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CANDLE
WE CAN SHIP IMMEDIATELY

An approximate inventory o f your candle stocks w ill indicate the styles needed for 
your holiday sales.

To insure your receiving the desired styles at the earliest m oment, your holiday candle 
order w ill receive preferred attention.

If you have delayed ordering your holiday candles, we suggest that you communicate 
with us to-day and receive the benefit o f our prompt service. Place your order with the 
Candle Shops and we will ship the desired styles at once.

r T 'H E  C A N D LES illustrated will sell 
^ quickly at a profit and increase your 

business. These candles justly may be 
called “Holiday Favorites.”

Your attention especially is directed to 
the Dinette Taper. This aristocrat of 
tapered candles meets with enthusiastic 
reception wherever it is shown. In struc
ture it resembles a four-shaft Gothic 
column. It is graceful as the slenderest, 
well proportioned pinnacle. And in 
craftsmanship and refinement, it is sug
gestive of Old World Cathedrals. The 
Dinette Taper is a pleasing departure 
from the ordinary tapered candle.

The bright red Yuletide is greatly used 
for burning in the windows during the 
evenings from Christmas to New Years.
Also, it may be used to add warmth and 
color to home decorations.

W hen you communicate with us or with 
our representative, ask about the attrac
tive Display Chest which is furnished 
upon request with full case orders for 
Dinette and Superla Dinner Tapers.

S T A N D A R D  OIL C O M PA N Y
(INDIANA)

910 South Michigan Avenue - Chicago, Illinois

YULETIDE
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BIRTHDAY OF THE AIRPLANE.
President Coolidge has suggested to 

the Civil Aeronautical Conference th at 
the twenty-fifth anniversary of the first 
flight by man in a power-driven heav- 
ier-than-air machine, which will occur 
next December, should be made the oc
casion of an international conference 
and exhibition. E ntirely  apart from  its 
value in furthering  the application of 
the airplane to comm ercial use, such 
an exhibition should be intensely in 
teresting as a study of aeronautical 
progress since the epochal flight of the 
W righ ts and also as a m eans of com 
paring comm ercial flying in the United 
S tates with that of Europe.

W e seldom realize that the airplane 
is all of twenty-five years old. The 
trem endous impetus given to aeronau
tics by the w ar brought flying suddenly 
to the front and we tend to forget the 
«low and laborious progress made be
tween 1903 and 1914. W e think of the 
airplane, for instance, as a far more 
recent developm ent than the autom o
bile—in reality it is only a younger 
brother. T he two belong to  the same 
generation.

T he b irthday of the autom obile can
not be named with the precision we 
apply to that of the airplane, for early 
experim ents w ith steam  vehicles and 
electric carriages preceded the applica
tion of the internal combustion engine 
to a m otor vehicle. T his was first 
made in France in 1887. Seven years 
later an autom obile race betw een Paris 
and Bordeaux was won by a car which 
m aintained an average speed of fifteen 
miles an hour. In  Am erica develop
m ent lagged. T here  were 300 cars 
m anufactured in 1899, however, and in 
1903—the year of W rig h t’s f l ig h t -  
10,576 were made. T his sta rt the au to
mobile had upon the airplane, but when 
we compare these 10,576 “horseless 
carriages,” with all their lim itations 
and absurdities, w ith the finished and 
ubiquitous product of to-day, it is evi
dent that the autom obile was still in 
its infancy when the airplane was born.

If this comparison should seem to 
indicate that aeronautical developm ent 
has been slower than  th at of the auto

mobile, it is because of inherent dif
ficulties in flying with which the auto
mobile never had to cope. I t  is only 
to-day that the idea of the populariza
tion of the airplane and its application 
to comm ercial purposes has gained any 
real headway. A celebration of the 
tw enty-fifth anniversary of its. b irth  
would fall a t a time when its future 
has assum ed an entirely new aspect and 
when the factors in aeronautical de
velopm ent which are being stressed are 
those which would aid tow ard m aking 
flying the commonplace phenomenon 
which m otoring has long since become.

FULLY U P TO EXPECTATIONS.
R eports on the holiday volume of 

trade are in the main satisfactory and 
indicate that the business in m ost sec
tions equaled, if it did not surpass, 
last year’s total. T he actual statistics 
will show the real results, but it is felt 
that the variations by sections of the 
country are apt to be a little wider 
than usual. On the other hand, where 
seasonal buying, which ordinarily 
comes earlier, has been combined with 
holiday sales new records for the 
m onth are quite likely to be set up.

H oliday shopping closed w ith a rush 
that taxed some stores beyond their 
m eans of accom m odation in certain 
departm ents. A good deal has been 
done to prom ote the cause of early 
shopping, but experiences this season 
would indicate that still m ore m ight 
be accomplished. Furtherm ore, re
tailers m ight also w ith profit, it seems, 
push the tendency to extend the num 
ber of gift lines. T he public appears 
anxious to add new articles to its gift 
list, and yet the retail offerings, in re
sponse, could well cover a broader 
range.

As retailers com m ented favorably 
upon their m ounting sales during the 
week, wholesalers and m anufacturers 
evinced some skepticism. The latter 
found trade very quiet. However, the 
explanation occurs th at w eather con
ditions held up norm al retail volume 
for so m any weeks that the stores did 
not find it necessary to  replenish 
stocks.

Consequently, recent sales volume 
could be excellent in the stores w ith
out the usual reflection in the whole
sale m arkets. For the first tim e in 
many seasons the clearances next 
m onth are apt to be very genuine—- 
that is, from regular retail stocks and 
not from  special purchases made for 
sale purposes. The long spell of warm  
w eather and the inaction of retail buy
ers prom pted m ost m anufacturers to 
observe cautious operating  policies, 
with the likelihood that inventories 
should make a good showing.

General industry has cast off some 
of its lethargy and price firming in im
portan t lines indicates th at the upturn

scheduled for early in the new year is 
in more definite prospect.

THEY TOOK A CHANCE.
E arly next spring, probably much 

too early for success or safety, the 
transatlantic  flyers will get ready for 
the great jum p again. A great many 
persons, rem em bering the tragedies of 
last summer, will try  to prevent a risk 
of life which strikes them  as needless. 
T here  is bound to be some sort of 
regulation of these flights and we may 
expect public clamor to suppress them  
entirely after the first casualties.

W e welcome regulation to prevent 
inexperienced flyers from  taking off 
in inadequate planes on a thousand- 
to-one chance. But to forbid tran s
atlantic flights entirely, as the aviators 
them selves have reason to fear may 
happen, would be a mistake. W e do 
not prevent people from  crossing the 
street, riding in autom obiles or wash
ing windows, although these activities 
result in tens of thousands of deaths 
yearly and have none of the glory of 
discovery to recom m end them.

O ur proudest achievem ents, our very 
lives and civilization, are founded on 
the bones of men who dared to take 
the first step—and slipped. O ur W est
ern frontier m arched forward over the 
graves of the takers of long chances 
who refused to believe they would be 
scalped or eaten by bears—and were 
wrong. K ind-hearted friends wanted 
to prevent Columbus from  steering his 
little ships into the abyss at the edge 
of a flat world. If he had listened to 
them  somebody else would have turned 
the trick instead.

BIG IMPETUS FROM STYLE.
I t is custom ary am ong m any busi

ness men to  place .almost the entire 
blame for the present keen competi
tion and falling prices upon the over
developed p lant capacity of the coun
try —a heritage of the war. No doubt 
this is a fundam ental fault and yet 
two other factors of no little im port
ance are also a t work. One is the 
spread of style to so m any lines and 
the o ther is the surplus of funds which 
is highly favorable to new investm ent. 
I t  m ight even be mentioned that the 
special pioneering tem peram ent of the 
American people has som ething to do 
with the m atter since it is usually never 
satisfied to “let good enough alone.”

O f course, it has been the desire to 
get away from the large production on 
staples that has led to the introduction 
of so m uch in the way of new design 
and color. But in style and research 
we have two sources that can put new 
and very powerful competition into the 
field alm ost over night. And im ita
tion of what is successful adds to the 
struggle. Just how  the situation shapes 
up is indicated by the rem arks of a mill

treasurer. H e said last week: “A m an
ufacturing organization that is not in 
a position to-day to re-equip its plant 
with the latest types of new m achinery 
is a t a distinct disadvantage in these 
days of continual style change.”

THE WEST OUT IN FRONT.
W ith w hat grace it can m uster, the 

East bows to circum stances and falls in 
behind the W est in the Republican 
procession.

So long as Republicans of influence 
refused to take President Coolidge at 
his word and Mr. H ughes loomed up 
as the Em pire S tate’s favorite son for 
1928, the East, despite Hoover, Lowden 
and Dawes, rather shaded the W est 
in political attention. A single day’s 
developments turned the tables—over
turned them, one alm ost feels like say
ing. Mr. Coolidge definitely takes New 
England out of the picture and Mr. 
H ughes does as much for New York. 
T he W est is once more in what, with 
a good deal of reason, it regards as its 
rightful place in the political arena.

But if the East is no longer a R e
publican center of attention, it is far 
from being w ithout interest to the re
m ainder of the country. The w ith
drawal of Mr. H ughes creates a situa
tion which will be watched with in
creasing curiosity as the time for the 
selection of delegates to K ansas City 
approaches. W ill the entire New York 
delegation be uninstructed or will some 
districts choose representatives who are 
outspokenly for Mr. Hoover?

TAX ON INNOCENT IDLING.
Vienna, once the gayest capital of 

Europe, has suffered corresponding de
pression since the war. Starvation has 
stalked in the streets and poverty- 
stricken rioters have demanded bread 
with b itter threats. Now, slowdy win
ning its way back to normalcy, it has 
suffered the c ru d est cut of all. T he 
A ustrian M inister of Finance has de
creed that those who spend their days 
in the cafes m ust pay a tax of 5 cents 
an hour.

H ere is a revolution more significant 
than the Socialist outbreak last sum 
mer, m ore disrupting  to the ordered 
life of the Viennese. The cafe has al
ways been their refuge. It offered the 
opportunity  of endless hours of idle
ness in the m ost delightful atm osphere 
at the price of a cup of coffee o r a 
glass of beer.' Tim e did not exist. But 
now the stop-watch has made its way 
into the cafe and the harassed Vien
nese m ust pay for the privilege of 
doing nothing.

The custom er who buys a ten cent 
roll of tape is entitled to the same 
am ount of courtesy as the one who 
makes a $50 purchase. Do you give 
it to him?
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MEN OF MARK.

Arthur D. Perry, President Foster, 
Stevens & Co.

A rthur D. P erry  was born in Grand 
Rapids, Sept. 30, 1877. H is father was 
a long-tim e dentist of the city. In  his 
later years he changed his occupation 
and acted as m anager of the Gleason 
W ood O rnam ent Co. H is m other was 
a sister of W ilder D. and Sidney F. 
Stevens.

Mr. P erry  attended the public 
schools until he reached the senior year 
in the high school, then he took a 
clerkship in the Old National Bank. 
He remained in this position tw o years, 
when he decided to try  ranch life in 
the cowboy country. H e located on 
a ranch near Beenham, New Mexico, 
and thoroughly enjoyed the eighteen 
m onths he spent in the open. On his 
return  to  Grand Rapids, after an ab
sence of eighteen m onths, he entered 
the employ of Foster, Stevens & Co. 
as errand boy. He was gradually p ro 
moted, as circum stances justified, to 
stock clerk, order clerk, billing clerk, 
book-keeper and assistant credit man. 
O n the death of W ilder D. Stevens— 
Aug. 17, 1927—he assum ed the  m an
agem ent of the credit departm ent. A 
new alignm ent of the officers of the 
corporation was then made, as follow s:

President—A rthur D. Perry.
V ice-President and M anager—M. W .

Gee.
Secretary—J. H arvey Mann.
T reasurer—A rthur D. Perry .
Mr. Perry  was m arried July 23, 1903, 

to Miss Florence Knappen, daughter 
of Hon. Loyal E. Knappen, m ember 
of the U nited States Circuit Court of 
Appeals, and sister of Stuart E. K nap
pen. the well-known attorney. They 
have two children—T hom as Knappen 
and a daughter, Isabel, who is m arried 
and lives at Lynn, Mass. The son, now 
tw enty-three years of age, is a g rad 
uate of the high school of Pasadena, 
Calif., and also on the literary course 
of the W esleyan University, at M id
dleton, Conn., where he received the 
first prize for Greek scholarship. He 
spent the sum m er vacation in his un
cle's law office, which caused him to 
conclude that he would like to  espouse 
the law as a profession. He accord
ingly entered the law departm ent of 
the Michigan U niversity  this fall and 
will devote three years to  preparatory  
work at th at institution. The family 
resides in their own home at 433 M ad
ison avenue.

Mr. Perry  is a m em ber of the Rotary 
Club and the K ent Country Club. He 
owns up to three hobbies — fishing, 
hunting  and autom obiling—but he will 
be so diligently employed in directing 
the destiny of the wholesale house he 
serves as executive that he will have 
little time for play for the next few 
years.

Mr. P e rry  has made the credit end 
of his business particularly a life study, 
under the supervision and constant 
w atchfulness of his uncle, who was 
certainly the ideal credit man. Because 
of the constant effort he has made to  
perfect himself in this branch, he is 
very generally regarded as one of the 
safest and m ost conservative credit 
m en in the State. As a collector he has

developed an ability which evokes the 
comm endation of his friends and the 
surprise of his associates and acquaint
ances.

Mr. Perry  is one of the m ost faithful 
men to his business of which the w riter 
has any knowledge. H e is usually the 
first m an a t the store in the m orning 
and the last to leave at night. H e is 
full of hard work, as well as close ap
plication, and seldom perm its any side 
issue to in terrupt the regular work of 
his departm ent.

Mr. Perry  is a man of pleasant ad 
dress and delightful personality which 
enable him to make friends and hold 
them  indefinitely. D uring his long ap
prenticeship with the house he has 
carefully studied every branch of the 
business, so that he enters upon the

duties of his new position with an ac
curate knowledge of the needs and re
quirem ents of the hardware trade. T hat 
he will make a record which will be 
creditable to himself and satisfactory 
to his associates and the custom ers of 
the house is the confident belief of his 
many friends.

M ayhem Is  Union Threat.
Skulking in a dark doorway, two 

labor-union officers were caught by 
Chicago policemen who were acting 
on a tip received in a raid. The pair 
resisted arrest until one was shot, be
fore they surrendered. One suspect 
was the president of a dental labor
atories’ m echanics’ union. The other, 
a form er chauffeur for one of the most 
notorious beer runners, was the finan
cial secretary of the same union. To

the police they  confessed that they 
were lying in wait to “break all the 
bones in John Kom osa’s hands, so he 
couldn’t scab a t the job any m ore.”

H eaded by W alter G. W alker, 
special assistant sta te’s attorney, the 
police raided the  union’s offices. Be
hind a picture on the  wall the state 
official found the names of three men, 
including Komosa, who had been 
“sentenced” to  have their fingers ba t
tered into uselessness.

The raid and arrests disclosed the 
development 'by labor-union “racket
eers” of a new technique of intimida
tion through the practice of mayhem. 
The readiness to break a hand or to 
maim the intended victim in some 
other m anner calculated to destroy 
his utility, Mr. W alker learned, is now

favored by the bulldozing fiends as a 
more terrifying m ethod of intim idation 
than slugging, bom bing or m urder. 
T hey believe the liability of starving 
through inability to  earn a living will 
effectually compel workm en to  pay 
tribute  to the unions.

Suit Vogue Looks Promising.
E arly  interest shown in women's 

spring suits is described as gratifying 
by m anufacturers. T here  is reason to 
believe, they said, that these styles will 
stage a real “com eback” during the 
new season. Both tailored and sports 
types are being featured. A strong  
effort is being made to center attention 
on the better grade merchandise. I t  is 
feared that if the 6uying of suits be
comes a price proposition, the antici
pated vogue will die an early death.

Candy Industry Expands.
Senator F rank P. Croft, head of 

Croft & Allen, candy m anufacturers, 
says it is estim ated th at the industry 
would pass the half-billion dollar m ark 
next year, exceeding all previous 
records in production and consum p
tion, and1 that as a result earnings and 
dividends should reach new high 
records.

T here  has been a great expansion in 
the business since prohibition went 
into effect, and with stable sugar 
prices assured for some time, expan
sion is in order, Mr. Croft said.

“To get some idea of the develop
m ent during the last ten or twelve 
years,” he said, “the figures of 1914 
to 1925, the latest issued by the De
partm ent of Commerce, are decidedly 
interesting. In  the form er year the 
consum ption reached a to tal of $153,- 
685,000 of m anufactured candy, against 
$379,081,000 in 1925, or more than 
doubled consum ption in eleven years. 
Chocolate candies in 1914 amounted to 
$35,713,000 and in 1925 to  $106,642,000, 
or trebled.”— N. Y. Times.

Detroit “Hot Dog King” Dead.
Death has taken John M. Colquhoun. 

D etroit's one-time “hot-dog king”—as 
he was affectionately called—who was 
the confidant of many men who now 
or millionaires. A few m onths ago, 
when a police regulation forced frank
furter wagons from  the streets, H enrv 
ford, a friend of Colquhoun, purchased 
the wagon in which he had gained the 
first dollars of bis fortune. I t rests 
am ong other ancient vehicles in the 
Ford Museum at Dearborn.

W hen ford was an engineman with 
the Edison Company th irty  years ago, 
he frequently ate at Colquhoun’s 
wagon and drew in pencil on the coun
ter designs of the “horseless carriage” 
he was try ing  to invent. Colquhoun 
later helped finance ford  in building 
his first crude automobile.

Business Philosophy.
W hen the trade isn’t buying and 

salesmen feel that crepe is hanging 
on the door of every office they visit 
it is easy to reach the conclusion that 
the whole business structure is ready 
for the junk heap.

The trouble is, we think in term s 
of m onths instead of years.

This thought has often occurred to 
the w riter: H ow  m any of us would 
dare to write down w hat the United 
S tates will be fifty years from now? 
W ould not our descendants smile 
when they compared our predictions 
with the reality?

Probably none of us would dare to 
be as optim istic as the reality will 
prove to be. W illiam  Feather.

Leatherette Raincoats Lead.
T he outstanding item  in the wom en’s 

raincoat field this season, and one that 
prom ises to lead for spring, is the 
leatherette garm ent. T his m erchan
dise has sold well to  both misses and 
women and is credited with having 
become a staple in low-priced ra in
coats. Reorders com ing through now 
indicate the coats will be strongly feat
ured as gift items. B right colors are 
stressed in practically all of the g a r
m ents, contrasting  piping also being 
employed.

Arthur D. Perry
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Belief of the Indian in a Diety.
Grandville, Dec. 27—A t this tim e of 

year the soul of m an takes cognizance 
of his spiritual welfare and for a brief 
time scans his past life and goes into 
conference with his inner self to ascer
tain how far he has fallen short in his 
l fe journey.

“D ust thou art, to dust returneth  
was not spoken of the soul.” H ow  
strongly comes this adm onition of the 
poet. Very few inhabitants of our 
earth are ready to fall to a heap of 
ashes and say this is the end.

W hen I was a  lad we had for neigh
bors a large num ber of native A m eri
cans, otherw ise Indians. And what 
sort of people were these, think you? 
Not bestial heathen, by any means, 
even before the white missionary 
found entrance into the wilderness 

and sought the conversion of believers 
in the Great Spirit.

A bit of verse of that day has never 
been obliterated from  memory. In  the 
good old Sanders school reader was 
this: “Lo the poor Indian, whose un
tutored mind sees God- in clouds and 
hears him in the wind.”

W hat a sad, disconsolate being was 
that redman who was so ignorant he 
had no m eans of finding an infinite 
being except through the m anifesta
tions of N ature!

I have thought since that time that 
many of the superior race m ight learn 
from the ignorant Indian the opening 
way to  a personal com m unication w ith 
the God of the skies.

As I grew  older I studied the m ean
ing of the poet sighing over the ignor
ant redm an and wondered why the 
wdiite m an had not thought to take a 
few lessons in spirit lore from the na
tive of the woods, who had been out 
in the fields with God from  infancy 
to old age. If he could learn nothing 
from this person then he m ight better 
cast m an-m ade books of superior 
wisdom into the flames and go through 
the world haphazard thereafter.

The poor Indian saw God' in clouds 
and heard H im  in the winds. W here 
better could he find H im ? The light
ning’s red flash, the thunder’s roar and 
the onrushing hurricane were not of 
m an’s invention, but came from that 
higher power which all nature spreads 
out to be read of all m ankind.

The great M anitou of the redm an 
was as real a God to him as has been 
the God of the Bible to the civilized 
white man of m any ages. Have we, 
then, a right to doubt the sincerity of 
Indian worship of a divine power; have 
we even a justification in saying that 
it is because his mind is untutored that 
lie sees God in nature ra ther than 
from a printed page?

W e white people have much to learn 
e-e we m ay be expected to know it all, 
and it m ight be that m odesty would 
be becoming sometimes when dealing 
wi*h the natives of the great woods.

I wonder how m any of the T rades
man readers have gotten out in the 
fields and woods with God and made 
a study of the wonders of nature.

There was once an Indian burying 
eround at Muskegon. M any of the 
early aborignes were buried there, and 
as a boy I have contem plated the 
graves and wondered where and how 
the ignorant redm an learned so much 
about caring for their dead.

The Indian would no m ore think of 
undertaking a great stunt, such as 
hunting, rafting  o r seeking news of a 
lost traveler, w ithout consulting the 
‘meat M anitou than the m ost devout 
Christian would go about his daily life 
routine w ithout orayer.

Infidelity never found food for exist
ence am ong the annals of the redmen 
of America. The untutored m ind of 
the Indian had m et God so often in 
the open spaces he had no necessity 
for seeking inform ation from a printed 
book. In  fact, the g reatest book in 
the world is the book of nature un
rolled to m an’s inspection w ithout let 
or hindrance.

T h e  wonders of nature are certainly 
powerful enough to confound skeptics 
and rear the throne of the A lm ighty 
beyond reach of the sacreligious hands. 
H ow  m uch one m ay learn who will 
consult the verities th at a g reat all 
power has spread out for their exam 
ination.

'Standing one autumn ¿ a y  near the 
bank of one of M ichigan’s inland lakes, 
with num erous " ian t forest oaks as a 
cover, I stooped and gathered  a few 
small acorns in my hand, exam ining 
them  carefully. Small they were, 
scarcely larger than the end of my 
thumb, yet they were the seeds of the 
giant black oak, m any of which tow er
ed sixty feet in the air, and of a cir
cumference which could not be circled 
by m y arms.

As I gazed up a t the broad-spread
ing tops, noted the massive trunks and 
hardness of the wood, I marvelled that 
such giant trees were once m ere 
acorns not bigger than a small pebble 
by the lake shore.

“Tall oaks from little acojns grow .”
Let us consider this fact for a m o

m ent and ask how do they grow? W ho 
am ong you can tell us how a mere 
seed can become in time a g iant tree? 
T here is so little we know about the 
wonders of nature th at puny man has 
no call to stru t his brief space here on 
earth  and pretend to tell how and when 
all this wondrous creation came about.

A small m uskm elon seed, hidden 
away for years, finds daylight at last. 
T he gardener goes forth and plants 
this sm all seed in the ground. W ind, 
rain and sunshine furnished by nature 
sends little sprouts upward, a vine be
gins trailing across, the ground, follow
ed by blossoms which later develop 
into splendid yellow fruit.

T hat one seed will produce from one 
to  several full grow n m elons a t the 
end of three m onths, and each melon 
reproduces seeds to the am ount of 500 
or more in this one summer. M arvel
ous, is it not, that this small seed re
produces itself in this short space of 
time more than one thousand times.

How do you account for it?
T h ere  is no explanation except a 

provision of what we term  nature, and 
that nature has been the God of poor, 
ignorant natives since the world be- 
gan. Ignorant, yes, bu t how much 
more wise are the white people who 
count them selves lords of creation?

Old Tim er.

Voltaire Said of Time:
Tim e is of all th ings in the world 

the longest and shortest, the quickest 
and the slowest, the m ost minute and 
the greatest, the m ost neglected and 
the m ost regarded, w ithout which 
nothing can be done, which devours all 
that is little and gives perm anent life 
to all that is great.

“N othing is longer than time, be
cause it is the m easure of eternity. 
N othing is shorter, because it is in
sufficient for all our plans.

N othing is slower for him who 
waits, nothing m ore rapid for him who 
enjoys.

“Tim e stretches out into the infinite 
in greatness and it is infinitely divisible 
in littleness.

“All men neglect time, all regret its 
loss. N othing can be done without 
time. I t wipes out all th at is un
w orthy of posterity and imm ortalizes 
g reat things.”

Hot Cream Tomato Bouillon.
Mix one or two ounces of tomao 

nectar o r tom ato bouillon with a pinch 
of bi-carbonate of soda, add a small 
piece of fresh bu tter and fill the cup 
with hot w ater or hot milk. Top with 
unsweetened whipped cream. Serve 
with salted crackers.

IDE-AWAKE
merchants are always well stocked 
to meet the ever increasing demand 
for Royal Baking Powder and keep 
it prominently displayed.

Call attention to the 
purity and reliability of 
Royal and you will in
crease your sales and 
profits—a sale of Royal 
means the purchase of 
other baking ingredients.

Royal Contains No Alum -
Leaves No Bitter Taste!

NOTHING TREADS AS SILENTLY 
AS TIME - HAVE YOU 

MADE YOUR WILL ?

GRAND RAPIDS TRUST CO.
Grand Rapids, Michigan
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MOVEMENTS OF MERCHANTS
K alam azoo—T he Donohoe M cQuaid 

Sales Co., 472 W est Main street, has 
increased its capital stock from $25,000 
to  $35,000.

Maple Grove— V. K. Brum m  has 
sold his stock of general m erchandise 
to W . C. Clark, who will continue the 
business a t the same location.

M artin—W illiam  Shepherd, under
taker here for the past 40 years, has 
sold his stock to G rant Chaney, of 
Hesperia, who will continue the busi
ness at the same location.

Kalamazoo— Gerald E. Van Avery, 
druggist at W est North street and 
North W estnedge avenue, has rem od
eled and modernized his store building, 
thus adding additional floor space.

Gobles— E. J. Merrifield has sold his 
store building and hardw are stock to 
R. N. C urtis & Co., who will continue 
the business under the m anagem ent of 
Bob Curtis, southpaw  baseball pitcher.

Kalamazoo— T he Industrial Finance 
Co., 416 South W estnedge avenue, has 
been incorporated with an authorized 
capital stock of $150,000, of which 
am ount $50.000 has been subscribed 
and $11,022 paid in in cash.

Bridgm an — The B ridgm an Supply 
Co. has been incorporated to  deal in 
building supplies a t wholesale and re
tail, with an authorized capital stock 
of $90,000, all of which has been sub
scribed and $75,000 paid in in cash.

M arshall—T he M arshall Ice & Fuel 
Co., 513 W est M ansion street, has 
m erged its business into a stock com
pany under the same style, with an 
authorized capital stock of $10,000, of 
which am ount $6,850 has been sub
scribed, $2,375 paid in in cash and 
$2,100 in property.

Manufacturing Matters
Big Rapids—T he H anchett Swage 

W orks has changed its name to  the 
H anchett M anufacturing Co.

Niles—The O riginal Cabinet Corpo
ration, Lock Box 236, has increased 
its capital stock from  $50,000 to $75,000.

B ig Rapids— T he M achinery Co. of 
Am erica, has changed its nam e to the 
Covell-H anchett Co., 906 N orth State 
street.

D etroit—T he Joseph E. B arre tt Co., 
12416 Cloverdale avenue, m anufacturer 
of ovens, conveyors, etc., has increased 
its capital stock from  $5,000 to $50,000.

H om er — T he Van Camp Packing 
Co., of Indianapolis, Ind„ which re
cently purchased the plant of the 
Campbell C ream ery Co., a t this place, 
is financing farm ers in Calhoun county 
to increase their herds of cows.

D etroit—Fire  Doors, Inc., 5930 Com
m onwealth avenue, has been incorpo
rated to  m anufacture and sell fire doors, 
w ith an authorized capital stock of 
$10,000, of which am ount $1,000 has 
been subscribed and paid in in cash.

Cover Flour Reouirements For Next 
Months.

T he price of wheat has held1 rem ark
ably firm in the face of a large crop 
and com paratively heavy receipts. T his 
condition is probably due to the fact 
there is considerable off grade wheat 
this year, which also accounts for 
ra ther heavy prem ium s for the choicer 
grades, and undoubtedly these prem 

iums will be well m aintained for some 
time to  come.

The figures given out 'by the Gov
ernm ent indicate we produced five 
hundred and fifty-two million bushels 
of w inter w heat this year against six 
hundred and twenty-seven million 
bushels last year, and a spring wheat 
crop of three hundred and nineteen 
million bushels this year compared 
with two hundred and four million 
bushels last year, so that while the 
w inter wheat crop is seventy-five mil
lion bushels less than a year ago the 
out-turn of the spring wheat crop is 
one hundred and fifteen million bushels 
greater, m aking the total out-turn  of 
w inter and spring wheat this year 
eight hundred and seventy-one mil
lion bushels, o r forty  million bushels 
more than a year ago.

W inter wheat acreage sown th is fall 
totals forty-seven million, eight hun
dred ninety-seven thousand acres, 
com pared with forty-three million, 
four hundred and sixty^five thousand 
in the fall of 1926; a gain in acreage 
of nearly four and one-half million 
acres over last year. The condition 
this year is placed at 86 per cent., 
against 81.6 per cent, in 1926, and 84 
per cent, for ten year average, so that 
both acreage and conditions are favor
able for a large crop in 1928, and are 
a bearish influence of course.

V ery naturally, no conservative buy
er would care to place too much 
credence in a condition report this time 
of the year, as there is alw'ays more 
or less w inter killing, and  it will be 
difficult, in fact practically impossible, 
to  m ake a reliable estim ate of next 
year’s out-turn  based on a December 
condition. The April report on both 
condition and acreage will afford a 
much more reliable basis for estim at
ing the out-turn  of a grow ing winter 
wheat crop. A nother thing, the Gov
ernm ent estim ates of this year’s crop 
have not taken into consideration the 
poor quality wheat, or the am ount fed 
to  stock, both of which represent 
quite a considerable sum. M ore o r
derly m arketing on the part of the 
producer is another factor that m ust 
be considered.

W e do not believe in h igher prices 
for wheat or flour, for with present 
prospects the price is plenty strong 
enough. Consequently, it does not ap
pear advisable to buy heavily for a 
distant delivery. A better policy ap
parently, and the m ost logical one, is to 
purchase sufficiently to  cover require
m ents for not over a couple of months.

T he trade m ust always bear in mind 
the opinions herein expressed are per
sonal and individual. They are merely 
inform ative and not advisory and 
should be treated accordingly.

Lloyd E. Smith.

New Jersey Needle Shipper Busy
Again.

Vicksburg, Dec. 27—W e recently 
received a package containing 3,000 
needles from J. A. Coates & Sons, 
Limited, of E ast O range, N. J. These 
needles were not ordered by us, but 
were sent by the company. W hat 
would you advise?

Carvell & W oodruff.

M uskegon H eights, Dec. 27—W e 
read your Michigan T radesm an and 
also the I^ealm of Rascality, which is

worth the price alone for our inform a
tion.

iWe have received a package again, 
as we did last year in December, which 
contained needles from  J. A. Coates 
& Sons, E ast Orange, N. J. L ast year 
in December, 1926, we opened the 
package by mistake. W e repacked it 
and sent it back, with insured postage. 
W e did not ask them  to reim burse us 
for the postage and cost of insurance. 
W e iust let it go. Now we have an
o ther unordered shipm ent sent to  us. 
It contains needles and we wrote to  
them if they did not send us 50 cents 
in postage or in m oney to  pay us for 
our trouble, that after fifteen days we 
would charge them  5 cents per day 
for storage and th ir ty  days is the 
limit, bu t they sent us only 17 cents 
for postage in stamps.

W hat shall we do? H ulka Bros.

The shipm ents of needles referred 
to in the above letters is in keeping 
with hundreds of needle shipm ents 
which have been made into the State 
without authority. T hese people are 
very cunning and unless you are care
ful they will catch you napping. You 
will soon receive a call from a woman 
who will describe a  needle she bought 
from you some time ago and ask for 
another package. T he description will 
tally with the needles you recently re
ceived from East O range and possibly 
some clerk, w ithout thinking, will ex
tract a package from the  shipment. 
T hat will make you responsible for the 
entire shipm ent, so go slow in tam per
ing with the package in any way. In 
the m eantime drop the shipper a line 
that you will re tu rn  the  goods upon 
receipt of a dollar to  pay you for the 
trouble and expense and stand pat on 
that plan. This is th e  only way you 
can break up th is nefarious system.

Facts.
Studies by insurance actuaries in

dicate that the potential value of a 
new-born baby is $9,000 and that a 
boy at the age of 15 is worth in ex
cess of $25,000 to society.

Arab pilgrims to Mecca and Medina 
this year arrived in num bers by m otor 
cars—m ostly made in D etroit— instead 
of by camel. Mecca has ice machines 
and electric light but rem ains undis
covered by movie agents.

Scott’s ship Discovery, back from 
another Antarctic voyage, reports pass
ing an iceberg near the Orkneys^ that 
was thirty-five miles long and averaged 
150 feet in height.

Blubber is now believed to be the 
equipm ent that enables whales to w ith
stand the pressure of great sea depths. 
Late observations record Greenland 
specim ens that took 700 to 800 fathom s 
of line straight down.

E lephants trained in the Belgian 
Congo governm ent school a t Api 
bring about $2,500 at auction. A pair 
can plow two and a half difficult 
acres in a m orning.

Rota sums up in Rome its m atri
monial readjustm ents: Out of a total 
of fifty-five cases, decision favored an 
nulm ent in tw enty-eight; of these, 
fourteen concerned rich and the  other 
fourteen poor couples. T he cost of 
those unable to pay absorbed all the 
fees paid by the well-to-do.

This is the plowing season in the 
Valley of Roses in Bulgaria, but no 
plowing is being done near Kustendil, 
ground th§ bushes that produce the

famous a ttar, for the peasants are pre
occupied with the fact that oil has been 
struck there.

'Out of 800 feature films shown 
throughout Great Britain in the past 
year, 720 came from the U nited States. 
U nder the quota system  there should 
have been 90 British pictures, but less 
than 40 had been made.

It is theoretically impossible for 
hybridization to produce blue in a 
flower th at is naturally  yellow and 
red, but A. S. Sabbe lately exhibited 
at H orticultural Hall, London , a 
dphlia that was “a bluey-mauve that 
turned deep blue after sunset.”

Despite the rise of self-icing re 
frigerators the m anufacture and dis
tribution of artificial ice in blocks has 
become the ninth industry  of the 
country. Yet only 40 per cent, of 
America’s homes use ice.

Pineapple Pack in Hawaii Will Be 
Reduced.

Ripening of w inter pineapple has 
been retarded by weather conditions in 
Hawaii and the crop will be under 
th at of the previous pack, a cabled re
port to  the D epartm ent of Commerce 
from the secretary of the Honolulu 
Chamber of Commerce, E rnest B. 
Clarke, states.

The full tex t of the report follows:
H eavy rains and low tem peratures 

in Hawaii during Novem ber, although 
causing no great damage to the sugar 
cane crops, are said 'to have retarded 
som ewhat the ripening of w inter pine
apples and made fields too m uddy for 
harvesting.

The Association of Hawaiian P ine
apple C anners now estim ate that the 
present crop will be about 250,000 cases 
less than the previous pack, or about 
8,700,000 cases. T h is is about 800,000 
cases below the first estimate.

Gross returns for sugar and pine
apples in 1927 will probably reach a 
total of $110,000,000.

New Fruit a Great Success.
The Seneca is a new variety of 

sweet cherry which was developed at 
the New Y ork State Agricultural E x 
perim ental station, is regarded by hor
ticulturists as a great success. The 
last crop was the sixth which has been 
gathered and th is  year it ripened much 
earlier than any  other. I t  was two 
weeks ahead of the Black T artarian , 
which has held the front as a favorite 
for some years, and the likelihood is 
that it will in a great m easure supplant 
the Tartarian . T he fru it is luscious 
and of pleasing appeararice and it will 
make a desirable one for the fruit 
stand business. T he new variety is 
regarded as a distinct contribution to 
the fruit industry.

Scarf Demand Shows Improvement.
T he demand for wom en’s scarfs has 

shown considerable im provem ent late
ly. The square types have stood out 
in the preference of m any buyers, con
siderable attention being given to hand- 
blocked, printed and tippled designs on 
radium  and crepe. T here is, however, 
a grow ing call for oblong and triangu
lar shapes, which are expected to take 
quite well for the holiday season. 
B right shades and m any-toned color 
combinations, g,re stressed in gjt of the 
designs.
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Essential Features of the Grocery 
Staples.

Sugar—Jobbers hold cane granulated 
at 6.45 and beet granulated a t 6.25.

Tea—T h e  business done in tea dur
ing the last week has not been very 
heavy. Buyers’ attention is m ostly 
attracted  by  o ther things. Business is 
so dull that some holders say that they 
will shade prices, although with not 
very much result. Prices show no 
particular change for th e  week. E very
thing desirable is maintained. Stocks 
on spot are comparatively small. The 
prim ary m arkets continue firm.

Coffee—O n the whole the m arket for 
Rio and Santos coffee, green and in a 
large way, has been ra ther steady dur
ing the past week. There has been a 
show of firmness from Brazil, which 
has had some little effect. Brazilians 
are desperately attem pting  to  m aintain 
the m arket in spite of the large coming 
crop. Prices on all grades of Rio and 
Santos are about where they  were a 
week ago. U ndoubtedly the undertone 
of the m arket is still soft. Milds con
tinue firm, with the  tendency to ad
vance, owing 'to com paratively light 
stocks.

Canned Fru its—'The retail move
m ent of fruit is eating holes into stocks 
and it is only a question of time be
fore the wholesale m arket will show 
the effects of th is trading by neces
sitating expensive replacem ents either 
from first or second hands. T he out
standing fruit is apples, which are 
sparingly offered by canners in all dis
tricts, and where buyers have covered 
a part of their requirem ents they are 
liquidating cautiously as they  are not 
sure they  will be able to make replace
m ents on a favorable basis.

Canned Vegetables— In face o f no 
heavy buying, tom atoes have advanced 
and the low level of the season' seems 
to have passed for good. T w os have 
been the big seller and they  have car
ried the other sizes with them , while 
10s have gained in value because of 
healthy buying interest and  lack of 
sales at discounts. Corn and peas have 
been in the background as wholesalers 
have goods of their own for their rou
tine outlets, and they are not interested 
in factory shipm ents, either prom pt 
o r  after January  1, when they  cannot 
get insidte prices to  serve as an  incen
tive.

D ried Fruits—A  favorable outlook 
for January  has been created by the 
developm ents in dried fruits on the 
coast during  the curren t m onth. Pack
ers have shown their confidence in the 
m arket by  refusing to unload at sac
rifice prices, while d istributors have 
not overburdened them selves with 
heavy purchases and have not a large 
volume for coast shipm ent after the 
turn of the year. Earlier purchases 
have been liquidated, and  there is more 
incentive to  stock up on the coast 
when; the m arket is hardening than 
when selling is forced am ong packers 
and low prices are the  rule. Dried 
fruits are still relatively cheap, assur
ing wide consum er dem and at a sea
son of th e  year w hen retail channels 
norm ally are opened to their widest 
extent. ¡While the spot m arket all 
week has been quiet it has shown a 
firm undertone and gains in prices of 
California prunes, pears and  apricots

had previously im proved and the lag
gard, prunes, finally caught up to  the 
leaders. T he popular sizes of C alifor
nia packs have been the first to be ad
vanced, but the sm aller sizes are fol
lowing suit.

