- 
myia after these pests had baffled the 
French engineers. The victory will be 
with man in the contest with the bugs, 
big and little because man can array 
on his side all the powerful resources 
of science.

Our contract and sales laws have 
become such a maze of rules and ex
ceptions that lawyers can no longer 
safely advise their clients when a title 
has passed. The condition is too well 
known to admit of dispute. But when 
legal rules and exceptions become so 
complicated that men trained in the 
law confess their inability to unravel 
them it is time for a thorough over
hauling and a simplification of the pro
cedure. Legal quibbles are the bane of 
our courts, enabling attorneys with 
rich clients and weak cases or no cases 
at all to postpone final decisions inter
minably. The remedy lies more with 
the practicing members of the bar and 
the courts than with the laity. A clear 
exposition of the whole difficulty, with 
suggestions from judges, should en
able the legislators to remove this 
menace to business in a short time.

A food shortage is predicted by Dr. 
Samuel Prescott, biologist of the Mas
sachusetts Institute of Technology, but 
he gives us until some time in the 
next century to prepare for it. And if 
we learn to use synthetic products and 
develop fresh sources of supply, South 
and North, we may be able to dodge 
the crisis. Dr. Prescott sees in the 
tropics vast potential grazing grounds 
for cattle, as yet undeveloped. He 
points to the Far North as the natural 
and congenial habitat for immense 
herds of reindeer. Along with the in
tensive production of meat and vege
tables we shall have improved pro
cesses of storage. It is clear that Dr. 
Prescott is not the ordinary type of 
alarmist who merely predicts doom and 
disaster without indicating the way 
out.

Under ordinary circumstances there 
are days enough in the calendar al
ready dedicated to special causes, but 
this birthday year of American liberty 
is exceptional and the plan officially 
sponsored at Washington for an 
American Independence Week, June 
28 to July 5, is commendable. En- 
l'sting the country-wide co-operation 
of Governors, Mayors and all sorts of 
civic and patriotic organizations will 
serve to lay stress upon the fact that 
the week’s observance ought not to be 
confined only to those places where 
the shrines and symbols of liberty 
were set up, but that there also should 
be observances in the cities and states 
that resulted from their being set up. 
The full celebration should be Nation
wide and filled with the spirit of the 
Original- proclamation that went forth 
in 1776 to the ends of the earth.

Profit always camps out and stays 
where the value of rapid turnover is 
recognized.


