
Ever a Song Somewhere
There is ever a song somewhere, my dear,

There is ever a something sings alway;
There’s the song of the lark when the skies are clear, 

And the song of the thrush when the skies are gray.
The sunshine showers across the grain,

And the bluebird trills in the orchard tree;
And in and out, when the eaves drip rain,

The swallows are twittering ceaselessly.

There is ever a song somewhere, my dear,
Be the skies above or dark or fair;

There is ever a song that our hearts may hear—
There is ever a song somewhere, my dear—

There is ever a song somewhere!

There is ever a song somewhere, my dear,
In the midnight black or the midday blue;

The robin pipes when the sun is here,
And the cricket chirrups the whole night through.

The buds may blow and the fruit may grow,
And the autumn leaves drop crisp and sere;

But whether the sun, or the rain, or the snow,
There is ever a song somewhere, my dear.

There is ever a song somewhere, my dear,
Be the skies above or dark or fair;

There is ever a song our hearts may hear—
There is ever a song somewhere, my dear—

There is ever a song somewhere!

James Whitcomb Riley.

Nothing to Do 
But Work

Nothing to do but work,
Nothing to eat but food,

Nothing to wear but clothes,
To keep one from being nude.

Nothing to breathe but air,
Quick as a flash ’tis gone;

Nowhere to fall but off,
Nowhere to stand but on.

Nothing to sing but songs,
Ah, well! Alas! Alack!

Nowhere to go but out,
Nowhere to come but back.

Nothing to read but words,
Nothing to cast but votes,

Nothing to hear but sounds,
Nothing to sail but boats.

Nothing to comb but hair,
Nowhere to sleep but in bed,

Nothing to weep but tears,
Nothing to bury but dead.

Nothing to see but sights,
Nothing to quench but thirst,

Nothing to have but what we’ve got, 
Thus through life we’re cursed.

Nothing to strike but a gait, 
Everything moves that goes,

Nothing at all but common sense 
Can ever withstand these woes.

Ben King.



The old-fashioned way of “clearing the blood” in the 
Spring was to take liberal doses of a mixture of sul
phur and molasses. Nobody knows the reason for 
the almost universal faith in this formula, for modern 
medicine declares that it is of practically no value, 
but our grandparents kept their faith in it for many 
years.

The modern physician knows that certain toxins do 
accumulate in the system during the winter. These 
toxins are caused by lack of out-door exercise, and by 
a diet too rich in meats and other concentrated foods. 
The modern way to remove the toxins and clear the 
system during the Spring months is to use
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DRY GOODS CONDITIONS.
In quite a number of directions the 

spring season has not come up to the 
expectations of those engaged in mer
cantile business. A good deal of the 
blame for this state of affairs has right
ly been ascribed to the vagaries of the 
weather. Last month, for example, it 
rained nearly every day and, when it 
dd not, the raw winds gave no fore
taste of spring as it is generally under
stood. Apparel lines were hardest hit 
by these conditions because many con
sumers came to the conclusion that 
they would wait for warmer weather 
and then stock up on summer attire 
instead of buying for the intervening 
season. A little sunshine and warmth 
during part of last week brought 
throngs to the stores and stimulated 
buying. Sports togs for both sexes 
have been in demand and, added to 
these, have been the requirements for 
June weddings and graduating exer
cises at schools, and colleges. Haber
dashery of one kind or another has had 
an appeal for men who have been re
plenishing their wardrobes. Toward 
the end of the week straw hats began 
to show up in large quantity on mascu
line heads, even though topcoats were 
still worn. Primary markets are still 
comparatively dull so far as new orders 
arc concerned, but a fair amount of 
business is passing in distributing chan
nels.

MAINLY CAREFUL PLANNING.
Success is the result of endeavor. It 

is accomplished by some definite aim. 
Success is not luck. Luck may be an 
element in success, but success is more 
than luck. An unexpected discovery 
or a chance invention is not success. 
It is opportunity for success. Fulfilled 
success never comes to any one of it
self. It is obtained only by earnest 
effort. There are laws by which suc
cess is achieved, and only those who

are obedient to the laws of success will 
realize its triumph.

Captain Lindbergh is justified in re
senting the judgment that his victor
ious airplane flight from New York 
to Paris was a piece of good luck. 
Luck did not embrace the Spirit of St. 
Louis and her pilot and carry them 
through the air for a distance of 3,600 
miles. That is a feat beyond the 
powers of luck. Of course, luck was 
present and apparently was favorable, 
but by no means the controlling factor. 
Lindbergh's spectacular flight did not 
simply happen. It was an achievement 
thoroughly governed by the laws of 
success.

Lindbergh’s flight to Paris was care
fully planned and prepared for. Prep
aration is the second law of success, 
and a most complete preparation was 
made by this conqueror of the air.

He never had time to learn to smoke 
or to drink alcoholic liquors or to 
dance. What relation have such prac
tices to an aviator? Only to make him 
less fit. and therefore not to be in
dulged in. For the same reason in
toxicants and rich foods are omitted 
from his diet.

The journey was calculated to re
quire thirty-six hours. Could he stay 
awake that long? He learned to by 
practicing wakefulness in San Diego, 
and a week before he left that city for 
his venture he remained without sleep 
for forty-nine hours. Thus, physically, 
he was well trained for the anticipated 
strain.

SPOILING LINDBERGH.
The American people habitually like 

to drive a good horse to death and 
their press has every desire to please 
them. Therefore is it that we see be
fore us a daily effort to print so much 
about Lindbergh as eventually to ren
der that young gentleman a bore. Of 
course, we are entering the dog days 
and topics of supreme interest are 
scarce. But that hardly absolves us 
from publishing overwhelmingly repe
titious details about the gallant New 
York-to-Paris flyer. We are over
playing Lindbergh as badly as we ever 
overplayed a murder trial. We may 
well make his own countrymen sick 
of him before they see him. If he were 
not as good as he is we would have 
spoiled him long ago. Whatever he 
does, he is placed in the position of 
offending somebody. That lad will 
surely be the marvel of the age if he 
gets through all this fuss without im
pairing his present high estate.

After a survey of the laws enacted 
by forty-icur states the National In
dustrial Council estimates that before 
the year is over 10,000 new laws will 
result from 40,000 bills that the law
making bodies in the various States 
will consider. The council points out

that this multiplying of laws has led to 
such a chaotic condition that a meas
ure of law enforcement has become 
practically impossible and attributes 
the widespread lawlessness to the con
fused and overburdened statute books 
of the various states. The council’s 
discovery is not new. It has long 
been the subject of complaint among 
lawyers and publicists. Many things 
which are legal to-day are made il- 
legalo vertiight. But the difficulty lies 
in curbing legislators or bringing about 
some form of co-operation among the 
lawmaking bodies of the various states. 
The council, however, hopes that a 
thorough discussion of the subject at 
its coming meeting in this city may re
sult in inaugurating a nation-wide 
movement that will lead to greater 
smplification in the forms adopted by 
the various states and may impress up
on legislators the futility of enacting 
unnecessary laws. It is a large job. 
Every legislator—there must be 15,000 
of them scattered over the country— 
believes that his chief duty is to make 
a new law about something. But pro
tests that seem hopeless at first some
times prove effective. Continued agi
tation of the subject may bring about 
a reform—some time.

Should a bootlegger declare his prof
its and pay full income tax on them? 
The question is as old as the Volstead 
law, but it now has been brought for
ward sharply for final settlement by 
the Federal Court of Appeals in South 
Carolina referring a particular case to 
the Supreme Court of the United 
States. The case is known as the Sul
livan case. The Government seeks to 
force a reputed bootlegger to pay a 
tax on the income derived from his 
unlawful trade, but the defendant has 
set up as a defense that the “tax is 
not enforceable because Congress has 
not provided immunity from criminal 
prosecutions based on disclosures in 
tax returns.” As it stands, the case 
presents a clear constitutional question 
for the Supreme Court. In a lesser 
way it also covers incomes derived 
from the traffic in narcotics, gambling 
and other illegal occupations. A pro
posal that Congress shall pass an 
amendment granting immunity from 
prosecution on the basis of disclosures 
made in tax blanks, which has been 
suggested, is hardly worth considering. 
It would have no chance for adoption 
in a Congress which favors the Vol
stead law, to say nothing of the doubt
ful morality of having Congress declare 
a business unmoral and then taking 
part of the profits.

The Supreme Court of Arizona has 
just handed down a decision which will 
interest all moralists, whether they are 
wet or dry. A resident of Arizona, 
while in Mexico, bought a quantity of

intoxicating beverages and returned 
home without having paid for his li
quor. The vendor sought to enforce 
his contract in the Arizona courts, and 
when the vendee obtained judgment 
the Mexican appealed. The Arizona 
man contended that the courts of that 
State could not compel him to pay for 
intoxicating liquors obtained elsewhere, 
since that would be in contravention 
of the public policy of the United 
States and of Arizona as expressed by 
the Eighteenth Amendment, the Vol
stead law anil the laws of Arizona. 
The Justices of the Supreme Court, 
how'ever, held that “there is no public 
policy that will justify the refusal of 
a court to extend comity under such 
a state of facts unless the transaction 
would present to our people a per
nicious and detestable example—shock
ing to the prevailing moral sense.” As 
no such condition exists in this case, 
the court declared that when an Amer
ican tourist purchases and consumes 
wines or liquors in a foreign country 
his contract to pay for them is as en
forceable in our courts as if he were 
to purchase ordinary wearing apparel. 
This may be a shock to reckless trav
elers, but it sounds very much like 
common sense.

Old-age pensions are being develop
ed in this country through private 
effort. At the forthcoming meeting of 
the Congregational National Council it 
will be reported that assets of more 
than $10,000,000 are being administered 
for the purpose of safeguarding Con
gregational ministers in old age. Pro
vision of such a fund would avail little 
if it were not properly handled. This 
fund is managed in accordance with a 
carefully planned system. It pays a 
life annuity to a member when he 
reaches annuity age or if he becomes 
disabled, and to his wife if she survives 
him. The size of the annuity is gov
erned by the accumulation which is 
made to the credit of the member 
through dues deposited annually by 
himself and his church during the 
years of his active ministry, supple
mented by a share placed to his credit 
from the income of a memorial fund. 
Ministerial relief in some form goes 
back more than a century, but the idea 
of organizing it so as to give it Nation
al scope is much more recent, while 
the creation of an annuity arrangement 
is comparatively new. Colleges face 
much the same problem as that which 
confronts the churches in this matter. 
The experience of various cities, not 
excluding New York, is eloquent upon 
the necessity of not only honesty but 
expert knowledge if pension funds are 
not to show a disconcerting tendency 
to vanish.

Don’t confuse showing off with 
showing up.
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THE BLACK MAN’S GRAVE.

It Was the Altar Which Regenerated 
a Woman.

As Memorial day comes and goes 
each year my mind invariably goes 
back to an incident that I can never 
forget. Old Uncle Isaac Randall came 
back from the war and settled on his 
father's farm. The war had changed 
him. When he volunteered he was 
just a great boy, thoughtless—playing 
tricks and taking all sorts of chances. 
He came back sobered and very silent. 
He acted like a man who had, some
how, looked directly upon death or per
haps some great disgrace which haunt
ed him. I used to notice that very 
thing about many of these old soldiers.
I suppose it was fixed upon them in 
battle. They never could shake it 
away. I have seen Uncle Isaac pull 
up his horses when plowing on the 
top of his hill and stand looking off 
across the valley to the dark woods to 
the west. 1 could see nothing worth 
looking at over there, but to the old 
man there was some mystery hidden 
within those dark shades. When Un
cle Isaac came back he brought a col
ored man with him. This man was 
more than colored; he was stove black. 
A light-colored scar ran across his face, 
one arm was stiff and hard to raise, 
and he limped quite badlv. Colored 
folks had never been very plentiful in 
that neighborhood. There were quite 
a number of war Democrats there, and 
they mostly felt that the slaves had 
been responsible for the war. In fact 
Uncle Isaac had felt that way about 
it. Yet here he came back with Black 
John—treating him about as he would 
a dark complexioned brother. The 
women folks fixed up a place for John 
to eat in the kitchen, but Uncle Isaac 
brought him right in to the table and 
made him sit there. Once the minister 
came to supper, and the girls were 
greatly embarrassed. They begged 
their father to put John in the kitchen 
or somewhere out of sight. John was 
clean and neat, and did not want to 
offend, but Uncle Isaac was like iron. 
Before supper lie took the minister up 
on the hill in the pasture and the girls 
saw them talking earnestly. When they 
came down the minister walked right 
up and shook hands with John before 
them all. They never could get him 
to tell what that hill pasture talk was 
about. A few weeks later the minis
ter preached a sermon about the no
bility of giving your life for a friend. 
He went on to say that some men gave 
more than life—they gave honor and 
character. The girls saw Uncle Isaac 
and John glance at each other, but they 
could not solve the mystery. This went 
on for years. The white man and the 
Negro were inseparable. They were 
far more than master and man, and 
everyone wondered what it meant. Un
cle Isaac seldom spoke of his war rec
ord, but in some way it became known 
about the county that he had perform
ed some wonder of valor. No one 
knew just what it was, and Uncle Isaac 
never would discuss it. Now and then 
when hard pressed by the children he 
would merely say:

“Ask John.”

But John wiuld only shut his lips 
tight and say nothing.

After a long struggle the family gave 
up and accepted the situation—all but 
Sarah. She was the youngest daugh
ter. It seemed to her parents some
times that she was a changeling. Years 
ago the primitive New England people 
believed that the evil one changed ba
bies in the cradle—substituting some 
strange imp for the sound family babe. 
What really happened probably was 
that through a form of atavism some 
peculiar or hateful trait jumped from 
some old ancestor over several genera
tions, and dominated a child, to the 
great scandal and sorrow of its parents. 
That seemed to be the case with Sarah. 
She had the most consuming love and 
admiration for her father and the most 
awful hatred for Black John. She 
thought Uncle Isaac a hero, the no
blest of them all, and she came to be
lieve that John held some terrible pow
er or charm over him. It was really 
a reversion to something of a belief in 
witchcraft, and this was heightened 
when Uncle Isaac made his will.

Should a man make his will a family 
affair, consulting his heirs about the 
disposition of his property, or should 
he make it a secret document—held as 
a'surprise to those who follow him? 
The lawyers tell me that a man is fool
ish to consult his heirs about his will. 
The property is his. In most families 
there never could be any full agree
ment about its disposition. Go ahead 
and leave it as you want to. If you 
like—tie it up with agreements and 
provisions, but use your own judgment.
1 do not fully agree with this, but it 
isn't worth arguing here. Uncle Isaac 
Randall left his property fairly, but 
he made one strange provision.

He gave Black John a sum of money 
and provided that he was to remain a 
member of the family as long as he 
lived. At his death he was to be buried 
iu the family graveyard—on the little 
wooded hill at the south of the farm, 
and "1 appoint my daughter Sarah as 
custodian of his grave. She is to keep 
it in which she considers a suitable con
dition." The lawyer who drew up the 
will, and who knew something of the 
family history, tried to change this, 
but tbe old man was as firm as Hint 
and he made the distribution of his 
property contingent upon the perform
ance of this duty, as he called it.

You can imagine the storm that 
broke loose from Sarah. She would 
gladly have let the entire property go, 
but the others pleaded with her and 
she finally agreed. It was hard to un
dersand how this wild, untamed nature 
hated the black man.

“To thing of tying me up to a nig
ger in this way.”

As she thought it over she came to 
believe that perhaps her father had 
taken this method of testing her great 
love for him. So, while she still be
lieved that in some way Black John 
held some mysterious power—like that 
of the old witches—she agreed to her 
part. John did not live long after Un
cle Isaac passed on. Sarah had her 
brothers dig a grave down among the 
rocks in one corner of the little ceme
tery—as far as she could from the 
Other graves. There they laid the black

man—without great ceremony—except 
that the old minister read the service 
and made a prayer. They were all in 
a hurry to get back to their work or 
play. The wind sang through the 
trees, a squirrel eyed them from an oak 
just over the wall; a crow seemed to 
pause in its slow flight, over the field 
as if somehow it knew a little of the 
curious mystery which entered that 
grave among the rocks as the black 
man was laid away. They filled the 
grave—the old minister standing by 
watching them. I have seen in the 
South what always seems to me a very 
beautiful ceremony when some friend 
who was popular in life is laid away. 
They do not leave the undertaker to 
fill the grave, but one after another 
mourners take up the shovel and per
form this homely labor—the last duty 
to the dead. Perhaps it was some such 
impulse or some little idea of loyalty 
which prompted the minster to take 
the spade away from one of the boys 
and help fill the grave. The hired man 
had tried to play up to the part of town 
atheist. He told about this at the store 
that night:

“Always did think the old man was 
a crank, but when I saw him filling 
in a nigger’s grave—well, it beat all.”

As they walked back to the house 
the minister turned to Sarah as if to 
speak to her. It may have been force 
of habit, for was it not his duty to 
‘ comfort those who mourn?" But 
Sarah was in no mournful mood—and 
the mystery which lav there with John 
among the rocks was not revealed.

“In what she considers a suitable 
condition.”

Sarah said she would live up to the 
letter of the law as she found it in 
the will. She was to decide what that 
“suitable condition" should be and 
surely she had her ideas about that. 
She just let that corner of the ceme
tery alone. No one was to touch it. 
The weeds grew there nearly shoulder 
high. The briers came creeping in— 
standing guard with their sharp thorns, 
wild outlaws that fought off all who 
would put the grave in order. They 
hid the grave. The spot became an 
eyesore. A woodchuck dug its hole 
close by. A black snake nested in the 
tall grass and weeds. Vermin sought 
the spot as its natural home. The neg
lect of the spot was so evident that 
the rest of the family protested to the 
lawyer. Perhaps this would break or 
nullify the will. When the lawyer came 
to argue it Sarah pointed out that this 
condition suited her and that was the 
end of it. It is hard for us to imagine 
such hatred. One would think it might 
be buried in the grave, but Sarah would 
not have it so. The crowning insult 
or infamy came at Memorial day, when 
a group of old veterans went about the 
town placing flags at the graves of old 
soldiers. They put one at Uncle Isaac’s 
grave, and were searching through the 
grass and weeds to find where Black 
John was buried when Sarah appeared 
and drove them off. They had dropped 
their little flag on the grass. Henry 
Drake was planting corn in an adjoin
ing field and at the sound of the quar
rel he came over to see what it was 
all about. Henry picked up the' little 
flag and started to put it at the head

of John’s grave, when Sarah turned on 
him in a flaming passion. Henry and 
Sarah had been “keeping company" for 
years. They were supposed to be en
gaged, but Sarah’s violent anger tore 
them apart, for Henry’s father had 
been killed while serving under Sher
man. It ended with Henry walking 
away—carrying the little flag in his 
hand.

The months swung around to Mem
orial day. The town planned a great 
celebration. Judge Benson was to come 
from far out West to make the speech. 
During the war Judge Benson had 
served as private with Uncle Isaac, and 
he dodged the entertainment committee 
and insisted on going home to his old 
comrade’s farm. One of the boys drove 
him home. It was raining a little, and 
the old judge sat on the porch—unable 
to visit his comrade’s grave until the 
rain ceased.

“And Black John?” he asked. “What 
became of him after Isaac died?”

“He died, too—we buried him on 
our farm!”

“Just like old Ike to do that! Say,
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did your father ever tell you just what 
that black man meant to us?”

“No, we never could get him to talk 
about it!”

“Just like Ike to act like that. And 
John would have died before he told 
it! Now it’s all over I think I ought 
to tell it.”

Sarah was in the kitchen preparing 
for supper. She came close to the 
window and stood listening as the old 
judge settled himself and began his 
story.

It was during the Vicksburg cam
paign. Grant had to know the enemy’s 
plans, and word came that a scout was 
carrying a copy of these plans from 
Johnson to Gen. Pemberton. Uncle 
Isaac and the judge, two likely young 
fellows, were ordered to go out and 
capture this scout and get his papers. 
It was Grant himself who told them.

“You men understand that if you 
get these papers you must bring them 
back or destroy them. You must die 
before you give away one word of 
what you know about this army. If 
you betray your trust you will be 
guilty of treason and liable to be shot. 
Now are you willing to go?”

And both men answered “yes!”
A big, powerful black man, his only 

name was John, went along as guide. 
Their job was easy. They caught the 
scout eating his dinner, jumped on him, 
tied him and secured the papers. Then 
they turned back, but within an hour 
ran right into a bunch of Confederate 
soldiers. They were surrounded. Quick 
as thought Uncle Isaac slipped the pa
pers into a hole in a tree. The white 
men were not harmed, but Black John 
was stabbed with a bayonet and left 
on the ground for dead.

Uncle Isaac and the judge were lined 
up before a great tree and the leader 
of the Confederates pulled out his 
watch and gave them five minutes to 
tell where the papers were and what 
they could about Grant’s army. If 
they did not tell they would be shot 
at once.

‘Now,” said the judge, “from what 
you believe of your father and of me 
you think of course we stood up and 
told them to shoot. The truth is we 
failed. At heart we were traitors. Life 
seemed too sweet. We remembered 
our homes, our wives and friends. We 
could not let them go. Except for the 
actual deed we were guilty of treason. 
I don’t remember whether it was Ike 
or me who spoke first, but honestly we 
started to betray our country.

"Then all of a sudden Black John 
seemed to come to life. Me jumped to 
his feet—a horrible figure. It seemed 
as if that bayonet had nearly cut his 
head in two. He just said:

“ ‘Don't! Don’t go back on Mr. Lin- 
kum!’ He caught those papers out of 
the tree and dashed off into the bushes. 
The soldiers fired a volley at him and 
he seemed to stagger. They forgot us 
and chased after him. We jumped into 
the brush and made our way to camp. 
Two days later a fearful looking ob
ject came crawlink up to the breast
works. It was Black John, bled so 
that he was almost white and shot all 
to pieces. But the papers were in his 
pocket and he lied like a gentleman in 
telling how brave your father and. I

had been. Now, do you know why we 
honored Black John? He gave us more 
than life. I want to see his grave!”

Sarah, inside the kitchen, heard it all. 
She hesitated a moment and then went 
to the sitting-room door.

“Mary,” she said quietly,” you’ll have 
to get supper. I’m going out on the 
farm!”

They were accustomed to her strange 
ways. She put on an old sun bonnet, 
on her brother’s rubber boots, and 
threw a shawl over her shoulders, drew 
started along the lane to the back of 
the farm, through the drizzle of rain. 
Henry, on the next farm, standing in 
the barn door, looked across the fields 
and saw her enter the little cemetery. 
After a moment’s hesitation he came 
across the pasture and looked over the 
stone wall. Sarah was on her knees 
beside Black John's grave pulling 
weeds and brers with her bare hands. 
She looked up as the man appeared.

“Henry,” she said, “will you do 
something for me?”

“You know I’ll do anything for you, 
Sarah.”

“If you have kept that little flag you 
took away go home and bring it here.”

The flag hung on the wall above the 
picture of Henry’s father. The young 
man put it in his pocket, found a sickle 
and spade and came back with them. 
Not a word was said. Together they 
worked. They cut or pulled up the 
weeds and thorn and threw them over 
the wall. While Henry trimmed and 
made up the grave Sarah brought a 
great bunch of lilacs and put them at 
the foot and pushed the little flagstaff 
into the ground at the head. Then 
they stood beside it and unconsciously 
their hands met in a firm clasp. They 
did not know the rain had stopped. 
They did not see the little group slow
ly coming up the lane.

“Fine! Splendid. Just as it should 
be.”

It was Judge Benson who brought 
them out of the past. He watched them 
out of the past. He watched them 
with an admiring eye. Both of them 
were soaked to the skin. The woman’s 
hands were torn and bleeding from the 
briers. Her dress hung clammily about 
her. Her hair had broken loose from 
under her bonnet. Yet the old Judge 
thought he had never seen a more 
beautiful woman, for her face showed 
that in the contest between love and 
hatred in her soul love had won, and 
this black man’s grave was the altar 
upon which her offering to country 
had been laid.—H. W. Collingwood in 
Rural New-Yorker.

Peanut Growing in Favor With the 
French.

Paris, France, June 1—The peanut 
family has come into its own here, but 
it has had a hard struggle. For many 
years it tried to win the hearts of the 
Parisians who clung to their favorite 
nut, the chestnut, declaring they saw 
very little in the monkey variety, but 
of late the peanut vendor has become 
one of the most familiar faces around 
the cafe terraces and does more busi
ness than the Algerian carpet-sellers or 
the old peddler of Italian statuettes. 
Recently, the peanut-man who sells 
them around the cafes of Montparnasse 
did a huge evening business. The de
mand was much greater than the sup
ply and he hastened away for a fresh 
stock, which was speedily bought up.

The Sixth Sense 
in Salesmanship

Something entirely new and different, but 
not a preachment.

This booklet is highly endorsed hy manu
facturers and retailers, employers and 
employees, bankers, educators and pro
fessional men.

Free sample copy and prices mailed upon^ 
application.

Brownell Publicity Service
.501-2 Hanselman Bldg.

K a l a m a z o o , M i c h i g a n

INCREASED BUSINESS FOR 
CITIZEN’S MUTUAL AUTOMOBILE 

INSURANCE COMPANY OF 
HOWELL, MICHIGAN

APRIL AND MAY TWO LARGEST MONTHS IN THE 
HISTORY OF THE COMPANY

D uring the  m on ths of A pril and  M ay the com pany  w rote 
and  renew ed 14,700 policies on autom obiles, an increase of 
1 ,100 over the sam e m onths last year, and  an increase in 
business of $ 2 1 ,5 3 7 .8 4 .

A utom obile  ow ners have begun  to app rec ia te  the  g reat 
hazard  in driv ing a car and  w hen the car is sto len  or w recked 
in a collision or a  liability  loss occurs, the po licyholder then 
apprecia tes an  o p p o rtun ity  to call a t the  hom e office or the 
office of the  local agency and  get a p ro m p t ad justm en t. O ne 
m an, w ho has a large num ber of cars and  trucks insured in 
this com pany , says, “ I have tried  a num ber of d ifferent insur
ance com panies and  w here  th m ain office is located  out of the 
sta te , there  is usually a  de lay  and  in com plicate^  cases it is 
im possible to ge t in touch w ith the m ain office. T hen  too, as 
m ost of the cars in the  te rrito ry  w here m y cars ar driven  are  
insured in the C itizens’ M utual, I find it m uch easier to  get a 
satisfactory  se ttlem en t as w here  tw o or m ore com panies are 
involved, there  is alw ays a  difference of opinion and  delays.”

If no t insured, call on local agen t or w rite

CITIZENS’ MUTUAL AUTOMOBILE INSURANCE CO.
Howell, Michigan
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MOVEMENTS OF MERCHANTS.
Delton—George Dewey, recently of 

Detroit, has engaged in the bakery 
business here.

Petoskey—Smith & Lake have re
opened their grocery store at Bay View 
for the summer.

Bloomingdale—Bruce & Lohrberg 
have closed out their meat stock and 
retired from trade.

Har—Fred DuVall has sold the 
Economy Market to Glen Walker, who 
has taken possession.

Lansing—Earl Wright succeeds J. 
A. Moch in the grocery business at 
415 West Maple street.

Detroit—The Better Sausage Co., 
2459 Riopelle street, has changed its 
name to Hamel Bros. Co.

Detroit—The Wesson Sale Co., 7338 
Woodward avenue, has increased its 
capital stock from $25,000 to $50,000.

Kalamazoo—The Kalamazoo Maytag 
Sales Co., 458 North Burdick street, 
has changed its name to he Kalamazoo 
Washer Co.

Detroit—The Detroit Paper Sales 
Co. 206 Terminal building, has been 
incorporated with an authorized capital 
stock of $30,000. all of which has been 
subscribed and paid in in cash.

Lamont—Marshall Moore, who was 
engaged in trade here for many years, 
died at Colorado Springs May 23 and 
was buried May 25. The widow will 
continue to reside at Colorado Springs.

Jones ville—The Jonesville Commer
cial Bank, organized in 1918, has been 
merged with the Grosvenor Savings 
Bank, organized in 1854 and the busi
ness will be conducted under the lat
ter name.

Byron Center—Peter DeMann, deal
er in groceries and general merchan
dise at Corrinth, has sold his stock to 
Ben Mersman, recently of Grand Rap
ids, who will continue the business 
under his own name.

Mt. Clemens—The East Michigan 
Motor Car Co., 43 South Gratiot 
avenue, has been incorporated with an 
authorized capital stock of $12,000, all 
of which has been subscribed and $6,- 
000 paid in in cash.

Detroit—The Motor City Plating 
Co., 994 Catharine street, has been in
corporated with an authorized capital 
stock of $40.600, which has been sub
scribed, $9,000 paid in in cash and $23,- 
600 in property.

Jackson—The Cashin Motor Sales, 
Inc., 224 Wesl Cortland street, has 
been incorporated to deal in motor 
cars, accessories and parts, with an au
thorized capital stock of $20,000, $10,- 
000 of which has been subscribed and 
paid in in cash.

Eaton Rapids—The Inter-State Ser
vice Bureau, 155 South Main street, 
has been incorporated to make investi
gations for prevention of fraud, with 
an authorized capital stock of $10,000, 
all of which has been subscribed, $150 
paid in in cash and $950 in property.

Grand Ranids—The McCauley & 
Sipple Co., Market and Oakes streets, 
has been incorporated to deal in gaso
line. oil. and auto accessories at whole
sale and retail with an authorized cap
ital stock of $100,000, all of which has 
been subscribed and $500 paid in in 
cash.

Detroit—The M. B. Evans X-Ray

Co., 2539 Woodward avenue, has 
merged its business into a stock com
pany under the same style, with an 
authorized capital stock of $36,000, all 
of which has been subscribed, $200 
paid in in cash and $11,800 in prop
erty.

Flint—Farwell Motors Co., 705 
Brush street, wholesale and retail deal
er in automobiles appliances, etc., has 
merged its business into a stock com
pany under the same style with an 
authorized capital stock of $20,000, 
$11,000 of which has been subscribed 
and paid in in cash.

Grand Rapids—M. J. Van Zoeren 
has purchased the interest of John Den 
Herder in the meat mairket of John 
DenHerder & Co., 644 Grandville 
avenue and will continue the business 
under his own name. Mr. Den Herder 
has been engaged in trade at the loca
tion named forty years and Mr. Van 
Zoeren has been connected with him 
for eighteen years.

Detroit—The Artcraft Display Case 
Co., Inc., 3003 East Jefferson avenue, 
has been incorporated to deal in ma
chinery and appliances and in fabri
cated material, with an authorized cap- 
ial stockt of $100,000 preferred and 
50,000 shares at $1 per share, of which 
amount $65,500 and 10,000 shares has 
been subscribed, $40,000 paid in in cash 
and $10,000 in property.

Royal Oak—Ben Kohti, who opened 
a small dry goods store here about 
eight years ago, celebrated the removal 
of his stock into one of Royal Oak’s 
finest stores on May 29, with a big 
grand opening sale. Souvenirs were 
given away and an orchestra played 
throughout the business hours. The 
new building, which is one of the most 
modern of its kind, was built by Mr. 
Kohn.

Manufacturing Matters.
Alpena—The Alpena Garment Co. 

started operations in their branch plant 
at Onaway, May 23.

Detroit—The Ligonier Refrigerator 
Co., 1562 Gratiot avenue, has increased 
its capital stock from $100,000 to $200,- 
000.

Detroit—The Cadillac Cotton Prod
ucts Co., 260 East High street, has 
increased its capital stock from $60,000
to $85,000.

Kalamazoo—The Kalamazoo Cement 
Products Co., Alcott and Portage 
street, has increased its capital stock 
from $15,000 to $25,000.

Detroit—The Witchell-Scheil! Co., 
1254 Labrose street, manufacturer of 
Witch-Elk athletic shoes and hunting 
boots, has increased its capital stock 
from $300.000 to $325,000.

Detroit—The Du More Tap & Tool 
Co., 1800 Penobscot building, has been 
incorporated with an authorized cap
ital stock of $15,000, of which amount 
$1,200 has been subscribed and paid 
in in cash.

Detroit—The Detroit Salt Service 
Corporation, 2450 Buhl building, has 
been incorporated to manufacture and 
deal in fertilizers, salts and chemicals, 
with an , authorized capital stock of 
$50,000, $1,000 of which has been sub
scribed and paid in in cash.

Saginaw—The National Farm Feed 
Co., Sheridan and Hess avenues, has

been incorporated to manufacture and 
deal in supplies incidental to “Sugar 
Jack Feeding Process,” with an au
thorized capital stock of 250 shares 
class A stock at $100 per share, 1,500 
shares class B stock no par value and 
1,250 shares at $1 per share, $2,250 of 
which has been subscribed and paid 
in in cash.

Ishpeming — The Cleveland-Cliffs 
Iron Co., which is preparing to suspend 
operations at mines in Republic and in 
the Gwinn district has, for some time 
past been transferring men from the 
properties to Ishpeming and Negaunee 
mines. Most of the Republic men are 
being placed at the company’s mines at 
North Lake and many already have 
moved their families to the location. 
As soon as desirable houses can be ob
tained others from Republic and Gwinn 
will move their families to Ishpeming.

Adrian—The Consolidated Machin
ery Co., with $1,000,000 capital, has 
been organized through a merger of 
five concrete machinery concerns and 
will have general offices and plant at 
Adrian. The consolidation includes 
the Anchor Concrete Machinery Steel 
Casting Co., the Ideal Concrete Ma
chinery Co. of Cincinnati, the Univer
sal Tamping Machinery Co. of Peoria, 
111., and the Thomas W. Noble Co. of 
Chicago. The consolidation will util
ize all floor space of the Anchor com
pany of Adrian, including a new of
fice buildng and a new steel fabricating 
mill erected last fall. Although the 
slack season is approaching, the pres
ent foice of 170 men will be retained all 
summer and will be added to in the 
fall. The equipment and machinery of 
the Universal company, at Peoria, will 
be moved to Adrian.

The outstanding example of labor- 
saving arrangements is that which has 
made Henry ford famous. Mr. ford 
has raised the wages in his factory, but 
the “great and enduring benefits to 
labor” which have resulted from his 
activities, Professor Fisher emphasizes, 
are not these high wages but the addi
tion to the laborer’s convenience and 
pleasure which has come both directly 
and indirectly from the millions of 
ford cars made possible only by labor- 
saving contrivances. So with the mo-, 
vies, the radio and many other de
velopments. They have given employ
ment to a large number of persons, 
but their chief value to the working- 
man lies in their service to him, not 

■ producer but as consumer. Labor 
only hurts itself when it restricts out
put. Yet the fault in this matter has 
not been altogether on one side. Some 
employers have virtually endorsed the 
policy of restriction of output by creat
ing artificial scarcity and by cutting 
piece rates, thus taking away from the 
individual worker the incentive to in
creased production. A very interesting 
example of co-operation between em
ployers and employes in adding to pro
duction is supplied by the Baltimore & 
Ohio Railroad, on which literally thou
sands of suggestions offered in meet
ings between management and men 
have been adopted within less than a 
year. Professor Fisher holds that em
ployers should have a free hand in 
ma,king improvements and that they

should enjoy the ensuing profits, but 
that they should also provide work
men whose jobs are thus wiped out 
with “every reasonable opportunity” 
to find another job equally good.

Among the many things that Ben
jamin Franklin tried to teach his coun- 
trvmen was that the theory and prac
tice of medicine change from time to 
time and that what is considered ex
cellent by one generation is likely to 
be considered bad by the next. Frank
lin’s theory found strong endorsement 
when Dr. Walter C. Alvarez, of the 
famous Mayo Clinic at Rochester, 
Minn., enlivened the meeting of the 
American Medical Association in ses
sion at Washington, by vigorously as
sailing the dietitians for stuffing their 
patients with vitamins and iron in the 
form of greens, spinach, salads and 
fruits. It can’t be good for a really 
sick man to have to eat food he doesn t 
like. “Fortunately, fads are self-limit - 
ing,” said Dr. Alvarez, “so the time 
is doubtless coming when spinach will 
retire into the background and milk 
toast, custard and calf's foot jelly will 
again appear on the tray of the invalid.” 
All of which indicates that we are 
likely to return to the delicacies of the 
sick that were approved of by our fore
fathers and that gave ailing stomachs 
a chance to rest for a while. But Dr. 
Alvarez placed the greatest stress upon 
allowing patients in hospitals to have 
sufficient sleep. Tie will find multi
tudes who will agree with him that the 
pernicious habit of awakening the sick 
at 6 o’clock in the morning may be 
good for the hospital chefs and the 
doctors who want to get through their 
early rounds, but it is bad for the 
patients who want to sleep. Rest and 
sleep arc often more useful than drugs.

The little red schoolhouse is vanish
ing. Unfeeling as it may sound, it is 
vanishing because it ought to vanish. 
Good enough' for primitive conditions, 
it was like the stage coach in not be
ing able to meet the demands of ad
vancing civilization. About ten thou
sand of these one-teacher schools were 
closed in two years recently, giving 
way to larger rural schools, some of 
which were formed by consolidation. 
In these consolidated schools country 
children have educational opportunities 
comparable to those of city pupils. Yet 
it is not easy to make the transition. 
Sentiment is strong for the little red 
schoolhouse, and sentiment is enforced 
by considerations of convenience and 
expense. A consolidated school is a 
new-fangled affair which requires some 
of the pupils to travel father and which 
costs more. The objection on the 
score of distance is met by the running 
of a bus, but many a community has 
to be educated to the point of being 
willing to pay for an educational ar
rangement which overturns tradition. 
Even with the growth of the larger 
rural schools there are 160,000 one- 
teacher school still, so vast is the area 
of our thinly settled land. The rural 
school problem has led to recognition 
of the desirability of considering the 
entire county before planning changes 
in educational arrangements.

The multiplication table affords the 
tr.iser food for thought.
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Essential Features of the Grocery 
Staples.

Sugar—Jobbers hold cane granulat
ed at 6.80 and beet granulated at 6.70.

Tea—The situation is a good deal 
stronger in foreign markets than it is 
in the markets of this country. This, 
however, is not increasing the demand 
here very much. Good grades of Cey- 
lons are reported from 1 to 2 cents 
higher for the week in primary markets 
but no change has occurred in this 
country during the week. Javas are 
also firm in primary markets, but un
changed here. China and Japan teas 
have shown no particular change for 
the week. The consumptive demand 
is rather light.

Coffee—The coffee market, meaning 
green Rio and Santos in a large way, 
has shown some little strength during 
the week and the consumptive demand 
for these grades of coffee has improved 
a little. Rios have been rather scarce, 
which is responsible for the firmness. 
The jobbing market on Rio and Santos 
grades has not felt this very much as 
yet. Authorities on the coffee market 
claim that the undertone is much 
stronger than it has been on account 
of the strong statistical situation. As 
to milds, they have not shared to any 
great extent in the firmness in Brazils.

Dried Fruits—Business in the dried 
fruit line has developed in rather sur
prising volume during the past week. 
Only a few good California No. 40 
prunes have been available and these 
are being snapped up with regularity. 
Independent offerings of California 
raisins have met a fair amount of at
tention. Last week California peach 
and fig growers began their last efforts 
to prevent Interstate Commerce Com
mission from approving an examiner’s 
report recommending that the growers’ 
complaint regarding freight rates 
against the Santa Fe and other rail
roads be dismissed because complain
ant had shown rates were unreason
able and discriminatory. Growers ex
cepted to the examiner’s report on the 
ground that it was based on faulty 
reasoning. It also developed last week 
that the first peach shipments of the 
season were made by California grow
ers in Woodlake, Tulare county. They 
were twenty days later than the first 
shipments of a year ago, however. The 
peaches are of the early Alexander 
variety and the expectation is cited that 
carload shipments will be coming East 
shortly.

