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A GENTLEMEN • A man that’s
clean inside and out; who neither looks 
up to the rich nor down on the poor; 
who can lose without squealing and 
who can win without bragging; who is 
considerate of women, children and old 
people; who is too brave to lie, too gen
erous to cheat, and who takes his share 
of the world and permits other people 
to have theirs. 4> 4* 4>
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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.

REG. U.S.PAT.OFF.
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SUPERIOR

F O R  
PIAN OS  

rURNITURE 
W OODW ORK  

FLOORS & ENAMEL

STAND ARD OIL COMPANY
(INDIANA)

SEMDAC A UTO  POLISH

SEMDAC AUTO 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.

ST A N D A R D  OIL C O M P A N Y
(IN D IA N A ]

9 1 0  S O U T H  M I C H I G A N  A V E N U E C H I C A G O ,  I L L I N O I S  . .
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MAXWELL HOUSE COFFEE.

Quotation of Brand Removed From 
the Tradesman.

Since no reply has been received 
from the Cheek-Neal Coffee Co. to the 
open letter the Tradesm an sent the 
house regarding its discrim inatory 
m ethods in selling chain stores its 
Maxwell House brand for approxim ate
ly 10 cents per pound less than it per
mits independent m erchants to pu r
chase the goods, the Tradesm an here
with discontinues the quotations of that 
brand in its Grocery Price Current, for 
which the m anufacturer has paid us 
good money for several years past.

In  this connection, the T radesm an 
urges every independent grocer who 
respects his calling to decline to handle 
this brand so long as he is treated as 
a mop rag  by the m anufacturer and 
asked to pay 48 cents per pound, while 
chain stores are selling it at 39 cents, 
43 cents and 45 cents per pound, de
pending on locality. Only by taking 
drastic m easures and presenting a solid 
front can the trade ever bring to  time 
m anufacturers who pursue such an un
fair policy tow ard the dealers who 
handle 91 per cent, of the food prod
ucts produced in the United States.

St. Paul, Minn., M arch 19— I am 
greatly interested in your open letter 
to the Cheek-Neal Coffee Co., and your 
statem ent in the succeeding issue that 
the Cheek-Neal Coffee Co. has not 
made reply thereto.

I happen to have on file quite a gen
eral survey of the entire country on 
Maxwell House coffee prices prevail
ing concurrently over practicaly the 
entire Nation. The variation is so 
glaringly out of focus that it consti
tutes an astonishing com m entary on 
the question as to  w hether the price is 
an indication of its value or if there is 
not a plain case of swindling in opera
tion.

I t  is m y intention to  feature your 
letter to  the Cheek-Neal Coffee Co. in 
the forthcom ing issue of the National 
G rocers’ Bulletin, which goes to press 
on the 27th. Should you, in the m ean
time, have any further developments 
of interest in this case, I shall be glad 
if you will keep me advised.

C. H. Janssen,
Secy Nat. Ass’n, of Retail Qrofcfs,

P o rt H uron, M arch 18—Y our a tti
tude tow ard the Cheek-Neal Coffee 
Co., in my mind, should be ju st the 
beginning of a wonderful cam paign by 
the trade papers and individual m er
chants all over the United States. I 
am proud to say th a t when the dis
crim inating price became apparent to 
me, I threw  out the product m onths be
fore you advocated it. If  all trade 
papers would preach the same gospel 
you have started, some of the seed 
would surely fall on good ground and 
produce a hundred fold. In  m y own 
mind I am beginning to  question the 
patriotism  of some of our large m anu
facturers. O ur oath of allegiance says: 
“ I pledge allegiance to  my flag and 
the N ation for which it stands. One 
Nation indivisable, w ith liberty and 
justice to  all.” The m anufacturer is 
surely taking all the liberty he w ants 
by giving special price discounts and 
advertising allowances to  some of the 
large chains whose stores represent' 
about one-seventh of the retail g ro 
ceries of the country and who only sell 
12 per cent, of the m erchandise and yet 
w ant to be friends w ith 300,000 other 
individual m erchants who sell the other 
88 pft- cent, of his products. I t  seems 
as though he has forgetten there is 
such a word as justice- W hen the in
dividual grocer wakes up to  the fact 
hat he is the distributor, joins hands 
with his bro ther grocer and co-oper
ates, he will be again given his proper 
position as the real asset to his com 
m unity and a friend to mankind. Since 
you have started  the ball rolling, please 
give it another push.

H arry  C. Schuberth.

Items From the Cloverland of Michi
gan.

Sault Ste. Marie, M arch 20—The air
plane from Selfridge Field arrived here 
Friday and broke the contem plated fast 
a t D eTour, after taking on a load of 
provisions at the Soo and a large quan
tity  of mail. The plane left for De- 
T our at 10:30 a. m., arriving a t D eTour 
about 40 m inutes later, which was the 
first provisions reaching D eTour for 
sixteen days. T he villagers were all 
out to celebrate the event and the 
schools were dismissed and a holiday 
was declared. The plane returned just 
as soon as the load was taken off. A 
boy seriously ill was brought to  the 
Soo hospital, where he will receive the 
proper medical care. I t  is said that 
the chances for his recovery are favor
able. Dr. Deadman, accompanied by 
Fred W . Leuning, a Milwaukee Jo u r
nal correspondent, who were taking 
medical aid to  the sick at D eT our and 
R aber with a seven dog team, had a 
thrilling experience in the severe snow 
storm  W ednesday and Thursday, 
reaching D eT our at 10 p. m. Thursday 
night, completely exhausted, but happy 
a t being the first relief expedition to 
reach the goal. T he snow m otor, w ith 
a load of 1,000 pounds of provisions, 
which left here W ednesday, broke 
down en route and is held up a t Raber. 
The airplane will continue m aking sev
eral daily trips until the roads are open 
for m otor travel. T here are still over 
three tons of mail to  go from  here, but 
m ost of it consists of mail order cata
logues. A movie cam era was on the 
job and, no doubt, the world will soon 
have an opportunity  to  see an in ter
esting sight, along w ith the vast 
am ount of publicity this affair has had 
in the papers th roughout the United 
¡States and through the broadcasting

stations for the past week. Telegram s 
from friends in all parts of the States 
are still m aking enquiries about friends 
in the snowbound districts.

John M outstatson, who has been in 
the confectionery and soft drink busi
ness on Ashm un street, has closed the 
store and will leave the city shortly for 
Cadillac, where he will go into business 
with a brother.

Charles Nelson, who has been spend
ing the w inter a t Saginaw, has re tu rn 
ed and accepted a position as m anager 
of the Lock City M ercantile Co. meat 
departm ent. Charles is an expert meat 
cutter, with years of experience in the 
leading m arkets here and a t the Les 
Cheneaux resorts during the summer.

D on’t grum ble at the m an who talks 
exclusively about himself. Some peo
ple do worse when they talk about 
others.

Mike Catel is moving from  his place 
on South Ashm un street to the build
ing recently vacated by J. M outstatson 
He will occupy the two stores, which 
are being put into one and will be 
ready for business about April 1. Mike 
will carry a full line of confectionery 
and sodas, also serve light lunches.

On May 1 all of our banks will in
augurate a service charge of 50 cents 
on commercial accounts should the 
balance drop below $50 during the 
m onth. W hile this will be som ething 
new here, it is said to be in line with 
many banks in o ther cities where the 
service charge is much more.

R. W . Ballensinger, the well-known 
m erchant of Ashmun street, is going to 
sell out or close his place of business 
in the near future on account of chain 
store competition, which he says makes 
his business unprofitable. H e says he 
used to believe that competition was 
the life of trade, but too much is plenty 
for him.

The Soo hikers were entertained by 
W illiam Maxwell a t his sum m er cot
tage a t the Shallows Sunday. The 
snow is so deep at the Shallows th at 
in some places the hikers could walk 
over the tops of cottages. Fred Shaw, 
who has ju st returned from  an extend
ed W estern trip, was the honored 
guest, this being his first hike with the 
club this winter. O tto  Supe, who re
cently has taken up m otion picture 
photography, was along and made 
many pictures showing the hikers 
leaping from  the roofs of buildings, 
snowshoeing races, etc., which promise 
to be an interesting exhibit.

R. W . Cowan has returned from a 
three weeks’ trip to  New Y ork and the 
Bermuda Islands, where he received a 
good coat of tan. He had a delightful 
trip and was surprised at the am ount 
of snow he found in his home towm.

Some people can make a dollar go 
farther than others. They can also 
make a postage stam p do the same 
thing. W illiam G. Tapert.

Gabby Gleanings From Grand Rapids.
Grand Rapids, M arch 20— Charles 

Ford, who has covered the furniture 
trade for Foster, Stevens & Co. for the 
past seventeen years, has resigned to 
take a similar position wTith the Bassick 
Co., of Bridgeport, Conn. H e will 
work out of the Chicago office, cover
ing the trade of W isconsin, Illinois, 
Indiana and Ohio. H is successor with 
Foster, Stevens & Co. is V. W . W heel
er, who has been connected w ith the 
house in another capacity for the past 
six years.

John J, Perg (Pitkin & Brooks) is

walking on air these days. He has 
purchased a Royal D ictator Studebaker 
car. He recently m et an accident 
while driving with Alfred Meyer, five 
miles South of Mancelona. Mr. 
M eyer’s car was so badly broken up 
that it cost him $310 • to have it re 
paired. Mr. Meyer received slight in
juries on one hand- The occupant of 
the other car. which was a ford and 
was smashed beyond the possibility of 
repair, was the m anager of the Michi
gan Acreage Co., who received a 
broken knee cap. He was taken to 
Cadillac and placed in a hospital there. 
The accident occurred where the snow 
was piled twelve feet high. A high 
wind was blowing at the time and the 
road was so badly drifted that the 
drivers of both cars were making extra 
effort to reach their destinations.

John Riechardt, proprietor of the 
Book Shop at Grand Haven, has gone 
to Europe for a six weeks’ trip.

Gilbert H. Moore, the well-known 
traveler, was elected President of the 
sales auxiliary of the Michigan Sheet 
M etal & Roofing Contractors Associa
tion at the organization’s annual m eet
ing at Kalam azoo last W ednesday.

P. G. Behan, who covered Petoskey 
territory  several years for the Grand 
Rapids Dry Goods Co., has been tran s
ferred to Central Michigan territory  
by the C. J. Farley Co. He covers St. 
Johns on the N orth, B righton on the 
East, Leslie on the South and Lake 
Odessa on the W est. H e will not move 
his family from Petoskey to Grand 
Rapids, which will be his headquarters 
hereafter, until the close of the school 
year in June.

Benjamin Franklin Parm enter died 
Sunday and was buried on Tuesday. 
The funeral was held at Spring’s un
dertaking parlors, being conducted by 
Rev. J- W. Fifield, pastor of the E ast 
Congregational church. Mr. P a r
m enter was best known all his life by 
the familiar name of Frank. For many 
years he conducted a grocery store on 
W est Bridge street, afterw ards on old 
Canal street under the style of P a r
m enter & Coppes and on Monroe 
avenue under the style of Parm enter & 
W ithey and Parm enter & Ireland. For 
about tw enty years he traveled on the 
road for the now defunct wholesale 
grocery house known as Ball, B arn
hart & Putnam  Co. Mr. Parm enter 
was born Sept. 7, 1839, and would have 
been 89 years old if he had lived until 
Sept. 7. His wife’s maiden name wTas 
Frances Hubbard. She died about 
tw enty years ago. He was the father 
of two sons—Charles B. and Roy B.— 
both long-tim e residents of Grand 
Rapids. Mr. Parm enter was regarded 
as one of the best posted grocerym en 
in the city. He was the soul of honor, 
a jovial companion, a good citizen and 
a man who enjoyed the confidence and 
esteem of all who knew him.

Charles W. Garfield and wife are 
slated to leave De Land, Florida, 
M arch 29 and reach home M arch 31.

Charles T rankla, head of the Boston 
Store, is reported to be ill in Florida.

The Schaefer-M cKinnon Co., dealers 
in general merchandise at M errill, re 
new their subscription to the T rades
man and write as follows: “W e al
ways enjoy reading the Tradesm an as 
it has a lot of in teresting reading m at
ter.”
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IN THE REALM OF RASCALITY.

Questionable Schemes Which Are 
Under Suspicion.

The office of the Tocoi Developm ent 
Co. has been located a t 512 Building & 
Loan Bldg. T he firm of Shifflet, 
Cumber & Co. has handled the sale of 
the bonds ever since the issue was 
placed on the m arket, less than a year 
ago. Of the total issue of $200.000, over 
half has already been m arketed. The 
property covered by the bond issue is 
the townsite of Tocoi, twelve miles 
W est of St. Augustine, on the St. 
Johns River, which is seventy-five 
feet deep and four miles wide a t the 
location of the town.

Lapeer, M arch 19—The telephone in 
the office of the A lm ont elevator rang 
on Tuesday of last week and Frank 
Bishop, the proprietor, answered it, 
little thinking th at as a result he would 
be $1,650 out of pocket.

The m an on the phone said: “This 
is Lee & Cady, Detroit. H ave you any 
beans for sale?” Mr. Bishop knew Lee 
& Cady, wholesale grocers. H e had 
200 hundred pound bags, and quoted a 
price. The man on the phone said it 
was p retty  high, but he’d consult the 
boss and call Mr. Bishop back. H e did 
.so five m inutes later, saying: “Lee & 
Cady, Detroit. T hat price is O. K- 
O ur truck is going to Pontiac to make 
deliveries this afternoon. If they have 
time they’ll call for the beans and pay 
when they get them .”

Late in the afternoon the truck came, 
Mr. Bishop and his m an helped load 
it, the driver gave a check for $1,650 
bearing Lee & Cady’s name, both 
printed and written, and drove off.

O n Saturday the check came back, 
declared a forgery. Lee & Cady said 
they knew nothing about the transac
tion. Sheriff C ourier and officials in 
several counties have been try ing  to 
trace the beans and the men, but 
haven’t succeeded.

Grayling, M arch 17— W hat do you 
know of F. P. Barton Co., 393 H u n t
ington St., New Haven, Conn.? I saw 
their advertisem ent some time ago in 
Grit. They claim one can make lots of 
money gathering  evergreens, herbs, 
grow ing ginseng, etc., and offer to send 
a book telling how all this m ay be 
done, also a book to recognize the 
valuable wild flowers. I t  sounds real 
good, but the firm wants you to send 
$5 for the course, and I ’m afraid it is 
a humbug. W hat do you think about 
it? M. P- C.

This proposition is on a par with all 
the o ther “home work” propaganda in 
which it is represented that there is 
easy money to be made. The purpose 
of this advertising is to  sell the book at 
$5. Such schemes are all plausible, but 
the only easy money is received by the 
advertiser in such cases.

Ridgeville Corners, Ohio, M arch 12 
—W e have been a reader of your pub
lication for a num ber of years and sure
ly do get a lot of good out of it. W e 
have taken particular interest in the 
Realm of Rascality.

W e have a t this time som ething cir
culating in the com m unity which we 
look a t as a nuisance and would like to 
have your opinion on it.

The firm calls itself the South 
American Service Bureau, 14,600 Alma 
Ave., Detroit. T heir plan is to  dis
tribute application blanks am ong the 
young men and boys for them  to make 
application, for work in South America. 
The wage they are to receive m akes it 
look very flattering. For this inform a
tion the applicant is asked to  rem it $3. 
So far nobody has heard from  them. If 
you can give us any information on the

above, would appreciate it very much, 
and if there are any charges, send us 
the bill and will gladly pay the same.

Fred  O tte & Son.
On receipt of the above enquiry, 

Realm referred the letter to  its  De
tro it correspondent, who looked up the 
crook and replied as follows:

Detroit, M arch 20—Gregory is well 
known here, but is not in good repute. 
He first came under the notice of local 
authorities when operating “The F or
eign Bureau” and “Foreign Em ploy
m ent Bureau,” being made the subject 
of a fraud order issued by the U. S. 
Post Office Departm ent. L atterly  he 
has been calling his venture the “South 
American Service Bureau” and class
ified copy of his has appeared in news
papers alm ost from  coast to coast and 
closely resem bles that which caused the 
aforesaid fraud order to be issued 
against him under his previous style- 
He is said to have made liberal use of 
the Help W anted columns of various 
newspapers, but there appears to  be no 
apparent record of any applicant hav
ing received a job as a result of 
answ ering his copy. F u rthe r com 
plaints have been made to  the Post 
Office D epartm ent regarding his p res
ent activities. There is no tangible re 
sponsibility represented and Gregory's 
past record justifies no confidence 
w hatever.”

No further inform ation is required 
to estim ate the true character of the 
chap who is operating under the style 
stated. Anyone who sends him $3 
better kiss the money good bye. He 
w’ill never see it again.

One Way to Raise Money For the 
Poor-

Detroit, M arch 20— 1 think I ought 
to tell the T radesm an a good story on 
my Jewish friend, H arry  Meyers, of 
Chicago. He goes to W est Baden, 
Ind., every Easter. He is a good 
friend of the Catholic priest there and 
after the E aster service the priest turns 
H arry  loose in the church to take up a 
collection for the poor people in the 
parish. Of course, the proceeds are 
turned over to the priest for distribu
tion. Before starting  to pass the hat, 
H arry  alwrays makes this announce
m ent: “Every man in the church m ust 
do his part. I w ant $1 from every 
Catholic, $2 from every P ro testan t and 
$3 from every Jew .” W hen the hat 
is turned over to  the good father, it is 
always overflowing with $1 bills.

_______ M. J.  ̂ Rogan. •

Six Main Points on Salesmanship.
1. Don’t talk too much yourself.
2. Don t interrupt prospect while 

he is saying something.
3. D on’t slip into argum entative or 

be’Iigerent attitude.
4. D uring opening, don’t attack, en

quire.
5. Retell in your own w'ords each 

im portant objection your prospect 
raises.

6. In final stage concentrate on one 
big issue. Do not allow yourself to 
be deviated.

Not on the Program.
“Rastus. I understand that you have 

become the father of twdns. H ave you 
named them  m yet?”

“Yessuh, Ah done call the fust 
Adagio Allegro, and Ah’m gon’t call 
the second one Encore.”

“I see you’re musical, Rastus, but 
why do you call the second one E n
core?”

“W ell, y’see. he w-asn’t on the pro
gram  at all.

Make your m istakes on a small scale,
and your profits on a larger scale.

Turnover...
is the whole show in retail selling. It isn’t 
what you stock — it’s what you can move 
that builds up your gate receipts. Beech-Nut 
turnover runs on two legs— "finest flavor’’ 
and national advertising. One helps the other. 
Result: profit to you.

Beech-Nut
"FOODS OF FINEST FLAVO R”

The name

MUELLER
on a product is- 

like the word 

"Sterling” 

on silver
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Graphic Presentation of Traverse City 
Topics.

Traverse City, M arch 20—The fellow 
who cannot take the T  out of can’t has 
no business in the business world to
day.

The fellow who says it cannot be 
done is being crowded to one side by 
the fellow who is going ahead and do
ing it.

Ed Butler, of Butler Bros, one of the 
leading wholesale m erchants of the 
world, was visiting an old friend in an 
E astern city and with his friend 
passed by a beautifully trim m ed hard
ware window. They stopped to view 
the trim , which was an extraordinary 
display, exceptionally tasty  and com
prehensive. A fter passing Mr. Butler 
was noticed by his friend to be shaking 
his head and saying, “W hat a pity. 
W hat a pity.’’ H is friend enquired of 
Mr- Butler, “W hat are you referring 
to?” Mr. Butler said, “ I was thinking 
about the window we just passed, one 
of the m ost beautiful hardw are window 
trim s I have ever seen but not a price 
ticket on a single article, if he only 
knew that his trim  would sell double 
the merchandise with each article price 
ticketed and double his business. I t  
seems such a pity th at he doesn’t do 
it.” H is friend replied, “Mr. Butler 
would you ju st as soon go into the 
store with me and tell the proprietor 
what you have told me, he is a per
sonal friend of mine.” Mr. Butler said 
“Yes. I will be glad to tell him.” 
W hich he did. The lesson sunk in. T o 
day the hardware m erchant is the head 
of one of the largest chains of hard
ware stores in the country. Yes it pays 
to price m ark your goods fellows, both 
in the windows and on the shelves.

