
I

THE CROOK
Ah, here it is—the sliding rail

That marks the old remembered spot— 
The gap that struck our school-boy trail— 

The crooked path across the lot.

It left the road by school and church,
A penciled shadow, nothing more,

That parted from the silver birch
And ended at the farm-house door.

No line or compass traced its plan,
With frequent bends to left or right,

In aimless, wayward curves it ran.
But always kept the door in sight.

The gabled porch, with woodbine green— 
The broken millstone at the mill— 

Though many a rood might stretch between, 
The truant child could see them still.

No rocks across the pathway lie,
No fallen trunk is o’er it thrown,

And yet it winds, we know not why.
And turns as if for tree or stone.

Perhaps some lover trod the way,
With shaking knees and leaping heart— 

And so it often runs astray
With sinuous sweep or sudden start.

Or one, perchance, with clouded brain,
From some unholy banquet reeled—

And since our devious steps maintain 
His track across the trodden field.

Nay, deem not thus—no earth-born will 
Could ever trace a faultless line;

Our truest steps are human still—
To walk unswerving were divine.

Truants from love, we dream of wrath— 
Oh, rather let us trust the more 

Through all the wanderings of the path,
We still can see our Father’s door.
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To Deniers - 

I f  i/o a are not 
noue handling 
S t a n o l a x  
( H e a v y )  
let us send 
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Stanolax Relieves Constipation
It is a fact generally recognized by physicians that constipation is the most prevalent of all human ills. 
Constipation is doubly dangerous, because it not only Hoods the system with poisons which should be elim
inated through the bowels, but it also reduces the resistance to contagion and infection.

At this time of the year, constipation is especially common. Few people take enough exercise in the 
open air during cold weather, and most people eat an excess of concentrated foods. Lack of exercise 
and the eating of concentrated foods are among the most common causes of constipation.

The best way to prevent constipation is by the use of Stanolax (H eavy). Stanolax (Heavy) is a pure 
white mineral oil which lubricates the intestines, enabling them to eliminate the waste matter promptly 
and easily, thus doing away with the possibility of intestinal poisons passing back into the system.

Stanolax (Heavy) does not excite the bowels to sudden and unnatural action, as do cathartics and pur
gatives. It simply enables them to function normally. It leaves no ill effects, and is not in any sense habit 
forming. Within a short time the dosage may be decreased, and in most cases, eventually discontinued

Standard Oil Company
[Indiana]
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Gabby Gleanings From Grand Rapids.
Grand Rapids, March 8—Charles G. 

Willett, of the Chas. G. Willett Co., 
has purchased the controlling interest 
in the Grand Rapids Equipment Co., 
which was formerly owned by David 
Burns, including the patent rights. 
The company, which is doing a thriv
ing business, changes its name to the 
Willett Manufacturing Co. and is go
ing through a process of re-organiza- 
tion, with a substantial increase in the 
stock of the corporation, and an as
sembly of new management with Mr. 
Willett as its head. The company 
manufactures spring road scrapers with 
attachments to fit any size truck for 
gravel road maintenance and is doing 
a fine business. Their machines are 
of the reversible type, capable of be
ing attached to any truck or tractor 
grader at any desired angle, either in 
the reversible or non-reversible posi
tion, whichever road maintenance re
quires to more efficiently maintain 
them in the best possible condition. 
The officers of the company are Chas. 
G. Willett, President; Fred H. Travis, 
manager of the Citizens Co., Vice- 
President; and J. L. Buchanan, of the 
Robert W. Irwin Co., Secretary- 
Treasurer.

John J. Dooley, Michigan represen
tative for the Pepsin Syrup Co., be
gan taking the Tradesman thirty-nine 
years ago, when he was residing in 
Fletcher, Ohio. He has never missed 
reading a copy of the Tradesman in 
all these years, embracing 2028 issues.

Ask for the order. That’s what you 
arc in business for. Your prospect ex
pects it. and that is the surest way of 
getting it. Your prospect might knock 
you down, tie and gag you. Write out 
the orders and force them into your 
inside pocket; but the chances are 
against you. Buyers are too modest to 
adopt these tactics, no matter how 
thoroughly they might be sold. Don’t 
be timid, backward, bashful, or shy 
about asking for the order. Get the 
prospects’ favorable, decisive, im
mediate action on your proposition; 
make him want it; make him like it; 
make him feel the need of it; make 
it easy for him to buy; make it hard 
for him to turn you down; help him to 
make uo his mind, and ask for and 
secure the order.

There are at least four times a. day 
when the average salesman is tempted 
to deceive himself into killing time.

These are, first, rising too late; second, 
wasting too much time at noon; third, 
quitting too early, and, fourth, reck- 
lesslv throwing away the evening. 
True, these are all met with excuses.

Too many salesmen, upon seeing 
that the merchant is really too busy 
to give his immediate attention, in
stead of tactfully arranging for a later 
call, spoil the chance of making a good 
impression by convincing the prospect 
that they do not believe what he said 
about being busy. Then, when the 
prospect loses patience with them, 
this class of salesmen run off in a cor
ner and cry that it is unwise to make 
calls at this time of day. This may 
be stepping on the toes of some, but 
the wise fellow will take care to keep 
his toes out of the way. Some one 
once said that the difference between 
a pauper at 65 and Edison at that age, 
is largely in the way each utilized his 
time after business hours. Any man 
who makes the right use of his even
ings will make a success if he does not 
overthrow this advantage bv misusing 
the rest of the day.

The home show conducted under the 
auspices of the Builders and Traders 
Exchange in the Klingman building 
this week could be greatly improved 
by grouping kindred exhibits together, 
introducing better ventilation and 
eliminating the rough and boisterous 
element represented by children who 
have no possible interest in the ex
hibits and whose sole object appears to 
be to congregate in crowds and con
duct themselves like rowdies. The 
ground covered is ample to make a 
most interesting exposition, providing 
proper arrangement and classification 
had been observed.

People Will Uphold Coolidge in Doing 
Right.

Grandvillc, March 8—The 
people with singular accord said, “Well 
done, Mr. President,” when his veto 
message of the farm bill was given to 
the country. ,

It was not unexpected, ihe  sound
ness of the President’s convictions 
where the public is concerned has 
bee ntoo often demonstrated to doubt 
his will to do the bidding of the whole 
country in 3. crisis like the one through 
which we have lately passed.

Farm blocs may be all right to please 
a few malcontents who have not the 
capacity to look beyond their own 
little front yard, but when it comes to 
making laws for a Nation of such 
varied interests as those of the United 
States, it requires a certain quota of 
fairness as between man and man, 
which we may be thankful to know is 
possessed by the present occupant of 
hte White House.

Lincoln had his duties to perform 
when the Nation was blazing with 
civil war. The duties of a chief magis
trate in time of peace is often scarcely 
less important, since there are so 
many malcontents to look after and 
quiet down with the strong hand of a

' C ongress has been singularly ineffi
cient in its defense of the rights of our 
people. This knuckling to a miserable, 
bigoted minority, is something sur
prising as well as disappointing. Had 
we a bitterly partisan president great 
damage might have been done the Na
tion by the enaotment of a one-sided 
law to curtail the rights flf nin«-tenths 
of our people in order to boost the one- 
tenth who have * gone wild over

imaginary evils which Congress has 
no more right to settle lhan haŝ  an 
outsider to interfere in the workings 
of a neighbor’s family.

Farm blocs have been formed for 
a purpose—the exploiting of the gen
eral public in the exclusive interest of 
a few corn and cotton planters of this 
Union. We have no right to fix wages 
andtell the employer how much he 
shall pay his mill worker, neither have 
we a right to fix a maximum wage for 
the employed. Such things will regu
late themselves under the law of sup- 
oly and demand which is the oldest 
law in the existence of the human 
family. . . . . .

How shall we determine which has 
the right of way in this country, the 
producer or the consumer ? To make 
the producer superior to the other was 
the intent of the farm bill so lately 
dropped in the garbage can. There 
is no such right under our constitu
tion and those ranting dirt statesmen 
must be made to  keep their place and 
behave as naughty children have 
sometimes to do when facing the 
discipline of school regulations.

Honest dealing as between man and 
man should be recognized as well 
amonglaw makers as within the ranks 
of the common people.

It is gleefully announced by cer
tain interested persons that a certain 
Mr. Lowden has now a cinch on the 
Republican nomination for 1928. Hard
ly. Presidential nominations do not 
go to the sectional, class legislating 
monger who has no interest to con
serve except that of his immediate 
neighbor.

Class legislation is bad in every par
ticular. It has been frowned upon 
from the earliest period, and yet there 
are those who still continue to employ 
it to serve their own selfish ends.

A square deal for every man is the 
slogan of free Americanism, and lie 
who goes contrary to that is making 
not only trouble for his political fu
ture, but dooming himself to early 
oblivion.

It is absolute folly for any man to 
seek to ride into the presidency on the 
gale blown into being by class legis
lation. He who seeks official prom
inence at the hands of any single class 
of our American citizenry is building 
on the sand. Such narrow views are 
best kept in abevance if one would 
make good i npolitics, however rotten 
that politics may be.

The producing public of America 
has no finer representatives than our 
sturdv farmer men and women, and 
he who would seek in any way to cur
tail their inalienable right to life, lib
erty and the pursuit of happiness is 
certainly courting his own deserved 
political condemnation.

The laws enacted by Congress are 
supposed to be in the interest of the 
whole people. When they transcend 
this they are wrong and should be 
quickly renovated to meet the just de
mands of the public.

Right here I wish to predict that no 
“farmer candidate” can ever be elected 
President on such a platform. Mr. 
Lowjden is said to be seeking that 
honor in the name of the agriculturists 
of the country. Why not, then, have 
each class represented with as many 
candidates as there are classes in the 
country. . . ,

The absurdity and unrighteousness 
of making the people bow down to any 
class candidate is recognized by all

thinking men. The outcry against 
“vested interests” is merely a shout 
of mad dog which has no foundation 
in fact. No single interest ever has 
or ever will govern America.

The American farmer has no peer 
on earth. The idea of maikng him a 
sort of scapegoat for the exploiting of 
scheming politicians is most objection
able. The complaints which come 
from the farm are not so universal as 
one might imagine from the outcry 
sent up by men interested in breaking 
into public life through deception and 
chicanery.

The better American farmers are not 
complaining. Nor are they moving 
heaven and earth in appeals to Con
gress to come to the rescue lest they 
perish. The real farmers are busy at
tending their business affairs, finding 
ample opportunity of making good un
der present conditions, which are real
ly better than in many years past.

That Calvin Coolidge has periled his 
chances for a renomination is not like
ly. In any event he has done the 
right thine and the best farmers, as 
well as other citizens, will uphold him 
in daring to do right. Old Timer.

Garment Specializing. 
Manufacturers of “style” ready-to- 

wear who have attempted in recent 
years to augment their business by 
making popular-priced garments in 
quantities in their stores, in line with 
the ‘.trading down” tendency, have 
found that specialization is a better 
policy, M. MosesSohn, Executive 
Chairman of the United Women’s 
Wear League of America says.

“During the past three years,” he 
declares, “manufacturers have learned 
that style articles cannot be ground 
out in volume production. The routine 
of quantity production is so different 
from the creation of style articles that 
any attempt to mingle the two is bound 
to result in a loss. To produce style 
goods, a high-salaried designer must 
be employed, not with a view to sav
ing labor costs and materials, but to 
obtain new and distinctive features. In 
the style establishment the overhead 
costs are bound to be much higher.

“The manufacturer who produces in 
quantity, however, can make use only 
of such style features as do not ma
terially add to his costs. There is a 
very definite outlet for both kinds of 
merchandise. Buyers know where 
each variety is sold. It is therefore 
more profitable for the manufacturer 
who has built up a name for style mer
chandise to remain in his own field. 
When the producer of style goods has 
put in a line of popular-priced mer
chandise, he has found that the buyer 
would purchase one or the other va>- 
riety from him, but not both.”

Lansing—A Kraft has opened a 
drug store in the Olds Hotel building. 
The stock, fixtures and soda fountain 
were furnished by the Hazeltine & 
Perkins Drug Co.
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endowed.
advantage

WHAT THE D U B  THINKS
Vision.

We might not jar any 
of the ten command
ments to state that 
vision is about the 
biggest asset with 
which man has been 

We can trace about every 
we enjoy to-day to the 

vision of some one with the will to 
carry it to completion, with the one 
exception of prohibition. At the same 
time it has undoubtedly ruined as 
many lives as a taste for home brew. 
Regardless of this fact, it has never 
been regulated or prohibited, nor has 
there ever been any congressional ap
propriation to fight it, same as the 
corn borer or the boll weavel.

It is one of those things that come 
with a man, same as a spot light, 
bumpers or a winshield wiper with a 
ford car, but, unlike these accessories, 
it cannot be attached after the ma
chine is once started. Never heard 
of it being cultivated of acquired 
through study. Even the correspond
ence schools don't list it. You just 
have it or you don’t. Clairvoyants and 
spiritualists have it, always for a 
price.

Nine times out of ten it is more 
likely to prove a curse than a blessing, 
for the reason that those with vision 
are quite likely to become visionary, 
and the two are about as much alike as
a base drum and a fiddler ain't. As soon 
as you get too much of one, you are 
the other, if you get what I mean.

Vision, friend Webster says, is see
ing things- what ain’t or words to that 
effect. Of course, since prohibition, 
more men have been seeing things 
than at any time in the history of our 
good old U. S. A. It doesn’t require 
much of the present day combination 
of raisins and hair dye to cause one 
to have visions, which they generally 
tell to the judge. Neither is it a far 
cry from visions to the bug house. 
They are filled with visionary indi
viduals.

Vision is not always essential to 
success, for a junk dealer will just 
plug along until his children are all 
through college, and the family have 
made a couple of trips to the old coun
try, when they eventually go into 
court and have the old man declared 
coo coo, so they can visualize the bal
ance of the assets.

In the old days away back when 
Adam wasn’t a boy—you will recall 
he just growed like Topsy—they had 
visions, and about all they did about 
it was to tell it to Sweeney or any 
other gink who would listen. You 
perhaps recall the tragedy of Jacob’s 
vision the night he left home.

Foolishly or otherwise, he lay down 
to sleep with his head on a rock, 
which was enough to cause any man 
to see stars. Anyhow, he saw a vision, 
dreamed a dream, nr most likely had 
the nightmare, the result of which just 
about lopped fourteen yeafs off his 
calendar. In other words, he got a 
bum steer from that vision; for while 
Wandering around the- next day, he 
stumbled onto the ranch of an uncle, 
unknowingly, and meeting a female

cousin at the watering trough and 
never having seen Pola Negra, he de
cided there was no use looking fur
ther. So going down to the barn 
where they found the old man feeding 
the calves, they declared their affinity 
stuff, and as Jacob looked husky, the 
aforesaid old man said it would be all 
right with him, providing Jacob stuck 
around and worked on the place for 
seven years, the goods to be delivered 
at that time. It was a stiff sentence, 
but he was game and stuck it out. By 
this time the dad-to-be knew a good 
thing when he saw it and decided to 
slip one' over during the ceremony by 
disguising an old maid sister of the 
girl who w»as hard to market and 
palming her off on Jacob. This was, 
of course, before prohibition and 
Jacob probably had more visions. 
After discovering the double X passed 
to* him there was, naturally, a family 
jar, but he still loved the girl and the 
aforesaid now father-in-law agreed to 
compromise for another seven years 
and give him the girl. So Jacob, 
rather than have any ill feelings, agreed 
to let the tail go with the hide and 
took them both to his everlasting dis
content. So here is one horrible ex
ample of what vision has done and 
will continue to do for some of us.

Talk of visions and tragedies com
ing home to roost, my own father, 
who was a physician and a druggist, 
visioned a wood cork to take the place 
of the regular bark cork, which is of 
slow growth and not always practical. 
After over ten years’ experimenting 
he made his vision come true and pro
duced a cork that would hold both 
ammonia and acids, something the 
bark cork will never do, and after more 
than fifty years I have some of these 
corks—as soft, pliable and impervious 
to liquids as the day they were made. 
But, owing to lack of business ability, 
he failed to realize on this vision.

The right visions, properly directed, 
are the salvation of the world.- To 
be endowed with one vision similar to 
those of Edison, ford, Howe, of the 
sewing machine, Bell, of the tele
phone, Vulcan of locomotive fame, 
Fulton, the Mayo Brothers, Wright 
Brothers. Caruso, Marconi, Mary 
Pickford, Charlie Chaplin, or—oh, 
what’s the use?—there isn’t room to 
enumerate these individuals with real 
visions who have done more in the 
last generation to make the world a 
fit place in which to live than all the 
visionary old sooth savers for twenty- 
five thousand years back. And what 
have some of the rest of us been do
ing? Sitting on the fence and broad
casting, “It can’t be done.” Well, it 
has been done, and will continue to be 
done by men with vision and the 
ambition and perseverence to see it 
through. Vision without these two 
attributes is about as useless as snow- 
shoes to a bat. We have known other
wise capable men ruined by visions— 
always seeing things, but never staying 
put. The lawyer longs to be a farmer 
and the doctor to be an inventor. The 
grocer wishes he was a druggist, and 
he, in turn, longs to be a jeweler. So 
they go like the bulls which hang 
their heads over the fence, looking for 
greener fi?ld§. It’s always the other

Weather made roofs necessary

REYNOLDS
made them beautiful

*

Grand Rapids Trust Company
Receivers for

H. M. Reynolds Shingle Co.
“Manufacturers of the first Asphalt Shingle

Here Is the Entire Mueller Family
EACH PRODUCT AS PERFECT 
AS SKILL CAN MAKE IT

Mueller’s Elbow Macaroni 
Mueller’s Spaghetti 

Mueller’s Egg Noodles 
Mueller’s Egg Alphabets 
Mueller’s Egg Vermicelli 

Mueller’s Cooked Spaghetti

C. F. MUELLER CO.
JERSEY CITY, N . J.
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fellow’s game which attracts them. 
Whatever they have learned to do to 
keep the bread basket level is just a 
makeshift, compared with what they 
see the other fellow is doing. They 
always try something once—just once; 
then they try something else, and 
while they are trying it their mind is 
roaming off on another vision. They 
are as busy as a one armed paper 
hanger with the hives, but like the dog 
in the treadmill, they never get any
where. We once worked for a man 
any one of whose visions, carried out, 
would have proven a success; but as 
soon as one was on the way, he bad 
another vision and let the first lapse. 
So he has drifted from vision to vision 
until he has now reached the visionary- 
age of 75 years, without accumulating 
a dollar which he might have deposited 
in some bank—and lost.

The Government, state and city ad
ministrations are composed of vision
ary ginks, with visions to hang on the 
taxpayers, trying to devise more room 
to park autos. What this world needs 
is more men with one cylinder visions 
hitting regular. It makes little dif
ference what the vision, whether rais
ing onions or skunks, playing a bull 
fiddle or a Jewsharp, singing a song 
or swimming the Hellespont—only 
that you hop to it and make your 
dream come true. If you get a vision 
of anything aside j'rom bobbed hair, 
step on it, and hang on like the colored 
preacher’s explanation of perseverance. 
He said; “It means firstly, to take 
hold; secondly, to hang on; thirdly and 
lastly,- to nebber let go.” The Dub.

France Has Reason To Be on the 
Alert.

Grandville, March 8—France plans 
a big navy.

This is the answer the Frenchman 
gives to the request from Coolidge 
with regard to a reduction of naval 
armaments of the great powers of the 
world.

Italy is equally as outspoken against 
any curtailment of navy or army, thus 
leaving the arrangement of naval de
pletion to the United States, Japan 
and England, which power will not be 
foolish enough to undertake to go into 
the matter while the greater part of 
Europe is antagonistic.

Affairs in Europe are in such a con
dition that it is simply impossible for 
France to curtail in matters naval and 
military without endangering the 
safety of that nation. Self defense be
ing the first law of nature and French
men being alive to the possibilities of 
the future, they are not anxious to 
throw down the bars of adequate self 
defense while hostile powers are peer
ing with frowning brows across her 
border.

Americans should not censure _ the 
French for this attitude, since it is 
simply one of self defense. Did 
France deplete army and navy to a 
very low basis, how long would it be 
before the Russian bear and the Teu
ton tiger would be gnashing their 
teeth in the blood of helpless France?

There seems to be a plan outlined 
for the complete re-organization of 
French military and naval defense 
which will include the reconstruction 
in a very complete manner of the naval 
air force. This is no bombastic chal
lenge to the world on warlike lines, 
but rather a commendable precaution 
on the part of Trance for the future 
safety of the republic.

Could anything be more fair than 
this? . .

In order not to be too critical
America should put her’self in the place

of the French republic. Suppose 
Mexico was a nation of forty millions, 
with hostile feelings toward the United 
States. Suppose, again, Canada was 
a bitterly hostile country of more than 
sixty millions, each citizen of which 
was inwardly cursing us for the loss 
of a strip of territory along her South
ern border? Would not the situation 
here at home he anything but a happy 
one?

Add to this the fact that on our 
Pacific coast stood Russia with its 
more than a hundred millions aching 
to engage in war. Would our Presi
dent under such conditions be willing 
to go into negotiations for a cutting 
down of our navy and a reduction of 
the army?

It must be remembered that France 
is in a peculiar position, with enemies 
round about, ready and anxious for a 
pretext, however slight, to engage her 
in a war to the death. It is unfortun
ate. of course, yet France has to look 
out for her own fences regardless _ of 
others, and that is what she is doing 
bv holding fast to all she can muster 
in the naval line and planning to en
large her naval armaments.

In time of peace prepare for war. 
This is a wise maxim and must be 
heeded by those nations of Europe 
which have a desire to keep their na
tionality intact through coming years. 
France, because of necessity, must re
main an armed camp. Fortunately for 
the United States' she is in a some
what isolated position and can in a 
way defy the world. Consequently it 
is verv good to be one of the fortunate 
sons of America rather than a Euro- 
pean.

One need not be surprised that 
France is planning a complete line of 
defenses along her borders, which will 
require the expenditure of billions of 
francs, and to the average Frenchman 
this seems a dire necessity for which 
there can be jyj substitute.

The French do not intend to be 
caught napping when the next debacle 
occurs. Fully armed and manned on 
sea and land is the only way for the 
sadly impoverished French republic. 
She should receive the commiseration 
rather than the scoffs and censure of 
the American people.

Italy, too, has declined to become 
a party to the elimination of any of 
her naval construction, and in this, no 
doubt, the people of that sunny land 
have decided wisely. This Nation and 
France have been enemies in past wars 
and it is not impossible for them to 
be so again.

With Germany on one side and 
Italy on the other, the Frenchman is 
in somewhat of a bad boat and it be
hooves him to keep his powder dry.

Without the line of fortifications 
which France is meditating she would 
be incapable of resisting invasion, 
would be a terrible temptation to the 
forces of evil which still torment the 
old world.

The atmosphere of Europe is charg
ed with electric fires which may kindle 
into war at any time. Turkey is 
building fortifications as against an in
vasion from the forces of Mussolini. 
AlLthings considered the peace of our 
world isn’t on the firm foundation 
which the pacifists seem to imagine.

With Italy threatening Turkey on 
the one hand and France in the midst 
of fears for her national safety from 
her long time enemies, there cannot 
be a return to minimum armaments, 
either in navy or army, for a long time 
to come.

It was once said that Europe was an 
armed camp. It is not far from being 
that at the present time; that is. po
tentially armed for the future. Even 
though three of the great powers of 
the world combine for a reduction of 
armaments, yet with' the remainder 
building more forts, more seaplanes 
and more submarines, where do the 
peace plans of the few win out as 
against the war plotting of all the re
mainder of mankind?
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The Importance of Trusts
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A  B a n k  P r e s id e n t  s a y s :
“Men are realizing more and more the advis
ability of creating Trusts. There are many cases 
in which widows lose their estates through bad 
investments. It is difficult to make people who 
are not familiar with financial and business affairs 
realize the importance of conservation.”
Let our Trust officer discuss with you the many 
ways in which a Living Trust, Insurance Trust 
or a Trust under your Will would be valuable 
to you.
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G R A N D  R A P I D S  

N A T I O N A L  B A N K
Established 1860— Incorporated 1865

lllIU NINE COMMUNITY BRANCHES

H l ïD i GRAND RAPIDS NATIONAL COMPANY
• MSBO* Investment Securities

"T he  Bank on the  
S quare”

Affiliated with G rand Rapids National Bank

—

GRAND RAPIDS PAPER BOX Co.
M anufacturers of

SET UP and FOLDING PAPER BOXES
G R A N A  N
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MOVEMENTS OF MERCHANTS.
Fowler—Carl Snyder succeeds Louis 

Wieber in the restaurant and cigar 
business.

Owosso — The Robbins Furniture 
Co. will add another story to its build
ings, to cost $20,000.

Romeo—The Hillcrest Silver Fox & 
Orchards Co. has changed its name to 
the Hillcrest Orchards Co.

Detroit—The Buchbinder Buick Co., 
3920 Dix avenue, has increased its cap
ital stock from $10,000 to $100,000.

Detroit—The Supreme Ice Cream 
Co., 3137 Sixth street, as increased its 
capital stock from $20,000 to $60,000.

Detroit—Benjamin Chesin, dealer in 
boots and shoes at 10617 West Jeffer
son avenue, has filed a petition in bank
ruptcy.

Detroit—Kennedy, Floyd & Co., 906 
Dime Bank building, wholesale dealer 
in fuel, has changed its name to C. A. 
Floyd & Co.

Charlevoix — Staley Brothers have 
opened up a new hardware store. The 
stock was furnished by the Michigan 
Hardware Co.

Detroit — The Marsh-Zindler Co., 
2696 Gratiot avenue, furniture dealer, 
has changed its name to the Frederick
K. Marsh Co.

Negaunee—Joseph L. Torreano has 
opened a grocery store and meat mar
ket in his newly remodeled store build
ing at 216 Jackson street.

Saginaw—The Banks & Walkling 
Co., Park and Federal avenues, has en
gaged in the automobile, auto parts 
and accessories business.

Owendale—Fire damaged the store 
• building and destroyed the general 
stock of T. H. Wallace, March 3. The 
loss has not yet been determined. ■

Pierson—Karl A. Kraas has sold his 
store building and stock of general 
merchandise to Paul Garbow, recently 
of Howard City, who has taken pos
session.

Lansing—Frank Ross, John Larizzo 
and Nicholas Danzo have leased the 
store at 1272 East Michigan avenue 
and engaged in the fruit and vegetable 
business.

Allegan—C. E. Gibson has sold a 
half interest in the Allegan Dairy to 
Randall Barrett and the business will 
be continued under the style of Gibson 
& Barrett.

Saginaw—The G. R. Kinney Co., 
which owns five shoe factories and 
conducts a chain of over 200 retail 
shoe stores, has opened one at 112 
South Franklin street.

Evart—W. B. Orr has sold his hard
ware stock and store buiding to Robert 
Bregenzer, recently of Hersey, who 
has taken possession. Mr. Orr has no 
immediate plans for the future.

Detroit—The Ultra Vacuum Cleaner, 
Inc., 4587 St. Aubin avenue, has been 
incorporated with an authorized cap
ital stock of $10,000, all of which has 
been subscribed and paid in in cash.

Allegan—J. W Rando has purchased 
the interest of his partner, J. E. Van- 
Melle in the Rando & VanMelle wall 
paper, paint, etc., stock and will con
tinue the business under his own 
name.

Marshall — The Francis Hardware 
Co., 113-5 West Michigan avenue, has 
been incorporated with an authorized

capital stock of $35,000, $£5,000 of 
which has been subscribed and paid 
in in property.

Halfway—Ballentine-Reynolds, Inc., 
Gratiot avenue, has been incorporated 
to deal in automobiles, parts, etc., with 
an authorized capital stock of $25,000, 
$12,000 of which has been subscribed 
and paid in in cash.

St. Joseph—The Modern Dry Clean
ers, Main and Jones streets, has been 
incorporated with an authorized cap
ital stock of $24,000, all of which has 
been subscribed, $200 paid in in cash 
and $8,300 in property.

Detroit—Jos. Balchunas Co., Inc., 
9509 Cardoni street, has been incorpo
rated to engage in the undertaking 
business, with an authorized capital 
stock of $1,000, all of which has been 
subscribed and paid in in cash.

Kalamazoo—W. L. Rector, formerly 
manager of the Farmer’s Produce Co., 
has engaged in the fuel, feed, seeds, 
fertilizer and fencing business at 215 
South Pitcher street. He will also 
handle farm products on an exchange 
basis.

Pigeon—R. S. Wurm & Co. has been 
incorporated to deal in automobiles, 
accessories, farm implements and road 
machinery, with an authorized capital 
stock of $40,000, of which amount $28,- 
000 has been subscribed and paid in, 
$150.56 in cash and $27,849.44 in prop
erty.

Sebewaing—J. E. Wurm & Co., 
dealer in autos, trucks, parts, farm 
implements, etc., has merged its busi
ness into a stock company under the 
same style with an authorized capital 
stock of $60,000, of which amount $42,- 
000 has been subscribed and $3,083.95 
paid in in cash.

Detroit—The Surplus Automotive 
Sales Corporation, 2102 Buhl building, 
has been incorporated to deal in auto
motive parts and materials, with an 
authorized capital stock of $5,000, of 
which amount $4,500 has been sub
scribed and paid in, $1,000 in cash and 
$3,500 in property.

Detroit—The Detroit Raincoat Co., 
23 West Jefferson avenue, has merged 
its business into a stock company un
der the same style, with an authorized 
capital stock of $25,000 common and 
500 shares at $1 per share, of which 
amount $12,000 has been subscribed 
and $4,800 paid in in property.

Freeport—Bert Long has sold his 
grocery stock and meat market to 
O’Harrow Bros., who have been en
gaged in general trade at Shelbyville 
for the past two years. Mr. Long was 
engaged in trade here twelve years, 
prior to which time he was engaged 
in general trade at Clarksville for six 
years. He proposes to engage in the 
life insurance business.

Cedar Springs—Howard Morley, the 
general dealer, has a farm of 376 acres 
one mile South and one and one-half 
mile West of town, which was orig
inally covered with pine timber. He 
has brought it up to a high state of 
cultivation by putting on only one crop 
before re-seeding it. Most farmers 
raise several crops before re-seeding 
and by so doing keep the fertility of 
the soil down to a low level. Mr. Mor- 
ley’s herd of Jersey cattle is the pride 
of Northern Kent county.

Cattle Creek—Charles F. Calkins, 
who received a veterans badge from 
the Chamber of Commerce recently 
for more than twenty-five years con
tinuous service with one firm, died 
March 8 of brain fever, resulting from 
a severe cold. He was 65 years old 
and active until his recent illness. 
Calkins was employed by the L. W. 
Robinson Co. thirty years, a record 
equalled only by Horace J. Mulrine, 
store manager. He is survived by his 
widow and a daughter, Mrs. Dean 
Ricketson.

Battle Creek—The Excell Drug Co. 
is headed for the bankruptcy court 
unless the creditors come to some sort 
of an agreement to adjust their claims 
privately The indebtedness aggre
gates about $5,500. The National Gro
cer Co. has obtained a judgment for 
$850 and Humiston, Kneeling & Co. 
has taken judgment for $840. The 
Hazeltine & Perkins Drug Co. has a 
secured claim on the fixtures and a 
local ice cream concern claims to hold 
an unsecured claim for $2,000. Frank 
Jones offers $1,300 for the assets, but 
the prinipal creditors decided to turn 
down the offer unless it was increased 
to about $1,660.

Big Rapids—One of the greatest at
tractions of this region is its many 
beautiful lakes. There are ninety lakes 
in Mecosta county alone, and prac
tically all of them have fishing. Most 
of them have sandy beaches for bath
ing. The year 1926 witnessed the in
auguration of an extensive program 
of development for these lakes, which 
is destined to make this region one 
of the greatest resort centers in North
ern United States. Large sections of 
shore frontage were bought by outside 
men and development work was be
gun. In two or three instances entire 
lakes were purchased, and programs 
or resort development covering periods 
of from two to five years of construc
tion were started.

Manufacturing Matters.
Lansing—The Melling Forge Co., 

501 North street, has increased its cap
ital stock from $65,000 to $100,000.

St. Louis—The Crippen Manufactur
ing Co., which produces bean picking 
machinery, has removed its offices to 
Lansing.

Kalamazoo—The Superior Wire Co., 
North Church street, has taken over 
the plant and business of the MacKay 
Wire Works.

Detroit—The Foundry & Machine 
Products Co., 6531 Russell street, has 
changed its name to the Reliance Stor
age & Warehouse Co.

Detroit—The Chadwick-Leclair Co., 
12281 Turner avenue, tool and die 
makers, has changed its name to the 
Chadwick Manufacturing Co.

Holland — The National Specialty 
Sales, Inc., has been incorporated to 
manufacture and deal in specialties, 
with an authorized capital stock of 
$50,000, of which amount $25,500 has 
been subscribed and $22,500 paid in in 
cash.

Detroit—The Star Cutter Co., 6560 
Epworth boulevard, has been incorpo
rated to do general machine work, 
tools, dies, etc., with an authorized 
capital stock of $10,000, $5,100 of which

has been subscribed and paid in in 
cash.

Detroit—The Stahl Sani-Onyx Co, 
800 Broadway building, has been in
corporated to manufacture and deal 
in glass and art metal work, with an 
authorized capital stock of $25,000, 
$12,000 of which has been subscribed 
and paid in in cash.

Jackson—The Jackson Nokol Co., 
316 West Michigan avenue, has been 
incorporatde to engage in manufactur
ing, with an authorized capital stock 
of $25,000 of which amount $4,500 has 
been subscribed, $3,630 paid in in cash 
and $870 in property.

Detroit—The Modell-Friedman Steel 
Corporation, 2559 Bellvue, has been 
incorporated to deal in iron and steel 
products, with an authorized capital 
stock of $50,000, all of which has been 
subscribed and paid in, $15,000 in cash 
and $35,000 in property.

Benton Harbor — Michigan Fruit 
Canners, Inc., has been incorporated 
to can and preserve fruits and vege
tables, with an authorized capital stock 
of 10,000 shares at $54.211/ 2 per share, 
all of which has been subscribed and 
$542,151.92 paid in in property.

Alpena—The American Piston Co., 
a new industry at this place, has start
ed operations and will soon be turn
ing out over 1,000 pistons a day. The 
company is working on a shipment 
to Calcutta, India. The order com
prises Dodge and Overland pistons.

Saginaw—The Standard Timber & 
Manufacturing Co., P. O. Box 242, has 
been incorporated to manufacture and 
deal in wood products, with an author
ized capital stock of $50,000, of which 
amount $25,100 has been subscribed, 
$6,350 paid in in cash and $15,000 in 
property.

Lansing — The Universal Water 
Heater Co., 504 North Grand avenue, 
has merged its business into a stock 
company under the same style, with 
an authorized capital stock of 10,000 
shares at $10 per share, of which 
amount $1,000 has been subscribed and 
paid in in cash.

Detroit—The Newman Office Furni
ture Co., 431 West Jefferson avenue, 
has been incorporated to manufacture 
and deal in office furniture and sup
plies at wholesale and retail, with an 
authorized capital stock of $10,000, all 
of which has been subscribed, $2,500 
paid in in cash and $5,000 in property.

Saginaw—Saginaw now has 125 flow
ing oil wells that are producing oil of 
very high grade, the gasoline extrac
tion from which is far above the aver
age in quality. None of the wells have 
a very large flow, yielding from ten 
to twenty-five barrels daily, this by 
being pumped, but in the aggregate the 
product is important and aids in keep
ing up the general supply. The field 
has been expanding gradually since the 
original well was brought in several 
years ago, and it will be splendid if it 
keeps on growing, as the industry 
needs all the aid in supply that it can 
get, consumption being at a very high 
rate and constantly growing. And it 
is fitting that Michigan, taking the lead 
of all states in the manufacture of gaso
line motors, should produce fuel for 
their operation. It is a fine combina
tion from an industrial standpoint.
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Essential Features of the Grocery 
Staples.

Sugar—Jobbers hold cane granulat
ed at 7c and beet granulated at 6.80c.

Tea—The market has shown consid
erable additional strength during the 
week. The primary markets, especially 
Ceylons and Indias, have moved stead
ily upward. Finest grades are several 
cents a pound higher in primary mar
kets. This has not yet been com
municated in full measure to the mar
kets in this country, but it will no 
doubt if it continues. Markets here 
are strong, with active demand. Out
side of Ceylons and Indias there is 
practically a good demand for China 
greens. Holders want more money, 
but buyers are not willing to pay as 
yet. Congous are also beginning to be 
enquired about, as this year’s supply is 
undoubtedly small.

Coffee—Coffee has had another weak 
period since the last report. All grades 
of Rio and Santos are inclined to be 
weak, with perhaps a slight shade 
lower than a week ago. This refers to 
green coffees, sold in a large way. 
Jobbing market for roasted coffee is 
also weak, with lower prices here and 
there. Mild coffees have shown no 
special change during the week, but 
the situation in them have been also 
soft.

Canned Fruit—There is a good de
mand for California fruits, which for 
the most part are steady. Peaches and 
pears are in light supply. Hawaiian 
pineapple is firm, on account of 
scarcity.

Canned Vegetables — Most of the 
vegetables have disclosed an easier 
trend. Tomatoes have declined under 
freer offers, while corn is reported as 
rather weak.. With the naming of 
futures peas by Vfisconsin canners at 
prices somewhat lower than those that 
prevailed last season the tone of the 
spot market has failed to show any 
particular . improvement. Refugee 
stringless beans have shown a firmer 
tone and they are closely held in all 
quarters of the trade. Bookings of 
spinach have been on a satisfactory 
scale. No doubt the coming Califor
nia pack will be larger than that of a 
year ago. The estimate of commercial 
spinach for California has been put 
down as being smaller than that of a 
year ago.

Dried Fruits—In the market for 
dried fruits a discussion heard by the 
Bureau of Chemistry of the United 
States Department of Agriculture dur
ing the week having for its object a 
revision in its administrative tolerances 
governing the admission of figs into 
the United States under the terms of 
the Federal Food and Drugs Act was 
of some interest. It was thought that 
10 per cent, should be the maximum 
tolerance allowed, although importers 
asked for more time to give the sub
ject more mature thought. Some held 
that there was no reason why figs 
could not be brought in free from fig 
moth or wormy excretions, while oth
ers contended that the maximum tol
erance should be continued at 15 per 
cent., although Government officials 
were not inclined to agree to this.  ̂A 
downward revision announced during 
the week by the Sunland Sales Co

operative Association in prices for 
dried peaches was of some interest, as 
were opening prices for new crop 1927 
citron and peel. The big items like 
raisins and prunes were moving out in 
routine way as a rule and no material 
price change came under review.

Canned Fish—Maine sardines are 
very strong and an advance occurs 
March 12. Salmon also shows a better 
demand, largely due to Lent. Both 
red and pink Alaska salmon are mov
ing every day, at steady prices.

Salt Fish—The market for salted 
mackerel is almost bare in first hands. 
Bloaters, on the contrary, are easier. 
Lent is here and the demand has al
ready begun.

Beans and Peas—It is still a buyer’s 
market in all varieties of dried beans. 
Practically all grades are lower for the 
week and very soft and easy. Demand 
is poor. Dried peas are in the same 
condition.

Cheese—Cheese has had a rather 
soft week, with a dull trade and an 
easy market.

Nuts—Comparatively firm conditions 
rule in walnuts and almonds are view
ed with keen interest. One feature is 
the somewhat higher range of prices 
quoted for the various foreign pignola 
nuts which cost more to import. Trade 
as a general proposition has been fair
ly lively in the nut market and Lenten 
demands are expected will account for 
a great deal more activity in the course 
of the next few weeks. A fair amount 
of trading has been done in pecan 
nuts for the account of bakers and 
confectioners.

Syrup and Molasses — Molasses is 
firm. Holders of New Orleans mo
lasses are very strong in their ideas, 
particularly as the demand continues 
very fair. As to syrup, sugar syrups 
are firm and fairly active. Compound 
syrup dull, but unchanged.

Swiss and Italian Products — Ad
vances were the rule here in a num
ber of miscellaneous items in which 
import costs have gotten well above 
the spot basis. Practically all counts 
of olives are higher. It develops that 
stocks in Spain are now nearly ex
hausted and that remaing stocks are 
being held at prohibitive high prices. 
The market for olive oil likewise pre
sents a very firm appearance, with 
stocks in the hands of the trade light. 
A number of advances have been seen 
and the upward trend of the market 
bids fair to continue. Italian cheese 
showed net advances of close to 10 
per cent., commensurate with gains 
shown in the primary markets. Swiss 
cheese advanced and will keep going 
higher until it reaches the parity of 
the market abroad. Roquefort cheese 
also shows an advancing tendency.

Review of the Produce Market. 
Apples—Baldwins command 75c@ 

$1.25 per bu.; Northern Spys, $2@3; 
Delicious in boxes, $3.75.

Bagas—Canadian, $1.75 per 100 lbs. 
Bananas—7@7j4c per lb.
Beans—Michigan jobbers are quot

ing as follows:
C. H. Pea Beans ------------------- $4.90
Light Red K id n ey ------------------- 7.90
Dark Red K idney-------------------- 6-90

Beets—$1.25 per bu. for old; $2.25 
per bu. for new from Texas.

Butter—The market is slightly high
er than a week ago. Jobbers hold 
fresh packed at 50c, prints at 51c. June 
packed cleared up. They pay 24c for 
packing stock.

Cabbage—$3 per 100 lbs. for old; 
$3.50 per crate for new.

Carrots—$1.25 per bu. for old, $2.25 
per bu. for new from Texas.

