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SEMDAC LIQUID GLOSS 
and DEALER PROFITS

For many years, Semdac Liquid Gloss has given most 
satisfactory results when used for renewing the lustre 
and enhancing the appearance of use-dulled furniture 
and woodwork.

And for as many years, this improved cleaner and polish 
has been displayed by an increasing number of Michigan 
dealers. For Semdac Liquid Gloss moves quickly and 
offers a greater profit than many other polishes.

Semdac Liquid Gloss has stood the test of years. It has 
seen other polishes come and go. Dealers throughout 
Michigan recognize this product as a popular leader in 
its field.
You can increase your business by displaying Semdac 
Liquid Gloss on your shelves and in the window. Such 
a display usually furnishes just the needed reminder for 
your customers to buy now. Order your supply of Semdac 
Liquid Gloss now —from your jobber or direct from us.
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SEMDAC AUTO POLISH

BEMDAC A UTO POLISH removes smoke 
film, grime and rain spots with least effort, 
and restores the maximum lustre to lacquered, 

enameled and varnished surfaces.

Semdac Auto Polish is easy to apply. It works 
quickly. It gives a brilliant lustre.
Sold in pint and quart bottles. Look for the red and blue package.

STANDARD OIL COMPANY
[INDIANA]
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REVEAL MORE THOUGHT.
Time was when our annual reviews 

and forecasts were taken very serious
ly, but now, perhaps on account of 
their volume and monotony, they get 
less attention. In fact, a smile is some
times their portion. What seems to be 
overlooked, however, is that while a 
number of these statements contain 
little beyond routine information and 
routine prediction, others contain 
shrewd observation and reasoning. The 
number of the latter type is on the in
crease and this can only indicate that 
more real thinking and analysis are 
being done in business than ever be
fore. Considerable is still seen that 
relates to the effect of general condi
tions on business, but on the other 
hand, the specific conditions affecting 
a particular trade or industry are re
ceiving more attention.

From time to time, instances come 
to notice of an enterprise that is able 
to keep running full time when the 
industry itself is almost shut down or 
of a business that continues to make 
profits when competitors report noth
ing but losses. Able and up-to-date 
management is usually the answer and 
it is more than likely that this man
agement has applied itself to its own 
particular problems with sufficient in
telligence to master what cannot be 
solved by others.

The appearance of something better 
than the streotyped accounts of what 
has happened during the year and what 
the future holds in store may be count
ed as evidence that these able man
agements are growing.

THE STORE OF THE FUTURE.
Following up his earlier prediction 

that the “store of the future” would be 
a department store, each department of 
which would be a unit in a large chain, 
Edward A. Filene, the Boston mer
chant, offered another forecast last 
week and declared that if the depart
ment stores do not form chains, the 
chain will get together and form de
partment stores. As color for his pre
diction, he visualized department store 
chains operating from 50 to JOO estab

lishments in cities from coast to coast 
and doing a yearly business as big as 
General Motors or the United States 
Steel Corporation.

This conception of the trend in the 
retail field is probably based on the 
present-day logic that a merger of the 
department store and chain store sys
tems ought to preserve the best feat
ures of each. Actually, developments 
along this line have already been wit
nessed. There are already chains of 
department stores, and there are also 
leased department systems of many 
units. Out of this flux may come a 
more ideal method of distribution, and 
yet for the present each plan of oper
ation appears to have enough merit to 
enable it to exist in the test of com
petition. So far, only the mail-order 
business has proved vulnerable and 
that weakness is being bulwarked by 
expansion into actual store operation.

WOMAN PLAYING HER PART.
Aside from income taxes, tobacco 

has become the Federal Government’s 
most important source of internal reve
nue. The grand total which smokers 
now contribute to the United States 
Treasury is $376,170,205.04, a figure al
most six times as great as that of the 
excise taxes and more than half of the 
total receipts from all internal sources 
except the income tax. What is more, 
the tax on tobacco shows an increase 
over that of the previous year of more 
than $5,000,000, while the miscellane
ous taxes as a whole have decreased 
by 25.1 per cent.

This increase in the receipts from 
the tobacco tax is attributed to the 
steadily expanding manufacture and 
sale of cigarettes. We might go furth
er and attribute it in no small measure 
to the growing popularity of smoking 
among women. There is seldom a day 
without its account of the opening of a 
smoking room in some woman’s col
lege, of petitions for allowing women 
in smoking cars or of the adding of 
cigarettes to the stock in trade of 
stores which are patronized by women. 
Advertisements depicting women 
smoking have become commonplace.

Now we have proof that this modern 
tendency is reflected in tax receipts 
and that by taking up the cigarette 
woman is playing her part in keeping 
the wheels of government turning.

REASON FOR FALL REACTION.
In striving to find why business had 

its relapse last fall, various theories 
have been put forward. Weather is 
blamed by many merchants and less 
employment was also a factor. The 
peak in employment last year was reg
istered in April and there was a steady 
drop for the remainder of the year. 
The floods in the spring brought a set
back over a wide area and cut down

on purchasing. The ford shut-down 
was responsible for another big loss 
in buying power.

This combination of events under 
any other circumstances but those of 
ostrich-like observation might have 
been expected to bring about some 
slowing down in industry, and yet 
the actual recession appeared to cause 
a great deal of surprise. Still another 
influence was probably at work, al
though it is very difficult to guage its 
movement. Instalment sales have run 
at the rate of six billion dollars a year. 
In cold figures this means that every 
person gainfully employed in the coun
try has bought nearly $150 worth of 
something on partial payments, or, in 
another calculation, every income tax
payer has been obligated for $822.

These may not be “saturation” points, 
but it wrou!d not be going too far to 
say that such debts might easily hold 
down day-to-day purchases.

SOUTHERN CITIES GROW.
The most remarkable change in the 

figures for population of American ci
ties just made public by the Census 
Bureau is the growth of the cities of 
the South since last year. In the
200,000 class Atlanta advanced four 
places and Dallas one place. Of the 
five cities which have made their way 
into the 100,000 class three are South
ern: Miami, Jacksonville and Knox
ville. Tampa jumped over Utica, Lynn 
and Tacoma all at once. The figures 
for places which, no matter how much 
they speak of themselves as cities, must 
still be referred to as towrns would 
probably show a similar boom.

The South in the last few years has 
seen an amazing growth of industry. 
Some of it is at the expense of the 
textile towns of New England, but 
much of it is sheer native vigor and 
prosperity. People who have been 
thinking of the South as perpetually 
backward will have to revise their no
tion of sleepy populations careless of 
competition with the North.

An arithmetical increase in numbers 
does not, of course, necessarily mean 
anything, but it is quite plain that the 
Southern cities are growing because 
they contain more money and energy 
and ambition than ever before.

IS THERE NO ESCAPE?
This business of efficiency can be 

carried too far. Here is a Swedish in
ventor with a contraption which he 
would hitch to our telephones in order 
that all unanswered calls may be duly 
recorded and messages transferred to 
some sort of dictaphone.

The telephone is already the bane of 
many a man’s existence. Useful as it 
may be when we want to get in touch 
with some one, the shoe is often on the 
other foot when the phone’s nervous

clang summons us from repose or leis
ure to remind us of things we had 
carefully forgotten, to offer us invita
tions we cannot escape or to summon 
us to tasks we had taken special pains 
to avoid. There are times when we 
manage to get away, perhaps by 
stealth, and offer the ready excuse that 
we are so sorry we never got the mes
sage, but these are all too few.

Now are threatened with the loss of 
this last vestige of freedom. The mes
sages we try to escape are to be wait
ing for us on our return. There could 
be no more of these excuses in the face 
of this mechanical record of unanswer
ed calls. We should be driven to swear 
that the apparatus was out of order.

The proposition that light-colored 
cavalry horses should be camouflaged 
by dyeing is but a natural step in the 
development of the new science 
brought on by the war. Why should 
animals be deprived of the protection 
accorded to all other military agents 
on land or sea? It is suggested that 
all light-colored horses or those with 
prominent light patches be given a 
neutral color by the use of dark dyes, 
but the process of concealment against 
aerial attack could be carried much 
further. Nature has not limited its 
protective coloring to neutral tints, 
but adapts itself to the animal’s en
vironment. For cavalry operations 
across country green would be the 
best shade for spring and summer. 
Light-colored horses might just as 
well be painted so that they would 
naturally blend with the surrounding 
trees and fields. There is no use in 
stopping at half-way measures. The 
only drawback to the practicability of 
the scheme is that the experience of 
the late war does not make the prob
lem so important as it might have been 
before the advent of the airplane- It 
is not so much that aviation threatens 
the safety of cavalry operations as that 
it tends to render them obsolete.

When the popularity of the radio 
began to be manifest many persons 
expressed the opinion that all musical 
instruments would in time become 
obsolete, especially the piano. But 
the recent statement of a piano com
pany that all existing records in the 
piano business had been broken by the 
sale of $108,000 worth of pianos in one 
day proves the contrary. The same 
prediction was made when the player 
piano and the phonograph made their 
debut, but this extraordinary one-day 
sale of pianos indicates otherwise.

All there is to efficiency is to know 
what are essentials and do them, and 
to know what things are non-essentials, 
and let them alone.
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IN THE REALM OF RASCALITY.

Questionable Schemes Which Are 
Under Suspicion.

Our exposure of the methods of the 
Indianapolis Sales Co. appears to have 
saved many Tradesman readers from 
loss, judging from the numerous let
ters received from merchants who were 
approached by emissaries of the con
cern. In no case were Tradesman 
readers caught on the sharp hooks of 
this swindling scheme. Among the 
letters of acknowledgment received 
during the past week is the following 
from the former President of the 
Michigan Wholesale Grocers’ Associa
tion:

Bad Axe. Dec. 28—In the very valu
able and interesting column of the 
Tradesman, which you call the Realm 
of Rascality, there appeared a short 
time ago an article concerning an In-1 
dianapolis Sales Co. Their representa
tive, Mr. Goldberg, who wrote the en
closed letter, called on me and I 
showed him your article on his com
pany. His letter shows that you were 
correct in the position which you as
sumed in regard to that company and 
its methods.

We have read the Tradesman for a 
good many years and hope that 1928 
will be your banner year.

John G. Clark.
The letter above referred to is as 

follows:
Indianapolis, Dec. 21—Some time 

ago the writer called on you in regard 
to the sale of about seventy-eight acres 
of land you had platted over in Ohio.

The organization I was with at that 
time has not been producing results 
and, due to that fact, the National 
Auction Sales Co. has been started to 
sell by auction farms and business 
properties.

The National Auction Sales Co. is 
not in any way connected with the 
former company, which has about 
ceased its efforts in this territory- I 
want to say right here that the ar
ticle you showed me in the Michigan 
Tradesman the day I talked to you was 
true in practically every sense. Upon 
my return to Indianapolis I had quite 
a long talk with the secretary of the 
Better Business Bureau and then 
turned in my contracts with the com
pany. A. M. Goldberg.

A quantity of blank checks has been 
stolen from the Seidel Creamery Co., 
Bay City, and a number of forgeries 
written on them have been reported by 
the Retail Merchants’ Credit Bureau 
of Saginaw. A number of the checks 
have been passed in Bay City. The 
stolen checks bore numbers of from
14,000 up and bore the forged signa
ture of C. J. Seidel. They wrere passed 
by a woman.

In a recent order the Federal Trade 
Commission has reaffirmed its rulings 
in the matter of geographical names. 
In th's instance the Commission has 
ordered that the Carlton Soap Co., Inc. 
of New York, cease and desist from 
using the word “British,” or words of 
similar import, on soap which it sells 
or distributes unless such soap was 
manufactured in Great Britain. A 
geographical name denotes country of 
origin. This is a principle which 
should be observed by all advertisers. 
Especially at this season of the year 
advertisements occasionally appear of 
domestic merchandise erroneously de
scribed as British, French, or Spanish, 
or etc. “Dutch Silver’’ for example,

is a misdescription if applied to cig
arette boxes and such articles, usually 
of Japanese manufacture which are 
only silver plated on a base metal, 
which are neither Dutch or silver.

A manufacturer and seller of bedding 
advertised his wares as “strictly all 
new material,” blended cotton,” or 
“shredded cotton,” as well as “pure 
sanitary materials” and “cotton puff.”

The Federal Trade Commission 
found that this dealer’s products “were 
not manufactured of, and did not con
tain filling which was made wholly of 
cotton, or of strictly all new material, 
or of pure, sanitary material; but were 
composed in varying quantities of fab
ric and material which were not cot
ton, pure, sanitary or new.”

The firm was permitted to settle the 
case by signing an agreement to cease 
and desist from the practices con
demned. The name of the company is 
withheld as in all such stipulation pro
ceedings.

The Federal Trade Commission an
nounces dismissal of its complaint 
against the Malden Knitting Mills, of 
Malden, Massachusetts, involving al
leged lebeling of goods made partly of 
wool as “all wool” or “100 per cent, 
wool.” Attorneys for the firm, in a 
recent hearing before the Commission, 
declared that the company had d scon- 
tinued the practices with which it was 
charged.

Experience has shown that one of 
the most destructive practices in the 
advertising and sale of merchandise 
to-day is the so-called “bait” offer. 
This practice is prevalent principally 
in the radio and piano trades, although 
it occurs also in the selling of fur, 
furniture, photographs, and other 
goods.

Bait methods debase advertising in 
the public mind and impair its useful
ness. While they may not defraud the 
reader of advertising, they delude him; 
they are unfair competition for the 
honest advertiser.

The unwary reader of bait advertis
ing of pianos is deluded in three ways:

1. Deceiced, by a fictitious low 
price into thinking he can easily buy 
within his means, and on small in
stallments, an article of reputation and 
quality.

2. Switched, by a floor salesman’s 
systematic “knocking” of the article, 
advertised at a “come-on” price, usu
ally of doubtful value and frequently 
beyond his means, into buying a high
er- price article.

3. Sold, by high-pressure methods 
used by a salesman whose commission 
varies in proportion to what he can 
get from customers through a sliding 
scale of retail prices which, even with 
fictitious reductions from marked 
prices, include excessive profits.

Low-price player pianos, which ap
peal especially to the foreign-born and 
to colored people, are much used as 
“bait’ by certain dealers, but the pub
lic is unaware that good, new player 
pianos normally cannot be retailed 
profitably for less than about $450 to 
$500.

The ret§{{ prices must cover freight.

handling, service, delivery, etc., as well 
as sales commissions and cost of car
rying installment accounts, and will 
not permit the regular profitable sale 
of a reasonably good player piano at 
any figure substantially less than $450 
retail.

The fact that some “bait” advertis
ers in the retail field, also have manu
facturing interests, whose output is not 
distributed at wholesale to other re
tailers, enables them to conceal the 
real market value of their product.

The “bait” advertiser persistently 
offers his make-believe bargains, week 
in and week out, and spends many 
times more for advertising than he 
could possibly make in profits if he 
actually sold the pianos advertised. His 
intention is to sell as few of the cheap 
p:anos as possible, or none, and to in
duce those people who respond to such 
advertising to buy instruments at much 
h:gher prices. The piano he wants to 
sell is likely to be overpriced, just as 
the one is underpriced, which he is 
really not interested in selling. Such 
practice naturally undermines con
fidence in honest, straightforward ad
vertsing done by legitimate retailers.

The “bait” advertisers cannot sur
vive except at the expense of legitimate 
business. If all advertisers used the 
fake “'bait” methods, the public would 
quickly lose faith and respect for alf 
advertising.

The retail salesman under such a 
system of “bait” advertising is a de
structive force in merchandising. His 
method is to inveigle his prospect into 
a purchase by deceit. He cannot be 
honest with his customer in the at
mosphere of trickery surrounding the 
transaction.

The piano industry as a whole has 
suffered a black eye through “bait” 
methods. As high name value as exists 
in the entire field of merchandising 
may be found in the piano field. In 
the past the piano trade taught the 
public to place dependence upon names 
of pianos and makers. “Bait” prac
tices has undermined this faith in 
names and impaired the prestige of the 
whole business.

Hon. Charles Bowles Judge of the 
Recorders Court, of Detroit, in his de
cision recently handed down, finding 
the P. A. Starck Piano Co. guilty of 
false, decepive and misleading adver
tising, said:

The number of times this advertise
ment appeared in the local papers dur
ing the past year, which the evidence 
shows was approximately one hundred 
insertions at a cost of something over 
$25,000, considered in connection with 
the further fact that during the same 
period only five sales of this merchan
dise were made .and one of those to a 
representative of the Better Business 
Bureau, is very convincing proof that 
the goods were not actually for sale.

On the other hand, if said advertise
ments were placed in the papers simply 
to advertise the name of the defend
ant company and to get people to come 
to its store, it could only be at the ex
pense of innumerable persons who 
would be led to the defendant’s place 
of business under the deception that 
they could purchase its merchandise as 
advertised. If this be the purpose of 
the advertisement, it would be a gross 
deception and a trespass on the con
venience of the public, which the state 
would bf amply justified in prohibit
ing ip th? proper exercise of its police

power, and would constitute a plain 
violation of the act in question. The 
Court, accordingly, finds that the ad
vertising here complained of was false, 
deceptive, misleading and a plain viola
tion of law.

When On Your Way, See Onaway.
Onaway, Jan. 3—'Can you write it 

1928 without stumbling?
Let’s talk about the weather. That 

open winter we have been having has 
certainly stubbed its toe and the mer
cury has to look up in order to see 
zero. Oh, well, winter is nearly over 
with now. Spring is only three months 
away. There is one consolation—there 
are plenty of people nevrer the North 
pole than we are. If diversified farm
ing is successful, why not diversify the 
weather? Michigan delivers the goods.

Vern Tran is not going to wait for 
the spring moving season, but has pur
chased the Western Union and Ex
press Co. building, now occupied by 
the Home bakery, and will take im
mediate possession, remodeling same 
for his barber shop and bath room. A 
good location right in the heart of the 
city.

It is reported that C. H. Kenrick 
has resumed his position with the 
Lobdell-Emery Mfg. Co. and will have 
charge of all their -business in Onaway. 
Mr. Kenrick moved to Alma with the 
company after the big fire, but re
signed his position and has been im
proving his resort property at Black 
Lake and regaining his health.

Now comes the announcement in big 
letters that the new Milliken garage is 
completed and that the new Chevrolet 
models will be on display this week. 
The new building is a credit to the 
town and the new model cars should 
be proud of their new home.

School re-opens Monday with the 
beginning of the new year and the 
Christmas holidays are over, the teach
ers returning from their various homes 
well satisfied with the blessings of 
Yuletide cheer and fine holiday 
weather.

The various fraternal orders are 
staging their annual installation fes
tivities. Tuesday the Odd Fellows in
stall their new officers, followed by a 
supper in the dining hall below and a 
card party on the upper floor.

There is a rumor to the effect that 
the big Colonial building, recently de: 
stroyed by fire, will be replaced in the 
spring with a modern brick building 
arranged for store rooms and offices. 
The prospective purchaser of the site 
is a responsible contractor and is se
curing prospects for leases. With 
present conditions as they are, with 
good business locations at a premium, 
it would seem that the. new project 
should be a profitable investment.

Squire Signal.

Didn’t Follow Instructions.
A Scotsman, not feeling so well as 

usual, called on his family doctor, who 
looked him over and gave him some 
pills to be taken at bedtime. Whisky 
was also prescribed for his stomach’s 
sake, a small glass to be taken after 
each meal.

Four days later Sandy again called 
on the doctor, stating he was feeling 
no better.

Have you taken the medicine ex
actly as I instructed?” the doctor en
quired.

“Weel, doctor,” replied the patient, 
"I may be a wee bit behindt wi’ the 
pills, but I’m six weeks ahead wi’ tha 
whusky.”

Reforms often fail because the people 
lack imagination. They can not see 
how a thing will Igofc until it is an
accomplished fact,
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THREE TYPES OF MEN.

How They Regard the Better Mer
chandising Exposition.

Detroit, Jan. 3—You will be inter
ested in the copy below playing up 
three types of retailers to be consider
ed in connection with plans for the 
Second Better Merchandising Confer
ence and Exposition at Detroit, Feb
ruary IS, 16 and 17.

One of these retailers will not at
tend the Conference. One of them 
may attend. One of them surely will. 
We will use suitable types for pictures 
of the three merchants.

I Will Not Come

To the Better Merchandising Confer
ence and Exposition. I am not inter
ested in such meetings and consider 
them a waste of time and unnecessary 
expense. I know the retail business, 
having been in it twenty years. Con
ditions have changed to-day and there 
is no place for the independent retail
er. I am getting out as soon as I find 
a buyer who will come anywhere near 
my price. I have lost a lot of money 
i» the last few years and am not going 
to,, lose any more. I have cut my 
^tocks and quit advertising and vari
ous other expenses which I consider a 
Waste of money. Strike me off your 
lifet for I won’t be there.

I May Come

To the Better Merchandising Confer
ence ahd Exposition. I should like to 
find out what this Conference is all 
about. Last year you told me of some 
merchants making a lot of money in 
the retailing business. I did not get 
to go and I have got a lot of ques
tions on my mind I may want to ask 

.some of these fellows who are going 
to be there this year. Frankly, my 
position is, “I am on the fence.” I 
know that a lot of things have chang
ed in the retail business. Chain stores 
are growing and the mail order houses 
are getting a lot of business from my 
town. If there is a remedy for my 
business, I want to know it. There
fore, I might decide to come but if I 
don’t, then don’t be disappointed be
cause I’ll probably decide to givç it up 
as a bad job.

I’ll Be There

for the Better Merchandising Confer
ence and Exposition on February 15. 
You can count on that. I have faith

in the retail business and its future 
and am doing all I can to get business. 
I am not worrying about the chain 
store and the mail order house. I wel
come competition. I realize I don’t 
know everything and want to get some 
of the good ideas that Willia.m Nelson 
Taft and some of the others tell about. 
You can’t get too many good ideas 
when they mean business. In my store 
I watch unnecessary expense, am care
ful of my costs and give credit, but 
not carelessly. I study my market and 
its possibilities; I study my customers 
and their requirements; am careful to 
have good store arrangement, good 
windows, changed frequently, good 
seasonable merchandise and plan my 
business ahead. I am interested in 
turnover and stock control and I cer
tainly believe in advertising because 
advertising is one of the best ways I 
know to tell my customers what I’ve 
got when I’ve got it. You can put me 
down right now for a reservation at 
the Book-Cadillac., to be there the full 
three days. Make it a single room with 
bath and I understand the price is 
about $3.50. I may bring mv wife. If 
I do I will notify you to change this 
to a $6 or $7 reservation covering us 
both.

The Program Committee, headed by 
J. B. Sperry, of Port Huron, is actively 
at work getting fine speakers for this 
affair. We had a good attendance last 
year and we believe an interested au
dience. We have learned some things 
for this year and are making some 
changes which we hope will be benefi
cial. There will not be quite as many 
sneakers but each will have a little 
more time and each will be most care
fully selected.

The exhibit will be most interesting 
and will comprise the following lines 
of merchandise:

Drugs 
Dry goods 
Clothing 
Groceries
Plumbing and heating supplies
Confectionery
Furniture
Hardware

Chas. W. Collier.
Good Orders For Knit Wear. 

Orders for Spring knitted outer
wear are shaping up nicely and the in
dications are that the season will see 
an expanded demand for the merchan
dise. Interest in the early offerings 
centers strongly in sports ensembles 
of two and three pieces, and manufac
turers are featuring highly varied col
lections of these garments. Sweaters 
to be worn with separate skirts are 
also given marked attention, particu
larly pullover styles with V and crew 
necks. Zephyr, mohair and rayon 
mixture yarn effects are outstanding.

Resort Stores To Benefit.
From present indications it looks as 

if the greater part of the Palm Beach 
business will take place at the resorts 
and not in the cities. Retailers with 
branch stores state that many women 
prefer to take along part of last sea
son's wardrobe and select new things 
when they arrive. In this way they 
are better able to judge their needs 
and, incidentally, can try out new 
silhouettes and colors in a different 
environment. Another factor having 
considerable influence is that bills are 
received at a later date.

Hard To Locate.
He: We had a party last night. 
She; Anything to drink?
IHe: Yes, I went out for gin and

oranges, and had to go five places be
fore I could find any oranges.

Protect Your Heirs
F YOU ACCEPT THE FULL 
responsibility of safeguarding 
your family’s future, you should 

create a “Life Insurance Trust”, under 
the terms of which the proceeds will be 
paid over to this responsible and experi
enced institution. Your family or bene
ficiaries then will enjoy the full income 
from safe investments, without the bur
den or responsibility of such investments 
or the temptation of unwise expenditures.

THE

M ichiganTrust
C O M PA N Y

The first Trust Company in Michigan

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

The Prompt Shippers

In The Past Few Months

Morton House
C O F F E E

Has Quadrupled Its Sales 
Quality Did This

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
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MOVEMENTS OF MERCHANTS 
Thompsonville—A1 Martin has open

ed a bakery here.
Muskegon—The Jordan Auto Sales, 

Inc., 410 Morris avenue, has changed 
its name to City Motors, Inc.

Detroit—Ward Bros. Co., Inc., 3600 
Toledo avenue, has changed its name 
to the Wonder Bakeries Co., Inc.

Reed City—F. S. Voelker has pur
chased the stock heretofore conducted 
under the style of the Voelker Grocery.

Nashville—C. S. Jessup, recently of 
Elkart, Ind., will engage in the jewel
ry and silverware business here about 
Jan. 10.

Detroit—The Pickard Hardware Co., 
3139 Grand River avenue, has de
creased its capital stock from $12,500 
to $5,000.

Grand Rapids—The K. & B. Stores, 
Inc., 131 Division avenue, South, has 
decreased its capital stock from $100,- 
000 to $40,000.

Holland—William Hoop has taken 
over the Wyngaarden Market, corner 
of 10th street and Maple avenue and 
will continue the business under his 
own name.

Grand Rapids—The State Bank of 
Home Acres, Home Acres, has been 
incorporated with an authorized cap
ital stock of $25,000, all of which has 
been subscribed and paid in in cash.

Owosso—The J. H. Thuma Co., has 
been incorporated to can and pack 
fruits and vegetables, with an author
ized capital stock of $15,000, all of 
which has been subscribed and $8,0000 
paid in in cash.

Kalamazoo—E. J. Barnabee has sold 
his grocery stock and store fixtures to 
Robert J. Schoonmaker, recently of 
Three Rivers, who will continue the 
business at the same location, 1701 
East Main street.

Battle Creek — The Battle Creek 
Sparton Shop, Inc., 108 West Main 
street, has been incorporated with an 
authorized capital stock of $10,000, of 
which amount $1,000 has been sub
scribed and paid in in cash.

Detroit—Peck & Peck, 1250 Wash
ington boulevard, has been incorporat
ed to deal in women's apparel, with an 
authorized capital stock of 100 shares 
at $10 per share, $1,000 being sub
scribed and paid in in cash.

Detroit—The Penn City Oil Co., 
Inc., 4359 Michigan avenue, has beer 
incorporated to deal in gasoline and 
other petroleum derivatives, with ar. 
authorized capital stock of $10,000, al 
of which has been subscribed and paid 
in in cash.

Detroit—The P. A. Gordon Co., 5050 
Joy Road, has been incorporated to 
deal in lumber, building material, etc., 
at wholesale and retail, with an author
ized capital stock of $25,000, of which 
mount $5,100 has been subscribed and 
paid in in cash.

Kalamazoo—N-S Stations, Inc., 401 
East Main street, has been incorpo
rated to deal in auto accessories, gaso
line, oils, etc., at wholesale and retail, 
with an authorized capital stock of 
$20,000, all of which has been sub
scribed and paid in in property.

Hamtramck—The Holbrook Baking 
Co., 2292 Holbrook avenue, has merged 
its wholesale and retail business into 
a stock company under the same style,

with an authorized capital stock of 
$15,000, all of which has been subscrib
ed and paid in, $1,000 in cash and 
$14,000 in property.

Ionia—C. E. Brunn & Son, motor 
vehicles, parts, etc., have merged their 
business into a stock company under 
the style of the Brunn Motor Co., with 
an authorized capital stock of $20,000, 
of which amount $14,000 has been sub
scribed and paid in, $7,000 in cash and 
$7,000 in property.

Saginaw—A. F. Hintz & Co., 210 
South Washington street, jobber of 
cigars and confectionery, has merged 
its business into a stock company un
der the style of the Hintz Cigar Co., 
with an authorized capital stock of 
$50,000, all of which has been sub
scribed and paid in in property.

Detroit—Lefton & Smith, auto ac
cessories, filling station, etc., 17408 
John R. street, have merged the busi
ness into a stock company under the 
style of the Samoline Oil Corporation, 
wdth an authorized capital stock of 
$75,000, of which amount $42,700 has 
been subscribed, $4,423.19 paid in in 
cash and $33,976.81 in property.

Jackson—Giese Bros., Lake street 
and M. C. R. R., dealers in building 
materials, fuel, etc., have merged their 
business into a stock company under 
the style of Giese Brothers, Inc., with 
an authorized capital stock of $50,000 
preferred and 25,000 shares at $1 per 
share, of which amount $40,000 has 
been subscribed and paid in in prop
erty.

Port Huron—Doubling of its $150,- 
000 capital stock and the changing of 
its name to the First National Bank 
and Trust Co. were announced by 
stockholders of the First National 
Bank of Port Huron. Gus Hill, head 
of the Michigan Bankers Association 
in 1926, is President of the bank. Hill 
said the increase in capital stock gives 
stockholders a 100 per cent, stock divi
dend paid out of the bank’s surplus 
and undivided profits. The fifty-three- 
year-old institution was first known as 
the Bank of John Miller.

Manufacturing Matters
Plymouth—The Markham Air Rifle 

Co. has changed its name to the King 
Manufacturing Co.

Muskegon—The L. O. Gordon Mfg. 
Co., auto parts, has increased its cap
ital stock from $100,000 to $225,000.

Lansing—The New-Way Motor Co. 
has changed its capitalization from $1,-
500,000 to 200,000 shares no par value.

Grand Haven—The Bolling Manu
facturing Co. has changed its name to 
the Grand Haven Stamped Products 
Co.

Detroit—The Detroit Boring Bar 
Co., 686 East Fort street, has been in
corporated to manufacture and deal in 
tools and machinery, with an author
ized capital stock of $25,000, $10,000 
of which has been subscribed and $5,- 
100 paid in in cash.

Grand Rapids—The Grand Rapids 
Art Terrazzo & Mosaic Co., Inc., 343 
Ellsworth avenue, has been incorpo
rated to manufacture and sell terrazzo, 
with an authorized capital stock of 
$10,000, $4,400 of which has been sub
scribed and paid in in property.

Detroit—The Wolverine Commercial

Body Corporation, 434 Brady street, 
has been incorporated with an author
ized capital stock of $50,000 preferred 
and 5,000 shares at $1 per share, of 
which amount $10,500 has been sub
scribed and $5,500 paid in in property.

Detroit—The Wolverine Tube Co. 
announces an investment of more than 
$300,000 in new buildings, new equip
ment and the realignment of existing 
facilities. The company was organiz
ed in 1919 by Charles C. Limbocker 
and Harry J. Hooks, and has enjoyed 
phenomenal success since the start.

Jackson—The Jackson Glass Works, 
337 Water street, manufacturer and 
jobber of mirrors, art glass and win
dow glass, has merged its business in
to a stock company under the same 
style, with an authorized capital stock 
of $150,000, of which amount $77,570 
has been subscribed and paid in in 
property.

Cadillac — The Cadillac Flushlite 
Door Co., is being organized by prin
cipal stockholders of the Cadillac Lum
ber Co., and others and the planing 
mill of the lumber company is being re
modeled for use by the new concern. 
The company started operations Jan. 
1 and is expected to develop into one 
of the city’s major industries.

Lansing—The New Way Motor Co. 
is building a new type of motor, a 
twin-cylinder, air-cooled engine which 
was displayed to stockholders at the 
recent annual meeting. W. H. New- 
brough, president, predicted that the 
company would be greeted by large or
ders for the new motor. The new 
motor is more accessibel and has fewer 
parts than old models while it has re
duced vibration to a remarkably low 
point for an engine of its size and num
ber of cylinders.

Carson City—A company is being 
organized at Carson City for the man
ufacture of washing machines. The 
main promoter is E. B. Stebbins, cash
ier of the Farmers & Merchants State 
Bank, who has subscribed for 100 
shares of stock, and the man who will 
manage the business is B. D. Smith, 
formerly of Portland, more recently of 
Lansing. He was associated with Mr. 
Stebbins in the manufacturing business 
at Lakeview a number of years ago. 
It is proposed to raise $15,000 by sale 
of stock and half the amount has al
ready been subscribed. Mr. Smith 
matches Stebbins’ subscription, also 
taking 100 shares.

Flint—Sale of the Mason Motor Co. 
property, last of the W. C. Durant 
manufacturing establishments in Flint, 
to the Standard Auto Batt Co. is an
nounced. Purchase of the Cadillac 
Cotton Products Co., of Detroit, also 
is reported. This firm’s machinery will 
be moved to the new property at Os- 
sington and Camden avenues. The 
Standard Auto Batt Co. is affiliated 
with the Automotive Materials Cor
poration, of Deroit. The new property, 
purchase of which was necessitated by 
the rapid growth of the Standard Auto 
Batt Co.’s business, contains eight 
acres of land and several manufactur
ing buildings with approximately 50,- 
000 square feet of floor space. There 
are 850 feet of private sidetrack on the 
property which is located on the Pere 
Marquette ti#e. According to officials,

the company plans to double its output 
and increase its working force from 
sixty to 100 employes after remodeling 
operations have been completed. A 
machine shop, complete in every de
tail, will be installed it was said. At 
present the company has a daily ca
pacity of 25,000 pounds of cotton auto 
batts. Manufacture of mattresses which 
has been carried on in part of the build" 
ing under the firm name of the Flint 
Bedding Co., will be continued.

Port Huron — Operating economies 
estimated conservatively at $300,000 per 
annum will be accomplished, it is 
claimed, by the merger now under 
way, taking in the Peerless Portland 
Cement Co., of Detroit, and the New 
Egyptian Portland Cement Co., of Port 
Huron. Total assets of the combined 
companies are approximately $11,000,- 
000. The Peerless Portland Cement 
Co. is the older of the combining com
panies, and the larger. It has operated 
a plant at Union City for many years. 
Five years ago, the capital of the com
pany was increased about 300 per cent, 
and a large and modern plant con
structed in West Detroit, near the Sol- 
vay Process plant. The new financing 
consisted o*f an additional $3,000,000 of 
common stock, followed by a bond 
issue of nearly $2,000,000. The company 
had outstanding at the time of the 
merger $1,808,500 of 6y2 per cent, gold 
bonds, and 414,088 shares of common 
stock, par $10. The New Egyptian 
Portland Cement Co.’s original plant 
was at Fenton, using marl as its raw 
material. Operations started in 1914; 
but a reorganization followed a receiv
ership in 1919. Baker, Simonds & Co., 
of Detroit, and New York, distributed 
a new stock issue for the company 
about two years ago, enablng it to go 
into large scale operation with new 
equipment at Port Huron. The plant 
here is excellently located, all raw ma
terial coming in by water.

Death of a Noble Citizen of Michigan.
As the Tradesman goes on the press 

a telegram from Miss Beckie Aarons 
announces the death this morning of 
her brother, Harry Aarons, the Manis
tee clothing merchant.

Mr. Aarons had been a patient suf
ferer from cancer of the throat for 
many months. He bore up under his 
affliction with wonderful fortitude and 
courage, even when no longer buoyed 
up by the hope of ultimate recovery.

As a progressive and representative 
citizen, the personality of Mr. Aarons 
was impressed upon the community in 
which he resided so many years. Not 
only was he active in promoting every 
worthy enterprise, but he was closely 
identified with everything calculated 
to enhance the material prosperity of 
Manistee and aid in its development.

Personally, Mr. Aarons was one of 
the most likeable persons one could 
meet. He was sincere in his every 
utterance, honorable in his every deal
ing and fully deserving of the high 
reputation he held when death came to 
him in the years of his greatest 
activity.

The funeral will be held in Milwau
kee Friday afternoon.

Excessive talk dissipates both (en
ergy and courage.
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Essential Features of the Grocery 
Staples.

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

Tea—The 'first hands tea market is 
rather stagnant, as it almost always is 
towards the close of the year. Prices, 
however, on everything desirable con
tinue firm. Sellers are not shading 
prices, because little if any business 
would result if they did; besides that, 
spot stocks in this country are small. 
Figures given out during the week 
show the amount of tea brought into 
this country during five months end1- 
ing November 30: India teas, 3,000,000 
pounds under last year; Java, 1,000,- 
000 pounds under, and Ceylons 500,000 
pounds under; China greens were 2,-
500.000 pounds less and Japans 1,-
500.000 less. The only line of tea 
which exceeded last year were For- 
mosas. Altogether the shortage 
amounts to 9,500,000 pounds, which 
warrants a great deal of firmness in 
the market, although it cannot be 
denied that the consumption of tea is 
not as good as it ought to be.

Coffee—The market for green Rio 
and Santos coffees has had several 
fluctuations during the week, but the 
net result is not very different from a 
week ago. The first hands market 
operators are marking time and will 
until after the holidays. Santos coffee 
has shown some strength during the 
week, because milds are in competi
tion most directly with Santos coffee, 
which are firm, with an upward tend
ency, and it looks as if Santos will 
have a chance to compete with milds. 
Mild coffees generally are pretty firm. 
Consumptive demand for coffee is as 
good as usual at this season, prices be
ing about unchanged for the week.

Canned Fruits—California fruits are 
not selling from first hands, as retail 
buyers are pretty well stocked up. 
Consumptive demand over the holidays 
has been good. Apples continue very 
scarce and high.

Dried Fruits—Dried fruit packers 
have had more serious problems the 
past season than canners, as they were 
not able to reduce the tonnage of 
prunes and raisins which were record 
crops and followed an incomplete 
liquidation of carryover. Never be
fore have domestic and export mar
kets faced as large a supply of prunes 
and raisins as existed at the beginning 
of the fall. Weakness naturally re
sulted and prices of both commodities 
went to lower levels than have pre
vailed in primary markets in several 
years. The salvation of the market, 
however, has occurred in the low basis 
which has ruled on the Coast and in 
jobbing markets. Wide outlets were 
created and by the beginning of De
cember it was recognized that the mar
ket had passed its greatest period of 
weakness, at least for the time being, 
and under normal trading conditions, 
with a steady turnover of stocks, there 
is no reason to believe but that the 
market is permanently on the mend. 
A stronger undertone in prunes and 
raisins in December is out of the or
dinary and is especially significant 
when it comes on the heels of record 
breaking supplies, without speculative 
trading by domestic and export inter

ests and with only a limited amount of 
Coast buying by Eastern jobbers. 
Prunes and raisins have been going 
out into consuming channels in larger 
volume than is usually the case during 
the fall. No real drive has been made 
as yet to push prunes at retail, but 
after January 1, when grocers natural
ly give more attention to staples, they 
are bound to feature prunes, as they 
afford the opportunity for a liberal 
turnover at a favorable profit. Thç 
other dried fruits are in much smaller 
tonnage, than prunes and raisins and 
on their own account have showed 
firmness at a time when the market 
has been naturally quiet. There has 
been no speculative buying in any 
dried fruit and in many instances dis
tributors have not covered their normal 
requirements. Stocks bought on con
tract are being liquidated and it is 
only a question of time before addi
tional blocks will be needed".

Canned Vegetables—‘Southern to
matoes continue firm, although here 
and there you can get a shaded1 price. 
Most packers, however, are firm in 
their ideas and are predicting larger 
business and even higher prices a little 
later in the month. Corn and peas re
main neglected. Prices unchanged. 
Corn is pretty hard to buy.

Canned Fish—Very dull. Salmon is 
not wanted at all, prices remaining 
about as they were. This really ap
plies to all varieties of tinned fish.