Your correspondent was over on 
Bay street yesterday and called on his 
old friend, Clarence E. Grelick, of the 
urelick M anufacturing Co., m anufac
turer of tables and fine furniture. Your 
correspondent had not seen Mr. Grc- 
lick since before goiner to the Pacific 
N orthw est in 1924. He had just re
turned from a business trip to  New 
York and, despite the fact his desk 
was heaped with unanswered mail, he 
found time to visit with your corre
spondent. W e had a m ost enjoyable 
visit together. Years ago I nurch-’sM 
all the building m aterials for three 
• ‘-uctures which I still own a t Alden. 
Mr. Grelick informed me that he near
ly passed out of the picture last sum 
m er when he had a very severe opera
tion at the Decker Munson hospital. 
He was nearly all in and but for the 
fact that he had always said, r*When 
I die, I sh'all die with my boots on. 
and if they had put on my boots I 
would have surely gone.’’ The Grelick 
M anufacturing Co. is a large plant, up- 
to-date in its m ethods and employs a 
large force of men.

Your correspondent called on W m. 
H. Darrow, 817 Bay street. Mr. ¿ a r 
row conducts a model store, clean and 
merchandise well displayed, he took 
me all through the store and it is in
deed a model of convenience as well. 
One feature we especially enjoyed was 
the fact that all m erchandise on the 
shelves was price ticketed plainly. Mr. 
Darrow  is 54 years old and has been 
in business at this point for fo-tv 
years. He values and has taken the 
Tradesm an for twenty-five years and 
is a great adm irer of the editor. H e is 
ably assisted by his son, K enneth, a 
young man of 21 years of age. He has 
a daughter at home of 11 and another 
son, Raymond Darrow, who is em ploy
ed by the Buick garage in the city. Mr. 
Darrow, with his good wife, occupy a 
fine up-to-date home near the store 
and just across the road from the resi
dence of my old friend, Clarence Gre
lick. Mr. D arrow  hitched up his auto 
and took your correspondent for a 
short trip to view his real estate hold
ings- They are splendidly located on 
the shores of W est arm  of Grand 
Traverse Bay. In  conversation, he 
told me that he has never borrow ed a

dollar or given his note to  anyone dur
ing his life tim e—a rem arkable circum 
stance. H is courtesy will long be re
membered.

Horace Smith, of Fisherm an’s P a ra 
dise, located seven miles N ortheast of 
Alden, is in the city m aking arrange
m ents to float an issue of $35,000 in 
bonds on his sum m er resort holdings. 
They are conservatively valued at $80,- 
000, and he should have no difficulty 
in floating a loan of this size on this 
splendid property. The F irst National 
Bank is acting as custodian of the 
loan.

Voiley A. Smith, train dispatcher for 
the Pere M arquette, and an all around 
popular fellow, left Monday m orning 
for treatm ent at M ayo’s hospital at 
Rochester, Minn. Mr. Smith was for
m erly employed by me as retail sales
man in my store at Alden for five 
years. H is many friends hope that he 
secures successful treatm ent and re 
tu rns to us well and strong again.

Your correspondent is still very 
weak from  his recent illness. The 
Masonic fratern ity  has given him the 
key to the Masonic temple. This is al
ways steam  heated and as it is equipped 
with a telephone and lots of easy 
chairs and davenports, it goes without 
saying that I avail myself of this 
splendid chance to rest and recuperate 
and avail myself of this fine courtesy 
frequently. I am especially indebted to 
Sir K night Fred G. Heum an. I t is 
such kindness as this which makes life 
worth living in the heart of na ture’s 
play ground.

In my canvassing I make frequent 
use <5f this question, “W hat protection 
have you from  counterfeit money and 
phony checks?” This gives me an 
opening for a selling talk, if the reader 
will turn to the column of Rascality 
each week, as his Tradesm an comes in 
and post up on the games which beset 
the business men, thousands of dollars 
would be saved. The fore part of last 
Novem ber a sm ooth talking woman 
gyped the m erchants and business men 
on F ron t street of over $300r.^She was 
apprehended a t the Park  Place Hotel, 
where she was packing up to leave the 
city. The F irst National Bank and the 
Globe store were am ong the victims, I 
am informed, if their m anagers had 
posted themselves by reading the 
Realm of Rascality and passed the in
form ation on to their salespeople, they 
would have found this particular fe
male crook described and thus avoided 
what came very nearly being a big loss.

Traverse City has been shaken from 
center to circumference by a series of 
depredations am ong certain young 
people, first a basket tournam ent was 
held in the city ten days ago, when 
seven boys of our local high school 
proceeded to gyp mem bers of the visit
ing team s of both money and clothing. 
Next T raverse was visited by a pair of 
bootleggers from Grand Rapids, Fred 
W inegar and Gerald Doran, both from 
prom inent families, when apprehended 
by the police had eleven quarts of al
cohol in their car. They have not yet 
been sentenced. Before the resulting 
excitem ent had cleared away, three 
young men from Cadillac John  Kelley, 
Orville Lachante and “Brownie” Paul
son, secured three lady friends from the 
city, all from  prom inent families, went 
out on E ast Bay and broke into the 
cottage of Alec Vogl and proceeded to 
have a gay party. They broke down 
the door and broke the lock. They 
ruined a m attress and ruined a polish
ed floor. I t  will cost $100 to repair the

The girls names are being 
withheld. Chas. H. Coy.

Wants To Be An Angel.
Mrs. M. W . w rites: My little four- 

year-old girl said to me the other day,
‘ Muvver, how long is it to my b irth 
day?”

“Not very long, dear,” I told her. 
“W ell,” she asked, “is it tim e for 

tQ begin being a good girl?’*

O Y A
B A K I N G  P O W D E R

is m ade with Cream o f T artar de
rived from ripe, luscious grapes 
and is the finest baking powder you 

can offer to your trade.
\D

You should display Royal Baking 
Powder prominently in your store 
and push the sale of this staple prod
uct as it means orders for more flour, 
flavoring, shortening, eggs and other 
baking materials.

C o n ta in s No A lu m -
L e a v e s  No B itte r  T a s te !

SCHUSTS LINE 
MEANS f-—1

M ore Sales
Bigger T urnover

Larger Profits, and
Satisfied Customers

This
Display
Increases
Sales

THE SCHUST COMPANY
"ALL OVER MICHIQAN”

DISTRIBUTING POINTS
G rand R apids

Detroit
Lansing

Saginaw
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MOVEMENTS OF MERCHANTS.
Pontiac—T he Peoples S tate Bank of 

Pontiac has increased its capital stock 
from $100,000 to  $250,000.

Carson City—The Carson City Oil 
Co. has changed its name to the Car- 
son City M utual Oil Co.

Sunfield—P. L. Green has taken pos
session of the M. F. Raze meat m arket 
which he recently purchased.

D etroit— David Levy, 6339 Fenkel 
avenue, dealer in boots and shoes, has 
filed a petition in bankruptcy.

H ighland Park—The H ighland Park  
T rust Co. has increased its capital 
stock from $400,000 to $500,000.

D etroit — H arris Elkin, dealer in 
boots and shoes a t 1374 G ratiot avenue, 
has reported a petition in bankruptcy.

D etroit—A rthur Biegelman, dealer 
in boots, shoes, etc., a t 5679 W est F o rt 
street, has filed a petition in bank
ruptcy.

H oughton—Tom Dwyer, Inc., 98 
Sheldon street, boots, shoes, etc., has 
been taken over by Tom  Dwyer, in
dividually.

Bay City— R obert W oodworth, deal
er in boots and shoes, is offering to 
compromise with his creditors a t 50 
per cent.

Sagfinaw—L. Levinsohn has closed 
out a t auction, all furniture and equip
m ent of the E verett House, which will 
soon be razed.

D etroit—T he Arctic Dairy Products 
Co.. 3301 Grand River avenue, has in
creased its capital stock from $3,600,- 
000 to  $4,000,000.

T ustin  — Fire destroyed the store 
building, grocery and m eat m arket of 
G. A. Anderson, entailing a loss of 
more than $20,000.

D etroit—Leonard & Co., 3104 W est 
Grand boulevard, dealer in office sup
plies. has increased its capital stock 
from $7,500 to $50,000.

Carson City— L. Levinsohn has pur
chased the dry goods and grocery stock 
of Alex Moore and is conducting a 
closing out sale on the premises.

Ann A rbor—The Mills Co., 118 So. 
Main street, dealer in wom en’s w ear
ing apparel, furs. .etc., has changed 
its name to the E. F. Mills Co.

Kalamazoo— Seth Hyma, 1309 South 
W estnedge avenue, has filed certificate 
for conducting his business under the 
style of the Seth H ym a Grocery.

Belding— Alfred J. Jonas has sold a 
half interest in his m eat m arket to 
Sylvester Dehn and the business will 
be continued under the style of Jonas 
& Dehn.

Saginaw — Thom pson’s R estaurant 
has discontinued business and the 
equipm ent is being closed out on the 
premises by L. Levinsohn, who pur
chased it.

Jackson—L. Levinsohn has purchas
ed the H. A. Beiswanger bankrupt 
stock of clothing and m en’s furnishings 
at 135 E ast Michigan avenue and re
moved it to  Saginaw.

Jackson—T he clothing and m en’s 
furnishings stock of Tom  Grant, 11/ 
N orth  O tsego street, has been pu r
chased by L. Levinsohn,' who has re 
moved it to  Saginaw.

D etro it—Sam Brown, trading as the 
Brown Bedding Co., has filed a volun
ta ry  bankruptcy petition in the U. S-

M I C H I G A N  T R A D E S M A N

District C ourt here, listing liabilities 
of $62,574 and assets of $35,078.

Flint—T he clothing and m en’s fu r
nishing goods stock, fixtures and lease 
of F. B. Baldwin & Co. has ljeen pur
chased by L. Levinsohn, who cwill con
tinue the business a t the same-location.

Rockford—The Rockford h a rd w are  
Co. has been incorporated tor conduct 
a retail hardw are store,- w ith an au
thorized capital stock of '$10,000, $8,000 
of which has been subscribed and paid 
in in cash.

Saginaw—L. Levinsohn has purchas
ed the Swinton & Co. stock of books 
and stationery. South Franklin  street, 
from the estate of the late David Swin
ton and is conducting a  closing out 
sale on the premises.

Kalam azoo — W illiam C. Bartlett, 
Inc., m anufacturer of clothing for men, 
Chicago, has leased the store at 111 
E ast Main street and will conduct a 
retail clothing store under the m anage
m ent of L. P. M aggart.

L ansing—Peter Gardner, proprietor 
of the Central restauran t at 115 E ast 
Michigan avenue, has opened a modern 
cafeteria at 309 South W ashington 
avenue, which he will conduct in con
nection with his o ther business.

Alpena—T he Alpena Furniture  Co., 
329 N orth Second avenue, has been in
corporated to  conduct a retail furni
ture business with an authorized cap
ital stock of $20,000, $10,000 of which 
has been subscribed and paid in in 
cash.

D etroit — Natow Bros., dealers in 
boots, shoes and findings at 571 Gratiot 
avenue, have dissolved partnership and 
the business will be continued at the 
same location by A rthur Natow, who 
has taken over the interest of his 
brother.

D etroit—Liberal Credit T ire Stores, 
2756 Grand River, avenue, has been in
corporated to deal in tires, auto sup
plies and accessories, with an au thor
ized capital stock of $5,000, all of 
which has been subscribed and paid 
in in cash.

Chelsea—John Farrell, 84, who had 
been in the dry goods business here 
for the past th irty-tw o years, died at 
the Chelsea hospital as a result of a 
fractured skull. Mr. Farrell was one 
of the founders of the Farm ers & 
M erchants Bank of this city.

Grand Rapids—The Lighthouse Oil 
Co., has been incorporated to deal in 
petroleum  products and conduct auto 
service stations, with an authorized 
capital stock of $20,000, of which 
am ount $15,000 has been subscribed 
and $10,000 paid in in property.

St. Ignace— Everybody’s Bakery has 
.merged its business into a stock com 
pany under the same style, with an 
authorized capital stock of $10,000, $2,- 
700 of which has been subscribed and 
paid in in cash. A wholesale and re
tail business will be conducted.

D e tro it—The W ilson Lum ber Co., 
1712 Buhl building, has m erged its 
business into a stock cocmpany under 
the same style, w ith an authorized 
capital stock of $500,000, of which 
am ount $350,000 has been subscribed 
and $200,000 paid in in property.

D etroit — T he Queen Dress Shop, 
3820 H astings street, has been incor
porated to deal in women’s wearing

apparel and furnishings, w ith an au
thorized capital stock of $12,000, all of 
which has been subscribed and paid 
in, $500 in cash and $11,500 in prop
erty.

Niles— A rthur Landsm an has m erg
ed his clothing and m en’s furnishings 
business into a stock company under 
the style of Landm an’s Inc., w ith an 
authorized capital stock of $110,000 
preferred and 1,200 shares a t $1 per 
share, all of which has been subscribed, 
$56,200 paid in in cash and $55,000 in 
property.

Grand Rapids—T he M ichigan Insu 
lation & Asbestos Co., 535 O ttaw a 
avenue, N. W ., has been incorporated 
to m anufacture and deal in pipe cov
ers, roofing and other asbestos prod
ucts, w ith an authorized capital stock 
of $15,000, $9,000 of which has been 
subscribed and paid in, $2,000 in cash 
and $7,000 in property.

D etroit— Isaac Shetzer, 142 E ast 
Jefferson avenue, has m erged his 
wholesale dry goods business into a 
stock company under the style of the 
I. Shetzer Co. to deal in clothing, tex
tiles, hats, shoes, m illinery and house
hold goods, w ith an authorized capital 
stock of $190,000, all of which has been 
subscribed, $69,500 paid in in cash and 
$90,000 in property.

D etroit—M ax A. Gould, retail dry 
goods, 4841 H astings street has filed 
bankruptcy proceedings. Creditors 
w ith unsecured claims of $100 or more 
are: Big Seven Overall Co., P itts 
burgh, $116; Larned, C arter Co., D e
troit, $147; F rank  Bros. Co., $228; 
R uby Goldberg, Detroit, $198; H ins- 
kamp Bros. Co., Keokuk, la., $237; 
Levinson Bros., P ittsburgh, $214; M a
rion R ubber Co., Detroit, $223; Sweet- 
O rr & Co., New York, $236; C arharrt 
Overall Co,. Detroit, $170.

Verm ontville—L. W . Loveland, who 
spent over tw enty-three years in the 
drug business in Vermontville, is 
through w ith the d rug business, as an 
owner. • He declares the business is 
too confining. H e will take a clerk
ship at Grand Rapids or Battle Creek, 
where his daughters live, otherw ise he 
is going to keep on fishing, which he 
is enjoying. “ I have no fault w ith the 
business and particularly with our re 
sults here in Vermontville, but life is 
too short a t my time in life, anyway 
to  go back in this sort of a grind.”

Manufacturing Matters.
L ansing—T he H ull M achine & Tool 

Co., 429 River street, has changed its 
name to  the Central Tool & Die Co.

D etroit—T he N ational Stam ping Co., 
foot of Glover street, has increased 
its capital stock from $25,000 to  $50,000.

D etroit—T he H offm an-Paulding Co., 
4461 W est Jefferson avenue, has been 
incorporated to  deal in m achinery and 
tools, with an authorized capital stock 
of $6,000, all of which has been sub
scribed and paid in in cash.

Battle Creek—The Republic Sheet 
Metal & H eating  Co., 66 South Jeffer
son avenue, has been incorporated with 
an authorized capital stock of $15,000, 
$5,000 of which has been subscribed 
and paid in, $1,000 in cash and $4,000 
in property.

Detroit—The L. A. Young Indus
tries, Inc., 9200 Russell street, has

changed its name to the L. A. Young 
Spring & W ire C orporation and in
creased its capital stock from 300,000 
shares no par value to 375,000 shares 
no par value,

D etroit — The Neil M anufacturing 
Co., 2214 F irst National Bank building, 
has been incorporated to  m anufacture 
and deal in weighing scales, w ith an 
authorized capital stock of 1,000 shares 
a t $1 per share, $300 being subscribed 
and paid in in cash.

D etroit—T he Fotom ate Corporation, 
6413 Roosevelt avenue, has been in
corporated to  m anufacture and deal in 
photographic machines, deal in photo 
supplies, w ith an authorized capital 
stock of $100,000, $30,000 of which has 
been subscribed and paid in in  prop
erty.

More Modern Methods Suggested.
T he local daily papers state  that 

opinion appears to be equally divided 
between a spring and fall trade ex
tension trip  by local wholesalers to the 
growing towns and cities of South
western Michigan.

T he trade extension trip may be a 
good thing for the railroads and the 
alleged band which accompanies the 
excursionists. I t  may be the m eans of 
cem enting old friendships and creating 
new acquaintances and friendships; but 
the T radesm an hum bly suggests that 
during the present business recession 
it is an extravagance and a display of 
opulence which m ight well be dis
pensed w ith; th at the cost of the trip, 
put into a common fund, would enable 
the jobbers to  hire a hall and give the 
retailers a two-day program m e of 
didactic speeches and addresses on 
trade topics applicable to  existing m er
cantile conditions, which would be a 
g reat help to  the retail m erchants by 
furnishing them  m any suggestions as 
to  m eeting and overcom ing some ot 
the evils which now face the trade.

T he Tradesm an was one of the 
earliest advocates of trade extension 
excursions forty  years ago, because it 
believed they would bring about a 
m utual acquaintance between retailer 
and jobber which would be equally 
beneficial to  both branches of trade. 
The alm ost universal adoption of the 
automobile as a m eans of getting  about 
has, it seems to  the T radesm an, render
ed these expensive train  trips unneces
sary and forced the conclusion that 
more m odern m ethods of cultivating 
the good will and confidence of the re 
tail trade—in keeping w ith the spirit 
of the times— should be substituted 
therefore.

Sand Lime Brick
N oth ing  a s  D urab le  

N o th ing  a s  F irep roo f 
M akes S tru c tu re  B eau tifu l 

No P a in tin g  
No C ost fo r R ep a irs  

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

Brick is Everlasting
GRANDE BRICK CO. 

Grand Rapids.
SAGINAW BRICK CO. 

Saginaw.
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Essential Features of the Grocery 
Staples.

Sugar—Jobbers hold cane granulated 
at 6.55 and beet granulated a t 6.35.

Tea—T ea is som ewhat firmer and 
more active, although the m arket is 
undoubtedly still quiet. Speaking from 
first hands, orders are still small and 
aggregate but a comparatively small 
total. In  spite of the dullness, the un
dertone has been kept fairly steady, 
with only occasional shadings here and 
there, and the past week has witnessed 
a little increase in the streng th  of the 
m arket.

Coffee—The m arket, speaking of Rio 
and Santos, green and in a large way, 
has had a soft week. The whole line 
of Rio and Santos is perhaps J4c lower 
than a week ago. An easier m arket in 
Brazil appears to  be the reason. In  
addition to this, the m arket in this 
country is dull with everybody sus
picious of the m arket and the general 
condition is therefore not very strong 
from holders’ standpoint. Milds show 
no change for the week; everything is 
fully m aintained. The jobbing m ar
ket for roasted coffee shows no general 
change.

Canned F ru its—Fruits are influ
enced by the discrepancies in the ideas 
of value as between canner and dis
tributor. Coast packers have had a 
good business so far this year to  do
mestic and export m arkets, and with 
far less stock on hand than a year ago, 
a t the beginning of the heavy consum 
ing period, they are of the opinion that 
E asterners will have to pay more 
money than they are willing to give at 
present. T here is enquiry for Coast 
fruits, but business often fails to 
eventuate because the buyer and the 
seller cannot get together on the price.

Canned Vegetables—T om atoes are 
going out all of the time as there is no 
stagnation at the cannery, in second
ary m arkets or in the retail field. Peas 
are being liquidated and good, cheap 
packs are much less in evidence. A s
sortm ents in all packing areas are be
ing cut down in volume and in varieties 
and with the disappearance of the mo8t 
favored types, the trade is being forced 
to take what is left. The call for fancy 
peas, however, is not as g reat as for 
the next lowest grade. New peas have 
not been taken to any extent, although 
brokers representing Southern canners 
assert th at they have made a better 
showing in th at pack than  they have in 
New York or W isconsin offerings, be
cause of the-price dppeal. Fu ture  corn 
has also been ra ther neglected and spot 
stocks are taken in a routine way which 
makes the m arket steady.