Canned F ish—Fish packs have been 
featureless all m onth and were es
pecially so during the past week. As 
spot pink salmon is relatively cheaper 
than on the coast it is picked up here 
and can be had in small blocks at 
favorable prices, as holders are willing 
to move unim portant parcels to hold 
their trade, but on large blocks would 
turn down bids which they accept on 
pick-ups for actual needs of their cus
tom ers. Chum s are so scarce that they 
are easily maintained. Reds are al
m ost com pletely forgotten for the m o
ment. Maine and California sardines 
have been quiet, while there has been 
no im portant buying interest in any 
of the o ther fish packs.

Salt Fish—¡The mackerel m arket is 
where it was a week ago. Small sizes 
are weak, because there are too many 
of them  for the dem and L arger sizes 
are not so abundant and are  firm and 
w an ted  Dem and is not big, but will 
be much better after the first of the 
year. O ther salt fish unchanged.

Beans and Peas—'The only firm 
thing in dried beans is pea beans, 
which are steady to  firm at unchanged 
prices. The rest of the line is about 
unchanged and not wanted. Peas are 
in buyers’ favor on everything except 
pea beans. Blackeye peas are quiet 
and unchanged.

Cheese—¡The demand for cheese for 
holiday outlets was larger than usual, 
showing the widening in trade each 
year for the types which are especial
ly suitable for the occasion. Stocks 
of domestic and foreign cheese are 
m oderate and a firm tone is noticeable.

Olive Oil—¡The olive oil m arket is 
made firmer b y  the recent advances in 
Spain and by an equally firm under
tone in the Italian pressing centers. 
L ight arrivals of new crop have come 
in but there has been no sharp in
crease in working stocks, and im port
ers see no reason for disturbing their 
quotations as the am ount of carryover 
is usually light. T he movem ent con 
tinues good1 as prices a t retail are on 
a popular basis.

Rice—Business all week has been 
restricted, but a renewal of buying in
terest is anticipated, as there has been 
a m oderate turnover for several weeks, 
but, meanwhile, the m arket has im
proved in tone on the spot and at 
Southern points. Mills are inclined 
to anticipate advances and they have 
not been free sellers as they have cur
tailed their production and do not have 
extensive supplies on hand for prom pt 
shipment.

Syrup and M olasses—'Business in 
New O rleans molasses i9 light and in 
consequence the  m arket is quiet and 
dull. Very little will be done until 
after the first of the year. T he dull
ness has not weakened prices, in fact, 
some holders have advanced fine 
grades of m olasses as much as 3 cents 
a gallon. T he m arket is undoubtedly 
strong  in spite of the dullness. Sugar 
syrup is quite, with few buyers taking 
any interest. T here is no pressure to 
sell and the m arket is steady. A bet

ter business is expected after the first 
of the year. Compound syrup is dull 
and unchanged.

Review of the Produce Market.
Apples— Shiawassee and W olf River 

$1.75@2; Baldwins, $2.25@2.50; N o rth 
ern Spys, $2.50@3; W estern  Jon a th 
ans, $2.75 per bu.

Bagas—'Canadian, $1.75 per 100 lb. 
sack.

Bananas— 7j/£@8c per lb.
Beets—$1.50 per bu.
B utter—The demand for fine cream 

ery butter has been excellent during 
the entire week. Receipts are very 
heavy and consequently the m arket has 
been weak throughout with a lc de
cline in price. U ndergrade butter is also 
in ra ther good1 supply and is selling 
to some extent. Jobbers hold June 

packed at 42c, fresh packed at 48c, and 
prints at 50c. T hey pay 24c for No. 
1 packing stock and 12c for No. 2.

Cabbage—$2 per 100 lbs.
C arrots—$1.25 per bu.
Cauliflower—$2.50 per doz.
Celery—25@60c per bunch accord

ing to size; E x tra  Jum bo from De
catur, $1.25.

Celery Cabbage—$1 per doz.
Cocoanuts—$1 per doz. or $7.50 a 

bag.
C ranberries— L ate H ow es command 

$9.75 per bbl. and $5 per lA  bbl.
Cucum bers—Indiana hot house, $2.50 

@2.75.
Dried Beans—M ichigan jobbers are

quoting as follows:
C. H. Pea Beans ______________ $5.65
Light Red Kidney _____________ 7.75
D ark Red Kidney _______________ 7.50

E ggs— Receipts of fresh continue to 
increase in volume, in consequence of 
which jobbers have reduced their pay
ing price 2c per doz. Local jobbers 
pay 38c for strictly  fresh. Cold s to r
age operators are playing out their 
supplies as follows:
April f i r s t s __________________32c
April seconds __________________ 28c
Checks __________________________ 25c

Grapes— Calif. E m perors, $2.50 per
crate.

Grape F ru it —  Florida commands
$4.50@5 per crate, according to size 
and grade.

Green Onions------- Chalotts, 90c per
doz.

Lem ons— Quotations are now as fol
lows:
300 S u n k is t____________________ $8.50
360 Sunkist _____________________ 8.50
360 Red B a l l_____________________ 8.00
300 Red Ball ___________________ 8.00

Lettuce — In good demand on the 
following basis:
California Iceberg, 4s, per bu.__$4.00
H othouse leaf, per b u . __________ 1.75

Onions—Spanish, $2.75 for 72s and 
50s; home grown comm and $2 for 
white or yellow—both 100 lb. sack.

O ranges—Fancy Sunkist California 
Navels are now on the following basis:
100 ____________________________ $5.00
126 ______________________________5.75
150 ____________________________  6.75
176 ____________________________  7.25
200 ___________________ - ________ 7.25
216 ____________________________  7.25
252 ______________    7.25
288 _____  6.50

Red Ball, 50c cheaper. All sizes of 
Floridas are selling at $6.

Peppers— Green, 50c per doz. 
Potatoes — T he m arket is dull and 

quiet on the  basis of $ 1@1.10 per 100 
lbs. over the State.

Poultry—W ilson & Company pay as
follows this week:
H eavy fo w ls ____________________ 22c
L ight f o w ls _____________________  15c
Heavy b ro i le r s ___________________ 24c
Light W . L. B ro ile r s____________ 16c

Radishes—35c per doz. bunches for 
home grow n hot house.

Spinach—$1.25 per bu.
Squash—'Hubbard, 4c per lb.
Sw'eet Potatoes—$1.75 per ham per 

for kiln dried stock from Tenessee.
Tom atoes—$3.25 for 10 lb. basket of 

hot house; $1.65 per 6 lb. basket from  
Calif.

Veal Calves—¡Wilson & Company 
pay as follows:
Fancy _______________________  16j4c
G o o d _________________________ 14 Yi c
M e d iu m ________________________  13c
Poor __________________________  10c

Tell the Consumer the Truth.
Recently a housewife went into a 

high-class grocery store and m arket 
of one of Chicago’s well-known 
suburbs, and asked for a dozen eggs. 
“ Fresh eggs are 70 cents but we have 
some storage eggs just as good in 
quality for 45 cents,” was the reply of 
the clerk when asked about price. W e 
need m ore retailers telling this true 
story to the consumers.

There is no reason why a storage 
egg, if a good egg when placed in 
storage, should not come out of s to r
age in just as good condition as it 
was when it went into storage. There 
is also no reason why the average 
fresh egg should be better. The fresh 
egg goes over the same route in a m a
jority  of cases and takes even a longer 
route to reach the consumer.

Prejudice is the factor to be over
come. A campaign of education based 
entirely on egg quality and the ex
cellences to be looked for in a good 
egg is needed. Consumers can be 
taught to demand a good egg and not 
ask w hether or not it is a fresh egg or 
a storage egg. The value of cold 
storage to the Nation is that by it we 
can have good quality food products 
throughout the year.

To maintain the faith of this local 
grocer it is the duty of all storers of 
eggs to see that none but good eggs go 
into storage.

Use Clothes Pins For Advertising.
H ere is a new way in using clothes 

pins in connection with advertising. 
A retail dealer found he secured bet
ter returns from distributing hand
bills in an out of the ordinary way. 
Several boys were given bundles of 
clothespins and a quantity  of hand
bills. The boys stuck the clothespin 
into a handbill and then threw  it up 
on the porches. M any housewives are 
glad to pick up new clothespins. N at
urally they then opened the package 
and looked at the handbills. It secur
ed more attention for the advertising.

If you are poor your friends seldom 
help you, but if you are rich they usu
ally want to help themselves.

mailto:2.25@2.50
mailto:1@1.10


6 M I C H I G A N  T R A D E S M A N D ecem ber 28, 1927

IN THE REALM OF RASCALITY.

Questionable Schemes Which Are 
Under Suspicion.

D uring the past m onth or six weeks 
the Realm has done all it could legiti
m ately to effect an adjustm ent between 
an E astern Michigan m erchant and 
one of the pattern  companies. W e 
started the correspondence in the m ost 
mild m anner possible, bu t “got no
where.” T he New York office re
ferred us to  the Chicago office and the 
Chicago office referred us back to New 
York. Instead of our letters receiving 
frank and painstaking attention, we 
were confronted with evasion and sub
terfuge. Finally, when patience was all 
worn out, we were referred to an a tto r
ney and told the company would pay 
no more attention  to  our letters. The 
attorney wrote us a th reatening letter, 
intim ating that suit for damages would 
be started if anything we ever said or 
did deprived his client of a single cus
tom er. Of course, threats of that sort 
mean nothing to the Realm, because 
barking dogs never bite.

The procedure is the greatest pos
sible condem nation of the present 
m ethods employed by the pattern  com 
panies now doing business in the 
United States. They make five year 
contracts under conditions which lead 
the retail m erchant to  believe that the 
contract can be altered or amended at 
any time to meet his requirem ents or 
any changed conditions which might 
arise. As soon as the contract is 
signed, however, the dealer realizes 
th at he is up against the real th ing  in 
that such a thing as m aking any change 
in the contract is out of the question; 
that instead of having made a five 
year contract, he is soaked for ten 
years unless he watches carefully and 
gives notice of the term ination a t the 
time stated in the contract; that under 
no circum stances can he cancel the 
contract under five and a half years; 
that to all intents and purposes he is 
in a vise, from which it is impossible 
for him to extricate himself.

In view of this situation the only 
th ing  for any m erchant to do is to re
fuse to sign any contract presented by 
the agent of any pattern  company, be
cause he cannot adopt any form pre
sented by the  person who solicits his 
order w ithout finding himself in a 
position from which he cannot deviate 
w ithout subjecting himself to  great 
annoyance and expense.

D iscontinuance of use of the word 
“steel” in advertising and selling al
leged malleable iron products earned 
for the W rightsville H ardw are Co., 
W rightsville, Pa., has resulted in the 
dismissal of a complaint filed' against 
it by the Federal T rade Commission. 
In dism issing the com plaint the Com
mission reserves the right “to take 
such further action as may be appro
priate in th e  public interest in case the 
respondent shall resum e the use of the 
word steel in connection with the m an
ufacture and sale of the tools referred 
tr. in the complaint.

“Satinella" was the word used by a

wholesale distributor of fabric to  de
scribe a fabric made of co tton  and 
finished with a highly mercerized 
surface resem bling satin in appearance, 
the Federal Trade Commission an
nounces in connection with a stipula
tion proceeding. T his product con
tains no silk, the product of the cocoon 
of the  silk worm, and the Commission 
considers use of the term  “Satinella,” 
suggestive of satin content, as m is
leading and as unfair competition.

Charged with using the United 
S tates m ails to defraud, George Bel
m ont Sanborn has been arrested. Com
plaint with regard to  his activities was 
filed w ith state and Federal authorities 
by the B etter Business Bureau. San
born has for some time held himself 
out as furnishing hom e financing, but 
his business seems principally to have 
been collecting service fees. H e first 
used his own name, and later adopted 
the names Peoples Building Service 
Company, Peoples Hom e Financing 
Company, Belmont Service Company, 
am ong others. H is latest operations 
were under the name American M ort
gage and Loan Service, 303 Basso 
Bldg. M onths ago D etroit newspapers 
declined Sanborn 's advertising, upon 
a showing b y  the B etter Business Bu
reau th at the copy was unw orthy of 
confidence. Sanborn charged advance 
fees, prom ising to obtain financing for 
home building and1 for home alterations 
and improvem ents. The loans prom 
ised were not forthcom ing. This Bu
reau has repeatedly warned th e  public 
concerning Sanborn’s operations. Sev
eral state w arran ts have ben issued for 
him. Much credit is due United 
States Postoffice Inspector E. E. 
F raser for his able work on th is case.

Convicted of using the U nited States 
mails to defraud, E. D. Fitzgerald, 
vice-president of the Security Oil & 
Refining Co., Detroit, has been sen
tenced to se 've ten to  tw enty years in 
the United States penitentiary at Ft. 
Leavenw orth, Kansas, by Judge Ben
jamin C. Dawkins in the United' States 
D istrict Court. Am ong the witnesses 
testifying at F itzgerald’s trial were 
Hezekiah X. Duff, form er securities 
comm issioner for the State of Michi
gan, whose a ttention this Bureau had 
frequently called to F itzgerald’s opera
tions; and Alex. Green, form er exam 
iner for the M ichigan Securities Com
mission, and later secretary of the 
Security Oil & Refining Co. T he con
viction was a clear victory for E. E. 
Fraser, U nited States Postoffice In 
spector at Detroit, and Gregory H. 
Frederick, ass 's tan t U nited States Dis
trict A ttorney. In addition to his con
nection with the Security Oil & Re
fining Co., Alex. Green was secretary 
of the Michigan Bond & M ortgage Co. 
bulletined by this Bureau in connec
tion with the unfortunate experience 
of investors who bought bonds on the 
Plaza and W averly apartm ents; with 
the Great Lakes Finance Corporation, 
stock of which is now without m arket.

The B etter Business Bureau of De
tro it has a list of m ore than 100,000 
obsolete companies or extinct securi
ties issues, together with the  data in-

Happy 
New Year!
Heartiest Greetings for 
1928! May your New 
Year be happy and 
prosperous!

Perhaps the friendly, 
helpful service of the 
Old National can help 
this wish come true.

The OLD
NATIONAL BANK

M o n r q e  at P e a r j ,

JI Bank fbrGc&n/bodu^
m m m a m m m m m m m m S S m

WANTED — A Job 
In Your Store

I am honest and will help to 
keep others honest.

I am industrious and will en
courage others to be m ore so.

I am accurate and will enforce 
accuracy on the part of all others 
in your employ.

I will increase your gross busi
ness and add to your net profit.

I will keep private records for 
you and your business.

I will be on hand when you 
open your store in the m orning 
and rem ain there after the last 
person goes out a t night.

I will never become sick nor 
ask for a vacation.

I will never ask  for a raise in 
pay and I ’ll never quite you.

My name is — T he National 
Cash Register.
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dicatirog when these companies passed 
out of existence.

Advices from  E lkhart, Ind., state 
that O. R. Six has recently 'been con
victed of violation of the Indiana Blue 
Sky Law, and sentenced to from tw o 
to fourteen years in the State peniten
tiary. Six had previously operated out 
of D etroit and repeated w arran ts have 
been issued for him  in connection with 
his high pressure stock selling. Ir  ̂
m ost instances restitu tion  has been 
made and the com plaints dropped'. He 
has been a notorious ‘one-call” op
erator.

Self-styled “oil experts” whose am 
bition is to exploit uninform ed in
vestors find them selves confronted 
with the necessity of being prepared to 
undtergo the closest scrutiny as the re 
sult of the announcem ent made by the 
National B etter Business Bureau of 
the prelim inary results of its enquiry 
into presentday oil prom otion schemes.

T he National Bureau and its forty- 
two affiliated Bureaus are co-operating 
with the U nited  States Postal au thori
ties who have recently closed the m ails 
to three offending oil prom otions.

In  the years th a t have passed1 since 
the last oil swindles w ere perpetrated 
a new group of investors has sprung 
up. Unless the  facts are know n the 
appeal of the “experts” will prove dis
astrously attractive to  the new inves
to rs and dam aging to the prestige of 
legitim ate oil corporations.

The leng ths to which these sharpers 
will go in furthering  th e ir schemes are 
well illustrated by certain cases which 
have been called to  the attention  of the 
Bureau. In  one a prom oter adver
tised that he had perfected an “oil 
com pass” or “geo-physical instrum ent 
which was alleged to  have am ong its 
m any virtues tha  of locating oil wells 
and determ ining their depth and  quan
tity of production. In  another case 
the prom oter sought to  inspire con
fidence in his ability and integrity  by 
m odestly urging his prospects to “just 
send in your capital.”

All th is  came from  a m an who had 
no tangible assets and who had never 
had any experience in the actual pro
duction of oil.

One prom oter took such colorful 
titles as “oil operator,” “subscribers’ 
trustee,” a ttorney in fact,” and “stock
holders’ a tto rney  in fact.” H e added 
the appearance of stability to his op
erations by unauthorized references to 
R. G. Dun & Co. and to  B radstreet Co. 
in his literature.

T he prom oter sent broadcast the 
news of a “stockholders” m eeting. 
L ater he was unable tc  recall anything 
that had happened a t the m eeting al
though he had sent out a full report 
on it.

W ith  prom oters to-day specializing 
in “participations” and “beneficial in
terests” the  business structure  of the 
fanciful oil industry has become ex
trem ely complicated. H ighly  im agina
tive literature and extravagant sta te
m ents only tend to  befog an already 
complex situation.

Competition in Refrigerators.
A nother angle of the com petition 

readers face from  unanticipated sourc

es has been brought out. T he ice pro
ducing companies are endeavoring to 
offset the inroads made by the sale of 
electrical refrigerators and in fre
quent instances are said to be 
offering refrigerators which require 
ice, at factory cost. As a result, it was 
pointed out, the retailer has to meet 
com petition from  the ice company, 
which w ants to make a profit from 
the sale of ice, and in addition must 
also compete w ith the utility concerns 
selling electrical refrigerators only as 
a m eans of increasing its sale of cur
rent.

Expect Styles To Help Ribbons.
Novelty effects will be featured in 

the spring ribbon lines which will be 
opened early next m onth. No im port
ant change in prices is anticipated. 
Style indications in the millinery and 
dress trades are believed favorable for 
the use of a considerable volume of 
ribbons for trim m ing purposes. Gros- 
grains are outstanding for millinery 
use. For dress trim m ings some in ter
est has already developed in soft satin 
and brigh t taffeta num bers ranging 
from  narrow  to medium widths. Vel
vet m erchandise is regarded as likely 
to  continue its popularity through the 
spring season.

Spring Blouse Outlook Is Bright.
Although there is not much being 

done in wom en’s tailored blouses at 
present, the indications for an excellent 
spring season in these lines are bright. 
T he expected vogue for suits will prove 
of m aterial value to blouse m anufac
tu rers if it comes about, and it is upon 
this that not a little of the present op
tim ism  is based. In  the types that are 
selling a t the m om ent the best call is 
for collarless models, especially those 
w ith the so-called V ionnet neckline. 
A daptations of this variety of neckline 
are also seen on the popular styles.

Finer Rayon For Underwear.
A great deal of experim entation is 

being undertaken with the finer de- 
niers in rayon for the production of 
wom en’s undergarm ents. Some of the 
largest m akers of silk and rayon un
derw ear are carrying on the work. The 
results are said to have been good and 
the expectation is that these sizes will 
m eet with a strongly increased demand 
for the coming year. T he use of 
deniers of 100 and sm aller is said to 
produce a better looking and more 
durable fabric for underw ear purposes.

Expensive Perfumes in Demand.
Perfum es and o ther toilet prepara

tions of the better kind are in excel
lent demand. A feature of the business 
is that custom ers are m ostly men who 
do not question price but are m ostly 
influenced by the size and color of the 
bottle. The volume business is on the 
perfum es ranging from $10 to $20 a 
bottle. The cheaper grades are not 
moving so well. T he medium priced 
types are in average demand, since 
they are regarded more or less as 
staples.

Two Kinds of Skinners.
Son—|W hat is a taxiderm ist?
F ather—iHe skins animals.
Son—W ell, what is a taxi driver?
F a th er—H e skins humans.

nnnnflf I

PREPARE FOR THE 
HOLIDAYS

Stock:—

FRANKLIN GRANULATED 
—for cooking and baking

FRANKLIN POWDERED 
—for fruits and cereals

FRANKLIN OLD-FASHIONED BROWN 
— for baked beans, gingerbread, etc.

FRANKLIN GOLDEN SYRUP 
—for hot cakes and waffles

Franklin Sugar Refining Company
P H IL A D E L P H IA . PA.

“A  Franklin Cane Sugar for every use”

The Brand You Know 
by HART

Fancy

Fruits

Quality

Vegetables

Look for the RED HEART 
On The Can

W. R. ROACH & CO.
General Offices

Grand Rapids, Michigan
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TW ENTY-SEVEN TRAGIC YEARS
Saturday m idnight will end the most 

amazing, tragic and m omentous tw en
ty-seven years of recorded history. Into 
twenty-seven years have been com 
pressed the passing of one Age and 
the birth  of another. T hey saw the 
last frontiers vanish and the solving of 
the final m ysteries of poles and seas. 
Between January  1, 1901, and New 
\  ear’s Day, 1928, the world has known 
its greatest tragedy and some of its 
hours of most profound peace.

Tw enty-seven years ago W illiam  
McKinley, doomed to die in the next 
Septem ber by an assassin’s bullet, was 
in the W hite House. V ictoria’s golden 
reign was ending. T he kaiser had not 
started out on his long-cherished ca
reer to conquer the world by blood 
and iron; Czar Nicholas, whose bones 
were to lie in a shallow well, ruled all 
the Russias. France m ourned for her 
lost provinces, but E urope was at 
peace.

In  Asia the W hite Bear of the Slav 
and the British Lion watched each 
o ther in the m ountain passes. Japan 
had yet to fight and win her first war 
against the white man and emerge as 
a world power. China then, as now, 
was the lowest form  of political life 
on the planet. The old D ow ager E m 
press ruled from  the Forbidden City. 
T he guns of Dewey at Manila were 
yet echoing in Asian ears and America 
was tak ing  her place in the first rank 
of the nations.

T he Boer W ar was dragging to  its 
tired close. Am erican soldiers were 
stam ping out the em bers of Filipino re
volt and the world was at com parative 
peace.

T his shore of the A tlantic was at 
the dawn of the Roosevelt era, the days 
of “trust-busting” and the “ Big Stick.” 
T he Angle-Saxon struggle for political 
equality was changing to a demand for 
equal economic opportunity. W oodrow 
W ilson, idealist and m arty r to his own 
insufferable ambition, indiscretion, self 
esteem  and bom bastic rhetoric, had yet 
to leave his m ark upon the world.

Latin Am erica had fought to a close 
the last of its revolts against Spain. 
For seventeen years the Indian-faced 
Diaz had ruled in Mexico and was to 
rule ten more.

No wireless m essage had ever cross
ed the A tlantic in January, 1901. Radio 
had not made the sky a vast whisper
ing gallery. The m otor car was a toy. 
T he W righ ts were still tinkering in the 
little bicycle shop a t Dayton. More 
than two years would elapse before 
the first m an-flights in an airplane over 
North Carolina sand dunes a t K itty 
Hawk.

T he W hite Plague raged then, un
checked. Yellow Jack was still slay
ing  his thousands in the tropics. P re 
ventive medicine was in its puling in
fancy.

Politically the world of 1901 seemed 
sure, ordered and serene. O rdered as 
it was and peaceful as it seemed, un
seen forces were underm ining its foun
dations. Its  fate was w aiting around 
a turn  in the years.

Yet in the shadow of the doom that 
was to overtake it soon it was a bril
liant world. Em pires and nations, 
ruled by prince and potentate and sto r

ed with the wealth of a long peace, rose 
like shining peaks on the political hori
zon. Alliance balanced against alliance. 
Nations, grouped and m arshaled, faced 
each other in outw ard serenity. The 
lives of millions flowed sm oothly on in 
their appointed ways.

I t was a vast machine, guarded by 
the suave diplom acy of Y esterday with 
its whispers, nods and cryptic phrases. 
In  America we were gradually  adopt
ing prohibition, woman suffrage, the 
referendum  and tinkering  w ith the 
Constitution. As the years passed 
Lloyd George was gy ra tn g  in E n g 
land. Socialism lifted its head in Ger
many. N itti dominated- Italy. Jaures, 
pacifist and M arxist, was a m ighty 
figure in France.

Yet in the first decade of the cen
tury som ething ominous and strange 
was in the air. G reat powers were re 
doubling their arm am ents. T he world 
of 1914 was carry ing  in its tissues the 
seeds of its own death.

Despite the wealth and brilliancy, 
the achievem ents of Science a«d the 
g litter of a Golden Age, that age was 
heading tow ard its sundown. But the 
world facing that sunset in the July 
days of 1914 was fair to see.

Suddenly, on June 28, had come the 
pistol shots at Serajevo. The time 
of strain and waiting was ended. The 
iron tru th  in all its starkness had been 
stripped bare by the pistol of a school
boy p rin ter’s devil. The Europe of 
1901 vanished like the shadow of a 
dream. It died in Flanders, in Buko- 
w ina’s beechwoods, a t Gallipoli, at 
Thiepval, Combles, Chemin des Dames 
and at Jutland. It perished along the 
Isonzo, the M arne and the Aisne; in 
the Argonne at Neuve Chapelle and 
the M azurian Lakes and at a thousand 
places whose very syllables ring  like 
trum pets and whose names leap as a 
flame.

For four years no m an’s eyes strayed 
far from those 600 miles of W estern  
front. The energy of the world was 
fusing itself there in blended m an
power and high explosive. Europe be
came a roofless house, an unhinged 
door and its shadow lined the bottom  
of the Pit. Old thrones swayed, rock
ed and went down. A world of m on
strous shadows threshed in convulsions 
in the depths of fathom less disaster.

T he leadership of m ankind changed 
as the nations em erged from  the war. 
Lloyd George and Nitti are utterly  
discredited. Jaures is dead. T hey left 
no successors. In their places are 
Baldwin and Mussolini, or the H in- 
denburgs, Riveras and Kemal Pashas. 
A new devil walks the earth in the 
shape of Bolshevism, and we have 
raised up new leaders to face that sick, 
cold fear of a new tyranny.

In one way or another hum anity 
clings to the dream  of that old, solid, 
substantial and orderly  world of Yes
terday. Yet th at world, w hether for 
good o r ill, has forever changed in 
these twenty-seven years. New states 
and system s have risen from the dust 
of dynasties of empires. T he proud 
have been hum bled and the weak ex
alted. T here have been organization, 
heroism, endurance, invention and 
m assed slaughter beyond human im ag
ination. Man has been am azed by the

revelation of his own powers and te r
rified by the primeval hates that were 
sleeping in his heart.

O urs have been the m ightiest and 
m ost tragic of the years of hum an ac
tion. W e have brought out of them, 
as men did from the Napoleonic wars 
and the French Revolution, the high 
resolve that this tragedy shall never 
happen again. T he first twenty-seven 
years of the tw entieth century has 
taught us both Fear and Humility. 
W e rely less upon democracy than up
on the pow er of human justice and 
a tem pered idealism.

T here is a new nationalism that does 
not love its own lands less than Yes
terday, but it looks beyond national 
boundaries. C urrents and undercur
rents of world thought once more run 
deep and strong  over the barriers of 
seas and frontiers. L im itations of 
arm am ent, regional guarantees for 
peace, international courts of justice 
and the strong, sure, it slow, sweep 
tow ard the towers of an enduring peace 
are the great fruits of these tragic, 
heroic and trem endous years that have 
gone since 1901.

MASS SALES AND OUTPUT.
Forem ost in the discussions of pros

pects for 1928 comes the question of 
w hether volume or profit is m ore de
sirable. T he mere citation of this choice 
indicates that volume is not so closely 
linked to profit as it was once sup
posed. No doubt, m any have studied 
the ford experience and reached the 
natural conclusion that if volume was 
everything ford had it. But even the 
D etroit genius could not make volume 
pay profits when the standard of merit 
shifted sufficiently to make som ething 
else required in transportation  besides 
ability to “get you there and get you 
back.”

Not a few interests, therefore, have 
studied the general pressure for volume 
and decided that mass sales and out
put have a way of raising overhead 
and selling costs. As a result there 
has been a ra ther marked tendency 
in preparing plans for the new year to 
study how sm aller volume m ay be 
made to provide a higher profit per 
unit. A  knowledge of costs and the 
return on each item is, of course, es
sential. T hrough  such data the non
profit articles m ay be elim inated and 
the profit articles cultivated more 
thoroughly. A t the present rate of 
competition it is unlikely that profits 
depend upon selling a certain part of 
the line a t a loss. Profit items are 
selling on a m erit basis, and as the 
idea of a “leader” gets away from  price 
and swings to m erit there is apt to  be 
less of the com petition which is now 
causing so much complaint.

COTTON GOODS ACTIVE.
In  the cotton goods m arket the re

cent im provem ent is well sustained. 
Sales, in fact, are said to be the best 
since last spring although principally 
in p rin t cloths. Prices have moved up 
and mills are willing to  accept only 
nearby bids, although M arch and April 
offers are num erous. Activity at this 
late time in the year is unusual and 
may probably be traced to the idea 
am ong buyers that values are low and

apt to rise now that ou tpu ts are being 
ra ther drastically reduced.

The firming up in cotton goods was 
preceded by the m ovem ent toward 
h igher levels in wool goods. T he cut
ting-up trades view these advances with 
a certain skepticism, but it is recog
nized, nevertheless, that m ounting raw 
m aterial costs lend them  a certain ju s
tification if the actual state of demand 
does not. Dem and has appeared for 
silks, especially the prints, and raw silk 
has ruled quite steady.

W hen it comes to taking the census 
the T urks seem to have found a bet
ter way than we have. T hey have just 
had their first. They made the day a 
national holiday and all citizens were 
compelled to rem ain at home during 
the twelve hours necessary to  complete 
the enum eration. Doctors, dentists and 
midwives were posted a t the police 
statins, so that a full record m ight be 
kept. Even funerals were prohibited 
during census hours. T he system  has 
m any advantages over ours. I t  is im
possible to carry any “sleeping enum 
erators” on the pay roll for longer than  
twelve hours. L ong taxicab rides at 
public expense are out of the question. 
Nor can politicians who are disap
pointed with the re tu rns from  their 
districts set up a claim  th a t the census 
was taken a t a tim e when many of 
their people were in the m ountains o r 
at the seashore. T he citizens m ust be 
at home, where they ought to be, or 
go to jail. O ur way is to  take a F ed
eral and a State census every ten years, 
the State census com ing midway be
tween Federal enum erations. T hus we 
have a census every five years. T he 
four years between censuses we spend 
quarreling about the accuracy of the 
last one. T he T urks leave no chance 
for a dispute. B ut they haven’t  been 
reform ed as m any tim es as we have. 
Probably when they have undergone 
a half-dozen im provem ents in their 
census taking they will find ways to 
necessitate subsequent investigation 
concerning accuracy and cost.

On reaching the age of sixty-five 
John Burton was alm ost ready to re
tire. F o r m any years he had devoted 
himself to his vocation, which was that 
of burg lar to num erous sections of 
Chicago. Like o ther business men, 
Mr. Burton had during his career ac
quired a hobby, the pursuit of which 
paralleled his professional activities. 
He was interested in locks. U nfor
tunately, he did not decide to retire 
quite soon enough, and in executing 
one last deal was arrested. According 
to his business code, the motive for 
tem pting fate was excellent: he wanted 
money with which to patent a burglar- 
proof lock he had invented in leisure 
m oments. W hen the scheme was frus
trated  by the police he pleaded guilty 
and then appealed for a continuance 
of his case in order to put the patent 
through. T he request was granted  by 
the court, and if his operations are 
successful Mr. B urton will not lack the 
little luxuries of prison life. No, O. 
H enry  did not w rite th at story, but he 
alm ost did, which only goes to prove 
that he knew his yeggm an.



D ecem ber 28, 1927 M I C H I G A N  T R A D E S M A N 9

OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

T here are those am ong us who, al
most intuitively, when they hear the 
term “country home,” shut out com
pletely from  their view the  m odern and 
m ysterious conveniences and1 luxuries 
now so common am ong the hom es 
which have of late years been created 
and are m aintained along the lakes and 
stream s where w arm th and good cheer 
which made up for the primitive de
m ands are now alm ost entirely elim
inated.

W e  recall the old well sweep just 
outside the kitchen door and the old 
woodshed stacked high with the sawed 
and split fuel for the coming winter. 
W e rem em ber the parts we took at 
the ends of the cross-cut saw out in 
the woodlot and perhaps some am ong 
us have visions, alm ost tear-bedim med, 
of the old-tim e grain cradle and the 
flail; of raking and  b inding; of de
pending upon the hoe in the days be
fore the com ing of the cultivator.

Such m emories—and m any of them  
are to be found in the offices and 
counting room s of all the large cities 
—are sufficient to set wagging tongues 
of thousands of city men who have 
been developed from the veritable 
country bum pkin of fifty or more 
years ago. Such city men of to-day 
will be  qifite ap t to  see the country 
home through the m ists of such recol
lections.

Then there is the o ther extreme. 
The city m an who was never anything 
but the resident of a city.

H e’s th e  m an who, riding along in 
his automobile, looks with amazem ent 
upon his seaitmate as he observes: 
“T here’s a fine field of oats,” or ex
presses wonder that beans are looking 
so well and criticizes an unknown 
citizen for pu tting  in so m any acres 
of corn when w heat is so high. T hat 
kind of a city m an does not know an 
acreage of tim othy from a lot full of 
turnips and naturally  his view of the 
country home is—well, I happen to 
know of just such a chap and know 
his dream in detail:

He w ants just forty  acres of land 
and I do not believe he has had a 
single thought as to the kind of soil 
he should select. I t  m ust be not over 
a mile from a cem ent road and it m ust 
have some “glorious old oaks” about 
200 feet from  the highway, with a little 
hill back of the trees and a  brook 
down at he foot of the hill. I t  m akes 
no difference to him w hether it is a 
five or forty  mile drive to the nearest 
m arket town, because he is going to 
derive his income from  poultry  and is 
going to get rid  of the everlasting rush 
and grind  of city  life.

Moreover, he knows all about poul
try, has been studying up on the m at
ter for more than a year in the poultry 
papers and has a regular library of 
U nited States A gricultural D epartm ent 
bulletins on (the subject.

This, in brief, embodies his idea of 
a country home. Incidentally, he ad
mits that he is going to have a little 
ten room houses—sort of bungalow  
like—th a t won’t  cost over $15,000. H e 
is going to begin m oderately on the 
poultry  question. Indeed, his hen

house and park, all complete, incu
bators, brooders and all, won’t cost to 
exceed $5,000. H e told me in  a burst 
of confidence th a t  m ost people who 
take up poultry  raising m ake the m is
take of beginning on too large a scale; 
but when I suggested that twenty-five 
hens and a house and park represent
ing a $2,000 outlay would1 provide an 
adm irable prim ary school for his edu
cation as to poultry, he sneered, “Any 
m an so timid as th at in  m aking an in
vestm ent ought to fail.”

T here  is yet another kind of city 
man who has views as to a country 
hom e: T h irty  years ago he was in his 
teens and the son of a farm er. He 
learned to get up in the m orning— 
every m orning from the first of M arch 
to the first of Decem ber—with the 
sun. And this rule could not be 
broken, even though he had been up 
all night taking his sw eetheart to the 
dance ten miles away and getting  his 
horse into (the barn, rubbed down and 
fed just before dawn.

T his kind of a city man knows all 
about spring and fall plowing, all 
about planting, cultivating and har
vesting, with the custom ary year 
round barnyard and barn duties. T hat 
is to  say, he knows all about such ex
periences as they were th ir ty  years 
ago. Such a m an would not go back 
onto a farm. M oney could not hire 
him to do so. I t ’s a dog's life.

T his kind of a  city man prefers to 
live in an eight, ten or tw enty room 
house on a piece of land varying from 
an eighth of an acre to an acre in size, 
with rigid cut stone curb lines and an 
iron fence around his property, de
pendent upon the accuracy, prom pt
ness and honesty of the grocer’s boy, 
the milkman, the m eat dealer and the 
iceman for his daily food; with neigh
bors in snoring and gossip distance on 
every hand; with the perpetual g reet
ing of street cars with flat wheels, 
vociferous hucksters, rag  peddlers, en
gine house and church bells and the 
constant rum blings of trucks, delivery 
wagons and all th at as an accompani
ment.

Instead of going about in semi
negligee costume, with torso lightly 
clad, neck free, sleeves rolled up and 
no fear of a bit of dust, a drop of rain 
o r a joyous, healthful gust of wind, 
this sort of city man m ust have his 
underwear, his shirt, his trousers and 
coat, his hat, his shoes and his habitu
al pose just so to the fraction of a dot. 
H e grabs his m orning paper and 
glances at it as he gulps down his 
coffee and rolls or w hatever is the 
conventional breakfast, and down 
town he goes to see the barber, open 
his mail and go to work.

T hat is to say, instead of fearlessly 
facing th a t which the O m nipotent puts 
up before the farm er each day, this 
sort of a city m an is confronted by the 
eccentricities, the m ultifarious re
sources, m ental and otherwise, the re
sponsibilities, the  shortcom ings and 
dow nright insincerities of a m ultitude 
of men and an avalanche of exigencies. 
And he works in  this sort of way from 
ten to twelve hours each day in order 
that he m ay have rank as a city m an; 
in order that he m ay escape the 
(Irudgery of tlhe country home.

None of the city men I have thus

faintly indicated are, it seems to me, 
competent to enjoy a fair and up-to- 
date view as to the average country 
home.

The average country home of to
day is the m odel which the city man 
—th at is, the city m an com petent to 
do so—is supposed to  consider for his 
enjoym ent.

T here are such city men, but I do 
not happen to be one of them, so that 
what I shall endeavor to  present as a 
fair estim ate, a conscientious but en
thusiastic appreciation, embodies the 
views of a city m an who knows.

T his man will be sixty* years old 
next week. H e is a native of Michi
gan, born  of New England parents 
who located w ithin tw enty  miles of 
Grand Rapids, just previous to  the 
civil war. H e  lived and worked on 
the parental farm until he was tw enty 
years old, when he began teaching 
district school. In  1890 he graduated 
from the Michigan A gricultural Col
lege, earning his own way through 
that institution because his father, a 
good parent, a fine farm er and an up
right citizen, did not believe th at agri
culture could be taught in a college 
and told his son th a t if he went 
through college it m ust be at this own 
expense.

T hat opinion of forty  years ago has 
been completely reversed. T he boy, 
upon being graduated, returned to his 
father’s farm and took charge of it. 
From  being a property which, by hard 
work, yielded a good living and a small 
annual addition to the  family bank ac
count, it became within five years one 
of the best business' propositions in the 
county where it is located.

And the college-graduated farm er 
to-day owns an adjoining farm  of 160 
acres and m anages both farm s from 
his city office, because he is also the  
business head of a considerable and 
grow ing industrial enterprise in a city 
—the nearest m arket to the farms.

“Yes, we had harvesting and th resh
ing machines, drills, cultivators, hay 
loaders and most of the farm ing im
plem ents of to-day when I was a boy, 
but they were an innovation for father 
and so we didn’t get the best results,” 
said the city man and farmer. “But 
even then the farm  home was ideal. 
W e had daily and weekly papers and 
magazines, but we had no free mail 
delivery. My father was systematic, 
industrious, careful and broad minded. 
My m other was a woman of high 
school education and we children had 
before us all th e  time, in both of our 
parents, exam ples of not only perfect 
contentm ent, but of enthusiasm  in their 
chosen work as farm ers. M other was 
equally as good as father as a farmer. 
There w asn’t any branch of farm ing 
which she could not m anage with 
equal ability. Both m y father and 
m other had the faculty of entertaining 
themselves and their children intelli
gently and interestingly.