Canned Fish—British Columbia sal
mon met a lively demand for their 
product the past week. As a result of 
high waters in the Columbia River 
only a few packers equipped with the 
proper kind of equipment, gill nets, 
have been able to secure much raw 
fish, but guesses as to the pack at this 
time are still permature. There was 
an announcement this week from the 
Maine Co-operative Sardine Co. of an 
advance of 10c in all grades of Maine 
sardines to become effective June 14. 
The association points out that the 
outlook for packing sardines through
out the entire length of the coast of 
Maine continues to be most discour
aging. There are no signs of any sup
ply of raw fish in sight, and it would 
be difficult to tell when an packing

can be done. More and more as time 
goes on it appears likely that the pack
ing season of 1927 will be another of 
those short packing seasons which 
occur every so often in the sardine 
business. Indications continue to 
point to a repetition of the conditions 
which existed during such packing sea
sons as 1923, 1921, 1913, and other 
years when raw material was obtain
able only in the most discouragingly 
limited quantities.

Salt Fish—New shore mackerel are 
still being offered at the low prices 
quoted last week and is selling fairly 
well.

Beans and Peas—One of the few 
firm lines in dried beans is pea beans 
which have continued firm throughout 
the week. White kidneys are another 
firm item, but the other lines are no 
more than steady. Dried peas are 
quiet and unchanged.

Cheese—Quiet and fairly steady.
Nuts—Advances have been disclosed 

everywhere throughout the nut lines. 
Reports from the primary markets on 
walnuts have been quite pessimistic 
as to coming crops. Walnut crops in 
P'rance are not expected to be as large 
as those of a year ago, while in the 
Balkan States, in contrast to the good 
crops of 1926, it is reported that the 
coming crops give indications of being 
exceedingly small in many districts 
the cause being drouths and heavy 
frosts at time of budding. It is point
ed out that with a good No. 1 walnut 
selling well over 30c it would appear 
that Bordeaux halves are destined for 
higher levels, especially in view of the 
prospects for the 1927 crops, and in 
view of the fact that present stocks are 
not sufficient to take care of ordinary 
requirements until the new crop is 
available early in November. There 
have also been pessimistic reports from 
Spain and Italy from sources which 
some time ago had been quite optimis
tic wrhen the market had been steady 
at 2,400 francs. It would now appear 
that the present basis of prices is but 
temporary and that higher levels are 
desired regardless of recent manipula
tions. Based on supply and demand 
considerations, the situation seems seri
ous to some, and these interests do not 
hesitate to predict that this fall may 
witness past high levels for walnuts 
topped. The same excitement that 
prevails in the Brazilian nut market as 
a result of recent reports that the har
vest will be the smallest in a good 
number of years past may prevail in 
walnuts, as the only fundamental dif
ference in conditions is that walnuts 
are under the control of larger inter
ests.

Syrup and Molasses—The market 
for New Orleans molasses is dull, but 
fairly steady. Sugar syrup is quiet 
and unchanged in price. Compound 
syrup very spotty as to demand, but 
without any change in price.

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

$1.25 per bu.; Northern Spys, $2@3 for 
good; $3.75 for fancy; $4.50 for extra 
fancy. Delicious in boxes, $3.75.

Asparagus—$1 per doz. bunches.
Bananas—6@6j£c per lb.
Beans—Michigan jobbers are quot

ing as follows:

C. H. Pea Beans .................... ...$5.80
Light Red K idney-------------------- 7.75
Dark Red Kidney -------------------- 7.00

Beets—$3 per crate for Iced Calif.
Butter—The market has had some 

fluctuations during the past week. At 
first the market was firm, on account 
of rather small receipts and firm news 
from outside markets, and prices of 
fine fresh creamery advanced slightly. 
Later, however, the receipts increased 
or at least the demand decreased and 
the prices receded a fraction. Under
grades are not at all wanted at any 
price. Jobbers hold fresh packed at 
41c, prints at 42c. They pay 24c for 
No. 1 packing stock.

Cabbage—Mobile stock commands 
$5.50 for pony crate.

Cantaloupes—Standards, $5.50; flats, 
$2.25.

Carrots—$4.25 per crate for Iced 
Calif.

Cauliflower—$3 per doz.
Celery—California Jumbo 90c@$l; 

Rough Forida, 4 to 6 doz.; Bermuda, 
$10 per Jumbo crate.

Cocoanuts—$1.10 per doz.
Cucumbers—$1.25@1.35 per doz. for 

home grown hot house.
Eggs—Market has been fairly steady 

during the past week, showing only 
one fluctuation, a decline of 2c. Offer
ings have been fairly heavy and the 
demand moderate. Local jobbers pay 
20c for strictly fresh.

Egg Plant—$3 per doz.
Garlic—35c per string for Italian.
Grape Fruit—$4.50@5.25 per crate 

for Floridas.
Green Onions—Home grown silver 

skins, 25c per bunch.
Lemons—Quotations are now as fol

lows:
300 Sunkist ________   $7.00
360 Red B all____________  6.50
300 Red Ball ...........   6.50

Lettuce—In good demand on the 
following basis:
California Iceberg, 4s, per bu. __$7.50 
Outdoor leaf, per l b . ____________18c

New Potatoes—Carolina stock com
mands $13 per bbl.

Onions—Texas Bermudas, $3.75 per 
crate for yellow and $4 for white.

Oranges—Fancy Sunkist California 
Valencias are now on the following 
basis:
80 ..............    $6.50

100 _________________    7.00
126 _____    7.25
150 _________________________  7.50
176 _______    7.50
200 ________     7.50
216 ....................   7.25
252 ....................................    6.50
288 .............. ................ —________  4.25
344 __________   4.00
Red Ball, 75c cheaper.

Peppers—Green, 75c per doz. 
Pieplant—$1.50 per bu. for home 

grown.
Pineapples—Are held as follows:

18s _______________   $4-25
24s ______________ — ................ 4.25
30s ..................   3.5C
36s . . . . . -------  3.25

Poultry—Wilson & Company pay as 
follows this week:
Heavy fo w ls-----------------------------20c
Light fow ls------------------------------ 16c

Radishes—25c per doz. bunches for 
home grown.

Spinach—90c per bu 
Strawberries—Everyone waiting for 

home grown.
Sweet Potatoes—$1.75@2 per ham

per for Delaware kiln dried.
Tomatoes—Southern stock, $1.25 per

6 lb. basket.
Veal Calves—Wilson & Company

pay as follows:
Fancy ______________________  15c
G ood_______________________ 13 Vic
Medium ______________________ 11c
P o o r__________________________ 08c

The Western movement to establish 
moral educational courses in the public 
schools will be watched with interest. 
Rightly or wrongly, those who send 
their children to the secular schools 
have come to consider moral instruc
tion as inseparable from religious in
struction, and the wide differences in 
relgious faiths in this country make it 
impossible to agree upon any form 
which will meet with the approval of 
the parents. The movement in the 
West, however, attempts to draw the 
:ne between moral and religious in
struction. It is planned to teach speci
fic virtues, such as industry, courtesy, 
loyalty, courage and those habits and 
attitudes which have much to do with 
the moral welfare of children. The 
course is graduated into approximate 
age and grade groups. There is no 
reason whatever why an everyday 
teacher should net go that far in de
veloping the pupil’s sense of right and 
wrong. Much can be done in this way 
toward strengthening a pupil’s will and 
leading him into correct habits and at
titudes. But such courses will call for 
smaller classes. The pupil’s contact 
with the teacher will have to be made 
more personal. No teacher, however 
gifted, can teach ethics* to forty or 
fifty young children at the same time. 
Morals cannot be taught like multi
plication tables.

There doesn’t seem to be any way of 
keeping the Darwinian theory down. 
It has a way of bobbing up unexpect
edly. When the Londoners undertook 
to build a new monkey house in their 
zoological garden they placed four 
chimpanzees in the keeping of one 
Shelley. Shelley proved to have a 
scientific rather than a poetical mind. 
He attempted to teach the chimpanzees 
the manners of their human cousins. 
He succeeded in teaching them to sit 
down at table, use tin mugs and plates 
and behave better than some of the 
Londoners do in the Strand restaurants. 
The most intelligent one—a male, by 
the way—learned to pass the dish to 
the others before he helped himself. 
In an idle moment Shelley invited 
some of his friends to see the result of 
his experiment. This was his undoing. 
The news spread. All sorts of per
sons—college professors, students, 
clergymen and more statesmen than 
there are in the Tennessee Legislature 
—insisted on seeing the civilized chim
panzees at dinner. Shelley’s accom
modations inside the house proved in
adequate, so a temporary structure has 
to be erected outside for the purpose 
of giving all London an opportunity to 
study this endorsement of the Dar
winian theory.

mailto:1.25@1.35
mailto:4.50@5.25
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IN THE REALM OF RASCALITY.

Questionable Schemes Which Are 
Under Suspicion.

The latest Florida swindle is the 
“Orange Growers' Sales Service,’’ of 
Tampa, operated by a man by the 
name of Dixon. Dixon apparently 
planned to operate along the same line 
as the other two concerns already out 
of existence before he started up. He 
was ready to accept orders for “three 
dozen oranges and one dozen grape
fruit, delivered, prepaid, for $2,” but 
he was unable to show investigators 
that he had made any arrangements to 
fill the orders he received. Dixon 
departed for parts unknown and all 
mail to the “Orange Growers’ Sales 
Service’’ is being returned to the 
sender unopened by the Post Office 
Department.

Did you ever have any dealings with 
the Maid well Apron Co., of Schenec
tady; New York? We understand 
they have closed their place of business 
which was the second story of a two- 
familv flat, and we would like to 
know’ if any Michigan people swal
lowed their bait. Selling aprons was 
their scheme and the worker was sup
posed to get from $4 to $5 a dozen 
for making them at home, but the 
worker had to send them $1.50 for 
the complete outfit for making the first 
sample.

In Spring the sucker's fancy lightly 
turns to thoughts of easy millions. All 
kinds of games and swindles, by which 
the money is neatly taken from the 
pockets of the gullible and put into 
“safe hands,” as they say in Wall 
Street, flourish when the grass shows 
the world how to be green and the 
sourest apples are sweet blossoms on 
the bough. The missing-heirs or 
waiting-fortune trick works most 
beautifully at this time of year. It 
has been showing fresh vitality these 
last few seasons, enormous for so old 
a creature; but never in living memory 
has it been so prosperous and well fed 
as it is at the moment. This venerable 
fraud comes up with the herbage for 
two reasons, one general and one 
specific. Spring is the season of folly. 
The blood runs freer then; so does the 
imagination. Optimism takes color 
from the fields, and the simple sons of 
man are in the expansive (and expen
sive) mood. Hence it is with the robin 
that the confidence man of every rank, 
from the humble shell-game worker to 
the development swindler and com
pany promoter, starts his piping of rich 
promise. The missing-heirs business 
is, additionally, influenced by the fact 
that late Spring brings to the coun
tryside pleasant weather for picnics 
and other outdoor affairs. It is at 
such gatherings of rural folk that the 
practitioner of this cheat now raises 
his voice and practices his deceptions.

The sharper begins by writing to 
numerous individuals named Doe, let 
us say. He is. or poses as, a lawyer; 
and he says he has been commissioned 
to find all the extant descendants of 
Sir John Doe of Cholomondeley-on-the 
Chump, who journeyed to America in

1629, owned vast tracts of land in 
what was then Virginia and died at 
sea about forty years later, leaving 
no direct heirs and no will. The' 
estate, having lain in chancery for 
more than two hundred years, is now 
said to amount to seven billion dollars. 
Sharpers don’t deal in trifles, for they 
know the greed of their prey. It is 
but necessary to establish the actual, 
indirect descendants of Sir John and 
his family and to bring suit in the 
British courts; that being done, each 
of the Does will be rich. To this bait 
the swindler adds a secondary lure. 
He has been made aware, through his 
genealogical researches, that Mr 
Simpleton Doe, the popular plumber 
of Milltown, to whom he is addressing 
his letter, is a descendant of the rich 
Sir John. In order to help the whole 
thing along will Simpleton Doe please 
write him the fullest and most precise 
information he can give as to his fatehr 
and mother, his grandfather Doe and 
all prior antecedents? Usually the let
ter winds up: “This obligates you in 
no way. Send no money.” Hundreds 
of thousands of the Does answer. From 
their various bits of information thè 
swindler now patches together a main
ly fictitious Doe genealogical tree. 
Wherever he needs a connection he 
invents it. This spurious document 
is now sold to all the Does for a fee 
as low as $1 and as high as $25. A 
thousand Does at $5 each give a con
tribution not to be sniffed at, especial
ly by a man who is at the same time 
trimming the Whites, Blacks, Browns, 
Greens, et al.

But this is just the beginning. Soon 
the trickster finds that he must have 
money to cover expenses. It costs a 
small fortune to send learned counsel 
to England, to hire others who know 
the ropes in that country, to pay fees 
and to get litigation started. It is 
necessary to keep the victims in an 
optimistic frame of mind and satisfied 
with the progress made. Accordingly, 
the trimmer goes out into the various 
regions where the Does reside. He 
holds meetings, Doe reunions, Doe 
picnics, Doe barn dances and other 
pleasant festivities. There are always 
food and dance music for the women, 
and, in spite of a vaunted aridity, there 
is never any lack of hip flasks among? 
the men. When every one is feeling 
receptive, the swindler takes the ros
trum, clears his throat and tells the 
Does all about the grandeur of their 
name, the glory of their lineage, the 
vastness of their inheritance and, most 
vaguely, of the steps being taken to 
make them rich as well as noble. He 
has already flattered and beguiled the 
leading individuals, who are therefore 
inclined toward him. His talk is de
signed to foster the vanity of the 
others. He winds up with a revivalist 
peroration and leaves his dupes so en
raptured that a blast of dynamite 
would hardly shake their faith in their 
man or in the Doe legend.- Naturally, 
when the rascal asks for fresh financial 
support it is forthcoming. Often he 
goes along for years, making an ex
cellent living out of a few such groups. 
I know retired rogues who have made 
fat fortunes by this low trick. As

already noted, this is an ancient game. 
It has been in almost constant use in 
this country for a hundred years—per
haps longer. The rational mind might, 
accordingly, suppose that it must now 
be too stale and familiar to “get the 
money.” But there is nothing rational 
about the mind of the dupe. Normal 
mass psychology fails to explain his 
behavior. It happens that a century 
of trimming has had just the opposite 
effect. Time has laid the foundations 
for periodic resurrections of the fraud. 
How?

Nothing is so human, so absurd and 
often so pitiful as the hunger of the 
obscure and lowly human being for a 
bit of personal romance and superior
ity. Thus, if some one tells him that 
he is a descendant of a rich and fa
mous family, that he is heir to a his
toric hoard, how is he ever to be made 
to give up this precious delusion? 
Reverses do not daunt him. If he finds 
that he gets nothing back for all his 
contributions, as a rule he does not 
conclude that he has been duped or 
that his eminence is a fable. Usually 
he believes that the foreign courts are 
crooked or that the lawyer has made 
some mistake. Another man comes 
along a few years later, tells him the 
same tale, with fresh accents of prom
ise and flattery. The dream comes to 
life again, for the ego is fed, and the 
purse flies open anew.

Take the Drakes, for instance. In 
all parts of the country simple people 
are being deluded and mulcted this 
season by’ rascals who trade on a very 
old and entirely baseless proposition. 
The victims are made to believe, as 
were their fathers and grandfathers 
before them, that they are to have 
some part of an enormous estate, from 
two to twelve billion dollars, which 
has accumulated since the death of 
Sir Francis Drake. Nearly every one 
of the Drake name and lineage has 
been approached and thousands of 
them are firmly convinced that they 
are the descendants of the old free
booter and Armada fighter. They are 
nothing daunted by the fact that there 
are no descendants, direct or indirect^ 
of the Elizabethian Captain, nor are 
they to be convinced that there is no 
Drake fortune waiting for heirs, even 
though the British government bu
reau in charge of unclaimed funds has 
repeatedly and specifically pronounced 
the truth. Scores of groups of the 
“Drake heirs” will be meeting, or 
about to meet, this very moment “to 
consider ways and means of further
ing our claims.” This Drake swindle 
has been in use since about 1835, and 
has been constantly expanding. Thus 
there are families in the United States 
to-day among whose members this 
fraudulent yarn has assumed the 
prestige of a tradition based on history. 
Such people are, of course, easy to 
steal from again.

Not all the waiting fortunes are in 
England. Mythical German billion
aires, Dutch East India magnates, 
owners of South African diamond 
mines, Italian lords and even Russian 
boyars are being swallowed, hide and
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hair, by our inferiority ridden ma
jorities. Neither are they all swindlers 
who lead kith, kin and friends to fol
low this will o’ the wisp. Most are 
fakers, pathological liars or petty 
grafters, to be sure. They want to ap
pear great, interesting, superior— 
meantime picking up a little highly 
useful change, a good many free meals 
and sundry adventures. There are 
also some self-deceivers and sufferers 
from comparatively harmless delusions. 
Neither warnings nor dire experiences 
serve to protect the missing-heir dupe 
from his fate. The bait is too alluring 
for his frail humanity, since it plays 
upon those irresistible major strings 
of human nature, greed and snobbery.

Ann Arbor and Jackson Organized By 
Secretary Gezon.

We are getting all the large towns 
of Michigan organized into Quality 
Service groups. The latest to follow 
in line are Ann Arbor and Jackson. 
We made a trip to Ann Arbor last 
week and found the boys very enthus
iastic. We had a meeting and I out
lined the success which we are having 
in Grand Rapids in the Quality Ser
vice stores and urged them to stress 
collective advertising, rather than col
lective buying, as the buying will take 
care of itself, naturally. It usually 
works out that when a group is or
ganized the chances to buy collective
ly are very numerous and the tenden
cy to overbuy must be discouraged. I 
helped them to write their first adver
tisements and they are starting off 
with about a dozen advertisers and the 
promise of a great many more.

Victor Sorg and P. E. Schneeberger 
are the leading spirits in the formation 
of the Ann Arbor Quality Service group 
and their enthusiasm is contagious. 
Mr. Sorg showed me about the city 
and we secured the following new 
members for the State Association:

Gauss Baking Co.
Weirs Donut Co., 325 E. Hoover.
S. R. Thompson, 1030 Broadway.
Ed. Dean, 545 Second.
Jefferson Grocer Co., 411 East Jef

ferson.
Grennam & Claque, 1200 Packard.
Quality Baking Co., 341 South Main
L. T. Strickland, 1352 Geddes.
L. A. Townley, 1123 South Uni

versity.
The President of the Ann Arbor 

Collective Service grocers is L. A. 
Townley; Vice-President, P. E. 
Schneeberger; Secretary, E. S. Gauss; 
Treasurer, L. T. Strickland.

While in Ann Arbor Mrs. Gezon 
and I were shown about the town and 
we marveled at the new stadium being 
erected, which will seat 75,000 people. 
Ann Arbor is a beautiful town, but the 
principal need seems to be first-class 
hotels. From Ann Arbor we made a 
trip through the Irish Hills to Jack- 
son. If any of our readers have not 
taken this trip they should do so at 
the first opportunity. From the tower 
in Irish Hills one can see fourteen 
lakes. The country is beautiful and 
the crops seem to be coming fine.

In Jackson we held a dinner meet
ing as guests of the Muller Bakeries, 
Inc., at the new Hayes Hotel. Jack- 
son also was all set for the organiza
tion of a Quality Service group and,

after a short talk by the Secretary, we 
formed an organization with the fol
lowing officers elected:

President—F. N. Hodge.
Vice-President—H. M. Dickinson.
Secretary and Treasurer—D. C. 

Wild.
The necessary committees were ap

pointed for constitution and to write 
up the advertisements and they are all 
set for a good start. They asked me 
to call on them again in two weeks, 
which I expect to do. We hope that 
this is the beginning of the Quality 
Service movement and I stand ready 
to help any town in the State, irre
spective of location, to organize an as
sociation. Call on me and I will be 
there.

There will be a dinner meeting of 
the Quality Service stores of Michigan 
at the Pantlind Hotel, Wednesday 
June 8, at 7 p. m., at which time mat
ters pertaining to a State organization 
will be discussed.

Paul Gezon, Sec’y.

Lima Bean Acreage Prospects Less.
The total acreage in standard lima 

beans in 1926, the California Lima 
Bean Growers Association estimates, 
was approximately 100,000 acres, and 
adds that the 1927 acreage will be no 
doubt less than in 1926. Some 3,000 
additional acres over 1926 have been 
planted to sugar beets and over 1,000 
acres to pimientos and other vege
tables.

The 1926 baby lima acreage was ap
proximately 42,000 to 45,000 acres. Ac
cording to the information gathered 
lately, the 1927 acreage will be con
siderably reduced. San Fernando 
Valley will have a reduced acreage. 
Lompoc district, where some 75,000 
bags were raised in 1926, will have 
very little acreage this season. In ter
ritory surrounding Sacramento the 
acreage will be reduced. Modesto dis
trict will have about the same acreage, 
but the Tracy, district will show an in
crease in acreage.

To Tabulate Unsold Canned Food 
Stocks.

A survey of wholesalers’ unsold 
stocks of canned pineapples, peaches 
and corn, is being made as a test by 
the National Wholesale Grocers’ As
sociation to discover if possible wheth
er or not wholesale grocers are inter
ester in periodical surveys of this char
acter and whether or not they feel that 
the issuance of figures of this type 
will be helpful in their merchandising 
policies.

A circular is being sent to all whole
sale grocers, who are urged to co-oper
ate so that the final figures may be 
thoroughly representative. The replies 
received will be compiled promptly and 
results issued not only to all wholesale 
grocers but will also be given to the 
trade press and filed with official and 
semi-official statistical agencies and the 
Government so that all interested will 
receive the information simultane
ously.

W. J. Hanna, grocer at 941 Baker 
street, Muskegon Heights, renews his 
subscription to the Tradesman and 
says: “A good way to spend one eve
ning a week is to read the Trades
man.”

YOUR
Selling Cost

is less when you stock goods of 
known value. Especially when the 
price has been established by the 
manufacturer and you realize your 
full profit as you do on

KG
B a k in g
Pow der

Same Price 
for over 3 5  years

25 ounces for 25c

A fair price to the consumer and 
good profit for you. W hy ask your 
customers to pay W ar Prices?

It will pay you to feature K C

Millions of Pounds Used by the 
Qovemment



8 M I C H I G A N  T R A D E S M A N J u n e  8, 1927

MYSTERIOUS MEXICO.
Mexico moves in a mysterious way 

its blunders to perform. Nobody will 
question the right of its government to 
refuse to purchase supplies in this or 
any other country which it wishes to 
ban in this particular but a decent re
spect for the opinion of mankind, es
pecially that part of mankind affected 
by its decision, would seem to call for 
an explanation of so unusual an action.

The only answer our State Depart
ment has been able to conjure up is 
that the decree is a reprisal. But a 
reprisal for what? Reprisals are not 
made against a general attitude; they 
are directed at a specific act.

The Mexican decree speaks of a 
“systematic embargo on merchandise 
acquired by various dependencies of 
the Federal Government"’ but no such 
embargo is known of here. The em
bargo we have been imposing on ex
portation of arms and munitions from 
this country into Mexico was decided 
upon to prevent Mexican revolutionists 
from obtaining weapons on this side 
of the border. It operates, therefore, 
in the interest of the Mexican govern
ment. Why then, should that govern
ment resent it?

Diplomatic—or undiplomatic—moves 
in Mexico have a way of turning out 
to be different, or at least differently 
meant, from what they appear to be 
or to mean. One reason for this 
changeability of aspect is that they are 
sometimes intended to have one mean
ing at home and another abroad. Or
dinarily this double purpose is fairly 
visible to those who are familiar with 
Mexican affairs. The present decree, 
however, leaves our officials at a loss 
for a reasonable solution.

A cheerful view of the mystery may 
be taken by regarding it as less sinister 
then it would be if it occurred at a 
time when our relations with our neigh
bor were less strained. It may be ar
gued that one source of misunder
standing more or less hardly matters 
at the moment, unless of course, it is 
deeply serious, as this one can hardly 
be said to be. It merely adds to the 
number of difficulties which await set
tlement, and may possibly be disposed 
of almost automatically in the general 
clarification. Happening when the skies 
were quite clear, however, it might 
have been looked upon as ominous.

If the reader is not favorably im
pressed with this view of the incident, 
he is at liberty to take one that suits 
him better._____

OUTLAWING WAR.
It is impossible not to sympathize 

with the spirit behind the model treaty 
for outlawing war between the United 
States and other Powers which has 
been drafted by Professor James T. 
Shotwell and J P. Chamberlain of 
Columbia. The substitution of peace
ful processes for the destructive meth
ods of war is a consummation devout
ly to be wished.

There is also this to be said for the 
draft treaty, that, unlike most attempts 
at a plan to render war impossible, it 
frankly takes into account certain 

' horny problems. Domestic questions, 
for instance, are excluded from its 
scope. Thus immigration is inferen- 
t'.ally placed beyond the purview of the

agreement. The Monroe Doctrine is 
similarly recognized as outside the field 
of its provisions.

In addition to making these excep
tions the draft treaty bans from its 
arrangements questions which affect 
the vital interests, the independence or 
the honor of the contracting nations or 
the interests of third parties.

All these reservations are probably 
necessary. Yet, taken together, they 
constitute so large a number of pos
sible cases as to raise the question of 
the practical usefulness of such a 
treaty as is suggested. Between “vital 
interests” on the one hand and “inter
ests of third parties” on the other 
most disputes between us and some 
other nation would be left for settle
ment by methods now employed.

“An American Locarno” sounds well, 
bur the phrase does not reflect an 
actual condition similar to that which 
brought the European Powers to
gether. We stand outside the rivalries 
which geographical propinquity keeps 
alive on the Continent. The argument 
for our participation in such an agree
ment as that which has lightened ap
prehension abroad rests rather upon 
sentimental than practical grounds.

In his preface to the treaty Dr. 
Butler points out that our existing ar
bitration treaties with France, Great 
Britain and Japan will soon expire 
This is, therefore, he suggests, the 
time to consider the possibility of ex
tending their scope preparatory to their 
renewal. To such consideration there 
can be no reasonable objection. The 
draft treaty is a definite contribution 
toward that discussion.

THE COTTON SITUATION.
Quotations on cotton stayed at a 

high point during the week, the fluc
tuations being usually within a narrow' 
range and frequently the result of man
ipulation. The weather map in the 
growing districts was carefully scan
ned and every advantage taken of the 
conditions apparent. It is the growing 
belief of a number of observers that 
the effect of the floods has been over
estimated and that, unless weather and 
weevil militate against it, a good sized 
crop of cotton will yet be obtained. 
There is no indication of this, how
ever, in the quotations on futures, 
which remain high. These have had a 
decided effect on the manufacturers of 
cotton goods who are putting prices 
up to the basis of replacing cost of the 
raw material. Gray goods during the 
past w’eek were held at higher levels 
and some fair sales were made at the 
new figures. A wide variety of finished 
fabrics and other cotton goods was 
also the subjecjt of advances. Certain 
cotton hosiery lines were put at higher 
prices and so were ribbed heavy under
wear, flannels and other fabrics. Some 
ginghams also figured in the advances. 
The demand for fancy cotton cloths 
continues, especially the rayon mix
tures. Unless there is an unlooked for 
change in conditions, the chances w’ould 
seem to favor further price advances 
in practically all kinds of cotton goods 
later in the season. This is based on 
the fact that, at present prices, there 
is not much of a margin of profit for 
the mills.

WOOLS AND WOOLENS.
At present the foreign wool situation 

is practically devoid of feature. No 
public sales are being held, the next 
one being set to begin on July 5 at 
London. The disturbance of trade re
lations between Russia and Great Brit
ain has caused some speculation as to 
whether this would affect the usual 
wool buying by the former in the Lon
don market. But as Russia needs the 
wool and England can supply it, the 
chances all are that business will be 
continued as usual. More buying of 
domestic wrool is reported in the West 
and Southwest, and some large clips 
have been shiped on consignment from 
Wyoming to the National Wool Ex
change in Boston. Imports of wool to 
this country are diminishing. In the 
week ended May 28 the total of them 
was only 2,654,954 pounds of which 
1,722,887 pounds were carpet wool. 
A report from the Department of Com
merce during the past week showed a 
consumption of wool by domestic mills 
in April to have been 43,970,805 pounds, 
grease equivalent. This compares with 
54,262,378 pounds in March and 40,- 
093,383 pounds in April, 1926. The re
port is incomplete because it only ac
counts for about three-quarters of the 
machinery in operation, due to the re
fusal of some mills to put in reports. 
It also does not allow for tops and 
noils used because manufaturers are 
not able to distinguish between these 
and those of domestic origin. The 
woolen goods market is showing more 
activity so far as men’s wear fabrics 
for fall are concerned, but it still lacks 
the snap usual at this period. There 
is also more interest manifested in 
women’s wear fabrics, although the 
bulk of this business will not be placed 
for some time to come.

SUBSTSITUTE FOR JUTE.
For sacking and baling purposes, 

cloth made of jute has been used so 
long that it would seem a hopeless 
undertaking to change the practice. 
The substitution of cotton, especially 
for covering cotton bales, was strong
ly urged some time ago when it looked 
as though the world would be over
whelmed by the big crop of the staple 
of last year’s growth. Nothing came 
of the proposition because jute was 
cheaper for the purpose than cotton 
even at the lowest quotations reached 
by the latter. And yet there are draw
backs to the use of jute as a covering 
for either cotton or wool. The most 
serious of these is the tendency for 
fibres of the jute to get mixed up with 
the contents of the bales it covers and 
make trouble for the spinners and 
weavers. Among those concerned in 
ge ig rid of this difficulty have been 
the wool merchants and woolen manu
facturers of the Bradford district in 
England. They have been experiment
ing to secure a substitute for the jute. 
Now it is announced by Vice Consul 
Fleming at Bradford in a report to 
the Commerce Department that a fab
ric has been developed to take the 
place of jute and that this can be pro
duced in large quantities at prices com
paring favorably with the cost of that 
fibre. The new fabric is composed of 
strands of paper twisted around a

strand of unusually strong steel wire. 
Bradford interests appear to be satis
fied with the fabric and they are going 
to place the matter before the wool 
growers of the colonies for considera
tion. If the fabric appeals to the lat
ter a quick shift to it is likely and, 
should it do what is claimed, it would 
not be surprising to see it adopted for 
cotton as well as wool.

MASS PRODUCTION.
Garment manufacturers, especially 

those who produce the better and more 
exclusive kinds, have sometimes been 
criticized for resorting to the use of 
imported woolen fabrics instead of 
patronizing those turned out by the 
domestic manufacturers. To such crit
icism their answer has been that, in 
order to obtain distinctive weaves, they 
were obliged to apply to the foreign 
makers, as the ones in this country 
either could not or would not turn them 
out. The mills here are seeking mass 
production and volume'' selling goods. 
Their scheme of operation does not 
permit of frequent changing of looms 
to satisfy individual orders or require
ments, which would increase overhead 
and perhaps cut down profits to the 
vanishing point. Then, too, the great 
bulk of garment manufacturers, who 
are chiefly interested in getting out 
goods to sell at a price are content with 
fabrics less varied but which answer 
their purpose. This matter was 
thrashed out a few days ago at a meet
ing between a certain number of gar
ment men and representatives of wool
en mils. The former wished to have 
the mills turn out distinctive patterns 
and confine their sales, but the mill 
men did not take kindly to the sug
gestion. On behalf of the latter it was 
stated that such a course was possible 
for the British mills which have the 
whole world for a market but it would 
not work out in domestic mills whose 
sales are practically confined to this 
country. After this it appears prob
able that the garment men will go on 
buying as they have been doing.

CANNED FOODS CONDITIONS.
Leading food authorities report a 

decided quickening of the pulse of the 
canned goods markets during the past 
week, with an expanding enquiry every
where witnessed for staple items such 
as corn, tomatoes, peas, pink salmon, 
etc. Prices as a general proposition 
are not appreciably changed, although 
there is a tendency toward increased 
firmness in various directions. There 
was considerably more activity during 
the week in peas and the reports of 
substantial acreage cuts in Wisconsin 
and other producing states had the ef
fect of stimulating more enquiry. 
Miscellaneous sales have been ac
complished at . some advance over the 
prices that recently ruled. Activity 
in corn has not been as pronounced as 
in some other items, but fancy grades 
have continued to meet a liberal de
mand, and those packers who will pay 
attention to fancy corn will unquestion
ably enjoy a successful distribution 
during the coming season.

It is the man who does not want 
to express an opinion whose opinion 
I want.—Abraham Lincoln.
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

There are few towns in the Lower 
Peninsula I have not visited during the 
forty-four years I have published the 
Tradesman. Two of the towns I have 
missed in my meanderings are Palo 
and Westphalia, both located in the 
neighboring county of Ionia. Neither 
town has ever heard the whistle of a 
locomotive, being somewhat remote 
from the Pere Marquette and Grand 
Trunk tracks. I had the pleasure of 
visiting Palo last Saturday. I enquired 
the way at Ionia and was told the dis
tance was twelve miles and the gravel 
road to Palo was superb. The state
ment regarding the condition of the 
main road was fully confirmed. Agri
cultural conditions en route are won
derful. The soil is strong nearly all 
the way, the country homes and sur
roundings above the average, the road
side attractive and the distant vistas 
a delight to the eye. The same is true 
of the sixteen mile stretch from Palo 
to Belding via Wood’s Corners. No 
wonder Ionia county can raise such 
wonderful crops and such remarkable 
men.

I found Palo an ideal country vil
lage, with the stores and other busi
ness places grouped together on the 
main street. Church and school 
facilities appear to be ample. The quiet, 
peaceful atmosphere of the place was 
admirable. Like most inland towns, 
the inhabitants are mostly people of 
mature age, the young people having 
sought the cities, where the oppor
tunities for excitement and expansion 
are greater.

The pioneer merchant of the town 
is H. D. Pew, who has been engaged 
in trade there sixty years, fifty-one 
years in the same location.

The next merchant in point of long 
service was Frank E. Gaylord, who 
joined the Silent Majority in January 
of this year. He had been engaged in 
the mercantile business thirty-five 
years. Business is being continued by 
his heirs.

Charles L. Kling has conducted a 
general store in Palo twenty-seven 
years. His dry goods department is 
unusually complete for a town the size 
of Palo. His store has steel ceiling, is 
lighted by electricity and his display 
windows would do credit to the aver
age city store. On Saturday his 
Memorial day window was still intact. 
It must have attracted much attention 
and favorable comment. Mr. and Mrs. 
Kling have raised and educated four 
children—two boys and two girls—all 
of whom have left their birthplace to 
take part in the activities and responsi
bilities of city life.

One of the earliest subscribers of the 
Tradesman at Palo was Gideon Noel, 
who was engaged in trade under the 
style of Noel & Johnson. The latter, 
who is now employed as a clerk in the 
Kling store, told me that Mr. Noel 
died at Good Hart about two years 
ago. I recall Mr. Noel as a somewhat 
eccentric character who imagined he 
could prolong life indefinitely by the 
use of a medical decoction he prepared 
with great care. He called on m(e reg

ularly for many years and I always 
enjoyed his visits.

Palo gained much notoriety about 
fifty years ago through the prosecution 
of Matthew Millard, who was at one 
time one of the leading merchants of 
the town. His wife died under sus
picious circumstances. Public opinion 
insisted that she was foully dealt with 
and resulted in the body being dis
interred and the vital organs sent to 
Ann Arbor. Arsenic was found in 
the brain, liver, kidney and other vital 
organs. Millard claimed that these de
posits were due to the fact that he em
balmed the body with a solution con
taining arsenic. He was arrested on 
a charge of murder, tried in Circuit 
Court at Ionia, found" guilty and 
sentenced to Jackson prison for life. 
The Supreme Court subsequently re
versed the verdict and ordered a new 
trial, which took place in Kent county.
I reported the second trial for one of 
the daily papers and distinctly recall 
the circumstances. The principal at
torney for the defendant was Sam Clay, 
who was a strong trial lawyer fifty 
years ago. Dr. Victor C. Vaughan, 
who recently retired from the position 
of Dean of the Medical Department of 
the Michigan Unviersity, was retained 
to convince the jury that vital organs 
could be impregnated by arsenic after 
death. He did this by soaking a pig’s 
liver in a solution of arsenic in the 
presence of the jury and then showing 
that enough poison had been absorbed 
to cause death. Dr. Vaughan’s expert 
testimony resulted in a verdict of not 
guilty. Millard removed to Grand 
Rapids and conducted a laundry for a 
time. He subsequently engaged in the 
grocery, clothing and dry goods trade, 
but was unable to avoid failure. He 
now resides with a relative near 
Shiloh, broken in health and strength. 
His second wife has not been out of 
a wheel chair for twenty years. 
Whether guilty or innocent, Millard 
has been forced to face an almost con
stant series of misfortunes ever since 
he was first accused of wife murder.

We reached Belding in time to par
take of a most satisfying dinner at the 
Hotel Belding, which looks spic and 
span in recent applications of paint and 
interior decorations. I cannot recall 
a period since the regime of the late 
William P. Hetherington when the ho
tel has looked more wholesome and 
inviting than it does now. The din
ner served for 75 cents is better than 
most hotels in Michigan are serving 
for $1.25.

I was afraid that the" change in 
ownership of the Belding silk mills 
would result in their being permitted 
to run down and that the beautiful sur
roundings would be permitted to de
teriorate; but General Manager Reed 
appears to have inherited the priceless 
traditions of his wonderful predecessors 
to such an extent that everything is 
kept up in apple pie order. So long 
as Mr. Reed persists in this policy, I 
shall insist that the place bear the 
designation of Belding the Beautiful.

The journey home over M 44, facing 
a gorgeous sunset and passing the 
many beautiful trees which line the 
highway and the wonderful lakes which 
frequently dot the landscape is enough

to inspire the soul of a painter. There 
may be more beautiful highways than 
the thirty mile stretch on M 44 from 
Belding to Plainfield, but I have yet 
to locate them. E. A. Stowe.

Two Tradesman Contributors Meet 
For First Time.

Grand Rapids, June 6— Last week 
I had the keen pleasure of visiting the 
home of your occasional correspondent 
Mr. E. E. Whitney, of Ann Arbor, and 
it seems worth the while for me to 
briefly relate my impressions made up
on this visit. For many years I have 
read everything Mr. Whitney has con
tributed to the Tradesman with great 
pleasure and have often wondered what 
kind of a man he was, in what kind of 
a neighborhood he lived and what my 
impression would be in an interview 
with him.

By correspondence I had learned 
Mr. Whitney’s location and as I had 
occasion to be in Ann Arbor over 
Decoration day, that morning my 
daughter took Mrs. Garfield and my
self out to the Whitney farm. The 
road is an interesting one and the 
country was looking at its best. I 
noticed occasionally a farmer was mak
ing his first cultivation of corn, and 
the rows were quite perceptible, but 
owing to the wet weather most farm 
operations seem to have been delayed 
and the progress of germination of 
seeds has been very slow.