Dried F ru its—The situation is not 
very different than it was a week ago. 
E astern  m arkets are out of parity  with 
the coast, in th at they are still quoting 
under the coast basis. No real change 
has occurred in price during the past 
week. California prunes are a little 
firmer relatively than Oregon prunes. 
Apricots of the choice,: and standard 
grades are still selling pre tty  wejl, b u t . 
fancy grades are getting  scarce. Peach
es are wanted a t ruling prices. Raisins 
are going fairly well, both package and 
bulk. M uscat raisins are the w eakest 
of the line. C urrants are quiet a t ru l
ing prices. No change during the 
week. Figs and dates are still selling

well and both are scarce. I t  is a sell
ers’ m arket.

Canned F ish—The fish departm ent 
represents no big sellers. P ink salmon 
is too scarce to  be active a t going 
prices. The shorts cannot do better 
than the prevailing m arket and are ad
verse to paying substantial premium s 
which m ight unloosen some resale 
blocks here and there throughout the 
trade. Holders, on the o ther hand, see 
an easy cleanup before new pack and 
they will not make discounts when 
they think that they will do better than 
$2 spot before the end of the season. 
Chums are in the class with pinks, but 
reds are slow sellers. Maine sardine 
stocks are reduced in volume and in 
the assortm ents, with few key goods 
left and with no surplus of keyless to 
carry the trade into new pack. The 
demand for California sardines has 
been conservative because of the re
ports of a liberal pack this season. New 
pack shrim p is available, but chieflly 
in the small and medium sizes. T una 
has not been conspicuous.

Salt Fish—There is a good demand 
for all grades of salt fish and has been 
ever since L ent started. H olders say 
th at the m ovem ent in' salt fish this 
L ent will be the largest for some time. 
M ackerel shows no change for the 
week, all sizes but small sizes being 
scarce and firm.

Beans and Peas—T he tone of the 
m arket for dried beans is still firm with 
prices, however, unchanged for the 
week, except that California limas are 
slightly easier. Green and Scotch peas 
are also firm and unchanged for the 
week. Dem and is only fair.

Cheese—The m arket has been steady 
during the week w ith offerings ra ther 
light and the m arket quiet.

Sauerkraut—T he cool w eather pre
vailing so far during M arch has been 
favorable for the consum er movem ent 
of canned and bulk kraut, and w ith no 
surplus stocks in any position the m ar
ket is steady a t quotations.

Syrup and M olasses—The demand 
for molasses is regular and steady. I t 
shows no very large purchases. The 
buying is generally from  hand-to- 
mouth. Prices are unchanged. Sugar 
syrups are in fair demand at steady, 
fully m aintained prices. T he produc
tion is not very large. Compound 
syrups are m oving fairly well a t the 
recent advance, and the situation is 
firm.
■t V inegar— Offerings on the open m ar

ket are restricted in a ll 'g rad es  owing 
to the depleted supplies. W ith  an ab
solute clean-up before new crop ap
pears holders are conservative sellers 
and insist upon getting  top quotations.

Review of the Produce Market.
Apples — Baldwins, $2.25@2.50; 

N orthern  Spys, $2.50@3; W estern  Jo n 
athans, $3 per box; Rome Beauty, $3.50 
per box.

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

:Bananas—6@ 6j^c per lb.
Beets—$1.25- per bu.
B utter—T he m arket has had a vari

able week. Some weakness developed 
about the middle of the week which 
carried prices down lc. Before th at 
there had been tw o advances of 
each. Offerings were light and the

demand good. At the present writing 
the m arket is steady w ith a fair de
mand. Jobbers hold June packed at 
45c, fresh packed a t 47c, prin ts at 
49c. They pay 24c for No. 1 packing 
stock and 12c for No. 2.

Cabbage—$2 per 100 lbs. for old; 
new from Texas, $4 per 90 lb. crate.

Carrots—$1.25 per bu. for old; new 
from Texas, $2.50 per bu.

Cauliflower — New from Florida, 
$2.50 per doz.

Celery—25@60c per bunch accord
ing to size; E x tra  Jum bo from D e
catur, $1.25; Florida, $4.50 per crate.

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

bag.
Cucumbers— Indiana hot house, $2 

per crate.
Dried Beans—M ichigan jobbers are 

quoting as follows:
C. H. Pea Beans ______________ $8.75
Light Red K id n e y _______________ 8.85
D ark Red K id n e y _______________ 9.00

E ggs— E arly in the week the m arket 
was firm, on account of the limited 
offerings of fine fresh eggs, conse
quently there was an advance of about 
lc  per dozen. L ater the m arket eased 
off, on account of increased receipts 
about the equal amount, and at the 
present w riting the m arket is there
fore 2c lower than it was a week ago. 
At this w riting the offerings of fine 
fresh eggs are comparatively liberal 
and the demand is barely absorbing 
them. Local jobbers pay 25c for stric t
ly fresh.

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

Green Onions—Ghalotts, 65c per doz.
Lem ons—Q uotations are now as fol

lows :
300 S u n k is t____________________ $7.50
360 Sunkist _____________________ 7-5C
360 Red B a l l________  7.00
300 Red Ball ___________________ 7.00

L ettuse — In  good demand on the 
following basis:
Arizona Iceberg, 4s, per b u . ___ $3.50
Arizona Iceberg, 6s, per b u . ___ 3.00
H othouse leaf, per l b . ____________10c

Onions—Spanish, $2.75 for 72s and 
50s; home grow n command $4.50 for 
white or yellow—both 100 lb. sack.

O ranges— Fancy Sunkist California
Navels are now on the following basis:
1 0 0 ____________________________ $5.25
1 2 6 _____________________________ 6.00
150 ___________  6.25
1 7 6 _____________________________ 7.00
200 ___________________________ 7.00
216 ___________________________ 7.00
252 ---------------------------------------- 7.0C
288 -------------------------------------  6.25
Red Ball, 50c cheaper- All sizes of
Floridas are selling a t $6.

Peppers— Green, 65c per doz.
Potatoes — The m arket is a little 

firmer on the basis of $1.65@1.75 per 
100 lbs., generally over the State.

Poultry—W ilson & Company pay as
follows:
H eavy fowls __________________ 25c
L ight fowls _____________   20c
Heavy Broilers _________________ 26c
L ight W . L. Broilers ____________ 18c

Radishes—65c per doz. bunches for 
home grow n hot house.

Sweet Potatoes—$2.50 per ham per 
for kiln dried stock from  Tennessee.

Tom atoes—$3.25 for 10 lb. basket of 
hot house; $1.10 per 6 11). basket from 
Calif.

Veal Calves—‘W ilson & Company 
pay as follows:
F a n c y __________________________  18c
G o o d ___________________________  16c
M e d iu m _____ __________________  14c
P o o r ___________________________  10c

Local M erchant Takes Ow n Life.
Ishpem ing, M arch 20—W orry  over 

business affairs is a ttributed as the 
reason why H jalm ar H andberg, who 
conducted a m arket and grocery on 
Cleveland avenue, decided to put an 
end to his existence. H is lifeless body 
was found in the rear of his store last 
Friday.

Mr. H andbery opened up his place of 
business th at m orning and waited on 
a num ber of customers. After the 
delivery man had departed to call on 
customers, Mr. H andberg  locked the 
doors, wrote a note to his wife and 
then hung himself in the back room.

It was not until the return  of the 
delivery man that the body was found. 
Deputy M arshal Jack Lacey was close 
at hand at the time and he summoned 
Coroner W illiam Prin, who decided 
that an inquest was unnecessary.

Mr. H andberg, who was 41 years of 
age, was a life-long resident of Ish 
peming. After being employed as a 
meat cutter for a num ber of years, he 
engaged in business on his own ac
count, nine years ago.

W eldon Sm ith Hom e Again.
W eldon Smith, the Allegan baker, 

has returned from  California, where 
he and his wife spent the winter. They 
traveled by auto and Mr. Smith made 
notes concerning each place they 
stopped en route, including incidents 
of the trip, which he has kindly tran 
scribed for the benefit of Tradesm an 
readers. The account will appear in 
full in next week’s paper.

Six New Readers of the T radesm an.
The following new subscriptions 

have been received during the past 
wreek:

Ben C. Nott, Grand Rapids.
J. S. Sleder, T raverse City.
L. S. Orlowski, Charlevoix.
W illiam  Shane, T raverse City.
Gerald Olson, Traverse City.
H arold Kaiser, Ann Arbor.

G O V E R N O R  G R E E N

H is Opinion of the Michigan T rades
man.

At the annual banquet of the M ichi
gan Retail Dry Goods Association, held 
a t Lansing last W ednesday evening, 
Governor Green delivered an address, 
in the course of which he paid his re
spects to the T radesm an in the follow
ing m anner:

“ I do not claim any special know l
edge regarding the dry goods business, 
but I am a constant reader of my good 
friend Stowe’s paper, the Tradesm an, 
and in it have found much that m ust 
be of interest to the dry goods trade. 
W hile I am not advertising this splen
did journal, at the same time I do w ant 
to say the business interests of the 
State of Michigan are fortunate in hav
ing such a brave and courageous man 
to espouse their cause as Mr. Stowe. 
His expose of the fakers in business is 
one of the things that should receive 
the support and commendation, not 
only of the men engaged in the dry 
goods business, but every other busi
ness man and good citizen.”

mailto:2.25@2.50
mailto:1.65@1.75
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FATHER MARQUETTE.

Most Widely Known of the Missionary 
Priests.

D uring the period of exploration 
there were 134 Jesuit priests, over 
thirty  Recollects and four Salputrians 
who labored in the N orthw est in what 
was then called New France. Think 
what you will of the church they repre
sented, as you measure these men by 
the conditions and prejudices of to-day, 
when you measure them by what they 
did, the hardships they encountered 
and the trem endous work they under
took, they formed one of the greatest 
bands of heroes the world has ever 
known. Nearly 300 years after their 
labors, Michigan owes to them  a debt 
wrhich we are very slow to recognize. 
To M ichigan there are five names 
am ong these men which should be 
taught to the children of our public 
schools if all the rem ainder are left in 
forgotten graves. They are the names 
of Allouez, Brebeauff, LeLam ont, 
Dablon and M arquette.

I t was Septem ber 20, 1666, when Fr. 
M arquette arrived in M ontreal, a young 
priest only 29 years of age. May 16, 
1675, while returning from his second 
voyage of discovery to the Mississippi 
river, realizing that his hours on earth  
were few, he instructed his party  to 
seek the best com fort they could near 
the m outh of the river which has since 
borne his name, and there in a rude 
hut they had hastily put together, on 
the site of -what is now Ludington, he 
died. Two of those nine years he spent 
in the vicinity of T hree Rivers, near 
Quebec, in a study of the Indian m an
ners and languages, preparing for his 
work. The last two years were oc
cupied with his two voyages of discov
ery to the Mississippi and his work in 
the mission in what is now W isconsin. 
H is work in Michigan was accomplish
ed in less than  six years and yet Fr. 
M arquette is the m ost widely known 
of any of the m issionary priests of his 
day.

The w riter stood one day by the site 
of Fr. M arquette’s grave a t St. Ignace, 
with a bunch of tourists, when a young 
girl of the party  asked in a flippant sort 
of w ay : “W hat made him so great, 
anyhow ?” In their wonderful adm ira
tion for Fr. M arquette the people of 
that region regularly a ttribute  to him 
things which were more than a century 
in their accom plishm ent and covered 
many places where he never went. The 
mere fact th at he went with Joliet 
when they, discovered the Mississippi 
river was not the cause of his g rea t
ness. A fter years of study of that 
young girl’s question the w riter is con
vinced that when a g reat railroad com 
pany sought for a name th a t should 
best represent the ideal in public ser
vice and chose the name of M arquette, 
they came more nearly to the real key 
to Fr. M arquette’s greatness than has 
ever been stated elsewhere. Of him it 
could be said, as it is recorded of that 
G reater One to whom his life was 
dedicated, “H e went about doing 
good " Because this was the spirit of 
his life is the reason why, even 300 
years after he passed away, his m emory 
is still revered.

W hen Fr. Allouez made one of his 
g reat speeches in M ontreal, in 1666,

telling of the w ondrous need for work 
in the g reat N orthw est, Fr. M arquette 
volunteered for imm ediate service and 
was appointed to  the Sault. H is a r
rival there has long been claimed as 
the establishm ent of the first perm an
ent settlem ent in Michigan. T hat claim 
is w orthy of careful study.

In 1618 when Brule spent the w inter 
at the Sault or very near there, Indians 
of the neighborhood were in the habit 
of congregating there for the reason 
th at the w aters were so swift th at they 
never froze and fish could be secured 
for food a t any time. A fter his report 
to Champlain this was well known to 
everyone. The French built all their 
settlem ents upon the prospective trade 
in fur. W ith  the licensed traders rang
ing all through this country and the 
unlicensed traders going still further, 
it is not a t all impossible th at there 
were traders perm anently a t the Sault. 
In  fact, for several years before the 
coming of Fr. M arquette, Indians had 
regularly gone from other places to  the 
Sault to  m arket their furs. In  her 
“ French Regime in W isconsin and the 
N orthw est,” published in 1925, Dr. 
Louise P. K ellogg says th at the set
tlers had a small chapel and house in 
which Fr. M arquette could live, ready 
for him when he arrived, and there is 
much to indicate th at Dr. K ellogg is 
right. In 1678 the Jesuit Relations 
speak of the fact th at the F rench set
tlem ent at the Sault was then so large 
th at the priests m inistered m ostly to 
the French and there was complaint 
that the Indians were not given so 
much attention as they should have. 
R ight there, too, there is probably a 
slight mixup in dates, for some sort of 
a tribal mixup is alleged to have oc
curred in 1674, w'hich resulted in the 
burning of the chapel and the mission 
a t the Sault was abandoned for a time. 
The headquarters of the superior were 
changed to  St- Ignace for a num ber of 
years at the time of this fire. If the 
building of the chapel m arks the es
tablishm ent of the town, would not its 
burning result in the loss of the settle-* 
m ent as such, thus m aking the date of 
the establishing of the Soo perm anent
ly, some time after 1674 or after St. 
Ignace was perm anently founded?

The Jesuit Relations were w ritten by 
priests to  their superiors, as reports of 
their work for their foundation. Settle
m ents before the church arrived would 
not be found in them. Radisson and 
Groseliers m et o ther French traders at 
the Sault in 1660. As a rallying point 
then was it not an established settle
m ent before that date. Am ong the R e
lations and o ther records shortly after 
the Iroquois m assacres in 1648-49, 
there are references to  the fact that the 
Sault had been safe from  Iroquois in
vasion up to  that time. Do not these 
references indicate that there was a 
settlem ent there which these dreaded 
enemies had missed a t the time of 
these o ther m assacres?

D uring the early years of the m is
sion a t the Sault there was consider
able difficulty experienced in the fact 
that the Indians there were largely 
roving bands and were thus a t the 
Sault only a few m onths a t the most, 
thus giving the priests little time to 
teach them. Some authorities seem to

indicate that in the early settlem ent 
when there were 2,000 or more a t the 
Sault, only about 150 were perm anent 
residents. The priests undertook to 
solve this difficulty by teaching the 
Indians to  raise crops which would 
make their stay more perm anent. A 
stockade was built, twelve feet in 
height, which surrounded the chapel 
and some other buildings. Quite a 
clearing was made and crops were 
raised. Quite a considerable seems to 
have been accomplished in this effort 
and the Indians caught the idea that by 
raising crops they would not be de
pendent upon the success of hunting 
and fishing to  keep off the famines 
which all of them  knew all about from 
bitter experiences.

The first knowm name of what we 
call the Soo was Bowating. Ju s t how 
it traveled through “Sault de Gaston” 
and “Sault de T racy” are hard to  de

term ine for sure and there are no less 
than three stories as to ju st how the 
“Ste. M arie” came to be added. Early 
in M arquette’s time it came to  be 
known as “St. Marie de Sault.” This 
name has gradually been transposed to 
“Sault Ste. M arie,” and in common 
parlance “The Soo.”

A. Riley Crittenden.

Their Ideals.
H e: My ideal of a wife is one who 

can make good bread.
She: My ideal of a husband is one

who can raise the dough in the hour 
of knead.

ASK FOR

A Variety for Every Taste

U nion Mortgage Co*
6’s, Maturing 1938

First Mortgage Collateral Gold Bonds
(Quaranteed by Surety Co.)

Principal and interest is guaranteed by 
the Metropolitan Casualty Company of 
New York.

First Mortgages on improved property, 
averaging about $4,000 each, are depos
ited to secure these bonds.

Price; Par and Accrued Interest 
To Yield 6%

Howe, Snow &  Co*
( Incorporated )

GRAND RAPIDS

N E W  YORK P H IL A D E L P H IA  M IN N E A PO L IS
CHICAGO SAN FRA N CISCO  SY RA CU SE
D E T R O IT  LOS A N G E L E S R O C H E ST E R

Fenton Davis fc Bovle
Investment Bankers

Chicago
First National 
Bank Building

GRAND RAPIDS
Brand Rapids National Bank Building 

Phono 4212

Detroit
2086 Buhl 
Building
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*

“Stop With Hildy”
HOTEL

HELDENBRAND
Pontiac, Michigan

Thoroughly Modem

OPENED MARCH 19th

Minimum rate $2.00.
Room w ith private bath $2.75

and u p '

H. F. HELDENBRAND, Proprietor
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THE DIE IS CAST.
It is, of course, a m atter of regret 

to  the T radesm an to  part company 
with so prom ising a custom er as the 
Cheek-Xeal Coffee Co., but when duty 
to  the retail trade m akes such a course 
imperative, the way is clear. No word 
of commendation for this company or 
its product can be adm itted to  the 
Tradesm an hereafter until the m anage
m ent announces the discontinuance of 
its present policy of cultivating the 
patronage of the chain stores by fur
nishing them  Maxwell House coffee 
approxim ately 10 cents per pound less 
than it exacts from the independent 
dealers.

T his controversy really dates back 
m ore than a half dozen years, when 
the T radesm an complained to the com
pany that it was apparently favoring 
the chain stores to the detrim ent of the 
regular dealer, whereupon the com
pany sent a representative who claimed 
to  have come from the executive office 
in Brooklyn to  assure the T radesm an 
that the coffee furnished the chain 
stores under the Maxwell H ouse brand 
was made up by a different blend than 
the regular goods furnished the reg
ular trade. The Tradesm an was as
sured that the chain store blend was 
w orth 10 cents per pound less than  the 
standard form ula: that the difference 
would not be detected by the custom 
ers of chain stores because they are 
not discrim inating buyers, being a t
tracted  by price, instead of by quality. 
The Tradesm an accepted this explana
tion pending further investigation, but 
it imm ediately purchased sample pack
ages of Maxwell House coffee from 
regular and chain stores and had them  
examined by an expert, who pronounc
ed them  identical. T he outcome of 
this investigation did not tend to in
crease the respect the Tradesm an en
tertained for the Cheek-Neal Coffee 
Co.

GENERAL TRADE CONDITIONS.
Retail trade is still under the handi

cap of adverse w eather conditions. I t  
is also indicated th at the improvem ent 
in basic lines of industry is not yet p ro
nounced enough or of sufficient dura
tion to pull purchasing power up to 
par. M any w orkers have to make up 
for unem ploym ent losses and a great 
m any consum ers who could, no doubt 
afford to be more liberal buyers are 
still inclined to  be thrifty  until the 
business skies become clearer.

j In  this season of E aster prepara
tions there is another factor which 
holds back an im portant kind of buy
ing. Style developm ents in the wom 
en’s wear field have been more mixed 
than for some time. W om en are puz
zled over w hat to buy. The retailers 
are also a little muddled. They have 
provided a variety of fashions for the 
season and, no doubt, in the end the 
style trend will more definitely estab
lish itself. W hen it does, apparel p u r
chasing a t retail should spurt ahead, 
but for the time being the demand is 
ra ther dull for a date so close to  the 
holiday.

