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■  ISDOM does not so much consist in 
knowledge of the ultimate; it consists 

in knowing what to do next. Frequently those 
who contribute most to destroy good causes 
are those 'who refuse to work day by day 
within the field of practical accomplishment, 
and who would oppose all progress unless 
their own particular ideas be adopted in full. 
Progress in the world must come about 
through men and women of high aspirations 
and high ideals. But no less must its real 
march be achieved through men and women 
whose feet are upon the ground, whose pro
posals are devoid of illusions, and, above and 
beyond all, that are within the practicability 
of day-to-day statesmanship.

Herbert Hoover.



Parowax
Season

SHIS IS PARO W AX SEASON— the time o f year w hen Parowax sales run the 
largest. For the housewives o f the M iddle W est know that nothing else protects 

their preserves from mold and ferm entation like an air tight seal o f Parowax.

This year, the sale o f Parowax is larger than ever before. Each year there is an in
crease in  the number o f wom en who use this modern way o f preventing their  
preserves from spoiling.

The dealer who sells Parowax profits by this demand. Keep the Parowax packages 
out on your counter, so that your customers w ill know that you handle it.

Standard Oil Company
[Indiana]
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IN  T H E  REALM  O F RASCALITY.

Cheats and Frauds Which Merchants 
Should Avoid.

This department has repeatedly 
warned its readers against buying any 
so-called damaged crockery shipments 
of Chicago houses, because the goods 
invariably turn out to be trash of the 
worst description. An editorial writer 
on the Hardware Retailer has investi
gated a gang of swindlers who pretend 
to operate along similar lines at East 
Liverpool and Sebringj Ohio, under 
various aliases, including the following:

East Liverpool China Co.
Baker Pottery Co.
Frank China Co.
Edmond Pottery Co.
These concerns are alleged to be 

the creatures of R. B. Yancy and his 
son, R. F. Yancy, who enjoy anyth:ng 
but a good reputation in the trade. 
The trash they handle is not firsts 
seconds or thirds, but a fourth selec
tion known as “lump,” which has no 
value whatever, j The shipments for 
which $35 or $40 are asked, never 
yield $10 worth of salable goods. The 
fact that the dealer is asked to make 
an advance payment in cash and then 
accept the shipment C O. D. clearly 
discloses the fraudulent character of 
the swindle. The cups mostly come 
minus handles and the saucers are so 
crooked a cat cannot drink out of them. 
Dealers should give representatives of 
these and oilier shark concerns which 
claim to handle damaged crockery an 
immediate invitation to right about 
face and head for the street.

Programme For the Annual Hotel 
Convention.

Muskegon, Sept. 7—Preliminary an
nouncement of the annual convention 
of the Michigan Hotel Association, at 
Harrington Hotel, Port Huron, Fri
day and Saturday. Sept. 24 and 25, has 
been sent out. This means that there 
will be two full days of business and

recreation for the members of the 
strongest hotel association in America. 
The tentative program is as follows: 

Friday
9 a. m. Registration at Hotel H ar

rington. Fee, $5.
9:30 a. m. Morning session.
12:30 p. m. Luncheon, Hotel H ar

rington.
2 p. m. Auto trip to Port Huron 

Golf and Country Club for golf tourna
ment. Michigan Hotel Association 
trophy. There will be other prizes, so 
that everyone but and so-called ex
perts will have a chance. There will 
also be bathing, bridge and other 
sports.

6 p. m.‘ Dinner at Port Huron Golf 
and Country Club. Dancing.

Saturday.
9:30 a. m. Business session at Hotel 

Harrington.
Question Box. This will again be 

one of the features of the convention.
__ 12:30 p. m. Luncheon for men at 

Elk’s Club, compliments of Earl Nor
ris, Proprietor Hotel Lauth.

Luncheon for ladies at Hotel Metro- 
pole, O. D. Avery, proprietor.

2 p. m. Final business program, 
e la tion  of officers and reports of com
mittees.

Theater party and shopping tour for 
ladies.

7 p. m. Annual banquet at Hotel 
Harrington, followed by dancing.

Return postal cards have been sent 
out to all members with the request 
that they fill out same, return with 
their room reservations, and also sug
gestion as to topics to be discussed at 
Question Box session.

Now this meeting is for the benefit 
of all members of the Association. 
Everyone will be expected to take a 
part in all the deliberations and to 
suggest something useful to discuss.

It is too often the case that a few 
spell binders are allowed, through suf
ferance, to monopolize the talking priv
ileges, but anyone familiar with Presi
dent Anderson’s methods will rest as
sured that he will make it a representa
tive gathering, if those present will co
operate with him. About this very 
proposition, Henry Bohn, editor of the 
Hotel World says:

“If I was a hotel man and belonged 
to an association of hotel men I cer
tainly would do my utmost to attend 
the meetings.

“I have heard hotel men say that 
one reason they do not attend these 
meetings is because they do not agree 
with the men who are running the 
association and think there are a lot 
of things that should be done that are 
not done.

Now if I was a hotel man and be
longed to an association that did not 
come up to my expectations, I would 
do one of two things, and both of 
these would show action.

“I would either quit the association 
or get behind it. I would try getting 
behind it first. But I would npt con
tinue a member and stay away from 
the meetings and growl that the as
sociation isn’t worth anything. That 
is one thing I wouldn’t do.

As to getting the kind of action in 
the association that I thought should 
be there, there are several things I 
would do.

Too many association members 
treat the association executives as 
though they were mind readers; as 
though they should know what each 
and every member wanted without be
ing even told.

“Every association executive will 
tell you that most association members 
seem to belong just to belong. They 
do not seem to realize that the as
sociation as such offers opportunities 
to the men it represents and that these 
opportunities are there for develop
ment.

“The members go to the conven
tions and sit and listen. When the 
speaker closes his talk with Are there 
any questions ? the room is suddenly 
filled with an impressive silence that 
seems to say: We all understand you 
perfectly.

“Nine out of ten times, however, be
fore the speaker is in his seat, there 
will be a buzzing of voices and those 
voices are trying to tell each other 
what has just been explained.

“One man disagrees with the speak
er, but he will not say so openly. Why? 
If T knew I could dominate any or
ganization. But I think that man 
should climb to his feet and speak 
when he feels that he has something 
to say. That is what the association 
is for. That is why he belongs to it.

“The association belongs to its mem
bers. They should be able to ask any
thing they wish of it. They should be 
willing to get on the floor and discuss 
topics pertinent to the hotel business. 
They should all feel they have a voice 
in the program.”

One of the topics which comes up 
at every convention is how far mem
bers should go in complimenting the 
bills of wives of regular salesmen who 
accompany their husbands on oc
casional trips.

Hotel men do not all feel alike on 
this subject. It is something that 
ought not to be forced drastically up
on members, but it is just as well to 
talk it over and understand why there 
is a diversity of opinion on the sub
ject. The salesman claims that in 
some hotels thev double the room rate 
where selling rooms double, while in 
others they add an extra charge of 
fifty cents; and in still others they 
make no charge whatever. Which 
statement is literally true, as I have 
personally observed.

Some operators claim compliment
ing the salesman’s wife is good and 
cheap advertising: that this practice, 
if allowed with discretion, brings the 
hotel some valuable publicity. I cling 
to this belief myself, based upon actual 
experience.

Others, however, claim compliment
ing the wife of a salesman because her 
husband is a regular patron of the 
hotel is merely giving the hotel’s 
salable commodity gratis.

Personally, on week end business,
I should favor it. The cost of an 
additional guest in a room is nominal 
and probably would be more than off
set by the good will established and 
by increased restaurant receipts, but 
as I before stated it ought never to 
be the cause of official action by the 
association, for the reason that every
one conducts his hotel according to 
his best lights and he will stand or fall 
in carrying out his fixed program

The commercial man we have with 
us always, and discuss it at length as 
we may, we like to have him around 
after the frost has encompassed the 
pumpkin, and he tells others of his 
kind that we are “white,” which is a 
pleasing and honorable compliment in 
itself. He cannot possibly make up 
for our losses, “if winter comes,” but 
he does help mightily in dispelling the 
gloom that occasionally' settles down

over the head of the all year ‘found’ 
operator.

As is customary, after closing up my 
own establishment, I stopped off a 
day or two with my good friend, Henry- 
Nelson, who radiates happiness around 
the Hotel Chippewa, at Manistee.

He tells me that his business for the 
tourist season, just closed, is far ahead 
of any previous vear, and it should be 
so, for he dispenses a brand of hos
pitality which warms up the cockles 
of vour heart and makes you feel that 
“goodness” after all is not a lost art.

Frank S. Verbcck.
Post A Picnic To Be Held Sunday.

Grand Rapids, Sept. 7—It takes pep 
these days to keep up with the times 
and T. P. A. picnics give pep.

This year Post A members will en
joy- the “peppiest” picnic they ever had.

It is going to be held on Sunday, 
Sept. 12. at Green Lake which is one 
of the prettiest spots in Michigan.

To put the pep into you, "Heinie 
Lightner will be there with games of 
all kinds and some new ones, too, that 
the old as well as the young can get 
into, the fat and thin ones, the long 
and short ones: in fact, every man, 
woman and child will be kept busy 
from the time thev come until they are 
ready to go home, trust “Heinie” to 
see to that.

The ball game will start at 11 a. m., 
picnic dinner at 1 p. m., the games at 
2 p. m. and there will be prizes of all 
kinds given away for every- event.

Remember, all you need to bring is 
your “eats” and the necessary “tools,” 
for the committee will furnish the 
coffee, etc. Pavilion privileges in case 
of rain.

A T. P. A. picnic without “kiddies” 
wouldn’t be much of a picnic, so bring 
them with you and there will be lots of 
ice cream, soft drinks, peanuts, bananas 
and other good things to make them 
happy.

After the games, supper about 5 
p m. at _ which time the grand prize 
will be given away.

If you have no wav of getting there 
just phone C. I. Williams, who has 
charge of the transportation, and he 
will see that you and your family get 
there and back again.

Remember, the T. P. A. picnic will 
be held this year on Sunday, Sept. 12, 
and the place is Green Lake, and it is 
going to be the best that Post A has 
ever had.

To get there take M 13 out South 
Division avenue eighteen miles to the 
barricade, then turn left at the Green 
Lake sign, then turn into resort at 
pavilion sign.

A. D. Carrel, Sec’y.

Satin Crepes Hold Their Lead.
The buying of satin crepes for Fall 

continues active. Stocks of these goods 
in the market have been steadily re
duced and the mills are now beginning 
to put additional machinery on their 
production. Moires likewise, are being 
well bought, as are also the brocaded 
novelty fabrics for evening wear. The 
demand for chiffon velvets is steadily- 
growing stronger. Wholesalers regard 
the recent trend of purchasing as 
shoyving a gratifying improvement and 
they are looking forward to marked 
activity over the next few weeks.
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OUT AROUND.

Things Seen and Heard on a  Week 
End Trip.

Because of the extra holiday on 
Monday our last week end trip was 
arranged to provide a short run 
through Western Ontario, including a 
one night stop at London, which we 
found to be a city of happy, contented 
and progressive people.

Our first stop en route was at 
Shepardsville, where the beautiful little 
stone church, constructed of uncut 
field stone, is always an object of in
terest. The Tradesman has no more 
loyal supporters anywhere than the 
two merchants at this place—Aider- 
man Bros, and E. G. Lattimer.

Owosso merchants expressed them
selves as satisfied with existing condi
tions, including the re-organization of 
the Owosso Body Co. by Grand Rap
ids people, who promise to enlarge 
the floor space and increase the capac
ity of the establishment.

The W alker Candy Co. is now nicely 
settled in its new factory building, 
adjacent to the National Grocer Co., 
where Manager Gray and Assistant 
Manager Merrick have started in on a 
long and well-planned campaign.

From every direction we met large 
loads of green corn, headed for the 
enormous cannery of W. R. Roach & 
Co., which is running to its full 
capacity.

Because I had not seen Charles E. 
Carland, the Corunna grocer, for sev
eral years, I went out of my way to 
pay him my respects. My reception 
was so cordial that I felt amply re
paid for the trouble.

I fully intended to make an initial 
call on the merchants of Imlay City, 
but a detour which took me five miles 
South just before I reached Imlay City 
brought me back to M 21 so far East 
of Imlay City that my visit to that 
enterprising town had to be deferred 
to a future occasion.

Capac looked very clean and whole
some and those merchants I called on 
expressed themselves as satisfied with 
existing conditions.

We reached Port Huron in time to 
dine in the spacious dining room of 
the Hotel Harrington, conducted by 
the President of the Michigan Hotel 
Association. Mr. Anderson’s dining 
room is the finest I have ever seen in 
a city of 35,000. The food is good, the 
cookery is superb and the service is 
excellent.

I was delighted to note the growth 
and prosperity of Port Huron. Her 
business interests are expanding, she 
is rapidly improving her streets and 
building many beautiful homes, es
pecially on the short of Lake Huron, 
North of the city. There are few finer 
water frontages than the coast line im
mediately North of Port Huron. The 
sand on the short does not appear to 
be so inviting as the sand on the East 
shore of Lake Michigan, but the surf 
is certainly very attractive during and 
after a storm.

A long-time friend was out, greatly 
to my regret, when I called to see him.
I refer to Charles A. Sturmer, ex- 
President of the Michigan Retail 
Hardware Association.

A wait of two hours in the hot sun

to secure transfer for car and passen
gers across the St. Clair River to 
Sarnia was anything but pleasant, but 
delays of that kind serve to make a 
notoriously patient man all the more 
patient, so they have their compensa
tions.

The sixty mile ride to London over 
the Provincial Highway was a delight 
because of its strangeness. The road 
was none too good, being heavy with 
loose gravel, but the large number of 
cattle kept by the farmers along the 
highway was a revelation, reminding 
one of the dairy sections of Wisconsin. 
Most of the milk produced evidently 
goes into butter and ice cream. I 
stopped at one creamery en route and 
enquired what the maker was getting 
for his product. He said his present 
price was 23 cents, f. o. b. creamery. 
A wayside stand adjacent to the cream
ery sold slop in the shape of washing^ 
from the churn for 5 cents per glass. 
The aged cripple who served me said 
the concoction was buttermilk, but it 
bore no resemblance to the genuine ar
ticle. A party who stopped to be 
served while we were still there first 
bought “buttermilk” and then took a 
round of Coca Cola to take the taste 
out of their mouths. In the sixty 
miles between Sarnia and London I 
did not see over two barns which had 
ever been painted. The houses are 
mostly constructed of brick and many 
of them are very comfortable, but the 
barns are badly all out of repair and 
present anything but an attractive ap
pearance.

London is certainly a fine city. I 
was told the population was 80,000. It 
appears to be growing rapidly, judg
ing by the new houses, new business 
buildings and new factories in process 
of construction. There are two uni
versities, one of which is surrounded 
by hundreds of acres of undulating 
fields, which have been wonderfully 
embellished by landscape experts. A 
new park three miles South of the city 
is a marvel of beauty. The new build
ings in London are thoroughly up-to- 
date, but many rows of buildings in 
the older portions of the city take one 
back to Old London across the seas. 
They would be equally at home within 
hearing of Big Ben.

We were a little unfortunate in the 
selection of a hotel. The Tecumseh 
is well kept, so far as the dining room 
is concerned, but it is located next to 
the Canadian National Railway and 
constantly passing trains make con
tinuous sleep out of the question. If 
the noise fails to accomplish that re
sult, the vibration of the building does 
the business.

There are two Provincial Highways 
from London to Windsor—a short cut 
via Chatham and a much longer route 
along the shore of Lake Erie. We 
selected the latter route and found it 
the most interesting 150 miles we ever 
covered. Instead of cattle we had 
tobacco fields—thousands of acres. 
The country homes are almost wholly 
constructed of red brick, surrounded 
by beautiful flowers, wonderful vege
table gardens and remarkable conifer, 
elm and sycamore trees. Some of the 
finest country homes I have ever had 
the privilege of seeing line this route, 
which is replete with most interesting

This is the House that 
Mueller built!

This is the house that stands behind every box of M U EL
LER ’S Elbow Macaroni, Spaghetti, and Egg Noodles. The 
reason it is so substantial is because it is built on a square 
deal policy to all and the high quality of the products it turns 
out. This means much to you, Mr. Grocer, because you know 
you are selling the best when you recommend M U EL L ER ’S 
Macaroni, Spaghetti and Egg Noodles to particular people 
looking for the right substitute for meat or potatoes.

Mueller's Spaghetti

C.F. MUELLER CO.-------- Jersey City, N.J.

Look for the 
McCray 

Name Plate
You’ll find it on the 
refrigerator equip
ment in the better 
stores, markets, ho
tels, hospitals, res
ta u ra n ts ,  f lo r is t  
shops and in homes. 
T h is  nam e p la te  
gives positive assur
ance of foods kept 
p u r e ,  f r e s h  a n d  
wholesome.

This Favorite McCray
model meets the needs of thousands of food dealers exactly. 
Ample storage space, convenient to serve customers, at
tractive display, economical operation, handsome appear
ance, and enduring satisfaction.
Send for catalog illustrating McCray models for every 
purpose — sizes and styles for every need.
McCRAY REFRIGERATOR SALES CORPORATION 

639 Lake St. Kendallville, Ind.
Salesrooms in all Principal Cities

Grand Rapids Salesroom-
Detroit Salesroom—36 E. Elizabeth St.

. 0 W. Fulton St. Kalamazoo Salesroom, 324 W. Main St.

e

REFRIGERATORS
--------- -fo r  all purposes.-----------
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features, suggestive of ideas brought 
over from Old England and Scotland 
by the original settlers on the lands. 
Nearly every house stands back from 
the road, with well-kept lawns in front. 
The roadbed is about one-third cement 
and two-thirds crushed stone, and the 
latter is the best stone road I have ever 
traveled. It is wide and smooth and 
shows evidence of careful calculation 
every step of the way. Numerous 
picturesque villages line the highway, 
adding greatly to the attractiveness of 
the route. As road builders the men 
who are responsible for the ancient 
highway—ancient as things go on this 
hemisphere—are certainly entitled to 
high rank.

In another important respect the 
Canadians shame us Americans. In 
the 210 miles from Sarnia to Windsor 
via London there are probably twenty 
country cemeteries. Every one is kept 
up wonderfully. There is not a neglect
ed grave in any cemetery we passed. 
How they accomplish this result and 
keep everything so green and inviting 
is more than I am able to explain. 
Emerson said that the civilization of 
a people is determined by the manner 
in which it cares for its dead. I may 
not quote his exact words, but I think 
I have correctly interpreted the 
thought he intended to convey. I 
could not help thinking of this obser
vation as I noted the manner in which 
the farmers of W estern Ontario care 
for their cemeteries and compared it 
with the unkept condition of so many 
of our Michigan grave yards.

The country schools and churches 
are mostly surrounded by flowers and 
vines, making them more attractive 
than our buildings are. Even the 
county poorhouses are made beautiful 
by flowers and shrubs and the loca
tions selected are such as furnish an 
interesting outlook on lake or field. No 
American can traverse this 150 miles 
of highway without feeling like taking 
his hat off to the genius, the patience, 
the skill and the effectiveness of the 
Canadian people.

The only unpleasant feature of the 
trip from London to Windsor was the 
odor of natural gas at frequent inter
vals for about fifty miles, probably 
due to occasional leaks in the service 
pipes.

The transfer from Windsor to De
troit by ferry was accomplished in 
half the time it required at Sarnia, due 
to the fact that the Detroit River 
boats are larger and also that there 
were three ferries on the job, instead 
of two. The transfer is anything but 
pleasant, owing to the length of time 
the Government officers hold one up 
to receive assurances that the passen
gers are American citizens and that 
they have made no purchases while 
in Canada which are subject to duty.
I hope to see the time when these 
artificial barriers are abolished and 
trade between the two countries is 
placed on a reciprocal basis.

The trip from Detroit to Grand 
Rapids was enlivened by the beautiful 
appearance of every swamp, marsh 
and swale, with its bright fringe of 
yellow daisies.

In passing through Ontario I noted 
that fully 80 per cent, of the auto
mobiles we met bore Michigan licens

es. In driving from Detroit to Grand 
Rapids Monday, we met probably 
1,000 machines, only two of which 
bore Ontario licenses, showing very 
conclusively that Canada is deriving 
a hundred times as much benefit from 
Michigan tourists as Michigan is get
ting from Ontario visitors. I noted 
with regret that the Michigan drivers 
as a class appeared to ignore every 
law promulgated by the Dominion and 
nearly every rule of the road which 
careful drivers should observe. Al
though the law restricts country driv
ing to 25 miles per hour, most of them 
tear through the country at the rate 
of 40 miles an hour and, as usual, the 
flivvers and women drivers of large 
cars insisted on taking their half of the 
road in the middle. How the Pro
vincial authorities tolerate such misuse 
of their highways is more than I can 
understand except on the theory that 
they close their eyes to the violations 
because of the large amount of money 
the Michiganders expend every day in 
the Province with the hotels and res
taurants, oil dealers and garage own
ers. It certainly appears to be any
thing but courteous to treat the rules 
and regulations of a friendly people 
with such indifference and contempt.

Storekeeping in the Province is 
conducted very much the same as 
it is in Michigan, except that 
the crossroads stores in the country 
run more to confectionery and tobacco, 
in connection with oil stations, than 
with us. The country people must de
pend on the cities and large towns for 
their staple articles. Gasoline is sold 
everywhere for 30 cents per imperial 
gallon, which is five quarts.

The marking system on the high
ways we covered is about as near per
fect as possible. Unique signs indi
cate every crossroad and turn in the 
road and at every important cross road 
and village carefully prepared and 
conspicuously displayed signs indicate 
the distance and direction of each town 
in the vicinity. We have many con
ditions in Michigan which are better 
than in Canada, but I am frank to 
confess that our Ontario friends know 
how to do things quite well—and 
whatever, they do they do well.

E. A. Stowe.

Activity in Boys’ Clothing.
With the opening of school there has 

been considerable last-minute activity 
in boys’ fall and winter clothing. Re
tailers who had delayed buj'ing until 
now are in the local market covering 
their requirements of both suits and 
overcoats. Suits with two pairs of 
trousers are in demand in tan and gray 
cassimere fabrics. English model jack
ets are stressed, but there is also con
siderable interest in double-breasted 
styles. As has been the case for some 
time, much of the buying is being done 
on a price basis, the situation parallel
ing that in men’s clothing. Much busi
ness is still to be placed in overcoats, 
particularly by retailers who are near 
the manufacturing centers, according 
to wholesalers.

Your next mercantile convention 
may be a long way off, but there is 
no law against your using the good 
ideas you picked up at the last one.

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

THE PROMPT SHIPPERS

Stock this Quaker Leader

It Will Pay You

W o r d e i v  Q r o c e r  C o m p a n y

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

The Michigan Trust Company Receiver

.White House.
\  C O F F E E

T h e  F l a v o r  i s  
R o a s t e d  I n i V
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M OVEM ENTS O F  M ERCHANTS.
New Lothrop— Ernest Shultz, re

cently of Chesaning, has engaged in 
the meat business here.

Lansing—The C. Thomas Stores has 
opened its sixth store in this city. It 
is located at 826 Oakland street.

Escanaba— I he Northern Michigan 
Silver I!lack Fox Co. has increased its 
capital stock from $6,000 to $20,000.

Detroit—J. Brushaber Sons, Inc., 
523 Gratiot avenue, furniture dealer, 
has increased its capital stock from 
$125,000 to $900,000.

Richland—Charles B. Knappen has 
pure ha sed the old school property and 
will use the building as a storehouse 
in connection with his grain elevator.

l^ansing—The Economy Shoe Store 
has engaged in business at 119 South 
Washington avenue, under the man
agement of Howard DeZelle, recently 
of Saginaw.

Bath—The S. Cushman & Son Co., 
grain, lumber and tile, has changed 
its name to the Cushman-Savage Co. 
and increased its capital stock from 
$25,000 to $50,000.

Owosso—Charles Coons, shoe dealer 
a; 102 West Exchange street, has pur
chased the Hartwell & Hart shoe 
stock at 213 North Washington street 
and will dispose of it at that location, 
at special sale.

Detroit—The Right Style Hat Co., 
150 West Larned street, has been in
corporated with an authorized capital 
st .c.c of $10,000, of which amount $5,- 
100 has been subscribed and paid in, 
$1.;00 in cash and $3,600 in property.

Detroit—The Willett & Fry Hard
ware Co., 16334 Plymouth Road, has 
been incorporated to deal in hardware 
and builders supplies, with an author
ized capital stock of $5,000, $2,500 of 
which has been subscribed and paid 
i;i in cash.

Detroit — The Michigan Mill & 
Foundry Supply Corporation, West 
Kirby avenue, has been incorporated 
with an authorized capital stock of 
$3,003, all of which has been subscrib
ed and paid in, $1,500 in cash and 
$1,500 in property.

Br.y City—The Sunoco-Bav Oil Co., 
18th and W ater streets, has been in
corporated to deal in oils, greases and 
gasoline, with an authorized capital 
s eek of 10,000 shares at $1 per share, 
of which amount $2 000 has been sub
scribed and paid in in cash.

St. Louis—George Tangalakiks, who 
conducts a confectionery store and ice 
cream parlor on North Mill street, has 
purchased the store building on the 
corner of Mill and Saginaw sreets and 
w II occupy it with his stock as soon 
as he has completed the work of mak
ing thoroughly modern.

Grand Rapids—The Michigan Home 
Service Corporation, Fulton street, 
East, has been incorporated to con
duct a wholesale and retail business in 
household appliances, with an author
ized capital stock of $10,000 preferred 
and 15,000 shares at $1 per share, of 
which amount $2,000 has been sub
scribed and paid in in cash.

Negaunee—John and Jacob Harsila, 
who conduct a general store near 
Negaunee, have purchased the grocery

stock and store fixtures of the late 
W. A. Kallatsa and will continue the 
business at the same location. John 
Harsila will manage the grocery store 
ar.d Jacob Harsila will continue as 
manager of the general store.

Grand Rapids—The W. B. Jarvis 
Co., 239 Bond avenue, N. W., has 
merged its business into a stock com
pany under the same style, with an 
authorized capital stock of $100,000 
preferred and 10,000 shares at $1 per 
share, of which amount $37,760 and 
7,037 shares has been subscribed, $7,- 
037 paid in in cash and $37,760 in prop
erty.

Bay City—Plans for a packing plant 
are being considered at Bay City. Ap
proximately 5,000 carloads of cattle 
are moved through Bay City annually 
from the north. This fact was brought 
out at a meeting of the special pack
ing plant committee of the Bay City 
Chamber of Coinmerce. These cattle 
go to Detroit, 'Buffalo and other pack
ing plant centers for slaughter and 
distribution.

Bessemer—Elmer Skud, who has 
been manager of the Skud & Gold
man stroe at Wakefield until a few 
weeks ago, is now managing the firm’s 
store in Bessemer jointly with Jacob 
Goldman. The Wakefield store wras 
closed by the firm in order to con
centrate on a larger store in BesseJner. 
Most of the stock of the Wakefield 
store was disposed of a few w'eeks ago 
by auction. Mr. Skud is a progressive 
young merchant and has considerable 
experience in managing department 
stores. Besides the Wakefield store, 
he also had charge of the firm’s store 
in Ishpeming.

Manufacturing Matters. 
Bancroft—The Bancroft Milling & 

Elevator Co. has changed its name to 
the Bancroft Elevator Co.

Lowell—The Lowell Specialty Co., 
has increased its capital stock from 
$75,000 to $250,000.

W illiamston—Operations have been 
started at the plant of the Michigan 
Clay Products Co. New equipment 
has arrived, a kiln has been built, and 
actual production will start this week.

Detroit — The Capital Chemical 
Works, Inc., 8540 Oakland avenue, has 
been incorporated with an authorized 
capital stock of $25,000, $5,000 of which 
has been subscribed and paid in in 
property.

Grand Rapids—Furniture Products, 
Inc., 520 Murray building, has been 
incorporated with an authorized cap- 
i'al stock of $25,000, of which amount 
$8,100 has been subscribed and paid 
mg, $2,100 in cash and $6,000 in prop
erty.

Mt. Clemens—The Sauzedde Wheel 
& Tool Co. has moved its plant from 
Mt. Clemens to 209 East Baltimore 
avenue, Detroit. The new plant will 
enable a large increase in tool pro
duction and volume production of air
plane wheels.

Lansing—The Harotto Appliance 
Co. has been organized for manufac
ture of an oil-gas burner for homes. 
The appliance generates gas from oil 
and is the invention of O tto J. Kischen.

Associated with him in the enterprise 
is E. Harold Schetzer.

Detroit—Knab-Karr, 2553 Grand 
River avenue, has been incorporated 
to manufeature and sell women’s ap
parel, with an authorized capital stock 
of $10,000, $5,000 of which has been 
subscribed and paid in, $2,000 in cash 
and $3,00 in property.

Detroit—The Herald Glove Co.- 
12904 Jos. Campau, has been incor
porated to manufacture and sell work
ingmen’s gloves, with an authorized 
capital stock of $25,000, of which 
amount $15,000 has been subscribed 
and $5,000 paid in in cash.

White Pigeon — W alter Frankiln, 
formerly of Detroit, has purchased the 
brick building formerly owned by the 
Body W orks Co., and will start the 
manufacture of overstuffed furniture 
soon, expecting in a few months to 
employ about twenty-five men.

Flint—General Foundries, Western 
& Hemphill Roads, has been incorpor
ated with an authorized capital stock 
of $150,000 preferred and 75,000 shares 
at $1 per share, of which amount $94,- 
500 and 1-745 shares has been sub
scribed and $96,245 paid in in cash.

Jackson—The Jackson Heating Co,. 
307 Dwight block, has been incorpor
ated to manufacture and sell oil heat
ers and accessories, with an authorized 
capital stock of $25,000, of which 
amount $20,000 has been subscribed 
and paid in, $12,000 in cash and $8,000 
in property.

Flint—The General Foundries is a 
new industry here. A plant costing 
$125,000 will be built near the Flint 
Malleable Iron Works, to be ready 
Oct. 1. The annual output will be 
12-000 tons of motor castings and 
when in full operation 400 men will, 
be employed.

Detroit—The Stewart Devices Cor
poration, 209 Marquette building, has 
been incorporated to manufacture auto 
devices, etc., with an authorized cap
ital stock of $2,50(f and 1,250 shares 
at $1 per share, of which amount $2,- 
500 and 1,250 shares has been sub
scribed and $3,750 paid in in cash.

Muskegon—Contracts for $150,000 
worth of radio and phonograph cab
inets from several leading manufactur
ers of these musical instruments have 
been received by the Muskegon Wood 
Products Corporation, according to B. 
Olshansky, president of the concern. 
The company opened last April and 
its business has increased rapidly. The 
force of cabinet makers is expected to 
be doubled shortly to fill the great 
influx of orders. -

Grand Haven—Samuel Garvin, of 
Chicago, who purchased the factory 
builing formerly occupied by the Chi
cago File and Rasp Co., is putting 
in machinery and getting the factory 
ready to start. The product will be 
a side line of an established business 
in Chicago and will be the main factory 
for the stamping end of the line. 
Switch boxes, outlet boxes and many 
electrical specialties will be turned out. 
Machinery amounting to about $15,000 
is being installed. By Sept. 1 the first 
wheels are expected to turn with a

force of about 15 men. Mr. Garvin 
has also purchased the Homel Shirt 
Co. building and contents at Grand 
Haven and is negotiating with shirt 
manufacturers for taking it over.

Suggests Models For Men’s Wear.
With many of the producers of fab

rics for the women’s wear trade now 
showing imported model garments fea
turing their own fabrics, the opinion 
was expressed yesterday that the men’s 
clothing trade could adopt a modifica
tion of this practice to considerable 
advantage. As the selling of men’s 
wear fabrics is now conducted, the 
buyer is offered sample swatches and 
the bolts of fabrics themselves. The 
buyer must depend on his own imagi
native and designing skill to picture 
the 'way the fabrics will look when 
made into a suit. Under this method 
the best of buyers work at a disad
vantage, it was held, and the mills 
could greatly assist, them if they were 
to show the cloth actually made up 
into a modish suit. The mills in turn 
would benefit by larger orders for 
goods whose merits have not been fully 
realized by buyers.

Suede Coats in Good Demand.
In women’s medium priced Fall 

coats the purchasing of retailers stress
es those of suede fabrics, while in the 
higher price ranges ones of cashmere 
weaves are in the lead. The buying 
interest in the suede garments has 
been steadily growing, and wholesalers 
expect that the later demand for them 
will be strong. Fur trimmings are 
noted on practically all of the gar
ments, either at the collar or hemline. 
Aside from black the color preference 
is spread over many shades, with none 
really outstanding as yet. Production 
of both cheap and higher grade mer
chandise continues to gain, and the 
wholesalers appear confident of being 
able to cope with the demand looked 
for as the middle of the month ap
proaches.

Retailers Filling Tie Needs. 
Orders for holiday lines of men’s 

iieckwear are being booked -by whole
salers. There is also a growing amount 
of business coming in from retailers 
for immediate delivery, indicating that 
the fall commitments of many stores 
have been held back. Stocks at re
tail are believed in most cases to be 
quite low. Turnover has been good 
and assortments have been kept fresh 
by the operations of the budget system 
of buying. While stripes are empha
sized in much of the fall merchandise, 
there is a great deal of attention being 
given to neat figured patterns and ef
fects in which the ground of the tie 
has a more prominent color than the 
pattern. Crepes, mogadores and the 
novelty heavy silks are notable in the 
holdiay offerings.

Ithaca—-Uhlman & Heidelberg, who 
have general stores in Piqua and 
Bowling Green, Ohio, Owosso, Big 
Rapids and Edmore, purchased the re
mainder of the Yost & Hamilton stock 
here. After they bought it they put 
Chas. G. Graham in complete charge. 
They expressed themselves as being 
more pleased with the way Mr. 
Graham conducted the business.
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Essential Features of the Grocery 
Staples.