Cauliflower—$3 per doz.
Celery—Calif. Jumbo, 65c; Rough 

Florida, 4 to 6 doz., $3.25.
Cocoanuts—$1 per doz.
Cucumbers — $2.50 per doz. for 

Southern hot house.
Eggs—Eggs have continued to come 

in more plentiful during the week, with 
comparatively indifferent demand, con
sequently there have been several fluc
tuations. Egg market is a day to day 
affair and will be from now on. Job
bers pay 22c for strictly fresh and sell 
storage eggs as follows:
April E x tra s -----------------------------21c
Firsts ------------------------------------- 18c
Seconds --------------------------------- ” C

Egg Plant—$3 per doz.
Garlic—35c per string for Italian. 
Grape Fruit—$3.50@4.25 per crate 

for Floridas.
Grapes—Calif. Empero.rs, $6.50 per 

keg.
Green Onions—Chalots, 50c per doz. 

bunches.
Lemons—Quotations are now as fol-

lows:
300 S u n k is t........ .............- .............$6.00
360 Red Ball -------------------------- 5-50
300 Red B all----------------------------- 5.00

Lettuce—In good demand on the 
following basis:
California Iceberg, 4s, per bu. —$3.50
Hot house leaf, per l b . --------------- 12c

Onions—Home grown, $3.50 per 100 
lb. sack; Spanish, $2.50 per crate.

Oranges — Fancy Sunkist California 
Navels are now on the following basis:
80 —------------------------------------$6-00

100 .. ............................. — --------------------------------------------- 6.00
126 ........ .................. - ------ --------- 6.00
150 _____ ________ ________ ___ 6.00
176 ...................................................6.00
200 ________ ______________ _____________ —  6.00
216 ................... - .........- .............. — 6.00
252 _________________________ 6.00
288 ...............................- ..................  6.00
344 — ................................................................................ —  6.00
Sunkist Red Ball, 50c cheaper.
Floridas are sold on the following 
basis:
100 ...........................   $5-25
126 __________________________ 5.50
1 5 0 ................... - .............. —.........- 5.50
176 ------------------  5.50
200 .........    5.50
216 _________________________  5.50
252 _________________________  5.00
288 _____________________  5.00
344 ___________________________4-7S

Parsnips—$1.75 per bu.
Pears—$3.50 per crate for California. 
Peppers—Green, 90c per doz. 
Pineapples—$6.50 for 24s, 30s and 

36s.
Potatoes—$1.25@1.35 per 100 lbs. 
Poultry—Wilson & Company pay as

follows this week:
Heavy fo w ls-----------------------------27c
Light fowls ----------------------------- 17c
Springers, 4 lbs. and u p ----------- 29c

Radishes—65c per doz. bunches for 
hot house.

Spinach—$1.75 per bu. for Texas 
grown.

Sweet Potatoes—$2 per hamper for 
Delaware kiln dried.

Tomatoes—Southern stock, $1.50 per 
7 lb. basket.

Seventy-Nine Years Young.
Charles W. Garfield will celebrate 

his 79th birthday at De Land, Florida, 
March 14. His desk will groan under 
the weight of the letters he will re
ceive on that date, because his friends 
are many and widely scattered. No 
man has warmer friends or more of 
them.

When I came to Grand Rapids to 
reside in 1877—fifty years ago Jan. 1 
—I just naturally drifted into the old 
Universalist church on Pearl street.
Mr. Garfield was superintendent of the 
Sunday school and he undertook to 
nail me fast by making me librarian.
I stayed on the job until Mr. Garfield 
married a Congregational wife and 
good naturedly transferred his place of 
worship from All Souls to the Park 
Congregational church.

During the intervening years I have 
come to know Mr. Garfield well and,
I hope, to understand and appreciate 
him. The thought of God is to him 
no theory, but the supreme reality of 
the universe and life, without which 
our little lives cannot be explained. Io 
him. all thinking rests upon the 
thought of the all-present and ever- 
working Divine life, and to Him his 
own life tends. He is not the preacher 
vainly trying to prove God to himself. 
He is, as Schleiermacher said of 
Spinoza, the God-intoxicated man, 
who has not to reason and speculate 
about God, because he sees Him 
in his own soul. The .Immortal 
Thought is to him no matter of specu
lation, but a soul fact, beyond all dis
cussion. He- does not require scientific 
proof of a future life, because he is 
so well grounded on that subject that 
he thinks proof is unnecessary. A 
supreme optimist, he bears the burden 
and duty of life cheerfully, because he 
firmly believes that our little life is 
rounded by a sleep.

No one else has been so helpful to 
me during these fifty years as Mr. 
Garfield. No one else has influenced 
my life, thought, action and ac
complishment as much as he has.

The same characterization will apply 
to a thousand others who have been 
equally favored and have shared the 
benefits of his wonderful personality. 
His sympathies are as broad as the 
universe. The influence he has un
consciously exerted because of his un
selfish temperament and blameless 
life is boundless—it can never be 
computed by the methods available to 
the people of this world. Perhaps the 
Recording Angel may have a com
plete record of his good deeds. If he 
has he is a very busy Angel and has 
had to work overtime.

I hope the Good Lord will permit 
Mr. Garfield to round out 100 years 
and keep him w'ell and vigorous and 
cheerful to the end. His life has been 
a benediction and his memory will be 
the most priceless heritage the com
munity could possess. E. A. Stowe.

mailto:3.50@4.25
mailto:1.25@1.35
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IN THE REALM OF RASCALITY

Questionable Schemes Which Are 
Under Suspicion.

Hillsdale, March 8—On Feb. 12 I 
endorsed a check for a party calling 
himself Ed. Mayer, claiming Grand 
Rapids as his home. He carried a 
card (which no doubt was a forgery) 
issued by the Grand Rapids Travelers 
Protective Association, as a part of 
his identification. He was without 
funds and over the protest of Mr.. 
Gerow and Mr. Lee, of the Elliott Ho
tel, Sturgis, I endorsed his check for 
$25. This paper went to protest on 
Feb. 16. I am also informed by one 
of the Jackson hotels that this same 
party let them down for about $50.

I recall some mention weeks back 
in the Michigan Tradesman of a fraud
ulent scheme having to do with cou
pon or silver deals; something about 
‘‘tramp advertising men” who a mer
chant sees once, but never again. Had 
I been a little more careful in reading 
that article I might still have my $25. 
As I understand it this man was sell
ing a coupon and silver deal and, as 
a sideline, peddled calendars for some 
small jobbing house.

It seems to me that one should deal 
with reputable or at least known trav
eling men. Then if there is a case of 
misunderstanding one has the satis
faction of knowing the man who sold 
the goods will come back. These ped
dlers of time tables, hotel cards, 
match, stamp and toothpick vendors 
and church calendars where the 
church gets a picture of their building, 
and a bunch of us poor suckers get 
our little advertisements grouped 
around it, are all sold with a lot of 
promises which are never made good; 
usually by some tramp advertising 
man. I’ll never fall in the future for 
a stranger and never a check will I 
endorse until I am quite certain I 
know the man who writes it.

I attended a luncheon a few days 
ago at the Pantlind Hotel given by 
the Grand Rapids Advertising Club. I 
spoke of this and mentioned the name 
Ed. Mayer. 1 was informed that there 
is a reputable, honest-to-goodness, real 
fellow by tha' name in your city This 
party I had my experience with may 
be using his name. At any rate I’d 
like any information I can get on this 
cheap crook. His age I would esti
mate as about 36 years. Dark com
plexion and eyes. Hair dark and a 
little grey. About five feet eight or 
nine in height and weighing around 
190. Brags a great deal if one will 
let him talk. Every sale is a conquest. 
He feels he “outsmarts” his buyer. He 
has also in time past sold a “cut 
service” to funeral directors, if one is 
to believe his story. I believed this 
tramp advertising man had a few dol
lars in the bank—to my sorrow.

Winn V. Richards.

Beware of the tipster and his wiles.

Recently more than a dozen publica
tions purporting to give infallible in
formation regarding the rise and fall 
in stocks have sprung into existence 
in New York City and Boston. These 
new sheets differ somewhat from the 
old. They do not present straight out 
and out tips, but offer professedly dis
interested stock market information 
and investment advice under cover of 
a vigorous denunciation of market 
abuses, pretended analyses of standard 
securities and a noisily expressed am
bition to defend the investing public 
from pillage by privileged and 
predatory interests. After gaining the 
confidence of their victims through 
these diatribes, fake market letters— 
the modern form of green goods—lead 
the sheep to the shearing. The Bet
ter Business Bureau, in its February 
bulletin, points out that these swindl
ers operate in small groups under 
fictitious firm names and generally in 
unlisted securities, which are traded in 
over the counter. In dealing in stocks 
there is one thing which a large sec
tion of the public never seems to be 
able to learn, and that is that no 
clever man will devote his time and 
energy to making money for persons 
he does not know.

Paunee Bill struck a hard proposi
tion when he undertook to sell 30 
cents worth of ties to Walter F. Rose, 
of Moline, for $1. Mr. Rose came 
back at him with the following coun
ter proposition:

Moline, March 8—No, I have not 
used your ties. Some time ago a pack
age of three ties came through the 
mail and were laid aside at the risk 
of the owner. The owner can have the 
package by calling for it personally. 
I have as much right to back my old 
ford onto my neighbor’s yard and ask 
him to pay me three times what it 
is worth as you have to send out 
three ten cent ties and ask one dol
lar for them. If vou contend that the 
ties are worth anywhere near the dol
lar, you can send me 50c, which I 
will pay to some boy for taking them 
to the oostoffice and mailing them. 
Otherwise the package may lay where 
it is until the year 1977 for all of me. 
All future letters on this subject will 
be consigned to the stove unless you 
should send the 50c for remailing, and 
I am confident that y cm are not fool 
enough to send 50c to get back three 
ties which may have cost you 25 or 
30c or less. ’ Walter F. Rose.

Bank depositors, rather than the 
banks, are responsible in many cases

for losses caused by check frauds, ac
cording to a digest of recent court de
cisions made public by James E. 
Ryan manager of the forgery bond de
partment of the Metropolitan Casualty 
Insurance Co., of New York. The

digest was prepared from a mass of 
decisions in seventeen states in which 
the court rulings now stand as law. 
Analysis of decisions holding the mak
er of a check liable for losses gives the 
following summary of reasons for

Let
“Uneeda Bakers” 

Reduce Your Rent
“Uneeda Bakers” products are 
known everywhere.
To have them is to sell them. 
To sell them is to make money.
Easy money because they sell 
themselves.
Every sale a resale.
A small investment means a 
steady income, which is just the 
same as a reduction in rent.

NATIONAL 
BISCUIT COMPANY 

“Uneeda Bakers”

owosso
M U S K EG O N  

GRAND RAPIDS 
KALAMAZOO 

D E T R O I T

ilillliiil Bill Ululili]III ill . will

W in the lasting favor of the old customers and establish confidence
with that new family by selling them

SHREDDED W HEAT
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reaching the several decisions: The
check was carelessly drawn; it was 
handed to an unknown person, con
trary to the rule ior due diligence; the 
maker was negligent in leaving his 
check book lying around; checks were 
signed in blank and left in charge of 
an employe; due diligence was not ob
served to see that the check was sent 
to the proper person; the check al
teration was so well done as not to be 
detected with the naked eye; forged 
signature was so well done as to cor
respond with specimen signature in 
bank’s possession; the criminal who 
cashed the check had previously es
tablished his identity with the bank; 
the bank showed due diligence in 
telephoning maker’s office to verify 
check, and a confederate answered the 
call and verified it; the maker was 
negligent in not checking over his 
cancelled checks immediately upon 
their receipt from the bank.

Any merchant having claims for 
farm produce shipped to Frank T. Mil
ler, 143 Michigan avenue, Buffalo, N. 
Y., to be sold on commission, are re
quested to write to the Department 
of Agriculture & Markets, 122 State 
street, Albany, N. Y., giving full in
formation as to the nature and amount 
of the claim. The Department will 
then forward the necessary blanks for 
execution so that claims can be filed 
against the bond. Claims must be 
filed with the Department prior to 
May 18 to receive consideration.

Chicago, March 8—Fake correspon
dence schools, “universities” and “col
leges,” little more than “diploma 
mills,” are fleecing the American pub
lic out of millions of dollars annually 
because of lax laws, a recent survey 
indicates.

There are in the United States more 
than 300 institutions, good and bad, 
offering correspondence work and 
courses in virtually every known edu
cational field. Many are of the high
est repute.

This survey found that the corre
spondence schools make up an indus
try doing a business of approximately 
$70,000,000 annually, and that there are 
more than 2,000,000 students enrolled 
for home study work. These latter 
figures do not include hundreds of 
thousands who had enrolled but had 
discontinued from indifference or the 
discovery that the school was a fake.

Chicago is the center of these 
spurious institutions. So-called trade 
schools guaranteeing jobs bring thous
ands from the country. The records 
of the Associated Charities, the Legal 
Aid Bureau, the Y. M. C. A., and 
other relief organizations are burden
ed with the stories of voung men in
veigled to Chicago by such institu
tions. Anyone can start one of these 
“mills” if he has $10 to pay for a cer
tificate of incorporation.

We are in receipt of the following 
letter from Wm. J. Ardis, general 
dealer at Lake City:

Chicago, March 4—The enclosed 
account has been turned over to us 
for collection by the Globe Products, 
Inc., of Chicago. In order that we 
may not embarrass you, we are writ
ing this letter to inform you that on 
Tuesday, March 8, we are filing suit 
for the recovery of this account. Your 
check to the Globe Products, Inc., by 
return mail will stop this proceeding. 
Kindly govern yourself accordingly.

Goldman & Seeder.

Reply to the above was made as 
follows:

Grand Rapids, March 8—I am this 
day in receipt of letter you wrote Wm.
J. Ardis, Lake City, March 4, stating 
that the account of the Globe Products 
Co., Inc., would be sued March 8.

Permit me to call your attention to 
the fact that there is no such an ac
count. Your client sent out the goods 
without any authority whatever and 
the retail trade of the State have 
adopted the rule that illegitimate and 
disreputable practices of this kind be 
penalized to the extent of $1 apiece.
In other words, your client can have 
his goods back any time by sending 
$1. Otherwise, he can go to Lake 
City and get them personally.

No court on earth would entertain 
such a claim as vou pretend to have 
against Mr. Ardis and the sending of 
a threatening communication like your 
letter of March 4 through the mails is 
an offense against the Postoffice De
partment punishable by fine and im
prisonment. I suggest you go pretty 
slow in this matter or Government 
officials may see fit to send you where 
the dogs will not bite you.

E. A. Stowe.
The following letter was sent to the 

Globe Products Co., Inc.:
Grand Rapids, March 8—I note you 

are still after Ardis, having referred 
your claim to an attorney who has 
written a letter which is actionable.

As an accessory to the crime, you 
may be held personally responsible 
therefor.

Better send on your $1 for the re
turn of your goods and keep away 
from such shady transactions in the 
future. E- A. Stowe.

The Digestibility of Meats.
The digestibility of meat, of course, 

depends upon the amount of its nutri
ents which the digestive organs can 
make available for use of the body as 
well as upon its chemical composition; 
hence digestibility must be considered 
in comparing different kinds of food. 
The question whether the cheaper cuts 
prepared by the longer method are as 
thoroughly and easily digested as the 
better cuts broiled or roasted has been 
satisfactorily answered by work which 
has been done by experts on nutrition 
in the U. S. Department of Agricul
ture. The results obtained show there 
is practically no difference between the 
various cuts of meat or meats from 
different animals with respect to either 
thoroughness or ease with which they 
are digested. Over .'*> per cent, of 
the protein and of the fat of all kinds 
and cuts of meat is digested by the 
body under normal conditions, which 
means that meat is very thoroughly 
assimilated, and that there are no 
marked differences in the thoroughness 
with which different sorts are digested. 
The experimenters say: “It is com
monly said that meats of different 
sorts vary decidedly in digestibility; 
for instance, that red meat is less di
gestible than white meat, or pork than 
beef, or that a cheaper cut is less di
gestible than a tender steak. As re
gards the thoroughness of digestion, 
the results of an extended series of 
tests reported show that such differ
ences do not exist in any appreciable 
degree, and that meat of all kinds and 
cuts is to be classed with very digest
ible foods; those who wish to use 
cheaper cuts need not feel that in so 
doing their families are less nourished.

The whining workman never became 
a foreman.

Attractive, 
forceful advertising 
is merchandising the 

complete Domino line
Two hundred sixty- 

three leading newspapers 
in one hundred tw enty- 
eight cities east of the  
Rocky Mountains w ill 
carry attractive, forceful 
copy featuring our entire 
Domino line during March 
and April.

A m e r ic a n  S u g a r  R e f in in g  C o m p a n y
"Sweeten it with Domino”

Granulated, Tablet, Powdered, Confectioneri. Brown:

W H IT E H O USE COFFEE
To help you during the new year, the great
est advertising campaign ever run on White 
House Coffee has begun in national publica
tions. It will run throughout the year and 
throughout the United States. Beautiful 
color advertisements in a dozen leading 
magazines will broadcast the goodness of 
White House Coffee to 20,000,000 readers. 
In addition, over 400 newspapers will build 
White House Coffee sales in local stores. 
Tie up with White House Coffee. Tie up 
with this advertising campaign. If you do, 
you will ring up a mighty fine profit on 
coffee this year.

The Flavor Is Roasted  I n !

D W IN E L L -W R IG H T  CO M PANY Boston - Chicago 
P ortsm outh , Va.
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THE WEST WILL STAND BY.
The Middle West is not going to 

secede from the United States because 
President Coolidge has vetoed the Mc- 
Nary-Haugen bill nor is it voluntarily 
going to withdraw its customary allegi
ance to the Republican party for any 
such reason.

The McNary-lIaugen bill is exactly 
the sort of measure the President saw 
it to be. It seems to be the Middle 
West’s unfortunate fate to give birth 
to such schemes, but the happier fact 
must also be recorded that they are as 
easily forgotten as born. The ease of 
recovery depends simply on how des
perately timid politicians fight to ac
centuate the grievance; the only dan
ger is that fear of the dirt farmer will 
outdo the feeling of confidence which 
may and should be placed in his ulti
mate sound sense.

There must be some bug which his 
plow uncovers and which gets hold of 
him once every so often and sends 
him under a spell. Fifty years ago 
he was up in arms to prevent the re
sumption of specie payment; thirty 
years ago he was hotfoot for free sil
ver; ten years ago he was swamped 
with gratitude over having been kept 
out of war. But he has never yet been 
ready to follow volunteer leaders whom 
he suspected of seeking to capitalize 
his vagaries ibr their own benefit.

If the dirt farmer of the Middle 
West does not really deserve this con
fidence, then everything is wrong. We 
are given to extolling the power for 
sound self-government manifested by 
the Anglo-Saxon race. If there is any 
State in the Union which approximates 
Puritan New England in the purity of 
its English blood it is Kansas.

We cite education as the only true 
basis of free government. The per
centage of illiteracy in New York is 
about 5.1; in Massachusetts it is 4.7. 
Minnesota and Montana have less than 
half that percentage, Kansas and Ne
braska less than one-fourth as much. 
Iowa, with 1.1 per cent., actually leads 
the Nation in literacy; the number of 
its native-born whites who cannot read 
and write is practically negligible.

We work for home ownership as a 
guarantee of political sound sense. In 
no part of the country is there less 
tenantry than the Middle West records.

Why, then, be frightened lest that 
section turn hopelessly anti-conserva
tive and open to the wiles of whosoever 
will promise the most desperate and 
radical measures of relief from this 
passing, although undoubtedly serious, 
economic condition? From 1896 until 
Mr. Lansing became Secretary of State 
the Democratic leadership did its best 
to capitalize the suspected discontent 
of the West by giving William Jen
nings Bryan a high place on its board 
of strategy. From beginning to last 
Mr. Bryan remained an empty threat. 
He could make trouble for his own 
party indeed, but there is no evidence 
yet on record that he was not accurate
ly measured by the body politic of his 
home section—that he was ever any
thing *o his party but a forlorn hope.

A Republican stampede to get away 
"••>m sound economy and sound candi
dates for high office to placate the 
Middle West would constitute a most 
undeserved reflections on a section of

the country which has thus far served 
the party loyally and intelligently.

COTTON AND COTTON GOODS.
Judging from the course of cotton 

quotations recently, the problem of 
dealing with last year’s record crop ap
pears to have disappeared. In the 
last week prices rose to what is a re
munerative level for much of the crop 
and the demand was quite marked. 
What effect this is likely to have on 
the schemes for restricting the acreage 
to be planted to cotton this year is 
not yet apparent, but less is now being 
heard of any concerted move in that 
direction. The upshot of it may be 
to leave the matter to the discretion of 
individual growers. One thing now 
strenuously claimed is that the carry
over will be much less than was esti
mated a couple of months or so ago, 
and this may have an influence in de
ciding the matter of restriction. The 
domestic cotton mills, taking into ac
count the way they have been buying 
the raw material and their manufactur
ing activity, are not anticipating any 
serious lowering of the cost of cotton. 
On many lines production has been 
sold up well into next month and 
some goods are rather scarce. The 
latter is especially true as to certain 
rayon mixtures, which have been tak
ing well. Finishers have been com
plaining that their profits have been 
cut into by the rise in the cost of 
gray goods, which have recently been 
held quite firmly, but they have not 
yet got to the point of advancing 
prices. Among other cotton goods for 
which there has lately been much de
mand are towels. In knit goods, the 
cheaper hosiery is coming to the front. 
Heavyweight underwear has had some 
setback, due to cuts by Southern mills 
which have had the effect of unsettling 
the minds of buyers of such merchan
dise, but there has been more doing 
in the lightweights.

WOOLS AND WOOLENS.
No changes of note occurred in the 

wool markets during the past week. 
The trend in prices, however, remains 
quite firm. No marked change, ac
cording to the best indications, is re
garded as likely for some time to come. 
None is apt to occur to affect prices 
of fabrics for the remainder of the 
year. Domestic mills are buying spar
ingly and only as demands call for new 
supplies. Buying by dealers and oth
ers in advance of shearing appears to 
have ceased for the time being. The 
market for woolens and the possibili
ties of the woolen industry are just 
now attracting more attention than is 
the raw material. Thus far, except in 
a few instances, business in men’s wear 
fall fabrics has been somewhat dis
appointing, although more activity is 
expected in the course of the month. 
But many of the woolen mills are not 
in good shape because of the experi
ences of the past year. This was 
brought rather forcibly to notice dur
ing the past w’eek by the large deficit 
shown by he principal factor in the 
trade. Some of the smaller concerns, 
lacking the reserves of the big com
pany, are in rather a worse situation, 
and it would not be surprising if cer
tain of them went to the wall unless

sales pick up quickly. Competition is 
keen because the productive capacity 
of the domestic woolen mills is far 
above what can be utilized. There is, 
however, yet time for a change in the 
situation. More openings are occur
ring in fall fabrics from day to day. 
The situation in women’s wear weaves 
remains unchanged, with the disposi
tion continuing not to hasten the show
ings until some real interest is mani
fested by the garment manufacturers.

PRICE FIXING AGAIN.
Every once in a while there comes 

a reminder that the Sherman Anti- 
Trust law is still operative. A case 
of the kind was brought to public no
tice during the past week in a decision 
by the United States Supreme Court 
in the Trenton potteries combination. 
Some fines and sentences to imprison
ment were imposed by the lower courts 
on the members of the combination 
and their officers for violation of the 
statute. The facts estabished beyond 
dispute were that the corporations con
cerned, which manufacture about four- 
fifths of the total of certain vitreous 
products of the country, had entered 
into an agreement to fix the prices 
of their products to all purchasers. On 
the face of things this was a flagrant 
offense against the law. The attempt 
at justification used in defense was 
that the prices fixed were reasonable 
ones. There was in this a recollec
tion of a former decision of the Su
preme Court suggesting a “rule of 
reason” to be applied in enforcing the 
anti-trust legislation, but the cases 
were not analogous. As the court 
pointed out in its decision last week, 
the essence of the offense was in the 
price-fixing, regardless of the levels. 
Prices, it' was reasoned out, might be 
reasonable when established and yet 
turn out the reverse in a short time 
or with a change in conditions. Those 
controlling the output of commodities 
have no right to combine so as to fix 
the prices on them and do so at their 
peril. Unless this be the case, the law 
would be a dead letter.

EGG SEASON BEGINS.
The egg season has begun and the 

best quality fresh eggs are now coming 
into the market at a rate to satisfy the 
Lenten appetite. During the next four 
months, not only will the quality be at 
the highest, but prices will be at the 
owest. The natural condition of the 
hens during this period is more favor
able for egg production, and so these 
eggs are better in flavor, firmness and 
keeping qualities than those produced 
in the heat of the summer. Considera
tions not only of Lent but also of 
economy, therefore, make eggs the 
best food value on the market from 
now until Easter and even later. Stor
age stocks of last year’s best eggs 
have been almost completely sold out. 
The laying season has begun three 
weeks earlier than usual because of 
the early spring weather. Whatever 
cold spells may still come will probably 
be short and will not affect production. 
Wholesale prices during the past week 
have been about three cents below 
those of a year ago. making eggs an 
eevn better purchase than they usually 
are at this season.

DRY GOODS TRADE.
In certain mercantile lines spring 

business is developing rather slowly, 
more particularly at the retail end. 
To the change in weather is ascribed 
some of the backwardness. The mild
ness of the past week, which by some 
was regarded as the sign of an early 
spring, lias been succeeded by a cooler 
spell which put an end to the hopes 
raised and served as a reminder that 
winter lias not yet run its course. Re
tail ' customers have shown in their 
buying something of the same disposi
tion manifested by the retailers in hold
ing off as long as possible, and the 
change to cooler weather afforded 
them the pretext for a not unwelcome 
delay. Merchants regard this as a 
mere temporary condition which will 
change with a rise in temperature and 
are looking forward to a fair amount 
of business when that occurs. The 
nearer one goes to the production end 
of merchandising the greater the opti
mism in the outlook. This is particu
larly true of cotton textiles, the pri
mary markets of which are showing an 
activity not seen before in some years. 
To a certain extent this is the case 
also in silks, where comparatively low 
prices are an incentive to buying. A 
good season is already forecast in foot
wear, while accessories for both men 
and women are moving well. House
hold articles, including floor coverings 
and draperies, are having a steady sale 
which promises to keep up for some 
time to come.

Women’s coat manufacturers report 
active reorders on satin coats, with 
indications that this type of merchan
dise will have one of the best seasons 
in recent years. Black satin garments 
are wanted, the fur trimming being 
either white, to carry out the popular 
black and white effect, or beige. 
Kasha fabrics are employed as facings 
on some of the coats to give an 
additional trimming detail, the nat
ural shade being used for this pur
pose. The coats are selling well in 
both popular and higher price ranges, 
as is indicated by the distribution of 
retailers’ orders throughout the mar
ket.

The somewhat extended treatment 
accorded the chain store proposition in 
this week’s paper should be read care
fully and digested thoroughly by 
every independent dealer in America. 
It is one of the most exhaustive treat
ments the subject has received at the 
hands of a man who has given the 
problem deep study and reached con
clusions based on practical common 
sense.

They are talking of reviving titles 
and decorations in Germany. Those 
opposed to their restoration point to 
the United States as a country that 
manages to get along without such 
adornments. Have they never heard 
of our Supreme Grand Exalted Poten
tates and Ineffable Ancient Imperial 
Sockdolagers?

Man is the only animal that can be 
skinned more than once.

A sense of humor is the real Foun
tain of Youth.
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

It looked very much like rain when 
we started out on our weekly pilgrim
age last Saturday and when we reached 
Greenville we found a brisk shower 
had preceded us.

One of the best friends I ever had 
was the late William Bradley, the 
Greenville wholesale grocer. Since 
the death of the father, the business 
has been conducted by a son, who 
makes a practice of spending his Sat
urday half holiday in Grand Rapids. I 
hear so many pleasant words about 
him every time I visit Greenville that 
l wish he would stay home some Sat
urday afternoon, so we can become 
better acquainted.

I asked Eric Eriksen, who conducts 
a general store and glove factory, how 
he came to purchase the three-story 
brick building in which he occupies 
one of the three stores. His reply in
terested me greatly. “I conducted 
business on the credit plan twelve 
vcars,” lie said, 4 and never got any- 
where. Then I changed to the cash 
and carry plan and have made enough 
during the past eleven years to enable 
me to acquire the property.’

1 found landlord Welch, across the 
street, in a happy frame of mind. He 
said he had enjoyed a better business 
during the winter than he expected 
and confidently believes his hotel will 
he full of guests much of the time 
during the coming summer.

Greenville people are greatly elated 
over the prospect of another refriger
ator factory in the near future. It will 
occupy the Wright factories in the 
Southeastern portion of the city.

The five mile stretch of concrete 
North of Greenville on M 66 would 
suit me just as well if it had been con
structed South of the city instead, but 
I don’t suppose it would bring as 
much trade to Greenville as the present 
pavement does.

E. C. Lloyd, the Belding dry goods 
merchant, conceded that the winter 
business had been a little disappointing 
owing to unseasonable weather most 
of the time. His store looks very in
viting.

I found a general feeling of regret 
over the change which has occurred 
in the great Belding silk mills, due to 
the fact that the men of the wonderful 
Belding family are no longer domin
ant in the management of the indus
tries. Such an innovation takes the 
spirit—the soul—out of the great 
plants and makes them merely ad
juncts of the Eastern organization 
which now exercises control over the 
destiny of the busy factories which 
served to make Belding the best known 
city of its size in the United States. 
I cannot recall a more wonderful set 
of men than those the Beldings select
ed to represent them at Belding. Such 
men as Hetherington, Washburn 
Howard and others do not often find 
themselves associated in great under
takings in so small a city as Belding. 
Their names and accomplishments are 
a precious heritage which Belding will 
cherish as long as the name of the city 
remains on the map.

The tendency of the times appears 
to be altogether in the direction of 
combination and consolidation, which 
soon develops into alien ownership 
and long-distance management. This 
movement has invaded Grand Rapids 
to an alarming extent and has changed 
many of our finest institutions from 
locally owned and locally managed 
businesses into mere shells. The 
brick walls and contents are still here, 
but the soul has ceased to exist. The 
local management is vested in a man 
who has no touch with local condi
tions no sympathy with local ideals 
and ambitions, no appreciation of lo
cal needs and requirements. His sole 
ambition is to grind out the largest 
possible measure of profits for the 
alien owners and receive the plaudits 
of his superior officers a thousand 
miles away. This condition is cer
tainly a tendency in the wrong direc
tion and will ultimately result in con
centrating a large proportion of the 
capital and brains of the country in the 
centers where the directing forces are 
located.

At Cook’s Corners—formerly known 
as Otisco—I had a pleasant chat with 
L. J. Kimberly, who has been a resi
dent of the village thirty-eight years 
and has conducted a grocery store 
there for twenty-two years. Mr. 
Kimberly served his township four 
years as treasurer and has acted as 
town clerk for twenty-two consecu
tive years. Few men have held pub
lic office for twenty-six consecutive 
years. He always receives the nom
ination at the Republican caucus and 
for many years the Democrats have 
nominated no one to run against him. 
Mr. Kimberly will never become a 
merchant prince or a Napoleon of 
finance, but he has his own work to 
do and he does it to the satisfaction 
of himself, his constituents, his cus
tomers and his creditors, and the 
world is better for his having lived 
in it.

At Grattan Ernest B. Lessiter has 
conducted a grocery store for thirty- 
rive years. Aside from eighteen 
months, when he had George Whitten 
for a partner, he has gone it alone. 
Ernest is now 58 years old and for the 
past eight years has had no mercantile 
competition in Grattan. He is a 3d 
degree Mason, having worked up to 
the position of Senior Deacon. A 
daughter by his first wife died last 
fall, 31 years of age. He has had 
three children by his second wife and 
takes great delight in exhibiting allur
ing pictures of two grandchildren, of 
whom he is very fond. He has been 
exceptionally honored by his fellow 
citizens, having served the township 
six years as treasurer and five years 
as clerk. Ernest says he has three 
hobbies—fishing, card playing and the 
Masonic lodge, which he claims is 
housed in the finest and best equipped 
temple of any village of its size in the 
United States.

Building activities on M 13 between 
Plainfield village and Grand Rapids 
áre in evidence nearly every step of 
the way. South Division avenue, be
tween the city and Cutlerville, pre
sents a wonderful record of improve
ment, but the Northern outlet is not

very far behind. Owing to the un
dulating character of the earth’s sur
face to the North the opportunities for 
beautiful building locations are almost 
boundless.

Passing the home of Wm. R. Roach 
en route home we decided to spend 
the evening with him and his wonder
ful wife. The grand old hero is in 
better health and spirits than he has 
been for months. His conversation is 
just as emphatic as ever and the depth 
of his thought and conviction find fre
quent expression in his pounding the 
arm of his chair, the same ast he 
pounds his desk when engaged in 
conversation in his office. His hand 
clasp reminds me of the grip of an 
iron moulder and when he talks Ins 
eyes sparkle and flash with the old 
time vigor and effectiveness. I have 
always insisted that Mr. Roach has 
done more to elevate the canning in
dustry to a high standard and make 
clean and wholesome canned foods 
popular with the masses than any other 
man in the world. I ant inclined to 
believe that Mr. Roach will agree with 
me in this statement. He is not a 
man who hides his light under a bas
ket. He knows his worth. He real
izes the wonderful influence he wields. 
He believes in himself and his work. 
He is fully aware of what he has ac
complished and insists there is yet 
much to be done, which is probably 
true. The only regret I have is that 
Mr. Roach cannot be spared fifty 
years longer to continue the leadership 
he has always insisted on retaining as 
the most ardent, enthusiastic and 
steadfast advocate of wholesome can7 
ned foods America has ever produced.

E. A. Stowe.

A Corn-Borer Census.
W ritten  for the  T radesm an.

Unlike the daily newspaper, a head 
line in the Michigan Tradesman does 
not tell something contrary to the 
body of the article nor give a false im
pression. However, we hasten to say 
that the corn-borers have not been tak
ing a census of the cornfields nor of 
their own numbers; but because of 
impending danger from this pest and 
because of the drastic measures de
cided on to combat this scourge, a 
census or survey has been made in a 
portion of Michigan.

The results tell the story of insuffi
cient farm help and adverse weather 
in 1926. Lenawee county, low and 
level, had 98,000 acres of cornfields in 
1926. In January, 1927, there was still 
standing in the hill 49,000 acres of 
corn and 15,000 acres in shock, show
ing that only a little more than one- 
third of the corn crop had been prop
erly harvested.

And now all the corn stalks on that 
64,000 acres must, in accordance with 
the decree of the United States De
partment of Agriculture, be burned, or 
pulverized or shredded so that they 
may be deeply plowed under before 
the first day of June, thus preventing 
the corn-borers from hatching and in
vading the 1927 corn crop.

Corn cobs as well as stalks about 
the farm yards must, also be burned. 
Even grass in last year s cornfields 
may contain eggs of the corn-borer

fly, and if left above ground exposed 
to warmth and moisture, from the 
cobs, stalks and grass may hatch the 
larvae which in turn, become a fly to 
deposit eggs in the growing ears of 
corn.

Last year's corn stubble, for a dis
tance of thirty feet from the outer bor
ders of the field may not be plowed 
under, but must be uprooted and burn
ed, because the newly hatched worm 
can crawl at least twenty feet and find 
a burrow in adjoining pastures, 
meadows or wheatfields. Before it 
can crawl thirty feet it perishes from 
heat, cold, dryness or is gathered in 
by the birds.

Conditions in Monroe county were 
far better, and in Washtenaw county 
better still, but, as we understand it, 
whether infested little or much or 
none, every section of Michigan will 
be required to fight this menace in a 
thorough manner.

What great changes in respect to 
lessened acreage, diminished produc
tion, higher prices and scarcity of corn 
for man and beast will ensue no one 
can foretell. We can see however, 
that the most improved machinery for 
harvesting the corn crop could not be 
used on wet or muddy fields when the 
exact season for harvesting came, but 
old-fashioned hand methods could 
have saved the crops if enough men 
could have been hired to do the work.

E. E. Whitney.

A Mail Order Lime Sower.
W ritten  for the  T radesm an.

Once upon a time Farmer No. 1 
owned a mail order lime drill. To
gether with three or four other farm
ers they bought a carload of lime for 
their wheatfields. When the first 
wagon load of lime reached the* farm 
of No. 1 he started the lime drill. 
After him Farmer No. 2 began sowing. 
On a certain day Farmer No. 3 was 
notified by telephone that he could 
come for the lime drill at noon. At 
11 o’clock another telephone message 
said that the axle of the lime drill was 
broken and the user would have to go 
to Ann Arbor to have it welded. That 
took a half day and cost $2.50. It 
was almost twenty-four hours before 
Farmer No. 3 had the drill in opera
tion on his farm and about one hour 
later the axle broke near the other 
end. Another half day and another 
$2.50 for welding; and because of this 
delay and a rain Farmer No. 3 had to 
drag his wheat ground again and sow 
his wheat a full week later than he 
expected to do so. Mi hile waiting for 
the welding to be done this farmer 
went to the implement company’s 
warehouse and looked over the lime 
drill manufactured by a standard or
ganization. He found that instead of 
one inch square the axle was one and 
a half inches square.

One inch square compared with l'A 
x \'/2 inches is only four-ninths of the 
latter, and almost invariably machin
ery from the mail order houses is of 
poorer material than standard makes.

Any hardware man or implement 
dealer may quote the above facts with 
the certainty that this is not a fable, 
although jt contains a moral.

E. E. Whitney.
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SHOE MARKET
Motor Cars and Men’s Shoes.

Whenever a group of retail shoe men 
gather to discuss trade conditions, the 
question, as to what is wrong with 
the men’s shoe business invariably 
comes up, and usually it leads to fur
ther discussion of the automobile, its 
influence upon men’s shoe habits, and 
ultimately to the whole problem of 
installment selling.

That the present widespread use of 
the automobile has resulted in some 
curtailment of men’s shoe buying, due 
to the fact that shoes wear longer than 
they did when folks walked more, 
seems an obvious fact which few 
would care to challenge. If the mat
ter ended here the problem would be 
relatively simple. Additional sales 
pressure would probably turn the 
trick. The difficulty has been greatly 
complicated, however, by the rapid 
growth of installment selling and ab
sorption of incomes to meet payments 
on future obligations.

When a man’s income is mortgaged 
to a finance corporation it is next to 
impossible to persuade him that he 
ought to buy more shoes and more 
clothes than his minimum require- 
mnts, unless he is given a logical and 
convincing reason. The fault w’ith 
many of the advertising and selling 
arguments now being used to increase 
volume in shoe sales is that they fail 
to supply such reasons. Nevertheless, 
it is a fact that more and better shoes 
would represent a wiser investment 
for the average man than many pur
chases, outside of necessities, which 
he makes out of that portion of his 
income that remains after his pledged 
obligations have been met. In the 
present tooth and nail competition be
tween industries, the shoe merchant 
can lay claim to a larger share of the 
consumer’s dollar with a clean con
science and the knowledge that he is 
performing a service to his customer.

The proposed three-year advertising 
campaign of the men’s shoe manufac
turers is a progressive step provided 
it is carried out in the right way. It 
should not only convince the consum
er that he can better afford to spend 
money for shoes than for other things, 
but should also elicit the co-operation 
of retailers everywhere in more effec
tive methods of sales promotion. The 
success or failure of any plan of this 
character must in the final analysis 
depend on the degree of intelligent 
co-operation it obtains from the re
tail merchant.—Shoe Retailer.

Making It Hot For Outside Compe
tition.

Some time ago we referred to an 
Illinois merchant about 100 miles from 
Chicago, who was seriously disturbed 
by the competition of Chicago shoe re
tailers, who sent sample lines to his 
local hotel in charge of salesmen and 
then sent out letters to the women of 
the town inviting them to buy.

This merchant knew that be and his 
local competitors were losing a lot of 
business that they should get. Women 
liked the idea of going to the hotel

and looking over a sample line, and 
placing their orders.

He tried several ways of meeting 
this competition, and finally hit upon 
an idea that he felt would be effective. 
He went to his leading competitor, 
talked the matter over with him, and 
after disclosing his plan found his 
brother shoe retailer ready to go along 
with him in trying it out.

From previous experience, they 
knew just about when to expect a visit 
from a Chicago salesman, and a close 
watch was kept to spot his arrival. As 
soon as he registered at the hotel, a 
previously prepared invitation to at
tend an afternoon tea and style show 
at the hotel was rushed to the printer, 
and then mailed out to a carefully 
checked ilst of customers of the two 
local shoe retailers, and other local 
women who would presumably be in
terested.

By the time the local women re
ceived their announcements of the 
Chicago man’s arrival they had also 
received their invitations to afternoon 
tea and the style show from their own 
home merchants. Naturally the after 
noon tea drew the most of the crowd. 
Models paraded a runway showing the 
newest styles, and it was announced 
that any style could be ordered, and 
would be delivered at the customer’s 
home next day.

The two merchants had also taken 
good care to see that their prices were 
absolutely right, and in practically 
every instance they were just a little 
lower than their Chicago competitor 
on shoes of similar grade.

Novel Sort of Contest For Children.
We heard recently of a novel sort 

of contest for children, put on by a 
dry goods store in a Wisconsin town. 
It seems to us the idea could be used 
just as wrell by a shoe retailer.

In the w'oods and meadows around 
this little town there grow a great 
many different sorts of w-ild flowers, 
and this merchant conceived the idea 
of offering a prize to the child who 
could find the greatest number of wild 
flowers within a certain prescribed 
area. A specimen of each flower was 
to be pressed and preserved, and 
finally the child was to write a story 
identifying each flower and telling 
where it was found.

•The idea was approved by the 
schools because of its practical value 
in teaching the children something 
about their own local flowers, and the 
store received a good deal of publicity 
from its contest. You might be able 
to use a similar idea this spring.

Oldest Active Shoemaker Quits Work 
at Bench.

Newark, N. J„ March 7—After more 
than seventy years spent at the shoe
maker’s bench. Daniel Slingerland, 
believed to be the oldest active shoe
maker in America, has been forced to 
lay down his awl and thread, and is 
now in a serious condition at his home 
at Pomnton Lakes, N. J.

Mr. Slingerland. who made shoes 
for Albert Pavson Terhune, the au
thor; Cecil DeMille and other celebri
ties, learned his trade from his father 
at Pompton Plains, a neighboring 
community, and*at fifteen could turn 
out a good pair of shoes. For a brief 
period during the civil war, “Uncle 
Dan,” as he is kpown throughout the

countryside, aided in manufacturing 
cannon balls for the Union army. He 
had frequently expressed the wish to 
be at the bench when he reached 
ninety.