T he m anufacturing and wholesale 
m erchandise m arkets reflect this u n 
certainty and, after the rush of early 
business which prom ised so well, re 

ordering has been slow. Penalties are 
being paid for rushing the season. T he 
hope of the wholesale m arket is that 
the post-E aster business will hold 
to  a m ore regular basis and not be 
developed along sales lines. W hat 
gives th is  hope a  p re tty  fair chance of 
realization is th at representatives stores 
a t present plan to  prolong their regular 
season until well after the holiday.

Progress in the so-called key indus
tries is well maintained, w ith the pos
sibility th at steel output this m onth 
m ay eclipse its past record, and with 
construction contracts and autom obile 
production running ahead of last year. 
In  the steel business there has been 
the predicted shrinkage in new orders, 
a developm ent expected when some 
second-quarter specifications were driv
en in by price advances. However, the 
activity in building and in the auto
mobile line indicates th at steel and 
o ther m aterials needed should continue 
to find a good demand.

Particu lar encouragem ent is taken by 
business observers in the upturn  in car 
loadings, which, while still running 
below a year ago for the last week 
reported, cut dow7n the recent decline 
by a third. W ith  this upward trend 
continuing, there is offered a basis of 
more confidence. The lag in trade, 
bank clearings, which for the week of 
however, is illustrated in the drop of 
M arch 15 fell 4.6 per cent, for the 
country and 8 per cent, for the terri
tory  outside New York under the pre
ceding week.

As a bulwark to the expansion in 
the key lines there is adm ittedly a 
better situation in the agricultural sec
tions, although the improved purchas
ing power in these regions m ay have 
some liquidation of past debts to  meet 
before being available for new goods. 
T he index of farm  prices is a little 
lower than it was, but a t 135 it is still 
8 points higher than a year ago.

COMES IN_ FOR CRITICISM.
In  the effort being made in a num 

ber of industries to  bring production 
more in line with demand, voluntary 
curtailm ent has been adopted as a fun
damental policy. T he efficacy of this 
policy, however, has been questioned 
lately in certain quarters and volun
tary  curtailm ent called a “m akeshift” 
and “uneconomic.” Instead  of an agree
m ent of this sort it is advocated that 
a decision be made to  refuse to  sell 
goods at a loss.

I t  is not difficult to  see why this 
criticism is raised, but it is not easy 
to  discover how refusing to  sell goods 
at a loss will solve the problem. T he 
criticism comes, no doubt, because a 
large group in the industry m ay cur
tail and find costs higher when they 
attem pt to  compete with plants that do 
not curtail. In  o ther words, they  in
vite competition.

O n the o ther hand, by refusing to 
sell goods at a loss the mills would 
presum ably have to  wait until output 
sinks below demand, because the m ar
ket m ust sag as long as production: 
outruns consumption. Elim ination by 
a m anufacturer of all of his non-profit- 
able item s would help the situation all 
around, but it is to  be doubted w hether 
such a step could be inaugurated in a 
general way. W hat holds up this de

sirable action is that these items may 
not pay a  profit, but they pay over
head which otherw ise would have to 
be charged against the other lines.

Refusing to sell goods at a loss does 
not look m uch different than volun
ta ry  curtailm ent, and actually it m ight 
mean more curtailm ent than is now 
seen.

DID YOU GET YOURS?
According to the statistics of the 

D epartm ent of Commerce, the people 
of these United States ate 1,132,620,000 
pounds of candy during 1927. This 
was enough to  give every man, woman 
and child in the country ten nicely 
wrapped and beribbohed pound pack
ages. A t an average cost of 50 cents 
a pound, this m eans that the total 
spent last year for candy of all sorts 
was some $566,310,000.

Secretary W ilbur, of course, would 
like to see this huge sum turned into 
battleships. There are countless other 
citizens who would imagine uses for it 
which they would consider even more 
cnducive to  the National welfare. If 
half a billion dollars had been turned 
over to  the Government in any year 
previous to 1917 we should not have 
had to pay any customs or internal 
revenue taxes and it would still almost 
cover all customs receipts. The city 
of New York could run itself on this 
money for a year without having to 
levy any taxes. And this is just a 
beginning. If each of us contributed 
the $5 we annually spend on candy to 
any one of a hundred different causes 
—from the Anti-Saloon League to  the 
S. P . C. A.—that cause would profit 
im m easurably from ur generosity.

So, while we are confident that there 
m ust be some significance in these fig
ures, we are not just sure what it is. 
Take your choice. For ourselves, we 
are going on eating as much candy as 
we desire and can afford.

SIMPLE JUSTICE.
F o r the third time the Senate by an 

overwhelm ing vote has sent to the 
House the bill providing for the re tire
m ent of disabled arm y officers. This 
action should be the first of the final 
moves in correcting the injustice that 
has been done to this group of patriotic 
men. Alone of the nine classes of of
ficers who served in the kaiser’s war 
these men have been denied retirem ent 
for the injuries they suffered. I t  is 
now within the power of the House, 
or ra ther of the leaders of the House, 
to  end this discrimination. T here is 
no question th at if the bill comes to 
a vote in the House it will be passed. 
T he leaders there should regard it as 
a privilege to see th at the bill is sub
m itted to  their associates. T o hold 
up a vote in the face of the general 
support of the bill throughout the coun
try  as voiced by representative citi
zens, newspapers and organizations 
and as expressed repeatedly and em
phatically by the Senate would be still 
fu rther to  penalize a group of officers 
for having served the country to their 
own hurt.

Recognize facts; govern yourself ac
cording to the facts; then you’ll be 
happy.

LONG HAIR AGAIN.
From Philadelphia comes word of 

the disappearance of the bob. If  the 
reports continue to filter in from  such 
reliable and conservative sources we 
shall begin to believe them  true. Dele
gates to  the H airdressers’ Association 
convening there are emphatic on the 
point, with various abstruse explana
tions of why long hair is now becom
ing popular.

But more significant than this semi
official recognition of the change in 
styles is the progress of long hair as 
reported from girls’ schools and col
leges. If the younger generation sym 
bolized its revolt by cutting  off its hair, 
this new and youngest generation is 
forced to proclaim its independence by 
letting it grow again. W e are en ter
ing upon an era of revolt and counter
revolt which seems destined to subject 
America to alternating  waves (we 
have no reference here to th at still 
more intricate problem of perm anent 
waves) of long and bobbed hair.

The proof of the curren t tendency 
to let hair grow  again apparently lies 
in the rushing business which is being 
done by the venders of the various de
vices which aid the long-hair aspirant 
to preserve her self-respect while going 
through the em barrassing stages of 
transform ation. W hen a young man 
grows a m ustache he has to hide for 
several weeks. But women manage 
this sort of th ing  better. By m ys
terious processes best known to them 
selves they achieve their crowning 
glory overnight and none m ay know 
when the bob has really ceased to  be.

SARTORIAL PSYCHOLOGY.
The American gentlem an is to  be 

educated into “clothes consciousness.” 
The Retail Clothiers and Furnishers 
Association of New York, New Jersey 
and Pennsylvania, in session at A t
lantic City, decided to spend $1,500,- 
000 in the next three years to foster 
this consciousness.

Carlyle was the first m an seriously 
to apply psychology to clothes when 
he gave the world S arto r Resartus. 
Now it appears that the field he open
ed up is to be cultivated intensively 
and in the strictly m odern manner. 
However, one m ay perhaps be excused 
for wondering w hether there has been 
any real lack of “clothes conscious
ness” in this country in the last dec
ade. The neckties, socks, shirts, col
legiate trousers and certain o ther items 
of masculine contem porary apparel 
seem scarcely to  Shggest any alarming 
sartorial absentm indedness.

But the special lines along which our 
consciousness is to  be awakened are 
wholly delightful. T he A tlantic City 
arbiters have decreed th at the new 
fashions for men are to  include corset 
effects a t the waistline, trousers pleat
ed a t the bottom , velvet collars and 
brown derbies. B ring on all those gay 
trinkets. Even the  brown derbies. 
T hey may not add particularly  to our 
robust, m anly beauty, but a t any rate 
they won’t have to  be brushed so often 
as the black derby. Men will take to 
anything so long as it has some prac
tical quality.

We study to master the conditions 
under which we live.



M arch 21, 1928 M I C H I G A N  T R A D E S M A N 9

COUNTY FAIR IN FLORIDA.

Advanced and Progressive Agriculture 
Instead of Clap Trap.

Ham ilton, the psychologist, once 
said, “Sight presents to us a greater 
number and a greater variety of ob
jects and qualities than any o ther of 
the senses.”

It seems to me that my friend, 
Frank Osborne, the banker, with whom 
I have had a very pleasant relationship 
ever since I formed the habit of com
ing to Florida, must have had this quo
tation in mind when he said to me 
last Thursday in the corridor of the 
bank, “Have you attended our fair?”

“No, why should I? For thirty  
years I followed state and county fairs 
and I haven’t any desire to continue 
the habit.”

“ But you are talking about Florida, 
and telling what people say about our 
State, and conveying impressions to 
others which you have secured through 
the sense of hearing largely. I want 
you to speak after seeing som ething 
that is worth while. You go to the fair 
and then tell your friends what your 
impression was.’’

“Well, not as a satisfaction to myself, 
but to please you I will spend to
morrow m orning looking over the ex
hibits.”

This is how I came to go to the 
Volusia county fair, just before the 
exhibit closed, and I had such a good 
time and received so many pleasant 
impressions that I am constrained to 
share with my friends, the readers of 
the Tradesm an, the joy of this invasion.

This fair organization was develop
ed very suddenly four years ago and 
the grounds cleared and a few buildings 
erected in about two m onths’ time for 
the accommodation of the first fair. It 
was successful and since then the 
grounds have been enlarged and beauti
fied and more buildings added, and 
every annual exposition has been bet
ter than the one before.

The location of the grounds is near 
the railway station and while it is about 
four miles from the center of Deland, 
a perfect road lies between, and the 
distance in these days of autom obiles is 
practically eliminated.

As you enter the grounds, the view 
is attractive. They have given a good 
deal of attention to the m atter of land
scaping, and the first impression is very 
pleasing. The arrangem ent of build
ings is very perfect indeed for the con
venience of the public. The sightseer 
passes through one building and then 
into the next one directly and so on 
through the entire range from fine arts 
to farm stock.

Very often one leaves an exposition 
of this kind, no m atter how good it is, 
with an unpleasant impression, because 
of the lack of conveniences and the 
lack of neatness at the exposition 
grounds. I found the trash containers 
everywhere and a constant picking up 
of waste kept the grounds in attractive 
condition and the sanitary convenienc
es were very perfect indeed. T he boy 
scouts had their ten ting  grounds and 
were very attentive and useful.

In representing the agriculture of 
the county, there was only one thing 
which to me seemed a g reat te.qk &nd

that wras the small attention given to 
agricultural implements and appliances.

Upon entering the grounds, the first 
hall was given up to farm and garden 
products. As you entered the hall, 
there was a strong feature which did 
not make an appeal to me. It was an 
exhibit of citrus products put up into 
the form of a pyramid and arranged 
fantastically to excite the wonder of the 
average visitor. It seemed unneces
sary to employ the beautiful fruit in 
this type of an exhibit, because the fruit 
is so attractive if shown for its own 
sake. I recalled, when this exhibit first 
met my eye, an experience at the 
Columbian Fair in Chicago, where, in 
the horticultural building the Iowa ex
hibit occupied a position of prominence 
at one of the entrances. The one thing 
in the Iowa exhibit that attracted  the 
attention of every visitor as he came 
in was a trem endous figure of an ap
ple, perhaps five feet in diameter, made 
entirely of apples. It was a trem end
ous affair and it took a great deal of 
genius and hard work to develop it. As 
Secretary of the Committee on Awards 
in this Departm ent, I said to the man 
in charge, “W hy in the world did you 
put that m onstrosity in a position of 
prominence in your exhibit. I t  seems 
to me it is such a waste of good m a
terial,” and he smilingly replied, “ I 
thought from your long relationship to 
pomology that you would at once de
tect the meaning of it, and because of 
our friendship and your relationship to 
the exhibits here, I will make a con
fession to you. W e haven’t any fruits 
in Iowa this year really fit to exhibit 
in representing the State at this great 
exposition, but we have done the best 
we knew how and you will see what 
there is in our show. W e put what you 
call a m onstrosity here to a ttract the 
attention of the crowd and it works. 
They see th :s trem endous apple and 
express their wonder at it and look 
back at it until they have actually 
passed by our exhibit, and instead of 
criticising the Iowa exhibit because of 
bs paucity of good fruit, they remem 
ber the big apple and talk about it. 
D on’t you see my point?”

I adm itted the reasonableness of it 
all and excused what seemed to me a 
weakness. So in this pyramid of citrus 
frubs I cannot find the excuse for it, 
because such a beautiful exhibit can be 
made without the help of this device.

The townships in the county were 
thoroughly and beautifully represented 
in the various displays and the compe
tition was interesting. Volusia county 
is a citrus county and the display ex
hibited a wide range of well selected 
and well exhibited specimens.

In the Daytona Beach exhibit was a 
novel feature which attracted  my atten
tion. The whole wall background was 
devoted to a great picture of the 
panoram a of the Beach itself. This 
was a delightful background to the 
exhibit and the uniqueness of it 
brought m any favorable comments.

In this building was one feature 
which I have never seen at a county 
or a state fair. The insurance business, 
life and fire, was represented in a 
booth and the application of insurance 
to countryside conditions was shown 
attractively by pictures, models and 
publications. T he gentleman in charge

did not hawk his wares, but was very 
courteous and responsive to questions 
that were put to him.

The educational building contained 
a very perfect exposition of country 
school work and I could’not help being 
greatly impressed with the movement 
which started here some years ago to 
make manual training a leading fea
ture in connection with country 
schools. The things made by the hands 
of the pupils were the leading features 
in all the exhibits. There were some 
novel things shown which had been 
made by pupils in the schools as a 
part of their m anual training, and in 
one case a model of the school building 
was a central feature in the exhibit. I 
had never thought of it before, but it 
seemed to me that if, in the drawings 
of the various schools, the location of 
the school district could be given in a 
map of the township or county, it 
would add materially to the usefulness 
of the exhibit. In other words, the 
study of geography of the locality 
could be illustrated in this way more 
graphically, perhaps, than in any other. 
If in connection with this exhibit there 
could have been a large map of Volusia 
county, upon which could be shown 
the location of the various districts 
represented in the building, it would 
have added to the joy of the average 
attendant upon the fair.

The next building was given up to 
women’s work and it was very com
plete, touching every feature of the 
life of the women of the countryside. 
Cooking was going on, the results of 
canning and gardening were shown, 
home architecture, healthful rations, 
and interior decorations were given a 
good deal of prominence. All sorts of 
home-made things and contrivances 
we e shown as the handiwork of wo
men and the conveniences of the house
hold were graphically illustrated. The 
section given up to health dealt with 
the common things, but brought them 
before us in a winsome manner.

The next building was the kennel 
show. W hile there have been many 
dog exhibits throughout the country 
as specialties, I have never seen a finer 
exhibit of this kind at a county fair. I 
was surprised to find the wonderful 
variety of canines and the attractive
ness with which they were exhibited.

Then I came into the art building, 
which was thoroughly filled; in truth, 
so completely filled that things were 
crowded too much to give the best 
possible effects.

For the benefit of the agriculture of 
the county, the Governm ent building 
was the crowning feature of this ex
position. The things shown had such 
a definite application to progressive 
agriculture and the needs of the State 
of Florida, that I could not help but 
admire the adaptation which the Gov
ernm ent had made in choosing the 
things which should be brought prom 
inently before the crowds who came 
to  the fair from the countryside. 
Am ong the things I noted were m eth
ods in canning; ways of m ending; 
house furnishings; elem ents and com
binations in nutrition; graphic appeals 
in the aid of health, an exhibit of pic
tures showing in each one a table in a 
country dining room, with various 
balanced rations for the different meals

of the day shown upon the tables. This 
was done so well that it a ttracted  the 
attention of everybody, and the peo
ple lingered and took time to read the 
lists of balanced meals, as given in 
connection with the various table 
pictures.

The care of pastures was shown in 
contrasting pictures. Statistics, which 
are generally dry, were attached so 
cleverly to pictures and models that 
the eye was a ttracted  long enough to 
get an impression of im portant facts.

The treatm ent of woodlands was 
graphically shown, and the contrast be-' 
tween forests burned over and those 
protected from fire.

A chapter of highway accidents was 
well shown-^m odel stables for cows 
and the importance of neatness in con
nection with every factor in the dairy 
industry. Co-operative m arketing was 
well brought out, and in contrasting 
pictures the commercial deve^pm ent 
of poultry and swine industries was 
given marked attention.

The m atter of club work for children 
and young people in the country, in 
connection with the live stock indus
try, was brought very graphically to 
the attention of people and the embel
lishments of country homes in some 
detail were a distinguishing feature.

The building given up to negro ex
hibits was som ething of a disappoint
ment to me, for having met a number 
of negro farm ers who have been won
derfully successful, I expected more 
than I found, and really wondered if 
the m anagem ent had given as much 
attention to this feature of Southern 
agriculture as was w arranted by the 
facts in the case.

The swine departm ent was a won
derful exhibit. The wide range of 
hogs, of all ages and sizes and colors, 
together with the fact that everything 
was perfectly neat and tidy in the 
whole establishm ent, made a strong 
impression upon me. Just outside of 
the building was an area devoted to a 
hog yard, in which the conditions 
were m ighty interesting. The sand 
bank which could be rooted over, the 
shade and the living water (so a ttrac 
tive to swine) and the neatness of the 
whole field impressed me as an object 
lesson of great value.

In the cattle barns, Jerseys, Ayr- 
shires and Holsteins were the prom 
inent breeds shown. I noted particu
larly a herd of Ayrshires from Almont, 
Michigan, which evidently was brought 
in from the outside as a prom inent fea
ture because of the perfection in the 
herd and the various individuals.

I noted in connection with the cattle 
exhibit a scheme that was being car
ried on of interest to me, the taking of 
photographs of individuals and of herds 
as a perm anent memory of the fair. 
This seemed to me well worth the 
while.

Of course, I found the usual lot of 
concessions which nowadays accom
pany all of our fairs, but I was proud 
of the fact that these things did not 
outdo the attractive m ethods of show
ing the products of the farm and gar
den. In all my attachm ent to fairs, I 
never have been more deeply impressed 
with the value of a county exposition 
of farming, farm products and the peo
ple accompanying the departm ents of
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the show, as illustrative of an advanc
ed and progressive agriculture. In  
these days, when the principal thought 
in connection with fairs is to  make 
them pay, and questionable th ings are 
brought in as attachm ents which have 
no relationship w hatever to farm ing or 
farm  life, it is a real trea t to attend a 
fair in which the m anagem ent evident
ly has first in mind as complete an ex
hibit of the agriculture of the county 
as can be produced.

Charles W . Garfield.

L arger Navy H as Become a  National 
Necessity.

Grandville, M arch 20—T here seems 
to be a concerted action on the p a rt of 
certain would be patrio ts to  demand 
a reduction of Am erican naval forces 
in order as they conceive the situation 
to  prevent war.

These peace advocates are going 
miles out of the way to  create the im
pression th at preparedness in arm y and 
navy will lead to  war. N othing could 
be more nonsensical. W hen in all its 
history did this country create w ar be
cause of being prepared for the same? 
I t would puzzle these peace advocates 
to pick such a war.

W e were notoriously unprepared 
when the world w ar faced us and de
manded action to  protect the lives of 
our citizens and the honor of our 
country.

A t the opening of the Civil w ar the 
Nation was sadly lacking in men, 
money and ships so th at the enem y got 
the sta rt a t w inning victories before we 
were prepared for the battle  for the 
salvation of the Union.

In  none of our w ars has an over 
supply of soldiers and m arines brought 
about hostilities. In  the Spanish w ar 
the Spaniards sneered a t the Am eri
cans as “pigs” fit for the slaughter 
which they set about to  carry out. W e 
as a nation were nimble in getting  into 
shape so th at within a short time we 
licked the Spanish dons to  a finish.