Sugar—Jobbers hold cane granu
lated at 6.45c and beet granulated at 
6J4c.

Tea—Only a small jobbing business 
has been established in any quarter of 
the tea market. Values have shown 
no particular weakness, even though 
trade has been quite circumscribed. 
1 he general position of foreign mar
kets has shown but little change. 
Definite news as to the August out
turn of teas in India has not yet been 
forthcoming. While August is the 
month of maximum production, it is 
doubtful if the increase in stocks will 
be large enough to make any material 
additions to working supplies.

Coffee—Beyond a slight increase in 
interest in coffee for the spring of 
1927 delivery, occasioned by rumors of 
smaller crop outturns, and the some
what weaker tone of the option m ar
ket for nearby deliveries, the matter 
as a whole has been a waiting affair. 
There was covering and evening-up 
of contracts just prior to the three- 
day suspension, but the general posi
tion was no doubt influenced to a large 
extent by sales of Rio 7s for prompt 
as well as October-November ship
ment at rather low prices. W eather 
conditions in growing districts in Bra
zil have been favorable to the growing 
crop to date, but frost possibilities are 
still to be considered. The fact that 
comparatively free receipts of Rio cof
fee have been coming down, whereas 
Santos receipts have been quite gen
erally restricted to 26,000 bags daily, 
has indicated the desire of Brazil to 
dispose as quickly as possible of Rio 
coffees in order that her grip on our 
future market through the Santos crop 
may be strengthened.

Canned Vegetables—Cheap toma
toes exist only in the imagination of 
buyers. It takes real money to get 
canners in any packing territory to 
make contracts, and a buyer has to 
seek a packer who has goods ready for 
shipment or who is ready to bind 
hirnself to a contract which it may be 
difficult to fill. Packing started late 
and the showing for August is said 
to be one of the poorest in many 
years. A late fall will enable packers 
to continue operations provided there 
is available raw material. The odds 
are all against an average pack, can
ners assert, since the acreage to start 
with was greatly curtailed and the 
yield per acre was cut by hot weather 
followed by two weeks of rain. W hat 
fruit was left on the vine has ripened, 
and some reports are that canning will 
be over before the end of the month 
because there will be nothing left to 
put into cans. Corn has been a paral
lel to tomatoes and string beans and 
other minor vegetable packs have been 
held firmer recently, as late packed 
goods have cost more than those first 
canned. Besides, canners are reluctant 
to sell when they have no surplus.

Canned Fish—The disturbed Alaska 
salmon market since the first prices 
were quoted has been settled by allow
ing reds to seek a level whcih made 
buyers change their ideas. Some had

looked for a $2.50 market; others held 
off to see if the decline would go that 
far. W hen reached a reaction occur
red and sentiment is more favorable 
than at any time this summer. Pinks 
have taken a brace, and as they have 
been a lap ahead of reds the latter 
may follow pinks upward. Chums are 
held firm. The better salmon situa
tion may affect the whole line, as sal
mon has been one of the disturbing 
factors.

Dried Fruits—Very little progress 
has been made in the dried fruit m ar
ket, as there is no important distribu
tion of stocks now on the spot, while 
buying for forward shipment has been 
scattered, but in no heavy volume, for 
all commodities. The large factors let 
August go by without doing much 
business on the Coast. . They, had been 
more active in June and July in ab
sorbing carryover raisins and new 
crop apricots and peaches, together 
with new crop raisins. Prunes were 
not an important item in the earlier 
months and were a keen disappoint
ment to packers and brokers when 
new crop California fruit was offered 
in mid-August at the lowest prices in 
ten years. There has been very little 
buying of 1926 prunes by the trade. 
Some of the smaller operators have 
covered, but the aggregate is not to be 
compared with that of other years. 
Confidence in values and in the situa
tion was removed when some anxious 
sellers began to cut prices and to make 
favorable terms as to assortments. 
Now buyers are holding off to see 
what will happen. The opening on 
California prunes made the differential 
between Northwest packs unusually 
large, but the latter have not been 
sought by domestic or export markets, 
as earlier purchases have stocked up 
dealers to some extent. Peaches, apri
cots and raisins can be had below 
earlier costs and are now neglected 
pending the development of the market 
at the time when additional quantities 
will be needed.

Nuts California almond packers 
profited by the experience of dried fruit 
and canned food packers, who named 
opening prices which were not sus
tained. A seller may make a quota
tion, but it takes the assistance of a 
•buyer to make it a trading basis. Al
monds in the shell were opened 4@5c 
per pound lower than last year, and 
shelled almonds 18c lower. Drakes 
were put at a price where they will 
practically exclude the competing for
eign type, while shelled Nonpareils are 
again at a Coast cost which enables 
manufacturers to reopen outlets which 
have been curtailed or closqd by high 
prices of the last year. The California 
almond crop has been quickly sold and 
packers are temporarily off the mar
ket to see what tonnages, if an% they 
have left for the buyers who did not 
have tentative contracts or did not 
buy enough for their needs.

Rice—Spot stocks of domestic rice 
are limited in volume and assortment 
but match up with the demand which 
is mainly of a jobbing character. Early 
varieties are available only i  in limited 
volume and are absorbed to fill gaps 
in stocks. The trade has not yet start-

ed on new crop in volume for later 
needs as developments in the South 
and in California are being watched.

Review of the Produce Market.
Apples—50c per bu. for Duchess and 

75c for Red Astrachans.
Bananas—7@7y2c per lb.
Blackberries—$3 per 16 qt. crate.
Beets—$1 per bu.
Butter—The market is stronger and 

higher. Jobbers sell fresh packed at 
41c and prints at 43c. They pay 23c 
for packing stock.

Cabbage—Home grown commands 
$1.25 per bu.

Cantaloupes—Benton Harbor Osage 
bring $3 for large crate and $2 for 
small crate; home grown, $1.50 per bu.

Carrots—Home grown, $1.25 per bu.
Cauliflower—Illinois, $2.25 per crate 

of 9 to 14 heads.
Celery—Home grown brings 30@50c 

per doz.
Cocoanuts—$1 per doz.
Cucumbers—$1.50 per bu.
Eggs—Local jobbers are paying 32c 

this week for strictly fresh.
Egg Plant—$2 per doz. for Illinois 

stock.
Garlic—35c per string for Italian.
Grape Fruit—$7 per case for Isle of 

Pines stock.
Grapes—Calif. Malaga, $1.75; Tokay, 

$2.25 per crate.
Honey—25c for comb; 25c for 

strained.
Honey Dew Melons—$2.50 per crate 

for either 6, 8, 9 or 12.
Lemons—Quotations are now as fol

lows:
300 Sunkist ..................... $6.00
360 Red Ball _______ 5.50
300 Red Ball __________________ 5.50

Lettuce—In good demand on the 
following basis:
California Iceberg 4s, per b u ._$7.75
Garden grown leaf, per b u ._____ 1.50

Onions—Home grown, $2.50 per 100
lb. sack; Spanish, $2 per crate.

Oranges—Fancy Sunkist California 
Valencia are now on the following 
basis:
100 ----------------- ------------------- ..$6.00
1 2 6 -------------------------------- --------6.00
150 -------------------   6.00
1 7 6 ...........      6.00
200 ------------- ----------------  6.00
2 1 6 ................................ ..................... 6.00
252 .......     6.00
288 --------------------------- -------- - 6.00
3 4 4 .......................     6.00
Sunkist Red Ball, 50c cheaper.

Peaches—Illinois Elbertas fetch $2.50 
per bu.; home grown, $2.50 per bu.

Pears—$3.25 per crate for Cal.; $2.50 
per bu. for Early home grown.

Peppers—Green, 25c per doz.
Pickling Stock—20c per 100 for 

cukes; $1.50 per 20 lb. box for white 
onions.

Plums—$1 for Gius and 90c for 
Burbanks.

Potatoes—Home grown $1.25 per bu.
Poultry—Wilson & Company pay as

follows this week:
Heavy fowls _________________ 23c

Light f o w ls _____  _____________ 20c
Springers, 4 lbs. and u p _________ 30c
Broilers .................    20@25c
Turkey (fancy) young __________ 39c

Turkey (Old Toms) ___________ 32c
Duckks (W hite Pekins) ________ 26c
Geese — ...........     15c

Radishes—20c for outdoor grown. 
Spinach—$1 per bu. for home 

grown.
String Beans—$2.50 per bu. 
Summer Squash—$1.50 per bu. 
Tomatoes—90c for Y¡ bu. basket.
Veal Calves—Wilson & (Company

pay as ifollows:
Fancy . 19@20c
Good ___ 18c
Medium — - 15c
Poor ------ 12c

W ater Melons—50@60'c.
Wax Beans—$1.75 per bu.
W hortleberries—$3.50 per 16 qt.

crate.

Can Be Remedied By Local Pressure.
Wyoming Park, Sept. 8—In my 

trip around the State I heard some 
complaints about the A. & P. Co. keep
ing their stores open at night after the 
other stores had closed for the day.

I have been told that the company 
leaves this matter to the judgment of 
its managers and if the manager wants 
to come down after supper and pre
tend to do some cleaning and if cus
tomers should drop in the clerk would 
be allowed to wait on as many as 
wanted goods.

Now I- know that the A. & P. Co. 
are hard after business nowadays and 
that they even hold their annual picnics 
on Sunday in certain towns, but it 
hardly seems they would sanction late 
closing hours, knowing it would an
noy the other merchants in the town.

I believe this is a matter in which 
the local managers are the offenders 
and not the company officials.

I would be pleased to hear from 
those who have complaints along this 
line.  ̂ Paul Gezon,

Sec’y Retail Grocers and General 
Merchants Association.

Corporations Wound Up.
The following Michigan corpora

tions have recently filed notices of dis
solution with the Secretary of State: 
Carson City Oil Co., Limited, Carson 

City.
Carson City Gas Co., Limited, Carson 

ity.
A. L. Davenport Co., Detroit.
W. L. Fleischer & Co., Inc., Detroit. 
Detroit Washing Machine Corpora

tion, Detroit.
Moran Building Co., Detroit. 
Homewood Land Co., Grand Rapids. 
Thunder Bay Limestone Co., Alpena. 
Piatt W ater Heater Co., Lansing. 
Woodford & Bill Piano Co., Menom

inee.
E. C. Brink & Son, Inc., Detroit. 
Brown Auto Sales, Detroit.
Cooper Building Co., Detroit.
Thomas Co., Inc., Detroit.
Muskegon Logging and Land Co., 

Muskegon.
Layne-Bowler Chicago Co., Detroit.

Associate yourself with men of good 
quality, if you esteem your reputation. 
Be not apt to relate news, if you 
know not the truth thereof. Speak 
no evil of the absent, for it is unjust. 
Undertake not what you cannot per
form, but be careful to keep your 
promise. There is but one straight 
course, and that is to seek truth, and 
pursue it steadily. Nothing but har
mony, honesty, industry and frugality 
are necessary to make us a great and 
happy nation.—George Washington.

Keep your brains about two jumps 
ahead of . your job and you’ll always 
have a job.



6 M I C H I G A N  T R A D E S M A N Septem ber 8, 1926

Proceedings of the Grand Rapids 
Bankruptcy Court.

G rand Rapids, Aug. 31—We have to 
day received the  order of reference and 
adjudication in the m a tte r of K ent Build
ing Co., formerly H. H. A lbrecht Co., 
B ankrupt No. 2987. The m a tte r has been 
referred  to Charles B. B lair a s  referee In 
bankruptcy. This is an involuntary  case, 
and an order has been m ade to file sched
ules. and  upon receipt of the  same, the  
list of creditors will be m ade herein, and 
also the note of the first meeting.

Aug. 30. Wre have to -day  received the 
schedules, order of reference and ad ju d i
cation in the  m a tte r of H erbert Bird, 
B ankrup t No. 2992. The m a tte r has been 
referred  to Charles B. B lair as  referee in 
bankruptcy. The bankrup t is a  resident 
of G rand Rapids, and  his occupation 
is th a t of a  grocer. The schedules show 
asse ts  of $150 of which the  full in te rest 
is claim ed as exem pt, w ith liabilities of 
82,204.21. The court has w ritten  ibr 
funds, and upon receipt of the same, the 
first m eeting of creditors will be called, 
and note of the sam e m ade herein. The 
lis t of creditors of said bankrup t are
as  follows:
C ity of G rand Rapids ___________$110.00
Consumers Ice Co., G rand R ap.ds 8.00 
Collins N orthern  Ice Co., G rand R. 4.75 
W ashburn-Crosby Co., D etro it -  13.16
K aravan  Coffee Co., T o le d o _____  66.00
Voight Milling Co., G rand Rapids 19.08
Swift & Co., G rand R a p i d s ____  48.70
H enry Meyer, G rand Rapids ___  78.69
W alker Canyd Co., G rand Rapids 15.50 
Brocks Candy Co., G rand Rapids 18.73 
D urant-M cN eil-H orner Co., Chi-

cage -----------------------------------------  45.30
Jennings Mfg. Co., Grand Rapids 3.75 
H ekm an Biscuit Co., G rand Rapids 63.29
H arry  Meyer, G rand Rapids ___  3.43
C W. Mills P aper Co., G rand R. 56.69 
John Muller, Grand Rapids _ 13 25
V inkem ulder Co., G rand Rapids __ 23.22 
M. J. D ark & Sons, G rand Rapids 102.00 
Kent Storage Co., G rand Rapids 345.00 
K  Sterkenberg, G rand Rapids __ 150.00 
G. R. W holesale Grocery Co.,

G rand Rapids _________________ 254.43
Brown Seed Store, G rand Rapdis 8.00 
Rysdale Candy Co., G rand R ap iis  16.16 
H ast End Fuel Co., G rand Rapids 22 00 
Sm ith F lavoring Co., G rand Rapids 2 15 
Cox M argarine Co., G rand Rapids 5.75
F aber Bakery, G rand Rapids ___  36.33
Lewellyn Co., G rand Rapids ___ 150.00
A. G. Peters, G rand Rapids ___  74.61
Oakdale Coal Co., G rand Rapids 18 00
M orris & Co., G rand R a p i d s ___  10.09
Milke Davis, G rand Rapids _____  65.00
H esperia Ceram ery Co., H esperia 56.78
J. P. Graham , G rand R a p id s _____ 13x 18
Joe Veldhof, G rand Rapids _____  22.00
D. M. F erry  Seed Co., D e t r o i t_ 6.77
John W ierenga, D utton ____  _ 40 00
P. D. M ohardt, Grand Rap.ds _ 13 44 
Kellogg Products Co., G rand Rap. 65.00

Aug. 31. We have to -day  received 
the  schedules, order of reference and  a d 
judication in the m a tte r of Rex R obin
son F u rn itu re  Co.. No. 2993. The m a tte r 
has been referred to Charles B. B lair as 
re 1 tre e  in bankruptcy. The bankrup t 
concern is located in Grand Rapids and 
their occupation is th a t of m anu iactu rers  
° ‘ furn iture . The schedules show asse ts  
of $8,780.33 with liabilities of $9,l38.9<. 
The first m eeting of creditors will be 
called promptly and note of the sam e 
made herein. The list of creditors of 
said bankrupt are  as  follows:
City of Grand Rapids _______ $244.02
R. U  Dickinson, Grand Rapids __ 300.00
F. Van Maldegem, Grand Rapids 280.00
H erm an Klassen, G rand R a p id s __  5.55
C. V. Isaac, Grand Rapids _____  1.70
Geo. D. Klock, G rand R a p i d s ___  30.00
Arm our Sand P aper \Vrks., Chicago 19.80
Bocel Co., Dayton _________________  9 00
C entral Mich. Paper Co., G rand ¿7 10.00 
W a lte r C lark V eneer Co., G rand R. 25.23 
Conroy Coal Co., Grand Rapids__ 46.29
A. DeW indt, Grand Rapids _____  61.24
Glidden Co., Cleveland _______  13.30
G. R. Carved Moulding Co., G rand

Rapids ---------------------------------------- 44 43
G. R. Veneer W orks, G rand Rapids 35.45 
G. R. Wood Fin ish ing  Co., G rand

Rapids -------------------------------------- 141.03
Lyon Fur. Merc. Agency, G rand R. 56.75
J. T. Maltby, Chicago ____________ 5 33
J. R aynor Co., New York ____ I  11.38
Series Merch. Police, G rand Rap. 152.00 
W est-D em pster Co., G rand Rapids 9.93 
K niper Carving Co., G rand Rapids 15.00 
G. R. V arnish Corp., G rand Rapids S.68 
G. R. Marble Fireplace Co., Grand

Rapids ------------------------------------- 10 oo
Mich. T ru st Co., G rand Rapids __ 475.00 
G. R. W aterw orks Dept., G rand R. 11.08 
W. S. B rackett, Grand R a p id s __  45.04
E. J. Morley, Rochester, N. Y. __1,100.86 
Chas. T. Graham . G rand Rapids 3,027.43
F. Van M aldegam, G rand Rapids 1,310.41 
R. L. Dickinson, G rand Rapids __ 120.00
G. R. Savings Bank, G rand Rap. 1,075.00 
Acme Lum ber Co., G rand R ap ids. 225.00 
Sidney H. LaBarge, G rand Rapids 216.80

Aug. 31. We have to -day  received the 
schedules, order of reference and ad jud i
cation in the m a tte r of E rn est Place, 
No. 2£94. The m a tte r has been referred  
to Charles B. B lair a s  referee in bank
ruptcy. The bankrup t is a  residen t of 
G rand Rapids, and his occupation is th a t  
of r  machine hand. The schedules show 
asse ts  of $165 w ith liabilities of $967.85. 
The court has w ritten  for funds, and

upon receip t of the  same, the  first m eet
ing of creditors will be called, and note 
of the  sam e m ade herein, the list of 
creditors of said bank rup t a re  as follows:
Mrs. J. Jensen, G rand R a p id s ___ $256.00
Heym an Co., G rand R a p id s _____  33.75
Dr. John N. Holcomb, G rand Rap. 22.00 
Dr. E. W. Dales, G rand Rapids 30.00
Dr. G. J. S tuart, G rand R a p id s_20.00
Consum ers M arket, G rand Rapids 50.00 
George J. & Isacc J. DeFouw, Grand

Rapids ------------------------------------- 74.10
H enrry  W innerstrom , G rand Rap. 60.00 
F rank  Tracery, G rand Rapids — 600.00
John H. Campbell, Petoskey ____ 100.00
Mrs. John Campbell. P e to s k e y ___ 123.00
C. F. Peterson  Coal & Coke Co.,

G rand Rapids _________________ 6.00
W illiam Eadie, Rockford _______  50.00
Industria l Bank, G rand Rapids __ 73.00

In the m a tte r of Merle P. Gamber, 
B ankrup t No. 2968, the funds for the  first 
m eeting have been received and such 
m eeting has been called for Sept. 14.

In the  m a tte r of George W. McLean, 
. B ankrup t No. 2894, the  funds for the
'first m eeting have been received and such 
m eeting  has been called for Set. 14.

In the m a tte r  of George E. W illett,
B ankrup t No. 2954, the  funds for the
first m eeting have been received and 
such m eeting has been called for Sept. 14.

In the  m a tte r of Charles C. Conn, 
B ankrup t No. 2990, the  funds for the
first m eeting have been received and  
such m eeting has been called for Sept. 14.

In the  m a tte r of Quincy Branch, doing 
business as Quincy B ranch & Co., B ank
ru p t No. 2773, the final dividend has been 
determ ined to  be 2.9 per cent, and the 
sam e has been m ade up and ordered paid.

Sept. 1. We have to -day  received the 
schedules, order of reference and ad jud i

cation in the m a tte r of Maude De Vormer, 
formerly M aude Scott, B ankrupt No. 2995. 
The m a tte r has been referred  to Charles 
B. B lair as referee' in bankruptcy. The 
bankrup t is a  resident of Grand Rapids, 
and her occupation is th a t of a  laborer. 
The schedules show asse ts  of $250, of 
which the full in te rest is claimed as  ex
empt, w ith liabilities of $768.49. The 
court has w ritten  for funds, and upon 
receipt of the same, the first m eeting of 
creditors will be called, and note of the 
sam e made herein. The list of creditors 
of said bankrupt a re  as follows:
Young & Chaffee F u rn itu re  Co.,

Grand Rapids ________________ $523.09
Friedm an-Spring  Co., Grand Rap. 16.40 
B. C. Chapin, Inc., G rand Rapids 15.00 
W illiam N orthrup, Grand Rapids 94.00
J. W. R igterink, Grand R a p id s_36.00
Dr. A. C. Butterfield, G rand Rapids 70.00 
H enry  Smith Floral Co., Grand R. 7.00 
St. M ary’s Hospital, Grand Rapids 7.00 

Sept. 1. We have to-day  received the 
schedules, order of reference and adjudi
cation in the  m a tte r of Nicholas Bouma, 
B ankrupt No. 2996. The m a tte r has been 
referred  to Charles B. B lair as referee in 
bankruptcy. The bankrup t is a  resident 
of Boyne township, and  his occupation is 
th a t of a  laborer. The schedules show 
asse ts  of $1,400, of which the full in te r
est is claimed as  exem pt, w ith liabilities 
of $389.38. The court has w ritten  for 
funds, and upon receipt of the same, the 
first m eeting of creditors will be called, 
and note of the sam e m ade herein. The 
list of creditors of said bankrupt a re  as 
follows:

Yo“ ng Foundry Co., Allegan $389.38 
William Van Mannen, Grand R. unknown 

In the  m a tte r of Monroe Style Shops, 
Inc., B ankrup t No. 2882, the certificate

approving the  com position offer of 25 
per cent, has been m ade and  re turned 
to the  clerk fo the  D is tric t C ourt for 
fu rth er proceedings.

Sept. 4. W e have to -day  received the 
schedules, order of reference and adjudi
cation in the  m anner of W alte r H. Lefler 
B ankrup t No. 2997. The m a tte r  has been 
referred  to  C harles B. B lair a s  referee In 
bankruptcy. The bank rup t is a  resident 
of G rand Rapids, and  his occupation is 
th a t  of a  wage earner. The schedules 
show no asse ts  w ith liabilities of $8,548.37. 
The court has w ritten  for funds, and 
upon receip t of the  sam e, the  first m eet
ing of c reditors will be called, and note 
of the  sam e m ade herein. The lis t of 
creditors of said  ban k ru p t a re  as follows: 
G. R. Savings Bank, G rand R apids $750.00
Mills & Healey, G rand R a p i d s _95.00
Clara C. Schriber, Caro __________ 150.00
Edw ard Pike, Fairgrove _______  500.00
Percy  Hickey, Fairg rove _______  350.00
A lbert Mitchell, G rand R a p i d s __  750.00
Syndicate Adv. Co.. G rand Rapids 85.00
George Eyer, G rand Rapids ___  65.00
Victor Seydel, G rand R a p i d s ___  234..00
T ydw ater Oil Co., G rand Rapids __ 85.00 
Andrew Dornbos, G rand Rapids __ 11.00 
Stocking Ave. Garage, G rand Rap. 20.0.5
F rank  Ulrich, G rand Rapids ___  60.00
Mrs. B. S tringham , G rand Rapids 100.00 
G rier Southerland B a tte ry  Co.,

G rand Rapids __________________154.37
Hood R ubber Co., G rand Rapids __ 507.45
Brown Sehler, G rand R a p i d s ___  700.00
Noblesvllle R ubber Co., Nobelsville 274.64 
Reliable T ire & Accessories Co.,

Muskegon ______________________ 150.71
Lacey Co., G rand Rapids ________ 751.31
A. W. Lefler. G rand R apids ____ 150.00
Tisch Auto Supply Co., G rand Rap. 75.00 
Alemite L ubricato r Co., D etro it __ 30.62

A Leader For Your 
Dress Goods Dept.

Richardson’s Satin Charameuse
This cloth is in good style for the Fall 

Season.
I t  has a soft mellow hand, is free from 

defects and the color line is right up to 
date.

The price is figured low to obtain vol
ume business.

R ichardson 's  S a tin  C harm euse, p er 
yard  $1.85.

Richardson’s Darning Silk
The demand for Darning Silk is the 

largest in the History of Notion Depart
ments. The range of colors in silk hose 
is so great, a large variety of colors in 
Darning Silk is necessary.

Richardson’s Darning Silk  is made in 
the latest shades. I t  is fast to washing 
and is guaranteed to give satisfaction.

Embroidery Silk
This is the time of the year when 

Embroidery Silk  is in greatest demand. 
Stocks should be thoroughly overhauled 
and needed shades added.

Richardson’s Grecian Floss is well 
adapted for modern style embroidery 
when a great variety of wash fast colors 
are needed.

Richtex Rope is a Rayon embroidery 
thread of great beauty. I t  is fast color, 
smooth and pliable.

Richardson Silk Company
207 W. Monroe St. Chicago, 111
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Air Reduction Co., D e t r o i t_______  4.40
Autom otive P a rts , D etro it _____  28.75
A m erican Sale Book. Elm ira, N.Y. 36.25
Cumming Bros., F lin t ____________ 146.73
Dobbins Mfg. Co., In d ia n a p o lis_24.00
David Grimes, Jersey  City, N. J ._ 258.36
D etro it E lectric Co., D etro it ___  16.26
G. R. C alendar Co., G rand Rapids 14.50 
G reat W estern Oil Co., G rand Rap. 421.88 
G. R. W elding Supplies, G rand R. 41.69 
H eth  Auto Elec. Co., G rand Rapids 23.56 
In te rna tiona l Time Review, New Y. 2.64 
M adison Square H ardw are, G rand

Rapids -------------------------------------  99.46
M artin  Auto Elec. Co., G rand Rap. 12.00 
E m m ett F. Roche, G rand Rapids 39.25
R eed-T andler Co., G rand Rapids_ 9.42
Sinclair Refining Co., D e t r o i t___ 101.50
Steinbrenne R ubber Co., Noblesville,

Ind. -------------------------------------------- 176.16
Sim plicity Mfg. Co., P o rt W ashing

ton, Wis. ______________________  354.12
Textile L ea ther & M etal Co.,

Kalam azoo ____________________  3.38
Tid W ater Oil Sales Co., D etro it 267.80 
Ver W yse & Co., G rand Rapids 25.59 
J. V an W iltenb'urg, G rand Rapids 151.11 
Dr. E. A. Votey. G rand Rapids 50.00

Capital’s Changing Attitude Toward 
Labor.

The fear of European competition, 
raised from time to time in the indus
trial world, seems gradually to be dis
appearing in spite of occasional warn
ings from American travelers return
ing to this country to recite the ac
complishments of certain factories on 
the Continent.

It is easier for the European than 
for these tourists to understand the 
reason for our lack of “adequate prep
aration for the European industrial in
vasion,” for only a casual survey of in
dustrial conditions in this country is 
necessary to convince any European 
manufacturer that he is far behind the 
times. Higher standards have been 
set by American laborers, who are 
learning that their earnings are meas
ured not so much in what they receive 
in pay envelopes as what they produce 
for the community.

Through the co-operation of capital, 
labor has steadily increased produc
tion standards and thus lowered costs 
to consumers with the result that Eu
ropean manufacturers, in spite of the 
seemingly low labor costs, cannot com
pete with their products in our m ar
kets.

The changing attitude of capital to
ward labor is emphasized by Robert 
S. Brookings, president of the W ash
ington University Corporation, in his 
book entitled “ Industrial Ownership.” 
In discussing the problems of manage
ment, he says:

“Management's next problem is to 
pay the largest wage to labor that is 
consistent with the public interest, in
cluding in the term ‘public’ the numer
ous other industrial groups which must 
pay the resultant cost. Here lies an 
important difference between the posi
tion of the manager of to-day and that 
of his predecessor a generation or two 
ago.

“When labor was regarded as a 
commodity, the manager’s obligation 
was fulfilled by paying for it whatever 
he had to pay to get it. To-day pub
lic opinion as expressed in trade union 
policy, in the decisions of wage boards 
and arbiters and even to a noteworthy 
extent in the judgments of managers 
themselves, demands a higher stand
ard. The minimum necessary return 
of labor and to capital must be pro
vided for first, but labor is also entitled 
to derive a gain from the surplus 
earned in the business above these 
necessary costs.

“Labor constitutes the bulk of the

community for whose benefit an indus
trial system is maintained. A sound sys
tem of economic morality demands, 
therefore, that instead of paying labor 
merely a market wage, the minimum 
necessary to secure its services, capital 
should receive the market wage neces
sary to secure its services, and the 
balance should go to labor and the con
suming public.”

[Copyrighted, 1926]

Incident of the “Arrest” of Fred 
Mason.

Charlevoix, Sept. 7—I regret to note 
that Fred Mason has been compelled 
to retire as Vice-President of the 
American Sugar Refining Co. Let us 
hope he will enjoy his retirement.

I recall an instance which wa9 char
acteristic of my long-time employer, 
Julius Fleischmann, who was mayor 
of Cincinnati during the time the Na
tional Retail Grocers Association held 
an annual convention in Cincinnati 
about twenty years ago. Fred Mason 
was then National Secretary. I was 
on the reception committee and Mr. 
Fleischmann sent me to the convention 
hall to have Fred arrested because 
some of the bunch stayed out too late 
the night before. I went to the meet
ing with a private detective and had 
Fred brought before his honor. W hen 
he came to the Mayor’s office he was 
taken off his feet by being addressed 
by the Mayor with, “Hello, Fred, I 
had to get you here to surprise you. 
Here’s a check for $1000 for the good 
of the Association to show them my 
appreciation for coming to Cincinnati 
and holding their meeting here,” When 
Fred returned to the hall and reported 
this fact to the assembly, they gave 
Mr. Fleischmann a rousing vote of 
thanks.

The proposed organization of real 
estate brokers from the three counties, 
Antrim, Charlevoix and Emmet, has 
become a fact. At a meeting last 
Tuesday in Boyne City, constitution 
and by-laws were adopted, officers 
elected, money gathered in from the 
new members, and all preliminaries to 
the application for this local board to 
become a member of the Michigan 
Real Estate Association and the Na
tional Association of Real Estate 
Boards were completed1.

That their application will be grant
ed is practically certain, for the execu
tive secretary of the Michigan Real 
Estate Association had advised them 
how to proceed and his instructions 
were carried out. Affiliation with the 
State and National associations will 
give the fourteen members the privi
lege of using the title "realtor” and 
enjoying the benefits that go with it. 
The name given to the new board, is 
the Tri-County Real Estate Board; and 
it enjoys the distinction of being the 
only board in Michigan whose mem
bership is spread over so large a sec
tion. The reasons for this are that 
while there is need, with the present 
resort property activity, to guard 
against sharp practice by fly-by-night 
real estate sharks, there were not suffi
cient brokers in any of the towns in 
these counties to form a board. W ith 
the interests of the three counties so 
similar, co-operation will be easy and 
helpful.

August was a particularly heavy 
month for business men in Charlevoix. 
A little spell of cold, rainy weather has 
started some o£ the resorters home
ward; and it will not be long before 
the large hotels will be closing. On 
Saturday about 100 of Charlevoix's 
caddies embarked on the steamship 
Manitou for Mackinaw. This outing 
is an annual event, given the boys by 
the resort golfers, as a reward for their 
season of service. The boys had a 
good time, as usual.

L. Winternitz.
To fear criticism is to confess ig

norance.

Which Would You Rather Sell?
ONE MATCH

OR

TWO MATCHES

Say to your customers: “Here are two boxes of the 
new, perfected Diamond Match for thirteen cents 
—the best match and the safest match to take into 
your home. They are better value than ordinary 
matches at five or six cents per box.”

Your percentage of profit on Diamond Matches is 
larger than on ordinary matches, and your total 
profit on Diamond Matches—two boxes for thir
teen cents—is much larger than on one box of 
ordinary matches at five or six cents.

And you will sell two boxes almost every time.
You may as well increase your match sales. And you 

may as well make this extra profit on your match 
sales.

THE DIAMOND MATCH COMPANY

HOW  MANY
Please?

If she says “one,” it’s be
cause she doesn’t know 
the goodness and conven
ience that B O R D E N ’ S 
offers in dozens of daily 
uses. Tell her to use 
B O R D E N ’ S in all her 
cooking — wherever the 
recipe calls for milk. Then 
sell her six cans at a time.

The Borden Company
NEW  YORK, N.Y.
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W O O L AND W OOLEN S.
A series of wool auctions opened at 

Sydney, New South Wales, during the 
past week. The offerings total 73,000 
bates. At the outset there was a slight 
advance in price of certain grades, 
mostly due to Japanese buying. But 
ihe wool offered was rather burry and 
afforded no fair test of values. In this 
country wools are moving a little 'bet
ter than they did, a number of notable 
sales of domestic varieties having tak
en place during the week. More would 
have been disposed of had sellers been 
disposed to be less insistent on main
taining prices. Larger quantities of 
foreign wool are being taken from 
bond to supply the needs of mills. The 
imports of wool are, however, show
ing a rather sharp decline. The light
weight season in men’s wear fabrics is 
well under way, practically all con
cerns having their goods on sale. In 
a number of instances mills are sold 
up about to the end of the year, al
though there are others which have 
not done so well. There is still, how
ever, considerable left of the selling 
season and the best indications point 
to its proving satisfactory in the main. 
Sales of worsteds appear in the lead. 
The clothing manufacturers, who have 
done quite well in disposing of fall 
goods, in which they are still engaged 
in a measure, look forward to good 
spring business as soon as the retail
ers are well on with sales of heavy
weights. Spring clothing openings 
will occur within a month or so. The 
outlook in women’s wear fabrics still 
remains somewhat confused. Despite 
the garment makers’ strike, consider
able of such cloths for fall have been 
disposed of, although nothing like the 
usual quota has been reached. Only 
one or two openings of spring fabrics 
have taken place so far and it will 
doubtless be toward the end of the 
month before the new season gets into 
swing. 1 he reduction in wool prices, 
followed by those of woolen fabrics, 
appears to have inspired the hopes of 
some for substantial declines in the 
cost of woolen clothing and garments.
1 hese hopes have slight chance of ful
fillment. Expressed in terms of the 
value of a suit of clothes, for instance, 
the reduction in woolens amounts to 
only the fraction of a dollar. Clothiers 
will simply put the saving into better 
workmanship, leaving selling prices 
about as they were.