“O ur home was just an ordinary 
farm house, nine rooms, with a sort of 
dorm itory over the woodshed, which 
came in handy during harvest time. W e 
had an organ and  an excellently select
ed library of perhaps 150 volumes. W e 
had good out buildings, including a 
m ilk house built over a running brook, 
a root cellar and a smoke house. There

were four of us children, two girls and 
two boys, and every one of us, parents 
and all, could read music quite readily 
and sing. M other and the girls could 
play the organ and father was one of 
the best am ateur violinists I ever 
heard. Finally, I do not rem em ber a 
single instance— I was the baby of the 
family—when we had to require the 
services of a physician. M y recollec
tion of that family circle embodies 
every detail of th at which I hold to 
day was an ideal country hom e.”

T here you have a city m an’s view 
of an ideal country home. I would 
like to add that, in my opinion— for 1 
too, know som ething of farm s and 
farm ers—there are thousands of just 
such ideal country homes in Michigan' 
—hom es where the gasoline engine, 
the telephone, the electric light, the 
hot w ater furnace, the bath, the good 
plum bing and perfect sewerage, the 
rural free delivery, the radio and the 
automobile are in co-operation with 
just such home circle excellences and 
influences as m y friend has specified 
and are developing the new era in 
country life which is so pronouncecj 
at present.

T here is yet another type of city 
man to be heard from as to the coun
try  home. M ore often than otherwise, 
this type had its beginning on the old 
farm  of long ago, but has been elab
orated through the magic of great m a
terial wealth. I refer to the country 
homes so frequently found within five 
to fifty miles of nearly all of the larger 
cities; the country homes embodying 
from ten to  forty  acres located on 
lakes and stream s easily reached by 
the best built and m ost picturesque 
highyways leading out from the cities; 
the homes where the landscape archi
tect builds his picture regardless of 
expense; where the building architect 
and the experts on drainage, ventila
tion, lighting, heating and interior 
decorations are given carte blanche; 
where the professional gardener, the 
professional horsem an, the professional 
dairym an and som etim es the profes
sional bu tler are in authority.

These hom es are occasionally re
ferred to in such magazines as Coun
try  Life as “M odest Little Sixteen 
Room Cottages,” or “Q uaint E ighteen 
Room Bungalows,” and th e ir cost 
varies from $50,000 to $100,000.

Every development of such a char
acter is of trem endous moral and edu
cational value, to say nothing of the 
money investm ents, the labor employed 
and the wages earned because of them. 
T hey are inspirations, generating am 
bitions in dozens of directions. T he 
lads who pass them barefooted and 
joyous on their way to school or tc 
the “old sw im m ing hole” o r who are 
scouting keenly for frogs or flowers, 
see before them what they enjoy and 
that which, to  a greater or less degree 
they appreciate in an esthetic sense. 
T his boy decides th at he would enjoy 
being a gardener, the o ther one gets a 
seed of ambition in the direction of 
landscape creation and their chum be
gins to  long for a career in architec
ture.

In  scores of ways each home of this 
character adds daily to the impetus 
tow ard refinement, public spirit, local 
loyalty and general civic betterment,
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just as the modest, pretty  and well- 
kept little country home further out, 
where the ow ner does all the work, 
contributes tow ard results which are 
identical in design and accomplish
ment. E. A. Stowe.

Some Thoughts New Year Suggests.
Grandville, Dec. 27—The world’s 

greatest holiday has just passed and we 
are now about to enter upon another 
year. Looking backward a year seems 
short. Looking ahead the time for the 
close of the  twelvem onth seems dis
tant.

“W hen I get big, about twelve years 
old, I am going for m yself; I ’ll be 
m ost a man then,” said little H enry 
Sloman to a tall m an who was quizzing 
him, as the boy stood on a stringer 
spanning a creek, fishing with rod and 
line.

T o the small boy eleven years seem
ed an age, but when that time came 
he was yet only a boy. I t is the way 
with older grown folks; they never 
quite grow up to that point where they 
cannot go any higher. Doubtless it is 
well so, else many of us would be old 
before our time.

New Years day is next to Christmas, 
a great day with mankind. I t is the 
date for turn ing over a new leaf in the 
book of life. So m any do this, yet so 
few keep the  leaf turned, bu t allow the 
first wind of tem ptation to whisk it 
back again to the old line of living.

It may be the breaking of a bad 
habit which has stealthily crept into 
a m an’s life, fastening itself upon him 
with hooks of steel.

New Years day is a day for good 
resolutions. I t  is a day for looking 
backward over the life track and seeing 
how many m istakes you poor human 
has made. Reform? To be sure, yet 
with all the good New Year resolu
tions that are made how few of them 
are kept.

To the people of Michigan the first 
of the year comes at the beginning of 
winter, when the darkest shadows of 
all the years shrug low and give chill 
to the finer feelings of nature.

There is usually much suffering at 
this season. Back in civil war days 
the soldiers of the U nion arm ies suf
fered with cold many times, and yet 
some of the fiercest battles of that war 
were fought a t the opening of the year.

The Tenth Cavalry, which had 
rendezvoused at Grand Rapids, treked 
South just before the opening of the 
year. T hat New Year day, 1864, was 
the bitterest day of all the winter. A 
num ber of officers and privates who 
had gone home for a short furlough 
were ordered to  report on the first day 
of the year.

The stage line from Newaygo to 
Grand Rapids did not hole up for the 
weather, but made its regular forty 
mile trip through one of the w orst 
blizzards that ever blew across the 
hills of Michigan.

The bro ther of the w riter was w hisk
ed to the State road a t Seam an’s 
tavern, there taking passage by stage 
to the Valley City.

T he last day of the old year had been 
unusually mild. Snow' fell th rough
out the day with no w arning of what 
was to  come. On New Years m orn
ing the inhabitants of the N orth woods 
awoke to find the m ercury well down 
below' zero, the wind w'histling in great 
gusts, w hirling clouds of snow high 
in the air.

W hen mv bro ther reached the city 
he found the regim ent already gone 
South. He followed and joined it later 
in Tennessee, where later he laid down 
his life in defense of the Union and the 
flag.

Those were strenuous days. Janu
ary  1, 1864, was ever after known as 
“the cold New Years,” which it was, 
being w ithout a doubt the coldest New 
Years day the oldest inhabitant had 
ever witnessed.

And now we are to  usher in the year

1928 with trusting  hearts and a hope 
that it may not be a duplicate of that 
o ther New Y ears day of long ago.

A large m ajority  of New Y ear reso
lutions are not worth the paper on 
which they are written. T h e  present 
New' Year ushers in another leap year, 
beloved by maidens of uncertain age 
and everywhere held in high esteem. 
The age old custom  that the m an m ust 
seek the girl will some day become 
obsolete, as it should.

One of the very happiest of mat= 
riages came from a leap year proposal, 
a m arriage that never would have come 
about but for the privilege leap year 
gave the would-be bride.

You have all read of w hat dire 
disaster would have burdened two 
hearts “if Priscilla hadn’t popped.” 
H ilarious times the boys and girls of 
the pinewood’S had a t the opening of 
the year. This holiday was quite as 
im portant and edifying as its mate, 
m erry Christm as.

T he mail carriers in N orthern Michi
gan are getting  out old Dobbin and 
the  sleigh preparatory  to a campaign 
across the snows with the filled mail 
bags. Even though there is an effort 
m ade to keep main highways open, the  
m ailman is never quite sure of getting 
through, especially along side lines of 
travel.

Dobbin and the cutter and bobsleigh 
are not dead yet, and so long as those 
good old fashioned w inters blow across 
the hills of Michigan there will always 
be a certain demand for them.

In some of the N orthern countries 
of Europe, Christm as and New Years 
are celebrated for two weeks, and such 
festivities are entered into whole
heartedly by every m em ber of the 
copulation. Am erica is generally too 
interested about business affairs to de
vote so long a time to the celebration 
of mere holidays.

T h e  woods and waters of Michigan 
are beautiful to view in sum m er and 
golden-hued autum n, b u t when old 
boreas sweeps across her hills and 
vales after the snow god has come the 
aspect has changed and—well, please 
excuse us until the sun gets a little 
higher in his heaven. Old Tim er.

Muskrats Keep Fish Alive.
Although m uskrats are generally 

fair game for the trapper, am ateur or 
professional, and great quantities of 
their skins are sold annually, they are 
sometimes protected because their 
habits are useful to  their protectors. 
Vernon Bailey, of the Biological Sur
vey of the U nited States D epartm ent 
of Agriculture, found that a t Gravel 
Lake near the fish hatchery in North 
D akota trapping m uskrats was pro
hibited. In this region near thJ 
Canadian border w inter cold is severe 
T he lake has been stocked with fish, 
and m uskrats w'ere encouraged to 
build their houses along the shores in 
order to keep breath ing  holes open to 
prevent the ice from closing up so 
completely as to sm other the fish. As 
a result both fish and m uskrats were 
m ultiplying rapidly, and the m uskrats 
had become com paratively tame.

A t the fish hatchery itself the 
m uskrats were less popular, because d 
dam had been constructed there tc 
form a hatching pond, and the m usk
ra ts were in the habit of digging into 
the dam and letting the w ater out 
through the burrow s they made.

W here m uskrats prove annoying it 
usually is easy to dispose of them, 
when state law perm its, through trap 
ping. In suitable localities it has been 
found profitable to grow  them com
mercially on m uskrat farms,
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Items From the Cloverland of Michi
gan.

Sault Ste. Marie, Dec. 20—T h e  Soo 
is again reaping added prosperity on 
account of the freeze-úp at the Nebish 
Cut, where m ost of the fleet is frozen 
in. W ith the predicted cold weather, 
it is beginning to look like a tie-up 
for the winter. Some of the boats are 
tied up here. The m erchants are tak- 
care of the supplies, m eats and gro
ceries, the same as they did' at the 
blockade last year. The locks are 
still in commission to care for some, 
more of the grain laden boats which 
may tie up here for the winter. A t 
present we have an additional popula
tion of 600 men. Up to Friday the 
records show tw enty-four vessels with 
cargoes of wheat, barley and rye. It 
is rum ored that a radio station will be 
erected here next sum m er so as to 
connect direct with the ships, instead 
of, sending m essages, through the M ar
coni station in the Canadian Soo.

H am  H am ilton, of the P ickford 
Grocery Co., b rought in a load of 
C hristm as poultry this week, taking 
back a load of supplies. H e reports 
the roads in the best of condition and 
business good at Pickford.

It m ust be a pleasure to attend a 
m eeting and not be dunned for a con
tribution or appointed a m em ber of a 
committee.

H . E. Fletcher, 'Cashier of the Sault 
Savings Bank, entertained twelve 
friends a t a banquet at the Ojibway 
Hotel on Monday evening, after which 
the guests attended a theater.

As a man thinks, so ne does. W hich 
explains why some of us do such silly 
things now and then.

The 'Canadian Soo suffered a $100,- 
000 fire last Friday, which started at 
Capy’s restaurant, on Queens street, 
spreading to H. J. H ollinrake’s fur
nishing goods store and C herry’s 
clothing store. The smoke and water 
also did much damage to the stock in 
W. J. Detweiler’s shoe store, Shier’s 
barber shop and the J. C. Pinch gro
cery. The loss was partly  covered by 
insurance.

T he lady who studies safety first is 
the one who takes the cigarette out of 
her m outh before she pulls her night
gown over her head.

R. G. Ferguson, of the Soo H ard 
ware Co., left Saturday for Miami, 
Florida, with his family, where they 
expect to spend the winter.

Jacob Schoop, the popular m erchant 
a t D eTour, spent a few days in the 
Soo last week, doing his Christm as 
shopping. H e reports a good holiday 
trade.

Less O ’M arra, who for m any years 
was connected with the Reynolds T o
bacco Co., selling Carnal cigarettes, 
severed his connection with th at house 
to engage in business for himself. He 
is now in the brokerage business, sell
ing stocks and bonds. H e has been a 
guest of the H otel Q jibway here for 
the past two weeks while calling on

his m any friends, giving them  an op
portunity  to get in on some of his 
choice offerings. W illiam  G. T apert.

Every Grocery Store a Beauty Parlor.
New York, Dec. 24—'Plans for ex

pending approxim ately $1,500,000 dur
ing the next two years in a co-opera- 
tiye Nt^ional cam paign of “Cleanli
ness Education” were announced at 
the recent annual m eeting of the 
Am erican Soap and Glycerine Produc
ers held in New York". The Associa
tio n  includes all the • im portant soap 
m anufacturers of the Country.

“One of the purposes of' this cam 
paign,” said Roscoe C. Edlunl, M an
ager of the Association, “is to show 
the American woman that beauty is 
within easy reach on the shelves of the 
nearest grocery store. Soap is such 
a familiar article of everyday house
hold use that it is taken too much for 
granted. The Am erican public needs 
to  be made moré sbap conscious.”

The cleanliness cam paign w as s ta rt
ed by the Association last June with 
the organization of the Cleanliness In 
stitute and' educational work has been 
under way during the past six m onths 
through the school and health depart
m ents of the Institute. D uring 1928 
this work will be reinforced by the use 
of advertising in newspapers and 
magazines. The program  calls for an 
expenditure of more than $450,000 
through these m ediums for the en
suing year. Cleanliness Institu te was 
organized on a public service basis for 
the purpose of working with public 
health officials, social service organ
izations, schools, and w riters on beauty 
and home economics. T hrough the 
Institu te a general background of pub
lic interest in cleanliness is being built 
up and against this background it is 
expected' that the sales prom otion work 
for soap carried' on by m anufacturers 
and distributors will have a new m ean
ing and effectiveness.

Cleanliness Institute.

Grand Rapids, Dec. 27—(When I re
ceived your three page letter, entitled 
Every Grocery Store a Beauty Parlor 
I said “H urrah! The work I have 
been doing every  week for forty-four 
consecutive years is beginning to bear 
fruit.’’

I prepared to reproduce the paper 
in the Tradesm an until. I go tw o-thirds 
down the first page, when I stalled at 
the statem ent that $450,000 is to be 
used’ during 1928 in advertising in the 
newspapers and magazines, because I 
then realized that the men in charge 
of the new m ovem ent were bent on 
burning up good money.

T he way to reach the retail dealer 
is through the trade paper. T he news
paper and magazine is the w rong place 
to appeal to the m erchant.

Every trade paper in the country has 
hamm ered away at uncleanliness for 
m any years and has made much head
way. Now you give every trade paper

a slap in the face by ignoring the work 
we have done and prepare to bestow 
your bounty on mediums which will 
do you no good' and which have never 
aided in the sale of a cent’s worth of 
your products. E. A. Stowe.

Survey Shows How Salesman’s Time 
Is Spent.

According to a research made by the 
M etropolitan Life Insurance Co., a

m anufacturing concern which made a 
tim e-study of its salesm en’s activities 
found that the actual time spent by the 
average salesman in the presence of 
the custom er was about 15 per cent, of 
his total working tim e; that the bal
ance was spent in traveling, 40 per 
cent.; waiting, 20 per cent.; clerical 
and miscellaneous, 25 per cent.

VINKEMULDER COMPANY
Grand Rapids, Michigan

Distributors Fresh Fruits and Vegetables
Now Offering: Cranberries, Bagas, Sweet Potatoes, 

“VinkeBrand” Mich. Onions, Oranges, Bananas, etc.

Build up your business on
You will never lose a customer if  you recommend

S H R E D D E D  W H E A T
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FINANCIAL
Sees Business Upturn Ahead, But No 

Boom.
An extraordinary  com bination of 

favorable influences now are a t work 
on business and these should bring an 
acceleration in the trade pace as spring 
approaches. T h is in a  w ord is the 
view of the National B ank of Com
merce in New Y ork as expressed in 
its Commerce M onthly.

Am ong the ou tstanding favorable 
forces to which the bank looks for re
covery, are: (1) A stabilization of 
money at m oderate ra tes; (2) a con
tinuation of active building; (3) a 
greater m otor ou tput; (4) an increased 
purchasing power for farm ers; (5) an 
adjustm ent of output to demand w ith
out an accumulation of goods; (6) the 
prospect for fuller em ploym ent and 
larger payrolls; (7) th e  lowering of 
costs to  technical progress, and (8) in
creased stabilization abroad.

W hile the economists of the bank 
recognize the basis for some predic
tions of a boom in 1928 they do not 
them selves share that view. If a boom 
develops it probably would be induced 
by a sharp rise in the general level of 
prices and1 wages. T he bank says in 
p art: “A general rise in prices appar
ently could occur only as a result of 
shortage of goods, increasing gold 
production, or sharp expansion in the 
world-wide volume of credit, and none 
of these conditions seems imm inent.”

In  recognizing the strong influences 
at work for more active business the 
bank points out that there are some 
forces now “definitely m ilitating 
against boom conditions.” Am ong 
.these is the fact that any pronounced 
expansion in the demand for goods 
would alm ost certainly be met by in
creased output.

Along this line the suggestion is 
throw n out that the stim ulus to in
creased business through an extension 
may not be as powerful in the future 
as it has been. Up to a certain point 
this practice “was a factor of great 
importance in expanding demand for 
m any classes of products, b u t it 
obvious from its nature that it must 
eventually assum e the character of a 
revolving credit, increasing in the ag
gregate only as population increases 
o r as changes occur in the earning 
power of large sections of the buying 
public.”

A long with some other leading in
stitutions the National Bank of Com
merce has for m onths contended that 
the 1927 dow nturn in business repre
sented not a perm anent turn toward 
depression but a tem porary and neces
sary adjustm ent in preparation for an 
upturn later. In the bulletin publish
ed to-day the case for a prosperous 
1928 is stated in term s even more 
positive than usual.

Paul W illard Garrett.
[Copyrighted, 1927.]

Country Needs Better Mixture of 
Industry and Agriculture.

T hat the  farm er does not need more 
laws but m ore industrial p ro jects in 
the ru ral districts is the belief of 
Thom as R. P reston , the new president 
of the Am erican B ankers’ Association,

M r. Preston  advocated progressive

reductions in the Federal corporation 
income tax  and an  abolition of inherit
ance taxes but w hat he said1 about agri
culture a ttracted  special attention.

“T here is no legislative rem edy for 
agriculture,” said Mr. Preston. “ I t  is 
an economic question pure and simple 
and m ust be worked out accordingly. 
I t  is a fact that no comm unity and  no 
state has ever become great from ag 
riculture alone. T here seems to me 
a real rem edy for small communities 
and for agriculture. T h is  remedy is 
the m ixing of industry  with agricul
ture and it is now being applied in 
m any localities w ith satisfactory re
sults. In d ustry  and  agriculture are 
better balanced in Ohio, N orth Caro
lina and Pennsylvania than in any 
o ther states and in these states there 
is no serious agricultural problem  and 
V e  hear little com plaint from ‘the 
farm ers.”

T he head of the A. B. A. did not 
say so, but w hat he now advocates as 
a solution for the agricultural prob
lem calls to  m ind the suggestion of 
H enry  ford made in h is book two 
years ago. W hat Mr. ford said was 
that farm ing is a part-tim e job, and 
to run a farm  economically farm ers 
m ust combine their efforts and devote 
a portion of their tim e to w ork  in the 
industrial centers. Presum ably his 
idea was to take the farm er to the  
cities. Mr. Preston  now would seem to 
w ant to take the cities to the farmer.

T he  essential idea in both cases is 
th a t a proper m ixture of industry and 
agriculture m ust somehow be found.

The present tax  laws tend to punish 
corporations through the fact that the 
norm al tax  on corporations runs to 
more than two and one-half times the 
maximum tax on individuals. “Cor
porations earning $10,000 a year after 
exem ptions would,” said Mr. Preston, 
“pay to the Governm ent $1,080 in taxes. 
An individual earning identically the 
same am ount, even in the same busi
ness, w'ould pay '$190.”

It is im portant to  protect and en
courage the l’fe of corporations since 
in the opinion of this banker as well as 
others, “ Corporations in the future are 
going to be in very much larger units 
than they have ever been before.”

Paul W illard Garrett.
[Copyrighted, 1927.]

Vision plays an im portant part in 
business success. T he m an who looks 
not only ahead, but all around him, will 
see opportunities that are entirely 
missed by men engrossed in the petty 
routine of immediate affairs. W ithout 
vision, ideals are impossible. The 
spirit of service, the sincere in tent to 
earn one’s way in the world, the earn
est endeavor to deliver just a little 
more than is expected—these are prod
ucts of vision. I t takes vision to see 
that a business is built, not of single 
orders, but o f custom ers. Custom ers 
can be carved only from the solid rock 
of service.— Edison’s M onthly.

T he ideal clerk prefers a hard job 
to  an easy one.

In  every stock fire insurance com 
pany the m ajor p a rt of the assets con
sist of the contributions of the  policy
holders. Capital stock m akes up but a 
small part pf the total assets.

GRA ND R A P I D S  
N A T I O N A L  B A N K

Established 1860— Incorporated 1865 

NINE COMMUNITY BRANCHES

GRAND RAPIDS NATIONAL COMPANY 
Investment Securities

Affiliated with Grand Rapids National Bank“ T h e  B an k  on th e  
8 q u a re "
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No Man Can Sign Away His Legal 
Rights.

T he salesman was pushing a new 
line, and he sold the local hardware 
m erchant $1,000 w orth.

“ Rem em ber that we take a three- 
m onths note for the price of this stuff, 
w ithout interest,’’ th e  salesman pointed 
out, filled ou t a note form and pushed 
it across the desk.

“W h at’s the m eaning of that clause 
th at ‘the m aker hereby waives any  and 
all righ t of appeal in any suit brought 
on this note, or any renewal or re
newals thereof?’ ” the m erchant asked.

“ Oh, th a t’ sim ply printed in all our 
forms. I t  mean9 that, if you were a 
poor custom er, which you are not, and 
refused to  pay this note, which you will 
not, and  we sue you and get a judg
m ent in court, you couldn’t appeal to 
a h igher court and keep us out of our 
money indefinitely,” was the a iry reply.

W hen the goods arrived, however, 
the m erchant found th at they “were 
not w orth lugging hom e,” as the 
freight agent expressed it, the  seller 
refused to take the goods back, the 
m erchant refused to pay his note, the 
seller sued and got judgm ent.

“W h at’s the next step?” the m er
chant asked.

‘T h e  judge who tried your case 
knows no more law than necessary and 
some of his rulings on evidence would 
make a cowboy justice of the peace 
laugh,” his lawyer assured him.

“W e’ll appeal and win w ithout a 
struggle.”

“W h at about th a t clause in the note 
th at I signed, saying that I waived my 
right of appeal,” the careful m erchant 
queried.

“T hat’s a new point, and we’ll have 
to meet it on appeal,” the a tto rney  ad
m itted, “but it’s m y positive opinion 
that no court will perm it the m aker of 
a note to sign away his legal rights in 
that way,” and the Supreme Court of 
Idaho in a case reported in 219 Pacific 
Reporter, 1058, ruled th at the attorney 
was right, and the weight of authority  
is to  the sam e effect, although some 
courts have ruled the other way.

“T he effect of such a stipulation is to 
oust the court of their jurisdiction and 
to restric t the parties from  enforcing 
their rights under the contract by the 
usual legal proceedings in the ordinary 
legal tribunals. T here is some conflict 
of authority  upon this subject in the 
reported cases, b u t we do think, in 
view of the foregoing statute, th at the 
question is open to discussion in this 
state,” was the reasoning of the Idaho 
courts.

Present Outlook For German Securi
ties.

As a result of a seeming m isinterpre
tation of an exchange of views between 
S. P ark er Gilbert, A gent General for 
R eparations, and the Germ an Govern
m ent, resu lting  in a ra ther severe de
cline in Germ an securities, m any 
Am erican investors have been con
fronted with the problem  of deciding 
w hether to  sell holdings at a loss or 
retain  their investm ents in hope of a 
recovery.

B ankers here familiar w ith condi
tions in Germ any have decided views 
on that question. T hey are unanim ous
ly of the opinion underlying conditions

have been strengthened by the spirit 
of co-operation th at prom ises to arise 
from the A gent General’s warning. As 
a m atter of fact, it is contended, the 
exchange of views should be regarded 
as a constructive factor in the situation. 
Germ an authorities, it is agreed, are 
sincere in their aim to keep expenses 
and borrow ings w ithin reasonable 
limits.

One of the results is expected to be 
a gradual slackening in borrow ing by 
Germ an municipalities and industries, 
which naturally will give an advantage 
to securities already issued.

O utstanding Governm ent, state, 
municipal and corporation long-term  
loans payable in foreign currencies 
am ount probably to  more than $1,000,- 
000,000, and this foreign borrow ing 
doubtlessly has contributed in large 
measure to Germ any’s rem arkable in
dustrial progress in the last three or 
four years. H er recovery, it is agreed, 
has been out of all proportion to  any 
burden imposed by foreign loans.

Concern has been expressed over 
Germ any’s ability to meet increased 
obligations next year in accordance 
with term s of the Dawes Plan. Am eri
can bankers in a position to  judge this 
question who have studied the situa
tion at close hand are convinced the 
Berlin Governm ent will be prepared 
to carry out the program  in addition to 
m eeting all requirem ents fixed under 
term s of private loans.

On the subject of the adverse trade 
balance and the outlook for German 
securities the Foreign T rade Securities 
Company said recently:

“W hile the adverse trade balance is 
conducive to concern, nevertheless, the 
fact m ust not be overlooked that the 
chief weakness in this direction lies in 
the need o f im porting foodstuffs and 
that an intensified effort is being made 
to stim ulate agricultural production.

“T he path to the future lies in the 
perform ance of the past. Judged by 
this standard we believe that the th rift 
and working capacity of the German 
people, together with their capacity 
for intelligent organization, will be di
rected tow ard an  honorable effort to 
meet their obligations,, all of which 
have been prom ptly m et to date, and 
to the elevation of their social and 
economic improvement, which to us 
appears to be the basic security for any 
obligation. T he  restrictions lim iting 
foreign borrow ings to productive pur
poses only affords fu rther assurance 
against overextension of credit.”

W illiam  Russell W hite. 
[Copyrighted, 1927.]

T he em battled housewives of E ng
land have carried into the B ritish 
courts their struggle  to retain servants 
and have won a decision which estab
lishes a startling  precedent. I t  has in 
effect been decreed that a servant is 
under as g reat a necessity as her em
ployer to keep a contract and when 
refusing to give a m onth’s notice is 
liable to dam ages of a m onth’s wages. 
In  the case which has ju st been de
cided by the W estm inster County 
C ourt a parlor maid who had been 
hired by a householder of O xshott did 
not appear to take up her duties as 
arranged. H e r employer b rought suit 
and the decision declared th at a con

tract had been broken. T he parlor 
maid was ordered to hand over a 
m onth’s wages and pay costs. Those 
perennial protagonists, housewives and 
servants have thus been placed on 
term s of equality for their future com
bats. F irs t it was the  employer who 
could hold over the servant the threat 
of instant dismissal, then the servant 
w ho could keep her m istress in constant

subjection by threaten ing  to give no
tice as the guests began to arrive or 
the family was sitting down to dinner. 
Now the m onth’s notice or forfeiture 
of a m onth’s wages is equally binding 
upon both parties to the contract, and 
the housewife’s greatest fear of being 
deserted in a crisis has treen largely 
eliminated. W e cite this decision for 
the attention of our own courts.

n r r  y y y y y y y y y y y y y y y y y y  m  y  tQ  

Who Will Take Charge of -j

Your Affairs? Í

■ ILL SOMEONE YOU NEVER KNEW, 
take charge of your affairs and distribute 
your assets to the heirs? Will the court 
appoint someone to do this for you, or will you say, 

by Will, how your Estate is to be taken care of?

By naming The Michigan Trust Company as Execu
tor and Trustee under your Will, you are assured 
that an institution which is capable and responsible, 
and of whose experience and integrity you can be 
certain, will act for you efficiently and promptly and 
at a fee no greater than that allowed an individual.

MichiganTrpst
COMPANY

THE FIRST TRUST COMPANY IN MICHIGAN

C ^ J l J U U U U L O J L O *5

Investment Securities

E. H. Roll ins & Sons
Founded 1876
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Dime Bank Building, Detroit 
Michigan Trust Building, Grand Rapide
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Chicago 
Los Angeles

f* AUDITS - SYSTEMS - TAX SERVICE*1
L A W R E N C E  S C U D D E R  &  C O .

A C C O U N T A N T S  A N D  A U D IT O R S

924-927 GRAND R A PID S N A T ’L BANK BU ILD IN G , GRAND R A PID S, M ICH.
313 PE C K  B U ILD IN G , KALAM AZOO, M ICHIGAN 

452 W . W E S T E R N  A V E., M USKEGON, M ICH.
N ew  Y ork  - C hicago - S t. Louis - W ash in g to n  .  P h ilade lph ia  • Boaton
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MUTUAL FIRE INSURANCE
Spray Painting—New Hazard in the 

Home.
The rapid grow th of the spray m eth

od of finishing in the automobile, fur
niture and other industries has awak
ened certain m anufacturers to the pos
sibilities of this m ethod in the home. 
In  alm ost every paint store there are 
elaborate window displays illustrating 
how articles of furniture may be quick
ly painted, enameled o r  finished in the 
wide variety of pyroxylin lacquers 
now on the m arket. The factors of 
labor saving and finish naturally appeal 
to .the public, but the hazard inherent 
in this m ethod of application m ust be 
recognized and steps taken to thor
oughly acquaint , the users with the 
daflgers and the necessity of employ
ing proper safeguards. If there was no ; 
probability that these sprayers would 
be used for purposes o ther than the 
application of the finishing m aterials 
above mentioned, the problem  of edu
cating the public in the use of such 
safeguards would not necessarily be a 
difficult one, neither would the exten
sion of spray finishing to the home 
w arran t any great concern, b u t this is 
not the case.

In  an effort to prom ote sales, ad
vertising literature has appeared en
couraging the use of lacquer sprayers 
for purposes o ther than spray painting 
and finishing. T his literature forms 
propaganda of a m ost dangerous type 
and creates a condition that should be 
viewed with grave concern by fire de
partm ents and indeed, by everyone 
tru ly  interested in safeguarding life 
and property. Am ong a m ultitude of 
o ther uses the value of the sprayey is 
emphasized in bold type, as a ,means of 
starting  camp fires, fufnace fires, fires 
in open grates, also as a m eans of 
thaw ing out frozen pipes, burning off 
paint and to be used as a fire torch.

These sprayers resem ble unm istak
ably nothing more than the usual form 
of hand insecticide sprayer employing 
a specially designed tip. An entree 
for the apparent secondary use of these 
sprayers has been made am ong a large 
m arket of suburban hom es where the 
insecticide sprayer first became popu
lar. T his m arket together with the 
broader general m arket represents a 
portion of an inexperienced public to 
whom considerable advertising and 
sales prom otion literature has been di
rected, inviting them to play with a 
serious, unsuspected, unprotected 
danger—encouraging the use of these 
sprayers for the purpose of exploiting 
the new feature which is’ extrem ely 
hazardous in nature.

Every fire chief and other public 
official, indeed every person reading 
this article is urged to act prom ptly in 
checking the im proper use of spraying 
devices by pointing out the attendant 
danger to life and property. If such 
sales propaganda continues unchecked 
serious consequences , will be sure to 
follow. - < '  -'4. - • —

To attem pt the burning off of paint 
dr to  use a fire to rch 'fo r  'Any purpose 
hv hands unskilled in those processes 
is to  invite trouble and d in g er aplenty. 
Even devices and equipm ent designed 
and intended for these- purposes and 
used by skilled tradesm en require

utm ost care and precaution. Hence 
it is apparent that this very real danger 
becomes m ore pronounced when sup
plem ented by a device not even origi
nally designed, fashioned or intended 
for such work.

T h e  legitim ate use of these spray 
outfits is not discouraged because of 
the hazard involved. B ut it is th e  duty 
of the reputable m anufacturer to recog
nize his own responsibility in the m at
te r and see to it that the necessary in
structions a n d . safeguards for proper 
use are supplied with each outfit. Such 
instructions and precautions are more 
apt to  be read and therefore observed, 
if they are printed on a conspicuous 
label perm anently  - attached to the 
sprayer.

M any of the cheap grades of paints 
are thinned with naptha, a petroleum  - 
product,' ver£ similar in hazard t a  
gasoline. Pyroxylin lacquers, brush 
lacquers containing pyrozylin, and as 
a m atter of fact m ost m aterials sold 
under this designation, 'contain for 
solvent and thinning purposes am yl 
acetate, alcohol a n d ' similar liquids 
which, as in the case of naphtha, are^ 
highly flammable. T hese give off 
vapors which may be readily ignited 
and which may flash back to the user 
from a flame located at a seemingly 
far enough distance of safety.

Spraying should, therefore, be car
ried on out-of-doors whenever possible, 
so that the vapors will be quickly dis-. 
sipated and carried away in the open 
air.

If of necessity spraying is carried on 
indoors, every effort should be made to 
ensure that there are no nearby open 
lights, fires or other sources of igni
tion; that the windows and doors are 
open to the outside air where con
stant circulation is taking place and 
will thus hasten the m ovem ent of the 
vapors by drafts to  the outside.

In conclusion, a final w arning is 
sounded against the misuse of all 
sprayers. W hen literature of the na
ture of the nature described com es, to 
the attention of any fire departm ent, 
public official o r person sincerely in
terested and desirous of safeguarding 
life and valuable property, he should 
take prom pt m easures to investigate 
and if necessary prevent further dis
tribution of sales propaganda and 
similar m aterial. •

A New Year’s Resolution.
T hroughout this coming year— 

whose auspicious nascency is aureate 
with the dawn-fires ; of a new pros
perity—and through all the years that 
shall thereafter come to us, let us 
resolve:

T o  k  kind, to be courteous, to  be 
fair; to use no underhand m ethods; 
to play the game stra igh t; to lose 
cheerfully and graciously or to win 
w ithout gloating.

Let us resolve to look for the best 
in all m en; to seek n6 evil, to speak 
»9 .evil, of,o thers, arid tb think n a  evil 
of them , unless we find them  in 
flagrante delicto.

Let us resolve to m ake an early 
start, take a sho rt cut and follow the 
trail as long as we can; to  live facing 
the front and—by God’s help— to pass 
on w ithout show ing a  yellow streak.

Affiliated with
The Michigan

Retail Dry Goods Association
An Association of Leading Merchants in the State

THE GRAND RAPIDS MERCHANTS MUTUAL  
FIRE INSURANCE COMPANY

320 Houseman Bldg. Grand Rapids, Mich.

Class Mutual Insurance Agency
C. N. BRISTO L H . G . BUNDY A . T . M ON SO N

“  The Agency of Personal Service ”

IN SPEC TO R S, A U D ITO RS, STA TE A G E N T S

Representing The Hardware and Implement Mutuals 
The Finnish Mutual —The Central Manufacturers’ 
Mutual and Associate Companies.

Graded dividends ot 20 to 50% on all policies accord
ing to the class of business at risk.

FIRE - AUTOMOBILE - PLATE GLASS

305-06 Murray Building Grand Rapida, Mich.

STRENGTH ECONOMY

THE MILL MUTUALS
Lansing AGENCY Michigan

Representing the
MICHIGAN MILLERS M UTUAL  
FIRE IN SU R A N C E CO M PANY

(MICHIGANS LARGEST MUTUAL)
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Com bined A ssets « f Group 
$39,611,125.59

20%  to 40%  Savings Made Since Organization

FIRE INSURANCE—ALL BRANCHES
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HELP OR HANDICAP?

Which Will Your Legacy Prove To 
Be?

W ritte n  fo r th e  T rad esm an .

The old saying, “There is no pocket 
in a shroud,” while it has its tinge of 
humor, i9 not to be taken flippantly. 
On the demise of its owner, his for
tune, w hether large or small, m ust pass 
into o ther hands. L et it be a m atter 
of conscience to make the best possible 
bestowal of one’s possessions. Not 
always an easy m atter, this. A brief 
study of w hat o ther people do with 
what they have, will throw  some light 
on perplexing problem s and free the 
mind from personal bias.

An item in a local paper told of a 
bequest recently coming to a boy 
seventeen years old. By the will of an 
aunt he has an estate that will yield 
him, it is estimated, $6,000 annually.
A share in an oil property will prob
ably bring him $750 m ore each year. 
He was also given a late-m odel auto
mobile. Possession of the estate is de
layed until he is th irty  years old, but 
in the meantim e he will receive the in
come. Upon the death of certain  rela
tives, some provision for whom was 
made in the will, his estate is likely to 
be increased about one-half.

The heading of the item was “H igh 
School Boy Fixed For Life,” and U 
wa9 comm ented that he became one of 
the m ost envied young men of the city 
in which he lives. No doubt he is 
envied. M ost people would regard him 
as extrem ely fortunate.

H ere is a will that shows thought as 
well as genuine affection and the best 
of intentions. L et us consider it and 
determ ine w hether it is an  example of 
how to do it or how not to  do it. Since 
we do not know  th is nephew, who 
may be of a very exceptional type, let 
us, for our study, just picture to our
selves an average boy, neither better 
nor worse, neither w iser nor more 
foolish than  m ost young fellows of 
seventeen or eighteen. W e will call 
him M. Im agine him as having the 
income and the prospects described in 
the item.

O f course an income of six or seven 
thousand is  not large as incomes are 
counted nowadays. But it is a liberal 
am ount of money for an unencum bered 
young m an to have the entire spending 
of. W hat will M. do with it, and, 
what is m ore to the point, w hat will 
it do with M?

H ow  will he be likely to occupy 
himself during the next dozen years? 
W ill he not soon feel that just to  have 
a good time is his chief duty If of 
a generous disposition he will be ac
tive in showing all his friends a good 
time. T hey will egg him on in the 
idea th at in his circum stances it would 
be silly not to enjoy himself. D uring 
the rem ainder of high school, by being 
a free spender he easily can m ake him 
self very popular, so th a t he will re
ceive the constant flattery of his com
panions, girls as well as boys. Indeed 
his “bunch” or “gang” can be depend
ed upon to m ake a little tin god of 
him.

A fter finishing high school, doubt
less he will go to  college. In  this a r
ticle we shall not try  to settle the now 
m uch-discussed question as to w hether

college is a good thing for any or 
m any of the young people who attend. 
W e will just suppose th at the righ t 
kind of course taken in the right way 
by the right sort of mind is of great 
benefit, and th at M has a m ind that, 
under some conditions, could derive 
that benefit. Situated as he will be, 
will he get it?

H e is likely to  choose some large 
and popular university. T here his a s
sociates will not be the students who 
are working their w ay through, nor 
those whose expenses are defrayed by 
parents in m oderate circumstances. 
R ather will they be young fellows with 
large allowances from wealthy and 
over-indulgent fathers — young men 
living in the luxury to  which they have 
been accustomed a t home, and with 
even less restrain t than when under 
the parental roof. T he having-a-good- 
time idea, the getting  the  kick out of 
things, will pervade the very atm os
phere which M will breathe.

H e m ay become dissipated in vari
ous ways—he m ay not. T hat the 
chances of his going wrong are greater 
because of having plenty of m oney to 
spend, cannot be denied. But assum 
ing that he does not contract habits 
that are counted flagrantly bad, is he 
likely to settle down to much study or 
serious endeavor of any kind? Is he 
not far m ore apt barely to  scrape 
through than to make creditable 
standings? H ow  will w hat he gets from 
the four years spent a t college com
pare with w hat is obtained by the 
aspiring young fellow who partly pays 
his own way, and who feels th at he 
m ust make his time count for what he 
will do and be later on?

This is not saying that a student 
should be a “grind,” or th at college 
life should consist only of drudgery 
and overstudy. F ar from it. There 
should be enough genuine fun as well 
as plenty of real work. The young 
man who is too  well financed is apt 
to fall short on the  real work.

A fter college, w hatever M may go 
into, he will have his income to fall 
back on. I f  he takes some position, 
there is little danger that he will wear 
himself out in service to his firm. If 
he should decide to em bark on some 
enterprise of his own, he can have that 
comfortable “ I-should-w orry” feeling 
as to how it will turn  out. F o r will he 
not come into a very fair-sized fortune 
when he is thirty?