And now, because Governm ent offi
cials call for an adequate navy, these 
peace advocates raise their hands in 
holy horror and prate against the evils 
of war. W e m ay readily adm it that 
evil, but by being totally unprepared 
when w ar does come, we but add to  
the horrors of the game.

A post of the Am erican Legion has 
wired to M ichigan senators asking that 
they give their support to  an adequate 
AJmerican navy. A secretary of the 
N ational Council for the prevention of 
war is going about the country lectur
ing against arm am ents.

A navy com petent to  m eet any other 
nation’s forces is w hat the United 
S tates need: at this time. Being fore
warned is being forearm ed, and by 
such preparedness we shall prevent and 
not invite war-

No m atter how large a nation may 
be in the m atter of population, if it is 
wholly unarm ed that nation invites de
struction from the other nations of the 
world, and of course th a t condition is 
an invitation to  war.

B urglars are not likely to  en ter a 
bank whch they know has an armed 
guard to  p rotect its vaults. Let them 
learn th at nobody is on guard with 
weapons of defense and this condition 
invites a raid from the outlaws. I t  is 
the same with nations. A country that 
has a naval force sufficient to  m eet all 
emergencies, and an arm y well up in 
the thousands, need little to  fear an 
a ttack  from outside.

The United States needs but to  be 
thought a pum pkin or a pig to  invite 
prodding from outside nations looking 
for an easy m ark.

T h at a m an could be found in this 
day and age to  go about m aking 
speeches in favor of disarm am ent and 
the offering of open doors to  any for
eign invader th at m ay choose to  cross 
the A tlantic and en ter our defenseless 
ports is surprising  in the extreme.

In all our w ars Am erica has had 
patriotic preachers who have doffed 
the clerical robes to  go to  the front 
and aid in saving an imperilled country. 
W e have m any such m inisters to-day, 
yet there are some who view an ade
quate navy \Vith hands uplifted in 
horror.

An efficient arm y as well as goodly 
sized navy is the need of the hour in 
the U nited S tates to-day. W e are not 
as little children going about crying, 
w ith arm s extended, pleading for 
mercy a t the hands of a m ilitary 
enemy.

T hat the U nited S tates to-day is 
• adm itted to  be the g reatest world 
pow er is not denied. H ow  long will 
she retain that proud distinction if we 
are to listen and heed the anti-w ar 
people in their cries against an effi
cient navy.

I t  is even more necessary to  have a 
complete defensive power on the ocean 
than  on the land, and he who decries 
this preparedness is an enem y to his 
country.

W ith  the insignificant navy we now 
have lecturers are going about dem and
ing its diminution th at we m ay stand 
facing the world w ith open hands, bare 
of any weapon of defense-

O ut upon such Am ericanism  as that. 
P reparation  for w ar is the only safe
guard against such a catastrophe, and 
it a t once becomes the duty of Con
gress to  stand stalw artly  by naval ap
propriations sufficient for the upbuild
ing of our w ar shipping th a t it m ay 
eual any o ther nation’s sea arm am ent 
on earth.

N on-preparedness has proved a very 
costly experim ent in the past history 
of the United States. T o refuse money 
w ith which to  build a good sized navy 
is apt to  lead to  billions of expense in 
the future which a small investm ent in 
men and ships now would have pre
vented.

The arm y as well as the navy needs 
looking after- I t  m ay not be necessary 
for the United S tates to keep a  large 
standing army, as some of the E uro
pean nations are doing, but the educa
tion of our upstanding boys in m ilitary 
tactics is as necessary as is any other 
p a rt of their education.

A nation fully prepared for w ar is 
seldom drawn into the fray. All his
to ry  goes to  prove that unpreparedness 
is the g reatest single factor in bringing 
w ar about. Shall we listen to  the 
peace speechm akers or to wiser heads 
who know whereof they speak?

“W ar is inevitable,” said Patrick  
Henry. L et us of this day and gen
eration see to it that such a condition 
does not again menace the United 
States. Old Timer.

Notice of Auction Sales of Bankrupt 
Stocks.

Abe Dembinsky, of Saginaw, is the 
official auctioneer of the bankruptcy 
division of the D istrict Court of the 
U nited States for the W estern D istrict 
of Michigan. He also conducts many 
auctions resultant on failures handled 
by the circuit courts. H e has made 
arrangem ents with the Tradesm an to 
announce these auction sales each week 
in this publication, so th at those in
terested can arrange to attend the 
sales if they desire to do so. The 
T radesm an has been cognizant of the 
operations of Mr. Dem binsky for sev
eral years and believes that no one 
having dealings with him in any 
capacity will ever have occasion to  re 
gret their action.

T his much is certain—if one isn’t 
preparing for a job higher up, he is 
m aking every preparation for the one 
lower down. T here’s no standing 
still in this busy world.

Are You Mistaken?
Some people think that because a 

Trust Company is large enough to 
amply protect their estate and is an 
experienced executor, having in its 
employ many men who are specialists 
in their line, that it charges more for 
its services than an individual executor 
or trustee.

As a matter of fact, the fees of a 
corporate executor and an individual 
executor are governed by the same 
law and are the same; in many cases 
the expense of the corporate executor 
is actually less.

GRAND RAPIDS TRUST CO.
Grand Rapids, Michigan

A  NEW IDEA 
Something you 
and your cus
to m ers h ave  
b een  w an tin g  
for years.

CAKE
CANDIES

in a h an d y , 
sa n ita ry  and 
Transparent 
10c PACKAGE

A  beautiful dis
play on your 

showcase
P u t up  only by

N A TIO N A L CANDY CO., INC. PUTNAM FACTORY Graad Rapidi, MicUgaa

Phone Automatic 4451

W HO LESALE FIE L D

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

ALFRED J. BROWN SEED COMPANY
25-29 Campau Ave., N. W .
G r a n d  R a p id s , M i c h i g a n
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GONE TO HIS REWARD.

Death of Veteran Merchant of East 
Saugatuck..

John Lubbers, one of the best known 
men in the E ast Saugatuck community, 
died at his home there last T hursday 
night, following an illness of several 
weeks.

He is survived by G. John  Lubbers, 
George Lubbers and M ary Lubbers, of 
E ast Saugatuck, Mrs. M ary A. Bou- 
man, of Holland, Andrew  Lubbers, of 
Ham ilton, and M rs. H . O ’Dell, of 
Jackson. H is wife preceded him in 
death on Jan. IS of this year.

The funeral services were held at 
the home M onday afternoon a t 1 
o’clock, and a t 1:30 a t the E ast Sauga
tuck church, Rev. Mr. Van D er Ploeg 
of that place officiating. In term ent 
was in the cem etery there.

John Lubbers was born on a farm 
in Zeeland township, O ttaw a county,

The Late John Lubbers.

Oct. 9, 1850. H is antecedents were 
Holland. H is father came to this 
country in 1848 and his m other came 
w ith the Van Raalte Colony in 1847. 
M ost of his boyhood was spent on 
the farm. He received his education 
in the public school at Zeeland and 
Hope College. W hile a t home he did 
a g reat deal of carpenter work. T his 
line of work was always a hobby of his 
and even in his line of business and at 
home he did a g reat deal of construc
tive work.

On February 28, 1876, he was m ar
ried to  Gertrude Sprick, of Vriesland, 
and they moved on a farm  in E ast 
Saugatuck, Allegan county, where he 
always took a prom inent part in the de
velopment of its m aterial, religious and 
political interests. H e served as school 
officer from 1871 to 1913 and as Sun
day School superintendent. H e served 
as Township T reasurer during 1886 
and 1887, was then elected H ighw ay 
Commissioner for two years, after 
which he was elected Supervisor, which 
office he filled for tw enty successive 
years, when in 1909 he was elected 
Register of Deeds of Allegan county, 
where he served the county for two 
term s. Because of ill health, Mr. Lub
bers sold his farm  in 1896 and bought 
a blacksm ith shop and worked at this 
trade for a few years. This work was 
long ago taken up by his oldest son.

In  1898 Mr. Lubbers was appointed 
P ostm aster and, in connection w ith the 
postoffice, he put in a line of groceries. 
This was his first entrance into the 
m ercantile world. N ext he added shoes 
and rubbers and later dry goods and 
hardware. H e m aintained a well-kept 
general store for th irty  years.

Mr. Lubbers had a kindly nature and 
was courteous and painstaking in his 
business. H e was quiet and conserva
tive. A m an of rare judgm ent and 
ability, he enjoyed the confidence and 
friendship of the people in his com
m unity and the respect of the whole
salers and jobbers w ith whom he dealt. 
Mr. Lubbers carried with him  an 
atm osphere of dependability.

Mr. and Mrs. L ubbers’ bro thers and 
sisters ami a large num ber of their 
friends assisted them  in the celebration 
.of their fiftieth wedding anniversary 
two years ago.

Mr- Lubbers was a careful reader of 
the M ichigan T radesm an from the time 
he first started  in the m ercantile busi
ness until his death.

The Abuse of Men’s Rights.
T he history of women teaches that 

the emancipation of women is always 
followed by the degeneracy of the in
dividual and th at of the state. The 
power of women can exist only on the 
legal subjugation of men. Give women 
real equality before the law and they 
are lost.

'Can any sociologist or historian 
show us anything worse against the 
rights of men than allowing alimony to 
a young and childless wife who can 
earn her own living and whom the law 
allows to go out w ith all the sw eet
hearts she desires? The legal serf, the 
alimony payer, has no redress at law 
so long as she is clever enough not to 
be caught in a comprom ising position.

To-day women’s equality with their 
special prerogatives a t law m akes them  
superior to the men. She is only a 
woman. Suppose she did shoot her 
husband. I suppose he m ust have 
looked cross at her. She should be 
free. This represents the minds of our 
Puritanical juries.

But this cannot go on very much 
longer. The reaction against our P u r
itanical idealism of feminism is fast 
taking root. W e do not find much of 
th at high, gallant. Puritanical chivalry 
for women. O ur men are getting  wise 
to themselves. And ju st as soon as that 
high polish of Puritanical glory of 
wom anhood is rubbed away by the 
abuse of wom anly prerogatives, then 
will we have a more wholesome civ
ilization and a finer standard of m or
ality- Chas. A. Carpenter.

Laces Have Done Well.
Not for some seasons past have lace 

im porters and wholesalers m et with as 
satisfactory demand as has developed 
this spring. Fashion tendencies both 
here and abroad have been favorable 
to the use of lace. An outstanding 
developm ent which has led to  the sale 
of a m uch increased yardage has been 
the favor for lace dresses, which at the 
m om ent are in excellent demand. Piece 
goods departm ents a t the same time 
have been productive of a stronger call 
that prom ises to  cocntinue for going 
yvopks.

Increased
Demand

for a product depends upon High 
Quality — full satisfaction guaran
teed.

Right Price—to the consumer.

Protection—to the dealer’s profit.

All three have been vital factors 
in the ever increasing demand for

K C
Baking
Powder

No better at any price

(more than a pound and a half for a quarter)

Same price for over 35 years

The price is established—it is 
plainly shown on the label.

That Protects Your Profits

Millions of Pounds Used by Our 
Qovernment
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FINANCIAL
Turn in Sugar Cheers Industry.

Not everybody recognizes it as so 
but the underlying price swings that 
count in sizing up any part of the 
economic structure are those not of 
stocks but commodities. Reach down 
through the welter of quotations on 
securities and you will generally find 
the broad explanation for conditions 
there in the commodity world.

Sugar s turn upward in price two 
weeks ago—after its long decline had 
throw n one country into depression 
and brought losses to vast interests in 
the United States—is associated with a 
set of forces in this great industry that 
now are pulling forward again.

Years of world overproduction fol
lowed by an estim ate of this year’s 
crop at a new record high of 25,040,000 
tons drove Cuban raw s down to a 
fresh low of 2.4! cents a pound late in 
February. And then sugar men be
gan to find more cheer in the statistics 
than they previously thought was 
there.

W hat raised this year's production, 
in the face of a restriction of Cuban's 
cane crop to  4,000,000 tons, was a jum p 
in Europe’s beet output. A t that p ro
duction did not rise so much relatively 
as in any one of the years from  1922 
to 1925. Discouragem ent over last 
year's prices presum ably will lower 
next year’s production in Europe where 
plantings soon begin. If Cuba should 
immediately reverse her 1 restriction 
policies—and there is not the slightest 
indication that she will—it would take 
eighteen m onths after her increased 
plantings to produce the harvest. These 
influences are destined to exercise an 
effect in lim iting output next year-

As civilization advances its tooth 
ever sweetens. Steadily over a long 
period of years the am ount of sugar 
required by man has multiplied. Since 
before the war the per capita consum p
tion in this country has grown from 
80 to 110 pounds a year. Visible con
sum ption fell last year but what that 
m eans is th at sugar in dealer hands 
fell—we have no indication that people 
actually consum ed less. The supply 
of invisibles over the world must now 
be very low. As the trade gathers 
courage to stock up again this sh o rt
age in invisibles will draw down the 
large visible supplies.

H ere are constructive forces at work 
to  limit production and extend con
sum ption in sugar. The newly created 
Sugar Institu te is effecting far-reaching 
reform s in distribution within the trade 
by its fight on practices long antiquited. 
As 1928 progresses a great industry 
th at has long been in the doldrums 
may awaken to  find slowly im proving 
levels for its comm odity and thus to 
find some of its shackles loosened.

Paul W illard Garrett.
[Copyrighted, 1928.]

Tax Date Brings Money Flush.
Virtually tw o-thirds of the T reasury 

redem ptions are made in New York 
and roughly a quarter of all the coun
try ’s income tax payments, so March 
15 becomes an exceedingly im portant 
date in money m arket history.

A t th at time the T reasury  pays to  
the New York m arket funds in sub

stantially greater volume than it takes 
out. W hile the easing influences of 
this T reasury flow' have come to be 
generally offset by Federal Reserve 
operations, tax paym ent date usually 
ushers in a flush of cheap money. 
Gradually the T reasury  paym ents are 
absorbed, and by the end of a week 
after M arch 15 the last trace of their 
easing influence passes. One of the 
m ethods by which the Federal Re
serve Bank here prepares for tax pay
m ent date is to  sell securities to  m em 
bers with the object of m aking them  
deficient in reserves.

The jum p to Al/ 2 per cent, in call 
money this week doubtless has its ex
planation not in preparations for the 
T reasury’s tax payments, however, but 
in the recent heavy gold shipm ents. In 
excess of $33,000,000 in gold left New 
York last week. P a rt of th at total 
represented earm arked metal but there 
was enough gold went out to exercise 
an effective tightening influence on 
money. T hat m em ber borrowings 
here rose $40,000,000 last w'eek is an 
indication of the forces at work for 
slightly dearer rates.

In W all Street the Federal Reserve 
operations that revolve around the tax 
date are thoroughly understood and 
the financial district now rests con
tent in the hope that this w'eek will 
bring it a brief season of abundant 
funds.

W hat impresses W all Street with the 
prospect for cheap money in the 
m onths ahead is som ething beyond the 
events of this week. It is the expecta
tion of easy money that m ust have 
been in Secretary Mellon's mind when 
he decided to postpone the Govern
m ent’s immense refunding program  
until later in the spring. R ightly or 
wrongly the financial district interprets 
this move as a pretty  reliable sign that 
money rates between now and Septem 
ber at some time wfill be lower than 
now or at least as low.

The unknown factor in money is one 
closely related to the French plan for 
stabilization of the franc. Authorities 
in the financial district believe that 
France will want a round $1,000,000,- 
000 in gold. She now has in excess of 
$700,000,000. If this is the goal France 
has set and if she expects to take w hat
ever additional metal is required large
ly from this country exportation of 
such gold to France would plainly 
narrow  our own credit base. On the 
other hand it is known that even if 
France does require this large addi
tional sum of metal she would not need 
it all at once. And if the paym ents 
were spread over a period the effect on 
money would be much less drastic 
than otherwise.

Paul W illard Garrett.
| Copyrighted, 1928.]

Bankers Prefer Non-Discretionary 
Shares For Collateral.

Advantages and disadvantages of the 
tw o principal types of investm ent 
trusts organized in this country in re
cent years—the so-called m anagem ent
trusts and those with fixed portfolios__
have been discussed at great length by 
persons interested in developm ent of 
this form of financing.

A survey by the Bureau of Business 
Research of New York U niversity re-

Only When Helpful
THE “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 SANK
" W »  Hank Whore You Foot 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

Affiliated with Grand Rapids National Bank

Lewis -D ewes & Co., Inc.
I N V E S T M E N T  S E C U R I T I E S

Chicago, Illinois

Representatives
GEORGE C. SHELBY • H ARRY T. W IDDICO M BE
Phone «8833 GRAND RAPIDS, MICHIGAN 830 Michigan Trust Bldg
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cently indicated m ost bankers preferred 
the fixed, non-discretionary type of 
trust, where trading is not perm itted 
and substitution of collateral cannot be 
made. This type offers acceptable col
lateral for bank loans, it was explained, 
as the liquidation value rests upon two 
supports—the resale m arket for the 
shares themselves and the general m ar
ket for the underlying stocks in case of 
conversion. The banks in this case 
know the exact underlying stocks, so 
their value can readily be ascertained.

O thers who have studied the prob
lem contend m anagem ent tru sts in 
competent hands offer greater profit 
possibilities and that if one has con
fidence in those directing the tru sts he 
has no cause for worry.

A middle course between the two 
extremes has been tried by at least one 
trust, Calvin Bullock points out. In 
this one the indenture provides the 
portfolio can never be changed except 
under three circumstances. T he first 
is if any of the securities shall be re 
tired by any of the companies the pro
ceeds shall be reinvested in the security 
most nearly comparable to that which 
has been retired of the same company. 
If for any reasoh such is not available 
nor of sufficient intrinsic value to w ar
rant such investm ent, then the pro
ceeds shall be reinvested in some one 
or more of the other securities contain
ed in the tru st with regard to proper 
geographical diversification, intrinsic 
value, etc., but in no other.

In the second place, exchanges may 
be made when a company whose stock 
is held is absorbed by another. In  the 
third place, if a security is decreasing 
in intrinsic value, a change m ay be 
made. V irtually the same restrictions 
are imposed in reinvesting proceeds.

The New York University question
naire, sent to all banks and tru st com
panies with a capitalization of $125,000 
or more, revealed only about 5 per 
cent would refuse to  lend money on 
investm ent tru st shares.

Asked which type of tru st they pre
ferred as collateral, about 54 per cent, 
replied they favored the fixed shares, 
while 30 per cent, voted for the trading 
type and about 10 per cent, indicated 
they could not answer.

About tw o-thirds of those replying 
said they considered the conversion 
privilege necessary as a m arket safe
guard . About 89 per cent, of those 
who favored the non-discretionary 
trusts said they thought the collateral 
value of the securities would be in
creased by the privilege of conversion 
to underlying stocks.

W illiam Russell W hite.
[Copyrighted, 1928]

Forecasts Broad Market Adjustments
During 1928.

High as the pivotal stocks have 
risen in the great bull m arket th at be
gan after the 1921 depression the stock 
m arket’s general level is not nearly so 
high actually as various standard av
erages indicate. W idespread confusion 
exists over the m arket’s perform ance 
partly for the reason that all of the ac
cepted averages give a distorted pic
ture.

Colonel Leonard P, Ayres, vice- 
president of the Cleveland T ru st Com
pany, is one of those who has devised

a valuable instrum ent by which to 
measure stock m ovem ents w ithout re
sorting to  the usual index num bers. In 
stead of a peak for all tim e the Cleve
land authority  figures tliat stock prices 
when reckoned on the basis of capital 
ized yields do not stand as high now as 
they did on several occasions during 
the first decade of this century. They 
are not even as high on this basis as 
they were in 1909.

This in teresting conclusion is based 
on a study not of changes in the aver
age m arket prices of typical stocks but 
on what prices would have been if the 
yields had been capitalized a t 5 per 
cent, each m onth during the period. 
Colonel A yres’ chart thus really shows 
changes in the yields of stocks, both 
industrial and railroad, but it shows 
them  converted into equivalent prices 
so as to  facilitate comparison with 
earlier periods.