GOOD BUSINESS ASSURED.
1 he general sentiment in the whole

sale field is that the stage is set for a 
good fall and winter business. This is 
not based on any indications furnished 
by the rather continuous upturn in the 
values of securities but on the general
ly prosperous conditions everywhere 
reported. Purchasing power on the 
part of the people in general has rarely 
been at as high a point as it is now 
and there are no evidences that it 
will he lower for some months to come.
It is wholly a question of making the 
proper kind of an appeal in order to 
induce a full measure of buying. And 
merchants generally are alert to what 
the circumstances demand.

Meanwhile, the retailers have had 
no cause lately to complain of a lafck 
of business. They are now getting to 
the end* of their clearance sales, which 
have proved quite successful. There 
was, in fact, not much superfluity to 
start with, overstocking being one of 
the things especially avoided. So there 
is not any difficulty at present in 
providing sufficient shelf room for the 
fall merchandise which keeps coming 
in. During most of the past week the 
stores were quite crowded with shop
pers, among whom were many returned 
vacationists, although the main body 
of these was not expected until this 
week. The school openings this week 
bring many families back to their 
homes, a fact which is shown by the 
call for outfits for the youngsters. At 
the same time, despite the fact that 
the official summer has over a fort
night to run, demands for fall apparel 
are becoming quite insistent, more 
paricularly so because the recent spell 
of cool weather has served as a re
minder of autumn a little ahead of 
time. Purchases, however, are not 
confined to the apparel lines, a fairly 
good demand being apparent for 
household furnishings, although this 
will be more marked later in the 
month, and for jewelry and other per
sonal accessories. Some retailers pro
fess to see a change in the character 
of the buying in that cusomers are a 
little more inclined to consider quality 
in their purchases. I t  cannot, how
ever, be said that this tendency is a 
general one as yet.

K IN D O F H ISTO R Y  N EED ED .
It would be easy to interpret the 

offer of a bienniel prize of $1,000 by 
the United Daughters of the Confed
eracy to encourage research in the his
tory of the South, particularly in the 
period of the Confederacy, as a stim
ulus to partisan views. But this is far 
from being a necessary inference. Such 
research may be made in the interest 
of the truth and the whole truth. We 
of the North are just as likely to be
lieve that our partisan view of the 
C onfederate period is the true view as 
are the descendants of those who were 
protagonists of the Lost Cause. Much 
will be gained by fresh study of this 
momentous episode in American his
tory on the part of students in both 
sections of the reunited Nation. There 
is point to the criticism that too great 
a proportion of American historical 
writings has been the work of New 
Englanders. For the very reason that 
New England bulked large in our early 
development, emphasis upon the role 
played by New England is in danger 
of drifting into exaggeration. More 
history of a scholarly kind from the 
South will help to redress the balance 
and so to enable a reader who wishes 
to be impartial to make up his mind 
as to the causes and motives behind 
some of the chief events in our Na
tional story. ,

Another development in historical 
writing very much to be wished in 
this country should receive an impetus 
from the Daughters of the Confeder
acy prize. This is the production of

books on local history. Here, too, 
there is abundant opportunity for his
tories which shall be written less with 
the idea of glorifying local heroes and 
incidentally carting luster upon the 
communities in which they flourished 
and more with the purpose of preserv
ing, a fast vanishing past from utter 
oblivion. State histories have multi
plied of recent years, although there is 
room for more activity in this field; but 
accounts of smaller units than states 
usually leave much to be desired by 
anybody who cares for something be
sides eulogy of the personages who 
march through their pages. We are 
richer in local history than is some
times realized. Even the comparative
ly recent communities of the newer 
parts of the W est often have a color
ful, not to say thrilling, story. The 
details of these interesting beginnings 
of potentially powerful settlements 
ought to be set down in writing while 
they can be obtained from participants 
and eyewitnesses.

M OTOR BUS CONTROL.
The question of motor bus control, 

either by the separate states or in the 
Interstate Commerce Commission, is 
becoming pressingly imporant. The 
railroads insist upon such control and 
the motor bus interests are vigorously 
fighting it. Within the last few days 
an organization of truck interests in 
convention stressed the inability of the 
I. C. C. to exercise any regulatory 
powers over such interstate transpor
tation and intimaed that the motor bus 
should be continued as an independent 
and unrestrained carrier.

Setting forth the view of the rail
roads, W. L. Kintner, general solicitor, 
Reading System, says that Congress 
should authorize the state commis
sions to exercise control over the 
busses and trucks similar to that un
der which the railroads operate. In
cidentally, he emphasized the point 
that under present' conditions the bus
ses have free use of the highways, 
while the railroads pay heavy taxes.

There are many aspects of the bus 
problem, none of theni easy of solu
tion. Regulation must be applied to 
intrastate as well as interstate traffic 
and urban control is imperative. The 
latter phase has been under considera
tion here, but thus far it appears little 
has been accomplished. The busses 
still block main thoroughfares and use 
prominent localities in the business 
sections as terminals. Existing ordi
nances appear too limited in scope to 
meet the situation created by their 
tremendous growth.

The Interstate Commerce Commis
sion is hearing evidence on the bus 
problem and it is interesting to note 
that an official delegation has been sent 
to the International Road Congress at 
Milan to study for the commission de
velopments in the union of rail and 
motor transportation in Europe.

The question of motor transporta
tion is so insistently engaging public 
and official attention that some form 
of control and regulation appears to 
be inevitable.

W IT H O U T  A H IT C H .
The second year of the Dawes rep

arations plan has been successfully 
weathered. Germany paid about $300,- 
000,000, a little more than half this 
amount being covered by deliveries in 
kind. No difficulty of any sort has 
been encountered and none is to be 
expected during the- coming year, 
which calls for an even smaller total.

The smooth working of the plan 
during its first years is to be credited 
entirely to the care with which it was 
drawn and to the double and triple 
guarantees which were provided 
against any hitch. Germany, for in
stance, received in foreign loans dur
ing the first two years more than twice 
the amount of the required payments.

The “normal years,’’ which begin in 
1928, may tell a different story. But 
the prime purpose of the Dawes plan 
was to provide a political and eco
nomic breathing space for a Europe 
whirh was being wracked by the rep
arations issue. From this point of 
view the result has been just about 
perfect.

MAY SEE E X C IT E D  M ARKET.
If the coming Government report on 

the condition of the cotton crop should 
prove to be bullish, it is predicted, the 
next two or three weeks in the cotton 
goods trade will be the most active 
in many a day. It is predicted further 
that not only will there be a shortage 
of several kinds of merchandise, nota
bly colored cottons in the heavier con
structions, but that numerous price 
advances will take place. These pre
dictions are based on the knqavn low 
condition of many wholesale fend re
tail stocks, particularly of ttye more 
staple lines, and the steadily bioaden- 
ing consumer demand. If the coming 
report should be neutral in effect, or 
even bearish, the condition of stocks 
will send wholesalers into the primary 
market for additional merchandise, but 
there is less likelihood in that event of 
the concentrated demand which is so 
confidently expected in some quarters. 
This would mean no weakening of 
prices, it pointed out, but it will doubt
less make buyers less willing to meet 
any advances that m ight be made.

T H E  N A TIO N A L DEBT.
The gross debt of the United States 

now stands at $19,534,371,000. During 
August it was once more reduced, this 
time by $88,000,000. The Third Lib
erty bonds, falling due in 1928, are be
ing bought up and retired by the use 
of moneys taken from the sinking 
fund. At one time the National debt 
of the Nation stood at about $26,000,- 
000,000. Approximately $6,500,000,000 
of it has been paid since the war. By 
the end of 1928 it was hoped that the 
$2,393,963,000 outstanding in Third 
Liberties might be retired, but the in
creasing needs of Government are be
ginning to hamper the far-reaching 
plans of Secretary Mellon. I t is worth 
noting that had the United States been 
repaid for all the war loans made the 
National debt would be about one- 
half of what it is now.

You can be lazy-minded as we|l as 
lazy muscled.
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Business Ethics of the Present Situa
tion.

Grandville, Sept. 7—Supply and de
mand constitute the business ethics of 
the situation.

An over supply gluts the market and 
prices consequently slump. The ques
tion then to be considered is how to re
duce the supply or else increase the 
demand. Can this be done by govern
ment without detriment to any class of 
our people?

The wisest economists say no, while 
some of the supposed wise men of the 
Nation give a decided affirmative, 'and 
the settling of this question satisfac
torily to all concerned is a m atter that 
is continually vexing the public mind.

Proper tariffs serve to aid in keep
ing the home market for domestic use, 
but when the home market is glutted 
then comes the tug of war.

Back in the early days of the re
public there was no one to dispute the 
fact that over supply served to reduce 
prices, and that a lack in any particu
lar made for better prices.

One farmer-lumberman learned this 
to his satisfaction when his fine large 
apple orchard came into bearing. Great 
heaps of _ red apples cumbered the 
ground with no one coming to buy. 
The country was new, and inhabitants 
few in numbers, consequently there 
was little call for apples. Pigs and 
cattle reaped the benefit of that forest 
surrounded apple field. The insect 
pests of later years, brought about bv 
the senseless not to say wicked slaugh
ter of our bird population, was not in 
evidence at this time. Most of those 
early settlers understood the value of 
birds and it was regarded as a sin to 
kill anything that wore feathers other 
than game birds.

The immense group of apples went 
to waste save as making a covering 
for nearby fields to be plowed under 
in the fall or spring as a fertilizer.

A few years before this the good 
housewife had to depend on an outside 
market for her yearly supply of apples, 
and apples shipped in barrels from 
Chicago were added to the cellar store 
every season.

A t one time a bushel of peaches in 
rather a messed up condition arrived at 
the wildwoods dwelling, and pits from 
these were planted, resulting in a lot 
of sprouts from which the housewife 
selected half a dozen and set them out 
on the high bluff overlooking the 
Muskegon.

From those pits grew five splendid 
trees, no two alike, and for many 
years the lumberman’s family had 
peaches galore, and they were good 
ones, too, notwithstanding the fact that 
the tree grafter was not at that time 
in evidence.

About this time wild plum trees 
were discovered growing on low lands 
which were uprooted and transferred 
to a plot not far from the peach trees, 
so that the pioneers were soon revel
ing in plenty of fresh fruit. Peaches 
and plums came before the apples. 
However much of a surplus these trees 
produced there was no sale for them 
and nearby settlers were given all they 
were a mind to come and carry away.

Joseph Troutier, fur-trader and farm
er in a small way, set a considerable 
orchard of peaches on the river, and 
later reaped a harvest from the fact 
that not another man in that region 
had a single peach tree growing.

I have heard him relate with shining 
eyes his experience in selling these 
peaches to the settlers and the Mus
kegon families. He dumped them in 
a long wagon box and drove down the 
twenty mile stretch to the village at 
the mouth of the river. His price was 
five dollars a bushel to which no one 
demurred because of the rarity of the 
delicious fruit.

In that early day immense pine and 
hemlock forests covered all the lands 
between the mouth of the river and 
Jts source at Houghton Lake. Because 
of this it must be inferred that Trout-

ier’s peach orchard bore fruit every 
year for a long period of time.

Later, after the forests had been re
moved, the land on which the early 
settler grew his wonderful peaches re
fused to produce tf|;m . Early and 
late freezing made the low ground 
along the stream unfitted for peach 
growing.

The writer has been along the same 
route pursued by Mr. Troutier where 
he sold his crop for five dollars the 
bushel and was glad to get thirty cents 
for even better fruit.

Supply and demand made the differ
ence in price.

Over production and low prices, un
der production and highly satisfactory 
prices. This fact was long ago estab
lished and remains in force down to 
the present time.

Farmers as a rule are as well pro
vided for as any class of people under 
the shine of the sun. The doors of 
the poor house never yawn for them, 
while in other callings oft times it is 
almost impossible to make both ends 
meet. The toiler in the field often en
vies the man behind the counter. He 
is told that the buyer fixes his price 
for farm products while the merchant 
to whom he sells establishes the price 
of his.

All wrong. No man in trade but de
lights in paying good prices for farm 
output when the market will permit 
him to do so, but that the retail mer
chant fixes prices is all a mistake. It 
is the supply and demand that does 
this, to the demands of which all must 
bow.

In those early days, when so much 
of the products of the soil went to 
waste, no doubt there were families 
'.n the big Eastern cities who were 
actually suffering for the need of these 
very products.

A proper distribution of the pro
ducers crops might have regulated 
these_ inequalities, but at that time it 
was impossible of accomplishment.

To-day this distribution should be 
looked after, and a fair and equitable 
settlement of all such questions en
tered into. Possibly government might 
do something along this line which 
would be on the line of justice to all 
concerned. Old Timer.

Corporations W ound Up.
The following Michigan corpora

tions have recently filed notices of dis
solution with the Secretary of State:
Standard Auto Wheel Co., Traverse 

City.
Charles Daniel and Sons, Detroit. 
Gamble-Robinson Co., Lansing. 
Breen-Felch Milling Co., Felch.
W. R. L. Holding Co., Detroit.
New York Russian Music Store, De

troit.
Holt Lumber Co., Ewen.
Harry Svensgaard Sales Corp., De

troit.
Michigan Face Brick Co., Grand Rap

ids.
Down River Transportation Co., De

troit.
Concrete Brick Co., Detroit.
National Distributors, Inc., Detroit. 
Federal Coal & Coke Co., Detroit. 
Standish Electric Light & Power Co., 

Standish.
Flint Structural Steel Co., Flint. 
National Milling Co., Detroit.
Quick Service Laundry Co., Lansing.

Nothing is more contemptible, more 
utterly foolish than the self-satisfied, 
exultant smile on the face of a mer
chant who has just learned that his 
competitor faces failure. The failing 
of a competitor may for a time have 
a favorable effect on the business of a 
rival, but eventually failures communi
cate themselves to the nerve centers 
of a community’s commercial life and 
produce other failures. The prosper
ity of qu$ is the prosperity of all.

Three more months are left 
to build 1926 coffee sales in

Increases of 50% and more in coffee sales this year, as compared 
with 1925, are reported by merchants who promptly took advan
tage of the biggest advertising campaign ever put behind any coffee.

Three more months of 1926 are left, and each month offers 
you the same opportunity in this powerful Maxwell House Coffee 
advertising schedule:

SATURDAY EVENING POST
Double-page spreads September 18 and November 13.

Full pages in color October 16 and December 11.
LADIES’ HOME JOURNAL

Full pages in color, October, November and December.
WOMAN’S HOME COMPANION

Full pages in color, October, November and December.
GOOD HOUSEKEEPING

Full pages in color, October, November and December.
HOLLAND’S MAGAZINE

Full pages in color, October, November and December.
NEWSPAPERS

Big space advertisements in leading cities.
POSTERS

Giant posters each month in 1,900 cities and towns
To get the full benefit of this advertising, put Maxwell House in 
your windows and on your counters — we will furnish display 
material free.

Cheek-Neal Coffee Company, Nashville, Houston, Jacksonville, Richmond,
New York, Los Angeles.

M axwell H ouse C offee
T o d a y  Americas largefl selling highgnuie coffee 

“Good to the last drop”

Luscious
Grapes

yield the cream of tartar used in 
making Royal the highest qual
ity baking powder.

Doctors endorse Royal because 
it is healthful; cooks because it 
gives perfect results; and wise 
grocers because they will not risk 
disappointing a customer with

Contains , .  , . .no a lu m — an inferior article.

Royal’s established reputation 
and steady advertising insure its 
prompt and profitable sale, year 
in and year out.

BAKING PO W DER
^Absolutely Pure

It pays to recommend Royal
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SHOE MARKET
Endorses “W alk and Be Healthy” 

Idea.
Reams have been written upon the 

subject of “Walk and Be Healthy,” a 
slogan that has been used by a great 
many shoe dealers successfully to in
crease their volume of sales. Both the 
cost and the use of the automobile, it 
has been charged, has decreased the 
amount of shoe leather worn out an
nually. In a recent issue of the New 
York Times “The Art of Walking” 
was the subject of an interesting edi
torial. It is the belief of the writer 
that all people, men as well as women, 
would have better feet if they used 
them more. Nature did not provide 
automobiles, buggies, sedans or other 
forms of conveyance in her original 
scheme of things. The growth of the 
world and the necessity for quick 
transportation has transformed from 
playthings the telephone, the “horse
less buggy,” the radio and numerous 
present-day necessities. Says the New 
York Times:

“Any one who persuades his coun
trymen to make a practice of walking 
as a daily exercise two miles for one 
he walked before is as great a bene
factor as the grower of two blades of 
grass for one. A nation of walkers 
will be a nation of hardy and enduring 
people. “The great thing about walk
ing,” says the veteran Weston in an 
article in the Saturday Evening Post, 
“is that it is Nature’s remedy. It isn’t 
exercise in the ordinary meaning of 
the word. If you do it regularly and 
easily it is more like perfect massage.” 
But he bids his disciples not to overdd 
it. Still he would have them walk as 
far as they can comfortably, not trying 
to break records. Distance will come 
with practice.

“A former Health Officer of the port 
of New York, Dr. Alvah H. Doty, has 
prepared a book, small enough to slip 
into the pocket, on walking for health.
It is so wise and sweet that if only one 
copy were extant the bibliophiles would 
be scr ambling for it. Dr. Doty makes 
a point of explaining that if the vascu
lar system is to be in good order, the 
heart sound and regular, one must 
step out so many miles a day. Good 
walkers always have good hearts if they 
start with one, and the not entirely 
sound heart is the better for walking 
in moderation.

Shoe merchants in their advertising 
should capitalize Dr. Doty’s advice, 
also that of Mr. Weston, who recently 
has again been in the eye of the public, 
says the Times:

“But to return to Mr. Weston. He 
maintains that ‘if you walk wisely and 
regularly you'll miss the aches and 
pains of rheumatism.’ He gives some 
practical advice. Each man to his own 
gait. The heel-and-toe he declares un
natural. Go slowly and easily, but 
keep going, with periods for rest and 
contemplation. Then if you are cursed 
with sleeplessness it will vanish, and 
rugged health will be yours. ‘The 
shoulders should be allowed to swing 
free, with the muscles relaxed.’ Carry 
a short stick, swing it and change 
from one hand to the other. The feet 
should be lifted only enough to ad

vance the body with every step. ‘As 
a consequence, the heel and ball of the 
foot land almost simultaneously, and 
the shock is distributed over the whole 
mechanism of the foot.’ For bathing 
the feet ‘a couple of fistfuls of rock 
salt in six or eight quarts of water’ is 
prescribed. The veteran wears lisle 
thread socks, never wool, but he has 
walked on roads and pavements trails 
where wool saves the feet from bruis
ing. A pair of leggins is recommend
ed. Walking, he declares, keeps ‘a 
man always in condition without over
training.’ At 71 he walked 4,000 miles 
across the continent to the Pacific.

“’Tis the best of humanity that goes 
out to walk,” observed Emerson to his 
countrymen who elected to ride in 
buggies or in sleighs. But nowadays, 
walking clubs abound in spite of the 
automobile. Youth of both sexes are 
on the road in knickerbockers. Their 
elders buckle on knapsacks and take 
the staff from the corner. It must be 
admitted, however, that automobile 
addicts walk less and less, and except 
those who pace the golf links, they 
need to savor W eston’s precepts and 
shake a leg on the heath or stalk the 
w ild/’

Changes Time Has W rought in Shoe 
Trade.

The Grand Rapids fair has come and 
gone, leaving hardly a ripple on the 
sea of mercantilism. Thirty to forty 
years ago the week of the annual fair 
was the most important event of the 
year for the jobbing trade of Grand 
Rapids. Half fare rates on all the 
railroads attracted merchants from 
long distances to improve the oppor
tunity to buy their winter stocks of 
goods. We had four wholesale shoe 
houses in those days, instead of one 
house, as at present, and general mer
chants from the Thumb, Northern 
Michigan and the Upper Peninsula 
thronged the city, sometimes remain
ing three or four days—one day to see 
the fair and the others devoted to mak
ing their selections. The late L. J. 
Rindge insisted that fair week in those 
days brought the wholesale houses in 
the shoe line as large a volume of 
sales as any other month in the year.

Several causes have contributed to 
the change which time has wrought 
in this practice. The abandonment of 
the half fare railroad rate was the first 
blow this market received. Then the 
country merchant began buying in 
small quantities, instead of laying in a 
six months’ supply in the fall. Then 
the switching fairs from purely agri
cultural exhibitions to balloon ascen
sions, side shows, snake charmers and 
all kinds of clap trap caused people of 
mature age to lose interest in the ex
hibitions. The gradual elimination of 
the big merchants in the lumbering 
districts a t h e  death of all of the 
founders of the shoe industry in Grand 
Rapids caused a severance of relations 
which could not be avoided. The es
tablishment of factory branches con
ducted by men who have no particu
lar ties to the market and who are 
merely birds of passage on their way 
to promotion to larger markets and 
higher salaries does not tend to create 
lasting friendships or pefjjianent as
sociations,

Fancy ShoeLaces
We have a complete stock 

in rayon silk also braided 

combinations.

Rayon Silk Per Gr. $6.75 

Braided Combinations 2.75

BEN KRAUSE
Company

20 S. Ionia Ave. Grand Rapids,Mich.

Let 
Your 
Next Tire 
Be a
Corduroy
—Built as good 
as the best and jU 
then made better 
by the addition 
of Sidewall

Protection
THE CORDUROY TIRE CO.

S id e w a ll  Protection
(REG. U. S . PAT. OFFICE)

Added R e in fo rcem en t. An o rig ina l 
P a te n te d  a n d  Visible P lu s  F e a tu re

Mr. R etailer

1 here is a man in 
your town whose 
shoe business you 
can get. He is a 
young man. He 
knows style. He 
insists on it. He 
buys more than 
one pair. His name 
is John Comer.

Our salesmen are 
now show ing the 
new fall numbers— 
right in style, price 
and fit.

HEROLD-BERTSCH
SHOE COMPANY

Manufacturers Since 1892

Grand Rapids, Michigan

M ichigan Shoe D ealers
M UTUAL FIRE INSURANCE CO.

Organized Cor 
S E R V I C E  

not for Profit

We are Saving our Policy Holders 

30% of Their Tariff Rates on 

General Mercantile Business

For Information Write to 

L. H . Baker, Secretary* Tresurer 
LANSING, MICHIGAN
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The times change in keeping with 
their surroundings. In no department 
of mercantilism is this innovation 
more manifest than in the wholesale 
shoe business. Forty years ago De
troit had five good sized shoe factories, 
as follows:

Pingree & Smith 
Robinson & Burtenshaw 
H. S. Robinson & Co.
A. C. McGraw & Co.
H. P. Baldwin & Co.
Detroit also had a half dozen whole

sale shoe houses. Now no shoes are 
manufactured in Detroit to any ex
tent and the jobbing of shoes in the 
Fourth City has dropped to negligible 
proportions. Retail shoe dealers now 
buy most of their supplies direct from 
manufacturers, which makes the posi
tion of the shoe jobber a very pre
carious one.

Protecting Your Advertising Copy. 
“When we are about to sell at a 

price shoes purchased especially for 
the event,” said a buyer, recently, “we 
usually disguise the price sent to the 
printer for our proof sheets and we 
only change this price to the right one 
at the last moment before the news
paper goes to press.

“The idea, of course,” he continued, 
“is to prevent a competitor from learn
ing, in any way, what price we shall 
sell at, until we actually have the sale 
ready.”

In newspaper plants ordinarily many 
persons have access to the galley 
profs and can examine them at leisure. 
For instance, in many newspaper city 
rooms and even composing rooms, 
press association men are allowed to 
wander about at will and read the gal
ley proofs even while they are on the 
press.

Press association men come and go, 
it is not regarded as out of the or
dinary to see a stranger acting in that 
capacity. Hence, the wisdom of 
guarding, until the last moment, the 
prices it is wise to keep from a com
petitor’s eager scrutiny.

Improved Silk Eyelets.
The difficulties heretofore encoun

tered in working silk for oxfords be
cause of the tendency of silk to give 
way when worked eyelets are employ
ed has been overcome to a consider
able degree, by a machine produced by 
an Eastern manufacturer and which 
enables the shoe manufacturer to now 
insert a “plug” in a silk oxford with
out backing it with thin leather to hold 
the eyelets. This naturally imparts a 
far lighter effect to the shoe as a 
whole and opens opportunity for com
binations not previously available.

Sealing W ax Decorations.
F. E. Foster & Co., Chicago, recent* 

ly displayed in elaborate profusion a 
very interesting selection of foreign 
made shoes, these using the colored 
sealing wax applique process for trim
ming. Several numbers in this group 
imitated very admirably the Indian 
moccasin beaded work effect, and also 
there were two or three numbers at 
least which featured checkerboard de
sign in sealing wax applique.

This sealing wax decoration seems 
quite durable; it doesn’t split or chip 
and is waterproof.

Building Business on a Single Price.
We all know that secret of many 

chain stores’ success is the one-price 
policy. If you sold nothing but $5 
shoes or $7.50 shoes your line would 
obviously be easier to merchandise 
than at present.

To settle down to a single price 
policy is a drastic move which few 
merchants care to risk. But there is 
one thing that practically every mer
chant who reads this can do, and if 
he does it he will get more business 
and a better profit.

We refer to the constant featuring 
of one line of shoes at a particular 
price, or possibly one particular shoe 
at a fixed price. We know of one col
lege town shoe merchant, for instance 
who built a big and prosperous busi
ness around his policy of securing each 
season one good, snappy style which 
he could feature at a low price. Every 
man in town knew about “Mac’s 
Special at $5.50,” and “Mac” took good 
care that they didn’t forget it. He 
has a full line of shoes, but practical
ly all his advertising was on this one 
number. He sold this number on a 
close margin, but figured he was real
ly spending the profit he sacrified on 
advertising.

We know of another shoe depart
ment, in a department store, that has 
managed by constant advertising to 
implant in every woman’s mind the 
idea that they have the best shoes for 
$7.50 that can be purchased in the city. 
They rarely advertise their other 
prices, but they talk impressively 
about what $7.50 will buy. And the 
buyer and manager of this department 
states that they made a thorough in
vestigation of what prices most ap
pealed to women before they settled 
down to hammer at the $7.50 mark.

Now at the beginning of the fall 
season is a good time for you to stop 
and consider whether you cannot do 
something similar to boost your own 
business. No doubt you have one 
price that is more popular with your 
trade than any other—why not cash 
in on it? Or maybe you have an un
usually good style that will stand ad
vertising day after day during the fall. 
How about it?

Merchants Given Chance To T ry  Their 
Own Footwear.

forcing  a shoe dealer to walk home 
on his own personal goods and to take 
a water jump en route is rather tough. 
But that’s the way things happened to 
wind up recently at the annual outing 
of the Buffalo Retail Shoe Dealers’ 
association down the river to Edge- 
water and attended by some 150 men 
of the trade with their families and 
guests from the retailers of nearby 
towns.

Just as the excursionists were pre
paring to set sail for Buffalo at 6 
o’clock their steamer, the Island Belle, 
broke a condenser or some other 
thingamagig in its interior, and al
though the whistle for “all aboard” 
sounded fine the propeller would not. 
The shoe retailers were stranded.

A mailing list is more than a cata
logue of names. It gets out of date 
about as quick as a woman’s dress and 
when out of date its productive qual
ities dwindle rapidly.

STRENGTH ECONOMY

THE MILL MUTUALS
Lansing AGENCY Michigan

Representing the

M ICHIGAN MILLERS M U TU A L  
FIRE IN SU R A N C E  CO M PAN Y

AND ASSOCIATED COMPANIES

Combined Assets of Group 

$ 3 3 , 3 8 9 , 6 0 9 . 2 8

20% to 40%  Savings Made Since Organization

FIRE in s u r a n c e —a l l  b r a n c h e s
Tornado—Automobile—Plate Glass

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 DiantcriW 
Wealthy and Lake Drive 
Bridge, Lexington and 

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

/ _3he‘Banh._\
\T3hew qou feel )
U at Home _/

OUR OBLIGATION

We realize  a t  a ll tim es, th a t 
it  is the  d u ty  of th is insti
tu tion  to do ev ery th in g  to  
conserve, p ro tec t an d  pro
m ote the  in te rest of its pa 
trons.

W e solicit and  accept 
pa tro n ag e, fu lly  cogn izan t 
of the  tru s t  w hich is repos
ed in  our own jud g m en t and  
in teg rity .

On th is basis, m ay we serve 
you?

“The Bank Where You 
Feel A t  Home”

Giand Rapids 
Savings Bank

OFFICER!
•ILLIAj i  ALDEN SMITH. C h iu n  «I ih. Bona 

CHARLES W. GARFIELD. O u a u E i  Cm.
GILBERT L. DAANE. Pnldm

ARTHUR M. CODWIN. Vic P™. ORRIN B, DAVENPORT. Am i Cutu, 
EARLE D. ALBERTSON.Vice P m  and Cufim HARRY J. PROCTER. A a tC ah a  
EARL C. JOHNSON. Vk. P » d » i H. FRED OLTMAN. Am’i CuMa

TONY NOORDEWIER. Am i Culm,

O L D E S T  S A V IN G S  B A N K  IN  W E S T E R N  M IC H IG A N
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FINANCIAL
Many Loopholes Closed in New Bank

ruptcy Law.
The amended Bankruptcy law of 

1926, which enlarges the scope of the 
present bankruptcy statute and closes 
many of the loopholes left open by that 
measure, became operative last Fri
day. Sweeping changes in the law, 
meeting objections which have been 
frequently raised, are made under the 
amendments.

Concealment by officers and agents 
of any person or corporation subse
quent to bankruptcy, or in contempla
tion of that act, becomes a new penal 
offense. Indictment under the new law 
for this and other offenses may be 
found within three years, instead of 
one, from the time of adjudication.

One of the most beneficial and far- 
reaching provisions of the new law, 
according to the American Bankruptcy 
Review, which has completed an an
alysis of it, relates to the payment of 
taxes assessed against realty belonging 
to bankrupts. It is now provided that 
“no order shall be made for the pay
ment of a tax assessed against real 
estate of a bankrupt in excess of the 
value of the interest of the bankrupt 
estate therein, as determined by the 
court.”

The word “corporation” has been 
defined so as to include, beyond ques
tion, commercial or business trusts.

A new act of bankruptcy has been 
created under which a person or a cor
poration who, while insolvent, permits 
a lien to be created upon his property, 
and who does not discharge or vacate 
such lien within thirty days from the 
date it was so created, may be ad
judged bankrupt. Two of the exist
ing acts of bankruptcy have been 
amended, under one of which a per
son may be adjudged bankrupt if a re
ceiver for his effects is appointed while 
he is insolvent, regardless of whether 
insolvency was or was not alleged in 
the application for the receiver.

An important change in the present 
law is in permitting, under the new 
law, voluntary bankrupts to file their 
schedules within ten days after ad
judication in the same manner as the 
act heretofore provided with respect to 
involuntary bankrupts. Heretofore 
voluntary bankrupts have been obliged 
to file schedules disclosing their as
sets and liabilities with their petitions 
for adjudication, thus revealing at the 
very inception of the proceedings the 
persons to whom the petitioner was in
debted, and thereby adding an attrac
tion for the so-called bankruptcy 
"runners.”

In the future the courts may, under 
the new law, require indemnity bonds 
from those bankrupts who submit com
position terms to their creditors, and 
who desire to have their businesss op
erated pending the acceptance or re
jection of such terms.

The section of the law relating to the 
discharge of bankrupts has been al
tered in many important particulars. 
The provision with respect to one’s 
failure to keep books from which his 
financial condition can be ascertained 
has been strengthened, the Review 
points out. Financial statements as a 
basis for obtaining money or prop-

erty need not now be given directly 
to the complaining creditor, but may 
be made or published “in any manner 
whatsoever.”

The fraudulent transfer of property 
within twelve months instead of four 
months, and the obtaining of a dis
charge within six years upon a credi
tors’ petition, as well as upon volun
tary petition, are grounds for denying 
a discharge. To these have been added 
a new ground, the failure to explain 
satisfactorily any losses or deficiency, 
of assets.

The maximum term of imprisonment 
upon conviction of any of the offenses 
set forth in the act has been extended 
from two to five years. Concealment 
of property may now be made by per
sons other than the bankrupts, and 
may be from a receiver, United States 
marshal “or other officer of the court 
charged with the control or custody of 
property, or from creditors in compo
sition cases.”

The time for proving debts has been 
reduced from twelve to six months. 
Wages, heretofore following taxes in 
the schedule of priorities, now have 
preference over taxes, and the amount 
which each “workman, clerk,traveling 
or city salesman or servant” may 
claim for services rendered within 
three months prior to the bankruptcy 
has been increased from $300 to $600.”

Expansion of Business Expected Now.
W ith the end of the vacation sea

son and the usual seasonal expansion 
in trade, business men are centering 
their attention on the outlook for the 
last quarter of the year.

Prospects of good business for the 
remainder of the year have received 
encouragement from the sharp rise in 
stock prices, while current estimates 
of production and distribution indicate 
no important recessions in the near 
future. W ith the outlook for crops 
generally favorable and money suffi
ciently plentiful for ordinary needs, 
Wall Street faces the autumn with 
confidence.

One of the principal factors in sus
taining confidence in business has 
been the continued prosperity of the 
automotive industry. The recent 
statement of Alfred P. Sloan, Jr., 
President of the General Motors Cor
poration, that sales of his company 
for this month would establish a rec
ord for a single month, surpassing the 
previous high figure reached in April, 
throws light on the situation in this 
field. The demand for motor cars is 
reported by many dealers to be un
precedentedly strong for this time of 
the year.