H e can m arry  young if he chooses 
to. W hether he does or doesn’t, and 
w hether o r not he succeeds in adding 
to his current funds by his own earn
ings, he will be alm ost sure to spend 
all his income as he goes along. For 
sta rt a boy out with several thousand 
a year, he can hardly help acquiring 
expensive tastes.

T he late-m odel autom obile will not 
stay late-m odel a great while, but will 
be turned in- for a b e tte r machine. In  
cars, in clothes, in amusem ents, in 
m anner of living, -there is an all but 
irresistible urge from the grades that 
afford service and com m on comfort, 
to those that are far finer and more 
costly. In  a sense M will do well if 
he keeps his outgoes within his in
come and does not anticipate his 
thirtieth  b irthday by  getting  into debt.

The question naturally  comes up,

will M know how to hold on to  his 
forune when he gets it? O r will he 
let it slip through his fingers and at 
fifty or sixty will he be working for 
some one else at menial employment? 
No one can answer these enquiries 
with certainty. “Easy come, easy go, ’ 
is true in m any cases. On the o ther 
hand, there are those who keep all 
they inherit and add to their holdings. 
In  justice it has to be said, however, 
that receiving a good-sized income, 
without exertion on his part, is not 
well calculated to train  a young man 
in foresight, caution, and sagacity in 
money m atters.

Deplorable as this m ay appear from 
the financier’s point of view', it is not 
the w orst thing about such an arrange
m ent as that wre are considering. The 
really vital weakness about -this plan 
is that the income so easily obtained 
and the fortune in prospect will tend 
alm ost inevitably to keep M from ob
taining what is of far greater value.

Between the ages of eighteen and 
th irty  the norma) young m an who is 
mainly on h :s own resources should 
develop initiative, courage, persistence 
self-reliance. H e should acquire skill 
in some craft or profession, come to 
know the burdens and responsibilities 
of mankind, and to feel that he must 
do his part in the great scheme of 
living. H e should form a sturdy and 
reliable character, which is worth more 
than any am ount of riches. All this 
is just what the young fellow with a 
good-sized income which he does not 
earn, is not likely to do. So he fails 
to obtain the education of getting  or. 
to his own feet, which is of even more 
im portance than -the three R ’s.

A m other, who, through mistaken 
tenderness and solicitude, instead of 
letting her baby learn to creep and 
walk, would carry it around on a pil
low until four or five years old, would 
stunt the child's grow th. Too much 
money is likely to make a young man 
a m ental and m oral cripple.

Tw o points need to be made clear 
and emphatic. One has to do with the 
protective instinct of parents, relatives 
and friends, for the children and young 
people who are coming up. T his is 
a most necessary trait in hum an na
ture, and in the main one of the 
noblest. But it can be carried too far, 
as is the case when it becomes a blind, 
unreasoning desire to spare the 
youngsters w hatever is hard and dis* 
agreeable and m ake their lives all 
pleasure.

Money in excessive am ounts is free
ly handed over by fond elders while 
they live, and too often just as foolish
ly left to the young people when the 
elders pass. on. T his is flying in the 
face of Providence, and hardly can 
fail of disastrous results. W hoever 
would do well by the young persons 
in whom he o r she is interested, must 
use common sense and wisdom and no1 
be guided by unthinking affectior) 
alone.

T he other point is like this but of 
wider application. I t  is that we must 
get above the belief so widely held that 
wealth in any sum and under any c ir
cumstances is good, and that always 
H i s  great luck to  receive a  -big legacy. 
In  reality, w hether a fortune wjll be

a blessing or a curse, depends on how 
one will react to it. Some have the 
strength  of character to use money 
rightly; others—and not always those 
of tender years either—are soon de
moralized by the idleness and luxury 
that money affords. Let hard th ink
ing go into the m aking of every will. 
And let all rem em ber that as yet, in 
the mind of the general public, only n 
beginning has been made in the post
ing of danger signals as to the unw.se 
bestowal of worldly goods.

Ella M. Rogers.

F ast Turn-over.
T he laziest woman in the world is 

the one who puts popcorn in her pan
cakes so they’ll turn over by them 
selves.

Adds and Subtracts-
AUTOMATICALLY

A d d s s
A  new  inv en tio n  th a t  is revo lu tion iz ing  

the  “ h ead w o rk ” of figuring  in  s to re s  an d  
offices everyw here . T h is  new  k ind  of 
add ing  m ach ine  riv a ls  th e  speed a n d  m e 
ch an ica l a cc u ra c y  of big, cum bersom e 
m ach ines  selling  for $300 a n d  m ore. Y et 
ADDAC is so co m p act th a t  i t  can  a c tu a l
ly  be s tood  r ig h t  on a  led g er page, o r 
c a rr ie d  from  p lace  to  place in  th e  palm  
of y o u r hand !

PRICE $24.50 COMPLETE
A t th is  am az in g  p rice  ADDAC g ives 

you ev ery  e sse n tia l a d v an tag e  of th e  m ost 
expensive  ad d in g  m ach ine. C apac ity  
$999,999.99. D irec t su b tra c tio n  a s  well a s  
add ition . F u lly  g u a ra n te ed . H a s  a  dozen 
u ses  in ev ery  s to re  o r office—b alancing  
books, check ing  invoices, ad d in g  p u rc h a s 
es, e tc . G ives you ab so lu te  a ccu racy , 
sav e s  tim e, a n d  pays  fo r  its e lf  in  e lim 
in a tin g  costly  e rro rs .

W rite  to d ay  fo r  in te re s tin g  folder, 
“F a s te r  th a n  F in g e rs ” . D ept. T. 
ADDAC CO., GRAND R A PID S, M ICH.

I. VanWestenbrugge
Grand Rapids • Muskegon

T ru ck  Service  
C en tra l W este rn  M ichigan

Nucoa
[kraft^ cheese i
“ B E ST  FO O D S“ D̂ P NG 
“ F A N N IN G ’S “ BrepicKLEstter 

A L P H A  B U T T E R  
Saralee H orse Radish
O T H E R  S P C l  A L T I E S



16 M I C H I G A N  T R A D E S M A N D ecem b er 28, 1927

INTERSTATE 
SERVICE
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DRY GOODS
M ichigan R eR ta il D ry Goods A ssociation

P re s id e n t—A. K. F ran d sen , H astin g s .
F ir s t  V ic e -P re s id en t—J . H . Liourim, 

Jack so n .
Second V ice -P re s id en t—F. H . N issly, 

Y psilan ti.
Sect e ta ry -T re a s u re r—D. W . R obinson, 

Alma.
M anager—Ja s o n  E. H am m ond , L ansing .

Seniors’ Riding Togs. Copied For 
Juniors.

Riding togs for juniors have grown 
in im portance am ong designers. They 
are largely m iniature copies of the hab
its made for grown-ups, but, of course* 
more simple. T he coat is worn with 
a soft shirt or sweater, and the little 
trousers are held with buttoned leg
gings, which are replaced by boots for 
older children or those that belong in 
w hat are known as the junior and 
misses’ classes. The little horsewom an 
invariably wears a cap, which has a 
visor not unlike the regulation jockey 
cap, but a bit m ore generous. Greater 
liberty in the selection of m aterials is 
taken in riding clothes for juniors 
and children, many pretty  checks and 
small stripes being shown and the 
weaves being m ore light and soft in 
tex ture  and much white.

New Denim Prices Coming.
New prices on denims for delivery 

during  the first quarter of 1928 are 
now being awraited w ith a good deal 
of interest in this m arket but, aside 
from  the fact that they are practically 
certain to come before the turn  -of the 
year, there is no telling just when the 
dom inant factor in the industry will 
make its announcem ent. T he current 
prices on standard denims were made 
about three m onths ago on the basis of 
19 cents for 2.20-yard w'hite backs and 
\7 l/ 2 cents for 2.40 double and twists, 
and they covered deliveries from  Oct. 
15 to Dec. 31. In view of the fluctua
tions in cotton that have taken place 
since th at time, there is not a little 
speculation as to what the new prices 
will showr when they finally come out.

Pepperell Makes Lower Prices.
Low'er prices on the wide sheetings, 

sheets and pillow cases made by the 
Pepperell M anufacturing Co. were an
nounced last week. Bleached 10.4 
sheetings are in the new list at 46 cents, 
against a last previous price of 48 
cents. Bleached sheets are priced on 
the basis of $13.60 a dozen on the 81 
by 90 inch size, com pared with $14.20 
per dozen in the previous list. The 
pillow cases, bleached, are priced at 
$3.51 per dozen for the 36 by 54 inch 
size, the last previous figure being 
$3.63. Deliveries on the 9-4 brow n and 
bleached sheetings and on the 36 by 42 
inches cases will begin on Jan. 15 and 
continue through M arch. On all other 
goods the deliveries covered by the 
new prices w’ill be January, February  
and M arch.

Cheaper Bridal Dresses Desired.
A lthough there is a steady all year 

round dem and for bridal dresses of 
the better kind, one of the oldest firms 
m aking this type of m erchandise has 
found that by putting  in a cheaper line 
they are able to do more business. In 
New York they claim the prices range 
from  $25, while out of town the small 
shops and stores w ant the $16.50

grades. T he same condition holds true 
in the bridesm aid’s frocks. A nother 
factor th at has helped along the sell
ing of these cheaper dresses is the ad
dition of a line of veils, caps and 
shawls. T he bridal dresses are selling 
better in satins and tulle than any o ther 
m aterials. Pastel shades of chiffon are 
best sellers in the bridesm aids’ dresses.

China Prices Not To Change.
Prices on im ported chinaware for 

the 1928 season will show practically 
no change. Response to the new of
ferings, which will be made with the 
turn of the year, is expected to be 
good, particularly in the case of dinner 
sets. Retailers are said to be carrying 
light stocks, necessitating a fair am ount 
of advance business. B right colored 
decorations will be featured on much 
of the m erchandise, the designs being 
developed on neutral backgrounds such 
as ivory. Period patterns are expected 
to do well. Instalm ent selling in china 
sets is on the increase. M ore depart
m ent store are adopting the m ethod to 
compete more actively with the credit 
establishm ent.

Interest in Jade Grows.
T he chief feature of business in the 

precious stone field, which has been 
im proving steadily during the last few 
weeks, is the continued grow th of in
terest in fine jade and that increasing 
scarcity is by no means local is shown 
by a letter received by one of the best- 
known jade handlers in the country 
from its representatives in China. This 
letters tells of the m arked difficulty in 
buying fine jade in the prim ary m ar
kets and the higher prices th at are in 
prospect as a result. A nother feature 
of gems is the difficulty experienced 
by dealers in finding large fine sap
phires and emeralds. T he demand for 
the form er shows unm istakable signs 
of im provem ent lately.

Jewelry Lines Ready.
T he unprecedented business done in 

the last few weeks in novelty jewelry 
has encouraged both m anufacturers and 
im porters to prepare m ore diversified 
spring  lines. These are all in readiness 
for display imm ediately after the holi
days and it is believed that crystal 
jew elry in new Chanel in terpretations 
will again lead. N ext will the b righ t 
gold in m odernistic styles that com 
prise sets of two or m ore items. Silver 
is expected to have a small vogue for 
wear with gray and black and white 
combinations. A reason given for ex
pecting large spring  business is that 
decisive color or some form  of em
bellishm ent is required for use with 
printed silks.

Want Quick Negligee Shipments.
Doing business in negligee of late 

has depended alm ost entirely on the 
ability of m anufacturers to supply 
quick replenishm ent of retail stocks. 
Due to this, supplies in first hands are 
considerably depleted, and last-m inute 
orders calling for particular sizes and  
colors are not likely to be filled as 
well as buyers would like to have 
them . W hile fancy negligees have been 
in strong  demand this season, one of 
the features has been the steady call 
for novelties in corduroy robes. Shad

ed and printed corduroys have been 
used extensively, and w ith considerable 
success, as well as unusual colors in 
the plain materials. Both lined and 
unlined models have been sold in large 
numbers.

Towel Sets Sought.
Towel sets are in such demand for 

immediate delivery that the jobbers are 
being called on for new goods. This 
is especially true  of the terry  sets with 
em broidered designs and colorful ap
plique work th at sell for $10.50 per 
dozen. O ther sets wholesaling from 
$7.50 per dozen and upward include 
towel and two wash cloths or a bath 
m at and towel. Included with this m er
chandise is a crib blanket 36 by 50 with 
a satine border, individually boxed and 
selling for $13.50 per dozen. In  all 
these types of goods, blue and pink are 
colors in demand, with jacquards and 
checks following.

Lace Outlook Considered Good.
T he spring demand for laces is likely 

to show a big improvem ent, because 
of the trend to more “feminine effects” 
in wom en’s attire. T he new styles in 
the dress and underw ear trades are 
favorable to the increased use of lace 
trim m ings, while the m erchandise is 
also being used to  a g reater degree for 
home decoration. Staple laces such as 
Alencon, Chantilly and silk types, it 
is figured, should do particularly well. 
Alencon lace has m et w ith an active 
demand during the fall and supplies 
here and abroad are not large. Breton 
laces are well regarded for underwear 
purposes. N eutral shades ra ther than 
high colors are expected to  prevali.

Record Season For Jewelry.
Indications are th at the year will 

close w ith m anufacturers and im por
ters of novelty jew elry having done 
a record fall and holiday business. R e
orders, which continue liberal, have 
outdistanced expectations and more 
than one wholesaler has found it dif
ficult to make deliveries prom ptly. T he 
demand has been m ore diversified than 
usual, covering gold and stone set 
effects and pearl m erchandise ranging 
from  necklaces to  dress and hat orna
m ents. T he call for the better grades 
has been an outstanding feature. Spring 
lines are being assem bled and will be 
offered w ith the turn  of the year.

Store Segregates Millinery.
A shop well known for its excellent 

m illinery departm ent, which includes 
hats for women of all ages and types, 
found it did better business by segre 
gating  the different models. T h at is, 
all u ltra-sm art hats were put in one 
p art of the room, so th a t the cus
tom er would not have to look at the 
m ore conservative, m atronly types and 
possibly get the idea that the firm was 
a bit old-fashioned and not quite able 
to suit her needs either in that de
partm ent o r in others. Again, by keep
ing the m atronly types , apart, women 
who buy these styles are not apt to 
consider the store too “flapperish.”

More Wide Sheetings Reduced.
Pacific Mills have arinounced lower 

prices on T ru th  wide sheetings, sheets 
and pillow cases for delivery during 
January, February  and M arch. T he

new prices for bleached wide sheetings 
are based on 46 cents for the 10-4s, 
while bleached sheats are priced on the 
basis of $13.60 a dozen for the 81 by 
90 inch size. Pillow cases have been 
priced in proportion. No changes were 
contem plated on sim ilar m erchandise 
handled by Parker, W ilder & Co. and 
Taylor, Clapp & Beal, as these lines 
had not been advanced when cotton 
was strongly  on the upgrade.

Holiday Spurt in Lingerie.
Lingerie m anufacturers are  being 

strongly pressed for deliveries for hol
iday selling. O rders have accum ulated 
in notable volume, and leading firms 
are sold up to capacity. Particularly  
wanted are black georgette  and crepe 
de chine garm ents, which have lately 
m et with strong consum er favor. 
Dance sets and one-piece combination 
garm ents are doing particularly  well, 
with considerable em phasis on lace- 
trim m ed types in addition to  the tail
ored styles. Pajam as, either alone or 
together w ith negligees, continue to 
receive a great deal of attention.

Millinery Designers Blamed.
In the better type stores carrying 

dresses and millinery buyers are com 
plaining about the num ber of women 
who pay up to $100 for a dress and 
yet begrudge spending m ore than $15 
for a hat. The reason for this con
dition, they claim, rests w ith the de
signers, who are constantly bringing 
out hats where the quality factor is 
alm ost negligible and the styling so 
simple that a custom er cannot account 
for the difference in prices. On the 
other hand in the popular priced shops 
the $10 and $15 hats are selling better, 
buyers rem ark.

Cigarette “Tree” Is Offered.
A cigarette holder holder in the form 

of a tree is being placed on the m arket. 
T he item  stands about ten inches high 
and from the center portion project 
“limbs,” each of which has an opening 
in which a cigarette may be placed. 
The “tree” comes in two sizes, the 
sm aller one holding ten cigarettes and 
the larger one twenty. N atural and 
pastel finishes are available. T he m er
chandise wholesales at $24 per dozen 
for the small size, while the larger one 
is priced a t $36 per dozen.

Infants’ Knit Goods Doing Well, 
been of large volume for several weeks, 

Reorders for infants’ knit goods have 
and retailers are reported to be doing 
excellent holiday business in the m er
chandise. T he demand has Covered a 
variety  of items, but the bulk of the 
interest has been shown in knitted 
coats, sw eaters and bootees. M uch has 
been made of boxed sets, and these 
are a feature in the present consum er 
demand.

Advances Women’s Wear Fabrics.
Price advances on wom en’s wear 

fabrics for spring  delivery were an 
nounced last week by the Am erican 
W oolen Co. T he increases range from 
2y2 to l '/ 2 cents a yard and are ef
fective on the greater portion of the 
wom en’s w ear lines of the company. 
The rises are attributed  to  the recent 
strengthening of raw wool prices.
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SHOE MARKET
High Wages Maintained in Shoe Trade

W hen it is a question of “selling” 
the custom er the fact that shoe prices 
m ust go higher ra ther than lower, as 
m any people seem inclined to expect, 
it is well for the shoe m erchant to 
have in mind, not only the facts rela
tive to the advancing costs of hides, 
skins, leather and shoes, and the rea
sons therefor, h u t also some of the 
figures relative to the other big factor 
th at enters into to-day’s shoe prices, 
namely, the labor cost of shoemaking.

I t  is inevitable, of course, that the 
highly skilled labor employed in the 
m aking of shoes m ust receive a much 
higher rate of compensation to-day 
than prevailed in the pre-w ar days 
when shoes sold at lower prices. W ages 
in all industries advanced rapidly dur
ing the war and liquidation in labor, 
which m any predicted, has up to  this 
time been relatively insignificant. Ac
cording to sum m ary of wages and 
hours of labor in the shoe industry 
which has just been released by- the 
Bureau of Labor Statistics, U nited 
States D epartm ent of Labor, the aver
age full time earnings of all employes 
in the shoe industry per week in 1926 
showed an increase of 95 per cent, 
over 1913 and a decrease of only 4 
per cent, as compared with 1920, when 
the wage peak of the industry was 
reached.

T h e  average earnings per hour in 
1926 for males by states, all occupa
tions in the industry combined, ranged 
from 47.3 cents in M innesota to 70.1 
cents in M assachusetts. T he average 
for females ranged from 31.8 cents in 
M ichigan to 48.1 cents in M assachu
setts. These wage rates, together with 
the advanced prices of leather and 
other m aterials, m ust necessarily be 
rtflected in the wholesale and retail 
prices of the finished product, and the 
retail price of a pair of shoes m ust 
also reflect the higher salaries paid to 
the retail salespeople, higher rents and 
o ther advanced costs of doing business. 
All of these facts may well be b rought 
to  the attention of the custom er who 
is inclined to question prevailing 
prices.— Shoe Retailer.

Too Many Hosiery Shades?
Despite the advance toward stan

dardizing colors which has been made 
in recent years, the belief exists in 
certain quarters of the hosiery trade 
that there áre still too many shades 
put out each season. In one instance 
cited it was said that a certain large 
full-fashioned mill had cut its color 
range about in half in the last few 
years, but that not a little m oney was 
lost every season on the shades which 
did not sell in a m ajor way. I t  was 
pointed out that the average big store 
does not push more than twelve to 
fifteen shades with any regularity. The 
suggested cure for this condition was 
some kind of arrangem ent with re
tailers whereby the mills could safely 
reduce the num ber of shades in their 
lines.

Will Shoe Colors Repeat?
One of the big questions now in the 

minds of d istributors of the more m od
erately priced lines of wom en’s shoes

is w hether colors will be as good this 
spring as they have been in recent 
seasons. The new lines are ready for 
salesmen to present to the. trade, and 
wholesalers generally are aw aiting their 
acceptance by retailers with more real 
anxiety than for some time. T here is a 
belief in several quarters that honey 
beige, and the brown shades generally, 
will do well, but beyond that there is 
no th ing to tie to. T he fact that 1927 
has not dealt as kindly w ith the wom 
en’s end of the shoe trade as it m ight 
have adds to the uncertainty of what 
spring will produce.

Buckles Meet With Favor.
B uckles of all kinds are in demand, 

due to  the vogue for elaborate syn
thetic jewelry. M anufacturers claim 
their biggest business is with whole
salers who are asking for fine types in 
pearls and crystals, or solid rhinestone 
effects. Colors are introduced occa
sionally, but only in wanted stones, 
such as emeralds and sapphires. For 
daytim e w ear the buckles are shown 
in silver and gold disks, fancy geo
m etric designs, and, like the evening 
types, are made more in the clamp 
style than the regulation effect. Made 
this way, the m anufacturers state they 
are more useful to designers, who can 
use them  with various fabrics.

Expect Spring Hair-Bow Vogue.
A strong  revival of interest in chil

dren’s hair-bow  ribbons is likely to be 
a feature of the spring demand, m anu
facturers said. T he m ovem ent to bring 
back ribbons as adornm ent for the hair 
has already made considerable head
way, but will show its biggest gains 
when the w eather is favorable for 
going w ithout a hat. R ibbons up to 
four inches wide are likely to meet 
w ith  , the bullo of the demand, it was 
added. The favored num bers a re  moires 
and satins in plaid, check and floral 
patterns. In general ribbon lines, m an
ufacturers think well of medium and 
narrow  velvets for millinery and dress 
trim m ings. G rosgrains have not m ov
ed well lately, but are expected to do 
better for the spring. Spring lines will 
be opened generally in about a month.

Rayon and Lisle Hose Active.
In  addition to the usual holiday busi

ness experienced in wom en’s silk hos
iery, there has been a big demand for 
m en’s, wom en’s and children’s stock
ings in both lisle and rayon m ixtures. 
T he sports them es are favored in light 
and dark color combinations. In  the 
m en’s lines, the self stripes vie with the 
vivid checks and stripes and are sell
ing about equally well. One whole
saler claims th at by keeping these lisles 
and rayons in a separate section, re
tailers are able to do better business. 
T he custom er is more apt to pay closer 
attention to the m erchandise displayed 
and buy more than one pair at a time.

Trend in Bags Clearer.
T he lack of a definite style trend 

in the better bag lines is disappearing 
som ewhat w ith the bringing out of 
sports and day tim e models in light 
weight felts and tweeds. These new 
bags are made in the newest shapes 
and include' both envelope and pouch 
styles. T he larger firms claim there

is a ready spring  m arket for these m a
terials, for they blend well w ith hats, 
shoes, hosiery and gloves. M anufac
turers plan to  feature these bags in 
neutral colors only. F o r the form al 
type of costume new ideas are still 
needed, although black antelope con
tinues to hold sway.

Printed Velvets Are Much in Use.
Prin ted  velvet is much liked by some 

of the French dressm akers, who find 
it charm ingly adapted for use in frocks 
for young girls. M iler Soeurs have 
done an engaging frock of snowflake 
print velvet. A surplice line is made 
a feature of the blouse. I t  extends 
from  a gay little bow on one shoulder 
to the hip on the o ther side, crossing 
the high bodice, and is fastened with a 
bow and long ends of the goods. This 
diagonal line is reversed in direction 
on the skirt, of which one side and the 
back are full, and which flares slightly 
at the bottom . The bodice form s a 
blouse effect in soft folds at the belt 
line. I t  has long, tight sleeves and is 
w ithout trim m ing.

Color Groups For Style Show.
T hree color g roups will be featured 

at the spring fashion show of the 
Garm ent Retailers of America to  be 
held at the H otel A stor on Jan. 10. The 
groups comprise natural (g ray) beige, 
lake or greenish blue tones and inde- 
dence (light blue) tones. This is the 
first time that groups of colors have 
been selected, individual shades having 
being chosen heretofore. T he change 
was made, according to Ben H. Sis- 
holz, Chairm an of the fashion show 
comm ittee, in order to afford a wider 
scope for style creators. It is the com
m ittee’s opinion that the colors chosen 
show a clearly definite trend in their 
favor.

Big Turnover of $22.50 Suits.
W hile the competition am ong retail 

units is intense, there is no m istaking 
the grow th in sales of m en’s clothing 
to retail at $22.50. M anufacturers sell
ing suits direct to consum ers at this 
price are m aking strong headway in 
the face of adverse retailing conditions 
generally. T hey are placing a large 
precentage of the orders the mils are 
receiving and are taking goods from 
$1.75 to $3 a yard, mill representatives 
said. I t  would not be surprising, it 
was added, if m anufacturers of trade- 
m arked lines b rought out suits to retail 
at the $22.50 figure. ,

ARE YOU INTERESTED 
IN IMPROVING THE 

APPEARANCE OF 
YOUR STORE

We can help you. We can 
supply you with:

New Opera Chairs 
Fitting Stools 
Show Cases

Y ou will always find our 
Findings Stock complete in 
staples, also latest novelty 
creations.

BEN K R A U SE CO.
20 Ionia Avenue 

GRAND RAPIDS, MICH.

TW O
NEW

O N E S :
Style 949 — M en’s autum n 

Blucher Oxford, M onarch’s 
Calfskin, Dundee L ast 
(M edium  balloon), Nickel 
Eyeets, New pattern  with 
popular short ramp, inside 
tap sole with fancy flange 
edge and heel seat trim .
C and D widths in stock $3.45

Style 950 — Same in M on
arch’s black c a l f _____ $3.45

“ O ver n ig h t S e rv ice”

Herold-Bertsch Shoe Co.
Grand Rapids, Mich.

MICHIGAN SHOE DEALERS
M UTUAL FIRE IN SU R A N C E  COMPANY 

LANSING, MICHIGAN

Prompt Adjustments

Write
L. H. BAKER. Secy-Tree«. LANSING. MICH.

P. O. Box 549
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RETAIL GROCER
R etail G rocers and  G eneral M erchan ts  

A ssociation .
P re s id e n t—O r’a B ailey , L ansing .
V ic e -P re s .—H a n s  Joh n so n , M uskegon.
S e c re ta ry —P au l Gezon. W yom ing  P a rk .
T re a s u re r—F. H. A lb rech t, D e tro it.

B ec lo u d in g  S to ck tu rn  I ssu e  W ith  
Id io tic  F a lla c ies .

Beginning with an “expert” of N a
tional reputation, whose w ritings are 
widely quoted, and running down 
through other propagandists of lesser 
repute, concerted effort is being con
stantly made to prom ote quantity  buy
ing again in place of the hand-to- 
mouth policy now fortunately so 
prevalent. One of the funniest dis
cussions I have seen in this connec
tion comes from a long-eared' individ
ual named Don Parker, who writes in 
P rin ter's  Ink as follow s:

“You pointed out that a man could 
make more money on $10,000 with five 
turnovers because the net profit would 
be g-eater than on one turn of $50,000. 
There might be som ething in this 
turnover business that I can’t see after 
some study, but for the life of me I 
can 't determine how you figure that 
a man m akes more profit on five turns. 
W ith  a given volume and a specific 
overhead the profit on each dollar of 
sales would be the same. If the profit 
were 20 per cent., he would make 
$2,000 each tim e he turned $10,000, and 
five times a year would make $10,000. 
W ith  one turn of $50,000 and 20 per 
cent, profit, the money profit is also 
$10,000.

Interesting, is it not P icture a 
grocer with $40,000 invested in stock 
and think how he’d feel selling $50,000 
a year. If he could make 20 per cent, 
net on cost—and that suggestion seems 
to me to show the lim its of Mr. P a rk 
er’s real knowledge of any business— 
he would have 10 per cent, on capital 
invested in stock. But doing that same 
business on $10,000 stock, he would 
show 100 per cent, annual earnings. 
And, seeing it is an every day per
form ance for a m an to sell $50,000 
worth of groceries on a $5,000 stock— 
or less—wThy follow such an argum ent 
further?

But the subtle propaganda is yet to 
come, for P arker continues:

“T he way I  see the m atter, m any 
times the man with only one turnover 
m akes the g reatest profit, for he is in 
position to take advantage of the trade 
discount, which am ounts to a whole 
lot m ore than bank interest. T he  man 
with one turn also has the valuable 
advantage of having a m ass display. 
The success of m ass displays can be 
appreciated when we turn  to  chain 
stores.”

Surely we shall have no difficulty 
in recognizing the familiar talk  of the 
old-time salesman. Only the novice 
will be misled by argum ents against a 
buying policy which has prom oted 
prosperity  am ong retailers of late 
years so universally as has the hand- 
to-m outh buying now in vogue.

More helpful is a suggestion by the 
United S tates Cham ber of Commerce:

“ One hardware jobber was rewarded 
with striking success recently when he 
analyzed w hat he sold, to whom he 
sold and where he sold. H e  reduced 
by 20 per cent, the num ber of m anu
facturers from  whom he bought and

the varieties about 30 per cent. T he 
num ber of custom ers was reduced 56 
per cent, and the territo ry  28 per cent. 
Not that he refused to sell 56 per cent, 
of his custom ers, but he ceased to 
solicit their business and he added a 
service charge to cover the cost of 
handling small orders.

“A fter one year of operation, the 
plan had increased net profits more 
than one-th 'rd  and percentage to gross 
sales had increased tw o-th irds; yet he 
had fewer varieties, fewer custom ers 
and operated in sm aller territo ry .”

I quote this experience because it is 
in line with that of a successful g ro
cer. D uring his business life of 
around tw enty-one years, he moved 
twice, each time to  a smaller store. 
Each successive move was to a more 
conveniently arranged store, but al
ways the floor space was reduced. H is 
business first increased from $33,000 to 
$65,000 and, in his last store to $95,000. 
T hat last figure would be around $135,- 
000 on to-day’s valuations. Accounts 
outstanding had been $2,200 a t first. 
They were $6,000 in the second store 
and $8,500 in the third.

But this business was not merely 
larger in volume. I t was vastly im
proved in character. In  the first store 
a large proportion of the orders was 
solicited. In the second, the solicited 
custom ers were not m ore numerous, 
although their aggregate purchases 
were som ewhat larger; but within *. 
year o r twro all soliciting was discon
tinued and the business grew  because 
of concentrated care accorded to  those 
who voluntarily came to buy personal
ly or phoned their orders.

Because custom ers who thus volun
tarily favored the store got better a t
tention by reason of all clerks being 
inside, instead of some out soliciting, 
the grade of business was elevated to 
a higher and more profitable plane.

Similar im provem ent was wrought 
in the character of accounts ou tstand
ing. T he $2,200 of original to tal was 
out am ong folks of lim ited responsi
bility—factory w orkers am ong others— 
and therefore it was precarious as a re
source. In  the second store, the lines 
were draw n much m ore strictly. Be
cause this was not entirely due to keen 
insight or foresight on the p art of he 
grocer, it deserves special study.

The fact w as that rapid increase in 
business after the first move, with ou t
standings which grew in volume quick
ly from $2,200 to  $6,500, was a real 
strain on the capital. Credit that was 
offered so freely that it was difficult 
to  carry  the to tal made the grocer cau
tious and particular about whom he 
trusted  and for how long. H e scrutin
ized all applicants and, because he sore
ly needed m oney at all times, he be
came a close collector. H e instituted 
rules and lived up to them , because 
he had to do that.

Business which resulted from  these 
improved rules and m ethods proved so 
profitable that when the second move 
was made, the grocer was not at all 
em barrassed by rapid increase of total 
outstandings from $6,000 to $8,500. As 
tha process went on, he reasoned that 
conservative m ethods which had en
abled him to handle credit when his 
resources were strained should be 

(Continued on page 31)

KEEP THIS SALES AID WORKING 
ALL THE TIME.

How many of your customers come into your store with a definite 
grocery list? Not so many. And this is the one opportunity that a 
good salesman never misses—he suggests everything he can think of.
Fleischmann’s Yeast is one of your staples that is hidden away in the 
ice box, BUT it is not forgotten as long as you keep the package dis
play where the housewife can see it—it is a silent salesman that works 
and you know it is the sales you MAKE that count, after all.
Thousands and thousands of people all over the country are adding 
Fleischmann’s Yeast to their diet—and they will come to your store 
for their supply of yast if you let them know you have it.

FLEISCHMANN’S YEAST 
Service

Don’t Say Bread 

- S a y

H O L S U M

M . J . D A R K  &  S O N S
INCORPORATED 

GRAND RAPIDS, MICHIGAN

Direct carload receivers of

UNIFRUIT BANANAS 
SUNKIST -  FANCY NAVEL ORANGES

and all Seasonable Fruit and Vegetables

The World wants
“PUTNAM CANDIES”

During 1927 we have made large shipments, some over 8000 lbs. 
each, and all unsolicited orders to:

SIDNEY, Australia W ELLINGTON, New Zealand
ALEXANDRIA, Egypt MANILA, Philippine Islands
HONOLULU, Hawaii AMSTERDAM, Holland

W e also received enquiries for our products from, Stockholm, 
Sweden; Bombay, India; Shanghai, China; Hamburg, Germany; Osaka, 
Japan; London, England; St. Johns, Newfoundland; San German, 
Porto Rico; and many others.

Putnam Factory Grand Rapids, Mich.
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MEAT DEALER
Are People Eating Less Meat or Not?

W e occasionally hear statem ents 
made in the m arket by wholesalers and 
retailers of m eat that people are eat
ing less all the  time. T his is hardly 
borne out by statistics on the am ount 
produced and consum ed in the U nited 
States. Figures for last year show 
that m ore m eat was consumed during 
1926 than ever before. O f course, 
population was greater during that 
period than ever before, and so con
sum ption on a per capita basis m eans 
m ore to those studying the situation.

T he  consum ption during 1926 per 
person w as one hundred and forty- 
two and eight-tenths pounds of beef, 
pork, veal, lamb, m utton  and goat meat 
besides about th irteen  and a half 
pounds of lard. O nly seven years out 
of the last tw enty  found m ore m eat 
consum ed in the United States, and 
only three of these years were during 
the past 'fifteen.

Some retailers who have been in 
business for a long time refer to the 
“good old days” when people bought 
m eat in large quantities compared with 
their small purchases of to-day. Con
ditions have changed, w ithout doubt, 
in th is respect, especially with the ad
vent of m ore condensed living quar
ters in b ig  cities. But the chief cause 
of complaint on the part of retailers is 
m ore due to a change in buying and 
place of consum ption than in the 
am ount consumed. F a r greater quan
tities of m eat are sold through delica
tessen stores to-day than even one 
decade ago, and vastly m ore than 
tw enty years back.

Broadly speaking, this change in 
buying in favor of prepared m eats has 
escaped the vigilance of retail meat 
dealers as the term  retail meat dealer 
is usually understood. T he expansion 
in the business of wholesale m anufac
tu rers of prepared m eats has been 
largely through delicatessen dealers, 
and it m ust be obvious to any one that 
the m eat sold in these places does not 
go through retail m eat shops.

A nother feature of m eat consum p
tion, as well as m arketing, in large 
cities is the quantity consumed in res
taurants, hotels, clubs, etc. Thousands 
of big city residents eat only one meal 
a day at home, except on Sundays and 
holidays. W ith  the  grow th of these 
cities and necessity for residents to 
live fu rther away from  their w ork the 
num ber eating out increases. W hile 
m any full course dinners are served a t 
noon, the more usual th ing  for w orkers 
is to partake of lunches, including 
sandwiches. H ere, again, we find a 
broadening outle t for prepared meats, 
usually of high quality and tastefully 
cooked and served.

Pork, Veal, Lamb and Mutton.
Regardless of the fact that beef has 

held a ra ther strong  price position for 
some time this has not been a bad 
year for consum ers w ith respect to 
m eat. M ost retailers say their profits 
on beef sales have not been up to the 
average this year, because they have 
pot been able to get prices a t retail 
proportionally as high as the whole
sale m arket. T his has undoubtedly 
been ttVl§ in many instances if we

to  consider profits obtained1 on a lower 
wholesale m arket as indicative of 
stable m arketing conditions and if we 
are to take all m arkets together. T h is  
indicates that consum ers have been 
getting  som ewhat the b e tte r  of the 
bargain, even though m any m ay feel 
they are paying enough now. W ith  
pork, veal, lamb and m utton it is a 
different story as far as high prices 
are concerned. M utton sold wholesale 
a year ago a t about the same prices as 
it sells for to-day, which was about 
half of w hat lamb cost. Lam b sold 
three to four dollars a hundred pounds 
higher a year ago, w hich am ounted to 
over 10 per cent. Veal sold slightly 
lower, though like the present supply 
vealers made up the bulk, and sales 
were less than  a dollar a hundred 
pounds lower on  the average. As 
m any know, vealers are the younger 
and higher qualitied part of the calf 
supply. Cuts from hogs usually sold 
fresh were, roughly, from two to five 
dollars a hundred pounds higher a 
year ago, while smoked ham s sold 
from five to six dollars a hundred h igh
er, and bacon from two to three dol
lars for choice quality and from five 
to six for good grade. T he difference 
on pork prices serves to neutralize 
beef values and lambs, used liberally by 
large city dwellers, are on the favor
able side of the consum er ledger. 
Taken all in all, consum ers’ m eat bills 
should not be any higher th is year 
than last. Pork, veal and lamb qual
ity is averaging high a t the present 
time, and there should be no com
plaint on that score if ordinary care 
is taken in buying. A t this tim e of year 
lam bs are apt to  run a little heavy, bu t 
m ost of these heavier carcasses and the 
cuts from them  are of excellent qual
ity. Legs weighing around eight 
pounds or so can usually be bought 
for a lower price than legs weighing 
five and a half to six, b u t ju st as good. 
T he same holds true w ith other heavy 
cuts.

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

P elts .
L am b s __________________________
S h earlin g s  ____ _________________

__ 15
__ 14
__ 17
__ 16
__ 16—_14% 
__ 17
—  15%

____5.00
____3.00

50@1.25
25@1.00

Tallow .
P r im e  _______________________________ 07
No. 1 __________________________ 07
No. 2 ___________________________ 06

W ool.
U nw ashed , m edium  _______________ @33
U nw ashed , re je c ts  _________________ @25
U nw ashed , f i n e _____________________@30

Fox.
No. 1 L a r g e ______________________$15.00
No. 1 M edium  _____________________ 12.00
No. 1 Sm all _______________________10.00

S kunk .
No. 1 __________________________ $2.00
No. 2 ___________________________ 1.50
No. 3 ------------------------------------------1.00
No. 4 __________________________  .50

Congratulations.
Congratulations are due E. A. Stowe 

and his Michigan T radesm an on the 
completion of forty-four years of that 
in teresting weekly and the handsom e 
and m eaty souvenir issue com m em or
ating  th at event—a hundred and forty- 
eight pages full of reminiscences on 
the last business half century of Grand 
Rapids and Michigan.—'Butchers Ad
vocate*

Uncle Jake says- —
“Some mighty poor Trotting horses have made a 
record when their gait was changed to pacing. ”

Quite frequently we run across a retailer 
who tells us, that by switching to

K V P  D ELICATESSEN  P A P ER
for the protection of meats, etc., he has 
materially increased his business.
Our Research Department has unearthed 
some things pertaining to packaging that 
may help you. Ask us and they will come 
to you without charge.

KALAMAZOO VEGETABLE PARCHMENT CO., KALAMAZOO, MICH., U. S. A.

D utch Tea R usk
the toast Supreme

baked of finest flour, fresh eggs whole milk, pure malt

M I C H I G A N  T E A  R U S K  C O .
HOLLAND, MICH.

( Self rising Wheat
GRIDDLE C, 
S ure are d e lic io u s //

Combined with crisp bacon and a cup 
of good coffee, “RO W ENA” 
FLOUR PANCAKES  
always “hit the spot.”
Produced by the mill
ers of L IL Y  W H IT E  
Flour, “The flour the 
best cooks use.”
Guaranteed to give 
satisfaction or your 
money is refunded.