Salt Fish—The general lack of buy
ing interest in salt fish which has been 
apparent for several weeks while holi
day items have been the center of in
terest continued all of the past week 
and the market was quiet in all of its 
departments. Distributors have main
tained their quotations as they look 
for a widening in the demand after in
ventories and to anticipate lenten re
quirements. Many of the handlers 
of mackerel regard the statistical po
sition of the market as favorable and 
they anticipate a cleanup of stocks be
fore new pack is available. With the 
narrowing of offerings they look for
ward to a hardening of values which 
will be registered by distinct advances 
by the time lenten buying develops in 
earnest. American shore mackerel is 
practically cleaned up and few sizable 
blocks are being offered. Future re
quirements will have to be taken care 
of largely with imported mackerel.

Beans and Peas—A uniformly slow, 
dull business is reported in all varie
ties of dried beans. Everything is 
about unchanged' froPi last week with 
an easy tone throughout. Split peas 
are also dull.

Cheese — Imported! and domestic 
cheeses have been quiet all week as the 
retail and wholesale demand has been 
light and there has been no disposition 
to accumulate stocks just before inven
tories. A number of price readjust
ments have been made, some upward 
and some in the way of declines, to 
conform with the market in the vari
ous offerings.

Olives—No developments have oc
curred on the spot or in primary mar
kets this week. New crop has been in 
light supply and confined to only a por
tion of the assortments. Many sizes 
and grades are still off the market and 
will not be available for several weeks.

The market is maintained on the basis 
of former quotations.

Pickles—Bottled pickles have been 
in more active demand than bulk packs 
with the principal call for the better 
grades, which are firmer than the bal
ance of the list. Dills are so closely 
sold out that it is difficult to buy them 
on the open market. The open weather 
has not interfered with shipments in 
the Eastern territory and a seasonable 
movement has been under way.

Rice—Stocks throughout the trade 
are light as they have been reduced to 
a minimum and have not been in
creased in an important way since new 
crop began to move. A better under
tone has developed and operators are 
of the opinion that increased trading 
after inventories will lead to general 
advances throughout the list.

Syrup and Molasses—'Molasses busi
ness is very sluggish. The demand is 
very poor and Will not re-open until 
well on in January. In spite of the 
great dullness prices are steady to 
firm. Sugar syrup is selling fairly 
well, although generally speaking, the 
market is quiet. Offerings are light 
and general situation steady. Com
pound syrup is dull, as buyers are 
pretty well stocked up. Prices are 
steady.

Review of the Produce Market.
Apples—Shiawassee and Wolf River 

$1.75@2; Baldwins, $2.25@2.50; North
ern Spys, $2.50@3; Western Jonath
ans, $2.75 per bu.

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

Bananas—7@7}4c per lb.
Beets'—$1.25 per bu.
Butter—The market has had a firm 

week, due to comparatively light sup
plies and the sustained good demand. 
Undergrades have also been in good 
demand. Jobbers hold June packed at 
42c, fresh packed at 48c, and prints at 
50c. They pay 24c for No. 1 packing 
stock and 12c for No. 2.

Cabbage—$2 per 100 lbs.
Carrots—$1.25 per bu.
Cauliflower—$3 per doz.
Celrey—25@60c per bunch accord

ing to size; Extra Jumbo from De
catur, $1.25.

Celery Cabbage—$1.25 per doz.
Cocoanuts—$1 per doz. or $7.50 a 

bag.
Cranberries—Late Howes command 

$10 per Vi bbl. and $5.25 per 54 bbl.
Cucumbers—Indiana hot house, $2.50 

@2.75.
Dried Beans—Michigan jobbers are 

quoting as follows:
C. H. Pea Beans ____________ $5.75
Light Red K idney_____________ 7.75
Dark Red K idney_____________ 7.60

Eggs—Eggs have been barely steady 
during the past week, on account of 
the comparatively poor demand and 
the fairly moderate offerings, and prices 
are about the same as a week ago. 
The demand for fine fresh eggs is still 
pretty good, but storage eggs are quiet 
and unchanged. Local jobbers pay 40c 
for strictly fresh. Cold storage oper
ators are playing out their supplies as
follows:
April firs ts------------------------------34c
April seconds----------------8--------30c
Checks ----------------------------------27c

Grape Fruit — Florida commands 
$4.75@5.25 per crate, according to size 
and grade.

Green Onions—Chalotts, 90c per doz. 
Lemons—'Quotations are now as fol

lows:
300 Sunkist __________________$8.50
360 Sunkist ___________________8.50
360 Red Ball _________________ 8.00
300 Red Ball _________________8.00

Lettuce — In good demand on the 
following basis:
California Iceberg, 4s, per bu. __$4.50 
Hothocse leaf, per b u .________ 2.25

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

Oranges—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 — The market is quiet on 

the basis of $1 per 100 lbs. generally 
over the State.

Poultry—Wilson & Company pay as
follows this week:
Heavy fow ls___________________23c
Light fowls ________________  16c
Heavy broilers____________  25c
Light W. L. Broilers____________ 18c

Radishes'—75c per doz. bunches for 
home grown hot house.

Spinach—$1.50 per bu.
Squash—Hubbard, 4c per lb.
Sweet Potatoes—$1.75 per hamper 

for kiln dried stock from Tennessee.
Tomatoes—$3.25 for 10 lb. basket of 

hot house; $1.50 per 6 lb. basket from 
Calif.

Veal Calves—Wilson & Company 
pay as follows:
F an cy ____________________  16}4c
G ood_______________________ 14j4c
Medium _____________________  13c
Poor _______________________  10c

Death of Veteran Drug Salesman.
John J. Dooley, traveling repre

sentative in Michigan for the Pepsin 
Sirup Drug Co., of Monticello, 111., 
and for the past forty-five years iden
tified with the drug trade in this State, 
died Monday at his home, 311 Auburn 
avenue.

Born at Rockford, 111., in 1859, Mr. 
Dooley became not only well known 
as a member of the traveling fratern
ity, but he probably had as large an 
acquaintance among druggists, hotel 
men and hotel clerks as any man in 
Michigan. He was a welcome visitor 
wherever he went and was highly re
garded and universally respected. He 
was a long-time member of Grand 
Rapids Council, U. C. T., and the 
lodge of Elk9.

Deceased leaves besides the widow, 
three sisters, Mrs. Mary V. Bennett, 
Mr9. S. D. Melsheimer, both of Fort 
Wayne, Ind., and Mrs. Nellie Ziegler 
of Bellevue, Ohio, and a brother, Louis 
Dooley, of Logansport, Ind.

Funeral services will be held at the 
home Thursday morning at 10:30.

mailto:2.25@2.50
mailto:4.75@5.25
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

We had no plans for Saturday up to 
noon, 'but when we saw an announce
ment in the noon Press that Charles 
A. French and associates had pur
chased the Holland Daily Sentinel, our 
duty was clear—we should visit Hol
land at once and extend congratula
tions two ways—to the people of Hol
land for their good fortune in securing 
so energetic, experienced and capable 
a newspaper man to guide the destiny 
of their daily newspaper, and to Mr. 
French for selecting as his future 
home and field of activity a city where 
the newspaper situation affords oppor
tunity for so much expansion, develop
ment and usefulness.

Holland is a notable city in many 
respects. Her furniture factories, hot 
air furnace plants and food emporiums 
have given her a National reputation. 
Her new hotel is so typical of the 
spirit of the city that it has given the 
town almost world wide recognition 
and commendation. Her creamery is 
probably the oldest butter factory of 
the kind in the State and has always 
turned out a superior product. The 
city governing power has always been 
in good hands and has made the city 
a model municipality. In only one 
thing was she behind the times—in her 
daily newspaper, which has not been 
in keeping with the progressive char
acter of the town. It was owned by 
a number of influential citizens, who 
gave their investment little thought, 
so long as they knew the paper was 
honestly conducted and they received 
their regular dividends. The paper 
was edited by Arnold Mulder, who 
made the editorial page an outstand
ing feature in scholarship, because of 
diction, candor and fairness in the 
treatment of every topic he discussed. 
He apparently had no inclinatibn to 
build up a large and valuable news
paper, because newspaper work is evi
dently not to his liking. He has never 
told me that such is the case, but I 
cannot conceive of a man of his bril
liant mental attainments and placid 
temperament taking to the “demnition 
grind” of a daily newspaper. Mr. 
Mulder is a dreamer, an idealist, a poet, 
an essayist, a novelist and a historian. 
His several novels describing Dutch 
life and characteristics are the truest 
and most accurate expositions of Dutch 
thought, action and accomplishment 
which have ever been given the read
ing public. Mr. Mulder has not as 
large a vocabulary of unusual words 
as Arthur Vandenberg and Chase Os
born, but he is a master workman with 
the pen, because he uses plain Anglo- 
Saxon words to convey his meaning 
wdth great clearness and force. He 
never gives his readers the impression 
that he is undertaking to exploit his 
erudition and he never indulges :n 
what we call “fine writing.” He uses 
plain words to convey his meaning in 
the simplest manner possible. No 
writer of the present day reminds me 
so much of Washington Irving as 
Arnold Mulder does. I could not ac
cord him higher praise than this if I 
were to cover a page in undertaking to

describe the simplicity, the directness 
and the rare beauty of his literary 
work. I am not the son of a prophet 
and lay no claim to prophetic ability, 
but I believe that a thousand years 
hence the name of Arnold Mulder will 
be the only one which will stand out 
in effulgent brilliance in connection 
with the early history of Holland, be
cause of the handiwork of his pen and 
the artistry of his mind:

How Charley French ever learned 
that Holland needed a man of his type 
to take over the Sentinel I do not 
know7; and I cannot imagine how Hol
land was ever so fortunate as to in
terest such a man in her future devel
opment. No man of my acquaintance 
fits into that job better than he does. I 
knew him on the old Saturday Evening 
Post, of Grand Rapids, of blessed 
memory. I knew him as the publish
er of an agricultural journal and as the 
manager of several daily papers. I 
saw him take hold of the Muskegon 
Chronicle and give it a substantial 
start on a prosperous career. I watch
ed him invade the sleepy old town of 
Monroe, take over a newspaper aggre
gation which was the laughing stock 
of the profession, convert it into a 
metropolitan journal and, incidentally, 
convert a comatose towm into a live 
city at the same time. I never meet a 
business man from Monroe who does 
not tell me that Charley French did 
more for Monroe than any other ten 
men the city ever possessed.

I saw Holland in ashes in the fall of 
1871. For a long time thereafter the 
Holland people dated the beginning of 
their new towrn from that event. Now 
they have a newer event to figure from 
—when Landwehr came to town. In
side of five years the same people will 
establish a still newer event to date 
their prosperity from—when Charley 
French came to town.

Mr. French will give the people of 
Holland a newspaper which will meet 
their approbation because of its scope, 
completeness and accuracy. He has 
large plans for the expansion and de
velopment of the property he has just 
acquired and it goes without saying 
that he will soon become a dominant 
factor in the growth and prosperity of 
one of the most prosperous cities in 
Michigan.

Mr. French is a friend to all educa
tional undertakings. He is a church 
man in all that the term implies. He 
will be first and foremost in every un
dertaking for the public good and he 
will make his newspaper a vital factor 
in promoting every cause which will 
promote the peace, happiness and pros
perity of the community. I do not 
know of another city in Michigan 
where the man and the town are so 
perfectly adapted to work together for 
the common good as Charley French 
and Holland. I speak by the card, be
cause I have known them both for over 
fifty years and fully realize the strength 
and weakness of both.

En route home we stopped at Zee- 
land long enough to call on some of 
the friends of the Tradesman in that 
bright little city. I did not happen to 
See A. Lahuis, but several of his 
friends told me that he was in a happy 
frame of mind over his investment in

Idaho Copper Co. stock in that his 
profits during 1927 approximated $60,- 
000.

I  noted that the building erected by 
the brass company which failed is still 
unoccupied. It is certainly unfor
tunate that so complete a building 
should not be utilized with some kind 
of business which would furnish em
ployment to men who would be glad 
to find steady work. E. A. Stowe.

Weapons of War Multiplied Hundred 
Fold.

Grandville, Jan. 3—All signs point 
to a considerable addition to the ton
nage of the American navy under the 
recommendation of the President. It 
seems that Great Britain does not 
fully trust her brother nations where 
naval armament is concerned, much 
less America, hence she will continue 
to build warships by the score.

And America? We, of course, cannot 
consent to cut down our sea going 
armment while Britain refuses to do 
likewise.

The old theory that Britania rules 
the wave has become, in a measure, 
obsolete, since Yankee tars tried titles 
with her on many a bloody sea and 
succeeded in humbling the “rulers” in 
a most humiliating manner.

lOf course, it would be asking too 
much to expect Uncle Saam to cut 
down his sea power while Britain in
creases hers. We do not expect war 
between these two English speaking 
nations will ever again take placae, 
yet it is not good common sense to 
give the Britishers a chance to step 
on us because our naval inferiority.

There is, however, not another na
tion in Europe that in any way threat
ens American safety on the ocean 
aside from Great Britain. Why is she 
so determined in keeping up her naval 
superiority if not to be prepared when 
another war convulses mother earth? 
Being prepared for emergencies is all 
right and America would be sinfully 
foolish not to see to it that Britain 
does not outbuild her on the ocean.

Britain is in reality a maritime -na
tion and depends on ships rather than 
land armies for national defense. Amer
ica occupies a somewhat similar posi
tion with her thousands of miles of 
coast line on the two great oceans.

It is not supoosable that any more 
Constitutions will ring the echoes down 
historic sjea. battles, from the fact that 
there are too many other ways of ex
terminating an enemy than by battles 
on the water.

Undoubtedly the great naval heroes 
of the world have been of the past. In 
those days they did not have to con
tend with either submarines or air
planes, armed with bombs.

It might be pertinent to ask of what 
use is a great navy, however large the 
craft, when a few bombs dropped from 
the sky will knock them into abject 
wreckage?

New questions, new deals, and new 
methods of warfare have come into be
ing since Old Ironsides floated the 
ocean, the pride and glory of the 
American navy. Pride in old ideas is 
very good, but something new under 
the sun has come to take the place of 
the old, and nations without sky pro
tection are indeed' back numbers.

It is known of all men that from the 
sky will come the menace which is 
wrestling with the nations of the 
world to-day.

“The last war was a holy terror.” 
said an old salt, “but the next one will 
cast it in the shade a mile.”

The mere contemplation of what 
would take place in the way of fright
fulness should war again assail man
kind is enough to send the cold chills 
down the spines of men.

Great Britain may build sea mon
sters, with guns of tremendous power, 
but all this will prove of little protec

tion when the sky is darkened with 
flving dynamic forces whose dropped 
bombs will destroy the strongest fleet 
afloat.

The destructive engines now manu
factured surely ought to warn any na
tion, however powerful, that it is like 
touching off dynamite to set the dogs 
of war once more barking. Even the 
weakest among the nations of earth are 
ingenious enough to manufacture sky- 
dogs of death which will place the 
weakest of them on an equality with 
the most powerful nation on earth.

When we consider the situation in 
all its bearings it seems as though 
Great Britain made a mistake in re
fusing to agree to a partial elimination 
of naval ship building. As for any 
one nation to claim superior sea power, 
that ¡9 simply idiotic, as the case now 
stands.

The airplanes of war must be met 
by other planes and the future fights 
on sea or land will be among the 
clouds. Great cities lie helpless under 
the bomb-droppings of enemy sky 
dogs.

The United States presents fat pick
ings for enemy airplanes of war. A 
great navy is, perhaps, a necessity, yet 
that navy will need the added protec
tion of war airplanes for safety.

It is a connund'rum to know what 
should be done to protect nations from 
annihilation from the skies. In fact, 
no one country has any «Treat advan
tage over another, provided they all 
do their best licks at building war ma
chines to use against each other when 
the gong sounds for the opening of the 
next world war.

Peace advocates say there must be 
no more war. It is fine to think and 
even say this, bjit that it can come to 
pass is beyond all human probability. 
The destructiveness of war weapons 
would naturally seem to give all min- 
kind pause ere they rushed into an
other conflict.

Armies, too, are not exempt from the 
havoc-inflicting machines of the air. 
This fact alone ought to be sufficient 
to give warlike people pause before 
thev seek to precipitate desolation ana 
mavhap destruction upon their own 
countrymen.

Submarines and military bomb 
planes surely ought to warn mal
contents to go slow in all future plans 
for breaking the world peace.

Old Timer.
Going Back to the Old Name.

Brimley, Jan. 3—Jan. 15, 1928, the 
Superior Mercantile Co. will be known 
and do business as Thompson & 
Washburn.

Eighteen years ago the co-partner
ship of Thompson & Washburn was 
formed by Archie Thompson and Rolla 
Washburn and did business under that 
name for several years, when the name 
was changed to the Superior Mercan
tile Co. No change is being made in 
the organization except the name. All 
Superior Mercantile Co. obligations are 
assumed by the undersigned.

Thompson & Washburn.

Good Opening For General Store.
Douglas, Jan. 3—Ever since C. Mast 

& Co. removed their general stock to 
Hartford, there has been a good open
ing here for a general merchant. The 
town people and farmers roundabout 
would welcome such an addition to the 
mercantile line-up. Such a dealer 
should handle shoes as well as dry 
goods and groceries and have a man 
in his employ who could cobble shoes 
and repair harness. I do not think 
there is a better opening in Michigan 
for a merchant of moderate means 
than the opportunity now presented at 
this place. Edward Frick.

Sandy was staying the night at a 
metropolitan hotel Upon entering .his 
room he found he was directly op
posite a brightly lighted clock tower. 
So, Sandy stopped his watch.
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A Cordial Invitation
At the beginning of the new year it is an excellent practice to go over 
your investments, weighing each security in the light of recent de
velopments affecting it, and reviewing the balance and diversifica
tion of the list as a whole.
We cordially invite you to make use of our services in this connec
tion. Through our private wires we can quickly secure for you mar
ket prices, reports of current progress of industrial concerns and

other important data. We maintain a special service on local and 
unlisted securities. We will prepare a carefully considered opinion 
of your holdings on the basis of yield, diversification and suitability 
for your particular investment position and suggest changes if they 
are advisable.
This service entails no obligation. We urge you to make use of it 
regardless of the amount of your investments.

INVESTMENT SUGGESTIONS FOR JANUARY FUNDS
M U N I C I P A L S

R A T H
C olum bia Tw p. School D is tr ic t,  M ich igan  ------------4%
H u n tin g to n , W es t V irg in ia , G eneral Im p ro v em en t 4%
H a rr is  C ounty , T exas, R o a d ------------- - - ------4%
K alam azoo a n d  C ooper T w ps. School D ist. No. 8,

M ichigan ____________________________________ ’ %
M iam i, F lo rida , G eneral Im p ro v em en t ------------------5
O akland  C ounty , M ichigan, C overt R oad  ------------4%
P a rm a  U nion School D ist. No. 1, M ic h ig a n -----------4%
S ta te  o f A lab am a  -------------------------------------------------- ’
S ta te  o f A r k a n s a s --------------------------------------------------
Toledo, Ohio, G eneral Im p r o v e m e n t---------------------4%

R A I L R O A D S
A tch ison , T o p ek a  & S a n ta  F e  Ry. G en era l M ortgage  4
C an ad ian  P acific  R y. D eb en tu re  P e rp e tu a l — -------4
C hicago, B u rlin g to n  & Q uincy  R y. G eneral M tge. 4
C uba N o rth e rn  R ailw ay s Co. 1st M ortgage  — -------5%
B rie  R ailro ad  Co. R efu n d in g  a n d  Im p ro v em en t----- 5
M issouri, K a n sa s  & T ex as  Ry. Co. 1st M o rtg a g e ..  4 
M issouri P acific  R y. Co. G eneral M ortgage  - - - —  4 
N ew  Y ork, C hicago & S t. L ou is  Ry. S e rie s  A 6 
S eaboard  A ir L ine R y. 1st M ortgage  a n d  Con.

S eries  ________________ ®
St. L ou is  & S an  F ran c isco  Ry. Co. G eneral M rtge. 5 
W es te rn  Pac ific  Ry. Co. 1st M ortgage  S eries  A  __ 5

F O R E I G N
A rg e n tin a  N a tio n  (G ovt, o f) E x te rn a l ------------------6
B elgium  (K ingdom  o f) E x t e r n a l --------------------------- ®
C an ad a  (D om inion  o f) ------------------------- --------------
C ity  of B uenos A ires, A rg en tin a , E x t e r n a l ----------- <
C en tra l B an k  of G erm an  S t. & P rov . B k., M tg. —— 6
Chile (M ortgage  B an k  o f) E x te rn a l ---------------------
N orw ay  (K ingdom  of) M u n icipalities  B. H . ------------&
N ew  S ou th  W ales  (A u s tra lia )  E x t e r n a l ------------------5
P e ru  (R epublic  o f) E x t e r n a l ---------------------------------»
P o lan d  (R epublic  of) E x te rn a l ------------------------------ ‘
P ru ss ia  (F ree  S ta te  o f) E x t e r n a l ---------------------------*>%

R E A L  E S T A T E

A PPR O X IM A TE 
M ATU RITY  Y IE LD  
A pr. 1, 1946-48 4.35
Ju ly  1, 1954 3.95
Oct. 10, 1940-57 4.20

J u ly  1, 1935-40 
F eb . 1, 1941-54 
M ay 1, 1933 
Oct. 1, 1928-56 
M ar. 1, 1954 
Oct. 1, 1950-51 

O ct.-N ov., 1934

1995

1958
1942
1967
1990
1975
1931

1945 
1931
1946

1960
1955
1929
1957
1951
1957
1967
1957
1960
1947
1951

A m erican  H om e M tge. (M inneapolis) G u a ra n tee d  
B ow tm an-B iltm ore H o te l (N ew  Y ork) 1st M ortgage
C o u rt S q u a re  Bldg. (N ew  Y ork) 1st M o r tg a g e -----
E p p ley  H o te ls  Co. 1st M ortgage  ---------------------------
F i r s t  N a tio n a l Co. (B a ltim o re ) ---------------------------
G ran d  R ap id s  R ea lty  Co. 1 s t M ortgage  - - -----------
M edina!) A th le tic  C lub (C hicago) 1st M ortgage  -
N ixon  B ldg. (C hicago) 1st M ortgage  le a s e h o ld -----
P a n tlln d  H o te l B ldg. 1st M ortgage  -------------------
P a rk  L a n e  C orp. 1 s t leaseho ld  c losed ------------------
S h e rm an  H o te l (C hicago) 1st M ortgage  - - - - - - - — --
U n ited  M asonic T em ple  1 s t M tg . leaseh  d  (C hicago)

6 1935-42
7 1934
6 1958
6% 1940
6 Oct. 1928 
5% 19426
6%
5%
6%
5%
6%

1947
1940
1946
1943
1937
1949

98%
89%
98 
97
99
92%
82%

103%

95%
101
100%

100
99

102%
97
95
96 

• 95
95
91%
89
95%

100
104101%100
100100
100
100
100

97
100
101

4.15
4.60
4.10
4.20
3.95
4.05
3.90

4.07
4.50
4.10
5.80
5.10 
4.35 
4.97
4.80

6.42
4.67
4.95

6.00
6.02
3.75
7.24
6.40
6.82
5.30
5.33
6.80
8.15
6.85

6.00
6.20
5.90
6.50 
6.00
5.50 
6.00
6.50
5.50 
6.85
5.50 
6.40

P U B L I C  U T I L I T I E S
M ATU R- A PPR O X .

Am . T elephone & T e leg rap h  Co. D e b e n tu r e _______
A ssocia ted  E lec tric  Co. 1st M o r tg a g e ______________
A lab am a  P ow er Co. 1st M o r tg a g e ---------------------------
C en tra l S ta te s  E d ison  Co. 1 y ea r s e c u r e d -----------
C en tra l Illinois P u b lic  Service  Co. 1st M ortgage

S erie s  “ F ” ---------------------------------------------------
C en tra l P ow er & L ig h t Co. 1st (C losed) M o rtg ag e—
C en tra l P ub lic  Service  Corp. Coll. T r u s t --------------
C en tra l F lo rid a  G as Corp. 1st M ortgage S eries  “A "
C ities  S erv ice  P o w er & L ig h t Co. D e b e n tu r e --------
C o n tin en ta l G as & E lec tr ic  Corp. S eries  "A ” -----
D e lm arv a  P o w er Co. 1st M o r tg a g e ------------------------
D uke P ow er Co. 1st a n d  R efu n d in g  M o r tg a g e -----
D uquesne  L ig h t Co. 1st M ortgage  ------------------------
E a s te rn  Shore P ub lic  Service  1st L ien  Series “A ” 
G eneral P ub lic  U tilitie s  Co. 1st a n d  Coll. S e rie s“A ” 
G ran d  R ap ids  G as L ig h t C om pany  1st M ortgage —
In lan d  P ow er & L ig h t Corp. Coll. S eries  “C” --------
In te rn a tio n a l T elephone & T e leg rap h  Corp. --------
J e rse y  C en tra l P ow er & L ig h t Co. 1st a n d  Ref.

S eries  “A ” -------- ------------------------------------------
K a n sa s  P ow er Co. 1st M ortgage S e rie s  “A ” --------
P enn . C en tra l L ig h t & P ow er Co. 1st M o r tg a g e -----
W e s t T ex as  U tilitie s  Co. 1st M ortgage S eries  “A ”

I N D U S T R I A L
A llis-C ha lm ers  M fg. Co. 10-yr. D e b e n tu r e --------
Crowley, M ilner & Co. D eb en tu re  (C losed issue) 
G ran d  Ra*pids Show case Co. 15-year D eb en tu re

L ibby, M cN eil & Co. 1st M o r tg a g e ------------------------
P a ra m o u n t T h e a te rs  (A llied O w ners C orp .) D eben.

T e rm in a ls  & T ra n s p o rta tio n  Corp. of A m erica  
1s t a n d  C o lla te ra l S eries  “ A” ---------------

W e lch -W ilm arth  Corp. 1st M ortgage

LATE ITY P R IC E Y IE L D
5 1960 105% 4.65
4% 1953 94% 4.90
4% 19üi 9474 4.SO
5 1928 99 6.00

4% 1967 94% 4.80
5 1956 99 5.07
6 1940 97% 6.30
6 1947 100 6.00
5% 1952 98 5.65
6% 1964 105 6.15
5 1929 99% 5.27
4% 1967 98% 4.85
4% 1967 101% 4.45
5% 1947 100 5.50
6% 1956 104 6.12
5 1939 102 4.67
6 1957 103 5.77
4% 1952 96% 4.75

5% 1945 103% 5.18
5 1947 98 5.16
4% 1977 96 4.70

1957 97% 5.15

. L
5 1937 101 4.82
5% 1937 99% 5.55
_6 1941 100 6.00
5 1947 99% 5.05
6 1942 100 6.00
5 1942 97% 5.35
6 1931-10 95.88 

to  99.73
6.50
6.10

5 1952 98 5.12

6% 1947 100 6.50
6% 1937 100 6.50
6 1942 100 6.00
6% 1945 105 6.05

S T O C K S

A m erican  Box B o ard  Co. Com m on 
A m erican  Box B oard  Co. P re fe rre d
A lab as tin e  Co. Com m on -----------------
A lab astin e  Co. P re fe rre d  -------- ■

E m pire  G as & F u e l Co. Cum . t 'r e ie r r e  
F e d e ra l W a te r  Service  Corp. Cum . Pr<
G eneral P ub lic  U tilitie s  P r e f e r r e d -----
G ran d  R ap ids S to re  E q u ip m en t Prefer: 
In lan d  P o w er & L ig h t Corp. P re fe rre d

A PPR O X .
R A T E P R IC E Y IE LD
— 8 10% F la t 7.80

7 9.85 F la t 7.10
8 10% 7.62
7 103 F la t 6.80

_5 97% F la t 5.12
_ 7 100 F la t 7.00

—  6% 94% & Div. 6.87
101 F la t 6.93

- - 7 9.85 & Div. 7.10
7 100 F la t 7.00

Howe, Snow & Co. Inc.
Grand Rapids

NEW YORK BOSTON PHILADELPHIA MINNEAPOLIS CHICAGO ROCHESTER, N. Y. SAN FRANCISCO DETROIT SYRACUSE
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GENERAL TRADE CONDITIONS.
Following upon a Christmas trade 

that was satisfactory in most cases, 
and exceptionally good in some, retail
ers promptly launched their clearance 
sales. The weather has again interfer
ed somewhat with results in certain 
sections but the response is quite fav
orable and indicates that, with more 
seasonal temperature, offerings should 
be quickly taken up. The stores will 
not only have the usual sale patronage 
but also the trade of those who have 
put off buying because of mild condi
tions.

Stocks of sale merchandise are re
ported to be very low because of the 
cautious operating policy of the manu
facturers. As stocks of cold weather 
merchandise in the stores are also rath
er heavy, it is likely that the demand 
will center on goods to “sweeten up” 
what the merchants have.

This means that the demand for new 
designs will be heavier than usual at 
this time. Early spring goods should 
figure more prominenty in the business 
placed and for this reason manufactur
ers anticipate an excellent in-between 
or advance season’s business. Retail
ers, in the main appear to be confident 
on the score of trade prospects but the 
buying about to begin should furnish 
the best test of how they consider the 
outlook.

Where wholesale trade is considered, 
last year’s figures offer little cause for 
rejoicing. As the month-to-month fig
ures wrere released on this branch of 
business, decline after decline Was 
shown, and 1927 probably wound up 
with a decrease of over 3 per cent. 
Changing conditions in distribution un
doubtedly explain this recession, be
cause the tendency has been very 
strong among both manufacturers and 
retailers to deal direct in order to gain 
the economies which are believed to 
prevail in escaping the middleman’s 
profit.

Some manufacturers, after testing 
out the direct system, have found, 
however, that the economies were only 
on paper, and that additional costs 
have come up in practice that were 
more than enough to wipe out the 
theoretical advantages. The one real 
advantage is in obtaining the quick 
information on style tendencies and 
consumer preferences to be obtained 
through close contact with the retail 
outlets. But, after all, there are ways 
of getting this information without be
coming a wholesaler.

While wholesalers have had to con
tend with difficult conditions in the 
twelve months just over, they are more 
hopeful for the new year, and base 
their optimism on the fact that ad
vance orders at present are much larg
er than a year ago in many instances.

PRESERVING THE SCOTCH.
Are the Scots a dying people? Is 

the country from which were drawn 
those Protestant settlers of Ulster who 
brought division and discord into the 
ranks of the Catholic Irish to be divi
ded in its turn by the return flow of 
Irish immigrants from the Catholic 
districts of the Irish Free State? These 
are the alarming quqestions which are 
being asked in Scotland to-day, accord
ing to the special correspondent of the

Manchester Guardian, who cites the 
disturbing figures of Irish immigration 
and Scottish emigration to point his 
moral that “the misgivings of Scottish 
Protestants when they peer into the 
future are natural, indeed inevitable.”

In George Malcolm Thomson’s Cale
donia it is stated that every fifth baby 
born in Scotland is an Irish Catholic, 
that the Irish population in Scotland 
has doubled in the past forty years and 
now amounts to 650,000 out of a total 
of 4,880,000 and that even in such a 
city as Glasgow the largest communion 
is that of the Roman Catholics. Even 
more alarming in his diagnosis of the 
situation is the Rev. Duncan Cameron, 
who says: “The woes of Ireland have 
arisen from the English invasion and 
the plantation of Ulster and we are 
going to have a similar state of affairs 
in Scotland. Indeed, we have it al
ready.” He believes that unless present 
tendencies can be arrestd within the 
next forty years there will be an Irish 
population in the industrial area of 
Scotland which will approach 1,500,000 
and that, the Scottish race will have 
lost control of the populous and wealth- 
producing parts of their country.

The report of a committee of the 
General Assembly of the Church of 
Scotland stated in 1923 that the “evi
dence is overwhelming that the Irish 
race in our midst will increase, while 
the Scottish race decreases.” A report 
to the Scottish Churches Council in 
May of this year declared: “At the 
present rate of increase it is only a 
question, of time (short in the life of 
a nation) until the Roman Catholic 
element will largely predominate in 
the West of Scotland.”

There is no animus against the Irish 
or against Catholicism in the campaign 
which is being waged against the Irish 
immigrants by those Scots who are 
fearful of their country’s future. They 
are as opposed to Scottish emigration 
as to Irish immigration and would leg
islate against both developments. Their 
aim is simply to preserve Scottish na
tionality.

WE ARE RULED BY WOMEN.
The American propensity to solve 

all possible problems by the simple ex
pedient of passing laws has been ex
plained by Count Keyserling. It is 
because our social system is purely 
matriarchal. We are ruled by women. 
And it is their natural instinct to meet 
every emergency with legislation.

To substantiate this theory the Ger
man philosopher cites our sumptuary 
laws, such as prohibition, for which he 
believes women may be held responsi
ble. He considers the present agita
tion about “trial marriages” and “com
panionate marriages” as further evi
dence of American subservience of 
feminine influence. In a purely pa
triarchal society dissatisfaction with 
marriage would be expressed by get
ting along without it. And as Amer
icans lack the stability of the English, 
despite our Anglo-Saxon tradition, 
Count Keyserling feels that the new 
missionary movement of feminism may 
change America profoundly. He frank
ly does not know what will become of 
us.

This doctrine is both encouraging 
and discouraging. It is more than con

venient to be able to lay all the ills 
of life at the door of women and to 
place on their shoulders the responsi
bility for the cumbersome workings of 
a modern democracy. But it is dis
heartening to think of a future in which 
laws will pile upon laws until legisla
tion circumscribes all personal conduct. 
It is evident that if this theory is adopt
ed man must organize and that the ef
forts of all those who oppose further 
experiments with sumptuary legislation 
must be concentrated against feminist 
influence.

We do not feel, however, that the 
danger of direct feminine action is as 
great as the danger of legislation sup
ported by reformers of both sexes who 
have the interfering and lawmaking 
complex which Count Keyserling as
cribes solely to women. We do not 
fear the feminist crusade nearly so 
much as we fear the crusade of those 
who are imbued with the habits of 
mind of the traditional old maid but 
who wear trousers.

FLYING GEOGRAPHY.
With every new hop Colonel Lind

bergh teaches us something, if not 
about himself and the art of flying 
then about strange parts of the world 
as to the topography and landscape of 
which we would otherwise have re
mained totally ignorant.

Millions of people every day follow, 
on neat little maps in the newspapers, 
the solid black line from Mexico to 
Guatemala and the dotted line from 
Guatemala to Belize and San Salvador 
and Tegucigalpa and Managua and the 
Panama Canal, and from there home 
via Bogota, Caracas and the Lesser 
Antilles. And millions of people are 
reading every day the Lindbergh trave
logues, those calm bidr’s-eye sketches 
of mist in valleys, smoking volcanoes, 
palm trees on mountain tops, high, 
lonely villagers staring up at him and 
the brief glimpse of the Pacific Ocean, 
fifty miles away. He takes it coolly 
enough, although he is evidently inter
ested, but for us earth-crawling stay- 
at-homes the great jump across hun
dreds of miles of volcanoes is at once 
as romantic as Christopher Columbus 
and as intimate as the Blue Book’s auto 
map of the next county.

Seven hours from Mexico City to 
Guatemala, 675 miles. In a flash we 
see the whole stretch of magnificent, 
deserted countryside. We could almost 
give the directions now ourselves. 135 
miles: leave smoking volcano on the 
left. 289 miles: extinct crater. Bear 
right with traffifc. 473 miles: keep 
parallel with Pacific Ocean. 675 miles: 
Guatamala City; avoid crowds; end of 
road.

But it isn’t the end of his road. He 
will go right on, a silver bird flying 
high over jungles, crossing the man
made ditch which separates the two 
Americas, passing the asphalt lakes of 
Venezuela far below him, lightly 
swooping from one stepping stone in 
the Spanish Main to another.

It is going to be the most fascinating 
lesson in geography that we have ever 
learned—and we shall not be likely, as 
with so many other lessons, to forget 
it.

NEW CURE FOR OLD HABITS.
The remarks of Dr. Knight Dunlap 

of Johns Hopkins before the American 
Association for the Advancement of 
Science came just at the right time. 
On or about Jan. 1 thousands of suf
ferers from the nicotine habit, the 
chewing gum habit, the bill rendered 
habit and the unanswered letter habit 
firmly resolve, for the nineteenth and 
positively last time to be good all 
through 1928. And, of course, most 
of them will fail—unless they follow 
Dr. Dunlap’s advice.

Dr. Dunlap has been experimenting 
with bad habits and has found out a 
great deal that is entirely ne^f about 
the reasons for them and the mental 
trickery that succeeds in breaking them 
off. He began with himself. He was 
addicted to the extremely common 
habit of writing “hte” on the type
writer instead of “the”. The rest of us, 
in alarm at this symptom of decay, 
would have tried to root it out by 
pounding out “the” with penitent 
fingers hundreds or thousands of times. 
Dr. Dunlap did just the opposite. He 
forced himself to fill half a page, de
liberately and accurately, with the out
cast “hte,” at the same time saying to 
himself that this was a word which in 
the future he would use only volun
tarily. It worked and he is now per
manently cured.

The psychological theory behind this 
paradoxical experiment is a new one. 
It denies the old supposition that habits 
are formed and ingrained by force of 
repetition, that habits wear down in 
the mind, like cows in a pasture, a 
smooth track along which it is each 
day easier for them to travel. The 
only way, we always thought, to drive 
the habitual cows off the trail and let 
normal grass grow there again was 
simply and brutally to kick them off 
and keep them off with the barbed- 
wire fences of the will.

This method is apparently all wrong. 
With every habit we should like to be 
rid of but can’t there goes, along with 
the blind momentum of the habit, a 
half-conscious resistance and objection 
to it in our own minds, like those small 
birds which perch and peck on the 
back of the rhinoceros. If we let the 
habit continue sometimes those objec
tions, or, as Dr. Dunlap calls them, 
“negative factors,” grow stronger by, 
the evil they feed upon and suddenly 
the rhinoceros falls dead. And so Dr. 
Dunlay thinks it possible to cure some 
one of stammering by causing him to 
stammer voluntarily in exactly his or
dinary, involuntary manner.

This theory and these few experi
ments explore a little farther into the 
human mechanism than any one else 
has heretofore penetrated. The tech
nique of breaking off habits by not 
breaking them off is in sight, but not 
yet within reach. We do not advise 
amateur habit-breakers to fool with it; 
at any rate, not in a fit of New Year’s 
zeal. Otherwise we shall discover in 
July smokers who are consuming forty 
cigarettes a day in the vain effort to 
quit smoking ten and people who did 
manage to answer December letters in 
February trying to cure themselves by 
never answering them at all.



J a n u a ry  4, 1928 M I C H I G A N  T R A D E S M A N 9

MEN OF MARK.

A. L. Cron, Local Manager National 
Cash Register Co.

Man judges his fellows by results.
It is a marked trait of human nature 
that it acclaims its members not for 
motives or efforts, but for their cul
mination. To employ a popular col
loquialism, the man who ranks well 
in public estimation is he who “de
livers the goods,” not 'he who* per
haps exercising even greater effort, 
has failed to reach the goal he 
sought. Of the class who deliver the 
goods, in a literal as well as a figura
tive sense pre-eminent examples are 
those purveyors of manufactured prod
ucts who keep the manufacturing 
plants busy, the loom and forge and 
mill in action, freight trains and1 water 
craft continually moving—the sales
men, the men who, more than all 
others, pave the way for the activities 
of commerce, whose initiative keeps 
these activities in constant movement.

In his way, and; that way by no 
means a small fragment of a great 
quantity, the salesman is a pioneer, 
not alone in the spread of commerce, 
but in that more literal sense of one 
who blazes the way into beaten paths 
in the settlement of a new country. 
Where geographical exploration has 
led, commerce follows fast on its 
heels, and commerce itself must be 
and is preceded by the pioneers who 
lay the trail for the civilization to 
come after. The pioneering of the 
successful salesman has, perhaps, no 
more forceful exemplification in this 
country than in the story of John 
Jacob Astor and the epoch making 
history of the settlement of the Far 
Northwest.