Upon reaching the old Whitney 
farm I was verv much impressed by 
the entrance. The large forest trees 
which give character to the premises 
made an ideal first impression of the 
home. Mr. Whitney was at the door 
to greet us, because he had anticipated 
the invasion. He and his good wife 
live in a house a little way from the 
old farm home, which is now occupied 
by his son and daughter-in-law. After 
the first greetings, all of the time that 
I had to spare was spent with Mr. 
Whitney himself, and I was not an 
ideal interviewer, because Mr. Whit
ney was such a good listener. There 
isn’t anything which makes a stronger 
appeal to one who loves to talk than 
to have a good listener, and instead of 
drawing Mr. Whitney out and learning 
all about his life and his views, I was 
engaged in telling about the things in 
which I was interested and occasion
ally receiving a word of comment from 
him.

Mr. Whitney strikes me as a man of 
balance. He is quiet, modest, careful 
in his statements, and it seems to me 
he is one of the few men whom we 
meet who thinks before he talks. A 
good many of us talk before we think 
and then we have to correct back, 
which is not always a pleasant task.

I do not know to-day what Mr. 
Whitney’s religious connections are. I 
am not certain about his political af
filiations. I know something of his 
views about many matters, because he 
has expressed them very clearly in his 
contributions to the Tradesman; but 
I am satisfied that he has good neigh
bors, because there is every indication 
that he himself is a good neighbor and 
he strikes me as a man whose judg
ment upon almost any matter of public 
interest you would enjoy receiving. He 
is evidently a lover of trees and both 
of the families in everything that they 
expressed indicated their love of the 
soil and of the accompaniments of 
farm life.

Mr. Whitney is evidently not a 
grumbler; he takes things as they 
come along and meets adversity with 
courage, and there is every indication 
that he is looking for blue sky rather 
than clouds. He showed me about the 
old farm premises where he lived for 
many manv years until his son’s fam
ily came into possession of the old 
homestead. Evidently the two men 
work their farms together and each 
has a little piece of woodland pre
served, so that the two pieces form

one little forest area. I was delighted 
to find that Mr. Whitney is a lover of 
trees and has advanced notions with 
regard to the care and usefulness of a 
farm woodlot.

I noticed with joy the conveniences 
that had been brought about the home
stead and listened with attention to 
some indications of the planning ahead 
for other things.

While we were visiting, the son 
brought in a basket of Jonathan apples, 
and when we were sauntering about 
the place, Mr. Whitney told me about 
the varieties of fruit he had upon the 
premises and the joy the family had 
in the growing of a range of products 
which contributed to the pleasures of 
life. I talked with Mr. Whitney about 
soils agd crops and the outlook for the 
farmers and touched upon some of the 
problems of the countryside, in all of 
which he exhibited a great interest, 
and I know that from time to time, as 
he makes pronouncements through the 
Tradesman, we readers will be glad to 
get the drippings from a philosophic 
mind.

I trust, Mr. .Editor, that you will 
some day be able to drop in upon the 
Whitney home. What a joy it would 
he for us to receive a visit from him 
and show him the things about our 
beloved city. Let’s induce him to come 
over some dav and give us the pleasure 
of exhibiting to him some of our 
treasured possessions.

Charles W. Garfield.

Good-Fellowship Tour By Saginaw 
Wholesalers.

Saginaw, June 6—Representatives of 
Saginaw wholesale houses, manufac
turers and 'banks will make a good- 
fellowship tour through the territory 
to the North of Saginaw on June 6, 7, 
8 and 9.

We plan to call on the retail mer
chants in the towns on our route. This 
trip is being made to return some of 
the many visits that the retailers of 
Northern Michigan have favored us 
with and to cement the relationship 
now existing.

Practically all of the large and well- 
known institutions of Saginaw will be 
represented and we are looking for
ward with pleasure to the opportunity 
of spending a short time with you.

We will have with us a big calliope 
and souvenirs for the children. We 
sincerely hope you will be at home on 
the day we visit your town. The 
itinerary follows:

June 6—Omer, Twining, Whitte- 
more, Tawas City, East Tawas, lunch; 
Oscoda, Harrisville, Lincoln, Alpena, 
dinner and night stop.

June 7—Posen, Rogers City, lunch; 
Onaway, Cheboygan, dinner and night 
stop.

June 8—Mullet Lake, Topinabcc, In
dian River, Wolverine, Vanderbilt, 
Gaylord, lunch; Waters, Frederick, 
Grayling, dinner and night stop.

June 9—Roscommon, St. Helen, 
West Branch, lunch; Rose City, Pres
cott. Sterling Standish, Pinconning, 
Saginaw.

Entertainment, music, novelties, etc., 
will be furnished by the Wholesale 
Merchants Bureau for this trip, the 
same as on former ones. All firms 
who have souvenirs of their own are 
invited to bring them along.

W. A. Rorkc, Sec'y.

Dry Eating.
Kno: Did you hear about the ship

wrecked man who nearly starved to 
death on a desert island?

Hope: No, how did he live?
Kno: Oh, he pulled out an insur

ance policy from his pocket and found 
enough provisions in it to last him.

If you work with your hands, take 
care of them. Skill you can’t apply 
never filled the pay envelope,
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SHOE MARKET
A Novel Display Card Device.

Price tickets for window displays 
are a small but important item in the 
articles necessary for the successful 
showing of footwear in a first class 
shoe store. Just as important pos
sibly is the method of fastening them 
to the styles shown, and in the past 
there have been various devices in the 
way of pins or fasteners sold for such 
purposes. These have been more or 
less satisfactory, many of them not as 
effective as necessary, as nothing is so 
unattractive as a price ticket askew, or 
upside down or shown crooked when 
it should be neat, straight and uniform.

Common pins are so often used, that 
such is often the result, in an other
wise tasty window trim. However, a 
new device is now on the market that 
obviates all of the above drawbacks, 
for attaching price cards to shoes. It 
is a metal clip, about one inch high and 
three-quarters inch wide, neat in ap
pearance, indestructible and inexpen
sive.

Practical features of merit include 
the following: It can be slipped off 
from the counter, or tongue of the 
shoe displayed or be inserted between 
the laces or button holes; it is easily 
attached; it stays where put, eliminat
ing the spectacle of crooked price 
tickets and above all is adjustable, in 
that it tilts at any desired angle so that 
the figures may be seen to advantage 
from the front.

Adjustable Display Shelves Perfected.
Maurice Gardner, of Cuyahoga Falls, 

has perfected a practical and success
ful adjustable display shelf, or rack, 
for the display of different styles of 
shoes inside the store.

The advantage of this fixture lies in 
the fact that it permits the customer 
to select his or her style from the 
shoes shown on the shelf, making the 
salesman's task merely one of fitting 
the size required. It speeds up service 
materially, and permits the same sales- 
force to wait on a larger number of 
customers.

Mr. Gardner finds that the shelf 
actually increases the volume of sales 
and is particularly helpful in the mat
ter of disposing of odds and ends.

The shelf is ordinarily placed at an 
angle of 45 degrees, which permits 
customers to see the styles easily. It 
may be placed on a level, however, or 
at an angle of 90 degrees, or in fact at 
any angle desired.

The big, practical selling asset of 
this display idea, according to Mr. 
Gardner, lies in the fact that it per
mits the customer to take, in at a glance 
the entire assortment of styles. Mr. 
Gardner is making plans for the pro
motion of the invention.

Sell More White Shoes Profitably.
June is the first big selling month 

for white shoes. Not only does it 
mark the beginning of summer, when 
weather can usually be depended on 
to create a volume demand for whites, 
but also it is the month of weddings, 
of graduations and the numerous and 
various school and social affairs in 
which white dresses, white stockings 
and white shoes still play a part that

is deeply rooted in sentiment and 
tradition.

Within the past few weeks, reports 
from many parts of the country indi
cate a growing interest in white shoes, 
and a belief that they will sell in larger 
numbers than seemed probable a little 
earlier in the season. Reports from 
the factories show that many mer
chants are planning for a sizable busi
ness on whites, but to realize their ex
pectations and to produce a profit on 
the merchandise they have bought it is 
essential that they give some thought 
to the problem of merchandising their 
stocks of whites to the best advantage.

June is the first big selling month 
for white shoes, but there is no rea
son why it should be the last. July, 
when the vacation season is at its 
height, should furnish an equally good 
opportunity to sell whites at a profit. 
That it does not, one suspects, is chief
ly due to the unfortunate custom which 
seems to have become established in 
some communities of throwing white 
shoes on the bargain counter immedi
ately following the Fourth of July. 
Indeed, in many instances, it has hap
pened in recent years that retailers 
have needlessly sacrificed their whites 
even before the Fourth of July, when 
by all the rules of weather and logic 
the season should be at its best.

The moment white shoes are thrown 
into the heap of bargain merchandise, 
the retailer loses, not merely the 
chance to make a good profit on the 
pair he sells, but likewise the oppor
tunity to sell many pairs to people who 
are accustomed to regard cut price 
merchandise of any sort as undesirable. 
Particularly is this true in the case of 
such highly seasonable merchandise as 
white shoes, and it is a consideration 
the retailer can ill afford to overlook, 
because the loss in pairage on this ac
count is likely to offset, in part, the 
increased sales brought about by 
lower prices.

Judging from the present outlook, :t 
is altogether probable that retailers 
will find themselves with a consider
able number of summer shoes, includ
ing both whites and colors, on their 
shelves around July 1. This, however, 
should furnish no occasion for panic 
or for reckless price slashing. Both 
white and colored shoes should con
tinue to sell at a regular mark-up at 
least until July 10, and in most cases 
until the fifteenth. Sound merchan
dising might then suggest a reason
able price reduction on the colored 
footwear, to stimulate action during 
the waning season and to clean up the 
stocks of spring colors before the au
tumn shoes begin to come in.

White shoes, however, can well be 
merchandised at regular profits until 
August 1 or later.

Corporations Wound Up.
The following Michigan corpora

tions have recently filed notices of dis
solution with the Secretary of State: 
Sempliner Mercantile Co.. East Tawas 
Rosenberger & Sinms. Inc.. Detroit. 
West Mchigan Light & Power Co., 

Bangor.
Fulton Co., Bay City.
Stearns Conveyor Co., Sturgis.
H- G Christman Co., Lansing.

D id you ever find yourself 
w ith an  un k em p t shoe, a  
b ro k en  shoe lace, a  rough  in
sole in your shoe, an d  no 
w ay  to  rem ed y  sam e? Y our 
custom ers h av e  likewise 
found  them selves in th e  sam e 
p red icam ent.

N ow  th e  lesson is— b e  a  
service to  your custom er, 
keep  your findings stock  up  
to  stan d ard .

O ur stock is alw ays com 
plete . W e are  aw aiting  your 
orders.

BEN KRAUSE CO.
20 Ionia Avenue

GRAND RAPIDS, MICH.

Hodenpyl Hardy 
Securities

Corporation
A

A p e r so n a l a d v iso ry  
serv ice  f r e e ly  o ffered  
to  large a n d  sm a ll  
in ves to rs a lik e  * * * 
S e c u r itie s  c a re fu lly  
se lec ted  to  s u i t  y o u r  
i n d i v i d u a l  n e e d s .

A

231 So. La Salle Street 
C hicago

New York Grand Rapids

In
Stock

NOW!
A  New “Sport Boot” 

Built two ways.
Style 972—16 in. Soft 

Black Elk Pac
Style 977— 16 in. Soft 

Tan Retan Pac
Both snug at the ankle 
and calf. Both Good
year Welts at prices 
that insure profit and 
a quick turnover.

Her old- Bertsch
S hoe C om pany

G R A N D  R A P ID S . M IC H IG A N

Manufacturers of Quality Footwear '. 
Since 1892

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

MUTUAL FIRE INSURANCE CO.

Organized for 
S E R V I C E  
not for P rofit

We are Saving our Policy Holders 
. 30% of Their Tariff Rates on 

General Mercantile Business

□

for
Information write to

L. H. BAKER, Secretary'Tresurer 
LANSING, MICHIGAN

4P»
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Farm Papers Should Come To Defense 
of Birds.

Grandville, June 7—An enlightened 
public press is necessary for the per
petuation of free institutions in Amer
ica. Lacking that, the people fall into 
dubious and dangerous ways which 
lead to the loss of freedom of speech 
and the closing down of popular and 
enlightened government.

It was the free press of the North 
that the Southern slave driver most 
feared. If freedom of the press could 
have been suppressed, slavery would 
have continued on, even to the pres
ent day, with the Nation by now, how
ever, wholly slave instead of half free 
as at the time of the advent of Lin
coln and other freesoilers.

It is the same with regard to other 
reforms. Silence the press on certain 
glaring evils existing in the country 
and the wrong is more than half suc
cessful. That suppression of the truth 
i« what has been going on with regard 
to bird conservation in this country 
during the past decade.

The farm press, above all other, 
should be the advocate of bird preser
vation. Instead, however, that press 
is hand and glove with the manufactur
ers of ammunition and guns designed 
to wipe every vestige of bird life off 
the American continent. The bigger 
the paper, and the more influential in 
public life, the more firm is it in 
smothering all agitation in favor of the 
birds. . . .

Singular that this is so, yet it is the 
truth nevertheless. And the most in
terested person of all, the American 
farmer, has fallen for the crime with
out the slightest mental reservation 
whatever.

Such an astounding fact does not 
speak well for the intelligence of the 
country gentleman who apes his city 
cousin, now that he is more nearly in 
town with his swift moving automobile 
and the adoption of the central school 
system.

If it were only the English sparrow 
which is made the victim of the most 
sublime ignorance of the century the 
fact would be, perhaps, less discourag
ing, although that would be bad enough 
to call for the criticism and hardest 
sort of work in favor of salvation for 
our birds.

With the sparrow wholly obliterated 
there would be a considerable army of 
robins, blackbirds, bluejays and the 
like still doing business at the old 
stand, which might put off the final 
catastrophe of ruined crop production 
for a few more years.

A Western farm paper, one of the 
most prominent in the land, bemoans 
the fact that this is the age of insects, 
every one of which is seeking to make 
the farmer’s life more burdensome by 
an assauult on growing crops. Dead 
birds seem better in the farmer’s opin
ion than dead insects. This being true, 
and the fallacy helped on by the great 
farm press, what may not be expected 
to come to pass in the not distant fu
ture?

The once irrepressible conflict going 
on between freedom and slavery in 
other days was far less important than 
that irrepressible conflict now going on 
between bird life and bird extinction.

The farm journal which is admitting 
that this is, indeed, an age of insects, 
is very careful to shut from its col
umns anv article which dares suggest 
that bird extermination has had any
thing to do with this rapidly increas
ing insect life.

It would never do to let the truth be 
known. In such a case all the fine 
spun arguments again_st that pest, the 
sparrow, would fall to the ground, and 
Mr. Farmer might be able to see a 
sparrow hopping about on his lawn 
without having a fit.

Talking about fits—conniption or the 
other kind—there are certainly going 
to be plenty of them in the not distant 
future when the bird haters have their 
way and the insectg Jiave overfly the

land, even despite the tons or rank 
poison which may be distributed 
throughout every fence corner and in 
every barnyard.

A raving bird hater last year rushed 
into print with the startling cry that 
if we wished to preserve robin red
breast it would be necessary to swat 
the blackbird, as that fiend of dark
ness was swiftly and surely doing the 
robin to death on every hand.

In my young days there were swarms 
of both robins and blackbirds, with 
neither making war on the other. The 
latter, however, together  ̂ with his 
brother the crow, was legitimate prey 
for the settler's gun because it was 
said that he delijihied in pulling up the 
newly sprouted corn.

The robin did nothing so wicked. In 
later years, however, when settlers be
gan putting out orchards of fruit, the 
robin made itself noticeable by devour
ing cherries, berries and anything in 
the small fruit line that came tq his 
notice. Singularly, however, these 
faults in Mr. Redbreast have been 
condoned, while those of other birds 
have met with condemnation.

The truth is that every bird living 
has a penchant for something good_ to 
eat and makes no bones of indulging 
that penchant to the top of his bent. 
Because the birds will eat when 
hungry, must we set traps, put out 
poison, shoot them right and left, as if 
they were deadly enemies of mankind?

Not long ago, right here in Grand
ville, a mother robin lost its mate, 
killed, no doubt, by the boy with his 
new air rifle. What was the surprise 
of one lady dweller to note that a 
blackbird came now and then with a 
worm for Mrs. Robin’s breakfast. Does 
not this incident put to shame the man 
who cried out, “Slay him, slay him,” 
when the name of blackbird was men
tioned?

The great danger to the prosperity 
of the Nation is the strange and un
seemly silence on the part of the great 
farm papers with regard to the neces
sity for doing something for bird con
servation. Old Timer.

Willing To Take a Back Seat.
A hardware firm advertising for a 

salesman received a reply from a man 
who said that he was the greatest sales
man in the world. They engaged him 
and gave him three lines of goods to 
sell anywhere in the West. They ex
pected him to do great things.

After he had been away a week, and 
they had received no orders, they were 
surprised to get a telegram saying:

“I am not the world’s greatest sales
man. I am the second best. The 
greatest salesman was the man who 
loaded you up with these goods.”

Charles E. Hughes takes himself out 
of the Presidential race in the only 
conclusive way. Had he stopped by 
saying that he was too old, he might 
have been regarded as inviting a 
friendly contradiction. But when he 
adds that if he is nominated he will not 
accept, he uses a convincing phrase
ology. The complete statement, made 
by General Sherman and accepted as 
the classic formula of a sincere declina
tion. includes a double threat. “If 
nominated,” it runs, “I will not accept, 
and if elected, I will not serve.” The 
second half of the statement is un
necessary except for emphasis. Even 
the Progressives, with all their en
thusiasm for Roosevelt, did not feel 
like nominating him in 1916 in the face 
of his refusal to run. Still less would 
a party insist upon trying to elect a 
man who had declined its nomination.
At the same time, there is a ringing

comprehensiveness in the twofold pro
nouncement that gives it more than 
double force. The infrequency of its 
use testifies to the rarity of declinations 
which are meant to be received at their 
face value. All that most public men

intend to say when they deny candi
dacy for the White House is that they 
do not wish to be looked upon as ac
tively seeking nomination. 1 hey care
fully avoid the unreserved declaration 
made by Mr. Hughes.

No other baking powder 
insures such light, 

wholesome cakes

Ho u s e w iv e s  say th a t is
why Royal is m ost eco

nomical in th e  end—why 
they have preferred it for 
more th an  fifty years.

T o d ay , th ro u g h o u t  th e  
world, Royal is recognized as 
th e  standard  baking powder 
—recommended by health 
and food experts—used in 
millions of kitchens daily.

R o ya l con ta in s  n o  a lu m  
— leaves n o  b it te r  ta s te

Lower Price - Bigger Profits
(FANNINGS)

Bread and Butter Pickles 
One of the Best Foods - - Now 25c

T w e n ty -fiv e  c e n ts  is one o f th o se  “ n a tu r a l  p r ic e s ” t h a t  w om en  h av e  
com e to  look a t  a s  r ig h t .

A f a s t  se lle r  a t  th e  old p r ic e  of 35 c e n ts , B rea d  a n d  B u t te r  P ick le s  a t  th is  
new  p ric e  a re  h ea d ed  s t r a ig h t  to w a rd  tu rn o v e r  reco rd s .

A t 25 c e n ts  fo r th e  new  1 lb. n e t ja r .  doub le  o r  tr ip le  s a le s  sh o u ld  be 
e a sy  sa il in g . T h a t  m e a n s  a  corresponding increase In p ro fits , b ec a u se  th e  
margin remains the same. A nd, of co u rse , th e re  is no ohanK e in th e  q u a l ity  
w h ich  h a s  m a d e  B re a d  a n d  B u tte r  P ick les  fam o u s a lm o s t o v e r  n ig h t w h e r
e v e r  th e y  h av e  been  in tro d u ced .

R ig h t now  is  th e  tim e  to  c lean  o u t y o u r  p re s e n t s to c k  a n d  m a k e  re a d y  
fo r th e  new  p a c k  a n d  th e  new  price .

B re a d  a n d  B u t te r  P ick le s  a re  u n iv e rsa l fa v o r i te s , an d  w ith  th e  b e a u tifu lly  
li th o g ra p h e d  sam p lin g  d isp la y  fu rn is h e d  to  a ll d ea le rs , th e y  p -ac tica lly  sell 
th e m se lv e s .

B re a d  a n d  B u t te r  P ic k le s  a re  j u s t  lik e  hom e m ade.

P re p a re d  fro m  s e le c ted  cu c u m b e rs , s liced  a n d  p ac k ed  f re sh  fro m  th e  
v in e s , th e i r  c r isp n e ss  a n d  sp icy  flav o r h i t  th e  spo t.

O rd e r  ¿Bread a n d  B u t te r  P ic k le s  to d a y . T h e y  a re  h a n d led  by  m ore  th a n  
200 w h o lesa le  d is tr ib u to r s  lo c a ted  in  a ll p a r t s  o f th e  co u n try . F o r  f u r th e r  
d e ta ils  w r ite  to  T h e  B e s t F oods, Inc ., 297 F o u r th  A ven u e , N ew  Y ork  C ity .

THE BEST FOODS, Inc.
NEW YORK CHICAGO SAN FRANCISCO JACKSONVILLE
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FINANCIAL
Review of Bus’ness Conditions in 

Michigan.
W ri t te n  fo r th e  T ra d e sm a n .

Business on the whole made a good 
record during May, the volume being 
about equal to that of the preceding 
month. The present level of activity 
compares very favorably with that of 
a year ago. However, all lines and all 
units in the same line are not partici
pating alike either in the good volume 
of business or the satisfactory earnings 
which are being enjoyed in the aggre
gate. A number of influences are 
causing this spotty condition, among 
which are floods, adverse weather con
ditions, some over-production and 
severe competition.

There are evidences of some modifi
cation in general business activity dur
ing the next month or two, much the 
same as occurred during the corre
sponding period in the past four years. 
Seasonal influences, as much as any
thing else, are contributing to this con
dition. Whatever slowing up takes 
place will be moderate and temporary. 
Fundamental conditions continue sound 
and give the assurance that business 
will continue to go forward in large 
■volume.

On the unfavorable side of the pic
ture we find the oil industry in a diffi
cult position on account of over-pro
duction, the bituminous coal strike en
tering the third month without any in
dication of an early settlement, cotton 
selling at a low price, business failures 
only a little less than a year ago, 
political and financial difficulties in 
the Far East, continued slowness in 
the woolen goods industry and great 
devastation by floods in the South.

On the other side of the picture wc 
find weekly carloadings of revenue 
freight above the figures for 1926 and 
reaching the million-car mark for the 
seventh time this year, which goes to 
prove that distribution is taking place 
at a rapid pace; the value of building 
contracts awarded thus far is equal to 
those in the same period last year; our 
foreign trade for the first four months 
jumped $60,000,000 ahead of the same 
period in 1926; gold imports during 
May added $30,000,000 to the country’s 
supply; the general level of farm prices 
has turned upward; life insurance sales 
are substantially ahead of those of a 
year ago, the dollar volume of trade, 
measured by check payments, is larger 
than it was twelve months ago. while 
the purchasing power of the dollar 
itself is 8 6 per cent, greater than it 
was last year; commodity prices give 
signs of stabilizing: steel production 
continues on a satisfactory level; there 
is an abundant supply of money for 
business purposes and a high and well 
sustained purchasing power generally 
throughout the country. Furthermore, 
an immense amount of materials must 
he purchased in order to rebuild the 
highways, bridges, levees and other 
structures destroyed by the Mississippi 
floods, all of which will furnish em
ployment for a large number of people.

Spottiness also prevails in the Michi
gan business situation. Some factories 
are working on a full capacity basis, 
others are operating at normal or bet

ter, while still others are experiencing 
a decline in production, largely at
tributable to seasonal influences. By 
and large, the industries within the 
State are well occupied and are giving 
a good account of themselves. Pro
duction generally is expected to hold 
up well during the summer months 
and to quicken its pace in the early 
autumn. Increases were reported dur
ing May. in shipments of canned goods, 
forest products, furniture, machinery 
and paper. The Pere Marquette Rail
way reports a greater volume of 
traffic in and out of the Detroit, Flint 
and Lansing areas during the first five 
months of 1927 than for the same 
period last year. Traffic passing 
through the Sault Ste. Marie canals 
prior to June 1 totaled 12,573,138 tons, 
compared with 10,159,361 tons for the 
corresponding interval in 1926.

The automobile industry continues 
to occupy the most prominent posi
tion in the discussions of the business 
world. While production figures for 
May are not yet available, preliminary 
estimates place the output at not far 
from the number of units turned out in 
April. Schedules will be reduced dur
ing the next six weeks to two months, 
while factory changes are being made 
preparatory to bringing out new 
models which appear this year earlier 
than usual. Very few price reductions 
are being announced. In fact, the 
present tendency is to lay more em
phasis on good quality and improved 
models, rather than to slash prices. 
Overseas shipments are showing con
sistent gains. Production of trucks is 
steadily increasing.

The industrial employment situation 
during May was satisfactory. Em
ployment was on an upward trend in 
Alma, Ann Arbor, Benton Harbor, 
Coldwater, Flint, Jackson, L’Anse, 
Monroe, Muskegon, Pontiac, Port 
Huron, Sault Ste. Marie, Standish and 
Saginaw. Transient workers are creat
ing an over-supply of labor at Flint. 
Agricultural activities, highway con
struction and city improvements are 
absorbing a large amount of common 
labor.

Building construction throughout 
the State is reasonably satisfactory. 
The outlook is reported fair to good. 
Eleven correspondents report a hous
ing shortage.

Cold, rainy weather has curtailed 
the sale of Spring merchandise. Both 
wholesale and retail trade, however, 
are reported fair to good. More sea
sonal weather should reflect in im
mediate improvement in retail demand. 
The tourist business is getting under 
way and should stimulate business 
considerably during the next few 
months. Collections generally are 
fairly encouraging.

Excessive rainfall and low tempera
tures have delayed seeding of crops 
in the upper part of the State. In the 
Southern part the rains have benefited 
crops, particularly wheat and hay. On 
the whole, the outlook for the Michi
gan farmers is good. Dairying is on 
the increase and will tend to further 
stabilize the farm industry in Michi
gan. i Wayne W. Putnam,

Director Public Relations, Union 
Trust Co., Detroit

Protect Her From Immature 
Advice and Deliberate 

Swindles

Mi n e  f a m i l i e s  i n  t e n  a r e  a s  d e p e n d e n t

upon  th e  business ju d g m en t of the  b read-w inner 
as upon  his earning ability.

W hy  expect th e  w ife an d  m o ther an d  th e  chil
d ren  to  assum e, w ithou t notice, th e  care  an d  con 
servation  of your E state , o r expect som e friend  to  
d o  so, w hen  the  service of this com pany  is a t your 
d isposal?

W e offer you the ju d g m en t of m any  capab le  
business m en instead  of one. O ur o rgan iza tion  is 
p rep a red  to  care for all de ta ils  p ro m p tly  an d  effi
ciently.

W e are  u n d er s ta te  supervision, a re  financially 
responsib le  an d  our charges a re  no  m ore  th an  are  
allow ed individuals.

T H E ^

M ichiganTrust
COMPANY 

The first Trust Company in Michigan

Fenton D avis 6  Boyle
Chicago
F irst  National 
Bank Building

Investment Bankers

GRAND RAPIDS Detroit
Grand Rapids National Bank Building 2066 Buhl 

Phone 4212 Building
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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

E stablished 1860— In co rpo ra ted  1865 

NINE C O M M U N ITY  B R A N C H E S

1
jU isU ulJ GRAND RAPIDS NATIONAL COMPANY 

Investment Securities
“1rhe Bank on the 

Square” A ffiliated w ith  G ran d  R ap id s N ational B ank

ASK MR. STOWE
He Knows W hat Our Collection Service Is

O nly o n e  sm a ll se rv ic e  c h a rg e . N o e x t r a  co m m issio n s , A tto rn e y  fees, l a s t 
in g  fees  o r  a n y  o th e r  e x tra s .
R e fe re n c e s : A ny  B a n k  o r  C h a m b e r o f C o m m erce  o f B a t t le  C ree k , M ich., o r
th is  p ap e r.

Merchants’ Creditors Association of U. S.
Suite 304 W ard Building, Battle Creek, Michigan 

F o r  y o u r  p ro te c tio n  w e a r e  b o n d ed  by  th e  F id e l ity  & C a s u a l ty  C o m p a n y  of 
N ew  Y ork  C ity .
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Business Men Must Prepare For 
Greater Responsibilites.

In order to provide for the Nation’s 
continued progress and to guard 
against difficulty in its forward move
ment, business men must become more 
fully alive to their responsibilities as 
custodians of the greatest capital ever 
entrusted to the keeping of one people.

The increase of our resources, the 
widening of our trade movements, the 
building of our capital and wealth, the

A increase of production and the expan
sion of our credit power demand full 
recognition of our obligations.

In the brief period of three decades 
the United States had advanced from 
a second rate power in finance to the 
wealthiest nation on earth. Our 
progress has allowed us a standard of 
living beyond the conception of other 
peoples. It had given us comforts and 
even luxuries.

In return for these good things we 
should show our appreciation by doing 
all we can to keep our commercial 
structure intact and to make its future 
growth safe by strengthening the 
foundation on which it rests.

We must not minimize the responsi- 
bilities that attend the obligations rest
ing upon us. They must be fulfilled 
not only for the benefit of the public 
service but also for the protection of 
our personal standards and interests.

In preparing ourselves for our great
er responsibilities we need more than 
anything else a thorough understand
ing of our present production, market
ing and credit processes. We must 
cease to emphasize production as the 
alpha and omega of trade. Produc
tion alone never made profits. Mere 
distribution does not make profits.

Profits are made and business 
progresses only when merchandise is 
converted into receivables and the re
ceivables are paid.

Business executives must pay greater 
attention to credit and cost factors.

4^ »  Too many enterprises, after striving
night and day to get ahead, find at the 
end of the year they have nothing to 
show for their work. They pushed 
production hard, they labored diligent
ly on distribution, but they failed to 
see that sound receivables and well 
controlled costs were the vital ele
ments of making profits.

Failure to recognize the important 
part played by credit in business is 
common. Few persons realize that 
our prosperity is dependent in large 
measure on the sound credit technique 
which was established thirty years ago, 
at the time our great advance began. 
All our financial depressions and panics 
have been brought about by abuses of 
credit, and our present prosperity has 
come largely because our credit sys- 
tern has been made sound to the core, 
fool-proof.

The new era in American business 
has been described as a rushing spring 
freshet. The description is accurate 
insofar as it conveys the idea that the 
stream is fast; but it is strong and 
deep as well, and its flow is neither 
seasonal nor local.

This country has made phenomenal 
progress, and it will continue to 
progress; there is no doubt about that. 
The volume of our commerce and the

flow of wealth will mount to even 
greater heights than they have thus 
far reached, but just so long as the 
rushing stream is confined to its 
course between strong credit banks, 
we need have no apprehensions about 
our business future. J. H. Tregoe.

Investment Trusts Should Issue One 
Type of Security.

Criticism has been directed against 
many investment trusts in this coun
try because of the fact that they have 
issued more than one class of security. 
It is contended that this tends to de
viate from the true purpose of the trust 
in that those who supply the major 
portion of the funds with which invest
ments are made do not participate to 
the fullest extent in the earnings from 
such investments. The soundness of 
such capitalizations is not questioned, 
however.

Undoubtedly there is much to be said 
on both sides of that question, es
pecially in this country, where invest
ment trusts are new. When more 
than one type of security is issued, the 
organizers usually purchase the junior 
issue, thus furnishing a margin of 
safety for the senior obligations. In 
other words, it is customary for the 
organizers to invest a certain sum for 
which they receive common stock. 
Preferred stock or bonds, and some
times both, are then sold to outsiders, 
such securities to have a first call on 
total earnings for the payment of divi
dends or interest and on total assets 
in the event of liquidation. All earn
ings and assets over such specified 
amounts, however, accrue to the com
mon stocks, oftentimes making it pos
sible, if the trust ;s prosperous, to pay 
dividends out ot proportion to the 
cost of the stock.

In recent months two trusts—the 
Power and Light Securities Trust and 
the Allied International Investing Cor-

Kent State Bank
“The Home for Savings”

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

Banking by Mail Made Easy.

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

and Show Case Glass 
All kinds of Glass for Building Purposes 

■01*611 IONIA A V E .,  8. W . G RAN D R A PID S , M ICHIGAN

Investment Securities

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

Dime Bank Building, Detroit 
Michigan Trust Building, Grand Rapids

Boston New York Chicago
Denver San Francisco Los Angeles

poration—have been formed along lines 
more nearly approaching those of the 
English and Scottish concerns, which 
have been unusually successful over 
a long period of years. The former 
has only one class of stock, and, while 
the latter has two, the senior securities 
have a participating clause which per
mits them to share in profits to the 
extent of two-thirds of the aggregate 
amount of all dividends paid in excess 
of 6 per cent.

As time goes on and the investment 
public becomes more familiar with and 
more appreciative of the soundness of 
well managed trusts, there is little 
doubt but that the trend in capitaliza
tions will be toward but one type of 
security.

An idea of the success of some of 
the better known British investment 
trusts may be had from their advances 
in market prices over a period of years. 
British Investment since 1913 has ad
vanced from around £270 a share to 
around £440; Industrial and General, 
from £180 to £315; Mercantile and 
General, from £125 to £285 and Mer
chants Trust from £140 to £220. It 
will be noted that these advances were 
made in the face of adverse conditions 
brought about by the war and the 
chaos which followed it.

Ralph Hendershot.
[Copyrighted, 1927.]

Professional Advice from your Banker

You wouldn’t think of taking legal action with
out the advice of a lawyer.
No more should you think of making any im
portant business move without the counsel of 
a progressive banker.
Often we can help you get ahead in ways that 
might not occur to you, because of our intimate 
knowledge of local conditions and tendencies.

But we can’t help you, of course, if we don’t 
know your problems.

So let’s get together.

GRAND RAPIDS SAVINGS RANK
'•The “Bank W here You Feet J it  Home"

I t  Convenient Offices
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Per Capita Money Circulation Lower 
in Buying Power.

In spite of the enormous increase in 
the wealth of the United States in the 
past quarter century, the per capita 
money circulation to-day has only 
four-fifths of the buying power it had 
in 1900.

Although the per capita circulation 
of money in 1900 was $26.93 and on 
July 1, 1926, had increased to $41.85, 
by taking into consideration the great
er purchasing power of the dollar in 
1900 and its diminished value last year, 
and reducing its buying power to a 
1913 average, it is found that the 1900 
per capita circulation, in terms of pur
chasing power, was $33.66 and that in 
1926 it was $27.90, or $5.76 less.

The general use of credit in place 
of cash transactions has made it un
necessary to keep in circulation sums 
of money commensurate with the in
creased National and per capita 
wealth.

While the Nation’s wealth and in
dustrial and agricultural production 
have more than doubled since 1900, 
and while bank deposits in this period 
have increased over three-fold, the 
money in circulation to serve this ex
pansion has decreased 20 per cent, in 
power.

Our credit system has stabilized 
business. It has assembled our enlight
ened industrial credit profession whose 
work has practically sounded the death 
knell of violent panics.

It has prevented the inflation of in
ventories and unnatural business ex
pansion. It has developed for the first 
time in the history of the Nation a 
working credit organization, - in the 
form of the Federal Reserve System.

For more than a century before the 
establishment of a sound credit tech
nique, American commerce had been 
struggling under the handicap of in
adequate credit facilities. Each dis
astrous collapse -of business disclosed 
unintelligent administration of credits 
as the primary cause, and drove home 
to American business men the realiza
tion that sane and scientific regula
tion of credit was a vital need.

During our early business life many 
disasters were brought about by un
healthy expansion and inflation. Busi
ness expanded more rapidly than 
wealth increased; and the abuses of 
credit caused a succession of panics in 
which much that had been gained was 
lost.

Faced by the collapse of business 
enterprises and resulting periods of de
pression, the astute American busi
ness man sought to remedy the con
stantly recurring mischief; and in or
der to do so effectively he established 
the sound and scientific regulation of 
credit.

Reactions will take place, the tides 
of business will ebb and flow as long as 
business men scramble for the prizes 
of trade, but the headlong panics of 
history will not be possible while our 
commercial structure rests on its pres
ent solid credit foundation.

Henry H. Heimann.

Corn Borer and Surplus Crops.
When Congress eagerly appropriates 

a quarter of a billion dollars to subsi
dize surplus agricultural production
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and at the same time haggles over 
a $10,000,000 appropriation to fight the 
European corn borer, it is high time 
for the real American farmer to pray 
for a fool killer to visit Washington 
or else to put a Mussolini on the job 
and give pure democracy a leave of 
absbence for twelve months.

When any branches of the only other 
two important productive groups, min
ing and manufacturing, find they are 
producing a surplus they curtail pro
duction, any silly arguments about 
tariff, trade agreements and trusts to 
the contrary notwithstanding. If two 
of the agricultural groups whose al
leged spokesmen are now clamoring 
for fake farm relief in the form of 
subsidy will only be patient for a few 
years the European corn borer will 
take care of the corn and hog surplus 
for them without either legislative or 
other assistance.

Ontario has no surplus corn now, 
thanks to the borer, and makes little 
attempt even to grow corn any more. 
A similar disaster is in sight in this 
country. If the borer is not stopped 
soon there won’t be any surplus corn 
crop for the demagogues to rant about. 
There won’t be any at all. And when 
the corn crop vanshes the hog crop 
will go with it. And the American 
people will change their National diet.

If Congress had spent $250,000,000 
to stop the cotton boll weevil when it 
first appeared in this country many 
years ago, the loss of crops thus pre
vented in the period since would have 
returned the appropriation one hun
dred times over. If Congress were 
now to appropriate $250,000,000 to per
mit the entomologists of this country 
to work out an immediate control for 
the borer and also allot $10,000,000 to 
Herbert Hoover to be used to hammer 
real co-operation into the farmers, it 
would be an exhibition of far-sighted 
statesmanship. But Congress won’t.

Howard W. Ambruster.

Novelties in Straw Baskets.
Increasing use of novelty straw 

baskets for sewing purposes, plant 
containers and as porch decorations 
has led to larger and more varied im
ports of this type of merchandise. A 
variety of fancy straws and braids 
are used, odd shapes being featured. 
Varicolored decorations in pastel shades 
are worked out in many of the bas
kets, most of which are silk and tuft 
lined. Sewing baskets constitute the 
largest single group in a line seen yes
terday, with special styles being of
fered for children’s use. Wholesale 
prices on the merchandise range from 
$10.50 to $72 per dozen.

Business Changes at Howell.
Howell, June 4—The Jackson build

ing, better known as the Balch build
ing, and the Gregory building are 
both receiving new fronts. Both 
owners say they have a chance for 
three different tenants, one of which 
is another chain store coming to 
Howell.

Johnson’s drug store has moved 
from the Gregory building to the 
Hovey building, across the street.

Mrs. Hovey has put up a small 
building and moved her baking busi
ness there. She will make only fried 
cakes and pastry, both for the gro
ceries and to retail at her sales room.

1 A. Riley Crittenden.

What is a 
Voluntary Trust

IN A G R E E M E N T  BY T H E  T ER M S
9̂ . of which the  m anagem ent of all or 

p a r t of an  estate  is en tru sted  to  our 
care  so th a t th e  ow ner is re lieved  of 
de ta ils b u t receives the  incom e— is a vo l
u n ta ry  trust.