More Activity in Footwear.
Manufacturers report increased ac

tivity in all lines of popular priced 
shoes in the last two weeks, owing, 
perhaps, to the comparatively mild 
weather. Although women’s and chil
dren’s shoes have thus far shown 
greater improvement, the men’s lines 
also have picked up considerably. The 
women’s, girls’ and children’s models 
for the Spring show a riot, of hues, and 
many fancy color combinations are 
being offered. Concerning the advan
tage of stressing these novelties in the 
hitherto staple children’s field, some 
manufacturers are dubious. They say 
that the problems brought in by the 
fancy models will more than offset the 
increased business. ■

Active Trade in Women’s Belts.
The large business being done by 

manufacturers of women’s belts this 
season is resulting in the importation 
of many foreign leathers, according to 
a bulletin of the United Belt League of 
America. Although these imports are 
quite large, the bulk of the business is 
still being done in domestic leathers. 
The foreign varieties in most demand 
are baby hornback in pastel shades, 
and the imitation reptile skins. Gold 
and silver kid are also wanted. A 
great variety of novelty leathers and 
combinations of skins is being used. 
Widths range from an inch to four 
inches.

FIRESTONE
Line for 1927

will include the

“RITZ”
Gaiter

the Season’s rare 
“sensation” in colored

FOOTW EAR!

The exclusive Firestone 
Franchise may be open in 
your community.

W R IT E  AT ONCE 
TO T H E

Herold-Bertsch 
Shoe Company 

Distributors for 
Michigan

Grand Rapids 
Michigan

M i c h i g a n  S h o e  D e a l e r s

M U TU A L FIRE IN SU R A N C E CO.

Organized for 
S E R V I C E  

not for Profit

We are Saving our Policy Holders 
30% of Their Tariff Rates on 
General M ercantile Business

For Information Write to 
L. H. Baker, Secretary-Tresurer 

LANSING, MICHIGAN



M arch 9, 1927 M I C H I G A N  T R A D E S M A N 11

The Relentless War on the English 
Sparrow.

Grandville March 1—I met a lady 
the other day who is a dear lover of 
birds. In fact she is very enthusiastic 
in discussing the many-hued species 
of the bird family and could not say 
enough in favor of conserving bird 
life.

It was encouraging after so many 
rebuffs where the feathered tribe is 
concerned, to find someone with whom 
I could agree.

“And the sparrow?” said I, after her 
enthusiastic econiums on the bird fam
ily en masse. And then what a change.

“Filthy little pests” and much more 
along that line quite surprised me. 
“Destroyer of the nests of other birds.
At my suggestion that there might be 
something in holy writ about God 
noting the sparrow’s fall, she hastened 
quickly to say that such reference dul 
not refer to the English sparrow.

And there you are. How can one 
get around such an argument? To 
what sparrow did this bit of scripture 
refer to? Surely not the American 
bird of that name, since America 
hadn't met Columbus at that early 
stage of the world’s history.

The simnle fact that our sparrows 
are outlawed by the State has put the 
little fellow under the ban as com
pletely as if he were the most hard
ened criminal. Hawks, crows and owls 
are worthy of preservation, the Eng
lish sparrow never. Well, be it so. 
“As ye sow that shall ye also reap, 
and that is what the American people 
are coming to with regard to this 
bird problem. With the church and 
State arrayed against this one bird he 
cannot be expected to make a success
ful fight for life.

To me it seems amazing, the ignor
ance and malice displayed by so many 
people when discussing the English 
sparrow, which is no more an Eng
lishman than his traducers* whose an- 
cesters came from old England gen
erations ago.

There is but one sparrow and he is 
as thoroughly American as any other 
bird on the American continent. f u r 
thermore, I believe he is here to stay 
and accomplish much good in the 
world, even more good, perhaps, than 
birds like the kingbird, which destroy 
not only nests but lives of other birds, 
without a word of protest from the 
sparrow-hating American.

The sound of the cawing of the crow 
is in the land. It is a wonder this 
does not set our bird-haters on the 
rampage. The crow as you know, is 
a very mischievous chap and quite a 
thief, even going so far as to steal 
baby’s playthings right in the face of 
the whole family.

The arguments used for crow ex
termination have been exhausted by 
the Dupont gun factory folks, so I’ll 
not enumerate his many diabolical 
traits in this article. What I wish to 
make plain is the yarns related about 
the sparrow which are not true.

He destroys the nests of other birds. 
One meets this charge at every turn, 
a charge that has but little semblance 
of truth since my many years on the 
farm, where I met with the sparrow 
at every turn, not a .single instance of 
this kind came under my observation. 
I noted that the kingbird destroyed 
other birds on occasion but no one 
has inveighed against this bird.

The English sparrow must be ex
terminated. Such is the order that has 
gone out from headquarters, and while 
we are destroying this little chap, as 
harmless a fellow as anv in the bird 
kingdom, the whole race of birdkind 
will eventually be wiped out.

Pleasant prospect is it not? Ameri
cans imported English sparrows into 
this country and now they are trying 
to destroy them root and branch.

Church and state have combined 
against our sparrows. The smallest 
boy who toddles has been taught to 
despise and hate the sparrow which

is the only bird that remains with us 
over winter.

This educating a generation to hate 
one of God’s smallest creatures is not 
a part of the teaching of the Man who 
was born in a manger two thousand 
and more years ago.

Strong men, members of the church, 
have been known to fly into a rage at 
sight of a little sparrow nesting be
neath the eaves of their barns. Is not 
such spleen against so small a bird an 
exhibit of a small soul?

I wish to record here my earnest 
belief that sparrows are nearer to the 
great I Am than any other bird1 or 
animal on earth. The spite vented 
on so harmless a bird is ill becoming 
the man or woman who indulges it 
and the teaching of little children to 
hate the sparrow is akin to a grave 
crime.

Although the crow has been declared 
a bird of ill omen one not fit to live, 
yet, somehow, he is being neglected of 
late, the fury of bird hatred being con
centrated on the smaller less resent
ful little sparrow.

Bird lovers are numerous, yet so far 
have failed to make much headway 
in this battle for the defense of all 
that is best in American life.

How lonely would be our long win
ters of ice and snow without the sound 
of a bird voice to break the mournful 
stillness, and when the sparrow has 
paid the last debt, and gone to that 
borne from whence no traveler returns, 
such winters will indeed be almost 
unbearable.

The benefit of birds to the human 
family cannot be estimated. It is_ a 
conceded fact that when the last bird 
has gone out of this world of ours, 
mankind in general will be tottering on 
its last legs, soon to follow the 
slaughtered feathered innocents to 
everlasting extinction.

Not a pleasant prospect, is it?
The war on the sparrow has been as 

relentless a spossible. Hatred of the 
little fellow has been taught our chil
dren from infancy until it is deemed 
rather a virtue than a sin to kill every 
sparrow that comes your way.

While Congress is aching in anxiety 
afterthe farmer, a little legislation to 
conserve bird life might not be out of 
place. Old Timer.

Mother and Home.
I know not w hat o u r heaven m ay  be 

Beyond the  o the r shore 
l know not of the ecstacy  

Of those gone on before 
B u t here upon th is  living earth  

B eneath  its  s ta r ry  dome 
W e hold above all joy  and w orth  

A home—with m other home.
H eaven is a  place of love, they  say  

W here days have no reg re t 
And tim e itse lf cannot po rtray  

T hings there  unfolding yet 
B ut w here is one w ith  tongue to tell 

On th is  te rre s tr ia l loam 
The joy, the  peace w hich ever dwell 

At hom e—with m other home.
All life is real, and ye t it  seem s 

At home alone w ith  h e r 
T h a t heaven is b u t a  land of dream s 

And home its  m etaphor.
F o r w hat can be of g rea te r bliss 

No m a tte r  w here we roam  
T han w hat is here—and th a t  is th is: 

A home—w ith m o ther home.
C harles A. H eath .

Novel Imported Boutonnieres.
Boutonnieres and corsage bouquets 

continue to meet with strong favor. 
One of the newest effects in this mer
chandise is shown by an importing 
concern. The flowers are made en
tirely of rubber, colors and detail 
work being true to nature. The mer
chandise is attractively priced, one 
boutonniere having a pearl center be
ing priced, for example to retail at 69 
cents. The advantages of the rubber 
material are said to include easy clean
ing when soiled and imperviousness to 
rain should the wearer be caught in a 
sudden shower.

At this Bank
Regardless of w hat your requirem ents in the 
field of commercial banking are, you will find 
our organization fully equipped to care for 
them.
Trained specialists are in charge of every de
partm ent in this institution who are versed in 
every phase of their particular line of work.

We are at your service and seek your banking 
business on the basis of merit and service.

GRAND RAPIDS SAVINGS RANK
••The "Bank W here You Feel J it  Home”

Ife Convenient Offices

Nueoa
1*The Food o f  the Future

Successful grocers the country over are push
ing Nucoa. They have come to know well that 
it is a money-maker— and a source of great 
satisfaction to the customer.
Nucoa is economical, delicious and healthful. 
Everywhere grocers and discriminating cus
tomers are endorsing it.

Investigate Nucoa!

K
f ï u ç o a ?

ih

THE BEST FOODS, Inc.
NEY YORK CHICAGO SAN FRANCISCO

Always Sell _
ULY WHITE FLOUR
"The Flour the best cooks use/'

Also our high quality specialties
Rowena Yes M a'am  G raham  Rowena Pancake Flour 
Rowena G olden G. Meal Rowena Buckwheat Com pound 

Rowena V/hole V/heat Flour 
Satisfaction guaranteed or m oney refunded.

VALLEY CITY MILLING COMPANY
Grand Rapids, Michigan____  __________
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FINANCIAL
Favorable Forces in Business Still 

Are in Lead.
In the March issue of the National 

City Bank’s Bulletin on Economic 
Conditions, edited by George E. 
Roberts, may be found a note of dis
tinct satisfaction with the business 
situation. Attention is called1 to the 
further gains during February and to 
the continued upward trend at the mo
ment in industry and trade. It has 
been only a few months since the gen
eral business curve turned down 
emphatically and there are still depart
ments of activity that have been slow 
in getting back to full speed. None of 
the authorities in Wall Street—and 
least of all no man so careful in his 
judgments as Mr. Roberts—profess to 
believe that the business skies are en
tirely free from clouds.

The failure of such key industries as 
iron and steel, automobile manufac
turing and building to gain strong mo
mentum is not ignored. Improvement 
has been shown over the December 
position but the forward movement in 
1927 to date has been no rampant 
affair. It has been orderly and per
sistent but at the same time of mod
erate proportions. Even the upturn 
in wholesale trade noted for early this 
year represents not so much an im
provement over last year as over the 
December position. One of the prin
cipal influences in support of good 
business now is the absence of large 
stocks on hand. This gives reasonable 
assurance that buying, as the bank ex
presses it, “must be maintained to care 
for the needs of consumption.”

In the opinion of this institution at 
least the increase of bank reserves by 
$66,785,000 in net gold imports since 
the first of the year and the decline in 
the volume of Federal Reserve credit 
to the smallest total in more than two 
years means that money conditions are 
more favorable than they have been in 
months. It is not denied that the mere 
presence of easy money can give no 
assurance to industries that have over 
expanded. The effect of easy money 
“is rather to temper the force of re
adjustment confine it to those situa
tions which are in need of correction, 
and facilitate the 'ransfer of business 
into channels which have not been 
over developed. Flowing into the 
stock market it sustains prices and 
contributes to the maintenance of 
business confidence, while in the bond 
market it stimulates the flotation of 
new security issues, the proceeds of 
which are used for the employment of 
labor and purchase of materials for 
construction work and equipment of 
industry. We have been for some time, 
and are now witnessing a demonstra
tion of these factors at work in pro
longing a period of prosperity.”

In the last sentence the economist 
for the National City Bank states the 
whole situation in a nutshell. After a 
period of prolonged prosperity and ris
ing security markets certain industries 
inevitably reach a position from which 
adjustment is necessary. An increase 
in the money flow at such a stage can
not cure all of the ills but it can very 
distinctly ease the pains of adjustment.

In a sense the money flow at the pres
ent moment is the lubricant that keeps 
the machinery running smoothly. It 
gives courage to the business man and, 
sometimes unfortunately, to the specu
lator in the stock market. And it so 
happens that the outlook for continued 
easy money is especially good.

Paul Willard Garrett. 
[Copyrighted, 1927.]

Bank Suspensions Examined by the 
Federal Reserve Board.

The annoying tide of bank suspen
sions that rolled up during 1926 re
flects primarily the problem of the 
small institution. At least that is the 
conclusion drawn by the Federal Re
serve Board in its annual report for 
the year 1926, just published, and in 
which the board notes that 956 banks 
with deposits of nearly $285,000 000 
suspended operations last year. In
1925 there were 612 suspensions that 
represented deposits of $175,000,000, 
and 777 suspensions in 1924, with de
posits of $215,000,000. Both in the 
number of suspensions and in the vol
ume of deposits involved, therefore,
1926 was a worse year than either of 
the two preceding years.

Twelve agricultural States account
ed for 80 per cent, of the total sus
pensions last year. These States were 
Iowa, South Dakota, Minnesota, North 
Dakota, Missouri, Kansas, Michigan, 
Texas, Oklahoma, Georgia, South 
Carolina and Florida. This may sug
gest what obviously is true that the 
bank failures during the year reflect 
the outgrowth of a condition that be
gan six or seven years ago. During 
the period of inflation many banks 
extended their credit freely and when 
the decline came in 1920 borrowers 
were unable to meet their obligations, 
forcing the banks to take over second 
mortgages in many instances. Natur
ally the banks in the small communi
ties were hit hardest. For, as a matter 
of fact, the economic need for the 
small bank has grown less and less, 
in many instances, as people in the 
rural communities have been drawn to 
the larger centers.

The average bank that suspended in 
1926 had a capital of only $35,000 and 
deposits of $300,000. As the Board at 
Washington itself says: “Some small 
banks in small communities have 
found it difficult to make adequate 
earnings by conducting their business 
along strictly conservative lines, and 
have not been able to afford the ex
pense of engaging skillful and experi
enced managers. The volume of busi
ness done by small banks in rural com
munities, furthermore, has diminished 
in recent years, as the result of im
provement in roads and the wide
spread use of automobiles, which has 
led many bank customers to prefer to 
drive to the county seat or other near 
by center and use the facilities of the 
larger banks in these towns.”

It is perhaps only natural and right 
that the Federal Reserve Board should 
point out in its report that suspensions 
during the past three years for the 
most part have been among nonmem
ber banks. Only about one-sixth of 
the total suspensions last year were by 
(member banks, representing one-

Suggestions
M ICHIGAN T A X  FREE INVESTMENTS

G rand Rapids Trust Co. Bldg------ 5 % 1955 100 5.00%

St. M ary’s College & A cadem y— 5!/2 % 1932 100 5.50 %

Highland Park Trust Co. 
(Legal for Savings)

5 /2 % 1933 100 5.50%

Fort Shelby Hotel ( D e tr o i t ) ------- 6 % 1934 100 6.00%

Vernon C. Fry
(Legal for Savings)

6 % 1933 100 6.00%

Cadillac Gas Co. 1 st 6 % 1947 100 6.00'%

Illinois W ater Service Co. 5 % 1952 95 5.30'%

New York W ater Service Corp---- 5 % 1951 95 5.30'%

Ferndale, Mich., W a te r --------------
(O akland County)

434% 1954 4.35%

Paris & W yoming Twp., School__ 5 % 1940 4.35%
(Kent County, Mich.)

(Select the Firm before the Bond)

It RANd  R a p i d s  T r u s t  roM PAM Y

Telephone 4 3 9 1

STRENGTH ECONOMY

THE MILL MUTUALS
Lansing AGENCY M ichigan

Representing the

M ICHIGAN MILLERS M U T U A L  
FIRE IN SU R A N C E  C O M PA N Y

AND ASSOCIATED COMPANIES

Combined Assets of Group

$33,389,609.28
20% to 40%  Savings Made Since Organization

FIRE INSURANCE—ALL BRANCHES
Tornado—Automobile—Hate Glass
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fourth of the aggregate deposits of all 
banks that suspended during the year. 
To be more specific, of the total 956 
suspensions, 796 were nonmember 
banks. The movement certainly 
throws fresh light on the .problem of 
the small bank and bears directly up
on the .changed position that should 
follow the adoption of the McFadden 
measure. Hope for the future is to be 
found not only there but in the fact 
that a repetition of the 1920 ills is not 
likely to come soon again.

Paul Willard Garrett.
[Copyrighted, 1927.]

Contains Much Food For Thought 
For Investors.

In the report of the Federal Trade 
Commission on the electric power in-

regarded as irregular by certain Sen-
ators.

The fact that it regards the exten
sive grouping of electric power com
panies as a problem that calls for 
consideration by Congress should not 
be particularly disturbing. The ac
tivities of some companies may con
stitute interstate commerce, and may 
therefore be subject to Congressional 
intervention, but most power com
panies have succeeded in keeping 
their operations out of that category. 
In fact, it has been due in large meas
ure to their desire to avoid national 
regulation that they have not merged 
their operating companies, thus being 
forced into the pyramiding complain
ed of. Ralph Hendershot.

[Copyrighted, 1927.]

THE DANK

In selecting a bank, why not conider the guid
ance it can give you in your personal problems?
The Old National always is eager to give you 
the benefit of its experience!

cA l$an \ for &erybodyu
MONROE AT PEARL NO BRANCHES

dustry, which was submitted to the 
United States Senate last week, there 
appears to be as much food for thought 
for the investor as for the lawmaker.
Of particular interest is the discussion 
of the practice of “pyramiding” and 
the possible consequences in the event 
of an industrial depression.

The report says on this subject:
“One of the problems of public in

terest concerning some of the large 
electric power groups is the extreme 
degree to which ‘pyramiding’ has been 
carried in superposing a series of hold
ing companies over the underlying op
erating companies so that in one in
stance less than a million-dollar in
vestment in the majority of the voting 
stock of the apex holding company 
gave in 1925 full control of the entire 
organization of the group, having 
scores of underlying companies and 
several hundred millions of dollars of 
investment.”

Encouragement is afforded to pyra
miding activities, says the report in 
another part, through the possible 
gains of such speculative investment, 
in a rapidly growing industry, even 
though the rates are fixed by public 
authority. Any reduction in rates or 
increase in operating costs, it adds, 
would be much more marked in effect 
on the earnings of these pyramided 
companies than on the underlying op
erating companies.

Those who have made a close study 
of the investment situation in the 
power and lighting field are well 
aware of these pyramiding conditions 
and, as a general rule, have indicated 
their preference for operating as 
against holding company securities. 
However, in many instances, it has 
been concluded that the dangers of 
holding company financing practices 
have been more than offset by the 
economies which have been introduced 
by such companies in the supervision 
of subsidiary operations. It may, 
nevertheless, be worth while for in
vestors to enquire carefully into their 
public utility holding company securi
ties with a view to determining their 
margin of safety.

In general, the report of the com
mission should have a constructive 
effect on the public utility indus
try in that, even though it criticizes 
their capital set-up, it tends to place 
its stamp of approval on the opera
tions of companies which had been

Corporations Wound Up.
The following Michigan corpora

tions have recently filed notices of dis
solution with the Secretary of State: 
Smith & O’Hara Agency, Inc., Port 

Huron.
McLeod-O’Brien Land Co., Detroit. 
Detroit Bolt & Screw Co., Detroit. 
Steeldraulic Brake Manufacturing Co., 

Detroit.
Lakewood Engineering Co., Detroit. 
Wayne Trucking Co., Detroit.
The Webster-Anderson Co., Tecumseh 
Schemm Products Co., Saginaw. 
Northern Furniture Co., Big Rapids. 
Michigan Milk Co., St. Joseph.
Penn Investment Co. Detroit.
Patek Brothers, Inc., Grand Rapids. 
Kent Mortgage Co., Lansing.
East Chester Threshing Co., Charlotte 
First Bond & Mortgage Agency, Ltd., 

Lansing.
Dental Devices Co., Detroit.
Morenci Warehouse Co., Morenci. 
National Dairy Co., Morenci.
De Sota Coal Co., Grand Rapids. 
Vicksburg Manufacturing Co., Vicks- 

burg.
Keystone Coal Corp., Kalamazoo. 
Chicago Hosiery Co., Detroit.
Ryerson Steel Corp., Detroit.
Emily’s, Inc., Grand Rapids.
S. & S. Co., Hamtramck.
Reed City Woolen Mills, Reed City. 
W. D. Parker Co., New Baltimore. 
Walter T. Sewell Co.. Detroit.
Haven Villa Corp., Detroit. 
Saginaw-Bay City Steamship Co., 

Saginaw.
Koppel Industrial Car & Equipment 

Co., Detroit.
Olson Pneumatic Saw & Valve Co., 

Muskegon.
Dozing.

W ritten  for the  Tradesm an.

Only a  doze 
Yet noth ing  m ore—
W hile com atose—
Telling the  score 

Called sleep.
B u t In a  m om ent I w as w here 
T here  Is no world of anxious care;
X cam e, I saw , I went, X heard,
Yet everyth ing  w hich there  occurred 
X^ut on new values and new w orth  
U nlike those c u rren t on the earth , 
F o r th e re  I dream ed th a t  a f te r  all 
The e a r th  itse lf w as really  small.

Only a  doze 
And noth ing  m ore?
Answ er, who knows 
L ife’s  m etaphor 

Called sleep?
In it  we live, there  is no doubt, 
M ysteriously: nor finding out 
The borderline we ever cross 
Unconsciously, w ithou t the  loss 
Of tim e or tide and move as  free 
As daw nings in th e ir  infancy;
And w ho is he who ye t can  tell 
W here one has been who dozes well?

C harles A. H eath .

Link, Petter &  Company
OncorpoftMd)

Investment Bankers
<th FLOOR. MICHIGAN TRUST BLDG. 

GRAND RAPIDS, MICHIGAN

Investment Securities

E. H. Roll ins  & Sons
Founded 1876

D im e B an k  B uild ing , D e tro it 
M ichigan T ru » t B uild ing , G ran d  R apids

ftfìcton New York Chicago
Denver San Francisco Los Angeles

______________ = = = = = = = = = = = = J .

Kent State
“The Home for Savings”

W ith Capital and Surplus of Two Million 
Dollars and resources exceeding T wenty-Three 
Million Dollars, invites your banking business in 
any of its departments, assuring you of Safety 
as well as courteous treatment.

Banking by Mail Made Easy.

$5,000 Harrison Co., Texas 5% Road Bonds, full county 
obligation, dated June 10th, 1919, due June 10th, 
1950, denomination $1,000., interest A jn l and Octo
ber 10th, at New York.

FINANCIAL STATEM ENT
A ssessed valuation  ------------------------------------------------
T o tal deb t -----------------------------------

Population  1920 Census—13,565

_____ $15,947,410
___________  1,476,000

Opinion Chas. B. Wood, Chicago

Price to  net 4.50%
These bonds have a lready been m ade ta x  free in M ichigan. If in terested , 
please w rite  or w ire any  of the  offices below.

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

90 T =, Salle St. 1006 Penobscot Bldg.,
g u ^ o  mfaoi. ' Dettoi..
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Must Serve Time For Arson.
The termination of an arson case in 

Connecticut, in which a convicted man 
must serve a term, is of interest in 
many states as an incentive to insur
ance officials to closely scrutinize sus
picious losses and attempt to get con
viction that wdl undoubtedly do much 
towards supressing this evil. The 
following facts of the Connecticut case 
will prove interesting to insurance 
men:

Charles Frost, president and treas
urer of the Consolidated Auto Trunk 
& Specialty Corporation and Xcluso 
Auto Trunk & Specialty Corporation 
of 627 West Forty-third street, New 
York City, convicted of statutory ar
son in the state of Connecticut, sur
rendered to State’s Attorney William 
H. Comley, Jr., of Fairfield county, at 
Bridgeport, Conn., and was taken to 
Wetherfield Prison to serve his sen
tence of not less than one nor more 
than three years. Frost was convict
ed of statutory arson after two trials. 
The first trial occurred in Bridgeport 
last December and, after three weeks, 
resulted in a mistrial because the jury 
could not agree, and it was reported 
that the jury stood 11 to 1 for con
viction. On the second trial Frost 
waived a trial by the jury, under 
Statute Public Acts, 1921, Chapter 267, 
Section 2, and was tried before Hon. 
John W. Banks, a procedure hereto
fore rarely, if ever, known. Justice 
Banks having taken testimony, after 
two weeks adjudged Frost guilty and 
admitted him to $10,000 bail, pending 
the appeal to the Superior Court of 
Fairfield County (Appellate Court). 
This appeal has been heard. Chief 
Justice Wheeler, writing the opinion, 
which was unanimously concurred in 
by the entire court, affirmed the con
viction and sentence of Frost, and 
Frost has now begun his prison term.

Frost, who was an accountant, was 
also in the trunk and dress suit busi
ness in Columbus Circle and Broad
way for several years, organized a 
company of which he was the presi
dent and treasurer and the controlling 
genius. During post-war conditions 
business was practically a failure and 
he was heavily indebted to the banks.

On behalf of the corporation Frost 
rented a vacant factory at Bethel, 
Conn., and on April 2, 1925, a fire oc
curred in this factory, causing an al
most total loss. Frost, through his 
insurance broker, had secured $70.000 
in fire insurance from various com
panies on contents of the factory 
which, he claimed, consisted of trunks, 
dress suit cases and radio equipment 
worth $80,000 which he had moved to 
Bethel from New York.

Royal H. Weller of Fox & Weller, 
attorneys, of New York City, was 
designated by the General Adjustment 
Bureau to make the investigation of 
this loss, conduct the examination un
der oath and co-operate with State’s 
Attorney Judge Comley. Frost testi
fied under oath to facts which demon
strated that the company was in
solvent.

Joab H. Banton, District Attorney 
of New York county, made an arrest 
of one Abraham Freedman on a charge 
of robbery in the third degree. Freed

man was suspected of being implicated 
in the fire at Bethel, and he was cx-. 
tradited to Connecticut, where he 
made a full confession and pleaded 
guilty. Freedman testified that he was 
formerly a member of the so-called 
“kid-dropper” gang in New York 
City; that Frost had hired him to 
make a fire and destroy the merchan
dise at Bethel and offered him $5,000 
to do the job; that he (Freedman) got 
two of his pals, Harry Cohen and 
Bernard Isaacson, to help him; that 
Frost and the other two men drove 
from New York to Bethel with sev
eral cans of gasoline, and that Frost 
let Freedman and his two assistants 
into the factory, where they over
powered the watchman and fired the 
premises.

Cohen and Isaacson since pleaded 
guilty to their part in the conspiracy 
and were sentenced to one year in jail; 
Freedman, in September, 1926, was 
sentenced to a year in jail, and the 
surrender of Frost now closes the 
case.

Other Arrests For Arson. 
Carmello Gugino, president of the 

People’s Macaroni Co., of Buffalo, N. 
Y., and his son, Frank, an attorney, 
were arrested charged with arson, 
second degree.

The men were indicted as a result 
of an investigation which followed the 
destruction of the People’s Macaroni 
Co. plant by fire at a loss of $50,000 
last August.

Adolf Schultz, Orkney street near 
Diamond, Philadelphia, was held with
out bail in Central Station, charged 
with arson in connection with an ex
plosion and fire which damaged his 
candy factory on Master street, near 
Third, November 8. Schultz was 
identified as a man seen running from 
the place after the explosion and flash 
of flame at 2 a. m. the day of the fire. 
Assistant Fire Marshals James Mc
Laughlin and Richard Butler testified 
that Schultz bought the factory for 
$450 and had it insured for $3,000, 
which he tried to collect after the fire.

What is termed as one of the most 
flagrant arson cases in the state since 
that of the Wolff brothers of Louis
ville, Ky., who are now serving two 
vears each, following conviction, is 
one at Owensboro, Ky., where Ruby 
Chazanow and Herman Schwart, op
erating as the Herman Clothing Co., 
have been held to the grand jury, un
der bond of $1,000 each, on warrants 
sworn to by Fire Chief Ed. E. Cureton, 
an old and experienced fire fighter, 
who alleged that the defendants at
tempted to burn the store to collect 
insurance.

A night watchman discovered the 
fire and reported promptly. Four 
minutes later the fire department ar
rived and found fire burning at sev
eral points at one time. Cans of 
gasoline, placed in paper boxes and 
connected with tissue paper streamers 
were discovered.

After the fire the defendants alleged 
a stock worth $10,000, and claimed 
they had but $4,500 insurance. How
ever, investigation showed $8,000 of 
insurance, divided $6,800 on stock and 
$1,200 on fixtures. Chief Cureton

Have You Ever Wished
to have your fire and 
casualty insurance with 
one concern, to deal with 
only one office and yet 
have your insurance placed 
in different Companies?

That’s Us
We represent fifteen of 
the strongest Board Rate 
Mutuals doing business in 
this State and we are in 
a position to give you this 
service

On Top of That
we save you 25 to 50% on 
your insurance premiums.

T H E
C LA SS-M U TU A L S

A G E N C Y
C. N. BRISTOL H. G. BUNDY 

A. T. MONSON

305-06 Murray Bldg.
G rand R apids, M ich .

GOOD RECORD FOR 1926
Citizens’ Mutual Automobile 

Insurance Co.
State-wide Service

The company started in 1915 and 
has built up a state-wide business, 
specializing in automobile insur
ance, and has more cars insured 
than any other company in the state. 
The following shows the increase 
in assets during the past five years:

Dec. 31, 1922 $226,499.45 
Dec. 31, 1923 375,945.95 
Dec. 31, 1924 565,225.96 
Dec. 31, 1925 704,152.41
Dec. 31, 1926 840,845.24
The company made a gain in as

sets during the year of $136,692.83. 
Automobile owners are pleased with 
the state-wide service and adjusting 
force to deal promptly with all 
claims.

Call on your local agen t 
or w rite  to

THE CITIZENS’ MUTUAL 
AUTOMOBILE INSURANCE CU.

HOW ELL, MICHIGAN

LOSS AND DAM AGE' p i  A |M C  
OVERCHARGE ( U L H I l f lO
BLANKS $1.00 P E R  PAD

BA R LO W  BROS.
549 O ttaw a Ave., N. W. 

GRAND RAPIDS, MICHIGAN

“FOR ABSOLUTE 
SAFETY”

through changing conditions 
the investor’s greatest secur
ity lies in allying himself 
with a bond house which 
will view his investment 
problem from the standpoint 
of his interest rather than 
its own.

Michigan Bond & 
Investment 
Company

1020 Grand Rapids National Bank 
Building 

Grand Rapids

100,000 Shares
National Public 

Service Corporation
Class “A ” Common

Present Dividend $1.60 per 
share payable quarterly.

Has priority as to dividends 
over Class “B” Stock and in 
case of liquidation or disso
lution has priority over Class 
“ B” stock up to $30 per 
share.

IT PARTICIPATES 
EQUALLY AS A  CLASS 
IN DIVIDENDS W ITH  T H E 

CLASS "B ” STOCK.
Price $21.50 per Share—  

Yielding over 7.40% .
Com plete descriptive circu
lar available upon request.

H o w e ,  S n o w

e r  B e r t l e s  INC.

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

New York Chicago D etroit 
San Francisco

Henrij Smith
FLORAL Co.,Inc.

52 Monroe Avenue 
GRAND RAPIDS

Phone 9-3281
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named two merchants of the city as 
special deputies of the fire marshal, 
and had an inventory made which 
placed the value of the stock at $2,- 
294.70; and fixtures, $302.60; a total 
of $2,597.20. Chief Cureton had 
photos made showing the plans as 
arranged for a quick burning.

Edison Determined To Produce Rub
ber in America.

Fort Myers, Fla., March 7—Cogni
zant of the fact that the United States 
is solely dependent on foreign coun
tries for its supply of crude rubber 
and determined that this Nation shall 
not be isolated from the rubber belt 
and face the critical problem of being 
entirely cut off from rubber supply in 
case of war, Thomas A. Edison to-day 
made known his plans for an Ameri
can rubber industry.

Pointing out that in the present age 
and in the future transportation will 
be largely dependent on rubber, the 
world famous inventor explained that 
his experiments will probably result 
in the wholesale production of rubber 
in all the territory South of Savannah, 
Georgia. He thinks it will supplant 
cotton in the Southern territory and 
reap greater profits for the planters.

In Africa, where the bulk of the 
crude rubber is raised, Mr. Edison 
pointed out, labor can be had for thirty 
cents per day. It would be the_ labor 
problem that would make the indus
try prohibitive in this country. With 
common labor calling for $3.56 and $4 
per day, the cost of production in the 
United States would run higher than 
the actual value of the product. Mr. 
Edison is now striving to overcome 
that labor question by a master inven
tion in the form of a machine which 
will crush the plant, press the sap and 
separate the liquid rubber from the 
rosin. m . . .

Working night and day in his little 
workshop here and experimenting on 
the same bench where he perfected the 
electric light globe and the talking ma
chine, many years ago, the electrical 
wizard is solving the many problems 
of the rubber pressing device. When 
perfected, Mr. Edison believes it will 
be the greatest of all his inventions. 
Being greatly interested in the pro
duction of rubber and confident that he 
has found the most productive plant 
that is adapted to the soil and climate 
of the South, Mr. Edison is spending 
his entire time and efforts on the rub
ber problem.

With three acres, directly across 
from his estate here, planted to the 
Madagascar rubber vines, different 
from the rubber tree in size and 
growth, the inventor stated to-day that 
he is pleased with the progress made 
by the plants since last season. They 
are now some three feet high and trail 
in the form of a grape vine. While 
final tests have not yet been made, Mr. 
Edison estimated that the vines will 
yield six per cent, pure rubber, far 
more than the average rubber tree 
which, he pointed out, contains too 
much rosin to make the rubber worth 
separating. With the use of the ma
chine in the making, Mr. Edison fig
ures that vines producing four per cent, 
of rubber will cover the cost of pro
duction and wjth such a handsome 
profit to be derived from the proper 
cultivation of the plants he believes 
that many cotton growers of the South 
will abandon the cotton market and 
enter the new field of American in
dustry.

Working in close co-operation with 
Mr. EdiSton in the venture, Henry 
ford has obtained a large quantity of 
the rubber seed from Madagascar and 
ground is being prepared here for the 
planting.

“I realize, that one of the greatest 
needs in the United States to-day is 
an American grown rubber of com
mercial value,” the inventor declared. 
“It can be had and I am going to pro

duce it if I have to work twenty-four 
hours a day until it is done,” he said. 
‘‘The people of the Nation give little 
thought to rubber production, but we 
know that we cannot move without it. 
In the present generation we depend 
almost entirely on rubber for trans
portation, since the automobile and 
motor truck must have tires upon 
which to run. Everything except rub
ber is going into the tires manufac
tured to-day. In case of war we 
would be cut off from rubber and we 
would soon feel the pang. Rubber 
can.be successfully grown right here 
in the Southern part of the United 
States. We have known that it could 
be grown, but we were stumped on 
how to extract it from the plant. To 
attempt it by hand would be too ex
pensive and I hope to eliminate that 
expense with a machine which will not 
only reap the vines from the field but 
wili press and separate the liquid. We 
will then make use of the fiber in the 
manufacture of rugs and other prod
ucts,” Mr. Edison declared.

Despite the fact that the inventor 
only two weeks ago celebrated his 
eightieth birthday, he is actively en
gaged in his work. He spends the 
greater part of each day in his 
laboratory and works long into the 
night many times. Applying the 
words of Mrs. Edison, “Mr. Edison 
never rests. His mind is made up and 
his heart is set on the successful pro
duction of rubber in America. He 
realizes the position this country would 
be placed in in case of war and he is 
determined that the hazard shall be 
eliminated.”

The inventor is forced to crack a 
smile when making reference to Henry 
focd’s rubber plant experiments at La- 
Belle, Florida, which created Nation 
wide comment several years ago. 
“Henry had the right idea, but the 
wrong seed,” the inventor declared. 
“We are sort of partners on this rub
ber business,” he chuckled, “and I 
don’t think Henry will allow his end 
of the deal to fall through. We have 
made onlv one agreement,” Mr. Edi
son said, “That being that I drive the 
first ford out of Henry’s factory fully 
equipped with rubber grown right 
here in Fort Myers.” Thoughtfully 
scratching his head and cutting a 
bright glance at his rubber plants he 
added, “and the time is not far 
distant.” Horace Dunn.

Patchwork Bedspreads Offered.
An example of the novelties in cot

ton goods which are serving to quick
en trade and increase sales is the 
patchwork bedspread and quilt which 
has just been offered by a well-known 
mill. The bedspread is a machine- 
sewn copy of century-old hand-sewn 
American patchwork quilts, reproduc
tions of which sell as high as $65. The 
machine-sewn variety is priced much 
lower. The patchwork is backed with 
a harmonizing material, so that the 
article may be sold as a bedspread or 
as a quilt. There are eight styles, con
sisting of geometrical blocks of sateen 
■in combination with floral motifs. 
Bright colors are the rule. The bed
spreads harmonize perfectly with the 
Colonial bedrooms which are the vogue 
to-day. Sizes vary from 70x84 to 94x 
106 inches.

J. F. Tatman, dealer in groceries, 
fruits, etc., at Clare, renews his sub
scription to the Tradesman and adds: 
“I want to congratulate the Trades
man on the splendid and interesting 
reading matter furnished the Trades
man readers this winter, especially the 
contributions made weekly by Charles 
W. Garfield and Frank S. Verbeck.”
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SAVE YOUR CITY.

By Combatting Chain Store Methods
and Propaganda.

K ditor's Note: "Save your C ity” is a
twelve ;.a Be il .ustrated booklet copy-
r ,unteti am 1 pulii ished by the In terdepend-
enee llure,au. 2!if. W est 34th St., N. Y.
It is intern led to> help tin? re ta ile r com bat
elm in stör«■ proplaganda iu id  m ethods and
is sold to dealelrs for ell■culatlon to con-
Miniers in any desired quan titie s . Special
norm Issimi has been giv en the M ichigan
T radesm an to r<sprint tinp booklet in full.

The purpose of this, booklet is to
demonstrate tlìat the syndicate idea
meets the dead line at the retail store.
Retailing cannot be syndicated with
out syndicating, standardizing, and 
subordinating the consumer. The re
tail store is the contact point between 
society and commerce, and right there 
is decided which of the two will dom
inate. If society cannot make com
merce its willing servant, it must de
scend to commercial vassalage. The 
decision rests with our women, be
cause they do eighty-five per cent, of 
all consumer buying. To the red- 
blooded women of America I make this 
appeal for the Nation’s economic and 
social welfare.

What Is a City?
Towns and cities, like Topsy, seem 

merely to have grown. They don t 
seem to have been taken into account 
in any political scheme. We federated 
states into the Nation and we divided 
up the states into counties and we or
ganized congressional districts, but 
just what is a city? We stoutly de
fend state rights and National rights, 
but who ever heard of city rights? We 
guard the Nation’s industry and com
merce with tariff walls and immigrant 
exclusions. Each state jealously pro
motes one or more vital industries, but 
nothing seems to be essential to a 
town or city. Yet there is something 
absolutely essential to its existence— 
it is home-owned retail trade. Retail 
syndicates, by striking at the vital in
dustry of the city, are arousing us to 
a proper consciousness. We are com
pelled in defense of our homes to 
learn the economic and social need for 
our smallest political unit—the city.

The city, beginning as a town, is 
the first step from agriculture to com
mercial culture. It comes into being 
when the need arises for a center of 
interchange of human products, pri
marily farm products and secondarily 
factory products. Its function is dis
tributive—it distributes what others 
produce and in that service it justifies 
its economic existence. After a town 
is established as a distributing or re
tail trading center, it may add whole
saling and manufacturing. These, 
however, are not necessary to its ex
istence, whereas the function of retail 
distribution is indispensable. It came 
into being by fulfilling the retail func
tion and it cannot exist if it surren
ders it.

The Carpetbagger.
Following the civil war, during the 

reconstruction period, there came to 
the South political jobholders and 
financial exploiters, who were in no 
wi=e associated with or representative 
of that section, and because their lo
cal possessions were only those which 
they could pack in their carpetbags, 
they came to be known as carpetbag

gers. The modern form of these po
litical and financial carpetbaggers is 
seen to-day in the commercial carpet
bagger, whose presence in all parts of 
the country is a far greater evil.

The commercial carpetbagger ap
pears in one of three forms, namely, 
as a house to house canvasser, a mail
order seller, or a chain store operator. 
Each is an institution foreign to the 
community, unattached, sharing none 
of its problems or aspirations, bringing 
nothing to and building nothing in the 
city, but merely taking out. They live 
on cities—not in them. They consti
tute the greatest economic and social 
menace to the Nation to-day.

The Retailer’s Profit.
The retailer’s gross profit on the 

merchandise he sells is less than one 
third of the dollar. After he has paid 
his wages, rent, taxes, and the various 
expenses incidental to his business, he 
has left a net profit of about two cents. 
Where these two cents go determines 
the life or death of a city. If they re
main in the local bank as the property 
of a local merchant it means that all 
money expended in the expenses of 
conducting the business also remains 
in the city. If those two cents are 
sent out of town as the property of 
the carpetbagger, it means that some 
of the other pennies expended in the 
business have also fled from the city. 

Keep your eye on the Two Cents. 
The essential thing is that you keep 

your eye on the two cents profit. Know 
whether it belongs to a local merchant 
or the carpetbagger. If it belongs to 
a local merchant you share in the 
ownership. If it belongs to the car
petbagger, it is lost to you and your 
city.

These two cents, together with the 
other pennies that they influence, will 
either build your city or tear it down. 
If they remain at home they find their 
way into business and residential 
property and into trade and savings. 
Thus they form the foundation for 
taxation. When the city needs paving, 
sewers, lighting, health projects, pub
lic buildings, schools, the funds must 
come from these profit and service 
pennies. Make no mistake about that. 
The minimum of service that a city 
must render is the service of retailing. 
It may live without manufacturing. It 
may live without wholesaling; but if 
it is too indifferent to undertake and 
maintain its own retailing it must die.