Valley CityMillin̂  Go.
Sstablisked 43 ̂ kars 

Gr a n d  R a p i d s , M i c h ig a n

mailto:50@1.25
mailto:25@1.00


22 M I C H I G A N  T R A D E S M A N D ecem ber 28, 1927

HARDWARE
M ichigan R etail H a rd w are  A ssoc ia tion .

P re s id e n t—C. L . G lasgow , N ashv ille .
V ice -P re s .—H e rm a n  D ignan , Owosso.
S e c re ta ry —A. J . S co tt, M arine  C ity .
T re a s u re r—W illiam  M oore, D e tro it.

How To Draw Profit From the Les
sons of 1927.

W ritte n  fo r th e  T rad esm an .

W ith  the old year draw ing to  a close, 
the wide-awake hardw are dealer will 
find it w orth while to take a few 
minutes, or as much longer as he can 
spare, to look back over the year’s ex
periences. T here is a g reat deal of 
profit to be drawn from  such a survey 
of the year’s work.

You may conduct this m ental survey 
right now, when 1927 is passing out. 
You m ay conduct it a little later, after 
you have finished stock-taking. But 
w henever you take time to look back 
and study the year’s experience, you 
will find such study imm ensely profit
able. Not m erely can you draw' added 
profit from  your gains, but you can 
even draw  profit from  m istakes and 
losses.

Then, too, in the light of your ex
perience in 1927 you can shape intel
ligent and practical plans for your busi
ness in 1928. W hat you have done 
successfully in 1927 will point the way 
to w hat you should do in the coming 
year. On the o ther hand your rem em 
bered m istakes should serve to warn 
you against pitfalls you m ust hence
forth  avoid.

One of the w orst things that ever 
happened to the Am erican business 
m an was the highly inflated war-tim e 
“prosperity.” T hat prosperity, and the 
bland assum ption th at it would last 
forever, bred careless and slipshod 
habits of doing business.

On the o ther hand, for those who 
survived its grim  experiences, the post
w ar slump has proven excellent dis
cipline. T here is encouragem ent for 
business men generally in the fact th at 
so m any enterprises have struggled 
through to solid ground. T hat fact 
dem onstra tes that Am erican business 
is basically sound in its m ethods, and 
that A m ericans can readily adapt them 
selves to sw'iftly changing and unprec
edented conditions.

W e have now entered an era of keen 
competition. In such an era, the well- 
m anaged business is the business th at 
is going to survive and grow  to larger 
proportions. T here is room for much 
enterprise, but there is no room  for 
careless o r slipshod methods.

T here is a prevalent feeling th at it 
costs too much to do business; that 
the overhead is far to  heavy. The day 
has gone by when the average m er
chant aimed to cut his expenses to the 
irreducible minimum, regardless of the 
efficiency of his store services. De
partu re  from  the “purely cheap” stan
dard of doing business dates from the 
realization that m ere cheapness can be 
expensive; that good display windows 
and up to date fixtures have advertising 
value that m akes them  w orth while; 
and that a wide-awake salesman who 
earns his wage is w orth three or four 
times as much as a lackadaisical clerk 
w’ho can be secured for next to no th
ing.

But with this realization has come

the tendency to sw ing too far in the 
opposite direction; to spend m oney re 
gardless of value received on the theory 
th at m ere spending is the key to busi
ness-getting; to assum e that because 
a salesman dem ands a high salary, such 
a salesman is necessarily a business 
ge tte r; that because a  new-fangled 
piece of store-equipm ent runs up into 
a lot of money, it is necessarily w orth  
while. T his generously optim istic ten
dency on the part of Am erican m er
chants explains how so m any swindling 
schemes achieve a m easure of success 
for their prom oters before they are 
chronicled in the Realm  of Rascality.

A great essential of business m an
agem ent is to  scrutinize the value you 
are getting  for the money you spend 
—preferably before you spend it. And 
in this connection, now is the time 
to look back over the past year and 
carefully w eight the success of the 
various “stun ts” you tried or were in
duced to try. Some, after such re tro 
spective scrutiny, you will find it worth 
while to repeat. And against others, 
and stunts of sim ilar type you will 
wisely erect the conspicuous w arning 
sign, “ Never Again!”

Check up on the results you are 
getting  in every departm ent of your 
store. You will find m any ways in 
which, w ithout detracting  from  the 
efficiency of your business organiza
tion, you can clip your outgo or in
crease your income.

I t will pay you to look about your 
business for leaks. T he apparently 
sm allest leaks som etim es prove the 
m ost costly; simply because they are 
disregarded for a long time, where a 
big leak would receive prom pt a tten 
tion.

Advertising is a great business-get
ter. Also, it can become an expensive 
and profitless sink-hole. W atch  your 
advertising. Study the advertising 
done in 1927. Did it get the results 
you had a right to expect? If not, why 
not? Could the situation be m et by 
im proving the quality of your adver
tising? Could you make it more sin
cere, more effective?

T here is a venerable axiom that “Ad
vertising pays.” T hat axiom has been 
the curse of m ost retail advertisers. 
T hey have taken it for granted  that 
all they had to do in order to  build up 
a successful business was to buy space 
in the local newspapers and fill it with 
their advertising “copy.” They have 
failed to realize th at the axiom  should 
properly read, “Good advertising 
pays;” and that in advertising, as in 
m any other m atters, quantity  is som e
tim es less im portant then quality.

A certain m erchant in my town has 
often talked to me about his advertis
ing; asked me how this or that adver
tising struck m e; wanted to know if I 
saw any room  for im provem ent.

T his m erchant has been advertising 
for m any years. H e is, I consider, the 
best advertiser in this town. I told 
him so. “You tu rn  out good, readable, 
attractive copy—the sort of stuff that 
catches folks’ attention and interests 
them  without upsetting their nerves. 
Isn ’t it paying you?”

“O f course it’s paying me,” the m er
chant returned. “ But I want to im-

We can give you service on

Cel-O-Glass
We carry a complete stock

G RAND RAPIDS 61-63 Commerce A ve., S.W . MICHIGAN

WHOLESALE HARDW ARE

Grand Rapids Store Fixture Co.
7 N. IONIA AVE. N. FREEMAN, Mgr.

STO R E  F IX T U R E S  — N E W  A N D  U SED
Show cases, wall cases, restaurant supplies, scales, cash registers, and 
office furniture.

Call 67143 or write

Michigan Hardware Co.
100-108 Ellsworth A  ve.. Corner Oakes 

GRAND RAPIDS. MICHIGAN

V

W holesalers of Shelf Hardware, Sporting 
Goods and

Fishing Tackle
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prove it so th at it will bring still be t
ter results. I ’m always try ing  to  think 
up ways to tu rn  out better copy; and, 
sometimes, it fairly seems as if I ’m 
m aking no progress whatever.”

T hat is the sp irit which should ac
tuate the retail advertiser if he is to 
get real results.

T ake time, now, to dispassionately 
study your m ethods of advertising. Go 
over the scrap book containing the 
clipped advertisem ents of the past year. 
Or, if you don’t keep a scrap book, 
sta rt one—this ■ m erchant I refer to 
found such a scrap-book immensely 
helpful. Study each advertisem ent. 
H ow  could this or that advertisem ent 
be improved? W hat changes in m ake
up would render your advertising more 
effective? W hat suggestions has your 
trade paper to offer in regard to ad
vertising display? H ave you ever tried 
to get suggestions from your salespeo
ple? H ave you any system atic m ethod 
of noting down and saving for future 
use the bright ideas that from time to 
time occur to you?

A good many such questions will 
suggest them selves to you. See if you 
can’t draw  profit from them  in more 
efficient advertising methods.

T he same general principles apply to 
window display. Ask yourself w heth
er you don’t, at times, allow your dis
plays to become careless and perfunc
tory. A slipshod display m ay be a lia
bility instead of an asset. Every dis
play should sell m erchandise; or, at 
least, bring prospective buyers into the 
store. Display your goods in the win
dows, and inside the store, in such a 
way that the custom er will at least be 
brought constantly closer to the buying 
point. Em phasize everything that a t
tracts him; eliminate everything that 
repels him.

W hat applies to new spaper advertis
ing and window display applies also 
to interior arrangem ent and interior 
display. H ave all three elem ents co
ordinated to the one great end of help
ing to sell goods.

Study, too, how you may handle your 
window display and new spaper adver
tising w ith the m inim um  of physical 
effort. In  some stores the w riting of 
the advertising copy is a hurry-up task 
rushed through in the last few minutes 
before the form s close. In other stores, 
this work is fitted into the time that 
can best be spared from the ordinary  
routine of business; and so scheduled 
that there is plenty of time for the 
advertisem ent to be properly set up and 
the proofs properly corrected. T he 
same contrast of m ethods is found in 
regard  to  window display; in some 
stores a display is hastily throw n to
gether w ithout prelim inary planning; 
in others every display is intelligently 
and carefully put together, with an eye 
to the results the window trim m er 
wants to produce.

Look back over the years, analyze 
your own past display methods, and 
see if you can improve them.

In  hardw are retailing, buying is an 
im portant factor. T o  sell things right, 
you m ust first buy right. One wide
awake retailer sum s up his buying pol
icy in these terse w ords:

“ Figure out as closely as you can 
w hat your public will buy in a season

and then buy just half th at much, but 
keep track  of it and order again when 
you get low. You will find it prevents 
overstocks, cuts costs, reduces obliga
tions, and that you will be able to sell 
lower and make m ore profit.”

On the o ther hand it is possible to be 
too cautious. M erchants there are 
whose one conception of cautious buy
ing is a flat refusal to buy anything. 
W hereas the good buyer studies his 
retail trade, tries to understand what 
it will call for, and buys to meet a 
shrewdly anticipated demand.

T he dealer who buys to skimpily is 
every day tu rn ing  away unsatisfied cus
tom ers. The man who gets their 
money is the man who has what they 
w ant when they w ant it.

So it will pay the hardw are dealer 
in his review of his 1927 business to 
scrutinize his buying m ethods with 
very great care; while guarding 
against the danger of overloading, he 
should make an intelligent understand
ing o f his custom ers’ needs and prob
able dem ands his guide in buying.

Study your buying experiences of 
the past year? Could you have done 
better here or there? Could you have 
improved your m ethods of keeping tab 
on m arket prices? Is there any more 
efficient way of keeping a close watch 
on the stock, and guaging the p rob
able dem ands in certain lines? Have 
you taken efficient precautions against 
being “just sold out” of any line? Your 
past year’s experience will very likely 
indicate where you can improve your 
methods.

O n the o ther hand, it will pay, also, 
to check up your selling m ethods. The 
work of your salespeople is perhaps the 
m ost vital elem ent in your business. 
All the advantages of shrewd buying 
and intelligent newspaper advertising 
and window display can be lost by 
bungling behind the counter.

Are you allow ing yourself to get 
rusty  in the selling end? Are your 
helpers developing their selling ca
pacity? H ave you any system atic 
m ethods of training them  to do better 
work? Do you encourage them  to 
study the goods? Do you teach them  
how to handle difficult custom ers?

Im press on every m em ber of your 
staff the fact that his position and his 
future prosperity  is linked w ith the 
prosperity  of your store. Get your 
salespeople away from the idea that 
they are working for you; get into 
their minds the idea that they are 
w orking with you and for themselves. 
Study the lessons of 1927 w ith an eye 
to  im proving your selling m ethods in 
1928. V ictor Lauriston.

Antelope Bags Again Lead.
The demand for handbags for holi

day selling has continued brisk. M ost 
m anufacturers have been successful in 
clearing their stocks and are now en
gaged in preparing their Spring lines, 
which will be shown early next month. 
The indications are th at antelope will 
again be favored in dressy bags. The 
merchandise, however, will be develop
ed in sports colors ra ther than black. 
The new lines will feature both under
arm and pouch shapes, with some a t
tention also being given backstrap 
models.

DELBERT F. HELMER
337-39 S u m m er A ve., N. W . 

GRAND R A PID S, M ICH.

F A V O R IT E  T E A  in  % lb. lead  
p ack ag es  is  a  s tr ic t ly  1 s t M ay 
P ick in g  a n d  is one of th e  very  
h ig h e st g rad es  sold in th e  U. S. 
If th is  T ea  is  n o t sold in  you r 
c ity , exclusive sa le  m ay  be a r 
ran g ed  by  ad d re ss in g

^ W i l l e t t - C h u l s k i  &  C c T ^
IN V E S T M E N T  B A N K E R S ?

Listed and U nlisted Securities, j

B 933-934 M ichigan T ru s t  Bldg. "
GRAND R A PID S, M ICHIGAN

G rand  R apids, M ich.

VITAMINE FOODS 
MAKE VIGOROUS 

DOGS
Imperial Cod Liver Oil Foods 
for Dogs & Foxes are a balanced 
ration _ supplying the necessary 
Vitamins so essential to healthy 
growth and freedom from dis
ease. Imperial Dog & Fox Bis
cuits are not hard. It is not 
necessary to soak them in liquids 
as they are readily broken up 
by small Dogs and Puppies. All 
Dogs and Foxes relish and thrive 
on these crisp tasty Biscuits. A 
trial will convince you.

You can Buy them  at

Van Driele & Co.
GRAND RAPIDS. MICH.

D istributors

S E L L

Ge Bott’s
Kream FrydKaKes

D EC ID E D L Y  B E T T E R

Grand Rapids Cream Fried Cake Co. 
G rand  R apids, Mich,

Ship By
Associated Truck

GRAND R A PID S, LANSING and  
D ET R O IT.

E very  Load In su red . P hone 55506

COCOA
DROSTE’S CHOCOLATE 

Imported Canned Vegetables 
Brussel Sprouts and French Beans

HARRY MEYER, Distributor 
816-820 Logan S t., S. E.

GRAND R A PID S, MICHIGAN

J. CLAUDE YOUDAN
A TTO RN E Y  AND CO UN SELO R 

Special a t te n tio n  g iven  c red ito rs  p roceed 
ings, com positions, receiversh ip s , b a n k 
ru p tc y  an d  co rp o ra te  m a tte rs .

B usiness  A ddress:
433 K elsey Office Building, 

GRAND R A PID S, MICHIGAN

Link, Petter <Sl Company
(Incorpora ted)

Investment Bankers 
6th FLOOR. MICHIGAN TRUST BLDG. 

GRAND RAPIDS, MICHIGAN

Expert Chemical Service
P ro d u c ts  A nalyzed and  D uplicated  
P rocess D eveloped and  Im proved 

C o n su lta tio n  an d  R esearch

The Industrial Laboratories, Inc. 
127 C om m erce Ave. Phone 65497 

G rand  R apids, M ich.

TER MOLEN & HART
SP R IN G S ; Office C hair, Coil, B aby 

Ju m p er , G eneral A sso rtm en t. 
S uccesso rs to

Foster Stevens Tin Shop,
59 C om m erce Ave.

GRAND R A PID S. M ICHIGAN
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HOTEL DEPARTAIENT
Incidents of Three Day Trip To San 

Diego.
Los Angeles, Dec. 24—'Being a high 

salaried newspaper correspondent and 
having friends w ho delight in  w hisking 
you away for a 300 o r  400 mile hike 
every week end really  has an a ttrac 
tiveness not enjoyed by some of these 
$10,000 per week movie shieks.

Here we are on a three day trip  to 
San Diego and T ijuana—the latter just 
over the border in Mexico— in a high- 
powered car, with a ranchm an as 
guide and highways unequalled. My 
host says th a t having “logged” the 
main highways until there is nothing 
new under the sun for him to vision, 
he is going to do a little of the high
way and byway stuff for our m utual 
benefit.

Thus through this urge for penetra
tion into the new areas—great stretch
es of heretofore inaccessible beauty 
and historical interest—he kindly pre
sented to our view and it made us all 
feel that it is a pleasure to  participate 
in a surprise party, surrounded by 
such environm ent.

I think Los Angeles can safely 
challenge the world with hpr offerings 
in the scenic line, w ithout g reater ef
fort than observing same. En route 
we visit the wonderful Orange County 
Grove, where m any state societies 
hold their annual picnics and find jolly 
parties enjoying them selves in the 
open, to the scenic em bellishm ent of 
green lawns, luxurious foliage and 
beautiful flov. ers, notw ithstanding t'he 
fact that F. '.her Juniper Berry, or 
otherw ise, a confirmed prognosticator, 
has handed out the tip that there is to 
be a real w intry day, with the th e r
m om eter hanging around the early 
fifties, which, however, does not ma
terialize. T he weather, in fact, is all 
to the good.

W e stop briefly a t the mission of San 
Juan Capistrano, where there is al
ways som ething to interest one. I t is 
located sixty miles South of Los 
Angeles, but of all the available Cal
ifornia missions seems to be the m ost 
attractive for tourists, and m any na
tives make it their goal for Sunday 
and holidav journeys. It w'as founded 
in 1776, the vear of our Independence, 
has borne the wear and tear of earth 
quakes, weather and erosion, but is 
still attractive, with its long rows of 
beautiful arches, its ivy clad stone 
walls, its lovely garden of old fashion
ed flowers, its fountained bell court 
and the wonderful gold-covered altar 
which stands in the oldest church 
building in California. T he Mission 
m aintains a museum of historic objects 
—documents, vestments, pictures and 
old mission branding irons, tools, etc. 
Among the pictures are some of great 
a n t ’a u ity ,  hence interesting.

But this is a tour of exploration and 
not of inspection. W e dodge in and 
out, leaving the main highway for 
awhile, then returning, with a view of 
the Pacific Ocean at alm ost every 
turn.

In passing I alm ost forgot to m en
tion San Gabriel, the “Hom e of the 
Mission Play,” which is given in a 
$650,000 playhouse, located on the pic
turesque garden tract, once a part of 
the cactus-walled compound of old San 
G abrH  Mission. On this tract also is 
the world famous San Gabriel Grape 
Vine, parent of all California grapes, 
planted in the eighteenth century. The 
Mission play has given a greater num 
ber of perform ances in one place than 
any o ther play, not excepting those of 
Shakespeare. V isitors come from all 
over the world to see this play, which, 
in importance, competes w ith the P as
sion Play at Oberam ergau.

W e dip into San Clem ente and re
fill the inner man with a delectable 
luncheon a t the beautiful Spanish club 
house, spend a little time on the “lanai” 
or w hat we would have called the 

piazza in boyhood’s happy days up-

on the farm, and let our vision rest 
upon the  town and the beautiful road
way leading to the hotel, with its 
wealth of foliage and flowers. San 
Clemente came into life in the Mission 
days, but it has been much exploited 
more recently and hence has been 
modernized;, though by a wise pro
vision of its founders, all buildings 
erected are of the Spanish type, with 
red-tiled roofs, a wonder in attractive
ness.

San Diego looks good to us for a 
night control, but we spend the late 
afternoon and part of the evening in 
“doing the tow n.” as it were. Of 
course, this is one of the num erous 
“first’’ cities of California, the claim 
being made th at Juani Cabrillo gave it 
the “once over” in 1542, b u t I balked 
at the statem ent that John C. Frem ont 
first raised1 the Am erican flag on C ali
fornia soil here, having recently visited 
M onterey and h eard  the same accusa
tion there.

But we visit the celebrated Balboa 
park, a 1400 acre tract righ t in the 
heart of the city and the scene of the 
C alifornia-Panam a exposition held at 
the time of the opening of the great 
canal. It is said, that the m ost com 
prehensive zoological garden in the 
U nited S tates is established here. The 
grounds are beautiful and magnificent 
Spanish buildings house m useum s of 
art, natural history, Indian and O rien
tal relics. Inside the ground's is a 
m am m oth pipe organ which supplies 
melody, w ithout cost, to the arm y of 
visitors constantly in evidence there, 
for San Diego has an enviable repu
tation as an all-year-round resort for 
tourists. A dance a t the famous Cor
onado Beach H otel completed the 
day’s dissipation.

Tijuana is about fifteen miles from 
San Diego, just across the border of 
Old Mexico, reached by a well-travel- 
ed road, and is attractive to  m any in 
that a great quantity  of “ro t gu t” is 
purveyed there d&ilv and gam bling 
and horse racing, .more or less “legiti
m ate” a ttrac t thousands of would-be 
sports within its confines. W e were 
through with it before we reached it 
and after a brief inspection of our be
longings by Uncle Sam’s official 
“sm eller” made a re-entry tQ the land 
of the free and' home of the brave.

It was then that our host suggested 
a sidd trip  to  Bankhead Springs, forty 
miles away, hid in the innerm ost 
depths of the Coast range of m ountains 
a most delightful place, after we got to 
it. W e headed right into a bunch of 
excitem ent created by  the discovery, 
on the very day of our arrival, of a 
large assortm ent of Indian  relics, con
sisting of fine potterv and o ther a r
ticles in a wonderful state of preserva
tion. An expert on such relics had 
just arrived at th a  hotel where we put 
up for the night, and proved m ost in
teresting  as a conveyor of facts and 
traditions, and I regret my inability to 
repeat them in detail. Maybe my 
readers will have interest in a very 
brief resum e of what he had to offer 
which was:

“ Up in W yom ing a medicine m an in 
a tribe of Indians there had a vision 
m any years ago that g rea t rains would 
fall, flooding all the lowlands, drow n
ing the white men, and that the for
ests and plains of the W est would be 
taken back by the Indians. H e preach
ed this to  his tribe, declaring that the 
buffalo and antelope would again 
roam  the plains in great herds and life 
would again be like that lived by their 
forefathers. H e instituted a ghost 
dance and the Indians became wildly 
excited over their prospects. T his 
sto ry  also spread to o ther tribes, who 
also began to  hold ghost d'ances and 
plan for this wonderful future. Finally 
the talk reached the Cherny Jieve 
tribe then living along the Colorado 
nv er in the low lands of the Im perial 
Valley desert. T heir medicine men 
urged them  to prepare for the big 
deluge for they knew how the Colo
rado spj-cacfs in flood time.

“W e are always mindful of 
our responsibility to the pub• 
lie and are in full apprecia
tion of the esteem its generous 
patronage implies **

HOTEL RO W E
Grand Rapids, Michigan.

E R N E S T  W . N E IR , M anager.

M O R T O N
H O T E L

Grand Rapids’ Newest 
Hotel

400 Rooms 400 Baths

RATES
$2.50 and up per day.

•‘A MAN IS KNOW N BY 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 usiness 
an d  S ocie ty  m ak e  th e ir  h e ad 

q u a r te r s  a t  th e

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

"A n  e n tire  c ity  block of H o sp ita lity ’*
GRAND RAPIDS, MICH.

R oom s $2.25 a n d  up. 
C a fe te r ia  Sandw ich  Shop

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.

V

I  Ifc is  th e  T u l l e r

* l/h J 0u je
Facing Grand Circus Fade, 
th e  heart o f  Detroit. 800 
pleasant rooms, $2. SO and np. 
w a rd  B. Jam es, M anager. 

DETROIT, MICH.

HOTEL

ULLER

WESTERN HOTEL
BIG R A PID S, M ICH.

H ot and  cold ru n n in g  w a te r  in all 
room s. S evera l room s w ith  b a th . All 
room s well h e a ted  an d  well v e n tl .  
la ted . A good p lace to  s to p . A m er
ican p lan . R a tes  reasonab le .

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

NEW BURDICK
KALAMAZOO, MICHIGAN

In th e  V ery  H e a r t of th e  C ity  
F irep ro o f C o n stru c tio n  

T he  only AI1 N ew  H o te l in  th e  c ity . 
R ep resen ting  

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 ath .
E uropean  $1.50 a n d  up  p e r Day.

R EST A U R A N T  AND G R IL L — 
C afe te r ia , Q uick  Serv ice , P o p u la r 

P rices.
E n t ire  S ev en th  F lo o r D evoted  to 

E sp ec ia lly  E qu ipped  Sam ple Room s 
W A L T E R  J .  HODGES,

P res , and  G en. M gr.

HOTEL OLDS
L A N SIN G

300 Rooms 300 Baths 
Absolutely Fireproof 

Moderate Rates
Under the Direction of the 

Continental-Leland Corp.
George L. Crocker.

Manager.

Wolverine Hotel
BOYNE CITY , M ICHIGAN 

F ire  P roof—60 room s. T H E  L E A D 
ING COM M ERCIAL AND RESORT 
H O T E L . A m erican  P lan , $4.00 and 
u p ; E u ropean  P lan , $1.50 and  up. 

Open th e  y e a r  a round .

CUSHMAN HOTEL
PE T O SK E Y , M ICHIGAN

T he b e st is none too  good fo r a  t ire d  
C om m ercial T rav e le r.
T ry  th e  CUSHM AN on y o u r n e x t 
tr ip  an d  you will feel r ig h t a t  hom e.

Columbia Hotel 
KALAMAZOO 

Good Place To Tie To

Four Flags Hotel
Niles, Michigan 

80 Rooms—50 Baths 
30 Rooms with Private Toilets 

TERENCE M. CONNELL, Mgr.

Occidental Hotel
F IR E  PR O O F 

C E N T R A L L Y  LOCATED 
R a tes  $1.50 and  up 

ED W A R T  R. S W E T T , M gr. 
M uskegon M ichigan

HOTEL GARY
GARY, IND. H olden o p era ted
400 R oom s from  $2. E v e ry th in g  
m odern . O ne of th e  b e s t h o te ls  In 
In d ian a . S top  o v e r n ig h t w ith  u s 
en  ro u te  to  C hicago. You w ill Ilka 
It- C. L . H O L D E N , M gr.

HOTEL KERNS
LA R G EST H O T E L  IN LANSING

300 Rooms W ith  o r W ith o u t B ath  
P o p u la r P riced  C a fe te r ia  In C on . 

nection . R ates  $1.50 up.

E. S. R IC H ARD SO N , P ro p rie to r



D ecem ber 28, 1927 M I C H I G A N  T R A D E S M A N 25

“Their best potters were set to work 
to make vessels to hold food. Ollas 
(large jars) by the hundreds were 
made and other vessels turned out. 
Also tools for tilling the soil were 
prepared and finally the tribe was 
ready for the expected flood. T he ollas 
and other vessels were filled with graiu 
and other foodstuffs that would keep 
and the m ajority of the tribe started 
W estw ard  tow ard the higher country.

“They crossed the Im perial Desert 
and finally reached these rocky hills. 
H ere they believed would be the lim.t 
of the flood, for beyond w hat is now 
known as Bankhead! Springs, no white 
m en lived on the desert side of the 
m ountains. As you know, these hills 
were form ed for the most part by great 
boulders heaped one upon the other, 
form ing natural caves that gave the 
red men shelter and form ed fortresses 
in case of attack  by hostile people. In 
m any of the niches between and under 
the rocks they hid their ollas and1 other 
vessels 'filled with fjrain and roots 
against the time when the flood came.

“T his country was hot, there was 
little w ater or vegetation and) life here 
becam e a problem, as food was very 
scarce. Soon the small life fell before 
the hunders and when the food prob
lem became acute, m any of the more 
venturesom e decided to return  tow ard 
their old honie and stay until the flood 
started. 'The first parties were soon 
followed by the more timid and within 
a short time practically all had re
turned to  the banks of the Colorado, 
leaving their fopd caches behind, for 
they expected to rush back when the 
w aters came up. However, the flood 
never came, the Indians did not re
turn, which accounts for the discovery 
of pottery  and1 tools.”

T h e  country around Bankhead 
Springs is m ost picturesque, being 
dotted with small m ountains of boul
ders of curious shapes and formations. 
H ere is a natural rock bridge close to 
the main highway. I t stands fifty feet 
above the ground and the span is fully 
th irty  feet long. A huge shaft of 
granite four feet square and about 
th irty  feet high stands on end between 
two boulders directly under the arch. 
One can crawl and walk around the 
base and under the edge of the ad
joining rocks. The rocky hills are 
full of m iniature caves where the In 
dians dwelt. Some oPfhe caverns have 
Indian picture w ritings on the ceilings, 
done in colored pigments. Protected 
from the w eather, this writing has en
dured throughout the years and in 
some of the caverns is very distinct.

A com fortable hotel at Bankhead 
Springs made our over night stay a 
m ost delightful one and the next 
m orning we left for Los Angeles with 
a feeling of accomplishm ent in the ex
ploration field.

The report of the Postm aster Gen
eral contains the suggestion that 
private postal cards, furnished without 
expense to  the Government, be placed 
on the same basis as those prepared by 
Uncle Sam—transm itted through the 
mail at oSe cent each, which is as it 
should be. But he is wonderfully 
silent on the question of transm itting 
newspapers and periodicals, «^Nich are 
our greatest educational forces, a t a 
lower rate of postage, which would be 
a real reform  in postal methods. T o be 
sure there are num berless o.uestionable, 
if not imm oral publications which 
should be excluded from the mails al
together, b u t legitim ate newspapers 
and m agazines should be encouraged 
in th.eir efforts to extend their fields 
of usefulness, by a radical reduction 
in postage costs. W hat if the postal 
service continually shows a deficit in 
operation? I t  is the only governm ent
al institution which perform s a real 
service for the public, should be kept 
up to the highest standard, no m atter 
what the cost, and the difference made 
up bv a reduction on the Governm ent 
pay-roll, which to-day is scandalous,

and Congress knows this to be true.

If the United S tates to-d'ay, accord
ing to the annual report of the Fed
eral D epartm ent of Commerce, there 
are now more than  22,000,000 auto
mobiles in use in this country, and al
most 4,000 privately owned airplanes— 
that is, airplanes for personal use, 
som ething like the owner uses the 
average m otor car.

T h irty  years ago m ultitudes rode 
behind horses and upon bicycles, but 
only a handful of people had m otor 
vehicles, and at frequent intervals many 
of these m achines refused to go. Yet 
the horse and bicycle were already 
started  on their way out and the auto
mobile was well on the w a 'r in. Some
thing very similar to th at of thirty  
years ago is happening now. Airplane 
factories are swamped with orders. 
There are at present 8,300 miles of 
airw’ays and when spring next rolls 
around this mileage will exceed 12,000, 
and there are also a thousand airports, 
with o thers being established.

The day of the air flivver in every 
back yard hasn’t dawned as yet, bu t 
who is going to  dispute the fact that 
it is near at hand? Anyone who reads 
the signs of activity in the skies and 
on the ground surely m ust realize that 
it is approaching rapidly.

California school authorities are not 
favorable to the employm ent of m ar
ried women teachers in public schools, 
a position which m ay have to be re
ceded from ere long, for the reason 
that each year shows an increase in 
the num ber of business women who 
have already em braced m atrim ony, and 
the question as to w hether a woman 
will choose betw een m arriage and a 
business career, or combine them, 
while much discussed, will probably 
not be disposed of soon, that is, so 
long as present social conditions pre
vail.

T here  was a time when the m ajority 
view of both m arriage and a career 
w o\i]i.have been considered impossible 
and preposterous, but this is not true 
at present. Tim es fere changing, and 
regardless of w hat a business career 
m ay do to the  tim e-honored institu
tion of the old-time home, there will 
be an endless num ber of women who 
will not only m arry  but will enter into, 
or continue in business, and time only 
will dem onstrate w hether a com bina
tion of the two. institutions will suc
cessfully end.

According to a ruling of the U. S. 
Supreme Court occupants of a m otor 
vehicle which goes upon a railroad 
track a t a crossing take their lives in 
their hands. T rains have the right of 
way and are not responsible for the 
death o r injury of persons being hit.

For years several states have been 
try ing  to pass laws prohibiting any
one driving a car from crossing rail
road tracks w ithout first com ing to a 
dead stop, bu t legislators have leaned 
to the opinion that such an enactm ent 
would release railroad companies from 
responsibility in case of accident. 'Now 
that this legal point has been practical
ly settled, it will be in order to protect 
m otorists against themselves, which 
will undoubtedly reduce the num ber of 
casualties from this source.

Over in Germ any the bootlegger 
gets the limit of the law without bick
ering or delay, and the limit is the sky. 
T his is accounted for from the fact 
that the T euton  is a stickler for law 
observance. Further, Germ any does 
not a ttem pt that which would be im
possible—forcing her people to drink 
nothing except water.

A n  interesting situation in Los 
Angeles, or so far as that is concerned, 
California in general, is the m atte r of 
auto bus transportation. This city is, 
however, the hub of this enterprise. 
Busses leaving Los Angeles daily for 
all parts of California, O regon and

W ashington, as well as for all parts of 
the East. You can take busses for as 
far East as New York City, there are 
several lines to Chicago and St. Louis, 
via Salt Lake, Denver and as far South 
as Dallas and New Orleans. Between 
here and San Francisco competing 
lines make the distance, 480 miles, in 
fourteen hours, and in addition to 
other conveniences, supply buffet din
ing service. I t  is estim ated that be
tween here and Salt Lake City, the bus 
lines break 50-50 with the railroads, at 
a transportation charge of one-half 
that made by the rail lines. W hen the 
highways are in prime condition the 
bus passenger is recipient of thrills in 
m ountain climbing not enjoyed by the 
rail passenger, and there are practical
ly no casualties. T im e tables are so 
arranged that you mav stop over at a 
comfortable hotel, at prearranged rea
sonable charges, and this enables one 
to view the unusual scenery en route. 
Railroad representatives are inclined 
to scoff at this class of competition, but 
shortly they will realize th at so far as 
the tourist is concerned, if he does not 
drive his own car, a very large per
centage of them  will avail them selves 
of bus facilities, not only from an 
economical standpoint, bu t for the 
sensation of diversified entertainm ent 
which is thus provided. So great has 
been the demand for this particular 
type of equipm ent, many Eastern 
m anufacturers are arranging to  build 
busses here, to keep up with the de
mand, but for economic reasons also.

Los Angeles and its wonderful sub
urbs are certainly assum ing a holiday 
aspect. Out here home owners ex
pend a great deal of energy in prepar
ing their lawns for the m id-winter 
holiday season, rather than May Day. 
The foliage is overwhelming, the poin- 
setta is now at its very best, geraniums, 
wisteria are everywhere in evidence, 
while the rose tree is- certainly striving 
its best to add to the ensemble. P as
adena, a few miles away, is already 
m aking preparations for its rose car
nival which this year is carded for 
January  second. D uring the period of 
cold and blizzards a few hundred miles 
East, while in some localities in 
Southern California the therm om eter 
was dangerously close to the freezing 
point, Los Angeles kept well within 
the safety zone with a minimum tem 
perature of 41. W hile hotel men are 
complaining generally because of a 
dearth of tourist trade, the general 
opinion is that this is largely due to 
the com paratively m oderate weather 
in the Middle States, but that the re
cent cold' snap will incline sum m er- 
weights in this direction. A t Pershing 
Square, the P laza and many of the 
parks the world-savers are still in the 
m ajority, bu t one notices a consider
able sprinkling o f topcoats and high 
shoes which are always indicative of 
the unsophisticated transient.

F rank  S. Verbeck.

Gabby Gleanings From Grand Rapids.
Grand Rapids, Dec. 27 —  Benj. 

Adam s succeeds A. N. Borden as 
traveling salesman for Foster, Stevens 
& Co. Mr. Adam s is a son of J. L. 
Adams, the W hite Cloud hardw are 
dealer.

Charles W- Garfield and wife left 
to-day for De Land, Florida, where 
they will spend the winter.

A rthur N. Borden, who recently re
tired1 from  the N ational Brass Co. to 
take a position as traveling representa- 
tve for Foster Stevens & Co., has sev
ered his connection with that house to 
take a traveling position with the 
Grand Rapids H ardw are Co. H e will 
cover Pennsylvania and the Southern 
States.

Five New Readers of Tradesman.
The following new subscriptions 

have been received during the past 
w eek:

J. B. Sperry & Co., P o rt Huron.

W . A. Studley, Grand Rapids. 
Pow ers Grocery, Cloverdale.
L. L. Perry, Morenci.
A. Van Dyke, Niles.

PROTECTION
SARLES

MERCHANTS’ POLICE  
and

INSPECTION SERVICE
The Original Patrol in Uniform, 

Under Police Supervision.
401 Michigan Trust Bldg.

PHONES—5-4528, if no response 8-6813 
Associated With

UNITED DETECTIVE AGENCE

Sand Lime Brick
N oth ing  as  D urable  

N oth ing  as F ireproof 
M akes S tru c tu re  B eau tifu l 

No P a in tin g  
No C ost fo r R epairs  

F ire  Proof W ea th e r P roof
W arm  in W in te r—Cool in S um m er

Brick is Everlasting
GRANDE BRICK CO. 

Grand Rapids.
SAGINAW BRICK CO. 

Saginaw.

Hodenpyl Hardy
Securities

Corporation

G e ttin g  th e  m o s t o u t  
o f yo u r  in v e s tm e n ts  
requires a broad know 
ledge o f  securities an d  
how  to  use  th e m  best 
fo r  y o u r  ow n purposes.
O ur service, based on  
lo n g  e x p e r i e n c e ,  is  
yours fo r  th e  asking . 
We ha n d le  o n ly  th e  
b est in  in v e s tm e n ts .
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DRUGS
M ichigan B oard  of P h a rm acy . 

P re s id e n t—J a m e s  E . W ay, Jack so n . 
V ic e -P re s id en t—J . C. D ykem a, G rand  

R apids.
D irec to r—H. H . H offm an, L an s in g .

M ichigan S ta te  P h a rm a c e u tica l 
A ssociation .

P res id en t—J . H o w ard  H u rd . F lin t. 
V ice -P re s id en t—J . M. C iechanow ski, 

D etro it.
S e c re ta ry —R. A. T u rre ll, Croswell. 
T re a s u re r—L. V. M iddleton, G rand  

R apids.

Prescription End of a Small Town 
Pharmacy.

One will find upon enquiry that the 
prescription end of the average county 
town drug store is practically nil. One 
will soon ascertain that the doctor of 
the town dispenses his own tablets and 
fluid medicines. Occasionally, how
ever, some outsider, who is staying 
in the town, will bring in a city pre
scription to be filled. I t  is then an un
certainty w hether it can be filled.

Perhaps days will go by w ithout the 
druggist even seeing a prescription. As 
drugs and chemicals go into the m ak
ing of the prescription—pray tell, how 
can a druggist make any money as a 
professional dealer in these commodi
ties, if he is not given a chance to dis
pose of them? Of course, the small 
country drug store has not the stock 
of a city one. Nevertheless, if the 
doctor does not give the druggist what 
is due him. the druggist m ust create 
and push the sale of drugs and chem
icals independent of the doctor. This 
does not necessarily mean that he has 
to counter-prescribe. On th e  other 
hand he would be justifiable in doing 
so because the doctor dispenses, and 
“ what is sauce for the goose is also 
sauce for the gander.”

Let us analyze the situation concern
ing the doctor. H e is not altogether 
to blame. If he is a young practising 
physician, who has graduated from a 
medical college where M ateria Medica 
and Pharm acy are talked of, he is per
haps merely following in the footsteps 
of his predecessor. If, on the other 
hand, he is an old gentlem an, the old 
fashioned country doctor, then there is 
little hopes of getting  any prescription 
work from him. T his is because of the 
distance the doctor has to travel in the 
country to  see his patients. He, of 
course, naturally  will carry with him 
w hat he will prescribe. T hen again, 
perhaps the druggist has not got what 
the doctor wants. O ften times the 
druggist becom es lazy and does not

care to  m aintain a stock sufficient to 
put up the average prescription.

But with the younger physician of 
the small country town it is som ewhat 
different. If  the druggist or pharm a
cist can convince him it is not a t all 
necessary for him to carry a whole 
drug store in his office, and see to it 
that he will take care of the doctor’s 
w ants; it would go a long way in 
righ ting  the situation for the druggist.

T o accomplish this the druggist m ust 
“stand in righ t’’ with the doctor or 
doctors. H e m ust cultivate the habit 
of catering to them. He m ust forget 
all about the city experiences with the 
busy practitioner. T he  druggist can 
accomplish this by keeping up with the 
latest therapeutic agents put up and 
discussing these with the doctor. He 
should m aintain a complete up-to-date 
drug catalog service, so th at anything 
the doctor may want can be located 
and ordered w ithout delay. Just as the 
mail order houses cater to  the country 
folks, so do the drug mail order houses 
cater to the country doctor. O f course 
we all know what the class of medicine 
is, but they get the business. There 
are also reputable pharm aceutical 
houses w ho sell to the druggist and 
also to  the doctor w ithout recognizing 
the druggists. In  this connection the 
druggist wfill do wise to shift his busi
ness to o ther houses who will give him 
credit when the doctor buys direct.