U n d er such an  ag reem en t the  ow ner 
of p ro p e rty  can find m uch relief. L et 
us tell you m ore ab o u t th e  advan tages 
of a  v o lun ta ry  trust as it m ight ap p ly  in 
your case.
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Fighting Fires in Bygone Days. 
Dr. Nicholas Barbon, son of Praise- 

God Barebones of Cromwellian fame,
opened in 1667 what was probably the 
first fire insurance office in England. 
The Medieval Guilds had reimbursed 
their members for losses by fire but 
their payments had been made from 
the Guild’s general funds and were not 
based on any sound principle of in
surance. An attempt to provide fire 
insurance was made by some citizens 
of London when they petitioned 
Charles I in 1635-38 for a patent of 
monopoly to insure against losses at 
the rate of one shilling for every 
twenty pounds of rent. The associa
tion was to rebuild or repair damaged 
houses, maintain a perpetual fire watch 
in the streets and contribute 200 pounds 
a year to the rebuilding of St. Paul’s 
Cathedral. However, in subsequent 
disorders the proposal was lost sight
of.

In spite of the fact that the Great 
Fire of 1666 had impressed people 
with the necessity for fire protection, 
Barbon met with but indifferent suc
cess until he combined with several 
other men in 1680 and formed the 
Fire Office. This company had fig
ured out that an average of 750 houses 
had burned in the fourteen years since 
the Great Fire with an average loss of 
200 pounds. A fund of 40,000 pounds 
had been subscribed as guaranty and 
this fund was to be increased 20,000 
pounds for every 10.000 houses insured. 
The interest from this fund alone 
might be expected to meet the losses 
and leave a surplus, so business grew 
rapidly. Within a year there was a 
proposal that the city of London in
sure the houses of its citizens at a 
rate lower than that charged by the 
Fire Office. The Common Council 
passed the proposal but the courts put 
a speedy end to this movement of gov
ernment in business.

Inspired by the success of the Fire 
Office a mutual company, called the 
Friendly Society, was organized in 
1684. In an attempt to stifle competi
tion the Fire Office asked the King for 
a patent of monopoly on writing in
surance. With a delay worthy of the 
best modern practice the government 
handed down its decision in 1687 giv
ing the Friendly Society a monopoly 
for a year but after that time they 
could only sell policies alternate quar
ters of the year. The Fire Office had 
hard sledding and in 1693 had to be
come a mutual.

These offices maintained fire fight
ing forces giving the men uniforms and 
silver badges. Just exactly what fire 
quenching equipment these early com
panies had is not clear but it must have 
been comparatively primitive for we 
find in an English publication of 1634 
an only too meager description of the 
equipment used then. To one accus
tomed to the modern engines and 
trucks, this description conjures up 
pictures of pitifully inadequate meth
ods when one reads of: “Divers quirts 
and petty engines to be drawn upon 
wheels from place to place for to 
quench fire among buildings.”

An even earlier mention of fire fight
ing equipment is that of Appolodorus, 
architect of the Emperor Trajan, in 
which he writes of leathren bags to

which were attached pipes, the water 
being forced out by squeezing the 
bags.

On May 11, 1752, in Philadelphia, 
was held the first directors’ meeting of 
the first fire insurance company to do 
business in America. The company 
was and is “The Philadelphia Con- 
tributionship for the Insurance of 
Houses from Loss by Fire.’’ Among 
its board of directors was Benjamin 
Franklin who in 1736 had organized 
the Union Fire Company, a volunteer 
fire fighting organization.

There was no direct connection be
tween the volunteer fire fighters and 
the insurance companies though the 
latter did contribute large amounts to 
the volunteers.

Firemarks, now in such demand as 
antiques, were then used on insured 
houses to distinguish them from those 
of the uninsured so as to make sure of 
protection. The mark of the Con- 
tributionship is directly traceable to 
the Hand-in-Hand Company of Lon
don which was established in 1696. 
The English company used two clasp
ed hands. The design was changed by 
the Contributionship into the Lady- 
to-London or Saddle Seat grip which 
is practically unbreakable.

Description of dinners given, with 
fines collected for non-attendance at 
directors’ meetings, reveals these men 
as of Rabelaisian appetites and capac
ities. At one time by curbing their 
appetites due to an access of enthus
iasm for the public welfare or an ex
cess of food and drink they were able 
to acquire a fund large enough to 
mark the road to New York with 
thirty-one milestones.

Robert L. Barnes.

It is not unlikely that the most im
portant and lasting effect of the Lind
bergh flight will be its general im
petus to aviation and especially the in
terest it has aroused among Americans 
in flying. Tha't it will be some years 
before the Atlantic can be crossed 
regularly by air is certain; that there 
is ample room for great and immediate 
development in aviation in this coun
try is equally obvious. To Lindbergh 
must go the credit for the concrete 
evidence of the country’s awakening 
that is to be found in offers of various 
prizes for flying which now total $100,- 
000, and which include as single prizes 
$30,000 for a flight from Los Angeles 
to Tokio, 5,000 miles; $25,000 for the 
first air journey from the Pacific 
Coast to Honolulu and $25,000 for the 
first flight from Dallas, Tex., to Hong 
kong, a distance of 10,000 miles. Defi
nitely committed to private enterprise 
in the development of aviation rather 
than to the Government subsidies 
which are general in Europe, the 
United States has reason to be pecu
liarly grateful for this stimulation 
Lindbergh himself has expressed a 
keen interest in the Pacific flight, and 
while most of us will be perfectly will
ing to see him tempt the gods no more, 
as he did in crossing the Atlantic, it 
will probably be hard, despite his an
nounced intention to attempt no long 
distance flights for a year, to keep him 
on the ground when the next big com
petition starts.
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THE SERVICE PROBLEM.

Going Behind the Scenes of Good 
Service.

W rit te n  fo r th e  T ra d e sm a n .
In last week’s article the service 

problem was taken up with special 
reference to credit and delivery on 
groceries. In this article we return to 
the general consideration of the sub
ject, and the application will be, not 
to the grocer alone, but to every deal
er who handles one or more of the 
principal lines of ordinary merchandise.

We shall stress a number of things, 
small and large, that have to be at
tended to in order to make service 
just what it ought to be, not attempt
ing to arrange these formally nor in a 
strictly logical order.

For excellent service, first of all the 
right spirit must pervade the place of 
business. The atmosphere must be 
genial, kindly, radiant with good will. 
There must be the sincere desire to 
sell to the customer what he wants, 
what will be satisfactory to him in use, 
and honest value for the amount he 
pays. There must be the right feeling 
between the management and the em
ployes. If the head is fault-finding 
and grouchy, he can not secure that 
full co-operation of his helpers that is 
absolutely essential to a high type of 
service.

But good will alone is not enough. 
There must be order, system, efficiency. 
The place must be intelligently direct
ed. Things must be done and well 
done and done at the right time. Help
ers must be incited to their best en
deavors and must learn perception, tact 
and courtesy. They must be patiently 
and skillfully trained. They should not 
be drudges, nor yet work hurriedly 
nor under nervous strain, but should 
have a pride in what they do, and be 
shown how to make their efforts count 
in results.

Passing to more specific matters, 
there must be a constant looking ahead. 
One way in which this applies is in 
the buying of the goods. It is obvious 
that goods must be bought and gotten 
into the store before they can be sold. 
This is true equally of such lines as 
are dominated by fash'on and change 
every season, and of those others that 
are staple and continue the same, or 
much the same, year fter year.

As to the former, good service be 
gins with good buying, which is choos
ing what will suit the tastes and the 
pocketbooks of patrons. As to the 
latter, the goods that always are in 
style, it is important to keep up the 
stock. People like to find at a given 
place whatever they are in the habit of 
purchasing there. A woman goes to 
a certain drug store for a particular 
kind of toilet soap. Perhaps she has 
been supplying herself there for five 
years. They are out of it. She won’t 
take any other kind and goes some
where else. When she wrants to buy 
again she may not go back to the old 
place. Of course even a staple line 
sometimes must be dropped, but this 
is no excuse for carelessly getting out 
of articles that it is fully intended shall 
he carried right along.

Foresight must be used also in order 
always to be ready to take care of cus

tomers when they come. The store 
and the stock must be kept free from 
dust and dirt, and in order. Goods 
must be unpacked, checked, priced, 
gotten into place, displayed. Just how 
much of all this very necessary work 
shall devolve upon the regular selling 
force, need not be discussed here. That 
depends upon the size and character 
of the establishment. In most places, 
at least some of it is done by the sales 
people.

To utilize the hours when customers 
are few so as to be ready for the rush 
hours, this is a vital economy in giv
ing good service. It is not putting it 
overstrong to say that twice the 
amount of many kinds of merchandise 
can be put out in a given time and 
without undue effort, if everything is 
in readiness. It should rarely if ever 
occur that a helper have to hasten to 
the wareroom and open up say a case 
of muslins, if it is a dry goods store, 
or a carton of matches, if it is a grocery 
store, when the store is full of waiting 
customers. Every such proceeding 
wastes the time of both helper and 
customers, and subjects the place to 
creticism.

For people like prompt service. Pei 
sons whose time is valuable cannot 
afford to patronize a store where they 
cannot get waited on quickly. And 
those who are not so profitably oc
cupied are almost equally unwilling to 
brook delay unless there is an object 
i nso doing. Some women will stand 
in line for an hour or more for the 
chance to secure a striking bargain, 
but these same matrons will want 
prompt attention when buying articles 
at regular prices.

When any waiting has to be done, 
customers should invariably be taken 
in the order in which they came in. 
This applies to children as well as 
grown-ups. The mother who sends a 
child for some item she needs in a 
hurry, may be just as seriously offend
ed if little Johnny or Mary is not wait
ed upon in rightful turn, as she would 
be if she had gone to the store her
self and found that she was ignored 
when entitled to be taken care of.

Every sort of store should be clean, 
have proper heating and ventilation, 
and sanitary conditions that are above 
reproach. And every place where food 
is sold—this applies to groceries, 
delicatessens, and drug stores where 
sodas, ice cream, and light lunches are 
so customarily served—should observe 
cleanliness to the point of daintiness. 
People have become fastidious to a 
degree undreamed of by their parents 
and grandparents. The place that is 
dirty and swarming with flies cannot 
render acceptable service to intelligent 
and refined persons in these days.

A word as to good service over the 
telephone. Any information asked for 
should be given definitely and cour
teously and in a way to win patronage. 
To talk effectively over the phone re
quires greater tact and patience than 
does speaking face to face with the 
customer. To take orders over the 
phone, one should have sharp hearing, 
good phone manners, a clear, pleasant 
voice, and a thorough knowledge both 
of the requirements of customers and 
also of the stock in the store. The
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order-taker should know at once 
whether every item called for can be 
supplied. If there are one or more 
“outs,’’ the matter should be arranged 
with the customer then and there.

It may be some non-essential that 
can wait until the next order. Or per
haps a good substitute will be entire
ly satisfactory. On the other hand it 
may he something so important that 
it will be best to send out to get it. 
In any event, have it so the customer 
will know what to expect, and if de
pending on having the order filled 
complete, will not be disappointed 
when the goods arrive, by finding that 
the most essential item is lacking.

A dealer must always remember that 
a circumstance that seems a mere 
trifle to him—something that is just a 
part of the day’s work, occurs to-day 
and is forgotten to-morrow—may loom 
large in the estimation of the customer. 
And if it causes loss or serious incon
venience, is not likely to be soon for
gotten or forgiven. Also that a single 
conspicuous instance of poor service 
makes a bigger dent in the brain of 
the customer, than several instances of 
service that is all it should be.

In regard to the delivery of goods, 
dependability is one of the strong 
points in good service. On a Monday 
afternoon a bright woman was buying 
a bed at a furniture store. The sales
man carelessly remarked, “We’ll send 
this out to-morrow.”

“Now tell me sure whether it will 
be to-morrow or Wednesday,” she 
said quickly. “I want to be there 
when the bed comes, for I can’t leave 
the house open. There is an import
ant business matter I must attend to 
to-morrow or next day. I shall not 
use the bed until Wednesday night, so 
either day will be all right with me 
provided I know which. But it will 
make me a lot of trouble if I plan for 
it to-morrow and it doesn’t come.” 
The lesson from this is obvious.

The deliveryman who goes often to 
a house is a go-between between store 
and customer, and by his care, tact, 
and thoughtfulness may do much to 
hold and extend patronage.

By this time the wide-awake and 
observant reader has learned that good 
service is the result of the cheerful, 
steady, and unremitting application, in 
a common-sense and practical way, of 
a few principles that are easy to under
stand. A service that is faulty to-day 
may be bettered by to-morrow. It 
may be vastly improved in a very 
short time. That it cannot be brought 
to the h:ghest degree of perfection for 
some weeks or even some months, 
should cause no discouragement For 
there is much to be unlearned as well 
as learned, and there must be a hard 
struggle against the tendency in hu
man nature to slip back. It is not a 
matter of doing things better for once, 
but the holding to high standards, 
keeping every step gained, and being 
always on the lookout for real improve
ment. Thus do correct methods be
come ingrained, and a store may be 
said to get the habit of good service.

Ella M. Rogers.

Ambition often prevents a man from 
making a success of small things.

Nat'onal City Bank Sees Good Trade 
Ahead.

In its June bulletin the National 
City Bank points to the large manu
facturing volume, wide distribution, 
full employment and the plentiful 
money supply as “fair weather signs” 
for the future. Such a forecast, from 
an institution so painstaking in its 
judgments on business trends is en
couraging. To an extent not common 
in bank bulletins, the opinions express
ed in the National City Bank’s month
ly vehicle represent a composite view 
of the various high officials. Until 
something occurs to alter the present 
favorable signs these officials see “no 
reason to expect other than good re
turns from the months immediately 
ahead.”

This does not mean that the bank 
is blind to certain unsatisfactory in
fluences at work on business. The 
bituminous coal strike, the destruction 
brought by the Mississippi floods, the 
poor crop weather in the West, the 
persistent decline in industrial com
modities and the serious overproduc
tion in oil are a few of the clouds 
specifically mentioned. These unfavor
able elements are more than offset in 
the opinion of the bank by such con
structive forces as the continuation of 
the steel industry at relatively high 
levels, the large building construction 
volume, sustained activity in the auto
mobile industry and improving reports 
from, such important lines as tires, 
electrical equipment, textiles, hides 
and leather and railroad equipment.

A problem that has puzzled most 
commentators of late is how to predict 
the final outcome of increasingly se
vere competition in industry. It has 
not been entirely clear to the authori
ties whether stability in trade can be 
maintained as this competition spreads 
Officials of the National City Bank 
admit that business is “displaying 
greater unevenness than heretofore” 
but they do not look upon this change 
as a reflection of “any fundamental 
weakness.” The answer to the ques
tions here raised that they give is: 
“With the important factor of credit 
continuing favorable, with the rail
roads operating at highest efficiency 
and with our people enjoying the 
highest per capita income ever re
ceived by the people of any country, 
business rests on strong founda
tions which we believe will sustain 
the general average at satisfactory 
levels during the coming months.”

In its June bulletin the bank does 
not venture a forecast of the future 
movement in bond prices but it does 
call attention to the plain facts in the 
case. These are that bond prices now 
hover around the best levels in fifteen 
years but still yield substantially more 
than in 1901. The bank points out not 
only that the railroad bond averages in 
that year stood 15 points higher than 
now but that the railroads “were not 
in as strong a financial position then 
as they are to-day.” What the bank 
says on this matter is that bond prices 
may appear high when judged by 1921 
standards but “they have a long way 
to go before attaining the peak reach
ed in 1901.” Paul Willard Garrett.

[Copyrighted, 1927.]
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Ed. Casey Becomes Member of New 
Distributing Firm.

Deciding about ten years ago to for
sake the retail dry goods field to take 
a fling with the wholesale interests, 
Edward J. Casey “handed in his time" 
and started out in quest of a job 
among the wholesale dry goods houses 
in Detroit. Unlike the experiences of 
many in search of a job, with the usual 
regulation assurance, “If anything 
turns up we’ll be glad to let you 
know,’’ confronting him„ Casey’s 
journey came to an abrupt end when 
he called on Burnham, Stoepel & Co. 
The preliminaries ended, he was soon 
at work in the piece goods department 
opening merchandise laden cases as

they arrived. In a few weeks he dis
carded the nail puller and hammer and 
was waiting on such customers as 
called in the department.

His selling ability was quickly 
recognized by the executives in charge 
and Mr. Casey was next discovered 
with a sample kit calling on the stores 
in Detroit and doing a mighty good 
job of it; so good, in fact, that he was 
soon given a more important assign
ment calling on the larger stores in 
the State, representing the piece goods 
departments for the firm. This posi
tion he held until the liquidation a few 
months ago of the Burnham, Stoepel 
& Co., business, the carpet and rug 
department excepted.

Ed. Casey’s success on the road— 
and few equal him as a salesman—can 
be attributed to a most pleasing per
sonality, unflagging energy and the 
the sincerity with which he always 
deals with his customers. For several 
years he made his headquarters in 
Grand Rapids and is proprietor of the 
Cherry Street department store in that 
city. Two years ago he married Miss 
Neva Sauer, daughter of A. H. Sauer, 
the leading merchant of Kent City.

When Burnham, Stoepel & Co. an
nounced their retirement from the dry 
goods jobbing business Mr. Casey, to

gether with others of the organization, 
formed a new firm, under the style of 
the McConnell-Kerr Co., to act as 
wholesale distributors and selling 
agents for some of the largest manu
facturers of cotton goods products in 
the country.

The other members of the young 
firm, all of whom are well known, are 
A. V. McConnell, Fred Kerr, Henry 
Jordan, Clyde F. Kell and R. G. (Bob) 
Ellis. Fred Kerr will be remembered 
by many in Grand Rapids, where for 
a number of years he was in charge of 
the wash goods and white goods de
partments for the Charles Trankla 
Co. before going to Detroit.

Mr. Casey, or Ed., as he is more 
familiarly known to the trade and to 
his many friends, will continue to make 
his headquarters in Grand Rapids, 
representing the McConnell-Kerr Co. 
in the same territory he covered for 
the old house.

Shoe Sales Keeping Up.
Although the bad weather experi

enced through most of May had the 
effect of cuting down in the local 
shoe trade the amount of “at once” 
business placed by retailers in foot
wear other than seasonable specialties, 
enough advance business was placed 
to bring the volume for the month 
about up to that of a year ago. Canvas 
sport shoes and other sport footwear 
moved in a fairly active way during the 
month, but traces of the retarding ef
fects of the weather were apparent. 
There seems to be little question, 
though, that good treatment from the 
weather man this month will more 
than offset May’s shortcomings. What 
a cold, wet June would mean is a dif
ferent story. In the business placed 
for forward deliveries men’s and boys’ 
shoes showed up well, the style ele
ment having worked against too ad
vanced buying of women’s footwear in 
a large way. Misses’ shoes, too have 
been ordered with an eye to a sudden 
change of fashion, although no such 
contingency is in prospect just now.

Handkerchief Duty Rise Opposed.
It was decided at the meeting of 

handkerchief importers, held one day 
last week at the offices of the National 
Council of Importers and Traders, 
Inc., New York, to appoint a com
mittee to gather data relative to the 
application recently made to the Tariff 
Commission for higher duties on hand
kerchiefs. The committee will consist 
of six leading importers. Opinions ex
pressed at the meeting indicated that 
the importers regarded the matter as 
one calling for strong concerted action. 
Some expressed the view that the ap
plication for higher duties on the mer
chandise was the entering wedge in a 
campaign to “put across” the Ameri
can valuation plan, which the import
ers described as unsound. The com
mittee will be appointed within a day 
or two and will present its findings to 
another group meeting within the next 
ten days. A number of prominent re
tailers were also represented at the 
gathering.

Fall Trends Much Diversified.
Early indications are that the com

ing Fall season will be a season of 
many models and styles in the coat

and suit trade. As yet there is no 
definite indication of what will be 
“good” in the parlance of the trade. 
Manufacturers and distributors are 
building up their early lines, in which 
sports features predominate. These 
offerings will receive the acid test of 
buyers’ scrutiny within the next 
month or so, when the manufacturers 
will begin to have something definite 
in style trends to work upon. Retail
ers will want this type of merchandise 
for sale about labor day, which will 
necessitate the creation of a new line 
of merchandise for the middle and lat
ter parts of the season. The difference 
of opinion regarding furless coats and 
those with pelt trimmings continues, 
and a number of manufacturers will 
experiment with the former type of 
merchandise. Interest in dressy gar
ments is not expected to reach its peak 
until well ipto the Fall.

Glove Trends For Fall.
Higher prices for both fabric and 

kid gloves for the Fall have stimulated 
a larger advance booking than a year 
ago, according to importers in this 
country. The rise in kid merchandise 
has been greater than in fabric gloves, 
due to the shortage of desirable skins 
abroad for glove manufacture. In 
fabric merchandise a glove of double 
thickness, but single woven, is being 
featured in hand-sewn, saddle-sewn 
and bandolette types. Novelty and 
tailored cuffs are prominent. The lat
ter show applique and embroidery 
treatments, scalloped edges and elab
orate stitching. Favored shades are 
beige, new blond, almond, hickory and 
silver moon. In kid gloves much at
tention is gven embroidered cuffs, gold 
and silver piping and bandolette cuffs 
having jewelry ornaments. Washable 
slip-ons are also stressed, with white 
and cocktail shades predominating. In 
regular kid lnes the leading shades 
are expected to be black with white, 
mode, beaver, gray and white.

Some Hosiery Lines Advanced.
Some lines of cotton hosiery have 

been advanced in price, in keeping with 
the rising cotton market, but for the 
most part increases in this end of the 
knit goods industry have been more 
potential than actual. The advances 
that have been made are not large, but 
they have been sufficient to revive 
buying interest to some extent. In the 
low-end goods jobbing buyers are still 
more interested in 25 and 35 cent “re
tailers” in women’s hose than in other 
lines, and they are showing an active 
interest in men’s cheap fancy hose as 
well. Cotton half-hose, some with 
fiber stripes, to retail at a quarter a 
pair, appear to be much in demand. 
There is also a good call for men’s fan
cies to retail at 50 cents and $1. Misses’ 
full-length hose continue to sell. In 
women’s merchandise compose effects 
in silk hose, as well as popular-priced 
lines of silk-to-top stockings, continue 
actively to engage the attention of 
buyers.

Denims- in a Strong Position.
Not for a long time have denims 

been in a firmer position than at pres
ent. Some of the best known lines 
are off the market for the time being, 
and indications of more withdrawals

are not lacking. The leading producer 
of this merchandise has sold up its 
production to the end of September. 
Its goods are withdrawn, and there is 
no immediate prospect of their rein
statement. General asking prices 
where goods are still to be had are 15 
cents for 2.20 yard “white backs” and 
13)4 cents for 2.40 yard “double and 
twist” indigos. Reports received by 
makers of denims from manufacturers 
of work clothing say that the latter 
are doing a very good business.

Printed Organdies Sold Well.
While poor selling weather has af

fected somewhat the retail turnover of 
novelty wash fabrics, re-orders have 
nevertheless been of a satisfactory 
character. Printed organdies have 
sold particularly well and importers 
have had difficulty in meeting the de
mand. Stocks of these goods in the 
market now are at low ebb. Printed 
linens and fancy rayons have likewise 
been among the more active types, the 
call also covering printed voiles, 
batistes and dimities. The season’s 
business in celanes voiles and under
wear fabrics has been of record pro
portions.

Coolie Coats Meet With Favor.
So-called coolie coats have met with 

an excellent consumer reception and 
re-orders on the merchandise are said 
to be coming through nicely. The gar
ments are intended for negligee wear 
and are favored in challis, silk, wool 
and cotton. Striking designs and bright 
colors are wanted. Negligee depart
ments are also featuring beach coats of 
silk and cotton, but the demand for 
these garments has not yet reached the 
active stage, largely because of the de
layed opening of the bathing season in 
many sections.

7th Annual Chicago Merchandise Fair
To Be Held At the Coliseum— 

August 2 to 13, 1927.
A great many retailers of popular 

price (5c to $5) merchandise, are look
ing forward to the opening of the 7th 
Annual CHICAGO MERCHANDISE 
FAIR, which will be held in Chicago’s 
greatest exhibition hall, the Coliseum, 
from August 2d to 13th.

More than 300 different Manufac
turers’, Importers’ and Specialty Dis
tributors’ lines of merchandise will be 
assembled in the Coliseum, for the 
convenience of Merchants and Buyers 
and it is expected that not less than 
2,000 will attend this Trade Fair to 
buy for their Fall and Holiday needs.

This will be the 7 th annual 
CHICAGO MERCHANDISE FAIR 
and the exhibit is devoted chiefly to a 
display of popular price merchandise 
of varying kinds. It is possible for 
visiting merchants and buyers to cover 
a great range in their purchases, as a 
very wide variety of General Merchan
dise, such as is sold in Department, 
Dry Goods, General and Variety 
Stores will be on display. Holiday and 
Gift Merchandise will, of course, be 
featured.

Full information regarding the 
CHICAGO MERCHANDISE FAIR 
can be had by writing to the Chicago 
Merchandise Fair, at 1513 South Wa
bash Ave., Chicago, or, 890 Broadway, 
New York City.
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Heavy Underwear More Active.
While very few of the expected up

ward revisions in men's heavyweight 
underwear have materialized up-to- 
date, there was no question that the 
prospect of these advances has stimu
lated. wholesale buying to a consider
able extent. Numerous buyers, who a 
few weeks ago could not be interested 
in heavy goods, either ribbed or fleeced, 
are now trying to place business as far 
ahead as they can in the hope of beat
ing advances. Sellers, however, have 
shown no great disposition to take 
large orders in the face of rising yarn 
costs, and in some cases have with
drawn their lines for the time being. 
Few Northern-made goods have yet 
been raised, but there are indications 
that this is coming in spite of the han
dicap placed on this branch of the 
trade by the undersold condition of 
some of the smaller plants. Pace-mak
ing lines of Southern ribbed underwear 
will probably go up within the next 
few days.

Confining Silks Also Suggested.
The proposition of confining fabrics, 

recently suggested to the woolen trade, 
is now being urged upor. the silk trade 
by some of the dress manufacturers. 
The criticism is made by the latter 
that silk manufacturers have been fol
lowing one another in the matter of 
weaves and patterns so that there has 
been no marked variety in the goods 
offered the cutters-up. One prominent 
silk manufacturer yesterday said he 
did not believe the confining of weaves 
and designs, except in unusual instances 
which has been the case with certain 
fabrics already would work out well 
generally. In his opinion the variety 
of silks offered the dress manufactur
er was far greater than was true of 
woolens and that confining of fabrics 
would be of little help to the trade.

Knight Motifs in Ash Trays.
Designs and decorations for novelty 

ash trays to be offered for the Fall 
season go back to the Middle Ages for 
their inspiration. One sample shows 
a statuesque knight in full armor and 
equipped with sword and breastplate 
standing on the edge of a 'battlement 
inside of which is a colored glass ash 
tray. The figure is about ten inches 
high . On the edges of the battlement 
are a match container and holders for 
four cigars or cigarettes. Another 
depicts a knight on horseback, with 
spear poised and battle pennant flying. 
It also has the requisite tray, match 
container and holders. The items are 
made of gray hammered metal in har
mony with the color of armor. The 
goods are imported and wholesale at 
$5 and $4.50 each, respectively.

Good Prospects For G'ft Wares.
Dealers in gift and novelty merchan

dise are of the opinion that the latter 
half of the year will set new records 
in this type of goods. It was pointed 
out yesterday that one factor alone— 
the immense vogue of bridge with its 
accompanying demand for favors and 
prizes—is greatly increasing the sale 
of the numerous articles of merchan
dise coming under this heading. This 
will swell the normal demand for gift 
wares which develops during the holi

day season. Buyers are expected in 
the market right after July 4. Im
porters and manufacturers are now 
putting the finishing touches to prepa
ration of lines, which they say are 
the most comprehensive they have ever 
assembled.

Outlook For Plain Silks.
Manufacturers of plain silks are 

winding up a Spring season which has 
been a difficult one in the matter of 
price competition, undue accumulation 
of stocks and color troubles. The im
mediate outlook for the Fall season 
indicates no marked change in any of 
these factors and accounts for the cau
tion with which these manufacturers 
are proceeding with operations. The 
margin of profit on these weaves was 
described yesterday as the slenderest 
in the remembrance of the executive 
seen. He was hopeful that increased 
stabilization of values would result 
during the new season, but the price 
status of the market, he said, will be 
largely dependent on the avoidance of 
over-production.

Trends in Women’s Handbags.
White bags continue in much favor 

in the orders received for handbags. 
These ma‘ch the white coats in which 
consumers are showing increasing in
terest. The under-arm type of bag con
tinues to have the strongest call, with 
the pouch style with back strap run
ning a close second, according to man
ufacturers. Reptile effects dominate 
in most lines in the market, these be
ing available in practically any shade 
that is wanted. The merchandise may 
be obtained in real reptile leathers or 
in calfsk’n so treated as closely to 
simulate the popular snakeskin, lizard 
and other markings. It is believed that 
these types will also be popular for 
Fall.

Meat Elating America.
When the figures showing the pro

duction and consumption of meats in 
the United States are released each 
year by the U. S. Department of Agri
culture many interesting things are 
brought to light. These figures are 
especially valuable when compared 
with those of other years. You will 
probably be interested in knowing, and 
no doubt surprised, that during 1926 
the consumption of beef, veal, lamb, 
goat, mutton and pork, excluding lard, 
was approximately sixteen billion 726 
million pounds. This is an amount 
that staggers the imagination, and the 
mind can hardly grasp it.

If we figure the capacity of an aver
age refrigerated car as 25,000 pounds, 
it would take about 670,000 cars to hold 
the meat, and if these were connected 
together they would reach entirely 
across the continent and about a third 
of the way back. The average person 
in the United States consumed 142.8 
pounds of meat, not including lard, 
last year.

The average amount of meat, ex
cluding lard, consumed during the past 
twenty years was about 139.3 pounds 
per person. This does not indicate 
that we are becoming vegeterians. Only 
twice in this country’s history has 
more meat been produced by slaughter 
than during 1926. These years were

1923 and 1924 and was largely due to 
unusually heavy hog production.

If we take in consideration the vast 
quantities of poultry, game and fish 
consumed we will find that protein 
meats furnish a very important part 
of the diet of the average American in 
the United States. Divided into classes 
we find that during 1926 the average 
person consumed about 63.4 pounds of 
beef, 65.7 pounds of pork, excluding 
lard, 8.2 pounds of veal, 5.5 pounds of 
lamb and mutton, and 13.5 pounds of 
lard.

It will be observed that the con
sumption of pork and beef was some
what similar in amount, while veal and 
lamb comprised a relatively small part 
of the meat diet. To those living in 
large cities in the East, where lamb 
chops are a regular part of the week
ly diet, this may be somewhat of a 
surprise, but a complete understanding 
of sectional demands clears up the 
matter, for in many sparsely populated 
sections very little lamb or mutton is 
eaten.

Henry Smith
FLORAL Co., Inc.

52 Monroe Avenue 
GRAND RAPIDS

Phone 9-3281

ASK FOR

A v a r i e t y  for m n j  I m I *

Phone 61366
JOHN L. LYNCH SALES CO.

S P E C IA L  S A L E  E X P E R T S  
Expert Advertising 

Expert Mrechandielng 
209-210-211 M u rra y  B ldg. 

G R A N D  R A P ID S , M IC H IG A N
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Palm Olive Deals Some and Other 
Troublous Questions.

W ri t te n  fo r  th e  T ra d e sm a n .
The Atlantic Grocer comments on a 

Palm Olive deal and 1 condense the 
facts:

“The Palm Olive Soap Co. recently 
put on a sales campaign in Norfolk, 
the purpose of which was to load the 
city up. Not only did they want the 
consumer sold a several months’ supply 
but they desired to sell the grocer a 
stock for the next twelve months.

“Many grocers bought. Let’s see 
whether it was an advantageous 
proposition. The small grocer was 
offered six cases of 144 cakes at $10.49 
per case; total. $62.94. He got a 
special factory discount of $4.80. In 
addition, the company purchased three 
cases from him for sale to consumers, 
paying $36 for them. The result was 
the grocer had three cases, containing 
one gross at a cost of $22.14 net. Reg
ular price would have been $31.47. Ap
parently he benefitted $9.33 on the 
transaction.

“But a great many merchants took 
that deal. They were stocked to the 
limit. The canvassers sold consumers 
in lots of 15 cakes, two packages of 
shampoo and one of talcum powder, 
all for $1.25. So users of Palm Olive 
products were fully supplied. It will 
take the average grocer six months to 
a year to clean out his three cases; 
and the goods must be sold before the 
profit of $9.33 is really earned.

“Was the deal such a good invest
ment for the grocer after all?”

Grocers who analyze thus are apt to 
see a great light. I heard a cash reg
ister man demonstrate a drug-hard
ware problem a few days ago. Figur
ing a margin of 25 per cent., it works 
out thus:

You have to sell nine to pay for the 
goods. You have to sell two and a 
half to cover overhead and shrinkage. 
Not until you sell the last half of the 
last article have you made any profit. 
Verily, “the profit is the last can.”

The same authority says that not 
more than three out of ten merchants 
—all lines considered—know how to 
compute margins correctly. This is 
after more than a quarter century of 
effort on my part alone.

But. believe me, the merchant who 
expects to stay in business against pres
ent keenly competitive scientific meth
ods, will have to do some tall, per
sistent and accurate figuring. If you 
do not agree, think of this plain fact: 

Chain grocers who neither extend 
credit nor deliver charge the same 
prices for any number of branded 
items identical with what are sold in 
full service stores. Why and how do 
they get such prices? Well, for one 
thing. I think because they figure with 
correct science any number of items 
on which grocers guess—‘and guess too 
high, to play safe. Verily, instead of 
safety, they court danger.

In line with my talk on discounts 
and milk margins, I wonder how many 
individual grocers follow the practice

of weighing out sugar on demand. I 
had thought that way of handling 
sugar had disappeared a generation 
ago. But after the war, I discovered 
that restrictions on the sale of sugar 
had resulted in a hangover of outworn 
practices. Many grocers I then dis
covered did not weigh sugar in ad
vance of sale. They waited until the 
customer said she wanted two pounds 
,ir five pounds or two bits worth of 
sugar. Then they scooped it out, 
weighed it, tied it and set it on the 
counter.

Perhaps grocers feel about sugar as 
apparently they feel about milk—that 
sugar is so hopeless there is nothing 
they can do about it. But every milk 
argument applies with double force to 
sugar. For if it is well to safeguard 
every fraction of margin on milk, it is 
doubly wise to watch sugar. For milk 
is at least packaged and waste is all 
but impossible, whereas sugar is still 
handled in bulk and waste is all but 
unavoidable in some degree.

Now, if you can really think of any
thing more wasteful or dangerous than 
to handle sugar that way, I will listen 
to you—for I cannot. Consider wha* 
happens. You are busy. Everybody 
in the store is on the jump. Sugar is 
cheap- lie cheapest, most uninterest
ing item you handle. Everybody wants 
sugar. • Consequently, when you are 
busiest—meaning, when you sell most 
sugar—sugar is hastily weighed. That 
means down weights. It means spill
ing. It means that nobody takes the 
trouble to go back with the scoop for 
just a little overweight. The result is 
that you are letting sugar go out for 
actually less than it cost you, so long 
as you handle it on demand.

The only safeguard is to weigh sugar 
in standard packages in advance of 
demand. Do this when other work i* 
done and trade is slack. Take plenty 
of time with sugar. Watch the boys 
and check packages frequently to im
press them with the seriousness of 
giving any overweight on sugar. In 
this way you will at least get all you 
think you are getting—and you can 
never hope to do that on any other 
system of handling.

But on the other hand—and this is 
a big, important BUT—if you do take 
pains to handle sugar on right lines, 
you will make money on it. More, a 
little real study of actual facts is like
ly to reveal a much wider average mar
gin in your store than you think you 
are getting. In fact, here is another 
instance of error through thinking in
stead of knowing.

What I mean is that time and again 
I have known grocers to complain 
about “makin’ nuthin’ on sugar,” an 
examination of whose figures revealed 
sixteen, eighteen and even twenty 
per cent.—right then—in their own 
stores.

In a small Illinois town I asked 
about sugar and got the response in
dicated—no profit whatever. I per
sisted, however, and got the man’s 
cost at that time and his selling prices. 
I figured it out before him and re
vealed eighteen per cent. Why did he 
say he was 'making nothing? Because 
at some time or other somebody—per- 

(Continued on page 31)
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MEAT DEALER
Purchasing Meats on Quality Basis. 
The question, “How can I purchase 

meats on a quality basis?” has been 
asked, and while it is too big a ques- 
to answer in a few words we will try 
to give some assistance to those who 
have the problem of buying meats and 
who have not had special advantages 
in the details of the meat business.

In the first place a great deal de
pends upon the honesty of the retailer 
you buy meats from. In most cases 
retailers know meat quality well and 
can give consumers the grade they 
want and are willing to pay for. Retail 
meat buying might well be put on more 
of a business basis than is often the 
case, and if a frank talk by retail buy
ers and retailers was more often prac
ticed better results would obtain.

It is suggested that consumers tell 
their dealers the quality in meats they 
want and give assurance that so long 
as what they buy suits and prices are 
fair they will continue to trade at his 
store. There are, however, outstand
ing features in meats that should act 
as reasonably safe guides in buying 
qualitied meats.

Steer beef should be bright in color, 
well marbled, carry a reasonable 
amount of white, firm fat. be blocky 
in the primal parts or cuts and in every 
way carry an appeal to the eye.

Veal of high quality is very light 
colored in the meat, contains a rea
sonable amount of white fat, shows 
the effect of very fine fat particles 
throughout the flesh, be blocky in the 
primal cuts and carry an appeal to the 
eve.

Lamb should be bright in color, show 
some mixture of finely divided fat par
ticles throughout the lean meat, carry 
a reasonable amount of white of light 
colored fat over loins and ribs and a 
smaller amount over other parts, and 
possess a pleasing appearance to the 
eye.

Pork should be moderately light 
colored in the meat, be blocky in the 
primal parts, have a reasonable amount 
of white or moderately white fat and 
carry an appealing appearance.

All meats should be strictly fresh in 
appearance and pleasant in odor. Meat 
quality can be learned by study of 
what is bought and the appearance of 
the meat as bought should be checked 
with the way the cooked product eats, 
with particular reference to flavor and 
tenderness. The tenderness of the cut 
will depend upon its location in the 
carcass to a considerable extent. Chops 
and steaks, as well as ribs of beef for 
roasting, will be found most tender, 
and forequarter cuts somewhat less so.

Firmness in Meat.
One of the most important points in 

determining grade in meat is firm
ness. This point is stressed in grade 
literature because of its close relation 
to quality. If meat is firm under nor
mal conditions it is apt to be fairly 
high in the grade scale, since one of 

.the indications of inferior meat is its 
soft and moist appearance.

Suppose we take a chuck of beef, 
for instance, as it appears on the 
butcher block. If quality js high it.

stands up firmly and holds its shape 
during the process of slicing or cut
ting into parts for consumers. If the 
face of the meat is light to cherry red 
in color, shows intermixture of fine fat 
particles through the meat, and if it 
looks dry and firm the chances are it 
will give good satisfaction on the table. 
The same principle applies to other 
classes of meat, such as veal, pork, 
lamb and mutton.

Choice veal does not possess as much 
firmness as beef of the same grade, but 
the higher the grade the firmer it will 
be; and cuts of pork are very similar. 
Firmness in lamb is very desirable, al
though because of the inherent char
acteristics of very young lamb firm
ness is not looked for to an advanced 
degree in hot-house or baby lamb.

The principle applies just as in other 
meats, however, and it becomes a mat
ter of degree rather than kind. As 
lambs grow older and as they are fed 
to provide choice meat, firmness in
creases, until the quality in the meat 
reaches its highest point. At such a 
time a reasonable amount of fat is 
present over the loins and ribs and 
highest qualitied chops are not usually 
lean chops, but are firm and dry.