Therefore he who robs a city of its 
retail business robs it of its life.
Why Boys and Girls Leave Home. 
When youth grows up in an at

mosphere of syndication, when it sees 
no opportunity for initiative in the 
oncoming generation; the older gen
eration failing to flower into success 
and withering under the blight of ab
sentee store ownership; strange faces 
managing the town’s business affairs; 
the community spirit of mutual con
fidence destroyed by cold-blooded cash 
policies; its people reduced to com
mercial servants instead of commercial 
masters, the material and spiritual 
aspects of its home town drying up; 
no hope of life and progress in the 
place of its birth; is it any wonder that 
it casts about for more promising fields

of endeavor and that it rushes to the 
bright lights of the big city like the 
moth to the flame? Do mothers ever 
realize that with each dollar they 
spend they are either building for their 
children hope and opportunity, or chill
ing the blood that runs hot with 
ambition and purpose? What is the 
use of rearing children without retain
ing for them an environment of op
portunity and enterprise? The citizen 
must raise his city as well as rear his 
young. Our women must become con
scious of the greater responsibility to 
their own offspring, as well as to so
ciety as a whole, that attaches to the 
burden and privilege of spending the 
Nation’s earnings.

What is to become of America if its 
cities shall be reduced to mere trading 
posts for cold-blooded corporations? 
How can there be any individuality, 
any personality, any liberty, if our 
cities are to wear the straight-jacket 
of syndicalism?

Woman Holds the Power.
Woman controls the retail dollar. 

Therefore the American Woman con
trols the future of American cities and 
of America itself. The great National 
economic issues of the past have been 
in the field of manufacturing and 
wholesaling, where men controlled the 
finances. The great “trust-busting” 
campaigns of the past were big Na
tional political enterprises. The pres
ent is a non-political, quiet home-town 
issue to be decided by the simple 
process of the housewives’ daily spend
ing. The spending of money has a 
greater influence on the course of a 
nation than the earning of it. Hence 
it is in the power of women to make or 
mar the future of America by the way 
they spend their family earnings. What 
a power! What a responsibility!

Men have ever defended their homes 
against the iron-heeled invader, but he 
who deftly gains the confidence of the 
home and steals its earnings can be 
repelled only by her who holds the 
purse.

America has met every challenge to 
her social, political and military in
tegrity, but to-day she is faced with 
a new peril that is subtle, insinuating 
and artful. An enemy, already within 
the gates, ¡9 sapping the city’s vitals 
by exploiting the purchasing power of 
the American woman. Women of 
America, summon your intelligence 
and loyalty in the defense of your 
homes, your city and your Nation.

The Chain Store.
The most menacing carpetbagger is 

the chain or syndicate store. It is an 
octopus which was conceived in, and 
lives on a pure fallacy.

The chain store theory is that by 
tying up a number of stores together, 
the buying cost is lower and the sell
ing cost is lower—hence the consumer 
gets the benefit of two savings Even 
if there w.ere a saving it is very un
likely that the consumer would get it. 
Chain stores were not built for the 
public benefit.

Let us first examine the claim of 
"our enormous buying power.” In the 
first place, the only buying power 
there is, is the public buying power. 
The advent of the chain store has not

increased this one penny. The chain 
store system having one thousand 
stores naturally buys much more than 
one lone home-town merchant, but it 
does not buy any more than one 
thousand sucli merchants. If you ask 
any wholesaler or manufacturer wheth
er he prefers one thousand accounts 
of one thousand dollars each (one mil
lion dollars), or one account of a mil
lion dollars, he’ll tell you he prefers 
the one thousand accounts, for the 
simple reason that it is safer.

The lure of the big order is not as 
big as it is professed to be, and the 
bargaining of the chain store usually 
ends in securing a slightly smaller 
package or a slightly lower grade of 
merchandise. Let the buyer beware!

There are always opportunities in 
trade to take advantage of conditions 
of distress to secure price concessions. 
But as a steady diet, no manufacturer 
or wholesaler is going to sell mer
chandise without a normal profit. 
Grouping together a number of orders 
does not actually increase the volume 
of business and it does not effect any 
economies in distribution, because 
whatever of such costs the chain store 
saves the wholesaler, it must in turn 
expend in distributing to its various 
warehouses and stores. Carpetbag
gers do sometimes secure secret or 
camouflaged price concessions, but 
they secure them by devious methods 
instead of by effecting some economic 
saving, hence their efforts sooner or 
later meet with resistance from those 
who have been despoiled of legitimate 
profits. If there were really any 
economic advantage in sending to a 
wholesaler or manufacturer the order 
of one thousand stores on one sheet of 
paper instead of one thousand differ
ent sheets of paper, there would be 
nothing to prevent one thousand home 
store merchants in so many cities 
from so combining their orders and 
thus creating an “enormous buying 
power.”

Now let us see how the magic of 
being one of a chain enables a store 
to sell at lower costs. No one store 
can do the work of another. So for 
all practical purposes the chain store 
is an individual unit when it comes to 
selling, and it has the same costs for 
whatever service it renders. By read
ing its advertising, we find it professes 
to save by selling only for cash, by 
making no deliveries, and in some 
cases even requiring self-service. Did 
we need “big business” to impose these 
limitations upon the consumer? Can 
not any individual home store mer
chant impose these same rules if it 
works for the benefit of the customer? 
He can, but he won’t, and he shouldn’t. 
The chain store must, and that is its 
limitation. It is a cold-blooded busi
ness institution. It has to do business 
through a hired manager with people 
who are utter strangers to it. Hence 
it adopts the cash policy. Next it 
tries to make a virtue of necessity by 
advertising that credit produces great 
losses and that the city is infested with 
dishonest people who impose burdens 
upon the honest neighbors through the 
credit system. It conjures an imagin
ary group of dishonest Americans and
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then discredits them all. What an in
sidious thought to disseminate among 
a people that is struggling to express 
a National fellowship. By buying for 
cash, they tell us, we save much 
money. Since people have to come to 
the store (telephone forbidden) to 
bring the cash, they might as well 
carry their packages home. That 
makes the second big argument. No 
delivery expense, because you carry 
free of charge. Thus we see the great 
chain store institution invading a city, 
sapping its vitals, insulting its citizens 
by telling them they can’t be trusted 
and turning them into bundle toters, 
for its own gain. Will proud Ameri
can citizenship suffer itself to be thus 
humiliated?

Is Big Business Scientific?
“Big Business” is supposed to be 

more scientific than little business, but 
it hasn’t proved to be so in retailing. 
Without any pretense of science, the 
individual retailer is really more 
economically correct than the “see how 
big we are” fellows. He no doubt got 
there by merely doing what home 
folks wanted him to do—by being ac
commodating. The loud noise that the 
chain stores make has caused some 
surveys to be made. One of these was 
by the National Wholesale Grocers’ 
Association. They found that the 
average cost in wages in serving “cash 
and carry” customers was nearly three 
times as much as serving customers 
who phoned their orders, and had them 
delivered and charged. The reason 
for this is that when a store tries to 
make its customers do part of the job,

the customers act when and as they 
please, and this destroys efficiency by 
producing extreme rush periods and 
extreme slack periods. Though the 
popular impression is to the contrary, 
it is a fact that the customer who puts 
herself to the least inconvenience is 
the most economical to serve. A lady 
may, without dressing or powdering 
her nose, telephone for merchandise, 
have it sent and charged, and she will 
be less expense to the merchant and 
less bother to herself than the one 
who takes up time in the store select
ing her purchase, pays cash, and then 
waits to have her package wrapped to 
carry away. The customer cannot help 
in the process of service because the 
customer is not expert and is not sub
ject to discipline and does pretty much 
what she pleases and when she pleases. 
Hence she is a hindrance rather than 
a help. The most economical method 
of life is to work intensively in our 
chosen vocation in the service of our 
fellow man and to accept the fullest 
measure of service from him in his. 
That intensive specialization is the 
secret of American progress in tue de
velopment of wealth. The carp«.N 
baggers are trying to reverse this 
principle.

The Cash Fallacy.
It is more hazardous to conduct a 

cash business than a credit business in 
America, because by stipulating cash 
terms the merchant takes a chance of 
losing customers, and where cash is 
handled there is greater danger of loss
es than with charge slips. To transact 
business with cash is not as conveni

ent to either merchant or customer as 
the charge account method. Conse
quently business is retarded and any
thing which retards business is costly.

The easiest way of doing business is 
the most economical way. A business 
grows naturally if the customers arc 
not restricted. A cash merchant puts 
a restriction on his customers and 
hence he must advertise to build up 
his business. This costs him much 
more than he could possibly lose by 
giving credit and this cost, like all costs 
is of course borne by his customers. 
Furthermore, a credit transaction costs 
less to handle than a cash transaction. 
No business man ever suffered from 
giving credit to the American people, 
and no customer ever suffered from 
doing business with a merchant who 
has as much confidence in his cus
tomers as he expects them to have in 
him.

From nationwide statistics we learn 
that losses from giving credit to the 
American people amounts to less than 
the cost of wrapping material.

If you prefer to pay cash, or if you 
prefer to go to the store for each pur
chase; if you prefer to carry packages, 
these are your privileges, but do not 
think you save anything by so doing. 
The reason the chain store shies at the 
credit system is that the owner, a soul
less corporation, doesn’t know its cus
tomers and a credit system would give 
added opportunities for dishonesty by 
its store managers. It is already 
sweating to organize systems to pre
vent losses inside its cold-blooded or
ganization and credit would only com

plicate things. So it must shout the 
alleged virtues of cash. Let the cus
tomer, however, not be deceived by 
the “cash and carry” argument, for 
it is the most expensive way of doing 
business.

Tricks of the Trade.
“Big Business” has made two inter

esting discoveries: It has learned that 
it is not the reality but the seeming 
reality that counts. A merchant does 
not actually have to be low in his 
prices, he merely has to seem so. Only 
a scientific survey can actually de
termine the comparative price scale of 
merchants. The continuous repetition 
of the claim of low prices backed by 
some striking examples of price cut
ting (usually at a loss) makes a store 
seem low priced, and that is all that 
is necessary. The other discovery is 
that it isn’t the individual purchase, 
but the customer that counts. By 
bringing a customer into the store on 
a bait, she almost invariably purchases 
other things on which the profit is so 
large as to more than make up for the 
loss on the bait. The old-fashioned 
way was to stipulate that other things 
must be purchased, but this is now 
forbidden by the Federal Trade Com
mission, and experience has shown it 
is not necessary, because people do 
buy other things as a matter of course.

These two great vital truths, sup
ported by the cash fallacy and the buy
ing power pretense, are the founda
tions of chain store success. In other 
words, “big business” makes a game 
of business, and it very closely ap
proaches the old shell game. To il-

■Tlie Three GrealProducts from Com.

ARGO and K ING SFO RD’S 
CORN and GLOSS STARCHES

Ask Your Jobber’s Salesman
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lustrate the operation of this game we 
fortunately have an example of an 
official statement made recently be
fore the Committee on Interstate and 
Foreign Commerce, House of Repre
sentatives, Washington, D. C. Mr. 
Percy Straus, Vice-Fdesident of R.
H. Macy & Co., New York, testified 
to the following:
Mineral Oils

Nujol—costs 57c; sells for 54c; net 
loss 5 per cent.

Macy Brand—costs 32c; sells for 
54c; gross profit 41 per cent. 

Peroxide of Hydrogen
Dioxogen—costs 50c; sells for 64c;

gross profit 22 per cent.
Macy Brand—costs l l ^ c ;  sells for 

19c; gross profit 40 per cent.
Baking Powder

Royal, 12 oz.—costs 37c; sells for 
42c; gross profit 12 per cent.

Macy Brand, 12 oz.—costs 10c; sells 
for 40c; gross profit 52 per cent. 

The above is a typical example of 
how “big business” plays the game. 
Note how Nujol is sold at three cents 
less than cost, or 5 per cent, loss, 
which, with this store’s cost of doing 
business (about 30 per cent.) makes 
a loss on every bottle sold of about 
35 per cent. Note how the private 
brands, which are not sold elsewhere 
and hence cannot be compared in price, 
show a big profit to more than make 
up the loss from cut prices on well- 
known advertised brands. This store 
is not a chain store, and it shows that 
chain store tricks can be played by 
private merchants if they wish to do 
so. This, however, is a “big business” 
store doing the largest business in 
America, next to Marshall Field. It 
uses the cash fallacy, advertising that 
because it sells for cash it is enabled 
to undersell all other stores by at least 
6 per cent. Fortunately we also have 
a test of that. The New York Better 
Business Bureau made a test of this 
claim and shopped 244 articles in 
Macy’s and other New York stores, 
and found that in not a single instance 
were Macy’s lower in price, and in 
every case they were either as high or 
higher. The average showed them to 
be 14J4 per cent, higher. Yet the pub
lic never learned these facts because 
the newspapers would not publish this 
indictment against their largest adver
tiser. And so Macy’s go merrily on 
deceiving the public. This same game 
is being1 played all over the country by 
the carpetbaggers.
The Fundamental Error in Carpet- 

bagism.
The big mistake the carpetbaggers 

have made is in not understanding the 
relation of the home with the store. 
They think that homes will conform 
to the store instead of requiring the 
store to conform to the home. They 
ignore the fact that society cannot 
progress if it caters to business instead 
of making business cater to it. It. of 
course, cares nothing for society or its 
progress, it merely wants its dollars. 
It thinks that with advertising, high 
finance, camouflage, and fallacy, the 
people, though politically free, will 
commercially conform to rules laid 
down by it. It doesn’t stop to con
sider that what may be desirable in

one place may not be desirable in an
other; it expects all places to conform 
to its standardized system. It thinks 
that by offering price baits it can in
duce the people to surrender one 
preference after another and become 
its obedient servants. Every manifes
tation of carpetbagism shows this 
tendency. They lay down rules for 
the customer, then they soften them 
with pleas that it is to the customer’s 
interests. But could they gain the 
mastery they would no longer plead, 
they would dictate. They would 
standardize people, standardize cities, 
crush out initiative and personality and 
make us all alike. Tourists as they 
drive through different towns and 
cities already observe the similarity of 
the main streets on account of the uni
form store fronts that recur in one 
place after the other.

Carpetbagism, of course, cannot 
cater to individual wants or individual 
cities, for that would destroy the syn
dicate idea. They must dictate, they 
must shape the customer to their needs 
—an impossible task. People have a 
right to express their own personality 
and the personality of their neighbor
hood and their cities, and the carpet
bag barons have a low estimate of the 
American people if they think they 
«¡an uniform them and teach them the 
goosestep. Yet carpetbagism is in
creasing. Carpetbaggers are coming in 
increasing numbers to every city and 
town of America. The mail order 
houses are now opening stores and 
soon will be making common cause 
with their brothers, the chain store 
carpetbaggers. Mergers and consolida
tions are being effected in this great 
process of greed. Why? It is because 
our women have not been thoroughly 
aroused to this insidious enemy.

It is useless to dream of civic de
velopments and the future of the com
ing generation, if there is no money 
in the city treasury and no work for 
enterprising minds and hands. And 
there will be none, there can be none, 
if the retail business of the city passes 
out of the hands of its citizens. The 
first essential of good citizenship is to 
be dollar-wise. The citizen is in part
nership with every home enterprise, 
because every such enterprise supports 
the city treasury, which expends its 
funds for the benefit of all the citizens. 
Thus, as city enterprises prosper, 
greater benefits and opportunities 
come to each citizen.

Women of America, the issue is 
clear. The invader is marching on 
you. You hold in your hand the 
weapon of the dollar. Use it in de
fense of your city, your home, and 
your individual liberty! Pledge your
self and your city that from this day 
forward you will not spend a cent with 
the carpetbagger and make him pack 
his carpetbag, as the Arab folds his 
tent, and silently steals away. Thus 
you will SAVE YOUR CITY. 

Author’s Adenda.
In preparing the foregoing indict

ment against the carpetbaggers, I did 
not mean to suggest that the home 
town merchant is a paragon of virtue.

If he wishes to make a shell game of 
business he can employ all the tricks 
of the carpetbaggers. He can cut out

credit, take out his telephone, make 
no deliveries, use cut-price baits, have 
labels printed for his own brands of 
inferior merchandise at big profit, he 
can combine with other stores in other 
cities to work schemes on manufac
turers, he can refuse to contribute to 
any charity, church or civic movement, 
just as the carpetbaggers do. He can 
have all their vices, but he has one 
virtue which he cannot lose and which 
they cannot gain. No matter whether 
he conducts his business legitimately 
or illegitimately, he must share all the 
gain with you and your city. He can
not build his business without building 
your city. The carpetbagger cannot 
build his business without tearing 
down your city.

As a matter of course the local mer
chant, being a part of the community, 
does not resort to methods employed 
by the carpetbagger, yet there is room 
for improvement. Whatever his faults 
may be, they are correctible by the 
simple process of giving him your de
mands and your dollars.

Put the rule upon yourself that you 
will spend at home with a home-town 
merchant, and then put the rule on him 
that he shall get the merchandise you 
want and render the service you de
sire. Never chase after merchandise, 
make merchandise come to you in 
vour home-town. There is nothing to 
hinder a home-town merchant from 
catering to you, and he usually has 
common sense enough to know that it 
pays him to do so. If he hasn’t, your 
local Chamber of Commerce or Board 
of Trade should learn about it.

That the will of society shall pre
vail in all matters pertaining to re
tailing is a social and economic neces
sity of American culture, and you can 
accomplish this only by preserving the 
interdependent home store as your 
willing servant. E. C. Riegel.
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Did you ever notice that the person 
who indulges in mail order buying to 
save money is tempted to buy more 
than he needs to save more money, 
and after sending cash in advance to 
the mail order house he sometimes is 
forced to ask the home merchant for 
credit on necessities?

Sand Lime Brick
Nothing a» Durablo 

Nothing a t  Fireproof 
Makes Structures Beautiful 

No Painting  
No Cost for Repairs 

Fire Proof W eather Proof 
Warm In Winter—Cool In Summer

Hrick is Everlasting

GRANDE BRICK CO., 
Grand Rapids. 

SAGINAW BRICK CO., 
Saginaw.

JACKSON-LANSING BRICK 
CO„ Rives Junction.

Corduroy Cords
Let 
Your 
Next Tire 
Be a
C o rd u ro y
—Built as good 
as the best and 
then made better 
by the addition 
of Sidewall

Protection
THE CORDUROY TIRE^CO.

S id ew a ll Protection
(REG . U . S . PAT. O FFICE)Added Reinforcement. An original Patented and Visible Plus Feature

FO R  S A L E
AT RIGHT PRICES
3 W all H at Cases 
2 F loor Show Cases

GUIDOTT1 THE HATTER 
46 M onroe Ave. 

G rand Rapids, Mich.

HART BR A N D
C H O IC E  o f  THE L A N D

Look for the Red Heart 
on the Can

LEE & CADY Distributor

Ernest B. Lessiter, Grocer at Grattan Phone 61366
JOHN L. LYNCH SALES CO.

SPECIA L SALE EX PER TS 
E xpert A dvertising 

E xpert M rechandialng 
209-210-211 M urray  Bldg. 

GRAND RAPIDS, MICHIGAN

B
 SIDNEY ELEVATORS

Will reduce handling expense and 
speed up work—will malee money for 
you. Easily installed. Plans and in
structions sent with each elevator. 
Write 8tating requirements, giving 
kind of machine and size of plat
form wanted, as well as height. We 
will quote a money saving price. 

Sidney E levator Mnfg. Co., Sidney, Ohio

ASK FOR

A variety for every taate
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DRY GOODS
M ichigan Retail Dry Goods Association 

P residen t—H. J . M ulrine—B attle  Creek 
F ir s t V ice-P residen t—F. E. Mills, Lan 

sing.
Second V ice-P residen t—G. R. Jackson 

F lin t. , , _
S ec re ta ry -T reasu re r—F. H. Nissly, Yp- 

silan ti.
M anager—Jason  E. H am m ond. Lansing.

New Green Dye in Food.
The admission of a new fast green 

dye to the permitted list of coal-tar 
colors that may he used in goods com
ing within the jurisdiction of the Fed
eral Food and Drugs Act is being con
sidered by officials of the Bureau of 
Chemistry, United States Department 
of Agriculture. The green color in 
question has passed the physiological 
tests required and it is expected a 
formal food inspection decision au
thorizing its use in foods will be is
sued within thirty days. Only such 
dyes as are free from impurities and 
are proved by physiological tests to 
he entirely harmless are admitted to 
the permitted list for use in foods. 
Food dyes are used principally in con
fectionery, bakery products and bever
ages. There are now two green dyes 
on the permitted list designated as 
Guinea Green B and Light Green S.
F. Yellowish. All three of the green 
dyes are considered safe for use in 
foods and beverages.

Millinery S^yle Trend Vague.
The lack of a predominating note in 

millinery is proving troublesome to 
some manufacturers who would like to 
begin volume production. Although a 
good demand exists for felt hats and 
for Milan straws, the orders are of too 
scattered a nature to permit predic
tions on the styles which will prevail 
during the Spring. Talk of adoption by 
Paris of more elaborately trimmed hats 
is not having much effect in the local 
market, for manufacturers are well 
aware of the resistance which the con
sumer seems to show to all but the 
plain models. Even in the rural sec
tions of the country, where some de
mand for the more ornamental hats 
might be expected, buyers still insist 
on the tailored variety. Aside from the 
delay in the stabilization of the sea
son’s styles, the outlook is cheerful 
and manufacturers are expecting a 
large volume of business.

Call For Ribbed Bathing Suits.
The demand for women’s and men’s 

ribbed bathing suits of the better grade 
is very strong, and manufacturers look 
for a shortage to develop soon. Whole
salers have deferred placing their or
ders for so long that little time re
mains in which to fill all requirements. 
Formerly manufacturers were given 
six months in which to make up or
ders but only two months is granted 
them now. Some manufacturers de- 
lare that new business will soon be 

unacceptable. Horizontal stripes of 
various designs are proving most pop
ular. These are placed on various 
parts of the garment.

Glove Orders Developing Nicely.
The demand for women’s gloves for 

Spring is developing favorably, acord- 
ing to reports in the wholesale mar
ket. Increased impetus to more active 
purchasing is being given by the

nearer approach of Easter. Both 
leather and fabric gloves are in de
mand. In the former there is good 
buying of glace kid merchandise in 
beaver, mode and several other shades. 
Novelty cuff effects continue in 
strong favor. Fabric gloves of chamois 
suede are wanted in pull-on styles. Va
rious embroidered effects are outstand
ing in this type of goods. The call for 
silk gloves is expected to register a 
gain during the next fwo weeks.

What Ribbons Are Selling. 
Hand-to-mouth tactics persist in the 

buying of ribbons. Much of the de
mand at present is coming from mil
linery jobbers, garment manufacturers 
and retailers supplying the remainder. 
The millinery trade is taking ribbed 
ribbons in various widths, particularly 
grosgrains and failles. Satin circe rib
bons are also being called for. Bows 
on dresses and coats are increasing 
somewhat the business coming from 
the garment makers. Staple, narrow 
merchandise is being bought by the 
retailers who are, however, showing 
some interest in the jacquard and me
tallic fancies. Men’s hat manufac
turers have been buying plain and 
fancy ribbons for bands on Spring felt 
and Summer straw hats.

Chinaware Design Process.
What is described as an entirely new 

method of applying designs to china- 
ware is shown by an importer of this 
merchandise, which is made in Eng
land. The patterns are obtained 
through the use of a decalcomania strip 
which is placed on the plates, cups or 
other chinaware. The design is trans
ferred and then the ware is fired and 
overglazed. The patterns are color
ful and sucressfully yield effects said 
to be the first obtained through this 
method. In fact, the chinaware manu
facturer to whom the idea was first 
suggested was quoted as saying the 
process was not workable. Landed 
prices on the wares are $4.97 for a 
thirty-two-piece set and $22.38 for a 
100-picce set.

New Club Bag Offered.
Designed to take the place of a kit 

bag, a new line of club bags of hand- 
boarded cowhide and calfskin is being 
offered at wholesale by a manufactur
er. The new bag holds as much as 
a kit bag, is much lighter and easier 
to carry and, in addition, is of a kid 
glove-like texture, so that it may be 
compressed under a berth or into the 
rear seat of a roadster. Lightness is 
achieved in the bag by the quality of 
the leather and by the elimination of 
the usual burlap backing. Other new 
features are a soiled linen pocket in 
the side of the bag and a shirt fold at 
the bottom. The bag will retail at $40 
for the 18 inch size. It will also be 
sold in 20 and 22 inch sizes.

Easter Becomes a Gift Occasion.
Each year Easter becomes more 

and more of a gift occasion, and in 
looking ahead to your March and 
April business you should plan to take 
advantage of this.

For your hosiery department you 
may want special boxes for Easter 
giving.

Well Dressed Man Not Conspicuous.
“If you are not fortunate enough to 

be good looking, the best substitute 
you can have is good clothes,’’ said 
Solomon Levitan, state treasurer, 
talking before the Wisconsin Clothiers 
and Men’s Apparel Clubs of Wiscon- 
son at their joint meeting and ban
quet at the Pfister Hotel, Milwaukee, 
last Thursday evening.

“Good clothes have come to take an 
increasingly important part in our 
life,” continued Mr. Levitan. “In 
this day, when every mar. must be a 
salesman for himself, good clothes 
have become as important an ally as 
personality. The slogan which cloth
ing men have capitalized, ‘Dress well 
and succeed,’ has been sold to Ameri
can men. We are all of us dressing 
better and facing our daily battles with 
greater confidence because of the better 
clothes we have been educated to wear. 
And we are, I believe, happier, more 
comfortable and get more enjoyment 
out of life because of it.

“One thing we have learned is that 
the well dressed man is not conspicu
ous. We do not notice his clothes, 
but only that lie looks well.

“Clothes, moreover are an expres
sion of the personality of the man who 
wears them. The man who wears a 
loud checked suit is pretty liable to 
be loud himself and a flash in the pan. 
There are others who by their clothes 
inspire both confidence and respect.

*T probably have been connected 
with the clothing business as far back 
in the history of Wisconsin as any 
man in this convention. It is now over 
forty-four years since 1 (irst engaged 
in the clothing business in th.s S ate 
in the days when I used to carry my 
store on my back. I have watched 
with interest the changes that have 
taken place within the men’s clothing 
business. I can remember the day 
when I could buy a suit for $10 and 
look like a dude. To-day a suit for 
$30 makes you look like a tramp.

“The clothing business to-day is 
having to meet a good deal of cheap 
competition. It will take advertising 
to prove to the buying public that 
they cannot expect something for 
nothing. Of course, there are always 
some folks who expect that. They are 
the kind who invest their hard earned 
money in trick oil wells, fake mining 
stock and bogus bonds. They are the 
ones who go to a cheap store and ex
pect to get a good suit at a price 
which only the manufacturer of shoddy 
garments can produce. Then when the 
suit pulls out of shape, doesn’t keep 
its press and begins to go to pieces, 
they damn the whole clothing indus
try when they have only themselves to 
blame.

“If people would patronize legiti
mate merchants who offer good mer
chandise at fair prices, they would be 
assured of a square deal. Honesty is 
so essential to good business that leg
islation to enforce it seems unneces
sary. The man who breaks this law 
of good business pays for it in loss 
of customers and he will learn from

experience that honesty is the only 
policy which endures. . It is the satis
fied customer who pays the dividends. 
So why increase our taxes by paying 
government inspectors for investigat
ing our business ability.

"Even with higher prices, the cloth
ing merchant to-day has to figure more 
closely than he did in former years. 
Prices have gone up for him, too. It 
costs more money to do business. De
spite the larger volume of business, 
the margin of profit is much narrower 
and it takes the most careful buying 
and scientific merchandising to make a 
success. It requires the vision of a 
prophet for a merchant to gauge his 
buying so that his stock will always 
be in keeping with the styles and not 
to have left on his hands out-of-date 
merchandise.”

Nainsook Prices Stiffening.
Stiffening prices because of a tem

porary shortage prevailing in men’s 
nainsook underwear is looked for by 
some manufacturers for the remainder 
of the Spring season. Few large or
ders were received for these goods 
when the lines were opened last Sum
mer. The tendency of wholesalers to 
defer making commitments as long as 
possible has resulted in the receipt of 
many orders during recent weeks. 
Some of this business will be lost to 
the mills on account of the difficulty 
of increasing production rapidly. The 
late activity, therefore, may not en- 
tirelv offset the early slowness for 
which wholesalers were responsible.

Beige Shades Still Lead.
For the fourth consecutive month 

beige and blue shades lead in Spring 
color sales, the former having a slight 
preference over the latter, according to 
an analysis made by a leading silk 
manufacturer. Greens, reflecting their 
increasing vogue both here and abroad, 
are in third place, followed by grape, 
gray and mahogany shades. Two of 
the leading green shades are well to 
the front in individual colors, being 
led only by a beige known as sangold, 
according to the manufacturer men
tioned.

Monkey Fur Prices Rise.
The suddenness and strength of the 

favor for monkey fur as a trimming 
for coats have brought about a scarcity 
of the article. The trimming dealers 
are consequently asking a higher price 
for it. Some coat manufacturers are 
paying the advance and are quoting 
higher prices on coats trimmed with 
the fur. Other makers, however, are 
more cautious and have eliminated 
entirely coats featuring this fur or 
have cut down the number of models 
which have it.

Conspicuous Public Service.
Col. D. N. Foster, the Ft. Wayne, 

Ind., merchant, manufacturer, banker 
and philanthropist, was the recipient 
Feb. 28 of a beautiful trophy from the 
Optimist Club of that city in token 
of its appreciation of his conspicuous 
public service. The affair was a most 
inspiring one and speaks volumes of 
the affection in which Mr. Foster is 
held by his fellow citizens.
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Figure It Out For Yourself and See. 
W ritten  for the  T radesm an.

As I recently related, a grocer took 
issue with me on future and quantity 
buying. He said he never had agreed 
with me and he talked about this way.

“Of course, if a man has little cap
ital and a small store, your method 
may be all right for him; but we have 
this big space. It is ours. We use it 
for our business—could not use it for 
anything else. We have plenty of 
money. I figure it is more profitable 
for us to buy futures and take them in 
and buy quantities when I can get a 
better price that way than it would be 
for us to loan our money on the best 
kind of interest.

“Now, there is a pile of cooking oil. 
That is thirty cases. I suppose that 
is enough for three, possibly four 
months. We get 5 per cent, or 10 per 
cent.. I am not sure which, for buying 
it that way. I think that is a nice waj 
to make money.”

Let us cut corners by figuring it out. 
That is the way to see.

Assume that we get 10 per cent. off. 
Then $100 worth will sell for $125. If 
that is done every month, that is $25 
per month gross or $300 per year. 
That makes a gross earning of 300 per 
cent, on the capital employed.

Assume that we get 10 percent, off. 
Then we get twice the goods for $180. 
Say we sell out every 60 days. Then 
we make gross earnings of $420 a 
year, or 233'A per cent, on capital em
ployed. If we have to take three 
months’ stock on this basis, we use 
$270 and turn stock four time sa year, 
getting the same gross of $420, and 
that figures 155 per cent, plus on cap
ital employed, gross.

Apparently, if we have plenty of 
money, ample storage and disregard in
cidentals—insurance, for example, and 
extra handling—there are extra earn
ings to be made by buying moderate 
quantities; but we also see that with 
all these advantages, we must be care
ful that we buy exactly the right extra 
quantities or we should do better at 
any kind of interest.

But it is also likely that 5 per cent, 
discount is the most that can be ob
tained for any moderate quantity pur
chase. And also, it is net earnings 
that we have to get our living out 
of. So let us examine these things 
from that standpoint.

Let us take 17 per cent, as repre
senting the expense and 20 per cent, 
as the gross margin. Then here is 
the way it figures out:

Buy $100 worth at list; sell for $125; 
■this gives $25 gross. Take out 17 
per cent, expense, $21.25, and we have 
$3.75 left as net. Do this twelve times 
a year and you have $45, which is 45 
per cent, on capital employed.

Get 10 per cent, off for taking three 
months’ supply and you use $270. This 
you sell for $375, making gross earn
ings of $105. Deduct 17 per cent, on 
sales of $375, $63.75. and you have left 
$41.25 net. Do that four times a year

and you have $165, which figures just 
over 61 per cent, on capital employed.

But if to get that 10 per cent, dis
count you have to buy enough to last 
four months, you use $360 to buy 
goods to sell for $500. This gives you 
a gross of $140. From that take 17 
per cent, expenses, $85, and your net 
is $55. You do that three times in the 
year getting again $165 net; but this 
shows you just over 45 per cent, on 
capital and you are back where you 
were with a purchase at list—no quan
tity discount—using $100 and selling 
out each month.

Again, such staples are not apt to 
be discounted more than 5 per cent, 
for quantity purchases. Then your 
double quantity would cost you $190. 
Selling for $250 with expenses of $42.50 
and turning stock six times a year, 
you would have earnings of $105, or 
55.52 per cent, on capital.

On this 5 per cent, discount basis, 
figures would go badly against you if 
you took a three months’ stock to get 
that discount; for then you would use 
$285, getting the same $105 earnings 
in 90 days; and that would show' only 
36.8 per cent, on capital. You w’ould 
be better off, decidedly, to buy with no 
discount, 30 days’ supply and make 
45 per cent, per annum on capital.

“All men are created equal,” said 
the fathers of our country in a certain 
rather well known document. But that 
was not exactly what they meant. 
They meant that all men properly 
have equal opportunity and equal 
rights to do sundry things to the limit 
of their individual capacity. That 
capacity is extremely unequal, whether 
we refer to natural endowments or 
financial resources; whether we have 
in mind ability or industry. But we 
all have liberty and are free to pursue 
happiness in any way that pleases us 
with our own resources.

Hence, grocers can play with their 
funds if they want to. They can also 
buy without thinking. That conse
quence is that we fail to make money; 
or make less than we might otherwise 
make; or lose every thing we have.

Let it be noted, too, that $1,000 
extra stock demands $1,000 extra fire 
insurance. Also, $1,000 extra stock 
costs $5 to $6 per month for lost in
terest, if you use your own money. It 
costs $5 to $6 in cash if you borrow 
it. Again, every dollar extra of stock, 
beyond what you can unpack onto your 
shelves for immediate display and 
sale calls for extra labor costs to 
handle it in; pile and repile it; bring 
it forward for display.

So it is not the one item that you 
buy ahead or in quantity that puts a 
serious burden on your business. It 
is the habit of buying round lots and 
posing as a big buyer which gets away 
with your net earnings. It is the fact 
that a man must be pretty alert to buy, 
receive, display and sell anywhere 
from 500 to 4,000 separate grocery 
items in such a way as to gain from 
each its proper, logical quota of earn
ings in proportion to its importance, 
what investment it calls for, how 
perishable or seasonable it may be, to 
what special shrinkages it may he 
subject.

Merchants in all lines who expect

M. I. DARK &. SONS
INCORPORATED

G RAND RAPIDS, MICHIGAN

Direct carload receivers of

UNIFRUIT BANANAS 
SUNKIST ~ FANCY NAVEL ORANGES

and all Seasonable Fruit and Vegetables

THIS GROCER SAYS:
“Into our store, regularly, come our Yeast for Health enthusiasts. They 
become our friends; they get a habit of coming to see us. They are 
a ‘peppy’ healthy lot; and they eat a lot of groceries. We know, because 
we sell them all the groceries they eat.” W. Harry Knox, Pough
keepsie, N. Y.

FLEISHMANN’S YEAST
s e n i k s

Don’t Say Bread 

- Say

H O L S U M

\A t  
EverVcM eal 

Eat
HERMAN’S

I Cookie-Calces 
land Crackers_

COOKIE CAKES AND CRACKERS ARE 
MOST DELICIOUS AND WHOLESOME.
YOU WILL FIND A  HERMAN FOR EVERY 
OCCASION AND TO SUIT YOUR TASTE.

MASTERPIECES
o f  th e  JiaJcers A r t

inPiscuiïû.
Grand Rapids,Mick
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MEAT DEALER
to be up to date have now before them 
a business factor formerly not con
sidered. That is cash reserve. Such 
cash reserve is known to-day as busi
ness insurance. It is not money kept 
idle. It is funds invested in sound 
securities which pay a conservative 
return. These are not fly-by-nite. big- 
yield stocks, which seldom result in 
anything but loss. They are invest
ments which you select in consulta
tion with your banker. They are such 
papers as you can lay on the bank 
counter any day and realize near what 
you paid for them, or against which 
you can borrw for emergency. They 
pay, now, around 6 per cent, in the 
West and from 5 to 5 /j per cent, in 
tlie East.

The investor in such securities, re
gardless of whether he is a little gro
cer with $500 surplus or a big manu
facturer with $50,000 between him
self and trouble, is the employer of 
the finest, keenest brains in the coun
try. He gets the smartest men in 
America to work for him. And those 
men wrork so hard and so effectively 
that the investor can sleep nights or 
go fljvvering on a long holiday, while 
his money earns him a safe and cer
tain return.

This thing may be explained in a 
thousand ways. Men may argue about 
it, pro and con, indefinitely. I might 
write this paper full for many succes
sive issues. When it was all finished, 
we could start right over and the fel
lows who take the side opposite from 
me would have as plausible sounding 
a story as mine could ever be.

But this is indubitable: The mer
chant who operates on conservative 
lines buys goods as he needs them for 
immediate sale and keeps a reserve 
equal to at least 10 per cent, of his 
total capital, prospers, grows and ac
cumulates a competence. The specu
lator sometimes does this, too, but the 
chances are all against him. Even 
when he wins he does not keep his 
winnings.

And what is a competence? It is a 
fund laid by sufficient to insure that 
when you are past working, when your 
children are grown and have jumped 
from the home nest permanently, the 
Old Folks—which means you and 
your wife—know precisely where they 
are going to get the wherewithal from 
day to day to keep them in security 
and comfort until their days are done.

And that sense of calm security is 
independence. It is the finest thing 
on earth. It comes to those who con
serve. Paul Findlay.

portant from the point of quantity 
consumed and when it is high it adds 
considerable to the meat bill for the 
average family. Pork is such a satis
factory dish and can be served in so 
many ways that it is only when it is 
scarce and high that its full value is 
realized. Who would have thought a 
few years ago tha tthe time would 
ever come when people would pay 
ninety cents per pound for the center 
slices of a specialty cured and smoked 
ham. And yet it is not at all unusual 
for some of the better shops to charge 
that amount for their customers pay 
it with little complaint. The kind of 
ham a ninety cent slice is cut from will 
cost up to forty-two cents a pound 
wholesale and the retailer who slices 
the heart out of it claims he has only 
a nominal profit after disposing of the 
ends that are left after the slicing is 
finished. Not so many years ago these 
hams were bought for twelve to fifteen 
cents a pound wholesale. Beef is not 
high either relatively or any other 
way. When hams were selling as just 
stated steer carcasses of high quality 
were selling for about eight cents a 
pound, while to-day the wholesale cost 
is just a little more than twice that 
amount. Considering the purchasing 
power of the dollar to-day and then, 
beef is no higher at the present time. 
Beef is running unusually good this 
year, due to moderate priced corn and 
an abundance of it. Up to the present 
time there has been very few grass-fed 
steers offered for sale through the 
usual shop and it is highly probable 
that all through the summer beef qual
ity will be above the average of other 
years. If all consumers of beef would 
fully realize that the chuck of grain- 
fed beef has some of the very best cuts 
of the carcass and would buy these 
cuts more liberally they would see an 
equalization of prices on beef cuts that 
would prove very satisfying to them 
and to dealers. The sixty-five cent 
stocks would disappear, for the re
tailer only wants a fair average on the 
whole carcass if he buys carcasses, and 
more would buy that way with chucks 
in demand.

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

08
07 
09
08 
12 
10% 
13
11%

. 3 00 

. 2.00
Pelts.

L am bs --------
Shearlings

__ 50@75 
10@25

Tallow.

Beef the Mainstay of the Meat Family 
Lambs, veal and hogs are all rather 

aristocratic this year if money value 
can be taken as an indication of their 
mental state or social position. There 
has been many ups and downs in the 
price trend of these classes, but on the 
whole the carcass value of any of 
them has been high compared with 
beef. The percentage of veal and
lamb consumed in the United States 
is not high, being around eight pounds 
out of every one hundred pounds of 
meat eaten including poultry and 
g a m e ,  P o r k ,  h o w e v e r ,  i s  q u i t e

T ime ____ 07
07

__ 06

U nw ashed, me< 
U nw ashed, rej< 
U nw ashed, fine

No. 1 B lack - 
No. 1 Short

Wool.
lium  -------------
sets _________

____ @35
_____®25

. @30
Skunk.

_______ $1.75
_______ 1.00

.50N arrow  -------------------------------------
B road ----------------------------------------
No. Twos a t  value.

Red Fox.
No. 1 L arge  -----------------------------------*12.00
No. 1 M edium --------------------------------- l®-®"
No. 1 Small _______________________

M. M. Forrester, dealer in general 
merchandise at Deckerville writes the 
Tradesman: “I enjoy the Tradesman
more and more each week and think 
the money paid for its subscription i? 
money wel} spent,”

P h o n e Automatic 4451

W H O L E S A L E  F IE L D

S E E D S
Distributors of P IN E  T R E E  Brand

A L F R E D  J. BR O W N S E E D  CO M PAN Y  
25-29 Campau Street 

G rand R apids, M ichigan

Yellow Kid Bananas 
all year around

Bananas are the year round 
They are clean, whoesome, nutritious and 
delicious.

“Yellow Kid” Bananas are uniformly 
good. Send in your orders.

The Vinkemulder Company
GRAND R A PID S, M ICHIGAN

W o r d e n  ("ìr o c e r  C o m pa n y  
The P rom pt Shipper*

Stock this Q UAK ER LEADER

QUAKER  
PORK a n d  BEANS

B ette r than  y o u r M o th e r’s ,  you r A u n t’s o r  y ou r G randm other’s

FOR SALE BY THE COMMUNITY GROCER IN YOUR NEIGHBORHOOD

Customers know this brand

W o r d e n  Q r o c e r  C o m p a n y
Wholesalers for Fifty'Seven Years 

OTTAWA at WESTON GRAND RAPIDS
THE MICHIGAN TRUST COMPANY, Receiver
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HARDWARE
Michigan Retail Hardware Association.

Presiden t—George W. M cCabe, Petoa- 
key.

V ice-P residen t—C. L. Glasgow, N ash- 
rille.

S ecretary—A. J . Scott, M arine City- 
T reasu re r—W illiam  Moore, D e tro it

The Small Goods Department in the 
Hardware Store.