The salesman is credited, and just
ly, with the initiative of conclusions 
of mighty portent. In addition, he 
is responsible for and should be cred
ited with their successful development 
and maintenance. His invasion of new 
territory, commercial as well as geo
graphical. is followed1 by its cultivation 
to an extent that even those who make 
a study of such subjects realize but 
little. The man who sells originates, 
and largely he controls the ultimate 
outcome of the mighty movement 
Which' he has started. Upon him de
pends, in a manner reflected by per
haps no other class, the turning of the 
wheels of commerce.

The salesman is made as well as 
born, in the light of practical experi
ence more largely the former. What 
the successful salesman lacks inher
ently he acquires through persistent 
study and! the acumen that results 
from hard knocks. Among the pri
mary essentials of his equipment are 
a practical knowledge of human na
ture, inexhaustible patience, familiar
ity with his wares* a general (more 
often specific) intimacy with current 
and prospective commercial conditions, 
and adaptability—.perhaps not in that 
order, but comprehendiñg the whole. 
Possessed1 of that quintet of qualifica
tions, the efforts of the salesman are 
practically assured of success!. When 
is added a combination of Teutonic 
shrewdness and versatility the result 
is a force irresistible. This is the 
story of one in whom this enviable

fusion of the prime essentials of suc
cess is marked—a salesman head and 
shoulders above the average of his 
calling; a giant in the number and size 
of his sales; not only a sales manager 
but a seller in the harness.

A. L. Cron was born at Cartella, 
Ohio* Dec. 3, 1894. His father was 
engaged in the general store business 
at that place. His antecedents were 
of German descent on both sides. He 
attended district school until old 
enough to go to high school, when he 
entered the public schools of Dayton. 
He was not able to finish the entire 
course during the day time, but attend
ed night school until he had complet
ed' his course, working during the day 
time jn  drug and grocery stores in 
Dayton. On graduating from the high

school, which included a business 
course* he entered the employ of the 
Platt Iron Works. He started as 
errand boy and ended as paymester. 
He remained in this position four 
years. In the meantime he had decid
ed that he would rather embrace sales
manship than clerical work and attend
ed the night school at the Dayton Cash 
Register Co. three nights a week dur
ing the four years he was with the 
Platt Iron Works. During this time 
he taught salesmanship in the regular 
course two nights. On the comple
tion of this course he took six weeks 
intensive training in salesmanship un
der the auspices of the Cash Register 
Co., when he was given employment 
as salesman in the Dayton office. At 
the end of three years he was pro
moted to the position of manager of

the Battle Creek branch. Two years 
later he was promoted to manager of 
the Terre Haute, Ind., branch. Three 
years later he was promoted to the 
Grand Rapids branch, where he has 
been four years. His territory com
prises eighteen counties in North
western Michigan, running from Al
legan county North to the Straits. He 
has eleven salesmen in his employ. 
Reports just received from Dayton are 
to the effect that he stands No. 218 in 
about 3,000 branch managers and that 
he continues as a member of the 
Hundred Point Club for the ninth con
secutive year. This club is made up 
of branch managers who sell more cash 
registers in any one year than they 
did the year before. Mr. Cron’s sales 
during the past year have exceeded 650,

which is the best record the Grand 
Rapids office has ever made.

Mr. Cron was married Sept. 4, 1917, 
to Miss Agnes Margaret Plunkett, of 
Dayton. They have three children, 
two girls and a boy. The children are 
seven, five and two years old re
spectively. They reside in their own 
home at 616 Rosewood avenue, East 
Grand Rapids.

Mr. Cron is a member of St. 
Stephens church, Knights of Columbus, 
Peninsular Club, Cascade Country 
Club, United Commercial Travelers, 
Kiwanis Club, Elks, Association of 
Commerce, National Aeronautic As
sociation of the United States and the 
Iowa State Traveling Men’s Associa
tion.

His hobby is golf, but he finds very 
little time to devote to that enjoyment,

He attributes his success to study and 
hard work.

Some people regard salesmanship 
as an acquired art, pure and simple, 
Whereas it is second nature to men 
of the abilities and tendencies of the 
subject of this sketch to accomplish 
much in trade. He is approachable 
and knows how to approach others 
and gain their confidence. He is con
siderate of other people’s interests, 
while not forgetting those of his own, 
and with a ready wit and accumulation 
of good stories at command, being a 
historian as well as a close observer 
of the trend of the times, he can en
gage one’s attention with interest and 
hold it at all times. He is as forceful 
as he is fair, and keen and bright as 
he is eager to learn, and industrious in 
the pursuit of his business. He is in 
vigorous 'health and the infectious sun
shine of his disposition is so wholesome 
that wherever he goes and whatever 
he does seems to be agreeable to those 
with whom he comes in contact.

To Increase Your Trade.
Keep your display right up to the 

minute.
Change your floor and counter dis

play at least once a week.
Displays moved and placed different

ly make more sales.
Do not allow waste, dirt, dust or 

cobwebs to accumulate.
Have your goods correctly weighed 

ready to hand out.
Do not become to familiar with your 

customer.
Be attentive, polite and always ready 

to give every service in your power.
Give the children special attention. 

Never* overcharge or substitute any 
item they may ask for.

In waiting on a customer always 
hear in mind one or two items to sug
gest.

When a customer asks for an item, 
show her the best. If it is not what 
she wants, it is easy for you to sell a 
lower-priced brand.

Last, but not least, always greet 
everyone with a happy smile and cheery 
good morning. People will trade at 
the store where they receive the best 
treatment.

Read this every day, follow the ad
vice carefully and you will succeed.

Sagged in the Middle.
“Is it right that you’ve severed your 

engagement with Miss Overmarte?” 
queried the inquisitive friend.

The man shook his head.
“No,” he replied, “I didn’t break it 

off.”
“Oh! She broke it off?”
“No,” was the answer again.
“But it is broken off, isn’t it?” per

sisted the curious one.
“Oh, yes,” explained the moody one, 

with delicacy. “She told me what her 
milliner’s yearly bill was, and I told 
her how much a week I got. Then 
our engagement just sagged in the 
middle and gently dissolved.”

Don’t laugh at a letter carrier. Re
member a pharmacist must go to col
lege for two years to be able to sell 
q. postage stamp.

A. L. Cron.
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THE CHAIN STORE MENACE.

Concerted Action By Independents 
Can Restrict It.

We all know the chain store, in its 
several fields, to be of recent develop
ment, not dating beyond the early 
business life of those who are now just 
past middle age. In late years it has 
grown bv leaps until it is attracting 
the serious attention of the business 
world and of economic research. Those 
who are engaged in it see only a right
ful, commendable exercise of business 
ability, frequently of superior char
acter, and the use of honest capital, 
legitimately employed. Those who are 
engaged in individual retail business 
and affected by the chain store, see 
primarily a dangerous and unscrupu
lous form of competition. On the side 
lines stand a yet small but growing 
number who are not concerned direct
ly in the outcome and success of either 
one or the other, but rather give 
thought and study to the economic life 
of our country as a urhole and to the 
influence which apparently important 
changes will have on its future.

It is the people as a whole who will 
need to decide whether chain store 
growth shall go unhindered, and they 
will do so in the broad aspect of the 
public good or harm. The people as 
a whole are just awakening to the fact 
that the chain store may measurably 
alter the economic life and even the 
political life of the country and the 
well-being of their children and future 
generations. At present the masses 
confine their notice of the chain store 
to the impression that they are buying 
something cheaper there, and that as 
a rule they are conducted in an at
tractive, businesslike manner. * The 
people have their own everyday care, 
and as long as they do not directly ap
pear to suffer, thej- are satisfied or un
concerned, just as, unfortunately, the 
most of them are unconcerned about 
the government under which they live. 
Presently our whole life is said to be 
in a state of transition, we can hardly 
keep track of the new and wonderful 
things and changes which confront us 
from day to day, but the account tak
ing day will come for us just as it has 
come in the life of earlier generations, 
and with it will come mass reaction 
and demand.

There are a goodly number who, al
though doubtful about the desirability 
of chain stores, take the position that 
they are here to stay and here to grow; 
that their future development and 
growth is a natural trend of the times. 
Just as well might they hold that the 
experiment in government as now con
ducted by Mussolini in Italy, or the 
Soviet in Russia, is a trend of the 
times and here to stay and grow. That 
both Mussolini and the Soviet or what 
they represent, will stay and grow if 
unhindered, is certain, and yet they 
exist only because the mass of the 
people concerned have been bluffed to 
accept them and have not arrived at a 
point where, sufficiently strong, they 
will rise against them. In the finale 
they must prove their worth to be 
sustained; to accept them as conclu
sive, simply because they exist and ap
parently prosper, is folly, and so it is 
with the chain store. They must prQv$

their worth to be sustained, and since 
admittedly they are having an increas
ing effect upon our economic life and 
thus are bound to influence our nation
al life, we may well give thoughtful 
study to what their continued growth 
and expansion may lead. The public, 
interested in our national life and 
economic conditions cannot be con
cerned simply because the competition 
of the chain store is troublesome to the 
individual dealer. It may be decidedly 
disagreeable for the individual dealer 
and his friends, but cannot be con
trolling to warrant action. In order 
to merit interference with what some 
claim to be the natural trend, it must 
be fairly determined that the chain 
system is destructive and ruinous1; that 
it will bring such changes as ultimately 
will mean disadvantage to the mass of 
people. The real test is, to decide 
whether ruinous competition and the 
out of proportion use of large capital 
in retail business will produce results, 
which will monopolize the retail busi
ness of the country for a few.

It is immediately apparent that a 
distinction must be made between the 
small, local, individually conducted 
chain, and the one which is corporate
ly owned, machine like conducted, and 
using capital beyond the average in
dividual possession. The small local 
owner or largest capitalize^ may be 
disagreeable enough to its competitors, 
but it is not and cannot be a public 
menace. As a rule it is reduced to i's 
integral parts with the death of its or
ganizer. The large, always corporately 
owned, always machine like system
atically conducted, heavily capitalized 
chain, is quite a different proposition. 
Its personnel is such, that if one ex
ecutive head passes out, another equal
ly ambitious for still greater growth 
has been trained to take his place, and 
the capital investment of stockholders 
impels an ever greater magnitude and 
desire for it. It is self evident that the 
chain store can endanger our economic 
structure and public wrell being only, 
because of magnitude and consequently 
only the corporately owned, widely ex
tended and heavily capitalized chain 
institution, if any, carry the danger of 
real harm.

The greatness of our country beyond 
doubt is found in the fact that there 
was equal opportunity for all. From 
the early days, every person with 
brains and energy has had his chance. 
That has been, and is, the safety valve 
for contentment and happiness, which 
all have been given the assurance that 
they may pursue. True, all do not 
aspire to own and conduct their own 
business, all by no means are fit to do 
so, but many do and are. In the past, 
they have been able to satisfy that de
sire, and since reasonably it must 
exist proportionately in the same num
ber of people, what will the future 
mean to them if the chain store con
tinues unhindered. Brains, energy and 
fitness combined with an amount of 
capital or credit heretofore needed to 
engage in retail business, is without 
hope against the buying power and dic
tatorship of unlimited capital used on 
a large scale. It may be claimed that 
there is alwfays room at the top and 
also thait there yet remains equal op
portunity, notwithstanding.

To revert to an earlier illustration, 
in that sense, it is equally true that all 
have an equal opportunity to aspire 
to the position of a Mussolini. In the 
olden days all had the opportunity in 
like manner to hope to become auto
cratic princes and kings, but remote
ness of realization was the ever grow
ing cause for forcing a change. The 
ownership«, control and conduct of the

enornfbusly extended large chain store 
systems1, and their ever increasing 
growth and greater magnitude is not 
primarily serving to satisfy the exer
cise of god given brains and energy. 
It can be only an innate diesire for 
power and possession out of propor
tion, and only the return from use of 
out of proportion capital which spurs 
the owners of large chain systems to

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

RUMFORD CHEMICAL WORKS
d  93-26 P rovidence, R. I.

Always Sell

LILY WHITE FLOUR
" T h e  Flour the best cooks use. "

Also our high quality specialties
Rowena Yes Ma’am Graham Rowena Pancake Flour 
Rowena Golden G. Meal Rowena Buckwheat Compound

Rowena Whole Wheat Flour 
Satisfaction guaranteed or money refunded.
VALLEY CITY MILLING CO. Grand Rapids, M ich.

Dutch Tea Rusk
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  CO.
HOLLAND, MICH.

THE TOLEDO PLATE & WINDOW GLASS COMPANY
M IRRORS—A R T  G L A SS-D R E SSE R  T O P S —AUTOM OBILE—SH O W  CASE GLASS 

A ll Kinds of Glass for Building Purposes

501-511 Ionia A venue., S. W . G rand Rapids, Michigan

G R A N D  R A PID S PA PE R  B O X C o .
M anufacturers of

SET UP and FOLDING PAPER BOXES
G R  A  N D R  A  f  I D 9  M I  C 5  i  G A  N

VINKEMULDER COMPANY
Grand Rapids, Michigan

Distributors Fresh Fruits and Vegetables
Now Offering: Cranberries, Bagas, Sweet Potatoes, 
VinkeBrand** Mich, Onions, Oranges, Bananas, etc.
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ever add to their number. They would 
be masters of all with whom and with, 
what they come in touch. The future 
of our country depends primarily, as is 
the case everywhere, on what have 
been termed the middle classes and 
while presumably wie are without 
classes, yet, the people who elsewhere 
constitute those classes also carry our 
future. The retail merchant and those 
who in the past have been able to be
come retail merchants, if they so de
sired, and the farmer, constitute the 
very backbone of our national existence 
and governmental structure. Over one 
million of our people are now engaged 
in retail business on their own account. 
It may be fairly estimated that even 
at this time, one-fourth that number in 
addition, could be engaged in retail 
business on their own account, if it 
were not for the large chain systems. 
About two hundred and fifty thousand 
people are now denied the opportunity 
of individual enterprise, and if the 
present growth of the chain system 
continues unhindered', whalt will re
main of the individual retail merchant 
fifty years from now? There will be 
but few. It is proposed to meet the 
onslaught of the ever growing chain 
system by co-operation among individ
ual dealers, but oo-operation is a child 
of late-years, and has been a wonder
ful help, but co-operation as now pro
posed ito meet the chain system, in or
der to be successful, is bound to be 
brought to a point where the individual 
ceases to be his own master, and the 
doer of his own deed, and1, then will 
also crush out individual initiative and 
freedbm of action.

The claim is made that the us£ of 
unlimited capital in reltail business by 
chain stores, is truly a natural devel
opment; that it is of great benefit to 
the public; that it prevents waste; that 
it eliminates the useless middle man; 
that in sum the benefits secured for the 
public thereby, greatly outweigh any 
possible detriment. It does not matter 
much whether the chain store is a 
natural development, because many 
things naturally develop which are not 
good. The public benefit claim, if up
held, must be found in lower cost. That 
the chain store is responsible for prac
tically one-third of all retail sales be
ing without profit and a good part at 
heavy loss, will not be questioned and 
its leadership in that respect is not off
set by the fact that now the disease is 
general, but it may be seriously doubt
ed that there is public benefit o<n that 
account. Let us grant for the moment 
that by reason of one chain store two 
thousand families together save $10,- 
000 or even $20,000 per year in the 
cost of merchandise. Is the economic 
value of such saving equal to the in
dependent livelihood of only three in
dividuals!, each conducting their own 
business, maintaining their families and 
employes and their families, paying 
rent and sharing in the general upkeep 
of their community. It may well be 
asked what rather is the net loss to the 
general public. The sale at cost or 
below is a bait, particularly with the 
chain store. It serves as an induce
ment for the making of sales on which 
profits are out of proportion and of 
goods Which the public frequently does 
not need. I incline to believe that a

chain store patron would spend less 
per year in order to supply all of his 
wants, -if he limited his purchases to 
the individual store. It should be add
ed, that if the sale of merchandise at 
less than cost for advertising purposes 
may at any time be justified, then the 
offer to sell dollar bills at eighty-five 
cents would be equally good and merit 
governmental approval. The elimina
tion of the middle man is by no means 
an unalloyed benefit. The middle man 
has always served a good purpose. 
Without him the public can never be 
assured that its wants will be filled. 
Without hiim, progress, new venture, 
the supply of new and improved mer
chandise will be appreciably lessened, 
and many a valuable new product will 
not come to public notice and use. 
Without him, and if the chain store 
reaches the goal it desires, there will 
be the few executives of such systems 
who may arbitrarily determine what 
the public may eat, drink and generally 
use. Even now, the chain store de
cides that the public may have Jones’ 
Pepsin and not Smith’s. As a public 
benefactor, the chain store can hardly 
hold the limelight, unless it be in the 
imagination of its owners. The chain 
store with its intensified turnover and 
sales could! not exist but for large 
profits on goods, the cost of which the 
public does not know. Goods largely 
manufactured by it or over which it 
has more or less exclusive control and 
on which the ordinary profit and ad
vertising expense of the manufacturer 
is eliminated. In the final analysis, it 
can hardly be claimed that the elimina
tion of the profit of independent manu
facturers and wholesalers and the earn
ing of their employes is compensated 
for by enabling the chain store owner 
to flourish and incidentally cast doubt 
upon the value of all merchandise 
which he sells at cost or less. Much 
might be added in further proof that 
public benefaction does not come from 
the chain store, but it hardly seems 
necessary and the executive head of 
every chain store system fully appre
ciates as does every business man, that 
he is in business for profit.

If in fact it be true that the public 
derives no ultimate benefit from chain 
store; if in fact it be true that an ex
tension of the large corporately owned 
chain store system lessens opportunity 
for the people to independently engage 
in business on their own account, in 
pursuit of happiness; if in fact it com
pels an ever increasing number to al
ways be satisfied to work for someone 
else; if in fact it means to increase the 
power of a few and place the wealth of 
the country more and more in their 
hand's, so that eventually all will have 
to live at the dictate and pleasure of 
such few; if it will do any or all of 
these things, then indeed is the chain 
store a menace to the public and our 
form of government. The public need 
only to know this in order to put a 
stop to the so-called natural growth 
and development of the chain store 
system. Concerted action by the one 
million independent retail dealers, 
properly applied, can educate the 
American people within two years, so 
that the output of the large corporately 
owned chain will be limited almost en
tirely to the sale of about one-third of

their present turnover which is made 
at a loss. Frank H. Fredericks.

New Green Liked For Spring.
A new green of a bluish tinge is 

looming up as a leading color for the 
Spring season. This shade, together 
with two colors, will be played up 
strongly in the forthcoming Spring 
fashion show of the Garment Retailers 
of America. Following this, the hue 
will be strongly emphasized in the win
dow displays with which many retail
ers will launch their Spring offerings 
The color is said to have much in its 
favor, as it is not a difficult one tq 
wear and harmonizes readily in the 
desired ensemble effect.

Hodenpyl Hardy
S e c u r i t i e s

Corporation

t

G e ttin g  th e  m oat o u t  
o f  y o u r  in v e s tm e n ts  
requires a broad kn o w 
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  ask in g .
We ha n d le  o n ly  th e  
best in  in v e s tm e n ts .

231 So. La Salle Street 
Chicago

New York Jackson
Grand Rapids

*

United Detective 
Agency, Inc.

Michigan Trust Bldg.
GRAND RAPIDS, MICHIGAN 

CIYII. CRIMINAL 
and

INDUSTRIAL WORK 
Only Bonaflde and Legitimate Detective 

Work Accepted

PHONE—6-8224 or S-4S28 
I f  No Response,Call 2-2688 or 8-6813 

Dictagraph and Auto Service 
Associated With

SABLES MERCHANTS’ POLICE

Sand Lime B rick
N othing as Durable 

N othing as Fireproof 
Makes Structure Beautiful 

No Painting  
No Cost for Repairs 

Fire Proof W eather Proof 
Warm in W inter—Cool in Sum m er

Brick is Everlasting
GRANDE BRICK CO. 

Grand Rapids.
SAGINAW BRICK CO. 

Saginaw.

A ll Great
travellers
appraise
the bed

From Marco Polo to Lindbergh, 
far-faring men have spoken of the 
beds they found. Napoleon said— 
“ The French build two things well 
—good roads, good beds.”  And 
artists have richly carved and cano
pied these beloved coverts wherein 
we exchange our old days for new.
So we feel well repaid, when to all 
the other good things they say of the 
Detroit-Leland, travellers add— “and 
good beds.”  They were specially 
selected and specially built for the 
Detroit-Leland on a pattern and de
sign more than a quarter of a century 
old. And we can wish you “ Good 
night” in them with sincerity and 
assurance.
Then — delightfully larger rooms, 
homelike, quiet and beautifully fur
nished. And a service that anticipates 
the guest’s every need, yetsoquietand 
unobtrusive as never to seem officious.

Accommodations for 1200
85% of room s are  priced from $3.00 to  $5.00 
LARGER SAMPLE ROOMS FROM 44 TO 48 PER DAY

DETROIT-LELAND
HOTEL

B a g le y  a t  C a ss , D e tr o i t ,  M ic h ig a n  
WM. J. C H IT T E N D E N . Jr., M a n a g er

H otels under C ontinental-Leland  
C orporation D irection

DETROIT-LELAND HOTEL DETROIT. MICH. 
HOTEL OLDS, LANSING, MICH. 

MANSF1ELD-LELAND, MANSFIELD, OHIO 
LAKE LURE INN, CHIMNEY ROCK, N. C. 

THE SEDGEFIELD INN, 8EDCEFIELD, N. C.
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. FINANCIAL
Shrinkages in Motor and Steel Indus

tries Sharp.
Extraordinary declines in the motor 

and in the iron and steel industries 
carried the general level of industrial 
production in this country down in 
November to the lowest point since 
1924, it was revealed to-day by the 
Federal Reserve Board at Washing
ton.

The total value of fifty agricultural 
crops has been estimated by the De
partment of Agriculture as $8,430,000,- 
000, which represents a $635,000,000 
gain over 1926. The greatest increases 
were in the values of cotton, corn, 
barley and oats and the heaviest loss 
in potatoes.

Emphasis on the improving agri
cultural situation is given in the Fed
eral Reserve Bank statements in the 
January bulletins released to-day.

From the Federal Reserve Bank of 
Dallas comes the comment that fall 
plowing has been well advanced, and 
with the harvesting of crops virtually 
completed “it is evident that the re
turns from this year’s crops have been 
exceedingly large. The farmers not 
only have ample feed for use in con
nection with the cultivation of crops 
in 1928, but they have also derived 
large cash returns from the money 
crops.” Notwithstanding the receipt 
of more cattle at the markets during 
November and early December than 
at any time in several years cattle 
prices have risen.

Curiously enough the Kansas City 
Federal Reserve Bank finds a similar 
improvement in that district. It says 
in part: “The livestock industry moved 
into stronger position as the year ad
vanced. due to the larger crops of corn, 
hay and other stock feeds, and to ad
vances in prices of cattle. While re
ceipts of meat animals, notably of 
cattle and hogs, at primary markets in 
November and eleven months were 
smaller than in the same month and 
eleven months of the preceding year 
the increased value of cattle and 
heavier weights of live stock more 
than offset the marked decline in hog 
prices and gave the year’s marketings 
a greater value than that for meat ani
mals marketed in 1926.”

Although not quite so optimistic in 
its statement the San Francisco bank 
declares that the “generally satisfac
tory outcome of the agricultural year 
has been marred only by the market
ing difficulties of certain groups of 
producers, notably some of the de
ciduous fruit growers of the Pacific 
Coast States and the potato growers of 
Idaho. In evaluating the results of the 
agricultural year it should be noted 
that the farmers of the district will not 
be obligated to use so large a propor
tion of the year’s financial returns in 
liquidating old debts, as has been 
necessary during each of the past sev
eral years.” Paul Willard Garrett.

[Copyrighted, 1927.]

Farm Prices No Longer Lag.
How will commodity prices move in 

1928? Here is the question for which 
an answer is sought eagerly by gli 
those now forecasting the future.

The 1927 upswing in agricultural

prices has received so much attention 
from commentators that an equally 
significant movement has gone un
noticed. The reference is to the con
tinued decline in non-agricultural 
prices. The time was when agricultur
al values ruled far below others but 
this year the tables have been turned. 
Now non-agricultural prices have De- 
come the laggards. The official index 
for November just computed by the 
Bureau of Labor Statistics indeed 
shows that agricultural prices averag
ed 154 (taking 1913 as 100) ) whereas 
non-agricultural values averaged only 
144.

To that good level agricultural 
values have risen from only 143 as re
cently as June this year. To that low 
level—and it represents the lowest 
since Octjpber, 1916—non-agricultural 
values have fallen from a high of 173 
as recently as April, 1923.

The essentieal point to note is that 
non-agricultural commodities have 
been falling for more than four years, 
and that now they are at the very low
est position in more than a decade. 
Evidence is at hand that in the not 
distant future the trend of non-agri-, 
cultural commodities will be reversed 
and that they will follow the leader
ship of farm products.

.Looking at the movement from a 
broad standpoint the depression in 
prices during the last few years re
flects the return of hard money in Eu
rope. As European countries have 
substituted gold for paper they have 
■made money relatively more valuable 
or, to put the reverse, commodities less 
valuable.

With the European currencies now 
pretty generally stabilized the assump
tion is reasonable that the world de
cline in commodities should be near 
an end.

Certainly as the new year begins 
the outlook for an improving price 
level is clearer than it has been for 
many years, and in rising prices busi
ness always finds nourishment. Cor
porate profits have fallen substantially 
in the last six months but a reversal of 
the commodities trend would go a long 
way toward restoring confidence and 
building up profits.

Paul Willard Garrett.
[Copyrighted, 1927.]

Stock Exchange Paves Way For For
eign Market.

Although some disappointment has 
been expressed that a greater number 
of applications have not been made for 
listing foreign securities on the New 
York Stock Exchange in response to 
the invitation suggested in adoption of 
new regulations some time ago, the 
opinion prevails in financial circles that 
the foreign list will be gradually ex
panded.

The absence of an expected rush of 
new listings in the foreign section has 
been attributed in some measure to the 
admitted stringency of the regulations. 
The new policy of the Exchange was 
adopted only after exhaustive studies 
by a special committee, which care
fully examined' all phases of the new 
departure. As a result, every precau
tion was taken to protect American 
investor*, and the restrictions on new 
stocks, therefore, were so comprc-

Fenton Davis fc Boyle
Investment Bankers

Chicago GRAND RAPIDS Detroit
F irst N ational Grand Rapids N ational Bank Building 2066 Buhl
Bank Building Phono 4212 Building

Only W hen Helpful
TH E “GRAND RAPIDS SAVINGS 
BANK” feels it is “ SERVING” only 
when the things it does for its customers 
are helpful to them in their financial 
affairs-business or personal.

Rendering banking service along broad 
and constructive lines for 56 years has 
established this institution in the confi
dence and esteem of business houses and 
individuals throughout all Grand Rapids.

GRAND RAPIDS SAVINGS BANK
"Th* Hank W titra You Foal A t  Homo "

Kent State
“The Home for Savings”

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

Banking by Mail Made Easy.

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

Established 1860— Incorporated 1865 

NINE COMMUNITY BRANCHES

GRAND RAPIDS NATIONAL COMPANY 
Investment Securities 

th* Affiliated with Grand Rapids National Bank
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hensive some companies were dis
inclined to meet requirements.

Preparing the way for new foreign 
securities paves the way for an import
ant expansion of security markets in 
this country, however, and' an inter
national market is expected gradually 
to develop here.

Information for investors interested 
in foreign securities and an internation
al market has been prepared in 
pamphlet form by Stone & Webster 
and Blodget, Inc., presenting an 
analysis of the Stock Exchange listing 
policy, together with data on foreign 
shares, European market indexes and 
taxation regulations.

The Stock Exchange requires, for 
instance, that applications be signed 
not only by the ¡banking house spons
oring the issue but also by the com
pany in question. It limits stocks to 
be listed to companies well established, 
companies of fairly large capitaliza
tion whose securities are widely dis
tributed), so as to prevent introduction 
of unseasoned securities and to avert 
corners.

One of the restrictions limits listing 
to shares from countries on a legally 
established gold basis. The value of 
American shares will be affected by 
foreign exchange movements, of course 
and it is the purpose of the Exchange 
authorities to set up safeguards against 
wide fluctuations.

Regulations have been adopted to 
insure dissemination of information 
on earnings and dividend payments in 
the English language and to present 
income statements in a form satisfac
tory to the authorities.

Valuable information on taxation 
legislation in European countries, so 
far as it affects securities, is presented 
in the pamphlet, together with a list 
of the most important stocks and re
cent quotations.

William Russell White.
[Copyrighted, 1927.]

Disposition of Old Invoices, Checks 
and Stubs.

A well-posted merchant writes the 
Tradesman as follows:

I pick up the Tradesman (including 
old issues) many, many times during 
the week and read and study and
think. .

A thought just came to me: Why 
not get someone—if possible, someone 
who is authoritative—to write a brief 
article oh what merchants should do 
with old bills and invoices, also old 
checks and stubs. Just to say throw 
them away isn’t convincing to the 
novice.

I know it would be far more im
portant to have someone tell the mer
chants—grocers especially—how to 
work put an accounting system for use 
in their business, but, even so, the first 
suggestion might be considered a phase 
of the latter.

This was just a thought, perhaps a 
foolish one, and if it doesn’t appeal to 
you, just drop this in the waste basket.

The enquiry is a very pertinent one. 
Because it is always wise to retain 
business records, such as paid invoices 
and cancelled checks, the best meth
ods of preserving such records sys
tematically and in such a way as to 
make them easy of access at any time 
and so classified that the identical rec
ord desired! can be identified almost 
instantly, are none too good for any 
merchant or any man who has been

a merchant in the past and wishes to 
fortify himself against unjust claims 
which might be trumped up against 
him or his estate long after he has re
tired from trade.

To the writer it has seemed as 
though the best way to preserve in
voices was by pasting them in a bill 
book. This was in the days when 
books of this kind could be purchased 
that would stand the wear and tear of 
years. Unfortunately, the houses 
which make most of these books now
adays use such poor stock that both 
covers and contents are quite likely to 
be a mass of wreckage in a half dozen 
years. Resort is therefore made to 
regular bill files. As soon as a file is 
full, the contents are transferred to a 
cheaper file or tied up in bundles. No 
attempt is made to keep invoices cover
ing a longer period than ten years.

Checks should also be preserved for 
a ten year period. This can be done 
by keeping each monthly collection 
tied up and at the end of each year the 
yearly accumulation can be wrapped, 
tied and appropriately marked.

If any one has a better system than 
either of the above described methods, 
we should be pleased to hear from him.

First Aid For Givers.
In an age of organization philan

thropy has not been behind the times. 
It is to-day one of the greatest indus
tries in the country, and the immense 
funds controlled by endowments and 
foundations are dispensed with busi
ness efficiency and strict care that they 
shall always be used to the greatest 
advantage. But there are still thou
sands of persons who are eager to con
tribute to philanthropic enterprises but 
who do not know just what to do with 
their money.

To make information in regard to 
public benefactions readily available 
the National Welfare Association has 
accepted, together with a $10,000 en
dowment for its care, a collection of 
information on this subject made by a 
philanthropic citizen of Los Angeles. 
Its chief usefulness will lie in guarding 
the philanthropic against misguided 
generosity. There are to-day hundreds 
of trusts which in their time served 
some worth-while purpose, but which 
are now white elephants because con
ditions have so changed that the need 
they originally met no longer exists. 
Their income is tied up for some spe
cific charity which is no longer needed. 
Many examples could be cited, as, for 
instance, of poorhouses and homes for 
the aged which are rolling in wealth 
and unable to find inmates meeting the 
requirements laid down in some old 
bequest, simply because our modern 
tendency is away from such institutions 
and toward aiding the needy to keep 
their own homes.

Perhaps the best lesson the philan
thropic may learn from this new in
formation service is the futility of mak
ing bequests too specific. The demands 
of charity are constantly changing and 
the only way to ensure the maximum 
usefulness for one’s gift to society is 
to allow a generous latitude to those 
who will administer it which will en
able them to meet these changing con
ditions.

The Busy Life.
“Only the dead have a right to 

rest,” is a recent striking remark of 
Premier Poincare. In a general way, 
the maxim may 'be accepted So long 
as a man’s strength endures he is bet
ter off at work, as many a successful 
retired man knows to his sorrow. Per
haps most men at the beginning of 
their careers look forward to the 
pleasures of leisure after they have 
won success, but as a rule long years 
of effort fasten upon a man such 
habits of industry that he cannot 'be 
satisfied to abandon them. If he does 
give them up, with nothing but pleas
ure to take their place, it soon be-

comes stale, flat and unprofitable. It 
is not avarice that keeps so many im
portant men at work. It is the sense 
of power that useful work brings. And 
so the great majority work on the end.

Link, Petter &. Company
(Incorporated)

Investm ent Bankers 
6th FLOOR. M1CH1CJAN TRUST BLDG. 

GRAND RAPIDS, MICHIGAN

MARTIN DOWD & COMPANY
Audits-Systems-Tax Service 
G ran d  R ap ids N a tio n a l B ank  Bldg.

Grand Rapids, Michigan

The Oldest Bond House in Western Michigan

A . E . K u s t e r e r  5t Co.
Investment Securities 

303-307 Michigan Trust Building

A M IC H IG A N  CORPORATION
Capital and Surplus 

More Than $ 4 5 0 , 0 0 0

ARTHUR E. KUSTERER GEO. L. O ’BRIEN
President P « *  President

ROGER VERSEPUT. JR.
Sec’y and Treat-

'■AUDITS-SYSTEMS-TAX SERVICE'
LAWRENCE SCUDDER & CO.

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

924-927 GRAND RAPIDS NA T’L BANK BUILDING, GRAND RAPIDS, MICH. 
313 PECK BUILDING, KALAMAZOO, MICHIGAN 

452 W . W ESTERN AV E., MUSKEGON, MICH.
N ew  York - Chicago - St. Louis - W ashington .  Philadelphia - Boeton

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

Only one sm all service charge. No ex tra  commissions, A ttorney fees. L is t
ing fees o r any o ther extras.
References: Any B ank or Chamber of Commerce of B attle Creek, Mich., or 
th is paper.

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

F or your protection we are  bonded by the Fidelity & C asualty  Company of 
New T ork  City.
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MUTUAL FIRE INSURANCE
The Astounding Cost of Negligence.

Recently a conflagration map was 
published by one of the leading fire in
surance companies which shows that 
property valued at $1,316,428,733 was 
destroyed in 266 conflagrations. This 
stupendous loss seems almost human
ly inconceivable. It is a tremendous 
blow to the stability of the Nation and 
it strikes to the heart of not only all 
sound business enterprise, but also the 
credit that sustains it.

In a recent statement the National 
Board of Fire Underwriters showed 
that 86 per cent, of the fires that cause 
an annual loss of $560,000,000 is pre
ventable. This is confirmed in the re
sults of the campaign of Jay W. Stev
ens, State Fire Marshal of California, 
Secretary of the National Association 
of Fire Chiefs and head of the Fire 
Prevention Bureau of the National 
Board of Fire Underwriters.

During the annual convention of fire 
chiefs at Portland in August, Stevens 
showed that during the first half of 
1927 the fire prevention movement has 
shown an astounding reduction in the 
number of fires. It is hoped that this 
progress will be maintained through
out the coming year.

Every building owner and manager 
is able to exercise tremendous influ
ence toward the prevention of fires, 
the reduction of losses and the conse
quent readjustment of fire rates. And 
indeed, if the country wants lower fire 
rates it will cost nothing to exercise 
more judgment, lend greater effort and 
constructive co-operation in prevent
ing fires from all causes than it has 
ever done heretofore. It will further 
cost comparatively little to construct 
all buildings with even greater fire 
foresight and precaution, than to suffer 
later losses which may prove irretriev
able.

If the public individually were 
scrupulously concerned about fire pre
vention and its telling effect upon their 
living conditions, they would enjoy 
even greater prosperity, greater per
sonal progress and consequently great
er happiness. For instance, take $560,- 
000,000—the cost of fires in 1926—dis
tribute this sum among the families of 
the Nation. Take the equal, lesser or 
greater cost of all the fires in previous 
years and in coming years—divide that 
too, with the families of the Nation— 
would we be better, happier, more 
prosperous beings for it? We woulld 
—and we still can be—by doing our bit 
in looking for and removing all causes 
of fire wherever we see them.

In 1926 alone people of this country 
paid a price in fire losses equal to the 
cost of a war. In addition an army 
of almost 15,000 lives and hundreds of 
thousands more injured and maimed 
by fire were added to this great loss. 
Does the god of war stalk the country 
in the guise of Fire? Is the spirit of 
carelessness and destruction becoming 
a matter of common public indiffer
ence? Does the public expect and ac
cept fire disaster as a matter of course, 
or will they ever be aroused to earnest, 
worthwhile effort in preventing the 
devastating increase of fire.

The same patriotism and loyalty dis

played during war times for love of 
country, preservation of its interests, 
and the saving of property is needed 
now as never before in fighting the fire 
foe whose strength seems to grow 
greater each year.

The problem of fire has tremendous 
economic importance to every home 
and every business. It requires the 
large attention of every community 
and deserves first place among all 
other urgent matters of the home and 
of business.

Upon every possible occasion every 
business organization and civic league 
should reserve time in their meetings 
to consider the subject of public safety 
through fire prevention and discuss 
and plan improvements for better fire 
fighting service in their vicinities.

The spread of population ’ and 
crowding in many communities, the 
fast growth of suburbs and the quick
ening transformation of rural districts 
into more active centers are making 
the matter of fire prevention and fire 
fighting preparedness more imperative 
than ever.

The public should not depend nor 
wait upon city, county or town officials 
expecting immediate co-operation and 
improvements. They should, of course, 
demand these, but they should also ap
point their own committees to study 
the situation in their localities, and plan 
and promote the safety and efficiency 
needed in ways and means in which 
public officials consider themselves for 
the time being, more or less limited. 
All this personal effort may seem un
just to both residents and business 
men of various sections of the country 
who pay taxes for fire safety and gen
eral improvements. But none are more 
able to know exactly what is required, 
nor provide more satisfactorily, nor co
operate more definitely than the people 
who are involved. For their own se
curity and the progress of their com
munity every citizen, whether situated 
in a residential or a business center, 
can lend his personal aid and co-opera
tion in work for greater safety from 
the great dangers of fire.

Forewarning is not enough! Every 
man must act to provide substantial 
safety, and then not consider only him
self but also his neighbor, as he would 
want his neighbor to consider him.

Here and There.
W h en  I am  done

W ith  m o rn in g 's  e a r ly  w ak in g  ra y  
W hich  shone w ith  each  re tu rn in g  sun  

A new  to  fire a n o th e r  d ay ; '
T h en  le t m e feel, b u t m ore th a n  real, 
T h a t g re a te r  F lam e  th e  ag es  nam e 

w h e n  I-am  done.

W h en  I am  done 
F e a r  n o t a s  finally  I s t a r t  

U pon a  cou rse  from  e a r th  to  one 
U nknow n, save  in m y h u n g e rin g  h e a r t  

B elief does g ive desire  to  live 
A nd fa ith  w ould see re a lm s  y e t to  be 

W h en  I am  done.

W hen  I am  done 
L e t no acq u a in ta n c e  say  of m e:

“ H e now is d e ad ;” a  lea f undone 
A nd w hich  h a s  fa llen  from  its  tre e .

E v en  aloof, g ives s till a proof 
Of g re a t  D esign  a n d  th in g s  d ivine 

W hen  I am  done.

W h en  I am  done 
T hen  le t m e p a ss  fo rev e r hence 

W here  co u rses  y e t unend ing  ru n  
U n m easu red  by old c o n tin en ts ;

O r o lder seas, fo r all o f these  
W ith  all th e  e a r th  a re  n o th in g  w o rth  

W hen  I am  done.
, C harles  A. H ea th .

“Honesty is the best policy.” Still, 
in case of fire, an insurance policy isn’t 
so bad.

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, AU D ITO RS, STATE A G E N T S

Representing The Hardware and Implement Mutuals— 
The Finnish Mutual -T h e  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 Rapids, Mich.