The volume of building construc
tion is diminishing, it is true, but it 
must be remembered that operations 
in this industry have been conducted 
on a large scale for the last few years, 
and it is not surprising that there 
should be a slackening. Last year’s 
record figures scarcely can be equaled, 
even though new construction is still 
above the normal trend, and a con
traction in this quarter will probably 
be felt next year. Because the move
ment is gradual it will hardly affect 
busjpess adversely within the next 
three months.

Activity in the stee] industry has

fallen off, too, this month, but since 
last month was better than had been 
anticipated the slackening since then 
was in line with expectations. More
over, prices have held steady, even 
though they have failed to advance, as 
many in the industry had hoped.

Freight movement continues in sub
stantial volume with the prospect of 
good business through the remainder 
of the busy season. Earnings of an
thracite carriers should record appre
ciable increases over last year’s fig
ures, for the volume of traffic promis
es to become more nearly normal, 
while last year the long strike of 
miners reduced shipments.

With the outlook for normal pro
duction and distribution in our prin
cipal industries at least bright, there 
is the added hope that weather condi
tions may be more favorable and that 
retail trade may receive the stimula
tion it lacked in the first half of the 
year.

[Copyrighted, 1926.]

Railroads Take Steps to Publish 
Operating Statistics.

The Committee on Public Relations 
of the Eastern railroads recently com
pleted the construction of a consoli
dated income account of all Class 1 
railroads in the United States. It is 
the most complete and instructive 
record of its kind ever published and 
is reflective of the desire of the car
rier managements to place full oper
ating facts before the public.

It should go a long way toward the 
correction of misleading statements 
which have been made from time to 
time in the past and should result in 
a further improvement of the rela
tions between the roads and their cus
tomers. The only unfortunate feature 
of the tabulation is that it covers op
erations for 1924. It is the plan of 
the committee, however, to bring it 
more nearly up to date as soon as the 
figures are available. Data for this 
work were furnished by the Bureau of 
Railway Economics from the official 
reports of the companies to the Inter
state Commerce Commission.

Total operating receipts from all 
sources are shown to have been $5,- 
921,490,100 in 1924. These receipts 
have been segregated as follows: For 
freight transportation, $4,345,971,078; 
for passenger transportation, $1,076,- 
024,307; for express transportation, 
$143,388,606; for mail transportation, 
$97,961,371, and for all other services, 
$258,144,738.

Each of these items is further an
alyzed, showing that 48,527,227 car
loads of freight were handled, each 
car averaging twenty-seven tons. The 
average return for each ton-mile (one 
ton carried one mile) was 1.11 cents; 
932,678,462 passengers were carried, 
each for an average distance of 38.7 
miles at an average receipt for each 
passenger-mile of 2.97 cents; 188,250,- 
227 shipments of express were car
ried in passenger service, and approxi
mately 18,000,000,000 pieces of mail 
were transported an aggregate distance 
of about 580,000,000 miles. Included 
in all other services are ferry trans
portation, carriage of milk, dining car 
service and all other incidentals.

It may be well to  point out that the

earnings of the railroads other than 
for transportation services are not in
cluded in the figures presented.

Many railroads are interested in 
other lines of endeavor, such as steam
ship lines, hotels, mining and oil drill
ing projects. While a consideration 
of these properties is essential from an 
investment point of view, they have 
been omitted in the presentation under 
consideration because they were not 
included in railroad valuations as 
fixed by the Interstate Commerce 
Commission.

[Copyrighted, 1926.]

Employe Stock Ownership Is  Boon 
To Industry.

More than 300,000 employes of about 
a score of large corporations in this 
country own almost half a billion dol
lars’ worth of stock in the concerns 
for which they work, according to a 
tabulation compiled by the Industrial 
Relations Section of the Department 
of Economics and Social Institutions 
of Princeton University.

The idea of employe stock-owner- 
ship has spread rapidly in American 
industry since the war and has con
tributed in no small degree to the 
absence of labor troubles. I t  has 
proved more successful than the profit- 
sharing plan under which bonuses 
were distributed to loyal -workers at 
the end of specified periods.

As a result of increased efficiency 
obtained from contented workers 
earnings have increased and employers 
have been able to pay larger wages in 
the shape of discounts to workers who 
buy stock on the installment plan. In 
most instances in which stock is sold 
to employes the employing company 
has reached a point where earnings 
have been stabilized and the price of 
the stock is not subject to wide fluctua
tions. The American Telephone and 
Telegraph Company, for instance, has 
sold more than $170,000,000 of its 
stocks to 1,174,000 workers, of whom 
160,000 are still paying for their 
shares.

If there were any doubt of a com
pany’s ability to maintain steady earn
ings and pay dividends an employe’s 
faith in the concern might be shaken 
if the shares were depressed in the 
market. On this point the New York 
Trust Company Index says:

“The chief purpose of a company’s 
efforts to enroll its employes as stock
holders is to engage the interest of the 
rank and file of the workers. For the 
company itself there is no immediate 
gain. On the contrary, the stock is 
usually sold at less than its market 
price. The indirect profit to be real
ized by the company will depend upon 
the effects of stock-ownership upon the 
workers.

“Better relations are promoted be
tween management and employes. In 
dustry is relieved of costly struggles 
between labor and capital, because 
labor now plays the role of capital in 
proportion to its capacity to save and 
acquire stock.”

[Copyrighted, 1926]

Every man, woman or child who 
enters a store offers the merchant the 
privilege of creating good will. Don’t 
throw aw’ay that privilege.
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To Get Rid of Broken Packages.
Apparently the broken case idea is 

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

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

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

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

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

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

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

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

again other jobbers absolutely re
fused to sell other than the original

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

I have in mind a couple of more 
outstanding examples where similar 
changes have brought about most sat
isfactory results, but the above is suffi
cient to illustrate the point I have in 
view'.

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

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

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

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

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

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

There are at least two brands of 
baking powder that are packed in un
popular sizes, there is one brand of 
potted meat packed three dozen to the 
case when a two-dozen case would be 
responsible for more of it reaching the 
grocers’ shelf and many more lines 
could be mentioned.

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

Sec’y Michigan Wholesale Grocers’ 
Association.

Failure To Inventory Stock Ground 
For Voiding Policy.

As a general rule, where an insur
ance company issues a fire policy cov
ering a stock of merchandise, the 
policy provides that inventories shall 
be taken within certain times. And 
further such policies frequently pro
vide that a failure to take the kind of 
inventory named in the policy will 
fender the latter null and void.

It follows that a merchant should 
have care in situations of this kind and 
comply in a reasonable manner with 
the inventory terms of his policy, for 
in the event he does not, and loss 
occurs, he may not be able to recover 
under his policy. The possible danger 
to a merchant in overlooking this 
phase of insurance law may be illus
trated by the following:

In one case of this kind a retail mer
chant engaged in operating a drug 
store carried a fire policy on his stock. 
The policy required that the merchant 
take a complete itemized inventory 
within certain times, or it would be
come null and void.

While this policy was in force the 
merchant suffered a total loss by fire. 
The insurance company refused to 
pay, and the merchant brought an ac
tion to recover the face value of the 
policy. In order to do this it became 
necessary for the merchant to show 
he had complied with the inventory 
terms of the policy, and for this pur
pose he submitted an inventory which, 
among other things, contained items 
as follows:

“One prescription case and goods 
$400.

“One lot of paint $100.
“Fish hooks and lines $20’’ etc.
Upon the trial of the cause the in

surance company contended that the 
inventory did not constitute a com
plete itemized inventory within the 
terms of the policy. The evidence 
showed that more than one-half of the 
inventory contained items of a “lot” of 
certain articles, then named them. In 
fact, whole classes of articles were in
cluded in one sum from which it was 
impossible to gain a fair idea of the 
value of the articles. The lower court, 
however, found for the merchant. The 
insurance company appealed and the 
higher court in reviewing the record, 
in part, said:

“We do not think these portions of 
the inventory meet the requirement of 
the law. It is impossible to determine 
the kind and amount of ‘fish hooks and 
hues, $20,’ as shown by this inventory 
You do have a total value. You have 
the class of material. But you could 
not tell whether the $20 aggregate was 
reasonable or not without some esti
mate as to the number of boxes of 
fish hooks or bunches of fish line.

“It is not necessary, in all reason, to 
count each hook and line or measure 
the length of each line; but some esti

mate of the quantity of these articles, 
as well as the quality of material em
ployed, is necessary to any satisfac
tory determination of the reasonable
ness of the total value alleged.

“The experts upon the stand in this 
case testified that several items in this 
inventory were too general to permit 
any fair or reasonable ascertainment 
of the value of certain articles in this 
stock of goods. “A ‘Lot’ of certain 
article of merchandise is clearly not 
an ‘itemized’ inventory thereof.”

Following the above review the rec
ord and a finding that not over 50 per 
cent, of the merchant’s stock was item
ized in the inventory, the court in 
stating its conclusions, among other 
things, said:

“When only 50 per cent, of a stock 
is itemized in the inventory, then the 
latter is in no sense complete. We do 
not say that a failure of any given per 
cent, is material or immaterial, but we 
do say that when about one-half of an 
inventory is invalid, there is no sub
stantial compliance with the contract.

In conclusion, the judgment in favor 
of the merchant was reversed, and 
judgment rendered for the insurance 
company. In other words, the higher 
court held that because of the failure of 
the merchant to furnish a complete 
itemized inventory of his stock he 
could not recover under his fire policy.

The foregoing ca.se was well rea
soned by the court, and it furnishes 
a striking example of the possible 
danger to a merchant in failing to 
comply with the terms of his fire 
policies in the matter of taking inven
tories. It is, of course, obvious that 
since each case of this kind must neces
sarily be decided in the light of its 
facts, the subject dealt with cannot be 
covered by a general rule. However 
the lesson the case reviewed teaches is 
plain, clear and forceful and may be 
summed up in the words, ‘‘Don’t take 
chances on voiding your insurance, 
but read your policy, and comply with 
its terms in a substantial manner.”

W hat Is  Money.
Money is what Money does.
Money means the satisfaction of 

the wants of Civilization and the re
finement of those wants means the 
advancement of Civilization.

Money keeps business going.
Money raises art.
Money builds churches and li

braries and schools and colleges and 
hospitals and diminishes disease and 
develops science and writes songs and 
plays and operas.

Money builds airplanes and sends 
men around the world on them. It 
has taught us to talk through the air- 
lanes without wires. It brings us 
the news of the world between the 
setting of suns.

It is money that is beginning to de
liver us from the greed and selfish
ness that have been the bane of the 
world since the days when civilized 
man first began to sit up and take 
notice. It was the narrow money that 
made man narrow. It is the broad 
money that led him into the straight 
paths of helpfulness and the Chris
tian spirit toward all mankind.

Money not only makes the world go 
but it makes the world advance.
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T H E  SEC R ET O F SUCCESS.

Getting Your Home People To Be
lieve in You.

I am not a preacher. I am an adver
tising man. There are a great many 
texts in the Bible on which I was 
brought up, which have a very definite 
bearing on business. I find as I re
read the Bible, which I am doing from 
time to time, that I get a lot of good 
business ideas out of it. So 1 am go
ing to select a text and my text for 
this speech or sermon is this:

“Whosoever would be greatest 
among you, let him be a servant.” 

The first thing I ask you to notice 
about this text is this: It describes 
one thing that every 'business man 
wants for his business, that it shall be 
the greatest of all. It is a perfectly 
legitimate and reasonable ambition for 
any business man. This text is a 
formula for accomplishing that result. 
If you want to be great, if you want 
to be the greatest of all, be a servant. 
Now this text, far from being a state
ment of a vague morality, is one of 
the soundest business principles that 
was ever enunciated. Instead of a bar
ren, impractical maxim being a ser
vant is the best and surest way to 
business success, and to the greatest 
possible success.

The truth is that service is not 
simply something that you do. Ser
vice really is something that you feel.
It is not merely an act, service is a 
spirit out of which the things that you 
do, the acts, grow.

As business men, you have a very 
definite relationship to your commun
ities. Some years ago a client of mine, 
for whom I was writing advertising, 
permitted me to publish the following 
statement in the newspapers. I read 
it to you not because I wrote it but 
because it indicates the type of man 
for whom it was written and what he 
was willing to say about himself.

\ \  e consider ourselves vour purchas
ing agent. We try to anticipate your 
needs and wishes in the quality and the 
character of our merchandise. We con
sider it our duty to put at your ser
vice all our resources of knowledge of 
goods, experience in buying, ready 
capital, which enables us to buy to 
your advantage. We do our best with 
all of these resources to enable you to 
do the best for yourself in your own 
buying. We watch for an advantage 
in the market that we may provide an 
advantage for you. In short, we 
mean to put all our resources at the 
service of our customer.

In the early days of commerce as in 
these, the common idea was that a man 
was in business for what there was in 
it, the chief thing in it being the 
profits he could make. The merchant’s 
main effort was to attract customers 
for his wares. His best brains and 
skill were directed toward getting as 
great a price for them as he could.
The business rule of those as of some 
later days was expressed by David 
Harum, who said, “Do unto others as 
they would like to do unto you, but 
do it first.”

Every transaction in the market was 
at the buyer's risk. Competition was 
almost unknown. The arts of flattery 
were employed by the merchants. The 
merchant fawned on his customers.
He was a suppliant of favor. Trades
men were regarded as being at the

bottom of the social scale, partly be
cause they placed themselves there 
and partly because they deserved to be 
placed there.

Not more than sixty years ago, a 
very great sensation was produced 
when a very large mercantile house in 
the East announced that from that day 
forward there would be established a 
one-price policy. Up to that time the 
aged policy of bargaining was the rule. 
The one-price idea was entirely new 
sixty years ago. Now it is much the 
rule.

There is a new idea growing in busi
ness which the text defines. The 
ancient rule of business to which refer
ence has already been made expressed 
it in the Latin phrase Caveat emptor, 
let the buyer beware, and that is be
ing superseded by a very practical a t
tempt to carry out literally the so- 
called Golden Rule.

We are beginning tb know that this 
Nation with all of its boasts, has never 
touched the real possibilities of busi
ness success, that nature and good luck 
have done most of our work, that our 
achievements have come in spite of our 
ignorance, and so no man can gauge 
the civilizing possibilities of a new set 
of motives in business. They will add 
to the dignity and the value of mil
lions of careers.

Commerce is an occupation which 
gentlemen will every day see more 
need to engage in; in true commerce 
as in true preaching or in true fight
ing, it is necessary to admit the idea 
of occasional voluntary loss; money 
has to be lost as well as lives under 
a sense of duty; the market may have 
its martyrdoms as well as the pro
fession, and trade its heroisms as well 
as war. There are five great intellect
ual professions relating to the daily 
necessities of life that have hitherto 
existed in the civilized nation.

The soldier’s profession is to de
fend the nation. The pastor’s or 
teachers is to teach; the physician’s 
is to keep it in health; the lawyer’s is 
to enforce justice; and the merchant’s 
is to provide for the nation, and the 
duty of all these men is upon due oc
casion to die for it. On due occasion 
the soldier rather than leave his post 
in battle; the paster or teacher rather 
than teach falsely; the physician rather 
than leave his post in the presence of 
disease; and the lawyer rather than 
countenance injustice.

The merchant, what is his due oc
casion for death? That is the main 
question for the merchant as it is for 
all of us, for truly the man who does 
not know when to die does not know 
how to live. Observe that the mer
chant’s function is to provide for the 
nation. It is no more a function to 
get a profit for himself out of his pro
fession than it is a clergyman’s or a 
teacher’s function to get his profit. 
The profit is a due and necessary ad
junct, but not the object of life for 
the teacher or the lawyer, or the 
physician, and neither is his fee or his 
profit the necessary object of life for 
the merchant. All of them have a 
work to be done irrespective of fee, to 
be done even at any cost.

Business is going to be before long 
among the noblest professions because 
it takes the highest order of sacrifice

and initiative to succeed in it. How 
are you to let the public know that 
you are running a store for service? 
Tell them so. The trouble with most 
advertising is that it talks too much 
about the goods in the store when it 
ought to talk about the goods in the 
use of the people that buy it. People 
do not really buy merchandise. They 
buy the result of having it.

The secret of success is in getting 
as many people as possible in your 
town to believe in you.

Harry P. Williams.

Maintained Prices' Can Be Broadly 
Enforced.

The Federal Circuit Court of Ap
peals at St. Louis has just rendered a 
decision on the appeal of the Cream 
of Wheat Company from the ruling of 
the Federal Trade Commission which 
will go a long way toward clarifying 
the atmosphere on the price mainten
ance question from the manufactur
ers’ angle.

The Trade Commission had charged 
the company with the use of unfair 
methods of competition in interstate 
commerce in violation of the Federal 
Trade Commission Act, in that it had 
maintained and enforced a schedule of 
uniform prices for the resale of its 
products and in that it had refused to 
sell to price cutters, and in other re
spects carried out a resale price main
tenance plan.

In April, 1925, the commission under 
an agreed statement of facts issued its 
customary order to cease and desist, 
restraining the company from carry
ing out its resale price maintenance 
policy by co-operative means, and fur
ther restraining it from the use of its 
agents in reporting dealers who failed 
to observe the announced resale prices.

On appeal the Circuit Court of Ap
peals has reviewed the commission’s 
order, upheld it in certain respects, but 
modified it in other very important 
particulars.

The court upheld the commission’s 
order in prohibiting:

1. The use of contracts or agree
ments with customers on resale prices.

2. A scheme of co-operation in se
curing information from its customers 
as to price cutters.

3. Notification of other customers 
in good standing that they shall not 
sell to price cutters, and

4. Requiring an extra price for its 
product from price cutters in order to 
secure from them assurances of their 
future observance of resale prices.

All of these points were clearly on 
the border line of illegality in the 
minds of most of the trade, so the pro
hibition is of no great hardship nor 
occasions much surprise. But when it 
comes to policing the trade to watch 
the way its products are handled the 
court seems to stand on all fours with 
the friends of liberal price mainten
ance for the decree says:

Provided, however, that nothing 
herein shall prevent the respondent 
from performing the following acts:

1. Requesting its customers not to 
resell cream of wheat at less than a 
stated minimum price.

2. Refusing to sell to a customer 
because he resells below such request

ed minimum price or because of other 
reasons.

3. Announcing in advance its in
tention thus to refuse.

4. Informing itself, through its so
liciting agents and through publicly 
circulated advertisements of customers 
which come to its attention, and 
through other legitimate means, with
out any co-operative action with its 
other customers or other persons as 
to the prices at which cream of wheat 
is being sold.

In other words, the general prac
tice of price maintenance, as operated 
by the bright and shining champion 
of the system, is sustained. Price 
maintenance of the progressive type 
on which friends of the plan have re
lied, never did rest on “conspiracy” 
agreements among competitors nor 
generally on contracts, though many 
have felt that a contract between the 
manufacturer and the individual dis
tributor was perfectly legal. How
ever, the fear of cutting off has be
come accepted as accomplishing the 
same thing.

As to discriminatory prices, there 
will remain in trade minds considerable 
disagreement with the Circuit Court. 
The fundamental question on which 
all this controversy rests is still wide 
open, awaiting settlement. For in
stance, is a specialty sold under a 
brand name ordinary merchandise or 
not has it personality or not?

And if the owner of a natural mo
nopoly, such as a trade marked ar
ticle is, chooses to pay his distributors 
on the basis of the relative service 
they render him— (which constitutes 
discriminatory prices and profits) is 
it illegal? This court thinks it is; at 
least that it results in restricting the 
price cutter by loading him down with 
a higher cost than his competitors.

It would not be surprising to find 
this point made the basis of an appeal.
It is the crux of the much discussed 

Bristley Plan.” And if that be set
tled, then the whole maintained price 
problem will rest on a new basis of 
the rights of a manufacturer to con
trol his goods way down the line.

Dirty-faced stone buildings that 
blush dark with shame between clean 
new structure can now be steam-clean
ed so that they not merely look almost 
as good as new, but attain the mellow 
refined look of ripe age. The U. S. 
Bureau of Standards has conducted a 
series of tests to determine the best 
way of cleaning buildings. Old- 
fashioned methods of acid cleaning, 
sand blasting, scrubbing with soap 
powders and hand brushes are effec
tive, but very slow and laborious. Live 
steam-cleaning was first tried on dirty 
stones in the laboratory, and then on 
a twenty-year-old accumulation of dirt 
on an old bank building in Baltimore. 
The results showed that this new 
method could be used rapidly with in
experienced common labor, although 
the cost was somewhat higher than 
for acid cleaning. This cost is ex
pected to drop when the method passes 
the experimental stage.

It is when you feel as if you cannot 
fight on any longer that you are near
est to the turn of the tide.
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KRAFT CHEESE COMPANY, New York—Chicago—Pocatello, Idaho

It Slices ♦  ♦ ♦ It Cooks * * * It Keeps

KRAFT CHEESE
V A R I E T I E S :

Swiss, Pimento Camembert 
American, Brick Limburger 

Old English Grated, Cream 
V* lb., Vz lb. and 1 lb. cartons,
5 lb. boxes and in packages 

and jars

"Didn’t know you had i
It might: surprise some of your customers also. A tasty display of some 
of the less common varieties of Kraft Cheese will automatically uncover 
this waiting market. A t your suggestion, many will try a new v a rie ty - 
like i t—and in  this way you develop new sales. It will pay you well to 
feature the entire K raft line, for you will sell more cheese when people 
become acquainted with more of the varieties—you can depend on the 
famous Kraft quality for that. Talk this over with your local distributor.

I
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DRY GOODS
Michigan Retail Dry Goods Association. 

President—H. J . M ulrine—B attle  Creek. 
F irs t V ice-P resident—F. E. Mills, L an

sing.
Second V ice-President—G. R. Jackson, 

Flint.
S ecre ta ry -T reasurer—F. H. Nissly, Yp- 

silanti.
M anager—Jason E. Hammond, Lansing.

Some of the Newest Things in 
Millinery.

A demand for metal detail in mil
linery closely parallels that of the 
metal vogue in formal dress, general
ly. In common with the leading 
French couturiers, the Paris modistes 
are sponsoring a new use of paillette 
motifs and embroidery, designed for 
such diverse usage as the completion 
of the tailleur and as dancing turbans. 
Paillette detail is, therefore, accepted 
when allied with felt, velvet, hatter's 
plush and the many fabrics now in 
demand for both formal and informal 
wear. It is particularly successful as 
now applied to the dancing turban, 
utilizing maline or the fine metal nets 
as a base for lace patterns. Bindings 
of these nets, thus treated, are swathed 
about the head in the fashion Agnes 
has originated, with a long scarf end 
as the completing touch, according to 
a bulletin issued yesterday by the Re
tail Millinery Association of America.

“Upon the higher levels of produc
tion,” continues the bulletin, “the use 
of pearl and jewel incrustations is by 
no means reserved for the formal mode 
but also finds its way into the collec
tions which specialize in felts of the 
de luxe class. Among these details 
are crystal steel, amber and amethyst 
embroideries, motifs and ornaments. 
Small jet, copper and steel nailheads 
are effectively appropriated for con
fetti designs, and a tiny metal star is 
introduced in a shower of star dust on 
a curious black satin skull cap.

“Lace incrustations, as originally 
presented by Reboux, are finding 
early response in the specialty shops, 
one house quoting as its leading early 
success the use of parchment point 
Venise upon black felt and velvet 
models, as the accompaniment of the 
tailored velvet frock) with Venetian 
collar and cuffs.

‘Interesting ribbon treatments in
clude what are broadly designated as 
ribbon embroideries, to which a new 
chenille ribbon introduces artistic 
shadings blended with metal. These 
embroideries are mounted upon broad
cloth and duvetyn and are destined to 
a popular success in fresh versions 
of the modified beret. Ostrich flue 
embroideries gain in prestige as a de
tail of metal nets.

“One especially effective use of 
ribbon enhances a velvet beret where
by the straps of the ribbon are 
caught by small reptilian leather 
triangles in decorative lines.”

merchandise. Many retailers are plan
ning to test the theory that consumers 
are as much interested in higher qual
ity goods as they are in that which 
has the appeal of price. The extent to 
which they are successful in testing 
this theory will be watched with great 
interest not only by the retailers who 
are directly concerned, but also by the 
manufacturers. Many of the latter 
have had little or nothing except price 
in the way of a definite policy to guide 
their production standards since 1920.

W orsteds Return To Favor.
W orsteds are returning to favor in 

the men’s clothing trade and, from 
present indications, there is no doubt 
but that these goods will dominate in 
the orders for men's wear Spring 
woolens. The reaction from woolens 
was said yesterday to be now at its 
strongest. This has come about be
cause of several factors, not the least 
of which is the great lengths to which 
worsted sellers have gone to get busi
ness. Prices are at rock bottom and 
the styling of the lines has seldom 
been of a higher and more attractive 
type. Clothing manufacturers have 
also been forced to give a greater 
amount of attention to retailer and 
consumer complaints that woolens did 
not give the service that was expected, 
and the greater stress on worsteds is 
counted on to eliminate many of these 
complaints.

Velvets Are Doing Well.
Strong co-operative efforts to  bring 

velvets back into vogue are being put 
forth and they are generally credited 
with considerable success. I t  is held 
likely that as the season advances vel
vets will lead the mode not only in 
evening wear but also to a marked ex
tent in garments for afternoon wear. 
Chiffon velvet has been in growing de
mand since the latter part of July and 
is being bought extensively now iit 
both afternoon and evening shades. 
Brocaded and metallic velvets are also 
strongly in the lead in the novelty silks 
offered for the fall. They constitute, 
in fact, the only novelties of impor
tance offered for the new season and 
as such have been stressed for formal 
wear.

Outlook for Better Grade Goods.
Retailers and owners of specialty 

stores are completing the last of their 
sales of seasonal merchandise and by 
the middle of September will begin 
centering their merchandising and sales 
promotion activity on fall merchan
dise. The outstanding thing in con
nection with the fall is the greater 
attention which will be given to hav
ing the consumer buy better grade

Jerseys Growing More Popular.
Junior wear lines show a strong 

trend at the moment toward jerseys, 
especially in the firmer, smoother 
weaves. The combination of this ma
terial in several tones of one color is 
an attractive and favorite offering of 
the manufacturers. In three shades 
of green, or in three shades of wood 
brown verging on red, two-piece mod- 
elsare shown without trimming other 
than a narrow leather belt that is 
placed slightly below the normal waist
line. Most of the fall models are made 
either with a V-shaped neck or with a 
collar that closes at the base of the 
throat. The blouses are of finger-tip 
length, and the skirts usually show 
kick pleats” in front.

______For Quality, Price And Style

Weiner Cnp Company
Grand Rapids, Michigan

BIG YANK
W ORK SHIRT

THE BEST KNOWN 
AND

LARGEST SELLING 
WORK SHIRT 

IN THE WORLD

and

more BIG YANKS 
are being sold each 
year. It’s the growing 
volume that keeps the 
price right. Double 
wearing materials — 
snappy style and com
fort—plus advertising, 

•  make volume. Coming
and going, everything works for BIG YANK—and 
the merchant who handles it.

Men like BIG YANK for its over-sized comfort and 
the way it stands up under service. That’s the reason 
most merchants concentrate on BIG YANK. They 
hold down stock, save on selling time and shelf room, 
turn over their capital oftener, and make more money. 
No topheavy stock necessary. We are prepared to take 
care of orders properly.

EDSON MOORE, & COMPANY
I 7 0 I - I 7 M  W est P o r t  S taee t

DETROIT

IK  OLD flMSNAL DANK
There’s a difference between saving and 
hoarding. The thrifty man saves because 
some day he intends to use his savings. 
And when that time comes, it’s well to 
have the advise of a friendly, helpful 
bank.

cA rB an\ for
MONROE AT PEARL NO BRANCHES

Mr. Stowe Says
I  am  n o t v e ry  friendly to  col
lection concerns, b u t m «  one 
happens to  be on the  s q u a r e -  
one in  a  thousand.

othS^ xt^ J“**' N# 0Xtrm commU*lon»- Attomsy fees. l i s t -

tolse paper?: Any B “ *k  o r Ch* m b#r °* Commerce o f B attle  Creek, Mich., e r

Merchants’ Creditors Association of U. S.
M8-810 McCamley Bid«., Battle Creek, Michigan 

N#w3TorkDClt£0tlOn W* " •  boBd*d **  Fidelity *  Casualty Company of
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Shoe Colors Important.
Manufacturers and retailers in the 

shoe industry are particularly alert to 
the color situation this season and are 
capitalizing the vogue for matching 
shoes to frocks in building volume 
business This has been made possible 
by the Textile Colcr Card Association, 
according to Miss Lucille Curtis, style 
adviser for the Tanners’ Council of 
America

“Kid leather continues to top the 
list in actual consumption,’’ said Miss 
Curtis yesterday. "This is easily ac
counted for, because kid skin takes 
dyes so readily that it can be tanned 
in any of the prevailing colors. Fur
thermore, the closed-up types of shoes 
favor a leather like kid, which is both 
pliant and porous.

“For early Autumn kidskin in golden 
brown, blond and rose-beige will pre
dominate. Midwinter will undoubted
ly bring in Hampstead brown, marsala 
and mouvette, all of which are varia
tions of the color known' in previous 
seasons as tete-de-negre. These shades 
blend well with the dark browns of 
furs and fabrics, and will undoubtedly 
be the smartest in the color range.

“The pronounced acceptance in fab
ric colors of the wine shades and both 
dark and light navy blue has occa
sioned a demand among high-grade re
tailers and custom shoemakers for 
matching shades in kid leather. These 
shades will be used, not as the reds 
and greens of a few seasons ago, but 
as a matching accessory color.

“With the trend toward black in 
Paris, it is probable that more black 
shoes will be worn this season. In 
both fabrics and leathers the highly 
glossed finish is not desirable. Conse
quently, the gunmetal finish in black 
kid and the dull mat kid are in great 
demand.”

Floor Coverings More Active.
W ith the approach of Fall the local 

floor covering trade is taking on a more 
active aspect, and the remainder of 
this month is expected to see quite a 
little activity in carpets, rugs and 
linoleums. The bulk of this business, 
it was said yesterday, will come from 
buyers in the Eastern half of the coun
try, especially in those sections where 
“moving day” comes on Oct. 1. A fac
tor in increasing this business, it was 
further said, will be the number of 
will permit more changing of living 
dwellings available this year, which 
quarters than in recent years. With 
the Spring, 1927, opening of some of 
the leading lines only about 60 days 
off, interest in the primary end of the 
trade is beginning to turn toward the 
new system. One of the big questions 
is whether there will be an auction to 
start it off.

Jewelry Outlook Is Bright.
Present indications in the jewelry 

trade point to one of the best Fall and 
holiday seasons in some time. Retail
ers in most parts of the country did 
a good business last Spring, and this 
is reflected to no small extent in the 
business that is now being received 
by the manufacturers. Even better 
orders are looked for now that the 
retail trade has shaken off its Summer 
lethargy. One of the interesting fea
tures of the production end of the in

dustry is the growing use of palladium 
“on its own.” Articles made of this 
metal, which has for some time been 
used in conjunction with platinum, are 
said to fit very nicely into the gap be
tween those made of white gold and 
those in which platinum is used.

Sports Coats Did Well.
Because of the labor conditions in 

the women’s coat trade, entailing 
paucity of stocks and delayed deliv
eries, many retailers this year did not 
feature their usual August cloth coat 
sales. Reports reaching the whole
sale market, however, indicate that 
those retailers who held sales did well 
with sports and travel coats. The re
sults are said to justify the strong con
fidence that many wholesalers had in 
these types of garments. It is pre
dicted that the demand this month 
and next for such coats will be very 
good and strong efforts are being put 
forth to insure adequate supplies of 
them for the retailers despite condi
tions.

Sell Women’s H ats W ith Shoes.
The continuance of the ensemble 

idea in women’s dress has given sev
eral progressive retailers an opportun
ity of increasing millinery sales by 
offering certain types of chapeaux in 
their shoe departments. The kid en
semble lends itself especially to this 
kind of merchandising, it consisting of 
shoes, bag and hat to match. It has 
been found a simple matter to sell 
bags along with the shoes, and it is 
further said that since both head sizes 
and designs have become more or less 
standardized, it is not so difficult to 
sell hats as it might seem. The nov
elty of seeing hats offered in a shoe 
department has a sales value not to be 
taken lightly.

Calls for Better Linoleums.
Good-sized reorders are being re

ceived for better-grade linoleums and 
manufacturers report that they are 
oversold on certain lines of goods. The 
heavier grades of battleship linoleums 
are especially sought for and large con
tracts are being placed for new build
ings and the refitting of old ones. In 
laid linoleums are also in demand. The 
shortage of the higher priced goods is 
ascribed to the tendency of retailers 
to stock up on cheap goods and to 
maintain -skeleton inventories of the 
better varieties. Because of the active 
demand, prices are expected to be firm 
at least for the remainder of the fall 
season.

Market in W omen’s Fabrics.
The women’s wear fabric market 

continues very quiet. Some of the 
large operators have placed volume 
business in staple twills and sheens 
for next Spring, while there have also 
been some orders booked in novelty 
lightweight worsteds. The cutters, 
however, are not inclined to do much 
in the way of advance business for 
next Spring, and the mills have little 
desire to force things. In Fall cloths, 
particularly coatings, a mark-time a t
titude continues because of the strike. 
Stocks of fabrics are very light, and 
all indications point to a shortage 
when the big demand comes a f<*w 
weeks hence.

□ i

Investing For Profit—

■ANY INVESTORS feel that Securities with a 
sure return and safety of the original invest

ment are “too slow” for them.
Well, some of the “fast” ones win, but the roads to 
financial success are strewn with the wrecks of “fliers” 
and “sure things”, while the sometimes “ slower” 
investments are on their way to the goal, earning a 
profit for their owners as they go.
We do not sell any “speculative” issues, as we own 
all the securities we offer for sale, and they were 
purchased by us only after we had decided they were 
safe, and desirable for us to own.
When you buy bonds of us, you are investing in se
curities which have passed the test of careful inves
tigation.