W ritten  fo r th e  T radesm an.
Hardware dealers quite often com

plain of the keen competition given 
them by the department houses and 
the 10-cent stores. Instead of com
plaining, however, a better procedure 
is to take a leaf out of your com
petitor's hook and imitate to a certain 
extent his methods of going after the 
business.

A first step is to analyze the meth
ods followed by the 10-cent store. 
Except in rare instances, its goods arc 
not sold at cut or low prices. But 
everything is plainly displayed on bar
gain counters, within easy sight and 
reach of any customer. In fact, the 
goods are so displayed that practically 
no salesmanship is necessary. They 
sell themselves. And salesmanship is 
not a factor in the business, to any ap
preciable extent; the 10-cent store 
bargain counter is looked after by 
cheap help whose chief functions are 
to wrap the parcel and ring up the sale. 
The vast majority of these clerks are 
pleasant, efficient and polite; hut few 
of them are skilled saleswomen.

It is no difficult matter for the 
hardware dealer to adapt the 10-cent 
store methods to the handling of 
small wares in his own place of busi
ness. Many hardware dealers have 
done so with conspicuous success.

The hardware dealer has two ad
vantages. First, he need not restrict 
himself to articles of 5. 10 and 15 cent 
values. A range up to 50 cents is not 
unreasonable. In fact, anything in the 
way of small wares can he handled on 
the bargain-tables. At the same time, 
it is perhaps better to have a specific 
range of prices, with, say, 25 cents as 
the maximum.

The second advantage is the very 
definite idea many people hold that 
the goods bought in the hardware 
store are better quality than th© 10- 
cent store commodities.

The sale of small wares, in the hard
ware store, too often requires a great 
deal more salesmanship than it is 
worth. The 10-cent store has the ad
vantage that the goods practically sell 
themselves. The same will be true 
of the bargain-tables in the hardware 
store. With the goods grouped ac
cording to price, priced in plain figures, 
and openly displayed, the instances 
will be rare indeed where any great 
amount of salesmanship is required 
to sell them.

Quite a number of hardware stores 
have adopted the plan of a “novelty 
counter” or “small goods counter” 
making this one of the regular features 
of the store. In every hardware store 
are a great number of small articles 
selling at 25 cents or less. It is prac
tically impossible to price them all in 
placards of sufficient size to attract 
attention, where they are displayed in 
connection with the regular stock. But. 
grouping articles of a uniform price

together, every customer looking for 
a certain article at that price cannot 
escape seeing everything else on dis
play. He sees something else he 
wants, and buys it. The assorted na
ture of the stock, has quite as much 
to do with making sales as the price.

If, for instance, an assortment of 
nutmeg graters is placed on a shelf, 
together with other more bulky goods, 
they are quite apt to go unnoticed by 
customers. But if placed with similar 
small articles on a small goods coun
ter, a great many purchasers will sec 
them every day. Instead of asking a 
clerk for some small article desired, 
the customer forms the habit of going 
straight to the counter to find what 
she wants; and in the process she sees 
a great many other articles, some of 
which she is apt to want.

The interest which a department of 
this kind has for the women customers 
is one of the strongest points in its 
favor. This is not so important now, 
perhaps, as it was ten or fifteen years 
ago. In the old days, women hesitated 
to make purchases in the hardware 
store. It was traditionally a man’s 
store. This was one of the reasons 
for the success of the 10-cent stores, 
which set out to cater primarily to 
women.

Even now, however, anything which 
helps to attract women to the hard
ware store is worth while; and the 
bargain table or small wares counter 
is certainly an attraction. Through 
its medium, women learn that bargains 
can be secured in the hardware store, 
as elsewhere; and they become regu
lar shoppers. And their purchases of 
small goods pave the way to interest
ing them in stoves, vacuum cleaners, 
washing machines, and larger articles.

Another feature of the small-wares 
counter is that it meets the tendency 
of many feminine buyers to “shop 
around” without too much expenditure 
of salesmanship.

There is nowadays a quite com
mon idea that the average retail mer
chant charges too high a price. This 
idea in the first instance tended to 
divert trade to the 10-cent stores. As 
a matter of fact the hardware store 
sells as cheap, if not in many instances 
cheaper; the more so when quality is 
considered. But there are a large 
number of people who, impelled either 
by the promptings of thrift or by 
financial limitations, constantly study 
ways and means of saving even a few 
cents on every article they buy. This 
leads them to shop around, to go from 
one store to another, to price a 20 
cent article in a succession of stores 
before buying.

In such a process, the persistent 
“shopper" will cause the storekeeper 
to expend a large amount of time, ef
fort and salesmanship for which no 
appreciable results are shown. The 
less persistent shopper on the other 
hand will make the round of the 10 
cent and department stores, and will 
pass up the ordinary hardware store 
on the ground that it involves too 
much work to ask prices. Either way, 
the hardware dealer stands to lose.

But where he shows his small wares 
on counters, plainly marked the deal
er caters tp the shopping tendency and

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

GRAND RAPIDS. MICHIGAN

¥
Wholesalers of Shelf Hardware, Sporting 

Goods and

Fishing Tackle

BROWN &SEHLER
COMPANY

“HOME OF SUNBEAM GOODS”
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at the same time saves himself the 
waste of a lot of perfectly good selling 
effort. And he draws in those “shop
pers” who want to get prices and ex
amine goods at as many stores as pos
sible and yet do not like to spend 
much time talking to salespeople.

The small wares counter spends one 
hundred per cent, of its energies in 
shouting price, gives strong values for 
less money, and goes a long way to
ward proving to the public in a posi
tive and concrete way that money can 
be saved by buying at your store. For 
its purposes you need a line of home 
goods—articles that can be sold be
tween 5 and 25 cents and that people 
will buy every day because they need 
them and because they are sold at 
popular prices.

There is a certain popular idea 
abroad that the hardware store charg
es more than the 10-cent store for the 
same article. There is a just and gen
eral idea that the average hardware 
store represents Quality rather than 
price.

To some extent it is an asset to have 
people feel that you are running a 
store where they can get something 
extra good when they want it. Such 
an idea will bring you a lot of high- 
class trade. But you will not get the 
trade of the masses. To get this trade, 
you have to sell the things the masses 
buy, at the sort of prices the masses 
are willing to pay.

When the average man wants a 
good saw or a good hammer he goes 
to the hardware store to buy it. He 
does not buy this saw or this hammer 
because it is on display but because he 
needs it. A display will sell a ham
mer or a saw to a man who has mo
mentarily overlooked the need, but no 
amount of display will sell a saw or 
a hammer to a man who does not 
need one. But a display of small goods 
that sell for anywhere from 5 to 25 
cents will sell a lot of articles the need 
for which may be unrealized by the 
customer until she sees them, and the 
very existence of which may be un
known to her. The average woman is 
never able to buy all the things she 
wants; but with her, as a rule, to 
see a new thing is to want it. The 
buying comes later.

If you are running a small-wares 
counter, run it for all it is worth. A 
Middle West hardware dealer one 
time got the idea that such a counter 
would be a good thing. He arranged 
a long table down the middle of his 
store, and covered it with small ar
ticles. But he did not price a single 
article.

“Why,” he explained, “if I put price 
tickets on everything, my competitors 
will know what I am selling for.”

Yet he was complaining of 10-cent 
store competition—competition from a 
line of business where the outstanding 
feature was letting, not merely com
petitors, but everybody, know what 
the store was selling for.

Everything must be priced.^ Not 
necessarily cut—indeed, you don’t need 
' 3  cut, except in rare instances for 
advertising purposes. It is not a mat
ter of underselling the 10-cent store or 
some other competitor; but of offering 
a verv similar assortment of goods

similarly priced, and leaving your 
quality reputation to add to their 
value in the mind of the purchaser.

Play up this department for all it is 
worth. Keep it constantly before your 
public. Place your bargain tables 
where your customers can’t help but 
see them. Price everything in plain 
figures. A very good system is to 
have separate tables, or separate sec
tions, for articles at 5, 10, 15, 20 and 
25 cents. Then place over each table 
the ruling price in big figures. “Any 
Article on this Table, 15c.”

In addition to regular lines at regu
lar prices, you can quite often put on 
some “feature” at an attractive price. 
These features will quite often be 
found in the regular stock—slow mov
ing lines you will find it worth while 
to offer at a drastic cut in order to 
clear them out. Quite often, too, you 
can pick up some line, not belonging 
to the regular hardware stock, which 
you can offer as a feature at a phenom
enally low price. Look out for such 
bargains.

You will notice that the 10-cent 
store at rare intervals offers a few 
phenomenal “specials.” Such specials 
have done a great deal to create the 
idea in the public mind that these 
stores are selling at extraordinarily 
low prices. A few good specials, even 
where you lose money on the im
mediate sales, will do a great deal to 
establish a reputation for your small 
wares department and to attract the 
feminine trade.

Advertise the specials generously. 
What you lose on the immediate 
transaction, you will make up in your 
general sales in this department; and 
the popularity of your bargain-counter 
will help to draw trade in staple lines.

Victor Lauriston.

Kashas and Flannels Wanted.
Kasha-like weaves continue in ex

cellent demand from the women’s coat 
trade, according to mill representa
tives. Black is the biggest selling 
single shade, with navy and natural 
following. The latter has somewhat of 
a beige cast. Where the materials are 
used for trimming, the goya red shade 
is strongly favored. Flannels likewise 
still meet with a strong call. The 
catalogue houses are said to be ex
ceptionally big buyers of these goods 
at the moment. Both plain and fancy 
effects are wanted. A wide color range 
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placed on the pastel shades.
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Business in novelty jewelry con
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and dress ornaments. The old style 
hat pin has become passe, but taking 
its place is the novelty ornament in 
many designs featuring rhinestones 
and crystals. Most of these ornaments 
are made of white metal, which af
fords a contrast to the color of the 
fabric. Dress decorations are of the 
same type. Bangle and Spiral brace
lets are still selling well, wholesalers 
say. In necklaces the long sixty-inch 
imitation pearl strand continues to 
lead.
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COMMERCIAL TRAVELER
Largest Canning Factory in the World 

Honolulu, T. H., Feb. 17—The idea, 
sometimes attributed to the writer, 
that the pineapple is the result of the 
grafting of an apple scion upon a 
pine stump, seems to be erroneous, as 
I have discovered since coming here.
It being my first and only error I 
trust it may be overlooked.

Few persons, even among those 
who know something about the grow
ing of pineapples in Hawaii, realize 
the magnitude already assumed by this 
industry and the extraordinary rapid
ity of its growth. Probably not one 
per cent, of the population of the 
States know anything about the de
tails of production and less than five 
per cent., even now. realize what an 
important factor it is in the canning 
industry.

Pineapples, in spite of any asser
tion to the contrary, do not seem to 
have been indigenous in the Hawaiian 
archipelago, and while in a small way 
they have possibly been propagated 
here for a century, it was not until 
1880 that they were accepted to a 
greater extent than to be used for 
home canning and consumption.

About this time, however, the ex
portation of the fresh fruit began to 
create an interest in this peculiar 
product of nature and for many years 
the cultivation of same was limited to 
the shipping facilities, which we 
negligible. About this time also came 
to the Islands one Captain John Kid- 
well, a nurseryman from San brancisco 
who seems to have been an organizer 
of no — -an merit. He proceeded to 
improve the strain and interest mari
time men in supplying fruit freighters. 
Thus the industry, which is the most 
wonderful commercial proposition ot 
the age. took root. Like the prophet 
who is not appreciated m his owl 
home town, the Captain was the tar
get for all sorts of ridicule; but most 
of the incredulous finally fell into line 
and are now, or their descendants are, 
rolling in the furrows of prosperity.

However, at that time the varieties 
were of an inferior quality, replete with 
acid and fiber and apt to bruise and 
rot at the slightest touch; hence t 
was a long time before the raising of 
“pines” became of any marked mi 
portance. Under cultivation there was 
some improvement in the size and ap
pearance of the fruit, but it lacked the 
taste and crispness of the present 
finished product. When, a few years 
later a tropical variety known as tne 
’’smooth Cayenne" was introduced op
portunity had finally knocked at 
Hawaii’s front door. The pineapple 
produces very few seeds and seed 
propagation is long and slow; so it 
became necessary to secure the plants 
by the forcing process, known to all 
florists and nurserymen, and the dis
carded stump, similar to that of the 
cabbage or cauliflower, was cut up into 
sections and the plants created there
from. . .

The erection of a cannery then be
came a necessity, but it proved but 
the beginning of further difficulties. 
Hawaiian knowledge was limited to 
fish canning: and though a supposed 
“expert" canner was imported from 
the Coast, the pineapple was an elusive 
quantity, the time required for cook
ing the fruit being a matter of much 
controversy. However, it was early 
discovered that the pineapple was a 
good “keeper.” which minimized these 
difficulties.

Still, as late as twenty years ago 
the pineapple, except as a semi-trop- 
ical curiosity procurable only in the 
very best fruit stores, was scarcely 
obtainable; to-dav it is acknowledged 
the peer of all fruits and fami.iar 
everywhere. Fifteen years ago the 
canning of the Hawaiian product was 
making but a slight impression in the 
world’s markets. Peaches in various
parts of the United State* were being

preserved in large quantities but who 
ever heard of the pineapple. But in 
fifteen years, from a position of almost 
complete obscurity, it has advanced to 
world leadership, outclassing all other 
fruits, though they, too, have advanc
ed steadily in commercial importance.

When to-day you say “canned pine
apple” in almost any part of the world, 
the first thought will be Hawaii. This 
is particularly true of America. The 
two are inseparably linked in the minds 
of all" and now that I know Hawaii 
and have carefully inspected the 
enormous and efficient plants here, I 
do not wonder at it. Hawaii has made 
the industry. No other country in the 
world approaches it, either in quantity 
of production or quality of product. 
The quantity is a matter of statistics; 
the latter the verdict of the human 
palate.

In 1900 a young Harvard student, 
fames D. Dole, believed he saw a fu
ture for the canning industry here, 
and with local capital, augmented by 
financial backing from California and 
one or two of the Kastern states, this 
enterprising young man launched the 
first canning company, with a capital 
of $20,000 and twelve acres of pine
apple plantation. The first year s out
put. in 1903, amounted to just 1893 
cases all told. _ .

From this modest beginning the in
fant industry grew apace, the capital
ization increasing from time to time 
until to-day there are in the Hawaiian 
Islands fifteen establishments whose 
combined output is over six million 
cases of canned pineapple. The hrst 
factory established with a plantation 
of twelve, has increased to many 
thousand acres and from 1893 cases to 
over two millions.

Now I have finally discovered that 
the name “pineapple" became attach
ed to the king of fruits because its 
external appearance resembled that ot 
the pine cone, while the word apple 
was a very ancient word, dating back 
to the unfortunate episode in the Gar
den of Eden, denominating a fruit. 
The ancients apparently knew about 
it and for centuries, in tropical lands, 
it ’ -•>5 been eaten and relished.

Pineapples grow on plants about 
knee-high, one or more to a plant. 
There are few sights I have seen 
which equal in beauty that of a field 
of this fruit. Here one sees miles and 
miles of straight, trim rows, absolute
ly weedless. The gotten fruits look 
like jewels in a green setting.

The division of land in Hawaii be
tween sugar cane and pineapples is 
largelv determined by irrigation pos
sibilities. The coastal areas which can 
lie irrigated are occupied by sugar 
cane, while the upland mesas and foot
hills on which irrigation is too ex- 
nensive. are given over to pineapples, 
since the plants require no more water 
than comes in the average rainfall.

The trip to Wahaiwa, thirty miles 
awav. the center of Honolulu s pine
apple plantations, is beautifully scenic. 
There is a railroad conveying one prac
tically around the Island of Oahu, but 
the highways are perfect and, like in 
Michigan, the auto does the business.

At first you go through long 
stretches of green cane fields, the road 
winding down deep gulches and up 
again, and finally rising to the central 
plateau country, several hundred feet 
above sea level, you go from cane to 
pineapple. On each side of the wide 
expanse of table land rises a loft^. 
jaggedly picturesque mountain range, 
a fitting background for the magnifi
cent landscape spread out below, with 
the pineapple fields extending up the 
basal slopes and seeming to hang there 
like trim patterns of a great tapestry. 
Nature and man have seemingly en
tered into partnership to produce a 
maximum of artistic effects.

As I stated before, seeds rarely ob
tain in pineapples and do not produce 
unless given the utmost care in the 
greenhouse, New fields are started by
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planting slips, “suckers’̂  as we would 
call them in the orchard, the leafy 
crowns cut from the top of the fruit 
and less frequently the stump. Suckers 
are generally preferred as they grow 
faster, but the other processes are 
used extensively.

Preparation of the ground is much 
like it is with our own crops, deep fur
rows being left to carry off the sur
plus water from torrential rains.

Fields are mulched with an asphalt 
treated paper so spread as to provide 
spaces necessary for cultivation and 
harvesting. Plants which have lain 
exposed to the sun for a few days, 
to become seasoned are set in double 
rows to the depth of an inch or two 
through holes punched in the paper. 
This paper also acts as a partial pro
tection against parasites which abound 
as they do everywhere where fruit 
raising is an element. In a few weeks 
the plants take root and begin to 
throw new leaves.

This process of mulching with paper 
was reasoned out by an agricultural 
expert on the Island, and to it may be 
attributed to a large degree the growth 
of the industry. The increase in the 
yield more than pays for the cost of 
this treatment and it really acts as an 
insurance of a crop.

Now in this semi-tropical climate 
fruits and vegetables are very slow to 
ripen. They grow rapidly, but don’t 
seem to want to quit. This is special
ly true of the potato. They grow to 
a large size, but are always “new , 
hence it requires about fifteen months 
to raise a crop of pineapples and ripen 
them. In the heart of the plant the 
first sign of fruit appears in the form 
of a blossom not unlike a thistle 
bloom. The development from this 
blossom is the flower head which ap
pears at the top of each stalk, called 
the main “axis”. These flower heads 
look like small pineapples, but have a 
number of blue or violet flowers pro
jecting from the sides. After a week 
or so these flowers wither and dis
appear. In the next step of the evolu
tion of the fruit, “bracts” become less 
prominent and the crowns grow larger.

In very rare cases, and only where 
fertilization takes place in the flowers 
do they go to seed.

Five or six months after the first 
appearance of these flower heads, the 
fruit matures and is ready to eat. 
Eighteen to twenty months elapse be
tween the planting and the harvesting 
of the crop. The first or plant crop is 
usually very fine fruit. In tonnage, 
however, this first crop is not equal to 
the second which comes a year or so 
later. The second and succeeding 
crops consist of a larger number of 
fruits—there being at least two pine
apples to each plant.

At a certain stage of ripeness the 
sugar and flavor of the pineapple are 
at their best and just then the fruit 
must be picked. If picked green the 
flavor is inferior, and if too ripe fer
mentation has begun. To manipulate 
the harvest of thousands of acres so 
that no fruit is picked green and none 
allowed to ferment, and at the same 
time to keep the dailv quantity uni
form that the cannery may be ever 
supplied, is the work of the field super
intendent and might be ^aid to be a 
man-sized job.

In harvesting the crop, each laborer, 
carrying a sack over his shoulder, 
passes down between two rows and 
plucks the ripe fruit by bending it 
over and breaking off the stems. If 
it does not separate readily from the 
stumps, it is not fully matured. The 
crowns are cut off, the “pines” packed 
in crates, similar to our apple crates, 
and hauled to the factpry.

The quantity of fruit gathered de
pends naturally on the number of 
plants to the acre, which varies from 
2,500 to 10,000, and, of course, the 
size and weight of fruit depends on the 
number of plants used and the fertility 
of the soil. Like in our own agri
cultural affairs, cultivation is the chief

factor in determining the result. Pine
apples are bought by weight and prices 
vary according to quality. $30 per 
ton sems to be the accepted price, and 
the weight varies from six to twenty- 
five tons per acre.

It is proper to state here that the 
reason why fresh pineapples are more 
or less expensive in the States is that 
they do not take kindly to salt water 
transportation, and besides the laws of 
various states through which they pass, 
require a system of fumigation, which 
retards shipments and adds expense. 
However, our friends at home are not 
missing a great deal, as the process^ of 
canning, which I will now treat, im
proves the quality of the fruit in many 
ways and removes certain fibers com
mon to “pines.”

Nearly all fruit on this island is 
raised by the canning companies them
selves, which is an added guarantee 
to the consumer of quality. A few 
independent growers on this and the 
other island sell their products to the 
factory, especially some of National 
reputation who have no plantations, 
but supply much product.

Most of my readers have visited 
fruit canning factories and are familiar 
with their operations, but in pineapple 
canning there are certain processes not 
in evidence in ordinary packing, and 
these I will describe as best I can.

The factory which I visited covers 
an area of about thirty-five acres^ and 
is said to be crowded to the limit of 
its capacity. From galleries surround
ing the principal departments one gets 
a good idea of the processes of can
ning without any risk whatsoever. You 
first view a veritable sea of pineapples, 
estimated to contain, on this particular 
day, thirty-five car loads. One comes, 
after descending a staircase, to where 
the fruit is dumped into hampers and 
placed upon the conveyors of the auto
matic machines, in which the pine- is 
made to engage a high speed revolv
ing knife (on the same principle of 
that operated in a wood planing estab
lishment), from which it comes in a 
perfect fruit cylinder. This _ cylinder 
passes to another machine with a re
volving turret, in which the top and 
bottom ends and the core are removed. 
In the “sizing” operation which fol
lows, the outer skin or “bark”, slit in 
halves, is forced against a grid within 
which a second knife revolves, which 
severs from the skin the edible por
tions of the fruit next obtaining. This 
meat, a choice part of the pine, goes 
into crushed or grated products.

The pineapple cylinder just spoken 
of slides into an endless belt, which 
carries it to the trimmers. Hundreds 
of women and girls, wearing rubber 
gloves sanitary aprons and caps, sit 
at the trimming tables and with 
knives remove any portion of the shell 
remaining.

The trimmed pines are placed on an 
endless belt and carried to the sheer. 
Here after being carefully washed, 
they pass through a set of stationary 
knives and are sliced, the thickness 
being gauged to the size of the cylin
der. These slices are also carried on 
endless belts in front of women who 
place the pineapples in cans, being 
particular to assort same according to 
certain rules of grading. In all these 
processes the fruit is not touched by 
naked hands.

From this stage on the operation is 
similar to that prevailing in all fruit 
canning establishments. It is worthy 
of note, however, to remember that all 
the special machinery used in the 
preparation of this fruit was made in 
Honolulu.

There are three extensive canning 
factories in Honolulu, besides many 
on the island of Oahu. The cans are 
all made and supplied by the American 
Can Co. from an extensive factory 
contiguous to the cannery.

The motto of the Hawaiian Pine
apple Co., whose factory I visited, is 
posted everywhere in the establish
ment: “A square deal to every em-

plove,” and it is carried out consist
ently and conscientiously in all trans
actions.

They are supplied with ideal, health
ful and morally wholesome conditions, 
arc given bonuses, an opportunity to 
make small purchases of stock at par 
values and provided with old age 
pensions.

1 was especially pleased with the 
housing features. There is a large 
cafeteria for each sex, with accommo
dations for 2,000 persons at one sitting, 
and a generous meal is servejd for from 
five to thirty cents. Music is a fea
ture with all meals. Free medical at
tention, a rest room provided with 
attendant nurses, who visit the homes 
of employes if occasion demands. 
Spacious dressing rooms with showers 
and baths, and adjoining the factory 
is a large recreation field for the sole 
use of those who desire to accept these 
advantages.

One can hardly realize the enormous
ness of this enterprise, the results of 
which reach every part of the known 
world. Every time the minute hand 
makes a revolution, fifty cases or 1200 
cans of perfect fruit are turned out in 
this one factory.

Eighty per cent, of the entire world s 
product comes from the Hawaiian 
Islands.

Last Year the output exceeded ten 
million cases.

On leaving this largest fruit cannery 
in the world, one takes away mixed 
impressions, but the one outstanding 
thought is that in the whole world 
there is no product so well adapted to 
the taste and requirements of the hu
man family as Hawaiian pineapple.

Great Auk McAdoo, a henchman of 
the late President Wilson, has again 
oozed out of his sepulcher and declar
ed himself on the Volstead disturbance 
to this extent:

“I believe if an attempt was made to 
repeal the Volstead act and to sub
stitute something else or leave it re
pealed, the Supreme Court would be 
constitutionally bound to hold that the 
repeal was void and of no effect, and 
that it would still remain a law.

I believe that if the attention of the 
Supreme Court judges was called to 
this statement, they would adjudge this 
party insane, being as clearly within 
their rights in one case as in the other, 
though to be sure, unusual.

To such readers as do not place this 
man McAdoo, it may refresh then- 
memories somewhat to know that he 
is the Conceited Ass who, upon being 
appointed Directbr General of Rail
roads, issued an order—at a time when 
everybody was “paying until it hurt” 
—requiring all railroad companies to 
destroy all tickets and stationery on 
hand and replace same with a new 
issue bearing his name—at a cost of 
eighteen millions of dollars, and then 
proceeded to wreck the railroads, the 
latter process costing billions.

The Supreme Court will certainly 
establish a precedent upon the adop
tion of this original method of pro
cedure.

Nearly every mail brings me letters 
from some of my Michigan hotel 
friends. From Detroit I learn that 
Wm. J. Chittenden, formerly with the 
Morton Hotel, in Grand Rapids, and, 
since its opening, resident manager of 
the Book-Cadillac, in Detroit, has been 
elected president of the Detroit Hotel 
Association, which means that the 
office hereafter will be something more 
than an honorary affair. In all Michi
gan there is not a more competent 
hotel operator than Mr. Chittenden, 
who combines hospitality with service 
and system. It is an honor to brush 
shoulders with him and a privilege to 
possess his friendship.

J. H. Burke, Sr., has purchased the 
Hotel Reynolds, at Kalamazoo, pre
sumably for an investment, as it oc
cupies a location which will be de
sirable for business purposes. Mrs. 
Burke is one of the principal stock

holders of the building company which 
owns the Burdick Hotel in that city.

A fewish syndicate is talking about 
building a new hotel at Fennville for 
resort purposes. They ought to have 
it, and I am wondering if it is the 
same outfit who built an expensive 
caravansary at South Haven, for the 
avowed purpose of putting out of busi
ness Dave Reid, one of the most popu
lar hotel men in the State, and finally 
tapered off by quitting and quieting 
their nerves with bromo seltzer?

The new hotel at SauIt Ste. Marie, 
will be called the Ojibwa. It will be 
six stories high, with two wings, each 
three stories high, and contain 100 
rooms. If, as has been stated, it is to 
replace the Park Hotel, it will un
doubtedly be made to pay eventually, 
though with the short seasons of 
Upper Michigan, there will never be 
a chance for much profit in its opera
tion.

Other hotel propositions are talked 
of for the Soo, based on the supposi
tion that Ontario’s liberalized liquor 
law will make this point attractive for 
resorters. This as a proposition, how
ever, is largely experimental. Detroit 
has, since the Volstead regime began, 
been flooded with liquor of all kinds, 
but dividends from hotel operation 
are still an unheard of quantity.

Plymouth is to have a new 50 room 
hotel, to be operated by one of the 
chain syndicates. As Plymouth is 
situated somewhat like Ypsilanti, it 
may go over satisfactorily. It will be 
a long time before they reap any bene
fit from Detroit’s overflow, but they 
will be happily situated to pick up 
some of the incomers who hale to 
negotiate Detroit after dark.

The American Hotel Association 
will make another appeal for more 
funds to carry out their ' chimerical 
idea of getting somewhere. Its past 
performance has consisted largely of 
“heap talk” with little said or ac
complished. It has supplied a vehicle 
for much junketing for a few of the 
so-called “big” fellows, and the vari
ous state hotel organizations have 
been called upon, not particularly to 
pay for the junkets, but to keep up̂  the 
sporting organization.

Years ago the “big” hotels kept the 
organization afloat for its protective 
features, in which the “small” man had 
no interest, but now the little fellow 
forks over through coercion and reads 
all about it in the hotel journals.

Michigan hotels have paid their full 
share. Frank S. Verbeck.

Pontiac—Purchase of the three acre 
site and buildings of the Van Auken 
Top Co. by the Baldwin Rubber Co. 
will mean the doubling of the com
pany’s daily output of rubber auto
mobile floor mats, reported R. H. Bald
win, president of the concern. The 
present output of the plant is 8,000 
mats. It is expected, that with the 
new facilities, production will reach 
20,000 mats daily about May 1.

Detroit — The Detroit Consumers 
Co., Fullerton and Appeline streets, 
has been incorporated to manufacture 
and sell ice, fruit beverages, etc., with 
an authorized capital stock of 8,000 
shares at $10 per share, of which 
amount 7,500 shares has been subscrib
ed, $30,000 paid in in cash and $11,000 
in property.

Benton Harbor—The Frutex Corpo
ration, 160 Pipestone street, has been 
incorporated to manufacture and deal 
at wholesale and retail in fruit juices, 
flavors, etc., with an authorized cap
ital stock of $50,000, of which amount 
$27,400 has been subscribed and paid 
in, $400 in cash and $27,000 in prop
erty.
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JOHN BURROUGHS.

Beautiful Things Done To Perpetuate 
His Memory.

In December of last year, when the 
American Pomological Society con
vened in Grand Rapids, I met Harold 
Tukey, who for some years has been 
in charge of special investigations at 
Hudson, New York, promoted by the 
New York Experiment Station of 
Geneva, New York. We had several 
very interesting conferences concern
ing the future activities of the Ameri
can Pomological Society, in which I 
have a vital interest as the result of 
a half century membership in the or
ganization and an official relationship 
for some years.

In one of our conversations I asked 
him if he was not located near the 
home of John Burroughs and if he 
had visited the places of renown as 
attached to the life of this wonderful 
man. I told him my own interest had 
been quickened by the knowledge that 
Henry ford, of our own State had 
purchased a considerable portion of the 
Burroughs estate and in memory of 
his own relationship to the Burroughs 
family planned to make the estate a 
permanent memorial to the great 
naturalist and author, maintaining its 
features intimately associated with his 
life and work.

My information had come from 
Ormistor Ray, the landscape gardener 
of high repute at Montreal, Canada, 
whom Mr. ford had chosen to employ 
in his professional ability in further
ance of the plan.

Naturally, because of my great ad
miration for Mr. Burroughs, I wanted 
more information and Mr. Tukey as
sured me of his own interest and will
ingness to assist.

Since my arrival in Florida a missive 
has come from Mr. Tukey enclosing 
a letter from Dr. Clara Barrus, of 
Utica, New York, to whom he had 
appealed for information concerning 
the Burroughs estate. This letter was 
so replete in interesting matter that 
I desired to use it for the readers of 
the Tradesman and to-day I have re
ceived permission to use it in my dis
cretion.

It is self-explanatory and I am cer
tain the many lovers of John Bur
roughs among the clientele of the 
Tradesman will enjoy reading it.

How beautiful and appropriate is 
this last resting place of the celebrated 
author whose lovers are legion and 
who are living all over the globe 
where civilization has penetrated. He 
lived close to nature’s heart whose 
throbbings inspired the rich produc
tions of his brain and it seems so 
fitting that his burial place should be 
among the wildlings that he cherished 
and upon which he looked as his 
magic pen expressed his devotion to 
the production of what Dr. Bailey 
calls “The Holy Earth.”

Charles W. Garfield.
Utica. N. Y.. Feb. 4—Yours of the 

2d has been forwarded to me here from 
Roxbury, Delaware county, N. Y.. 
which is only my summer home, and 
which was the summer home of John 
Burroughs during the last thirteen 
years of his life. It is also the place 
where he was born and where he is

buried, on the farm, about three miles 
above the village.

Mr. Burroughs lived for more than 
forty years at West Park on the Hud
son, on the estate which he named 
“Riverby.” That property is owned 
by his son, Julian Burroughs, who 
lives in one of the cottages on the 
place, rents the stone dwelling, runs 
the vineyards which his father used 
to cultivate for so many years while 
writing his books, and preserves in
tact the little Chestnut Bark Study 
with the library oj his father, keeping 
it very much as it was in his father s 
lifetime. The family does not encour
age visitors at Riverby, but if anyone 
is especially interested, I am sure, if 
Julian Burroughs is at home, he will 
always be glad to let visitors look 
around.

Slabsides, the little woodland cabin 
about a mile from Riverby back in the 
woods, where Mr. Burroughs used to 
go to write and to spend many of the 
summer months, is owned and main
tained by the John Burroughs Memor
ial Association, the President of which 
is Dr. Clyde Fisher, American Mu
seum of National History, 77th street, 
New York City. Slabsides is not open 
except at such times as various mem
bers of the Burroughs Memorial As
sociation may meet there for a brief 
time; but many visitors who know of 
its location, drive in there to see the 
little place about which so much has 
been written and which was for many 
years a much loved retreat of the 
author.

The two other haunts especially as
sociated with Mr. Burroughs are on 
the Burroughs Homestead Farm, 
about three miles above the village of 
Roxbury. The Homestead is occupied 
by John C. Burroughs, a nephew of 
the author, and is run as a dairy farm, 
as it has been for three generations. 
The house is not open to visitors. The 
property is owned by Henry ford, who 
bought it, and the entire Homestead 
Farm, in order to keep it intact and 
preserved as a perpetual memorial to 
John. Burroughs. This was the birth
place of the author.

Woodchuck Lodge is a cottage on 
the East end of the Homestead Farm, 
about a mile from the birthplace. It 
was the midsummer home of the au
thor for many years. It is now my 
home. There I have gathered many 
souvenirs of Mr. Burroughs, and when 
I am there in the summer months I 
am very glad to welcome persons es
pecially interested, although it is in no 
sense a public place and is only open
ed to callers at my inclination. I may 
add, however, that it is only very 
rarely that anyone calling there does 
not gain an entrance, even at the cost 
of great inconvenience on my part, as 
you may know, when I tell you that 
more than 3,000 persons called last 
season. After I am gone, I suppose 
Mr. ford, who owns the property, of 
which I have only a life tenure, will, 
perhaps, make some provision for its 
becoming a public memorial, though 
it could hardly be, in «fleet more so 
than it is now of my volition.

Memorial Field is a certain part of 
the Homestead Farm in which Mr. 
Burroughs was buried. It is a short 
distance beyond Woodchuck Lodge. A 
bronze tablet on the large boulder 
(called “The Boyhood Rock”) marks 
the gravesite just below it. Wild 
flowers grow at the base of the rock, 
on the grave and in the Field. This 
place is visited by thousands every 
season.

Opposite Memorial Field.. near the 
beech woods, a picnic ground has been 
arranged for the convenience of any 
one who cares to come. Many hun
dreds avail themselves of this during 
each season.

Formerly the John Burroughs Mem
orial Association held an annual out
door meeting, to which the public was 
invited, at the Burroughs Homestead 
Farm, and had appropriate memorial

services at the graveside; but the un
certainty of the weather, after five 
years of these meetings, made it seem 
wiser to concentrât on an annual 
meeting held at the American Mu
seum of Natural History, to _ which 
the public is invited and on which oc
casion interesting programs are offer
ed. This meeting is held on April 3 
(Mr. Burroughs birthday) or as near 
to it as it can be arranged. This year it 
will be held on April 2, in the after
noon. Public announcement will 
doubtless be in the New York papers.

If you will attend this meeting on 
April 2, I think any questions I have 
failed to answer will probably be au
tomatically answered by your seeing 
what the Association is trying to do 
to perpetuate the memory of John 
Burroughs.____  Clara Barrus.
Costs Money To Keep Up a Museum.

What does a customer like to flfid 
in a grocery store or a meat market?

I had originally intended to start 
this with:

“What does a customer not like to 
find in a grocery store or a meat mar
ket?” I think, however, that if a few 
of the pleasing factors are enumerated 
it will be more tactful, for then those 
retailers who are not guilty of being 
highly efficient merchandisers may 
know just how a customer sometimes 
feels.

Has a dealer ever stopped to con
sider that he may hustle around and 
make some very good “buys” at the 
wholesalers, only to lose much of this 
advantage through some clerk lacking 
adequate knowledge of ' how to wait 
on trade?

We do not expect philosophers to 
work for clerks’ wages, but there are 
a few fundamentals which are not too 
difficult to expect clerks to absorb.

There is one big thing every dealer 
should instill into the minds of his 
clerks: That the customer always has 
the money—or, at least, the will to 
buy-—and you have the goods.

“Yes,” you answer, “that is as it 
should be.”

We don’t want to argue with you 
on that, but keep in mind the fact that, 
unless the customer is pleased with 
the type of service you render, she 
can take her purse out of your store.

“Very true,” you agree again, “and 
we haven’t lost anything, for we still 
have the goods!”

What you say is true. You still have 
the goods.

“Yes! And I can sell these goods 
to other customers. I fail to see 
where I’ve lost anything,” contends the 
dealer.

You’ve only lost those customers 
who walked out on you. And once a 
customer walks out dissatisfied, you 
can whistle a disconsolate tune before 
she ever returns.

And when customers enter your 
store try to remember that you have 
the goods—and she has the money.

And if any dealers still persist that 
by having the goods they have not 
lost anything when a customer walks 
mi‘, remember that it costs money 
even to keep up a museum.

John C. Cutting.

What has become of the old-fash
ioned woman who never complained?

Grandeur and home comforts sel
dom live under the same roof.

M ichigan Board of Pharm acy . 
P residen t—Jam es  E. W ay, Jackson. 
V ice-P r-esiden t—J . C. D ykem a, G rand 

Rapids.
D irector—H. H . Hoffm an, Lansing. 
Coming E xam inatios—G rand Rapids, 

M arch 15, 16 and  17; D etro it, Ju n e  21,
22 and  23.

Seen and Heard in a Drug Store. 
Once in a while we run across a 

clerk behind the counter of a drug shop 
who seems to harbor the mistaken no
tion that argumentation is the quin
tessence of salesmanship; generally 
speaking, arguing with a customer gets 
the man behind the counter nothing 
except the ill will of the person on the 
other side.

“Drug store advertising is most ef
fective when it is a plain truthful state
ment of facts,” remarked a successful 
pharmacist who is a firm believer in 
advertising, continuing he said, “And 
in order to be effective it is not neces- 
sry to be hifalutin’ or abstruse. When 
I write an advertisement I try to make 
it say to the reader precisely what I’d 
say to a customer visiting my store.”

The manager of a down-town store 
was talking to his salespeople about 
making suggestions to customers with 
the idea of making additional sales. 
Some of his remarks were quite pithy, 
straight-from-the-shouder stuff. This 
is the way he finished his little mono
logue, “Bear in mind that we’re run
ning a drug store, not an automat and 
that if the people behind our counters 
are content to hand out just what is 
asked for without making any effort 
to interest the customer in additional 
items of merchandise, we may as well 
install slot machines instead of em
ploying cerks.”

There are times when a customer 
makes a request or demands a conces
sion that, to you, may seem a bit un
reasonable, the granting of which, will 
perhaps be against the policy of the 
store, or may mean a small loss, but if 
the customer happens to be a good 
one and the demand is not too out
rageous it is often advisable to grant 
it; but in order to get proper credit 
for so doing it must be done readily 
and cheerfully, if done hesitatingly or 
grudgingly it may as well not be done 
at all.

Your competitor may have a better 
location than you have, his store may 
be bigger and more elaborately equip
ped than yours; but he hs no monopoly 
on brains or business ability nor can 
he corner good manners, politeness 
and a willingness to render helpful, in
telligent service to the folks in the 
neighborhood who need drug store 
merchandise, and that’s why you have 
as good a chance at the trade in your 
section as anyone else.

In conducting a retail drug store it 
is well to remember that there are 
certain well defined rules and ethics 
that it is advisable to observe. To 
disregard the rules of the mercantile 
or commercial game is to invite criti
cism and sometimes disaster. Occa
sionally a man will imagine that his 
business is different and he is safe in 
disregarding established, time honored 
rules and regulations, such instances 
are generally a case of self delusion,
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inexperience or inefficiency, sometimes 
a blend of all three.

A little girl walked up to the serving 
counter, laid down a half dollar and 
in reply to the enquiry of the clerk as 
to what she wanted, replied, “A pint 
of tooth paste.” It didn’t sound just 
right to the young man behind the 
counter and he suggested that perhaps 
it was a pint of lime water that was 
wanted. However the tot insisted that 
it was tooth paste, “What you clean 
your teeth with” and after the pro
prietor had been consulted he suggest
ed that the little woman go home and 
ask mother to write it down. In a 
little while she returned with a slip 
of paper on which was written, “Ipana 
Tooth Paste.”

Regarding the habit a great many 
retail druggists have of giving up val
uable space in their windows gratui
tously for all sorts of things and mak
ing window displays of proprietaries 
that are sold at such a scant profit 
margin that they hardly pay overhead 
expenses, we quite recently heard the

proprietor of a big, busy pharmacy 
express his views in this wise, “I’ll 
give up my seat in a public conveyance 
to a woman, a cripple or to an aged 
person, that’s politeness. I try to do 
my share in contributing to any worthy 
cause, that’s charity; but when a manu
facturer—or anyone else—uses valuable 
space in my show wndows, I ’m going 
to get paid for that space, either in 
cold cash or merchandise, and the 
goods displayed have got to yield me 
a living profit, too, that’s business.” 
Likewise it sounded like a pretty good 
brand of common sense, too.

Prescott R. Loveland, Ph.G.

Some men may smile in the face of 
death

While others only frown.
But the man worth while 
Is the man who can smile 
When his garter’s coming down.

Efficiency is the keynote of this mod
ern industrial age, the road to success, 
the door to opprtunity.

CANDY
The Big Nation Wide CANDY ADVERTISING Campaign is now on. 
The first big gun was fired in the SATURDAY POST of March 5, 
page 169. Did you see it!
From now on full page ads will appear regularly in several leading 
magazines for a long period.
IT’S YOUR BIG OPPORTUNITY. MAKE USE OF IT.