Affiliated with
The M ichigan

R etail D ry Goods A ssociation
An Association of Leading Merchants in the State

THE GRAND RAPIDS MERCHANTS M UTUAL  
FIRE INSURANCE COMPANY

320 Houseman Bldg. Grand Rapids, Mich.

O U R  FIRE INSURANCE 
PO LICIES ARE C O N C U R R E N T

with any standard stock policies that 
you are buying

The Net Cost is 30% Less
Michigan Bankers and Merchants Mutual Fire Insurance Co. 

of Fremont, Michigan

W I L L I A M  N. S E N F ,  S E C R E T A R Y - T R E A S U R E R

Merchants Life Insurance Company

Offices: 3rd floor Michigan Trust Bldg.— Grand Rapids, Mich. 

GREEN & MORRISON—Michigan State Agents
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SUCCESSFUL SALESMEN.

Fred DeGraff, Representing National 
Chair Co.

H. Fred DeGraff was born at Sene
ca Falls, New York, Oct. 20, 1866. 
When he was a year old his parents 
removed to Canandaigua, where they 
remained four years. They then re
moved to Kendallville, Indiana, where 
they remained two years, when they 
took up their residence in Grand 
Rapids. Mr. DeGraff received his 
education in the Grand Rapids public 
schools, graduating from the grammar 
grade in 1883, when he entered the 
employ of the Hazeltine & Perkins 
Drug Co. as an errand boy. He was 
afterwards promoted to the order de
partment and subsequently to the 
sundry department and finally made 
manager of the sundry department. In 
1897 he received a proposition from 
Foote & Jenks, of Jackson, to repre
sent them in Indiana and Ohio and he 
continued in this capacity for four 
years, after which he put in two years

H. Fred DeGraff.

in Northern Michigan for the sundry 
department of the Michigan Drug Co. 
The next two years he covered Michi
gan and Indiana for the Wells & 
Richardson Co., of Burlington, Ver
mont. On Jan. 1, 1906, he went back 
to his former connection with Foote 
& Jenks, covering the Northern half 
of Michigan and Wisconsin, including 
Grand Rapids, St. Paul, Minneapolis. 
He continued writh Foote & Jenks ten 
years, when he decided to change his 
line. He thereupon made a connection 
with the Ladysmith Chair and Furni
ture Co., of Ladysmith, Wis. His ter
ritory included Michigan and Ohio. 
During the war he was employed by 
the Government at the Hayes-Ionia 
Co. plant in this city. May 1, 1919, 
he engaged to travel for the National 
Chair Co., of St. Louis, Mo. He is 
still with that house, the only inter
ruption 'being three years’ illness from 
May, 1924 to February, 1927. His ter
ritory comprises Michigan and the 
Northern half of Indiana, including 
Indianapolis.

Mr. DeGraff owns up to two hobbies 
—base ball and biography. He is un
married and makes his home at the 
Herkimer Hotel.

Mr. DeGraff is a member of Ellks

M I C H I G A N

Lodge, No. 48, and Grand Rapids 
Council, U. C. T., No. 131, of which 
he is a Past Senior Counselor. He 
attributes his success to strict atten
tion to business and square dealing 
with his trade.

Dearer Money a Possibility of Busi
ness Upturn.

This week’s upturn in call money 
reflects purely the tightening influ
ences of the year’s end, but with the 
advent of the new year views in the 
financial district on the future of money 
are being modified. Up to this time 
money prophets had been overwhelm
ingly of the opinion that the present 
low rates will be maintained into 1928.

Obviously early January will bring 
its seasonal increased flow of funds 
but certain influences are at work in 
business that could easily bring dearer 
rates in the forepart of the year. The 
predicted improvement in business now 
universally forecast in itself is an in
fluence for higher money levels. With 
agricultural values already swinging 
upward and with industrial values now 
at their lowest level since 1916, the in
dication is for higher rather than low
er prices.

Gold has begun to move out at an 
unprecedented rate and plainly that is 
another pressure for dear money. It 
is possible that this movement will not 
proceed so rapidly in the months im
mediately ahead as some commentators 
believe. The mere possession here of 
a heavy surplus volume of metal gives 
no assurance that its broad redistribu
tion will take place at once. The ques
tion is not how much gold this country 
can afford to lose but how much gold 
Europe will take.

Foreign balances on hand in* this 
market are exceedingly large and if 
these were turned to gold for shipment 
abroad a substantial quantity of metal 
would be taken from vaults here. For
eign banks will not all want to convert 
their balances into gold, however, for 
the plain reason that in so doing they 
would cut off interest payments on the 
balance. So long as the balances are 
convertible into gold, and therefore in 
a sense serve the purpose of gold re
serves, many banks abroad will prefer 
to leave their balances here intact.

In the last analysis nobody can pre
dict what will happen to money rates 
without first predicting what the Fed
eral Reserve system’s money policies 
will be next year. The Federal Re
serve authorities in the next few 
months will face some exceedingly 
difficult questions. They will be torn 
between two desires. Their obliga
tions to preserve easy money here for 
its benefits abroad will make them 
want to maintain the program adopt
ed last summer. Their obligations to 
prevent too great an expansion in do
mestic credit will make them want to 
allow slightly higher rates to pre
vail here.

Member bank credit has risen fast in 
the last few months. The volume now 
stands $1,700,000,000 higher than at this 
time a year ago. The item is one im
portant Jo watch by those who follow 
money matters.

Paul Willard Garrett. 
[Copyrighted, 1927.]

T R A D E S M AJJ__________ ___

Sidelight on. Early Merchant of Grand 
Rapids.

John W. Peirce opened the first 
book and stationery store in Grand 
Rapids about ninety years ago. He 
was a good, honest merchant and dur
ing all the years of his residence in 
Grand1 Rapids he enjoyed popularity 
and prosperity- He was one of a cor
poration which erected the first toll 
bridge over Grand river at Bridge 
street and handled its money many 
years. His handsome brick store, in 
the Gothic order of architecture, was 
located on the Southwest corner of 
Monroe avenue and Erie street. Mr. 
Peirce ably supported George W. Pat
terson, publisher of the first news
paper—the Grand River Times—issued 
in Western Michigan. More than one- 
half of the space in the Times devoted 
to advertising was filled by Mr. Peirce. 
Every item in* his stock seemingly was 
advertised separately. Every book on 
his shelves was mentioned with the 
name of the author. Mr. Peirce was a 
jolly, kindly disposed person. His in
exhaustible fund of witticisms was 
showered upon friends like sprayed 
water from a fountain. He was a 
leader in the civic life of the village. 
A musical organization was formed un
der his direction. The Governor of 
the State came to the village one day 
and Peirce decided to honor his ex
cellency' with a serenade. “We turned 
out in full force,’’ Mr. Peirce explain
ed, “and gave the Governor our best 
numbers. I met the Governor the fol
lowing day and asked him how he 
liked our music.”

“Music? Music? Did you say
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music? Do you call that noisy dis
turbance that so offended my ears 
music?” the Governor asked.

“I explained that our players were 
amateurs.”

“Well, sir, make a note of this: If
I should hear of their attempting to 
play again, I will send the adjutant 
general with a squad of troopers here 
with instructions to arrest your play
ers and ram their instruments down 
their throats.”

Then Mr. Peirce added, in sad tones: 
“And I play the flute.”

Artemus Ward described a monkey 
in his collection of small animals as 
“an amusing little cuss.”

Without disrespect it may be said 
that Mr. Peirce was not unlike Ward s 
monkey: He was an amusing little cuss.

A son and two daughters were born 
to Mr. and Mrs. Peirce. Miss Frank 
E. Peirce became noted as an actress 
and reader, Miss Julia married Col. 
George G. Briggs and spent many 
happy years as the wife of that gentle
man. A LeGrand Peirce was associat
ed with his father in the management 
of a store devoted to the sale of dry 
goods and a limited line of groceries, 
following a close-out of its book and 
stationery business. He continued to 
manage the store several years after 
his father died, two score of years ago. 
Finally he took to the stage as a char
acter delineator and traveled several 
years in that capacity. Mr. Peirce and 
his sister passed out of life within the 
past decade.

The wife of L. Victor Seydel is a 
daughter of A. LeGrand Peirce.

Arthur Scott White.

NOTHING TREADS AS SILENTLY 
AS TIME - HAVE YOU 

MADE YOUR WILL ?

GRAND RAPIDS TRUST CO.
Grand Rapids, Michigan
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MEN OF MARK.

John A. Cleveland, Manager of Con
sumers Power Co.

The immortal Solomon, in the pe
riod of his ripest faculties, exclaimed: 
“Seest thou a man diligent in business: 
he shall stand before kings: he shall 
not stand' before mean men.”

In the days of the ancient wise man 
a sharp line was drawn between kings 
and the people; the first represented 
all that was exalted, powerful and 
much honored among all mankind; 
“mean men” was a term used to ex
press the wide separation between 
royalty and the common people, rather 
than as a reflection on character. It 
was a term that expressed lowliness 
of life in distinction to that other 
phase of existence which was rich, 
grand and exalted1.

Like all the proverbial expressions 
of Holy Writ, this one of Solomon’s 
had in it the quality of being eter
nally, perpetually applicable to the 
lives of men, in all ages, under every 
change and mutation thereof. In our 
time, although those diligent in busi
ness cannot all expect to stand before 
kings—in other word's, be received as 
guests of honor by royalty—they can 
count on the honor of association with 
the kings of finance, trade, transporta
tion, government and all the exalted 
relations of our progressive modern 
life. The attainment of such eminence 
is possible in all countries and under 
all forms of government;, but in this 
country it is not only possible but 
probable to every individual who per
sists in unremitting diligence in busi
ness in whatever avocation choice or 
fortuitous circumstance may have 
mapped out for his career.

Diligence is another name for per
sistent work. All that is worth hav
ing in science, mechanics, trade, c.om- 
merce, transportation, invention, art or 
even society can be secured by never 
flagging industry and can be secured 
in no other way. But the work that 
ends in success in whatever one un
dertakes must include that of the mind 
as well as the hands. Men plodding 
never so diligently, with the physical 
forces only, may never win an exalted 
position in life. Mere brain work, 
with the only object, in a subordinate 
capacity, to minister to the daily neces
sities and the common pleasures of 
life, will never raise a man from the 
rank and the file of the plodders. The 
man who aims to stand! before the 
kings in any departfent of endeavor 
must work with all the forces within 
his capacity, inspired and energized by 
a purpose to reach a position above 
and beyond the common level. Even 
in the competitive sports of our times, 
whether athletic or merely skillful, 
eminence and the winning of prizes 
are obtainable only by hard and per
sistent work. But there must be a 
sufficient motive and the spirit of the 
game, without which the prizes of life, 
in whatever department, never will be 
gained. It is this ambition and the 
spirit of the game that marks the 
broad difference that exists between 
the winners and the losers.

The foregoing reflections have been 
induced by the contemplation of the 
life career of a man who has distin

guished himself by a notable success 
won through diligence in business, 
not only in the accumulation of 
wealth and commercial power, but in 
all the relations of business and social 
life. It is a pleasure for this journal to 
usher upon this biographical stage one 
of the leading citizens of our city and 
a gentleman who has won distinction 
both in this city and Saginaw for pub
lic spirit, effic ency in wise direction of 
civic affairs and sound economic and 
moral purposes in all that makes for 
the welfare of the community with 
whose interests he is identified.

John A. Cleveland is a native of 
Rochester, N. Y. His father, C 
Augustus Cleveland, was a leading 
shoe manufacturer of that city. Both 
parents were descended from sturdy 
English stock. Mr. Cleveland gradu
ated from the high school of Pittsford, 
a suburb of Rochester, going im
mediately to Williams College, Wil- 
liamstown. Mass., where he pursued a 
four year course, receiving on gradua
tion the degree of Bachelor of Arts. 
Having concluded to espouse the pro
fession of electrical engineer, he en
tered the electrical course at Cornell 
University, graduating three years 
later with the degree of Electrical 
Engineer.

After spending two years with the 
Rochester Railway & Light Co., he 
went to Saginaw, as industrial elec
trical engineer for the Saginaw Power 
Co. Three years later he was appoint
ed! manager of the Bay City Power 
Co. and the Bay City Gas Co. After 
two years residence in Bay City he 
returned to Saginaw as vice-president 
and general manager of the Saginaw- 
Bay City Railway Co., the Saginaw 
and Bay City power companies and the 
Saginaw and Bay City gas companies. 
The gas and electric companies in 
Saginaw and Bay City were later con
solidated with a number of other 
similar companies in the State, form
ing the Consumers Power Co. Mr. 
Cleveland continued in charge of the 
public utility properties in Saginaw 
until February, 1924, when he came to 
Grand Rapid's as manager of the 
Grand Rapids district of the Consum
ers Power Co., which includes various 
counties of Western Michigan. Mr. 
'Cleveland has been identified with the 
Consumers Power Co. for several 
years and has been closely connected 
with its development. This company 
is playing a large part in advancing 
the civic and industrial progress of 
Michigan. It has a number of large 
and modern steam generating plants 
and has constructed and has in opera
tion many hydro-electric plants on dif
ferent rivers in the State.

Mr. Cleveland belongs to several 
Masonic orders, including Elf Khurafeh 
Temple, of Saginaw, and DeMolai 
Commandery, Knights» Templar, of 
Grand Rapids. He is a member of the 
Phi Beta Kappa honorary college 
fraternity, to which he was admitted 
while a student at Williams College. 
He belongs to the Peninsular Club, 
the University Club, the Highlands 
•Country Club and the Rotary Club. 
He is unmarried and makes his home 
in apartments at Oakwood1 Manor.

The operation of a great organiza
tion like the Consumers Power Co.

necessarily involves much friction, due 
to the disinclination of the company to 
honor promises made by former man
agements and keep inviolate agree
ments which were evidently entered 
into in good faith, but Which subse
quent events rendered it desirable— 
from the company’s standpoint—to 
repudiate. In coming to Grand Rap
ids and assuming the management of 
the corporation, Mr. Cleveland became 
heir to many such controversies, but 
by the exercise of rare diplomacy and 
excellent judgment he has straighten
ed out many misunderstandings and 
mellowed much bitter opposition. In 
no department of his administration 
has he shown greater skill than in the 
handling of matters of this character 
which require the highest form of ex
ecutive ability, together with a dis
position to deal as fairly and generous
ly with a customer as the rigid rules 
of a dominant and somewhat arrogant 
public service corporation permit.

The first lesson of Mr. Cleveland’s 
life touches his habits. Here the lead
ing characteristic is self-mastery. He 
is no slave to appetite or passion. His 
youth knew no dissipations; his ma
turity knows no follies. His sturdy 
vigor craves no luxuries. His claim 
to a place among men is not derived 
from the tailor. He secures always for 
himself needful shelter, food and rai
ment, but his whole life, without a con
scious thought of it, is a temperance 
advocacy. He pays not the slightest 
attention to the artificial and fictitious 
necessities of modern society. His at
titude here is no affectation—these 
little things never came within the 
range of his vision. His ambition is to 
be a stalwart man. He counts one a 
weakling who cannot restrain himself 
or makes no effort to uplift himself.

The greatness becomes more mani
fest when we consider his character. 
Four strokes outline his character: 
Individuality, truth, honesty, will.

He always is himself. He imitates 
no man; catches his coloring from no 
external circumstance or association. 
He never waits on others to voice his 
convictions, nor reserves his judgment 
to find which way the wind is blowing. 
He has a head of his own and invari
ably acts upon his own judgment; 
steers his own boat, follows his own 
plans and assumes all the responsibility 
of his decisions. All this individualizes 
him.

His truth is both elemental and 
transparent. Apart from the sin of it, 
it would serve no useful purpose, in 
speaking before those who know him, 
to exaggerate his truthfulness. We 
may well doubt that he ever heard of 
him who said! that the right use of 
words is to conceal ideas. His word 
equals his bond. His promises equal 
his deeds. He is cautious in making 
a promise, but once made it needs no 
legal endorsement to make it good. 
'With him it is yea or nay.

To veracity he adds honesty. A 
noted! author has said: “An honest
man is the noblest work of God.” John 
A. Cleveland is pre-eminently an hon
est man. He pays for what he gets. 
He shirks no business obligation. With 
him to overreach in a bargain is 
knavery—to be overreached, folly. His 
are not ill gotten gains. Fraud, cheat

ing and lying never touch his silver 
dollar nor scorch the currency bill in 
his hand. The recipient of his bounty 
has no fear of tainted money.

Inflexibility of purpose completes 
the outline of character. His will 
power is great and persistent. His 
undertakings are the result of mature 
deliberation and, once commenced, are 
never abandoned. Of him it cannot be 
said: “This man began to build and 
was not able to finish.” He counts 
all the cost in advance and makes 
ample provision for it.

Such being his character, we may 
now consider his adjustment of his 
life, the relations of that life which 
give rise to all duties.

Mr. Cleveland is a worker from 
Workville. His life knows no idle
ness. He never folds a sluggard’s 
hands. Business to him is a grave 
matter, calling for assiduous attention 
and diligence. His business appoint
ments are all sacred and he cannot 
understand how any man can make 
them lightly or treat them slightingly. 
Business honor is the breath of his 
nostrils. With seriousness of mind he 
addresses himself to the keeping of all 
his affairs well in hand. He is the 
driver in business and not the driven 
ox. He counts himself a part of the 
social order and under obligations to 
it. There is no element of the 
anarchist in him. He bows to the 
law’s necessity and' supremacy. He 
recognizes and honors its majesty. He 
sees in it the safeguard of both life 
and property.

Personally, Mr. Cleveland is com
panionable, but business first and so
cial amenities after has been the guid
ing principle of his daily life. He 
represents those qualities of citizen
ship which make for the good of the 
community, and all that he has ac
complished in business success is the 
fitting reward of indefatigable indus
try, sagacity, sterling integrity and 
sound common sense in dealing with 
his fellows. His business career is an 
object lesson to those who would make 
their impress on the commercial world.

Must Combat Unrest.
The solemn-looking man in the 

compartment remained silent for many 
a mile. Finally, however, he touched 
the man opposite who happened to be
J. L. Mac Inerney, of Grand Rapids, 
and remarked: “There is much unrest 
in the world just now, my friend, much 
unrest.”

“You’re quite right.”
“I hope you are not unmindful of the 

fact that we all have a duty to per
form. We must combat this unrest.”

'“I’m doing my very best,” said the 
other.

“How?”
“I manufacture Marshall mattresses.”

Contagious.
One of the elephants at the circus 

was coughing badly one morning, and 
the keeper was instructed to give it a 
bucket of water into which a bottle of 
whisky had been emptied.

“How’s Sally?” asked the circus 
proprietor next morning.

“Oh, just the same!” was the reply, 
“but all the other elephants are 
coughing now.”
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DRY GOODS
Michigan ReRtail Dry Goods A ssociation  

P re s id e n t—A. K . F ran d se n , H a stin g s . 
F ir s t  V ic e -P re s id en t—J . H . Lourlm, 

Jack so n .
Second V ic e -P re s id en t—F . H . N lssly , 

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

Alma.
M an ag er—Ja s o n  E . H am m ond , L an s in g .

“Trading” in Outing Flannels?
Well-founded reports are current in 

the cotton goods trade that certain 
makers of outings for the garment 
manufacturers are “trading” in the 
goods on a confidential basis. The 
amount of the reduction is not gen
erally known, but in one source where 
“trading” is practically known to be 
going on, the practice was defended in 
preference to cutting prices openly to 
stimulate demand. The latter course, 
it was said, unsettled the entire mar
ket and tended to check the demand 
for goods other than those on which 
the reductions were made. The fur
ther statement was made that the 
weather this Fall has been all against 
the cutters, making it practically im
possible for retailers to move stocks of 
sleeping garments in a normal way. 
This has caused the cutters to hold off 
and practically made it imperative for 
some mills to “trade” in order to hold 
their organizations together.

Jewelry Memorandum Sales Big.
Although the amount of business 

that will stick will not be known 
definitely until some time early in 
January, reports from the jewelry trade 
indicate that the volume of memor
andum business booked during the 
holiday season comes closer to the 
boom days of 1919 than that of any 
year since then. The articles bought, 
in a general way, follow the usual 
types of holiday jewelry, including 
various styles of rings, bracelets, 
brooches, lavallieres, etc., but the trend 
of the buying was notably toward the 
more expensive pieces. In the finer 
articles there was a considerable run 
on colored precious stones, which were 
said yesterday to have sold better than 
diamonds. The latter gems, however, 
had their usual run in the moderately 
high-priced pieces. One of the fea
tures was the call for jade-set jewelry 
of practically all types and prices.

Outlook For Worsteds Improves.
With the indications favorable to a 

strong vogue for women’s suits for 
the Spring, the women’s wear fabric 
mills have been booking a fairly good 
advance business in corded worsteds 
and mannish weaves for use in these 
garments. The opinion was voiced 
yesterday that the market in worsteds 
of these types has been pretty well 
cleared of surplus stocks of these 
cloths, and that business for the new 
season would not be affected by the 
unfavorable developments at the close 
of last Spring. In other worsteds, 
such as twills, there maye be some 
stocks still available, but there are 
said to be good chances of active ab
sorption of these goods for use in 
Spring coats and dresses.

Use of Fur Reversed.
The use of fur trimming on wo

men’s coats is being reversed this sea
son. One of the leading manufactur

ers is showing fur-trimmed sport coats 
for Spring and smart afternoon coats 
without fur. Formerly the sport coat 
was very plain and the dress coat made 
elaborate use of fur. In his Spring 
line for the new season this manufac
turer is using flat furs on collars and 
cuffs which often form clever scarf 
arrangement. On the other hand, 
tailored cutting and designng are ac
centuated in the afternoon dress coats, 
which show new sleeves, collar and 
shoulder treatments. In these black 
and beige are the only two colors or
dered for early Spring delivery, while 
the sports models are wanted in brown, 
beige and tweed mixtures.

Novel Accessory For Smokers.
“Filling stations” for those who car

ry pocket lighters are the newest ac
cessories for smokers to be put on the 
market. They are made of glass and 
covered with gaily painted cement to 
prevent breakage. A heavy felt-cov
ered base prevents their tipping over. 
Bizarre colors are used on all models, 
which are made in inkwell sizes and 
in a wide variety of shapes. The na
ture of the contents is painted on each 
in letters of good size, so there is little 
danger of their being taken for ink
wells. Even the dropper tops, with 
their rubber bulbs, show the use of 
gay colors. The “stations” contain 
sufficient fluid to last a year. They 

come in handy for either home or office 
use, and at the same time are orna
mental. The retail price is 50 cents.

Indian Designs in Jewelry.
American Indian life is portrayed in 

a new series of novelty rhinestone 
jewelry just placed on the market. In
cluded in the line are shoulder pins, 
hat ornaments, shoe and dress buckles 
and odd shaped brooches. White 
metal composition is used for the 
foundation of these articles, with solid 
paving of rhinestones in various sizes. 
All phases of life on an Indian reserva
tion are depicted in these items as well 
as implements of war, Indian figures, 
heads, tents and canoes. Some are 
made in individual designs in silhouette 
fashion, while others are used with a 
frame work or background in square, 
oval or circular shapes. Prices range 
from $15 to $40.

Gift Items Still Needed.
Gift shops are calling for goods 

placed on order before the holidays. 
This after-the-holiday business is un
usual and is attributed by proprietors 
to the fact that many people in their 
Christmas shopping saw articles they 
would like for their own use and 
either left deposits on them or were 
willing to wait for newer models. Or
dinarily, the shops must receive ship
ments before Dec. 20 at the latest. The 
items wanted are table lamps, small 
tables, plants in bowls, mirrors, odd 
boxes for sundry purposes and maga
zine stands. They are mostly for 
business people living in small apart
ments, where every article in use must 
be practical as well as decorative.

More Call For Overcoatings.
The recent spurt in the consumer 

demand for overcoats has led to an 
increased enquiry for overcoatings in 
the woolen trade. The demand has

not been particularly active as yet, mill 
representatives said yesterday, but is 
of sufficient strength to warrant the 
belief that the stocks the mills have 
on hand will be cleaned up during the 
next few weeks. In the buying which 
consumers have done so far the solid- 
colored fabrics, particularly boucles, 
chinchillas, meltons and oxfords, have 
done well, and these fabrics have con
sequently figured in the re-orders the 
mills are receiving. Blues have taken 
well, browns and oxford grays like
wise ranking well in color preference.

New Small Hats Wanted.
Despite sales of millinery in all 

grades, customers appear to be inter
ested only in new hats. Drastic re
ductions on early season models are 
ignored for the latest version of the 
mode, which women desire in order 
to finish out the Winter season. An
other feature of the demand is the call 
for the formal hat rather than the 
sports type. It appears that many 
women have one or two sports hats 
but now find a need for a dressier hat 
to wear with fur-trimmed cloth coats. 
The small felt is specifically asked for 
in black, dark brown, light beige and 
a few in gray.

Shops After Dresses.
Dresses wholesaling for $10.75 each 

are in big demand at the moment both 
for Palm Beach and immediate deliv
ery to the small specialty shops. These 
frocks are made up in flat crepes, crepe 
Roma and heavy georgettes in one and 
two-piece styles. The two-piece models 
are outselling the one-piece styles in 
the small sizes while the reverse is 
true of sizes ranging from 40 to 46. 
The dark blues, tans, browns and 
blacks are wanted for city trade, while 
white and the pastel shades are wanted 
by the Washington stores and those 
further South.

Style Acceleration Used.
By constantly showing new models 

in rather small selections, one of the 
wholesale firms specializing in high 
grade women’s sportswear has been 
able to keep stocks low and designers 
have been able to check up on the 
trend very quickly. At the same time 
their creative work has been spurred 
by the fact that fresh ideas are always 
needed. This firm has made a prac
tice of confining certain colors and 
fabrics to different models. No one 
costume has been sold in a full range 
of colors.

Scarfs Favored For Spring.
Scarfs are expected to be particularly 

good Spring items, following their 
strong vogue during the Fall. The 
merchandise has now become staple, 
according to wholesalers. Both tri
angle and square shapes are empha
sized in the offerings being made. The 
former type is being widely used as a 
trimming accessory by dress manu
facturers for both tailored and sports 
garments. Supplementary scarf lines 
will be shown early next month, in 
which hand-painted effects will be 
noteworthy.

A military leader in China seems to 
be anybody with a bunch of followers 
and an itching palm.

Safety
First

From a standpoint of 
service, the Old Na
tional easily leads.

But it’s comforting to 
know that this friendly 
bank is organized and 
operates on the sound
est basis.

The OLD 
NATIONAL BANK

MONRpE at PEARJ*
JL Bank for dvenjbodif-

Adds and Subtracts~

AUTOMATICALLY

Addac,
A new  Inven tion  th a t  is  rev o lu tio n iz in g  

the  "h ead w o rk ” o f fig u rin g  in  s to re s  an d  
offices ev ery w h ere . T h is  n ew  k in d  of 
add ing  m ach in e  r iv 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 in es  se lling  fo r $300 a n d  m ore. Y et 
ADDAC is so co m p act th a t  i t  c an  a c tu a l
ly  be  s tood  r ig h t  on  a  le d g e r page, o r 
c a rr ie d  from  p lace  to  p lace  in  th e  palm  
of y o u r h and !

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

you ev ery  e sse n tia l a d v a n ta g e  o f th e  m ost 
expensive  a d d in g  m ach in e . C ap ac ity  
$999,999.99. D ire c t s u b tra c t io n  a s  w ell as 
add ition . F u lly  g u a ra n te e d . H a s  a  dozen 
u ses in  ev ery  s to re  o r  office—b alan c in g  
books, ch eck ing  invoices, a d d in g  p u rc h a s 
es, e tc . G ives you ab so lu te  accu racy , 
sav es  tim e, a n d  p ay s  fo r  Itse 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 ep t. T. 
ADDAC CO., GRAND RAPID8, MICH.
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SHOE MARKET
Brings Window Shoppers in Next Day 

To Buy.
In an Ohio town where there is a 

great deal of window shopping during 
the evening hours when the stores are 
closed a shoe retailer hit upon a clever 
way of getting their attention and 
bringing them back next day to buy.

For some time he had made a prac
tice of wheeling a small show case 
just inside his door after closing time. 
In this case he always featured some 
new style. A light in the case was 
plugged into a floor socket, and since 
the case could easily be seen through 
the glass of the door, he thus secured 
a little extra display space.

He determined to see if he could 
get some direct traceable returns from 
this space. So he tried1 showing a 
special value in this case evenings with 
a card headed “Window Shoppers’ 
Special.” The card explained that this 
value was not advertised, would riot 
be on display and could be bought on 
the following day only, and only by 
asking to see the “Window Shoppers’ 
Special.” The result more than justi
fied the idea, for every day brought 
several calls for this special value from 
shoppers who had stopped to look in 
the window the night 'before.

Paragraphs To Put Punch in Your 
January Advertising.

Making a Thorough Job of This Sale.
No carry-overs! That’s our slogan 

for January, 1928, and that is why our 
January Clearance Sale offers some 
of the most unusual bargains in shoes 
this town has ever seen. We want to 
begin unpacking spring stocks next 
month with plenty of shelf room to 
accommodate them, and we’re going 
to do it! When have you ever been 
able to buy GOOD shoes at such low- 
prices?

Mid-Winter Shoe Clearance.
Possibly you don’t need a new pair 

of shoes to-day, but how about next 
week, or next month? Winter is not 
over, and there are months of un
pleasantness ahead. Better make sure 
that you are prepared with adequate 
footwear, for to-day you can buy at 
January Clearance prices that won’t be 
available later. Anticipate your need's! 
You can’t lose at these prices!

Six Dollars Never Went So Far 
Before.

'Six dollars is the featured1 price of 
our January Clearance sale of foot
wear, and1 we have never had such ex
traordinary shoe values to offer for 
$6 as we have to-day. The reason is 
simple enough. Instead of determin
ing how much we could cut our regu
lar prices we simply set our sale price 
at $6 and' then proceeded to mark reg
ular prices down to $6 without re
gard for cost! Look at these values!

Real January Sale of Children’s Shoes.
One of the biggest features of our 

January Shoe Clearance is the sale of 
children’s footwear. Included’ are all 
those splendid quality shoes for boys 
and1 girls that are so popular with 
mothers. And they can be had this 
week for much less than the regular

prices! Bring the little folks in and 
get an extra pair of shoes all around. 
At these sale prices it will pay you!

January Shoe Sale For Men in Full 
Swing.

Of course you don’t need another 
pair of shoes, sir; That pair we sold 
you last fall is still doing valiant ser
vice! But why not have another pair 
while you can get them at such a big 
price reduction? Your feet will be 
much more comfortable if you have 
an extra pair of shoes to wear on al
ternate days, and it is no secret that 
two pairs of shoes worn in this way 
will last more than twice as long as 
one pair! *

Odd Pairs of Shoes at Great Reduc
tions.

In going over our stocks to prepare 
for this January Clearance Sale we 
found many odd' pairs of various 
styles, in lots too small to advertise. 
Just one or two pairs of a size, per
haps, or maybe only one or two sizes 
in a style.

Use Letter Like This For January 
Sale.

The best publicity is a good letter, 
one that is not too long, and that is 
interesting enough to get a reading. 
As.a suggestion we submit the letter 
below. Probably it will not exactly 
suit your needs in its present form, but 
you can alter it or add to it to tie it 
up with your particular sale plan.

At any rate, here it is:
Date.

Dear Madam:
Just as sure as January rolls around 

the newspapers record a fresh crop of 
Clearance Sales. There have been a 
good many already, but you have not 
heard a word about ours.

Certainly we’re going to have one. 
And it will be the same kind of a won
derful bargain event we have had in 
years gone by.

But we’ve felt that we would rather 
wait a few days before announcing 
ours and we’ve spent the extra time in 
thoroughly canvassing our stocks and 
figuring just how deeply we could cut 
our prices.

Now we’re ready. The sale starts 
next Saturday morning—January 14— 
and its- going to be a wonder.

|We want our best friends to have 
first chance at the bargains, so here’s 
our suggestion: Drop in any time
Fridlay and we’ll let you choose from 
the sale lots at sale prices, before the 
sale starts. Look the enclosed cir- 
cular over and you will see how well 
worth your while it will be to come in.

We re expecting you.
Your Name.

If you will 9end out a circular of 
your sales bargains with a letter like 
this, it will bring in a good many 
shoppers on tne day before the sale.

Clever Advertising Catches Transient 
Trade.

Out in the Middle West there is a 
town situated' quite near a university 
with a mammoth stadium. The shoe 
merchant in; this town has apparently 
discovered that on the eve of big ath
letic events in this stadium many peo
ple stay overnight at the hotel in his 
town.

Guests in the hotel upon such oc
casions find upon arising that a letter 
has been slipped under their doors 
during the night. The letter expresses 
a pleasant geeting, a hope that they

will enjoy the game, and the sugges
tion that if they have come without 
heavy footwear, or rubbers or gaiters, 
or umbrellas, that the store can sup
ply the need before they leave for the 
scene of the game.

Men Appreciate This Inexpensive 
Souvenir.

In a Pennsylvania shoe store every 
man who purchases a pair of shoes is 
courteously asked his name at the time 
the sale is made. When he gets home 
and unwraps his package he finds en
closed with the shoes a half-dozen 
books of paper matches, with his in
itial on the cover of each book.

The owner of the store says he has 
never found any inexpensive souvenir 
that met with such hearty approval, 
and many of his customers have 
dropped in to thank him for the 
matches. Now he is planning to send 
each man on his mailing list a packet 
of initial matches for a holiday greet
ing.

Shoe Output Up One Year, Down in 
Next.

Shoe production in this country has 
such a regular year-to-year fluctuation 
that it might almost be called a pro
duction trend rather than a fluctuation 
census figures reveal. In the first ten 
months of 1922, for instance, produc
tion touched 265,947,062 pairs. In the 
same period of 1923 it rose to 301,- 
491,668.

In the first ten months of 1924 there 
was a slump, which was reversed by 
the ten months’ output of 1925. In 
1926 came the usual setback, with pro
duction touching 272,339,930 pairs. 
That for the first ten months of this 
year mounted again, reaching 293,- 
994,957 pairs.

Men’s FuTni hings Doing Well.
While clothing sales have lagged, 

the holiday turnover of men’s furnish
ings at retail has been fully up to ex
pectations. The call for neckwear and 
shirts has been particularly brisk. Silk 
shirts, particularly white jacquard fig
ured merchandise, have done well. The 
sale of mufflers has been somewhat 
affected by mild weather, but these 
items are nevertheless said to be hold
ing favor for gift purposes. Initial 
tjuckle and belt sets of the better grade 
have met with strong consumer inter
est and are credited with a turnover 
b:gger than the year before.

T W O
NEW

O N E S :
Style 949 — Men’s autumn 

Blucher Oxford, Monarch’s 
Calfskin, Dundee Last 
(Medium 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 Mon
arch’s black c a lf_____$3.45

“ Over night Service”

Herold-Bertsch Shoe Co.
Grand Rapids, Mich.

M anufacturers of Quality Foot
w ear since 1892.

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

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

BEN KRAUSE CO.
20 Ionia Avenue 

GRAND RAPIDS, MICH.

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

LANSING, MICHIGAN

Prom pt Adjustments

Writ»
L. H. BAKER. Secy-Tre*.. LANSING. MICH.

P. O. Box 549
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RETAIL GROCER
Retail Grocers and General M erchants 

A ssociation .
P re s id e n t—O rla  B ailey , Lansing. 
V ice-P re s .—H a n s  Jo h n so n , Muskegon. 
S e c re ta ry —P a u l Gezon, W yoming Park . 
T re a s u re r—F. H . Albrecht. D etroit.

The Merchant-Artist Blooms Again.
It is always a joy to get one of 

Cavalli’s circulars. George runs a gen
eral store in the little resort town of 
Cloverdale, California; and to judge 
from his advertising and' quite evident 
prosperity, he must be a big frog in 
that rather undersized puddle. That 
he has much fun as he goes is appar
ent from the good cheer and jolly 
humor which permeates whatever he 
writes.

It should be understood! at the start 
that not everybody can be like George; 
for he is a natural artist and he has 
developed his talent to a point where 
he might exhibit anywhere without 
diffidence. But the talks can be emu
lated in quality by anybody who takes 
his advertising as seriously as George 
does and works at it as earnestly as 
every merchant should do.

George’s December circular is be
fore me. Naturally it differs from 
what he issues other months, because 
of the Christmas holidays. This one 
is 18 x 25 inches, printed in green and 
red on pink paper, with holiday bor
der and poinsettias in the corners. It 
is profusely illustrated with cuts.

A point for emulation is George’s 
plain, homely talks. He writes as he 
would speak and gets down to cases 
at once. Here is what he says about 
his Therapeutic Lamps: “This lamp
is made to serve every purpose of gain
ing and retaining beauty and health. 
Everyone in your home will have a 
vital need' and desire to use it. Special, 
each, $6.50.”

In one portion of the circular George 
says: “You are always welcome to 
come in and look.” I suppose there is 
not a modern store anywhere which 
does not think it extends that invita
tion; but the atmosphere surrounding 
the casual looker is vastly various in 
different stores. In some the visitor 
feels that he can inspect and look as 
long as he likes, freely, without inter
ference. Some book stores are like 
that. The invitation is to “come in 
and browse.” Another book store 
says nothing, but the visitor is let 
alone until he manifests desire to be 
attended.

The Mutual Stores Co. uses women 
clerks and gives them intensive, pains
taking training. The Mutual girls 
speak with low, musical voices, say
ing, with a welcoming smile: “Can
I help you?” There is a friendliness 
that is quite attractive. One of the 
great merchandisers of all time, John 
Wanamaker, Philadelphia, trained his 
clerks to see, be alert and on hand1 the 
minute service was wanted; but never 
to offer service until there was indica
tion from the visitor. The telephone 
folks train their operators, sometimes 
for six months—during which time the 
girls draw pay and produce absolute
ly nothing for the company—in clear 
enunciation, a set form of words for 
every need, and, above all, a carefully 
modulated, cheerful voice. Result is 
to be noted by every phone user in the 
uniformly charming voices of the op

erators and the distinctness of what
ever they say.

Let merchants contrast all this with 
the brusque “Yes Sir!” that is shouted 
stridently at most visitors to the or
dinary store. If what happens in your 
store conveys to the visitor the spirit 
of what Cavalli prints you are well 
fixed and to be congratulated. If not 
try to instill ihat spirit into yourself 
and assistants.

Cavalli reads good literature and 
knowrs when suitably to use it. He 
quotes from Dickens’ Christmas Carol 
in this circular. But his talks about 
goods, while right to the point, con
vey cheer and courtesy. Talking of 
Sw’eet Potatoes, he says:

“Southern style; that sounds good. 
We have some very fine Southern 
Yams, of excellent flavor. Try some 
with your next order. Three pounds 
for 25c.” If you happen to know that 
what we call sweet potatoes are not 
eaten at all South of Mason & Dixon’s 
line, this will get across to you. Those 
Southerners eat only yams.

I could quote all of George’s circu
lar with pleasure; but anybody can get 
a copy by asking him for it. A study 
of any of his stuff will profit any mer
chant anywhere.

In connection with this matter of 
writing advertisements, it should be 
noted that English is a part of the 
courses through which British grocer- 
students have to study to graduate into 
assistants and so gradually become 
master grocers. A recent proceedings 
of the Institute of Certified Grocers, 
London, says:

“It will be generally agreed that the 
retail salesman needs to possess a 
good knowledge of his mother tongue, 
and any course of study followed by 
candidates in preparation for the ex
aminations of the Institute should be 
planned with the object of enlarging 
the vocabulary of students, and engen
dering in them an appreciation' of good 
English and a desire to use it.”

That may sound stilted to most of 
us: but if we contrast our own clerks, 
who enlarge their vocabulary mostly 
through picking up the latest slang, 
maybe we shall conclude there is 
something in this British idea.