Ask us to send our monthly circular—
“Investment Suggestions”

T TH 1E&

MichiganTmist
COMPANY

GRAND RAPIDS, MICHIGAN

The first Trust Company in Michigan

O

Fenton Davis 6 Boyle
B O N D S  E X C L U S I V E L Y
Graadl Rapid* National Bank Bail dint

Chicago GRAND RAPIDS Detroit
R im  National Bank Bldg. Telephone« f Main* |gg 4418 Congraaa B u fid n g

Decoration« losing fmehnnss 
K E E P  T H E  COLD, SOOT AND DUST OU T
Insta ll “AMERICAN W IN D U STITE” a ll-m etal 
W eather S tripe and save on your coal bill«, m ake 
your house-cleaning easier, ge t m ore com fort from 
your heating  p lan t and  p ro tec t your furnishing« 
and  d raperies from the  outside d irt, «oot and  dust. 
Storm-proof, Dirt-proof, Leak-proof, Rattle-proof. 

Made and  Installed  Only by 
AMERICAN M E TA L  W EA T H E R  STRIP CO. 

144 Division Ava., North
Cits. Telephone »1-91« Grand Rapids, Mloh.
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RETAIL GROCER
Retail Grocers and General M erchants 

Association.
P residen t—Oria Bailey, Lansing.
V ice-Pres.—H ans Johnson, M uskegon.
Secretary—P aul Gezon, W yoming P ark .
T reasurer— P. H. A lbrecht, Detroit.

Good Grocer Never Did Such a Thing. 
W ritten  for th e  Tradesm an.

A remarkably successful grocer re
cently declined to join his neighbors 
in a neighborhood co-operative adver
tising campaign, and he gave his view 
thus:

"All those boys can think of is price, 
and all they imagine advertising con
sists of is ‘special offers’ at cut prices. 
Say, I have been in business many 
years—and you know I have some
thing to show for my time—and I 
never have published a Friday adver
tisement in all my experience; and I 
mean not once.

Why, don’t you know,” he con
tinued, "that any grocer who has any 
right to be in business is just as busy 
as he can be on Saturday? He is. He 
may start early and stay late—as he 
usually does—and he cannot catch up 
with his work. We have fine goods to 
sell on Saturday. We have the finest, 
most varied assortment of the entire 
week. Why? Because folks want nice 
eats for the Sunday feasting; and they 
are thinking of how nice things are 
and not how cheap. W hat’s the use 
giving away our profits on that nor
mally busy day? I can’t see it. Never 
could see it.”

"We aim to cash-in Saturday for 
some of the dry times of other days. 
We show our best. We offer our best. 
We get good sized orders and full 
prices on that busiest day. I cannot for 
the life of me see the sense of offering 
sugar, soap and other staples at spec
ial prices on that day. Until our 
neighbors can see that selling goods is 
something besides working for noth
ing, we shall not join them in any so- 
called advertising movement.”

I am reminded of that man’s remarks 
by a double page of specimen adver
tisements and announcements from the 
1 ulsa World. The advertisements re
late, in fetching display type and dress, 
how three to five page? of magic 
Empire Food News” appears In the 
World every Saturday morning: 
“Shop for Food Saturday,” “A sixty 
inch advertisement every Friday morn
ing selling Saturday Food News.” 

Accompanying this big display are 
many paid advertisements (1) of Tulsa 
grocers and meat dealers—space paid 
for with good money to get the adver
tisers nothing but expense, loss and 
grief. No wonder my successful gro
cer friend declined to join his neigh
bors in any such fool movement. He 
and others like him will shun co
operative advertising until grocers 
generally learn two things:

That cut prices do not constitute 
advertising. They simply aggravate 
losses and multiply troubles. That the 
man who pays for space so utilized, 
spends his money to increase his 
losses.

That advertising, properly used, is 
a business builder; and that business 
building is a serious job which must 
have the best attention of any mer
chant every day he remains in business.
As such, advertising is about the most

important job that comes to any man 
in any line of business—grocers :n- 
cluded.

“So-called” advertising my friend 
called it—and he was right. It is mis
called. It makes your Saturday un- 
profitably busy and your Monday less 
profitably busy than is now the case— 
and surely it is bad enough now with
out spending money to make it worse.

Again I contrast the real advertising 
of Henry May & Co., Honolulu. Here 
is a section of a recent circular, copied 
word for word:
Delicatessen Dishes From Seattle. 

Care-free afternoons, delicious dinners 
—made possible by Hedlund’s.

No matter how she spends the after
noon—golfing, motoring or shopping— 
the housewife need not dread the “five 
o’clock scramble” any more. Prepar
ing and serving a tempting, nourishing 
dinner is no longer a proolem—thanks 
to Hedlund’s.

Soup, salad and dessert have long 
been available in convenient forms. 
Now comes Hedlund's with the meat 
course—cooked, seasoned, ready to 
serve—Roast beef, beef steaks, meat 
balls and other entrees of beef, packed 
in savory gravies, ready for your 
table without fuss or muss.

Perhaps you’ve heard of Hedlund’s. 
Their delicatessen dishes are known to 
thousands of housewives.

Possibly you’ve tasted these delicious 
meats—they’re being constantly dem
onstrated in hundreds of the best 
stores in the West.

But have you served them? You 
cannot appreciate the convenience, the 
downright economy and the delightful 
flavor of Hedlund’s until you’ve tried 
them at home.

Carved roast beef and gravy, 1 lb. 
tin, 35c. Homecooked style.

Boiled beef and gravy, 1 lb. tin, 35c. 
Spanish style,

Petite ̂ beefsteaks and gravy, 1 lb. 
tin, 45c. Homecooked style.

Beef loaf and gravy, 1 lb. tin, 35c. 
Homecooked style.

Meat balls, cereal and gravy, 1 lb. 
tin. 35c. Swedish style.

No seasoning required. Just heat 
it and eat it.

Hedlund’s Sandwich Spread, '/2 lb. 
tin, 20c. A new delicatessen dish, 
served cold.

W here is the appeal?
Read back over the items and seek 

the appeal. Do you find it in any 
suggestion that Hedlund’s is cheap or 
that May is offering his line at less 
than others charge? No. Nor will 
you notice any fear on May’s part that 
he may be saying something of value 
to other sellers of food. But see how 
your mouth sort of waters, how you 
really want to take a chance on a 
sample assortment of Hedlund’s. The 
fact that you never heard of Hedlunl’s 
before and that quite evidently he is 
well posted on Swedish eats makes no 
special difference to you—except that 
thereby you are made a bit more 
curious. And so we read further:

Our Compliments.
Please ask one of our salesmen for 

a transparent celluloid case suitable 
for holding your driver’s registration 
card. 1 his cover will always keep 

(Continued on page 31)
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MEAT DEALER grade and measure well up to the kind
that produce the world-famous Eng- 

A Plain Meat Dish and a Square Meal, lish mutton chop. There has been a 
For the average person there is growing tendency lately on the part 

nothing more enjoyable when taking of retailers to buy more of the broil-
dinner at the home of a friend, aside ing and roasting sections of mutton,
from the friendship and pleasure of and this seems to indicate that retail
such association, than a meal prepared demand is swinging towards the more 
without unnecessary fuss and consist- mature carcasses of the ovine family, 
ing of food a little different from that We have pointed out on other oc- 
usually eaten. Since the meat dish is casions that there might be benefit to 
almost always the pivot around which consumers if more mutton was bought 
the meal is built up, a little surprise in the American home, both from a 
in the kind of meat and the way it is point of economy as well as taste, 
prepared often gives greater pleasure When lambs are relatively low in price 
than more costly and more convention- there is not so much inducement of-
al meat cuts, or joints, as our English fered to the housewife in mutton pur-
friends term them. There are many chases, but at times like the present a 
dishes of this kind that serve the pur- trial of mutton might develop a new 
pose indicated, and if the housewife friendship that would endure after con- 
can get over the influencing thought ditions have changed back to normal, 
that she must serve leg of lamb, roast Meat from well-fed mutton carcasses 
beef, roast chicken, broiled chicken or is much better than the average home 
squab and the like she will possibly buyer thinks, and the full-meated chops 
gain a reputation for originality and from the heavier carcasses give more 
in the end satisfy her guests better at than the bite one gets from a lamb 
less cost. The latter thought may not chop. The best outlet for mutton at 
be appropriate as an important con- the usual seasonal runs, as far as the 
sideration since entertainment should Eastern seabord is concerned at least, 
not be coupled with mercenary mo- *s to supply houses whose customers 
tives, but we believe a sharp distinc- are steamship lines, hotels and restau- 
tion may safely be drawn between rants. The former buys mutton regu- 
frugality and stinginess. One of the larly and apparently finds it highly 
dishes that appeals to many and which suitable to their needs. Some hotels 
is not especially expensive is broiled serve it regularly to patrons who have 
sliced ham. If such a meat dish is de- grown to appreciate it, and a few 
cided upon great care should be ex- restaurants serve it also. The United 
ercised in selecting the ham, and it States Navy is a regular and big buy- 
should be mildly cured and tender. er of mutton, and the navy has gained 
There is a great deal of difference be- a reputation for feeding her boys well, 
tween hams, but your retailer always The army also knows meat values and 
knows what is good and will furnish buys mutton. There would be a much 
it if the matter is put up to him right. more general and constant demand for 
The slice for four or five should be this highly satisfactory meat, however, 
about three-quarters of an inch thick if the American housewife would de- 
and from the center of the ham, pre- mand it regularly in her home. Do not 
ferably from a ham weighing around associate mutton with cheap and un- 
fourteen pounds. It should be broiled desirable meat, even though the price 
well so that it will be cooked thorough- >s much lower than lamb.
ly and served with mashed potatoes -------------------------
mixed with cream and butter and Kick the Vinegar Barrel,
blended to a velvety smoothness. Other The vinegar season has been on for 
vegetables may be string beans, cauli- a month or more. A salesmanager ad- 
flower and asparagus. Nearly every vises his men to kick the vinegar bar- 
family has friends who enjoy particular re  ̂ at every store at which they call 
dishes and a little forethought in as a means of getting all the vinegar 
learning their tastes will help out business now possible. His instruc- 
wonderfully in their entertainment at tions are as follows:
dinner. Casserole dishes are very “There is no doubt but what this is 
palatable to many and we have known the biggest vinegar season in a long 
such dishes as sour beef, casserole time, and there is no doubt but what 
roast and Italian hash a la casserole to now is the time to get that business, 
find a very responsive taste among our So, regardless of what else you may 
friends. Farmers’ Bulletin, No. 591, have to do, we want you to ‘kick the 
entitled Economical Uses of Meat in vinegar barrel’ in every store you call 
the Home, can be secured from Super- on for the next few weeks, 
intendent of Documents, Washington, “The reason we want you to do this,

C- _ is that it will be to your interest, and
# we say to you, that even though a

Mutton as a Substitute For Lamb. merchant does have a barrel half full, 
The wholesale price of lambs is very or for that matter almost full, is no 

much higher at the present time than reason why you can't sell him Another
it has been during the past months, barrel. Get the spirit of this, men, and
and the tastes that consider lamb chops you will see how it pays.”
and other lamb meat necessary for sat- _____ + m ^_____
isfaction, may find in mutton a fairly The man whose future hinges on
good substitute. Mutton has been selling, should take an occasional in
coming into the market recently in ventory of his stock in trade; should
more liberal quantities than during the analyze himself and his chances-
winter and early spring, and a great should carefully examine his reflection
deal of it is of very high quality at in the mirror of merchandise distri-
this season of the year. In fact, there bution, and ask himself this question-
are mutton carcasses on the market How far have I strayed from the old
now that come withfo, thq Choice path of salesmanship?

Don’t Say Bread 

~ S a y

H 0 L S U M
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HARDWARE
Michigan Retail H ardw are Association.

P resident—George W. McCabe, Petos- 
key.

V ice-President—C. L. Glasgow, Nash» 
T i l l e .

Secretary—A. J. Scott, M arine City. 
T reasurer—W illiam Moore, D etroit.

Keeping Track of Costs in the Tin 
Shop.

W ritten  for the  Tradesm an.
W hat about the tin shop in the hard

ware store? Is it a profitable depart
ment? How many hardware dealers 
actually know whether or not the tin- 
shop is profitable? How is it to be 
operated to make certain of a profit? 
These are all questions which suggest 
themselves in regard to the tin-shop 
as a department of the hardware busi
ness, and they are all of vital im
portance.

The tinshop has been the subject of 
a great deal of discussion in recent 
years, and investigation has made it 
all too evident that too few dealers 
conduct it along systematic lines. 
Guesswork has been resorted to alto
gether too much, and guesswork has 
no place in any business; especially in 
a business such as this.

To get right down to brass tacks, 
there have been and there still are 
too many hardware dealers who do not 
know exactly how much each contract 
costs, or whether or not they are mak
ing a profit on the work.

Such dealers have no method of fig
uring costs of each individual job, 
These have in many instances to be 
guessed at. Like the mariner without 
a compass, the dealer is drifting along. 
He knows he is on his way, but does 
not know where he is going, and trusts 
to a kind providence to keep him off 
the rocks. If he is cautious, he loses 
business by figuring too high; if he is 
eager, he loses money by figuring too 
low; he loses both ways by not knowT- 
ing his actual costs.

One hardware dealer with a success
ful tinshop department has evolved a 
costs system that allows him to know 
accurately how much he is making on 
each individual contract or job.

This dealer has an extensive tin- 
shop department occupying the second 
floor of his building. He employs 18 
men.

“I don’t know how it would be pos
sible to get along without a cost sys
tem,” he says. “A man couldn’t tell 
whether he was making money on his 
work or not. He couldn’t wait until 
the end of the year when stock is taken 
to find out. Each individual job must 
stand out separately with a record, 
showing whether it has paid a profit 
and whether the profit is as large as 
it should be."

This dealer has instituted a card 
system of reckoning costs. One card 
is used for outside w'ork—large con
tracts. At the fop of the card are 
blanks for the date of delivery, date 
work finished, and name of the man 
for whom the work is done. Below are 
ruled columns showing a description of 
the goods, amount sent out, number 
of shop card, goods returned, goods 
used, and price.

When the goods are sent out, de
scription and amount are filled in. 
Then the workman, wThen the job is 
finished, fills in the amount of each

article returned and the cost of the 
rest, which has been used in the work 
is carried out in the last column.

The workman adds his time and 
wages to the bottom, and the total 
cost, including all material used and 
wages, is definitely known.

When the workman brings in his 
slip, he also fills out a card for the 
wagon man showing the goods return
able which are to be called for. The 
driver is supposed to pick up, not mere
ly the material he sees around, but 
everything called for on his card.

Another card is provided for inside 
work. The system is the same, the 
workman filling in the cost of all the 
material used as well as his time, thus 
arriving as before at the total cost of 
the work.

Thus the dealer by this system ha9 
absolutely no guesswork. He knows 
accurately the amount every piece of 
work has cost him.

These records are all filed away, and 
prove extremely valuable in figuring 
on future contracts. W hen the dealer 
receives an enquiry regarding any 
work, he looks up the records of a 
similar job, sees how much it has cost 
him, and is thus ready to quote a price. 
Such a system certainly safeguards 
against the tinsmithing department 
being operated at a loss—a complaint 
which has been heard from not a few 
hardware dealers.

As to the advisability of running a 
tinshop in connection with the hard
ware store, this dealer declares it is 
perhaps his most important depart
ment. “The same store, the same sell
ing staff, the same book-keeping sys
tem and the same delivery serves for 
both, so that they should be run more 
economically than if conducted sep
arately. When the wagon is going out 
with hardware, it can just as well take 
tinsmithing supplies along. Thus ex
penses are spread over a greater 
amount, and accordingly percentage of 
expense is lessened.”

Another dealer who has made a feat
ure of the tinshop strongly believes in 
the value of a definite system for ar
riving at tinshop costs.

“Every dealer should figure out the 
actual costs for each job. It is impos
sible to guage the price for a certain 
job unless this is done,” he says.

In this dealer’s practice, each job 
is figured by itself, the actual cost of 
the material used being included in the 
statement as well as the cost of labor. 
Depreciation of tools included in gen
eral overhead expenses, which are tak
en into account in arriving at the ad
vance that should be charged over ac
tual cost to show a profit to the dealer.

This dealer figures that 25 per cent, 
is about the amount that should be 
charged above the cost in order to al
low for expenses and a reasonable 
amount of profit, although he states 
that competition sometimes cuts it be
low that figure.

Not only does he have a check on 
each piece of work; but at the end of 
each year stock is taken and a general 
summing up is made to see that the 
tinshop has shown a satisfactory profit 
for the year.

This dealer has two important meth
ods which he uses in securing business 
for his tin shop. One pertains to se-

1
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curing new customers and the other to 
retaining old ones. He watches for 
any new buildings which he sees being 
erected, finds out the name of the 
builder, and goes after him for busi
ness. When he gets contracts from 
builders, he tries in all cases to give a 
satisfactory job. This means the se
curing of further work for them—and 
he makes it a point to maintain a 
friendly connection with good builders.

In one small town tishop a system 
is being employed which enables the 
work of the various men to be accu
rately determined. This has been fol
lowed for some time now and has 
proven exceedingly useful—not only in 
checking the men and keeping them 
working to the best of their ability, 
but also in preventing waste of ma
terial.

Time sheets are used. On the time 
sheet the date and the name of the 
workman is written. Then the man is 
required to make some entries. Under 
the column “W ork done for’’ he states 
the name of the proprietor on whose 
job he has been engaged that day. 
Then, under the head “Description of 
work” he states exactly what was done 
that day. Further on he states the 
exact time he was engaged at this work 
—noting the hours and the minutes.

This slip, handed in every night, en
ables the firm to tell what that man 
has done, and also what he has earned. 
If the job has been finished, the task 
is easy. They merely enter the man’s 
pay as a charge. Add to this the cost 
of the material used—of which track 
is kept in the “Description of W ork” 
—and deduct the sum of these two 
amounts from the amount received in 
payment for the work done. Thus the 
gross profit which that man made for 
the store that day is known.

To get the net profit, of course, some 
allowance has to be made for rent, 
insurance and depreciation of tools. 
This can hardly be done every day, 
but taking month by month such a net 
profit is quite easy to obtain.

W here the job runs over several 
days all the time sheets covering it are 
checked up. If a job that should, for 
instance, require three days’ work of 
two men is found to run over consid
erably, it is up to the firm to find out 
the reason. There may, of course, be 
local conditions in connection with a 
job that make it difficult. But with 
such records covering months and 
years the head of the tinshop can pret
ty well tell how much time a good 
average worker should take on a speci
fic job. If the time overruns, and 
there are no exceptional circumstances, 
the remedy is obvious.

Of course, it is possible to speed up 
work too much. A rush job quite often 
is a careless and unsatisfactory job. 
The great thing is to see that every 
man maintains a decent average, con
sistent with good work.

Records of some sort are undoubt
edly essential to the successful opera
tion of the tin shop. You must know 
your costs before you can tell whether 
or not you are making money. An 
accurate knowledge of costs helps in 
figuring on jobs; and enables the dealer 
who is guarding against leaks of time 
and money to figure closely and yet 
make a satisfactory profit,

T ire Industry Returns To Normal. 
A reversal of the trend in crude rub

ber prices apparently is at hand. After 
a steady decline for almost a year a 
steadier tone has developed that holds 
possibilities of an advance that may 

. continue for several years.
The improvement is accounted for in 

a measure by the recent recovery in the 
tire trade, which has been brought 
about by curtailed production. Con
sumers of crude rubber have displayed 
more interest in the market recently 
on the theory that, with a curtail
ment of output imminent, prices are 
likely to point upward and stocks of 
rubber can be bought cheaper now 
than later.

As a result of the curtailment of new 
plantings in 1922, 1923 and 1924, when 
rubber prices declined below produc
tion costs, supplies are expected to be 
scarce in the next year or two if de
mand increases at the rate it has done 
since 1924, for rubber plants require 
about six years to reach the produc
tive stage.

A 20 per cent, cut in production of 
crude rubber in the three months be
ginning November 1 is anticipated by 
the National City Bank, which in its 
current bulletin says that if the price 
for the current quarter averages less 
than 21 pence in London, the equiva
lent of 42 cents per pound here, a re
duction in output will follow under the 
provisions of the Stephenson Act.

Because of the unsatisfactory condi
tion of the tire industry in the first 
half of this year, purchases of crude 
rubber by manufacturers fell off and 
supplies accumulated in London, re
sulting in a gradual decline in prices. 
Conditions have been reversed, how
ever, and world shipments probably 
will increase sharply, with the pos
sibility of exceeding last year’s figures. 
In this connection the bank says: 

“World shipments of rubber during 
the first six months of the year reached
291.000 tons, and for the entire year 
are expected to exceed 600,000 tons, or
100.000 more than last year. In face 
of this increased production, American 
consumption, which is the largest fac
tor on the demand side, fell during 
the first six months 12,000 tons below 
a year ago.

“Reflection of this excess of pro
duction over consumption is seen in a 
rise of rubber stocks in London since 
the beginning of the year from 6000 
to 30,000 tons.

“While for the current year con
sumption may show little or no in
crease over 1925, the growth of the 
automobile industry assures an early 
resumption of the upward trend. As 
against this growth of consumption 
there has been relatively little new 
planting in the recent years prior to 
1925.

“With the continuance of rubber 
consumption at anything like the rate 
of increase estimated, it is predicted by 
many good authorities that we may see 
the recurrence of another shortage 
similar to that which culminated in the 
rise of prices from around 20 cents a 
pound in the middle of 1924 to $1.20 
by the summer of 1925.”

[Copyrighted, 1926]
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COMMERCIAL TRAVELER
FA RM ING TO N AND M ORENCI.

Record of Notable Hotels at Each 
Place.

Marietta, Ohio, Sept. 7—While 
Fred Warner, agriculturist by posses
sion, cheesemaker by occupation, later 
Governor of Michigan, hailed from 
Farmington, I really cannot give his 
presence there credit for one of the 
neatest little hotels in the State about 
1900. Possibly twenty rooms, situat
ed on the main street, two stories high, 
construction of wood; a large veranda, 
always painted a delightful white. I 
don’t recall what name it bore, but 
believe it was Hotel Owen, taken from 
the name of the proprietor, Henry 
Owen. With him was Bruce Owen, a 
son, a great big good natured fellow 
who in later years went to Detroit, 
conducted a saloon in the triangle be
tween Michigan avenue and Fort 
street, with entrance from either 
street, made money fast, lived a swift 
life, but conducted a good clean place, 
as saloons went. He always continued 
a great big jovial fellow with many 
friends. He was a great gambler on 
horse races, base ball and in other 
sports, but believe I am safe in saying 
he never flirted with the pasteboards.

Even as early as 1890 the Hotel 
Owen had steam heat, one of the very 
few smaller cities or villages so bless
ed, and it had electric lights in its 
office, bar, dining room and hall ways. 
All in all, it was about the best equip
ped smaller hotel in the State in those 
days. It even had hot running water 
in its public wash room and on the 
sleeping floor had a bath with both 
hot and cold water and also a lavatory. 
There was also an up-to-date lavatory 
in the public wash room. The entire 
hotel was delightfully furnished, one 
of the few hotels of that day which 
boasted of brass beds. There were 
rocking and other easy chairs in the 
rooms. The house was pure white; the 
floors were waxed in the halls and al
so the office floor; the stairways were 
painted; in short, the Hotel Owen 
was about as nifty a little place as it 
had ever been my pleasure to visit up 
to the date I have mentioned. Its 
dining room was just a homey sort of 
place where you felt at ease at all 
times. Foods were excellent. Senior 
Owen had several specialties in the 
foods served. One was genuine home 
cured grilled ham, cooked by charcoal. 
He was long on all other pork prod
ucts and they were all excellent. 
Baked potatoes were in evidence most 
of the time. Mr. Owen used to select 
the largest potatoes he could find for 
this feature and we used to wonder 
where he got so many large ones.

Farmington did not even boast of a 
railroad; the nearest station was 
Northville, branch of the Pere Mar
quette, Plymouth to Bay Ci*y. The 
interurban had not invaded peaceful 
Farmington then, and so if you waited 
to get to the village you drove.

The hotel enjoyed an excellent busi
ness. I used to wonder where the 
people all came from and what for. 
While in a good farming section—its 
milk, cream and cheese industry was 
of some importance—there was noth
ing of a startling nature to attract 
people to the mighty pretty little burg. 
Just why all the traveling men made 
the place and the hotel I could never 
figure out, but they were there in 
larec number. True, there were some 
good stores there but it was often com
mented why so many hit the place. In 
addition, the hotel had a rattling good 
farmer business, both in its dining 
room and bar, with some over night 
from this same class.

Both the Senior and Tunior Owen 
pushed the bar, but neither of them 
were afraid to buy a drink, take a 
drink or make the other fellow buy. 
The bar profits were considered for a 
good many years as very large.

W hether in later years a hotel 
register was used here I cannot say, 
but on my first visit to this attractive 
place, going there to arrange for a 
base ball game for a team I was sort 
of playing “god father” to, as I de
sired dinner, asked if I should register 
Daddy Owen came back at me about 
like this: “Register, h—1, you can’t 
eat a register, can you? Go on in and 
get your dinner, and leave it to me. 
I ’ll get your money.” I had occasion 
to go back there and stay several days 
several times some years later and 
there was no register in use then. But 
at the end of my stay, they got my 
little $2 per day, money I never let 
loose of with more feeling of value re
ceived right then and there.

Coming of the interurban, then good 
roads, told on the Hotel Owen. The 
Senior Owen died, I believe, along 
about 1900. Bruce took the call to 
the big town, and whatever become of 
the house I have no idea. But many 
of the old-time boys on the road and 
many others who had occasion to go 
to the little village after Governor 
W arner stepped into the political 
arena, will bear me out on the many 
qualities of that marvelous little hotel.

Morenci, way down in the Southern 
part of the State, 2,000 happy, con
tented souls, was one of the early vil
lages of the State. I believe it never 
had but one hotel at a time and the 
one along the last of the 1880's, then 
an old one, had not been well kept 
up or maintained. Then a fire and the 
good citizens of the little place awoke 
one morning with a sense of realiza
tion that the city was without a hotel.

They mustered forces, put in their 
money until it hurt with some of them 
and built a very fine hotel for those 
days. Of best building brick, on a 
commanding corner, two stories of 
sleeping rooms, ground floor suitable 
office, dining room, a private dining 
room (in those davs called ordinary), 
a waiting room, etc. While bowl and 
pitcher prevailed, there was a public 
bath on both sleeping floors. There 
were about forty rooms, considered 
very good size for a place like Mor
enci. Electric lights were placed in 
all rooms, and while this was only a 
wire extended from the ceiling, turn
ed on by snapping a button at the 
light, it was a real innovation for 
small city hotels in Michigan. For I 
recall this was prior to 1890. Steam 
heat throughout and a return call bell 
system to all rooms were quite the 
marvel of those days.

I believe his first name was Ed. To 
many he was known as “Dad ’ and 
"Pop” or both. His last name was 
Salisbury. He had been a meat dealer 
in Morenci for years. A good one and 
good citizen, highly respected; dutiful 
wife and two lovely daughters.

So the good citizens of the little 
city said to Mr. Salisbury, “W e’ll give 
you the hotel. You furnish it and 
run it. It is yours.”

And the gentleman went to it. And 
if there was ever a little hotel in a 
small community which went into 
popular favor at the very outset Hotel 
Salisbury was the one. Mr. Salisbury 
proved a very popular landlord. His 
family fell into line with remarkable 
popularity, not only as just folks, but 
as hotel people.

While there was no bar connected 
with the new hotel, its success from 
a financial point was marked. The 
house had been well furnished; it was 
delightfully operated as a $2 American 
plan house. Its meals were excellent, 
and while Mrs. Salisbury did not do 
the cooking, her supervision was very 
noticeable. Not only with the boys on 
the road, but with the town folks, the 
hotel was home. I believe I am safe 
in saying for a town of its size the 
Salisbury enjoyed a better local patron
age than any hotel in the State. It 
had many boys of the town who took 
meals there (and at probably $3 or 
$3:50 per week) but roomed elsewhere. 
Its mid-day week day business was 
good from local folks and on Sunday it

was a scream, all paying 50 cents and 
all receiving a great food value. It 
was said on very good authority that 
money enough was made by the op
erator the first two years to pay all 
inside furnishings, keep the house in 
excellent repair, and even make some 
improvements.

But the health of Mr. Salisbury after 
about five years became impaired and 
he was forced to relinquish activity. 
So he retired, lived oh his oars for 
some time and then passed on to the 
no returning, respected and loved by 
all.

Upon retiring Mr. Salisbury sold the 
furnishings and gave a lease of the 
building to a Mr. Pace, a Canadian, 
who came there from London, St. 
Thomas or some place in Ontario. If 
ever there was a misfit in any hotel, 
Pace was the big IT  at Morenci. He 
was no more fitted to follow in the 
footsteps of Mr. Salisbury than the 
writer would be to attempt to be 
President of the U. S. He was not 
only a so-styled cockney English- 
Canadian, but he was much given to 
his cups; he was cold in his general 
demeanor; he was not a good provider; 
he was anything but a friend getter 
and it is needless to say he did not 
last long. I had quite close connec
tions with this man in 1894 and am 
ready to say that he was fully as rank 
a failure as a hotel man as I have ever 
encountered, and, quite naturally, I ’ve 
run across some in my life.

Elmer Acker, beau brummel of 
Morenci, had a little money, enough 
to live on without any great exertion. 
He was a Jim Dandy dresser, good 
sort all round village young man, no 
bad habits, enjoyed life, was well 
thought of in his home town. He 
bought Pace out along about 1895 and 
that gentleman hurried back to his 
native heath.

While a rattling good fellow, Acker 
did not meet with marked success as 
a landlord. Nothing real serious with 
him, only he did not apply himself as 
he should. However, I believe he 
made some money there for several 
years, but the real old good outstand
ing reputation of the Salisbury was 
not quite up to the days of its early 
life. If I have it correct, Acker sold 
out, went over to Chicago, took a posi
tion with some very good hotel as a 
clerk, later became very valuaable in 
some important position and is now 
holding down a good situation in the 
Windy City.

Kittie Blair, bless her dear heart 
and soul. Kittie was just a good 
Morenci woman, trying to keep up a 
home with a husband who was then 
a blacksmith, a good workman with 
a big business, but none too good to 
himself or his dear wife.

Mrs. Blair was, if not the first, near
ly so, all around cook for Mr. Salis
bury. And what a wonder she was. 
Such bread, such cookies, such pies. 
Such fried eggs, such charcoal broiled 
ham. Such tasty salads; such roast 
chicken. And those hot biscuits at 
evening meal. Such soups, such 
creamy mashed potatoes. Such and a 
hundred other good things came from 
her hands. Mr. Salisbury was a good 
provider. Kittie Blair—for she was 
Kittie to most of us—was a most ex
cellent cook. The reputation of the 
house was enhanced tenfold because 
of its cuisine, and Mrs. Blair was all 
of that.

She remained with Pace Until it be
came unbearable. Then she went 
across the street and started a little 
homey restaurant. Most of the 
“steadys” at the Salisbury moved over 
and she made a good living if nothing 
more.

I believe after Acker some other 
fellow gave the place a swing, but not 
with success, and possibly along the 
early 1900’s Mrs. Blair bought the 
inside and took a lease of the building. 
Mr. Blair not as yet counted in on the 
deal.

It is said from the time Mrs. Blair 
went back as Big Boss popularity

HOTEL DOHERTY
CLARE, M ICH IGAN

Absolutely Fire Proof 8lxty Rooms 
All Modern Convenleneee 

RATE8 from 81*50, Excellent Coffee Shop 
“ASK T H E  BOYS WHO STOP H E R E"
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walked in the door with her. And 
success as well. And up until last 
year, with the exception of one time 
when they sold out the furnishings 
and leased the building to some fellow 
who could not make a go of it, they— 
for Mr. Blair came into himself later 
—have been right there.

They have paid for the property; 
not only that, they have built another 
hotel over in Indiana somewhere which 
gave them a good income and some 
years ago they really went on Easy 
street.

Frank Blair became a good man, 
worked hard, attended to business and 
while the real credit of the Salisbury 
must be given to Mrs. Blair, Frank 
is entitled to some -credit as well.

Mrs. Hoag and I visited there in 
1924,stayed over night, had a dandy 
visit with them both. Mrs. Blair had 
developed into one of those delight
ful women it is a pleasure to know. 
While the hotel, which is now getting 
older, of course, has not had such a 
wonderful lot of improvements, it has 
been well physically maintained. The 
old dining room is in the same loca
tion; the same old little office desk is 
where it always was; the same old 
brass treads are on the stairways; the 
same little writing room is there; the 
little card room invites the one desir
ing to play a game of rum, just as it 
did for a game of pedro or seven up 
more than thirty years ago. Yet it is 
a well kept up smaller city hotel.

The Blairs in later years became 
famous for their $1.50 Sunday dinners 
and their $1 week day evening din
ners. They told me that many Sun
days they served fully 300 dinners, 
mostly coming from Toledo and 
Adrian by auto.

In the early days, Morenci really 
had no railroad; a branch of the Lake 
Shore from Adrian to Fayette, Ohio. 
Later the W abash came through, but 
left Morenci about two miles away. 
In the heydays I have seen again and 
again the Hotel Salisbury sleeping 
the boys on cots in the up stairs par
lor and at end of halls. And they 
used to enjoy it. I ’ve seen twenty men 
come in on the bus from the evening 
Wabash train; I ’ve seen the same 
number hit the place from off a train 
of the branch at evening time. They 
made for the Salisbury when they 
could get there.