Late in 1927 and so far into 1928 the 
yields of industrial stocks have rem ain
ed slightly above 5 per cent. Says 
Colonel A yres: "Equally  high records 
for the prices of railroad stocks have 
been reached at several periods prior 
to the war, and levels considerably 
higher were attained in 1901 and 1904. 
The record of the industrial stocks was 
surpassed for brief periods in 1901, in 
1902, and in 1909.” As to what the 
future or the m arket will be nobody 
knows but this Cleveland authority 
thinks it reasonable to suppose further 
substantial price advances from current 
levels are scarcely to be expected either 
in the industrial or rail groups unless 
they come in response to increased 
earnings and more generous dividend 
disbursem ents or from further declines 
in interest rates.

In  his opinion “stock m arket history 
this year will be one of price read just
m ents ra ther than one of general ad
vances or declines. Many of the in
dustrials are selling a t prices that can 
only be justified by prom pt and large 
increases in dividends. If the increases 
do not come the prices of such stocks 
will probably work downward. M ean
while stocks having relatively larger 
yields m ay well rise.” I t is perhaps 
too early to draw conclusions on 1928 
corporate earnings or the money trend 
but these forces obviously will dom in
ate m ovem ents on the Stock Exchange.

Paul W illard Garrett.
[Copyrighted, 1928]

Corporations Wound Up.
The following M ichigan corpora

tions have recently filed notices of dis
solution with the Secretary of State: 
Goldie Brothers, Inc., Chelsea. 
M anufacturers Auxiliary Co., Detroit. 
Thom pson Term inal and D riving Co., 

Detroit.
New A utom atic Music Co., Detroit- 
People’s Developm ent Co., Jackson. 
Com munity Developers, Inc., Detroit. 
Borkm an Radio Corp., Kalamazoo. 
Rem ington T ypew riter Co., Detroit.
E. C. W ilson, Shepherd.
W hite Pigeon Carton Co., W hite 

Pigeon.
A uto Body Co., Lansing.
Island C onstruction Co., Detroit. 
Lafayette Land Co., Detroit. 
Continental Bank, Detroit.
M anistee Shirt Co., Manistee. 
Calcyanide Co., Detroit.

Investment Securities

E. H. Rol l ins  & Sons
Founded 1876

Dime Bank Building, Detroit 
Michigan Trust Building, Grand Rapids

Boston New York Chicago
Denver San Francisco Los Angeles

f — — — v
Hodenpyl Hardy 

S e c u r i t i e s
C o rp o ra tio n

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  
reauires a broad know -  
ledge o f  securities an d  
how  to  use  th e m  best 
fo r  y o u r  ow n  purposes.
O ur service, based on  
lo n g  e x p e r i e n c e ,  is  
yours fo r  th e  asking .
We h and le  on ly  th e  
b est in  in ve s tm e n ts .

231 So. La Salle Street 
Chicago

New York Jackson
Grand Rapids

^ W i l l e t t - C h u l s k i  & C o ^
! IN V E S T M E N T  B A N K E RS
! Listed and Unlisted Securities.

933-934 M ichigan T r u s t  Bldg. 
GRAND R A PID S, MICHIGAN

Link, Petter <Sl Company
( Incorporated )

Investment Bankers
7th FLOOR, MICHIGAN TRUST BUILDING 

GRAND RAPIDS, MICHIGAN

UNDER ONE 
ROOF

There’s so much the 
Old National offers in 
the way of service—

That sometimes we 
forget how convenient 
it is to bank here!

J/ie OLD 
NATIONAL BANK

Monroe a t Pearj,
Jl Bank for Svenjbody-
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MUTUAL FIRE INSURANCE
Economic Aspect of Fire Prevention-

In  a speech before the fire preven
tion school conducted by the M ilwau
kee Association of Commerce, H arry  
C. W ilbur, industrial and financial 
counsel of Chicago, deplored the waste 
from  fire loss. Mr. W ilbur said th at 
insurance companies can only replace, 
not restore, capital and that somebody 
m ust suffer. The speech in part fol
lows :

Fires are not limited in the scope of 
their destruction. W hen fire comes it 
affects us all in this closely knit and 
interrelated world. Its  effects are not 
limited to  the immediate p lant or home 
th at is destroyed. W hen a p lant burns, 
work ceases and when work ceases the 
pay envelope ceases and when the pay 
envelope ceases savings accounts m ust 
be draw n upon to  m eet every-day ex
penses and the buying power of the 
people of Am erica is lessened ju st that 
much. T hat is why you are affected 
w hether it is your plant or another one 
of which you never heard.

This is the age of m ass production 
and mass sales and if disaster from fire 
throw s out of the purchasing m arket 
thousands of w orkers scattered about 
the country there are ju st exactly that 
m any less potential buyers of the prod
uct your factory is turn ing out. I t  cuts 
down by just th at much the m argin of 
profitable operation; it moves all in
dustry ju st th at much closer to  the 
danger point; it adds ju st th at much 
unem ploym ent to  the unemploym ent 
problem ; it m eans th a t just th a t much 
new capital m ust be created and saved 
and invested before we are up to  where 
we were before the fire.

Only 26 per cent, of the business 
concerns hit by fire are able to  resume 
operations unimpaired. O f the balance 
14 per cent, are so handicapped that 
their profits and output are markedly 
reduced, 17 per cent, lose their credil 
rating, while 43 per cent, never resume! 
operations a t all. W h at becomes of 
the employes of the plants and the 
m ercantile establishm ents represented 
by th a t 43 per cent, th a t never resum e? 
I t m ay even m ean m oving to  another 
and a distant community, the abandon
ing of a home paid for through years 
of effort or the sacrificing of th at prop
erty  at a loss. I t  m ay presage even 
m ore disastrous economic experiences 
and it cannot m ean anything but 
trouble.

T he total fire waste for 1926 was 
$560,000,000. You cannot blot out more 
than $500,000,000 of invested capital 
w ithout vitally affecting every p a rt and 
parcel of our g reat economic structure. 
Once it is gone, it is gone forever. Cor
porate fire insurance guarantees th at if 
this disaster comes funds will be avail
able to  replace that which was destroy
ed; but it is not the old structure, not 
the old capital. Both are gone. A fire 
insurance company can no m ore re 
store invested capital th at has been 
burned than a life insurance company 
can bring about a resurrection of a  life 
th at has ended. T h at is one of the im
portan t significances of the shameful 
fire waste in America.

L et me see if I can make clear just 
w hat this fire loss means. Figures for

1926, so far as analysis by classes is 
concerned, are not yet available but 
under date of Dec. 1, 1927, the N ation
al Board sent me the figures covering 
the 1925 fire waste.

T he loss on dwellings, exclusive of 
farm  risks, apartm ent houses and the 
homes of the very wealthy totaled $95,- 
370,283. T h at m eans th at am ount of 
capital invested in the hom es of A m er
ica was wiped out in 1925.

O r turn  to the farm  homes. There 
we find a loss on buildings and con
tents, including live stock, of $40,266,- 
623. In  th at same year the fire waste 
in colleges, universities, boarding 
schools, convents, academies and 
schools, w ith or w ithout dorm itories, 
totaled $8,759,151.

T he fire w aste in churches and 
chapels for the year 1925 aggregated 
$4,507,668. Losses for steam  railways, 
exclusive of m erchandise for other 
parties in freight houses, plus the loss
es on street railway and traction prop
erties including storage and operating 
houses, totaled $5,602,529.

E lectric light and power plants, 
when separately insured, plus w ater 
works and pum ping stations and filtra
tion plants added $1,276,433 to  the 
utility total. Passing to  the industrial 
branches we find the loss on m anu
facturing plants listed at $90,545,919, 
while that on m ercantile buildings and 
stocks aggregated $130,100,537. H ere 
is a total waste in the m ercantile and 
industrial world of more than  $220,000,- 
000-

Banks and the office buildings, in
cluding the telephone exchanges, had a 
loss of $1,407,900. Governm ental build
ings, including insane asylums, court 
houses, state  capitols, arm ories, jails, 
penitentiaries, city halls, libraries and 
museums, totaled in 1925 $1,460,650.

W hen we destroy $560,000,000 w orth 
of capital by fire we have affected 
every branch and division of this in te r
knit and interrelated life-tree, and you 
cannot possibly do th at w ithout feeling 
the effects.

Status of Five Insolvencies.
Clio— Barnes store foreclosed on 

chattel m ortgage. John R. Clarke, of 
Flint, attorney for m ortgagee. Stock 
was recently sold a t private sale by 
Abe Dembinsky, auctioneer, to  Sam 
Sewall, of Saginaw, for $1,500, stock 
and fixtures, groceries and dry goods.

M anton— Nellie Blye’s dry goods 
and grocery stock was tru s t m ortgaged 
to  I. Fay H orton , cashier Bank of 
M anton. I t  was sold a t private sale to 
Sam Sewall, of Saginaw, by Abe Dem 
binsky, auctioneer. Am ount $700, both 
stock and fixtures.

Grand Rapids— Receiver’s sale of 
Feldpausch M arket was adjourned un
til April 16, a t 2 p. m. central standard 
time. Abe Dembinsky, court auction
eer, will conduct the sale.

Grand Rapids— Ed. DeGroot, Sec
re ta ry  Grand Rapids Credit M en’s As
sociation, was elected trustee of the 
bankrupt estate of Moses Baum, of 
Grand Rapids, and the M uskegon M a
terials Co., of M uskegon and M uske
gon H eights. Sale was held on 
M arch 20 a t 2 p. m. and M arch 21 at 
11 a. m. by Abe Dembinsky, court 
auctioneer.

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

“ The Agency o f Personal Service ”
IN SPEC TO R S, A UDITORS. STATE A G E N T S

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

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

FIRE - AUTOMOBILE - PLATE GLASS

308-10 Murray Building Grand Rapi s, Mich.

FI NN IS H  M U T U A L  FIR E  
I N S U R A N C E  C O M P A N Y

Calumet, Michigan
Organized for Mutual Benefit

Insures Select Mercantile, Church, School and Dwelling Risks 
Issues Michigan Standard Policy 

Charges Michigan Standard Rates

Saved Members 40 to 68% for 33 Years
No Membership Fee Charged

For Further Information Address
FINNISH MUTUAL FIRE INSURANCE CO.

C a l u m e t ,  M i c h i g a n

OUR FIRE INSURANCE  
POLICIES ARE CONCURRENT

with any standard stock policies that 
you are buying

The Net Cost is 30%  L ess
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

Affiliated with
The Michigan

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

THE GRAND RAPIDS MERCHANTS MUTUAL  
FIRE INSURANCE COMPANY

320 Houseman Bldg. Grand Rapids, Mich.
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O U T  A R O U N D .

Things Seen and H eard  on a  W eek 
E n d  Trip.

Out Around last week included a day 
at Lansing, which is a city we always 
enjoy visiting, because of the num ber 
of warm friends and sturdy supporters 
the Tradesm an has always had in th at 
community. W e reached L ansing in 
time to take part in the concluding ses
sion of the M ichigan Retail D ry Goods 
Association, which held its ten th  an 
nual convention a t the H otel Olds 
Tuesday, W ednesday and Thursday. 
M anager H am m ond informed me that 
the registration num bered 195, which 
was a very good showing for an or
ganization whose total m em bership is 
248. The program m e was varipd and 
comprehensive, covering nearly every 
subject of vital importance to the dry 
goods trade. In terest in the proceed
ings was exceptionally well maintained 
from sta rt to  finish. The topics presen t
ed were discussed w ith g reat freedom 
and latitude, w ithout asperity or resort 
to personalities. The m em bers evi
dently acted on the assum ption that 
they had a duty to perform —a pro
gramme of usefulness and efficiency to 
chart for the dry goods trade—and pro
ceeded to  carry th at plan into execu
tion with the greatest possible expedi
ency along the lines of sane m erchan
dising.

Mr. Ham m ond stated that the out- 
sanding event of the convention was 
the paper by Prof. Schmalz, of the 
Michigan University, which we publish 
verbatim  in this week’s paper. As will 
be noted by reading the resolutions 
adopted by the Association, the o rgan
ization placed itself on record as un
alterably opposed to trading stamps, 
which have come to be regarded w ith 
disfavor by nine-tenths of the p rogres
sive m erchants of America. The m em 
bers of the Association m ust be pretty  
well satisfied w ith the advantages of 
L ansing as a convention city, because 
they voted to hold their next annual 
meeting a t L ansing a year hence.

I heard but one complaint over the 
outcome of the convention—the segre
gation of the exhibits in the same room 
used for the meetings. This is unusual 
and unfortunate, to  say the least, and 
should be changed a t future conven
tions. Grouping departm ents in the 
same room was a handicap to  both and 
should never be undertaken again.

Of course, we paid our respects tc 
Orla H . Bailey, President of the M ich
igan Retail Grocers and M eat Dealers 
Association, whose store on Ionia 
street is always an attractive one. N o t
ing the absence of any N ational Bis
cuit Co. brands, I asked him when he 
discontinued their sale. H is reply 
was prom pt and conclusive:

“W hen the company prom ulgated 
its rule making it impossible for the 
average independent grocer to  buy N a
tional Biscuit Co. brands on the same 
basis as the chain stores. I  make no 
particular fight on the chain stores, be
cause I make quality and service my 
drawing cards instead of cut prices. 
I do not believe in selling Nationally 
advertised brands a t cost in order to 
m arket other privately owned brands 
at a large m argin of profit. I confine

my stock to  goods I can sell a t a profit, 
because profit is the basis of all good 
business. Any fool can give away 
goods and any independent m erchant 
who undertakes to  m eet chain store 
competition by selling goods a t cost 
and giving service in addition is, in my 
opinion, headed for the bankruptcy 
court. T he chain stores have had one 
good effect on the independents—they 
have taught the la tter th at they m ust 
keep their stores clean and wholesome 
looking and make them  just as inviting 
as the chain stores usually are.”

If Mr. Bailey’s rem arks were based 
solely on opinion or observation, I 
would not take much stock in w hat he 
says, but all he says is based on the 
solid rock of experience, which has re
sulted in his segregating a comfortable 
fortune, which he is carefully conserv
ing for his own and his wife’s enjoy
m ent while they are here and for the 
use and benefit of their children after 
they are gone.

I heartily  commend the action of 
Mr. Bailey in discarding the sale of 
all National Biscuit Co. products so 
long as the m anufacturer insists on 
m aintaining two prices on its products 
—one for the independents and one for 
the chain stores. This is the only way 
the company can ever be made to see 
th at it is pursuing an unfair policy in 
discrim inating against the independent 
m erchants by pu tting  a vicious club in 
the hands of the chain stores. As pre
viously stated, I exceedingly dislike to 
make this recom mendation, because of 
long-tim e relations I sustained to  the 
form er officers and directors of the cor
poration and the relation one of the di
rectors sustained to  the Michigan 
Tradesm an.

I t  has been the custom  a portion of 
the time to replace the President of the 
Michigan Retail Grocers and Meat 
D ealers’ Association each year and per
haps this custom  will be observed at 
the L ansing convention next m onth. If 
I had a vote in the m atter, however, I 
would cast it for the retention in office 
of Mr. Bailey for another one-year 
term , because I believe the plans he 
has evolved, adopted and put into suc
cessful operation could be extended 
and elaborated by him if he were re
tained in office another year in such 
a way as to  achieve great results for 
the m em bers of the organization he 
has served so well and faithfully. M r. 
Johnson, of Muskegon, and Mr. 
Faunce, of H arbor Springs, naturally 
look forw ard to  their prom otion to the 
executive office this year and next, but 
they are both so vitally interested in 
the success of their organization that 
I think they would cheerfully consent 
to deferring their own prom otion for 
a year if fully convinced th a t the con
tinuance of Mr. Bailey’s term  of office 
another year would be for the best in
terests of the Association.

E. A. Stowe.

Good salesmanship is selling some
thing th at won’t come back, to cus
tom ers that will.

If  the job seems hard to do rem em 
ber the hardness is not in the job but 
in yourself.

M I C H I G A N  B E L L  
T E L E P H O N E  C O .
Long Distance Rates are Surprisingly Low 

. . . For Instance

Or Less, After 8:30 P. M.,
You can call the following points and talk for THREE 
MINUTES at the rates shown. Rates to other points 
are proportionately low.

Night
From Grand Rapids to: startô to-sutior

D E T R O IT , M I C H ._____  _ $ .50
ESCA N A BA , M I C H ._____  _ _ .60
F O R T  W A Y N E , IN D . _ .45
M IL W A U K E E , W IS . _ .40
P E T O S K E Y , M IC H . _______________ .55
P O R T  H U R O N , M IC H . __ .  .55
R O C K FO R D , IL L _____________________ .55
T O L E D O , O . _____________ .  .50
T R A V E R S E  C IT Y , M IC H . _______  .40

The ra te s  q u o ted  above  a re  Station-to-Statior>  night ra te s  
effective from  8:30 p . m . to  4:30 a. m .

A S t a tion - to -S ta  tion  call is one th a t  is m ade  to  a cer ta in  tele
phone, ra th e r  th a n  to  som e person  in p a rticu la r.

if yo u  do  n o t know  th e  n u m b er o f th e  d is ta n t te lephone, give 
the  o p e ra to r th e  nam e a n d  add ress  an d  specify th a t  you will ta lk  
w ith “ a n y o n e ”  w ho answ ers a t th e  called  te lephone.
D ay  ra te s , 4:30 a . m . to  7 p. m ., an d  even ing  ra te s , 7 p. m . to  8:30 
p. m ., a re  h igher th a n  n ig h t ra tes.

A Person-to-Person  call, because m ore w ork is involved, costs 
m ore th a n  a  S ta tio n -to -S ta tio n  call T h e  ra te  on a Person-to- 
Person call is th e  sam e a t  all hou rs

A dditional rate information can be secured 
by calling the Long Distance operator

Y O U  N E E D  C O Y E A W N I N G S
f o r

■ - TV ¿ r  Z m
ST O R E , O FFIC E , H O M E — W e 1 Lm "■ — 
serve  th em  all. E s tim a te s  w ith o u t 
co st o r  ob liga tion

i

CHAS. A. COYE, INC.
CAM PAU AV E. AND L O U IS ST. GRAND R A PID S, M ICH

M R. S T O W E  Says: W e are on the square.
So will you after you have used our Collection Service.
Only one sm all serv ice  charge. No e x tra  com m issions. A tto rn ey s  fees. L is t
ing  fees o r an y  o th e r  e x tra s .
R eferences: A ny B an k  or C ham ber of C om m erce o f B a ttle  C reek, M ich., o r 
th is  paper, o r th e  M ichigan R e ta il D ry  Goods A ssociation .

Merchants’ Creditors Association of U. S.
S u ite  304 W ard  B uild ing , B attle  C reek, M ichigan

F o r yo u r p ro tec tio n  we a re  bonded by the  F id e lity  & C asu a lty  C om pany of 
N ew  Y ork C ity.
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PLANNING FOR PROBLEMS.

Dry Goods Dealers Can Make 1928 
Outstanding Success.*

The various reliable forecasters of 
general business conditions seem to 
agree that 1928 will be a  year of pros
perity for all business. In  spite of this 
ra ther rosy outlook, I cannot say that 
1928 will be an easy year for the in
dependent dry goods stores, such as 
those represented in this Association. 
Rather, I think th at 1928 will bring to 
these stores m any problems. Of course, 
favorable general conditions will make 
the solutions som ewhat easier, but the 
fact that the problem s will arise within 
the stores, or within the trade, will not 
make them  less real.

One may say, in a broad fashion, 
that the problem s of 1928 are not new; 
that the are merely the old familiar 
problem s of running stores efficiently, 
buying wisely, satisfying custom ers 
and m eeting competition. There is a 
large elem ent of tru th  in th a t sta te
ment. I think, however, th at from  the 
point of view of the practical dry 
goods m erchant, it is more nearly coi- 
rect to say that the problem s of 1928 
are essentially new ones, because 1928 
is bringing with it a peculiar set of 
new conditions.

Owing largely to  advertising, there 
has been a trem endous increase in the 
wants of consumers. Autom obiles and 
radios are now necessities to m any; so 
are fashionable clothes and fashionable 
hom efurnishings. The sm aller elec
trical appliances are everyday tools of 
the housewife and such costly articles 
as the electrical refrigerator and the 
washing machine are finding a wide 
m arket. As their wants have been ex
panding, consum ers have found the 
purchasing power of their incomes in
creasing. but not in proportion, and so 
consum ers have been forced into 
shrewder buying. Along w ith these 
developments have come good roads, 
the automobile, more European and 
domestic travel, wider reading, de
creasing influence of church and home 
and decreasing comm unity conscious
ness- Finally, people have been taught 
to be efficient and calculating, to get 
facts and to  act on them.