Anybody who has been' waited on 
by an English or Scotch grocery clerk 
must have been struck by his alert, 
soldierlike bearing, his prompt service, 
his exact knowledge and the swift 
facility with which he computed the 
charge in that intricate money of 
theirs, setting down his results in 
clear, yet pointedly characteristic writ
ing. We might go farther and fare 
worse than to follow and emulate some 
of those old-fashionied1 customs and 
plans.

In the old days, the chains sales 
used to run about 57 per cent, in seven 
staples. Now 29 per cent, of their 
sales are in six staples, thus: Butter, 
7 per cent.; Coffee, 6.5 per cent.; 
Sugar, 6 per cent.; Eggs, 5 per cent.; 
Bread, 2.5 per cent.; Flour, 2 per cent.; 
Two interesting points in this tabula
tion appear: First, that sugar is no 
longer the leading staple seller in the 
chains. Butter is taking the lead, with 
coffee—formerly slowed up in sales 
because heldi generally at near-luxury 

(Continued on page 31)

Don't Say Bread 

^Say

H 0 L S U M

M. J. DARK & SONS
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 WELLINGTON, New Zealand
ALEXANDRIA, Egypt MANILA, Philippine Islands
HONOLULU, Hawaii AMSTERDAM, Holland

We 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.

NEW CUSTOMERS EVERY DAY

Every day thousands of people are seeking improved 
health—and finding it—through eating Fleischmann’s 
Yeast.
Most people buy their Fleischmann’s Yeast at the gro
cery store and the Fleischmann transparency on your 
door will remind passers-by daily that yours is the store 
which sells it.

FLEISCHMANN’S YEAST 
Service
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MEAT DEALER
Calories, Vitamines and Just Meat. 
The housewife hears a great deal to

day about calories, vitamines, proteins, 
carbohydrates and other things of 
dietetical importance and we some
times wondter if some of them are not 
getting a little fed up on them There 
arc things essential to life and health 
and neglect of their use results dis
astrously, but the average person does 
not need to study about these things 
to her annoyance or 'bewilderment. 
When it comes to the essentials of life 
and health meat holds a very promin
ent place, as attested to by highly 
competent authorities and, ordinarily 
there is nothing but good to come 
from its use, and all the talking done 
by those who would have it otherwise 
does not alter the facts. But there is 
another reason why meat is eaten and 
a very vital reason, too. People eat 
meat because they like it. It pos
sesses flavors that carry special appeal 
and it satisfies the appetite in a most 
comforting way. This is about all the 
average person cares to know about 
it, except what it costs. It is well that 
we should have competent scientists 
who find out all they can about food 
and then tell us what is good and what 
is bad, but if we have confidence in 
what they tell us it is not necessary 
for everyone to find out things for 
himself. The danger of everybody 
attempting to study food from a scien
tific standpoint is that most of those 
who try to do this gain little more 
than superficial knowledge and are apt 
to jump at conclusions or bcflieve state
ments madte by those they come in 
contact with either through reading 
books or listening to lectures. If the 
conclusions are right and based on 
scientific knowledge well and good, 
but if they happen to be wrong and 
if they are spread as facts consider
able injury may result. Too many 
people pose as food authorities who 
know nothing about the matter from 
actual first-hand study, but simply re
peat what they have heard or read. 
There are many real experts who may 
safely be accepted as authorities, but 
it is not always advisable to isolate a 
few statements made by these experts 
and use them as indicating their con
clusions on the whole matter. For the 
average lay person to try to teach 
dietetics without having first made a 
scientific study of the subject is about 
as logical as to practice medicine with
out having been graduated from a 
medical school.

Lamb Chops a New Way.
This seems to be an age when 

plumpness is looked upon with dis
favor, and holy horrors! if a person is 
fat he is entirely out of the running. 
This, perhaps, is why lamb chops are 
so popular, for someone said a year or 
two ago that if one eats a lamb chop 
with a slice of pineapple every day the 
figure will be all that could be desired. 
We are going to tell you now how 
lamb chops may be served with pine
apple so that all may enjoy the dish 
and maintain a sylphlike figure, al
though the latter is not guaranteed. 
The one who prepared this recipe 
called it “Lamh Qhops, Hawaiian

Style.” “Place lamb chops on a well 
heated broiler and cook until brown on 
one side. Turn and cook a few 
minutes, but not until brown; then 
place a slice of pineapple on each chop 
and cook until the pineapple becomes 
a delicious brown, about five minutes. 
If pan-broiled, place pineapple on top 
of chop at once, then change to cook
ed side when chop is turned.” This 
sounds very good, doesn’t it? and 
would probably be quite a treat to 
Hawaiians or others living on those 
beautiful islands. They have the pine
apple out there, which are so de
licious they never grow tiresome, but 
lambs are more plentiful in the States. 
We have eaten lots of pineapples in 
Honolulu, and lamb chops, too, but do 
not recall ever having partaken of the 
combination we are telling you about. 
It is good, though, and deserves a 
trial. The wholesale market on lamb 
has been about as jumpy lately as the 
lambs themselves are in their native 
habitations and right now the market 
is relatively low. This should be a 
good time to try out the dish mention
ed or to buy a leg or shoulder roast for 
a nice dinner. The quality will be 
found very good and by buying now 
and helping the industry a little you 
will help yourself much.

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 -----------------------------

15 
..  14 
._ 17 
._ 16 
._ 16
-  14% 
._ 17
-  15% 

5.00
__ 3.00

Nearly Fifty Years of Experience in  
Match Making has Produced

T H E  D IA M O N D  BR A N D

Y > \ ôlT X \.O T V Ô l

You will build prestige for your store by 
selling this high quality brand, avoid 
price cutting and inferior quality com 
petition.

You w ill serve your community by 
securing the best and safest match that 
can be made.

*

A  match is made to produce fire. It 
therefore can be an element of danger. 
The Diamond Brand has the high repu
tation of the makers behind it.

The Diamond Match Company

Pelts.
L am b s  __________________
S h earlin g s  -------------------

Tallow .
P rim e  __________________
No. 1 ___________________
No. 2 -----------------------------

W ool.
U nw ashed , m edium  ----
U nw ashed , r e j e c t s -------
U nw ashed , f i n e -------------

Fox.
No. 1 L a r g e -----------------
No. 1 M edium  -------------
No. 1 Sm all __________

Skunk.
No. 1 __________________
No. 2 __________________
No. 3 __________________
No. 4 __________________

50@1.25
25@1.00

07
07
06

.  @33 

.  @25 
_ @30

.$15.00 

. 12.00 

.  10.00

. .$ 2.00 

. .  1.50 
1.00 
.50

Pack Eggs Round End Up.
A word of advice or suggestion from 

those actually doing or supervising the 
work of packing eggs and poultry is 
always welcome. In the footnote to a 
recent letter, F. Strumpfler, with Sey
mour Packing Co., Norton, Kansas, 
writes, “Many eggs grade lower if 
they have not been packed right either 
by producer or dealer. Pack all eggs 
round (big) end up to prevent settled 
yolks or spot rots.”

John A. Lake, of Smith & Lake, 
dealers in groceries at Petoskev, writes 
the Tradesman as follows: “Enclosed
find a check to cover our old friend 
the Michigan Tradesman for the com
ing year. You receive this pleasure 
once a year, we receive ours fifty-two 
times.”

Chauncey & Baldwin, dealers in gen
eral merchandise at Bridgman, renew 
their subscription to the Tradesman 
and write as follows: “It has been a 
welcome visitor at our store ancl home 
for a quarter of a century,”

mailto:50@1.25
mailto:25@1.00
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HARDWARE
Michigan R etail Hardware A ssociation .

P res id en t—C. L. G lasgow , N ashv ille .
V ice-P res .—H erm an  D ignan , Owosso.
S e c re ta ry —A. J .  S co tt, M arine City.
T re a s u re r—W illiam  M oore, D etroit.

New Year Suggestions For the Hard
ware Dealer.

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

For the hardware dealer, January is 
apt to be a quiet month. After the 
Christmas rush comes an inevitable 
reaction. The public, having gorged 
itself with buying, dislikes the very 
thought of buying anything further; 
and, having considerably overspent, is 
strongly impelled to economize. Dras
tic retrenchment is in the air. As a 
result, the hardware dealer will gen
erally find business decidedly slow in 
coming.

The dealer himself, even with the 
stimulus that naturally attends the en
tering of a new and untried year, is 
usually inclined to slacken his efforts. 
He has spent his energies freely to 
meet the demands of the Christmas 
season; and gladly welcomes the op
portunity to rest. So long as there was 
business to be done, he attended to it; 
but with the natural slackening that 
follows the holiday season, the tenden
cy of the hardware dealer is to wait 
until business picks up before putting 
forth any great effort.

In other words, he wants to rest; 
and he will rest.

Now, rest is very desirable at the 
proper time and place; but the hard
ware store during business hours is 
neither the proper place nor the proper 
time for rest.

Rest in the hardware store during 
January is dangerous to business. It 
is more dangerous than it would have 
been in December. In December, 
everybody was in the buying mood. 
In many instances the goods practically 
sold themselves. Even if you put forth 
little effort, a certain amount of busi
ness was bound to come your way. In 
December the man who hustled the 
hardest naturally got most of the busi
ness; but even the easy-going chap se
cured a reasonable share.

But in January conditions are differ
ent.

In January the hustler gets a fair 
amount of business. The “take-it- 
easy” fellow gets little or nothing.

In December, business hits the high 
spots. The two months between the 
Christmas rush and the spring awak
ening represent a dull monotony when 
business lags and has to be most in
telligently and persistently prodded.

It may be hard for the dealer to 
rouse himself to the necessary busi
ness-getting effort in these dull months, 
when effort is so difficult and results 
are seemingly so small. But the hard
ware dealer should keep constantly in 
mind that when he works in January 
and February, he works, not only for 
the immediate present, but for the yet 
more important future.

The hardware dealer who, in January 
and February, by persistent effort, 
keeps his store before the public and 
keeps the public coming to his store, 
is the dealer who will find the spring 
business easier to get.

When trade does not come of its 
own accord, is the very time to work

harder, advertise more aggressively, 
and fight more vigorusly for business.

Business can be drummed up in Jan
uary. Nbt by any means to the same 
extent as in busy December; yet 
enough to make this lean first month 
of the New Year pay its way.

For, be it remembered, the rent and 
the overhead continue just the same. 
But unless you hustle for sales, the in
come will not be available to meet these 
inevitable outlays.

One of the surest methods to secure 
business in January is to quote the sort 
of prices that people cannot resist. The 
popular disinclination to buy can be 
most effectively overcome through the 
medium of price advertising. At least, 
price advertising is the bait which will 
rouse people from their inertia and get 
them inside the hardware store.

When you talk to your customers 
after Christmas in terms of price, you 
are talking in the language which at 
that precise time is most likely to in
terest them. Every hardware dealer 
has met the penny-pinching customer 
who, although he is reluctant to buy 
vitally necessary articles at a fair price, 
cannot refrain from buying ccasional 
things he doesn’t deed just because 
they are “cheap”. His mind is attuned 
to the bargain, even though the bar
gain may be something he does not 
require.

Just so, the public right now is 
thinking in terms of economy; its men
tal attitude is one of penny-pinching; 
and the price-argument strikes a re
sponsive chord.

It is a time to talk to the public, not 
in terms of dollars, but in terms of 
quarters, dimes, and nickels. And the 
customer who can’t be persuaded to 
spend a dollar all at once will often 
spend ten dimes, one after another.

But, while the “price-argument” is 
useful and necessary, this does not in
volve a general price cutting. You 
don’t have to give away your goods, 
even in January, to get people into 
your store. And getting folks into the 
store is more than half the battle, in 
January. Once inside the store, the 
customer is pretty sure to buy some
thing he sees, even if it isn’t the item 
which first attracted him, and even if 
it isn’t offered at a bargain price.

The skilful use of an occasional 
“loss-leader” is the best way to attract 
customers. The “loss leader” should 
be something likely to interest a great 
many people, and so priced as to over
come their post-holiday inertia. A low- 
priced article which interests only a 
few people won’t serve the purpose. 
Neither will a popular article where 
the price is only a little shaded. To 
get a lot of people into your store, you 
must sacrifice something a lot of peo
ple want at a price they can’t refuse.

In catering to January business, the 
hardware dealer will as a rule be well 
advised to disregard the men, and con
centrate on his feminine customers. To 
make a direct, specific and successful 
appeal to women, the dealer should 
specialize on household goods at at
tractive prices.

If a woman wants a stove in Jan
uary, sell it to her. Sell people what
ever they want. But most women do 
not want stoves in mid-winter. They

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

STO RE  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

We can give you service on

C el -O - Glass
We carry a complete stock

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

WHOLESALE HARDW ARE
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have already provided for cold weather 
in this respect.

They do want household hardware, 
tinware, enamelware, and a multitude 
of little articles used about the kitchen. 
No woman ever feels that her home is 
sufficiently equipped in this respect. 
It is with these lines that the feminine 
customers can be most effectively 
reached right now.

Accordinly, it will pay to forget your 
heavy hardware, and, in January, put 
on several first-class window trims de
voted to small household articles. Feat
ure items in tinware, enamelware and 
household hardware that you can price- 
ticket at 10 cents or up.

Your window displays should be 
supplemented by strong newspaper ad
vertising. In a sale where the price- 
argument is stressed, newspaper ad
vertising is vital. Circulars can also 
be sent out through the mail to your 
regular maling list; or to a consider
ably enlarged list. Even a general dis
tribution to every householder is worth 
while. Throughout all this advertising, 
the price-appeal should be stressed.

Care should be taken in your interior 
arrangements. The advertising should 
bring a lot of people into your store. 
In this advertising you have played up 
your most striking offerings. But when 
the people do come, they should find, 
not merely the advertised specials but 
a host of other interesting items; goods 
where, perhaps, the price-shading is 
merely nominal, but which most house
wives are apt to need. And the house
wife who is attracted to the store by a 
50 cent saving on a featured article will 
usually buy several small items where 
the saving is only ¡a cent or two.

If necessary, the store interior should 
be temporarily rearranged to give these 
household lines especial prominence. 
Bargain tables for small-wares can be 
introduced. Everything should be 
price-ticketed in plain figures. The 
constant reiteration of the price-argu
ment emphasizes the genuineness of 
the sale.

Show as many of these small lines 
as you can, and show them as prom
inently as you can. Get across the idea 
that this is a golden opportunity for 
thrifty housewives to purchase the 
handy little household devices they 
have wanted for years and haven’t felt 
able to buy.

Plenty of small articles in the hard
ware stock lend themselves readily to 
window and interior display. In trim
ming your windows it is not necessary 
stunts. The great thing right now is 
the “stocky” window, the window 
to put on elaborate displays of fancy 
which shows articles and quotes a mul
titude of prices.

Here are some items that lend them
selves readily to such displays: Oil
cans, pie pans, muffin tins, tea-kettles, 
nutmeg-graters, pudding-tins, coffee 
pots, dish pans, soap dishes, sauce pans, 
basting spoons, tin cups, bread pans, 
funnels, drip pans, teaspoons, dairy 
pans, preserving kettles, colanders, dust 
pans, dippers, etc.

Price-tag everything in clear, unmis
takable figures. It is sound policy in 
most instances to feature the cheaper 
lines and the lower priced articles. You 
must appeal to the public along lines

wnere the response is sure; and right 
now the public is in the ten-cent mood 
rather than the ten-dollar mood.

Certain of your “loss leaders” must, 
as previously stated, be items popular 
enough to attract a lot of people. At 
the same time, your sale affords a gold
en opportunity to get at least a little 
money out of odds and ends of slow- 
selling stock. If you take stock im
mediately after the holiday, you will 
undoubtedly uncover quite a few such 
items; items which normally you will 
never sell at the regular price, which 
are apt if held to prove a dead loss, 
and which it is worth while to offer 
for what they will bring.

Cut drastically on such items. You 
may sell them, in which event what
ever you get is practically money 
found; and the drastic cuts you make 
will help materially to emphasize your 
price argument.

While low priced items should be 
featured, such a sale affords a good 
opportunity to demonstrate some high
er priced lines offered at practically 
regular prices. Aluminum ware, elec
trical goods, washing machines, va
cuum cleaners, these and similar lines 
can be demonstrated. Where dairying 
or agricultural machinery is handled, 
these lines can also be demonstrated. 
You may not do much business in such 
lines at the moment; but the demon
strations will educate your customers 
for future business. Use the rural tele
phone to bring in country customers; 
they are not so busy as they will be 
later in the year, and many of them 
will be glad to come in and see such 
demonstrations of articles interesting 
to them.

Such demonstrations help to pull 
crowds to your special sale; your spe
cial sale helps to bring crowds to your 
demonstration. Thus you are killing 
two birds with one stone.

For, after all, your big task in Jan
uary is to keep people coming to your 
store. That will mean extra business 
right now; it will impress them with 
the fact that you are wide-awake and 
aggressive; and it will pave the way 
for a great deal more business when 
the spring buying opens.

Judged by results, your January ef
fort may seem rather futile. Yet it has 
one additional advantage personal to 
yourself. It keeps you in the habit of 
hustlng; it trains you for future busi
ness-getting; it helps immensely to 
make you more efficient when, a little 
later in the year, efficiency is vital 
to business-getting.

Victor Lauriston.

Not So Cool After All.
A few minutes after an alarm of fire 

was given in a hotel, one of the guests 
joined the group that was watching 
the fire, and chaffed them on their 
apparent excitement.

“There was nothing to be excited 
about,” he said. “I took my time 
about dressing, lighted a cigarette, 
didn’t like the knot in my necktie, so 
tied it over again—that’s how cool I 
was.”

“Fine,” one of his old friends re
marked, “but why haven’t you your 
trousers on?”

** W il l e t t -C h u l s k i  & C o ^
INVESTM ENT BANK ERS I

Listed and Unlisted Securities.

I S
933-934 Michigan T rust Bldg. ~  

GRAND RAPIDS, MICHIGAN Ì
z A

Grand Rapids, Mich.

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 liauids 
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.

Distributors

I. VanWestenbr ugge
Grand Rapids - Muskegon

Truck Service  
Central W estern Michigan

Nucoa
krafkK xheese

“BEST FOODS“ DsRAELs^ DNG 

“FANNING’S“ ■"Sags*" 
ALPHA BUTTER 

Saralee Horse Radish
O T H E R  S P C I A L T I E S

SELL

Ge B ott’s
K ream  FrydK aK es

DECIDEDLY BETTER

Grand Rapids Cream Fried Cake Co.
Grand Rapids, Mich.

Ship By
Associated Truck

GRAND RAPIDS, LANSING and 
DETROIT.

Every Load Insured. Phone 65505

COCOA
DROSTE’S CHOCOLATE 

Imported Canned Vegetables 
Brussel Sprouts and French Beans 

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

GRAND RAPIDS, MICHIGAN

J. CLAUDE YO UDAN
ATTORNEY AND COUNSELOR  

Special a t te n tio n  g iv en  c re d ito rs  p roceed 
ings, com positions, rece iv ersh ip s , b a n k 
ru p tc y  a n d  c o rp o ra te  m a tte rs .

B u sin e ss  A ddress :
433 K elsey Office Building, 

GRAND RAPIDS, MICHIGAN

TER MOLEN & HART
SPRINGS; Office Chair, Coil, Baby 

Jum per, General A ssortm ent. 
Successors to

Foster Stevens Tin Shop,
59 Commerce A ve.

GRAND RAPIDS, MICHIGAN
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HOTEL DEPARTMENT
When Bull Fights Were Held in 

California.
Los Angeles, Dec. 22—Next week I 

am promised a four day motor trip to 
Death’s Valley, Inyo county, with an 
opportunity of seeing snow in the 
mountains, with a chance of shoveling 
same, providing snow shovels are not 
an unknown quantity.

The other day while blacksnaking 
at the Plaza, I ran across an interest
ing old Mexican, Alvorado by name, 
who entertained me with a story of 
the days of bull fights when the Plaza 
was the social center of old Los 
Angeles. Just West of Broadway is 
a typical Spanish road called Castelar. 
In the 50’s it was called Bull street, 
where matadors and toreadors were 
matinee idols. They entered the 
arena to the strains of patriotic and 
warlike music and were greeted with 
showers of bouquets from the hands 
of fair señoritas.

Fake fights they had in the old days 
but that was before the common
wealth had legalized human butchery 
and had a regularly constituted com
mission to regulate same, hence in 
place of a commission they used a shot 
gun as a regulator.

There may be some people nowadays 
who do not approve of prize fights be
cause of their brutal features, who 
hate to believe that Californians in
dulged in bull fights, but they did just 
the same. In those halcyon days 
there was one Don Felipe Lugo, who 
was a leader in this fine Castillian line 
of manly and brutal sport, and a hero 
as well, for on an occasion during 
Argonaut days, when an infuriated 
bull broke through the ring and charg
ed upon spectators, gallantly spurred 
his steed in front of the maddened 
animal. His horse met death at the 
long horns of. the bull which fell with 
a dozen bullets in his heart from the 
weapon of the brave Don Felipe.

California was a Spanish province 
for 280 years and a Mexican colony 
for twenty-ifive years thereafter, hence 
the hotbloods were largely in the ma
jority and bull fighting was even then 
the sport of kings.

The most popular bull ring was on 
Castelar street, near where the French 
hospital now stands, but there were 
several others in the Plaza district. 
One near the Southeast corner of the 
Plaza, at the very doors of the Mis
sion, was very popular and here other 
sporting events took place—the cock 
fights which supplied some of the 
real thrills of early sporting days. It 
is a proudly acknowledged fact that 
the priests from the Mission kept 
splendid game cocks which won many 
historical battles.

One famous bull fight, along the 
lines of comic opera, is still a topic of 
hilarious conversation by such as sur
vive of the social heavy weights. It 
was as good as the recent pugilistic 
contest at the Coliseum here which is 
now agitating sporting fans all over 
the state, particularly those who are 
trying to get a refund of ducats put up 
for admission.

Large bill boards proclaimed the 
coming, direct from Seville, Spain, of 
a famous toreadore, Don Jesus of 
Plaza de los Toros, who was to fight 
the most ferocious wild bull ever cap
tured. The grandstand was filled with 
dons, señoritas and wealthy other 
citizens, when the toreadore made his 
appearance, preceded by mlt and glit
ter, spangles and spatters, lance and 
pennon, mounted on elegantly com- 
parisoned steeds—as they say in the 
circus posters—picadores, banderillos 
and finally—the matadores all radiant 
in green silk, tinsel and stripes.

When the “ferocious” bull made his 
appearance he came not with wild, 
flashing eye, distended nostril and high 
waving tail, but as gentle a visaged 
old ox as ever tugged at a Mexican 
cart. The spectators were naturally

hot under the collar, realizing that they 
were gypped, but restrained their tem
per for a re-entry, later on, when they 
gave an exhibition such as the sole 
survivor of Custer’s last charge would 
have considered the acme of excite
ment.

But the poor, old beast was torment
ed by Don Jesus until he made a wild 
dash for his tormentor, who made a 
dash for the fence, and, fortunately for 
the ox, close to the spot where the 
mayor or burgomaster of Los Angeles 
set. The mayor planted a well direct
ed kick in the pit of the toreador’s 
stomach, which landed him on the 
gory, hornless head of the workox, 
who, now looking the very incarna
tion of victory, gave his tormentor a 
toss high over his head. The much 
heralded' Don Jesus turned out to be a 
cook in a cheap restaurant, and re
turned to his situation after his -shat
tered frame had been reupholstered. 
Of course there was much tumult by 
the cash customers, but they finally 
9aw the humor of the thing and 
Alvarado, my informant, still chuckles 
over the event.

Chinatown, adjacent to the Plaza, 
while not as elegant and elaborate as 
the similar institution in San Fran
cisco, is still interesting, and especial
ly so if you happen in on a holiday, 
which are frequent. John Chinaman 
lives here to-day as he has always 
lived, although probably not quite so 
numerous as he was twenty years ago. 
He lounges about in the narrow 
Apalbiasa street, smojcing his queer 
tobacco pipe—both pipe and tooacco 
are queer. The pigtail is almost passe, 
although occasionally you will find an 
orthodox individual who would as soon 
think of committing suicide as to 
separate himself therefrom. His little 
slant eyes are as baffling as ever and 
his ways never change, unless he 
makes a radical effort to assume 
Americanism. He is particularly 
friendly, however, and if he does take 
a liking to you, you may, as I have 
done, visit his joss house and maybe, 
one qf the long rooms where the little 
idols sit in perpetual contemplation 
over the offerings of rice and cakes.

The Chinese theater is a scream. 
The play is always a serial or a con
tinued story. At the box office you 
may, if you desire, purchase a con
tinued or season ticket. The play, 
which fortunately I got an insight into, 
on account of scraping up an acquaint
ance with a China youth, commences 
with the birth of the hero and heroine, 
which interesting event is almost ex
hibited on the stage, and they are then 
followed through all the vicissitudes of 
life down to the grave. They tell me 
that sometimes a play lasts six months. 
I dloubt if any rehearsals are required, 
for to me it seemed that thejy made it 
up as they went along. The youth 
assured me this particular play, which 
wa9 a hummer, had been going on for 
two months and was just approaching 
the zone of excitement. The comedian, 
as usual, was not in the least respect 
funny. The heroine, as explained to 
me, had finally grown up into woman
hood and was on the point of being 
married to a voung Chinaman in 
spangled trousers and a long pigtail. 
The bride’s father comes in with his 
arms full of tea chests and bestows 
them, with his blessing, upon the 
happy couple. There is no drop cur
tain. All shifting of scenery goes on 
in the presence of the audience. The 
stage properties consist chiefly of rugs 
and draperies and most elaborate in 
character. They go far toward en
tertaining the visitor who is not for
tunate enough to have an interpreter 
alongside. To me the orchestra is a 
wonderfully entertaining feature. Like 
the play their music is also extempor
aneous, executed on tin pans and one- 
string fiddles. One application is 
usually sufficient, but if you have never 
seen a Chinese play, don’t overlook 
the one application,

Warm Friend Tavern
H olland, M idi.

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

E. L. LELAND. Mgr.

I  I t  is  tH «  T u l l e r

P m  i/ a £ u j&
Facing Grand Circus Parle, 
th e  heart o f  Detroit. 800 
pleasant rooms,$2.50 end up. 
w ard  B. Jam es, M anager. 

DETROIT. MICH.

HOTEL

ULLER
“ W e are always m indful of 
our responsibility to the pub
lic and are in full apprecia
tion of the esteem its generous 
patronage implies.**

H O TEL R O W E
Grand Rapids, Michigan.

ERNEST W. NEIR, M anager.

CODY HOTEL
IN THE HEART OF THE 
CITY OF GRAND RAPIDS 

Division and Fulton

RATES
$ 1.50 up without bath 
$2.50 up with bath

CODY CAFETERIA IN 
CONNECTION

NEW BURDICK
KALAMAZOO, MICHIGAN 

In the Very H eart o f th e  C ity  
Fireproof C onstruction 

The only All New H otel in the  city. 
Representing 

a  $1,000,000 Investm ent.
:*50 Rooms—150 Rooms w ith  P riva te  

B ath.
tSuropean $1.50 and up per Day.

RESTAURANT AND GRILL— 
cafe te ria , Quick Service, Popular 

Prices.
E ntire  Seventh Floor Devoted to 

Especially Equipped Sample Rooms 
W ALTER J. HODGES,

Pres, and Gen. Mgr.

HOTEL OLDS
LANSING

300 Rooms 300 Baths 
Absolutely Fireproof 

Moderate Rates
Under the Direction of the 

Continental-Leland Corp.
G eorge L. C ro ck er ,

Manager.

Wolverine Hotel
BOYNE CITY, MICHIGAN 

Fire Proof—60 room s. T H E LEAD* 
ING COMMERCIAL AND RESORT 
HOTEL. Am erican Plan, $4.00 and 
up: European Plan, $1.50 and up. 

Open the year around.

HOTEL FA IR BA IR N
Columbia at John R. Sts. Detroit 
20o Room« with Lavatory $1.60, $1.76, $2.00 
100 Rooms with Lavatory and Toilet $2.26 
ICO Rooms with Private Bath $2.69, $3.00 

R u tes  by th e  AVeek o r M onth 
“ A H O M E AW AY FROM  H O M 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
FIRE PROOF 

CENTRALLY LOCATED  
R ates $1.50 and up 

EDW ART R. 8W E TT , Mgr. 
M uskegon Michigan

HOTEL PHELPS
Good Beds - Good Eats 

GREENVILLE, MICH.
E. J. ANSTED, Prop, and  Mgr.

HOTEL KERNS
LARGEST HOTEL IN LANSING

300 Rooms W ith or W ithout Bath  
Popular Priced Cafeteria in Con

nection. R ates $1.5C up.

E. S . RICHARDSON, Proprietor

WESTERN HOTEL
BIG RAPIDS, MICH.

H ot and cold running w ater in all 
rooms. Several rooms w ith  bath. All 
rooms well heated and well v en tl. 
lated. A good place to stop. A m er
ican plan. R ates reasonable.

W ILL F. JE N K IN S, Manager
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In a letter from my friend, H. F. 
Heldenbrand, of Pontiac, he - conveys 
the information that he will probably 
open his new Heldenb.rand Hotel in 
that city the latter part of January. I 
had! an opportunity of looking over 
the proposition in its incipiency be
fore leaving for California, and now 
if some good fairy will favor me with 
advance details, will be in a position 
to tell my little story contemporaneous 
with the dedication of this splendid 
affair.

I have been conscripted frequently 
since coming back to the Golden 
State to attend hotel men’s functions, 
but a most enjoyable affair was a 
meeting of the Southern California U. 
C. T., the other evening, and talking 
a little about my experience on both 
sides of the hotel counter, it so hap
pening that my road work covered a 
period of a quarter of a century and 
hotel operation half as many years 
later.

I have always had a warm spot in 
my heart for the traveling man and 
think I demonstrated that fact in my 
treatment of them while acting in the 
role of boniface. Their hearts are al
ways young, but there is a constant 
change going on in the method of 
selling goods.

The old time traveling man is now 
a specialty salesman, high-powered, 
in most instances, at that. He differs 
from his commercial forbear, much 
like the prime factor of evolution.

The old-time drummer always rode 
on slow local trains, stopping in the 
tank towns, making two, or some
times only one stop, a day. Arriving 
at a town, he would spend part of the 
day arguing with the hotel clerk and 
finally the bellboy and porter, so that 
he could get his trunk of samples 
hauled from the depot, unpacked and 
installed in a sample room.

Then he would spend more hours 
calling on the trade, inveigling buyers 
or small store proprietors to cojne to 
his room, and after he had taken their 
orders and treated them to whatever 
stock of stories, alcoholic beverages 
and cigars, he had on hand, would be
gin the weary job of packing up his 
sample cases again.

Sundays he often had to lay over 
in small town hotels, killing time by 
making out his route list for the 
forthcoming week and indulging in 
seven up with other victims similarly 
situated. Quite customarily he would 
have an opportunity of getting ac
quainted with his family at intervals of 
from two or threg weeks to as many 
months, and then only for fleeting 
visits. His old trade, as a rule, were 
loyal to him, and prospective cus
tomers encouraged1 him with the state
ment that, they would give him orders 
on his next visit. He occasionally 
heard from his house with an en
closure of an expense check, and when 
-sales were slow, with a personal sug
gestion thaj they could not “under
stand w'hy.”

A mistaken idea with the general 
public was that he was “flip,” and1 the 
hotel man that he bad an easy job 
spending money for his house. Others, 
however, considered him with’ mixed 
feelings of awe, respect, doubt and 
admiration.

As I said, times have changed1 with 
the moderni knight oi the grip. No 
more local trains, long layovers in 
jerkwater towns, Sundays in out-of- 
the-way hotels. He travels in an au
tomobile, usually equipped with spec
ially made trunks and cases for the 
display of his merchandise. He sel
dom uses a sample room, but goes di
rectly to his customer’s store, and 
utilizes any spare time his customer 
niay have, at intervals when there is 
no particular rush-

Instead of one or two towns, he 
travels on smooth highways, making 
a dozen towns a day, and, if he hap
pens to be a grocery or hardware

salesman, has a regular fixed schedule 
as unalterable as a railroad time table. 
He is always with his family every 
week-end, and the more fortunate are 
home every night.

He enjoys his car, tells his colleagues 
what wonderful work it is doing and 
hew many he wears out in a season. 
That is what they were made for and, 
besides, he gets plenty of benefit out 
of them.

But telling stories and dispensing 
hospitality to the trade are things he 
knows little about. He is all business. 
Instead; of questionable jokes, he puts 
;n his spare time telling his customer 
just how to stimulate trade, how to 
buy conservatively and all about bar
gains.

And at night he sits in his comfort
able home and listens* to the radio, in
stead of playing poker with the gang 
in some lost hamlet. Many of his 
brethren are even stalwart pillars in 
the church, and most of them are ac
tive in civic affairs and improvements.

But even if the old-time traveling 
man has disappeared under the swift 
wheels of progress, he will be remem
bered many a day by the veteran coun
try hotel man who waxed fat off his 
patronage. The stage will keep him 
alive and his stories will be repeated 
in locker rooms and Pullman smoking 
compartments. A gay life he lived in 
his day. Many a sad female heart fol
lowed his disappearance. He was a 
picturesque figure, even if many of 
the stories he told were bewhiskered. 
And as such his passing is mourned.

Out here is a man who has discover
ed a process which will arrest the de
cay in citrus fruit and almost unbe
lievably has refused an offer of $1,- 
000,000 for the formula, reserving it 
for the free use of fruit growers in his 
own state. As a result of his gener
osity it is now possible for any grower 
who may desire to dp so to preserve 
fresh oranges, lemons and grape fruit 
for months, to discontinue the use of 
refrigerator cars and consequently un
usually high special freight rates on 
same. The Government has “o. k.d” 
the methods employed. It looks 
bright for the horticulturist.

One of the most horrible crimes re
ported in the annals of California, was 
the kidnapping and subsequent mur
dering and dismembering of the body 
of a twelve year old school girl in this 
city last week, and the return of th$ 
mutilated remains to the grief-stricken 
parents by the perpetrator of the hor
rible deed. Of course these particu
lars have been brpadcast to the whole 
civilized world, but not so the state
ment of Police Commissioner Jones, 
broadcast over the radio, with refer
ence tc this case, in which he took up 
the question of lax methods in the de
tection and prevention of crime.

Mr. Jones comes to the front with 
a denial of inefficiency, so far as the 
police organization is concerned, but 
claims it is doing its very best with 
the means provided for its operation.

“The public does not seem to real
ize the full responsibility contemplated 
in the undertaking of guarding the 
peace of a community like the city of 
Los Angeles. With the means which 
the taxpayers provide, an efficient 
police force might be maintained were 
conditions the same as a decade ago, 
but during a more recent period addi
tional responsibilities have been given 
the law enforcement division, without 
adequate financial resources to meet 
increased needs of law enforcement 
requirments*. The Wright liquor en
forcement act by our own state legis
lative body, and the Volstead act 
which the General Government ad
monishes us to properly recognize ab
sorb such resources to an extent that 
we are not, under such abnormal con
ditions, economically powerful enough 
to cope with such conditions as bring 
about atrocious crimes such as we 
were a few days ago forced to face.

The comprehensive enforcement of the 
intoxicating liquor laws in this city 
would require every penny of our an
nual budget and leave nothing for the 
protection of human lives. Hence if 
we go out gunning for sparrows, vul- 
uires flock in.”

As the budget for the support of 
the Los Angeles police department is 
greater than the National appropriation 
for ihe enforcement of prohibition in 
48 states besides territories and de
pendencies, the public is at liberty to 
drawr its own conclusions.

Frank S. Verbeck.

White House Christmas Dinner Well 
Adorned.

Washington, Dec. 30—‘Santa Claus 
remembered the White House this 
year with greater generosity than he 
has been known to do in recent times. 
Just previous to Christmas nine fine 
turkeys rested on their backs in Presi
dent Coolidge’s ice box, waiting to see 
which one would' have the honor of 
adorning the presidential dinner table 
on Christmas Day. Close by were a 
brace of partridges, a couple of ducks 
and a fat goose. Elsewhere in the 
kitchen were boxes of fruit, nuts and 
candy.

E. W. Troop, dealer in general mer
chandise at Perrinton. renews his sub
scription to the Tradesman and savs: 
“It is a grand paper and every mer
chant should have it.”

HOTEL GARY

GARY’S N EW  »2,500,000 H O TE L 
GARY, IND. H O LD EN  O PE R A T E D  

COL. C. G. H O LD EN , P res id e n t 
C. L. H O LD EN , T rea s . & Gen. M anager 
One of th e  F in e  H o te ls  o f th e  M iddle W est. 

400 ROOMS FROM $2.00 
E ach  room  a n  o u ts id e  room . 

C ircu la tin g  Ice W a te r  a n d  E v e ry  M odern 
C onvenience. L a rge , L ig h t Sam ple R oom s. 

R e s ta u ra n t, Coffee Shop and  C afe te r ia  
in connection , a ll a t  popu lar p rices.

W e w ill a lso  o p e ra te  th e  following H o te ls: 
T he  M ills-H olden H o te l, R ichm ond, Ind ., 
w ill open a b o u t M ay 1, 1928; H o te l T ee l- 
ing, H arv ey , 111., will open a b o u t .Tune 1, 
1928. H O L D EN -G A R Y  COM PANY.

HOTEL BROWNING
150 F irep ro o f R oom s 

GRAND RAPIDS, Cor. Sheldon 6. Oakes 
Facing Union Depot; Three Blocks Away-

The
Pantlind Hotel
T h e center o f Social 
and B usiness A ctiv i
ties in G rand R apids.

Strictly  m odern and  
fire - proof. D ining, 
C afeteria and B uffet 
Lunch R oom s in con
nection.

750  room s —  R ates  
$ 2 .5 0  and up w ith  
bath.

YOU ARE CORDIALLY 
invited to visit the Beauti
ful New Hotel at the old 
location made famous by 
Eighty Years of Hostelry 
Service in Grand Rapids.

400 Rooms—400 Baths 

Menus in English

MORTON HOTEL 
ARTHUR A. FROST

Manager
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Michigan Board of Pharm acy. 

P re s id e n t—J am e s  E . W ay, Jackson. 
V ic e -P re s id en t—J . C. Dykem a, Grand 

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

Michigan S tate  Pharm aceutical 
A ssociation .

P re s id e n t—J . H o w ard  H u rd , F lin t. 
V ic e -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 ran d  

R apids.____________________________________

Hair Removing Preparations Used in 
England.

Soap in some form or other is the 
most popular lubricant in using a razor, 
in spite of the various reputed advances 
towards simplification in the produc
tion of a satisfactory shave. Hard 
soap, as curd soap, is still a favorite 
with experienced people, although most 
of the shaving soaps nowadays are on 
the soft side, which inclines to the idea 
that potash plays a large part in addi
tion to the filling. The shaving sticks 
and creams for lathering with water 
and brush are wholly in the hands of 
the soapmakers and credit must be ac
corded to them for the relative perfec
tion that has been reached. One disad
vantage arises in the progress towards 
a good shaving soap or cream which 
may be expressed as a soft abundant 
lather. With safety razors too much or 
too easy a lather is a drawback, since it 
is produced before the application of a 
brush with plenty of warm water has 
sufficiently softened the hair. Some 
who recognize this, wash first and then 
shave, but enquiries show that this is 
not the common method. Hair con
sists largely of keratin, which is sus
ceptible to alkalis but very little else. 
While one might think in terms of 
keratin plus alkalis, not too much must 
be made of it, as the epithelial tissue, 
although it contains keratin, is of a 
more recent age and can stand less al
kali than hair. The alkali or alkaline 
sulphides which can destroy hair will 
also remove the cuticle and dissolve the 
finger nails. Hence, in making any 
preparation to remove hair, a true bal
ance requires to be found between a 
softener and a lubricant. Any substance 
which is not properly balanced exacts 
too much from the razor blade or the 
skin of the person using it, when the 
only remedy for soreness or stiffness is 
to apply some emollient. A good shave 
really requires nothing else to leave the 
sense of comfort and cleanliness.