Considerable mutton comes into the 
market lacking in firmness and, conse
quently, lacking in high quality. This 
is because the sheep are considered a 
by-product of the lamb industry and 
they are not always properly fattened 
for market. On the other hand, con
siderable mutton is well finished and 
possesses the firmness and dryness 
most desired and when so prepared 
for market meets demands of those 
who desire fullest utility from mutton 
and who look for tenderness and 
flavor when the meat is cooked.

Attractive color, dryness, intermix
ture of fat through the lean muscles 
and firmness all tend to inform the 
meat buyer what is being bought. In 
some instances meat from old fat cows 
may have considerable firmness with
out having desired quality for critical 
buyers.

Hides, Pelts and Furs.
O reen , N o. 1 _________________________11
G reen , No. 2 _________________________10
C u red , N o. 1 ________________________ 12
Cured, N o. 2 ________________________ 11
C alfsk in , G reen , N o. 1 _______________15
C alfsk in . G reen , N o. 2 -----------------------13%
C alfsk in , C u red , N o. 1 _______________11
C a lfsk in , C u red , No. 2 ______________ 12%
H o rse . N o. 1 ________________________ 3 00
H o rse . No. 2 _________________________2.00

Pelts.
L a m b s  ___________________________  50@75
S h e a r l in g s  ______________________  10@25

Tallow.
P r im e  _________________________________ 07
N o. 1 __________________________________ 07
N o. 2 __________________________________ 06

Wool.
U n w a sh e d , m e d iu m _________________ @30
U n w a sh e d , re je c ts  _________________ @25
U w ash ed , fine ____________________  @25

Long Step.
Two Irishmen were working on a 

building when Mike mistook an ele
vator shaft and plunged down five 
stories.

Finally Pat missed his friend and 
hearing a moan from the shaft looked 
down.

“Arc ye there, Mike?” he called.
“Yis,” said Mike. “But, Pat, be 

careful whin you come down. That 
first step is terrible.”
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DEPENDABLE
Providence, R . I .

VINKEMULDER COMPANY
Grand Rapids, Michigan

Distributors Fresh Fruits and Vegetables
Latest Arrivals — Strawberries, Pineapples, New Po
tatoes, Valencia Oranges, Texas Onions.

RESORTERS A N D  T O U R IST S

Buy a lot of C andy
Fill your show cases for this Big Business with

¿ fy fr u u r M

A G E N T S  FOR

J o w ) iE y s

The Qood Candy

PUTNAM  FACTORY 
Grand Rapids, Michigan

GRAND RAPIDS PAPER BOXCo.
M anufacturers of

SET UP and FOLDING PAPER BOXES 
g r a n  d r a  r i d  a 5TT c h i g  a  n
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The Hardware Dealer and the Master 
Painter.

AVritten fo r th e  T ra d e sm a n .
In connection with the hardware 

dealer’s paint department, one of the 
problems which confront evry hard
ware dealer is* * What is the best 
method of securing the co-operation of 
the painters in the use of ready-mixed 
paints and decorators materials?

There are many retailers who will 
bluntly declare that it is almost im
possible to get the painters to co
operate; and that it is rare to find a 
painter in favor of using ready mixed 
paints. That, in fact, the majority of 
painters, even though they may think 
that a good ready-mixed paint is su
perior to the hand-mixed article, will 
not admit it.

There are also hardware dealers 
who take the view that the trade of 
the average painter is not any too de
sirable. This may be in some cases 
correct; but here are many good paint
ers whose trade is well worth having 
and whose influence will count for a 
great deal in the development of your 
paint department.

Enquiry indicates that local condi
tions, past and present, have a marked 
bearing on the solution of the problem. 
Thus one merchant, questioned on the 
subject of co-operation, stated that the 
painters in his town purchased their 
goods from a supply house in a dis
tant city and came to his store for 
small amounts of painting materials 
only at times when their stocks had 
run dangerously low. Investigation 
disclosed that in this town a continu
ous war raged between the hardware 
dealers and the painters. The news
paper advertising of the dealers was 
continuously rubbing “against the 
grain’’ of the painters. Advertising 
often suggested that the public dis
pense with the services of the painter 
by the use of ready-mixed paints and 
home labor. This method of advertis
ing was naturally resented by the 
painters who saw, or thought they 
saw, an attack on their livelihood. The 
result was that in addition to buying 
their supplies out of town they de
veloped a habit of constantly knock
ing ready-mixed paints.

How another dealer met the prob
lem and laid the foundation for effec
tive co-operation in his community is 
another story. A man in this particu
lar town was building a new residence 
and was undecided as to what scheme 
of interior decorating to adopt. The 
hardware dealer who was canvassing 
for an order for builders’ hardware 
suggested a flat wall finish for some 
of the walls. He explained how the 
finish could be supplied, how it could 
be washed, the beautiful effect of the 
finish, and the easy manner in which 
it could be renewed at any time with
out any difficulty in securing colors to 
match (an objectionable feature when 
hand-mixed goods are used). The 
merchant also stated that he would 
fully guarantee the goods if the paint

er applied them according to direc
tions. The painter was rather reluct
ant at first, but finally agreed to do 
the work.

When the job was done the owner 
of the house was delighted with the 
work and the painter frankly admitted 
that the ready-mixed product showed 
up well. The outcome was an ar
rangement whereby the painter re
ceives a discount on all the ready- 
mixed paints he uses; and in the 
course of the year his purchases total 
a considerable amount. The hardware 
dealer brings him considerable busi
ness he might not otherwise get; and 
on the other hand he brings a great 
deal of business into the store that 
might go elsewhere.

Another hardware dealer says:
“Probably two-thirds of my paint 

business is with master painters. I 
have always made an effort to get their 
trade, and, in order to do so, I have 
run the paint department on credit, 
although I insist on cash in all other 
departments. With the master paint
ers I look for a monthly settlement— 
and generally get it.”

The credit system is of course al
most essential in dealing with the mas
ter painters. To refuse credit to a 
painter would not tend to keep him a 
steady customer; rather the contrary. 
The painter finds need, practically 
every day, for a supplementary supply 
of some kind of paint; and it is not 
always possible to send cash with the 
order. Since the great essential in 
handling credit business is a system
atic arrangement for regular settle
ments, the monthly settlement plan 
would seem to meet the situation.

All sorts of problems crop up in 
dealing with the master painter. A few 
years ago a hardware dealer in a small 
city did a large business with the mas
ter painters in his town. He had sev
eral such customers who ordered 
everything they needed from him. 
When the men on a job ran short they 
fell into the habit of just running over 
to Blank’s store and ordering what 
they needed, without troubling to con
sult the boss. Of course they never 
paid cash for such purchases. Every 
month the dealer would submit a state
ment to the painter customer; and in
variably would meet with more or less 
vigorous “kicks” regarding some items. 
“Look here,” the irate painter would 
exclaim, “you charge us with a gallon 
on June 5. Now, I have no recollec
tion whatever of ordering anything on 
that day. And what job was it for?”

The dealer would explain the cir
cumstances as nearly as he could re
member them. The men had run short 
of paint for a certain job and had drop
ped into the store to replenish their 
supply, knowing there was nothing at 
the shop that would suit. “They said 
nothing to me about it,” was the al
most in\rariable retort of the master 
painter. Generally the painter paid; 
sometimes, though he refused, openly 
intimating that the dealer had “padded” 
his account.

The hardware dealer decided that it 
was up to him to remedy matters. He 
accordingly had order slips printed, 
which he distributed to all his painter 
customers with the reqrest that they

THE UNITED LIGHT and POWER CO.
The Board of Directors of The United Light & Power Company 

has declared the following dividends on the stocks of the company:
A quarterly dividend of $1.62 per share on the Class “A” Preferred 

stock, payable July 1, 1927, to stock of record June IS, 1927.
A quarterly dividend of $1 per share on the Class “B” Preferred 

stock, payable July 1, 1927, to stock of record June 15, 1927.
A dividend pf 60 cents per share payable in cash on August 1, 

1927, to holders of the old Class “A” and Class “B” Common stock 
of record July 15, 1927.

A dividend of 12 cents per share payable in cash on August 1, 
1927, to holders of new Class “A” and Class “B” Common stock 
of record July 15, 1927.

Grand Rapids, June 1, 1927.
L. H. HEINKE, Treasurer.

For Quick Shipments

MYERS HAY CARS and EQUIPMENT

Write or Wire Orders

Founded 1837

GRAND RAPIDS 61-63 Commerce Ave., S.W. MICHIGAN

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

GRAND RAPIDS. MICHIGAN

¥

Wholesalers of Shelf Hardware, Sporting 
Goods and

F ishing T a ckle

BROWN &SEHLER
C O M P A N Y

"H O M E OF SU N B E A M  GOODS”

Automobile Tires and Tubes 
Automobile Accessories 

Garage Equipment 
Radio Equipment

Harness, Horse Collars

Farm Machinery and Garden Tools 
Saddlery Hardware

Blankets, Robes & Mackinaws 
Sheep lined and

Blanklet - Lined Coats

G R A N D  R A P I D S ,  M I C H  I G A N
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make their purchases by means of 
these slips. The idea was adopted. 
Thenceforth, if a journeyman present
ed himself with an order for paint, he 
had to produce the slip with the signa
ture of his employer. If he could not 
show this authority, he did not get the 
order filled—at least, not on credit. 
The plan proved an effective remedy 
for the difficulty; and thereafter there 
was no trouble with disputed accounts.

A Western hardware dealer relates 
how he worked up a large trade in 
paint and oils.

“I started in business three years 
ago. T-here were two other hardware 
dealers already in the field; and of 
course they had things pretty well 
divided up between them, particularly 
in regard to paint. However, I got the 
local agency for one of the best paints 
made, and started in to boom that 
brand. *

“ I got the manufacturers to send me 
one of their best men for a few days. 
Together we made a round of the mas
ter painters, and the other fellow gave 
them the most convincing line of talk 
I had ever heard. We got each one in
terested in turn, and then I suggested 
a free trial of our paint. They all de
cided to try it, and I sent a quantity 
around to each shop. It was good 
paint—I believed so then and I be
lieve so still—and they couldn’t help 
but sec it. The other dealers in town 
had not done much to impress the mas
ter painters with the real value of 
ready mixed paint. In consequence, 
the result of the free trial was a reve
lation to them. I got orders from all 
of them, and have been getting orders 
ever since. There is probably twice 
as much ready-mixed paint sold now 
as there was1 before I started after the 
master painters. I simply got to them 
ahead of the other fellows, who had 
adopted an attitude of tacit hostility; 
and my brand has ever since been 
reaping the benefit of my conciliatory 
attitude toward the painters.”

While in the great majority of cases 
the business of the master painters is 
handled on a credit basis, it may be 
possible to put the business on a cash 
or practically cash basis. One dealer 
some years ago decided to change 
from credit to cash. He relates his 
experience as follows:

“When I decided to change the paint 
question bothered me not a little. I 
had a big business with the master 
painters of the town, and it was prac
tically all on the time plan. They 
sent their men in to get what they 
wanted, and I rendered bills every 
month. Sometimes * they paid and 
sometimes they didn’t. However, I 
was anxious not to lose this- business.

“But finally T decided that I would 
put everything on the same basis. I 
recollected that I had been doing a lot 
of advertising and that the makers of 
the brand of paint I was carrying had 
also done much to familiarize the name 
to the public. I had plenty of cus
tomers who had used the paint and 
found that it suited them. I decided 
I could hold most of my trade, so I 
took the plunge. The master painters 
were informed that they would have 
to come down with the hard cash the 
sam e as the rest pf our customers,

Some balked on that proposition. They 
went to other dealers, predicting that 
I would soon have to throw paints out 
of my store. But they came back. 
They found I had created a demand for 
that one brand of paint and that a lot 
of the people insisted on it, and re
fused any other. I do as much busi
ness as formerly. Formerly a certain 
extent of the business proved a loss. 
Now my losses are nil.”

In this case it is worth observing, 
however, that the demand for this par
ticular brand of paint was firmly es
tablished. A dealer introducing a 
good brand for the first time would 
not be able to achieve the same suc
cess. Nor with reasonable care in 
watching and limiting credits will a 
strictly cash plan be necessary to 
eliminate losses. What is needful is 
some system of credit which would 
prevent any customer from “getting 
into” the dealer for more than that 
particular customer can readily pay.

One small city dealer has worked 
out a plan for meeting the problem. 
One section of his filing cabinet if de
voted to master painters. Each paint- 
er was assigned a folder and thereon 
records were entered of every transac
tion. Every pint of paint sold and 
every cent paid was entered, together 
with any particulars which might be 
deemed likely to effect future transac
tions. By consulting these records, 
the dealer could tell how much busi
ness each master painter did with him, 
what percentage of it was cash, how 
long he generally had to wait for his 
money, and what difficulty he had in 
making collections.

By studying out the record of the 
facts thus compiled, the hardware deal
er was able to arrive at a fairly accu
rate estimate of each one of the mas
ter painters on his list, and to arrange 
a credit basis for each. For instance, 
John Smith could, on the basis of past 
experience, be allowed to run $40 in 
arrears—'but not a cent more. When 
John Smith got close to that limit, the 
proprietor would see to it that the 
amount of his indebtedness was re
duced before any further credit was 
allowed. The same plan was followed 
with reference to the length of time 
allowed to elapse. The slow-pay ele
ment were never allowed to forget for 
any length of time that a good-sized 
bill clamored for settlement.

Each man’s standing on the credit 
list was amended as circumstances 
demanded. If John Smith became 
more difficult to collect from and more 
inclined to let his account mount up, 
the amount of credit and the length of 
time formerly allowed him was prompt
ly and unsparingly reduced.

The plan worked exceptionally well. 
The dealer had a few losses, but they 
were comparatively small.

The trade of the master painter, 
when conducted on a basis fair to both 
sides, is well worth trying for. The 
painter undoubtedly has a big influ
ence with his customers in deciding 
what paint is to be used. He can 
boost or knock any dealer, according 
to circumstances.

In trying to secure the trade of the 
master painter, there is one main con
sideration to be borne in mind. The

best way to get that trade is to build 
up a demand for paint—for any kind 
of paint, your own preferably. The 
dealer who “keeps everlastingly at” the 
public on the score of paint will find 
that the lion’s share of the business, 
including that of the master painters, 
will come his way. Assist the painter 
in the very necessary work of educat
ing the public and he will co-operate 
with you to the extent of using and 
instilling belief in the make of paint 
you sell. It will be as much benefit 
to him as to you if your trade grows 
large, for a live retail dealer is the 
biggest help that the painter can have.

Victor Lauriston.

Link, Petter & Company
(Incorporated)

Investment Bankers 
tth FLOOR. MICHIGAN TRUST BLOG. 

GRAND RAPIDS. MICHIGAN

Sand Lime Brick
Nothing as Durable 

Nothing as Fireproof 
Makes Structures Beautiful 

No Painting 
No Cost for Repairs 

Fire Proof Weather Proof 
Warm in W inter—Cool in Summer

Brick is Everlasting
G R A N D E B R IC K  CO.,

Grand Rapids.
SA G IN A W  B R IC K  CO., 

Saginaw.
JA C K SO N -LA N SIN G  B R IC K  CO., 

Rives Junction.

INSURED
BONDS

paying

* %
It is just as important to 
insure investments against 
loss as it is to carry prop
erty insurance.

You take no risk with the 
money you invest in our 
6% Insured Bonds.

They are secured by first 
mortgages on individual 
homes worth double and 
principal and interest is 
guaranteed by U. S. Fidel
ity & Guaranty Co., with 
assets of $48,000,000. Tax 
exempt in Michigan.

INDUSTRIAL
COMPANY

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

GR AND
R A P IO S

M IC H 
IGAN

BI X BY
OFFICE SUPPLY COMPANY

G R A N D  R A PID S, M ICHIG A N

HART BRAND
CH O ICE OF THE L A N D

Look for the Red Heart  
on the Can

LEE & CADY Distributor

I.VAN WESTENBRUGGE
Grand Rapids - Muskegon 

Distributor

Nucoa
The Food of the Future

C H E E S E  of All Kinds 
A L P H A  B U T T E R  
SA R -A -L E E  
B E ST FO ODS £ 5 3 *  
H O N E Y —Horse Radish 

OTHER SPECIALTIES 
Q tality-Service-Cooperation

F A V O R IT E  T E A  In % lb. lead  
p a c k a g e s  is  a  s t r ic t ly  1 s t M ay 
P ic k in g  a n d  is  o n e  o f th e  v e ry  
h ig h e s t g ra d e s  so ld  In th e  U . S. 
If th is  T e a  Is n o t so ld  in  y o u r  
c ity , ex c lu s iv e  s a le  m a y  be  a r 
ra n g e d  b y  a d d re s s in g

DELBERT F. HELMER
337-39 S u m m e r A ve.t N . W . 

G R A N D  R A P ID S , M ICH.
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COMMERCIAL TRAVELER
W. G. Chittenden To Assume Man

agement of Detroit-Leland.
Grand Rapids, June 7—News has 

been received here to the effect that 
William G. Chittenden, late resident 
manager of the Book-Cadillac, will 
shortly assume full control of the new 
Detroit-Leland Hotel in that city. I 
consider Mr. Chittenden the most effi
cient hotel man in Michigan, or I 
might say, within my acquaintance, 
and I will further add that the or
ganization which has secured his ser
vices is particularly fortunate. He 
gave to the Book-Cadillac organiza
tion a prestige which brought it suc
cess. when during the earlier months 
of its existence absolute failure con
fronted it. If it is physically possible 
to accomplish it, he will make of the 
Detroit-Leland a profit bearing invest
ment. for in addition to a geniality 
which is uppermost in all his inter
course with the traveling public, he 
has the acquaintance of the commer
cial world to back him up in the work 
he has undertaken. It has been my 
good fortune to have enjoyed the ac
quaintance of the Chittendcns—father 
and son—for over forty years. Neither 
of them ever had a mercenary hair in 
his head. Their energy was always 
devoted to the welfare and comfort of 
their patrons, and the old Russell 
House, in Detroit, had a reputation 
for hospitality far and wide. Every 
transaction was on the square and they 
certainly bestowed service with a 
smile. As general manager, William 
T. Chittenden will set a new mark for 
Detroit hotel operators to work up to, 
and he will prove an element of com
fort to his stockholders.

Anent Editor Stowe's criticism on 
the Hotel Janis. South Haven, in last 
week's Out Around, I have a sugges
tion to make to its owners: Why not 
negotiate with Dave Reid to operate 
it in conjunction with his own hotel, 
the Reid? I will say that they will. :f 
given his overflow, have a joy in profit- 
sharing they have not heretofore en
joyed or ever will.

I am glad President Coolidge pre
vailed upon Capt. Lindberg to come 
back home, without the ostentation 
which he would have received as oc
cupant of the royal suite on a merchant 
vessel. There is always an element 
of great danger as a result of hero 
worship, especially as tendered by 
hair-brained Americans who are prone 
to osculate over gold braid. But I 
have much faith in this lad and his 
store of common sense. If Commander 
Hobson had possessed such, he would 
still be receiving praise for a heroic 
act. the glory for which was dissipated 
through kissing contests.

Indications are that Governor Green 
has not overlooked the several inves
tigations he started on account of 
seeming irregularities at the Grand 
Rapids Soldiers’ Home, the State 
cement plant and the Jackson prison. 
He intimates he has them all under 
consideration and will act in due time. 
He has well acquitted himself in the 
five months he has filled the executive 
chair, and besides that is backed up by 
a business record of a score of years.

Not what has happened in the House 
of David, at Benton Harbor, but what 
will happen if much care is not exer
cised in adjusting their difficulties. ;s 
a matter of importance. The suits 
brought were never based on any great 
desire for reforms. A nondescript 
Detroit contingent lawyer first started 
proceedings from avaricious motives 
and then was shown up in his true 
Colors. If Purnell is guilty of the

things he has been accused of, he 
should have proper punishment meted 
out to him, but there are several good 
business heads connected with the or
ganization and they cjin do much more 
toward saving something out of the 
wreck than can be accomplished by 
lawsuits. The public at Benton Har
bor have been the beneficiaries of the 
cult activities and the business men of 
that place should endeavor to save 
something for the members, which 
would otherwise be dissipated in legal 
proceedings.

The National Baptist organiaztion, 
now in session in Chicago, has declar
ed against a program of aligning the 
church with the Anti-Saloon League. 
They assert that the enforcement of 
prohibition lias not demonstrated any 
tangible results. Perhaps they con
sider it too great a drain on their 
stores of faith. The great trouble 
seems to lie in the fact that all hu
manity is not put together like the 
works of a watch. They may be, for 
a time, willing to make up a physical 
following, but that little something in 
their heads which eventually controls 
their physical actions shies to one side 
and then there is the mischief to pay. 
There has been much exaggeration on 
both sides oj this much mooted ques
tion. Exaggeration is misrepresenta
tion; misrepresentation is nothing 
more than downright lying and lying 
seldom brings about success in any 
campaign.

Traverse City has recently re
labeled all' of its streets and ordered 
home owners and others interested to 
place distinguishable numbers upon 
their homes and ,business places. Grand 
Rapids needs some such uprising. 
There may be those who have grown 
in  with this city who are able to dis
tinguish just “where they are at,” but 
1 defy a stranger to obviate sleeping 
in the streets, if he is depending on 
finding some particular street or num
ber after dark.

Wisconsin ho‘el operators are back
ing up a movement to place books of 
scr'p on the market, which will ‘be ex
changeable for railroad fares, baggage 
transfers, hotel bills, etc. It is not of
fered as a device for saving money, but 
as a convenience which will ultimately 
save time. It might work out all right 
if it did not require any additional ser
vice on the part of the railroads, who 
are now busily engaged in declaring 
stock dividends and collecting war 
taxes in every form imaginable.

I don’t think there would be much 
objection on the part of Federal tax- 
pavers. if. instead of reducing the sur
plus in the Treasury next year by tax- 
reduction, Congress would make an 
appropriation of same for the purpose 
of helping out the flood sufferers, even 
though that body does not meet until 
tyxt December. The Red Cross and 
other organizations may be able to 
tide over these vic'ims until such time, 
but they will need much and are suf
fering through no fault of their own. 
Also Congress should empower the 
President to supply funds, up to a cer
tain limit, for exi<2encies of this char
acter during a recess of Congress. 
Whether such a program would ap
peal to those "sob s:sters” who want 
us to cancel foreign obligations to this 
country, in order that they mav tow in 
added supplies of war materials, is not 
known.

Less than half a dozen years ago 
the words “choice of” appeared m 
nearly every hotel menu in the Sta'e. 
Now vou seldom see them. I wonder 
why?

THANKS
SorSendm& me-to the duller

n F T R O I T J S
¿favorite 

Hotel
Facing G rand Circus Park, 
th e  h e a r t  o f  D e tro i t .  800 
pleasant room s,$2.SO and up 
Ward B. James, Mgr., Detroit, Mich.

ULLER

Warm Friend Tavern
Holland, Mich.

140 comfortable and clean rooms. 
Popular Dutch Grill with reasonable 
prices. Always a room for the Com
mercial traveler.

E. L. LELAND, Mgr.

HOTEL
C H I P P E W A

H E N R Y  M. N ELSO N , Manager
European Plan 

MANISTEE, MICH.
N ew  H o te l w ith  a ll M odern  C on

v en ien ces—E le v a to r , E tc .
150 Outside Rooms 

Dining Room Service 
H ot an d  Co d R u n n in g  W a te r  a n d  

T e lep h o n e  in  ev e ry  Room .
$1.50 and up

60 Roms with Bath $2.50 and $3

M O R T O N
H O T E L

Grand Rapids’ Newest
Hotel

400 Rooms 400 Baths

RATES
$1.50, $2, $2.50 and up per day.

•A MAN IS KNOW N B Y  T H E  
COM PANY H E  K E E P S ”

T h a t  is  w hy  L E A D E R S  o f B u sin ess  
an d  S o c ie ty  m a k e  th e ir  h e a d 

q u a r te r s  a t  th e

P A N T L I N D
H O T E L

•‘An entire city block of Hospitality''
GRAND RAPIDS, MICH.

R oom s $2.25 a n d  up . 
C a fe te r ia  - : -  S a n d w ich  Shop

HOTEL KERNS
L A R G E S T  H O T E L  IN LA N SIN G

300 Rooms W ith or Without Bath 
Popular Priced Cafeteria in Con

nection. Rates $1.50 up.
E . S. R ICH A R D SO N , Proprietor

WESTERN HOTEL
BIG  R A PID S, M ICH.

Hot and cold running water in all 
rooms. Several rooms with bath. All 
rooms well heated and well venti
lated. A good place to stop. Am er
ican plan. Rates reasonable.

W IL L  F . JE N K IN S , Manager

NEW BURDICK
KALAMAZOO, MICHIGAN

In the Very Heart of the City  
F ire p ro o f  C o n s tru c tio n  

T h e  on ly  All N ew  H o te l in  th e  c ity . 
R e p re se n tin g  

a  $1,000,000 In v e s tm e n t.
250 R oom s—150 R oom s w ith  P r iv a te  

B a th .
E u ro p e a n  $1.50 a n d  up  p e r  D ay.

R E S T A U R A N T  A N D  G R IL L — 
C a fe te r ia , Q u ick  S erv ice , P o p u la r  

P ric e s .
E n t ir e  S e v e n th  F lo o r  D evo ted  to  

E sp e c ia lly  E q u ip p ed  S am ple  R oom s 
W A L T E R  J. H O D G ES,

Pres, and Gen. Mgr.

HOTEL OLDS
LA N SIN G

300 Rooms 300 Baths 
Absolutely Fireproof 

Moderate Rates
Under the Direction of the 

Continental-Leland Corp.
G eorge L. C r o c k e r ,

Manager.

Wolverine Hotel
B O Y N E C IT Y , M ICHIGAN  

Fire Proof—60 rooms. T H E  L E A D 
ING C O M M ER C IA L AND R E S O R T  
H O T E L . American Plan, $4.00 and 
up; European Plan, $1.50 and up. 

Open the year around.

CUSHMAN HOTEL
P E T O S K E Y , M ICHIGAN

The best is none too good for a tired 
Commercial Traveler.
T ry  the CUSHM AN  on your next 
trip and you will feel righi hi home

Columbia Hotel
KALAMAZOO

Good Place To Tie To

Four Flags Hotel
Niles, Michigan 

80 Rooms—50 Baths 
30 Rooms with Private Toi’ets 

N. P. NO WATT, Mgr.

Occidental Hotel
F IR E  PRO O F  

C E N T R A L L Y  LO C A T E D  
Rates $1.50 and up 

ED W A R T  R. S W E T T , Mgr. 
Muskegon Michigan

CODY HOTEL
GRAN D R A PID S  

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

C A F E T E R IA  IN CO N N ECTIO N
In developing a policy around which
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to build up a business, a question of 
faith is always involved- One method 
of reasoning is that the transient guest 
of the hotel is, as a rule, unappreciative, 
that he does not appreciate quality 
when he sees it, and quite often does 
not want quality when he recognizes it. 
Another method is to assume that the 
guest wants the best and that the re
ward for service is automatic and in 
proportion to the value of the service 
rendered. Maybe an effort to deter
mine this might be well directed.

'Fhe season for testing auto brakes 
is near at hand. A season for testing 
the brains of the individuals who use 
the brakes might prove much more 
effective. There is a species of in
sanity which overcomes the mentality 
of the individual who is first entrusted 
with a car. Prior to that time he may 
have been possessed only with a de
sire to murder his grandmother, but 
the advent of a car usually inaugurates 
an “open season” for all forms of 
homicide. Frank S. Verbeck.

Gabby Gleanings From Grand Rapids.
Grand Rapids., June 7—The mem

bers of the basT ball team under the 
management of Walter Lypps have 
been practicing very strenuously the 
past few weeks, anticipating a hard 
task beating Jackson Council team 
June 11, the last day of the Grand 
Council Convention.

C. Verburg, formerly in the employ 
of the DePree Hardware Co., of Hol
land, will open a hardware store of his 
own within the next two weeks in the 
old Interurban building on Main street, 
Holland.

The Stoker Lumber Co. and the 
Lambert Lumber Co., both of Lawton, 
have been taken over by the John W. 
Free Lumber Co., of Paw Paw. The 
business will be carried on as former - 
ly in Lawton.

Harry N. Potter sold his hardware 
stock at Mulliken to Bidwell & Pea
body, who will continue the business 
at the same location. Mr. Potter had 
decided to retire, but after a few 
weeks of leisure became restless and 
bought the hardware stock of Lew 
Roberts, at Middleville where he has 
resumed business.

D. J. Gerow, the genial proprietor 
of the Elliott Hotel, at Sturgis, is com
pletely redecorating the entire hotel. 
The task is not quite completed, but 
that part that is done presents a pleas
ing appearance.

Edward Goebel, formerly represent
ing the Michigan Hardware Co. in the 
Southern part of Michigan, has opened 
a dry cleaning establishment at Mad
ison Square.

John A. Hach, who has long repre
sented the Cahill Shoe Co., of Cincin
nati, put in the week end at Grand 
Rapids. He has relinquished his resi
dence at Coldwater and divides his 
time between St. Petersburg, Florida, 
and Michigan and Wisconsin. Mrs. 
Hach accompanies him wherever he 
goes. He travels altogether by auto
mobile He reached Florida last fall 
just in time to face the real estate 
slump, the wind storms and floods and 
the frosts, but managed to evade all 
of them and sell about as many goods 
as usual. Mr. Hach was in poor 
health a couple of years ago and had 
to lay off for several months to under
go treatment at the Battle Creek 
sanitarium. He has completely re
covered his health and finds that con
stant traveling out in the open is a 
panacea for many ills which formerly 
afflicted him.

Norman B. Little was born at Coal 
Valley, Pennsylvania, April 3, 1877. 
His father and mother were both de
scended from the Yankees. When he 
was sixteen years old the family re
moved to McKeesport, where Norman 
entered the employ of the National 
Tube Co. as a welder. He devoted 
three years to this occupation and then

espoused the position of traveling 
salesman for a produce house, with 
whom he remained five vears. His 
next job was with the wholesale gro
cery house of R. F. Delany, with whom 
he remained ten years. He then en
tered the employ of Patterson-Warren 
& Co., which was managed by Mr. 
Gilleland, who is now Manager of_ the 
Worden Grocer Co. He remained 
with this house seven years, when he 
came to Grand Rapids to take the 
position of assistant buyer and man
ager of the drug and sundries depart
ment of the Worden Grocer Co. Me. 
Little was married March 9, 1897, to 
Miss Blanche Campbell, of McKees- . 
port. They have two children—a son 
and a daughter—‘both grown up and 
settled for life. The son is located in 
Pennsylvania and the daughter resides 
in California. Mr. Little and his wife 
have taken up their residence in Grand 
Rapids, locating at 244 Barclay avenue. 
He is a member of all the Masonic 
orders up to and including the Shrine; 
the Knights of Pythias and the U. C. 
T. and has joined the First Methodist 
church of Grand Rapids by letter. His 
hobbies are base ball, boxing and out
door life. He is a nature lover of the 
highest degree and spends much of his 
spare time Saturday afternoons and 
Sundays in the woods adjacent to 
Grand Rapids. He attributes his suc
cess to good habits and hard work.

Ezra J. Ware, who conducted a drug 
store on Cherry street six years, sell
ing out in 1898 to do experimental 
chemical work for Parke, Davis & Co., 
Detroit, is in the city for a week as the 
guest of his brother, j. Bruff Ware. 
For the past twenty years Mr. Ware 
has been connected with the branch 
house of Parke, Davis & Co., at 
Kansas City.

Roy H. Randall.
Decadence of Hotel Henry Watterson.

Louisville. Ky., June 6—From a 
sentimental standpoint it is pitiful to 
see a hotel with the reputation the 
Henry Watterson had go down as it 
has.

As long ago as I can remember the 
Henry Watterson Hotel stood head 
and shoulders above any other South
ern hotel. It was the scene of all the 
activities, the headquarters for all 
Southern gentlemen and horsemen—in 
those days meaning the same. Al
though there are two large conventions 
in this town now there is no crowd at 
this hotel. This may be due to the 
number of new hotels recently built 
here or maybe due to the scarcity of 
horsemen. I don’t know. It certain
ly is not due to the lack of courtesy 
and tidiness, as the hotel, while old 
fashioned, is kept clean and a guest is 
treated royally.

The dining room is closed and even 
the coffee shop. Wonderful meals used 
to be served in both places.

A life sized oil painting of Henry 
Watterson hangs in the lobby. I al
ways admired him for his fearlessness, 
even though I thought he was wrong. 
I was here several years ago on the 
day they brought his body here from 
Florida, where he died.

Roy H. Randall.

Twenty-Two Additions To Tradesman 
Readers.

The following additions to our list 
of subscribers have been received dur
ing the past week:

Belding Hardware Co., Belding.
H. J. Houserman, Saranac.
H. D. Pew, Palo.
Martin J. Engermann, Belding.
Bert Beckman, West Olive.
J. L. Mclnerney, Grand Rapids.
Grand Rapids Tent & Awning Co., 

Grand Rapids.
John E. Durkee, South Haven.
J. K. Guy, Coloma.
Geo. E. Keiser & Co., Detroit;

Robinson Distributing Co., Charlotte 
Geo. Swain, North Adams.
H. D. La Fleur, Litchfield. 
Mc'Connell-Kerr Co., Detroit.
Shaw Grocery, Ann Arbor.
L. T. Strickland, Ann Arbor.
Muller Bakeries, Jackson.
C. H. Rogers, Jackson.
William I. Benedict, Kalamazoo. 
Edvv. G. Wilmer, Detroit.
H. H. Springford, Detroit.
R. P. Fohey, Detroit.

Muskegon Grocers To Act As Hosts.
Muskegon, June 7—Muskegon gro

cers will be hosts to grocers from 
Fremont, Whitehall, Montague, Hart, 
Shelby, Hesperia, Grand Haven, 
Newaygo, Ravenna, Casnovia and 
other villages and towns within a 
radius of fifty miles at the Thursday 
night meeting of the Merchants’ insti
tute to be conducted here next week 
by J. W. Griest, general manager cf 
the Retail Merchants’ Institute of 
Chicago.

Invitations are being sent to the 
grocers throughout the Muskegon 
trade territory by B. G. Oosterbaan, 
Secretary of the Merchants’ Service 
Bureau of the Greater Muskegon 
Chamber of Commerce, on behalf of 
the grocer members of the bureau.

Mr. Griest will address the meeting, 
which is to be held at 8 o’clock in the 
convention room of the Occidental Ho
tel, on the subject ‘Meeting Changing 
Conditions in Modern Business.” Fol
lowing his address a questionnaire 
will be conducted.

Late News From Detroit.
Detroit, June 7—Joe McAleer, for a 

number of years traveling representa
tive for Burnham, Stoepel & Co., has 
been engaged by A. Krolik & Co. and 
will represent that firm in North
western Ohio and a portion of the ter
ritory in Northeastern Indiana.

The biggest event of the year given 
by Cadillac Council (and that is saying 
something) w 11 be a basket picnic at 
“Bob-Lo” on July 16. All nearby 
Councils including the Border Council 
at Windsor, Canada, and all traveling 
men who are in Detroit are invited. 
Boats leave the Bates dock at 9 a. m. 
You can secure tickets from any mem
ber of ‘Cadillac Council or at the dock. 
There are to be races of all kinds, ball 
game, fancy diving and swimming, 
beauty contest and a tug of war. Sev
eral committees will be on hand to 
make every one acquainted. Prizes

will be given for all events including 
a prize waltz. Full particulars will be 
given out at our June meeting.

Shift in Management of Lee & Cady.
Harry T. Stanton has resigned as 

manager of the local, branch of Lee & 
Cady, to take effect July 1. His suc
cessor is William L. Berner, who has 
long been regarded as an energetic 
and competent groceryman. Both 
gentlemen have been associated to
gether many years as friends and co
workers in the same house and have 
enjoyed the confidence of the trade to 
a remarakble degree.

Mr. Stanton is not fully decided as 
to his future activities. He is largely 
interested in the Stanton Printing Co. 
and may devote some time to the in
terests of that institution.

T. E. Bentley, 221 Rockwell avenue, 
Pontiac, writes the Tradesman as fol
lows : “Enclosed you will find money
order for my third annual subscription 
to the Tradesman. I consider your 
paper the most valuable of its kind any 
merchant can have and in my opinion 
should be in the store of every dealer. 
Out Around and the articles written 
by Old Timer alone are worth more 
than the price of subscription to me. 
1 wish you and all of your readers 
many years of happiness and pros
perity.”

HOTEL BROWNING
150 F ire p ro o f  R oom s 

GRAN D R A PID S, Cor. Sheldon &. Oakes 
Facing Union Depot; Three Blocks Away.

A t Ramona Park
Ramona Theatre - vaudeville

T W IC E  DA ILY AT 3 P. M. AND 8130 P. M.
R E S E R V E D  S E A T S  AT POPULAR P R IC E

FO R R E S E R V A T I O N S  T E L E P H O N E  22624  
P R O G RA M  C H A N G E S  T H U R S D A Y  AND S U N D A Y

DANCE IN RAMONA GARDENS
With Lew Caskey’s Feature Orchestra

RIDE THE DERBY RACER
With Its Thrilling Dips

V IS IT  TH E M YSTIC  C H U T ES , TH E FUN 
H O U SE, ’N EVERYTH IN G

B R I N G  T H E  F A M I L Y
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DRUGS
M ichigan  Board of Pharmacy. 

P re s id e n t—J a m e s  E . W a y , Ja c k so n . 
V ic e -P r -e s id e n t—J . C. D v k em a , G ran d  

R ap id s.
D ire c to r—H . H . H offm an , L a n sin g . 
C om ing  E x a m in a tio n s —D e tro i t, J u n e  21, 

22 a n d  23; M a rq u p tte , A ug. 16, 17 a n d  18.

When Advertising Pays the Druggist.
Indicating a disappointing advertis

ing experience, one druggist made 
known; “I’ve heard a lot about adver
tising, and I’ve done a bit of it, but it 
has never paid me as I expected it 
should. It has required some money, 
and I’m thinking I might have applied 
it more profitably elsewhere.”

That druggist, had he invested his 
money, outlayed on advertising, in the 
interests of other phases of his busi
ness, would probably have drawn as 
disappointing results, if he did not ac
cord more thought than he did to his 
advertising problems. After all, there 
is a right way and a wrong way in 
advertising one’s business. The drug
gist had advertised haphazardly, with
out giving proper thought to his real, 
particular needs. He had not studied 
his community; he had not tried to 
find out what his customers should be 
interested in, and what they would be 
interested in; he had not advertised the 
goods appealingly; and at the mechan
ical end there was much wanting, so 
on the whole it was unsurprising that 
returns displeased.

When the druggist advertises right, 
the results will be right. Then he is 
prompted to advertise more rather 
than less. The druggist who has 
studied the subject thoroughly and 
then makes up his mind to popularize 
goods in a commanding way by way 
of printed matter has always good 
words for advertising.

No matter how small is the business, 
the druggist will have wonderful pos
sibilities even though there is not large 
outlay. The fact is some druggists 
think they have to spend much money 
in order to develop extra trade ad
vertising, which is a delusion; the 
largest advertisement will fail if it is 
not big in content, embraces a real 
message, attractively laid out; on the 
other hand, your smallest advertise
ment will draw satisfying results when 
no detail has been neglected.