P U T N A M  
Grand Rapids

FA C TO R Y
Michigan

w A m

SHERWIN-WILLIAMS PAINTS
W e are distributors of the above 
line and carry it complete stock of

Paints and Varnishes

Flat-Tone Floor Lac
Family Paint Enameloid 

Porch Paint Auto Enamels 
Handcraft Stains 

Wagon and Implement Paint 
Tractor Paint Barn Paint

Auto and Buggy Paint
Roof and Bridge Paint 

Aluminum Paint Brighten Up Stains
Auto Top and Seat Dressing

Rogers Lacquer and. Thinner
Make your store Paint Headquarters by carrying the 
full Sherwin-Williams line.

Paint and Varnish Division
Hazeltine &  Perkins Drug Company
Maniste« MICHIGAN Grand Rapids

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

Acids
Boric (P o w d .)_12% 0  20
Boric (X tal) _ _  15 © 25
Carbolic _______ 34 © 40
C itric  __________ 52 0  70
M uriatic ______  3%@ 8
N itric  _________  9 0  15
Oxalic ________ 16% @ 25
Sulphuric _____  3%® 8
T a r t a r i c ________ 40 © 50

Ammonia
W ater, 26 deg—  06 @ 16
W ater, 18 deg._05%@ 13
W ater, 14 deg.— 04%© 11
C a r b o n a te _____ 20 © 25
Chloride (G ran. 09 © 20

B alsam s
Copaiba ________ 1 00@1 25
F ir  (C anada) 2 75®3 00
F ir ( O r e g o n )   6501 00
P eru  __________  3 00© 3 25
Tolu __________  2 00© 2 25

B arks
C assia  (o rd in a ry ) . 25® 30
C assia  (S aigon)_50® 60
S assafras (pw. 50c) © 50
Soap C ut (powd.)

30c ____________ 18© 25

B erries
Cubeb __________  ©1 00
F i s h _____________  © 26
Ju n ip er ____    11© 20
Prick ly  Ash ___   © 78

Licorice
Licorice,

E x trac ts

p o w d .__
60®
50©

Flow ers
A rn ica  _________
Cham omile (Ged.) 
Cham omile Rom—

Cotton S e e d ___ 1 25®1 45
Cubebs _________ 6 5006 75
Eigeron ________ 9 0009 25
E ucalyp tus _____1 25®1 60
Hem lock, pu re_ 2 00 0  2 25
Ju n ip e r B errie s . 4 50 0  4 75
Ju n ip e r Wood -  1 5001 75
Lard, e x t r a ___ 1 550 1 65
Lard, No. 1 ___  1 2501 40
L avender Flow_ 7 50 0  7 75
Lavender G ar’n .  8501 20
Lemon ________  4 5004 75
Linseed, raw , bbl. © 86 
Linseed, boiled bbl. © 89
Linseed, bid. less 96©1 09 
Linseed, raw  less 93®1 06 
M ustard, artifll. oz. © 35
N eatsfoo t _____  1 250 1 35
Olive, pure  ___  3 7504 60
Olive, M alaga,

y e l lo w _______  2 85 0  3 25
Olive, M alaga,

green ________  2 850  3 25
Orange, Sw eet -  5 0005 25 
O riganum , p u re . ©2 50 
Origanum , com 'l 1 00®1 20
P ennyroyal ___  3 25 0  3 60
P e p p e r m in t___  7 00 0  7 25
Rose, pure __ 13 500 14 00 
R osem ary Flow s 1 2501 60 
Sandelwood, E.

I . __________  10 60010 75
Sassafras, tru e  1 75®2 00 
S assafras, a r t i ’l 76® 1 00
S p e a rm in t_____  8 00 0  8 25
Sperm  ________ 1 50© 1 75
T any  _________  9 00 0  9 25
T a r U SP _____  65© 75
T urpen tine, bbl. © 77
T urpen tine, less 8801 101 
W intergreen ,

l e a f ____ ___ _ 6 00 0  6 25
W intergreen , sw eet

birch _____ — 3 00 0  3 25
W intergreen , a r t  7501 00
W orm  S e e d ___  6 00® 6 25
W orm wood ___  9 00@9 25

B e l la d o n n a ____
Benzoin _______
Benzoin Comp’d-
B uchu _________
C antharad ies __
Capsicum  ______
C atechu ________
Cinchona ______
Colchicum _____
Cubebs _________
D igitalis _______
G entian ________
Guaiac _________
Guaiac, Am m on—
Iodine _________
Iodine, C olorless.
Iron, C lo ._______
Kino ___________
M yrrh _________
N ux V o m ic a ___
Opium ________ _
Opium, C a m p ._
Opium, Deodorz'd 
R hubarb  _______

P ain ts

0 1  44
0 2  28 
0 2  49 
©2 16 
0 2  52 
0 2  28
0 1  44
0 2  16 
0 1  80 
@2 76 
0 2  04 
®1 35 
0 2  28 
0 2  04 
0 1  25 
0 1  50
0 1  56 
©1 44
0 2  52 
©1 SO 
©5 40 
©1 44 
©5 40 
@1 92

Lead, red d r y _14%©15
Lead, w hite d ry  14%®15
Lead, w hite oil_14*4015
Ochre, yellow bbl. © 2% 
Ochre, yellow less 3© 6 
Red V enet'n  Am. 3%® 7 
Red V enet’n Eng. 4© 8
P u tty  __________  6© 8
W hiting , b b l . __  © 4%
W hiting _______  5 % 0  10
L. H. P . P rep__ 2 9003 05
Rogers P r e p ._ 2 9003 05

M iscellaneous

50
60
50

Gums
Acacia, 1 s t _____  50© 65
Acacia, 2nd ___  45© 50
Acacia, S o r t s __  200  25
Acacia, Pow dered 350 40 
Aloes (B arb  Pow ) 250 35 
Aloes (Cape Pow ) 25® 35
Aloes (Soc. Pow .) 650 70
A safoetida _____  500 60

Pow. _________  75© 1 00
C am phor _______ 1 0001 05
G uaiac _________  © 80
G uaiac, p o w 'd _ 0  90
Kino ___________  0 1  10
Kino, pow dered_ @1 20
M yrrh _________  © 60
M yrrh, powdered © 65 
Opium, powd. 19 65019 92 
Opium, gran . 19 65@19 92
Shellac ________  65© 80
Shellac B leached. 700  85
T ragacan th , pow. @1 75
T r a g a c a n t h ____ 1 750  2 25
T urpen tine  _____  0  30

Insecticides
A rsenic ________  08® 20
Blue V itriol, bbl. 007%  
Blue V itriol, less 08© 15 
Bordea. Mix D ry 13® 22 
Hellebore, W hite

p o w d e re d _____  18© 30
Insect P o w d e r_35© 45
L ead A rsena te  Po. 15%®27 
Lime an d  Sulphur

D ry  __________  8® 23
P a ris  G r e e n ____  22® 38

Leaves
B uchu _________  8501 00

Potassium
B ic a r b o n a te ___  35® 40
B ic h ro m a te ____  15© 25
B ro m id e _______  69® 85
B ro m id e _______  54© 71
C hlorate, g ran 'd  23© 30
Chlorate, powd.

or X ta l _____  16© 25
Cyanide _______  30® 90
Iodide ________  4 6604 86

15

P erm anganate
P ru ss ia te ,
P ru ss ia te ,
Sulphate

allow 
red _

20®
40®

0
35©

300
350
35©
25®20®
30®
600

Roots
A l k a n e t_______
Blood, pow dered-
C alam us _______
Elecam pane, pwd. 
G entian, powd—  
Ginger, African,

p o w d e re d _____
Ginger, J am a ic a . 
Ginger, Jam aica ,

p o w d e re d _____  450
Goldenseal, ¡pow.
Ipecac, p o w d ._
Licorice ________
Licorice, powd.—
O rris, pow dered.
Poke, powdered_
R hubarb , powd__
Rosinwood, powd. 
S arsaparilla , Hond.

ground _______  ©
S arsaparilla  M exican,
G ly c e r in e _______  32®
Squills _________  35©
Squills, pow dered 60® 
Tum eric, powd—  
V alerian, powd—

35 
40 
76 
30 
30

35 
65

50 
0 8  00 
0 6  00 

35® 40 
200 30 
30© 40 
35® 40 

® 1  00 
0  40

90

62 
40 
70 

20® 26 
®1 00

Buchu, pow dered .
Sage, B ulk ___
Sage, % l o o s e _
Sage, pow dered_
Senna, A le x .___
Senna, T inn. pow. 
U va t i r s i _______

©1 00 
26® 30 

®  40

60®
30®
20®

Oils
Almonds, B itte r,

t r u e _____ ___  7 5007 76
Almonds, B itte r,

artificia l —___  3 00 0  3 25
Almonds, Sw eet,

tru e  _________  1 5001 80
Almonds, Sweet,

im ita tion  ___  1 0001  26
Amber, c r u d e _ 1 2501 60
Amber, rectified 1 6001 76
Anise _________  1 4001 60
B e r g a m o n t___ 11 50@11 75
C ajepu t _____   1 5001 75
C assia  ________  4 00 0  4 25
C astor _______  1 6001 85
C edar L e a f ___  2 00 0  2 25
C itronella _____  1 2501 60
Cloves ________  3 0003 25
Cocoanut _____  25 0  35
Cod L i v e r _____  2 0002 25
Crotop — 2 00©3 26

Seeds
Anise _________  © 35
Anise, powdered 35® 40
Bird, I s _______  13® 17
C anary  _______  10® 16
C araw ay, Po. .30 25® 30
C a r d a m o n _____  3 75@4 00
C oriander pow. .30 20® 26
Dill ___________  150  20
Fennell _______  250  40
F lax  ____________ 7%® 15
F lax , g r o u n d __ 07 %® 15
Foenugreek, pwd. 15© 25
Hemp _________  8 0  15
Lobelia, powd. ©1 60
M ustard , yellow 17® 26
M ustard , b lack_ 20© 25
P o p p y _________  15® 30
Quince ________  @1 25
R a p e __ - ______  15® 20
S a b a d i l la ______  60® 70
Sunflower ______ 11%® 15
W orm , A m erican 30® 40
W orm , L ev an t _ 5 0005 25

A cetanalid  ____  57©
A lu m ________   080
Alum. powd. and

g ro u n d _____ _ 09®
B ism uth, Subni

tra te  _______  3 70®3 90
Be rax  x ta l o r

p o w d e r e d __ 07© 12
C antharades, po. 1 5002 00
Calomel _______  2 29@2 50
Capsicum , pow 'd 36® 40
C a r m in e ____ __ 7 0 00  7 60
C assia  B u d s ___  35© 40
C lo v e s _________  60© 65
Chalk P rep a red - 14© 16
Chloroform ___  51© 60
Chloral H y d ra te  1 1501 75
Cocaine _____  12 10012 80
Cocoa B u t t e r ___  70© 85
Corks, list, le ss . 40-10%
Copperas _____  2%© 10
Copperas, Powd. 4 0  10 
Corrosive Sublm 1 86@2 07 
C ream  T a r ta r  . .  310  38
C uttle  b o n e ____  40® 50
D extrine __    6 0  15
D over’s Pow der 4 00 0  4 50 
Em ery, All Nos. 10© 15 
Em ery, Pow dered ® 15
Epsom  Salts, bbls. © 3% 
Epsom  Salts, less 3%© 10
E rgot, p o w d e re d _©2 60
Flake, W hite — 15© 20
Form aldehyde, lb. 15^4030
Gelatine _______  800 90
G lassw are, less 65%. 
G lassw are, full case 60%. 
G lauber Salts, bbl. 002%  
G lauber S a lts  less 04© i0
Glue, Brown ___ 21©
Glue, Brow n Grd 15©
Glue. W h t e ___ 27%@
Glue, w hite  grd. 25©
Glycerine _____  35®
H ops _______   70©
I o d in e _________  6 4507 00
Iodoform  ______  8 00® 8 30
Lead A c e t a t e _ 20® 30
M ace   ____ _ ©1 50
Mace, pow dered- ©1 60
M e n th o l_______  7 80@8 50
M orphine ___  11 18011 93
N ux V om ica ___  © 30
N ux Vom ica, pow. 17© 26 
Pepper black, pow. 40© 60 
Pepper, W hite, pw. 60© 65 
P itch , B urgudry  20© 25
Q uassia  , _____   12© 15
Quinine, 5 oz. cans © 69 
Rochelle Sa lts  .  30© "

30
20
35
35
55
85

T inctu res
A conite ________
Aloes __________
A rnica _________
A safoetida --------

0 1  80 
@1 56 
@1 44 
©2 28

S a c h a r in e ____  2 6002 76
S alt P e t e r _____  110  22
Seldlitz M ix tu re . 30® 40
Soap, g r e e n __ -  15© 30
Soap m o tt cast. 22%© 25 
Soap, w hite  castlle  

case . . . . . . . .  — ©12 60
Soap, w hite  castile

less, p e r b a r _ ©1 45
Soda A s h ______  3© 10
Soda B icarbonate  3%© 10
Soda, Sal _____  02%® 08
Sp irits  C am phor @1 20
Sulphur, r o l l ----- 3%® 10
Sulphur, Subi. — 4%© 10
T am arinds _____  20© 25
T a r ta r  E m e t ic_ 70® 75
T urpen tine , Ven. 60© 75
V anilla  Ex. pure  1 50 0  2 00 
V anilla Ex. pure  2 2502 60 
Zinc Sulphate . .  06© 11



M I C H I G A N  T R A D E S M A N
M andi 9, 1927

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

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

ADVANCED

Lamb
M utton

DECLINED
Smoked H am s 
Peanu t B u tte r

AMMONIA
Arctic, 10 os., 3 dz. cs. 3 76
A rctic, 16 oz., 2 dz. cs. 4 00
A rctic, 32 os-, 1 dz. cs. 3 26
Q uaker, 36, 12 oz. case 3 86

P o st’s B rands.
G rape-N uts, 24s -------3 80
G rape-N uts, 100s — -  2 75 
In s ta n t Postum , No. 8 5 40 
In s ta n t Postum , No. 9 5 00 
In s ta n t Postum , No. 10 4 50 
Postum  Cereal, No. 0 2 25 
Postum  Cereal, No. 1 2 70 
P ost Toasties, 36s — 3 45 
P ost T oasties, 24s — 3 45 
P o s t’s B ran , 2 4 s ----- 2 70

BROOMS 
doz. 5 26

GREASE
4 35 
6 00

10 lb. pails, per doz. 8 50
15 lb. pails, per doz. 11 95
25 lb. pails, per doz. 19 50

J e w e l l , ------- —  „ „
S tandard  P arlo r, 23 lb. 8 25 
F ancy  Parlor, 23 lb .— 9 2o 
Ex. F ancy  P a rlo r 25 lb. 9 76 
Ex. Fey. P a rlo r 26 lb. 10 00
Toy _______ -  - — — 7 75
W hisk, No. 3 -------------2 76

b r u s h e s
Scrub

Solid B ack, 8 in. ----
Solid Back, 1 in. .. 
Pointed

1 50 
1 76

CANNED MEAT 
Bacon, Med. B eechnut 3 30 
Bacon, Lge. B eechnut 6 40
Beef, No. 1, C o rn e d_3 10
Beef, No. 1, R o a s t___ 3 10
Beef, No. 2%, Qua. sll. 1 50 
Beef, 3Vi oz. Qua. sli. 2 00 
Beef, 5 oz., Qua. sll. 2 75 
Beef, No. 1, B ’nu t, sli. 4 50 
B eefsteak  & Onions, s  3 45 
Chili Con Ca., Is  1 3501 45 
Deviled H am , V4s —  2 20 
Deviled H am , Vis —  3 60 
H am burg  S teak  &

Onions, No, 1 _____ 3 16
P o tted  Beef, 4 oz. —  1 10 
P o tted  M eat, V4 Libby 62Vi 
P o tted  M eat, Vi Libby 92 Vi 
P o tted  M eat, Vi Qua. 90 
P o tted  H am , Gen. Vi 1 86 
V ienna Saus., No. Vi 1 ¿5 
V ienna Sausage, Qua. 95 
V eal Loaf, M edium — 2 65

POW DERS 
oz. tum bler 1 35 

Queen Flake, 16 oz., dz 2 25
Royal, 10c, doz. ___  96

6 oz., do. ____ 2 70
12 oz., d o z . ___5 20
5 lb. ________ 31 20

16 oz., doz___ 1 25

BAKING 
A rctic, 7

Royal,
Royal,
Royal,
Rocket,

K. C. B rand

10c size, 
15c size, 
20c size, 
25c size, 
60c size,

P e r  case 
____3 70

6 50
7 20 
9 20
8 80 
8 85 
6 75

doz. . 
doz. . 
doz. . 
doz. . 
doz. .

80c size, 1 doz. .
10 lb. size, Vi d o z . -----
F re ig h t prepaid to  Jobbing 
po in t on case goods. 
Term s: 30 days n e t o r 2%
cash d iscount if rem ittance  
reaches us w ith in  10 «lays 
from da te  of invoice. Drop 
sh ipm ents from  factory.

B EE CH -N U T BRANDS.

M ints, all f l a v o r s -----  60
Gum ________________  22
F ru it D r o p s --------------  JO
C a r a m e ls ------------------- JO
Sliced bacon, large __ 6 40 
Sliced bacon, medium  3 30 
Sliced beef, m edium  _ 2 80 
G rape Jelly, large —  4 50 
Grape Jelly, m edium — 2 70 
P e a n u t b u tte r, 16 oz. 4 25 
P e an u t b u tte r, 10Vi oz. 2 90 
P ean u t b u tte r, 6V4 oz. 1 85 
P e an u t b u tte r, 3 Vi oz. 1 20 
P repared  S paghetti — 1 40 
Baked beans, 16 o z .. .  1 40

BLUING 

The Original

Condensed

2 oz., 4 dz. cs. 3 00
3 oz., 3 dz. cs. 3 76

FOODSBREAKFAST
Kellogg’s B rands.

Corn F lakes, No. 136 3 45 
Corn F lakes, No. 124 3 45 
Corn F lakes, No. 102 2 00
Pep, No. 224 ----------- 2 70
Pep, No. 202 _______ 1 76
K rum bles, No. 424 —  2 70 
B ran  F lakes, No. 624 2 25 
B ran  F lakes, No. 602 1 50

E n d s _______ 1 26
Stove

Shaker --------------------- J 5®
No. 60 ----------------------- 2 00
Peerless ------------------ 2 60

Shoe
No. 4 - 0 -------- -----------2 25
No. 2 0 _______________ * 00

BUTTER COLOR
D a n d e lio n ----- -----------2 86

CANDLES
E lec tric  L ight, 40 lbs. 12.1
Plum ber, 40 l b s . -------12.8
Paraffine, 6 s ______ -  14Vi
Paraffine, 1 2 s _______ l*Vi
W i c k l n g ----------------- 40
Tudor, 6s, per b o x _30

CANNED FR U IT 
Apples, 3 lb. S tan d ard  1 50
Apples, No. 1 0 _ 4 60 ©5 76
Apple Sauce, No. 10 8 00 
Apricots, No. 1 1 7502 00
A pricots, No. 2 ---- 3 00
A pricots, No. 2Vi 3 4003 90 
Apricots, No. 10 8 60011 00 
B lackberries, No. 10 8 60
B lueber’s, No. 2 2 00 © 2 76 
Blue berries, No. 10— 14 00 
C herries, No. 2 —— 3 76
C herries, No. 2 V i-----.4  60
C herries, No. 10 —  14 00
L oganberries, No. 2 — 3 00 
Loganberries, No. 10 10 00 
Peaches, No. 1 1 50 @2 10
Peaches, No. 1, sliced 1 26
Peaches, No. 2 ----- — 2 76
Peaches, No. 2Vi Mich 3 25 
Peaches, 2Vi Cal. 3 0003 25 
Peaches, 10, Mich. — 8 60
Pineapple, 1 si. -------- 1 76
Pineapple, 2 s l l . ----- 2 80
P ’apple, 2 br. s i . ----- 2 40
P 'apple, 2Vi, s l l . -------3 Ó0
P 'apple, 2, cru . -------- 2 60
Pineapple, 10 cru . — 9 00 
Pears , No. 2 — - —— •
P ears, No. 2% --------  3 50
Plum s, No. 2 — 2 40@2 50 
P lum s, No. 2 Vi - - - - - —2 90 
R aspberries, No. 2 blk 3 lb 
R aspb’s, Red, No. 10 13 60 
R aspb’s .B lack ,

No. 10 ----------------- -¿2 CO
R hubarb, No. 10 4 75(^5 50 
S traw berries , No. 10 12 CO 

CANNED FISH 
Clam C h'der, 10Vi oz. 1 35 
Clam Ch., No. 3 — —- 3 60 
Clam s, Steam ed, No. 1 2 00 
Clams, M inced, No. 1 3 25 
F innan  H addie, 10 oz. 3 30 
Clam Bouillon, 7 oz._ 2 60 
Chicken H addie, No. 1 * 76 
F ish  F lakes, sm all — 1 36 
Cod F ish  Cake, 10 oz. 1 35 
Cove O ysters, 5 oz. -  1 66 
L obster, No. Vi. S ta r  2 90
Shrim p, 1. w e t -------- 1 »0
S ard ’s, Vi Oil, K ey — 5 10 
Sardines, 4̂ Oil, k ’less 5 50 
Sardines, Vi Smoked 6 75 
Salmon, W arrens, Vis 2 80
Salmon, Red A laska 3 10
Salmon, Med. A laska 2 85
Salmon, P ink  A laska 1 85
Sardines, Im. V4. ea. 10028 
Sardines, Im., Vi, ea- „ 2 5
Sardines, C a l ._1 65@1 80
T una, Vi. Albocore — 95
Tuna, Vis, C urtis, doz. 2 20 
T una, Vis, C urtis, doz. 3 50 
T una, Is. C urtis, doz. 7 00

Baked Beans 
Cam pbells, lc  free 5 — 
Q uaker, 18 oz.
Frem ont, No. 2 ----------1 20
Snider, No. 1 -----------  »6
Snider, No. 2 -------------1 25
V an Camp, s m a l l ----- 86
V an  Camp, Med. -------1 16

VEGETABLES.CANNED
A sparagus.

No. 1, G reen tip s — 3 76 
No. 2Vi, L arge G reen 4 60
W. B eans, cu t 2 1 4501 75
W. B eans, 1 0 ----------7 60
G reen Beans, 2s 1 4502 26 
G reen Beans, 10s — 0 7  50 
L. B eans, 2 g r. 1 3602 65 
L im a Beans, 2s, Soaked 96
Red Kid, No. 2 -------- 1 25
B eets, No. 2, wh. 1 750  2 40 
B eets, No. 2, cut 1 1001 26
B eets, No. 3, c u t ----- 1 60
Corn, No. 2, s tan . — 1 10 
Corn, Ex. s tan . No. 2 1 35 
Corn, No. 2. F an . 1 8002 36 
Corn, No. 10 — 8 000  10 76 
Hom iny, No .3 1 0001 15
O kra, No. 2, whole — 2 00
Okra, No. 2, c u t ----1 86
D ehydrated  Veg. Soup 90 
D ehydrated  P o ta toes, lb. 46 
M ushroom s, H otels — 88 
M ushroom s. Choce, 8 oz. 48 
M ushroom s, S u r E t ra  60 
Peas, No. 2, E- J • —— 1 
Peas, No. 2, S ift,

Ju n e  -----------------—— 1 8»
Peas, No. 2, Ex. Sift.

E, J . —____ —----- 2 25
Peas, Ex. Fine, F rench  25 
Pum pkin, No. 3 1 3601 60 
Pum pkin, No. 10 4 0u©4 75 
Pim entos, Vi, each  12014 
Pim entoes, Vi. each  — 27
Sw’t  P otatoes, No. 2Vi 2 26 
S au erk rau t, No.3 1 3501 50 
Succotash, No. 2 1 650  2 50 
Succotash, No. 2, g lass  2 80
Spinach, No. 1 --------   1 25
Spnach, No. 2 „  1 6001 90 
Spinach, No. 3— 2 25 0  2 50 
Spinach, No. 10- 6 5007 00 
Tom atoes, No. 2 1 2001 30 
Tom atoes, No. 3, 1 9002 26 
Tom atoes, No. 10— 0 8  00

CATSUP.
B -nu t, s m a l l -------------- 1 9®
Lily of Valley, 14 oz—  2 60 
Lily of Valley, Vi p in t 1 75 
P aram ount, 24, 8s —  1 45 
P a ram oun t, 24, 16s — 2 40
P aram oun t, C a l . ----- 14 00
Sniders, 8 oz. -------------1 76
Sniders, 16 o z . -------------2 55
Q uaker, 8 Vi o z . -------- 1 25
Q uaker, 10Vi o z . -------- 1 46
Q uaker, 14 oz. ----------- 1 90
Q uaker, Gallon G lass 13 00 
Q uaker, Gallon T in  — 9 00

CHILI SAUCE
Snider, 16 oz. -------------3 30
Snider, 8 oz. --------------2 30
Lilly Valley, 8 oz. — 2 25 
Lilly Valley. 14 oz. __ 3 25

OYSTER COCKTAIL.
Sniders, 16 o z . ----------- 3 30
Sniders, 8 oz. ______ 2 30

C H EESE.
Roquefort ___________  65
K raft, sm all item s 1 65
K ra ft, A m e r i c a n _1 66
Chili, sm all tin s  — 1 65 
Pim ento, sm all tin s  1 65 
Roquefort, sm. tin s  2 25 
C am em bert, sm. tin s  2 25 
W isconsin F la ts  and

D a is ie s _____________ 28
Longhorn ___________  29
New York New 1926 _31
Sap Sago ____________ 38
B r i c k _________________ 30

CHEW ING GUM.
A dam s B lack  J a c k ----- 65
A dam s B loodberry -------66
A dam s D e n ty n e ________ 65
A dam s Calif. F r u i t ----- 65
A dam s Sen Sen ----------- 66
B eem an’s Pepsin  ----------65
B eechnut W in te rg reen - 70 
B eechnut P epperm in t _ 70 
B eechnut S pearm in t - — 70
D oublem int ____________ 65
P epperm in t, W rig leys _  65 
Spearm int, W rgileys __ 65
Ju icy  F ru it  -------------------65
W rigley’s P -K  -------------65
Zeno _____________   — 65
T eaberry  ----------------------65

COCOA.
D roste’s  D utch, 1 lb—  8 50 
D roste 's  D utch, % lh. 4 60 
D roste’s D utch, V4 lb. 2 35 
D roste’s D utch, 5 lb. 60 ■
Chocolate A p p le s ----- 4 60
Pastelles, No. 1 ------- 12 60
Pastelles, % l b . ---------- 6 60
P a in s  De C a f e ________3 00
D roste’s B ars, 1 doz. 2 00
D elft P a s t e l l e s ----------2 15
1 lb. Rose T in  Bon

Bons ______________ 18 00
7 oz. Rose T in  Bon

Bons _______________ ® 0®
13 sz. C rem e De C ara-_____________________13 20
12 oz. R o s a c e s -------—10 80
% lb. R o s a c e s ______ 7 80
V4 lb. P aste lles  _______ 3 40
L angues De C hats  — 4 80

CHOCOLATE.
B aker, C aracas, V is ----37
B aker, C aracas, V is ---- 35

COCOANUT
D unham 's

15 lb. case, Vis an d  V6» 48
15 lb. case. V is -------------47
15 lb. case, Vi»-------------46

MILK COMPOUND 
H ebe, Tall, 4 doz. __ 4 60 
Hebe, B aby, 8 do. — 4 40 
Carolene, Tall, 4 dos.3 80 
Carotene, B aby ----------3 50

EVAPORATED MILK 
Q uaker, Tall, 4 doz. __ 4 76 
Q uaker, Baby, 8 doz. 4 66 
Q uaker, Gallon, Vi dz. 4 60 
C arnation , Tall, 4 doz. 6 00 
C arnation , Baby, 8 dz. 4 90

Apples
N. Y. Fey., 50 lb. box 16Vi 
N. Y. Fey., 14 oz. pkg. 16 

A pricots
E vaporated , Choice — 87 
E vaporated , F ancy  — 80 
E vaporated , S labs — 86 

C itron
10 lb. b o x ----------- ----- 60

C u rran ts
Packages, 14 oz. —— 16

O atm an’s  Dundee, T all 6 00 Greek, Bulk, l b . _____ 16
O atm an’s  D’dee, B aby 4 90
E very  Day, T all ____ 6 00
E very  Day, B a b y ___ 4 90
P e t, T all ____________ 6 00
P e t, Baby, 8 o z ._____ 4 90
B orden 's T all _______ 5 00
B orden’s B aby ______ 4 90
V an Camp, T a l l -------4 90
V an Camp, B aby —  3 76

G. J.
CIGARS

Johnson’s  B rand

CLOTHES LINE.
Hem p, 60 f t . ___  2 0002 26
Tw isted  Cotton,

60 f t  _______  3 5004 00
B raided, 60 ft. -------- - 2  25
Sash Cord ___  3 50 0  4 00

G. J . Johnson  C igar,
10c _______________  76 00

W orden Grocer Co. B rands
K ing E d w a r d ______  37 60
M aster Piece, 50 T in - 36 00
C anadian  C l u b --------  35 00 60070,
L ittle  T o m _________  37 60 50060,
Tom Moore M onarch 75 00 40050, 
Tom Moore P a n e tr is  65 00 30040; 
T. Moore Longfellow 95 00 20030,
W ebster C a d i lla c ___  75 00
W ebster K nickbocker 95 00 
W ebster B elm ont— 110 00 

• W ebster St. Reges 125 00
B ering  Apollos ------  95 00
B ering  P a lm ita s  — 116 00
B ering  D e lio s e s ----  120 00
B ering  F a v o r i t a ---- 135 00
B ering  A lbas _____  160 00

CONFECTIONERY 
Stick  Candy P a ils

S tan d ard  ------------------- 16
Jum bo W r a p p e d ------- 19
P ure  S ugar S ticks 600s 4 20 
Big S tick, 20 lb. case 18

Mixed Candy
K indergarten  ----------------17
L eader --------------------------14
X. L. O. _______________ 18
F rench  C r e a m s ________ 16
P a ris  C r e a m s _________ 16
G rocers ____________ —  H

Fancy Chocolates
5 lb. Boxes 

B itte rsw ee ts , A ss’ted  1 70 
Choc M arshm allow  D p 1 70 
Milk Chocolate A A 1 70
Nibble S ticks ----------- 1 86
No. 12, Choc., L igh t _ 1 65 
Chocolate N ut Rolls _ 1 80
M agnolia Choc _____ 1 16

Gum Drops Pa lls
Anise --------------------------16
Cham pion G u m s --------16
Challenge G u m s --------16
F avorite  ----------------------! •
Superior, B o x e s -------------**

Lozenges Pa ils  
A. A. Pep. Lozenges 18 
A. A. P in k  Lozenges 16 
A. A. Choc. Lozenges 16
M otto H e a r ts  -------------19
M alted Milk Lozenges 21

H ard Goods P a ils
Lem on D rops ---------— 18
O. F . H orehound dps. — 18
Anise Squares -------------1»
P ean u t S q u a r e s -------------17
H orehound T a b l e t s ----- 18

D ates
D rom edary, 36s —— 6 76 

Peaches
Evap. C h o ic e  - ——  81
Evap. Ex. F ancy , P. P . 30 

Peel
Lemon, A m erican —— 30
uran g e , A m e ric a n ----- 30

Raisins
Seeded, b u l k ----- -— -  09%
Thom pson’s s ’dles b lk  9% 
Thom pson’s  seedless,

16 oz...............................10%
Seeded, 15 o z . ----------- 12%

C alifornia P runes 
900100, 25 lb. boxes.

25 lb. boxes—010 
25 lb. boxes—©11 
25 lb. boxes—012
25 lb. boxes_015
25 lb. boxes—022

FARINACEOUS GOODS 
Beans

Med. H and  P icked _  06
Cal. L im as -------------- 1®
Brown, S w e d is h _____ 08
Red Kidney -------------H

F arina
24 p a c k a g e s ----------- 2 60
Bulk, per 100 l b s . ----- 06%

Hominy
P earl, 100 lb. sacks — 3 60 

M acaroni 
M ueller’s  B rands 

9 oz. package, per doz. 1 30 
9 oz. package, per case  2 60

Bulk Good»
Elbow, 20 lb. -------------- 09
E gg Noodle, 10 lbs. — 15 

P earl B arley
C hester -------------- -—-  4 60
0000 _____________ ___ 7 00
B arley G r i t s -------------- 6 00

Peas
Scotch, lb. __________ 06%
Split, lb. y e l lo w -------- 08
Split green  --------------  08

Sage
E a s t Ind ia  ___________ 10

Tapioca
Pearl, 100 lb. sacks — 09
M inute, 8 oz., 3 doz. 4 05 
D rom edary In s ta n t — 3 50

FLAVORING EXTRACTS

Doz.
V anilla PU RE
1 3 5 __ % ounce
1 8 0 __ 1% ounce
3 20 — 2V4 ounce
3 00 __ 2 ounce
5 50 __ 4 ounce

iHDME GROCER CO.
aOAJttu 

MUSKEGO«. MICS

C O FFE E ROASTED 
1 lb. Package

M elrose ------------------------ 54
L iberty  ------------------------ 24
Q uaker ------------------------ 41
N edrow  ________________ 39
M orton H ouse -------------- 45
Reno ___________________ 36
Royal Club -------------------40

M cLaughlin’s K ept-F resh  
V accum  packed. Always
fresh. Com plete line of
h igh -g rade  bulk  coffees.
W . F . M cLaughlin & Co., 

Chicago.

Maxwell House Coffee.
lb. tin s  ___________  47
lb. tin s  -----------------1 39

Coffee E x trac ts
M. Y., p e r 1 0 0 _____  12
F ran k ’s 50 pkgs. — 4 25 
H um m el’s 50 1 lb. 10%

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

Cough Drops Bxs
P u tn am ’s  ----------------- J £6
Sm ith B r o s . -------------- 1 60

Package Goods 
C ream ery M arshm allow s 

4 oz. pkg., 12s, c a r t. 86 
4 oz. pkg., 48s, case 3 40

Specialties
W alnu t Fudge -------------- 22
Pineapple Fudge ----------21
Ita lian  Bon Bons -------- 17
B anquet C ream  M in ts- 88 
S ilver K ing M.Mallows 1 50 
W alnu t Sundae, 24, 6c 80 
N eapolitan, 24, 5c —- —  80 
Mich. S ugar Ca., 24, 6c 80
P a l O Mine, 24, 5 c ----- 80
M alty M ilkies, 24. 6c __ 80 
B o-K a-T o-K a, 24, 6c — 80

COUPON BOOKS 
Econom ic g rade 8 60 
Econom ic g rade  4 60 
Econom ic grade 20 00 
Econom ic g rade  37 60 

W here 1,000 books a re  
ordered a t  a  tim e, special
ly p rin ted  fron t cover is 
fu rn ished  w ithou t charge.

—_ 1 80
__ 3 20
__ 3 00
__ 6 50

UNITED FLAVORING 
Colored

Im ita tion  V anilla
1 ounce, 10 cent, doz. 96
2 ounce, 16 cent, doz. 1 25
3 ounce, 25 cen t, doz. 2 00
4 ounce, 30 cent, doz. 8 26

Jiffy  Punch
3 doz. C a r to n ----- ----- 8 36

A ssorted  flavors.

FLOUR
V. C. Milling Co. B rands

Lily W hite  __________ 9 90
H arv est Queen ----- — 9 80
Yes M a’am  G raham ,

60s _________________ 2 40

50
100
500

1000

CREAM OF 
lb. boxes —

TARTAR

FR U IT  CANS 
F. O. B. G rand R apids 

M ason
H alf p in t ------------------ 8 40
One p i n t ______——— 8 60
One q u a r t  ___ ____ — 9 60
H alf gallon -------- ——IS 60

Ideal G lass Top. 
Rubbers.

H a lf p i n t ____________ 9 60
One p i n t _________ — 9 80
One q u a rt ----------------11 75

38 H alf g a l lo n __________ 15 76
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GELA TIN E

26 oz., 1 doz. case — 6 00 
3% oz., 4 doz. case— 3 60 
One doz. free w ith  5 cases.
Jello-O , 3 d o z . -------—
M inute, 3 d o z . -----------
P lym outh, W h i t e -----
Q uaker, 3 doz. --------

HORSE RADISH
P e r doz., 7 oz. --------
JELLY  AND PRESERV ES 
P ure, 30 lb. pails ——3 30 
Im itation , 30 lb. pails 1 75 
Pure, 6 oz.. A sst., doz. 1 10 
Buckeye, 18 oz., doz. 2 00

j e l l y  g l a s s e s
8 oz., per doz. -----------  37

O L E O M A R G A R IN E  
V an  W e s te n b ru g g e  B ran d s  

C arlo ad  D is tr ib u to r

3 45
4 05
1 55
2 551 10

OLIVES M utton
Bulk, 5 gal. k e g -----  9 00 Good -------------------------20
Q u a rt J a rs , d o z e n _ 6 00 M edium ---------------------17
Bulk, 2 gal. k e g ___  3 75 Poor ------------------------- 15
P in t, J a rs , d o z e n ----- 3 35
4 oz. J a r , plain, doz. 1 35 Pork
5% oz. J a r , pi., doz. 1 60 L ight h o g s ------------------16
9 oz. J a r , plain, doz. 2 35 M edium hogs ------------ 16
20 oz. J a r ,  PI. do—  4 25 H eavy h o g s --------------- 15
3 oz. J a r ,  S tu., doz. 1 35 Loins, Med. --------------- 23
6 oz. J a r , stuffed, dz. 2 50 
9 oz. J a r ,  stuffed, doz. 3 50 
12 oz. J a r , Stuffed,

doz. _________  4 60@4 75 N eck bones
20 oz. J a r , stuffed dz. 7 00 

PARIS GREEN
%s ____________________ 21
lS _____________________ 29
2s and  5s ---------------------z ‘

r e g g i g l i

Nucoa, 1 l b . _________ 21
Nucoa, 2 and  5 lb. — 20% 

W ilson & Co.'s B rands 
Oleo

Certified — --------------- 24
N u t _________________  1«
Special R o l l --------------19

MATCHES
Swan, 144 ___________ 4 75
D iam ond, 144 b o x ----- 6 00
S earchlight, 144 box— 6 00 
Ohio Red Label, 144 bx 4 20 
Ohio B lue Tip, 144 box 6 00 
Ohio Blue Tip, 720-lc 4 50
Blue Seal, 144 --------  5 60
Reliable, 144 -----------  4 35
fed e ra l. 1 4 4 _________ 5 80

Safety  M atches 
Q uaker, 5 gro. c a s e ..  4 25 

MINCE MEAT 
None Such, 4 doz. „  6 47 
Q uaker, 3 doz. case __ 3 60 
Libby, Kegs, wet, lb 

MOLASSES

B u tts  _______________ 22
Shoulders ____________ 18%
Spareribs ___________ 16

_____07

Lake H erring 
% bbl., 100 l b s . _____ 6 60

Mackerel
Tubs, 100 lb. fncy fa t 24 50
Tubs, 50 c o u n t _____ 9 00
P ails, 10 lb. F ancy  fa t 2 00

W hite Fish
Med. Fancy, 100 lb. 13 00

BLOATERS 
50s, per box 2 50

PROVISIONS 
Barreled Pork 

C lear Back __ 30 00@32 00 
Short C ut C lear 31 00@33 00

22

55

25
50
75
20

Gold B rer Rabbit 
No. 10, 6 cans to case 6 
No. 5. 12 cans to case 6 
No. 2%, 24 cans to  cs. 6 
No. 1%, 36 cans to cs.  ̂ 5 

Green Brer Rabbit 
No. 10, 6 cans to case 4 
No. 5, 12 cans to  case 5 20 
No. 2%, 24 cans to  cs. 5 45 
No. 1%, 36 cans to cs. 4 

A unt Dinah Brand 
No. 10, 6 cans to  case 3 
No. 5. 12 cans to  case 3 
No. 2%, 24 cans to cs. 3 
No. 1%, 36 cans  to  cs. 3 

New O rleans 
F ancy  Open K ettle  —  74
Choice ------------------------ 5,
F a ir  ----- ------------------ - — 41

H alf barre ls  5c ex tra  
M olasses in Cans 

Dove, 36, 2 lb. W h. L. 6 60 
Dove, 24, 2% lb W h. L. 5 20 
Dove, 36, 2 lb. B .ack 4 30 
Dove, 24, 2% lb. B lack 3 90 
Dove, 6 10 lb. B lue L. 4 45 
P alm etto , 24, 2% lb._ 5 25 

NUTS Whole
Almonds, T a rrag o n a— 27
B razil, New ------------- 1»
F ancy  M ix e d ------------
F ilberts, Sicily —- —  f f

PEA NU T BUTTER

Bel Car-M o B rand
24 1 lb. p a i l s --------------
8 oz., 2 do. in case—
5 lb. pails, 6 in c ra te
12 2 lb. pails ------------
14 lb. pails ----------------
50 lb. tin s  -----------------
25 lb. p a i l s ___________
PETROLEUM  PRODUCTS 

Iron  B arrels 
Perfection  K erosine — 14.6 
Red Crown Gasoline,

T an k  W a g o n ----------- 16.7
Solite G a s o lin e ________19.7
Gas M achine G asoline 40.1 
V. M. & P. N ap h th a  21.6
Capitol C y lin d e r_____ 39.2
A tlan tic  Red E ngine— 21.2 
W in ter B lack -------------12.2

Dry S alt M eats 
D S Bellies — 18-20@20-22

Lard
P u re  in t i e r c e s --------  14
60 lb. t u b s ___advance %
50 lb. t u b s ___advance %
20 lb. p a i l s ___advance %
10 lb. p a i l s ___advance %
5 lb. p a i l s __ advance 1
3 lb. p a i l s ___advance 1

Compound t i e r c e s ----- 12
Compound, t u b s -------- 12%

Sausages
Bologna _____________ 15
Liver _______________ 11
F ran k fo rt -----------------19
Pork  ____________  18@20
V e a l _________________ 19
Tongue, Jellied -------- 35
H eadcheese -------------- 18

Smoked M eats 
H am s, Cer., 14-16 lb. @28 
H am s, C ert., Skinned

16-18 lb. _________  @30
H am , dried  beef

K nuckles _________ @32

35.2 00 
1 35 

90

1 35 
1 40 
1 25 
1 35 
1 35 
1 40 
1 85

C alifornia H a m s -----  @18
Picnic Boiled

H am s --------------  20 @22
Boiled H am s - —  45 @45
Minced H a m s -----  @19
B a c o n ___________ 24 @36

Facy,
SHOE BLACKENING

2 in 1, P aste , d o z ._1 35
E. Z. Com bination, dz. 1
D ri-Foot, doz. _____
Bixbys, Doz. _______
Shinola, doz. ________

STOVE POLISH
Blackine, per d o z ._
B lack Silk Liquid, dz.
B lack Silk P aste , doz. 
E nam eline P aste , doz. 
Enam eline Liquid, dz.
E. Z. Liquid, p e r doz.
Radium , per d o z .___
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 doz. ___ 3 00

SALT
Colonial, 24, 2 l b . ___  95
Colonial, 36-1% _____ 1 25
Colonial, Iodized, 24-2 2 00
Med. No. 1 Bbls. ___ 2 60
Med. No. 1, 100 lb. bg. 85 
F a rm e r Spec., 70 lb. 90
P ack ers  M eat, 50 lb. 57
C rushed Rock for ice

cream , 100 lb., each  85
B u tte r Salt, 280 lb. bbl. 4 24
Block, 50 lb. _______  40
B aker Salt, 280 lb. bbl. 4 10
100, 3 lb. T a b l e _____ 5 75
70, 4 lb. Table ______ 5 25
28, 10 lb. T a b l e ...........6 00
28 lb. bags. T a b l e _ 42
Old H ickcory, Smoked,

6-10 lb. ____ ____ _ 4 80

W ASHING POW DERS 
Bon Ami Pd, 3 dz. bx 3 75 
Bon Ami Cake, 3 dz. 3 25
Brillo _______________  85
Climaline, 4 doz. ----- 4 20
G randm a, 100, 5 c ----- 4 00
G randm a, 24 L arge _ 3 75
Gold D ust, 1 0 0 s_____ 4 00
Gold D ust, 12 L arge 3 20
Golden Rod, 24 --------  4 25
Jinx , 3 doz. _________ 4 50
La F rance Laun., 4 dz. 3 60
L uster Box, 54 ------- 3 75
Old D utch Clean. 4 dz 3 40
Octagon, 6 0 s _________ 4 00
Rlnso, 40s ---------------
Rinso, 24s __--------------
Rub No More, 100, 10

oz. ________________
Rub No More, 20 Lg. 
Spotless C leanser, 48,

20 oz. _____________ 3
Sanl Flush , 1 doz. — 2 25
Sapolio, 3 doz. -------- 3 15
Soapine, 100, 12 oz. _ 6 40 
Snowboy, 100, 10 oz. 4 00 
Snowboy, 24 L arge —
Speedee, 3 doz. --------
Sunbrite, 72 doz. -----
W yandotte, 48 _____

SPICES 
W hole Spices

Allspice, J a m a i c a ___ @24
Cloves, Zanzibar ___ @40

C anton _____ @25
5c pkg., doz. @40
A frican ______ @16
Cochin _____ @30

Penang  _____ 1 10

Zion Fig Bars 
Unequalled for 
Stimulating and 
S p e e d i n g  Up 

Cooky Sales

Obtainable from Your 
Wholesale G fixer

85

4 80 
7 20 
4 00 
4 75

TEA
Japan

M edium ____________ 27@33
Choice __________ — 37 @ 46
F a n c y _____________  54@59

•No. 1 N ib b s ____________ 54
1 lb. pkg. S i f t i n g -------- 13

Gunpowder
Choice _________________ 40
F ancy  ________________  47

Ceylon
Pekoe, m edium  ______ -  57

Boneless, rum p 28 00@30 00 
Rump, n e w _ 29 00@32 00

Mince M eat
Condensed No. 1 car. 2 00

Iron B arrels
L igh t _________________ 62.2
M e d iu m _______________ 64.2
H eavy ________________ 66.2
Special heavy ----------- 68.2 ___ . ___ I  I
E x tra  heavy - —- ----------70.2 condensed  B akers b rick  31
T ransm ission  Oil -------62.3
F in d , 4 oz. cans, doz. 1 50 
F in d , 8 oz. cans, doz. 2 25
Parow ax, 100 lb. -----  9.3
Parow ax. 40,
Parow ax, 20,

PICK LES 
Medium Sour 

B arrel, 1600 count — 17 00 
H alf bbls., 800 coun t 9 00 
5 gallon, 400 coun t — 4 75 

Sw eet Small
30 Gallon, 3000 --------  42 00
5 Gallon, 500 --------  8 25

Dill P ickles
900 Size, 48 g a l . -----  22 00
1100 Size, 48 gal. — 27 oO

PIPE S
Cob, 3 doz. in bx. 1 00@1 20

PLAYING CARDS 
B attle  Axe, per doz. 2 75 
Bicycle _______________ 1 16

POTASH
B ab b itt’s

FRESH MEATS 
Beef

Top S teers  & Heif. _

M oist in g l a s s ----------- 6 00

P ig’s Feet 
Cooked in V inegar

% bbls. — —------------ 2 50
% bbls., 35 l b s . -------- 4 50
% bbls. _____________ 9 00
1 bbl. ______________  17 oo
K its, 15 lbs. ----------- 1 75
% bbls., 40 lbs. -------- 3 50
% bbls., 80 l b s . -------- 5 00

Casings
Hogs, Med., p e r lb. —@55
Beef, round  s e t ----- 23@36
Beef, m iddles, s e t— @1 50 
Sheep, a  skein -----  @2 65

RICE
Fancy  Blue R o s e ----- 06%
F ancy  H ead  -------------09
B roken ----------------------03%

ROLLED OATS 
Silver F lake, 12 Fam . 2 25 
Q uaker, 18 R egular — 1 80 
Q uaker, 12s Fam ily  — 2 70 
M others, 12s, M’num  3 25 
Nedrow, 12s, C hina — 3 25 
Sacks, 90 lb. Ju te  — 3 35

P e r case, 24, 2 lbs. 
F ive case lots —  
Iodized, 24, 2 lbs. .