Shaving Without Brush or Water.
The desire of most travelers, espec

ially on night trains, is for a shaving 
cream needing no brush or water. At 
first it appears to be unreasonable de
mand upon the razor to leave behind 
any sense of comfort under such con
ditions, but this is not quite the case. 
A simple solution of the problem can
not be adopted on account of the large 
numbers of exceptions bound to arise. 
Pharmaceutical Formulas refers to the 
Euxesis type of shaving cream as being 
sapo-oleaceous of exceptional thick
ness; the formula suggested consists of 
soap with cocoa butter and almond oil, 
which, if made firm, yields quite satis
factory results. The method adopted 
in the British Pharmaceutcal Codex for 
cremor ad rasendum is not altogether 
alien to this, but adopts white bees

wax, soap, tragacanth and starch, the 
object being to make a sufficiently firm 
cream to provide some resistance to 
the razor, which presumes the cutting 
edge is properly applied to the hair.

It will be seen from the two creams 
mentioned that soap is the basis with 
wax, starch, tragacanth or fat as fili
ngs, which, in theory, remove the need 
of water. To a certain extent they ful
fill the requirements, but it is obvious 
that a keratin structure is not alto
gether amenable to substances of a 
fatty nature, and the only assumption 
for their use would be a physical one 
to provide some resistance. This is a 
poor excuse for a razor properly used, 
because with the safety type few can 
fail to get the best out of any cutting 
edge applied to hair on the skin. It 
may be that safety razors sounded the 
knell of sapo-oleaceous cremor ad re- 
sendum, in any case, the formula of the 
B. P. C. is almost, if not quite, obsolete.

Vanishing creams provide a satisfac
tory light evening shave when dress
ing for dinner or similar social func
tion. If one is to be made specially 
for the purpose, a small percentage of 
spermaceti is an advantage, a satisfac
tory formula being:
Stearic a c id ___________________ 10.0
Caustic potash ________________  1.0
Glycerin ____________________  5.0
Sperm aceti___________________ 2.0
B o rax___ ____    2.0
P erfum e_____________________  q.s.
Distilled w ate r______________ to 100

The usual method of making a stear
ate cream is adopted. The success of 
stearate acid is the enormous quantity 
of water it can be made to carry, and, 
with potash and ammonia, more can be 
incorporated than is shown above. The 
danger is in the cream doing the “van
ishing trick,” and leaving behind no 
lubricant with which to facilitate the 
shave.

Soap, which is the clue to the sheen 
effect produced with vanishing creams, 
also forms an excellent addition to a 
cream of the above nature. Hard soaps 
are not satisfactory with stearates, and 
for some reason or another ammonia 
also fails, but potash gives good re
sults. The old Naples soap, or, better 
still, the so-called shaving creams— 
really soaps—sold in bulk by the soap- 
makers, improve a stearate cream be
yond measure. Soft shaving cream of 
this class is mixed with an equal quan
tity of distilled waer and made into a 
semi-liquid, 2 per cent, of borax is add
ed and an equal bulk quantity of stear
ate vanishing cream incorporated. With 
such a cream the need of any further 
water or brush is eliminated.

An ad hoc preparation can be made
as follows:
I. Coconut o i l_________________10.0

Caustic potash solution (1-2)— 2.0 
Allow to stand in a warm place until

saponified.
II. Stearic acid ________________ 20.0

Caustic potash ____________  2.0
B orax____________________  5.0
Sperm aceti_______________  3.0
Glycerin ___________________ 10.0
Distilled water _____________ 80.0

The cream is made in the usual way, 
and the numer I is dissolved in the 
hot liquid before the caustic potash is 
added. Oleic acid neutralized can be

made to replace the coconut oil soap, 
if desired, with equally satisfactory re
sults.

This forms a very useful cream, 
gives an easy shave, and on the face 
can even have some moisture applied 
with the fingers where one wishes to be 
sparing in the application of the cream.

Two Good Shaving Creams.
A modification of the Euxesis type 

using stearic acid can be made very 
effective, and the soothing effect on the 
skin is more pleasing than with plain 
stearic aoid and soap. The following
formula is excelent:
Hard soap------------------------------ 5.0
Stearic a c id ___________________15.0
Glycerin _____________________ 20.0
Caustic potash _______________  2.0
Mucilage of tragacanth ----------  5.0
Borax ______________________  2.0
Almond oil __________________ 5.0
Spermaceti ___________________ 3.0
Distilled water ________________ 80.0

The above is prepared in the same 
way as a vanishing cream. It yields a 
satisfactory product, does not vanish,

and allows a soothing shave. The only 
drawbacks are the oil and tragacanth, 
since if these are not mixed in a good 
cream the spermaceti will come out 
somewhat too easily.

Soda saponification was considered 
suitable, and a considerable number of 
experiments, some painful, were neces
sary to a find a suitable combination. 
Finally, a preparation was evolved 
which fulfifilled all the conditions and 
yielded a first-class cream, which can 
be kept in covered pots, thus making 
the use of collapsible tubes unneces-
sary. The formula is:
Spermaceti ----------------------------- 5.0
B orax_______________________  3.0
Stearic acid ------------  20.0
Glycerin _____________________ 20.0
Distilled w ater--------------------------80.0
Hard soap--------------------------------10.0
Caustic soda solution (20 per cent.) 2.0 

The method of preparation is to 
liquefy the solids over a water bath, 
add the soda solution, and stir in after 
it has been removed from the source 
of heat. The cream is a good one,

MICHIGAN BELL 
TELEPHONE CO*
Long Distance Rates Are Suprisingly 

L ow . . .  for Instance

R r s I ?2
(or less)

You can call the following points and talk three min
utes, after 8:30 p.m., at the rates shown. Rates are 
proportionately reasonable to all other points.

From Grand Rapids to:
BU FFA LO _________________________________  $ .90 j
CHICAGO ____________________________________  .65
CINCINNATI ____________________  75
DAVENPORT, IA___________    75
INDIANAPOLIS ______________________________ .65
LOUISVILLE, K Y ._______________________  90
MADISON, W IS .___________________   .60
ROCHESTER, N. Y__________________   1.0b

The rates above are quoted for station-to-station 
calls, and are effective between 8:30 p. m. and 4:30 a. m.
A station-to-station call is one that is made to a tele
phone number, as in a local call, rather than to some 
person in particular. If you do not know the numfcer 
of the distant telephone, give the operator the name 
and address and specify that you will talk to “any
one” who answers at the called telephone.
Day rates, 4:30 a. m. to 7:00 p. m., and evening rates, 
7:00 p. m. to 8:30 p. m., are somewhat higher than 
night rates for this class of calls.

A dditional rate information may be secured 
by calling the Long Distance operator
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does not vanish, and leaves beh nd it 
a soothing effect. Moreover, it makes 
no excessive demands either on the 
edge of the razor or on the skin.

Depilatories.
Following what has been said, it is 

clear that the solvents of the keratin 
of hair must depend on alkalis or al
kaline subphides. The former are in
applicable as being too caustic to the 
cuticle. The latter are equally dan
gerous on sensitive skins. Barium sul
phide as a depilatory was the standby 
until it was placed on the Poison 
Schedule; the modern base is an alka
line calcium sulphide which may be 
prepared from sodium sulphide by re
action with calcium hydroxide and 
made into a paste with glycerin of 
tragacanth. However, the first condi
tion to avoid is undue exposure to the 
air, which results in some physical 
change and removes the potency in 
softening the keratin. The main ob
jection to sulphides is one of odour, 
which perfume only masks, and never 
removes, without destroying the soft
ening action.

One sulphide in its pure state has no 
odour, and this is the sodium salt. 
The best formula for the use of this is 
given in the C. & D. Price List Formu
lary. It depends on making a jelly 
with tragacanth and adding or 10 per 
cent, of sodium sulphide. This is very 
effective, but it must be kept from 
atmospheric influence, as change re
sults in about twenty-four hours.

Powder depilatories for mixing with 
water when required for use are un
satisfactory, and perhaps the safest and 
best method is a safety razor and one 
of the above specified stearic creams.

Compound Syrup of Yerba Santa, 
Liquorice and Chocolate.

Chocolate, bitter _____2 av. oz. 90 gr.
Fxt. of liquorice______2 av. oz. 90 gr.
FI. ext. yerba sa n ta___ 1 fl. oz.

Potassium carbonate _S oz.
Saccharin _______ _ 60 gr.
Oil of sassafras _ _ __16 gr.
Oil of an ise_______ _ _6 drops
Oil of cinnam on___ _ 6 drops
H oney___________ _10 drops
Oil of wintergreen__15 drops
Water, to m a k e ___ 16 fl. oz.

Mix s.a. This is Falk’s formula and 
combines the three best-known dis- 
guisers of quinine, viz., yerba santa, 
liquorice, and chocolate.

Coloring Syrup of Orange.
The following gives a harmless color 

of a deep orange color which when 
diluted gives a beautiful yellow tint to 
syrups for the fountain:
Saffron ____________________ 1 oz.
A lcohol_____________________ 4 ozs.
Water _____________________ 4 ozs.

Mix alcohol and water and then add
the saffron. Allow the mixture to
stand in a warm place for several days, 
shaking occasionally; then filter.

Rapid Grease Eradicator.
The following makes a good grease

eradicator:
Powdered borax ____________ 1 oz.
Powdered sodium carbonate_2 ozs.
Hard so a p __________________ 4 ozs.
Alcohol (90 per cen t.)________ 3 ozs.
Ether _____________________ 2 ozs.
Oil of turpentine____________ 2 ozs.
Solution of am m onia_________ 7 ozs.

Mix.

L. V. Mulholland, dealer in drugs 
at Sand Lake renews, his subscription 
to the Tradesman and writes: There 
is no greater general benefactor for the 
common herd than yourself, and I am 
pleased to be permitted to be associat
ed with your paper and the good causes 
it advocates.”

There’s many a tall tombstone that 
is sacred to the memory of post
mortem vanity.

“ M onogram B ran d " Package Line of 
PURE DRUGS

We put up the following in Sealed, Sanitary, Dust 
Proof Cartons of convenient sizes for your trade:
Boric Acid, Oxalic Acid, Salicylic Acid, Allspice, Alum, 
Borax, Blue Vitriol, Cassia Buds, Cinnamon, Cloves, 
Copperas, Cream Tartar, Curry Powder, Fuller’s 
Earth, Insect Powder, Jamaica Ginger, Henna Leaves, 
Senna Leaves, Comp. Licorice Powder, Mace, Moth 
Balls, Nutmegs, Black Pepper, White Pepper, Red 
Pepper, Plaster Paris, Potassium Permanganate, Pumice 
Stone, Orris Root, Rosin, Saltpetre, Saccharine, Epsom 
Salts, Glauber Salts, Liberty Salts, Rochelle Salts, Bird 
Seed, Dill Seed, Flaxseed, Yellow Mustard, Black 
Mustard Seed, White Mustard Seed, Soda Bicarbonate, 
Sodium Fluoride, Mixed Spices, Sugar Lead, Solution 
Silicate of Soda, Sulphur, Tumeric, Whiting, Etc.
It will pay you to have our Price List of this line for 
the prices, considering the quality, are the best of all 
package lines.

H azeltine &  Perkins D rug Company
MANISTEE Michigan GRAND RAPIDS

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

Acids
Boric (Powd.) — 
Boric ( X ta l )__

12%© 
16 © 
as a

20
25
44

Citric _________ 63 © 70
M uriatic ___ . . . 3%© 8
N itric  _________ 9 O 16
Oxalic ________ 16% © 26
Sulphuric _____ 3%© 8
T a r t a r i c _____ M • M

Am m onia
W ater, 26 deg.— 06 9 16
W ater, 18 d e g ... 05%© 13
W ater, 14 d e g ... 04%© 11
C arbonate . . . . 20 O 26
Chloride (Gran. 09 © 20

Balsams
C o p a ib a___ __ 1 90©1 26
F ir  (Canada) — 2 760 3 00
F ir  ( O re g o n )_ 66©1 00
P eru  ____  .  _ 3 0003 35
Tolu ____  ____ 2 00©2 25

Barks
Cassia (o rd in ary ). ISO 30 
C assia (S a ig o n ).. 600 <0 
S assafras (pw. 60c) O  60 
Soap C ut (powd.)

3 5 c ____________ 20© 30

Berries
Berries

C u b e b ___________  @1 00
P i s h __________   ©  25
J u n i p e r _________11© 20
Prickly A s h _____  @ 75

Extracts
Licorice . . . ___ . . .  00O 06
Licorice, p o w d .__ 600 70

Flowers
Arnica ________  1 75@1 85
Chamomile (Ged.) © 00 
Chamomile R om .. O  60

Gume
Acacia, 1 s t _____  50© 55
Acacia, 2nd ___  46© 60
Acacia, S o r t s __  20© 26
Acacia, Powdered 35© 40 
Aloes (Barb Pow) 25© 35 
Aloes (Cape Pow) 250 35 
Aloes (Soc. Pow.) 65© 70
Asafoetida _____  50© 60

Pow. _________  75©] 00
C a m p h o r______  85© 90
Guaiac _________  © 80
Guaiac, pow’d _ © 90
Kino ___________ @1 25
Kino, powdered_ ©1 20
M yrrh _________ @ 75
Myrrh, powdered @ 80
Opium, powd. 19 65©19 92 
Opium, gfan. 19 65019 92
Shellac _______   65© 80
Shellac _______  75© 90
T ragacanth , pow. ©1 76
T r a g a c a n th ___ 1 75©2 25
T u rp e n t in e ___ _ © 20

Insecticides
Arsenic ________  08© 20
Blue Vitriol, •’bbl. @ 08
Blue Vitriol, less 10© 17
Bordea. Mix Dry 130 22 
Hellebore, W hite

p o w d e re d ___ _ 18© 30
Insect P o w d e r_36© 45
Lead A rsenate Po. 14)6021 
Lime and  Sulphur

Dry ____________ O  22
P aris G r e e n ___  220 22

Leavoo
Buchu ____  _____  ©1 00
Buchu, powdered ©1 10 
Sage, Bulk . . . . . .  260 20
Sage, % loose ._  © 4 0
Sage, powdered— O 26
Senna, Alex. ___  600 H
Senna, Tinn. pow. 30© 26 
U va U r a l_________ 29© 16

Olla
Almonds, B itter, 

tru e  . . . . . . . . . .
Almonds, B itter,

a r t if ic ia l_____
Almonds, Sweat,

t r u e _________
Almonds, Sweet, 

im itation . . . .  
Amber, crude — 
Amber, rectified
Anise _________
Bergam ont -----
C ajeput — . . —
C a s s ia --------——
C a s t o r ---------------
Cedar L eaf —— 
Cltronella — —
C lo v e s________ -
Cocoanut --------
Cod L iv e r --------
Croton ------- —

7 M©T Tl

9 00© S 96

l  MOI M

1 M O I 96 
1 S6©1 M 
1 60©1 76 
1 40© 1 90 
9 00© 9 26 
1 5001 76 
9 50© I  TS
1 50©1 75
2 M 0 2  26
1 2601 M
2 5002 TS 

25© 25
2 0002 M 
2 00© 2 26

Cotton S e e d ___ 1 35@1 50
C u b e b s___ _ 6 50©6 75
Eigeron —_. . . .  7 50© 7 75
E ucalyptus . . . .  1 2501 50 
Hemlock, pure— 2 00©2 25 
Jun iper B errios. 4 50@4 75 
Jun iper Wood _ 1 60©1 75
Lard, e x t r a ___ 1 55©1 66
Lard, No. 1 ____ 1 25@1 40
Lavender Flow_ 6 00@6 25
Lavender G ar’n .  85©1 20 
Lemon _______  4 00@4 25
L inseed, raw , bbl. @ 73 
L inseed , boiled, bbl. @ 81 
L inseed , bid. less  88@1 01 
L inseed, raw , less  85© 98 
M ustard, artlfll. os. © 36
N e a ts fo o t_____ 1 26© 1 26
Olive, p u r e _— 4 00©5 00
Olive, Malaga,

y e llo w _______  2 85©! 26
Olive, Malaga,

g r e e n _—___  2 85 ©3 25
Orange, Sweet .  6 000 6 25 
Origanum, p u re . ©2 60 
Origanum, com’l 1 00©1 20
P e n n y ro y a l___  3 26©3 50
P e p p e rm in t___  5 500 5 70
Rose, pure „  13 60© 14 00 
Rosem ary Flows 1 2601 60 
Sandelwood, E.

L __________ 10 50010 75
Sassafras, true  1 7503 00
Sassafras, a r t l ’l 7501 00
S p e a rm in t___ _ 8 000 8 26
Sperm ________  1 5001 76
T any  _________  7 00@7 25
T ar U SP ___   65© 76
T u rp en tin e , b b l . _@ 63
T u rp en tin e , le s s .  70@ 83 
W intergreen,

l e a f _________  6 0006 25
W intergreen, sw eet

birch _______  3 000 3 25
W intergreen, a r t  7501 00
W orm Seed ___  0 00©9 16
W o rm w o o d _ 15 00@15 25

Potassium
B ic a rb o n a te ___  360 40
B ic h ro m a te____  15© 25
B ro m id e_______  69© 85
B ro m id e_______  54© 71
Chlorate, g ran ’d 23© 30
Chlorate, powd.

or X tal _____  16© 25
Cyanide _______  30© 90
Io d id e _________  4 360 4 55
P e r m a n g a n a te_20© 30
Prussiate , yellow 40© 50
P russiate , red _ @ 7 0
Sulphate ______  35© 40

Roots
Alkanet _________  30© 35
Blood, powdered. 35© 40
Calamus ________  35© 75
Elecam pane, pwd. 25© 30 
Gentian, pow d... 20© 30 
Ginger. African,

p o w d ered _____  30© 35
Ginger, Ja m a ica . 60© 65 
Ginger, Jam aica,

p o w d ered___ _45© 50
Goldenseal, |pow. @8 00
Ipecac, p o w d ._ @6 00
L ic o r ic e_—_____  35© 40
Licorice, pow d ... 20© 30 
Orris, powdered- 300 40 
Poke, powdered— 350 40 
Rhubarb, pow d... ©1 00
Rosinwood, powd. © 40
Sarsaparilla, Hond.

g r o u n d _______  @1 10
S arsaparilla Mexican,
G ly ce rin e__ _ 32© 62
Squills ——_. . . .  26© 40
Squills, powdered 70© M
Tumeric, powd._20© 26
V alerian, pow d ... ©1 90

^eeds
Anise _________  © 26
Anise, powdered 86© 40
Bird, I s _______  13© 17
C anary  _______  10© 16
Caraway, Po. .30 25© 80
C a rd a m o n _____  3 25@3 50
Coriander pow. .30 20© 26
Dill ___________ 150 20
Fennell _______  25© 50
F l a x ______________ 7© 16
Flax, g r o u n d ___ 7© 16
Foenugreek, pwd. 16© 26 
Hem p — —  8© 16
Lobelia, powd. — ©1 60
M ustard, yellow 17© 26
M ustard, black_ 20© 26
Poppy — —  160 20
Q u in c e_______ — 1 2601 60
Rape _______    16© 20
S a b a d i l la ______  60© 70
Sunflower ______ 11)90 16
W orm, Am erican 30© 40 
W orm, L evan t -  6 2606 40

T inctures
Aconite ________  ©1 M
Aloes __________ ©1 56
A r n ic a -------------- @1 50
Asafoetida _____  ©2 28

B e lla d o n n a ____ ©1 44
Benzoin _______ @2 28
Benzoin Comp’d . ©2 40
Buchu _____  — @2 16
Cantharadies 0 2  62
Capsicum ______ ©2 28
C a te c h u ___ ___ ©1 44
Cinchona ______ ©2 16
Colchicum _____ ©1 80
Cubebs _________ ©2 76
D igitalis _______ ©2 04
G entian ____  — ©1 35
Qua lac _________ ©2 28
Guaiac, Am m on.. ©2 04
Iodine _________ ©1 25
Iodine, Colorless. ©1 50
Iron, C lo ._______ ©1 56
Kino ____ ______ ©1 44
M yrrh _________ ©2 52
Nux V o m ic a ___ ©1 80
Opium _________ ©6 40
Opium, C a m p ._ ©1 44
Opium, Deodors’d ©6 40
R hubarb _______ ©1 02

Paints
L ead , re d  d r y _: 13%@13%
L ead, w h ite  d ry 13!4@13%
L ead, w h ite  oil_ 13%@13%
Ochre, yellow bbl. © 2%
Ochre, yellow less 3© 0
Red V enet’n Am. 3%© 7
Red V enet'n  Eng. 4© 6
P u tty  _________ 5© «
W hiting, b b l .__ © 4%
W h it in g _______ 6%© J
L. H. P. Prep.— 2 90@3 0 '
Rogers Prep. . . 2 90@3 0

M iscellaneous
A c e ta n a l id ___  57©  75
Alum _______ __ 08© 12
Alum. powd. and

ground _____ _ 09© 15
Bism uth, Subni

tra te  _________  2 83©3 08
B orax x tal or

powdered ___  6)9© 16
C antharades, po. 1 5u@2 00
C a lo m e l_______  2 72@2 82
Capsicum, 'pow ’d 35© 40
C a rm in e _______  7 00©7 SO
Cassia B u d s ___  36© 40
Cloves _________  50© 55
Chalk P repared . 14© 16
Chloroform __   63© 60
Chloral H ydrate  1 20@1 50
Cocaine --------  12 85 @13 50
Cocoa B u tte r . . . .  70© 90 
Corks, list, less. 40-10%
Copperas _____  2%@ 10
Copperas, Powd. 4© 10 
Corrosive Sublm 2 25@2 30 
Cream T a rta r  ._  36© 45
Cuttle b o n e ____  40© 50
D extrine _______  6© 16
D over's Powder 4 0004 50 
Em ery, All Nos. 10© 15 
Em ery, Powdered © 16 
Epsom Salts, bbls. © 3)9 
Epsom Salts, less 3)9© 10 
Ergot, p o w d e re d_@8 60
Flake, W hite — 15© 20
Form aldehyde, lb. 12 ̂ 4 @30 
Gelatine ____ __ 80© 90
Glassware, less 55%. 
Glassware, full case 60%. 
Glauber Salts, bbl. ©03% 
Glauber Salts less 04© 10 
Glue, Brown . . .  21© 30
Glue, Brown Grd 16© SO
Glue, W b t e ___ 27%© 36
Glue, w hite grd. 25© 26
Glycerine _______  26@ 46
H o p s -------- --------  76© 95
Io d in e ____ _____ •  4507 00
Iodoform 8 0008 30
Lead A c e ta t e _ 20© SO
Mace _________  0 1  50
Mace, pow dered. ©1 60
M e n th o l_____ — 7 60@8 00
M o rp h in e ___  12 83© 13 98
Nux Vomica —  © 30
Nux Vomica, pow. 15© 95 
Pepper, black, pow 50© 60 
Pepper, W hite, pw. 66© 76 
P itch , B urgudry 30© 26 
Q uassia . . . .  12© 16
Quinine, 6 os. cans © 69 
Rochelle S alts — II©  49
Saeharine --------- 2 60©2 76
Salt P e t e r _____  11© 22
Seidlits M ix tu re . 30© 40
Soap, g r e e n ___  15© 30
Soap m ott c a s t ._ © 25
Soap, w hite caetile

ease _________  ©19 00
Soap, w hite caetile 

less, per b a r  — ©1 60
Soda Ash —  3 0  10
Soda B icarbonate 3%© 10
Soda, S a l _____ 02%© 08
Spirits Camphor ©1 20
Sulphur, roll ___ 3%© lo
Sulphur, S u M ._4%© 10
T a m a r in d s ____  200 26
T a rta r  Em etic __ 70© 75
Turpentine, Ven. M O 75 
Vanilla Ex. pure 1 5002 00 
Vanilla Bx. pore 2 2602 90 
Zinc S u lp h a te_ 06© 11
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of m ail

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

ADVANCED DECLINED
C re a m  o f T a r t a r V e a l

AMMONIA
Arctic, 10 ox., 3 dz. cs. 3 76
Arctic, 16 oz., 2 dz. cs. 4 00
Arctic, 32 oz., 1 dz. cs. 3 00
Q uaker, 24, 12 oz. ease  2 50

AXLE GREASE
«8, 1 lb. _____________ « *5
24, 3 lb--------- ------------ « 00
10 lb. pails, per doz. 8 60
15 lb. pails, per doz. 11 95
25 lb. pails, per doz. 19.15

BAKING POW DERS
Arctic, 7 oz. tum bler 1 35 
Queen Flake, 16 oz., dz 2 25 
Royal, 10c, doz. — _ 96
Royal, 6 oz., do. -----2 70
Royal, 12 oz., d o z ._5 20
Royal, 5 lb. ________31 20
Rocket, 16 oz., doz—  1 25

K. C. Brand
Per case

10c size, 4 doz. _____ 3 70
15c size, 4 doz. _____ 6 50
20c size, 4 doz. _____ 7 30
25c size, 4 d o z .____ 9 20
60c size, 2 doz. _____ 8 80
80c size, 1 doz. _____ 8 86
10 lb. size, % d o z .___ 6 75
Freight prepaid to jobbing 
point on case goods. 
Term s: 30 days net or 2%
cash discount if rem ittance 
reaches us w ithin 10 days 
from date  of Invoice. Drop 
shipm ents from factory.

B EE C H -N U T  BRANDS.

BLUING  

The Original 

Condensed

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

BREAK FAST FOODS
Kellogg’s B randt. 

Corn Flakes, No. 136 
Corn Flakes, No. 124 
Corn Flakes, No. 102
Pep, No. 224 -----------
Pep, No. 202 _______
{Crumbles, No. 424 —- 
B ran Flakes, No. 624 
Bran Flakee. No. 602

2 86 
2 85 
2 00 
2 70
1 76
2 70 
2 25 
1 60

P ost’s  Brands.
G rape-N uts, 2 4 s _—  3 80
G rape-N uts, 100s —— 2 76
Instan t Postum , No. 8 6 40 
In stan t Postum , No. 9 6 00 
Instan t Postum , No. 10 4 60
Postum Cereal, No. 0 2 25 
Postum  Cereal, No. 1 2 70 
P ost Toasties, 36s . .  2 85 
Post Toasties, 24s — 2 86 
Post's Bran, 2 4 s ------ 2 70

BROOMS
Jewell, doz. __________6 26
Standard Parlor, 23 lb. 8 25 
Fancy Parlor, 23 lb—  9 25 
Ex Fancy P arlor 25 lb. 9 76 
Ex Fey. Parlor 26 lb. 10 00
T or _________________ 1 76
Whisk, No. 3 _________2 76

BRUSHES
Scrub

Solid Back. 8 In. -----1 50
Solid Back. 1 I n . -----1 76
Pointed Ends -----------1 26

Stove
Shaker ________ _____ 1 80
No. 6 0 ______________ 2 00
Peerless ____________2 60

Shoo
No. 4-0 _____________2 26
No. 2 0 _______________8 00

BUTTER COLOR
D a n d e lio n____ __ __ 2 86

CANDLES
Electric Light, 40 lbs. 12.1
Plum ber, 40 l b s . ____ 12.8
Paraffine, 6 s ________ 14%
Paraffine, 1 2 s _____  14%
W ic k ln g ____________40
Tudor, 6s, per box _ SO

CANNED FRUIT 
Apples, 3 lb. S tandard  1 50
Apples, No. 1 0_5 1505 75
Apple Sauce, No. 10 8 00 
Apricots, No. 1 1 7602 00
Apricots, No. 2 _____ 8 00
Apricots, No. 1% 8 400 3 H  
Apricots, No. 10 8 60011 00 
B lackberries, No. 10 8 60
Blueber’s, No. 2 2 0002 75
Blueberries, No. 1 0 _12 50
Cherries, No. 2 ___  8 76
Cherries, No. 2 % ____ 4 26
Cherries, No. 1 0 __ 14 00
Loganberries, No. 2 _8 00
Loganberries, No. 10 10 90 
Peaches, No. 1 1 5008 10
Peaches, No. 1, sliced 1 26
Peaches, No. 2 _____ 2 76
Peaches, No. 2% Mich 2 20 
Peaches, 2% Cal. 3 0008 25
PeacheB, 10, M ic h ._8 60
Pineapple, 1 s L ____ 1 76
Pineapple, 2 slL _____ 2 60
P ’apple, 2 br. si. ___ 2 40
P ’apple, 2%, a l l . ____ 8 00
P ’apple, 2, cru. _____ 2 60
Pineapple, 10 c r u . _9 00
Pears, No. 2 ________ 8 16
Pears, No. 2% ____— 8 60
Plums, No. 2 _  2 400 2 60
Plums, No. 2 % --------- 2 90
Raspberries, No. 2 blk 8 86 
Raspb’s, Red, No. 10 18 50 
R aspb 's Black,

No. 1 0 ____________12 00
Rhubarb, No. 10 4 750 5 60 
Straw berries, No. 10 12 00

CANNED FISH 
Clam Ch'der, 10% oz. 1 36
Clam Ch.. No. 3 --------8 60
Clams, Steamed, No. 1 2 00 
Clams, Minced, No. 1 8 26 
Finnan Haddie, 10 os. 3 30 
Clam Bouillon, 7 oz._ 2 60 
Chicken Haddie, No. 1 2 76 
Fish Flakes, sm all — 1 36 
Cod F ish  Cake. 10 oz. 1 35 
Cove Oysters, 6 os. -  1 66 
Lobster, No. %, S ta r 2 90
Shrimp, 1, w e t --------2 26
Sard 's, % Oil, Key — 6 10 
Sardines, % Oil, k ’less 6 60 
Sardines, % Smoked 6 75 
Salmon, W arrens, %s 2 80 
Salmon, Red A laska 3 75 
Salmon, Med. Ala ska  2 86 
Salmon, P ink A laska 1 85 
Sardines, 1m. %, ea. 10028 
Sardines, Im., %, ea. 26
Sardines, C a l ._ 1 6601 80
Tuna, %, Albocore _ 96
Tuna, %s, Curtis, doz. 2 20 
Tuna, %s, Curtis, doz. 3 60 
Tuna. Is. C urtis, doz. 7 00

CANNED MEAT 
Bacon, Med. B eechnut 8 30 
Bacon, Lge. Beechnut 6 40
Beef, No. 1, C o rn e d_ 8 10
Beef, No. 1, R o a s t___ 8 10
Beef. No. 2%, Qua. sli. 1 35 
Beef, 3% os. Qua. sll. 2 00 
Beef, 4 oz.. Qua. sll. 2 26 
Beef, No. 1. B 'nut, sli. 4 50 
Beefsteak & Onions, s 3 46 
Chill Con Ca_, Is 1 3501 46
Deviled Ham , % s  2 20
Deviled Ham. % s  3 60
H am burg Steak &

Onions. No. 1 _____ 3 16
Potted Beef, 4 oz. __1 10
Potted Meat. % Libby 62% 
Potted Meat, % Libby 92% 
Potted Meat, % Qua. 90 
Potted Ham , Gen. % 1 86 
Vienna Saus., No. % 1 45 
Vienna Sausage. Qua. 96 
Veal Loaf, M e d iu m _2 65

Baked Beans
Campbells, lc  free 6 _1 15
Quaker, 18 oz. _______  90
Frem ont, No. 2 _____ 1 10
Snider, No. 1 _______  95
Snider, No. 2 _______ 1 25
Van Camp, s m a l l___  86
Van Camp, Med.   1 16

C ANNED V EG ETABLES.
A sparagus.

No. 1, Green t i p s _3 76
No. 2%, Large Green 4 60
W. Beans, c u t 2 1 4501 76
W. Beans, 10 __ _—  7 60
Green Beans, 2s 1 4602 26
Green Beans, 1 0 s_ 0 7  69
L. Beans. 2 gr. 1 3602 «6 
L im a Beans, 2s,Soaked 1 I f
Red Kid, No. 2 ____ 1 25
Beets, No. 2, wh. 1 7602 40 
Beets, No. 2, out 1 1001 I f
Beets, No. 2, cu t _— 1 60
Corn, No. 2, s ta a .  _ 1 19
Corn, Ex. s tan . No. 2 1 86 
Corn, No. 2, Fan. 1 8002 36 
Corn. No. 10 __ 8 00010 76 
Hominy, No .3 1 0001 16
Okra, No. 2, whole __ 2 09 
Okra, No. 2, cu t —  1 I f  
Dehydrated Veg. Soup 90 
D ehydrated Potatoes, lb. 46 
Mushrooms, H otels — 33
Mushrooms, Choice, 8 oz. 49 
Mushrooms, Sur E x tra  50 
Peas, No. 2, E. J . — 1 66 
Peas, No. 2. Sift,

Jun e  . —__ 1 85
Peas, No. 2. Ex. Sift.

E. J . ______________2 26
Peas, Ex. Fine, F rench 25 
Pum pkin, No. 8 1 8601 66 
Pum pkin, No. 10 4 000  4 76 
Pim entos, %, each 12014 
Pim entoes, %, each — 27
Sw’t  Potatoes, No. 2% 2 26 
Sauerkrau t, No.3 1 8601 66 
Succotash, No. 2 1 660 3 50 
Succotash, No. 2. g lass 3 80
Spinach, No. 1 -----------1 26
Spnach, No. 2__ 1 6001 90 
Spinach, No. 3— 2 8603 60 
Spii*ich, No. 10_ 6 6607 06 
Tomatoes, No. 2 1 2001 80 
Tomatoes, No. 8, 1 9608 2f
fT/k«natAAB Nfft. 1A_ O 8 M

CATSUP.
B -nut, s m a l l -----_____ 1 90
Lily of Valley, 14 os—  2 60 
Lily of Valley, % p in t 1 76
Param ount, 24, 8 s -----1 46
Param ount, 94, 16s — 2 85 
Param ount, Cal. ——H  60
Sniders, 8 o z . ------------ 1 76
Sniders, 16 o z . ------------ 2 56
Quaker, 8 o z . ----- -------1 *6
Quaker, 10 o z . -----------1 40
Q uaker. 14 oz. _______ 1 90
Quaker, Gallon Glass 12 50 
Quaker, Gallon T in — 8 00

CHILI SAUCE
Snider, 16 oz. -----------3 30
Snider, 8 o z . --------—  2 30
Lilly Valley, 8 oz. __ 2 25 
L illy  Valley. 14 oz. __ 8 86

OYSTER COCKTAIL. 
Sniders, 16 oz. ________ 8 86
Sniders, 8 oz. _______ 8 86

C H EESE.
Roquefort ____________55
K raft, sm all Item s 1 66
K raft, A m e r ic a n _1 66
Chili, sm all tins — 1 66 
Pim ento, sm all tin s 1 66 
Roquefort, sm. tin s 2 25 
Camembert, sm. tins 2 25
W isconsin D a is ie s___ 31
Longhorn -----------------• 32
Michigan D a is y --------30
Sap Sago __________   38
Brick _______________ 28

CHEW ING GUM.
A dam s B lack Jack ____ 65
Adam s Bloodberry ____ 66
Adam s D e n ty n e ________ 66
Adams Calif. F ru it ____ *5
Adams Sen S e n ________ 65

Beem an's P e p s i n _____ 66
B eechnut W in tergreen . 
Beechnut Pepperm int _
B eechnut S p e a rm in t__
Doublemint ____________65
Pepperm int, W rig le y s_65
Spearm int, W rgileya _ 66
Ju icy  F r u i t ____________65
W rigley’s  P -K  ________ 66
Zeno ____________ _— 66
T eaberry  ______________65

COCOA.
D roste 's Dutch, 1 lb.— 8 60 
D roste’s Dutch, % lb. 4 60 
D roste’s  Dutch, % lb. 2 36 
D roste 's Dutch, 5 lb. 60
Chocolate A p p le s ___ 4 50
Pastelles, No. 1 ____ 12 60
Pastelles, % l b . __ -— 6 60
Pains De C a f e ______ 3 00
D roste’s B ars, 1 doz. 2 00
Delft Paste lles ______ 2 15
1 lb. Rose T in Bon

Bons _____   1» 00
7 os. Rose T in Bon

Bons ______________ 9 00
13 oz. Creme De C ara-

q u e ______________—18 20
12 oz. R o s a c e s ______10 80
% lb. R o s a c e s __—  7 80
% lb. P a s te l le s_—— 8 40
Langues De C hats — 4 80

CHOCOLATE.
Baker, C aracas, %s —__ 37 
Baker, C aracas, % s -----86

COCOANUT 
D unham ’s

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

CLOTHES LINE.
Hemp. 60 f t . ___  2 00 0  2 25
Twisted Cotton,

60 ft. _______  3 500 4 00
Braided. 60 ft. ______ 2 25
Sash Cord ___  3 600 4 00

SHUME GROCER CO.
tOJtJttKJ 

MUZZCOON. wes

COFFEE ROASTED  
1 lb. Paokage

M e lro s e_.____________35
L iberty  ______________27
Q uaker ______________41
Nedrow ______________39
Morton House _____  47
Reno ___________:------ 36
Royal Club __________ 40

McLaughlin’s K ept-Fresh 
Vaccum packed. Always 
fresh. Complete line of 
h igh-grade bulk coffees. 
W. F . M cLaughlin A Co., 

Chicago.