Start advertising in a small way. Use 
small advertisements. There are pos
sibilities right in your neighborhood; 
later the ambitious druggist can 
broaden out by inviting patrons from 
other communities, even from a great 
territory such as a large city repre
sents, by simply advertising in papers 
reaching those prospects. The small 
local newspapers charge less than the 
large city dailies, depending chiefly on 
circulation. So far as the large city 
papers are concerned, when the drug
gist uses these as business-developers 
there should be some special sale in 
mind—there must be a good reason to 
impel people from afar to patronize a 
distant druggist.

If a large consignment of goods has 
been received cheaply, the druggist 
can, of course, make some concession 
to prospects; it is worth their while to 
go out of their way. By attracting 
people this way, the druggist often 
develops a strong business acquaint

ance with people of other sections, and 
this helps materially when their ad
ditional prescription business is con
sidered.

The druggist should not advertise 
merely for its own sake; he should 
have a definite reason for advertising. 
What does he want to advertise? How? 
When? Further, is he really prepared 
to serve new customers as they ex
pect? How often are people dis
appointed, after responding to an ad
vertisement, because the druggist hap
pens to be all out of the merchandise 
described! It would be a good idea 
for the druggist to list the number of 
the different items advertised. This 
would give readers information on the 
actual stock on hand; it would con
tribute novelty and interest to the ad
vertisement; and when there are but 
a few of certain articles it would 
prompt those people eager to buy to 
do so in a hurry, nor would there be 
any grievance when the druggist an
nounces he is all out. The people 
knew what they could expect.

It is just as desirable to give due 
thought to the small advertisement as 
in the case of the large. Each adver
tisement represents a problem. A 
small advertisement, say of the ordin
ary newspaper column width, of from 
four to eight inches in depth, will prove 
suitable for the druggist. Here we 
have small space. And after all it is 
not the space that counts—question: 
what is contained in that space? The 
textual content is always of importance. 
An advertisement need not include 
more than from fifty to around 120 
words. The fewer the better, just 
enough to adequately convey your 
message. The main text should be 
presented in some 10 point type; there 
should be a heading, let us say, in 24 
point, and this need not be more than 
two lines.

The appearance of the advertisement 
is all-important; it should be as at
tractive and compelling as mechanical
ly possible for the druggist’s particu
lar needs. However, we need not go 
to the extreme as befits the jeweler’s 
needs. There is a happy desirable 
mean which should be followed. As a 
preliminary, the druggist will do well 
to consider other advertising that is 
working for different druggists. He 
should make comparison. If he also 
secures the opinions of other druggists 
he will be better enabled to make the 
right decision for himself; it reduces 
waste effort; he will have more to 
show for his experiences.

The local newspaper publisher will 
gladly offer assistance such as the 
druggist needs. It is well to talk over 
the problem. The druggist should de
cide upon an individual border, some
thing that will help to set his adver
tisement apart from others. Bear in 
mind, when your advertising stands 
out—not as a boil but as a strong, ef
fective, individual advertisement every 
time—your store will attract its right
ful share of patronage therethrough. 
The border should be distinctive, but 
nothing bizarre. Too many of the ad
vertisements one sees are nearly all 
alike; the advertisements are wholly 
lacking in individuality. So readers 
skimp them. The outlay in many in
stances shapes up as loss. Determine

that your advertising will command 
attention and pull in prospects 1

Another important point not to 
overlook is that your advertisements 
preferably should appear in the same 
place, whenever possible. Your adver
tisements should not appear way down 
in the second column of page 3 to
day, in the middle of page 10 to-mor
row, and then again near the top of the 
fourth column on page 7, and so on 
indiscriminately. Decide on a set 
place. The best location is usually 
near the outside edges of newspaper 
pages, these receiving most attention. 
Aside from this advantage, it will help 
readers when they seek your adver
tisement; they know just where it can 
be found when it is always in the same 
position.

What to advertise—and how. What 
goods is the druggist desirous of sell
ing? Are there any shelf-warmers? 
Would it not pay the druggist were he 
to go over his stock a little more often, 
finding out just what goods are selling 
and how? Why do your present popu- 
lars sell so readily? What is the 
trouble with the laggers? Isn’t there 
some hidden good feature in each, 
which prospects now do not know, yet 
which they should? Why not discuss 
the subject with your assistants?—de
termine just what merchandise will be 
brought before the public and in what 
ways.

Advertisements can be timely; they 
will be more effective then. When 
people logically are in need of goods, 
then is the time to display them and 
to advertise them. Let people know 
what you have. If a new consignment 
has been received, and you desire to 
move the goods quickly, invite people, 
by way of advertisements, to come in 
and inspect the goods—there is no ob
ligation to buy; you wish to become 
better acquainted with your customers 
and you desire at the same time that 
they become more familiar with your 
actual stocks.

Advertisements should be interest
ing, never hackneyed. Fight shy of 
exaggerative expressions, such as “We 
sell the best,” “Our prices the lowest.” 
The merits of the different goods will 
speak for themselves when people 
actually have tried them out. And it 
is never wise to harp upon prices; let 
the quality factor predominate; people 
will buy from you as a druggist be
cause they want your merchandise— 
they are not buying because of price. 
The price, of course, is an influencing 
element, but it really should be 
secondary.

Your advertisement will carry an in
viting appeal when, for instance, dif
ferent goods are discussed by a quaint 
character who, in each advertisement, 
can present something new.

Frank V. Faulhaber.

Time is the one thing that can never 
be retrieved. One may lose and re
gain a friend; one may lose and regain 
money; opportunity once spurned may 
come again; but the hours that are 
lost in idleness can never be brought 
back to be used in gainful pursuits. 
Most careers are made or marred in 
the hours after supper.—New York 
World.

Changes Which Inexorable Time Has 
Wrought.

Grandville, June 7—Inexorable time.
The worker of all that is good, bad 

and indifferent in this world of ours. 
How to speed time, how to get rid of 
it, seems to be the aim of young 
America to-day, and not a few of the 
old heads as well.

What is it all for anyhow? We 
speak of time here and eternity here
after with all the flippancy of children 
let out from kindergarten. Time waits 
for no man, be he young or old, and 
that is all we have of our clasp on this 
earth. To make the most of time 
would seem to be the object of this 
world’s inhabitants.

In the early days, time was sup
posed to represent money, and the 
time for working, earning shekels to 
provide against want was between sun 
and sun. Twelve hours in the mills, on 
the flats driving and on the farm a 
few hours more. Eight hours for 
sleep, four hours for play, and twelve 
hours for labor, and there you had 
time divided as it should be. At any 
rate that was the idea for a long series 
of years.

However, as the people became more 
enlightened, time was regarded in a 
far different light. Hours of_work be
gan to decrease until now we have the 
eight hour day instead of twelve. Work 
is considered a bore, and the less one 
can do for bis wages the better man 
is he, and this seems to work out 
quite satisfactorily up to date.

On every hand the hours for labor 
are being cut down. The merchant no 
longer opens his store at 6 in the 
morning and keeps it running wide un
til 9 or 10 at night, as was the case 
in early settlement days. Perhaps this 
is as it should be. The less hours one 
can put in during the rising and setting 
of the sun the better.

Why work when vou can earn as 
much by cutting the day at both ends? 
Even when one-half the hours of the 
day were at one time given to labor, 
much of it hard labor at that, nobody 
ever heard of illness or death being 
caused by overwork.

Which is the worst for the human 
system, steady work at a congenial job 
or skimming the jazz places, seeking 
pleasure and finding it not.? There is 
a question here which has not been 
satisfactorily answered as yet. The 
answer may come some day when we 
least expect it, and in a manner not 
agreeable to our sated vanity.

The war for shorter days and hours 
is on. however, and will continue until 
man works as little as possible and 
makes both ends meet. Henry ford 
has cut the week to five days, which 
leaves two d^ys for amusement and 
rest. Grand consummation, indeed.

Merchants all over the country are 
closing one half day at midweek, so 
their tired help may get away from 
work and rest.

Providing this is as it should be, 
late opening and early closing is a 
boon to mankind. At any rate we are 
fast approaching that time when the 
days for rest, recreation and pleasure 
will outnumber the days of labor.

Why should not the stores close at 
noon each day of the week? The 
farmers can hustle around and get to 
town and back easily before noon, then 
have the remainder of the day for auto 
riding. What a pleasant prospect; and 
sure it is that the time is not distant 
when three days a week, that is, six 
half days, will constitute the time for 
keeping stores open to the public.

Following this will be the six half- 
day week for the workingman. What 
p.n immense lot of enjoyment is corn
in'» in the near future when this short
ening of working hours comes to pass.

Three days work, three days play 
every week. What could be more fair 
than that? Besides, cutting down the 
producing power of labor would neces
sitate an increased number of laborers
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so that danger of jobless men would 
be decreased ten fold.

This time, which is surely _ coming, 
may not usher in the millenium, but 
it will raise the burdens of labor and 
make a million hearts happy where 
there ig but one happy now.

No fear of the farmers not meeting 
the change in good order. The soil 
tiller has long been a slave to work. 
Now that the world is filled with new 
farm machinery which does away with 
more than half the labor, the work of 
the farmer will be from seven until 
noon each day, instead of from sun to 
sun as has been supposed to be the 
case in the past.

The great day, when hours of labor 
will be cut to a minimum, is fast ap
proaching. When that day comes 
what a joy wave will sweep over this 
world of ours. How peoples of all 
lands will rejoice that stern, hard labor 
has been reduced to a minimum and 
that days of recreation and enjoyment 
will outnumber those of labor.

The churches in that day will have 
their innings, since it will not be neces
sary for the head of the household to 
take his family out for a spin into the 
open country on the Sabbath day, since 
half of everv week day will be a holi
day from work and its degrading ac
cessaries.

This grand old world is marching on 
to the tune of progress. Hard labor 
will not rule the roost as it has done 
in the past. Instead holiday attire 
may adorn our wives and children as 
we go out every afternoon for recrea
tion and a good time.

We may thank Mr. ford for thinking 
this labor question out. There is an 
old saw which says, “learn to labor 
and to wait.’ True enough, and that 
is what we have been doing all these 
years. But now a new light has dawn
ed upon civilization, and the true 
nobility of labor is soon to come into 
its own by a suitable time given to 
rest and recreation. Old Timer.

May Use Potatoes Instead of Guinea 
Pigs.

Denver, June 3—The potato may 
supplant the guinea pig as a medium 
for the cultivation of tubercle bacilli 
to aid in the diagnosis of tuberculosis 
in doubtful cases, if physicians adopt a

method reported by Drs. H. J. Corper 
and Nao Uyel, of this city, at the con
vention of the American Society of 
Clinical Pathologists. Experiments 
with the method have not yet been 
completed. Dr. Corper, however, be
lieves that the potato, under the 
peculiar method which lie employs, 
will prove as responsive to the growth 
of the bacilli as the guinea pig. Should 
the method he so perfected, the potato 
method would he more desirable, since 
physicians find no pleasure in inocu
lating guinea pigs, caring for them, 
and watching them to see if they de
velop tuberculosis. The widespread 
adoption of the potato method would 
free from sacrifice thousands of 
guinea pigs which are now used in 
these tests.

Needs Religion.
A country preacher in Alabama, a 

dusky divine by the name of Williams, 
noticed a new face in his congregation, 
and when the service was ended he 
hurried down to greet the newcomer.

“Mr. Martin,’’ he said, “this is the 
first time you’ve been to our church. 
I ’m mighty glad to see you here.”

Whereupon Mr. Martin replied: “Ah 
had to come, pahson. Ah needs 
strengthenin’. Ah’s got me a job 
white-washin’ a chiekencoop an’ build- 
in’ a fence round a water melyon 
patch!”

The Word “Dun.”
The word “dun,” generally supposed 

to be derived from the French donnez, 
owes its origin, according to the Brit
ish Apollo of September, 1708, to one 
Joe Dun, a famous bailiff of Lincoln 
in the time of Henry VII. He is said 
to have been so extremely shrewd in 
the management of his rough business, 
and so dexterous in the collection of 
dues, that his name became proverbial, 
and whenever a man refused to pay 
his debts, it became the custom to 
say: “Why don’t you Dun him?”

Hard work makes your bed soft.

Specially Selected School Supplies
All our School Supplies 
are the best that we can 
find and we take par
ticular pains in selecting 
the same so our custo
mers will have the best 
we can find. So why 
not buy of us and make 
your store the real

SCHOOL
HEADQUARTERS 

of your city. We carry 
at all times complete 
line of PEN and PEN
CIL TABLETS. Note 
Books, Pens, Pencils, 

Rulers, Compasses, Protractors, Dictionaries, Dividers, Erasers, Pencil 
Leads, Propelling Pencils, Art Gum, Artist’s Brushes, Composition 
Books, Theme paper and Books, Drawing Tablets, Spelling Tablets, 
Cardboard, Examination 
Tablets, Crayons, Chalk,
Memorandum Books,
Water Colors, Paint 
Boxes, Pencil Boxes,
Schoars Companions,
Paper Fasteners, Paper 
Clips, Blotting Paper,
Slate Pencils, Penhold
ers, Inks, Pastes, Muci
lage, Files, Waste Paper 
Baskets.
Drop in and see our line 
or ask our salesmen.

Hazeltine &  P erk ins D rag Company
Manistee MICHIGAN Omnd Rapids

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

Acids
B o ric  ( P o w d . )_L2%© 20
B o ric  ( X t a l ) ___ 15 0  25
C arb o lic  ________ 34 0  40
C itr ic  __________  53 ©  70
M u ria t ic  _______  3 % 0  8
N itr ic  __________  9 0  15
O xalic  _________16% 0  25
S u lp h u ric  ______ 3% ©  8
T a r t a r i c _________ 48 ©  56

Ammonia
W a te r , 26 d e g —  06 0  16
W a te r , 18 d eg ._05%@ 13
W a te r , 14 d e g ._04% ©  11
C a r b o n a t e ______ 20 0  25
C h lo ride  (G ran . 09 &  20

Balsam s
C o p a i b a _________ 1 0 0 0 1  25
F ir  (C a n a d a )  2 7 5 0 3  00
F i r  ( O r e g o n )_ 6 5 0 1  00
P e r u ________ __ 3 0 0 0 3  25
T o lu  ___________  2 0 0 0 2  25

Barks
C a s s ia  ( o r d in a ry ) .  2 5 0  30
C a s s ia  (S a ig o n )_ 5 0 0  60
S a s s a f ra s  (pw . 60c) 0  50
S oap  C u t (pow d .)

30c ____________  1 8 0  25

B e rr ie s
C ubeb  ___________  0 1  00
F i s h ______________  0  26
J u n ip e r  ___    110  20
P rick ly  A sh  _____ 0  71

Extracts
L ico rice  ___________ 60© 65
L icorice , p o w d .___ 5 0 0  60

F lo w ers
A rn ica  __________  © 76
C ham om ile  (G ed .) 0  60 
C ham om ile  R o m .. 0  50

Gums
A cacia , 1 s t _____  50© 65
A cacia , 2nd ____ 45© 60
A cacia, S o r t s __  20© 25
A cacia, P o w d e red  3 5 0  40 
A loes (B a rb  P o w ) 25© 35
A loes (C ap e  P o w ) 2 5 0  35
A loes (Soc. P o w .) 65© 70
A sa fo e tid a  ______ 50© 60

P ow . __________  7 5 0 1  00
C am p h o r ________ 9 6 0 1  02

G u a ia c , pow ’d <8> 90
K ino  ____________ 0 1 10
ICino, p o w d e re d_ ©1 20
.Vlvrrh .  __ © 60
M yrrh , pow dered 0 65
' >pium, pow d. 19 65019  92
' >pium, g ra n . 19 6 5 0  19 92
S h e llac  _________ 6 5 0 80
S h e llac  B le a c h e d . 7 0 0 85
T ra g a c a n th ,  pow . 0 1  75
T r a g a c a n t h ____ 1 75@2 25
T u rp e n tin e  ______ 0 SO

In sec tic id e s
A rsen ic 0 8 0 20
B lue  V itrio l, bbl. © 07
B lue  V itrio l, le ss 08© 15
B o rd ea . M ix D ry 13© 22
H ellebo re , W h ite

p o w d e r e d ______ 1 8 0 30
In se c t P o w d e r _ 3 5 0 45
L e a d  A rs e n a te  Po. 16% 037
L im e a n d  S u lp h u r

D ry  ___________ 8© 28
P a r is  G reen 2 2 0 88

Leaves
B u ch u 8 6 0 1  00
B uchu , p o w d e re d . 0 1  00
S ag e , B u l k ______ 2 6 0 SO
S ag e , % l o o s e _ 0 40
S age, p o w d ered_ 0 35
S en n a , A l e x . ____ 6 0 0 76
S en n a , T in n . pow . 30© 35
U v a  U rs l _ _ 2 0 0 85

Oils
Almonds, Bitter,

t r u e  __________  7 5 0 0 7  75
A lm onds, B it te r ,

a r t i f i c i a l ______ 3 0 0 0 3  25
A lm onds, S w ee t,

t r u e  __________  1 5 0 0 1  80
A lm onds, S w ee t,

im ita tio n  ____ 1 0 0 0 1  26
A m ber, c r u d e _ 1 2 6 0 1  60
A m ber, rec tif ie d  1 5 0 0 1  76
A nise __________ 1 4 0 0 1  60
B e rg a m o n t ____ 9 50 0  9 75
C a je p u t ________ 1 5 0 0 1  75
C a ss ia  _________  4 0 0 0 4  25
C a s to r  ________  1 6 0 0 1  85
C e d a r  L e a f ____ 2 0 0 0 2  25
C itro n e lla  ______ 1 2 5 0 1  60
C lo v e s __________  2 5 0 0 2  75
C o co a n u t ______ 2 5 0  35
C od L i v e r ______ 2 0 0 0  2 50
C r o t o n -------------  2 0 0 0 2  25

C o tto n  S eed  ____ 1 2 5 0 1  46
C u b eb s  _________  6 5 0 0 6  75
E ig e ro n  ________  7 50 0  7 75
E u c a ly p tu s  ____ 1 2 5 0 1  60
H em lock , p u re_ 2 0 0 0 2  25
J u n ip e r  B e r r ie s -  4 50 0  4 75 
J u n ip e r  W ood _ 1 5 0 0 1  75
L a rd , e x t r a ____ 1 5 5 0 1  66
L a rd , N o. 1 ___  1 2 5 0 1  40
L a v e n d e r  F lo w _ 6 0 0 0 6  25
L a v e n d e r  G a r 'n .  8 5 0 1  20
L em o n  ________ 4 5 0 0  4 75
L in se ed , ra w , bbl. 0  90 
L in se ed , bo iled , bb l 0  93 
L in se ed , b id , le ss  1 0 0 0 1  13 
L in se ed  ra w , le ss  9 7 0 1  10 
M u sta rd , a r t if il . oz. 0  35
N e a ts fo o t . . . ___ 1 2 6 0 1  35
O live, p u re  . . . .  3 7 5 0 4  50 
O live, M alag a ,

y e l lo w ________ 2 8 5 0 3  25
O live, M alaga ,

g re e n  ________ 2 85 0  3 25
O ran g e , S w e e t .  6 0 0 0  5 25 
O rig an u m , p u r e .  0 2  60 
O rig an u m , co m ’l 1 0 0 0 1  20
P e n n y ro y a l ___  3 2 5 0 3  50
P e p p e r m i n t ____ 6 5 0 0 6  75
R ose, p u r e _ 13 60014  00
R o se m a ry  F lo w s  1 2 5 0 1  60 
S andelw ood , E.

I . ___________  10 600 1 0  76
S a s sa f ra s , t r u e  1 7 6 0  2 00 
S a s sa f ra s , a r t i ' l  7 6 0 1  00
S p e a r m i n t ______ 8 00 0  8 25
S p e rm  _________ 1 5 0 0  1 76
T a n y  ______   9 0 0 0 9  26
T a r  U S P  ______ 65© 75
T u rp e n tin e , b b l._ ©  65
T u rp e n tin e , le ss  72© 85
W  in te rg re e n ,

l e a f __________  6 0 0 0 6  25
W in te rg re e n , s w e e t

b irc h  ________ 3 0 0 0  3 26
W in te rg re e n , a r t  7 5 0 1  00
W orm  S e e d ___  6 0 0 0 6  25
W orm w ood  ___  9 0 0 0 9  25

P o ta s s iu m
B i c a r b o n a t e ___ 3 5 0 40
B ic h r o m a t e ____ 1 5 0 25
B r o m i d e ________ 6 9 0 85
B r o m i d e ________ 54© 71
C h lo ra te , g ra n 'd 23© 30
C h lo ra te , pow d.

o r X ta l  ______ 16© 25
C y an id e  ________ 30© 90
Iod ide - ________ 4 3 6 0 4 55
P e rm a n g a n a te  — 2 0 0 30
I ’ru s s ia te , yellow 40© 50
l ’ru s s ia te ,  re d  - 0 70
S u lp h a te  _______ 35© 40

R oots
A lk an e t _______ 30© 35
Blood, p o w d ered - 35© 40
C a lam u s  ________ 35© 75
E lecam p an e , pw d. 25© 30
G en tian , pow d__ 2 0 0 30
G inger, A frican ,

p o w d e r e d ______ 30© 35
G in g er, J a m a ic a . 60© 65
G inger, J a m a ic a ,

p ow dered 4 5 0 60
G o ldensea l, jpow. @8 00
Ip ecac , p o w d ._ 0 6  00
L ico rice  _.... 3 5 0 40
L icorice , pow d__ 2 0 0 30
O rris , p o w d e re d . 3 0 0 40
P oke, p o w d ered_ 35© 40
R h u b a rb , pow d ._ 0 1 00
K osinw ood, pow d. 0 40
S a rs a p a r il la , H ond .

g ro u n d  ________ 0 90
S a rs a p a r i l la  M ex ican ,
G ly c e r i n e ________  3 2 0  62
S q u ills  __________  3 5 0  40
S quills, p o w d ered  6 0 0  70 
T u m e ric , po w d .— 2 0 0  26 
V a le ria n , p o w d ._ 0 1  00

le a d s
A n ise  __________  0  35
A n ise , p ow dered  3 5 0  40
B ird , I s ________ 1 3 0  17
C a n a ry  ________ 1 0 0  16
C ara w a y , P o . .30 25 0  30
C ard a m o n   _____ 3 7 6 0 4  00
C o ria n d e r  pow . .30 2 0 0  25
D ill ____________  1 5 0  20
F e n n e ll ________ 2 5 0  40
F la x  ____________  7©  15
F la x , g r o u n d ____ 7©  16
F o e n u g re e k , pw d. 1 6 0  25
H em p  __________  8 0  16
L o be lia , p o w d ._ 0 1  60
M u sta rd , yellow  1 7 0  26
M u s ta rd , b la c k_ 2 0 0  25
P o p p y  __________  1 6 0  30
Q u in c e __________  1 2 5 0 1  60
R ap e  ___________  15© 20
S a b a d illa  _______ 6 0 0  70
S u n f lo w e r_ _____11% © 15
W orm , A m erican  3 0 0  40 
W orm , L e v a n t .  6 0 0 0 6  25

Tinctures
A co n ite  _______  0 1  80
A loes ___________  0 1  56
A rn ica  __________  0 1  44
A sa fo e tid a  ______ 0 2  13

B e l l a d o n n a _____ 0 1  44
B en z o in  ________  0 2  28
B en zo in  C om p’d -  0 2  40
B u ch u  __________  0 2  16
C a n th a ra d ie s  __  0 2  52
C ap s ic u m  _______ 0 2  28
C a te c h u  _________  © 1 44
C in c h o n a  _______ 0 2  16
C o lch icum  ______ 0 1  80
C u b eb s __________ 0 2  76
D ig ita lis  ...............  © 2 04
G e n tia n  _________  0 1  35
G uaiac  ____   0 2  28
G uaiac , A m m o n .. 0 2  04
Iod ine  __________  0 1  25
Iod ine , C o lo rless-  0 1  60
Iro n , C l o . ________ 0 1  56
K ino  _____- ______ 0 1  44
M y rrh  __________  ©2 62
N u x  V o m i c a ____ 0 1  80
O p ium  __________  0 6  40
O pium , C a m p ._ 0 1  44
O pium , D eo d o rz’d  0 6  40
R h u b a rb  ________ 0 1  92

Paints
L ead , re d  d r y _14% 016
L ead , w h ite  d ry  14% 016
L ead , w h ite  o il_14% 015
O chre , yellow  bbl. 0  2% 
O chre , yellow  le ss  3 0  6 
R ed  V e n e t’n  A m . 3 % 0  7 
R ed  V e n e t 'n  E n g . 4 0  8
P u t ty  __ . . . _____ 6 0  3
W h itin g , b b l . __  0  4%
W h i t i n g ________ 6 % 0  10
L. H . P . P r e p __  2 9 0 0 3  05
R o g e rs  P r e p ._ 2 9 0 0  3 05

Miscellaneous
A c e ta n a lid  ____  5 7 0  75
A l u m ___________  0 8 0  12
A lum . pow d. a n d

g ro u n d  . . . ___  0 9 0  15
B is m u th , S u b n i

t r a te  ________  3 0 3 0  3 24
B o rax  x ta l  o r

p o w d ered  ____ 0 7 0  12
C a n th a ra d e s , po. 1 5 0 0  2 00
C alom el _______ 2 7 0 0 2  91
C ap s ic u m , pow ’d 3 5 0  40
C a r m i n e ________ 7 0 0 0 7  50
C a s s ia  B u d s ___  3 5 0  40
C lo v e s __________  6 0 0  65
C h alk  P re p a re d -  1 4 0  16
C h lo ro fo rm  ____ 5 1 0  60
C h lo ra l H y d ra te  1 2 0 0  1 50
C uca ine  ______ 12 10012 80
C ocoa B u t t e r ____70© 90
C orks , l is t , l e s s .  40-10%
C o p p e ra s  ______  2 % 0  10
C o p p era s, P ow d . 4 0  10 
C o rro s iv e  S ub lm  2 2 1 0 2  42
C rea m  T a r t a r _33%©42
C u tt le  b o n e _____ 4 0 0  60.
D e x tr in e  ___________ 6 0  15
D o v e r’s P o w d e r  4 00 0  4 50 
E m e ry , A ll N os. 1 0 0  15
E m e ry , P o w d e red  0  16 
E p so m  S a lts , bbls. 0  3%
E p so m  S a lts , le ss  3 % 0  10 
E rg o t , p o w d ered  . .  0 2  60 
F la k e , W h ite  _ . 1 5 0  20
F o rm a ld eh y d e , lb. 15%03O
G e la tin e  ________  8 0 0  90
G lassw a re , le ss  55%. 
G la ssw a re , fu ll c a se  60%. 
G lau b e r S a lts , bbl. 0 0 2 %  
G la u b e r  S a lts  le ss  0 4 0  10
G lue, B r o w n ___ 2 1 0  30
G lue, B ro w n  G rd  1 6 0  20
G lue, W h t e ____27 % 0  35
G lue, w h ite  g rd . 2 5 0  35
G ly ce rin e  ______ 32© 52
H o p s ___________  7 0 0  85
I o d i n e __________ 6 45 0  7 00
Io do fo rm  _______ 8 0 0 0 8  30
L e a d  A c e t a t e _ 2 0 0  80
M a c e ____________ 0 1  60
M ace, p o w d e re d . 0 1  60
M e n th o l________  7 8 0 0 8  60
M o rph ine  ____ 11 18011 93
N u x  V o m ic a ____ 0  30
N u x  V om ica , pow . 16© 25 
P e p p e r  b lack , pow . 4 0 0  60 
P e p p e r , W h ite , pw . 5 5 0  60 
P itc h , B u rg u d ry  2 0 0  25
Q u a s s i a ________ 1 2 0  16
Q u in in e , 5 oz. c a n s  0  69 
R oche lle  S a l ts  _ 3 0 0  36
S a c h a r i n e ______ 2 6 0 0 2  75
S a lt  P e t e r ______ 1 1 0  22
S e ld litz  M ix tu r e .  3 0 0  40
Soap , g r e e n ____ 1 6 0  30
S oap  m o t t  c a s t .  2 2 % 0  26 
S oap , w h ite  c a s t lle

ca se  __________  0 1 6  00
S oap , w h ite  c a s t ile

le ss , p e r  b a r _ 0 1  60
S oda A s h _______ 3© 10
S o d a  B ic a rb o n a te  3 % 0  10
S oda, S a l ______ 02% © 08
S p ir i t s  C am p h o r 0 1  20
S u lp h u r , r o l l ____3 % 0  10
S u lp h u r , S u M ._4 % 0  10
T a m a r in d s  ______ 2 0 0  25
T a r t a r  E m e t i c _ 7 0 0  75
T u rp e n tin e , V en . 6 0 0  75
V a n illa  E x . p u re  1 6 0 0 2  00 
V an illa  E x . p u re  2 2 6 0  2 60 
Zinc S u lp h a te  . .  0 6 0  U
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail

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

ADVANCED DECLINED COCOA.
O lives P o rk D ro s te ’s  D u tc h , 1 lb .— 8 

D ro s te ’s  D u tc h , % lb . 4 
D ro s te ’s  D u tc h , % lb. 2 
D ro s te ’s  D u tc h , 5 lb.
C h o co la te  A p p l e s ------4
P a s te l le s , N o. 1 ___—12

• • P a s te l le s , % l b . ______6

AMMONIA
A rctic , 10 os., 3 dz. cs. 3 76
A rc tic , 16 oz., 2 dz. cs. 4 00
A rctic , 32 oz., 1 dz. cs. 3 00
Q u ak e r, 36, 12 oz. c a se  3 86

A X L E  G R E A S E
48, 1 lb . _______________ < *5
24, 3 lb . _______________ 6 00
10 lb. pa ils , p e r  doz. 8 60 
16 lb. pa lls , p e r  doz. 11 96 
25 lb. pa ils , p e r  doz. 19.15

B A K IN G  PO W D ER S  
A rc tic , 7 oz. tu m b le r  1 36 
Q ueen  F la k e , 16 oz., dz 2 26
R oyal, 10c, doz. ------ 96
R oyal, 6 oz., do. . . . .  2 70
R oyal, 12 oz., d o z . _6 20
R oyal, 6 lb. --------------31 20
R ocke t, 16 oz., doz—  1 26

K . C. Brand
P e r  ca se

10c size , 4 d o z . ------— 3 70
15c s ize , 4 doz. _______6 60
20c s ize , 4 doz. . . . . . .  7 20
26c size , 4 doz. _______9 20
60c size , 2 doz. _______8 80
80c- s ize , 1 d o z ._- —-  8 85
10 lb. s ize , % d o z . ------6 76
F re ig h t  p re p a id  to  Jobb ing  
p o in t on  c a se  goods. 
T e rm s : 30 d ay s  n e t  o r  2%
c a sh  d is c o u n t if  re m it ta n c e  
re a c h e s  u s  w ith in  10 d ay s  
from  d a te  o f invo ice . D rop  
s h ip m e n ts  from  fac to ry .

B E E C H -N U T  BRA N D S.

B LU IN G  
The Original 

Condensed
2 oz., 4 dz. c s  3 00 

|U I 3 oz., 3 dz. cs. 3 76

f
B R E A K F A S T  FOODS  

Kellogg's Brands.
C orn  F la k e s , N o. 136 2 86 
C o rn  F la k e s , N o. 124 2 85 
C o rn  F la k e s , N o. 102 2 00
P ep . N o. 224 ________2 70
P ep , N o. 202 ........... — 1 76
K ru m b le s , N o. 424 - — 2 70 
B ra n  F la k e s , N o. 624 2 26 
B ra n  F la k e s . N o. 602 1 60

Post’s Brands.
G ra p e -N u ts , 24s ______3 80
G ra p e -N u ts , 100s ------- 2 76
I n s ta n t  P o s tu m , N o. 8 5 40 
I n s ta n t  P o s tu m , N o. 9 5 00 
I n s ta n t  P o s tu m , N o. 10 4 60 
P o s tu m  C erea l, N o. 0 2 26 
P o s tu m  C erea l, N o. 1 2 70
P o s t  T o a s tie s , 3 6 s _2 85
P o s t  T o a s t ie s , 2 4 s _2 85
P o s t ’s B ra n , 2 4 s _____2 70

BROOMS
Jew ell, doz. ______'------- 5 25
S ta n d a rd  P a r lo r . 23 lb. 8 25 
F a n c y  P a r lo r . 23 lb . _ 9 25 
E t  F a n c y  P a r lo r  25 lb. 9 75 
E x . F ey . P a r lo r  26 lb. 10 00
T o y  ___________________ 1 15
W h isk , No. 3 __________2 76

B R U S H ES
Scrub

Solid B ac k . 8 in . ------- 1 50
Solid B ac k . 1 I n . ____1 75
P o in te d  E n d s ____—— 1 26

S tove
S h a k e r  _______________ 1 80
N o. 5 0 ________________ 2 00
P e e rle s s  _____________ 2 60

Shoe
N o. 4-0 ______________ 2 26
No. 2 0 ________________ 3 00

B U T T E R  CO LO R
D a n d e l io n ___________ 2 86

C A N D L E S
E le c tr ic  L ig h t, 40 lbs. 12.1
P lu m b e r , 40 lbs. ______ 12.8
P a ra ff in e , 6s ________14%
P a ra f f in e , 1 2 s ________ 14%
W ick in g  _____________ 40
T u d o r, 6s, p e r  b o x _30

C A N N E D  F R U IT  
A pples, 3 lb . S ta n d a rd  1 60
A pples, N o. 1 0 _ 4 600 6  76
A pple S au ce , N o. 10 8 00 
A p rico ts , N o. 1 1 7 5 0 2  00
A p rico ts , N o. 2 ______3 00
A p rico ts , N o. 2% 3 4 0 0 3  90 
A p rico ts , N o. 10 8 6 0 O H  00 
B la c k b e rr ie s , N o. 10 8 60
B lu e b e r’s, N o. 2 2 0 0 0 2  76
B lu e  b e r r ie s . N o. 10_14 00
C h errie s , N o. 2 —— 3 76
C h e rr ie s , N o. 2 % -------  4 25.
C h e rr ie s , N o. 1 0 ____14 00
L o g a n b e rr ie s , N o. 2 _3 00
L o g a n b e rr ie s , N o. 10 10 00 
P e a c h e s , N o. 1 1 6 0 0 2  10
P eac h es , N o. 1, s lic ed  1 25
P e a c h e s , N o. 2 --------- 2 76
P e a c h e s , N o. 2% M ich 2 20 
P e a c h e s , 2% C al. 3 0 0 0 8  25 
P e a c h e s , 10, M ich. — 8 50
P in e a p p le , 1 s i . ----------1 76
p in e a p p le , 2 s l i . ---------- 2 60
P 'a p p le , 2 b r . s i . ------2 40
P ’ap p le , 2% , s l i . _____3 00
P 'a p p le , 2, c ru . . . —  2 60
P in ea p p le , 10 c r u . _9 00
P e a rs , N o. 2 ________3 16
P e a rs , N o. 2% ______ 3 60
P lu m s , N o. 2 _ 2 4 0 0  2 60
P lu m s, N o. 2% ---------- 2 90
R a s p b e rr ie s , N o. 2 b lk  3 26 
R a sp b 's , R ed, N o. 10 13 60 
R a s p b 's  B lack ,

N o. 10 _____________ 12 00
R h u b a rb , N o. 10 4 7 6 0 5  60 
S tra w b e rr ie s , N o. 10 12 CO

C A N N E D  F IS H  
C lam  C h ’d e r , 10% os. 1 36 
C lam  C h., N o. 3 — . —  3 60 
C lam s, S tea m ed , N o. 1 2 00 
C lam s, M inced, N o. 1 8 26 
F in n a n  H ad d le , 10 os. 3 30 
C lam  B ouillon , 7 oz._  2 60 
C h ick en  H ad d ie , N o. 1 2 76 
F ish  F la k e s , s m a ll . .  1 36 
C od F is h  C ake , 10 o s. 1 35 
C ove O y s te rs , 6 oz. _ 1 65 
L o b s te r , N o. % , S ta r  2 90
S h rim p , 1, w e t ---------  2 00
S a rd 's ,  % Oil, K ey  6 10 
S a rd in e s , % Oil, k ’le ss  5 50 
S a rd in e s , % S m o k ed  6 75 
S alm on , W a rre n s , % s 2 80
S alm on , R ed  A la s k a  3 10
S alm on , M ed. A la s k a  2 85
S alm on , P in k  A la s k a  1 85
S a rd in e s , Im . % , ea . 10028 
S a rd in e s , Im ., % , ea . 25
S a rd in e s , C a l ._1 6 5 0 1  80
T u n a , % , A lboco re  „  95
T u n a , % s, C u r tis ,  do s. 2 20 
T u n a , % s, C u r tis , doz. 3 50 
T u n a , Is , C u r tis , doz. 7 00

C A N N E D  M EA T 
B acon , M ed. B e e c h n u t 3 30 
B acon , L ge . B e e c h n u t 5 40
B eef, N o. 1, C o rn ed  _ 3 10
B eef, N o. 1, R o a s t ____3 10
B eef, N o. 2% , Q ua. sli. 1 60 
B eef, 3% oz. Q ua. s li. 2 00 
B eef, 5 oz.. Q ua. sli. 2 75 
B eef, N o. 1. B 'n u t ,  s li. 4 50 
B e e fs te a k  & O nions, s  3 45 
Chili Con Ca_, I s  1 3501  45
D eviled  H am , % s ' __2 20
D eviled  H am . % s __3 60
H a m b u rg  S te a k  &

O nions. No. 1 _____3 16
P o tte d  B eef, 4 oz. __ 1 10
P o tte d  M eat. % L ib b y  62% 
P o tte d  M eat, % L ib b y  92% 
P o tte d  M eat, % Q ua. 90 
P o tte d  H a m , G en. % 1 86 
V ien n a  S au s ., No. % 1 45
V ien n a  S au sag e . Q ua. 95
V eal L o a f. M e d iu m _2 66

B aked  B ea n s
C am pbells, l c  free  5 _1 16
Q u ak e r, 18 oz. ______ 85
F re m o n t, N o. 2 __________ 1 10
S n id er, N o. 1 ________  95
S n id er, N o. 2 ____________ 1 25
V an  C am p, s m a l l ____ 85
V an  C am p, M ed. _____1 16

C A N N E D  V E G E T A B L E S .
A sp a ra g u s .