A nother thing, give the doctor a 
m onthly charged account, and list each 
item writh the “over the counter price” 
and then extend them  with the discount 
to the doctor. T his will show the doc
to r  that it pays to try  the druggist 
first.” I t is the confidence of the 
country  physician th at the druggist 
wants and once obtained the rest is 
easy. H um an nature is the same 
am ong the medical profession as it is 
wdth others—it is natural to travel the 
road of least resistance.

The doctor, especially the young, 
will gradually throw  business the drug
g ist’s way from time to tim e—things 
perhaps not so profitable or pleasant, 
but which help in the course of time 
in building up a good business with the 
doctor and strong friendship. But it 
will do no good to keep harping on the \ 
evil of his dispensing his own medicine. 
As constant dropping wears away th e» ' 
stone, so can constant catering w eara j 
away the dispensing evil. I I

The druggist could find out w h a tl]  
size bottles the doctor w ants and g e t | |

his order for them, thus m aking 10 
per cent, or so w ithout any trouble.

So m uch with the situation with the 
doctor. L et us think over the pos
sibilities which the druggist has of 
selling drugs and chemicals. Aside 
from the patent medicines which he 
sells just w hat are some of the ways 
he can use to advance the sale of 
drugs and chemicals.

Perhaps the first and forem ost 
m ethod is to m anufacture. T he drug
gist surely is b e tte r equipped in 
knowledge and resources than the free 
lance m anufacturer who invades the 
d rug field but for a short while. W ho 
is better situated as to  time to m anu
facture than the country druggist and 
the list of articles he can put up under 
his own name or not is legion. Cough 
syrups, headache tablets, corn remedies, 
hand lotions and a host of others he 
could easily m anufacture and push. In 
this way he could elim inate keeping 
dozens of the same kind of article on 
his shelf. Of course, he m ust use 
judgm ent and salesmanship.

T his m ay be the age of the “drug
less drug store,” but if we look into 
the situation we will find that there 

are m ore herbs sold and chem icals used 
now than ever before. T he patent 
medicine and cosm etic m anufacture has 
monopolized the drug m arkets from 
their sources. W ith  oil of pepperm int 
used in everything from the m anufac
ture of m enthol to chewing gum, one 
can see the reason why it is so ex
pensive for the druggist to  make up 
his essence of pepperm int and hence 
his rhubarb and soda m ixture. So the 
druggist is content to  buy and sell 
someone else’s stuff and he m ust take 
the consequences.

The second way in which the drug
gist can increase his output of drugs 
and chemicals such as paris green, 
arsenate of lead, copper sulphate, etc., 
is by selling these to th e  farm er. Even 
in this field, the druggist has let it slide 
from him, until now everyone else con
cerned tries and does sell these drug 
sto re  articles. W hereas, if it was 
handled rightly  the profits would 
justify  keeping the business in the 
confines of the druggist. T he way to 
go about this business is to  first find 

to u t  where these articles can be pur- 
2chased the cheapest and from the most 
I reliable chemical firms. T his can be
■ done by taking a subscription to the
■ drug and chemical weeklies. T hen  
|secu re  a list of farm ers and write them

quoting your price and enclosing a 
postal for their re tu rn  order. In  this 
way you can estim ate how much of 
each chemical you will need and turn 
over to the chemical firm the names 
of the farm ers w anting large ship
ments. Even if you make only  a cent 
a pound on a barrel of copper sulphate, 
it is good for a turn-over order.

Lastly we come to the last way of 
disposing of drugs and chemicals. And 
this is to counter-prescribe. T here  are 
of course, lots who discourage th is 
m ethod, but it seems only fair provid
ed it is correctly done. For instance, 
if an elderly gentlem an comes in and 
w ants som ething for his rheum atism . 
The druggist is justified in pu tting  up 
some cinchophen capsules and m ark
ing the directions on the label, and  in- 
cidently selling his custom er some 
Celestins Vichy or Sodium Phosphate 
Effervescent. Bearing in mind th at 
everyone who catches a cold will not 
run to  the doctor, bu t to  the druggist 
first. In this case the druggist could 
recom mend his favorite cough remedy 
and sell some U.S.P., or N .F., galen
ical such as Cam phorated Oil or Un- 
guentum  Sinapis. T his is entirely w ith
in the reach of every druggist if he but 
use his common sense.

In conclusion: T he druggist has
simply got to know his business. T his 
applies not only in th e  sm all country 
town but the cities as well. T he drug 
business is surely slipping to the m an
ufacturers who in tu rn  are seemingly 
trying to  m ake the druggists believe 
they are protecting  him as to the re
sale price of their stuff. But, like the 
general public, the druggists do not 
realize what power they have, and a 
large percentage of drug evils is due 
to themselves. T he small town drug
gist or pharm acist should m anufac
ture for himself w herever possible in 
small am ounts, thereby cu tting  dbwn 
his overhead. If  th e  personality of 
the druggist am ounts to  much, and we 
are told it is one of his g reatest assets, 
he will use it in com pounding and 
pushing his own home made remedies.

W e hear so much these days of con
trolled merchandise. T h e  druggist 
has controlled m erchandise, but has 
made a fool of himself in not con- 
trclling  it—whisky. Again he is to 
blame for so m any people getting  in 
on his profits.

W . H . M cEvoy, Ph. G.
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Grand  Rapid s  
Store Eq uipm ent  

Corporation
GRAND RAPIDS-MICHIGAN

Succeeding
GRAND RAPIDS WELCH-WILMARTH

SHOWCASE CO. CORPORATION

DRUG 
STORE 

PLANNING
Recommendations to fit 
individual conditions.

DRUG STORE 
FIXTURES

Planned to make every 
foot o f store into 

sales space.
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Caffeine in Drinks.
A recent study mad« by the Bureau 

of Chem istry of the U nited States De
partm ent of Agriculture, includes the 
following paragraph on beverages 
containing caffeine:

“The ‘stim ulant type’ of beverage 
contains caffeine which is either added 
as such or in the form of cocoa, tea, or 
coffee. W hen caffeine is added as such 
the quantity is usually 0.5 grain or 
less per bottle or glass. W hen added 
in the form of coffee, tea, or cocoa, the 
quantity is frequently greater than 0.5 

.  grain per bottle  or glass. A beverage 
containing added caffeine in a quantity 
sufficient to cause injury to health is 
adulterated under the Federatl food and 
drugs act. T he Bureau of Chemistry 
has made no announcem ent concern
ing the quantity of caffeine which is 
considered harmful. T he Bureau holds 
that beverages not sold under distinc
tive names and which contain added 
caffeine should bear a  plain and con
spicuous statem ent of the presence oi 
the added caffeine, as for example, 
‘Caffeinated ginger ale.’ ’’

Quick Turnover Versus Profitable 
Turnover.

“Quick turnover’’ as a panacea for 
trade evils has been challenged in some 
quarters. One of the argum ents urged 
against it is that the rapid turnover 
policy tends to make the m erchant 
specialize in articles on which com
petition is greatest and profits smallest 
as against m ore slowly m oving goods 
that are more profitable to handle.

In  o ther words, why specialize in 
cut rate goods? M ost any  neighbor
hood druggist can select from his own 
stock articles which have merit, which 
are not “cut” because not aggressive
ly advertised, and he can do a more 
profitable business with them  than he 
can with m any “cut-price” articles in 
the sale of which competition is keen.

D irect advertising am ong his cus
tom ers, good! salesmanship, and co
operation from the m anufacturer will 
help him to turn the idea into money 
in the cash register.

New Kind of Candy.
For a long time it has been known 

that if the astringent qualities of un
ripe persimm ons could be removed 
they could be made the basis of a new 
candy industry, especially in the South
ern state where this fruit abounds. 
This can now be done by m eans of a 
chemical preparation which releases 
cream of tartar, always an essential 
of candy making. Sufficient sugar is 
then added to make a sweet paste, 
from which a delicious chocolate- 
coated confection is made w ithout 
leaving any trace of the astringent 
qualities in the persimm ons. M ethods 
of preserving the candy have been de
veloped and it is planned to  gather the 
fruit and m anufacture the candy on a 
large scale.

Castile Soap Liquid Shampoo. 
T he following form ula is taken from 

the New Standard Form ulary:
W hite Castile Soap ___________ 1 oz.
Potassium  C a rb o n a te ___________ 1 dr.
Borax ________________________ 2 dr.
Cologne W ater -------------------------2 oz.
Bay Rum _____________________ 2 oz.
W ater, to  m a k e ____ _________ 32 oz.

D 'ssolve 'the soap in the w ater by 
the aid of heat, occasionally replacing 
water lost by evaporation, in the solu
tion dissolve the borax and potassium 
carbonate, then add the cologne water 
and bay  rum, and filter.

No Use For Mirror.
Teacher— Surely you know w hat the 

word “m irror” means, Tom m y. After 
you’ve washed, w hat do you look at to 
see if your face is clean?

Tom m y—The towel, sir-

H a p j p i )  N e w  Y e a r

The same old words in the same old way

and for the past fifty-four years we 
have wished you the same and at 
this time we take occasion to thank 
you for the volume of business 
given us in the past and hope you 
will continue to do the same dur
ing 1928 and may the coming year 
be very successful for you.

Hazeltine & Perkins Drug Company
MANISTEE Michigan G RAND RAPIDS

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

A cids
Boric (P ow d .) _ 12% 0 20
B oric  ( X t a l ) __ 16 &  26
C a r b o l ic _________38 ©  44
C itric  __________  63 0  70
M u ria tic  _______ 3 % 0  8
N itr ic  __________ 9 &  15
O x a l i c ____ ______16%@ 26
S u lphuric  _____  3 % 0  8
T a r t a r i c _____ __ 60 9  M

A m m onia
W ater , 26 d e g .. .  06 0  16
W ater , 18 deg__O5%0 13
W ater , 14 deg__04%© 11
C a r b o n a t e _____ 20 0  26
C hloride (G ran . 09 0  20

B alsam s
C o p a ib a _______  1  0 0 0 1  26
F ir  (C an ad a ) __ 2 76 0 3  00 
F ir  (O regon) __ 66 0 1  00
P e r u __________ 3 0 0 0 3  26
Tolu ----------------  2 00 0 2  25

B arke
C aasia  (o rd ln a ry ) .  2 6 0  30 
C ass ia  (S a ig o n ) . .  6 0 0  60 
S a ssa fra s  (pw . 60c) 0  60
Soap C u t (pow d.)

35c -------------------  2 0 0  30

B errie s
B erries

C u b e b ____________ © l  00
F i s h ----------------   ©  25
J u n i p e r ----------.1_11© 20
P rick ly  A s h _____  © 76

E x tra c ts
L icorice ______ . . .  6 0 0  66
L icorice, p o w d .__  6 0 0  70

F low ers
A r n i c a ---------------- 1  7501  85
C ham om ile (G ed.) © 60 
C ham om ile R o m .. 0  50

G um s
Acacia, 1 s t _____ 5 0 0  66
Acacia, 2nd  ___  46© 60
A cacia, S o r t s __ 20© 25
A cacia, Pow dered  3 5 0  40
Aloes (B a rb  P ow ) 25© 35 
Aloes (C ape Pow ) 2 5 0  35 
Aloes (Soc. P ow .) 6 5 0  70
A safoe tida  _____  50© 60

Pow. _________  7501 00
C a m p h o r_______  85© 90
G uaiac  __________ © 80
G uaiac , pow ’d _ @ 90
K ino ------------------ @1 25
Kino, pow dered_ @ 1 20
M yrrh  --------------- @ 75
M yrrh , pow dered  @ 80 
Opium , powd. 19 65@19 92 
Opium , g ran . 19 6 5 0  19 92
S hellac  ________  6 5 0  80
S he llac  _______  75© 90
T rag a c a n th , pow. 0 1  75
T r a g a c a n t h ____ 1  7 6 0  8 25
T u r p e n t in e ______ 0  80

Insectic ides
A rsen ic  _________ 0 8 0  20
B lue V itrio l, bbl. 0  07 
B lue V itrio l, le ss  0 8 0  15 
B ordea. M ix D ry  13© 22 
H ellebore , W h ite

p o w d e re d _____  1 8 0  30
In se c t P o w d e r_ 3 5 0  45
L ead  A rsen a te  Po . 14)6020 
L im e a n d  S u lp h u r

D ry  -------------------  @ 2 |
P a r is  G reen  ____ 2 2 0  82

L eaves
B u c h u ___________ © 1  00
B uchu , pow dered  0 1  10
Sage, B ulk  ____  8 6 0  80
Sage, 14 loose . .  0  4ft
Sage, p o w d e re d .. 0  26
Senna , A lex. ___  6 0 0  76
S enna, T inn . pow. 3 0 0  85 
U va  U r s l _______  8 0 0  26

Oils
A lm onds, B itte r ,

t r u e __________ 7 6 0 0 7  76
A lm onds, B itte r ,

a r t i f i c i a l_____  8 0008  25
A lm onds, S w eet,

tru e  __________ 1  6 0 0 1  80
A lm onds, Sw eet,

im ita tio n  ___  1  0 0 0 1  26
A m ber, c r u d e _ 1 8 6 0 1  60
A m ber, rec tified  1 5 0 0 1  75
A nise _________  1 4 0 0 1  00
B erg am o n t ___  9 00@9 26
C a jep u t _______  1 6001  76
C a s s i a ____ _____ 8 5 0 0 8  75
C a s t o r __________ 1 4601  70
C ed ar L e a f ___  8 0 0 0 2  86
C itro n e lla  ______ 1 2 5 0 1  50
Cloves _________  2 5002  75
C ocoanu t _____  2 5 0  85
Cod L i v e r _____  8 00 0 8  50
C ro ton  ________  2 0 0 0  2 26

C o tton  S e e d ___  1 3 5 0 1  50
C u b e b s _____ . . .  6 50 0  6 75
E igeron  ________ 7 6007  75
E u c a ly p tu s  ____ 1 2 6 0 1  50
H em lock, p u re_ 2 0002  25
J u n ip e r  B e r r ie s .  4 5 0 0  4 75
J u n ip e r -W o o d  .  1  50 0 1  75
L ard , e x t r a ___  1 5501  65
L a rd , No. 1 ___  1 2 5 0 1  40
L av en d e r F low _ 6 0 0 0 6  25
L av en d er G a r’n .  8501  20 
L em on  _______  4 00 @4 25
Linseed, raw , bbl. © 78 
L inseed, boiled, bbl. © 81
Linsegd, bid. less  88@1 01 
L inseed, raw , less  85© 98 
M u sta rd , a rtif il. oz. 0  35
N e a t s f o o t_____  1  2601  85
Olive, p u r e ___  4 0 0 0 5  00
Olive, M alaga,

y e l lo w _______  2 8501  26
Olive, M alaga,

g reen  _______  2 8503  25
O range, S w eet .  6 0 0 0  6 25 
O riganum , p u re .  0 2  50 
O riganum , com ’l 1 0001  20
P en n y ro y a l ___  3 2 5 0 3  60
P e p p e r m in t___  5 5005  70
R ose, p u re  . .  13 50014 00 
R o sem ary  F low s 1 25 0 1  60 
Sandelw ood, E.

L ___________ 10 60010 75
S a ssa fra s , tru e  1 7602  00 
S a ssa fra s , a r t i ’l 7601  00
S p e a r m in t__ ___ 8 0 0 0  8 25
Sperm  ________  1 5001  75
T a n y  __________ 7 0 0 0  7 25
T a r U S P  _____  6 5 0  76
T u rp en tin e , b b l . _© 60
T u rp en tin e , le s s .  71@ 84
W in te rg reen ,

le a f _________  6 00 @6 25
W in te rg reen , sw ee t

b irch  _______  3 00©3 25
W in te rg reen , a r t  75©1 00
W orm  S e e d ___  6 0 0 0  6 26
W o rm w o o d_ 15 00@15 25

P o tassiu m
B ic a r b o n a te ___ 35 0 40
B ic h r o m a te ____ 15 0 25
B rom ide 69© 85

54© 71
C hlo ra te , g ra n ’d 23© 30
C hlora te , powd.

o r  X ta l _____ 16© 25
C yanide 30© 90
Iodide _______  4 36@4 55
P e r m a n g a n a t e _ 20© 30
P ru ss ia te , yellow 40© 50
P ru s f ia te , red  _ © 70
S u lp h a te  _____ 35© 40

Roots
A lkanet 30© 35
Blood, p ow dered . 35© 40
C alam us 35© 75
E lecam pane , pwd. 25© 30
G en tian , pow d__ 20© 30
G inger, A frican ,

pow dered 30© 35
G inger, J a m a ic a . 60© 65
G inger, Jam a ic a ,

pow dered 45© 50
G oldenseal, |pow. 0 8  00
Ipecac, p o w d ._ 0 6  00
L icorice  ________  3 5 0  40
L icorice, pow d._ 2 0 0  30
O rris, p o w d e red . 30© 40

P o k e , pow dered_ 3 5 0  40
R h u b arb , pow d__ 0 1  00
R osinw ood, powd. 0  40 
S a rsap a r illa , H ond.

g r o u n d ------------ © 1  10
S a rsa p a r illa  M exican,
G ly c e r in e __ . . . . .  3 2 0  62
Squills __________ 3 5 0  40
Squills, pow dered  7 0 0  80 
T um eric , p o w d .. .  2 0 0  25 
V a lerian , p o w d .. .  0 1  00

le a d s
A nise  __________ 0  35
A nise, pow dered  3 5 0  40
B ird , I s _______  1 3 0  17
C an a ry  _____   10© 16
C araw ay , Po. .30 25 0  30
C a r d a m o n _____  3 25 @3 50
C o rian d er pow. .30 2 0 0  25
Dill ------------------ 1 6 0  20
F en n e ll _______  25© 50
F l a x ------ -----------  7 0  16
F lax , g r o u n d ___  7 0  15
F oen u g reek , pw d. 1 6 0  25 
H em p 8 0  15
L obelia, powd. . .  0 1  60
M u sta rd , yellow  1 7 0  25
M u sta rd , b lack_ 2 0 0  25
P oppy  _________  1 5 0  30
Q u in c e _________  1  25 0 1  50
R ape __________  16 0  20
S ab ad illa  ______  6 0 0  70
Sunflow er _______11)40  15
W orm , A m erican  3 0 0  40 
W orm , L e v a n t -  5 2 5 0 5  40

T in c tu re s
A conite  ________  0 1  80
Aloes ___________ 0 1  56
A r n i c a __________ ©1 60
A safo e tid a  _____  0 2  28

B elladonna  ____ 0 1 44
B enzoin 0 2 28
B enzoin C om p’d . 0 2 40
B uchu  _________ 0 2 16
C an th a rad ie s  __ 0 2 52
C apsicum  ______ 0 2 28
C atech u  ________ 0 1 44
C inchona _______ 0 2 16
C olchicum  _____ 0 1 80
C ubebs _________ 0 2 76
D ig ita lis  _______ 0 2 04
G en tian  ________ 0 1 35
G uaiac _________ 0 2 28
G uaiac, A m m on .. 0 2 04
Iodine _________ 0 1 25
Iodine, C o lo rless. 0 1 60
Iron, C l o ._______ 0 1 56
K ino ____________ 0 1 44
M yrrh  _________ 0 2 62
N ux V o m ic a ___ 0 1 80
O pium  _________ 0 5 40
O pium , C a m p ._ 0 1 44
O pium , D eodorz’d 0 5 40
R h u b arb  _______ 0 1 92

P a in ts
L ead , red  d ry  __ 13%@13% 
L ead, w h ite  d ry  13%@13% 
L ead , w h ite  o i l . .  13)4 @13% 
O chre, yellow  bbl. 0  2)4 
O chre, yellow  less 3 0  6 
Red V en e t'n  Am. 3 )4 0  7 
Red V en e t'n  E ng . 4 0  8
P u tty  __________  5 0  8
W hiting , b b l . __  © 4)4
W hiting  _______  5)4© »
L. H . P . P re p ._ 2 9003  0 '
R ogers P rep . . .  2 9003  G

M iscellaneous
A cetan a lid  ___   67 0  75
A l u m __________  0 8 0  12
A lum . powd. an d

g r o u n d _______  090  15
B ism u th , S u b n i

t r a te  --------------- 2 8 30 3  08
B orax  x ta l o r

pow dered  ___  6 )4 0  15
C an th a rad es , po. 1  5u©2 00
Calom el _______  2 7202  82
C apsicum , pow 'd  3 5 0  40
C a r m in e _______  7 00 0  7 50
C assia  B u d s ___  3 5 0  40
C lo v e s _________  go© 55
C halk  P re p a re d . 14 0  16
C hloroform  ___  53© 60
C hlo ra l H y d ra te  1 2001  50
Cocaine ---------12 S5@13 50
Cocoa B u t t e r ___ 70© 90
C orks, lis t, le s s .  40-10%
C opperas _____  2 % 0  10
C opperas, Pow d. 4 0  10
C orrosive S ublm  2 2 5 0  2 30 
C ream  T a r t a r  __ 3 5 0  45
C u ttle  b o n e ____  40© 50
D ex trin e  _______  6 0  15
D over’s P o w d er 4 0 0 0  4 50 
E m ery , All Nos. 10 0  15
E m ery , Pow dered  0  16
E psom  S a lts , bbls. 0  3%
E psom  S a lts , less 3 % 0  10
E rg o t, p o w d e r e d _ 0 2  50
F lake , W h ite  __ 150  20
F o rm aldehyde , lb. 12%©30 
G elatine  _______  8 0 0  90
G lassw are, less  55%. 
G lassw are, fu ll case  60%. 
G lauber S a lts , bbl. 002%  
G lauber S a lts  less  0 4 0  10
Glue, B r o w n __  2 1 0  30
Glue, B row n G rd  1 6 0  20
Glue, W h t e ___ 27 %© 35
Glue, w h ite  g rd . 2 5 0  35
G lycerine _____  28© 48
H ops ------------------ 7 6 0  95
I o d i n e ____ _____ 6 4 5 0  7 00
Io d o f o r m _____ _ 8 0008  30
L ead  A c e t a t e _ 2 0 0  30
M ace  _______  © I  60
M ace, p o w d e red . 0 1  60
M e n th o l_______  7 6 0 0  8 00
M orphine ___  12 83 0  13 98
N ux V o m ic a ___  0  30
N ux V om ica, pow. 1 6 0  25 
P ep p er, b lack , pow 5 0 0  60
P ep p er, W h ite , pw. 6 6 0  76 
P itch , B u rg u d ry  2 0 0  25
Q u a s s i a _______  1 2 0  16
Q uinine, 5 os. c an s  0  69 
Rochelle S a lts  _  3 1 0  40
S a c h a r l n e _____  2 6 0 0  2 76
S a lt P e t e r _____  1 1 0  22
S e id lits  M ix tu re .  3 0 0  40
Soap, g r e e n ___  1 5 0  30
Soap m o tt c a s t ._ @ 25
Soap, w h ite  c a s tils

c a s e ---------------------0 1 6  00
Soap, w h ite  c a s tils

less, p e r  b a r  __ 01 00
Soda A s h ______  3 0  10
S oda B ica rb o n a te  3 % 0  10
Soda, S a l _____  O2%0 08
S p ir its  C am phor 0 1  20
S u lphu r, r o l l __ _ 3 % 0  10
S u lphu r, S u M ._4% © 10
T a m a r i n d s _. . . .  2 0 0  25
T a r t a r  E m e t i c _ 7 0 0  76
T u rp en tin e , V en. 5 0 0  75
V an illa  E x . p u re  1 5001  00 
V an illa  Ex. p u re  8 96 0 3  60 
Zinc S u l p h a t e _ 0 6 0  1 1
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail

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

ADVANCED ] DECLINED
Spices

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

A X L E  G R EA SE
48, 1 lb. ______________6 *6
24. 3 lb. ______________6 00
10 lb. pails , pe r doz. 8 60 
15 lb. pails, p e r doz. 11 *6 
25 lb. palls, p e r  doz. 19.15

BAKING PO W D ER S
A rctic , 7 oz. tu m b le r  1 35 
Q ueen F lak e , 16 oz., dx 2 25
Royal, 10c, doz. __ _ 95
Royal, 6 oz., do. ----- 2 70
Royal, 12 oz., d o z ._6 20
Royal, 5 lb. ________ 31 20
R ocket, 16 oz., d o z .. .  1 25

K. C. B rand
P e r  case

10c size, 4 doz. ______ 2 70
15c size, 4 doz. ______ 5 50
20c size , 4 d o z . _____ 7 20
25c size, 4 d o z . --------9 20
50c size, 2 doz. ______ 8 80
80c size, 1 d o z . __- — 8 85
10 lb. size, % d o z . ----- 6 75
F re ig h t p rep a id  to  Jobbing 
po in t on case  goods. 
T e rm s: 30 d ay s  n e t  o r  2%
cash  d isco u n t if re m itta n c e  
reach es  us w ith in  10 days  
from  d a te  of invoice. D rop 
sh ip m en ts  from  fac to ry .

B E E C H -N U T  BRANDS.

BLUING 

T h e  O rig inal 

C ondensed

2 ox., 4 dz. cs. 3 00
3 ox., 3 dx. cs. 3 76

B R E A K FA ST  FOODS 
K ellogg’s  B rands.

C orn F lak es, No. 136 2 86 
C orn F lak es , No. 124 2 86 
Corn F lak es , No. 102 2 00
Pep, No. 224 ________ 2 70
Pep, No. 202 _________1 76
{Crumbles, No. 424 —-  2 70 
B ran  F la k e s , No. 624 2 25 
B ran  F lak es. No. 602 1 60

P o s t’s  B ran d s.
G ra p e -N u ts , 2 4 s _. . .  3 80
G rap e -N u ts , 1 0 0 s _— 2 75
In s ta n t  P o s tu m , No. 8 6 40 
In s ta n t  P o s tu m , No. 9 5 00 
In s ta n t  P o s tu m , No. 10 4 60 
P o stu m  C ereal, No. 0 2 26 
P o s tu m  C ereal, No. 1 2 70 
P o s t  T o as tie s , 36s — 2 85
P o s t T o as tie s , 2 4 s _2 85
P o s t 's  B ran . 2 4 s ____ 2 70

BROOMS
Jew ell, doz. __________ 6 25
S ta n d a rd  P a rlo r . 23 lb. 8 25 
F an cy  P a rlo r . 23 lb—  9 25 
Bt  F a n c y  P a r lo r  25 lb. 9 76 
Ex. F ey . P a r lo r  26 lb. 10 00
T oy ___________________1 76
W hisk , No. 3 __________ 2 76

B R U SH E S
S cru b

Solid B ack , 8 In. ------1 60
Solid B ack . 1 i n . ___1 76
P o in ted  E n d s ___ _____ 1 25

S tove
S h a k e r ________________1 80
No. 6 0 _________________2 00
P eerle ss  ______________2 60

Shoe
No. 4-0 _______________2 26
No. 2 0 _________________3 00

B U T T E R  COLOR
D a n d e l io n -- --------------- 2 26

C A N D L ES
E lec tr ic  L igh t, 40 lbs. 12.1
P lum ber, 40 l b s . __ — 12.2
P ara ff in e , 6 s _____14%
P ara ff in e , 1 2 s _____ 14%
W ick ing  _____________40
T udor, 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 50
A pples, No. 1 0 _5 15 @5 75
A pple S auce, N o. 10 8 00 
A prico ts , No. 1 1 7 5 0 2  00
A prico ts , No. 2 3 00
A prico ts , No. 2% 3 4 0 0 3  90 
A prloo ts, N o. 10 8 60O11 00 
B lack b err ies , N o. 10 8 60
B lu eb er 's , No. 2 2 0 0 0  2 75
B lueberries, No. 1 0 _12 50
C herries, No. 2 ___  8 76
C h errie s , No. 2 % _____4 26
C h errie s , No. 1 0 _-  14 00
L o g an b erries , N o. 2 8 00
L o g an b erries , No. 10 10 00 
PeacheB, No. 1 1 6 0 0 2  10
P eaches , No. 1, s liced  1 25
P each es , No. 2 ---------- 2 76
P each es , No. 2% M ich 2 20 
P each es , 2% CaL 3 0 0 0 8  26 
P eaches , 10, M ich. — 8 60
P ineapp le , 1 sL -------  1 76
P ineapp le , 2 s l l . ------- 2 80
P 'ap p le , 2 b r. s i . ___-  2 40
P 'ap p le , 2% , s l l . ------- 8 00
P ’app le , 2, c r u . ____ 2 60
P ineapp le , 10 c ru . — 9 00
P e a rs , No. 2 ------------- 8 15
P ea rs , No. 2% . . . . — 8 60
P lu m s, No. 2 _ 2 4002  60
P lu m s, No. 2% ----- — 2 90
R asp b e rrie s , No. 2 blk  8 86 
R asp b 's , R ed, N o. 10 13 60 
R asp b 's  B lack ,

No. 10 _____________1* 00
R h u b arb , No. 10 4 7 6 0 6  60 
S traw b e rr ie s , No. 10 12 60

C A N N E D  FISH  
a m  C h’d er, 10% os.
am  Ch., No. 3 --------
am s, S team ed , No. 1 
am s , M inced, No. 1 
n n a n  H ad d ie , 10 ox. 
a m  B ouillon, 7 ox— 
lick en  H add ie , N o. 1 

F lak es , sm all . .

8 26

>d F ish  C ake, 10 os. 1 36 
ive O y sters , 6 ox. _ 1 86 
ib s te r, No. %, S ta r  2 00
irim p, 1, w e t ---------2 25
x d ’s, % Oil. K ey  _  6 10 
irdines. % Oil, k 'le s s  6 60 
ird ines, % Sm oked 6 75 
ilmon, W a rre n s , % s 2 80
ilm on, R ed  A la sk a  3 75
ilmon, M ed. Ala s ka  2 86
Union, P in k  A la sk a  1 85
ird ines, Im . %, ea. 10028
rd ln e s ,  Im ., %, e a . __26
ird ines, C a l ._ 1 6 6 0 1  80
in a , %, A lbocore — 96
in a , %s, C u rtis , doz. 2 20 
ana, % s, C u rtis , dos. 8 50 

la  fill-tin  doz. 7 00

C A N N E D  M EAT 
B acon, M ed. B eech n u t 8 30 
B acon, I g e .  B eech n u t 6 40 
B eef, No. 1, C orned  _  8 10
B eef, No. 1, R o a s t ____8 10
B eef. No. 2%. Q ua. sll. 1 36 
B eef, 3% ox. Q ua. sll. 2 00 
B eef, 4 oz.. Q ua. sll. 2 26 
B eef, No. 1, B ’nu t, sli. 4 50 
B ee fs teak  & O nions, s  8 46 
Chili Con Ca., Is  1 3501 46
D eviled H am , % s __ 2 20
D eviled H am , % s __ 3 60
H am b u rg  S teak  &

O nions. No. 1 ______ 3 16
P o tted  B eef, 4 o z . __ 1 10
P o tted  M eat. % L ibby  52% 
P o tted  M eat, % L ibby  92% 
P o tted  M eat, % Q ua. 90 
P o tted  H am , G en. % 1 85 
V ien n a  S aus., No. % 1 46 
V ienna  S ausage . Q ua. 95 
V eal L oaf, M e d iu m _2 65

B aked B eans
C am pbells, l c  free  6 _1 16
Q u ak er, 18 oz. ________ 90
F rem o n t, N o. 2 ____1 10
Sn ider, No. 1 _______  95
Snider, No. 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 rag u s .

No. 1, G reen  t ip s  _ 3 76
No. 2%, L a rg e  G reen  4 60
W . B eans, c u t  2 1 4 5 0 1  76
W. B eans , 1 0 _______7 60
G reen  B eans, 2s 1 4 5 0 2  26
G reen  B eans , 1 0 s _ 0 7  60
L. B ean s , 2 g r . 1 3502  86 
L im a  B eans , 2b,So ak ed  1 16
R ed  K id, No. 2 ______1 26
B ee ts , No. 2, w h. 1 75 0 2  40 
B ee ts , N o. 2, c u t  1 1 0 0 1  86 
B eets , N o. 3, c u t  —— 1 60 
C orn, N o. 2, S tan . — 1 10 
C orn, E x . s ta n .  N o. 8 1 86 
C orn, No. 2, F a n . 1 80 0 2  36 
C orn, N o. 10 — 8 00010  76 
H om iny, N o .3 1 0 0 0 1  16
O kra, No. 2, w h o l e _2 00
O kra , No. 2, c u t  1 06 
D eh y d ra ted  Veg. Soup 90 
D eh y d ra ted  P o ta to e s , lb . 45 
M ushroom s, H o te ls  — 33
M ushroom s, C hoice, 8 ox. 40 
M ushroom s, S u r E x t r a  50
P eas , No. 2, E . J . ____1 06
P eas , No. 2, S ift,

J u n e  ____ __________1 85
Peas. No. 2, E x . S ift.

E. J . ______________8 26
Peas, E x. F ine , F re n c h  26 
P um pk in , N o. 8 1 8 6 0 1  80 
Pum pkin , No. 10 4 0 0 0  4 76 
P im entos, %, each  12016 
P im entoes, %. e ach  _  27
Sw’t  P o ta to e s , No. 2% 2 26 
S a u e rk ra u t, No.3 1 86 0 1  60 
S ucco tash , No. 2 1 6 6 0 2  60 
S uccotash , No. 2, g la ss  2 80
Spinach, No. 1 ----- —- 1  *6
Spnach, No. 2— 1 6 0 0 1  90 
Spinach, No. 3— 2 86 0 8  60 
Spii».ch, N o. 10. 6 6007  00 
ro m a to e s . No. 2 1 *001  80 
T om atoes, N o. 3, 1 * 0 0 8  26 
TnmntflAg. Nft. 10_— 0 1  0

C A TSU P.
B -n u t, s m a l l ---------------J
L ily  of V alley , 14 o s . . .  2 
L ily  o f V alley , % p in t 1
P a ra m o u n t, 24, 8 s ----- 1
P a ra m o u n t, 24, 16s — 2 
P a ra m o u n t, CaL - — 18
S niders , 8 ox. ------------- 1
S n iders , 16 o x . ------- —  *
Q u ak er , 8 ox. ------— -  1
Q uaker, 10 oz. __— — 1
Q u ak er , 14 o z . ------—  1
Q uaker, G allon G lass 12 
Q uaker, G allon T in  _ . 8

90
60
76
40
36
60
76
56
26
40
90
50
00

C H IL I SAUCE
Snider, 16 ox. ------------- * 80
Snider, 8 o z . ---------------2 30
Lilly  V alley, 8 ox. ._  8 86 
L illy  V alley. 14  ox. _  8 86

O Y STER C O CK TAIL.
S niders , 16 o x . ------------- 8 80
S niders , 8 o s . ---------- 8 80

C H E E S E .
R oquefo rt ----------------   55
K ra ft, sm all i te m s  1 66 
K ra f t ,  A m erican  — 1 66 
C hili, sm all t in s  — 1 66 
P im en to , sm all t in s  1 65 
R oquefo rt, sm . t in s  2 25 
C am em bert, sm . tin s  2 26
W isconsin  D a is ie s ----- 31
L onghorn  _____________32
M ichigan D a i s y -------- 30
S ap  Sago ----------------   38
B rick  ________________ 28

65
66 
66 
66 
65

C H E W IN G  GUM.
A dam s B lack  J a c k ___
A dam s B loodherry  ___
A dam s D e n ty n e _______
A dam s C alif F ru i t  ___
A dam s Sen S e n _______

B eem an ’s  P e p s i n _____ 66
B eech n u t W in te rg re e n . 
B eech n u t P e p p e rm in t .
B eech n u t S p e a r m i n t__
D oub lem in t __________— 65
P e p p e rm in t, W r ig ie y s_65
S p ea rm in t, W r g i l e y s _66
Ju icy  F r u i t  _____________65
W rigley’s  P -K  _________66
Zeno __________  — 66
T e a b e rry  _______________66

COCOA.
D r08t e ’s  D u tch , 1 lb .— 8 50 
D ro s te ’s  D u tch , % lb. 4 60 
D ro s te ’s  D u tch , % lb. 2 36 
D ro s te ’s  D u tch , 5 lb. 60
C hocolate  A pples -------4 50
P as te lle s . No. 1 _____12 60
P as te lle s , % l b . _____ 6 60
P a in s  De C a f e ______ 3 00
D ro s te ’s B ars , 1 dos. 2 00
D elft P a s te l le s  ______ 2 15
1 lb. R ose T in  Bon

B ons _______________  00
7 os. R ose T in  Bon

B ons ________________9 00
13 ox. C rem e De C ara -

q u e ___ ___________—13 20
12 ox. R osaces  _______10 80
% lb. R osaces ________7 80
% lb. P a s te lle s  _______ 8 40
L an g u es  De C h a t s _4 80

C H OCO LA TE.
B ak er, C a raca s , % s ----- 37
B ak e r, C araca s , % s ----- 85

COCOANUT
D u n h am ’s

15 lb. case , % s a n d  % s 48
16 lb. case , % s -------------- 47
15 lb. case , % s -------------- 46

C L O T H E S L IN E .
H em p. 50 f t . ___  2 0 0 0  2 26
T w isted  C o tton ,

60 f t. _______  3 5 0 0  4 00
B ra ided . 50 f t. ---------- 2 25
S ash  C ord  ___  3 50 0  4 00

f  HUME GROCER CO. A
I KOASIfS IV MUSKEGON. MICB J

C O F F E E  RO ASTED  
1 lb. P ao k ag e

M e l r o s e _._____________35
L ib e r ty  _______________27
Q u a k e r _______________41
N edrow  _______________39
M orton  H o u se  ______ 47
Reno __________________36
R oyal C lub ---------------- 40

M cL aughlin ’s  K e p t-F re sh  
V accum  packed . A lw ays 
fresh . C om plete  line  of 
h ig h -g rad e  b u lk  coffees. 
W . F . M cL augh lin  A Co., 

C hicago.