M axwell H ouse Coffee.
1 lb. tin s ___________ 48
3 lb. tins _________ 1 42

Coffee E xtracts
M. Y.. per 100____  12
F ra n k ’s 50 p k g s ._4 26
H um m el’s  60 1 lb. 10%

CO NDENSED MILK
Leader, 4 d o z . _____ 7 00
Eagle, 4 d o z ._________9 00

MILK COMPOUND  
Hebe. Tall, 4 doz. — 4 60 
Hebe, Baby, 8 do. __ 4 40 
Carotene, Tall, 4 doz.3 80 
Carotene, Baby ______ 3 60

EVAPORATED MILK
Q uaker, Tall, 4 doz__4 80
Quaker, Baby, 8 doz. 4 70 
Quaker, Gallon, % doz. 4 70 
Carnation, Tall, 4 doz. 6 16 
C arnation, Baby, 8 dz. 6 05 
O atm an 's Dundee, Tall 6 16 
O atm an’s D’dee, Baby 6 00
Every Day, Tall ____ 6 00
Every Day, Baby .___ 4 90
Pet, Tall _____________5 16
Pet, Baby, 8 o z .__ ___ 5 06
Borden’s T a l l ___  6 I f
Borden’s  B aby ___  6 06
Van Camp, T a l l ___4 80
Van Camp. B a b y ___ 3 76

CIGARS
G. J .  Johnson’s Brand 

G. J . Johnson Cigar,
1 0 c ______________  76 00

W orden Grocer Co. Brands 
M aster Piece, 60 T in . 36 00 
M asterp’ce, 10, Perf. 70 00 
M asterp’ce, 10, Spec. 70 00 
M as’p., 2 for 25, Apollo95 00 
In Betweens, 5 for 25 87 50
Canadian Club _____  35 00
L ittle T o m _________ 37 60
Tom Moore Monarch 75 00 
Tom Moore P anetris 66 00 
T. Moore Longfellow 95 00
W ebster Cadillac ___  76 00
W ebster Knickbocker 95 00
W ebster Belmont_110 00
W ebster St. Reges 125 00
Bering Apollos __ •_ 95 00
Bering P a l m i t a s _I l f  00
Bering Diplomatica 115 00
Bering D e lio se e__ _ 120 00
Bering F a v o r i ta ___  136 00
Bering Albas ____  160 00

CONFECTIONERY 
Stick Candy Palls

S tandard ____________ 16
Pure Sugar Sticks 600s 4 20 
Big Stick, 20 lb. case 20

Mixed Candy
K indergarten __________ 17
Leader ________________ 14
X. L. O......................... —  12
French Cream s ________ 16
P aris  C r e a m s ______ —  17
Grocers ________________11

Fancy Chocolates
5 lb. Boxes 

B ittersw eets, Ass’ted  1 75 
Choc Marshmallow Dp 1 70 
Milk Chocolate A A 1 80
Nibble S t i c k s _______ 1 86
No. 12, Choc., L ight -  1 65 
Chocolate N ut Rolls _ 1 86 
Magnolia C h o c ______ 1 26

Gum Drops Palla
Anise _________     16
Champion G u m s ______ 16
Challenge G u m s _______ 14
Favorite _____________  19
Superior, B o x e s ________ 28

Lozenges Pails
A. A. Pep. Lozenges 17 
A. A. P ink Lozenges 16 
A. A. Choc. Lozenges 16
Motto H e a r t s ________ 19
Malted Milk Lozenges 21

Currants
Packages, 14 o z ._____ 19
Greek, Bulk, lb _____ 19

D ates
Dromedary, 3 6 s ___ 6 76

Peaches
Evap. Choice _______  15
Evap. Ex. Fancy, P. P. 25

Peel
Lemon, A m e r ic a n ____3«
orange, A m e ric a n ____80

R aisins
Seeded, b u lk _________  9
Thompson’s s ’dles blk 8 
l iiompson's seedless,

15 oz. _____________10%
Seeded, 15 o z . ________10%

California Prunes 
900100, 25 lb. boxes—006
60070, 25 lb. boxes_008
>0060, 25 lb. boxes—008%
40 0  50, 25 lb. boxes_010
30040, 25 lb. boxes—010% 
200 30. 25 lb. boxes—016 
180 24, 25 lb. boxes—020

FARINACEOUS GOODS 
Beans

Med. H and P ic k e d _07
Cal. L im as _________ 09
Brown, Swedish ____ 07%
Red K id n e y _________ 09

Farina
24 p a c k a g e s ______ _ 8 69
Bulk, per 100 l b s .___ 06%

Hominy
Pearl, 100 lb. sacks — 8 60

Macaroni 
Mueller’s Brands 

9 oz. package, per doz. 1 30 
9 oz. package, per case  8 60

Bulk Qocda
Elbow, 20 lb. _______ 08
Egg Noodle, 10 lbs. — 14

Pearl Barley
C hester ___________— 4 50
0000 ________________ 7 9°
Barley G r it s __________6 00

Peas
Scotch, l b . _—■. - Of %
Split, lb. y e llo w --------0»
Split green ____ — — 08

Hard Goods Pails
Lemon D r o p s ____  18
O. F. Horehound dps.   18
Anise S q u a r e s ________ 18
Peanut S q u a r e s ________ 17
Horehound T a b le t s_— 18

Cough Drops B xs
P utnam 's _____ _____ 1 88
Smith B r o s ._________ 1 60

Sage
E ast India ___________ 10

Taploea
Pearl, 100 lb. sacks — 09
Minute, 8 oz., 3 doz. 4 06 
Drom edary In s tan t — 8 60

FLAVORING EXTRACTS

Package Goods 
Cream ery M arshm allows 

4 os. pkg., 12s, cart. 86 
4 os. pkg., 48s, case  3 40

Specialties
W alnut F u d g e ________ 23
Pineapple F u d g e _______ 22
Italian  Bon Bons _____ 17
B anquet Cream M ints . 27 
Silver K ing M.MaUows 1 36

Bar Goods
W alnut Sundae, 24, 5c 76
Neapolitan, 24, 5 c _____ 75
Mich. Sugar Ca., 24, 5c 75
Pal O Mine, 24, 5 c ___ 76
M alty Milkies, 24, 6c — 75 
Lemon Rolls _________  75

2% Ounce 
T aper Bottle

JENNING S
PURE

FLAVORING
EXTRACT

Vanilla and 
Lemon

Same Price  
% oz. 1 25 

1% oz. 1 80 
2% oz. 3 20 
3% oz. 4 60 
2 oz. 2 60 
4 oz. 5 00 
8 oz. 9 00 
16 oz. 16 00

50 Y ears S tandard.

COUPON BOOKS 
50 E conom ic grade 8 60

100 Econom ic grade 4 60
500 E conom ic grade 80 00

1000 Econom ic grade 37 68

Jiffy Punch
3 doz. C a r to n _______ 8 86

Assorted flavors.

FLOUR
W here 1,000 books are  

ordered a t  a  tim e, special
ly prin ted  front cover la 
furnished w ithout charge.

_CREAM  OF TARTAR  
6 lb. boxes ___________  43

DRIED FRUITS  
Apples

N. Y. Fey., 60 lb. box 15% 
N. Y. Fey., 14 oz. pkg. 16

Apricots
E vaporated, Choice — 20
Evaporated, F a n c y  23
Evaporated, S l a b s ____ 17

Citron
10 lb. box _____________40

V. C. Milling Co. Brands
Lily W h i t e __________ 9 90
H arvest Queen ___ _ 9 SO
Yes M a'am  G raham ,

6 0 s _________________ 8 60

FRUIT CANE 
F. O. B . Grand Rapids

Mason
Half p i n t ______________ 7 60
One p i n t ____ T 76
One q u a r t f  18
H alf g a l lo n ____________12 I f

Ideal Glass Top.

Half p in t ___________  9 00
One pin t ___________  9 30
One q u a rt __________ 11 16
H alf gallon _________ 15 40
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GELATINE

N  os., 1 dos. c a s e _6 00
3% oz., 4 doz. c ase_3 20
O ne doz. free  w ith  6 cases.
Jell-O , 3 doz. _________2 85
M inute, 3 d o z .________ 4 05
P lym ou th , W h i t e ___ 1 55
Q uaker, 3 doz. _______2 55

JELLY AND PRESERVES
P u re , 30 lb. pa ils  ___ 3 30
Im ita tio n , 30 lb. pa ils  1 ** 
Pure , 6 os., A sst., doz. 95 
B uckeye, 18 oz., doz. 2 ou

JELLY GLASSES 
8 os., p e r  doz. _______  37

OLEOMARGARINE

Van W estenbrugge Brands 
Carload Distributor

N uooa, 1 l b . ------------21
N ucoa, 9 a n d  5 lb. — 20 Vi

W ilson A  Co.'s Brands
Oleo

C e r t i f ie d ____________24
N u t ______________  18
S pecial R o l l ------------19

MATCHES
Sw an, 144 ----------------  4 50
D iam ond, 144 box —  5 75 
S earch ligh t, 144 box— 5 75 
Ohio R ed Label, 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
Federal, 144 -------------  5 50

Safety  M atches
Q uaker, 5 gro. c ase — 4 50

MOLASSES
M olasses In Cans

Dove, 36, 2 lb. W h. L. 5 60
Dove. 24, 2% lb W h. L. 5 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 etto , 24, 2% lb. 5 76

NUTS—W hole
A lm onds, T a r r a g o n a .- 26
B razil, N ew  --------------- 27
F a n c y  M ixed ----------- 25
F ilb e r ts , Sicily -------- 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 ecan s , 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  __ 26

Salted Peanuts
F a n cy , No. 1 ----------- 13%

Shelled
68

P e a n u ts , S pan ish ,
125 lb. b ag s  ---------- 12%

F ilb e r ts  --------------------- 32
P ecan s  S a l t e d -------1 05
W aln u ts  ___________ 70

MINCE MEAT
N one Such, 4 doz. — 6 47
Q uaker, 3 doz. case  — 3 50
Libby, K egs, w et, lb. 22

OLIVES
B ulk , 5 ga l. k e g ----- 10 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 lain, 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 , ds. 2 50 
¡9 oz. J a r ,  s tu ffed , doz. 3 66 
12 oz. J a r ,  S tuffed ,

dos. — 1_____  4 5004  75
IP o z . Ja r, s tu ffed  dz, 7 00

PARIS GREEN
Vis ___________________-  31
Is  _____________________29
28 an d  5s ______________27

PEA N U T BUTTER

Bel Car-Mo Brand
24 1 lb. T i n s _________
8 oz., 2 do. In c a s e . .
15 lb. p a l i s ____________
25 lb. p a l i s ____________

PETROLEUM PRODUCTS. 
From Tank W agon.

R ed C row n G a s o l in e _11
R ed Crow n E t h y l _____ 14
Soli te  G asoline  _______ 14

In Iron Barrels 
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 Barrels

L ig h t __________________77.1
M edium  _______________77.1
H eav y  _________________ 77.1
Ex. H eav y  ____________77.1

(polarine
Iron Barrels

L ig h t ________________ 65.1
M e d iu m _________ 65.1
H e a v y _______  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 U ___ 65.1
Finol, 4 oz. c ans , dos. 1 50 
F in d ,  8 oz. c ans , doz. 2 25
P aro w ax , 100 lb. ___  9.3
P arow ax . 40, 1 l b . __9.6
P aro w ax , 20, 1 l b . __ 9.7

Sem dac, 12 pt. cans 2_75 
Sem dac, 12 qt. cans 4-65

PICKLES 

Medium Sour
5 gallon , 400 c o u n t _4 76

Sw eet Sm all
16 Gallon, 3300 --------- 28 76

5 G allon, 750 _______ 9 00

Dill P ick les
Bal. 40 to  T in , d o z ._9 00

'P IP E S
Cob, 3 doz. in  bx. 1 0001  20 

PLAYING CARDS
B attle  Axe, p e r doz. 2 76 
Bicycle - ______________4 76

POTASH
B a b b itt’s, 2 d o z . ___ 2 75

FRESH MEATS 

Beef
Top S tee rs  & H e i f ._22
Good S t’r s  & H ’f. 15%@19 
Med. S te e rs  & H eif. 18 
Com. S tee rs  & H eif. 15016

Veal
T op ______________ ——  19
G o o d _,________________ 18
M edium  _______________ 17

Lamb
S p rin g  L am b  --------------  24
Good __________________23
M edium  ________________22
P o o r ___________________ 20

Mutton
Good ------- ----------------- 18
M e d i u m  ____________16
jPoor ----- — __ 1/

P o rk
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 ho u ld e 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  P o rk

C lear B a c k _ 25 00028 00
S h o rt C u t Clear26 00 0  29 00 

D ry S a it 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 o lo g n a _________ ____16
L iv e r  ________________ 15
F ra n k fo r t  ____________20
P o r k  £__________ 18020
V e a l __________________19
T ongue, Je llied  _____ 36
H eadcheese  __________18

Sm oked M eats 
H am s, Cer. 14-16 lb. ©23 
H am s, C ert., Sk inned

16-18 lb. __________ @22
H am , d ried  beef

K nu ck les  ----------  @ v
C alifo rn ia  H a m s _@17%
P icn ic  Boiled

H am s _______ __20 @22
Boiled H am s ____ @34
M inced H a m s ___  @17
B acon  4/6 C e r t ._24 @34

B eef
B oneless, ru m p  28 00O30 00 
R um p, n e w _ 29 00 0 3 2  00

L iver
B eef __________________  11
C alf ___________________  45
P o rk  _____________   8

R IC E
F an cy  B lue R o s e ___ 06%
F an cy  H e a d _________ 09
B roken  __________  03%

R O LLED  OATS 
S ilver F la k e , 12 N ew

P rocess  ____________ 2 35
Q uaker, 18 R e g u l a r_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 te  __ 3 75

R U SK S
H olland  R u sk  Co. 

B ra n d
18 roll p ack ag es  - ___ 2 30
36 roll p a c k a g e s ____ 4 60
36 c a r to n  p a c k a g e s _6 20
18 c a r to n  p a c k a g e s _2 65

SA L E P A T U S
Arm  a n d  H a m m e r_3 75

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 re  __ 19%

doz. ____________ _ 1 40
W ood boxes, P u r e _29%
W hole C o d ____________11%

H ER 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 bbls. __ 10 00
M ilkers, bbls. _____  18 00
K K  K  K. N orw ay  ._  I f  50
8 lb. pa ils  _______ . . .  1 40
G ut L u n ch  ____________1 65
Rnnpfl. 10 1h. b n x e s _ 16

L ake  H errin g  
% bbl., 100 l b s . _____ 6 60

M ackerel
T ubs, 100 lb. fn cy  fa t  24 50
T ubs, 50 co u n t _____  8 00
Pails, 10 lb. F a n c y  f a t  2 00

W h ite  F ish
Med. Fancy , 100 lb. 13 00 

SH O E  B LA C K EN IN G
2 in  1. P a s te ,  doz. 1 35 
E. Z. C om bina tion , dz. 1 85
D ri-F oo t, doz. ______ 2 00
B ixbys. Doz. _________1 85
Shinola, doz. _________ 90

STOVE POLISH
B lackne , p e r  d o z . ___ 1 35
jBlack S ilk  L iq u id  dz. 1 40

B lack  S ilk  P a s te ,  doz. 1 25 
E nam eline  P a s te , doz. 1 35 
E n am elin e  L iqu id , 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

SALT
Colonial, 24, 2 l b . ___  95
C olonial, 36-1% _____ 1 25
Colonial, Iodized, 24-2 2 00
M ed. No. 1 Bbls. ____ 2 60
M ed. No. 1, 100 lb. bg. 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
B lock, 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 ickco ry , Sm oked,

6-10 l b . ____________4 20

P e r  case , 24, 2 l b s ._2 40
F iv e  case  lo ts  ______2 30
Iodized, 24, 2 lbs. . . . .  2 40

SOAP
Am. F am ily , 100 box 6 30
C ry s ta l W h ite , 1 0 0 _4 05
E x p o rt, 100 b o x _____ 4 00
B ig  Jac k , 6 0 s _________4 50
F e ls  N ap th a , 100 box 5 60 
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 85
F a iry , 100 box _______4 00
P a lm  Olive, 144 box 11 00
L av a , 100 bo _________4 90
O ctagon, 1 2 0 __________ 6 00
Pum m o, 100 b o x _____ 4 85
S w ee 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 85
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 60 
W illiam s M ug, p e r  dos. 48

CLEANSERS

80 can  cases, 84.80 p e r  case

W A SH IN G  PO W D ER S 
Bon A m i P d , 3 dz. bx  3 75 
Bon A m i 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
G olden 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 u tch  C lean. 4 dz 3 40
O ctagon, 96s _______ 3 90
K inso, 40s ___________3 20
R inso, 2 4 s ___________5 25
R ub No M ore, 100, 10

oz. _________________3 85
R ub N o M ore, 20 Lg. 4 00
Spotless  C leanser, 48,

20 oz. ___________ 3 85
S an i F lu sh , 1 d o z ._2 25
Sapolio, 3 doz. ___ __3 15
Soapine, 100, 12 oz. _ 6 40
Snow boy, 100, 10 oz. 4 00
Snow boy, 24 L a r g e _4 80
Speedee, 3 doz. _____ 7 20
S u n b rite , 72 doz. ___ 4 00
W y an 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, P e n a n g _______ 1 39
M ixed, No. 1 _______  @32
M ixed. 5c pkgs., doz. @45
N u tm eg s, 70 0 9 0  ____ @59
N utm egs, 105-1 1 0 _@59
P epper, 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 l a c k ______  @55
N utm egs _____________ @61
Pepper, W h i t e _______ @72
Pepper, C a y e n n e ___  @36
P a p rik a , S p a n i s h ___ @52

Season ing
Chill Pow der, 1 5 c ___ 1 35
C elery  S a lt, 3 o z . ___  95
Sage, 2 oz. __________ 90
O nion S a lt ___________1 35
G arlic  ________________1 35
P onelty , 3% oz. ___ 3 25
K itch en  B o u q u et ___ 4 50
L au re l L eav es  ______  20
M arjo ram , 1 o z . _____  90
S avory , 1 oz. _______  90
T hym e, 1 o z . _________ 90
T u m eric , 2% oz. ___  90

STARCH

Corn
Kingsford, 40 l b s .___ 11%
Powdered, bags ___  4 50
Argo, 48, 1 lb. pkgs. 3 60
Cream, 4 8 -1 _________4 80
Quaker, 4 0 -1 ________07%

Gloss
Argo. 48, 1 lb. pkgs. 3 60 
Argo, 12, 3 lb. pkgs. 2 96
Argo, 8, 5 lb. p k g s ._3 35
Silver Gloss, 48, I s _11%
Elastic, 64 pkgs. ___ 5 35
Tiger, 48-1 __________3 50
Tiger, 60 lbs. _______  06

CORN SYRUP

Corn
Blue Karo, No. 1% „  2 42 
Blue Karo, No. 5, 1 dz. 3 33 
Blue Karo, No. 10 — 3 13 
Red Karo, No. 1% __ 2 70 
Red Karo, No. 5, 1 dz. 3 71 
Red Karo, No. 10 __ 3 51

Imit. Maple Flavor 
Orange, No. 1%, 2 dz. 3 15 
Orange, No. 5, 1 do. 4 41 
Orange, No. 10 _____ 4 21

Maple.
Green Label K a r o _5 19

Maple and Cane 
Kanuck, per g a l . ___ 1 50

Maple
Michigan, per gal. 2 50 
Welchs, per g a l . ___ 3 10

TABLE SAUCES
Lea & Perrin , large_6 00
Lea & Perrin , sm all_3 35
Pepper _____________ 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 ___________5 20
A -l, small __________8 16
Caper. 2 o z .___ _ 2 30

TEA
Jap a n

M edium  ____________ 27033
Choice _____________  37046
F a n c y _____________  54059
No. 1 N i b b s _____________54
1 lb. pkg. S i f t i n g ____ _ 13

G unpow der
Choice ______________ 40
F an cy  ______________ 47

Ceylon
P ekoe, m e d iu m __ —  67

English  B re ak fas t
Congou, M edium  _______28
Congou, C h o ic e ___  35036
Congou, F a n c y ___  42041

Oolong
M edium  ______________  39
Choice ____________  45
F an cy  ______________  50

T W IN E
C otton , 3 p ly  c o n e ____40
C otton , 3 ply p a i l s ___ 42
Wool, 6 ply  _____________18

V IN 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 ICK IN G
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 
R ayo, p e r  d o z . __ 75

W O O D EN W A R E
B ask e ts

B ushels, n a rro w  band ,
w ire  hand les  _____ 1 75

B ushels, n a rro w  band,
wood h a n d l e s ___ _ 1 80

M arket, d ro p  h a n d le .  90 
M ark e t, s ing le  h a n d le .  95
M ark et, e x tra  _____ _ 1 60
S plin t, la rg e  _______ _ 8 50
S plin t, m edium  _____ 7 50
S plin t, sm all ________ 6 60

C hurns
B arre l, 5 ga l., e a c h _2 40
B arre l, 10 ga l., e a c h . .  2 55
3 to  6 gal., pe r gal. . .  16

P a ils
10 q t. G a lv a n iz e d ___ 2 50
12 q t. G a lv a n iz e d ___ 2 75
14 q t. G a lv a n iz e d ___ 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 holes __ 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 60
Sm all G a lv a n iz e d ____6 76

W ash b o ard s
B an n er, G l o b e __ ____6 50
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 50
Single P e e rle ss  _____ 7 60
N o rth e rn  Q ueen ____ 5 50
U nive rsal ____________7 25

W ood Bowls
13 in. B u t t e r _______ 5 00
15 in. B u t t e r _______  9 00
17 in. B u t t e r ________ 18 00
19 in. B u tte r  ________ 35 00

W R A P P IN G  P A P E R  
F ib re , M anila, w h ite .  05%
No. 1 F i b r e __________08
B u tc h ers  D. F . __ _ 06%
K ra f t  ________________07%
K ra f t  S t r i p e _________ 09%

Y EA ST CA KE
M agic, 3 doz. _______ 2 70
S un ligh t, 3 d o z . __ __2 70
S un ligh t, 1% doz. _ . 1 35
Y east F oam , 3 d o z ._2 70
Y east F oam , 1% doz. 1 35

YEAST—COMPRESSED 
F le isch m an n , p e r  doz. 30



30 M I C H I G A N  T R A D E S M A N J a n u a ry  4, 1928

Proceedings of the Grand Rapids 
Bankruptcy Court.

G rand  R apids. Dec. 19—W e h av e  to 
day  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 A ngelos 
P ap p a s  a n d  P e te r  P a p p a s  c o p a r tn e rs  a s  
A m erican  C afe, B an k ru p t No. 3312. 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 a n k ru p tcy . T he  b a n k 
ru p t concern  is loca ted  a t  G ran d  R apids. 
T he  schedu les show  a s s e ts  o f $.3000 of 
w hich  3500 is c la im ed  a s  ex em p t, w ith  
liab ilitie s  o f  $4,627.96. T h e  firs t m ee tin g  
o f c re d ito rs  w ill be called, a n d  no te  of 
th e  sam e m ade h ere in . T h e  l is t of c re d 
ito rs  of sa id  b a n k ru p t a re  a s  follows:
C ity  of G ran d  R a p i d s _____________$106.00
B ern ad in a  M arkey, G ran d  R ap ids _ 13.00
D o rris  Jones , G rand  R a p i d s _____  11.00
L eo n ard  C ra ft, G ran d  R a p i d s _____  11.00
Cody & B a rn h a r t .  G ran d  Rapids__ 920.00
R y sk am p  B ros., G ran d  R a p i d s ___ 1,085.00
P. D. M o h rh ard t, G ran d  R a p i d s _ 374.00
J a m e s  Pollie, G rand  R a p i d s _____  35.00
H olsum  B ak ery , G ran d  R a p i d s ___ 118.50
G. R. C ream ery  Co., G rand  R ap ids 370.00 
G. R. C oat & A pron S upply  Co.,

G rand  R a p i d s ____________________ 22.46
G. R. S to re  F ix tu re  Co., G rand  R. 50.00
G as Co., G rand  R a p i d s _____________160.00
Coffee R anch , G rand  R a p i d s ______ 204.00
M. J .  D a rk  & Sons, G ran d  R ap ids 8.50
Jo h n  P lag o tis , G rand  R a p i d s _____  250.00
G u st G lent, G rand  R a p i d s ________  250.00
H o e k s tra  C ream ery  Co., G rand  R. 227.00 
C onsum ers P o w er Co., G rand  R ap. 50.00 
R ad em ak e r & Dooge, G ran d  R ap ids 195.00 
C onsum ers  Ice Co.. G ran d  R a p id s .  130.00
B a r n h a r t  Saw  Co.. C h ic a g o _______  8.50
P . S tek e tee  & Sons. G ran d  R ap ids 12.50 
K e n t S to rag e  Co.. G ran d  R ap id s  __ 16.50

Dec. 19. W e h av e  received  th e  sch ed 
ules, .re fe ren ce  a n d  ad ju d ic a tio n  in  th e  
m a tte r  o f C larence  D eL ange  a n d  G eorge 
V an  Beek* doing bu s in ess  a s  th e  M ad
ison  S q u are  E le c tr ic  C o , an d  a s  in d i
v id u a ls , B an k ru p t N o 3309. 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 a n k ru p tcy . T he  b a n k ru p t 
conce rn  is  loca ted  a t  G ran d  R apids. T he 
schedu les  show  a ss e ts  o f $950.59 o f w hich  
$250 is  c la im ed  a s  exem pt, w ith  liab ilities  
of $2,162.59. T h e  firs t m e e tin g  w ill be 
called  a n d  no te  of th e  sam e  m ade he re in  
T he  l is t of c red ito rs  of sa id  b a n k ru p t is 
a s  follow s:
C has. H  C hase, G ran d  R a p i d s _$ 30.00
G eorge V an  B eek. G ran d  R ap id s  __ 20.00 
C larence  D eL ange, G ran d  R ap id s  20.00 
E . E . M u rray  Co., G rand  R ap ids __ 136 19 
H a r ry  W . T hom pson, G ran d  R ap id s  13 53 
L ew is E lec tr ic  Co., G rand  R ap id s  8.00 
C om m erc ial C red it Co., G ran d  R ap  15.00
A. K oper, G ran d  R a p i d s __________ 1.25
R o se b e rry -H e n ry  E lec  Co., G rand

R ap ids ------------------------------------------ 147.31
A ck erm an  E lec. Co , G rand  R ap ids  669.65 
R em ing ton  T y p e w rite r Co., D e tro it 10.00
E lla  Young, G ran d  R a p i d s _________591.56
D arw in  G Y oung. G rand  Rapidsfi 420.00 
D r. J  C. Foshee. G rand  R apids __ 70.00

Dec. 19. W e h av e  to -d a y  received  th e  
schedu les, re fe ren ce  an d  a d ju d ica tio n  in 
th e  m a tte r  of th e  K en t M otor S ales Co., 
B a n k ru p t No. 3313. 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 h e  b a n k ru p t concern  is 
loca ted  a t  G rand  R apids. T he  schedu les 
show  a ss e ts  of $6.396.27 w ith  liab ilities  o f 
$9,528.76. T he firs t m ee tin g  o f c re d ito rs  
w ill be called, no te  o f w hich w ill be m ade  
h e re 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:
C ity  T re a s u re r . G rand  R a p i d s ___ $582.95
C h arle s  E . V au g h an . G rand  R ap ids  300.00
P au l M. H u tch in s . D e t r o i t _______  70.00
Eli K ah ler, M u s k e g o n ____________  38.15
G u a ra n tee  B ond & M ortgage Co.,

G ran d  R ap id s  __________________ 1,845.46
Jac o b  D eBoer, G rand  R a p i d s __ H _ ’237!45
Jos. Thiel, G rand  R a p i d s _________  240.30
W m . S chuild ing , B e v e r ly __________ 423^39
G e rr it t  L agendyk , G ran d  R ap id s  I  394.32 
G uar. Bond & M ort. Co., G rand  R. 550.00 
A u to  B ody Shop. G rand  R apids _ 2 50
A uto. Elec. & B at.. G rand  R ap id s  ° 
A llen & Fo lger, G ran d  R apids 
A u tom otive  P a r ts .  G rand  R apids
A u to  A p p ra isa l, D e t r o i t __  _
A dam  B row n Co., G ran d  R ap id s  II
M ax P . Cobb, G rand  R ap id s  ___
C. B. K. E lec., G rand  R ap ids  _
D ecker, D av ies & Jea n . G rand  R ap. « . u  
D ow n Tow n G arage. G rand  R ap ids 120.5C 
C onsum ers P o w er Co.. G rand  R ap . 29.5( 
E xide B a tte ry . G rand  R ap ids .  5 OS
F ran k lin  F uel Co., G rand  R a p id s . ' 114.63

6.50
24.00
6.00

50.20
4.00
7.20

99.13

F ires to n e  T ire , G rand  R apids 
H era ld . G rand  R apids 19.30
G. R. F o rg in g  & Iron , G rand  R apids 24̂ 25
G. R. D irec to ry , G rand  R a p i d s ___  25.00
G. R. A ss’n. C om m erce, G rand  R ap . 12.50 
G rim es & M adigan. G ran d  R a p id s . .  351.04
S. A. H obson & Co.. D e t r o i t _____  4.94
111. L ife  Ins. Co., C h ic a g o ____ __ 279 IS
M ich. Bell Tele. Co., Gre.nd R ap id s  11.15 
P u lte  K o rreck  M ach. Co.. G ran d  R. 20.05 
P ass. C ar D ealers . G rand  R apids __ 57.00 
P re s to  L ite  T hom pson. L ong  Is lan d  10.5?_ - -  -- g7S

9.65 20.02 
53.14 
12.00

R ich ard s  M otor C ar. G rand  R apids 
S herw ood-H all Co., G ran d  R apids 
Jo s. T roske , G ran d  R ap ids 
T isch  A uto  S upply  Co.. G rand  RapI 
Tel. D irec to ry  Adv.. D e tro it
V e r W vs & Co.. G rand  R a p i d s ___
V. C. P la tin g . G rand  R a p i d s _____  9.5
V an  H eu len  F u e l Co., G rand  R ap id s  30.C 
V ra n a  A uto  Top. G rand  R ap id s  ___ 95.2
C has. W rig ley , D e t r o i t _________ 183.0
C has. E . V au g h an , G rand  R apids_  870.3
S. L. V au g h an . G rand  R a p i d s __ 6,918.5
R. E . B ecker. G ran d  R a p i d s ___ 100.0
N aso n  & N elson. G rand  R a p i d s __ 100.0

Dec. 19. W e h av e  to -d a y  received  th  
schedu les, re fe ren ce  an d  ad ju d ic a tio n  i 
the m a tte r of H arry  L. Shuter, B ankrur

No. 3314. T h e  b a n k ru p t is  a  re s id e n t of 
Low ell, a n d  h is  o ccu p a tio n  is t h a t  o f a  
shoe m e rc h a n t. T he  schedu les  show  a s 
s e ts  of $3,959 o f w hich  $250 is  c la im ed  a s  
ex em p t, w ith  liab ilitie s  of $5,812.77. T he 
firs t m ee tin g  w ill be called  p ro m p tly  a n d  
n o te  o f sam e  m ade  he re in . T he  l is t of 
c re d ito rs  o f sa id  b a n k ru p t a re  a s  follow s:
T ow nsh ip  T re a s u re r , L o w e l l_____ $115.49
C. W . M ills P a p e r  Co., G ran d  R ap . 9.66 
D an iel G reen  F e lt  Shoe Co..

D olgebille, N. Y. _______________ 29.83
A lfred  J .  Sw eet, A u b u rn , Me. ____ 90.22 
H a g e rs to w n  Shoe & L egg ing  Co.,

H ag ers to w n , Md. _______________ 258.00
R ollings H o siery  M ills, D es M oines 152.06
W es te rn  Shoe Co., Toledo ________ 686.33
E n d ico tt Jo h n so n  C orp., E n d ico tt,

N . Y. ------------------------------------------  657.20
G oodyear R u b b er Co., S t. Louis,

Mo. ----------------------------------------------- 100.59
W olverine  Shoe & T an n in g  Corp.,

R ockford  _________________________ 106.18
B eacon  F a lls  R u b b er Shoe Co.,

C hicago ---------------------------------------  353.42
M arion  R u b b er Co., G ran d  R ap id s  136.25
B. F . G oodrich R u b b er Co.. C hicago 414.85 
M ish aw ak a  R u b b er & W oolen Mfg.

Co.. M is h a w a k a __________________ 702.80
H am ilto n  B row n Shoe Co., S t.

L ouis, Mo. _______________________ 40.70
R o b erts , Jo h n so n  & R and , St.

Louis, Mo. ----------------------------------- 56.55
T. G. R hodes Co., C h ic a g o _______  17.20
W alte r  B ooth  Shoe Co., M ilw aukee 87.90
G roves Shoe Co., C h ic a g o __________130.35
S im plex  Shoe Mfg. Co., M ilw aukee 21.67 
H o e k s tra  Shoe Co., G ran d  R ap ids  399.85
T hom pson  E h lers , C h ic a g o _______ 22.34
R o b ertso n  Shoe Co., M in n e a p o lis_ 55.10
C. H . R u n icm an n , L o w e l l__________156.55
C ity  S ta te  B ank , L o w e l l__________1,000.00

Dec. 21. 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 G eorge Sch roader, B an k 
ru p t  No. 3310. T he  m a t te r  h a s  been  r e 
fe rred  to  C h arle s  B. B la ir  a s  re le re e  in 
b an k ru p tc y . T he  b a n k ru p t is a  re s id en t 
of G ran d  R apids. T he  schedu les show  
a ss e ts  of $200 of w hich  th e  full in te re s t 
is c la im ed  a s  e x em p t w ith  liab ilities  of 
$1,692. T h e  c o u rt h a s  w ritte n  fo r fu n d s  
a n d  upon re c e ip t of th e  sam e, th e  firs t 
m ee tin g  w ill be called, no te  of w hich  will 
be m ade  here in . T he  l is t  of c re d ito rs  of 
sa id  b a n k ru p t is a s  follow s:
H a n n a  L u m b er Co., H a n n a , Ind.__$l,025.00
R alph  E d w ard s , G ran d  R a p i d s ___ 150.00
F ra n k  Sch roader, C hicago _________142.00
C harles  G. T u rn e r . G ran d  R ap id s  75.00 
F r a n k  C orrigan , G rand  R a p i d s ___  300.00

n n /» OI ____ •__ j  _Dec. 21. W e h av e  to -d a y  received  th e  
schedu les  o f th e  C able S a les Co., B a n k 
ru p t  No. 3288. 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 $2,- 
056.08 w ith  liab ilities  of $9,282.55. T h is  
b a n k ru p t concern  is loca ted  a t  K a lam a 
zoo. T he  firs t m ee tin g  w ill be called 
p ro m p tly  a n d  no te  of sam e  m ade  h ere in . 
T he  l is t o f c red ito rs  of sa id  b a n k ru p t is
a s  follows:
C ity  o f K alam azoo  ________________$ 66.00
A m erican  H eel Co,. N ash u a . N. H . 14.25 
B eacon  F a lls  R u b b er Co., C h icago  189.00
C hicago R u b b er Co., R a c i n e _____  80.07
F o s te r  R u b b er Co., B o s to n ________ 17.70
D iam ond  R u b b er Co., A kron, Ohio 80.07
C. G. G leckenste in  Co.. M uskegon 2,258.85
G au er L aw son  Co., C h ic a g o _____  58.07
D. G luck Co., C hicago ____________ 730.51
G oodyear T ire  Co., A kron. O hio— 558.23 
H o ltite  Mfg. Co.. B altim ore . Md. 599.29
L indenoid  L ea. Co.. N ew  Y o r k __ 117.69
M ohaw k R u b b er Co., A kron . Ohio 24.96 
O’S ullivan  R u b b er Co., N ew  Y o rk  150.11
P e rry  R efin ing  Co., C hicago ___  48.25
R acine  H orshoe  T ire , R a c i n e ___ 2,938.45
M. L. S nyder Co., P h i la d e lp h ia ___  12.82
H . B. S h e rm an  Co., B a ttle  C re e k - .  30.10 
Shoe F in d e rs  S upply  Co., C h icago  43.40 
U n ited  Shoe M ach. C orp.. B o s to n . .  25.71
U. S. R u b b er Co., C h ic a g o _______  524.32
W h ittem o re  B ros. C orp., C am bridge  327.72
W ed ler S huford  Co., S t. L o u i s ___  46.00
W olverine B u m p er Co., G rand  R ap. 213.55
A m erican  L au n d ry , K a la m a z o o ___  30.45
S te rlin g  T ire  Co.. C h ic a g o ________ 44.00
R. T. P a r f e t  Co.. K a la m a z o o _____  33.62
M ich. Bell Tel. Co., K a la m a z o o _ 6.30

Dec. 22. W e have  to -d a y  rece iv ed  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 R u fu s  B. C lark , B a n k ru p t 
No. 3315. 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 a n k 
ru p tcy . T he  b a n k ru p t is a  re s id e n t of 
M uskegon, a n d  h is  o ccu p a tio n  is t h a t  of 
a  labo rer. T he  schedu les show  a ss e ts  of 
$127 of w hich  th e  full in te re s t  is c la im ed  
a s  exem pt, w ith  liab ilitie s  o f $1,240. T h e  
c o u rt h as  w ritte n  fo r fu n d s  an d  upon 
re c e ip t of sam e  th e  firs t m ee tin g  o f c re d 
ito rs  will be called, no te  of w hich  w ill be 
m ade here in . T he  lis t of c re d ito rs  o f sa id  
b a n k ru p t is a s  follows:
P. S. W ilson. M uskegon _________ $ 89.00
T. Schillaci, M uskegon ____________ 75.00
J . O. N yberg . M u s k e g o n __________ 50.00
H ack ley  H o sp ita l, M uskegon _______54.00
D. A. B arn es . M uskegon H t s . ___  60.00
S a n ita ry  D airy , M uskegon _______ 16.00
P in e  S t. F u rn . Co., M u s k e g o n ___  10.50
D rs. Jo n es  & Jo n es , B erne, I n d ._43.00
A. R eu sser, B erne, I n d . ____________ 47.00
Jeffe rso n  G arage, B erne. I n d . ___  24Ì50
Peonies C red it Clo. Co.. F t .  W ayne  24.00 
B room  H all T ire  Co., M uskegon __ 47.00 
W m . T eryll, M uskegon H e ig h ts  "18.00
L ou is C lark , B erne. Ind. __________ 682.00

Dec. 22. 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 C laude a n d  H en ry  S to rey , 
ind iv idua lly  a n d  a s  p a r tn e rs  a s  S. & S 
S to re , B a n k ru p t No. 3316. 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 a n k ru p tcy . T he  b a n k ru p t’s 
s to re  w as loca ted  a t  S p rin g  L ake . T he 
schedu les show  a sse t«  o f $377,87 of which

th e  fu ll in te re s t  is  c la im ed  a s  exem pt, 
w ith  liab ilities  o f $2,303.22. T h e  c o u rt 
h a s  w rit te n  fo r  fu n d s  a n d  upon rece ip t 
of sam e, firs t m ee tin g  will be called, a f te r
w hich  no te  o f sam e  m ade here in . T he 
lis t of c red ito rs  of sa id  b a n k ru p t is  a s  
follows:
F ree m a n  D a iry  Co., M u s k e g o n ___ $ 22.00
Lee & C ady, G rand  R a p i d s _______  825.00
B u tle r  B ros.. C h ic a g o _____________ 110.72
Loose W iles B iscu it Co., C hicago — 22.00 
C. J . L itsc h e r  Elec. Co., G rand  R. 203.00 
M cL aughlin  Coffee Co., C hicago — 76.25
H. J .  H einz  Co., G ran d  R a p i d s __  2.37
J e n n in g s  M fg. Co., G rand  R ap id s— 9.00
E . A. N ixon. S p ring  L ake  _______  39.90
S. F a lls , S p rin g  L a k e ____________  7.00
H aze ltin e  & P e rk in s  D ru g  Co.,

G ran d  R ap ids __________ , _______ 19.68
F ra n k lin  M acV eagh Co., C h ic a g o_$ 52.45
Bos T ocacco Co., H o l la n d ________  60.00
Phillip  J o n es  Corp., C hicago _____ 16.60
N a tu ra l  Ice Co., G rand  H a v e n __  15.50
C has. C arp en te r . S p rin g  L a k e ___  705.00
S e ll-R ite  P ro d u c ts  Co., G rand  R ap. 7.00
D ra a  & Co., G rand  H a v e n _______  19.00
R eid M urdock Co., C h ic a g o _____  14.75
A1 E tre e lm a n , G rand  R a p i d s _____  76.00
R. C. S a ck e tt. G rand  R a p i d s _____  60.00
D r. S te w a r t D eW itt, G rand  H av en  50.00 
S p rin g  L ak e  S ta te  B ank , Spring

L ak e  _____________________________ 375.00
S tu d e b a k e r  G arage, G rand  H a v e n . 350.00

Dec. 22. On th is  d ay  w as held th e  firs t 
m ee tin g  o f c red ito rs  in  th e  m a tte r  of 
L eslie  H e a th , B a n k ru p t No. 3282. T he  
b a n k ru p t w as p re s en t in  person  a n d  n o t 
rep re sen ted . N o c red ito rs  w ere  p re sen t 
o r e rp re sen ted . N o cla im s w ere  proved 
an d  allow ed. No tru s te e  w as  appo in ted . 
T h e  b a n k ru p t w as  sw orn  a n d  exam ined , 
w ith o u t a  re p o rte r. T he firs t m ee ting  
th e n  a d jo u rn ed  w ith o u t d a te , an d  th e  case  
h a s  been  c losed a n d  re tu rn e d  to  th e  
d is tr ic t  co u rt, a s  a  case  w ith o u t a sse ts .

Dec. 23. On th is  d a y  w as he ld  th e  firs t 
m e e tin g  of c re d ito rs  in  th e  m a t te r  of 
W illiam  J .  W itt,  B an k ru p t No. 3279. T he  
b a n k ru p t w as  p re sen t in  person. N o 
c re d ito rs  w ere  p re sen t. N o tru s te e  w a s  
w as appo in ted . No cla im s w ere  proved  
a n d  allow ed. T h e  b a n k ru p t w as sw orn  
a n d  ex am ined  w ith o u t a  re p o rte r. T he  
firs t m ee tin g  th en  a d jo u rn ed  w ith o u t d a te  
an d  th e  case  h a s  been  closed an d  re tu rn e d  
to  th e  d is tr ic t  c o u rt a s  a  case  w ith o u t 
a sse ts .