N o. 1, G reen  tip s  _ 3 76
N o. 2%, L a rg e  G reen  4 60
W . B ea n s , c u t  2 1 4 5 0  1 75
W . B ea n s , 1 0 ____________7 50
G reen  B ea n s , 2s 1 4 5 0  2 26
G reen  B ea n s , 1 0 s _ 0 7  60
L. B e a n s , 2 g r . 1 3 5 0 2  65 
L im a  B ea n s , 2s, S o ak ed  96
R ed  K id , No. 2 __________ 1 26
B ee ts , N o. 2, w h. 1 7 5 0  2 40 
B ee ts , N o. 2, c u t  1 1 0 0 1  26
B ee ts , N o. 3, c u t _— 1 60
C orn , N o. 2, s ta n .  __ 1 10 
C orn , E x . s ta n .  N o . 2 1 35 
C orn , N o. 2, F a n . 1 8 0 0 2  36
C orn , N o. 1 0 _ 8 00010  75
H om iny , N o .3 1 0 0 0 1  15
O k ra , N o. 2, w ho le __ 2 00
O k ra , N o. 2, o u t  ------ 1 66
D e h y d ra te d  V eg. S oup  90 
D e h y d ra te d  P o ta to e s , lb . 46 
M ush ro o m s, H o te ls  — 35 
M ush room s, C ho ice, 8 oz. 40 
M ush ro o m s, S u r  E t r a  60
P e a s , N o. 2, E . J .  .___ 1 65
P e a s , N o. 2, S if t,

J u n e  ________  1 85
P e a s , N o. 2, E x . S ifL

E . J .  ________  2 25
P e a s , E x . F in e , F re n c h  26 
P u m p k in , N o. 8 1 3 6 0 1  66 
P u m p k in , N o. 10 4 0 0 0 4  76 
P im e n to s , %, e a ch  12014 
P im e n to e s , % , e a c h  — 87
S w ’t  P o ta to e s , N o. 2% 2 26 
S a u e rk ra u t ,  N o.3 1 3 5 0 1  50 
S u cc o ta sh , N o. 2 1 6 5 0 2  60 
S u cco ta sh , N o. 2, g la s s  2 80
S p in ac h , N o. 1 ------------ 1 26
S p n ach , N o. 2_ 1 6 0 0 1  90
S p in ac h , N o. 3— 2 25 0  2 60 
S p in ac h , N o. 10- 6 60 0  7 00 
T o m a to e s , N o. 2 1 2 0 0 1  30 
T o m a to e s , N o. 3, 1 9 0 0  2 29 
T o m a to e s , N o. 10— 0 8  60

C A T S U P .
B -n u t ,  s m a l l __________ 1 90
L ily  of V alley , 14 oz .— 2 60 
L ily  o f V alley , % p in t  1 75
P a ra m o u n t , 24, 8 s ------1 40
P a ra m o u n t, 24, 16s — 2 35
P a ra m o u n t ,  C al. ------13 50
S n id e rs , 8 oz. -------------- 1 75
S n id e rs , 16 o z . _________ 2 55
Q u a k e r , 8% oz. -----------1 30
Q u a k e r , 10% o z . --------- 1 49
Q u a k e r , 14 o z . ------------ 1 90
Q u a k e r , G allon  G la ss  13 00 
Q u a k e r , G allon  T in  — 9 00

C H IL I SA U C E
S n id e r, 16 oz. _________ 3 30
S n id e r, 8 oz. __________ 2 30
L illy  V alley , 8 oz. — 2 25 
L illy  V alley . 14 oz. _  3 26

O Y S T E R  C O C K T A IL .
S n id e rs , 16 o z . _________ 3 30
S n id e rs , 8 oz. ________ 2 20

C H E E S E .
R o q u e fo rt ____________  65
K ra f t ,  sm a ll i te m s  1 65
K ra f t ,  A m e r i c a n _1 66
C hili, sm a ll t i n s _1 65
P im e n to , sm a ll t in s  1 65 
R o q u e fo rt , sm . t in s  2 25 
C am em b e rt, sm . t in s  2 26

D a is ie s  ____________  26
L o n g h o rn  _____________ 26
M ich ig an  F l a t _________ 25
N ew  Y ork  N ew  1926 _32
S ap  S ag o  _____________ 38
B ric k  __________________ 27

C H EW IN G  GUM.
A dgm s B la ck  J a c k  _____65
A d am s B lo o d b e rry  _____65
A d am s D e n t v n e ________ 65
A d am s Calif. F r u i t  ____ 65
A d am s  S en  S en  ________66

B e e m a n ’s  P e p s i n ______65
B e e c h n u t W in te rg r e e n .  70 
B e e c h n u t P e p p e rm in t _ 70 
B e e c h n u t S p e a rm in t  . . .  70
D o u b lem in t __________ — 65
P e p p e rm in t, W r i g l e y s _65
S p e a rm in t, W r g i l e y s _65
J u ic y  F r u i t  _____________ 65
W rig le y ’s  P - K  _________ 66
Z eno  _______________  65

65

60

P a in s  D e C a f e _____— 3 00
D ro s te 's  B a rs , 1 do s . 2 00
D e lf t P a s te l le s  _______2 15
1 lb. R ose  T in  Bon

B o n s  _______________ 18 00
7 oz. R ose  T in  B on

B o n s  ________________ 9 00
13 oz. C rem e D e C a ra -

q u e  - ______________—13 20
12 oz. R o s a c e s ____—10 80
% lb . R o s a c e s ______7 80
% lb. P a s te l le s  _______3 40
L a n g u e s  D e C h a ts  — 4 80

Currants
P a c k a g e s , 14 oz. ____17
G reek , B u lk , lb . ------- 17

Dates
D ro m ed a ry , 3 6 s ___ 6 76

Peaches 
E v a p . C hoice 21

C IG A R S
G. J . Johnson’s Brand 

G. J .  Jo h n so n  C ig a r,
10c _________________  76 00

Worden Grocer Co. Brands
K in g  E d w a r d _______ 87 60
M a s te r  P iec e , 60 T in -  35 00 
C a n a d ia n  C l u b ______ 35 00
L i t t le  T o m __________  37 60   _  _  —
T om  M oore M o n a rch  75 00 E v a p . E x . F a n c y , P . P . 30 
T om  M oore P a n e t r is  66 00 
T . M oore L ong fe llow  96 00
W e b s te r  C a d i l l a c ____ 75 00
W e b s te r  K n ic k b o c k e r  95 00
W e b s te r  B e lm o n t_110 00
W e b s te r  S t. R eg e s  125 00
B e rin g  A pollos _____ 96 00
B e rin g  P a l m i t a s __116 00
B e rin g  D e l i o s e s ____ 120 00
B e r in g  F a v o r i t a ____ 136 00
B e rin g  A lb as  ______  160 00

Peel
L em on , A m e r i c a n _— 80
o ra n g e ,  A m e r i c a n ____80

Raisins
S eeded , b u l k ________ 11
T h o m p so n ’s  s ’d les b lk  9% 
T h o m p so n ’s  seed less,

15 oz. ______________ 1®%
S eeded , 15 o z . ------- —  12%

C H O C O LA T E .
B a k e r , C a ra c a s , % s —— 37 
B a k e r , C a ra c a s , % s ------85

CO CO AN UT
Dunham’s

C O N F E C T IO N E R Y  
Stick Candy Pails

S ta n d a rd  _____________  16
P u re  S u g a r  S tic k s  600s 4 20 
B ig  S tic k , 20 lb . c a se  20

Mixed Candy
K in d e rg a r te n  ___________ 17
L e a d e r  __________________ 14
X . L . O. ________________ 12
F re n c h  C re a m s  ______— 16
P a r is  C re a m s  ___________ 17
G ro ce rs  _________________ 11

Fancy Chocolates

California Prunes 
90@100, 25 lb. b o x e s—©07%
60070,
50060 ,
40050,
30040,
20030 ,

25 lb. b o x es—0 1 0 %
25 lb. b o x es—0 1 1
26 lb . b o x es—©12 
25 lb. b o x es—©15 
25 lb. b o x es—©21

FA R IN A C EO U S  GOODS 
Beans

M ed. H a n d  P ic k e d  — 07
C al. L im a s  --------------- 09
B row n , S w e d i s h --------- 07
R ed  K id n ey  --------------- 07%

Farina
5 lb . B oxea 24 p a c k a g e s ------------ 2 60

15 lb. c a se , % s a n d  % s 48 B it te r s w e e ts , A ss ’te d  1 75 B u lk , p e r  100 l b s . ------06%
15 lb . c a se , % s 
15 lb . c a se , % s

C L O T H E S  L IN E .
H em p , 60 f t . ____ 2 00 0  2 26
T w is te d  C o tto n ,

60 f t .  ________ 3 5 0 0 4  00
B ra id ed , 60 f t .................. 2 25
S a sh  C ord  ____ 3 6 0 0 4  00

/llDMEOROCraCO/V
I aOyfJTIAJ JV Musucoa. Mica J

C hoc M a rsh m a llo w  D p  1 70 
M ilk  C h o co la te  A  A  1 80
N ibb le  S tic k s  ________1 86
N o. 12, C hoc., L ig h t _ 1 65 
C hoco la te  N u t  R o lls  -  1 85 
M ag n o lia  C h o c _______1 25

Gum Drops Falla
A n ise  _______________ - __ 16
C h am p io n  G u m s ________ 16
C h a llen g e  G u m s ________ 14
F a v o r i te  ________________ 19
S u p e rio r, B o x e s _________ 23

Lozenges Palla
A. A . P e p . L o z en g es  17 
A. A. P in k  L o z en g es  16 
A. A . C hoc. L o z en g es  16
M o tto  H e a r ts  ________19
M alted  M ilk  L o z en g es  21

Hard Goods Pails
L e m o n  D ro p s  _______— 18
O. F . H o re h o u n d  dp s . _  18
A n ise  S q u a re s  -------------- 18
P e a n u t  S q u a r e s -------------- 17
H o re h o u n d  T a b le ts  __— 18

C O F F E E  R O A ST E D  
1 lb . P a c k a g e

M elro se  ______________  32%
L i b e r t y _______________ 24
Q u a k e r  ______________ . 39%
N ed ro w  ______________ " 37%
M o rto n  H o u s e _________ 43%
R eno  __________________ 34%
R oy al C l u b ____________ 38%

M c L a u g h lin ’s  K e p t-F re s h  
V accu m  p acked . A lw ays 
fre sh . ■ C o m p le te  lin e  of 
h ig h -g ra d e  b u lk  coffees. 
W . F . M cL a u g h lin  & Co., 

C h icago .

M axw ell H o u se  Coffee.
1 lb. t in s  ____________  46
3 lb. t in s  _____________ 1 36

Coffee E x t r a c ts
M. Y., p e r  1 0 0 ______ 12
F r a n k ’s  50 p k g s ._4 25
H u m m e l’s  50 1 lb . 10%

C O N D E N S E D  M ILK
L e ad e r , 4 d o z . ______— 6 75
E a g le , 4 d o s . _______— 9 00

M ILK  C O M PO U N D  
H eb e , T a ll, 4 doz. _  4 60 
H eb e , B a b y , 8 do. — 4 40 
C aro len e , T a ll, 4 doz.3 80 
C aro len e , B a b y ______3 50

E V A P O R A T E D  M ILK
Q u a k e r , T a ll, 4 d o z ._4 90
Q u a k e r , B ab y , 8 doz. 4 80 
Q u ak e r , G allon , % doz. 
C a rn a tio n , T a ll, 4 doz. 5 15 
C a rn a tio n , B ab y , 8 dz. 5 05 
O a tm a n ’s D un d ee , T a ll 5 15 
O a tm a n ’s D 'd ee , B a b y  5 00
E v e ry  D ay , T a ll _____5 00
E v e ry  D ay , B a b y ____4 90
P e t, T a ll ______________ 5 15
P e t, B ab y , 8 o z . ______5 05
B o rd en ’s  T a ll _________ 5 15
B o rd e n ’s B a b y ________ 5 05
V an  C am p. T a ll ______4 90
V an  C am p . B a b y _-  3 76

Cough Drops Bxa
P u tn a m ’s  ____________1 36
S m ith  B ro s . __--------- —  1 60

Package Goods 
C re a m e ry  M arsh m a llo w s  

4 oz. p k g ., 12s, c a r t .  86 
4 oz. pk g ., 48s, c a se  3 40

Specialties
W a ln u t  F u d g e  --------------23
P in e a p p le  F u d g e -------------22
I ta l ia n  B o n  B o n s  --------- 17
B a n q u e t C rea m  M in ts -  28 
S ilv e r K in g  M .M allow s 1 35

Bar Goods
W a ln u t  S u n d a e , 24, 6o 80 
N e a p o lita n , 24, 5c . . . —  80 
M ich. S u g a r  C a ., 24, 6c 80
P a l  O  M ine, 24, 5 c ____80
M alty  M ilk ies , 24. 6 c __80
B o -K a -T o -K a , 24, 6c — 80

COUPON BO O KS  
50 E co n o m ic  g ra d e  8 60

100 E co n o m ic  g r a d e  4 60
500 E c o n o m ic  g ra d e  20 00

1000 E c o n o m ic  g ra d e  37 60
W h e re  1,000 b ooks a r e  

o rd e re d  a t  a  t im e , s p e c ia l
ly  p r in te d  f ro n t c o v e r  is 
fu rn is h e d  w ith o u t  ch a rg e .

C R EA M  O F T A R T A R  
6 lb. b o x es  ____________  88

D R IE D  F R U IT S  
Apples

Apricots
E v a p o ra te d , C ho ice — 
E v a p o ra te d , F a n c y  — 
E v a p o ra te d , S lab s  —

Citron
10 lb. b o x ___________

Hominy
P e a r l ,  100 lb . s a c k s  — 3 60 

Macaroni 
M u elle r’s  B ra n d s  

9 oz. p ac k a g e , p e r  doz. 1 30 
9 oz. p ac k a g e , p e r  ca se  2 60

Bulk Goods
E lbow , 20 l b . ----------------09
E g g  N oodle, 10 lb s . — 16

Pearl Barley
C h e s te r  ---------------------- * 50
0000 ---------------] 00
B arle y  G r i t s --------------- 6 00

Peas
S co tch , l b . ----------------- 06%
S p lit, lb . y e l l o w --------- 0»
S p lit g re e n  ---------------  08

Sage
E a s t  In d ia  -------------------10

Tapioca
P e a r l ,  100 lb . s a c k s  — 09
M in u te . 8 oz., 3 doz. 4 05 
D ro m e d a ry  I n s ta n t  — 3 50

FL A V O R IN G  E X T R A C T S  
JEN N IN G S  

P U R E
FL A V O R IN G  

E X T R A C T
Vanilla and 

Lemon
S am e P ric e

% OZ. 1 35
1% oz. 1 80
2 % oz. 3 20
3% oz. 6 00
2 oz. 3 00
4 oz. 5 75
8 oz. 9 60

50 Y e a rs  S ta n d a rd . 

JHfy Punch
3 doz. C a r t o n _________ 2 86

A sso rte d  flavo rs.

F L O U R
V . C. Milling Co. Brands

L ily  W h ite  ___________ 9 90
H a rv e s t  Q u een  _______9 80
Y es M a’a m  G ra h a m ,

50s __________________ 8 40

F R U IT  CA N S  
O. B . Grand Rapids

15% H a lf  p in t  ____________. 7 60
16 O ne p in t  _____________. 7 76

O ne q u a r t ___________ . 9 10
H a lf  ga llo n  _______ -.12 16

28
33 Ideal Glass Top.
25 H a lf  p i n t _,__________ . 9 00

O ne p in t  ____________ . 9 30
O ne q u a r t  ___________ .11 16

4« H a lf ga llo n  _________ .16 40
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g e l a t i n e P E A N U T  B U T T E R

26 oz., 1 doz. ea se  — 6 00 
3% oz., 4 doz. c a s e - .  3 60 
o n e  doz. free  w ith  6 ca ses .
Je llo -O , 3 doz. ------------ 3 46
M in u te , 3 d o z . --------------4 05
P ly m o u th , W h i t e ------1 56
Q u ak e r, 3 doz. _______ 2 66

J E L L Y  AND P R E S E R V E S
P u re , 30 lb . p a ils  ------3 30
Im ita t io n , 30 lb. p a ils  1 75 
P u re , 6 oz., A ss t., doz. 1 10 
B uckeye, 18 oz., doz. 2 00

J E L L Y  G L A S S E S  
8 oz., p e r  doz. ------------  37

O LEO M A R G A R IN E  
Van Westenbrugge Brands 

Carload Distributor

Bel Car-Mo Brand
24 1 lb. T i n s ---------------
8 oz., 2 do. In c a se —
15 lb. p a i l s -------------------
25 lb. p a ils  ____________

P E T R O L E U M  P R O D U C lò  
. Iro n  B a rre ls  

P e r fe c t io n  K ero s in e  — 13.6 
Red C row n G aso line ,

T a n k  W a g o n ________14.7
S o lite  G aso line  -----------17.7
G as  M ach in e  G aso line  37.1 
V. M. & P . N a p h th a  19.6

W in te r  B la ck  ----------- 12.1

Dry Salt Meats 
D S B ellie s  __ 18-20@20-22

L a rd
P u re  In t ie rc e s  ---------13%
60 lb. t u b s ___ a d v a n c e  %
50 lb. t u b s ___ a d v a n c e  %
20 lb. p a l l s ___a d v a n c e  %
10 lb . p a i l s ___ a d v a n c e  %
5 lb. p a l l s ___ a d v a n c e  1
3 lb. p a i l s ___ a d v a n c e  1

C om pound  t i e rc e s  —  12 
C om pound , t u b s ______12%

B lack  S ilk  P a s te ,  doz. 1 25 
E n a m e lin e  P a s te , doz. 1 35 
E n a m e lin e  L iq u id , dz. 1 35 
E. Z. L iqu id , p e r  doz. 1 40
R ad iu m , p e r  d o z . ___ 1 85
R is in g  S un , p e r  doz. 1 35 
654 S to v e  E n a m e l, dz. 2 80
V ulcano l. No. 5, 
V ulcano l. No. 10, 
S tovo il, p e r  doz.

doz. 95 
doz. 1 35 
___ 3 00

t o la n n e

N ucoa, 1 l b . __________ 21
N ucoa, 2 a n d  5 lb . — 20%

W ilson  & C o .’s B ran d s  
Oleo

C ertified  ______________  24
N u t __________________  18
S pecia l Roll __________ 19

M A T CH ES
S w a n . 144 ____________4 75
D iam ond , 144 b o x ------6 00
S e a rc h lig h t . 144 b o x — 6 00 
Ohio R ed  L a b e l, 144 bx  4 20 
O hio  B lu e  T ip , 144 box  6 00 
O hio B lue  T ip , 720-lc  4 50
B lue  S eal, 144 ---------  5 60
R eliab le , 144 ------------  * 35
f e d e ra l ,  1 4 4 -------------- 5 80

S a fe ty  M atches  
Q u a k e r , 5 g ro . c a s e — 4 25

M IN C E  M EA T 
N one S uch , 4 doz. — 6 47 
Q u a k e r , 3 doz. ca se  3 60 
L ib b y , K egs, w e t, lb. 22

M O LA SSES  
Molasses In C an s 

D ove, 36, 2 lb . W h . L. 6 60 
D ove, 24, 2% lb  W h . L. 5 20 
D ove, 36, 2 lb. B la ck  4 30 
D ove, 24, 2% lb. B lack  3 90 
D ove, 6 10 lb. B lue  L. 4 45 
P a lm e tto , 24, 2% lb. 5 75

N U T S W hole
A lm onds. T a r r a g o n a . .  27
B raz il, N ew  ----------------  20
F a n c y  M i x e d __________ 23
F ilb e r ts , S icily  ----------  22
P e a n u ts , V irg in ia  R aw  09% 
P e a n u ts , V ir. ro a s te d  10% 
P e a n u ts , Ju m b o , r s td . i0%  
P e a n u ts , Ju m b o , s td . 1’. %
P e c a n s , 3 s t a r  ---------  20
P e c a n s , J u m b o --------40
P e c a n s , M am m o th  — 50 
W a ln u ts , C a lifo rn ia  _ . 38

S a lte d  P e a n u ts
F a n c y , N o. 1 ------------  IS

S helled
A lm onds -------------------- 70
P e a n u ts , S p an ish ,

125 lb. b ag s  --------- 12%
F ilb e r ts  ____________  32
P e c a n s  _____________  '  05
W t l n n t i ____________

O L IV E S
B ulk . 5 ga l. k eg  10 00 
Q u a r t  J a r s ,  dozen  —  6.50
B u lk , 2 ga l. k e g  -----  4 50
P in t, J a r s ,  d o z e n ------3 50
4 oz. J a r ,  p la in , doz. 1 35 
5% oz. J a r ,  pi., doz. 1 60 
9 oz. J a r ,  p la in , doz. 2 35 
20 oz. J a r ,  PI. do—  4 25 
3 oz. J a r ,  S tu ., doz. 1 35 
6 oz. J a r ,  s tu ffed , dz. 2 50 
9 oz. J a r ,  s tu ffed , doz. 3 50 
12 oz. J a r ,  S tu ffed .

doz. __________  4 50@4 75
20 oz. J a r ,  s tu ffe d  dz. 7 00

P A R IS  G R E E N
% s ----------------------------------31
I s  _______________________29
2s a n d  5a _______________27

Iron Barrels
L ig h t ________________  65.1
M edium  ______________  65.1
H eav y  ________________  65.1
S p ec ia l h e a v y ------------  65.1
E x t r a  h e a v y ----------------- 65.1
P o la r in e  “ F ”  ------------  65.1
T ra n sm is s io n  Oil -------- 65.1
F ino l, 4 oz. c a n s , doz. 1 50 
F ino l, 8 oz. c a n s , doz. 2 25
P a ro w a x , 100 lb. ____ 9.3
P a ro w a x . 40, 1 lb. — 9.5
P a ro w a x , 20, 1 lb. — 9.7

Sausages
B ologna _________ ____ 16
Uiver ________________ 14
f r a n k f o r t  _______ 19
P o rk  _____________ 1S@20
V e a l _____ — . . . ____ 19
T o n g u e , J e ll ie d  _.____ 35
H e a d c h e e s e _— .  18

S m oked  M eats
H am s. C er., 14-16 lb. @25%
H am s, C e rt ., S k in n ed

16-18 l b . _______—  @27%
H am , d rie d  beet

K n u c k l e s __  - @33
C a lifo rn ia  H a m s ___ @18
P ic n ic  B oiled

H a m s  _________ . 20 @22
B oiled  H a m s __ @40
M inced H a m s __ @19
B acon  4/6 C e rt. . .  2 i  @34

S A L T
C olonial, 24, 2 l b . ____
C olon ial, 36-1% _____
C olonial, Iodized , 24-2
M ed. No. 1 Bbls. ___
M ed. No. 1, 100 lb. bg. 
F a rm e r  S pec., 70 lb. 
P a c k e rs  M eat, 50 lb. 
C ru sh ed  R ock  fo r ice 

c re a m , 100 lb ., each  
B u t te r  S a lt , 280 lb. bbl.
B lock. 50 ib. ________
B a k e r  S a lt, 280 lb. bbl.
21 , 10 lb ., p e r  b a l e ____
35, 4 lb., p e r  b a l e ____
50, 3 lb ., p e r  b a le  ___
2 »  lb. bags , T a b l e _
o ld  H ick co ry , S m oked  

6-10 lb

95 
1 25
2 00 
2 60 

86 
90 
57

86 
4 24 

40 
4 10 
2 45 
2 60 
2 85 

42

W A SH IN G  P O W D ER S  
B on A m i P d , 3 dz. bx  3 75 
B on A m i C ake , 3 dz. 3 25
B rillo  ________________  85
C lim alln e , 4 doz. _____4 20
G ran d m a , 100, 5 c ___ 4 00
G ran d m a , 24 L a rg e  .  3 75
G old D u st, 1 0 0 s _______4 00
Gold D u st, 12 L a rg e  3 20
G olden R od, 24 _______4 25
J in x ,. 3 doz. ___________ 4 50
L a  F ra n c e  L a u n ., 4 dz. 3 60
L u s te r  Box, 54 ______3 75
Old D u tch  C lean . 4 dz 3 40
O ctagon , 6 0 s ___________ 4 00
R inso , 40s ____________ 3 20
R inso , 2 4 s -- -------  5 25
R ub  N o M ore. 100, 10

Zion Fig Bart
Unequalled for 
Stimulating and 
S p e e d i n g  Up 

Cooky Sales

Obtainable from Yot 
Wholesale Grocer

'ion  In stitu tions &  Industrie

Bahif Industry

P IC K L E S  
Medium Sour 

B arre l, 1600 c o u n t — 17 00 
H a lf  bb ls ., 800 c o u n t 9 00 
5 g allon , 400 c o u n t __ 4 75 

Sweet Small
30 G allon , 3000 ______ 42 00

5 G allon , 500 ______ 8 25
Dill Pickles

900 Size, 48 g a l . ------ 22 00
1100 Size, 48 g a l. — 27 50

P IP E S
Cob, 3 doz. in  bx. 1 00@1 20

B oneless, ru m p  28 00@30 00 
R um p, n e w _ 29 00@32 00

M ince M eat
C ondensed  No. 1 c a r. 2 00 
C ondensed  B a k e rs  b r ic k  31 
M oist in  g l a s s ____________ 6 00

P ig ’s F e e t 
C ooked in  V in e g a r

% bbls. ______________ 2 50
% bb ls., 35 l b s . ______ 4 50
% bbls. ______________ 9 00
l bbl. ______________  17 00
K its . 15 lbs. _________ 1 75
% bb ls., 40 lbs. ______3 50
% bb ls ., 80 l b s . ______ 5 00

C as in g s
H ogs, M ed., p e r  lb. —@55
B eef, ro u n d  s e t ___ 23@36
B eef, m idd les , s e t — @1 50 
S heep , a  sk e in  ___  @2 65

R IC E
F a n c y  B lue  R o s e ------06%
F a n cy  H ead  _________ 09
B ro k en  ______________ 03%

R O L L E D  OATS  
S ilv e r F la k e , 1 2 F a m . 2 45 
Q u a k e r , 18 R e g u la r  — 1 80
Q u a k e r , 12s F a m i l y _2 70
M o th ers , 12s, M ’n u m  3 25
N edrow , 12s, C h i n a _3 25
S ack s , 90 lb. J u t e _3 75
S ack s , 90 lb. C o tto n  __ 3 80

R ub  N o M ore, 20 Lg. 4 00 
S p o tle ss  C le an se r , 48,

20 oz. _______________ 3 85
S an i F lu sh , 1 doz. 2 25
S apolio , 3 doz. _______3 15
S oap ine , 100, 12 oz. _ 6 40 
S now boy, 100, 10 oz. 4 00
Snow boy , 24 L a rg e  — 4 80
S peedee , 3 doz. _______7 20
S u n b rite , 72 doz. --------4 00
W y a n d o tte , 48 _____  4 75

S P IC E S  
Whole Spices

C loves,
C ass ia ,
C ass ia ,
G inger,
G inger,
M ace,
M ied,
M ixed.
N u tm e
N u tm e g s , 1 0 5 -1 1 0_
P ep p e r, B la ck  _____

T E A
Japan

M edium  ____________ 27@33
C hoice » .____________ 37@46
F a n c y  ______________  54@59
No. 1 N i b b s _____________ 64
1 in. (ikg. S i f t i n g _______ 13

Choice
F a n cy

Gunpowder

Ceylon
e, J a m a ic a ___  @24 P ekoe, m ed ium ___  57
, Z a n z ib a r ___ @40 c n a lish  B re a k fa s t
, C an to n  _.____ @>25 .  . . .  28
, 5c pkg ., doz. @40 C ongou , C hoice . 35@36
, A frican ____ @15 C ongou, F a n c y  . . . . .  42@43
, C ochin  .. 

P e n a n g  ..
____ @30
____  1 10 O olong

No. 1 — . ____ @24 M edium  _________ _______39
5c pkgs ., doz. @45 C hoice __________ _______45

:gs, 70@90 ___ @78 F a n c y  __________ _______50

@45

Pure Ground in Bulk

P e r  ca se , 24, 2 lbs. — 2 40
F iv e  ca se  lo ts  ---------2 30
Iod ized , 24, 2 lb s . . . . .  2 40

R U SK S
H o lland  R u sk  Co. 

B ra n d
18 ro ll p a c k a g e s  ______2 30
36 ro ll p a c k a g e s  ______4 50
36 c a r to n  p a c k a g e s  _ . 5 20
18 c a rto n  p a c k a g e s _2 65

A llsp ice, J a m a ic a  _
C loves, Z a n z i b a r _
C ass ia , C a n to n  ___
G in g er, C o rk in  -----
M u s ta rd  ___________
M ace, P e n a n g  ____
P ep p e r , B l a c k ---------
N u tm e g s  ---------------
P e p p e r , W h ite  ___
P ep p e r, C ay e n n e  — 
P a p r ik a , S p a n i s h _

@18 
@46 
@26 
@38 
@32 
I 30 
@50 
@75 
@60

Seasoning
CJhill P o w d e r, 1 5 c ___
C elery  S a lt , 3 o z . ____
S age, 2 oz. ...............—
O nion S a lt . . .

95 
90 

1 35

T W IN E
C o tto n , 3 p ly  c o n e ___ 33
C o tto n , 3 p ly  p a i l s ___ 35
W ool, 6 ply ___________1«

V IN EG A R
C ider, 40 G ra in  _________20
W h ite  W ine, 80 g r a in _26
W h ite  W ine, 40 g ra in  20

W ICK IN G
No. 0, p e r  g r o s s _____  75

1 25
1 50
2 00 

90 
60

2 00 
75

@32 No. 1, p er g ro ss __
@42 No. 2, p er g ro ss —

No. 3, p er g ro ss __ .
P eerlessi Rolls, pe r doz.
R öchest er, No. 2, doz.

1 35 K ochest e r, No. 3, doz.
per doz.

G arlic  ________________ 1 35
___ 3 25

50

P LA Y IN G  CA R D S  
B a t t le  A xe, p e r  doz. 2 75 
B icyc le  _______________ 4 75

POTASH
B a b b i t t 's ,  2 d o z . ------ 2 75

F R E S H  M EA TS  
Beef

T o p  S te e rs  & H elf . — 18 
Good S t ’rs  & H ’f. 15%@17
M ed. S te e rs  & H ’f. 15@15% _ __
Com . S te e r s  *  H 'f .  14%@15 w o o d  boxes  

Cows

S A L E R A T U S
A rm  a n d  H a m m e r_3 75

S A L  SODA
G ra n u la te d , bbls. ___ 1 80
G ra n u la te d , 60 lbs. cs. 1 60 
G ra n u la te d , 36 2% lb.

p a c k a g e s  ___________ 2 40

COD FIS H
M iddles ______________ 15%
T a b le ts , % lb. P u re  __ 19%

doz. ______________ 1 40
P u r e _29%

T op  ___________________ 15
G ood __________________14
M edium  _______________ 13
C o m m o n _______________ 12

Veal
T op  ------------------------------ 17
Good __________________ 16
M edium  _______________ 14

Lamb
S p rin g  L a m b  _________ 32
Good ______________ - __30
M ed ium  ______________ 27
P o o r ___________________ 25

Mutton
G ood __________________ 18
M edium  _______________ 16
P o o r  ___________________13

W hole  C o d ___________ 11%
H ER R IN G  

Holland Herring
M ixed, K e y s ____________1 15
M ied, h a lf  bb ls . _____9 50
M ixed, b b ls  __________ 17 00
M ilkers, K eg s  _______ 1 25
M ilk e rs, h a l t  b b l s . __10 25
M ilkers, bbls. ____ : 19 00
K  K K  K. N o r w a y _19 50
8 lb. p a ils  ____________ 1 40
C u t L u n c h _________— 1 65RnnpH 10 1H boxen_ 16

Lake Herring 
% bbl., 100 l b s . _______ 6 50

Mackerel
100 lb. fn cy  f a t  24 50

SOAP
A m . F am ily , 100 box 6 30
E x p o rt , 100 b o x ______4 00
B ig  J a c k , 60s _________4 50
F e ls  N a p th a , 100 box 5 50 
F la k e  W h ite , 10 box 3 80 
G rd m a W h ite  N a . 10s 3 85 
S w ift C lassic , 100 box 4 40 
20 M ule B o rax , 100 bx 7 55
W ool, 100 box _______6 50
J a p  R ose, 100 b o x ____7 85
F a iry , 100 box _______ 5 50
P a lm  O live, 144 box 11 00
L a v a , 100 bo ________ 4 90
O ctagon  _______________ 6 00
P u m m o , 100 box _____4 85
S w e e th e a r t ,  100 box  _ 5 70 
G ra n d p a  T a r , 50 sm . 2 10 
G ra n d p a  T a r , 50 lge . 3 50 
Q u a k e r  H a rd w a te r

C ocoa, 72s, b o x ___2 85
F a irb a n k  T a r , 100 bx 4 00 
T r ilb y  Soap , 100, 10c 7 30 
W illia m s  B a rb e r  B a r , 9s 50 
W illiam s  M ug, p e r  doz. 48

C L E A N S E R S

P o n e lty , 3% oz. 
K itc h en  B o u q u e t .
L a u re l L e a v e s  ___
M arjo ram , 1 oz. . . .
S av o ry , 1 oz. ------
T h y m e , 1 oz. _____
T u m e ric , 2% oz.

ST A R C H
C orn

K in g sfo rd , 40 l b s . ___ 11%
P o w d e red , b a g s  ___  4 50
A rgo, 48, 1 lb. pkgs. 3 60
C ream , 48-1 __________  4 80
Q u ak e r, 40-1 _________ 07%

Gloss
A rgo, 48, 1 lb. pk g s . 3 60 
A rgo, 12, 3 lb. pkgs. 2 96 
A rgo, 8, 5 Ib. pkgs. ._  3 35
S ilv e r  G loss, 48, I s _11%
E la s tic , 64 pkgs . ____5 35
T ig e r , 48-1 ___________ 3 50
T ig e r , 50 lbs. ------------  06

CORN S Y R U P  
Corn

B lu e  K a ro , No. 1% — 
B lue  K aro , N o. 5, 1 dz.
B lu e  K aro , N o. 1 0 _
R ed  K aro , N o. 1% — 
R ed  K aro , N o. 5, 1 dz. 
R ed  Karo, N o. 1 0 _

Im it. Maple Flavor 
O ran g e , N o. 1%. 2 dz. 
O range, No. 5, 1 do. 
O ran g e , N o. 10 ______

W O O D EN W A R E
B a s k e ts

B ushe ls , n a rro w  ban d ,
w ire  h an d le s  ______

B ushels , n a r ro w  band ,
wood h a n d le s  _____

M ark e t, d ro p  h a n d le . 
M ark e t, s in g le  h a n d le .
M ark e t, e x t r a  _____ _
S p lin t, la rg e  _________
S p lin t, m ed ium  _____
S p lin t, sm all _________

C h u rn s
B arre l, 5 ga l., each  — 
B arre l, 10 gal., e a c h — 
3 to  6 g a l., p e r gal. —

P a ils
10 ( |t. G a lv a n iz e d ____
12 q t. G a lv a n iz e d ____
14 q t. G a lv a n iz e d ____
12 <it. F la r in g  G al. Ir. 
10 q t. T in  D a i r y ___

T ra p s
M ouse, W ood, 4 h o le s . 
M ouse, wood, 6 b o le s .
M ouse, tin , 5 h o l e s _
R at, w o o d ____________
R a t, s p r in g  __________
M ouse, sp r in g  ----------

3 15
4 41 
4 21

T  ubs
L a rg e  G a lv a n iz e d ___
M edium  G a lv a n iz e d _
S m all G a lv a n ized  __

Washboards
B a n n e r . G lobe ____ —
B rass , s i n g l e _________
G lass , s in g le  _________
D ouble P e e r le s s  ____
S ing le  P e e r le s s  _____
N o rth e rn  Q ueen  ____
U n iv e rsa l ____________

1 75

1 80 
90 
96

1 60 
8 50 
7 60 
6 50

2 40 
2 55

16

2 40 
2 <0
3 00 
6 00
4 00

60
70
65

1 00 
1 00 
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8 60
7 25 
6 60

6 50 
6 00 
6 00
8 50
7 60
5 60 
7 25

Pork
L ig h t  h o g s  ----------------
M edium  h o g s ________
H eav y  b o g s  _________
Loins, M ed. _________
B u t t s  _______________
S h o u ld e rs  ___________
S p a re r ib s  ___________
N eck  bo n es  _________

PRO VISIO N S  
Barreled Pork

T u b s ,
T u b s ,
P a ils ,

12
12
11
20
18
14
12%
06

Med.

50 c o u n t ______9 00
10 lb. F a n c y  f a t  2 00

W h ite  F ish  
F an cy , 100 lb. 13 00

SH O E B L A C K E N IN G
2 in  1, P a s te , d o z ._1 35
E. Z. C o m b in a tio n , dz. 1 35
D ri-F o o t. doz. _______2 00
B ixbys, Doz. _________ 1 35
S h in o la , doz. _________  90

S T O V E  PO LISH

G reen
G reen

Maple.
L a b e l K aro , 
L ab e l K a ro  .

Maple and Cane 
M ayflow er, p e r ga l. —

Maple
M ich igan , p e r  ga l. . .  
W ei cl is. p e r  ga l. __ 2 80

C le a r  B a c k   30 00@32 00 B la ck in e , p e r  doz. _ 1 35
S h o r t C u t C le a r  31 00@33 00 B la ck  S ilk  L iq u id , dz . 1 40 80 c a n  c a se s , $4.80 p e r  ca se

T A B L E  SA U C ES
L ea &  P e r r in , la rg e_6 00
L e a  & P e r r in , s m a ll— 3 35
P e p p e r  ________________ 1 60
R oyal M in t ...................... 2 40
T obasco , 2 o z . _________ 4 25
Sho Y ou, 9 oz., doz. 2 70
A - l ,  l a r g e _____________ 5 20
A - l ,  sm a ll --------------  3 1R
Capers, 2 oa , -----2 SO

W ood B ow ls
13 in. B u t t e r _______  6 00
15 in. B u t t e r _______  9 00
17 in. B u t t e r _________18 00
19 in. B u t t e r _______  25 00

W R A PPIN G  P A P E R  
F ib re , M an ila , w h ite .  05%
No. 1 F ib re  __________08
B u tc h e rs  D. F . ______06%
K ra f t  ____________—— 07%
K ra f t  S t r i p e __________09%

Y E A S T  C A K E
M agic , 3 doz. ________2 70
S u n lig h t, 3 doz. _____2 70
S u n lig h t, 1% d o z . _1 35
Y east F o am , 3 d o z ._2 70
Y eas t F o am , 1% doz. 1 35

Y E A S T —C O M P R ES S ED  
Fletschmann, per doz. 30
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Proceedings of the Grand Rapids 
Bankruptcy Court.

G ran d  R ap id s. M ay 27—O n th is  d ay  w as  
h e ld  th e  f irs t m e e tin g  of c re d i to rs  in  th e  
m a t te r  o f R o b e rt A. S la u g h te r , B a n k ru p t  
No. 3151. T h e  b a n k ru p t  w as  p re s e n t  in  
perso n  a n d  re p re s e n te d  by  a t to rn e y s  
C ross, F oo te  & S essions. N o c re d i to rs  
w ere  p re s e n t o r  re p re s e n te d . T h e  b a n k 
ru p t  w as  sw orn  a n d  ex a m in e d  w ith o u t a  
re p o r te r . T h e  f irs t m e e tin g  th e n  a d jo u rn 
ed w ith o u t d a te , a n d  th e  ca se  h a s  been  
closed  a n d  re tu rn e d  to  th e  d is t r i c t  c o u r t  
a s  a  ca se  w ith o u t a s s e ts .

O n th i s  d a y  a lso  w a s  held  th e  f irs t 
m e e tin g  of c re d i to rs  in  th e  m a t te r  of 
G e r tru d e  R u g g le s  B eam . B a n k ru p t  No. 
3160. T h e  b a n k ru p t  w a s  p re s e n t in  p e r 
son  a n d  re p re s e n te d  by  a t to rn e y s  C orw in . 
N o rcro ss  & Cook. N o c re d i to rs  w e re  p re s 
e n t  in  person . C e r ta in  c re d i to rs  w e re  re p -  
e se n te d  by C. W . M oore, a g e n t. C la im s 
w ere  p roved  a n d  allow ed . T h e  b a n k ru p t  
w as  sw o rn  a n d  e x a m in ed , w ith o u t a  r e 
p o rte r . C. W . M oore w as  n am ed  tru s te e , 
a n d  h is  bond p laced  a t  $1,000. T he  f irs t 
m e e tin g  th e n  a d jo u rn e d  w ith o u t d a te . 
T he  a s s e ts  in th is  c a se  w ere  so ld  to  M arie  
S ne llin g  fo r $275. A n o rd e r  fo r  th e  p a y 
m en t o f  ex p e n se s  o f a d m in is tr a tio n  h a s  
been  m ade.