W hat has been the effect of all these 
things upon the task of the independent 
dry goods store? There have been 
two effects. In the first place, there 
has been an im portant change in the 
attitude of custom ers tow ard the store. 
Custom ers now buy w hat they w ant 
and they are not inclined to  take sub
stitutes. T hej’ feel no compunction 
about trading at the chain stores or 
“away from hom e,” no obligation to 
purchase from the home town store. 
Local loyalty is a m yth. Custom ers 
know m erchandise or expect the m er
chants to  know m erchandise. They 
buy where they can get the goods and 
the service they w ant a t the lowest 
prices. Custom ers have become hard- 
boiled and business is now business 
betwreen Mrs. Sm ith and the local m er
chant as well as between Chevrolet and 
ford. In  the second place, there has 
come a new keenness of competition, 
competition which, for the sm aller in
dependent dry goods stores, is particu
larly troublesom e in two form s: the 
price com petition of the chain stores 
and the mail order houses and the 
competition in quality, assortm ents and 
style by the stores in neigqhboring 
cities.

Such is the background which we 
m ust have constantly  in mind as we 
consider the problem s of 1928 and plan 
our course of action.

Now precisely what are the prob
lems of 1928?

In 1928, the independent dry goods 
stores m ust solve four problem s:

1. The problem  of gaining confi
dence of consum ers.

"P a p e r re ad  before th e  an n u a l conven 
tion M ichigan R eta il D ry  Goods A ssocia
tion , L ansing , M arch  15, by  C arl N. 
Schm alz, A ss is ta n t P ro fe sso r o f R etailing . 
A ss is ta n t D irec to r B ureoo  or B usiness 
R esearch , U n iv e rs ity  o f M ichigan.

2. The problem  of finding out 
w hether the store fills a real need in 
the community.

3. T h e  problem  of getting  adequate ,. 
accurate data on store perform ance and 
of getting  it a t reasonable cost; and, 
finally,

4. The problem  of getting  com par
able data from  o ther similar stores to 
use as standards of perform ance.

Let us examine these one a t a time. 
F irs t comes the problem  of gaining the 
confidence of consum ers. Many m er
chants do not recognize this problem 
at all, but in failing to  recognize it 
they are m aking a grievous m istake. I 
cannot emphasize too strongly the fact 
that the average m erchant has no idea 
how little confidence his custom ers 
have in his store. U nderstand me, it is 
confidence in the store that they lack, 
not confidence in the m erchant per
sonally.

One example will indicate w hat I 
mean. W e have a little son a t our 
house and we have some friends who 
have one of about the same age, fifteen 
m onths. N ot long ago the friends 
bought a kiddie car for their son from 
Sears, Roebuck & Co. The price was 
about $3.95 and the postage about 45c, 
so th at it all came to  $4.40, delivered 
to  their door. Mrs. Schmalz enquired 
into the details of the transaction one 
day because we had ju st bought a 
kiddie car for our lad. N ext time we 
m et the friends the wife said to me, 
“Y esterday downtowm I saw a kiddie 
exactly like ours in a store window. It 
was the very same in colors, construc
tion and name. I t  was m arked ‘Spec
ial!’ W hat do you think was the price?”
I guessed $4.50, feeling that it was 
more than the Sears, Roebuck & Co. 
price. Im agine my surprise when she 
replied, “$5.95 and m arked ‘Special,!’’

Now I ask you to -th in k  for a m o
m ent about what that woman thinks of 
the prices charged by the local m er
chants.« She may be unreasonable, but 
she is perfectly norm al and, gentlemen, 
she is typical. She has m ighty little 
confidence in our local m erchants.

Again, take the case of the rom pers 
that another woman bought in a local 
store. The rom pers had blue trim 
mings. The woman asked the sales
person if the blue would fade and the 
salesperson assured her that it would 
not. The first time these rom pers 
were washed the trim m ing did fade. 
How much confidence do you think 
that woman has in the local stores?

I will not multiply examples, but I 
challenge you to sit down and think 
frankly about what your custom ers 
think about your store. H ave they 
confidence in what you tell them ? 
W hen your salespeople constantly 
recom mend the higher-priced m erchan
dise as being better value, do they be
lieve? W hen your store says th at the 
m erchandise is worth 50 cents, but is 
offered a t 25, do they believe? W hen 
your store says th at so-and-so will be 
in style, do they believe?

In many instances, they do, but in 
m ost cases they rely on their own 
shrewdness and buy even though they 
do not believe. The point I would 
make is this: The average independent 
dry goods store does not enjoy the 
confidence of its custom ers to  anything 
like the extent that it should or could; 
and in 1928 many stores are going to 
have to get busy about the m atter.

_Now how can the confidence be 
gained? There are many ways. Take 
the man who put that kiddie car in the 
window at $5.95. W hat should he 
have done? A most simple and ob
vious thing. He should have found out 
what his com petitors were charging for 
that kiddie car and he should have re
mem bered that the chain stores and 
the mail order houses are very much 
com petitors of his. H e lost out by 
ignoring the facts or by sheer laziness.

Some m erchants will say, “ I can’t 
shop my competitors. I t  is unethical.” 
T hat is pure bunk. I t is no more un
ethical for you to  shop your com peti
tors than it is for the Buick agency in

your town to learn the Studebaker 
prices. Believe me, the customers are 
shopping the com petitors and, believe 
me, the customers know more about 
some store’s prices than the owners of 
those stores do. It is pretty  hard to 
succeed under such conditions-

Let me cite the case of a children’s 
school in Detroit. Representatives of 
this school shopped a number of stores 
for children’s undershirts. They bought 
shirts in all stores. The prices varied 
and the statem ents of the stores re
garding the m aterials varied from all 
wool through silk and wool to part 
wool. No store knew precisely how 
much wool the m aterial contained. 
Then the school tested all of the 
samples chemically and found very 
little difference in wool content be
tween the goods sold as all wool and 
those sold as part wool. This message 
was passed on to custom ers at a large 
convention in D etroit and in smaller 
m eetings in other cities of the State.

D on’t let anyone tell you that those 
women have confidence in the stores. 
They do not. Very frequently they 
know more about merchandise than the 
stores do. It is about this sort of 
thing that the stores m ust get busy 
about. Similar work is being done by 
the magazines. I t  would be a good 
hunch for you to read the women’s 
magazines yourselves to be sure that 
you know what questions women will 
ask about your goods and how to 
answer them.

Right now the customers are leading 
and the stores are following. For real 
confidence and real prestige this must 
be reversed. In 1928 stores must get 
the horse out in front of the cart again.

H ere is the first suggestion for 1928: 
Shop your local competitors. Keep a 
mail order catalogue on your desk. 
Know your com petitors’ prices, w heth
er you meet them  or not. And surely 
do not be so foolish as to advertise in 
newspaper or window the cases where 
your prices are higher- Your stores 
are not too small to do these things.

Then take the case of the rom pers 
th at faded. W hat should the store 
have done in that case? F irst of all, it 
should have bought the goods with a 
non-fading guarantee from the m anu
facturer. Then it should have washed 
one garm ent in the regular way to see 
w hether it would fade. If it did fade 
the lot should have been returned to 
the m anufacturer. If it did not fade, 
the laundered garm ent should have 
been displayed in store or window as 
positive evidence of non-fading. This 
garm ent could later be sold, if neces
sary, in a m onth-end sale, but the 
m ark-down taken would not be a loss, 
for the confidence gained would make 
a slightly higher retail price possible. 
This same idea can be applied to house 
dresses and what not. The point is 
that in 1928 stores m ust know their 
merchandise.

The second suggestion is simple also. 
Stores gain confidence by being w orthy 
of it. If stores really know m erchan
dise, custom ers will soon recognize 
that knowledge. And when they recog
nize it, they will talk about it. Store 
owners and their employes in 1928 
should see to it that they know m er
chandise; how it is made; how it will 
wear and launder; how it should be 
cared for; and its advantages and dis
advantages. Also in 1928 these store 
owners and employes should study 
styles styles in dress, in furniture, in 
home decoration, in kitchen ware, in 
everything. Finally, these stores 
should pass on this merchandise and 
style knowledge to the customers 
frankly and honestly. T hat is one way 
to  meet competition, by showing the 
custom ers that you know more about 
the business than they do. Too often 
it is the other way round—the pre
ponderance in front of the counter.

How to get this knowledge of goods 
and styles? First, from m anufacturers. 
Ask them  for information on processes 
tests, guarantees and designing. They 
will be only too glad to tell you, and if

they cannot tell you, buy goods from 
m anufacturers who can. Second, from 
style papers.

Mrs. Schmalz is ju st back from a 
visit to Boston. W hile there she read 
of Crewel em broidery in Good H ouse
keeping. She wanted to  do some, but 
in no Boston store could she find any
one who had so much as heard of 
Crewel em broidery. You cannot carry 
all of the knicknacks which are m en
tioned in the magazines, but you can 
a t least know th at the things are m en
tioned. N othing destroys confidence 
like a helpless, I don’t know.

A nother thought is th is: In  your
advertising and in your sales talk say 
the unusual and in teresting  things 
about your goods, the things which 
will convince custom ers th at you know 
your business and are thinking not 
merely of selling som ething, but of 
making that som ething serve the buy
er faithfully and well. Many chil
dren’s 'g a rm en ts  are now being made 
with metal or rubber buttons, so they 
won t be broken in the laundry; others 
have the buttons on tapes so th at th,et 
children can handle them  and can learn 
earlier to  button their own clothes. If 
you sell children’s things, call a tten
tion to these points which sbow that 
you are alert, for alertness breeds con
fidence.

Solve the first big problem  of 1928 
by knowing your prices, knowing your 
goods, knowing styles and being frank 
with you customers.

The second big problem  is that of 
learning w hether your store is offering 
the goods and services th at customers 
want. In 1928 no store will succeed 
unless it fulfills a real need, and if it 
fulfills the need only indifferently it 
will succeed only indifferently. I t  will 
succeed only indifferently. In order 
to find out w hat sort of store a com
m unity needs, one m ust put himself 
into the positions of the customers 
comprising that com m unity; one must 
think as they think and feel as they 
feel. To do this a m erchant must 
learn a lesson from the idiot who found 
the stray horse.

A certain small town m an was much 
excited because a prom inent citizen’s 
horse had strayed away. The town 
had been searched w ithout success. 
One day, after alm ost every intelligent 
man had given up the horse for lost, 
the village idiot led it down the main 
street to its owner- W hen people asked 
the idiot how he came to  find the 
horse, he said, “ Well, first I said to 
my self, ‘If I was that horse and went 
away, where would I go?’ Then I 
went there and there he was."

The retailer in 1928 m ust do pre
cisely that thing. He m ust say to him 
self, “ If I were a custom er in this 
town, what would I w ant to  buy at the 
local independent store, in view of the 
things I can buy a t the chain stores, 
the mail order houses and the big 
town nearby?” The retailer m ust get 
the answer to that question, the hon
est, cold facts answer.

Only the other day I was talking 
about this very subject with a prom 
inent Michigan retailer who is a mem
ber of this Association. He said to  me. 
I ’m not sure that I ’m on the right 
track in my store. If one had stopped 
ten men on the streets of my town 
five years ago and asked each for the 
name of the best place in town to 
trade, all ten would have replied with 
the name of my store. If one asked 
the same question of ten men to-day, 
I don’t know what they would say.” In 
other words, five years ago that store 
was filling a real need in its town. I 
wonder if it is filling a real need to 
day?

W hen we came to  Ann A rbor as 
strangers several years ago, we asked 
the first friends we made for the name 
of the best place to  trade. Almost 
uniformally they gave us the name, not 
of the largest and oldest store, but of a 
sm a^ er> younger and more alert store. 
A pparently those Ann A rbor people
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were impressed by som ething other 
than mere age or mere size.

Now just what do the women in 
your town expect from your store? 
W hat services do they want it to per
form? W hat goods do they want it to 
carry? W hat sort of job in their opin
ions. is your store doing to-day? In 
1928 you m ust get the answers to those 
questions by putting yourself into the 
custom er’s position by going into the 
street and asking people, “'W here is 
the best place in town to buy this! or 
that?” by knowing the  needs of your 
m arkets.

This knowledge may make you 
change the whole policy of your store. 
You may find, as I think one m an 
might, that custom ers no longer be
lieve that your store is the lowest 
priced in town and you may conclude 
that, in view of chain competition, it 
cannot be the lowest priced. You may 
find that the old-time, higher-priced, 
service stores are slipping and m aking 
an opportunity for you.

There is more than one way of 
skinning a cat and the way that you 
used in 1923 is not necessarily the way 
that will succeed in 1928.

In m eeting the third problem  of 
1928, the average independent retail 
m erchant m ust go further than he has 
yet gone in providing system s and 
figure control. It is quite true that a 
store can be burdened with too much 
system. It should be remembered, 
however, that the general tendency is 
to  overestim ate the cost of good rec
ords and to underestim ate the value of 
good records. T here are but very few 
stores in the United States to-day 
which have too many good figures- 
There are a great many stores which 
have too many bad figures, and there 
are still more which have too few fig
ures. The average store with sales of 
less than $500,000 annually operates in
effectively because of the lack of facts. 
I know this to be true, because we at 
the Bureau of Business Research have 
tried to co-operate with the stores of 
this Association. W e have been very 
successful with the larger stores, but 
we have not got to first base with the 
stores which have sales of under $500,- 
000. These stores do not have figures 
and do not appear to be interested im 
figures.

The great need a t this time is for de
partm ental figures and stock record 
data. Many m erchants say that their 
stores are too small to be departm ent- 
ized. These men do not see the need 
in its true proportions. Simple and 
workable system s can be set up, if one 
only will go about it. The fact that 
expenses cannot be assigned accurately 
to the departm ents is no reason at all 
f ir not dividing the m erchandising 
figures such as inventory, purchases, 
sales and price changes. For securing 
these departm ental m erchandising fig
ures, the retail m ethod of inventory is 
surprisingly simple and effective and 
the control figures which it yields are 
so valuable as to leave little doubt of 
its superiority. However, a m erchant 
who m aintains careful watch of his 
stocks by quarterly  or sem i-annuaf in
ventories can get considerable and 
similar help from them.

Suppose, for example, a m erchant 
wishes to go to m arket to buy ready- 
to-wear, underwear, corsets, gloves, 
hosiery and a little piece goods. He 
should know two things before he 
spends a dollar—his existing stock of 
each of -these items and his probable 
sales for the following m onth. The 
stock could be secured from a physical 
inventory, but how m any m erchants 
do or will take a physical inventory 
before placing each order? T he sales 
can be estim ated ra ther simply, but 
how manv m erchants do estim ate the 
sales and buy in the light of their esti
m ate? The fact that such estim ates 
often go wrong is no argum ent against 
them. I t is an argum ent against the 
person working then or against the 
data on which they were based. For 
intelligent control of m erchandising—

for intelligent buying and selling—a 
store m ust have a m erchandising bud
get of sales, stocks and purchases for 
each departm ent. The easiest way to 
make and use such a budget satisfac
torily is by the retail m ethod or by 
taking inventories every m onth or 
two. (And let me point out that there 
is no reason, except habit, why inven
tories cannot be taken every m onth or 
two-) Adequate departm ent records 
will yield regular inform ation on sales, 
stocks, purchases, price changes, m ar
gins and stock-turn and will lay the 
foundation for intelligent control.

I would like merely to m ention stock 
records in passing. The stock record 
by prices and by lines, and usually in 
pieces, has been discredited in many 
quarters because of the propaganda by 
persons who insist that stock records 
m ust be complicated. This is abso
lutely wrong. They need not be com
plicated, expensive or tim e-consuming 
to an inefficient degree. W e cannot go 
into details of system  here, but it is 
clear that perpetual inventories are not 
needed in stores like your own. F re 
quent inventories, say every week or 
two, will be sufficient, if coupled with 
a simple record of purchases. No 
special books, forms or system  experts 
are needed. The chief requisite is a 
proper appreciation of the need for the 
data. A m erchant with a dry goods 
store like your own should not fool 
himself into thinking that he is so close 
to his business as to make stock reef 
ords unnecessary. He most assuredly 
is not that close to his business, as he 
will discover, to his surprise, if he 
s ta rts  keeping stock records in some 
section.

W ith  such figures, a m erchant has 
the foundation for intelligent control 
of his activities. H e can tell w hat his 
perform ance has been. He cannot tell, 
however, w hat his perform ance should 
be. T hat carries us to the fourth and 
last m ajor problem  of 1928. For that 
task the m erchant needs comparable 
figures for the perform ance of other 
sim ilar stores. Such figures are be
coming available to an increasing de
gree through trade associations and 
trade periodicals. Nevertheless, the 
m ost satisfactory way yet devised for 
getting  these figures is the research 
group.

Research groups began with large 
stores, possibly with the Retail R e
search Association of which H udson’s 
is the D etroit m em ber and with which 
I was associated before coming to the 
University. The group movement has 
now extended until stores with sales 
of from $500,000 to $2,000,000 are co
operating readily and are gaining great 
benefits. O ur Bureau of Business R e
search a t Ann A rbor has one group 
which includes a num ber of your own 
members. The owners of any of these 
stores will testify to the value of the 
work and I venture the prediction that 
any of them would pay a considerable 
sum of money ra ther than be deprived 
of the group contacts.

The point I want to make is this: 
T here is no reason why the research 
group idea cannot be extended to the 
stores with sales of from $100,000 to 
$500,000. There would hav í to be 
changes in the scheme, of course, but 
the idea is sound.

Barring luck and exceptional ability 
the m erchant who m akes an ou tstand
ing success in 1928 will be one who has 
not only adequate, accurate figures re
garding his own store, but who also 
has comparable figures and helpful ad
vice from  similar other stores.

In  conclusion, let me sum m arize the 
points that I wish to make. In  1928 
the independent dry goods store faces 
four im portant problem s:

1. Gaining the confidence of cus
tomers.

2. Finding out w hether the store 
fills a real need in the community.

3. Providing adequate data on store 
perform ance.

4. Procuring  comparable figures 
from other stores.

I have given definite and practical 
suggestions for solving each of these 
problems.

1928 will not be any easy year f^>r 
the independent dry goods stores, but 
there is no reason why it should be a 
bad year if the m erchants will do their 
part.
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DRY GOODS
M ichigan R etail Dry Goods A ssoc ia tion .

P re s id e n t—A. K . F ran d se n , H a stin g s .
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S e c re ta ry -T re a s u re r—D. W . R obinson, 
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Closing Sessions of Dry Goods Meet
ing at Lansing.

W ednesday m orning a  paper on hon
est advertising was read by Lee H. 
Bierce, of Grand Rapids.

Geo. E. M artin, of Benton H arbor, 
delivered an in teresting address.

T . K. Kelly, of Minneapolis, dis
cussed M eeting Chain Store Compe
tition in a m ost able manner. In the 
course of his rem arks he paid a high 
tribute to  the T radesm an as the strong
est trade journal of its class in the 
country.

The value of style consciousness, 
“that m ost precious, illusive, intangible 
asset for your store" was stressed by 
W . J. McCauley, assistant advertising 
m anager of the J- L. H udson Co., of 
Detroit. Mr. McCauley regarded that 
as the m ost im portant mission of the 
re ta lers’ advertsem ents.

“ I wonder if all of us fully realize 
what a trem endous influence this crav
ing for style exerts in modern retail
ing," he said. “Only a few years ago 
price and quality were the principal re 
quirem ents of a purchase. But to-day 
everyone w ants the sm artest and most 
attractive.”

“Style to-day is three tim es as im
portant as price and quality combined. 
And w hat a m arvelous opportunity this 
state of affairs has created for the re 
tail m erchant. I t  has trem endously in
creased your m arket. I t  brings a wo
man to your dress departm ent, for ex
ample, every m onth or so for a  new 
frock where she form erly came once a 
season.”