— 2 40
__ 2 30
„  2 40

SOAP
Am. Fam ily, 100 box 6 30
Export. 120 box ____ 4 80
Big Jack , 60s ________ 4 50
Fels N aptha, 100 box 5 50 
F lake W hite , 10 box 4 05 
G rdm a W hite  Na. 10s 3 85 
Rub No More W hite

N aptha, 100 b o x _4
Rub-N o-M ore, yellow 5 
Sw ift Classic, 100 box 4 
20 Mule Borax, 100 bx 7
Wool, 100 box ______ 6
J a p  Rose, 100 b o x ___ 7
F airy , 100 box ______ 5
P alm  Olive, 144 box

Cassia,
Cassia,
Ginger,
Ginger,
Mace,
Mied, No. 1 
Mixed, 5c pkgs., doz. @45
N utm egs, 70@90 ----- @78
N utm egs, 105-110___ @70
Pepper, B lack ______ @45

Pure Ground in Bulk 
Allspice, Jam aica  —  @18
Cloves, Z anzibar ___ @46
C assia, C anton ______ @26
Ginger, Corkin -------- @38
M ustard  _____________ @32
Mace, P enang  ______ 1 30
Pepper, B la c k ________ @50
N utm egs ____________ @75
Pepper, W hite _____ @60
Pepper, Cayenne ----- @32
Paprika , Spanish -------@42

Seasoning
Chili Powder, 1 5 c ___ 1 35
Celery Salt, 3 o z . ___  95
Sage, 2 oz. _________  90
Onion S a lt __________ 1 35
Garlic _______________ 1 35
Ponelty, 3% oz. ----- 3 25
K itchen B ouquet ___ 4 50
L aurel L eaves ______  20
M arjoram , 1 o z . ---------------  90
Savory, 1 oz. _______  90
Thym e, 1 o z . ________  90
Tum eric, 2% oz. -----  90

STARCH

Corn
Kingsford, 40 l b s . ___ 11%
Pow dered, b a g s _____ 4 00
Argo, 48, 1 lb. pkgs. 3 60
Cream , 48-1 _________ 4 80
Q uaker, 40-1 ________  07

Congou, 
Congou, 
Congou,

English B reakfast
M edium _____ 28
C h o ic e ___ 35@36
F a n c y ___ 42@43

Oolong
M edium _______________  39
Choice ______________ — 45
Fancy ________________ 50

Cotton, 
Cotton, 
Wool, 6

TW IN E
3 ply c o n e __
3 ply p a i l s __
ply ---------------

VINEGAR
Cider, 40 G rain _______
W hite W ine, 80 g ra in_
W hite W ine, 40 g ra in —

WICKING
No.
No.
No.
No

per g r o s s ____  75
per g r o s s ___ 1 25
per g r o s s ___ 1 50
per g r o s s ___ 2 00

Peerless Rolls, per doz. 90 
Rochester, No. 2, doz. 60 
R ochester, No. 3, doz. 2 00 
Rayo, per doz. ___ — 75

W OODENW ARE
B askets

Bushels, narrow  band,
w ire handles ______ 1 75

B tishe's, narrow  band,
wood handles ______ 1 80

M arket, drop h an d le . 90 
M arket, single h an d le . 95 
M arket, e x tra  ----------- 1 60
Splint,
Splint,
Splint,

large _________ 8 50
m edium  ______ 7 50
small ...................6 50

Sacks, 90 lb. C otton — 3 40 £^va , 'lOO 'bo*’— _——_*4 90 
O c ta g o n _____________ 6 00RUSKS

H olland R usk  Co. 
B rand

18 roll packages -------2 30
36 roll packages -------4 50
36 carto n  packages — 5 20 
18 carton  packages — 2 65

SALERATUS
Arm and  H am m er — 3 75 

SAL SODA
G ranulated , bbls. ----- 1 80

2 d o z .___  2 75 G ranulated , 60 lbs. cs. 1 60
G ranulated , 36 2% lb.

p a c k a g e s --------------- 2 40

Pum m o, 100 box ----- 4 85
S w eetheart, 100 box _ 6 70 
G randpa T ar, 50 sm. 2 10 
G randpa T ar, 50 lge. 3 50 
Q uaker H a rd w ater

Cocoa, 72s, b o x _— 2 85
F a lrb a n k  T ar, 100 bx 4 00 
Trilby  Soap, 100, 10c 7 30 
W illiam s B arber B ar, 9s 50 
W illiam s Mug, per doz. 48

CLEANSERS

17 COD FISH 
M iddies --------------------18%

S B S S  Y > « s  » 8  » ?  Ä  8 *P eanu ts , Jum bo, rs td . i<)% 
P ean u ts , Jum bo, std. i-%
Pecans, 3 s ta r  --------  f"
Pecans, Jum bo . . -----
Pecans, M am m oth — 50 
W alnu ts, C alifornia — 38 

S a lte d  P e a n u ts
F ancy , No. 1 ----------
J u m b o ------------ ---------

Shelled
Almonds -----—--------- 70
P eanu ts , Spanish,

125 lb. bags --------
F ilb erts  -----------------  32
P ecans  ------------------  1
W alnuts---------------  90

13%

Com. S teers  & H ’f. 10@12% 
Cows

Top __________________ 1J
Good _________________ 13
Medium ----------------------12
Common -------------------- 10

Veal
Top ---------------------------  19
Good ------------------ --------  I®
M edium ----------------------  14

Lam b
Spring L am b —
Good --------------------------28
M edium -------------------- *7
Poor

doz.
Wood boxes, Pure 29%11%W hole Cod

HERRING 
Holland H erring

Mixed, K e y s ___________1 00
Mied, h a lf bbls. ____ 9 50
Mixed, bbls _________ 17 00
M ilkers, K egs ----------- 1 10
M ilkers, ha lf bbls. —10 25
M ilkers, bbls. -------_ 19

30 K K  K  K. N orw ay - -  19
28 8 lb. pails ________ 1
27 C ut Lunch ------------ 1
25 Boned, 10 lb. boxes —

Gloss
Argo, 48, 1 lb. pkgs. 3 60 
Argo, 12, 3 lb. pkgs. 2 96 
Argo, 8, 5 lb. pkgs. __ 3 35
Silver Gloss, 48, I s _11%
E lastic , 64 pkgs. ----- 5 35
Tiger, 4 8 -1 __________ 3 50
Tiger, 50 lbs. _______  06

CORN SYRUP

Corn
Blue K aro, No. 1% — 2 42 
Blue K aro, No. 5, 1 dz. 3 33
Blue Karo, No. 1 0 _3 13
R ed Karo, No. 1% — 2 70 
Red K aro, No. 5, 1 dz. 3 71 
Red K aro, No. 1 0 _3 51

Im lt. Maple Flavor 
Orange, No. 1%, 2 dz. 3 15 
Orange, No. 5, 1 do. 4 41 
O range, No. 10 _____ 4 21

Maple.
Green Label Karo,
Green Label K aro  .

Maple and Cane

C hurns
B arrel, 5 gal., each — 2 40 
B arrel, 10 gal., each— 2 55 
3 to 6 gal., per gal. — 16

Pails
G a lv a n iz e d ___ 2 40
G a lv a n iz e d ___ 2 60
G a lv a n iz e d ___ 3 00
F laring  Gal. Ir. 5 00
Tin D a i r y ___ 4 00

10 q t 
12 q t 
14 q t 
12 q t 
10 q t

T raps
Mouse, Wood, 4 holes- 60 
Mouse, wood, 6 holes- 70
Mouse, tin , 5 h o l e s _ 65
R at, w o o d __________ -  1 00
R at, sp ring  _________ 1 00
Mouse, sp ring  ---------- 30

T ubs
L arge G alvanized __
M edium G alvanized _
Sm all Galvanized __

8 50 
7 25 
6 50

W ashboards
B anner. Globe — - —  5 50
B rass, s i n g l e _________ 6 00
Glass, single _________ 6 00
Double Peerless _____ 8 50
Single Peerless ______ 7 50
N orthern  Q u e e n ____ 6 60
U niversal ____________ 7 25

Wood Bowls

M ichigan 
W elchs, per

Maple 
per gal.

gal.

TA BLE SAUCES 
L ea & P errin , la rg e—
Lea & P errin , sm all_
P epper ______________
Royal M int _________
Tobasco, 2 o z . _______
Sho You, 9 oz., doz.

40
15 80 can cases, 34.80 per case

A -l, small 
Capers. 2 oz.

5 19 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

1 55 W RA PPIN G  PAPER
Fibre, M anila, white.- 05%
No. 1 F ib re  ________ . 08

2 50 B utchers D. F . ____ - 06%
2 80 K raft ______________ .  07%

K ra ft S t r i p e ________ - 09%

6 00 YEAST CAKE
3 35 Magic, 3 doz. ______ - 2 70
1 60 Sunlight, 3 doz. ___ - 2 70
2 40 Sunlight, 1% doz. . .  1 35
4 25 Y east Foam , 3 doz. _.  2 70
2 70 Yeast Foam , 1% doz. 1 35
5 20
3 15 YEAST—COMPRESSED
2 30 Fleischm ann, per do*. 30
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Proceedings of the Grand Rapids 
Bankruptcy Court.

G rand Rapids, Feb. 28—In the  m a tte r 
of W. R. Goode, B an k ru p t No. 2948, the 
tru s te  has filed in said cou rt his petition 
for leave to conduct a  sale a t  auction  of 
the  p roperty  of the  e sta te . The request 
has been g ran ted  and such sale will be 
held a t  T raverse  City, M arch 7. The 
sale will be a t  auction  on the  prem ises 
occupied by the  bankrup t, a t  T raverse  
City. The property  to  be sold is a  stock  
of radios, rad io  parts , electrical m a te r
ials, p a rts  and autom obile p a rts  and  a c 
cessories, w ith  the  fixtures used in the 
business. The stock  in trade  is appraised  
a t  12,616.51 and  the  fixtures a t  $2,941.65, 
less $250 which has been se t off to the  
b an k ru p t for exem ptions. An inventory  
is in the  hands of W ard B. Connine, t ru s 
tee, T raverse  City, and  such inventory 
will be on the  prem ises on the  da te  of 
sale. The property  m ay be seen prior 
o r a t  the  sale by application to Mr. Con- 
nine. An inventory  is also a t  the  office 
of the  referee in G rand Rapids. All in 
te rested  should be present a t  T raverse  
C ity on the  date  and  tim e se t forth  above.

In the m a tte r  of W alter S. F a rran t, 
B ankrup t No. 2998, the  tru s tee  has filed 
his final repo rt and  account and  a  final 
m eeting of cred ito rs  has been called for 
M arch 10. The repo rt and  account of the 
tru s tee  will be passed on. Expenses of 
adm in istra tion  will be passed upon, a p 
proved, if reasonable, and paid a s  fa r 
as  the funds will perm it. T here can be 
no dividends for general creditors.

In the  m a tte r  of F ran k  E. H athaw ay, 
B an k ru p t No. 2723, the  tru s te e ’s final re 
port and account has been filed and  a  
final m eeting of creditors has been called 
for M arch 10. The repo rt and  account 
of the  tru s tee  will be considered. E x 
penses of adm in istra tion  will be consid
ered and ordered paid. A first and  final 
dividend will be paid to creditors, if the  
ne t funds will perm it, a lthough it  is not 
probable th a t  such dividend can  be paid.

Feb. 28. On th is  day w as held the  first 
m eeting  of cred ito rs  in the  m a tte r  of 
John  Thornton, B ankrup t No. 3086. The 
bank rup t w as p resen t in person and rep 
resen ted  by a tto rn ey  Calvin L. B ancroft. 
C reditors were represen ted  by H ilding & 
Hilding, a tto rneys. C laims w ere proved 
and allowed. The b an k ru p t w as sworn 
and exam ined, w ithou t a  reporter. No 
tru s tee  w as appointed. The first m ee t
ing then  adjourned w ithout date  and  the 
case closed and re tu rn ed  w ithou t asse ts.

On th is  day also w as held the  first 
m eeting  of cred ito rs  in the m a tte r of 
F red  Sutton, B ankrup t No. 3086. The 
ban k ru p t w as p resen t in person and  rep 
resented  by a tto rn ey  John W. Powers. 
C reditors were represen ted  by Corwin, 
Norbross & Cook and  Ivy C. W . Moore, 
agent. C laim s were proved and  allowed. 
C. W . Moore was elected tru stee , and his 
bond placed a t  $100. The b an k ru p t w as 
then sworn and  exam ined w ithou t a  re 
porter. The first m eeting  adjourned w ith 
o u t date.

On th is  day also was held the  sale of 
a sse ts  in the  m a tte r of A braham  H addad, 
B ankrup t No. 3065. The bank rup t was 
not p resen t o r represented . The tru s tee  
was p resen t in person. No b idders were 
p resen t o r represented. The offer of E.
1 How ard, of $350 for the  stock  in trad e  
and fixtures w as considered, and  accepted 
and  confirmed. The sale then  adjourned 
w ithou t date . The expenses of adm in 
is tra tion  to da te  have been ordered paid.

Feb. 28. W e have to -day  received the  
schedules, reference and ad jud ication  in 
the  m a tte r of Otis Barlow, B an k ru p t No. 
3102. The m a tte r has been  re ferred  to 
C harles B. B lair a s  referee in b ank 
ruptcy . The b ank rup t is a  re s iden t of 
Allegan, and his occupation is th a t  of a  
section  hand. The schedules show a s 
se ts  of $73.04 w ith  liabilities of $1,127.50. 
The court has w ritten  for funds and upon 
receip t of the  sam e, the  first m eeting of 
cred ito rs  will be called and  note of the  
sam e m ade herein. The list of c reditors 
of said ban k ru p t a rc  a s  follows:
F ir s t N ational Bank, A lle g a n ----- $800.00
Pullm an Supply Co., P u l l m a n -----  42.00
M utchler Coal Co., Allegan --------  62.00
Ijevi Clawson, Allegan ---------------  55.00
F ir s t S ta te  B ank, Allegan ---------- 28.00
Jacob  Eding, H a m il to n -----------------  40.00
Blanz B rothers, Allegan --------------  22.00
Allegan S ta te  Savings Bank,

Allegan -------------------------------------  6 „9
Fennville Auto Sales, Fennville — 14.00
W alte r Jackson. Allegan ------------  2.50

Feb. 28. W e have to -d ay  received the  
schedules, reference and  adjudication  in 
the  m a tte r  of H erm an Teitsm a, B ankrup t 
No. 3103. The m a tte r has been referred  
to Charles B. B lair a s  referee in b an k 
ruptcy . The b an k ru p t is a  residen t of 
G rand Rapids, and his occupation is th a t 
of a  laborer. The schedules show asse ts  
of $250 of which the  full in te res t is c la im 
ed as  exem pt, w ith liab ilities of $836.90. 
The cou rt h a s  w ritten  for funds and upon 
receip t of the  sam e the  first m eeting  of 
cred ito rs  will be called and  note of the  
sam e m ade herein. The lis t of cred ito rs  
o f’ said ban k ru p t a re  a s  follows:
C ity of G rand Rapids -----------------$ 52.80
K en t S ta te  B ank, G rand Rapids — 70.00 
Jlenno Dvk^m a, G rand Rapids —  10.0Q

12.00
45.00
19.00
27.00 
5.00

P earl E berhard , G rand R a p i d s ----
John Ebling, G rand R a p i d s ----------
Ezinga Milk Co., G rand R apids —
Dr. K. N. Freyling, G rand Rapids 
Dr. I*. T. G ran t, G rand Rapids —
G. R. Builders Supply Co., G rand

Rapids _________________________
Theo. Groothoff, G rand Rapids —
H arm  H am stra , G rand Rapids —
Joe Huizingh, G rand R a p i d s -------
Drs. I lu ls t and Miller, G rand Rapids
P e te r Joppe, G rand R a p id s -----------
A rth u r Klodder, G rand Rapids
P e te r Kooi, G rand Rapids -----------
Nick L ands tra , G rand R a p i d s -----
Mrs. P e te r M edema, G rand Rapids 
M onsma’s M arket, G rand Rapids—
Drs. S. Li. O 'Brien, G rand Rapids 
Dr. John Pedden, G rand Rapids —
Claude Li. Roscamp, G rand Rapids 
Mrs. Grace Sims, G rand Rapids —
Slager Supply Co., G rand Rapids-
Steel Bros. Co., G rand R a p id s -----
W est Side Feed Si Bldg. M aterial

Co.. G rand Rapids --------------------
Y. Vamlen Berg, G rand Rapids — 
William DeVries, G rand Rapids —

Feb. 28. We have to -day  received the  
schedules, reference and ad jud ication  in 
the m a tte r  of Lewis R. Fleser. B ankrup t 
No. 3104. The m a tte r has been re ferred  
to Charles B. B lair a s  referee in b an k 
ruptcy. The bank rup t is a  residen t of 
Shelbyville, and his occupation is th a t  of 
a m erchant. The schedules show asse ts  
of $784.56 of which $250 is claim ed as  
exem pt, with liabilities of $6,376.87. The 
court has w ritten  for funds and upon re 
ceipt of the  sam e, the  first m eeting  of 
cred ito rs  will be called and note of the  
sam e m ade herein. The list of creditors 
if said b an k ru p t a re  a s  follows:

160.00
368.50
90.00
45.00

51.80
30.00
10.00
5.00

25.00 
18.60
10.00
70.00
15.00
26.00
15.00
12.00
31.00
7.00

30.00 
3.80

70.00

6.00 
100.00
59.90

Jackson Fence Co., Jackson _____ $191.00
Ogle Coa l  Co., G rand R a p id s ------- 456.43
Blue Diiamond Coal Co., G rand R. 216.52
Jackson Fencf■ Co., J a c k s o n ------- 606.00
G. A. Doster, D oster ___________ 402.00
A drian Fence Co., A drian _______ 252.00
P ra tt  F‘ood Coi., C h ic a g o -------------- 52.00
Easley Milling: Co., P lainw ell ----- 80.16
Zeeland Box (2o., Zeeland ----------- 93.50
R. & R. Salt Co., M anistee -------- 173.08
Plainwc:11 F a r m ers C o-operative

41.00Assoc iation, P lainw ell --------------
Arm our Fertil izer Co., Chicago — 240.44
A. T. F’rench i& Son, Middleville — 132.52
Carl V«jig t. Grand  Rapids ----------- 418.50
W alte r Gillit, S h e lb y v ille -------------- 118.00
B urt C ulver, M artin _____________ 421.26
Ed. Conway. H opkins ----------------- 36.58
John  N orris, Shelbyville 
Chas. Andres, Shelbyville — 
W ayland Lum ber Co., W ayland
Charles Nelson, W ayland --------
Morley Bros., Saginaw  ----
B u rt W alter, M artin  --------------
Eli Cross, Plainwell

87.32 
__ 100.00 
__ 115.00 

„ _ 49.56 
— _  200.00 
.  1,312.50 

_ 591.50

__ 150.00
16.00
36.00
27.00 
5.00

12.00
16.00

130.00
585.00
107.00

11.12
28.44 10.68 
16.96 
34.38

109.69
1.30

28.09
1.88

103.00 
6.5010.00
2.55

40.55
30.00 
5.13

15.00 
68.91

193.55
12.29
3.75

12.45 
61.80202.00

8.15
29.95
10.75
77.33
25.00
95.00

245.00 
132.43

18.00 
1.50

125.00 
28.00 
60.00
1.90
1.30
5.64

24.00
245.79

10.90

9.12
303.11

100.00
119.50

______  27.43

H enderson Milling Co., G rand Rap. 249.00
N ane L. Peetgo Co.. Allegan -----  21.45

Feb. 2S. We have to -day  received the  
schedules, reference and ad jud ication  in 
the m a tte r  of A lbert V. Zeller, B ankrup t 
No 3105. The m a tte r has been re ferred  
to Charles B. B lair a s  referee in  b an k 
ruptcy . The ban k ru p t is  a  re siden t of 
G rand Rapids, and his occupation is th a t  
of a  m illw right. The schedules show 
asse ts  of $275 of which the  full in te re s t is 
claim ed as  exem pt, w ith liab ilities of 
$6,936.12. The co u rt h as  w ritten  for 
funds and  upon receip t of the  sam e, the 
first m eeting  of cred ito rs  will be called, 
and note of the  sam e m ade herein. The 
list of cred ito rs  of said b an k ru p t a re  as  
follows:
W inegar F urn . Co., G rand R apids $ 46.00
H om er Zeller. G rand R a p id s -------- 5,385.00
Ohio S ta te  Bank, F rem ont ---------- 300.00
George Monroe, F rem ont ------------- 200.00
F rem on t S ta te  Bank, F r e m o n t-----  40.00
F. Eongwood, G ran t ------------
G ran t M arket, G r a n t ------------
Overly B rothers, G ran t --------
Dr. D rum m ond, G ran t ---------
Dr. L ettings, G ran t ------------
Blue B rothers, G ran t ---------
Mr. W atters, F rem ont --------
F rem on t Lum ber & Fuel Co.,

F rem ont ________________________
Oosting B rothers. F r e m o n t -----------  75.00
D. Jones, F rem on t -----------------------  25.00
L. G. Puffs. F rem on t ------------------- 19.00
Orin L. B riston , F rem o n t -----------  61.62
D r R. J . H utchinson, G rand R apids 130.50

19.00
42.00
21.00
15.00
75.00
85.00 
9.00

87.00

Dr. H. M. B lackburn, G rand Rap 
S. H. M etcalf & Co., G rand Rapids 
G. R. Isolation H ospital, G rand R.
Dr. H. H. Luton, G rand Rapids —
Royal Zeller, G rand Rapids --------
B u tte rw orth  H ospital, G rand Rap.
E lm er R ichards Co., C h ic a g o --------
E. A. Prange, G rand R a p id s --------

Feb. 28. We have to -day  received the 
schedules, reference and  ad jud ication  in 
the m a tte r  of Sherm an L. B arnes, Joseph 
Den H outen and  E dw ard  Stehouw er, in 
dividually and as copartners  doing b u si
ness a s  F airv iew  G eneral Store, B an k 
ru p t No. 3016. The m a tte r  has been r e 
ferred to Charles B. B lair as  referee  in 
bankrup tcy . The schedules show asse ts  
of $5,650 w ith liab ilities of $7,681.49. The 
first m eeting  of cred ito rs  will be called 
prom ptly and no te  o f the  sam e m ade 
herein. The lis t of cred ito rs  of said 
b an k ru p t a re  a s  follows :
C ity  of G rand R apids -----------------$191.73
John S tehouw er, G rand R apids ..1,100.00 
S tandard  C om puting Scales Co.,

D etro it __________________ _~ —
N at. Cash R eg iste r Co., G rand Rap.
K ent S ta te  B ank, G rand R apids— 
In d u s tria l B ank, G rand R apids — 
C om m unity F inance Service Co.,

G rand Rapids ------------------- ■.—- - -
G. R. Savings B ank, G rand Rapids
H. H . Jo rdan , G rand R a p id s --------
T ravelers  Insurance  Co., G rand

Rapids ---------------------------- -—
V andenB erg C igar Co., G rand Rap.
Lewis B ahre, S p a rta  — --------------
A. Jannasch , G rand R apids --------
S teindler P ap er Co., M uskegon —
R obert Jeb'b, G rand R a p id s -----------
B anquet B everage Co., G rand Rap.
Brown & Sehler, G rand Rapids —
Roy B arkm an, G rand R a p i d s -----
B u t.e r Bros., Chicago ----------——
C onsum ers Pow er Co., G rand Rap. 
Com m ercial P rin t. Co., G rand Rap.
Cox M argarine Co., G rand Rapids 
M. J . D ark  & Son, G rand Rapids —
F ran k  Dowd, G rand Rapids — - —
K ent C ream ery  Co., G rand Rapids 
N orm an Folger, G rand Rapids —
C. J . F arley  & Co., G rand Rapids 
F rank lin  M acVeagh Co., Chicago-
P e te r Tim m er, G rand R a p i d s -----
J . H. P. C igar Co., D e t r o i t -----------
Gum ns & Co., M ilwaukee -----------
J . P. G raham , G rand R a p i d s -----
H ero ld-B ertsch  Shoe Co., G rand

Rapids ---------------------------------------
H azeltine & P erk ins D rug Co.,

G rand R a p id s -------------------7T"77"
H o ek stra  Shoe Co., G rand R apids
Hood R ubber Co., Chicago ----------
R. M. Holengshead, D etro it — - —
H aan  C alender Co., G rand Rapids
R obert Jebb, G rand R apids —-----
Judson  Grocer Co., G rand R apids—
K ent S torage Co., G rand R apids —
Leonard & Son, G rand R a p id s -----
John  K loet & Son, G rand Rapids 
Mills P ap er Co., G rand Rapids —
Mich. Beil Tele. Co., G rand Rapids 
Mich. Candy Co., G rand R apids —
Renolds Tobacco Co., G rand Rap.
B latz B everage Co., G rand Rapids 
H am ilton  H arris  Co., South Bend 
G. R. C alander Co., G rand Rapids 
M arion R ubber Co., G rand Rapids 
Sellright Produce Co., G rand Rap.
W. F. M cLaughlin Coffee Co.,

C h ic a g o ----------- —------  -
N ational Grocery Co., G rand Rap. 
In te rna tiona l Shoe Co., St. Louis,

P ostm a  B iscuit Co., G rand Rapids 
R ichardson G arm ent Co., K alam a-

R auser Q uality  Sausage Co., G rand
Rapids --------------------------- -—- - -

Rysdale C andy Co., G rand R apids
W. E. Roberts, G rand R a p i d s -----
P au l S teketee & Son, G rand R apids 
Sherwood H all Co., G rand Rapids 
A. S chre te r & Son, B altim ore, Md.
Stou ten  & Son, G rand Rapids — - 
S tandard  Oil Co., G rand R apids —
A. J . S tehouw er, G rand Rapids — 
V andenB erg C igar Co., G rand Rap.
V an Leeuw en D ry Goods Co.

G rand Rapids ------------------
V an W estenbrugge, G rand Rapids
H. L. B arn e tt, G rand R a p i d s -----
W est B rank  P a in t Co., W illiam s- 
W olverine Shoe Co., Rockford —

port, Pa. ---------------- " " " V 77—
W est Side Lum ber Co., G rand Rap.
\V a sh burn  - Crosby Co., G rand Rap.
John  M acKay, G rand R a p i d s -------
X Cigar Co., G rand Rapids ---------
T ire & R ubber Co., F in lay , Ohio—
K ent S ta te  Bank, G rand R apids — 
In d u stria l B ank, G rand Rapids — 
Com m unity F inance  Service Co.,

G rand Rapids --------------- ——7--
John K loet & Son, G rand Rapids 
Dr. L. P. Thom pson, G rand Rapids
Dr. R iddering, G rand R a p id s --------
H arley  Sm ith F urn . Co., G rand R. 
W urzburg  D ry Goods Co., G rand R.
Dr. R obert H utchinson, G rand Rap.
Dr. John  K rem er, G rand R apids— 
W illiam  Den H outen, G rand Rapids
Dr. Rooks, G rand R a p id s --------------
Richmond P a rk  D airy Co., G rand R.
John  Idsinga, G rand R a p i d s --------

Feb. 28. We have to -day  received the  
schedules, reference and  ad jud ication  in  
the m a tte r  of H arold R. H arne r, B an k 
ru p t No. 3107. The m a tte r  h as  been re 
ferred  to  C harles B. B lair a s  referee  in 
bankrup tcy . The b an k ru p t is  a  re s iden t 
of B aroda, and h is occupation is th a t  01 
a m erchan t. The schedules show asse ts  
of $960 of which $500 is claim ed as  ex 
em pt w ith liab ilities of $3,206.94. The 
co u rt has w ritten  for funds and  upon 
receip t of the  sam e, the  first m eeting 
of c reditors will be called and  note of the 
sam e m ade herein. The lis t of c reditors 
of said ban k ru p t a re  as  follows:
B aroda Coal & Lbr. Co., B aroda  $730.00
J. M. R aas, B aroda _____________ 1,065.00
Singer Sewing M achine Co.,

B enton H arb o r —.---------------- -----
B. S. S ta te  B ank, B errien  Springs
Brow n B rothers, B aroda -----------
B ittn e r B rothers, St. Joseph --------
Bram m ell Supply Co., B enton H ar.
F a rm  Supply Store, St. Joseph —
Eagle Oil Co., Cleveland --------------
John  K inney, B a r o d a ------  —------
P. M. Livengood, B attle  C reek —
George Moyer. B aroda -----------------
St. Joe V alley Oil Co., B aroda —

34.20
80.86
14.03

100.00
16.45
30.77
5.53

15.00
400.00
167.47

— 150.00
4.20
9.54

George Stover, B errien  Springs — 95.00
A rth u r Sa ttle r, B a r o d a -----------------  15.00
E dgar Sunday, B a r o d a -------------------300.00
Theisen Clemens Oil Co., St. Joseph 39.50 

Feb. 28. We have to -day  received the  
schedules, reference and  ad jud ication  in 
the  m a tte r  of F red  Phillips and  Glen H. 
Phillips, individually  and  as  copartners, 
B ankrup t No. 3108. The m a tte r has been 
re ferred  to C harles B. B lair a s  referee  
in bankrup tcy . The b an k ru p t concern is 
located a t  Law rence. T heir occupation 
is th a t  of m erchan ts. The schedules show 
asse ts  of $916.90 w ith liab ilities of $2,- 
929.47. The first m eeting  of c reditors 
will be called prom ptly and  note of the  
sam e m ade herein. The lis t of creditors 
of said b an k ru p t a re  a s  follows: 
Tow nship tre a su rer , L aw rence — '
C harles W hitem an, L a w r e n c e -----
Toledo Scale Co., Toledo -----------
B angor Produce Co., B a n g o r --------
H. P. Buzzell & Co., K alam azoo—
P e te r E ckrick  & Son, K alam azoo 
H ekm an B iscuit Co., G rand Rapids 
H artfo rd  B akery  Co., H artfo rd  — 
Johnson Paper Co., K alam azoo —

J. K asper Co., C h ic a g o -----

21.36
10.00
48.00 
39.72
20.98 
50.77
13.99 
28.88 
24.2120.00

K idd-D ater & Price , B enton H ar. 1,609.94
47.82 

5.15 
64.58 
69.28 
13.46 
59.13 
29.30 
68.5i 
15.6 i 
7.40 

31.8 . 
14.26 
35.54

13.0 i 
25.38

148.72
6.30

39.01
10.09 
13.4J
19.10 
10.53

168.77

10.20
24.4:
66.53

213.11
44.58
58.09
4.85

390.00 
9.38

81.00
90.00
45.00

130.00
29.00
85.00
15.00
40.00
37.50

105.00
40.00

660.00
17.50
10.00
10.50

80.00
350.00 
26.15
57.00 
11.29
57.00
37.00

8.00
70.00200.00
66.00

K in g n u t D is. Co., K a la m azo o  
K al. C old S to ra g e  Co., K a la m azo o
L ee  & C ady , K a la m a z o o ---------------
L ew is  & Co., K a la m a z o o ---------------
L o c k w ay  S to u c k  Co.. B en to n  H a r .
S aw y er  B isc u it Co., C h ic a g o ---------
S ta r  P a p e r  Co., K a la m azo o  ---------
T a y lo r  1’ro d u ce  Co., K a la m azo o  —
V e tte  & Z u n c k e r. C h icago  ------------
H . V a n  E e n e n a a m  & B ros ., Z eeland  
A. W . W a ls j & Co., K a la m azo o  —
R o b e r t W illiam s , S o u th  H a v e n  —
J o h n  W a ss m a n , L a w re n c e  ------------
W e s t M ich ig an  L ig h t & P o w e r Co.,
F e n n v ille  ------------- ----------------------------
S w ilt  & Co., C h icago  —
S w if t  & Co., K a la m azo o  
C arl F . S k in n e r  & Son, K a la m azo o  
L a w re n c e  C re a m e ry  Co., L a w re n c e  
C. E. B u rs :e y  & Co., F o r t  W a y n e
P a u l Z ie b a r t ,  S t. J o se p h  ------------
A r t  M ahoney , L a w re n c e  ---------------
F r a n k  G 1 id den , P a w  P a w  ------------
N one B e t te r  M fg. Co., H a r tfo rd

C ity , Ind . -----------------------------------
E liz a  P h ill ip s , L a w re n c e  ------
H o w a rd  S locum , L a w re n c e  —
L a w re n c e  M u tu a l T el. Co., L a w 

ren c e  ____________________________
B a r v e t t  & B a rv e t t ,  B a n g o r  -----
S ta n d a rd  Oil Co., L a w re n c e  -------
T o w n sh ip  o f L a w re n c e  ---------------
M ich ig an  M u tu a l F ir e  In s . Co.,

D o w a g iac  ------------------------------------  52.80
F eb . 28. W e h a v e  to -d a y  rece iv ed  th e  

sch ed u le s , r e fe re n c e  a n d  a d ju d ic a t io n  in  
th e  m a t te r  o f  H a r ry  V. L e n a rd so n , B a n k 
ru p t  No. 3109. T h e  m a t te r  h a s  been  r e 
fe r re d  to  C h a rle s  B. B la ir  a s  re fe re e  in  
b a n k ru p tc y . T h e  b a n k ru p t  is a  re s id e n t 
o f A llegan , a n d  h is  o c c u p a tio n  is t h a t  of 
a  la b o re r . T h e  sch ed u le s  show' a s s e ts  of 
$300, o f w h ich  $250 is c la im ed  a s  e x e m p t 
w ith  l ia b ilitie s  of $1,974. T h e  c o u r t  h a s  
w r i t te n  fo r fu n d s  a n d  upo n  re c e ip t o f 
th e  sam e , th e  f ir s t  m e e tin g  of c re d i to rs  
wTill be  ca lled , a n d  n o te  of th e  sam e  m a d e  
h e re in . T h e  l i s t  o f c re d i to rs  o f sa id
b a n k ru p t  a r e  a s  fo llow s:
A lleg an  S ta te  S a v in g s  B an k ,

A llegan  ----------------------------------------- $
F i r s t  N a tio n a l B an k , A l l e g a n ---- 427.00
J o h n  T ob in , A llegan  ---------------------  350.00
E s ta te  o f M ary  S m ith , A lleg an  — 1,000.00
G a z e tte , A lleg an  ----------------------------  25.00
D r. C. W . Y oung, A l l e g a n ------------  35.00
L ib e ra l C re d it C lo th in g  Co., M u s

k eg o n  ---------------- —---------------------
S ta n d a rd  Oil Co.. A lleg an  ----------
D r. A. L. R ob in son , A l l e g a n ------

F eb . 28. W e h av e  to -d a y  rece iv e d  th e  
sch ed u le s , re fe re n c e  a n d  a d ju d ic a t io n  in  
th e  m a t te r  o f G eo rge  D. L a th ro p , B a n k 
r u p t  N o. 31110. T h e  m a t te r  h a s  been  
re fe r re d  to  C h a rls  B. B la ir  a s  re fe re e  in  
b a n k ru p tc y . T h e  b a n k ru p t  is a  r e s id e n t 
o f G ra n d  R ap id s , a n d  h is  o cc u p a tio n  is  
th a t  o f a  la b o re r . T h e  s ch ed u le s  show  
a s s e ts  o f $325 of w h ich  $175 is c la im ed  
a s  ex e m p t, w ith  lia b il itie s  o f $6:4.47. T h e  
c o u r t  h a s  w r i t t e n  fo r fu n d s  a n d  upon  
re c e ip t of th e  sam e , th e  f ir s t  m e e tin g  of 
c re d i to rs  w ill be ca lled , a n d  n o te  o f th e  
sa m e  m a d e  h e re in . T h e  l i s t  o f  c re d i to rs  
o f s a id  b a n k ru p t  a re  a s  fo llow s: 
In d u s tr ia l  M o rtg ag e  & In v e s tm e n t

Co., G ra n d  R a p id s  ----------------------$ 92.0^
B a t t je s  F u e l Co., G ra n d  R a p id s  — 32.35 
R y sk a m p  B ro s ., G ra n d  R a p id s  —  11.50
L o u is  B u n y k , G ra n d  R ap id s  ------100.10
H o ra c e  B eech er, G ra n d  R a p i d s ------ 12.50
D o n a  v a n s  C re d it C lo th in g  Co.,

G ra n d  R a p id s  ------------------------------
C onroy  oal Co., G ra n d  R a p id s  —— 
C o n su m ers  Ice  Co., G ran d  R a p id s  
M ich. B ell P h o n e  Co., G ra n d  R ap .
F . F . W ood  M o to r Co., G ra n d  R ap .
G id d in g s  A u to  Co., P a w  P a w ------
J a c o b  N o rd en , G ran d  R a p i d s ---------
S w e e t’s B a t te ry  S hop, G ra n d  R ap . 
H o e ls ley  M a rk e t, G ra n d  R a p id s  —
W a lv e r in e  H o te l, D e tro i t  --------------
C. T y so n , G ra n d  R a p id s  --------------- 157.50
G. It. G as  Co., G ra n d  R a p id s  ------- 6.50
D r. A. D. T y le r, G ra n d  R a p i d s ------ 15.00

On th is  d a y  a lso  w a s  h e ld  th e  fina l 
m e e tin g  of c re d i to rs  in  th e  m a t te r  o f 
J o h n  H . P r ig g o o ris , B a n k ru p t  N o. 2832. 
T h e  b a n k ru p t  w as  n o t p re s e n t  o r  r e p r e 
se n te d . T h e  tr u s te e  w a s  n o t p re s e n t .