Mrs. Blair and her dutiful husband 
sold out last year and understand now 
are taking a deserved rest; they retain 
the Indiana property, but do not con
duct the hotel. I t  is also said the 
new proprietor is making good at the 
Salisbury, and this is as it should be, 
for when citizens of a village like 
Morenci were game enough to build 
a good hotel nearly forty years ago, 
they should have it now.

The other distinctive feature I can 
recall of Morenci was that it had one 
of the best smaller city weekly news
papers in the State; carried on in my 
days bv Vern and Gus. Allen, two 
brothers. Great big Vern, all busi
ness, brighter than a whip, a typical 
country newspaper man; Gus., the 
mechanical part of the business. Vern 
died some years ago and on my last 
visit I found Gus a very old man, but 
enjoying life. I t  was hard to make 
him remember me, but when this was 
done, he wept with joy that such an 
old-time acquaintance as the writer 
should come and see him.

Ed. Stair, who has become famous 
in Detroit as a theatrical manager, 
hailed originally from Morenci. He 
gave the little place a very fine opera 
house many years ago; it bears his 
name; older citizens speak of him with 
pride and glory in the success of one 
of their favorite sons.

I don’t think the little city has grown 
a bit ;the good roads have not hurt 
it, but helped it in a business way; the 
dairy industry is big about there; its 
newspaper is still prospering; its 
banks are doing well; its stores look 
good. It is a dear little place and I 
often think of it, but never without a

kindly feeling for Kittie Blair and a 
joy that after years of hard work, she 
can now take out of life that which 
she deserves. Reno G. Hoag.
Item s From the Cloverland of Michi- 

gan.
Sault Ste. Marie, Sept. 7—This is fair 
week here. A big attendance is look
ed for. The exhibits are exceptionally 
good. The stock show is the best we 
have ever had, which goes to show 
that the stock men are making great 
progress. The exhibition of silver 
foxes from the Soo Silver Fox Farm, 
also the foxes from the C. Y. Bennett 
fox farm, at Hulbert, make quite a 
hit, being the first time the foxes have 
been exhibited here. This industry is 
growing rapidly and shows a hand
some return for the promoters. The 
ball games are the chief attraction this 
year and it will remain to be seen if 
the cutting out of other attractions 
will prove an economic saving. The 
board of supervisors seemed to think 
that a ball game would draw a larger 
crowd than a good show. The horse 
races are exceptional and some fast 
time will be made on the track, which 
is one of the best in the Upper 
Peninsula.

Our new hotel proposition went over 
big. The amount was considerably 
over subscribed. Officers were elect
ed at the final meeting last Monday.
R. G. Ferguson will be the President, 
M. L. Hunt, First Vice-President, 
Mrs. Augusta Hayes, wife of the late 
James R. Hayes, of the Park Hotel, 
Second Vice-President, and J. P. Old 
Secretary and Treasurer, Edward Mar
tin, of the firm of Pond & Pond, Mar
tin & Lloyd, architects of Chicago, are 
drawing up the plans. It has been 
decided to build the new hotel on the 
site opposite the Park Hotel, which 
was donated by Ex-Governor Chase
S. Osborn, and use the present Park 
Hotel for emergency and overflow 
purposes. W ork on the new hotel will 
start as soon as possible and it is ex
pected it will be in readiness for the 
tourist season next year. This will 
fill a long-felt want and promises to 
be a profitable venture for the stock
holders. It will be known as the 
Ojibway Park Hotel.

Several tons of fish have been taken 
out of the power canal, which has been 
pumped out for repairs, and many 
more fish are still in the pockets of 
the canal. The fish are taken out by 
the game warden and some placed in 
different state aquariums and the re
mainder put back in the river.

Pork is most expensive when they 
call it chicken salad.

Chester Long was a business visitor 
from Rosedale last week.

Stewart Blain, of the Lock City 
Manufacturing Co., was stricken with 
an attack of appendicitis last week and 
operated on at the W ar Memorial H os
pital. The operation was a success 
and reports say that he is getting along 
nicely.

Only a few more weeks now until 
you will be able to get home before the 
ice cream melts.

William G. Tapert.

Scarf Orders Are Good.
Orders for Fall scarfs are being 

placed in good volume, according to 
wholesalers here. The trend is said 
to be distinctly favorable to a strong 
vogue for the scarf as an evening wear 
accessory and also for sports wear at 
the forthcoming football games and 
similar events. The outlook for a large 
retail sale of the merchandise during 
the Christmas holiday period also is 
considered very good Color is highly 
stressed in the merchandise. The pat
terns are highly varied and show both 
large and small motifs in allover and 
solid block effects. Hand-painted scarfs 
are much in the lead in the higher 
priced goods.

M ichigan S ta te  
Normal College

Opened in K S S

Educational Plant 
Campus of 100 acres.
Ten buildings with modern equipment. 
Training School, including Elementary 

and H igh School Departments.
Certificates and Degrees 

Life Certificates on Completion of 
Two and Three Years’ Curricula. 

A. B. and B. S. (in Education) De
grees on completion of Four Years’ 
Curriculum.

Special Curricula 
Home Economics, Kindergarten, Phy

sical^ Education, Public School Music, 
Music and Drawing, Drawing and 
Manual Arts, Commercial, Rural, 
Agriculture, Special Education. 

Normal College Conservatory of Music 
offers courses in  Voice, Piano, Organ 
and Violin.

Fall Term  Begins September 21, 1926.
W rite for bulletin 

C. P. STEIMLE, Registrar 
YPSILANTI, MICHIGAN

I s r o n r  e l e v a t o r s
WUl reduoe h t i i l ln i  expense u i  
■peed up work will make money 
for you. Emily Installed. Flans 
and instruottons sent with eaob 
elevator. Write etatlng require
ments, giving kind of mmMw. and 
else of platform wanted, m well 
m height. We will (note a money saving prioe.

Sidney Elevator Mnfg. Co.. Sidney. Ohio

Bell Phone 596 Cltz. Phone 61366
JO H N  L. LYNCH SALES CO.

SPECIAL SA LE  EX PER T8  
Expert Advertising 

Expert Merchandising 
209-110-211 Murray Bldg. 

GRAND B U ’LDS, MICHIGAN

In  KALAMAZOO, M IC H IG A N  is the famous 
NEW BURDICK ln the Ver* H eart Fireproof_  1 ”  D L i r V L i l L . I V  of th e  City Construction

?  A.ILn £ w H otol In the City. R epresenting a  $1,000,000 Investm ent 
R E S T A ^ a n ? H  n o ., ̂ ri v*te,  B a th -E u ro p ea n  $1.50 and up per Day NT  °  g BILL—Cafeteria , Quick Service, Popular Prices

E n tire  Seventh F loor Devoted to Especially Equipped Sample Rooms 
___________  WAt-TER «»• HOPQES, Pres, and Gen. Mgr.

HOTEL CHIPPEWA European Plan 
M A N ISTEE, M ICH.

HENRY M. NELSON, M anager
. _ _  New Hotel w ith all Modern Conveniences—Elevator, Etc.

m0 “ »“ f ea * 0S S 5  Running W a ,„  T m n p h o n . ^ n f e n , 8 ' ^ *
$1.50 and up - - 60 Rooms with Bath $2.50 and $3.00

WHEN IN KALAMAZOO
Stop a t the

Headquarters for all Civic Clubs
Excellent Culelne 
Turkish Bathe

Luxurious Ream«
ERNEST MeLEAN.

HOTEL BROWNING 160 Fireproof 
Roams

GRAND R A PID S 
Carnar Sheldon and Oakes;
Facing Union Depot;
Three Blacks Away.

Rooms with bath, single $2 to m t  
Rooms with bath, double S3 to P  so 
Nona Higher.

MORTON HOTEL
GRAND RAPIDS’ NEWEST HOTEL

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

The Center of Social and Business Activities

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

Rooms $2.00 and up. With Bath $2.50 and up.
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DRUGS
Michigan Board of Pharm acy. 

P residen t—Claude C. Jones. 
V ice-President—Jam es E. Way.
D irector—H. H. Hoffman, Lansing. 
Coming E xam inations—D etroit, June 

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

Then and Now—A Retrospect and a 
Comparison

How often, when a group of phar
macists of mature age get together, 
does the conversation upon the theme 
of the ‘‘good old times"? How they 
dilate upon the claim that things were 
so much better in the old days.

And were they so much better?, or 
were they as good in those days as 
they are now.

Let us consider the condition of the 
retail pharmacist fifty years ago. That 
period is reasonably within the mem
ory of many of us who attend the 
pharmaceutical conventions such as 
this, especially such men who had 
their youth in a larger community, 
as in my case, in the city of New York.

Most of us got our first taste of the 
drug business as schoolboys who spent 
their Saturdays and vacations in the 
useful and slightly remunerative oc
cupation of errand boy for the neigh
borhood druggist.

W hat were the conditions 1n the 
pharmacy of those days? Firstly re
ceipts were small compared with pres
ent day standards, although, perhaps, 
prices for proprietary medicines were 
higher than now, for most druggists 
could demand the full price for such 
commodities. But, owing to the poor 
financial condition of the country as 
an aftermath of the Civil War, the 
public, on the whole, was much poorer 
and far more economical than it is 
to-day, and the prices paid for pre
scriptions and standard pharmaceutical 
goods and drugs at retail were very 
low, if measured by what they bring 
at present.

The ordinary neighborhood drug
gist, who did the bulk of the business 
in the larger communities, was doing 
an average business when his receipts 
amounted to $25 to $35 per day, and 
was usually able to keep a full fledged 
clerk, and support his own family in 
a modest way, which meant that they 
must live behind or above the store, 
and perhaps provide board and lodg
ings for the clerk.

This indicated that the family of the 
owner was intimately bound up in the 
conduct of his business, and that the 
labor of the wife (or mother) as well 
as the children, if any and if old 
enough, was necessary to keep the 
pot a-boiling.

The work within the store was much 
more diverse than at present, although 
the lines of stock carried were much 
smaller, for practically all pharmaceu
ticals were home made, as were all 
specialties which the store put up un
der its own label. In most stores 
where soda water and root beer was 
dispensed, the pharmacist and his em
ployees made their own carbonated 
waters and syrups from the raw ma
terials, probably as a matter of econ
omy, for the manufacturers of such 
products were few and far between 
and their prices were comparatively

steep. Many non-medical commodi
ties which the druggist of to-day may 
purchase ready made had to be man
ufactured or prepared by the pharma
cist of those days.

Then it was the universal practice 
to give night service, and all hands, 
proprietor as well as clerk, were oblig
ed to sleep within earshot of the night 
bell. I know of one case where the 
store did sufficient business to require 
four clerks, and every one of them 
was obliged to sleep on the premises. 
And the public of those days certainly 
did abuse the privilege.

So it appears that all hands were 
kept busy, even if prices were low 
as compared with modern standards, 
and the receipts were small.

And the competition of those days 
was as keen, if not keener, than to
day, for in certain well populated sec
tions of New York or Brooklyn, stores 
were to be found within one or two 
blocks of each other. The man whose 
business was so small as to make it 
uneconomical to hire an experienced 
registered clerk (for they were begin
ning to register pharmacists in that 
period) led a life of little recreation or 
pleasure, either for himself or his 
family. I know one case where the 
pharmacist was an inveterate chess 
player, who used to leave his store in 
charge of his wife and a boy, and 
when a prescription was presented 
they were obliged very often to send 
for him at a neighboring coffee saloon, 
to come home and compound the pre
scription. It is needless to say that 
this party did not make a success of 
his business, while his successor did 
so, hut he was one of those pharmacists 
who forgot that he owned a hat, for he 
never had any occasion to wear it, as 
he remained in doors constantly.

Then, the public was not so well 
served, in those days, for the woeful 
lack of standardization and uniformity 
of formulas and pharmaceutical prod
ucts made each store an entity in iteslf. 
Each pharmacist manufacturing1 his 
own galenicals used his own formulas 
more or less, and had his own methods 
of manufacturing, and the man that 
did the best work had the patronage 
of the physicians, and also the public, 
if the latter were intelligent enough 
to discriminate, and his success in 
business often depended upon his abil
ity to impress his patrons with his 
skill, real or apparent.

So it appears, that half a century 
ago the average pharmacist in the 
larger centers of population was a 
hard working individual with a small 
income, whose surplus wealth could 
only be increased by commercial and 
domestic economy and often by de
priving his family of such recreations 
and comforts which to-day, would be 
regarded as indispensable by the aver
age unskilled laboring man.

However, conditions began to 
change as the effects of the Civil W ar 
and other national crises wore off, 
and financial and industrial stringency 
wrere succeeded by improvement, pros
perity and higher prices for commodi
ties, as well as an increase in popula
tion.

It is admitted that there were occa
sional set-backs in the well-being of 
the country during the past fifty years, 
but they were always of comparatively 
short duration and never affected the 
drug business materially. W hat af

fected that calling, and to its advan
tage, was the increased purchasing 
power o f^ h e  public in general and 
the consequent higher standards of 
professional and commercial methods 

(Continued on page 30)

SCHOOL S U P P L I E S
Pencil and Ink Tablets, Composition Books, Spelling 
Blanks, Note Books, Drawing Books, Music Books, 
Theme Tablets, Crayons, Crayolas, Chalks, Pens, Ink, 
Mucilage, Pastes, Lead Pencils, Penholders, Pencil 
Boxes, Rulers, Protractors, Scholars Companions, Dic
tionaries, Students Loose-Leaf Note Books, W ater 
Color Paints, Slates, Slate Pencils, Black Board Slating 
and Erasers, Sponges, Compasses, Pencil Sharpeners, 
Fountain Pens, Etc., Etc.

Complete Line. Send us your order or come in 
and see Samples of same.

H O L ID A Y  GOODS
Now on Display in our own Building in Grand Rapids. 
The best we have ever shown. Come look it over.

Hazeltine & Perkins Drug Company
Wholesale Only

Manistee MICHIGAN Grand Rapids

Holders of Qerman Mark Bonds of
Qerman States and Cities

I t  is important that you communicate with us at once 
for the latest developments in these issues.

Bond Department

Michigan Bond & Investm ent Co.
INVESTMENT SECURITIES 

10th Floor Grand Rapids National Bank Building 
GRAND RAPIDS
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Living Trusts Sevre 
a Dual Purpose

Voluntary or living trusts re
lieve the creator from financial 
burdens and at the same time fa
miliarize him with the ability of 
the Trust Company to administer 
his estate in the event of death.

Men of means who seek retire
ment and recreation after many 
years of confining service are turn
ing more and more to Trust Com
panies, which is indicated by the 
marked increase in the number of 
voluntary trusts created in the past 
few years.

Rwand RapiobTrust Epwvmiy

GRAND RAPIDS, MICHIGAN

'CHICAGO,

THE GOODRICH WAY
cc Operating Steamships

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.

Every Day in the Year"
LY SERVICE

Michigan Electric Railway 
Lines Via Holland

LEAVE 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 West
Reservations on D etroit, Cleveland and Buffalo S team ers
Vacation Trips on All Great Lakes Steamers.

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

Dial 80223
Michigan Electric 

R ear Hotel Pantlind 
Dial 93445

PANTLIND 
LOBBY 

GOODRICH CITY OFFICE
PEARL AND OTTAWA

W ITH CONSOLIDATED RAILROAD TICK ET OFFICE

W. S. NIXON, Gen’l Agt.
DIA L—88428—62343

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

Acids
Boric (P o w d .)_ 12%© 20
Boric (X tal) __ 16 © 25
Carbolic 34 © 40
C itric - 50 0 65
M uriatic ___ S%© 8
N itric  ___ 6 © 15

16 a 26
Sulphuric _____ 3%© 8
T a rta r ic  ______ 40 © 69

Ammonia
W ater. 26 deg._ 08 © 11
W ater, 18 deg— 07 © 18
W ater, 14 deg._ 06 © 11

20 & Si
Chloride (G ran.) 09 © 20

Balsams
Copaiba . .  85© 1 25
F ir  (C anada) _ 2 55 0  2 80
F ir  (Oregon) _ 65@1 00
P e r u __________ 2 00 0  8 25
Tolll . . 2 00@2 25

Barks
C assia (o rd in a ry ). 26 0  80 
Cassia (S a ig o n ) .. 600  60 
Sassafras (pw, 60c) O  SO 
Soap C ut (powd.)

SOo--------------------ISO I I

Barrías
C u b e b _____ ___ OX 00
F i s h ___________  O  26
J u n ip e r _____ - . 100 20
Prickly  A s h ___ OX 26

Extracts
L ic o r ic e _________  600  66
Licorice, p o w d .__  600 60

Flowers
A r n i c a _________  0  t s
Chamomile (Ged.) @ 60 
Chamomile Rom. .  s  M

Gums
Acacia, 1st . — . 60 0  66
Acacia, 2 n d _ 46 0  60
Acacia, S o r t s __ 200  26
Acacia, Pow dered 360 40
Aloes (B arb  Pow 260  25 
Aloes (Cape Pow) 250 35 
Aloes (Soc. Pow.) 660  70
A safoetlda _____  600 60

Pow. _________  75©1 00
Cam phor _____  1 05 ©1 10
G u a ia c _____ ___  © 90
Guaiac, pow’d __ ©1 00
Kino  ___ _____  © 1 lo
Kino, pow dered .. ©1 20
M y r r h _____ ___  © 60
M yrrh, powdered © 66 
Opium, powd. 19 65©19 92 
Opium, gran . 19 65@19 92
S h e l la c _________  65© 80
Shellac Bleached 70© 86 
T ragacan th , pow. @1 75
T r a g a c a n th __ 1 76© 2 26
T u r p e n t in e _____  © 30

Insecticides
A r s e n ic __________ 08© 20
Blue V itriol, bbl._ @07%
Blue V itriol, less 08© 16 
Bordea. Mix D ry  13© 22 
Hellebore, W hits

p o w d e re d _____ 18© SO
Insect Pow der _  40© 56 
Lead A rsenate  Po. 18© 31 
Lim e and  Sulphur

D r y -------------------- SO 28
P aris  G re e n _____ 20© 87

Loavss
B uchu _________  85@1 00
Buchu, powdered @1 00
Sage, B u lk _____  250  80
Sags, % lo o s e _ © 40
Sags, powdered— © 36
Senna, A le x .___ 60© T5
Senna, T inn. __  200 36
Senna, T inn. pow. 2IO  26 
U va U r a l_______  290  36

Oils
Almonds, B itte r,

t r u e --------------  7 6907 76
Almonds, B itte r,

a r t i f ic ia l______ S 00©3 26
Almonds, Sweat,

t r u e ---------------- 1 60©1 SO
Almonds, Sweet,

I m i t a t i o n _____l  00O1 26
Amber, c r u d e ___1 26©1 60
Am ber, rectified 1 60©1 76
A n i s e __________ 1 25@1 50
B e r g a m o n t___ 10 00O10 26
C a j e p u t ------------ 1 6001 76
C a s s ia _____ —. 4 0004 25
C astor _______  1 40@1 65
C edar L e a f ___ 1 75@2 00
C l tro n s l la _______1 26©1 60
Cloves ________  2 0603 26
Cocoanut -------  25© IS
Cod L i v e r _____  1 6601 66
C r o to n ________  2 00@2 25

Cotton S e e d ___ 1 65@1 76
C u b e b s _________ 6 B0©6 75
E i g e r o n _______  9 000 9 25
E u c a ly p tu s ___  1 2501 60
Hemlock, pure— 1 7502 00 
Ju n ip er B erries- 4 60 0  4 76 
Ju n ip er Wood .  1 5001 76
Lard, e x t r a ___  1 550 1 65
L ard , No. 1 ___  1 2501 40
L avendar F lo w .. 7 50@7 75 
L avendar G ar'n  8501 20
Lem on ______    4 0004 25
Linseed, raw , bbl. 0  95 
Linseed, boiled, bbl. 0  98 
Linseed, bid. less 1 0201 15 
Linseed, rw. less 1 0801 18 
M ustard, artifiL os. @ 35
N eatsfoot ____   1 3601 60
Olive, p u r e ___  3 75 0  4 50
Olive, M alaga,

y e llo w ------------ 2 75©2 00
Oliva, M alaga,

g r e e n -------- — 2 75 0  3 00
Orange, S w e e t  6 00 0  6 25
O riganum , p u re .  0 2  60 
Origanum , com’l 1 0001 20
Pennyroyal __ 4 00 0  4 26
P e p p e r m in t_ 18 00&18 25
Rose, pure  _ 13 60@14 00
R osem ary Flow s 1 3601 50 
Sandalwood, E.

L --------------  10 60@10 75
Sassafras, tru e  1 7502 00 
Sassafras, a r t l ’l 76© 1 66
S p e a rm in t__ _ 10 50010 75
S p e r m -----------  1 6001 76
T a n s y __________  10 00©10 26
T a r U S P _____  66© 75
Turpentine, bbl. @ 98 
T urpentine, less 1 0501 18 
W intergreen,

l e a f --------------  6 00@6 26
W intergreen , sw eet

b i r c h _______  3 0003 25
W intergreen, a r t  60©1 00
W orm seed __ 9 00@9 26
W ormwood ___  9 0009 25

Potassium
B icarbonate __ 1  350  40
B ichrom ate ____  150 25
Bromide _______  69© 85
Bromide ______ -  64© 71
Chlorate, g ra n ’d .  23© 30 
C hlorate, powd.

o r X t a l _______  16© 25
Cyanide ________  30© 90
Iodide ------------  4 66 0  4 86
P e r m a n g a n a te_20© 30
P russia  te, yellow 650 76
P russia te, r e d _ 0 1  00
Sulphate ______  350  40

Roots
Alkane t ________  30© 35
Blood, pow dered. 35© 40
Calam us _______  350 75
Elecam pane, pwd 250 30
G entian, powd__ 20© 30
Ginger, African,

powdered ____  30© 35
Ginger, Jam aica.- 60© 65 
G inger, Jam aica,

p o w d e re d _____  450 50
Goldenseal, pow. 0 8  60
Ipecac, p o w d .   0 8  00
Licorice ________  36© 40
Licorice, powd._ 200 30
Orris, pow dered- 300 40 
Poke, pow dered. 36© 40 
R hubarb, powd. 76@1 00 
Rosinwood, powd. © 40 
Sarsaparilla , Hond.

ground _______  @ 90
S arsaparilla  M exican,
Glycerine _______  32© 62
Squills ____  36© 40
Squills, powdered 60© 70
Tum eric, powd__ 20© 25
V alerian, powd__ @1 00

8te d s
Anise — _ ——__  © 36
Anise, pow dered- 35© 40
Bird, Is  _______  13© 17
C anary  _________  10© 16
C araw ay, Po. .30 25© 20
C a rd a m o n _____  3 75 0  4 00
C oriander pow. .30 20© 25
DiU -------------------- 15© 20
F e n n e l l __________ 26© 40
F l a x _____________ 08© 15
Flax, g r o u n d ___ 08© 15
Foenugreek pow— 15© 25
H em p _— — 8 0  16
Lobelia, powd. _ ©1 25
M ustard , yellow . 17© 26
M ustard, b la c k _ 20© 26
P o p p y ____________ 15© 30
Quince _______  1 25@1 60
R a p e _______ —  15 0  20
S a b a d llla _________ 38© 46
S u n f lo w er_____ 1 1 % 0  16
W orm, A m erican 30© 40
Worm, L evan t— 4 600 4 76 

T inctu res
A conite —— _______ ©1 20
Aloes — _—  @1 45
A rnica  ___   0 1  10
A safoetlda _____  @2 40

B e lla d o n n a _____  @1 36
B e n z o in ________  @2 10
Benzoin C om p'd . 0 2  66
B u c h u _________  0 2  66
C antharad ies —  0 2  86
Capsicum  —  @2 20
C a t e c h u _______  @1 76
C in c h o n a ___ —— 0 2  10
C o lc h ic u m ____ _ 0 1  80
Cubebs ——___ — 0 3  06
D igitalis — —  0 1  80
G e n t i a n ________  @1 86
Ginger, D. S. — 0 1  39
G u a ia c _— —- 0 3  20
Guaiac, Ammon— @2 00
Iodine — _____  0  06
Iodine, Coloreless 0 1  50
Iron , Clo. — ___ 0 1  86
Kino — ———— 0 1  46
M y r r h ________ — 0 2  60
N ux V o m ic a ___ 0 1  66
Opium ... ........... .... 0 3  60
Opium, Camp. _ 0  86
Opium, Deodors’ d 0 8  60
R h u b a r b _______  0 1  70

Paints
Lead, red  d ry  — 16% @15%
Lead, w hite d ry  15%@16%
Lead, w hite oil_ 16%016%
Ochre, yellow bbl. 0  3% 
Ochre, yellow less 3 0  6 
R ed V enet’n  Am. 3% 0  7 
Red V enet'n  Eng. 4 0  8
P u t t y _____________6 0  8
W hiting, b b L ___ 0  4%
W h it in g _________ 6 % 0  10
L. H. F . P rep —  3 0603 26 
Rogers Prep. _ 3 060  3 26

Miscellaneous
A c e ta n a l id _____  47© 66
A lu m ___________  080  18
Alum. powd. and

g r o u n d _________ 09© 16
B ism uth, Subni

tra te  _______  3 87 @4 07
B orax x ta l or 

powdered —  07© 13
C antharades, po. 1 750  2 00
C alom el________ 2 1002 30
Capsicum, pow’d 350 40
Carm ine ____ — 7 0907 69
C assia B u d s __ _ 360 49
Cloves _____ —— 690 66
Chalk P repared_ 140  16
Choloroform -__  610 60
Chloral H ydra te  1 3601 85
C o c a in e ____  12 10012 80
Cocoa B u tte r  55© 75 
Corks, lis t, le ss . 49-10%
Copperas _____   2%@ 10
Copperas, Powd. 4© 10 
Corrosive Sublm  1 7101 92
Cream  T a r ta r  _ 310 33
C uttle bone —  400 60
D extrine _______  6 0  16
D over's Pow der 3 6004 00 
Em ery, All Nos. 10© 16 
Em ery, Pow dered 8© 10 
Epsom  Salts, bbls. 0  
Epsom  Salts, less 2 % 0  19
E rgot, p o w d e re d_ 0 2  09
Flake, W h i te ___ IS© 20
Form aldehyde, lb. 13%@30 
G e la t in e _________  800  96
G lassw are, less 55%.' 
G lassw are, full case 60%. 
G lauber Salts, bbL ©02% 
G lauber S a lts  less 04© 10
Glue, B r o w n __ _ 21© 30
Glue, Brown Grd 15© 26
Glue, w h i t e ___ 27%@ 85
Glue, w hite grd. 25© 86
Glycerine _______  36© 66
H ops ___________  70© 86
I o d in e --------------  6 4506 60
Io d o f o r m ______ 7 3507 66
Lead A cetate  — 20© 80
M a c e __________ _ @1 60
Mace, powdered _ @1 60
M e n th o l_______  7 500 8 00
M o rp h in e ___ 11 18@11 61
N ux Vomica —  @ 66
N ux Vomica, pow. 17© 26 
Pepper black, pow. 40© 60 
Pepper, W hite, pw. 60© 66 
Pitch , B urgudry  12 %© 26
Q u a s s i a --------------- 12© 16
Quinine, 5 oz. cans © 56
Rochelle Sa lts  ___ 30© 66
Saccharine _—— © 10
S alt P e t e r ______ 11© 22
Seidllts M ixture— 80© 40
Soap, g r e e n _____ 15© 86
Soap m o tt c a s t  22%@ 26 
Soap, w hite castile

c a s e ___________ @12 60
Soap, w hite  castile  

less, p e r b a r  —  ©1 46
Soda A s h __________ 8 0  16
Soda B icarbonate S%@ 16
Soda, S a l _____ 02%@ 08
Spirits  C am phor- @1 36
Sulphur, r o l l ___ 3%@ 10
Sulphur. Subl. — 4%@ 10
T a m a r in d s ______ 20© 26
T a r ta r  E m etic  — 76© 76 
T urpen tine, Y en .. 60© 76 
V anilla Ex. p u rs  1 7601 26 
V anilla  Ex. p u rs  8 6601 66 
Zinc S u lp h a te ___ 06© 11
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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 a t time of going to  press. Prices, however, 
are liable tc 'hange at any time, and country merchants will have their orders 
filled at m arket prices at date of purchase.

ADVANCED
S a lt— Med. No. 1 Bbls.

D EC LIN ED
H olland  H e rrin g  
Cotton T w in e  
C id e r V in e g a r

AMMONIA
Arctic, 10 oz., 3 dz. cs. 3 75 
A rctic, 16 oz., 2 dz. cs. 4 00 
Arctic, 32 oz., 1 dz. cs. 3 25 
Quaker, 36, 12 oz. case 3 85

In stan t Postum , No. 9 5 00 fl 
In s tan t Postum  No. 10 4 60 J 
Postum  Cereal, No. 0 2 25 ' 
Postum  Cereal, No. 1 2 70) 
Post Toasties, 36s — 3 45 ‘ 
P ost Toasties, 24s — 3 45 I 

.P ost's  B ran , 2 4 s ___  2 70 '
BROOMS l

Jewell, d o z . -------------- 6 25 f
S tandard  P arlo r, 23 lb. 8 25  ̂
ancy Parlor, 23 lb. — 9 25 > 
Ex. Fancy  P a rlo r 25 lb. 9 76 
Ex. Fey. P a rlo r 26 lb. 10 00

AXLE GREASE
48, 1 l b . ______________4 St
24, 3 l b . ---------------------•  00
10 lb. palls, per do*. •  60 
15 lb. palls, par doz. 11 96 
15 lb. palls, p e r do*. 19 69 

BAKING POWDERS 
Arctic, 7 oz. tum bler 1 35 
Queen F lake, 16 os., d s  3 26
Royal, 10c, do*. ______ 96
Royal, 6 os., doz. — 2 70
Royal. 12 oz., d o s ._5 20
Royal. 5 lb. ________ 31 20
Rocket, 16 os., doz. 1 26 

K. C. Brand
P e r  case

lOo size, 4 d o z ._____ 3 79
16c size, 4 d o z ._—— 6 50
20e size, 4 doz. ——— 7 20 
25c size, 4 dos. ——— 9 20 
50c size, 2 doz. —  3 80
80c size, 1 d o z .___ — 3 86
10 lb. size, H  d o s . ----- 9 76
F reigh t prepaid to  jobbing 
point on case goods. 
Term s: 30 days n e t o r 3% 
cash discount If rem ittance 
reaches us w ith in  10 days 
from date  of invoice. Drop 
shipm ents from  factory.

BEECH-NUT BRANDS.

M ints, a ll f la v o r s _____
Q u m _____________.___
F ru it D r o p s _________
C aram els ________ ____
Sliced bacon, large _ I
Sliced bacon, medium  
Sliced beef, medium  _ !
Grape Jelly, l a r g e __ <
Sliced beef, l a r g e ----- 1
Grape Jelly, medium_
P eanu t bu ttes , 16 os. < 
P eanu t b u tte r, 10)6 oz. 1 
P ean u t b u tte r, 6)6 os. 
P ean u t b u tte r, 8)6 os.
P repared  S p a g h e t t i_
Baked beans, 16 os__

BLUING

Toy _________________ 1 76 v
W hisk, No. 3 --------  2 76 »

BRUSHES ii,
Scrub I

Solid Back, 8 i n . ---- 1 60 j
Solid Back, 1 I n . ----- 1 76 fi
Pointed B in d s----- — ■ 1 26 $

Stove :?
S h a k e r _____________ 1 $0
No. 60 ---------------------  2 00
P e e r le s s _______— —- « 60 <

Shoe
No. 4 - 0 ________
No. 2 0 _________

__ 2 26
__ 3 00

Beef, 3)6 oz. Qua. sli. 1 90 
Beef, 5 oz., Qua. sli. 2 60 
Beef, No. 1, B ’n u t, sli. 4 60 
B eefsteak & Onions, a 3 46 
Chill Con Ca., Is  1 3501 46 
Deviled H am , )4* —  3 39
Deviled H am , )6s  __ 8 60
H am burg  S teak  &

Onions, No. 1 ___ — 3 16
P otted  Beef, 4 os. —  1 19 
Potted  M eat, )4 Libby 52)6 
Po tted  M eat, )6 Libby 92)6 
P o tted  M eat, )6 Qua. 90 
Potted H am , Gen. % 1 85 
V ienna Saus., No. )6 1 46 
Vienna Sausage, Qua. 96 
Veal Loaf, M edium   2 65

Baked Beans
Cam pbells, lc  free 5 —1 15
Q uaker, 18 o z . ___ -  85
Frem ont, No. 2 -------- 1 29
Snider, No. 1 ---------- 96
Snider, No. 2 ----- —  1 26
V an Cam p, s m a l l ----- 36
V an Camp, M e d .----- 1 16

CANNED VEGETABLES. 
A sparagus.