M axw ell H ouse  Coffee.
1 lb. t in s  ____________ 48
3 lb. t in s  __________ 1 42

Coffee E x tra 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 el’s  60 1 lb. 10%

C O N D E N SED  M ILK
L ead er, 4 doz. _______7 00
E agle , 4 d o x . _________ 9 00

M ILK COM POUND 
H ebe, T a ll, 4 doz. 4 60 
H ebe, B aby . 8 do. . .  4 40 
C aro lene, T a ll, 4 dox. 3 80 
C aro tene, B ab y  ---------- 8 60

EV A PO R A TE D  M ILK
Q u ak er, T a ll, 4 doz__4 80
Q u ak er, B aby, 8 doz. 4 70 
Q uaker, Gallon, % doz. 4 70 
C arn a tio n , T a ll, 4 doz. 5 16 
C arn a tio n , B aby , 8 dx. 6 05 
O a tm a n ’s  D undee, T a ll 6 15 
O a tm an ’s D’dee, B ab y  5 00
E v e ry  D ay, T a ll ____ 6 00
E v e ry  D ay , B a b y ___ 4 90
P e t, T a ll ______________6 15
P et, B aby , 8 o z . _______ 5 05
B orden’s  T a l l _________ 6 16
B orden’s  B ab y  _____  6 05
V an C am p, T a ll _____ 4 90
V an C am p. B a b y ___ 3 75

CIGARS
G. J .  Jo h n so n ’s  B rand  

G. J .  Jo h n so n  C igar.
10c ________________ 75 00

W orden G rocer Co. B rands  
M as te r P iece, 60 T in .  36 00 
M as te rp ’ce, 10. P e rf . 70 00 
M as te rp ’ce, 10, Spec. 70 00 
M as'p ., 2 fo r 25, Apollo95 00 
In  B etw eens, 5 fo r  25 87 60
C an ad ian  C l u b ___ _ 36 00
L ittle  T o m __________ 37 50
Tom  M oore M onarch  75 00 
Tom  M oore P a n e tr ia  65 00 
T . M oore Longfellow  96 00
W eb s te r  C a d i l la c ___ 76 00
W eb s te r K n ick b o ck er 95 00
W eb s te r  B elm on t_110 00
W eb s te r S t. R eges 125 00
B erin g  A p o l l o s __ _ 96 00
B erin g  P a l m l t a s _116 00
B erin g  D ip lom atica  115 00
B ering  D e l lo s e s ___  120 00
B ering  F a v o r i t a ___  135 00
B ering  A lbas _____  160 00

C O N FEC TIO N E R Y  
S tick  C andy P a lls

S ta n d a rd  _____________ 16
P u re  S u g a r S tick s  600s 4 20
Big S tick , 20 lb. case  20

M ixed C andy
K in d e rg a rte n  ________— 17
L ead er __________________14
X. L. O............................—  12
F ren ch  C ream s ______ -  16
P a r is  C r e a m s ---------- —  17
G rocers _________________11

F an cy  C hoco lates
5 lb. B oxes 

B itte rsw ee ts , A ss’te d  1 76 
Choc M arshm allow  D p 1 70 
M ilk C hoco late  A A  1 80
N ibble S t i c k s _________1 86
No. 12. Choc., L ig h t _ 1 66 
C hocolate  N u t R olls .  1 86 
M agnolia C h o c __ _____1 26

Gum  D rops P a ils
A nise . . . __ . . . . . . ____— 16
C ham pion  G u m s _____16
C hallenge  G u m s _____14
F a v o rite  ________________19
Superio r, B o x e s ________ 28

L ozenges P a l l s '
A. A. P ep . L ozenges 17 
A. A. P in k  L ozenges 16 
A. A. Choc. L ozenges 16
M otto  H e a r t s _____ — 19
M alted  M ilk L ozenges 21

C u rra n ts
P ack ag es , 14 o z . ______19
G reek, B ulk , lb _____ 19

D ates
D rom edary , 3 6 s ___ 6 76

P each es
E vap . C h o ic e ___ - ___15
E vap . E x . F a n cy , P . P . 25

Peel
L em on, A m ericas___ 80
O range , A m e r la a n ____80

R aisin s
Seeded, b u l k __________ 9
T hom pson’s  s ’d les b lk  8 
T hom pson’s  seed less,

15 oz. ______________10%
Seeded, 15 o z . _______ 10%

C alifo rn ia  P ru n es  
900100, 25 lb. boxes—0 0 6  
60070, 25 lb. boxes—©08 
>0060, 25 lb. b o x es—00 8 %  
40050, 25 lb. boxes—0 1 0  
30040, 25 lb. b oxes—010%  
20030. 25 lb. boxes—0 1 6  
18 0  24, 25 lb. b oxes—0 2 0

FA R IN A C EO U S GOODS
B eans

Med. H a n d  P i c k e d _07
Cal. L im as __________09
B row n, Sw edish  _____07%
Red K i d n e y __________09

F a r in a
24 p a c k a g e s _______-  2 69
Bulk, p e r 100 l b s . ___ 06%

H om iny
P ea rl, 100 lb. s ac k s  — 8 60

M acaroni 
M ueller’s  B ran d s  

9 oz. p ackage , p e r dos. 1 SO 
9 oz. p ackage , p e r case  2 60

B ulk  Goods
Elbow , 20 lb. ________08
E g g  Noodle, 10 l b s ._14

P ea rl B arley
C h es te r ____________— 4 60
0000 __________________7 00
B arley  G r i t s _____ - —  6 00

P eas
Scotch , l b . _—. . . . . . .  06%
Split, lb. y e l lo w ---------08
S p lit g r e e n __________08

H ard  Goods P a lls
L em on D rops —. — —  18 
O. F . H oreh o u n d  dps. — 18
A nise S q u a re s  ------------- 18
P e a n u t S q u a r e s ------------- 17
H orehound  T a b l e t s _— 18

Cough D rops B xs
P u tn a m ’s  _____ —------1 35
S m ith  B r o s . ---------------1 60

P ack ag e  Goods 
C ream ery  M arshm allow s 

4 ox. pkg ., 12s, c a r t .  86 
4 ox. pkg., 48s, case  3 40

S pec ia ltie s
W a ln u t F u d g e ------------- 28
P in eap p le  F u d g e ------------22
Ita lia n  B on  B o n s ------- 17
B an q u e t C ream  M in ts .  27 
S ilv er K in g  M .M allow s 1 36

B ar Goods
W aln u t S undae , 24, 6o 75
N eap o litan , 24, 5 c _____ 75
M ich. S u g a r C a., 24, 5c 75
P a l O M ine, 24, 5 c ___ 75
M alty  M ilkies, 24, 5 c _75
L em on Rolls __________ 75

8ag e
E a s t In d ia  ____________10

T aplooa
P ea rl, 100 lb. sac k s  _  09
M inute, 8 ox., 8 dos. 4 06 
D rom edary  I n s t a n t_8 60

FLA VO RIN G  EX TRA C TS

2% O unoe 
T a p e r  B o ttle

JE N N IN G S
P U R E

FLA VO RIN G
EX T RA C T

V an illa  an d  
L em on

S am e P r lee  
% oz. 1 25 

1% oz. 1 80 
2% oz. 3 20 
3% oz. 4 50 
2 oz. 2 60 
4 oz. 5 00 
8 oz. 9 0u 
16 oz. 15 00

50 Y ears Standard.

COUPON BOOK8 
50 E conom ic g ra d e  8 60 

100 Econom ic g ra d e  4 60 
600 Econom ic g rad e  20 00 

1000 Econom ic g ra d e  37 60
W h ere  1,000 books a re  

o rde red  a t  a  tim e , spec ia l
ly  p r in te d  fro n t cover 1s 
fu rn ish ed  w ith o u t charge.

CREAM  OF TA R TA R  
6 lb. b o x e s ___________ 88

D RIED  FR U IT S  
A pples

N. Y. F ey ., 60 lb. box 16% 
N. Y. Fey., 14 ox. pkg. 16

A prico ts
E v ap o ra ted , C h o i c e _20
E v ap o ra ted , F a n c y __23
E v ap o ra ted , S l a b s ____17

C itron
10 lb. b o x __ ____________40

jif fy  P u n a s
3 dox. C a r t o n ________2 86

A sso rted  flavors.

FLOUR
V. C. M illing Co. B ran d s

Lily W h ite  -----   f  96
H a rv e s t Q u e e n _____ 9 80
Yes M a’a m  G rah am ,

60s _________________ f  4o

F R U IT  CANS 
F. O. B. G ran d  R ap id s

M ason
H alf p in t  . ______  7 60
One p in t ._ -  T 76
One q u a r t  . ___________9 19
H alf gallon __________18 15

Ideal G lass T op .

H alf p in t ............____  9 00
One p in t ___________  9 30
One q u a r t  _____ ____ 11 15
H alf gallon  _________ 15 40
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G E L A T IN E

26 os., 1 dos. case  — 6 00
3% oz., 4 doz. c ase_3 20
O ne doz. free  w ith  5 cases.
Jell-O , 3 doz. _________2 85
M inute, 3 d o z ._________4 06
P lym ou th , W h i t e ___ 1 56
Q uaker, 3 doz. ______ 2 55

JE L L Y  A ND PR E S E R V E S
P u re , 30 lb. p a l l s ___ 3 30
Im ita tio n , 30 lb. pa ils  1 75 
P u re , 0 os., A sst., doz. 95 
B uckeye, 18 oz., doz. 2 00

JE L L Y  G LA SSES 
8 os., p e r  doz. _______  37

O LEO M A RG A RINE

Van W esten b ru g g e  B rands  
C arload  D is trib u to r

N uco a , 1 l b . _________ 21
N ucoa, 2 a n d  5 lb. — 20%

W ilson A  C o.’s  B rands  
Oleo

C e r t i f ie d ______________24
N u t __________________ 18
S pecial R o l l _________ 19

M ATCHES
Sw an, 144 ____________4 50
D iam ond, 144 box —  5 75 
S earch ligh t, 144 box— 5 75 
Ohio R ed  L abel, 144 bx  4 20 
Ohio B lue T ip, 144 box 5 70 
Ohio B lue T ip , 720-lc 4 25
Blue Seal, 144 _______ 5 20
Reliable, 1 4 4 ---------------- 4 15
F ederal, 144 __________5 50

S a fe ty  M atches 
Q uaker, 5 gro. c a s e . .  4 50

M OLASSES 
M olasses in C ans 

Dove, 38, 2 lb. W h. L. 6 60 
Dove, 24, 2% lb W h. L . 6 20 
Dove. 36, 2 lb. B lack  4 30 
Dove, 24, 2% lb. B lack  3 90 
Dove, 6 10 lb. B lue L . 4 45 
P a lm e tto , 24. 2% lb. 6 75

N U TS—W hole 
A lm onds, T a r r a g o n a 26
B razil, N e w ---------------27
F a n c y  M ixed ----------- 25
F ilb e r ts , S icily  -------- 22
P e a n u ts , V ir. R o asted  12% 
P e a n u ts , Jum bo , s td . 15%
P ecans , 3 s ta r  -------- 20
P ecan s , Ju m b o  -------- 40
P ecan s , M am m oth  — 50 
W aln u ts , C alifo rn ia  __ 28

S a lted  P e a n u ts  
F an cy , No. 1 -----------  13%

Shelled
A lm o n d s ________
P e a n u ts , S pan ish ,

125 lb. b ag s  —
F ilb e r ts  -------------
P e c an s  S a lted  —
W a ln u ts  -----------

M IN CE M EAT 
N one Such, 4 doz. —  6 47 
Q u ak er, 3 doz. case  — 3 50 
L ibby , K egs, w e t, lb. 22

O LIVES
B ulk , 5 gal. k e g ----- 19 00
Q u a r t J a r s ,  dozen — 6 50
B ulk , 2 gal. k e g ----- 4 25
P in t, J a r s ,  d o z e n ----- 3 75
4 oz. J a r ,  p la in , doz. 1 35 
5% oz. J a r ,  pi., doz. 1 60 
8% 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 tuffed ,

doz. __________*4 5004  75
10 oz. J a r ,  s tu ffed  d?. 7 00

__ 68

__ 12%
___ 32
_ 1 05 
__  70

PA R IS G R EEN
% s ____________________ 31
Is  ______________________ 29
2b an d  5s ______________ 27

P E A N U T  B U TTE R

Bel C ar-M o B rand
24 1 lb. T i n s _________
8 oz., 2 do. in  case_
15 lb. p a l i s ____________
25 lb. p a l i s ___________

PE T R O L E U M  PRODUCTS. 
F rom  T a n k  W agon.

R ed C row n G a s o l in e _11
R ed C row n E t h y l _____ 14
Solite G asoline _______ 14

In Iron 43arrels
P e rfec tio n  K e r o s i n e _13.6
G as M achine G asoline 37.1 
V. M. & P . N a p h th a  19.6

ISO-VIS MOTOR OILS 
In Iron B arre ls

L ig h t --------------------------- 77.1
M edium  _______________77.1
H eav y  _________________ 77.1
Ex. H eav y  ____________77.1

talarme

P ork
L ig h t hogs ___________11%
M edium  hogs _______ 11
H eav y  h o g s _________ 11
Loin, M ed. ___________16
B u t t s __ ,_____________ 16
S hou lde rs  ____ ;______ 13
S p a re rib s  ___________ 16
N eck bones __________06
T rim m in g s  __________11

PRO V ISIO NS 
B arre led  Pork  

C lear B ack  __ 25 00@28 00 
S h o rt C u t Clear26 00029 00 

D ry S a lt M eats 
D S B ellies __ 18-20018-19

L ard
P u re  in t i e r c e s _____ 13%
60 lb. t u b s ___ad v an ce  %
50 lb. t u b s ___ad v an ce  %
20 lb. p a i l s __ ad v an ce  %
10 lb. p a i l s ___ad v an ce  %
5 lb. p a i l s __ a d v an ce  1
3 lb. p a i l s ___ad v an ce  1

C om pound t i e r c e s ___ 13%
C om pound, t u b s ____ 14%

S au sag es
B ologna ______________16
L iv e r ________________ 15
F ra n k fo r t  ___________  20
P o rk  _____________ 18020
V e a l __________________19
T ongue, Je llied  _____ 35
H eadcheese  _________ 18

Sm oked M eats 
H am s, Cer. 14-16 lb. ©23 
H am s, C ert., S k inned

16-18 lb. __________ 0 2 2
H am , d ried  beef

K nuck les  _________  ©V
C alifo rn ia  H a m s _©17%
P icn ic  Boiled

H am s _________  20 0 2 2
Boiled H am s ___  ©34
M inced H a m s ___  ©17
B acon 4/6 C ert. __ 24 @34

B lack S ilk  P a s te ,  doz. 1 25 
E n am elin e  P a s te , doz. 1 35 
E n am elin e  L iquid, dz. 1 35
E. Z. L iquid, p e r doz. 1 40
R adium , p e r d o z . ___ 1 85
R ising  Sun, p e r doz. 1 35 
654 S tove E nam el, dz. 2 80 
V ulcanol. No. 5, doz. 95
V ulcanol, No. 10, doz. 1 35 
Stovoil, p e r doz. ____ 3 00

SA L T
Colonial, 24, 2 l b . ___  95
Colonial, 36-1% _____ 1 25
Colonial, Iodized, 24-2 2 00
M ed. No. 1 Bbls. ____ 2 60
M ed. No. 1, 100 lb. Dg. 85 
F a rm e r  Spec., 70 lb. 95
P a c k e rs  M eat, 50 lb. 57
C rushed  R ock fo r ice

cream , 100 lb., each  75 
B u tte r  S a lt, 280 lb. bbl. 4 24
Block, 50 lb. ________ 40
B ak e r S a lt, 280 lb. bbl. 4 10
24, 10 lb., p e r b a l e ___ 2 45
35, 4 lb., p e r b a l e ___ 2 60
50, 3 lb., p e r  b a l e ___ 2 85
28 lb. bags. T a b l e _ 42
Old H lckcory , Sm oked,

6-10 l b . ____________4 20

Iron B arre ls
L ig h t ________________ 65.1
M edium  ___     65.1
H eavy  ________________ 65.1
Special h e a v y ____ ____ 65.1
E x t ra  h e a v y ___________65.1
P o la rin e  “F ”  ___ . ___65.1
T ran sm iss io n  O i l ___ 65.1
F inol, 4 oz. can s , doz. 1 50 
F inol, 8 oz. cans, doz. 2 25
P aro w ax , 100 lb. ____  9.3
P aro w ax . 40, 1 l b . _9.5
P aro w ax , 20, 1 l b . _9.7

S em dac, 12 p t. c an s  2-75 
Sem dac, 12 q t. c an s  4.65

PIC K L E S  

M edium  S our
5 gallon, 400 c o u n t — 4 75 

S w eet Sm all
16 G allon, 3300 --------  28 75

5 Gallon, 750 _______ 9 00

Dill P ick les
Gal. 40 to  T in , d o z ._9 00

P IP E S
Cob, 3 doz. In bx. 1 0001  20

PLA YIN G  CARDS 
B a ttle  Axe, p e r doz. 2 75 
B icycle _______________4 76

POTASH
B a b b itt’s, 2 d o z . ___ 2 75

FR E S H  M EATS 

Beef
Top S tee rs  & H eif. 22 
Good S t’r s  & H ’f. 15%@19 
Med. S te e rs  & H eif. 18 
Com. S te e rs  & H eif. 15016

V eal
T op __________ ______  21
Good ------------- 20
M edium  ______ _______ 18

Beef
B oneless, ru m p  28 0 0 0  30 00 
Rum p, n e w _ 29 00032 00

L iver
B eef __________________ 11
C alf ___________________  45
P o rk  __________________ 8

RICE
F an cy  B lue R o s e ___ 06%
F a n c y  H ead  ________  09
B roken  _____________ 03%

RO LLED  OATS 
S ilver F lak e , 12 N ew

Proppss 9 o
Q uaker, 18 R eg u lar __ 1 80
Q uaker, 12s F a m i l y _2 70
M others, 12s, M ’n u m  3 25
N edrow , 12s, C h i n a _3 25
Sacks, 90 lb. J u t e _3 75

RU SK S
H olland  R u sk  Co. 

B ran d
18 roll p ack ag es  ____ 2 30
36 roll p ack ag es  ____ 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

SA L E R A T U S
A rm  a n d  H a m m e r_3 76

SAL SODA
G ran u la ted , bbls. ___ 1 80
G ran u la ted , 60 lbs. cs. 1 60
G ran u la ted , 36 2% lb. 

p ack ag es  ____________2 40

COD FISH
M id d le s ________________16%
T ab le ts , % lb. P u r e _19%

doz. ______________1 40
W ood boxes, P u r e _29%
W hole Cod ____________11%

H E R R IN G  
H olland H errin g

M ixed, K eys _________1 00
M ixed, h a lf  b b l s . _9 00
M ixed, bbls. _______  16 00
M ilkers, K egs ________ 1 10
M ilkers, h a lf b b l s ._10 00
M ilkers, bbls. _____  18 00
K K  K  K. N orw ay  __ 19 50
8 lb. pa ils  _______   1 40
c u t  L u n c h ____________1 66
Rnnofl, 10 Ih. h n iM  _ 16

L ake  H errin g  
% bbl., 100 l b s . _____ 6 60

M ackerel
T ubs, 100 lb. fncy  fa t  24 60
T ubs, 50 coun t _______8 00
P ails , 10 lb. F a n c y  f a t  2 00

W h ite  F ish
Med. F ancy , 100 lb. 13 00

L am b
S p ring  L am b  —
Good __________
M edium  -------------
P oo r ------------------

M utton
Good __________________18
M edium  _______________ 16
P oor --------   13

SH O E  B LA C K EN IN G
24 2 in  1, P a s te , doz. __ 1 35 
23 K. Z. C om bination , dz. 1 35
22 D rl-F oo t, doz. ______ 2 00
20 B ixbys. Doz. _______ 1 35

Shlnola, doz. _________ 90

ST O V E PO LISH
B lackne, p e r  d o z .___ 1 36
Black S ilk  L iquid , dz. 1 40

P e r  case , 24, 2 l b s ._2 40
F iv e  case  lo ts  _____ 2 30
Iodized, 24, 2 l b s . ___ 2 40

SO A P
Am. F am ily , 100 box 6 30
C ry s ta l W hite , 100 __ 4 05
E x p o rt, 100 b o x _____ 4 00
B ig J ac k , 6 0 s ______ _ 4 50
F e ls  N a p th a , 100 box 5 50 
F lak e  W h ite , 10 box 4 05 
G rd m a  W h ite  N a. 10s 4 00 
S w ift C lassic, 100 box 4 40 
20 M ule B orax , 100 bx  7 55
W ool, 100 box ____ 6 60
J a p  Rose, 100 b o x ___ 7 86
F a iry , 100 box _______4 00
P alm  Olive, 144 box 11 00
L ava, 100 bo _________4 90
O ctagon , 1 2 0 __________ 6 00
Pum m o, 100 b o x ___4 85
S w e e th ea rt , 100 box _ 5 70
G ran d p a  T a r , 50 sm . 2 10 
G ran d p a  T a r , 50 lge. 3 50 
Q u ak er H a rd w a te r

Cocoa, 72s, b o x ___ 2 86
F a irb a n k  T a r , 100 bx  4 00 
T rilb y  Soap, 100, 10c 7 30 
W illiam s B a rb e r  B ar , 9s 50 
W illiam s M ug, p e r  doz. 48

C L E A N S E R S

80 can  cases, 14.80 p e r case

W A SH IN G  PO W D ER S
Bon Am i Pd , 3 dz. bx 3 75 
Bon Ami C ake, 3 dz. 3 25
B rillo  ________________ 85
C lim aline, 4 doz. ____ 4 20
G randm a, 100, 5 c ___ 4 00
G randm a, 24 L a r g e _3 80
Gold D ust, 1 0 0 s______4 00
Gold D ust, 12 L a rg e  3 20
Golden Rod, 24 _______4 25
J in x , 3 doz. ___________4 50
L a F ran c e  L au n ., 4 dz. 3 60
L u s te r  Box, 54 ______3 75
Old D utch  C lean. 4 dz 3 40
O ctagon, 96s _________3 90
Kinso, 40s ____________3 20
R inso, 2 4 s ____________ 5 25
R ub No M ore, 100, 10

oz. __________________3 85
Rub No M ore, 20 Lg. 4 00 
Spotless  C leanser, 48,

20 oz. _______________3 85
S ani F lu sh , 1 d o z ._2 25
Sapolio, 3 doz. ______ 3 16'
Soapine, 100, 12 oz. -  6 40 
Snowboy, 100, 10 oz. 4 00 
Snow boy, 24 L a rg e  — 4 80
Speedee, 3 doz. ______ 7 20
S u n b rite , 72 doz. _____4 00
W yan d o tte , 48 _______4 75

SP IC E S 
W hole Spices

Allspice, J a m a i c a ___ @25
Cloves, Z an z ib a r _____@38
C assia , C a n t o n _____  @22
C assia , 5c pkg., doz. @40
G inger, A f r i c a n _____ @19
G inger, C ochin _____  @25
Mace, 1’e n a n g _______ 1 39
M ixed, No. 1 _______  @32
M ixed, 5c pkgs., doz. @45
N u tm egs, 70@90 ____ @59
N utm egs, 105-1 1 0 _@59
Pepper, B lack  _____  ©46

P u re  G round in Bulk
Allspice, J a m a i c a ___ @29
Cloves, Z a n z ib a r____ @46
C assia , C an to n  _____  @28
G inger, C o r k in ________ @38
M u sta rd  ____________ @32
M ace, P e n a n g ______ 1 30
Pepper, B lack  ______  @55
N utm egs ____________  @61
Pepper, W h i t e ________ @72
Pepper, C ayenne  ___  @36
P a p rik a , S p a n i s h ___ @52

Season ing  
Chili Pow der, 15c 
C elery  S a lt, 3 oz.
Sage, 2 oz. _____
O nion S a lt ______
G arlic  ___________
Ponelty , 3% oz. 
K itch en  B ouquet
L au re l L e a v e s __
M arjo ram , 1 o z ._
S avory , 1 oz. ___
T hym e, 1 o z . ____
T um eric , 2% oz.

STARCH

Corn
K ingsford , 40 l b s . ___ 11%
P ow dered , b ag s  ___  4 50
A rgo, 48, 1 lb. pkgs. 3 60
C ream , 48-1 _________ 4 80
Q uaker, 4 0 - 1 ________ 07%

Gloss
A rgo. 48, 1 lb. pkgs 
Argo, 12, 3 lb. pkgs 
A rgo, 8, 5 lb. pkgs. .  
S ilver Gloss, 48, I s  -
E las tic , 64 p k g s .__
T iger, 48-1 _________
T iger, 50 lbs. ______

CORN SY RU P

Corn
B lue K aro , No. 1 % _2 42
B lue K aro , No. 5, 1 dz. 3 33 
B lue K aro , No. 10 __ 3 13
R ed  K aro , No. 1 % _2 70
R ed K aro , No. 5, 1 dz. 3 71 
R ed K aro , No. 1 0 _3 51

Im it. M aple F lavo r 
O range, No. 1%, 2 dz. 3 15
O range, No. 5, 1 do. 4 41
O range, No. 10 _______4 21

M aple.
G reen L abel K a r o _5 19

M aple and  C ane 
K anuek, p e r g a l . ___ 1 50

Maple
M ichigan, p e r gal. 2 50
W elchs, p e r gal. _____ 3 10

T A B L E  SAUCES
L ea  & P e rr in , la rg e_6 00
L ea  & P e rr in , sm all_3 35
P e p p e r ____________  1 60
Royal M int __________ 2 40
Tobasco , 2 o z . _________4 25
Sho You, 9 oz., doz. 2 70
A -l, l a r g e _____________6 20
A -l, sm all ____________3 15
C aper, 2 oz. ___________3 30

. 3 60 

. 2 96
-  3 35
-  11%  
_ 5 35 
._ 3 50 
._ 06

___ 1 35
___  95
____ 90
____1 35
------1 35
___ 3 25
___ 4 50__ 20
____ 90
____ 90
____ 90
___  90

TEA
Jap a n

M edium ____________ 27033
Choice _____________ 37046
F ancy  _____________  54059
No. 1 N ibbs _____________54
1 lb. pkg. S i f t i n g _______13

G unpow der
Choice ____________  46
F an cy  _________________ 47

Ceylon
Pekoe, m e d iu m __ _ 67

E nglish B re ak fas t
Congou, M edium  _______28
Congou, C h o ic e ___ • 3 5 0  36
Congou, F a n c y ___  42043

Oolong
M e d iu m __________  39
Choice __________________45
F an cy  __________________50

T W IN E
C otton , 3 ply c o n e ___ 40
C otton , 3 ply p a i l s ___ 42
W ool, 6 ply _____________18

VIN EG A R
Cider, 40 G ra in  _________26
W hite  W ine, 80 g ra in_36
W h ite  W ine, 40 g ra in — 20

W ICKING
No. 0, p e r g r o s s ____  75
No. 1, p e r g r o s s ___1 25
No. 2, p e r g r o s s ___1 50
No. 3, p e r g r o s s ___ 2 00
P ee rle ss  Rolls, p e r doz. 90 
R ocheste r, No. 2, doz. 60 
R ocheste r, No. 3, doz. 2 00 
Rayo, p e r  doz. _____  75

W O O D EN W A R E
B ask e ts

B ushels, n a rro w  band,
w ire  h and les  _______1 75

B ushels, n a rro w  band,
wood h an d les  _______1 80

M arket, d rop  h a n d le . 90 
M arket, s ing le  h a n d le . 96
M arket, e x tra  _______ 1 60
S plin t, la rg e  __________8 50
Splin t, m edium  ______ 7 50
Splin t, sm all __________6 50

C h u rn s
B arre l, 5 gal., each  — 2 40
B arre l, 10 gal., e ac h_2 55
3 to  6 gal., p e r g a l ._ 16

P a ils
10 q t. G a lv a n iz e d ___ 2 60
12 q t. G a lv a n iz e d ___ 2 75
14 q t. G alvan ized  _____3 25
12 q t. F la r in g  Gal. Ir . 6 00
10 q t. T in  D a i r y ___ 4 00

T rap s
M ouse, W ood, 4 h o le s . 60 
M ouse, wood, 6 h o le s . 70
M ouse, tin , 5 h o l e s _ 65
R at, w o o d _____________1 00
R at, sp rin g  ___________1 00
M ouse, sp rin g  ______  30

T u b s
L a rg e  G a lv a n iz e d ___ 8 75
M edium  G a lv a n iz e d _7 50
Sm all G a lv a n iz e d ___ 6 76

W ash b o ard s
B an n e r, Globe _______ 6 60
B rass , s i n g l e __________6 00
G lass, s i n g l e _____ ___6 00
D ouble P ee rle ss  ___   8 60
Single P ee rle ss  _______7 60
N o rth e rn  Q ueen _____ 5 60
U nive rsal _____________7 25

W ood Bowls
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 _______  85 00

W R A P PIN G  P A P E R  
F ib re , M anila, 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 ft S t r i p e _________ 09%

Y EA ST CA KE
M agic, 3 doz. _______ 2 70
S un ligh t, 3 doz. ____ 2 70
S un ligh t, 1% doz. __ 1 35
Y east F oam , 3 d o z ._2 70
Y eas t F oam , 1% doz. 1 36

Y EA ST—C O M PR E SSE D  
F le ischm ann , p e r  doz. 39
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Proceedings of the Grand Rapids 
Bankruptcy Court.

G rand  R apids, Dec. 14—W e h av e  to -d a y  
received  th e  s c h e d u le s  in  th e  m a tte r  o i 
A nw ay  P e e rle ss  F u rn itu re  Co., B a n k ru p t 
rso. 3290. T h is  is  a n  in v o lu n ta ry  case . 
T he schedu les show  a s s e ts  of $12,133.61 o f 
w hich $250 is  c la im ed  a s  exem pt, w ith  
liab ilities  o f $39,714 62. T h e  b a n k ru p t co n 
cern  is lo ca ted  a t  K alam azoo . T he  firs t 
m ee tin g  of c re d ito rs  h a s  been called  for 
Dec 30. T he l is t of c re d ito rs  of sa id  
b a n k ru p t is  a s  follows:
C ity  of G rand  R ap id s  ____________$ 47.00
C ity  o f K a la m a z o o ________________ 20.00
H erm an  E izenga , K alam azoo  __~l,20o!oO
K en t S ta te  B ank , G ran d  R a p i d s_6,000.00
R ich ard  V an  D ellen, G rand  R ap ids  5,188 98 
C itizens F in an ce  Co., G rand  R ap id s  438.93 
B a ttle  C reek  C itizen s  D oan & Inv

Co., B a t t le  C reek  _____________ .3,270.41
K al. C itizens D oan & In v es t. Co.,

K alam azoo --------------------------------- 8,600.00
P hilip  M otor Co., G ran d  R a p i d s _ 550 00
G. R. F ib re  C ord  Co , G ran d  R ap id s  33.79 
N a tio n a l S p ring  & W ire  Co.,

G rand  R a p i d s ____________________ 206.75
D avid  D eYoung, G rand  R ap id s  __ 45.00 
Q u im b y -K ain  P a p e r  Co., G ran d  R. 37 40
A- D oornbos. G ran d  R a p i d s _______ 250.00
B alish  M fg Co., G rand  R a p i d s _ 9.60
G. R. In su ra n c e  A gency, G ran d  R . 39 14
E ngel D um ber Co., G rand  R ap id s_100.00
P ro g ress iv e  F u rn . Co., G rand  R ap. 34.88 
G R  W ood F in . Co., G rand  R ap ids 25.70 
F u rn . Mfg. W arehouse , G rand  R ap. 13.60
D itw en T ire  Co., G ran d  R ap id s  __ 1.85
N aylor F u rn . Co., G rand  R ap id s  __ 7.65
W  B T ennis , G ran d  R ap id s  ___  11.00
M e s t  M ich. S ta te  F a ir , G ran d  R ap. 51.00 
T o g an -S tile s  Co., G rand  R ap id s  __ 19.92 
P- M. E llis, G ran d  R a p i d s ________ 357.36
E. B  H aw kins, G rand  R ap id s  I __  77 13
H e rm a n  E isen g a , K alam azoo  ____1,800.00
C larence  E isen g a , K a la m a z o o ___ 125.00
H. V anH am ersve ld , K alam azoo  __ 285.62
E d w ard  D usenberg , K a la m a z o o _ 520.00
C onsum ers  P o w er Co., K alam azoo  60.14
R alph  S teen , K a la m a z o o __________ 19.00
D oubledav  B ros., K alam azoo  _____ 2.26
M ich B ell T el Co., K a la m a z o o _52.72
S ou th  Side D um ber Co., K alam azoo  80.76
S ta r  P a p e r  Co., K a la m a z o o ______  2.21
A m erican  Sign  Shop, K alam azoo  __ 10.00
P e rfec tio n  M a ttre s s  Co , K alam azoo  265 00 
S u p erio r P r in tin g  Co., K alam azoo  39.62
T he  S q u are  D eal, K a la m a z o o ___  7.00
H en d erso n  & A m es, K alam azoo  __ 875.00
K al. G aze tte , K alam azoo  ________ 365.49
K al. C re d it M en’s, K a la m a z o o _14.00
J o h n  V an  B oven, K alam azoo  ___  12 50
K al Dis. Co., K alam azoo  ________ 24.50
T he  A u stian , K a la m a z o o _________  53.50
Bigelow  Serv ice  S ta tio n , K alam azoo  41.46
E n q u ire r  New®, B a ttle  C r e e k ___  374.87
D 'A rey  S p rin g  W ire  Co., K alam azoo  194.00
D alm  P r in tin g  Co., K a la m a z o o   77 50
Moon Jo u rn a l, B a ttle  C r e e k _____ 138.20
Old N a tio n a l B ank , B a ttle  C reek_ 350.00
F isc h e r  F u rn  Co.. C hicago ______,13.50
H a rry  T hom as, C hicago _________  10.00
C hapm an  B ros., C hicago _________  208 20
D isterine  P ro d u c ts  Co.. C hicago __ 10.46
Peck &  H ills, C hicago ___________  303.44
W elling ton  S tone, C hicago _______  22.50
N apoleonsville  M oss Mfg. Co.,

C hicago ---------------------------------------  17 50
H eyw ood W akefield Co., C hicago __ 97 07
P e te r  W all & Sons Mfg. Co., C hicago 14.75
R alph  M. Bevy, N ew  Y o r k _______  303.14
V ague D am p Co., C hicago _________140.26
T h ree  C D av en p o rt Co . D roesh -

kosh, W i s . ------------------------------------ 135.45
K lam er F u rn . Co., E v a n s v i l l e ___ 117.25
M onito r F u rn . Co., E v a n s v i l l e ___ 117.25
D ou is iana  M oss P ro d u c ts  C o ,

P a tte rso n . Da __________________ 349.18
Jo h n so n  & K la re  M fg. Co., D aw -

re n ceb u rg  _________________________153.00
P io n ee r T ab le  M at. Co., C leveland  14.95
W . H  H ow ell Co., G eneva, 111 ___  43.50
M urp h y  C h a ir Co., O w e n s b o ro ___  33.35
D elany  M oss Co., M iss. __________ 467.90
R eynolds S p ring  Co., J ac k so n  ___  595 95
A. R obineau  F u rn  Co., C h ic a g o _218.00
St. J o h n s  T ab le  Co., C a d i l l a c ___ 150.00
S ta n d a rd  G as E q u ip m en t Co.,

A uro ra , 111 ______________________ 255.00
O wen Mfg. Co.. L ogan , O h i o _____  146 00
C u lver A rt & F ram e  Co., W e s te r

ville, Ohio ________________________141.10
I llu s tra te d  C u rre n t N ew s, N ew

H aven , C o n n .____________________ 13.60
F ox  F u rn ac e  Co., E ly ria , O h i o ___  229.36
A ult & W iborg , C in c in n a t i_______  13 75
A B. C h a ir  Co.. C h a r l o t t e _______  77.35
A laddin  Mfg. Co., M uncie, I n d . ___ 172.50
B arca lo  Mfg. C o , B uffalo _________175.99
C onew ange F u rn . Co., W a r r e n ___ 118 00
D inner E t te  M fg. Co., D e t r o i t_____  37.00
E m p ire  F u rn . Co., H u n t in g to n ___  383 70
F red  P e a rso n  Co., N ew  Y ork _____  335 50
F is h e r  B ros. P a p e r  Co., F t. W ayne  180.74 
F a rle y  & E o c tse h e r Mfg. C o ,

D ubuque, Iow a __________________ 88.25
F. W  H an  p e te r  F u rn . Co.. S t. L ouis 94.83
H olland  C h a ir Co., H olland  _____  21 00
K ornpass & S tall, N iles ____________ 12.25
M arx W illiam s Mfg. Co., Louisville  95.60 
N a tio n a l F u rn . Co., M ount A iry.