10.00
15.0Ö
47.00

21.50
21.50
12.50 
15.75
10.50 
18.00
12.50 
27.55
9.00

98.25
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T he repo rt and account of th e  tru s tee  
w as approved and  allowed. An o rder 
w as m ade for the  paym ent of expenses, 
a s  fa r a s  the  sm all fund on hand would 
perm it. T here were no dividends for 
creditors. No objections were m ade to  
the  discharge of the  bankrup t. The final 
m eeting  then  adjourned  w ithou t da te  and  
the  case will be closed and  re tu rn ed  to  
the  d is tric t cou rt in due course.

On th is day w as held the  final m eeting  
of c red ito rs  in the  m a te r of A krevoula 
Priggooris, B an k ru p t No. 2831. The b an k 
ru p t w as no t p resen t o r represented . 
C laim s were proved an d  allowed. The 
tru s te e  w as not present. The final re 
po rt and account of the  tru s tee  w as a p 
proved and  allowed. An order w as m ade 
for the  paym ent of expenses of ad m in 
is tra tio n . No dividends w ere paid to 
general creditors. No objections w ere 
m ade to  the  d ischarge of the  bankrup t. 
The final m eeting then  ad jou rned  w ith 
ou t da te  and  the  case will be closed and  
re tu rn ed  to  the  d is tric t co u rt in due
course. ............  „  ,

In  the  m a tte r  of P e te r Mickel, B an k 
ru p t No. 3068, the  tru s tee  has filed in 
cou rt his re tu rn  showing th a t  there  a re  
no asse ts  in th is  e s ta te  over and  above 
exem ptions and secured claim s and  the  
e s ta te  has accordingly been closed and  
re tu rn ed  to the  d is tric t cou rt a s  a  case 
w ithou t assets.

Feb. 28. On th is  day w as held the  
final m eeting of cred ito rs  in the  m a tte r  
of Clyde G. Chaney, B an k ru p t No. 2808. 
T here  were no appearances, save th a t  of 
the  bank rup t. The m eeting  w as ad jo u rn 
ed to M arch 2, a t  w hich tim e claim s w ere 
to  be heard.

M arch 2. On th is  day w as held the  
ad journed  final m eeting  of cred ito rs  in 
the  m a tte r of Clyde G. Chaney, B ankrup t 
No. 2808. The b an k ru p t w as no t presen t. 
The tru s tee  w as p resen t an d  rep resen ted  
by George B. K ingston, a tto rn ey  for the  
tru stee . C laims were heard . C laim s were 
allowed. The tru s te e ’s final rep o rt and  
account w as approved and  allowed. E x 
penses and  various bills for expenses 
were approved and ordered paid, as  well 
a s  p referred  ta x  claim s. T here  were 
no dividends. No objections w ere m ade 
to the  d ischarge of the  bank rup t. T he 
final m eeting  then  ad journed  w ithou t 
da te  and  th a t  case will be closed and  re 
tu rned  to  the  d is tric t court in due course.

M arch 3. In the  m a tte r  of A uto P a in t 
& V arn ish  Co., B an k ru p t No. 2859, the  
tru s tee  has filed his re tu rn  showing th a t  
there  a re  no asse ts  in the e s ta te  and  the  
case has accordingly been closed and  re 
tu rned  to the  d is tric t cou rt a s  a  case 
w ithou t assets.

On th is  day also w as held the  adjourned  
sale and hearing  on liens in the  m a tte r 
o f M ichigan Box Co., B an k ru p t No. 3057. 
The b an k ru p t w as no t p resen t o r rep 
resented . H. H . Smedley w as p resen t 
for pe titioning  cred ito rs  and  for the  tru s 
tees. The orig inal offer received by the  
tru s tee  w as re jec ted  and  the  tru s tee  d i
rec ted  to sell in parcels and  repo rt the 
sales for confirm ation. Several item s of 
p roperty  sold on con trac t, in  w hich there  
w as no equity , were allowed to  be r e 
claim ed. The sale and  hearing  th en  a d 
journed  w ithou t date.

In  the  m a tte r  of P u r ity  Pie Shop, B an k 
ru p t No. 3071, the  tru s te e  has filed in 
said court h is  repo rt of the  receip t of 
an  offer of $150, from C harles J . Cihak, 
of M uskegon, for all of the  stock  in trade, 
fixtures, fu rn itu re  and  m achinery  an d  
equipm ent of the  e s ta te  w hich is a p 
praised  a t  $927.62. T he p roperty  consists 
of m achinery, tools and  equipm ent, a s  
well a s  some stock  in the  conduct of a  
bakery. The p roperty  is located a t  G rand 
Rapids. The da te  of sale is M arch 17. 
The sale will be held a t  the  office of the  
referee, in  G rand Rapids. A n inven tory  
m ay be seen a t  such office and  In th e  
hands of C. W. Moore, tru s tee , Belm ont. 
All in te res ted  should be p resen t a t  th e  
da te  and  tim e se t forth .

In  the  m a tte r  of A ugust Spuguzzo, 
B ankrup t No. 2861, the  tru s tee  h as  filed 
his final repo rt and  account, and  a  final 
m eeting  of cred ito rs  h a s  been called for 
M arch 17. The rep o rt an d  account of 
the  tru s tee  will be considered, expenses 
ordered paid an d  a  final dividend to  cred
ito rs  declared and  ordered paid.

M arch 4. On th is  day  w as held the  
adjourned  first m eeting, exam ination  of 
the  b an k ru p t and  sale of perishable p rop
e rty  in the m a tte r of George H aw k, B an k 
ru p t No. 3083. The b an k ru p t w as p resen t 
in person and  rep resen ted  by John  J . 
Smolenski, a tto rney . The tru s te e  w as 
p resen t in person and rep resen ted  by 
M yron H. W alker. C reditors w ere p res
e n t by Boltwood & Boltwood, E. W . 
H oogsteen and  R. L. N ew nham . The 
b an k ru p t and E dw ard  H eyboer w ere 
sw orn and  exam ined w ith  a  rep o rte r 
presen t. The m ilk rou te , bottles, cases 
and  caps were sold to E dw ard  H eyboer, 
for $415. The sale w as considerable m ore 
th an  100 per cent, of the  appra ised  v a lu 
a tion  The ad journed  first m eeting  and  
sale of a sse ts  then  ad journed  w ithou t
date. . . . ..

M arch 3. W e have to -d ay  received th e  
schedules in the  m a tte r  of S tu rg is  F u r 
n itu re  Corp., B an k ru p t No, 2987. This

is an  invo lun tary  case. T he lis t of c red - A lport & C utler, Chicago ------------178.68
ito rs of said  b an k ru p t a re  a s  follows: B retcher-A rm old , Chicago -------------¡s&.ib
S tu rg is  N ational B ank, S tu rg is  $2,200.00 G evirtz Mfg. Co., New York -----  33.00
J. O. DeMoney, Columbia, I n d ._ 136.55 G reenw ald-F reem an, New York — 96.00
Econom y F urn . Co., D e t r o i t --------  462.61 Sam uel N. W eiss Co., C h ic a g o ----- 149.j 0
Dowick Bros., South B e n d -----------  157.00 Lees Bros., Chicago — ——-----------  »“.Jo
Jackson  F urn . Co., D e t r o i t -----------  74.00 H. A. L a th e r Go., C le v e la n d ...........  383.89
J . A. Miller Co., T hree R iv e r s ___ 214.00 J .  J .  F ag an  & Co., M u sk e g o n -------375.00
A R. Spencer F urn . C o ._________  221.00 H ugh Lyons Co., Lansing  ----------- 7.75
M arshall M orse Co., D e t r o i t_____  323.30 W m . Buck Constr. Co., M uskegon
M oneyBack F u rn . Co., South Bend 185.55 H eigh ts  ------------ - ““
H am ilton  & H am ilton , B uchanan  545.30 P au l J. bchlossm an Co., M uskegon 75.00
Amer. T ap estry  Mills, New York 3.50 Vogue F ash ion  Co., M u sk e g o n -----  300.00
A ssociated Mfg. Co., M ilwaukee— 65.30 Charles L. H oyland Co., Chicago— 102.37 
B asse tt M cNabb Co., Philadelphia  508.59 M arch 5. We have to -day  received the
B errv  Bros. D etro it _____________  76.50 schedules, reference and  adjudication  in
A F  B urch Co., G rand R a p i d s _ 159.08 the  m a tte r  of C laude M. Faude, B ankrup t
F  B u rk h a rt Co., St. Louis, Mo. — 575.61 No. 3113. The m a tte r  has been referred
B urton  Diie Co., Chicago -----------  325.84 to  C harles B. B la ir as referee in bank-
G B C arpen ter Co., C h ic a g o ___ 113.98 rup tcy . The b an k ru p t is a  residen t of
C axton L aborato ries , Chicago __  15.00 Ionia, and  his occupation is th a t  of a
Cleveland T anning  Co., C leveland 49.61 laborer. The schedules show asse ts  of 
Coan E quipm ent Co., F o r t W ayne _ 240.02 $250 of which the  full in te re s t is claim ed
C rescent P ap e r Co., Indianapolis _ 132.23 as  exem pt, w ith  liabilities of $12 082.46. 
Colonial F urn ., Co., G rand R apids 429.04 The court has w ritten  for funds and  upon
D ’Arcy Spring Co., K a la m a z o o ___  108.69 receip t of the  sam e, the  first m eeting  of
D aily  A rtisan  Record, G rand Rap. 25.00 cred ito rs  will be called, and note of the 
D elaney M oss Co., N atchez, M ass. 296.88 sam e m ade herein, the  lis t of cred ito rs  of 
D oubleday Bros. Co., K alam azoo— 10.97 said b an k ru p t a re  a s  follows
R G Dun & Co., T o le d o ------------- 100.00 M erchan ts  Life Insuracne Co.,
E dw ards & C ham berlin  Co., K a la- Des Moines ------  $ 169.00

mazoo __________________________ 136.27 Claud D. Doyle and  F ran c is  Doyle,
F ay  M cKinnon Co., D e t r o i t ------------357.36 Ionia ---------- ——------ —-------------- i ‘cen‘2?
C raftex  Mills, Inc., P h iladelph ia  — 954.57 T roost Bros., St. Joseph — --------  1,660.41
G R P arlo r F ram e  Co., G rand R. 479.63 B arcalo Mfg. Co., Buffalo, N. Y. 534.50 
Gobelin T extile  Co., New York — 62.87 F red  B. Lawrence, K alam azoo— 249.00
G reen Mfg Co Chicago _______ 1,311.50 H erm an  Schoonbeck. G rand Rap. 1,000.00
G reenburg Insurance  Co., D e tro it 69.70 H. Schoonbeck Co., G rand Rapids 1,000.00
B. B. Hsfskins, G rand R a p i d s -----  35.82 N. B. F u rn  Co^ N orth  B ranch 688.55
H ettrick  Mfg Co.. Toledo _______  52.16 Ja s p e r  A. M iller Co., T hree R ivers 125.00
H enrose C o^ New York __________373.45 Soph & H ank , M u sk e g o n ----------------  60.00
ImDerfal C arving Co., A l le g a n ___  393.26 F a rk a s  L am p & W ire Co., Chicago 300.00
L aF race  T ex tile  Co., F ran k fo rt, B ishop F u rn . Co., B attle  C reek „  97.00

p  _ _ ___________________  797.80 T im m erm an M otor Sales Co.,
A L L akey Co., K a la m a z o o _____  86.25 L im a, Ohio -----------------------—  140.00
M. B. L even thal Co.. Philadelphia  452.44 F e rris-F o w le r Co D etro it ------- 52.00
Lindem an W ood F in ish  Co., In -  VV. R. Osgood & Son St. Johns  -  40.00

diananolis _________  18.09 F red  Schm eding, Shelby ------------- 600.00
W. A. L ounsberry, K alam azoo —  245.10 Glen C. W ebb, Lim a, O h io ......... . 17.92
M aant B u tton  Supply Co., Chicago 26.50 Davidson F u rn . Co l o n i a -----------  53.00
M ilwaukee T ack  Co., M ilwaukee -  182.55 D. S telzer Lim a, Ohio - - - - - -  455.06
N achm an Spring Co., C h ic a g o -----  293.78 M arch o. W e have received the  sched-
N a t. Mill Supply Co.. F o r t W ayne 21.02 ules reference and  ad jud ication  in the 
N a t R etail Furn . Agcy., G rand R. 40.80 m a tte r  of South H aven H otel Co., B ank-
P a tte rso n  Bros., D e tro it --------------  14.97 ru p t No. 3114. The m a tte r  has been re -
P h ila  Pile F ab ric  Co., P h ilade lph ia  178.50 ferred  to  C harles B. B lair a s  referee in
P ayne & Co., D a y to n _____________ 913.60 bankrup tcy . The ban k ru p t concern is
Peaslee  G aulbert Co., Louisville— 57.84 located a t  South H aven. Schedules show 
R em ington T ypew riter Co., D e tro it 55.00 asse ts  of $210,000 w ith  liabilities of $270 - 
Rhode Island P lush  Mills, W oon- £14. The first m eeting  of c red ito rs  will

socket R I -  145-97 “e c a uefl prom ptly and  note of the  sam e
R ic h a rd ' P ick  * Cm"^Chicago”"——— 58.50 m ade herein  The lis t of cred ito rs  of
R I Schw ing Co., P laquim ine, La. 471.25 said  b an k ru p t are  as follows:
S inger Sewing Mach. Co., Chicago 16.59 C ity o f South H aven --------------$ 2,000.00
Chas W  Snell Co., C h ic a g o _____  51.00 Amer. T ru s t Co., South Bend _ 107,000.00
S B Supply C o . South B e n d ___  41.45 C entury  M ortgage Co., Chicago 94,000.00
Spool C otton Co. New Y ork ------- 30.60 Am erican T ru st Co South Bend 10,000.00
T u ttle  Corp., South Bend -----------  35.85 A- J; Scofield and  D. A. Klein,
U nited  T ap estry  Mills, Ph ilade lph ia  983.21 Chicago ----- ------- 10,4a0.00
S tu rg is  N a f l  B ank, S tu rg is  — 15,000.00 A nw ay Peerless b u rn  Go., G. R. 100.00
V elseal P lush  Co., F ran k fo rt, Pa . 807.87 Book Shop, South Bend — .---------  2.00

x, Qimniv Gn B arron Bros., Chicago _________  54.50
WF o rt Wavneg & ® °  _ 50.49 Blum, B lum  & D eLaney, Chicago 25.00
W est-D em pste r Cm," G rand R apids 146.50 Bd. of Pub. W orks South H aven 500.00
W issichickon P lush  Mills, N. Y .. .  130.61 C ham ber & Crowd South Bend 123.65
W  R Rune M u sk e g o n ___________  600.00 Colgate & Co., Je rsey  City, N. J . 65.00

M arch 4 W e h a le  to -d ay  received  the  Alexis Coquillard, South Bend „  146.86
schedules, o rder of reference an d  ad ju d l- C rane 9? "  Indianapolis - - - - - ------- 29.39

« 2 - “  z  s r x i ,  ™ ;?erE i , s r s  s : a  > . » :
S S S P W S i i t o i  BT  B *  r £ , e  to  D onM .ly -K .lly  O t a ,  Co.. H olland « 0 7  
bankrup tcy . The b an k ru p t is a  re s iden t E dw ard  iro n  W orks South  Bend 1,777.50
of K alam azoo, an d  his occupation  is th a t  M. r IXxl® ™hC N m i?  --------------? 126 75of a  farm er. The schedules show asse ts  C. c - H urrah , N ilf?  - r ------------ —  ?,126.75
of $6,740.30 of w hich $2,287.55 is claim ed A. T. H all Go., B enton H a rb o r. M74.82
as  eem pt, w ith  liab ilities of $9,135.38. G arlan g er Bros., S t Joseph 2,800.00
T he first m eeting  of c red ito rs  will be in d ian ap o h s T e rra  C otta  C otta  Co.
called, and  note of the  sam e m ade herein. Gnicago -------- ---— ——- -  e.ouu.uu
Thef 1!^ w ° l c rea it0 rs  ° f sa id  b an k ru p t a re  Julius°Feirfim ch I  C o ?  Chicago -  77.75

-------------- H i R 8 H lm e n ^ V ^ S o I t tT  H aV enl! * 8 3
M ary MP B r o ^  C lim a " - - - I -  500.00 £ a j  T ank  & Silo Co. Kalam azoo 327.00
F ran k  L. W illison, C lim ax _____  330.00 Kellogg M ackay Co., Chicago —  109.59
Kalam azoo L oan & Investm en t Co., K aw neer Co^ NUes ---------------J ’rnn’nn

K alam azoo _____________________ 298.84 Calvin K nigh t, N ew  Buffalo —  4,500.00
K al. N ational B ank, K alam azoo — 75.00 Bav ®ra  C igar Co2, Chl Laf’°
F edera l L and  B ank of St. Pau l, M arble F ireplace Co South Bend 6,000.00

Minn _ 3 871 45 Mich. Fuel & L igh t Co., S. H aven 65.80
W ood & W oodroof, A thens 600.00 Meech, A rnold & Meech, St.
B ank  of Fulton , F u lton  ---------------  235.00 Joseph  -------- 1,000.00
I C B est F u lton  100 00 Moore H ardw are  Co., So. H aven 403.93
K elser & M artin , F u l t o n " : - - - - -  80.00 N iffenegger & Pom eroy, So. H aven 75.00
B erto l Long, Fu lton  --------------------  5.00 N °- bide Sash  & Door C o > —
Clim ax B ank, C lim a x _____________  125.00 Chicago 4,000.00
F ra n k  L. W illison, C l im a x _______  186.00 Russell s Ry. Guide Co., C edar
Dr. O. R. B ares, C l im a x --------------  15.00 Rapids, Iow a -----—— -------—
Je r ry  Roe, C lim ax _______________  775.00 R eliance Elev. Co S t Joseph -  1.070.00
D r. Zelinski, B a ttle  C reek _______  90.00 H erb e rt R eusch, South H aven 7.00
S ta te  M ut. Rodded F ire  Ins. Co., F lied Reu e Hdw. Co., L afaye tte ,

F lin t _ unknow n Ind. -------- --------------------------------  1,070.00
M emorial” Hospital," B attle  C reek -  60.00 So. Bend Supply Co . So- Bend 111.98
M able C arr, B attle  C reek ----------- 1,380.00 S. H  L aundry , South H aven  -  270.08

M arch 4. W e have to -day  received th e  Schabbel Bros., South H a v e n -----  2.50
schedules, order of reference and  ad jud i- ®a ry  ;.Saliy d.er,s ’1I.B al15 0r 2,144.00
cation  in the  m a tte r  of E t ta  M cCormick, Secu rity  M etal W ea th e r S trip  Co.,
B an k ru p t No. 3112. The m a tte r  h as  been G rand R ^P‘f s -------------------------- cla nn
referred  to Charles B. B la ir a s  referee  in Tjrtar Co., C hirago —    659.00
b ankrup t. The b an k ru p t is  a  re s id en t of '  an B uren  C. Tel. Co., So. H aven  1,017.00 
M uskegon, and h e r occupation is th a t  of ¿ohn W illy, Chicago - - - - - - - - - - - -  44.46
a  clothing dealer. The schedules show W indsor Furn . Co., G rand R apids 561.25 
asse ts  of $512.25 of w hich $400 is claim ed W. W. W ilcox Mfg. Co., Chicago 72.14 
as exem pt, w ith  liab ilities of $2,492.95. W entland Hom e Co S t Joseph 10.00
The co u rt h as  w ritten  for funds and ^ h n  W allace Co, St. J o s e p h -----  yyS’22
upon receip t of the  sam e the  first m eet- ,& M yers, South H aven
ing of c red ito rs  will be called, and  note G. R. Insu lating  Co^ G rand Rap. 750.00 
of th e  sam e m ade herein . T he lis t of John  Mfiler South H aven 192.00
cred ito rs  of said b an k ru p t a re  a s  follows: A lbert P ick & Co., C h ic a g o -----  14.24
Gitv of M uskegon $ 28.00 H a rd t & Clark. So. H aven — unknow n
E. ys . M iller, G rand R apids _____  335.35 Thom as D. Stafford, South  H aven 451,00

Business Wants Dtpartmert
A dvertisem ents inserted under th is  head 

for five cents a  word the  first Insertion 
and four cen ts  a word for each subse
quent continuous Insertion. If se t In 
cap ital le tte rs , doublo price. No charge 
less than  50 cen ts. Small display ad v er
tisem ents In th is  departm en t. S4 per 
Inch. Paym ent w ith  o rder Is required, as 
am ounts a re  too email to  open accounts.

FOR SALE—Good clean stock  of dry  
goods and shoes located in one of the  
be'.t little  tow ns in the  s ta te . Old e s ta b 
lished business. A ddress No. 495, c/o  
M ichigan T radesm an. 495

For R ent—Desirable location for studio 
o r offices. Also m odern ap artm en t. John 
Monriiy, E ast J o rdan, Mich. 496_

FOR SA LE—Real opportunity , live w ire 
only. Frolic Sweet Shop, Midland, Mich. 
A djoining th ea te r , opening into lobby. 
Stock and  fixtures $3,500. $1,500 down.
U p-to-date . Sum m er business pays well. 
Real opening, light lunches. Ice cream  
and  confectionery well established. R en t 
$75, h ea t and w a ter furnished. T hea ters  
occupy full tim e, reason for selling. Real 
town, 8,500 and  growing. Act quick. 
Frolic & Mecca T heaters , Wr. A. Cassidy, 
M idland, Mich. 497

160 LOT RESORT SUBDIVISION ready 
for lot sale (sold only a s  a  whole). 60 
lots fronting  beautifu l lake. Two hours’ 
drive from population cen ter of M ichigan. 
All wooded; good roads. F ree  in form a
tion and  blue p rin ts. M yers, Cooper & 
W atson, Mt. P leasan t, Mich. 498_

FOR SALE—A good going drug  b u si
ness in an  excellent farm ing com m unity 
located  on one of the  best lakes in M ich
igan. Splendid re so rt business. A ddress 
A. W O., c /o  H azeltine & Perk ins D rug 
Co., G rand Rapids, Mich. 499

FOR SA LE—$1,500 spot cash  tak es  a  
$6,000 stock m en’s clothing, dry goods, 
and  g en ts ' furn ish ing  goods—for quick 
sale. A ddress Levinson 's D epartm ent 
Store, l ’e toskey, Mich.______________500

DISPLAY MAN W IT H  D EPARTM ENT 
sto re  experience, who is fam iliar w ith
m en 's  w ear selling. M arried m an p re fe r
red. S ta te  experience and  sa la ry  ex 
pected. Sol F rledste in  & Sons’ Co., M ari
nette , W isconsin. 501

F or Sale—100-acre farm , good buildings, 
S outhern  M ichigan. Or exchange for gen
era l store. In te rested  in a  good country  
business. A ddress No. 487, c /o  M ichigan 
T radesm an. 487

FOR S A L E —G eneral m erchandise, fix
tu res, building, gas sta tion , m odern liv 
ing rooms. Five blocks from la rg est sole 
le a th er tan n ery  in world. Stock $7,000. 
C ity 5,000. Located tw en ty  years, decided 
to re tire. A nnual business $50,000. W ould 
re n t building and  fixtures. J . J . P a rk e r, 
Boyne City, Mich. 488

FOR SALE—Grocery sto re  doing good 
business. Good fixtures and com plete 
stock. S team  heated  living rooms above. 
D eath  of m y husband reason for selling. 
P rice  righ t. T h is  is a  m oney m aker. 
W rite or call. Mrs. M. J. Flennery, E d- 
more, Mich. Box 315. 490

A B argain—House, garage, store, stock 
groceries and m eats, fixturesi,—all for 
$5,800. C. L. Willet, Alma, Mich. 492

REDUCTION SALES—CLOSING OUT 
SALES—H ave ju s t cleared o u t en tire  
s tock  of the  Bee H ive Store, Plym outh, 
Indiana. Can handle any  kind of sale 
proposition. Personal service w ith  years  
of experience. A ddress W. A. ANNING, 
549 M cA llister Ave., W aukegan, 111. 493

FOR SALE—Stock groceries and m eats  
doing fifty thousand gross yearly, best 
N orthern  M ichigan city. T akes $5,000 to 
handle, balance term s. Also sm all hotels, 
room ing and  boarding  houses, suburban  
oil sta tions. W rite  us your w ants. 
H IN K LE Y  AGENCY, Petoskey, Mich., 
E m m et county._____________________ 482

F o r Sale—Grocery, fine building, stock, 
fixtures. Cash business. M ain s tree t, 
cen tra l, n ice residence city. P rice  w hole
sale inventory. E rn es t Lawson, Howell, 
Mich. ______________  __ 484

FOR SALE)—Coal, feed, g ra in  and  p ro 
duce business, established  tw en ty  years. 
John  Leeder, Gobles, Mich. 486

FOR SALE—One fifteen-foot Sherer 
grocery counter, one N ational cash reg 
is te r, one se t D ayton com puting scales, 
and o th e r show cases and  counters. All 
in A -l condition. F ran k  A. W ieber, Fow 
ler, Mich. 477

CASH For Your Merchandise I
Will buy your en tire  s tock  o r  p a r t  of 
stock  of shoes, d ry  roods, clothing, fn r- 
nlshngs, bazaa r novelties, fu rn itu re , e tc  

LOUIK LBVINSOHN. Raolnaw. M idi.

P ay  spo t cash  for clo th ing  and  fu rn ish 
ing goods stocks. L. Silberm an, 1150 
Burlingame Ave., D etro it. Mich. 660
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Items of Interest To Grand Rapids 
Council.

We regret to report that two of our 
good brothers are in Blodgett hospital, 
Grand Rapids, for major operations. 
Robert J. Ellwanger, living at 1212 
Bemis street, S. E., and representing 
Ladd Creamery and Dairy Supply Co., 
of Saginaw, and Thomas J. Rooney, 
residing at 1249 Turner, representing 
the Detroit Scale Co. in Western 
Michigan. A hospital is not the most 
sociable place and the hours drag on 
rather wearily at times and we^who 
are enjoying good health and strength 
will do well to call on these brothers. 
We all want to meet them on the ter
ritory again soon, so let us just call 
for a few minutes and tell them so.

The annual meeting of Grand Rap
ids Council was held in council cham
ber last Saturday, March 5. It was 
a wonderful meeting. It has been a 
long time since we were in a meeting 
where issues were brought before the 
Council, including the election of offi
cers and everything disposed of with 
the complete harmony which prevailed.
So many of the “old boys were there 
it seemed to be a reunion and the 
manifestations of good will were much 
in evidence. The Council voted a 
“Distinguished Service Medal’’ to Mrs.
A. F. Rockwell for her untiring ef
forts as chairman of the social com
mittee for the past two years in mak
ing the social part of our monthly 
meetings one of the most attractive 
features. Grand Rapids Council has 
learned that the short cut to progress 
and prosperity is to have the ladies 
enthused about the meetings and they 
will see to it that the men attend and 
maintain an interest.

Brother G. V. McConnell, residing 
at 1342 Sigsbce street who has been 
ill for several months past, spending 
ninety days in bed, was there with the 
old time greeting and a number of the 
boys breathed a silent prayer of thank
fulness as “Mac” came into the room. 
We hope in the realm of health he 
will have only the best handed to him 
in the future.

For the ensuing year the following 
officers were elected and installed:

Past Counselor—Dan M. Viergever
Senior Counselor — Raymond W. 

Bentley.
Junior Counselor—Henry T. Koes- 

sel.
Secretary-Treasurer—Allan F. Rock

well.
Conductor—Roland A. Otton.
Page—Robert E. Groom.
Sentinel—Abraham Bosnian.
Chaplain—Rutledge Radcliffe.
Executive Committee Martin Ver- 

maire (one year).
Executive Committee—L. L. Lozier 

(two years).
Senior Counselor. Dan M. Viergever, 

who was presiding, earned a vote of 
thanks for the businesslike dispatch 
with which he handled the affairs 
which came before the meeting.

The silver jubilee banquet and ball 
was held in the Pantlind Hotel ball 
room in the evening and most of us 
are willing to vote that twenty-fifth 
annual banquet and ball was the best

one held during the twenty-five years 
that this event has been celebrated.

There are many things we would 
like to tell about this annual celebra
tion, for we have recently learned 
that some of our former members now 
living in California and Florida who 
are subscribers to the Michigan 
Tradesman actually read these news 
items about Grand Rapids Council and 
enjoy keeping in touch with former 
friends and associates. But there is 
too much; we cannot tell it all, so we 
will just hit a few of the high spots.

The arrangement for seating the 
guests was without a fault. Surely 
the coupon ticket is here to stay and 
the use of the boy scouts as ushers is 
one of the finest courtesies we can 
extend our guests. A few years hence 
many of those boy scouts will be 
elligible for membership in the United 
Commercial Travelers of America and 
will be wearing the emblem with 
credit to themselves and to the order.

The guests were at their places at 
6:45 p. m. promptly and the banquet 
was opened by singing the first stanza 
of America, followed by invocation 
delivered by Chaplain Gilbert M. 
Moore. The service during the din
ner which followed was nearly 100 
per cent, efficient and the food pleased 
the most exacting taste.

Music was furnished by Dude 
Dietrich’s orchestra and community 
singing was led by P. R. Jeffrey and 
solo work by Mr. Jeffrey, who has the 
title of “America’s foremost Radio 
Casting Tenor.” At the close of the 
dinner, the newly elected officers were 
introduced and a brief outline of our 
aims for the ensuing year was pre
sented by Senior Counselor Raymond 
W. Bentley.

Lee H. Bierce Secretary of the 
Grand Rapids Association of Com
merce, was then introduced as toast
master by John B. Olney, chairman of 
the banquet committee. Mr. Bierce 
enjoys almost a National reputation 
as a toastmaster and he delighted the 
guests with his cleverness and origin
ality. Mrs. Calvin Bancroft, of Hast
ings. rendered the very pleasing can- 
tillation, “I dun-no” at the piano and 
responded to several encores. The 
next part of the program always 
pleases the membership of Grand 
Rapids Council. I refer to the pre
sentation of the two charter members 
of the Council, which was founded in 
October, 1898. Brothers D. E. Keyes 
and A. W. Brown, and the fine thing 
about it is the fact that they are 
younger men each year at the annual 
banquet. They seem to have Father 
Time on the run and are giving him 
the laugh. May we greet you for an
other twenty-five annual celebrations.

The address of the evening was 
delivered by A. H. Landwehr. Presi
dent and General Manager of the Hol
land Furnace Co., of Holland. He 
spoke on “Business, yesterday, to
day and to-morrow.” Every thought
ful man and woman present felt deep
ly indebted to Mr. Landwehr for the 
inspiring address. As an indication of 
the marvelous progress made in the 
last two generations, he cited that in 
1814 the head of the U. S. Patent 
office resigned because everything

useful and needful had been invented 
and there would be nothing further 
to do as head of the United States 
Patent Office. And that was in 1834, 
scarcely two half centuries ago. To
day, we wonder what they had in
vented up to that time.

Olney, chairman of the committee, 
with his usual thoughtfulness, then in
troduced his assistants, Mr. and Mrs.
L. L. Lozier, Mr. and Mrs. Roland A. 
Otton, Mr. and Mrs. Roy H. Randall, 
Mr. and Mrs. John Honton, as mem
bers of his committee, and the hosts 
and hostesses of the evening, Mr. and 
Mrs. Gilbert H. Moore, Mr. and Mrs. 
Robert E. Groom, Mr. and Mrs. Karl 
W. Dingeman, Mr. and Mrs. Ernest 
B. Ghysels, Mr. and Mrs. E. W. Klein.

Following the banquet, dancing was 
enjoyed until midnight, the dance 
opening with a grand march led by 
Mr. and Mrs. Raymond W. Bentley. 
So well established in the minds and 
hearts of the members of No. 131 is 
the annual banquet and ball that it 
would positively be a hardship to many 
if for any reason they were unable to 
be present. Preparing for this event 
involves some effort on the part of 
the members of the committee, but 
they are richly compensated, for they 
have learned that the way to keep 
happiness yourself is to give it away 
to some one else. In doing that they 
are giving a practical demonstration 
of the spirit of the founders of the 
beneficent order of United Commercial 
Travelers of America.

L. L. Lozier (Scribe).

Items From the Cloverland of Michi- 
gan.

Sault Ste. Marie, March 8—The 
farmers are taking advantage of the 
good roads to deliver their hay to the 
cars. Many cars are loaded each day. 
While the hay is selling at low prices, 
they seem to want to unload as soon 
as possible. The hay buyers have all 
agreed to discontinue buying at tag 
weight, so that all hay is bought at 
scale weight on delivery.

Trembley & Vachom have opened a 
new meat market and grocery on East 
Spruce street, near the water power 
canal. Mr. Vachom has had several 
years. experience as a meat cutter at 
Newberry and other places, but re
cently was in charge of the J. Macki 
& Co. market here. The new location 
was formerly occupied by the Baldwin 
Grocer Co. and is considered one of 
the best locations on the East side. 
The new firm expects to conduct a 
cash and carry store and intends to 
deal in the best grades of meats and 
staple groceries.

William Fleetham. the well-known 
jeweler, who has been laid up in the 
hospital for the past week with a 
broken hip sustained while playing 
hockey, is getting along as well as 
could be expected, but it may keep 
him confined for the next two or 
three months.

R. W. Cowan, of the Cowan & Hunt 
Co., is in New York purchasing spring 
stock. He is accompanied on the trip 
by his wife. They expect to be away 
about two weeks.

It is only those who do not know
how to w-ork who do not love it. To 
those who do it is better than play— 
it is religion.

Rev. R. A. Bartlett died at the 
Memorial hospital Tuesday after a 
long seige of sickness. He suffered a 
stroke of paralysis last fall and had 
been sinking until the end. He was 
one of the best ministers who ever 
preached here. For seven years he 
was in charge of the First Presbyterian

church, largely increasing its member
ship and paving off one-half of the old 
church debt. He was frequently called 
to address religious organizations and 
public meetings. Unable to resist the 
temptation of doing some service for 
his country during the kaiser’s war, 
and too old to participate actively, he 
enlisted in 1918 with the Y. M. C. A. 
and served as Secretary at Camp Cus
ter. He left a widow, two sons, Prof. 
Robert Merrill Bartlett, a missionary 
teaching in the University of Peking, 
China; Paul Bartlett, a student in the 
high school here, and two daughters. 
The bereaved family have_ the sincere 
sympathy of the community.

L. H. White, of Boyne City, was a 
business visitor^here last week. He is 
connected with "the White Lumber Co.

Nothing is high in price if it is 
worth it. This includes alimony.

A. Pingatore has opened a grocerv 
store in the building formerly oc
cupied by Art Devernev on Seamour 
street. The interior has been re 
decorated and new fixtures installed. 
Situated as it is with more than half 
a mile to its nearest competitor, Mr. 
Pingatore should make a success of 
his new venture.

No matter how long the Volstead 
act remains in force, you find a little 
whisky still.

M. McQueen, who for the past 
twenty years has been in charge of the 
dry goods department of the Cowan & 
Hunt Co., has resigned and expects to 
move with his family to LaCross, Wis., 
where thev expect to locate. During 
their residence here they have made 
many warm friends who will miss 
them.

Fishing is good at Hessel and Cedar- 
ville this winter, but different than it 
is during the tourist season, when 
nerch fishing is the principal catch. 
Now you chop a hole in the ice where 
hte water is deep, hook up a line with 
plentv of hooks and bait, bob it m> 
and down until you get a pull that 
jars you, then take a pull, put the line 
over your shoulder and run for the 
shore until the trout—anywhere from 
three to twentv pounds—is brought to 
the surface. He never stops from the 
time he bites until he is safe on the 
ice. Some of the natives find this kind 
of fishing verv profitable, as there is 
a market for all of the trout that can 
be bought at 22 cents per pound.

Edward LaLonde and Edmund 
Berube will open a new and antique 
furniture store about May 1 at 511 
Ashmun street.

A sign displayed in one ot our 
restaurants: “No_ checks cashed. Me 
have arranged with the bank that 
cash no checks and they sell no soup.

Edmund Berube, who has been in 
the grocery business on Fort and Gros 
Cap streets for the past several years, 
has disposed of his stock to his son, 
Edward Berube, who will continue the 
business as heretofore. He is a young 
man and has had several years expen- 
ence. He is well ^cQUsinted with tli 
trade and a hustler.

Making the best of what you ha\e 
■is the best rule for gettim ahead.

William G. Tapert.

Meeting of Old Time Traveling Sales
men.

Grand Rapids, March 8 A meeting 
will be held at the Pantlind Hotel a' 
1 o'clock. March 19. to promote ami 
plan the holding of a reunion of Old 
Time Traveling Salesmen in the near 
future, under the direction of the fol
lowing Old Timers:

Geo. E. Abbott.
W. Y. Barclay.
Leo A. Caro.
Sam R. Evans.
John Grotemat.
R. M. Dively.
W. R. Keasey.
Manlev Jones.
Tohn H. Millar.
T. S. Perkins.
Geo. W. McKay, Chairman.



Why Sacrifice 
Profits 1

It is not necessary when you stock 
and sell well-known merchandise 
on which the price has been estab
lished through years of consistent 
advertising.
In showing the price plainly on 
the package and in advertising

KC
B a k in g
Pow der

Same price for over 35 years

g Jj ounce* for g 5*
(more than a pound and a half for a quarter)

we have established the price— 
created a demand and insured your 
profits.

You can guarantee every can to 
give perfect satisfaction and agree 
to refund the full purchase price 
in which we will protect you.

Millions of Pounds Used by the 
(government

Uncle )ake 
says"

Even the  housewife who fails to sweep in the  
corners, insists  th a t  her m eat and h e r groceries 
come to her n ea t and  clean.

K. V. P. DELICATESSEN
a high quality low price paper that protect, preserves and makes 
a  good impression. Ask for prices and samples.

KALAMAZOO VEGETABLE PARCHM ENT CO.
KALAMAZOO, MICHIGAN

M I C H I G A N  BE L L  
T E L E P H O N E  C O .

A Carload of Canned
Sold Daily by Long Distance
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Long Distance builds sales 
-foT Hart Brand and is a 
necessary aid to the customer 
as well as to the producer.
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Grocery Shelf Gossip
3 LB. CRISCO—“ Well, well, if 

there isn't my little brother. 
Hello, Cris, how’s everything?”

1 LB. CRISCO—“Good! How 
are things with you and why are 
you feeling so eocky this morn- 
m g ?

3 LB.—“Oh, I ’m fine! I  was just 
wondering if you’ll ever grow up. 
No reason why you shouldn’t be
cause you’ve got good stuff in 
you. What puzzles me most, 
though, is why the Boss needs 
you around when I ’m here.

1 LB.—“Say. I'm just as good as 
you are, even if I  am only a one- 
pounder’. With all your size 
size you can’t do a better job in 
the kitchen than I  can.”

3 LB.—“No, perhaps not, but I  
can do some jobs that you can’t

—deep frying, for example. I  
don’t want to hurt your feelings, 
but the Boss likes me better than 
he does you. I  make more steady 
customers for him. When a 
woman buys me, she gets enough 
Crisco for a real trial—enough 
to make her ‘sold’ on Crisco re
sults. And besides, every time 
he sells one of us, the Boss makes 
about three times as much profit 
as he does from one of you.”

1 LB.—“ Yes, I  guess you’re right, 
but you’ve overlooked one point. 
Where there's only two or three 
people in a family, women often 
prefer us. They say you’re too 
big for their needs. And be
cause of our size, women have to 
come into the store oftener to 
buy us and our Boss has more 
chances to sell them other things.”

3 LB.—“Well, I  guess I  can af
ford to admit that point. After 
all, I  don’t want to quarrel with 
you. We belong to the same 
good family and we both are wel
comed into homes that want the 
best in cooking.”

It will pay you to keep Crisco 
where your customers can see it. 
When properly displayed it is a 
rapid seller. And remember this—  
every time you sell a can of this 
superior vegetable shortening and 
cooking fat you are stimulating the 
sales of many other cooking in
gredients in your store, such as 
flour, raisins, baking powder, su
gar, chocolate, etc.
Free display material to help you 
sell more Crisco—or any other 
Procter & Gamble product—will 
be sent to you upon request. Use 
the coupon below.

PROCTER & GAMBLE
CINCINNATI, OHIO

'^Procter & Gamble 
Cincinnati, Ohio

K-227

Please send me free the num
ber of disph iv pieces indicated 

N opposite:

BRAND

Ivory Soap (large s iz e )- . 
Ivory Soap (m edium  size)
G uest Ivory ----------
Ivory F lakes -------- --------
P and  G W hite  N ai
Chipso -----------------
Crisco ____________

W indow
T rim s

C ounter
Cards

P rice
P osters

H ave you a  copy of our 26 page booklet—"V 
“W indow s th a t  Sell” — w hich con tains 
valuable in form ation  on effective w indow 
displays? A copy will be m ailed free u p 
on request.
Name ---------------------------------------- -
Street ------------------------------------------
C ity --------------------------------------------
State __---------------------------------------- -