No. 1, G reen tip s  — 3 76 
! No. 2)6, Ig e .  G reen 4 69 H—:— gfl

BUTTER COLOR
Dandelion, ----- 2 “  )  \ w T B ean s , c u t 's  T  4 6 0 Ì  76

- ,  1 t W. B eans, 1 0 _____ ©7 50E lectric  L ight. 40 lbs. 18.1 Gre#n Beans, Ss 1 4603 36
Plum ber, 40 l b s . -------- U j8 G reen Beans. 10s — 0 7  69
P ara fi ne, 6s -------------“ g  u  B eans. 3 gr. 1 3608 66
Paraffine, 1 2 s ----------- 14)6 /; U m a  B eans, 2s, Soaked 96
W ic k in g ----------------- Kid. No. 2 _________________ 1 36
Tudor, 6a. p e r box _  80 y  BeeU> No. Wh. i  7602 49

CANNED FRU IT i. B eets, No. 3, c u t -------- 1 29
Apples, 3 lb. S tandard  16 0  / Beets, No. 3, c u t -------- 1 80
Apples, No. 1 0 _ 4 760  5 76 - Corn, ^ io . 2, Stan. — 1 25

Corn, Ex. s tan . No. 2 1 66 
Corn, No. 3, F an . 1 8903 36 
Corn, No. 10 — 8 00010 76 
Hominy, No. 8 1 9001 16
O kra, No. 2, whole — 8 99
O kra, No. 3, c a t  -----  1 76
D ehydrated  Veg. Soup 90 
D ehydrated  Po tatoes, lb. 46 
M ushrooms, H otels —  37 
M ushroom s, Choice 8 oz. 48 
M ushroom s, Sur E x tra  60

The Original 

Condensed

3 2 oz., 4 dz. cs. 3 00
4 3 oz., 3 dz. cs. 3 75

BREAKFAST FOODS 
Cracked W heat, 24-3 3 85 
Cream  of W heat, 18s 3 90 
Cream  of W heat, 34,

14 o s . _____ __  3 05
Pillsbury 's B est CerT 2 20
Q uaker Puffed Rice_ 5 60
Q uaker Puffed W heat 4 30 
Q uaker B rfst B iscu it 1 90
R alston B r a n z o s __ _ 3 20
R alston Food, large — 4 00 
Saxon W heat Food — 8 90
▼lta W heat, 1 2 s _____1 80

P o s t's  B rands. 
G rape-N uts, 34s — — 3 39
G rape-N uts, 190s -------8 76
RMBBBI P i  Slum , MS. 9 6 99

Apple Sauce, No. 10 8 00,
Apricots, No. 1 1 7602 00
Apricots, No. 2 ----- — 8 09
Apricots, No. 2)6 8 00 0  3 76
A pricots, No. 1 0 ------- 3 86
B lackberries, No. 10 10 59 
B lueber’s, No. 2 3 000  3 75 
B lueberries, No. 10— 13 50
Cherries, No. 2 -------- 8 76
Cherries, No. 2 ) 6 -------- 4 60
Cherries, No. 10 —  14 00 jju.uain«juuio, on* 
Loganberries, No. 3 — 8 00 / p^as, No. 1, E . J .  —
Loganberries, No. 10 10 00 f p eas. No. 3, S ift,
Peaches, No. 1 1 6002 10 * Ju n e  ___  . ---------
Peaches, No. 1. Sliced 1 26 i p eM> No. 2, Ex. SUL
Peaches, No. 3 —----- 3 76
Peaches, No. 3)6 Mich 2 86 
Peaches, 2)6 Cal. 3 0003 26 
Peaches, 10, Mich. — 3 60
Pineapple, 1 si. -----  1 76
Pineapple, 8 sL —
P ’apple, 3 h r. sL —
P ’apple, 2%, sli. —
P ’apple, S, cru. —
Pineapple, 10 cru.
P ears , No. 2 --------
Pears , No. 2 ) 6 ---- — —
Plum s, No. 2 — 2 4002 60
Plum s, No. 2 ) 6 ----------8 90
R aspberries, No. 2, blk 3 90 
R aspb’s, Red, No. 10 13 50
Kaepb’s. B lack, _________ _______ _____
R hubarb, N o riÔ T 7 5 © 6  60 J Tom atoes. No. 10 — 
Straw berries, No. 10 12 00 

CAN NED  FISH 
Clam C h'der, 10)6 os. 1 86
Clam Ch.. No. 8 ------ -- 8 60
Clams, Steam ed, No. 1 8 00 v 
Clams, Minced, No. 1 8 85 }
F innan  H addle, 10 os. 3 80 1 p ^ Q Ô û n t l  6, ' 10s — 19 M 
Clam Bouillon, 7 os— 3 59 ! _ . .  « 1_ l  76
Chicken H addle. No. 1 J  76 i f j “ “ *-   > 66
F ish  F lakes, sm all — 1 36 ^ Q ^fcar,’ 8)6 o z . ______ 1 26
Cod F ish  Cake, 10 os. 1 86 J q ,—v«r . 10)4 os. ___  1 49

3 00 
3 69 
9 50
3 16
4 25

1 Si
E . J . -----:--------------- 3 36

Peas, Ex. Fine, F rench  26 
Pum pkin , No. 3 1 3501 45 

,  „  Pum pkin, No. 10 4 0004 75
•  IS ! P im entos, )4. each  12014
J  52 ' P im entoes, )6, each  — 37
* ** ; Sw’t  P o tatoes, No. 3)6 3 26 

S au rk rau t. No. 3 1 4001 69 
Succotash, No. 8 1 9602 69 
Succotash, No. 2, g lass  3 39
Spinach, No. 1 ----- — 1 36
Spinach, No. 8— 1 9001 99 
Spinach, No. 8— 3 1903 69
Spinach, No. 10_ 6 000  7 99
Tom atoes, No. 2 1 0501 25 
Tom atoes, No. 3 g lass  2 99 
Tom atoes, No. 3, 1 9001 80

"  “  — 9 99

CATSUP.
B -nu t, Sm all ... .. —— 1 39 

; Lily of Valley, 14 os. — 2 99 
Lily of Valley, )6 P in t 1 75 
P aram ount, 24,'8s —  1 46 
Param ount, 84, l f s  — 8 49

Cove O ysters, 5 oz. 1 65^ Q uaker’ 14 ~oz. _____  1 99
Lobster, No. )6, S ta r  8 99 Gallon G lass 13 00
Shrimp,’ 1, wet" --------1 90
Sard’s. )4 Oil. K y  _  9 i  d 
Sardines, )4 Oil, k ’less 5 50 i  
Sardines, )4 Smoked 9 76 ': 
Salmon, W arrens, )6s  2 80

CHILI SAUCE 
Snider, 16 o s . ----------3 89

Salmon, W arrens, %s 2 80 i  Snider, 8 os. -------------- 3 39
Salmon, Red A laska 3 75 3 ta lly  Valley, 8 os. — 3 26
Salmon, Med. A laska 3 15 5| Lilly Valley, 14 os. — 8 60
Salmon, P in k  A laska 1 90§ OY8T E R  COCKTAIL.
Sardines, Im . )4. ea. 10028 S Sniders, 19 o s . --------. 3 69
Sardines, Im ., )6. ea. 26 J Sniders, 6 o s . -----------3 69
Sardines, C a l ._ 1 9501  89 1
Tuna, )6, Albocore — 95 X CH EESE
T una, )4s, C urtis, dos. 2 2 0 R o q u e fo r t___________ 52
T una , %s, C urtis, dos. 8 50 x  K ra ft, SmaU t i n s _1 66
T una, Is , C urtis, dos. 7 00 $  K ra ft, A m erican — 1 66

CANNED MEAT. It Chili, sm all tin s  — _ 1 65 
Bacon, Med. B eechnut 8 30 3  Pim ento, sm all tin s  — I  96
Bacon, Lge B eechnut 6 49*  Roquefort, sm all tin s  3 86
B eet No 1, C o rn e d_8 10 h  Cam enbert, sm all tin s  3 85
Best,’ No. 1. R oast ---- 8 191  W isconsin N e w --------- 24
Beef. No. 2)4. Qua. att. 1 * 9 "  Longhorn ----------------- 26

Mich. F la t Full Cream  23
M ichigan D asies -------24
New York New 1926 _28
Sap Sago ____________ 38
B rick  _______________ 33

CHEW ING GUM.
Adam s B lack J a c k ----- 91
Adam s Bloodberry ____ 96
Adam s D e n t y n e -------- 95
Adam s Calif. F r u i t ___ 66
Adams Sen Sen —_— 96
Beem an’s  Pepsin  — — 96 
B eechnut W ln tergreen  _ 79 
B eechnut P epperm int _ 75
Beechnut S p e a rm in t__ 70
D o u b le m in t____________ 96
Pepperm int, W rigleys — 95 
Spearm int, W rigleys — 66
Ju icy  F r u i t -----------------66
W rigley’s  P -K  ________65
Z e n d ______________ — 65
T eaberry  ______________ 66

COCOA.
D roste’s  D utch, 1 lb—  8 69 
D rocte’s  D utch, )6 lb. 4 60 
D roste’s  D utch, )4 lb. 3 36 
D roste’s  D utch, 5 lb. 99
Chocolate A p p le s ___ 4 60
P astelles  No. 1 _____13 30
Pastelles, % lb. ____ 9 90
P a ins  De C a f e _______ 3 90
D roste’s B ars, 1 dos. 3 90
D elft P a s t e l l e s _______3 16
1 lb. Rose T in  Bon

B o n s ______________ IS 00
7 os. Rose T in  Bon

B o n e _______________ 9 99
13 oz. Creme De C ara- 

que n  89
13 os. R o s a c e s ______10 SO

lb. R o s a c e s _______7 80
)4 lb. P a s te l l e s -----------3 40
Langues De C h a t s _4 89

CHOCOLATE.
B aker, C aracas. )6s — 37 
B aksr, C aracas, )4s —  36

COCOANUT
Dunham’s

15 lb. case, %s and  )4s 48
15 lb. case, ) 4 s -------------47
15 lb. case, % s -------------46

CLOTHES LINE.
Hem p, 60 f t ___  2 00 0  2 25
T w isted  Cotton,

50 f t . _______  3 50 0  4 00
B raided, 50 f t . _________2 25
Sash C o r d ___  3 5004 00

ÏHUME GROCER CO.
«M m « 

MUSKEGON. WCS

C O FFE ROASTED 
1 lb. Package

M e lro se ____________ —  87
L i b e r ty ________________ 29
Q u a k e r ----------- —--------  44
Ned r o w ________________ 43
M orton H ouse . . . . ------- 43
Reno ————— —  S3
Royal C lub ______ 43
M cLaughlin’s  K ept-F resh  

V acuum  packed. Always 
fresh. Complete line o f 
h igh-grade bulk  coffees. 
W . F . M cLaughlin A Co., 

Chicago.

Blue G rass, Baby, 99 4 56 
Blue Grass, No. 10 — 4 69 
Carnation, Tall, 4 dos. 6 99 
Carnation, Baby, 8 ds. 4 90 
E very Day, T all —— 5 09
E very  Day, B aby -----  4 90
P et, T a l l ------------------ 5 90
P et, Baby, 8 oz. _—  4 90
Borden’s  T a l l ----- —  6 99
Borden’s B a b y -------- 4 90
V an Camp, T a l l -------4 99
V an Camp, B aby —— 9 75

CIGARS
G. J .  Johnson’s  B rand

G. J .  Johnson Cigar,
__________________  76 99

Tunis Johnson C igar Co.
V an Dam, 1 6 c --------  76 09
L ittle  V an Dam, 6o _ 87 69

W orden Grocer Co. Brando 
M aster Piece, 60 Tln_ 36 00 
C anadian Club — — 36 09
Little  T o m _________  37 60
Tom Moore M onarch 76 09 
Tom Moore P anate lla  76 90 
T. Moore Longfellow 95 00 
Tom M. Invincible 116 90
W e b s te r e t t s __ —  97 60
W ebster C ad illa c___  75 00
W ebster K nickbocker 96 00
W ebstar Belm ont__ 110 00
W ebster SL Reges—136 99
S tarligh t P e r l a s ___  90 00
S tarligh t P-C iub — 1 31 99
T l o n a ---------------------  89 90
Clint F o r d ________  88 90

CONFECTIONERY 
Stick  Candy P alls

S tandard  _______   16
Jum bo W r a p p e d __ — 19
P ure  Sugar S ticks 600s 4 20 
Big Stick, 20 lb. case 20

Mixed Candy
K indergarten  __________ 17
Leader ___________  16
X. L. O . _______________12
French  C r e a m s ___ —— 16
Cameo ___ —-------- -------19
Grocers - __________  11

Fancy Chocolates
6 lb. Boxes 

B ittersw eets, A ss’ted  1 70 
Choc M arshmallow Dp 1 70 
Milk Chocolate A  A 1 70
Nibble S t i c k s ______ — 1 86
No. 12, Choc., L igh t _ 1 65 
Chocolate N u t Rolls _ 1 80 
M agnolia C h o c -------- 1 16

Gum Drops Pa lls
A n i s e _—-----------------— J®
Cham pion G u m s -------- 16
Challenge G u m s -------- 14
F avorite  ——---------  19
Superior, Boxes —-------- 23

Lozenges Pa lls
A. A. Pep. Lozenges 18)6 
A. A. P ink  Lozenges 16 
A. A. Choc. Lozenges 16
M otto H e a r t s _______ 19
M alted Milk lo zen g es  21

H ard Goods Fails
Lemon D rops —— -------- 19
O. F . Horehound d p s ._19
A nise S q u a r e s --------------19
P ean u t S q u a re s ------------ 18
H orehound T ablets —  19

Cough Drops Bxs
P u tn am 's  _____— —  1 36
Sm ith B r o s . --------------1 60

Package Goods
C ream ery M arshm allows 

4 oz. pkg., 12s, car t. 85 
4 oz. pkg., 48s, case 3 40

DRjED FR U IT *
’?■ Apples

N. Y. Fey., 50 lb. box 16)6 
N. Y. Fey., 14 os. pkg. 16

Apricots
E vaporated , Choice — 16 
E vaporated , F ancy  __ 35 
Evaporated , S l a b s _27

Citron
10 lb. b o x ___________ 48

Currants
Packages, 14 a s . ___ 16
Greek, Bulk, l b . _____ 16

Datso
D rom edary, 36s —___ 9 76

Ponchos
Evap. Choice, un. ___  37
Evap. Ex. F ancy , P . P . 39 

Pool
Lemon, A m e ric a n _____ 34
Orange, A m e ric a n_—  84

Ralslna.
Seeded, b u lk __________ 09)6
Thom pson’s s 'd les blk 10 
Thom pson’s  seedless,

15 o z . _________ __12
Seeded, 15 o z ._____ _14

California P runes 
900100, 25 lb. boxes .0 9 3  
<0070, 25 lb. boxea —010
50 0  60, 25 lb. b o x e s_011
40 0  50, 25 lb. b o x e s_012
300 40, 25 lb. boxes —015 
20 0  30, 25 lb. boxes „ 0 2 2  

FARINACEOUS GOODS 
Beans

Med. H and  P icked — 96)6
Cal. L im as ___ _____  13
Brown, Swedish ____ 93
Red K idney ________  13

F a rin a
24 packages —_______ 8 60
Bulk, p e r 100 l b s . ____99)6

Hominy
P earl, 100 lb. sacks  — 8 60 

M acaroni
M ueller’s  B rands

9 os. package, pe r dos. 
9 oz. package, p e r case
Elbow, 20 lb., bulk  _
Egg Noodle, 12 lbs. _
E gg Noodles, 9 oss. —

1  M 
3 80 
3 49
2 S3
3 90 
3 39
3 99
1  99

Pearl Barley
4 M

none 7 00
6 99

Peas
Scotch, l b . _________ 96)4

99
99

Sage
E a s t Ind ia  . M

Tapioca
Pearl, 100 lb. sacks — 09
M inute, 8 os., 3 dos. 4 96
D rom edary In s ta n t _ 3 69
F LAVORINO EXTRACTS

Dos. Deo.
Vanilla PU RE Laman
1 35 __  % ounce __  1 36
1 80 __ 1)4 ounoe ____ 1 39
8 30 __ 2)4 ounce ____ 8 89
8 00 __ 3 ounoe ____ 8 99
i  60 __ 4 ounce ____ 6 69

UNITED FLAVOR
Maxwell Housa B r a n d .

1 lb. t i n a __ __ —_____ 69
1  ib. tina  —_________1 47

T e tta r Coffee Ce, B r a n d
RaIt r t __________ ____43

Coffee E x trac ts
M. Y., p e r 1 0 0 --------  13
F ra n k 's  69 pkgs. — 4 36 
H um m el’« 69 1 lb. 10)4

CONDENSED MILK
Leader, 4 d o s . ----------- 9 76
Eagle, 4 dos.  ----------- •  99

MILK COMPOUND 
Hebe. Tall, 4 dos. — 4 69 
Hebe, Baby, •  dos. — 4 49 
Carolene, Tall, 4 dos. S SO 
Carolene, B a i r  — — 8 39

EVAPORATED MILK
Q uaker, Tall, 4 dos. _4 M
Q uaker, B aby, 8 dos. 4 M 
Q uaker, Gallon, )6 da. 4 69 
Blue G rass, T all 4a _  4 66

Specialties
W alnu t F u d g e ----- -------- 22
Pineapple Fudge — — 21
Ita lian  Bon B o n s -------- 17
B anquet Cream  M in ts . 30 
Silver K ing M.Mallows 1 50 
W alnu t Sundae, 24, 5c 89 
N eapolitan, 24, 6c —  80
Y ankee Jack , 24, 6c ----- 80
Mich. Sugar Ca.. 24, 6c 80
P a l O Mine, 24, 5 c ----- 80
Say M ister, 24, 5 c __ - — 80
M alty Mllkles, 24, 6c — 80

COUPON BOOKS
60 Econom ic g rade  3 M 

100 Econom ic g rade 4 10 
500 Econom ic g rade  30 00 

1000 Econom ic grade 37 60
W here 1,000 books a re  

ordered a t  a  tim e, special
ly p rin ted  fro n t oover la  
fu rn ished  w ithou t c h a rfs .

CREAM OF TARTAR 
6 lb. boxes - ______ ___ S3

Im itation  V anilla 
1 ounce, 10 cen t, dos. M 
3 ounoe, 15 cen t, dos. 1 16
3 ounce, 36 cent, doa. t  09
4 ounoe, 80 cent, d o a  S M

Jiffy Punoh
3 doa  C arton  _____ — > M

A ssorted flavors.
FLOUR

V. C. Milling Co. Brands
Lily W hite _________ 9 90
H arv est Queen ____ _ 9 80
Yes M a’am  G raham ,

50s ________________ 2 40
FRU IT CANS 

F . O. B. G rand R apids 
M ason.

H alf p i n t ___________  8 26
One p in t ________  8 35
One q u a r t _________  9 60
H alf gallon _________ 12 00

Ideal Glaas Top. 
Rubbers.

H alf p i n t ___________  9 60
One p in t ___________  9 80
One q u a rt __________ 11 76
H alf g a l lo n __________ 16 79
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G ELA TIN E

16 os., 1 doz. case __ 6 00 
1% os., 4 doz. case— 3 60 
One doz. free w ith 6 cases.
Jello-O, 3 doz. _______ 3 46
M inute, 3 doz. . . . ____ 4 05
Plym outh, W h i t e __ 1 65
Q uaker, 3 doz. . . . ____ 3 56

HORSE RADISH 
Per doz., 5 oz. _— — 90
J E L L Y  AN D PRESERVES  
Pure, 30 lb. pails . . — 8 80 
Im itation , 30 lb. pails 1 76 
Pure, 6 oz.. A sst, doz. 1 10 
Buckeye, 18 oz., doz. 2 00 

J E L L Y  GLASSES
8 oz., per doz. ----------- 37

OLEOMARGARINE
Van Westenbrugge Brands 

Carload Distributer

Nucoa, 1 l b . __________27
Nucoa, 2 and 5 l b . __ 26%

Wilson &. Co.’s Brands
Certified _____________ 25%
N u t _________________20
Special Roll _________ 85%

M ATCHES
Swan, 144 ---------------  4 75
Diamond, 144 b o x ___ 6 25
Searchlight, 144 box— 6 25 
Ohio Red Label, 144 bx 4 75 
Ohio Blue Tip, 144 box 6 25 
Ohio Blue Tip, 720-lc 4 50 

8afety Matches 
Quaker, 5 gro. case 4 25

MINCE M EAT  
None Such, 4 doz. — 6 47 
Q uaker, 3 doz. case — 3 60 
Libby, Kegs, w et, lb. 22

MOLASSES

Gold B rer R abbit 
No. 10, 6 cans to  case 6 70 
No. 6. 18 cans to  case 5 95 
No. 2%, 24 cans to  cs. 6 20 
No. 1%, 36 cans to  cs. 6 16 

Green Brer Rabbit 
No. 10, 6 cans to  case 4 45 
No. 6, 12 cans to  case 4 70 
No. 2%, 24 cans to  cs. 4 95 
No. 1%, 36 cans to  cs. 4 20

Aunt Dinah Brand 
No. 10, 6 cans to  case 3 00 
No. 6. 12 cans o case 3 26 
No. 8%, 84 cans o cs. 3 60 
No. 1%, 36 cans oe cs. 3 00

New Orleans
F ancy  Open K ettle  74
Choice -----------------------  *?
Bair _____________ 41

H alf ba rre ls  6c ex tra
V olasses in  Cans 

Dove, 86, 8 lb. W h. L. 
Dove. 84, 2% lb W h. L  
Dove, 86, 2 lb. Black 
Dove, 24. 2% lb. B lack 
Dove, 6, 10 lb. Blue L 
Palm etto , 24. 2% lb.

5 00
5 20 
4 30
3 9i)
4 45
6 26

NUTS.
Whole

Almonds, T erregona— 30
B rasil, N e w ------------ 26
Fancy m ixed -----------22
F ilberts, S i c i l y _____  28
P eanuts, V irg in ia Raw  09% 
P eanu ts, Vir. roasted  10% 
P eanu ts , Jum bo, rs td  10% 
P eanuts, Jum bo, rs td  11%
Pecans, 3 s t a r -------- 24
Pecans, J u m b o ----- -_ 40
Pecans, M am m oth . .  60 
W alnuts, California — 25 

Salted P eanu ts.
Fancy, No. 1 ----------- 16
Jum bo _____— - — -  17

Shelled.
Almonds -----------
P eanu ts , Spanish, 

125 lb. bagga — 
F i l b e r t s ________
W alnuts

11% 
. 88 
1 10 

70

OLIVES.
Bulk, 6 gal. keg ___  8 50
Q uart J a rs , d o z e n _5 75
Bulk, 2 gal. k e g ____ 8 60
Bulk, 3 gal. k e g ___ 6 25
P in t, Ja rs , d o z e n ___ 3 25
4 oz. J a r ,  plain, doz. 1 85 
5% os. J a r ,  pi., doz. 1 60 
9 oz. J a r ,  plain, doz. 2 35
20 oz. J a r , PI. doz._4 25
3 oz. J a r , S tu., doz. 1 86 
6 oz. J a r , stuffed, ds. 2 60 
9 oz. J a r ,  stuffed, doz. 3 60 
12 oz. J a r , Stuffed,

doz. ________  4 60 0  4 76
20 oz. J a r , stuffed dz. 7 00 

PARIS GREEN
%S ------------------------------31
l a ____________________ 89
2s and  5 s ____________ 87

P EA N U T BU TTER

Bel Car*Mo Brand
24 1 lb. p a l l s ________
8 os.. 2 doz. in case 
6 lb. pails, 6 in  c ra te
12 2 lb. p a i l s ________
14 lb. p a l l s __________
60 lb. U n s __________
25 lb. p a i l s __________

Pork.
Light h o g s ___________ 19
M edium hogs _______ 20
Heavy h o g s __________ 18
Loins, Med. __________ 28
B u tts  ________________25
Shoulders ____________ 20
Spareribs ____________ 15
Neck b o n e s __________ 06

PROVISIONS 
Barreled Pork

Clear B a c k _ 34 50 0  35 06
Short C ut Clear34 60 0  35 00 

Dry S alt M eats 
S P  Bellies __ 28 00030 60

Lard
Pure in t i e r c e s _____ 16%
60 lb. t u b s ___ advance %
50 lb. t u b s ___ advance %
20 lb. p a l l s ___ advance %
10 lb. p a l l s ___ advance %
6 lb. p a i l s ___ advance 1
8 lb. p a i l s ___ advance 1

Compound t i e r c e s ___ 15%
Compound, t u b s _____ 16

Sausages
Bologna ______________16
L i v e r _________________14
F r a n k f o r t___________  19
P o r k ____________  18020

Tongue, J e l l i e d _____ 35
H eadcheese __________ 18

PETRO LEUM  PRODUCTS 
Iron B arrels

Perfection  K e ro s in e_16.6
Red Crown Gasoline,

T ank  W a g o n ____ _19.7
Solite Gasoline _____  22.7
Gas M achine Gasoline 41.x 
V. M. & P. N aph tha  24.«
Capitol C y lin d e r_____ 89.2
A tlantic Red Engine 21.2 
W in ter B l a c k _____ _12.2

^ g l a r i n g
Iron Barrels.

L igh t ______  62.2
M e d iu m __ . . . . . . . __64.8
H eavy ____________ . . .  66.2
Special h e a v y ________ 68.2
E x tra  h e a v y _—_____ 70.2
T ransm ission O i l -------68.2
Finol, 4 oz. cans, doz. 1 50 
Finol, 8 oz. cans, doz. 2 25
Parow ax, 100 l b . ___  9.3
Parow ax, 40, 1 l b . __ 9.5
Parow ax, 20, 1 lb. — 9.7

Semdac, 12 p t  cans 2 70 
Semdac, 12 a t. cans 4 60 

PICKLES 
Medium Sour 

B arrel, 1600 count __ 17 00 
H alf bbls., 800 count 9 00 
5 gallon, 400 count __ 4 75 

Sweet Small
30 Gallon, 3000 _____  42 00
5 gallon, 600 --------— 8 25

Smoked Meats 
H am s, Cer., 14-16 lb. 34 
H am s, Cert., 16-18 lb. 36 
H am , dried beef

sets  _______________ @32
California H a m s ___ @24
Picnic Boiled

H am s _________  40 044
Boiled H am s ____  46@52
Minced H a m s ____  @19
Bacon ___________ 37 @44

Beet
Boneless, rum p 26 00 0  28 0V
Rump, n e w _ 27 00@30 00

Mince Meat.
Condensed No. 1 car. 2 00 
Condensed B akers brick 31 
M oist in g lass _____  8 00

Pig’s Feet 
Cooked in V inegar

% bbls. ___________ _  2 60
% bbls.. 35 lbs. _____4 50
% bbls............. ..... . ____ 10 00
1 bbl. _______________25 00
Kits, 15 lbs. __________ 1 75
% bbls., 40 lbs. ______ 3 50
% bbls., 80 l b s . _____ 5 00

Casings
Hogs, per lb. ________ @63
Beef, round s e t ___  20030
Beef, middles, s e t_@1 75
Sheep, a  skein_ 2 00@2 25

RICE
Fancy Blue R o s e ___ 07%
Fancy  H e a d _______  10%
Broken _______________  Oo

ROLLED OATS 
Silver Flake, 12 Fam . 2 25
Q uaker, 18 R e g u la r_1 80
Quaker, 12s F a m ily _2 70
Mothers^ 12s, M’num  3 25
Nedrow, 12s, China _ 3 25
Sacks, 90 lb. J u t e _2 90
Sacks. 90 lb. C o tto n _2 95
Steel Cut, 100 lb. sks. 3 50

RUSKS.
Holland R usk Co. 

B rand
Dill Pickles. 18 roll packages ____

800 Size, 15 g a l . ___  10 00 36 roll packages ___
PIPE S 36 carton  p a c k a g e s  

Cob, 3 doz. in  bx.' 1 0001 26 18 carton  packages
PLAYING CARDS 

B attle  Axe, per doz. 2 75 
Dicycle --------------------- 4 75

SALER ATU S  
Arm and H a m m e r_

2
4
5 2
3

30
60
20
65

75
POTASH

B abb itt’s, 2 doz. ----- 2 75
FRESH MEATS 

Beef
Top S teers & Heif. @17% 
Good S teers & H ’f. 14 @16 
Med. S teers & H ’f. 13%@15 
Com. Steers & H 'f. 10@12%

Cows
Top ___________
Good ---------------
Medium -----------
Common ---------

14
1312
10

SAL SODA
G ranulated, b b l s .___ 1 80
G ranulated, 60 lbs. cs. 1 60 
G ranulated, 36 2% lb. 

parkages __________ 2 40

COD FISH
Middles _____________ 16%
T ablets, % lb. Pure, 
Tablets, 1 lb. P u re  __ 19%

doz. _______________1 40
Wood boxes, P u r e _ 29%
Whole C o d __________ 11%

Veal.
Top -------------------
Good ___________
Medium -------------

Lamb.
Spring Lam b ----
Good ___________
M edium -------------
P o o r ---------------—

Mutton.
Good ___________
Medium ________
Poor ____________

2i  Herring
------19% Holland Herring

1 Mixed, Keys ------------ 1
Mixed, half bbls. ___  9

------30 Mixed, bbls. _______  18
------“8 Milkers, Kegs -------- 1
— — 36 Milkers, half bbls. •_10
------24 Milkers, b b l s __ _ _ _ _

K K  K  K, N orw ay 19
____16 8 lb. pails ________   1
____14 C ut L unch _______   1

12% Boned, 10 lb. b o x e s_

00
50
0010
50
40
60
20

Lake Herring 
% ">bl., 100 l b s . _____ 6 60

Mackerel
Tubs, 100 lb. fndy fa t 24 50 
Tubs, 60 c o u n t _____ 7 25

White Fish
Med. Fancy, 100 lb. 13 00 

SHOE BLACKENING
9 in 1, P aste , d o z ._1 35
E. Z. Combination, dz. 1 35
D ri-Foot, doz. ______ 2 00
Bixbys, Doz. ________ 1 35
Shinola, doz. _______  90

STOVE POLISH 
Blackine, per d o z ._1 35
Black Sllk Llquld. dz. 1 40 
B lack Silk P aste , doz. 1 25 
E nam aline P aste , doz. 1 35 
E nam aline Llquld, dz. 1 36 
E. Z. Liquid, per doz. 1 40
Radium , per d o z .___ 1 85
Rising Sun. per doz. 1 35 
654 Stove Enam el, dz. 2 80 
Vulcanol, No. 5, doz. 95 
Vulcanol, No. 10, doz. 1 35 
Stovoil, per d o z .___ 3 00

SALT.
Colonial, 24. 2 l b . _____  95
Colonial. 36-1% ____  1 25
Colonial. Iodized, 24-2 2 00 
Med. No. 1 B b l s .___ 2 60
Med. No. 1, 100 lb. bg. 83 
F a rm er Spec., 70 lb. 90 
Packers M eat, 56 lb. 57
Crushed Rock fo r ice 

cream , 100 lb., each 76 
B u tte r Salt. 280 lb. bbl. 4 24
Block. 60 l b . _________ 40
B aker Salt. 280 lb. bbl. 4 10
100, 3 lb. T a b le _____ 5 76
70. 4 lb. T a b l e _____ 5 25
28. 10 lb. T a b le _____ 6 00
28 lb. bags. Table __ 42

P e r case, 24, 2 lbs. — 2 40
Five case lo ts  _____ 2 30
Iodized, 2«, 2 l b s . ___ 2 40

SOAP
Am. Fam ily, 100 box 6 30
E xport, 120 b o x ___ 4 80
Big F o u r W h. Na. 100s 3 75 
F lake W hite, 100 box 4 25 
Fels N aptha, 100 box 5 50 
Grdm a W hite Na. 10s 4 10 
Rub No More W hite

N aptha, 100 b o x _4 00
Rub-No-M ore, yellow 5 00 
Swift Classic, 100 box 4 40 
20 Mule Borax, 100 bx 7 55
Wool, 100 box _______ 6 50
Fairy , 100 box ______ 5 50

Jap  Rose, 100 b o x ___ 7 85
Palm  Olive, 144 box 11 00
Lava, 100 box ______ 4 90
Octagon ____________ 6 35
Pummo, 100 b o x ___ 4 85
Sw eetheart. 100 box _ 6 70 
G randpa T ar, 50 sm. 2 10 
G randpa T ar, 50 Ige. 3 50 
Q uaker H ard  w a ter 

Cocoa, 72s, b o x ___ 2 86
F airbank T ar. 100 bx 4 00 
T rilby  Soap, 100, 10c, 7 30 
W illiams B arber Bai’, 9s 60 
W illiams Mug, per doz. 48

CLEAN SER S
9

80 can oases, $4.80 per case

W ASHING POW DERS. 
Bon Ami Pd, 8 dz. bx 3 76 
Bon Ami Cake, 3 dz. 3 26
Brillo _______________ 85
CUmaline, 4 d o z .___ 4 20
Grandm a, 100, 5 c __ 4 00
G randm a, 24 L arge _ 3 75
Gold Dust, 1 0 0 s______ 4 00
Gold D ust, 12 L arge 3 20
Golden Rod, 2 4 ______ « 25
Jinx , 3 doz. _________ 4 60
L a F rance  Laun., 4 dz. 3 60
L u ste r Box. 5 4 ____   3 76
Did D utch Clean. 4 ds 3 40
Rinso, 4 0 s ____________ 3 20
Rlnso, 2 4 s ____________ 5 25
Rub No More. 100, 10

oz. ___________   3 86
Rub No More, 18 Lg. 4 00 
Spotless C leanser, 48,

20 o z . ______________8 95
Sant Flush, 1 doz. _ 2 25
Sapollo, 3 d o z . _____ 3 15
Soaplne, 100. 12 oz. _ 6 40 
Snowboy, 100, 10 oz. 4 00
Snowboy, 24 L a r g e _4 80
Speedee, 3 doz. ______ 7 20
Sunbrlte, 72 doz. ____ 4 00
W yandotte, 48 _______ 4 76

SPICES.
Whole Spices.