N C. ____________________________ 225 00
P en n  T ab le  Co., H u n tin g to n . W .V a. 324.50 
D avis B u rle ig h t T ab le  Co., S helby-

ville  _____________________________  43.75
P o r te r -B a r ro w  H dw e  Co., K a la 

m azoo ______________________    19 35
Dec. 13. W e hav e  to -d a y  received  th e

schedu les, re fe ren ce  a n d  a d ju d ica tio n  in 
th e  m a tte r  o f F loyd  A lger, B a n k ru p t No. 
C h arle s  B. B la ir  a s  re fe ree  in b an k ru p tcy . 
3303. T he  m a tte r  h a s  been  re fe rred  to  
T he b a n k ru p t is a  re s id e n t o f M uskegon, 
an d  h is  o ccupa tion  is  th a t  o f a  lab o re r. 
T he  schedu les show  a ss e ts  of $1,000 of 
w hich  $300 is  c la im ed  a s  exem pt, w ith  
liab ilities  of $850.37 T he  firs t m ee ting

w ill be called  p ro m p tly  a n d  no te  o f th e  
sam e  m ade  h e re in  T he  lis t of c re d ito rs
of sa id  b a n k ru p t is  a s  follows:
C oun ty  o f N ew aygo, M ic h .________$400.00
H a n s  H an sen , M uskegon ________ 1.60
L ib e ra l C red it Clo. Co., M uskegon 9.00
C. F  A dam s Co., G rand  R a p i d s _ 45 00
R eliab le  H dw e. Co., M u s k e g o n ___  3.50
F aw ley  A bbo tt, M uskegon _______  19.65
J . H . R oss E lec  Co., M u s k e g o n _14 80
K in g  Clo. Co., M u s k e g o n __________ 3^00
Jo h n  I la r t s e m a , M u s k e g o n ________ 42.00
D r. C A. H eiffer, M u s k e g o n  ,___  35 00
D r. V. S. L au rin , M u s k e g o n _____  36.00
D r. J . A R ac e tte , M u s k e g o n _____  20.00
M ercy H o sp ita l, M u s k e g o n __________  83 00
J . E . M ichaels, M uskegon ________ 31.59
Iv e r  A nderson , M uskegon _______  5.00
S a llan  Jew e lry  Co., M u s k e g o n ___  51.50
R alph  P r a t t ,  M u s k e g o n ______________  2 50
E a s to n  In su ra n c e  A gency, M uskegon 7.29 
H a r tm a n  F u rn . Co , C h ic a g o _____  40.01

Dec. 13. W e h av e  to -d a y  received  the  
schedu les, re fe ren ce  an d  ad ju d ic a tio n  in 
th e  m a tte r  o f M iracle M ilk, Inc ., B a n k 
ru p t  No. 3304. T he m a tte r  h a s  been  r e 
fe rred  to  C h arle s  B B la ir  a s  re fe re e  in  
b an k ru p tc y . T he  b a n k ru p t concern  is lo
c a ted  a t  G ran d  R apids. T he schedu les  
show  a s s e ts  of $4,572 51 w ith  liab ilitie s  of 
$16,935.53. T he firs t m ee tin g  h a s  been 
called  fo r Dec. 30. T he  lis t of c re d ito rs
of sa id  b a n k ru p t is a s  follow s:
B. F . O liver, W ash in g to n , D C . _$ 50.00
C lare  J H all, G rand  R a p i d s _____  75.00
F ra n k  M cM ann, G ran d  R a p i d s ___  28.75
Leslie S. M oon, G rand  R a p i d s ___  34.55
F o rb es  S ta m p  Co., G rand  R ap id s_ 7.43
N J . W es tra  & Son, G ran d  R ap ids 16.96 
S te rlin g  F u rn . C o , G ran d  R ap id s  180.00 
H erp o lsh e im er Co., G rand  R ap id s  117.90
J a m e s  B ayne  Co., G ran d  R a p i d s __116.60
B ixby Office Supply  Co., G ran d  R. 7 00 
O nderdonk  P r in tin g  Co., G ran d  R. 18.75 
U. S. P re s s  C lipping  B u., C h icago  21.00 
Jo u rn a l of H om e E conom ics,

B altim o re  ________________________  50
N ew  S o u th  B ak er, A tla n ta , G a___  2.50
F r a s e r  V alley R ecord , M ission C ity,

B  C., C an . ______________________  .75
G a lesb u rg  A rgus, G a le s b u r g _____  .60
P once  De L eon  W a te r  Co., G ran d  R. 5 50 
C ollins N o rth e rn  Ice Co., G ran d  R. 5.83
D ick inson  B ros., G rand  R ap id s—2,574.39 
W a lte r  J  P e te rso n  Co., G ran d  R  5,204.13 
A lb e rt G. D ickinson, G ran d  RApids 5,369.09 
J a m e s  R. S anderson , G rand  R ap. 3,098.30 
M arlboro  D a iry  Co., M arlboro ,

M ass. ------------------------------------------  806 67
D aily  J o u rn a l P ub . Co , C h icago_ 3.75

Dec. 17. W e hav e  to -d a y  received  th e  
schedu les, re fe ren ce  a n d  ad ju d ic a tio n  in 
th e  m a tte r  o f E. O. J e ru e , B an k ru p t No. 
3305 T he  m a tte r  h as  been  re fe rred  to  
C h arle s  B. B la ir  a s  re fe ree  in b a n k ru p tcy . 
T he b a n k ru p t is  a  re s id en t of B u ch an an , 
a n d  h is  occu p a tio n  is  th a t  of a  c a rp e n te r  
T he schedu les show  a s s e ts  of $250 of 
w hich  the  fu ll in te re s t  is c la im ed  a s  e x 
em pt, w ith  liab ilities  of $1,302.63. T he 
c o u rt h a s  w rit te n  fo r fu n d s  and  upon 
re ce ip t of sam e, th e  firs t m ee tin g  of 
c re d ito rs  will be called, a f te r  w hich  note  
o f sam e  w ill be m ade here in . T he  l is t of 
c re d ito rs  of sa id  b a n k ru p t is a s  follows:
H om e F u rn . Co., S o u th  B e n d ___ $ 77.00
C laude Sw ank, G a l i e n _____________ 680 00
O. A. V an P e lt, G a l i e n _____________ 184 00
B abcock  B ros., G a l i e n ______________150.00
H . D. R oberts , G a l ie n ______________ 25.00
A. W arn k e , G alien ________________ 15 63
J a m e s  & Kelly, G a l i e n ____________ 10.00
S. P . M organ, N ew  C arlis le, In d ._150.00
D r. R. B. Jones , B aP o rte , I n d _25.00
D r J . H . G arg h er, B aP o rte  _____  20.00
H oly  F am ily  H o sp ita l, B a P o r t e ___ 38.00
E a r l E ng les, G a l ie n ________________  5.00

Dec 17. W e h av e  to -d a y  received  th e  
schedu les, re fe ren ce  a n d  a d ju d ica tio n  in  
th e  m a tte r  o f Jo h n  M ick, B an k ru p t No. 
3306. T he  m a tte r  h a s  been  re fe rred  to  
C h arle s  B. B la ir  a s  re fe ree  in b an k ru p tcy . 
T he  b a n k ru p t is  a  re s id e n t of G rand  
R apids, an d  h is  o ccu p a tio n  is th a t  of a  
bus d riv e r. T he schedu les  show  a ss e ts  
of $230, of w hich  th e  fu ll in te re s t  is  c la im 
ed a s  exem pt, w ith  liab ilities  of $1,028.33. 
T he c o u rt h a s  w rit te n  for fu n d s  a n d  upon 
rece ip t o f sam e, firs t m ee tin g  w ill be 
called  a n d  no te  of w hich  w ill be m ade 
h e re in . T he  lis t of c re d ito rs  o f s a id  b a n k 
ru p t is a s  follows:
B ishop F u rn  Co., G rand  R ap id s_$ 90.00
C haffee B ros., G ran d  R a p i d s _____  45.66
C om m unity  F in an ce  Co., G ran d  R. 300.60
E. J . M anshun , G ran d  R a p i d s ___ 22.56
D r R. E . K lin e stek e r, G ran d  R ap . 22.56
Dr. F. F. F u rb e r , G ran d  R a p id s ___  3.06
M ays D ru g  S tore, G ran d  R a p i d s _ 3.68
C en tra l S to rag e  Co., G rand  R ap ids  14.50
E . J S m itte r  & Sons, G ran d  R ap id s  43.85 
B u rto n  H ts . C ream ery  Co., G. R . 37.06
M artin  H enderson , G ran d  R ap id s_57.6o
H erp o lsh eim er Co., G rand  R ap id s_ 38 6o
B aseh Co., G rand  R ap ids _______  35.35
D r. W . L. D ixon, G ran d  R ap id s_58.00
D r. Rooks, G ran d  I l a u i d s _________  95 00
D r. Sm ith , G ran d  R a p i d s _________  10.oo
D r. Jo h n  F. F a iling , G ran d  R apids 5.00
Jacob Vresswyk, Grand R ap id s___  9.66
H ollan d -A m erican  W afe r Co.,

G ran d  R a p i d s ____________________ 9 00
H en ry  Com e, G rand  R a p i d s _______  27.50
St. M ary 's  H o sp ita l, G ran d  R ap id s  36.56
F. F . W ood M otor Co., G ran d  R ap . 12.95 
T hom as K rap p  M otor Co , G rand  R. 35.25
C. D. S u llivan , G ran d  R a p i d s ___  7.00
A rth u r  B oulet, G rand  R a p i d s _____  7.75

Dec. 17. W e hav e  to -d a y  received  th e  
schedu les, re fe ren ce  a n d  ad ju d ic a tio n  in 
th e  m a tte r  of W . H . C hase, B a n k ru p t 
No 307. T he m a tte r  h as  been  re fe rred  
to  C h arle s  B. B la ir  a s  re fe ree  in b a n k 
ru p tcy . T he  b a n k ru p t is a  re s id en t of 
G rand  R apids, and  h is  o ccupation  is  th a t  
of a  fu rn itu re  m an . . T h e  schedu les show  
a sse ts  o f $250 of w hich  th e  fu ll in te re s t

$22,388.28. T he  co u rt h a s  w r it te n  fo r 
is  c la im ed  a s  ex em p t, w ith  liab ilitie s  of 
fu n d s  a n d  upon  re ce ip t of th e  sam e , firs t 
m ee tin g  of c re d ito rs  w ill be called, a f te r  
w hich  no te  of sam e  w ill be m ade  here in . 
T he  lis t o f c re d ito rs  of sa id  b a n k ru p t is 
a s  follows:
G. R. S av in g s  B an k , G rand  R ap id s  $35100 
C hris  K aechere , G rand  R a p i d s _1,500.00
G eutz  & Z um w alt, G ran d  R ap id s_74.59
P la g g e m a rs  G arage, G ran d  R ap ids  14.75
D r. E a r l V is, G ran d  R a p i d s _____  40.06
H e th  B ros., G ran d  R a p i d s ________ 6 66
E len b aas , G ran d  R ap ids  ___________ 30.26
G. R. O verland  Co., G ran d  R ap id s  15.00
W illiam  B randel, G rand  R a p i d s _45.66
K e n t S ta te  B an k , G ran d  R ap id s_5,000.00
C arrom  Co , D uding ton  ___________ 325.49
B reen  B ros., G ran d  R a p i d s ________ 72.02
Q uigley  B ros., G rand  R ap ids  _____ 85.00
G. R. W ood P ro d u c ts  Co.,, G ran d  R. 100 66 
G. R. V eneer W orks, G ran d  R ap id s  112.50
S te il M fg. Co , G ran d  R a p i d s _____  446.77
G. R. S av ings  B ank , G rand  Rapids 425.66
A dvance P a in t  Co., In d ian ap o lis_ 202.76
A m erican  G lue Co., C h ic a g o _____  40.87

Blue B ook P ubl. Co., G rand  R ap. 64118 
G. R. V a rn ish  Co., G ran d  R ap ids 141.75
G R  W ood F in ish in g  Co., G rand  R . 91.43 
G R. W ood P ro d u c ts  Co., G rand  R. 405.74
G. R. Dowel Co., G ran d  R a p i d s _ 3 30

rin n e ll R ow e Co., G rand  R ap id s  12^61 
G. R. V eneer W orks, G rand  R ap id s  641 43
G. R. B ench  Co., G ran d  R a p i d s _29.87
K eller T ra n s fe r  Co., G ran d  R ap id s  37 25 
S ta n d a rd  Oil Co., G ran d  R ap ids __ 2.04
S y racu se  O rn a m e n ta l Co. Sy racuse.

N . Y. ------------------------------------------  26.12
W est-D e m p s te r  Co . G ran d  R ap ids 19.09
B_ W alte rs  & Co., W ab ash , I n d ._106.06
W . P . W illiam s Co., G rand  R ap id s  66.53
S tom ps B u rk h a rd t Co., D a y t o n _1,262 44
W ate r to w n  T ab le  Slide Co., W a te r -

tow n, W is. ______________________ 38.28
E ngel D um ber C o , G rand  R ap id s  136.25
W addell M fg. Co., G ran d  R ap id s_ 344.34
C re sc e n t P a n e l Co . Eouisville , K y. 263.00 
W es t Side T ra n s fe r  Co., G rand  R. .56
H  M. M ann, G ran d  R ap ids  :______  3.20
C h arle s  W . L ogan, S ea ttle , W ash . 3.38
J o h n  W  H artlo n g , I n d ia n a p o l is_ 4.45
F o s te r, S tev en s  & Co., G ran d  R ap. 10.19 
C onsum ers  P o w er Co., G rand  R ap  4.58 
A e tn a  W indow  C lean ing  Cp.. G. R. 7 50
A ladd in  M fg. Co., M uncie, I n d . __  21.04
A nderson  P u b  Co., G ran d  R ap id s  29.00 
A u to m a tic  C rad le  Co., S tevenspo in t,

W is. --------------------------------------------- 110.53
B a n ta  F u rn . Co., G oshen, I n d . ___  9.75
B a t tje s  F u e l & B ld rs  Supp ly  Co.,

G ran d  R ap id s  __________________ 21 00
C hannon  E m ery  S tove, Q uincy, 111. 24i37
C haffee B ros,, G ran d  R a p i d s ___  18.38
C h a r lo tte  F u rn . Co., C h a r l o t t e __  31.80
C hicago  K a h r^ j3 ro s ., C h ic a g o ___  16 80
W  R. C on/pton , G ran d  R a p i d s ___  2.06
C rom  Co., P iq u a , Ohio _____________133.50
C um m ings B ros.. G rand  R a p i d s _128.84
D avid  B. D eY oung, G rand  R ap id s  8 00
E th e r id g e  Co., G ran d  R a p i d s _____  30.00
E u ro p ean  U ph. C o . G ran d  R ap id s  258.50
C. J . F a rle y  Co., G rand  R a p i d s _ 38 88
F ib e r  G ran d  Co., G ran d  R a p i d s _13.15
F u rn itu re  Shops, G ran d  R a p i d s __ 174.75
G. R B edding  Co., G ran d  R ap id s_26s 75
G. R. F an cy  F u rn . Co., G ran d  R. 25.75 
G rand  L edge C h a ir C o , G rand

L edge ----------------------------------------- 4125
G. R. F ib re  Co., G rand  R a p i d s _ 7.25
C. H a rts h o rn , G ard n er, M ass. ___  206.67
H olland  C h air Co , H olland  ._____  63.52
F ra n k  M H olm es, S p a r ta  _______  10.00
N o rth w e s te rn  W eekly , G ran d  R ap. 14.00
A ssocia ted  T ru ck , G rand  R a p i d s _ 1.63
F. C. Jeffrey , P iq u a , O h i o ______  46.6o
Joh n so n , H and ley . Jo h n so n  Co.,

G rand  R a p i d s _____________________166.10
K ind le  Bed Co., G ran d  R a p i d s ___  4< '
K uch ins  F u rn . Co., C om stock P a rk  121.30 
l.am b  B ros. & G reen, N ap p an e . Ind. 104.55
L uce F u rn . C o , G rand  R a p i d s _ 263 25
M an is tee  Mfg. Co., M anistee  _____156.25
M en tzer R oad Co., G ran d  R ap id s_ 23.80
M ichigan C h a ir Co., G ran d  R ap ids  712.50
M ontem oth  C o , M ilw aukee _____  15 56
N atio n a l F e lt Corp.. G rand  R ap ids  157.88 
P a tte rs o n  P r it in g  Co., G rand  R ap. 20.00
P ee rle ss  B ig h t Co., C h ic a g o _____  57.66
P u la sk i F u rn . Co , P u la sk i, W  V a. 156.00
L ouis R oste lle r & Sons __________ 18.50
Roche A ccessories, G ran d  R . _unknow n
G eorge R oss, N ew  Y o r k ___________ 57.75
R oyal M etal M fg. Co., S t u r g i s ___  10.59
Salem  C hina  Co., Salem , O h i o ___  25 92
S choonbeck Co , G ran d  R a p i d s ___  240.10
S tan d a rd ized  F u rn . Co., G ran d  R. 118.50
S haw  F u rn . Co., G rand  R a p i d s ___  17 06
T ru sco n  L ab o ra to rie s , G ran d  R ap. 53i46
V aughan , B a sse tt ,  G alax , V a  ____ 56.00
W es te rn  S tonew are , M onthm ou th .

111. -----------------------------------------------  9.63
W es t M ichigan F u rn . Co , H olland  97.75
W es t P ic tu re , C hicago  _____________165.60
W ood P ro d u c ts  Co., E lk h a r t, Ind . 22.90 
M ills P a p e r  C o , G rand  R apids unknow n
S overe igh  Shops, C hicago _______  62.15
E vansv ille  M etal B ed Co., E v a n s 

ville  ----------------------------------------- unknow n
T ap estre lle  Co.. N ew  Y o r k _______  10 52
S ta n d a rd  N ovelty  Co., C h ic a g o ___  15.50
R o to 'T ra y  Co., C hicago __________ 18.00
D ixon S tud ios, unknow n __________ 3.6o
T hom pson  T y p e w rite r  C o , G rand  

R ap id s  ----------------------------------------- 70.00
Dec._ 17 W e h av e  to -d a y  received  the  

schedu les, re fe ren ce  a n d  ad ju d ic a tio n  in 
th e  m a t te r  o f E d ith  E. C hase, B a n k ru p t 
No. 3308. T he  m a tte r  h a s  been  re fe rred  
to  C harles  B. B la ir  a s  re fe ree  in  b a n k 
ru p tc y  T he  b a n k ru p t is a  re s id en t of 
G rand  R apids. T he schedu les show  a ss e ts  
o f $1,323 21 o f w hich  $250 is c la im ed  as  
ex em p t, w ith  liab ilitie s  of $5,078.40. T he 
firs t m ee tin g  w ill be called  p rom ptly  an d  
no te  of th e  sam e  m ade  h e re in . T he lis t

of c re d ito rs  of sa id  b a n k ru p t a re  a s  fo l
low s:
F e lg e r  Co., G rand  R ap ids  _____ __$ 67.50
G ran d  H av en  C ab in e t Shops.

G ran d  H a v e n __________________unknow n
E v an sv ille  M eta l B ed  Co.,

E vansv ille  ____________________unknow n
S tev en s  U p h o ls te r in g  Co.,

G rand  R ap id s  ________________unknow n
W  R. ConjDSton, G ran d  R ap  unknow n  
H erp o lsh e im er Co., G ran d  R ap id s  113.97
B oston  S to re , G rand  R a p i d s _____  92.00
P a u l S tek e tee  & Sons, G ran d  R ap. 73.01
E len b aas  B ros., G ran d  R a p i d s ___  45.60
F ried m an -S p rin g  Co , G ran d  R ap . 4 00 
A e tn a  W indow  C lean ing  Co.,

G rand  R a p i d s ____________________ 7.50
A laddin  Mfg. Co., M uncie, I n d . __  21.04
A u to m a tic  C radle  Co., S te v e n s 

po in t, W is _______________________ 110.53
B a n ta  F u rn  Co.. G oshen _________ 6.75
B a t t je s  E m ery  S tove Co., Q uincy,

111. _______________________________  24.37
C haffee B ros., G rand  R a p i d s _____  18.38
C h ar lo tte  F u rn . Co . C h a r l o t t e ___  31.80
C hicago K ah n  Co., C h icago  _____  16 86
W . R. C om pton, G ran d  R a p i d s ___  2.06
C ron Co., P iq u a , Ohio _____________ 133.50
C um m in g s B ros., G ran d  R a p i d s _ 128 84
D avid  B. D eY oung, G ran d  R ap id s  8 00
E th e r id g e  Co., G ran d  R a p i d s _____ _ 30.00
E u ro p ea n  U ph., G ran d  R a p i d s ___  258.50
C. J . F a rle y  Co , G rand  R a p i d s _38.88
F ib e r  G rand  Co , G ran d  R a p i d s ___  13.15
F u rn itu re  Shops, G ran d  R a p i d s _174.75
G. R. B edding  Co., G ran d  R ap id s  205.75 
G R. F a n c y  F u rn . Co., G ran d  L edge 41 25
G. R. F ib re  Co., G ran d  R a p i d s ___  7.25
C. H a rts h o rn , G ard n er, M ass ___  200.67
H olland  C h a ir  Co., H o lland  ______ 63.52
F ra n k  M H olm es, S p a r ta  _______  10.00
N o rth w e s te rn  W eekly , G ran d  R ap . 14.00
A ssocia ted  T ruck ." G ran d  R ap id s_ 1.63
F. C Jeffrey , P iq u a , Ohio ________ 46.00
Jo h n sto n , H and ley , Jo h n s to n  Co.,

G rand  R an id s  ___________________ 166.10
K ind le  Bed Co., G rand  R a p i d s ___  47 00
K uch ins  F u rn . Co., C om stock  P a rk  121.30 
L am b  B ros. & G reen, N ap p an n e ,

Ind  _______________________________ 104.55
L uce  F u rn . Co., G rand  R a p i d s ___  263 25
M an is tee  Mfg. Co., M a n is te e _____ 156.25
M en tzer R ead  Co., G ran d  R a p i d s _23.80
M ich igan  C h a ir Co., G ran d  R ap ids  712 50
M ontem oth  Co , M ilw a u k e e ________ 5.50
N atio n a l F e lt  Corp.. G ran d  R ap id s  157.85 
P a tte r s o n  P r in tin g  Co., G ran d  R ap . 20.00
P e e rle ss  L ig h t Co., C h ic a g o _____  57 60
P u la sk i F u rn . Co., P u lask i, W  V a. 156.00 
L ouis  R as te lle r  & Sons, unknow n  18.50 
Roche A ccessories, G ran d  R ap ., unknow n
G eorge Ross, N ew  Y ork  __________ 57.75
R oyal M etal M fg Co., S t u r g i s ___  10.59
i a lem  C hina Co. Salem , O h i o ___  25 92
Schoonbeck Co., G rand  R a p i d s ___  240.10
S tan d a rd ized  F u rn itu re  Co., G rand

R apids ______ ;_____________________118.50
S haw  F u rn . Co., G rand  R a p i d s _17.00
T ru sco n  L ab o ra to rie s . G ran d  R ap  52 46
V au g h an  B asse tt .  G alax , V a. ___  59.00
W es te rn  S to n ew are  Co., M ont-

m ou th , 111. _______________________  9.63
W es t M ichigan F u rn . Co., H olland  97.75 
W es t P ic tu re  F ram e  Co , C hicago 165 06
W ood P ro d u c ts  Co., E lk h a r t, In d __  22.90
S overe ign  Shops, C h ic a g o _________  62.15
T a p e stre lle  Co., N ew  Y o r k _______  10.52
S ta n d a rd  N ovelty  Co., C h i c a g o _15.50
R oto  T ray  Cp , C h ic a g o __________  18 00
D ixon S tud ios, G ran d  R a p i d s ___  3.00
T hom pson  T ype. Co., G ran d  R ap ids  70.00 
S h a n k  C h an d e lie r Shop, G ran d  R ap. 19.84

Apt Definition.
“W hat is the g reatest w ater power 

known to m an?”
“W om an’s tears.”

Business Wants Department
A d v e rtisem en ts  in se rted  u n d e r th is  head  

fo r five cen ts  a w ord  th e  firs t in ser tio n  
and  fo u r c en ts  a  w ord  fo r  each  s u b se 
q u e n t co n tin u o u s  in se rtio n . If s e t  in 
c ap ita l le tte rs , double p rice . No ch arg e  
le ss  th a n  50 c en ts . Sm all d isp lay  a d v e r
tis e m en ts  in th is  d e p a r tm e n t, $4 p e r 
Inch, P a y m e n t w ith  o rd e r is req u ired , as 
am o u n ts  a re  too sm all to  open acco u n ts .

FO R  SA L E—To re a d ju s t  e s ta te . E le 
v a to r  a n d  g ra in  b u siness , e s ta b lish e d  20 
y ears . Good re ta il  o u tle t, lo ca ted  on 
P . M. ra ilw ay , on one of m a in  s t r e e ts  o f 
c ity . In q u ire  O w ner, 407 T h ird  s tre e t ,  
B ay  C ity , M ichigan._________________ 743

FO R  SALE!—G eneral s to re , g lazed  tile , 
24 f t. x  82 ft., s to ck  of goods an d  fix tu res. 
F o r  p a rtic u la rs , w rite  us. N elson B ro th -  
e rs . C hase, M ichigan. 744

To E x ch an g e—F o r s to ck  of g en e ra l m e r
chand ise . 114 a c res , fo r ty  In f ru it.  Good 
bu ild ings. A ddress  No. 745, c /o  M ichigan 
T rad esm an . 745

F o r  Sale—T he h a rd w a re  s to ck  a n d  fix
tu re s  of T he D e ttlin g  H a rd w are  a t  E lk 
h a r t ,  In d ia n a . S tock  a n d  fix tu res, $10.- 
552:______________________ ____________ 746

CASH For Your Merchandise!
W ill bu y  y o u r e n tire  s to ck  o r  p a r t  of 
s to ck  o f shoes, d ry  goods, c lo th in g , fu r 
n ish ings, b a z a a r  novelties, fu rn itu re , e tc .

LOUIS LE V tN SO H N , S ag in aw , Mich

P a y  sp o t c ash  fo r c lo th in g  an d  fu rn ish  - 
V?* , ,Bood8 s to ck s . L . S tlb erm an , 1250 
B urlingam e Ave., D e tro it, M ichigan. 566
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Beclouding Stockturn Issue With 
Idiotic Fallacies.

(Continued from page 20) 
good to  cleave to now that he was on 
Easy street financially.

He, therefore, 'became even more 
careful of accounts, laying down strict 
rules for opening new ones and hold
ing all in line by prom pt collections in 
full every th irty  days. Further, he 
reasoned what some grocers seem 
never to think of: T h a t accounts were 
an investm ent, just like stock or fix
tures and that, as such, they  m ust be 
made to pay.

So, while this grocery story is not 
precisely similar to that of the hard
ware jobber, it also shows that w atch
ful care and intelligent analysis of his 
own business i9 good medicine for any 
business man. Paul Findlay.

Canned Peas Have High Value in 
Diet.

Abby L. M arlat, of the College of 
Agriculture of the University of W is
consin, has prepared a m ost in terest
ing booklet, “ Peas in the Diet,” which 
also includes a num ber of recipes for 
the use of peas. From  this booklet 
we quote the following:

“ From  early times legumes, of which 
peas are chief, have always stood high 
in favor. In the Book of Daniel we 
find ‘Prove thy servants, I beseech 
thee, ten days; and let them  give us 
pulse to eat, and w ater to drink.’ From  
that time to this the value of pease in 
the diet of man has been ‘proved’ un
til to-day the pea industry in W is
consin alone has provided over two 
cans a year for every person in the 
United States. The wisdom of the 
ages has been confirmed by modern 
research for the pea has been found 
rich in protein, sugar and starch; and 
when served with bread or other wheat 
products it is a balanced muscle 
builder.

“W hen milk is added to this com 
bination one may rest assured that the 
body wants are met, for the pea is now 
known to be also a source of vitamins. 
The younger the early variety pea the 
richer it is in the antiscorbutic vitamin 
C. wlvle at any age other vitamins, as 
A and B, are present.

“ Even the tim e-cherished belief that 
the fresh peas from the garden are 
better than the canned peas has now 
been thoroughly disproved as studies 
show that the commercially canned 
peas retain more of the vitam ins than 
peas home-cooked in the open kettle. 
In view of this, using canned peas is 
an excellent short cut in econom y of 
time and money. T his delicious vege
table is not only wholesome and easy 
to prepare but it also ranks as one of 
the leading products of the state.

“The garden peas and the canned 
pea are both inadequate muscle build
ers when used alone but when served 
with wheat bread or sweet corn or can
ned corn or with milk, they are a de
cided aid in m uscle building, thus re
ducing the necessity for so much ex
pensive foods in the diet. Peas never 
take the place of milk, eggs, or meat 
but they supplem ent them.

“Peas lend them selves to the easy 
planning of the well-flavored and well- 
balanced meal because of their color, 
flavor and food value and the ease

with which they m ay be prepared in 
a short time from the opening of the 
can to the service on the table.”

Fre6h Pork Plentiful and Low in Price 
T he chief staple meat used on the 

Am erican table is pork. By this we 
m ean th at m ore pork is used than  any 
other kind of meat. This may be a 
surprise to  m any who think of beef as 
occupying the banner position. From  a 
tonnage standpoint veal and lamb can 
hardly be considered in the running. 
F igures compiled by the U nited States 
D epartm ent of A griculture show 
seven billion four hundred and tw enty- 
nine million pounds of beef consumed 
in 1926, and nine billion two hundred 
and seventy-three million pounds of 
pork, including lard. W e are com
mencing to hear a great deal this year 
about high beef prices, b u t some 
analysts at least seem to base all com
parisons on beef prices a year ago. 
Considering the fact that a great deal 
of beef was sold last year below the 

cost of production, causing heavy losses 
in m any cases to producers and feeders 
last year’s prices should not be con
sidered a sound basis for comparisons 
without further explanations. Con
sum ers m ay consider them selves for
tunate this year in that they can buy 
fresh and other pork cuts very reason
ably. Since pork is so universally 
used, this product selling much lower 
than it did in 1926 during the w inter 
period, helps m aterially to neutralize 
the advance on beef and make an aver
age which is somewhat in favor of con
sum ers who eat pork. There are some, 
of course, who do not eat pork, but 
poultry is priced comparatively low, 
and veal and lamb are sold at what 
consum ers are in the habit of paying. 
Besides fresh pork cuts and smoked 
hams and bacon, pork is used exten
sively in different kinds of sausage. 
P ork  sausage is made entirely of pork, 
as the name indicates, and such kinds 
as frankfurters and bolognas, as well 
as a hundred o ther cooked specialties, 
have pork as an im portant part of the 
combination. T here is no reason why 
the meat bill should be any higher this 
year than it has been for several years 
for those who vary their menus to in
clude all kinds of meat. The situation 
is not so good for those who use beef 
as a m ajor part of their m eat supply. 
But like m any other kinds of food the 
m arket value is influenced largely by 
supply and demand, and there is little 
danger of beef being perm anently 
m aintained on a price plane out of the 
reach of consum ers. Should this oc
cur tem porarily  the fact of the high 
plane existence would tend to return 
prices to a norm al level.

Out On the Farm.
The freshm an was spending Satur

day afternoon on the farm owned by 
his sweetie’s poppa and the scenery 
filled him with romance. T hey were 
walking through the pasture when he 
noted a cow and a calf rubbing noses. 
H e stopped and smiled.

“Such a loving sight,” he said to the 
girl, m akes me w ant to do the same 

thing.”
“Go ahead,” the girl said, “it’s pa’s 

cow and he won’t care.”

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

The Prom pt Shippers

You safely can recommend

Theyfre Quality at a Price

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

Wholesalers for Fifty'nine Years 
OTTAWA at WESTON GRAND RAPIDS

THE MICHIGAN TRUST COMPANY. Receiver

WHITE HOUSECOFFEE
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

DW IN ELL-W R IG H T COMPANY £osfton - %"c? °P o rtsm o u th , Va.
Michigan D is tr ibu to rs— L E E  & CADY
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RETAILERS BECOME JOBBERS.

Twenty-Two Grocers Purchase Red- 
men Brothers.

Alma, Dec. 27—G ratiot county gro
cers have completed arrangem ents 
whereby they will take over the Red
man wholesale house in Alm a on Jan. 
2. T his is considered one of the m ost 
im portant steps ever m ade by the 
m erchants of the county.

A short tim e ago a group of tw enty- 
two grocers, located m ostly in G ratiot 
county but including a few from M ont
calm and Isabella, m et a t Alm a and 
after an extended discussion appointed 
the following comm ittee to  investigate 
the proposition:

R. D. Olm stead, Elw ell; C. L. Short, 
St. Louis; G. V. Niles, A lm a; Charles 
Nunn, R iverdale; George Lam phere 
and H enry  M cCorm ack, of Ithaca.

T his com m ittee went before the 
Redman B rothers and received from 
them the proposition w hereby the gro
cery organization can buy out their 
wholesale house on very favorable 
term s. The Redman B rothers now 
operate under a partnership but they 
agreed to  incorporate for $50,000 and 
sell the m erchants their capital stock. 
T he Redmond B rothers will remain 
with the corporation until such tim e as 
the entire stock will have been taken 
over by the stockholders.

George Lam phere will represent the 
stockholders in the wholesale house 
for the purpose of assisting in the op
eration of the firm when absorbed by 
the stockholders.

T his plan, it is claimed, will place the 
grocers in a position to  get all of their 
goods direct from the m anufacturer, 
thereby giving them  all of the ad
vantages there m ight be in co-operative 
or quantity  buying.

In  six m onths’ time they expect to 
have one hundred m em bers and later 
within the year to co-operate with 
o ther groups throughout the State and 
establish a buying group which will 
purchase for the entire S tate of Michi
gan. The G ratiot group will also deal 
in staple d ry  goods with the same ad
vantage offered their stockholders as 
in the' ¿trocery line.

T h e  charter mem bers of this group 
are as follows:

Alma— Niles & Son, F. E. McKee.
Ashley—Charles Barnes. George

Lam phere.
Elwell—K ilsinger Merc. Co., S. S. 

Hoxie.
Ithaca—H ays Merc. Co., Hom e 

Good Store, H enry McCormack.
M iddleton— R. C. Dodge Store, 

H enry Quibell.
P errin ton— E. W. Troop.
North Star—»Geo. ^om erton & Son.
Riverdale—W m . H orton, N unn & 

Losey.
Shepherd1—J. A. Sadler, M. C. Lath- 

rop.
St. Louis—C. L. Short, Gilmore 

Store.
Breckenridge—A rthur Hunn.
Winn'—J. L. Redman.
Pom peii—J. C. Hileman.
A dom inant leader in this under

taking has been H enry McCormack, 
the Ithaca general dealer. The T rades
man recently wrote him for a detailed 
statem ent of the situation, with the 
following result:

Alma, Dec. 27— R egarding the a r
rangem ent with Redman Bros., of 
Alma, there is an agreem ent between 
us w hereby they will rem ain active in 
the m anagem ent of the business for 
several m onths, giving us the benefit 
of their knowledge and1 the opportunity  
for us to make a study of the whole
sale business and escape m any of the 
dangers of entering a new business we 
are onlv partially  familiar with.

Several of the m em bers carry dry 
goods, as well as groceries, and with 
some this is a very im portant depart
ment. T h e  arrangem ent contem plates 
the _ addition of a dry  goods stock. 
W hile m ost retail m erchants buy a

considerable am ount of dry  goods di
rect, I am  surprised to find that the 
saving made by th is is very small, 
compared with the saving made as a 
jobber, for the m anufacturers naturally 
protect the jobbers by according them 
a reasonable profit. I t  would not do 
to  sell both parties at the same price. 
For the past year I have been buying 
as a jobber and can see why the city 
stores with an overhead of 10 to 15 
per cent, more than ours can sell at 
less than our prices. M any m anufac
turers will not sell to any b u t jobbers 
and we will be in line to receive their 
goods. O thers sell only to  jobbers 
and chain stores. It is m ost im portant 
that we independent m erchants pre
pare for the com ing of the chain de
partm ent stores, which are now just 
around the corner, and I am afraid we 
will be called to meet them  before we 
are ready.

There are several of these groups 
in Michigan. Some are for the pur
pose of buying collectively and adver
tising, while others have warehouses, 
as we will have. It is only natural a 
little later to form a central buying 
comm ittee from representatives of 
these several groups who will purchase 
for the entire string  of .groups.

I can see no dark future for the in
dividual m erchant if he will prepare 
for what he knows is coming. I t is 
necessary that he know bv his record 
what he is doing every day, w hether 
he has a low o r high overhead., and if 
his m ark up will cover his overhead 
and how much more. T he day of easy 
profits m ay be over, but the day of 
cold blooded business has arrived and 
the man who holds his head and uses 
it as well as his m uscles will get more 
pleasure from th e  game than from 
golf or anything else. But he m ust 
like his business as well as he does 
his golf and be_as good a business fan 
as he is a golf fan.

H enry McCormack.

Retail Business in Detroit on Up- 
Grade.

Detroit, Dec. 27—Since the an 
nouncem ent of the new ford car the 
newspapers have been literally filled 
with interviews from prom inent busi
ness men citing a turn  in business for 
the be tte r and em phasizing glowing 
predictions for the  coming year. T he 
result has been an upturn in retail 
business in Novem ber and’ from all re
ports December is going to be a rec
ord m aker in several lines. W hether 
or not this increase in business is1 pure
ly psychologies! and w hether it will 
continue rem ains to be seen. Certain 
it is that fundam ental conditions w ar
rant an optim istic outlook for 1928 al
though many forecasters claim a 
definite im provem ent will not be noted 
until the spring of next year.

O ctober reports for retail business in 
Detroit showed tw o-thirds of the 
stores having a loss in volugie. No
vember reports show more than half 
of the stores reporting to the Retail 
M erchants’ Association, having gained 
in volume. T his was accomplished in 
spite of ra ther unseasonal w eather and, 
bearing out the statem ent made above, 
most of the gains were made in the  
last week of N ovem ber following the 
ford announcem ent very closely.

For the first time in several m onths, 
cash jewelry stores showed a definite 
improvem ent. Credit jew elry stores, 
while still off in volume, had a much 
b e tte r report. Furniture stores, which 
have been ra ther hard hit during the 
year, also gained. Shoe, m en’s wear 
and fur stores still have unfavorable 
reports.

Collections, while still off, have im
proved greatly. U ntil two or three 
m onths ago scarcely a store showed a 
better rate of collection than  last year. 
Now nearly one-fourth of the stores 
show better collections and nearly all 
of the others are very close to last 
year’s figures.

Looking a t the country  as a whole, 
general b u s in g s  conditions can be

summed up as being in a m oderate re
action. W hile not proceeding along 
the record) breaking lines of last year 
it still can scarcely be said that we are 
in a depression. General bank clear
ings, exclusive of New York, are still 
ahead of last year. Buildiing contracts 
for the country are nearly equal to the 
record of 1926. Unseasonal weather 
which has retarded retail and whole
sale distribution has been a great boon 
to the farm er and right now agriculture 
is the b righ t spot on the business 
horizon. Loadings of m erchandise in 
less-than-carload freight which reflect 
miscellaneous m anufactured products 
are standing close to  the level of a year 
ago.

Generally, while business is not up 
to  last year’s standard, it is well above 
the average and in view of the out
standing and optim istic predictions for 
the future business should enter the 
new year on the up-grade.

H arry  Hogan, 
Sec y Retail M erchants’ Association.

Christmas Has Come and Gone Again.
Boyne City, Dec. 27—'Christmas has 

again come and gone. O ur streets 
have been crowdted with children, some 
sparkling and happy, some wistful and 
anxious. M others with packages, small 
and m ysterious, fathers with bundles, 
large and not so m ysterious, but just 
as furtive. Bundles of Christm as 
cards. T he mail carts loaded high 
and the postm an looking like a moving 
delivery wagon. The day’s work done 
on Christm as eve and going home on 
every street the lights tw inkling  in 
everv window, not with drawn blinds, 
but showing cheer which whosoever 
wished m ight see, the Christm as tree, 
the happy faces of children, waiting 
with bated breath to see w hat Santa 
C laus or K ris K ringle would1 bring 
them.

And m em ory went back to other 
Christm ases. A brown eyed, brow n 
haired girl mother, a little linen book 
with picture of Adam and Eve and 
N oah’s ark. L ater a pair of boots 
with shiny copper toes. By an d  by 
a pair of skates with a long screw for 
the heel and heavy strap for the toe. 
A dictionary. Then another brown 
eyed, brown haired girl and the 
anxious selection of som ething to  tell 
her how dear she was. A rattle  for a 
baby. A house full of boisterous boys 
and then the honie com ing with 
strange m ates to meet m other. More 
children, m ore anxious thoughts, not 
what we should get, but w hat we 
should give. Again bu t two, alone 
with the m em ories of long years.

A nother thought. All through the 
year have been gathering  from every 
country and clime, from every work 
shop, artisans, artists, authors, m er
chant princes and m anufacturers, rail
roads, steam shpis, trucks, camels, 
horses and bullock carts have been 
fetching and carrying to>rs and pres
ents for Christmas. T hings for every 
age and condition, from  the cradle to 
the grave, to be spread N orth and 
South, E ast and W est, in honor and in 
mem ory of the C hrist Child whose life 
and teachings have created a new 
world.

C hristm as is gone again. W e turn 
again to  the  work of the new year, to 
make ready for a new Christm as which 
will remind us again that in Him we 
live and move and have our being.

C harles T . McCutcheon.

Henry ford Puts Industry Ahead of 
Human Beings.

H enry ford ranks industry— his in
dustry—as of more im portance than 
hum an beings. T h at is the deduction 
one draw s from  the extraordinary  au
thorized interview with him. Mr. ford, 
we are told, is not in the slightest de
gree interested in “hum anizing" his o r
ganization by m ethods such as are 
used by others. A pparently he is ob

sessed by the notion that hum an beings 
exist for industry, not industry for hu
man beings. Solicitude for hum an 
beings m ight get in the way of his 
determ ination—his mission—to produce 
the best possible autom obile, by the 
million, at the lowest possible cost in 
money and hum an effort.

Mass production evidently has be
come H enry  ford’s one and only god. 
T his god m ust be kow-towed to  re
gardless of the feelings o r wellbeing 
of mere m ortals. Ford  talks as if God 
A lm ighty had comm issioned him to 
turn out a m axim um  of autom obiles 
a t the m inimum cost and to  ignore en
tirely humane considerations. T he M a
chine first; men second. T he function
ing of the M achine is sacred; the func
tioning of the human beings employed 
in the process is o f scant importance.

T hat is my reading of this latest self
revelation by H enry  ford. One m o
m ent he suggests a saint; the next an 
unconscionable m onster w ithout heart, 
utterly  ruthless, wholly m erciless. The 
revelation, explains, am ong several o th
er things heretofore inexplicable, why 
H enry ford does not hesitate for an 
instant to dismiss w ithout a m om ent’s 
notice men of the low est rank as well 
as men of the highest rank regardless 
of length of service. Security of em 
ployment, insurance benefits, pension 
plans, vacations with pay for workm en, 
employee representation—all such ac
tivities favored by m odern progressive 
em ployers apparently  fall under the 
ford ban as being outside the duty— 
or privilege — of industry, which, in 
ford’s conception, is not a so ca l thing. 
O ther employers are all out of step: 
H enry ford alone is in step.

Some of Am erica’s early T w entieth- 
C entury “tru sts” adopted the ford cold
blooded attitude tow ards w orkers — 
they regarded and treated workm en as 
puny cogs in the great Machine. Most 
of them  have since learned better. 
G reat is Efficiency. Great is the M a
chine god. Great is Mass Production.

But, surely, g reater than any, greater 
than all of them is Man. And unless 
employers assiduously and religiously 
strive to press tow ards the “hum aniz
ing” of industry, our industrial institu
tions will find them selves riding for a 
fatal fall. Man does not live by wages 
alone. If H enry ford could only be 
converted to this more enlightened, 
more hum anitarian viewpoint, what a 
crusader for the hum anizing of indus
try  he could become! H e has the m on
ey, he has the initiative, he doubtless 
has the heart if only his vision could 
be so changed that he would realize 
that Man is transcendently  more im
portant than the Machine. H is revo
lutionary $5-a-day minim um  wage re
vealed the better side this phenom enon 
possesses.

Let us pray that, having perfected 
bis new product, he will now address 
himself to perfecting the hum anizing 
r f  his vast organization. I half-think 
he will. Surely it should be possible 
to convince Mr. ford th at our Owen 
D. Youngs, our Du Ponts, our young 
Rockefellers and others who have 
championed the hum anizing of industry  
cannot all be wrong, dead wrong.

B. C. Forbes.