On th is  d ay  a lso  w as  held th e  firs t 
m ee tin g  of c re d ito rs  in  th e  m a tte r  o f 
C lyde H . S tam b au g h , B an k ru p t No. 3293. 
T he  b a n k ru p t w as  p re sen t in  person  an d  
rep re se ilted  by  a tto rn e y s  E ld red  & G e- 
m uend . N o c red ito rs  w ere  p re s en t in  p e r
son, o r  re p re sen ted . N o c la im s w ere  
p roved  a n d  allow ed. N o tru s te e  w as a p 
po in ted . T he  b a n k ru p t w as  sw orn  an d  
ex am ined  w ith o u t a  re p o rte r. T he  firs t 
m ee tin g  th e n  ad jo u rn ed  w ith o u t d a te . T he  
case  h a s  been  closed  a n d  re tu rn e d  to  th e  
d is tr ic t  c o u rt a s  a  case  w ith o u t a sse ts .

Dec. 19. On th is  d ay  w as held  th e  firs t 
m ee tin g  of c re d ito rs  in  th e  m a tte r  of 
C laude M. H olcom b, B an k ru p t No. 3274. 
T he  b a n k ru p t w as  p re s en t in person a n d  
rep re sen te d  by  a tto rn e y  R. L. N ew nham . 
C red ito rs  w ere  p re s e n t by  W icks, F u lle r 
& S ta r r  an d  H a r ry  C hase. One c la im  w as 
proved  a n d  allow ed. T he  b a n k ru p t w as  
sw orn  a n d  exam in ed  w ith o u t a  rep o rte r. 
N o tru s te e  w a s  appo in ted . T he  firs t m e e t
ing  th e n  ad jo u rn e d  w ith o u t d a te , a n d  th e  
case  h a s  been  closed a n d  re tu rn e d  to  th e  
d is tr ic t  c o u rt a s  a  case  w ith o u t a sse ts .

On th is  d a y  a lso  w as he ld  th e  first 
m ee tin g  of c re d ito rs  in  th e  m a t te r  of 
C lifford E . W orden . B a n k ru p t No. 3276. 
T he  b a n k ru p t w a s  p re sen t in  person  an d  
re p re sen te d  by  a tto rn e y  H o m er H . F r e e 
land . N o c red ito rs  w ere  p re sen t o r  re p 
re sen ted . One claim  w as proved  a n d  a l 
lowed. T he  b a n k ru p t w as  sw orn  an d  
exam in ed  w ith o u t a  re p o rte r. T he  firs t 
m e e tin g  th e n  a d jo u rn ed  w ith o u t da te . 
N o tru s te e  w as  appo in ted . T h e  case  h a s  
been  closed a n d  re tu rn e d  to  tb e  d is tr ic t  
co u rt, a s  a  case  w ith o u t a sse ts .

On th is  d ay  a lso  w a s  he ld  th e  first 
m e e tin g  o f c re d ito rs  in  th e  m a tte r  of 
H a rm  M ejeur, B a n k ru p t No. 3281. T he  
b a n k ru p t w as  p re s e n t in  person  a n d  r e p 
re sen te d  b y  a t to rn e y  G len R. F a ling . No 
c re d ito rs  w ere  p re s e n t o r  rep re sen ted . No 
c la im s w ere  p roved  an d  allow ed. N o 
tru s te e  w a s  appo in ted . T h e  b a n k ru p t w as 
sw orn  a n d  ex am in ed  w ith o u t a  re p o rte r. 
T h e  firs t m e e tin g  th e n  a d jo u rn e d  w ith o u t 
da te .

On th is  d ay  a lso  w as held  th e  firs t 
m e e tin g  of c red ito rs  in  th e  m a tte r  o f 
A b rah am  T a z e laa r, B a n k r u p t . No. 3270. 
T h e  b a n k ru p t w as  n o t p re sen t in  person, 
b u t re p re sen te d  b y  C orw in, N orcross & 
Cook, a t to rn e y s  fo r th e  b a n k ru p t. C red 
ito rs  w ere  p re s en t in  person  a n d  re p re 
sen te d  b y  a tto rn e y s  D u n h am  & C ho le tte  
a n d  F red  G. T im m er, a g en t. C laim s w ere  
p roved  a n d  allow ed. C- W . M oore w as  
e lected  tru s te e ,  a n d  h is  bond p laced  a t  
$100. T he  firs t m ee tin g  of c re d ito rs  th en  
ad jo u rn e d  to  J a n . 4. T h e  b a n k ru p t is 
d irec ted  to  be p re s en t a t  th e  ad jo u rn ed  
d a te  a n d  tim e  fo r e x am in atio n .

On th is  d a y  a lso  w a s  he ld  th e  first 
m ee tin g  of c re d ito rs  in  th e  m a t te r  o f J e a n  
P a u l O.ctave De M auriac . B an k ru p t No. 
3287. T he b a n k ru p t w as  p re s en t in  p e r
son a n d  re p re sen te d  b y  a tto rn e y s  R ob in 
son & P a rso n s . N o c re d ito rs  w ere  p re s 
e n t  o r  re p re sen ted . N o c la im s w ere  p ro v 
ed  a n d  a llow ed. T h e  b a n k ru p t w a s  sw orn 
a n d  exam ined , w ith o u t a  re p o rte r . Jo h n  
A ren d sh o rst. of H olland , w as nam ed  t r u s 
tee , a n d  h is  bond  p laced  a t  $500. T he  
firs t m e e tin g  th e n  ad jo u rn e d  w ith o u t 
da te .

On th is day  also w as held the  sale a t  
auction of the asse ts in the m a tte r  of 
W alter Boydston, as B urton H eights Tire

S erv ice  S ta tio n , B a n k ru p t No. 3280. T he 
b a n k ru p t w as  n o t p re sen t. T he  tru s te e  
w as  p re s e n t a n d  re p re sen te d  by th e  o f
ficial au c tio n ee r. V ario u s  b id d e rs  w ere  
p re s en t in  person. T h e  p ro p e rty  w as sola 
on final bu lk  bid  to  D. C ollar, o f M us
kegon, fo r $675. T he  sa le  w as  confirm ed 
a n d  th e  au c tio n  a d jo u rn e d  w ith o u t da te . 
T be  tru s te e  h a s  filed h is  f irs t re p o r t  an d  
a cco u n t an d  a  firs t d iv idend  o f 5 p e r cen t, 
to  c re d ito rs  a n d  a d m in is tra tio n  expenses 
hav e  been  o rd e red  paid .

On tb is  d ay  a lso  w as he ld  th e  sale  o f 
a s s e ts  in  th e  m a t te r  of R ay  H ice an d  
H u n te r  H ice  a n d  a s  c o p a r tn e rs  a s  N o rth  
P a rk  S a n ita ry  M ark e t, B a n k ru p t No. 3284. 
T he  b a n k ru p ts  w ere  n o t p re s en t o r  re p re 
sen ted . T he  tru s te e  w a s  p re sen t. T he 
o ificia l a u c tio n ee r  w as  in  ch arg e . T he 
p ro p e rty  so ld  for th e  bu lk  b id  of T hom as 
H ice, a t  $1,400, th e  p u rc h a se r  to  a ssu m e  
a  c e r ta in  lien  in  th e  a p p ro x im a te  sum  of 
$683. T he  sa le  w as  confirm ed  a n d  the  
m a tte r  ad jo u rn e d  w ith o u t da te .

Dec. 27. On th is  d ay  w a s  he ld  th e  first 
m ee tin g  o f c re d ito rs  in  th e  m a tte r  of 
C lark  E . O v ersm ith , B an k ru p t No. 3275. 
T h e  b a n k ru p t w as  p re s e n t in  p e rson  and  
re p re sen te d  by  a tto rn e y  C alv in  L. B an 
c ro ft. C red ito rs  w ere  p re s e n t in  person. 
No c la im s  w ere  p roved  a n d  allow ed. No 
tru s te e  w as ap p o in ted . T h e  b a n k ru p t w as 
sw o rn  a n d  ex am in ed  w ith o u t a  r e p o .u .  
T he  firs t m ee tin g  th e n  ad jo u rn e d  w ith o u t 
d a te , a n d  th e  case  h a s  been  closed an d  
re tu rn e d  to  th e  d is tr ic t  c o u r t  a s  a  case 
w ith o u t a sse ts .

On th is  d ay  a lso  w as  he ld  th e  first 
m ee tin g  of c re d ito rs  in  th e  m a tte r  of 
F ra n k  E c k h e a rt, B a n k ru p t No. 3292. The 
b a n k ru p t w as  p re s e n t in  person  aim  . 
re sen te d  by  a tto rn e y s  A lexis J . Itogoski 
a n d  L ou  L an d m an . N o c re d ito rs  <_ 
p re s en t o r re p re sen ted . N o cla im s w ere 
p roved  an d  allow ed. N o tru s te e  w as a p 
p o in ted . T he b a n k ru p t w as  sw orn  a*.a 
ex am in ed  w ith o u t a  re p o rte r . T he first 
m ee tin g  th e n  ad jo u rn e d  w ith o u t d a te  at . 
th e  case  h a s  been  closed a n d  re tu rn e d  tr  

th e  d is tr ic t  c o u r t a s  a  case  w ith o u t a s 
se ts .

On th is  d ay  a lso  w a s  he ld  th e  first 
m ee tin g  o f c re d ito rs  in  th e  m a tte r  of 
G eorge G ildner, B a n k ru p t No. 3286. T i.e 
b a n k ru p t w as  p re s e n t in  person  an d  re p 
re sen te d  by  a tto rn e y  C h arle s  A. W a tt. No 
c re d ito rs  w ere  p re s e n t o r  rep resen ted . 
C laim s w ere  p roved  a n d  allow ed. T he 
b a n k ru p t w as  sw orn  a n d  exam ined  w ith 
o u t a  re p o rte r . N o tru s te e  w a s  appo in ted . 
T he  case  h a s  been  closed  a n d  re tu rn e d  to 
th e  d is tr ic t  co u rt a s  a  case  w ith o u t a sse ts .

On th is  d ay  a lso  w as  he ld  th e  firs t 
m e e tin g  of c re d ito rs  in  th e  m a tte r  of 
H e n ry  V an  Goosen, B a n k ru p t No. 328„. 
T he  b a n k ru p t w as  p re s e n t in  person and  
re p re sen te d  by  a tto rn e y s  S tek e tee  & S t t -  
ke tee . C red ito rs  w ere  p re s en t in person  
a n d  by  a tto rn e y s  K n ap p en , U hl & B ry a n t 
an d  C harles  F . H ex t. F re d  G. T im m er, 
a g e n t w as a lso  p re s e n t fo r c red ito rs . T i.e 
b a n k ru p t w a s  sw orn  a n d  ex am in ed  w itl - 
o u t a  re p o rte r . C. W . M oore w as nam ed  
tru s te e  an d  h is  bond p laced  a t  $100. T iu  
firs t m ee tin g  th e n  a d jo u rn e d  w ith o u t da te .

On th is  d ay  a lso  w as held  th e  first 
m ee tin g  of c re d ito rs  in  th e  m a tte r  of 
A be H ym a, B a n k ru p t No. 3289. T he  b a n k 
ru p t  w as  p re s en t in  person. C laim s w ere 
filed. T he  b a n k ru p t w a s  sw orn  an d  e x 
am in ed  w ith o u t a  re p o rte r. M yron H . 
W alk e r w as  n am ed  tru s te e ,  a n d  b is bon I 
p laced  a t  $100. T he  f ir s t m e e tin g  th en  
ad jo u rn e d  w ith o u t da te .

Dec. 23. 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 t te r  o f T o t te n  E lec tr ic  C o n s tru c 
tio n  Co., B a n k ru p t No. 3317. T he  m a tte r  
h a s  been  re fe rre d  to  C h arle s  B. B la ir  a s  
re fe ree  in  b an k ru p tc y . T h e  b an k ru p t 
conce rn  is  lo ca ted  a t  G ran d  R apids. T be 
schedu les show  a s s e ts  of $23.167.25 w ith  
liab ilities  o f $10,452.79. T h e  firs t m ee ting  
w ill be called  p ro m p tly  a n d  no te  of the  
sam e  m ad  eh ere in . T be  lis t of c red ito rs
o f sa id  b a n k ru p t a re  a s  follow s:
W . C. B row n, G ran d  R a p i d s _____ $ 11.25
J . Ec.ken, G rand  R a p i d s __________ 28.93
J . H offius, G ran d  R a p i d s _________  65.49
H . N ichols, G ran d  R a p i d s _________ 43.67
Q. P e tee rso n , G rand  R a p i d s _____  15.0 >
K e n t S ta te  B an k , G ran d  R ap id s  __ 365. 0-
M rs. S teenbergen , G ran d  R a p i d s _ 300.CO
A ck erm an  E lec. Co., G rand  R ap. 4,506."5 
W . M. A ck erm an  E lec . Co, G ran d  R. 25.17 
A m erican  S igns Corp., G ran d  R ap. 363.95
Allis, L ou is  Co., M ilw a u k e e _______  84.15
A rm stro n g  M fg. Co. ______________ 16.80
A sso c ia ted  T ru ck  L ines, G rand  R. 4.32
B ouw kam p  G arage, L a m o n t _____  8.93
B u tte rw o rth  & Low e, G ran d  R ap id s  22.80
C ran e  Co., G ran d  R a p i d s _________  60.00
L ouis F . Dow Co., S t. L o u i s _____  36.92
DeGood T ra n s fe r  Co., G ran d  R ap id s  9.65 
D illey, S o u te r & D illey, G rand  R. 47.75
D uro  Co., D a y to n ___________________ 111.75
E aso n  G oldsm ith  Co., G ran d  R ap id s  12.85
P ress , G rand  R a p i d s ______________ 29.61
G. R. L u m b er Co., G ran d  R ap id s  __ 10.32
F r a n k  G. H oeny , G ran d  R a p i d s _ 17.75
H ay d en  S upply  Co., G ran d  R ap id s  689.76
K essle r M ayo Co.. G rand  R a o i d s _14.55
L ew is E lec . Co., G ran d  R a p i d s ___  14.00
L itsc h e r  E lec. Co., G ran d  R ap ids  2,441.18 
M ich. B ell Tel. Co., G rand  R ap id s  63.33
M iller Co., N ew  Y ork  _____________ 237.58
M u rray  Co., G ran d  R a p i d s _________103.36
M aring  W ire  Co., M uskegon ___  3.38
M ichigan T r u s t  Co., G ran d  R an id s  120.00
M onito r F u rn a c e  Co., C in c in n a t i_195/0
M cG raw , G ran d  R ap ids  ____________119/5
O palum e Sign Co., B a ttle  C re e k . 14.67
P e r ry  Sign  Service , G ran d  R ap id s  1.75
T isch -H in e  Co., G rand  R a n i d s ___  34.05
U n iv e rs la  C a r  & Ser. Co., G ran d  R. 25.92 
U nderw ood  T ypew . Co., G ran d  R. 65.00
I r a  P u rch a se , S p rin g  L a k e _________110.00
H av en  B usch  Co.. G ran d  R ap id s  — 110.00
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The Merchant-Artist Blooms Again.
(Continued! from page 20) 

prices—a dose second- Second: That 
chain sales are departing from the pre
ponderance of staples in volume, 
whereas staples were formerly almost 
all that chains sold.

I wonder just what this condition 
indicates? I shall be grateful if any 
reader has any ideas on the subject 
which he will be kind enough to write 
to me.

All such questions are important to 
all grocers because, regardless of how 
any man feels about the direct effect 
chains have on his business, the scien
tific merchandising practiced by chains 
influences the policies of everybody.

Nobody, for example, could be more 
firmly intrenched, apparently, than 
Henry May & Co., Honolulu; yet May 
has just instituted a two-way char
acter of service to meet certain chang
es in customers1’ ways and preferences. 
Writing Nov. 16, George Bustard, 
manager of May’s, says:

“This week we started something 
new in the way of accommodating and 
securing a portion of the cash business 
that is being done in all communities. 
We are still retaining our full service 
facilities, but to those who wish to pay 
cash we allow a certain discount. The 
policy has been in operation only a 
few days, but so far has pleased our 
patron®. We feel that we shall be 
able to retain our service customers 
and introducing this innovation we 
shall be able to attract cash customers 
who formerly did no business with 
us.”

May’s circular explains that “by 
reason of reduced expenses selling 
groceries and provisions for cash the 
saving will be handed to patrons 
through a discount, as follows:

“Ten per cent, off regular prices 
when cash is paid and goods are re
moved by customer; 5 per cent, for 
cash paid, but goods are delivered by 
Mays; no discount where credit and 
delivery are furnished by Mays.”

Experience elsewhere shows that 
people favor such a plan. Customers 
will accept a discount in lieu of cer
tain! services they elect to perform 
themselves; but they will not fall in 
with a plan of paying a price without 
service and adding a charge for any 
service. Paul Findlay.

Some Things We May Do When We 
Eat.

We read! in one of the newest books 
w on cookery and table manners that we 

may now cut our salad with a knife. 
In fact, it sems that this is the proper 
thing to do if one wishes to eat daint
ily. What a relief after all the trouble 
we have had chasing slippery hearts 

,  of lettuce around our side plates and 
how much easier it will be to corral 
the watercress and bring it into sub
mission! If we wait long enough it is 
probable that our rural friends will 
come into their own, for we can as- 

. sure the modern writers of table man-' 
ners that many a salad was cut with 
a knife out in the country homes long 
before it was permitted in so-called 
formal gatherings. Perhaps the next 
thing we will hear or read about will 
be the advantage of using the knife in 
conveying food to the mouth, though

we will probably be warned of the 
training necessary to high attainment. 
We look for changes in what we eat 
in such a progressive age and meat 
being the central dish we look to it 
first. The National Livestock and 
Meat Board tells us how to prepare 
liver and rice in casserole. Nothing 
is said about the kind of liver and so 
we will fill in this omission by recom
mending beef liver from a piece that 
is bright in color and pleasing to the 
eye. Here is what we read in their 
beautiful holiday book entitled “One 
hundred meat recipes, old and new”: 
Wash one pound of liver in cold water, 
then cut in narrow strips and brown 
these in bacon fat with hot water or 
stock, and allow to simmer about one 
hour. Thicken the liquid to make a 
thin gravy, using one tablespoon of 
flour to each cup of liquid. Add one- 
quarter cup cooked chopped mush
rooms and1 one-quarter cup chopped 
carrots. Arrange alternate layers of 
rice and liver in a casserole and have 
rice as the top layer. Pour the gravy 
over all. Cover and bake in a modern 
oven twenty minutes or longer until 
done. Garnish with finely minced 
parsley and serve. This dish ought to 
be good and while we have never tried 
it yet it will not be long now until we 
do. Liver is mighty fine when cooked 
with bacon, and this reminds us of a 
lady who used to buy liver for her cat, 
but the cat was so particular she al
ways knew the liver was in perfect 
condition and of excellent quality 
when he ate it as if he liked it. So 
she got to sharing the liver with the 
cat and they were both happy. The 
only difference was she had hers with 
bacon while the cat took his straight.

While the American packer is able 
to meet competition from all other 
lands and produces the best product 
in the market, the Canadian packer has 
been catering to the demand for lean 
meat for years. The bacon prepared 
in that country is sold in many places 
in the United States, and at prices 
much above those charged for the 
American product. It is a lean bacon 
very dry, and approaches closely the 
sliced ham when well cooked and 
served.

Maybe the American demand for 
lean meat has been helped by thf 
Canadian product sold in many cities 
At any rate, the style in meats has un
dergone a change, the new model hog 
must be supplied and the new style 
established.

The American hog raiser is pretty 
certain to raise the porker wanted by 
the packer. It means easy sales and 
good prices.

Hog Styles Have Changed.
Packers have notified the National 

Swine Growers Association that a new 
model in hogs must be provided if the 
retail trade demand for lean pork chops 
and bacon is to be met.

The popular model in hogs in the 
past has been the short, corpulentj 
lard hog. But styles in hogs have 
changed, the packers want the porkeij 
with a long, slender body, much less 
lard and more lean meat in the car
cass; they suggest that this nev| 
model in the pork world would be pro
duced quickly, that the demand fou 
lean meat may be supplied and the 
market waiting may be cultivated and 
enlarged.

The corpulent, short model porker 
has chops and bacon available, but 
each is largely decorated with fat, and 
fat pork has lost its appeal to much 
of the trade in this country. The de
mand at the retail market is for chops 
and bacon with a generous portion of 
lean.

'Consumers have become discrimin
ating. Public sentiment is powerful 
when it is vocal at the retail counter 
demanding just what it wants. There 
may be some lines of trade where 
leaders in the field of supply are in
different to public sentiment, but that 
is not true in the meat trade. The 
packers are quick to hear and eager 
to meet every change in the buying 
sentiment. They want the buyers to 
be cheerful and satisfied. In that they 
$re wise,

Gezon’s Idea of the Trend of Business.
Wyoming Park, Jan. 3—Last week’s 

Tradesman carried an account of an 
arrangement whereby the Alma and 
surrounding retail grocers became own
ers of the Redmon wholesale grocery.

It is the trend of business nowadays 
to ioin forces and get together. We 
must do it. If we don’t “hang to
gether” we will “hang separately.”

I have been watching the different 
groups around the State and some are 
having good success and others not so 
good. But they should not become 
discouraged. As they find they have 
made mistakes, they must resolve to 
profit by them.

In Grand Rapids we have a wonder
ful group of advertisers. We meet 
every Tuesday evening and there is al
ways a good crowd on hand. We 
number thirty-five members and it is 
a happy bunch. We stress advertising 
and let the buying take care of itself. 
I have contended from the start that if 
we have a good group of advertisers 
the sellers will come to us. That has 
been our experience in Grand Rapids.

By far the most valuable feature of 
such an advertising group is the get
ting together each week. We are 
learning to merchandise and it is by 
this, rather than by price cutting, that 
we can beat the chains. I have learn
ed to admire the methods of these 
chains, because they are clever mer
chants. They display, they feature, 
they mark, they change, they adver
tise, they do everything to make the 
psychological appeal to the buyer. It 
is not one person’s idea, but the ideas 
of hosts of good merchants whom they 
employ.

So with us. We must get together 
often, exchange ideas, compare meth
ods, plan a campaign and put our story 
before the public and, incidentally, 
have the best time of your life doing 
it.

That is to be the big theme at our 
coming convention in Lansing in April, 
for which we are now making plans.

Paul Gezon,
Sec’y Retail Grocers and Meat Deal

ers’ Assn.

You’ve Got To Be Bigger.
Bigger than your job if you ever 

expect to be promoted.
Bigger than your opportunities if 

you would get the most out of them.
Do you do only what you are told 

to do? Then you’ll never capture any 
of the prizes the world is always will
ing to bestow for initiative.

Do you do only enough to get by? 
Then some day you’ll be surprised 
when they hand you the go-by.

It’s a strenuous, up-and-doing age

in which we live. Progress tramples 
all over the fellow who stops to look 
back.

Don’t look back. Look ahead. Have 
a goal. Keep your eye on it. Some
times the tears may blur the view, 
but the man worth while is not only 
the man who can smile, but he who 
can keep on even when he can’t see 
why.

We must grow or stagnate. There 
is really no such thing as a middle 
ground. Unless you’re digging you’re 
likely to be covered up. Buck up or 
stay down.

As Lindbergh’s flight to Paris was 
the beginning of the year’s remarkable 
record in aviation, so his statement to 
the Associated Press upon the need of 
greater attention to the element of 
safety appropriately rounds it out. 
True to his common sense practicality 
he does not indulge in vague or ab
stract phrases but puts his finger upon 
specific defects in our present aero
nautical arrangements. Aspirants for 
flying honors have courage in abund
ance. As Lindbergh puts it, “Young 
America wants to fly and is going to 
fly.” But nobody ought to be allowed 
to act as pilot of a plane unless he has 
had adequate training. Financial limi
tations lead would-be aviators to go to 
schools which allow them to graduate 
with less than ten hours of training. 
This condition calls for remedy. Lind
bergh proposes — doubtless with the 
previous approval of others who are 
qualified to speak on the subject—that 
the Department of Commerce through 
the Bureau of Aeronautics be empow
ered to add to its present regulation 
of interstate flying control of flying 
within individual states, including the 
laying down of minimum requirements 
for courses in, flying schools. There 
may be a legal difficulty in this pro
posal, but in some way the licensing 
of air pilots should be as carefully re
stricted as the licensing of automobile 
drivers.

Business Waits Department
A dvertisem ents inserted under th is  head 

for five cen ts a word the first Insertion 
and four cen ts a word for each su b se
quent continuous insertion. If s e t in 
capital letters, double price. No charge  
less than 50 cents. Small display adver
tisem ents in th is departm ent, $4 per 
inch. Paym ent w ith order is required, as 
am ounts are too sm all to  open accounts.

FO R  SA L E —C igar s to ck  a n d  fix tu res. 
Good location . C heap  fo r  cash . Irv in  
B orgm an , 737 P o r tag e  S t., K alam azoo,
M ich. _____________________  747

F o r Sale—A clean  s tock  o f g roce rie s  a n d  
fix tu res  invoicing  a b o u t $2,500. 25 m iles
from  G rand  R apids. A ddress No. 748,
c /o  M ichigan T rad esm an .____________ 748

FO R  SAGE}—G eneral m erch an d ise  s tock  
on m a in  h ighw ay  betw een  K alam azoo  and  
B a ttle  C reek. D oing good business. R ea 
son for selling . W ill d isco u n t fo r  qu ick
sale. Schrodes. G alesburg .___________749

FO R  SA L E — A p rosperous  h a rd w are  
s to re  in a  live tow n. F iv e  m iles from  
C am p au  S quare . N o com petition . $3,500 
will hand le  it. A ddress No. 750. c /o  M ich
ig an  T rad esm an ._______________  750

FO R  SALE3—G eneral s to re , g lazed  tile , 
24 ft. x  82 ft., s to ck  o f goods a n 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 ich igan . 744
CASH For Your Merchandise I
Will buy your en tire  stock or part of 
stock of shoes, dry goods, clothing, fu r
nishings, bazaar novelties, furn iture, etc. 

LOUIS LEVINSOHN, Saginaw , Mich.

P ay  spot cash for clothing and fu rn ish
ing goods stocks. L. Sllberman, 1250 
Burlingam e Ave., D etroit, Michigan. 566
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Items From the Cloverland of Michi
gan.

Sault Ste. Marie, Jan. 3—Pickford 
is the poultry center of Chippewa 
county. The farmers are going into the 
poultry game more each year and the 
yield is far more profitable than most 
anything else which they can produce. 
Harry Best, one of the leading mer
chants at Pickford, brought in the 
largest single load of poultry, wThich 
sold for $936. The farmers are also 
going into the dairy business more 
since the high price of butter and eggs 
is making farming more profitable.

Adolf Wandler, chief meat cutter 
for the Pittsburg Supply Co. during 
the season of navigation, has opened 
his meat marfcet on Swinton street, 
which will continue until the opening 
of navigation, when he will again fol
low his summer work. Mr. Wandler 
is the only sausage maker with a di
ploma from Germany, where he learn
ed the sausage making business. He 
will specialize on home made sausages 
and also offer a full line of choice 
meats, butter, eggs and cheese. He 
has the only market in his neighbor
hood and should enjoy a good patron
age.

Charles Therrian, who for the past 
few years has been conducting a gro
cery store at St. Ignace, in addition to 
acting as express agent, has disposed 
of his stock and will hereafter devote 
his entire time to the express business.

R. Mollenberg is opening a new 
home bakery at 559 Ashmun street in 
the place recently occupied by Mrs. 
Sullivan’s hat store. New bake ovens 
and new fixtures are being installed. 
Mr. Molenberg needs no introduction 
to the public, as he conducted a bakery 
for a number of years on the corner 
of Easterday street and Bingham 
avenue, which was destroyed by fire 
several years ago. Mr. Molenberg 
since that time has been in the employ 
of the Union Carbide Co. This will 
give us five good bakeries on Ashmun 
street in the center of the business dis
trict and all of them are doing a good 
business.

The markets here cleaned up on 
poultry for the New Year. Very few 
turkeys and chickens were left over 
from Christmas. Ducks and geese 
were off the market for the New Year 
and what turkeys were on sale were 
shipped in from other markets, but the 
prices were n^ higher than they were 
at Christmas.

The new O’Jibway Hotel was for- 
mallv opened by a banquet and ball 
Jan. 2. It was one of the big events 
here. About 300 guests attended. 
Governor Green was the principal 
speaker. Many other distinguished 
guests were here from the surrounding 
country. The Civic and Commercial 
Association put on the banquet and 
have every reason to be proud of their 
achievement, as they were responsible 
in making it possible through the 
business men (with Hon. Chase S. 
Osborn, who is the largest single 
stockholder) to raise every dollar sub
scribed by local business men, giving 
the Soo one of the best hotels for its 
size in the State. The hotel will be 
a big asset to this community, especial
ly during the tourist season, when we 
were handicapped by not having 
enough hotel accommodation. The old 
Park will be opened again during the 
tourist season as a rooming house in 
connection with the New Ojrbway.

A Scotchman had driven the same 
automobile since 1903. Just wait until 
he has to buy new tires though.

William McGuire, one of DeTour's 
progressive merchants, spent a day 
here last week doing some holiday 
shopping. He reports a good holiday 
trade this year and is optimistic for the 
future, as he figures the large amount 
of money spent developing the new 
summer resort at Albany Island will, 
naturally, help DeTour, which is the 
nearest village, being only twelve miles 
distant.

Meat consu m ers should  in sis t tha t

retail dealers do not remove the in
spection stamp in selling meat, says 
D. L. McMillan, our county agricul
tural agent. Despite the common be
lief, the stamp is harmless and should 
be on the meat to show that it has 
been properly inspected by the De
partment of Agriculture. He said that 
some of the dealers are accustomed*to 
chop off the colored inspection stamp, 
because some consumers object to the 
stamps on the meat cuts. The mark
ing fluid of the stamp is vegetable 
coloring matter made of approved in
gredients and is as harmless as fruit 
juice. The stamp is put on all whole
sale cuts of inspected beef, veal, pork, 
lamb and mutton and is the Govern
ment’s assurance the meat is from 
healthy animals. By cutting off the 
stamp, the official assurance as to the 
meat’s wholesomeness is lost.

I wish to all a happy and prosperous 
New Year. William G. Tapert.
Death of Frank Cornell, the Sunfield 

Merchant.
Sunfield, Dec. 31—F. N. Cornell 

died at Pennock hospital at Hastings 
Thursday night from paralysis. He 
was stricken three weeks ago. Mr. 
Cornell came to Sunfield to conduct 
a general store in 1901 after having 
conducted a similar 'business in Sebe- 
wa. He was a member of the I. O.
O. F. in Sebewa and was active in Ma
sonic circles here. Three children 
survive, Elizabeth, of Portland, Ore., 
Leighton, of Alhoa, Ore., and Harold, 
of New York City.

Frank N. Cornell was born in Grand 
Rapids April 25, 1861, which happened 
to be the day on which the civil war 
was declared. His father’s step-father 
owmed the first brickyard established 
ip Grand Rapids, and on the death of 
the step-father hi9 father and uncle 
continued the business until 1862, 
when his father located on a farm in 
Oakfield township. Frank attended 
school until he was fourteen years of 
age, when he began clerking in the 
general store of N. H. Gould, at Oak- 
field Center. He afterwards changed 
to the general store of E. L. Boynton, 
at Griswold*. In order to acquire an 
accurate knowledge of the business he 
subsequently took charge of the gen
eral store of T. J. Norton, at Oakfield 
Center, working for $10 a month and 
boarding himself. The sales of the 
store at that time averaged $20 a day 
and he was the only person employed 
in the store. Mr. Norton visited the 
Grand Rapids market once a week to 
purchase goods. Aside from this as
sistance, the management devolved en
tirely upon Mr. Cornell. In 1885 he 
formed a co-partnership with Alonzo 
Griswold and engaged in general trade 
at Griswold under the style of Cornell 
& Griswold. The partners contribut
ed $200 apiece to the capital stock and 
the business prospered to that extent 
that Mr. Cornell purchased his part
ner’s interest two years later for $2,000. 
He had no money w’ith which to make 
the payment, but he was so well re
garded by Lester J. Rindge, O. A. Ball 
and John Snitseler that they voluntar
ily furnished him the money and also 
gave him lines of credit which enabled 
him to carry on the business success
fully. Eighteen months later, on Sept. 
10, Mr. Cornell removed his stock to 
Sebewa. where he continued the gen
eral merchandise business for many 
years. In 1901 he opened a general 
store at Sunfield, where he was a 
leading factor in the mercantile situa
tion for several years.

Many years ago Mr. Cornell joined 
Mr. Butler, Manager of the Shredded 
Wheat Biscuit Co., in opening a gro
cery store at Niagara Falls, under the 
style of the Butler Grocery Co. The 
business was capitalized originally at 
$15,000, but the capital was later in
creased to $30,000. Mr. Cornell sub
sequently sold hi» interest to Mr. 
Butler at a very handsome profit.

Mr. fornell was married Dec, £5,

1885, to Miss Jessie DeGraw. Mrs. 
Cornell died about eighteen years ago, 
leaving three children. The family re
sided in a beautiful home at Sebewa, 
which was one of the most complete 
and home-like residences in the State. 
Mr. Cornell was a member of the 
Methodist church at Sebewa, which he 
served in the capacity of Trustee and 
also as Superintendent of the Sunday 
school. He was a Mason* Odd Fellow 
and a Woodman.

Mr. Cornell attributed his success to 
hard work and sticking to it. He had 
never been in the habit of going away 
from home very much and had but two 
hobbies—fishing and hunting—which 
he indulged to a moderate extent. He 
was naturally very proud of the fact 
that he had never sent an order to a 
jobbing house which was not filled 
promptly and also that he had never 
permitted a note to go to protest. He 
had long been on Easy street and had 
demonstrated that there was money to 
be made and satisfaction to be gained 
and success to be achieved in conduct
ing a first-class store in a country 
town.
Exhibi:s To Be Grouped at Merchan

dising Show.
Detroit, Jan. 3 —The Exposition 

Committee in charge of the second ex
hibit in connection with the Better 
Merchandising Conference at the Book 
Cadillac Hotel, Feb. 15, 16 and 17, has 
inaugurated a new plan in connection 
with the allocation of booths for the 
show this year. In stead of offering 
any exhibitor in any line of business 
the opportunity of choosing space in 
any part of the hall, it has been de
cided to group exhibits according to 
specific or related lines of business. 
There will therefore be sections de
voted to dry goods and allied lines, 
with exhibits already pledged from the
following:
A. Krolik & C o .__________ 11 spaces
Edson Moore & C o .------------ 9 spaces
Davidson B ro s.------------------4 spaces
I. Shetzer ________________ 2 spaces
G. F. Minto & Co. ________ 1 space
Annis Fur Co. ------------------1 space
Camill Co. (Neckw ear)___ 1 space
C. A. Finsterwald C o .______ 2 spaces
Detroit Suspender C o.---------- 1 space

Advice has been received from sev
eral other concerns in this line that 
they will make definite reservations 
very shortly. These spaces will be 
grouped in the grand ballroom. In 
the Italian garden will be wholesale 
drugs, including Farrand Williams & 
Clark, with three spaces, Michigan 
Drug Co., with two spaces, the De
troit Wholesale Furniture Co., with 
five spaces and the Detroit Show Case 
Co., with two spaces.

Grouped close by is hardware, 
plumbing and heating supplies and 
builders’ supplies, including reserva
tions by Standart Bros., two spaces, 
Buhl Sons Co., one space, A. Harvey’s 
Sons Co., one <pace and the Carey Co., 
one space. A tentative reservation has 
been made by Murray W. Sales Co. 
and the Ever Hot Heater Co.

Lee & Cady has reserved a section 
to prominently display wholesale gro
ceries and is considering a plan for 
installing a modern retail grocery store.

The committee plans to distribute 
100,000 tickets to the exhibits through 
various channels, reaching merchants 
in various lines. Last year 103)00 saw 
the exhibits alone, in addition to the 
600 who registered from the confer
ence. A mailing campaign consisting 
of a broadside to 16,000 dealers, a 
series of special letters to the same 
list from prominent Detroiters, ampli
fied by intensive publicity campaign is 
now under way.

Chambers of Commerce of the dis
trict, Merchants’ Associations, news
papers and other groups have pledged 
their fullest support for this confer
ence and exhibit. Sidney M. Netzorg, 
of Schroeder Bros., Battle Creek, has 
been named chairman of the On-To- 
Detroit Committee, President J, B,

Sperry, of Pert Huron, announces 
that full details of the program will be 
released early in January and he ex
pects to include some of the outstand
ing merchants of the country on this 
program. Headquarters for the con
ference and exposition are on the ball
room mezzanine floor of the Book- 
Cadillac Hotel.

Corporations Wound Up.
The following Michigan corpora

tions have recently filed notices of dis
solution with the Secretary of State: 
Franklin Development Co., Inc., 

Franklin.
Kalamazoo Realty Co., Kalamazoo. 
Specialty Distributing Co., Detroit. 
Dumbarton Road Realty Co., Detroit. 
Bertie Mining Co., Menominee. 
Michigan Union Mortgage Co., Flint. 
Palmer-Woods Building Co,, Detroit. 
Houstoker Corporation, Detroit. 
Snider & Popplestone, Inc., Detroit. 
Ayers & Blindbury, Detroit.
Healy & Co., Detroit.
Lapeer Avenue Corp., Port Huron. 
Cable Stockholders’ Co., Detroit. 
Marker Corp., Detroit.
Riverside Realty Co., Iron River. 
Fisher-Morrison Lumber & Fuel Co., 

Iron River.
Monte Carlo Textile Co., Detroit. 
George W. Martin Concrete Block & 

Supply Co., River Rouge.
Moore & Co., Detroit.
Community Home Building Corp., 

Cansing.
Ludington Basket Co., Ludington. 
Blue Ribbon Ice Cream Co., Kala

mazoo.
Rollo, Webster & Co., Inc., Kalamazoo 
Lakewood Land Corp.. Detroit.
Central Pole Co., Pinconning.
Asher Fire Proofing Co., Detroit.
Troy Development Co., Royal Oak. 
Michigan Oil & Gas Co., Saginaw. 
Iosco Oil Co., Bay City. 1 
American Sharpening Machine Co., 

Kalamazoo.
Dickinson Land Co., Detroit. 
Humboldt Copper Co., Calumet. 
Powers’ Accounting Machine Corp., 

Detroit.
Consumers’ Fuel & Builders’ Supply 

Co., Grand Rapids.
Bath Electric Light & Power Co., 

Bath.
Snyder-Parker Bag Co.? Detroit.

In the Land of Flowers and Sunshine.
Jacksonville, Fla., Dec. 30—Mr. and 

Mrs. McNalley, proprietors of the Ben
nett Hotel, St. Augustine, invited me 
to join them pn a little business trip 
to the city of Jacksonville and I en
joyed it very much.

Jacksonville is a wonderful city. To 
describe it properly requires a better 
pen than my typewriter.

I paid a visit to my friends at the 
Fleischmann Co., for, as you know, an 
old cat can’t leave the mice alone. Mr. 
Godfrey, manager of the local branch, 
claims that business is wonderful. The 
baker’s trade is booming and people 
are eating Yeast-for-Health to “beat 
the band'.” To prove it to me, Mr. 
Godfrey hitched up his Buick and 
drove me through the residential sec
tion of Jacksonville and showed me 
where the people of Jacksonville in 
the four hundred class live who eat 
Fleischmann’s Yeast-for-iHealth. He 
also showed me the beautiful Christ
mas trees to which we, from the Ben
nett Hotel, St. Augustine, sent citrus 
fruits grown in our vicinity to be 
donated to the poor, which was broad
casted in the radio reports over WJAX.

Yesterday I met my friend, Mr. 
Dixon, the salesman who attends to 
the yeast deliveries between Jackson
ville, St. Augustine, Palatka and 
Gainesville, who proudly showed me 
their new delivery truck and I took a 
little spin with him around St. Augus
tine, just to feel the difference between 
my old sleigh delivery of 1885 in Grand 
Rapids and the modern outfit they now 
use in Florida and all over the United 
States, L ou is W in te r  n itz.