Allspice, J a m a ic a ___ 024
Cloves, Zanzibar ____ 040
Cassia, Canton ______ @25
C assia, 5c pkg., doz. @40
Ginger, A f r ic a n _____ @15
Ginger, Cochin ______ @30
Mace. P e n a n g _______ 1 10
Mixed, No. 1 _______  @24
Mixed, 5c pkgs., doz. @45
N utm egs, 70@90 ____ @78
N utm egs, 105-110____ @70
Pepper, B lack ______ @46

Pure Ground In Bulk
Allspice, J a m a i c a __ @18
Cloves, Z a n z ib a r___  @46
Cassia, C a n to n _____  @26
Ginger, Corkin _____  @38
M ustard ____________  @32
Mace, P e n a n g _______ 1 80
Pepper, B lack _______ @50
N utm egs ----------------- 075
Pepper, W hite ____ -  @60
Pepper. Cayenne ___  @82
Paprika , S p a n is h ___ @42

Seasoning
Chili Powder, 1 5 c ___ 1 35
Celery Salt, 3 o z . ___  95
Sage, 2 oz. ______    90
Onion Salt _________ 1 35
G arlic ______________1 35
Ponelty, 3% oz. ___ 3 25
K itchen B o u q u e t___ 4 60
L aure l Leaves _____  20
M arjoram , 1 oz. ____  90
Savory, 1 oz. _______  90
Thym e, 1 oz. _______  90
Tum eric, 2% oz. ___ 90

STARCH
Corn

K ingsford, 40 l b s . ___ 11%
Powdered, b a g s _____ 4 00
Argo, 48. 1 lb. pkgs. 4 05
Cream, 48-1 _____ __4 80
Quaker, 4 0 -1 ________   07

Gloss
Argo. 48, 1 lb. p k g s ._4 05
Argo, 12, 3 lb. pkgs. 2 96
Argo, 8, 5 lb. p k g s ._3 35
Silver Gloss, 48, I s _11%
Elastic, 64 p k g s .___ 5 35
Tiger, 48-1 _________ 3 50
Tiger, 50 lbs. _______  06

CORN SYRUP.
Corn

Blue K aro, No. 1% __ 2 36 
Blue Karo, No. 5, 1 dz. 3 23 
Blue Karo, No. 10 __ 3 03 
Red Karo, No. 1% __ 2 64 
Red K aro, No. 5, 1 dz. 3 61 
Red Karo, No. 1 0 _3 41

ImL Maple Flavor. 
Orange, No. 1%, 2 dz. 3 09 
Orange, No. 6. 1 doz. 4 19 
Orange, No. 1 0 _____ 3 99

Maple.
Green Label K aro.
Green Label K a r o _6 19

Maple and Cane 
Mayflower, per g a l ._1 65

Maple.
M ichigan, per gal. _ . 2 50 
Welch», per g a l . ___ 2 <0

TABLE SAUCES
Lea & P errin , la rge_6 00
L ea & P errin , sm all_3 35
P e p p e r _______________1 60
Royal M i n t __________ I  49
Tobasco, 2 o z .________ 4 25
Sho You, 9 oz., doz. 2 70
A -l, large ______   6 20
A -l, s m a l l___ ___  9 16
Capera, S oe. ------------ 9 99

TE A .
Japan.

M e d iu m __ ___
C h o ic e ____ — -------
Fancy _J__________ -

9 7 0 9 9
9 7 0 4 4
64061

64
1 lb. pkg. S i f t in g __ II

Gunpowder
98
46

Ceylon
16

English B reakfast
19

Congou, Choice ___  
Congou, F ancy  ___

9 6 0 6 6
4 2 0 4 6

Oolong
M e d iu m ________    96
C h o ic e _________________45
F a n c y _____________  10

T elfer Coffee Co. Brand 
W. J . G . ______________69

TW IN E
Cotton, 3 ply c o n e ___ 38
Cotton, 3 ply pails ___  40
Wool, 6 ply _____   1»

VINEGAR
Cider, 40 G rain ______  21
W hite W ine, 80 g ra in_26
W hite W ine, 40 g ra in_20

WICKINQ
No. 0. per g r o s s _____ 75

1, per gross ___ i 29
2, per gross ___ i 50
3, per gross ___ 2 00

Peerless Rolls, per doz. 90 
R ochester, No. 2, doz. 60 
Rochester, No. 3, doz. 2 00 
Rayo, p e r doz. ___ _ 79

W OODENW ARE
Baskets

Bushels, narrow  band,
w ire h a n d le s ______ 1 75

Bushels, narrow  band,
wood h a n d le s _____ I  80

M arket, drop handle 85
M arket, single handle 90
M arket, ex tra  ___  1 50
Splint, l a r g e _____  8 50
Splint, m e d iu m ___ _ 7 60
Splint, s m a l l_______ 6 60

Churns.
B arrel. 5 gal., each— 2 40 
B arrel, 10 gal., each— 2 65 
3 to 6 gal., per g a l ._IS

Egg Cases.
No. 1, S ta r  C arrie r _ 6 00 
No. 2, S ta r  C arrie r- 10 00 
No. 1, S ta r  E gg T rays 6 26 
No. 2, S ta r  E gg T rays 12 50

Mop Sticks
T rojan  spring  ______ 2 00
Eclipse pa ten t spring  2 00 
No. 2, pat. b rush  hold 2 00
Ideal No. 7 _________ 1 46
12 oz. Cot. Mop H eads 2 66
16 oz. Cot. Mop H eads 3 20

Palls
10 qt. G a lv an ize d_  2 50
12 qt. G a lv an ize d_ 2 76
14 qt. G a lv an ize d ____ 8 10
12 qt. F ’arin g  Gal. Ir . 5 00
10 qt. T in D a i r y ____ 4 00

T raps
Mouse, Wood, 4 ho les. 60
Mouse, wood, 6 ho les. 70
Mouse, tin , 5 h o l e s __65
R at, wood _________ 1 00
R at. s p r i n g _________ 1 00
Mouse, spring  _  80

Tubs
L arge G a lv an ize d ___ 9 26
Medium G a lv an ized_9 00
Small G a lv an ize d __ _ 7 09

W ashboards
B anner, Globe ___ _ •  60
B rass, single ____ _ 9 00
Glass, s i n g l e _-_____ 9 00
Double P e e r le s s___ 8 60
Single P e e r le s s ___ _ 7 60
N orthern  Q u e e n ____ 5 60
U niversal ________ 7 25

W indow Cleaners
12 in. _______________1 66
14 in. _______________1 15
18 in. _______________9 99

Wood Bowls
13 In. B u t t e r _____   9 90
15 in. B u t t e r _________  9 00
17 in. B u t t e r __________ 18 00
19 in. B u t t e r ______  25 00

W RAPPING PAPER 
Fibre, M anila, w h ite . 06%
No. 1 F i b r e _________ 08
B utchers M anila ___ 06%
K ra ft --------_ ----------- 07%
K ra ft S tripe _______ 09%

YEAST CAKE
Magic, 3 d o z ._—____ 2 70
Sunlight, 3 d o z ._____ 2 76
Sunlight, 1% doz. —_  1 36 
Y east Foam , 3 d o z ._2 70
Y east Foam , 1% don. 1 36 

YEAB T— COMPRIMID  
Fleischm ann, par dos. 94
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Then and Now—A Retrospect and a 
Comparison.

Continued from page 26) 
that the increase in the country’s 
wealth brought with it. So the old 
timers were forced to adjust them
selves to these improvements or be 
hopelessly outdistanced by their more 
enterprising competitors.

Their places of business began to 
take on a different appearance, stores 
were made more attractive, newer and 
more practical fixtures and show-win
dows were being installed with better 
lighting facilities, especially when the 
electric replaced gas (or even in some 
instances the kerosene lamp).

Larger and more diversified lines of 
merchandise put in their appearance 
and the improvements in therapeutics 
as well as the material wealth of the 
public gave the physician the oppor
tunity of prescribing a larger variety 
and more expensive medicaments. The 
public, as it waxed richer began to 
depend less and less upon household 
remedies, which could be purchased 
at a small outlay, and became more 
accustomed to go to the physician for 
advice and treatment.

No one can claim that the proprie- 
ors of pharmacies did not profit by 
these additional sources of income, to 
which they were justly entitled. W ith 
these came the higher standard and 
uniformitv of pharmaceutical products, 
which gave every pharmacist an egual 
opportunity, provided he knew how to 
make use of it.

And the increased educational re
quirements which placed or should 
have placed, a set of more intelligent 
men behind the counters.

This betterment in the service ren
dered the public, naturally increased 
the expense of conducting the places 
of business, but no one can deny 
that the public has been willing to 
pay the difference and more to the 
owners of such stores, with a conse
quent increase in the net profits.

The family life of the pharmacist of 
nowadays, is not so much involved in 
was in the old days, for the number 
the carrying on of his business as it 
of proprietors living in the same prem
ises as their stores is comparatively 
small and the demand for night service 
is almost negligible. Very few of the 
clerks, if any are required to attend to 
such work.

The outward signs of prosperity 
upon the families of the pharmacist 
of these days show a marked improve
ment over the old ones; this should be 
especially noticable to those attending 
the social functions of the many phar- 
maceuical societies of these days. 
Fifty years ago there were very few 
of such organizations, and their social 
gatherings were mostly of the plain 
family variety, while those of to-day 
are stately affairs with their sump
tuous banquets, and the well dressed 
and well groomed appearance of their 
participants is noteworthy. The retail 
druggist of half a century ago would 
have said that such festivities were 
impossible.

And as far as wre can judge of the

family life of the pharmacist, we may 
safely say that there is a vast improve
ment over the conditions of fifty years 
ago. Conceding that the head of the 
household must still spend more time 
in obtaining his livelihood than men 
in other occupations, it must also be 
admitted that he is giving his family 
much more in the line of personal 
comfort and education than did his 
predecessor.

No doubt the improvement in con
ditions is prevalent in all walks of life, 
but there should be no doubt in the 
mind of anyone that of all the skilled 
callings, that of the apothecary has 
approximately shown the greatest ma
terial improvement during the last fifty 
\ears.

The causes for these happy changes, 
as indicated before, may be summar
ized as the betterment in the general 
conditions of our country and the 
higher standards of education and of 
material that it has brought about; 
furthermore, the spirit of organization 
and self-protection now becoming 
more and more prevalent, and finally 
you may agree with me or not, the 
competition of highly standardized 
business organizations. All these have 
brought the apothecary once in “ta t
tered weeds, with overwhelming brows 
and meager looks,” as Shakespeare has 
it, to the position he now occupies, 
which is nearer that to which his la
bors and learning justly entitle him.

Robert S. Lehman.

Keeping Orange and Lemon Syrups.
These syrups should be freshly made 

every day to be in the best condition 
for serving. As oranges are to be had 
at most seasons of the year, it is best 
to make the syrup from freshly ex
pressed juice as follow: Freshly ex
pressed orange juice, strained 1 pint; 
orange essence • ¿4 fluid ounce, fruit 
acid fluid ounce, syrup 5 pints. Mix 
them. This will make a cloudy syrup, 
but it has the real taste of the orange 
fruit.

A very good syrup may be prepared 
from orange juice, stocks, or concen
trated syrups purchased from the vari
ous manufacturers of fountain supplies, 
and while we must in justice give 
many o f these firms credit for the 
manufacture of excellent goods, from 
the finest of fruits, still none of them 
can produce an article that compares 
with the fresh fruit product. These 
purchased goods are prepared for 
fountain use by adding from one to 
three parts of simple syrup to one 
part of the stock and adding from 
one-half to one ounce of solution of 
citric acid to each gallon of finished 
product.

Removing Silver Nitrate Stains.
The application of a solution of 

bichloride of mercury to he skin will 
be found effective. H. Kratetzer rec
ommends a solution of 10 parts of 
ammonium chloride and 10 parts cor
rosive sublimate in 100 parts of water, 
with which the stains are said to be 
removed readily from the hands, and 
from linen, wool and cotton without 
injuring the fabric.

Nucoa
*The Food o f the Future99

—retains its reputation with particular 
housewives and successful grocers. The 
reason—Nucoa means health and economy 
for the family and good profits for the 
grocer

A full page advertisement (one of a 
regular series) in the “Saturday Eve
ning Post’’ for September 25th tells 
the public more valuable facts abmit 
NU CO A. Don’t miss reading it.

THE BEST FOODS, Inc.
New Y ork Chicago San Francisco

A product for every need- 
a service for every custom er

Wherever sugar is used, and for whatever pur
pose, the American Sugar Refining Company pro
vides the right sugar for the need as well as the 
easiest means of procuring it.

In the home, there is a Domino Package Sugar 
for every occasion—the exact one, whether to 
obtain perfect cooking results, or to add the final 
touch to a perfect table setting.

In the trade, we have special grades of sugar 
ideally adapted to every need—icings, bread, 
cakes, candy, cold dough mixes. . . . Sugars that 
save money as well as make work easier and surer.

And, no matter what locality may need our 
service, our numerous refineries, strategically 
located throughout the vast territory we cover, 
assure you prompt and efficient delivery. Custom
ers in Maine or Texas find themselves served as 
efficiently and surely as customers in New York 
City or Philadelphia.

Remember, when you choose your sugar from 
our line—the largest, most complete line in the 
world—you get sugar which the test of time has 
proved to be the most economical and most sat
isfactory in quality for your product.

American Sugar Refining Company
“Sweeten it with Domino”

Granulated, Tablet, Powdered, Confectioners, Brown; 
Domino Syrup
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Good Grocer Never Did Such a Thing.
(Continued from page 20) 

your license clean and available at all 
times. “Dinna forget.”

And again, farther down:
Safety First 

Say it with flowers,
Say it with sweets,

Say it with kisses,
Say it with “eats.”

Say it with diamonds,
Say it with drink.

But whatever you do,
Don’t say it with ink.

And finally:
Ming Cha Tea.

The most expensive tea grown. An 
unblended Chinese Black Tea, packed 
in fancy golden paper containers. 

$1.50 per half pound package 
On display in front of store 

Makes an ideal gift.
There is much more in this circular 

of May’s; but there is not a word, a 
line or a quotation—not even a hint— 
of the price-appeal. Everything I 
have quoted, and all I have not quoted 
from this circular is business building.

It is telling folks news about May’s 
in a simple, straightforward wTay that 
is about the most effective way any
body can tell anything. It is clothing 
the commonplace in romance. It is 
making everyday things seem out of 
the ordinary by talking about them 
entertainingly. As such, it makes 
folks think of May’s whenever they 
think food, household goods or other 
groceries; and the complimentary 
things May does every so often build 
good will.

Such work is advertising. It is the 
kind of work that will put any busi
ness on a plane above competition. And 
the fun of it is that there is always 
room for more work of this kind. 
There is, on the contrary, an immedi
ate limit to any price appeal, because 
you can go about so low and then you 
must stop—your bolt is then shot and 
your ammunition is gone.

May does not use specially paid-for 
space to quote “specials” for Saturday. 
Think it over! Paul Findlay.

Velours and Felt H ats Wanted.
The demand for felt and velour 

soleil hats continues to be large. With 
the normal seasonal increase in pur
chases from now on a shortage of the 
latter material in the desired shades
of green and red is expected in the 
next few weeks. As most of this cloth 
is imported, little can now be done 
to forestall the threatened scarcity. In 
the color trend some manufacturers 
note a swing toward royal purple hues, 
which is likely to gain momentum.

Green No. 1 ________
Green. No. 2 ______
Cured, No. 1 ________
Cured, No. 2 ________
Calfskin, Green, No. 1 
Calfskin, Green, No. 2 
Calfskin, Cured, No. 1 
Calfskin. Cured, No. 2
Horse, No. 1 ______ _
H orse, No. 2 _______

07 
06
08 
07 
12 
10% 
13 
11% 
3 00 
2 00

Pelts.
L a m b s ________________________  60075
Shearlings ______________  10O26c

Tallow.
P r i m e _______________________  07
No. 1 _______________________________ 07
No. 2 _______________________________ 06

Wool.
U nw ashed, m e d iu m ______________ @35
Unwashed, r e j e c t s _________   026
U nwashed, fine _____ _______ Ll t r t )

W hat Do You Know About Your 
Business?

Do you know what it costs to oper
ate your store?

Do you know what each department 
of your business is costing you per day, 
per week, month or year?

Do you know which department or 
lines are profitable and which, if any, 
are not paying?

Do you know, beyond possibility o( 
doubt, that selling prices must cover 
expenses—and provide a fair margin of 
profit?

Do you know how your gross and 
net profits for this year compare with 
those of the year previous?

Do you know when and from where 
your profits and losses come?

These seem like harsh questions; 
they are not intended as such, how
ever. They simply state some of the 
problems that are being solved by 
business men who are forging ahead.

If you know the answers you are in 
a position to turn losing months into 
winning ones, to replace unprofitable 
items with profitable ones and in short 
manage your business wisely in face of 
increasing costs.

In these days of quick sales and 
small profits it is unwise to sail the 
business ship—large or small—with
out the figure facts, which are sur
prisingly easy to get.

Germans Regain Elvers.
Germans are happy, and elvers once 

more adorn the board of the hausfrau, 
for the British have regranted permis
sion, revoked in the kaiser’s war, to 
Germany to catch the small eels which 
are plentiful in the English Channel. 
Elvers are smoked before being eaten 
and are esteemed a great delicacy by 
the Teutons.

Within the year following the re
granting of the privilege, Germans 
trawling for elvers in English water 
caught 3,000,000 eels, many of them 
being used for restocking 130 German 
lakes and rivers. The eels are taken 
to Germany in containers, each holding 
5,000. Fishing experts say that the 
eels migrate to the Gulf of Mexico to 
spawn, and that the young are carried 
back to European waters by the Gulf 
Stream.

A salesman who cannot stand 
honest criticism of his work will never 
be worth much to himself or his em
ployer. But—honest criticism should 
never be clothed in language which 
will tend to terrorize the timid or em
bitter an honest workman.

Sand Lime Brick
Nothing at Durable 

Nothing aa Fireproof 
Makes Structures Beautiful 

No Painting 
No Cost for Repairs 

Fire Proof Weather Proof 
Warm In Winter— Cool In Summer

Brick is Everlasting

GRANDE BRICK CO, 
Grand Rapids. 

SAGINAW BRICK CO, 
Saginaw.

JACKSON-LANSING BRICK 
CO, Rires Junction.

A y  '

Mail
Under both S tate  

and federal Supervision

We are  a s  n ea r aB you r m all 
box. As easy  to  bank w ith  u s 
a s  m ailing a  le tte r.

Privacy
No one b u t the  bank’s  officers 
and  yourself need know of your 
account here.

Unusual Safety 
Extra Interest

Send check, d ra ft, m oney order 
o r cash  in reg istered  le tte r. 
H ither savings account o r C er
tificates of Deposit. You can 
w ithdraw  m oney any  tim e. 
C apital and  surp lus 3312,500.00. 
Resources over $5,000,000.00.

Send for free booklet 
on Banking by Mall

HOME STATE BANK  
for SAVINGS MICHIGAN

6%
INSURED

BONDS
You can now buy 
bonds insured against 
loss.
You take no risk with 
the money you invest. 
A  great surety com
pany with assets of 
$48,000,000 guarantees 
both principal and in
terest.

Ask us about our 6% 
Insured Bonds.

INDU STRIAL
COMPANY

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

OSAND MICH-
RAPIDS U J  ICAN

Business Wants Department
Advertisements inserted under this head 

for five cents a word the first insertion 
and four cents a word for each subse
quent continuous insertion. If set in 
capital letters, double price. No charge 
less than 50 cents. Small display adver
tisements in this department. 34 per 
Inch. Payment with order Is required, as 
amounts are too small to open accounts.

H ave $500—W ish to invest w ith  my 
services in an  established business. 
Young, active, experienced. Address No.
368, c /o  M ichigan T radesm an.______ 368

POU SALE—E ight G rand Rapids cab
inets for ready -to -w ear m erchandise: one 
steel safe, size 20x20x25. L. M. Woods,
Bellevue, Mich. ____ _______________ 369

COAL AND ICE BUSINESS 
In fa s t growing Crown Point. Y ards 
fully equipped. H eavy annual tonnage, 
i f  von have *10.000. w rite  for details.

Exchange—Have a  beau tifu l e ighty- 
acre  farm  in re so rt and potato section, 
N orthw estern  M ichigan. Will exchange 
for stock of m erchandise. D. H. H unter, 
Rockford, Mich. _____________ 371

F o r Sale Or R ent—T w o-story brick 
building and basem ent, 24x80, second door 
from  m ain business corner. W est M ich
igan farm ing and reso rt tow n of 1,000. 
Opening for d ry  goods, shoes, clothing, 
or o ther lines. Low ren tal. Address No.
372, c /o  Michigan T radesm an.______ 372

FOR SALE—Rooming house, th ir ty - 
two beds, hot and cold w ater, c ity  75,000 
population. Sacrifice, leaving city. Ad
dress No. 373, c /o  M ichigan Tradesm an.

W anted—Good grocery in tow n of 2,000 
to 4,000 in good farm ing com m unity. 
R. W . Day, 217 C enter St., Albion, Mich.

F o r Sale—B azaar sto re  in town of 4,000 
Southw estern M ichigan. Good business 
town. M any m anufac tu ring  industries. 
A ddress No. 364, c /o  M ichigan T rades
m an. 364_

BUSINESS OPPORTUNITY—F or quick 
sale, a t  Boyne Falls, M ichigan. F if ty - 
barrel flour mill, e levator s torage for 
30,000 bushels grain . Large w arehouse. 
A good com fortable brick home. T h irty - 
th ree  acres ground. W ATER POW ER 
developing six ty  horse. On Pennsylvania 
side tracks. E very th ing  in  first-class 
condition. If you desire cheap power 
and cheap building for any m anufactu ring  
business, g rab  th is g ift a t  $8,500. H istory  
has never recorded a  like offer. HANKEY 
M ILLING CO., P ETOSKEY, MICH. 365 

FOR SALE—General stock and two- 
story  and  basem ent store building located 
a t  old established trad ing  point abou t 
fifteen m iles N ortheast of G rand Rapids. 
Equipped w ith W estinghouse lighting 
system . P roperty  cheap a t  $10,000. W ill 
take $4,000 down, balance in productive 
real e s ta te  in G rand Rapids. W. P. Joyce,
Cannonsburg, Mich. __________366_

FO R SALE—D ry goods and groceries 
in town of 500, excellent farm ing te r r i
tory. Store doing a  very good business. 
Stock and fixtures will invoice abou t $6,- 
500. Brick building, well located, for sale 
o r ren t. F. R. E verhart, F reeport, Mich.

357
FOR SALE OR EXCHANGE—G eneral 

store located in country  town, w ith  stock 
of dry goods, shoes, groceries. Also store 
fixtures and building. A ddress Charles L. 
Beckley, H adley, Mich. ___ 359

SHELVING AND COUNTERS F o r Sale 
—S tandard  for varie ty  and  household 
goods. Good as  new. Cheap if taken  a t  
once. Inquire J. H aga, 1437 T am arack  
Ave., G rand Rapids. Tel. 77515 362_

FOR SALE!—General stock and  store 
building located a t  good coun try  trad ing  
point about tw en ty  m iles from  G rand 
Rapids. Cash sales average $100 per day. 
Consideration is about $4,000, on which 
te rm s can be arranged  if desired. A d
dress No. 351, c /o  M ichigan Tradesm an.

P ay  spot cash for clothing and  fu rn ish 
ing goods stocks. L. Silberm an, 1250 
Burlingam e Ave., D etroit, Mich. 566

CASH For Your Merchandise I 
W ill buy your en tire  s tock  o r  p a r t  of 
stock of shoes, dry  goods, clothing, fur- 
nlshngs, bazaar novelties, fu rn itu re , etc. 

LOUIS LEVINSOHN. Saqinaw. Mich.

ARE YOU SELLING OUT?
W ill pay h ighest am ount In Cash for 
your en tire  o r p a r t  of stock  an d  fixtures 
of any  description. Call o r w rite  Jack 
Kosofsky, 1235 W. Euclid Ave., N orth 
way 5695. Detroit. Mich.
FIRE AND BURGLAR PROOF

S A F E S
GRAND RAPIDS SAFE CO, 

Tradesman Building 
Hides, Pelts and Pars.
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Blackberrying on the Muskegon River 
Sixty Years Ago.

Grandville, Sept. 7—One of the joys 
of my teenage was going out into the 
cut over spaces after blackberries.

That wild, luscious fruit was worth 
going after, and the bpys of the pine 
woods never were loath to take bas
ket or pail and seek the sweet-smelling 
wroods in search of that best pie prod
uct on the continent.

Around old shanties squatted on the 
creek bank often grew the most lus
cious berries ever. None of the cul
tivated fruit of modern days can be
gin to compare with those big, long, 
sweet fingers of black which we drop
ped into our baskets in that early day.

Going blackberrying was not all just 
going. There was fun seeking out the 
shaded nooks, finding where grew the 
finest specimens of the fruit, and boys 
and girls never had finer sport mixed 
with toil than those blackberry parties 
in the woods along the Muskegon.

No doubt many of the older citizens 
of Grand Rapids have had a similar 
experience as had the writer back in 
lumbering days, when the great pine 
choppings, after yielding their harvest 
of pine, sent up a magnificent growth 
of wild blackberry bushes such as can
not grow under the civilizing influence 
of later day methods.

Sometimes whole mill crews turned 
out to ravish the bushes of their fruit.
I call to mind one year when a bank
rupt lumberman went into the black
berry business No sale .for the berries, 
of course, but the juice of the berry 
makes the finest wine ever, and this 
lumberman secured many empty casks 
from the Muskegon stores, moved 
them to his home in the woods and 
sent word that he was purchasing 
blackberries at one dollar per bushel.

This call enlisted Indians as well as 
whites, and soon long lines of berry 
pickers were seen moving into the cut
over region in search of wealth.

To be sure the price of three cents 
per quart was not very enticing, but 
good hard money was not over abund
ant in the woods, and the work of 
berry picking was not considered hard. 
Squaws and children could earn as 
much as grown folks, and so the merry 
work went on.

Thousands of acres of wild berries 
grew profusely along the course of the 
river. Indians, whites and cattle 
brushed the woods in search of fruit. 
Consequence was the lumberman made 
over 1,200 gallons of blackberry wine 
which he sold readily in the nearby 
towns. Muskegon more particularly, 
for.$4 per gallon, realizing a neat sum 
which enabled him to later get on his 
feet at the logging business.

Blackberrying was real sport for 
schoolboys and girls.

Along the river were numerous roll- 
ways, on the summit of which, and far 
back for miles, the blackberries grew 
in profusion. Canoes were used for 
carrying merry parties to those roll- 
ways and many whole days were put 
in picking berries for the home larder.

On one occasion a large party of 
school children, together with their 
teacher, located a splendid field of 
blackberries two miles up the stream 
from Bridgeton, and found shanties 
long since deserted ready to receive 
them.

Across from the big rollway on 
which were located the shanties was 
the farm, lying on lower ground, of a 
pioneer, and at the time in question a 
cornfield of many acres was in evi
dence.

Green corn and blackberries come 
into being about the same time. Two 
of the bovs, during the absence of 
their teacher, slipped down the bluff, 
got into a canoe and paddled across 
the stream some twenty rods in width. 
When they returned they had all the 
green corn thev could carrv, and for 
the raid on the unsuspecting farmer 
these boys got a severe calling down 
from Miss True, their teacher, who 
came from the far away State of

Maine and had a profound sense of the 
ethics of the case.

The merry crowd of berry pickers 
were not to be denied, however, and 
budded a fire from the rubbish lying 
about, and had all the roast corn they 
could eat. Roast corn is far and 
away ahead of boiled, and the early 
settlers were well versed in the best 
methods of this roasting. Miss True 
firmly denied herself, however. Her 
New England upbringing forbade her 
partaking of stolen corn.

This was one of the many incidents 
of those good old days. At another 
time my chum and I went early after 
berries, carrying big baskets, as we 
had the whole day to ourselves. Be
sides the baskets we had one large tin 
pail which we filled at the beginning 
of our work, placing the rounded re
ceptacle in the edge of the bushes at 
the roadside.

Two hours later, when we came back 
to the place of leaving the pail of 
berries, we were peeved to find it 
gone.

“Some Indian thief,’’ said my chum. •
“ I don’t believe it,” I returned. “An 

Indian wouldn’t steal blackberries. If 
it was tobacco or whisky.”

Just here a rustle in the bushes 
startled us, and a moment later the 
noe of a yearling steer pushed into 
view. Right there on the rascal’s nose 
was proof of who stole the berries.

A short search revealed our pail 
turned on the side, entirely empty, its 
inside licked clean by the tongue of 
the steer, a proof of how well the 
creature liked blackberries.

"1 wish he’d pick his own berries 
and not steal ours,” complained Joe. 
As for myself I saw rather the comic 
side of the incident, and sat down on 
a log and burst out laughing. The 
animal seemed friendly enough and I 
do believe he would have enjoyed eat
ing another pail of berries.

Old Timer.

Both W heat and Flour Low Enough. 
W ritte n  fo r th e  T ra d e sm a n .

During the past six weeks the wheat 
market has been a hectic affair with a 
definite and pronounced downward 
tendency, this condition having been 
brought about by very free offerings 
of wheat and, on the other hand, by 
conservative buying on the part of the 
flour purchaser. Then, too, each crop 
report has shown improved condition 
of wheat in .the United States, and 
harvest outturns have in nearly every 
instance been larger than predictions.

The United States crop of wheat 
in 1925 totalled about 665,000,000 
bushels; this year we will have pro
duced at least 835,000,000 bushels ac
cording to present prospects. The 
Canadian crop this year has been esti
mated at all the way from 325,000,000 
bushels to over 400,000,000, with the 
present outlook for around 400,000,000, 
about the same as last year, so the 
North American crop, in all prob
abilities, is 170,000,000 bushels larger 
than a year ago.

The European crop of wheat is prob
ably about 50,000,000 bushels smaller 
than last year, which, coupled with a 
comparatively small world crop of rye 
and a definite falling off in the Euro
pean potato crop, will help absorb the 
surplus of wheat, as the latter are con
sidered wheat substitutes, particularly 
in European countries where the 
amount of wheat produced is insuffi
cient to meet bread requirements. The 
world crop of wheat is placed at ap
proximately 50,000,000 bushels more 
than a year ago, which, of course, is 
an infinitesimal amount compared with 
the world’s requirements, although an

increase, even though small, in the 
prospective world’s supply has a senti
mentally bearish effect on prices.

The flour buyer is inclined to con
tinue buying conservatively as a gen
eral thing, and probably it is a wise 
policy, although prices of both wheat 
and flour are certainly low enough, 
compared with the value of other com
modities, and within a couple of 
months should react to a somewhat 
higher plane, but whether this actually 
occurs is another question. Any way,

both wheat and flour are certainly 
worth present prices and, this being 
true, it is to be hoped they will go no 
lower in price; a moderate advance 
would be more in line with other costs 
and also helpful to the prosperity of 
the country at large.

Lloyd E. Smith.

Owosso—Mrs. H. R. Daniels has 
sold her grocery stock at 118 East 
Allegan street to W. Densmore who 
will continue the business at the same 
location.

“ BUILT FIRST TO LAST”

000 for more than a 
Quarter of a Century

REYNOLDS SHINGLES
have been giving 

Service

GRAND RAPIDS TRUST COMPANY,
Receiver for

H. M. REYNOLDS SHINGLE COMPANY

THEY MUST BE GOOD
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FREE FIREWORKS 
EXHIBITION

An impressine farewell salute of pyrotechnics to 
departing summer at

RAMONA PARK
Saturday Night, Septem ber 11

Triple Parachute Drop from an Airplane 

RAMONA PARK
Sunday Afternoon, Septem ber 12
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Increased
Demand

for a product depends upon HIGH 
QUALITY-full satisfaction guaranteed.

RIGHT PRICE—to the consumer.

PROTECTION~to the dealer’s profit.

All three have been vital factors in the 
ever increasing demand for

K. C
B ak in g
Powder

No better at any price

2 5 ouncest° r 2 5 *
(more than a pound and a half for a quarter)

Same price for over 3 5  y e a r s

The price is established—it is 
plainly shown on the label.

That Protects Your Profits

M illions of Pounds Used by the  
Government

More Sales 
Per Day

the
TELEPHONE

WAY

Long Distance provides a satisfac
tory way of increasing sales with 
a lessened cost per sale. A sales
man can speed his work by giving 
the Long Distance operator a list 
of calls and she will set them up 
one after the other. You can cover 
more territory more economically 
and make more sales per day by 
taking advantage of the opportun
ity Long Distance offers.

You Can Call These Towns 
for

$L00 to $1.50

Use “Anyone” Calls

Marquette Green Bay, Wis.
Pellston Petoskey
Lima, O. Trout Lake

MICHIGAN BELL TELEPHONE 
COMPANY

One System One Policy Universal Service



Don’t hide the goods from 
your customers
No matter how well known are the goods in your store, 
few of your customers will strain their eyes looking for 
them. If goods are properly displayed, they will sell 
many times faster than when hidden on the shelves or 
under the counter. The easier it is for your customers to 
find them, the easier they’ll sell.
Unless your customers go through your store with their 
eyes closed, they can’t help seeing Ivory Soap floor dis
plays like the ones shown on this page. Grocers who are 
now using these box displays have been astonished at the 
increased sales of the famous “Ivory Family’’ which have 
resulted from their use.
Ivory floor displays are easy to install. Put them any
where you have spare floor space. Customers can examine 
the various products, note their chief uses and how much 
they cost. Then they can help themselves.
An Ivory Soap floor display in your store will save your 
time and increase your sales and profits on these national
ly-advertised and universally-liked Procter & Gamble 
products.
Send us the coupon below for the necessary display ma
terial and directions for setting up.

PROCTER & GAMBLE
Cincinnati, O.

Manufacturers of
IVORY SOAP P  AND G W H IT E  N A PH T H A  SOAP
IVORY SOAP FLA K ES STAR SOAP
GUEST IVO RY STAR N A PH T H A  W A SH IN G  PO W D ER
C H IPSO  CRISCO

op s ’.s>> O O JH>^£SòO tfCbJSLéTà O

Procter & Gamble Coupon S-526
Cincinnati, Ohio
Gentlemen:

I wish to convince myself that floor displays will help me 
to sell more Ivory Soap. Please send me free display material 
for the particular box displays checked below:

{ | IVORY SOAP— laundry size.
□  IVORY SOAP— bath size.
□  GUEST IVORY— for face and hands.
□  IVORY SOAP FLAKES— for fine laundering.

Name

Street

City State