On th is  d ay  a lso  w as held  th e  f irs t 
m e e tin g  o f c re d i to rs  in  th e  m a t te r  of 
J a c o b  D. K irk h u ff, B a n k ru p t No. 3152. 
T he  b a n k ru p t  w as  p re s e n t in  perso n  a n d  
re p re s e n te d  b y  K n a p p en , U hl & B ry a n t , 
a t to rn e y s . C re d ito rs  w ere  p re s e n t in  p e r 
son. C la im s  w ere  p ro v ed  a n d  allow ed . 
T he  b a n k ru p t  w as  sw o rn  an d  ex a m in ed , 
w ith o u t a  re p o r te r . C. W . M oore w as  
nam ed  t r u s te e  a n d  h is  bond  p laced  a t  
$1,000. T he  f irs t m e e tin g  th e n  ad jo u rn e d  
w ith o u t d a te .

O n th i s  d ay  a lso  w as  held  th e  firs t 
m e e tin g  o f  c re d i to rs  in  th e  m a t te r  of 
D onald  H . S ta rk s , B a n k ru p t  No. 3149. 
T h e  b a n k ru p t  w a s  p re s e n t in  perso n  a n d  
n o t re p re s e n te d . N o c re d i to rs  w ere  p r e s 
e n t  o r  re p re s e n te d . C la im s  w ere  p roved , 
b u t n o t allow ed . T h e  b a n k ru p t  w as  sw orn  
a n d  ex a m in e d  w ith o u t a  r e p o r te r . No 
tru s te e  w as  ap p o in te d . T h e  firs t m e e tin g  
th e n  a d jo u rn e d  w ith o u t d a te .

On th is  d ay  a lso  w as  held  th e  f irs t 
m e e tin g  o f  c re d i to rs  in  th e  m a t te r  o f M ike 
.1. N ow ick i, B a n k ru p t No. 3153. T h e re  
w ere  no  a p p e a ra n c e s . T h e  firs t m e e tin g  
th e n  a d jo u rn e d  to  M ay  31. A t th e  a d 
jo u rn e d  firs t m e e tin g  th e  b a n k ru p t  w a s  
p re se n t in  p erso n  a n d  re p re s e n te d  b y  R. 
L. N ew nham , a t to rn e y .  N o c re d i to rs  w e re  
p re sen t o r  re p re s e n te d . C la im s w ere  
proved, b u t n o t a llow ed  a t  th is  tim e . T h e  
b a n k ru p t w as  sw o rn  a n d  ex a m in e d  w ith 
ou t a  r e p o r te r . N o tr u s te e  w a s  ap p o in ted . 
T he  first m e e tin g , a s  a d jo u rn e d , th e n  
a d jo u rn e d  w ith o u t d a te .

J u n e  1. W e h av e  to -d a y  rece iv ed  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 tte r  of J e a n  K eefe, B a n k ru p t No.
3170. T h e  m a t te r  h a s  been re fe rre d  to  
C h a rle s  B. B la ir  .as  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 K a lam azo o , 
a n d  h e r  o c c u p a tio n  is th a t  of ru n n in g  
a  w o m en 's  re a d y  to  w e a r  shop. T he  
sch ed u les  show  a s s e ts  of $635.75 of w hich  
$400 is  c la im ed  a s  ex e m p t, w ith  liab ilitie s  
o f $6,763.36. T h e  c o u r t h a s  w r itte n  fo r 
fu n d s  a n d  upon  rece ip t o f th e  sam e  th e  
f irs t m e e tin g  o f c re d i to r s  w ill be ca lled ,
a n d  n o te  of th e  sam e  m ad e  h e re in . T he  
l i s t  o f  c re d i to rs  of sa id  b a n k ru p t a re  a s  
fo llow s:
C ity  of K a lam azoo . K a la m a z o o ___ $ 83.41
B a rn e t t  & E ft ra se . N ew  Y ork __ 79.75
G race lin e  S to u t D ress  Co., N. Y. 14.75
K o rn h a n d e r  & K an e , N ew  Y o r k _115.45
O ran g e  M fg. C orp .. N ew  Y ork C ity  261.50 
S h e in b e rg  & P rice . N ew  Y ork __1,275.00 
J o h n  H . M cL augh lin . I ’i la d e lp h ia  86.43
M cQ ueen Co., C lev e lan d  __________  500.00
S am u e l W . W eiss  &  Co., C h ic ag o — 112.25
M a rsh a ll-F ie ld  & Co. C h ic a g o ------193.13
G ilm ore  B ros., K a lam azo o  _________ 119.41
J . R. J o n e s  S ons & Co., K a la m azo o  386.81
P a r is  C le an e rs , K a lam azo o  _______ 51.11
S tre n g  & Z inn Co., K a la m a z o o ___ 116.03
P. D. R o b e rtso n , Inc., K a lam azo o  46.50
K al. E n g ra v in g  Co., K a la m a z o o _37.35
N a z a re th  A cadem y, K a la m a z o o _146.00
M rs. A nn ie  D illin h am , K alam azo o  1,179.46
A. R o ttin g , G ran d  R a p id s  ________ 500.00
K al. C ity  S av. B an k , K a la m a z o o_ 900.00
W illiam  F e ls  Co., Inc., N ew  Y ork  57.02
D eu tz  & O ttin g e r , N ew  Y o r k ______ 343.50
I.aw ren o e  S ilv e r & Co., N ew  Y ork  124.50

J u n e  2. W e h a v e  to -d a y  rece iv ed  th e  
sch ed u les , 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  of G len S n y d e r, B a n k ru p t  No.
3171. T h e  m a t te r  h a s  been  re 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 G ra n d  R a p 
ids, a n d  h is  o cc u p a tio n  is t h a t  of a  c a r 
p e n te r . T h e  b a n k ru p t 's  sch ed u le s  show  
a s s e ts  of $320 of w hich  th e  fu ll a m o u n t 
is  c la im ed  a s  ex e m p t, w ith  lia b il itie s  of 
$813.73. 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  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  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  of s a id  b a n k ru p t  a r e  a s  fo l
low s:
L ib e ra l C re d it Clo. Co.. G ran d  R. $ 40.00
P ra n g e 's  C red it D ep t. Co., G. R. - 7.00
In d u s tr ia l  M o rtg ag e  & In v e s tm e n t

Co., G ran d  R a p i d s _______________ 112.00
J o h n  S. N oel, G ra n d  R a p i d s ______ 67.00
P ru d e n tia l  In s u ra n c e  Co., G. R . _90.00
D r. A. B . S m ith , G ra n d  R ap id s  103.00 
D r. C. F . K a rs h n e r , G ra n d  R a p id s  15.00

D r. E . B. A n d erso n , G ra n d  R a p id s  64.45
D r. E a r l  J .  B y e rs , G ra n d  R a p i d s _10.00
Dr. E u g e n e  N . N e s b itt .  G ra n d  R . 16.00 
E lz in g a  M ilk Co., G ra n d  R a p id s — 21.15
J o e ’s P lac e , G ra n d  R a p i d s ________  11.35
M ills & H ea ley , G ra n d  R a p i d s ____ 46.28
E dgew ood  D airy , G ra n d  R a p i d s ___  35.00
R ay s  G ro cery , G ra n d  R a p i d s ______ 30.00
C h arle s  P h e lp s , G ra n d  R a p i d s ------ 15.00
D r. V. L. Bell, G ra n d  R a p i d s ___ 40.00
S t. M a ry 's  H o sp ita l , G ra n d  R a p id s  80.00 
M. N. P a r is , G ra n d  R a p id s  ______ 7.50

J u n e  2. W e h a v e  to -d a y  rece iv e d  th e  
sch ed u les , 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 J a y  B u tle r , B a n k ru p t  No.
3172. T h e  m a t te r  h a s  been  re 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  r e s id e n t o f C ed a r  
S p rin g s , a n d  h is  o cc u p a tio n  is  t h a t  of a  
b la c k sm ith . T h e  s ch ed u le s  show  a s s e ts  
o f $1,270 of w h ich  $900 is  c la im ed  a s  ex - 
em t, w ith  l ia b ilitie s  of $529. 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 of 
th e  sam e  th e  f irs t m e e tin g  o f c re d i to rs  
w ill be ca lled  a n d  n o te  of th e  s a m e  m a d e  
h e re in . T h e  lis t of c re d i to rs  o f s a id  b a n k 
ru p t  a re  a s  follow’s:
E lm e r H o liday , C ed a r S p r i n g s ___ $ 35.00
D r. C h a rle s  W . B ra y m a n , C ed a r

S p rin g s  __________________________  25.00
G eorge H all, C ed a r  S p rin g s  ---------  25.00
B en jam in  W a lb rid g e . C e d a r  S p rin g s  300.00 
T h o m p so n  & T em ple , G ran d  R ap id s  65.00 

J u n e  2. W e h av e  to -d a y  rece iv e d  th e  
sch ed u les , 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  of Jo se p h  Boos, B a n k ru p t  No.
3173. T h e  m a t te r  h a s  been  re 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  r e s id e n t  of G ra n d  R a p 
ids, a n d  h is  o cc u p a tio n  is  t h a t  o f a  l a 
b o re r. T h e  sc h ed u le s  show  a s s e ts  of 
$10.60 o f w hich  th e  fu ll in te r e s t  is  c la im ed  
a s  e x e m p t w ith  lia b il itie s  o f $825. W e 
h av e  rece iv ed  th e  in d e m n ity  fu n d s , a n d  
th e  f irs t m e e tin g  of c re d i to r s  w ill be c a ll
ed p ro m p tly , 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  of c re d i to r s  o f s a id  b a n k 
ru p t  a re  a s  fo llow s:
I ’h illip  Boos, G ra n d  R a p id s  _____ $585.00
T h eo d o re  P la t te ,  G ra n d  R a p i d s ___  25.00
N icho las  S zeke ly , G ra n d  R a p i d s _215.00

J u n e  3. W e h av e  to -d a y  re ce iv ed  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 L ew is  H o o k er, B a n k ru p t 
No. 3174. T h e ■ m a t te r  h a s  been  re fe r re d  
to  C h a r le 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  r e s id e n t of 
G ra n d  L edge, a n d  h is  o cc u p a tio n  is  t h a t  
of a  fa rm e r . T h e  sch e d u le s  show  a s s e ts  
o f $214.47 of w h ich  $30 is c la im ed  a s  e x 
e m p t, w ith  lia b il itie s  of $4,943.19. T he  
c o u r t  h a s  rece iv ed  th e  in d e m n ity  fund , 
a n d  th e  f ir s t-m e e tin g  o f c re d i to rs  w ill be 
ca lled  p ro m p tly , a n d  n o te  o f th e  sam e  
m a d e  h e re in . T h e  l is t  o f c re d i to rs  o f  sa id  
b a n k ru p t a re  a s  follow’s:
U. S. H o ld rid g e , E v a r t  ___________ $135.17
F ir s t  N a tio n a l B an k , R eed  C i t y _62.01
B a rry to n  S ta te  S a v in g s  B an k ,

B a rry to n  __________________________141.15
C lifford  S p a rk s , E v a r t  ____________  960.00
C o m m erc ia l S av . B an k . S t. L o u is  116.97
L ew is  G. H am m o n d , E v a r t  _______ 790.50
M on tigue  & Son, A lm a -----------------  18.00
F ir s t  N a tio n a l B an k , M a n i s t e e _1,531.78
W o rth  I?. S m ith , E v a r t ____________  839.00
G ra to i t  Co. S ta te  B an k , S t. L o u is  348.61 

M ay 27. O n th i s  d ay  w as  held  th e  f irs t 
m e e tin g  o f c re d i to rs  in  th e  m a t te r  of 
F ra n k  S. S ch lich t, B a n k ru p t  N o. 3157. 
T h e  b a n k ru p t  w a s  p re s e n t in  p e rso n  a n d  
re p re s e n te d  by a t to rn e y s  Jew ell, F a c e  & 
M essinger. C re d ito rs  w e re  p re s e n t  in  
p erso n  a n d  re p re s e n te d  by  T ra v is , M er
rick , W a rn e r  & Jo h n so n ; R . L . N e w n h a m ; 
G ra n d  R a p id s  C re d it  M en 's  A sso c ia tio n , 
a n d  C. W. M oore. C la im s  w ere  p roved  
a n d  a llow ed . E d w a rd  De G ro o t w as  
e lec te d  t r u s te e  a n d  h is  bond  p laced  a t  
$1.000. T he  f ir s t  m e e tin g  th e n  a d jo u rn e d  
to  J u n e  2. A t th e  d a te  a n d  tim e  o f a d 
jo u rn m e n t th e  b a n k ru p t  w as  p re s e n t  in  
p e rso n  a n d  by  h is  a t to rn e y s . A p p e a r
an c es  w ere  th o se  of th e  t r u s te e  a n d  c r e d 
ito rs  in  p e rso n , a s  w ell a s  c re d i to rs  b e in g  
re p re s e n te d  by  a t to rn e y s  C orw in , N o r
c ro ss  & C ook; T ra v is , M errick , W a rn e r  & 
J o h n so n ; F r a n c is  L . W illia m s ; R . L . 
N ew n h am . T h e  b a n k ru p t  w a s  sw o rn  a n d  
ex a m in e d  w ith  a  r e p o r te r  p re s e n t . T h e  
f irs t m e e tin g  a n d  e x a m in a t io n  of th e  
b a n k ru p t  th e n  a d jo u rn e d  to  J u n e  10.

In  th e  m a t te r  of B e rn a rd  H . B loch, 
B a n k ru p t No. 3013. th e  t r u s te e  h a s  filed 
h is  r e tu rn  sh o w in g  no a s s e ts  a n d  th e  c a se  
h a s  been  closed  a n d  re tu rn e d  to  th e  d is 
t r i c t  c o u r t a s  a  ca se  w ith o u t a s s e ts .

In th e  m a t te r  o f E d w a rd  D e F . A n s te tt ,  
B a n k ru p t No. 3098, th e  t r u s te e  lia s  filed 
h is  r e tu r n  sh o w in g  th a t  th e re  a r e  no 
a s s e ts  in  th e  e s ta te .  T h e  ca se  h a s  been  
closed  a n d  re tu rn e d  to  th e  d is tr i c t  c o u r t  
a s  a  c a se  w ith o u t a s s e ts .

In th e  m a te r  of S am p esll & B loode, e tc ., 
B a n k ru p t No. 2811, th e  t r u s te e  h a s  filed 
h is  final re p o r t  a n d  a c c o u n t a n d  a  fina l 
m e e tin g  h a s  been  ca lled  fo r J u n e  16. T h e  
re p o r t  a n d  a c c o u n t o f th e  t r u s te e  w ill be 
co n s id e red  a n d  p asse d  upon . E x p e n se s  
o f a d m in is tr a tio n  w ill be co n s id e red  a n d  
o rd e re d  p aid , a n d  a  f irs t a n d  fina l d iv i
dend  p a id  to  c re d i to rs , if  possib le .

In th e  m a t te r  of H e rm a n  T e itsm a , 
B a n k ru p t No. 3103, th e  t r u s te e  h a s  filed 
h is  final re p o r t  a n d  a c c o u n t, a n d  a  final 
m e e tin g  of c re d i to rs  h a s  been  ca lled  fo r  
J u n e  16. T h e  re p o r t  a n d  a c c o u n t o f th e  
t r u s te e  w ill be  co n s id e red  a n d  p assed  
upon. T h e  e x p e n se s  o f a d m in is tr a t io n  
w ill be o rd e re d  paid , a s  J a r  a s  th e  fu n d s  
on  h a n d  w ill p e rm it. T h e re  w ill be  no 
d iv id en d s  fo r  g e n e ra l c re d i to rs .

Not a Market To Go Short On.
W rit te n  fo r th e  T ra d e sm a n .

The past week has seen consider
able liquidation in wheat futures, the 
result being that both cash and future 
contract wheat declined. This result 
came through weak foreign markets 
and improved wheat crop conditions in 
the Southwest.

Kansas, Oklahoma and Texas had 
complained about deterioration in 
various sections, but timely rains have 
overcome much of the anticipated loss 
and present indications are a good 
crop will be harvested.

There is plenty of moisture in the 
Northwest, so while the spring wheat 
acreage in the United States is smaller 
than a year ago, its condition is better 
than last year and fully as much spring 
wheat is likely to be harvested, if not 
a small increase this year.

The Canadian provinces as a whole 
are nearly 25 per cent, short of last 
year’s spring wheat acreage, and 
while there is plenty of moisture with 
favorable growing conditions at pres
ent, the wheat was mostly late sown, 
and the most optimistic reports indi
cate that not to exceed 80 per cent, of 
last year’s crop will be harvested; 
some grain men predict a crop of not 
over 300,000,000 bushels, which if cor
rect would show a loss of approxi
mately 120,000,00(1 bushels compared to 
last year.

One of the most bullish factors in 
the present grain situation is the very 
unfavorable position occupied by corn. 
Tlie weather has been continuously 
cold and wet in most of the corn
planting area, and much of this is yet 
implanted, and that in the ground is in 
poor condition, and it will require very 
favorable planting and growing weath
er from now on to make a good sized 
crop; in fact crop experts predict a 
short crop of corn this year, and of 
course high priced corn will result in 
a material increase in consumption of 
wheat both in the form of flour and 
for stock feed. Besides, the sentiment
al effect of high priced corn will influ
ence the price of wheat.

This is not a market to go short on, 
and while in all probability wheat 
will decline more or less during the 
next three months, particularly during 
the heavy movement in August and 
September, yet we believe as high a 
range of prices will prevail on both 
wheat and flour as a year ago; pos
sibly somewhat higher. Much de
pends on the corn crop, as well as 
favorable maturing conditions sur
rounding wheat itself. It appears ad- 
visabl e to keep requirements covered, 
and possibly August and September 
will prove profitable buying periods 
for future delivery; if we have a sub
stantial decline on wheat during that 
time they undoubtedly would, particu
larly with a short corn crop in 
prospect. Lloyd E. Smith.

Holes in Swiss Cheese Affect Its Sale 
Here.

Swiss cheese makers, like many 
other European food manufacturers, 
find the greater part of their pre-war 
business lost to them, due to the 
United States itself producing a large 
part of its requirements in their line.

The most potent factor in taking

away the Europeans’ market was the 
packing of cheese in bars instead of 
round loaves. These bars were found 
to be less wasteful, furnishing a slice 
of the exact size for a sandwich, and 
necessitating the purchase of only a 
small quantity at a time.

The large holes in the imported 
Swiss cheese are an impediment to its 
employment in sandwich making, as 
the buyer of the sandwich thinks he or 
she is being cheated out of the cheese 
which should be in the holes. Granted 
the flavor of the imported cheese is 
much better, how many eaters ever 
find it out? E. A. Nies.

From Michigan To New Mexico.
Pontiac, June 6—I wish to inform 

you that I am about to depart for Las 
Cruces, New Mexico, and would like 
to know if you could mail the Trades
man out there. That is a long ways 
away, but I would be lonesome with
out the good old Michigan Tradesman 
which I have enjoyed so many years. 
I start this week Tuesday and would 
appreciate having your worthy paper 
to read out in the shade of the cactus 
trees in New Mexico. We expect to 
make Las Cruces our home if we like 
it there. Herbert Hamill.

Business Wants Department
Advertisements inserted under this head 

for five cents a word the first insertion 
and four cents a word for each subse
quent continuous insertion. If set in 
capital letters, double price. No charge 
less than 50 cents. Small display adver
tisements in this department, $4 per 
Inch. Payment with order is required, as 
amounts are too small to open accounts.

FO R  E X C H A N G E — F o r  d ru g  o r  g e n e ra l 
.store in  M ich igan , fo r ty - fo u r  a c re  fa rm  
w ith  sp len d id  ap p le  o rc h a rd  in  N . Y. 
f r u i t  b e l t  o r  640 a c re s  w e ll-g ra s s e d  N e 
b ra s k a  lan d . W . I. B en e d ic t, K a la m azo o , 
M ich.___________________________ _______594

F O R  S A L E —S to c k  of g ro c e r ie s , a n  1 
f ix tu re s . D o ing  good c a sh  b u s in ess . 424 
W illow  S t., L a n s in g . P h o n e  N o. 51598.

595
F o r  S a le—C ash  g ro c e ry  a n d  m e a t  m a r 

k e t . S a le s  $50,000. O r w ill sell in te r e s t  
to  m a n  ca p a b le  o f m a n a g in g  b u s in ess . 
O th e r  in te r e s ts  r e q u ire  o w n e r’s  t im e . A d 
d re s s  No. 596, c /o  M ich ig an  T ra d e sm a n .

596
F O R  S A L E —O ne B re c h t ic e  box  9 x l2x  

10% f t .  h ig h , b e a u tifu l o pa l g la s s  f ro n t ;  
one  B re c h t ice m a c h in e , tw o  to n , five 
h o rse  p o w er m o to r. Good a s  new , u sed  
o n ly  tw o  y e a rs . W IL L  S A C R IF IC E  a t  
$800 fo r  bo th . P h o n e  o r  te le g ra p h  B ell 
3469. W . J .  D onald , B a t t le  C ree k , M ich.

597
FO R  SALE!—E le v a to r. B u il t  s ix  y e a rs  

ago. S p lend id  fa rm in g  sec tio n . Io n ia  
co u n ty . N o local c o m p e titio n . P ro f i t 
ab le , g o in g  co n c ern , w ell a n d  fa v o ra b ly  
know n. S n ap  fo r live  m a n . Q u ick  a c tio n  
a d v ise d .. F o r  p a r t ic u la r s ,  a d d re s s  B ox 
24, O rlean s , M ich. 591

F O R  R E N T —T w o fu rn is h e d  c o t ta g e s  
on W ild e rn e ss  B ird  R efu g e , L a ra w a y  
L a k e , C asca d e  ro ad . L . R. G leason , 610 
M u rra y  B u ild in g , G ra n d  R ap id s . 592

O N L Y  M eat M a rk e t—A lso g ro ce rie s . 
S m all to w n ; fine fa rm in g  c o u n try ; u p - to -  
d a te  m a c h in e ry  an d  s la u g h te r  house . 
B ric k  b u ild ing . 20 A cres . D o ing  good 
b u s in e ss . L ock  B ox 3, M orrice, M ich.

586
F O R  S A L E —G en era l h a rd w a re  a n d  im 

p le m e n t s to c k , f ix tu re s  a n d  b u ild ing . 
D oing  a  good  b u s in e s s  in  a  p ro sp e ro u s  
fa rm in g  c o m m u n ity . O nly  h a rd w a re  a n d  
im p lem en t s to c k  in  to w n . E s ta b lis h e d  
tw e n ty - fo u r  y e a rs . F a il in g  h e a lth  c a u se  
o f se lling . A  r a r e  ch a n c e  fo r  a  h u s tle r .  
A d d re ss  N o. 589, c /o  M ich ig an  T r a d e s 
m an^  _  _  ____ 589

O R IE N T A L  A R T IC L E S  fo r r e ta i l  tr a d e . 
P a r t i c u la r s  free . B e ia  Co., L os A ngele s.

____________________ 571

CASH For Your Merchandise)
W ill b u y  y o u r  e n t ir e  s to c k  o r  p a r t  of 
s to c k  o f sh o es , d ry  goods, c lo th in g , f u r 
n ish in g s , b a z a a r  n o v e ltie s , fu rn i tu re ,  e tc . 

LO U IS  LEV IN S O H N , Saginaw, Mich.
P a y  s p o t c a sh  fo r  c lo th in g  a n d  f u rn is h 

in g  goods s to c k s . L . S ilb e rm an , 1250 
B u rlin g a m e  A ve., D e tro i t ,  M ich . 6M
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Palm Olive Deals Some and Other 
Troublous Questions.

(Continued from page 20) 
haps himself—had sold sugar on a ten 
per cent, or five per cent, margin, and 
he had settled in his own mind, with 
no further thought or examination, that 
sugar was always sold that wy.

Consider, Mr. Grocer, that sugar 
makes up from one-eighth to one-quar
ter of your total sales. It depends on 
vour environment and the plan of your 
business. At the smallest it is the 
one most serious item you have 
to watch. At the largest it can make 
or break you. You cannot afford not 
to know all about sugar in your own 
store all the time.

Perhaps it would startle you, you 
who read these lines, if you would stop 
where you are and examine your own 
sugar business in the light of what I 
have just written. One thing is ab
solutely certain: That any study you 
give to it will reveal some weakness of 
which you have not been fully aware. 
So no matter what the actual situation 
in your own store, my hint will not be 
lost—unless you fail to take it.

Grocers are not the only sinners 
against good practice. Recently I 
bought a rubber stamp from a special
ist centrally located. It was ready in 
24 hours and cost 50c.

Desiring to trade with a neighbor
hood man, I ordered precisely the same 
size and plan of stamp when I needed 
a change of wording. After a week of 
waiting, I asked about it. It had not 
come in yet, but would be along in a 
few days. Again I asked. Again an 
excuse was handed me. Two weeks 
after the order was given, I got my 
stamp. The bill was 60c.

Now why, 1 ask you. should I con
tinue to “trade at home?’’ Let us con
sider that neighborhood rents and all 
other expenses generally are lower 
than down town locations and ex
penses. There is no car fare. Life is 
simpler and less costly. Why, then, 
should anybody be penalized because 
he trades with his neighbors? Let us 
take a cue from the chains:

They say they do not care if you 
and I sell goods at the same prices 
they get. What irks them is to have 
you and me sell for less. Now the 
neighborhood man can hope to retain 
trade—mine as well as yours—only, if 
he charges at least no more than down 
town; and only if his service is prac
tically as prompt. I ’d not have mind
ed an extra day’s delay. I sure did 
mind an extra twelve days. You 
would. Anybody would.

Paul Findlay.

Keeping Goods in Stock.
That the present unwillingness of 

most of the leading retailers to pay 
more attention to stocking dress ging
hams in their piece-goods departments 
is costing them, and makers of these 
fabrics, no small sum in lost profits 
was the contention advanced recently 
by an executive of a prominent dry 
goods house. This house handles some 
of the best-known branded ginghams 
made in the United States.

“To my mind,’’ he said, “one of the 
biggest handicaps under which manu
facturers of dress ginghams are work

ing at the present time is the unwill
ingness of retailers to stock any kind 
of merchandise to any extent until the 
demand for it figuratively slaps them 
in the face. That is the case with 
ginghams to-day, and it is costing all 
concerned considerable money.

“This opinion is not the fruit of my 
desire to see ginghams sell better, but 
it is born of the knowledge that hun
dreds of women around the country 
want to buy our goods, and probably 
other lines of fancy ginghams as well, 
but cannot find stores with them in 
stock. I know this because we have 
received within the last several months 
a very large number of letters from 
such women, through our advertising 
department, asking where the goods 
were to be had.

“I will admit that the number of let
ters received from any one city or 
town is small, but the significance of 
the matter is that women are being 
prevented from buying dress ginghams 
in a larger way because of the resist
ance of the stores against stocking 
them. Even more significant is the 
fact that the number of enquiries com
ing to us from prospective consumer 
buyers of ginghams is steadily increas
ing. It is my belief that the time has 
come for retailers to take some cogni
zance of this.”

Raise Underwear Prices.
Announcement was made last ^eek 

by the Appalachian Mills Co. of ad
vances, effective at once, covering pro
duction during the remainder of the 
Fall season. They amount to 25 cents 
a dozen on shirts and drawers and 
boys’ union suits, and to 37*>2 cents a 
dozen on men’s union suits. They fol
low the company’s recent withdrawal 
of its 15-16 pound sub-standard union 
suits.

The action of the Applachian Co. 
was not unexpected, for the tendency 
to increase merchandise prices in 
keeping with higher costs of cotton 
and yarns has been apparent in the 
trade for some time. One of the lead
ing Northern lines was advanced about 
a week ago, and since that time there 
have been indications of impending ac
tion on the part of other producers of 
men’s heavyweight underwear, both 
ribbed and fleeced.

One reason for delaying the expected 
advances on these lines is said to be 
the undersold condition of several of 
the smaller mills, which are apparent
ly willing to continue taking business 
at the old levels in order to cover 
their production more fully. This, how
ever. does not seem entirely to be 
borne out by information from other 
sources, which would indicate that the 
mills, as a whole, are in better shape 
in a business way than is generally 
supposed by buyers. One big Southern 
mill making trade-marked merchan
dise. for instance, now has as much 
volume on its books as on Oct. 1 last 
year.

What About Grandma?
A lady used to be called old at fifty. 

Then she retired into an inglenook, 
work a white cap, and darned stockings.

A London newspaper asks where is 
the grandma of yesterday, and fails to 
find her by the fireside.

A reporter for the paper made out a 
list of seven grandmas he knew and 
went out to find them.

One was in Paris buying frocks. An
other was in the country trying out a 
new sport roadster on a visit to her 
grandchildren. Another was making 
a political speech for her son. Another 
had gone to a matinee, while another 
was buying new valves for her radio 
set. And the last two were having 
haircuts preparatory to the dansant in 
a big hotel.

There has been a good deal of talk 
about young ladies of to-day differing 
from those of yesterday, but what 
about grandma?

Brownell Writes Salesmanship Book
“The Sixth Sense in Salesmanship,” 

from the pen of W. L. Brownell and 
emphasizing the importance of com
mon sense, is off the press and meeting 
with highly favorable comments in the 
business world. It is a plea for the 
salesman that he be understood, also 
an appeal to the salesman that he un
derstand his calling, thus becoming of 
real value to the organization with 
which he is affiliated.

The Brownell publication has al
ready been inspected and endorsed by 
such magazines as “The National Un
derwriter” and “Concrete” ; by Conk- 
lin-Sear-Cohen, Inc., Munn and Com
pany: Dr. J. M. Fitzgerald, vocational 
counsellor; T. Paul Hickey, Detroit 
College of Law; the Kalamazoo Vege
table Parchment Co. and John Tuberty 
of the Kalamazoo City Savings Bank. 
The circulation has already run into 
thousands of copies.

Coming so close on the heels of Mus
solini's remarkable speech of a few 
days ago the action of Primo de 
Rivera in Spain looking toward a re
turn to constitutional government, with 
universal suffrage, looms large and 
significant by contrast with the Italian 
dictator’s funeral sermon over the

democratic theory of government.Mus
solini declared that his successor had 
not yet been born, and made it clear 
that he expected to remain in office as 
long as he lived; De Rivera, after four 
years in office, declares his willingness 
to step down and allow his autocratic 
rule to be supplanted by a new Parlia
ment to be fully representative of all 
classes. Of these two outstanding 
European dictators Mussolini has gen
erally been regarded as by far the 
greater man—more powerful, more in
telligent and more statesmanlike. Yet, 
as matters stand to-day, he is a men
ace not only to the future of his coun
try, no matter how “efficient” he may 
make it at the moment, but to the 
peace of Europe and indirectly, there
fore, to the peace of the world, while 
De Rivera is apparently willing to 
sacrifice personal ambition to the last
ing good of his country. It remains to 
be seen what will come of the well- 
intentioned plan to allow all Spaniards 
to participate in the government. 
Other experiments of the kind have 
been ill-fated, and it may well be 
doubted that a country with so high a 
percentage of illiteracy is ready for a 
full measure of self-government, but 
the move is in the right direction and 
is bound in the end to have good re
sults. The same may not be said of 
Mussolini’s bold challenge to Europe, 
with its violent tone of German Junker- 
kulturc saber rattling.

The old law of supply and demand 
is still operating. If conditions be
come worse farmers will leave the 
farms, the production of grain will 
decrease and the price will be lifted. 
—Charles M. Schwab.

Little progress can be made by 
merely attempting to repress what is 
evil; our great hope lies in develop
ing what is good.—Calvin Coolidge.

Eat, drink and be—bankrupt.

Sales Aids
A package of Uneeda Bis
cuit or Premium Soda Crack
ers helps sell cheese or jellies.
Oysterettes sell a can of 
soup.
Nabisco invites a sale for 
gelatin or preserved fruits.
Give this idea to your 
clerks.

NATIONAL 
BISCUIT COMPANY 

"Uneeda Bakers’



32 M I C H I G A N  T R A D E S M A N J u n e  8, 1927

Rouse Making the Fight of His Life.
Guy W. Rouse is making a desperate 

effort to defeat the ends of justice by 
remaining in California, instead of re
turning to Grand Rapids to stand trial 
like a man. He has retained one of the 
ablest attorneys in Los Angeles and 
proposes to leave no stone unfurned 
to evade trial if possible.

Sentiment of local legal lights is to 
the effect that such a course is the 
worst thing he could do if he expects 
to receive any leniency whatever at 
the hands of the local trial judge. The 
defense he set up in his preliminary 
examination and paraded in the daily 
papers—that he was not in the city 
when the $17,000 specified in the com
plaint was taken—is so flimsy as to be 
positively ridiculous. No one with a 
right slant on the customs of the 
courts would undertake to evade the 
responsibility of his criminal acts as 
he has done, and his defiance of con
stituted authority and his action in 
causing the county so much expense 
to bring him back to face trial will 
necessarily result in the prolongation 
of his sentence.

No sooner was Rouse lodged in jail 
than dozens of men came forward with 
voluntary statements of wrongs they 
had received at his hands. Some of 
the revelations go hack to the days 
when he was a minor clerk in a bank, 
more than twenty years ago. A lead
ing contractor in the construction line 
told how Rouse swindled him out of 
several hundred dollars by misrepre
senting the value of a block of bank 
stock which had not been on a dividend 
basis for some year. Rouse assured 
the owner that the condition of the 
bank was such that no dividends would 
be paid for ' several years. On the 
strength of that statement the owner 
relinquished his holdings at a sacrifice. 
The next day the hank declared a cash 
dividend and announced that the rate 
would be maintained regularly in the 
future. The market value of the stock 
automatically advanced $20 per share. 
This circumstance happened the second 
year Rouse espoused the banking busi
ness, showing that he aimed to figure 
as a Napoleon of finance in the early 
days of his career.

For some years Rouse was Secre
tary and Treasurer of the Mississippi 
Timber Co., a holding organization 
His financial reports were so meager 
and unsatisfactory that the stockhold
ers replaced him with a leading local 
business man. It was then found that 
he was a defaulter to the amount of 
$30,000, although he kept no books or 
records, evidently retaining all the 
transactions of his office in his head. 
Pressure was brought to bear on him 
to disgorge the money he had em
bezzled, whereupon he agreed to make 
up the amount of his looting in $5,000 
payments. He was eight months cov
ering the shortage.

A week ago Saturday Claude Ham
ilton and Robert W. Irwin sent $10,- 
000 to Los Angeles to enable Rouse to 
put up the cash bail required to secure 
his release from jail, where he had 
been confined since the previous 
Wednesday.

After the hearing before the Gov
ernor of California, held at Sacra,-

Retiring and Incoming Managers 
of Lee & Cady

Harry T. Stanton.

William L. Berner.

mento Monday, that official promptly 
affixed his signature to the papers au
thorizing the officers of the law from 
Kent county to take the prisoner home 
for trial, whereupon Rouse’s attorney 
secured a writ of habeas corpus, which 
will hold him in California until Fri
day. In all probability the man 
charged with embezzlement will be 
headed for Grand Rapids Friday eve
ning, accompanied by the five people 
who had to make a trip to the Coast 
to secure their prey.

The Worden Grocer Co. has re
ceived another $9,000 refund from the 
Internal Revenue office, representing 
excess profits taxes paid the Govern
ment as the result of false statements 
of earnings made by Guy W. Rouse. 
This makes $18,333.33 the Worden Co. 
has recovered from this source. Cor
responding overpayments were made 
the State, county and city, but there 
is no law which provides for refund
ing erroneous payments made under 
these circumstances.

In the annual report of the Ameri
can Railway Association attention is 
called to the remarkable decrease in 
losses through freight train robberies. 
The figures for 1926 show a decrease 
of 12 per cent, compared with those 
for 1925 and 89 per cent, compared 
with those for 1920. Among the 
causes given for the improvement are 
the better illumination of railroad 
yards, increases in the number of 
police, greater care in sealing cars and 
insistence on fuller information regard
ing shipments. While all these things 
played an important part in the reduc
tion of losses, the greatest factor has 
been the development of fast freight 
trains, which now carry merchandise 
with the speed and precision of fast 
passenger trains. No stops are now 
made in deserted yards at way stations, 
where lurking gangs in the past were 
able to overpower train crews, pry 
cars open and help themselves at their 
leisure. In addition, the roads hav<- 
organized a better system of follow
ing up robberies. In 1926 there were 
7.500 arrests for these thefts, but the 
efficiency of the police organization is 
evidenced by the fact that more than 
97 per cent, of the cases tried in Janu
ary of this year resulted in convictions. 
The report indicates that merchandise 
in transit over the country has now 
become safer than it is in the streets 
of New* York or Chicago.

Every country has its favorite dish 
which is specially prepared and served 
to diplomats and other notables. Even 
in our late war “favorite” dishes, such 
as “canned Willie,” “gold fish, ’ etc., 
were served. These, however, w’erc 
not very popular among our soldiers. 
Now the nationally knowoi combination 
of pork and beans, made famous the 
world over by New’ Englanders, is ap
parently about to lose caste and to be 
superseded by the delectable though 
often despised sausage. President 
Coolidge considers sausage an indis
pensable part of his breakfast. And 
Lindbergh, our hero aviator, is follow
ing suit. It is hard to believe, though, 
that the “pork and beans” is no longer 
to head the list of American delicacies.



STRENGTH ECONOMY

THE MILL MUTUALS
Lansing AGENCY Michigan

Representing the

MICHIGAN MILLERS MUTUAL 
FIRE INSURANCE COM PANY

(MICHIGANS LARGEST MUTUAL) 
AND ASSOCIATED COMPANIES

Combined Assets of Group
$39,611,125.59

2 0 %  to 4 0 %  Savings Made Since Organization

FIRE INSURANCE-ALL RRANCHES
Tornado—Automobile—Plate Glass

“ Je ll-O  is a registered, 
trade-m arked nam e. No 
other gelatin dessert can 
be called Jell-O* Jell-O 
custom ers are satisfied 
customers and have been 
for twenty-six years*”

AMERICA’S 
MOST FAMOUS 

DESSERT

© 1927, r. Co., Inc.

WHITE BOISE COFFEE
Test it by your own Taste!

You can best sell a product that you yourself 
like best. Test White House Coffee in your 
own home. Compare it with any other high 
grade coffee—bar none! We leave the judg
ment to you. We know you will recommend, 
FIRST, this coffee that is the fruit of 40 
years’ experience in blending and roasting 
the choicest coffee bean the world produces.

T h e F lavor Is R oasted  I n !

DWINELL-WRIGHT COMPANY ZTtZoutTvT
M ichigan D is tribu tors— L E E  &  C A D Y

DIAMOND BRAND CARTON 
CLOTHES PINS

^ M a d e  o f

New England  
W h ite  
B iv c h
Selected -  

'Polished

Cartons of 2 4  Perfect Pin s-

TRADE MARKED QUALITY
O F

The Dia m o n d  M atch C?
S o ld  and/^com m ended b y

ALL LEADING DEALERS



On the Bargain Counter
We have two Ely-Norris safes, similar to the accom
panying illustration, which we wish to dispose of at 
sacrifice sale. They are absolutely burgular proof and 
can be depended to carry any bank or business house 
through the most trying ordeal. The safes are not 
second-hand, but slightly shop worn.

[]

GRAND RAPIDS SAFE COMPANY
Grand Rapids