Mr. McCauley explained w hat his 
company is doing w ith its advertise
m ents to create this style conscious
ness. He said the H udson publicity 
departm ent, in striving to  sell the store 
from the style angle, works from  five 
different angles, the m ethod of select
ing those items, the developing of style 
consciousness in ad writers, a publicity 
plan, and creating dram atic high lights 
in advertising.

Louis A. LeClaire, Jr., of Davenport, 
la., spoke on direct advertising during 
the afternoon.

A plea in behalf of the business of 
governm ent was voiced W ednesday 
evening by W ilber M. Brucker, A tto r
ney General of Michigan, speaking be
fore 400 delegates and guests a t a ban
quet in H otel Olds. “ If the business 
of governm ent is w orthy of the 
Declaration of Independence and the 
constitution and the taxes to  m aintain 
it, the cost of elections and conven
tions, it is w orthy of your encouraging 
the best type of Am erican citizenship 
to  take p art in it,” he said- “ Let men 
of sound judgm ent take their place in 
governm ent.”

O ther speakers at the banquet were 
Justice W . W . Potter, of the Michigan 
Supreme Court, and T. K. Kelly. 
Minneapolis, President of the T. K. 
Kelly Sales System. E. C. Nettles, 
traffic m anager of the Postum  Cereal

company of Battle Creek, presided as 
toastm aster.

T hursday m orning Prof. Carl N. 
Schmalz, D epartm ent of Business R e
search, U niversity of Michigan, Ann 
Arbor, read a paper on Planning for 
Problem s of 1928, which is published 
verbatim  elsewhere in this week’s 
paper.

H om er Guck, V ice-President of the 
Union T ru st Co., Detroit, spoke on the 
desirability of m aintaining pleasant 
banking relations.

The closing feature of the conven
tion was a m otion picture showing the 
m anufacture of rayon products, under 
the direction of Miss Jane Hill, repre
senting the National Retail D ry Goods 
Association.

Election of officers resulted as fol
lows:

President—F. E. Mills, Lansing.
F irst V ice-President—J. H. Lourim. 

Jackson.
Second V ice-President—F . H. N is

sly, Ypsilanti.
Secretary-T reasurer — John Richey, 

Charlotte.
D irectors for two years— H . G. 

W endland, Bay City; Jam es B. Mills, 
D etro it; W . E. T hornton, M uskegon; 
Sam Seitner, Saginaw. Elected last 
year, Paul L. Proud, Ann A rbor; G. 
R. Jackson, F lin t; G- E. M artin, Ben
ton H arbor.

Ex-Officio D irectors (Form er P resi
den ts)— D. M. Christian, Owosso; J. 
W . Knapp, L ansing; J. B. Sperry, P o rt 
H uron; G. T. Bullen, Albion; H . J. 
M ulrine, Battle Creek; A. K. Frandsen, 
H astings.

Committee on Nom inations—H . J. 
Mulrine, Battle Creek, Chairm an; D. 
W . Robinson, A lm a; H- L. W ever, 
Ionia; H . P. W oodw ard, Cold w ater; 
John Richey, Charlotte.

The following resolutions were 
adopted :

Resolved — T h at our organization 
convey its hearty  appreciation to  H on. 
Ate D ykstra State R epresentative in 
charge of the T rading Stamp Bill dur
ing the recent session of the Legisla
ture who in the face of a high priced 
lobbying opposition secured several 
hearings and the passage of this bill in 
the House of Representatives, although 
it was defeated in the Senate; yet the 
settlem ent created has acted so favor
ably all over Michigan that m erchants 
have been heartened to  break loose 
from  this parasitic incubus which is 
taking a toll of hundreds of thousands 
of dollars from the pockets of the trad 
ing public in M ichigan; be is further

Resolved—T h at the directors and 
officers of the M ichigan Retail Dry 
Goods Association are instructed tc 
spare no effort to  secure the passage 
of a sim ilar bill a t the next session of 
the Legislature.

W hereas—T here  exists am ong the 
laws of Michigan a “T ru th  in Adver
tising” law passed and endorsed by the 
business organizations of the State; 
therefore be it

Resolved—T h at the Michigan R e
tail D ry Goods Association re-affirm 
its endorsem ent of this law; pledge its 
m em bers to  observe the law in letter 
and spirit and th at the m em bers of the 
Association urge the newspapers of the 
State to  aid the m em bers of this and 
o ther m erchants organizations in elim

inating untru thful and exaggerated ad
vertising of every kind; and be it

Resolved—T hat the m em bers of this 
organization work and strive for tru th  
in advertising in their communities and 

endeavor to  secure the support of the 
newspapers and every other business 
agency to secure the observance and 
enforcem ent of this law. Be it further

Resolved—T h at the Secretary be in
structed to send a copy of this resolu
tion to the papers throughout the 
State.

Resolved—T hat it is the sense of this 
meeting th at our m anager be instruct
ed to appeal to our representatives in 
Congress for a restoration of the old 
third class postage rate of one cent for 
each two ounces w ithout restrictions 
which rate was in force prior to April 
15, 1925. The present rate being dis
criminative in its functioning and p ro 
hibitive in its effect. W e demand the 
repeal of a piece of class legislation sc 
very ruinous and unfair to  the retail 
m erchant.

O ur organization during the past 
year has suffered more than usual be
cause of the death of relatives of its 
members. W e speak of the passing of 
Mrs. D. M. Christian and Mrs. H . G. 
W endland.

W e wish to  present the following 
resolutions:

Resolved—By the mem bers of the 
Michigan Retail Dry Goods Associa
tion that we express our profound sym 
pathy to D. M. Christian and H. G. 
W endland in the • untimely death of 
Mrs. Christian and Mrs. W endland, 
two of our esteemed m em bers have 
suffered the great loss which comes to 
hum anity by the passing of time. W e 
believe th at the success of Mr. Chris
tian and Mr. W endland and their great 
usefulness to  their communities have 
been greatly  aided by the tact, wisdom 
and steady purpose, loyalty and fidelity 
which were characteristics shown in 
the lives of Mrs. Christian and Mrs. 
W endland. Further, we express the 
hope th at the Great Pow er who w atch
es over the destiny of us all will guide 
and com fort our members, Mr. Chris
tian and Mr. W endland, a t this time.

M any of you will recall that on sev
eral occasions, Ray M orton H ardy has 
addressed our State conventions and 
group meetings. T hat his inspiring and 
helpful and educational talks on busi
ness have been a great benefit to  us. 
W e regret to report the sudden untim e
ly death of Mrs. H ardy, which just oc
curred, and we know it is the will of 
our organization th at our sym pathy be 
expressed to  Mr. H ardy  and we all 
join in with our expression of appre
ciation, with a g reat hope th a t he will 
understand th a t all who know him are 
m ost sym pathetic a t this time.

W hereas— It has come to the notice 
of this Association that tw o of its very 
active and valued members, F rank  N. 
Arbaugh and W illiam  Brogan, were 
prevented from being in attendance at 
this convention because of illness; 
therefore be it

Resolved—T hat the M ichigan Retail 
D ry Goods Association go on record a* 
fervently and earnestly hoping for the 
speedy recovery of our good and loyal 
m em bers; and be it further 
Resolved—T h at this Association note! 
with much pleasure that Glenn R

Jackson, of Flint, is m aking steady and 
speedy gain tow ard full recovery from 
his unusually severe illness; and be 
further

Resolved—T h at a copy of this reso
lution be forw arded to  each of the 
above members.

W hsreas— It has pleased the Infinite 
to remove from  our m idst and Associa
tion a w orthy m em ber of this Associa
tion, E- S. Clark, of Greenville, whe 
was associated w ith his fellow m er
chants in the M ichigan Retail Dry 
Goods Association alm ost from  the 
date of our organization; and

W hereas—Mr. Clark stood for all 
that was honorable and substantial and 
always conducted his business to  the 
great credit of his chosen activity; 
therefore be it

Resolved—T h at the M ichigan Retail 
Dry Goods Association, in convention 
assembled, express to the family of the 
deceased its appreciation of Mr. Clark';: 
sterling w orth and the sym pathy of the 
mem bership of the association in this 
their hour of g reat sorrow.

W e fully appreciate the loyal and 
generous co-operation of the manufac 
turing, wholesale and jobbing houses 
who patronized our m erchandise ex 
position and pledge ourselves to  do 
everything within reason to  give them 
favorable publicity and advertising 
am ong the m erchants of Michigan 
The M anager of the Association is 
hereby instructed to  convey our thank« 
to the personnel of the exhibitors and 
the organizations they represent. The 
thanks of the Association are due to 
the able men who have appeared on our 
program , the unselfish spirit m anifest
ed and the splendid inspiration given 

to those who have attended our ses
sions. O ur M anager is instructed  to 
comm unicate our thanks to  these men 
in words appropriate to  the individual 
services rendered. T he m anagem ent 
of the H otel Olds has been excellent 
in every respect, fine courtesy and 
prom pt a ttention to  our wishes has 
been appreciated. W e direct fhat our 
sentim ents in this respect also be com 
m unicated by our executive officer to 
the hotel m anagem ent.

W e extend our thanks to the N ation
al Dry Goods Association for the ser
vices rendered by their representative. 
Miss Hill, who was present and helpful 
in our convention.

W hereas—T h e  records of the A sso
ciation indicate that our officers and 
directors were unusually attentive to 
the duties of their respective offices 
during the past year, and

W hereas— T he splendid work done 
by the officers and directors produced 
for the m em bership an excellent ex
position of m erchandise and one of the 
best conventions ever held; therefore 
be it

Resolved—T hat this convention gc 
on record as showing its appreciation 
by a rising vote of thanks for the ef
forts put forth  by the officers and di
rectors of the M ichigan Retail Dry 
Goods Association.

J. N. Trom pen, Chairm an
J. C. Toeller,
G. E. Martin,
H. P. Streng,
J- H . Lourim ,

Committee on Resolutions.
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SHOE MARKET
Conserve the Retailer’s Profit on Shoes

“ How shall the m erchant approach 
the price situation?” asks our esteemed 
contem porary, Boot and Shoe R ecord
er, in a leading editorial under the cap
tion “ Don’t Jum p Too Quickly.”

T h a t’s a fair question and an im
portan t one. But w ith our contem por
ary’s answer we disagree and take 
issue.

“The public is unprepared for high
er prices,” says the Recorder, “and 
conditions are not particularly p ro 
pitious for raising prices at retail. L et's 
not leap into higher prices just yet. 
L et’s give a little more and get a little 
less, until this thing settles down.”

But obviously the thing has settled 
down, so far as the fact of the higher 
price level is concerned. For a period 
of years we have been using more 
hides than we have produced. The 
war-tim e surplus has been wiped out. 
As Colonel W onson, of the In te r
national Shoe Co., said recently, “W e 
are riding on our sole leather rim.” 
And, as Colonel W onson proved, the 
supply of hides is inadequate to fill the 
channels through which a constant 
flow of raw material m ust proceed to 
the tanneries, to  be converted into 
leather and supplied to the factories, in 
order to m aintain the norm al processes 
of production.

This normal supply of hides does 
not exist, and back of the hide situa
tion lies the condition of the cattle 
m arket. Demand for beef doesn’t 
w arrant the grow ers in breeding the 
cattle, a t present day costs of produc
tion, to supply the deficit. Russia, 
which form erly supplied hides, to-day 
is bidding for them  in the m arkets of 
the world. Foreign nations that for
m erly used relatively few leather shoes, 
to-day are com peting in the m arkets 
for hides and leather. T o im port hides 
from  abroad, we m ust compete with 
these nations and outbid them. W hile 
sole leather is affected most, the situa
tion with regard to side leather and 
calf-skins is, in a lesser degree, similar.

The public is rarely prepared for 
higher prices. From  the consumers 
standpoint, conditions arc never pro- 
pitious for raising prices at retail. As 
consumers, we are all desirous of buy
ing merchandise on as favorable term s 
as possible.

But, regardless of our desires as 
consumers, economic laws continue to 
operate. Under the prevailing order 
of things, business is conducted for 
profit, and without the incentive of 
profit, progress and prosperity are 
alike impossible. W e are loath to be
lieve that the average shoe m erchant 
has profited unreasonably in the past, 
that he has left himself open to the 
charge of being a profiteer. T o  sug
gest th at he can afford to “give a little 
more, and get a little less,” is to as
sume that he has been asking prices 

which, before the advance, were un
warranted. Our knowledge of condi
tions in the retail shoe industry, back
ed by the figures of the H arvard  Bu
reau and the N. S. R- A., convinces us 
that it isn’t true.

I t is no easy thing to ask the A m eri
can public to-day to pay more for its

shoes. But will it be any easier to 
m orrow? Can the shoe m erchant af
ford to “hold the bag” until conditions 
are more propitious? Can he survive, 
with profits further reduced, until the 
time when the public is willing to  ac
cept higher prices gracefully? W e do 
not believe he can.

T his same public, when fully inform 
ed, is seldom unreasonable. Even the 
consum ers’ self-interest yields to his 
recognition that business w ithout profit 
entails loss, not only to m erchants and 
m anufacturers, but to those who de
pend upon them  for wages and salaries. 
Tell the consum er the real facts about 
the leather m arket and price situation, 
let him understand it clearly, and he 
will pay the higher shoe prices, not 
cheerfully or enthusiastically, perhaps, 
but because he will recognize it is in
evitable. H undreds of successful m er
chants throughout the country have 
already placed one or two advances on 
their shoes and are operating as near
ly as possible on a replacem ent basis. 
But we doubt if any have attem pted 
to increase them  as much as a dollar 
a pair, across the board, to which prac
tice the Recorder takes exception.

It is inadvisable, under present con
ditions, to m ark up prices arbitrarily, 
w ithout taking pains to explain the 
reasons back of the increase, and it is 
sheer folly to attem pt to  increase them 
over and above the am ount which the 
situation demands. The emergency 
calls for a lot of educational effort all 
along the line. The retail salesman 
m ust tell his custom ers of the condi
tions in the leather m arket, and make 
it clear that even higher prices are in 
prospect. M erchants should co-oper
ate to  inform the public through well- 
planned publicity of the true situation. 
But they should not lose sight of the 
fact that profits in the shoe business, 
for the m ost part, are pitifully small, 
and that further encroachm ent on pres
ent m argins, in m any instances, may 
spell absolute ruin.

Realizing these facts, retailers should 
not hesitate to  act in accordance with 
their knowledge and the laws of sound 
merchandising. They should m aintain 
their m ark-up at a point that will yield 
a fair and adequate profit.

Any other course is full of danger 
to  the average retailer and to  many 
m ay prove suicidal.— Shoe Retailer.

Infants’ Wear Trade Satisfactory.
Spring orders so far have been sa t

isfactory in infants’ items. Silk car
riage covers in pastel shades are sell
ing well at $24 a dozen. They are 
finished with lace, embroidery and rib- 
bonsv Silk coats are in better demand 
in the novelty styles with varied types 
of embellishment, such as crcheting, 
pleatings, laces and embroidery. For 
this time of the year the call for silk 
sacques is better than usual and also 
reflects the trend tow ard novelty trim 
ming. The sacques are selling best in 
the grades ranging from $25 to $16 
a dozen.

Cone Company Reprices Denims. 
Effective at once, the Cone E xport 

and Commission Co. has announced 
prices on standrd indigo denims for 
April-June delivery. The new quota

tions are 18 cents for 2.20-yard white 
backs and 17 cents for 2.40-yard dou
ble and twist goods. These figures 
are the same as those quoted late in 
December to cover deliveries during 
the first quarter of 1928. According 
to an executive of the company, the 
new quotations are low on the basis 
cf present cotton costs. Maintenance 
of the form er prices is expected to 
steady the m arket and stim ulate trad 
ing. C urrent stocks in both first and 
second hands are said to be low.

H u m a n  H a ir  N e t s  

S P E C IA L
F R E E  GOODS D E A L

A sk your jobber’s sales
man to tell you about the 
free deal on Duro Belle 
Hair Nets. I t  means 
money to you.

Duro Belle is a high class 
product—embodies every 
good quality in hair nets. 
For years and years 
Duro Belle has been a 
constant “repeater” be
cause women never cease 
demanding them.

NATIONAL GARY 
CORPORATION

S uccesso rs to
N A TIO N A L TRA D IN G  CO. and  

TH E O . H . GARY CO.
24 E . 21st S tree t. N ew  Y ork. N . Y. 

.534 S. F ran k lin  S tree t, C hicago, 111.

CUSTOM MADE SHIRTS 
New Styles, New Prices

KELLY SHIRT CO.
39-43 M ichigan, N .W ., G rand  R apids

Id

C O R D U R O Y  T I R E  C O M P A N Y
O F  M IC H IG A N

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

NEW

“The Legionnaire”
A full grain calfskin young 
man’s blucher oxford with 
nickel eyelets, built over a 
new last. Widths C and D

In Stock 
$3.45

Style 953— Medium Tan 
Style 954— Black

Manufactured and fully 

guaranteed by

Herold-Bertsch Shoe Co.
Grand Rapids, Mich.

M an u fac tu re rs  of Q uality  F o o t
w e ar since  1892.

M ICHIGAN SHOE DEALERS
M U T U A L  FIR E  IN S U R A N C E  COMPANY 

. LANSING, MICHIGAN

Prompt Adjustments

Wri t «
L. H.  BAKER. Secy-Treas. LANSING, MICH. 

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

A ssociation .
P re s id e n t—O rla  B ailey , L ansing .
F ir s t  V ic e -P re s id en t — H a n s  Johnson . 

M uskegon.
Second V ic e -P re s id en t—A. J .  F au n ce , 

H a rb o r S prings.
S e c re ta ry —P a u l Gezon, W yom ing  P a rk .
T re a s u re r—F . H. A lb rech t, D e tro it.

Shall We Sell Our Birthright For Mess 
of Pottage?

The Superior Court in A tlanta has 
just enoined Georgia from collecting 
a special tax from chain stores as such. 
Anybody who looked for any o ther re
sult m ust be plain nutty ; and who
ever seeks protection to  himself under 
such special legislation forgets his 
American birthright. For a fundam ent
al of our institutions is the right of 
each to pursue happiness; see D eclara
tion of Independence and the Consti
tution.

It will be a sorry day for our coun
try  when success is penalized; and an 
institution like W oolw orths, built step 
by step from one small store in L an
caster, Pennsylvania, established after 
this w riter learned the art of wrapping 
groceries as a m aster workman, is a 
monumental success of which every 
American should be proud.

Now come men incapable of build
ing such successes for themselves who 
seek through legislation to make sim- 
iliar successes impossible and to pull 
down the structure thus reared by the 
brain and brawn of one man. Men of 
th at caliber are precisely suitable m a
terial for the demagogue to  work on. 
Said demagogue sits in the legislature 
of every state and lends ready ear to 
such appeals because, after all, a vote 
is a vote, w hether backed by intelli
gence or not. He can gain votes by 
fathering such laws, well knowing that 
they will not pass the courts. Then 
he can say: “Well, boys, I did my best 
for you; now don’t forget me next 
election,” and the “boys” are just 
simple enough to  think they owe that 
man their votes.

We say we want less governm ent in 
business- W e do. The fewer laws 
there are on any subject which can be 
left untram m eled by regulation, the 
better. But the m inute our own busi
ness is ham pered by any condition, we 
seek legislation. “There ought to be 
a law ” is a saying that has become a 
joke. How is it that we fail to  see 
that any law which operates to restrict 
the liberty of the o ther fellow will 
ahm per our own freedom of action? 
If it be sound to  impose restrictive 
taxes on a hundred stores, why not on 
fifty? W hy let anybody run more 
than one? W here would our com
mercial liberty go under any plan 
which thus limited our freedom?

The wholesale grocers wallow in un
certainty about the facts of their own 
business, but they do nothing to ascer
tain the exact facts so that some rem 
edy may be applied. The findings are 
amazingly obvious; but in explanation 
of why they were not revealed before, 
the wholesalers say: “ Nobody but the 
Governm ent can do that kind of work.”

W hat is the m eaning of that sta te 
ment? T his: that nobody but the Gov
ernm ent can do that work w ithout cost 
to those whom the work benefits. T hat 
is one trouble with retail grocers. They

will not finance vital work for their 
benefit and prosperity, and one reason 
why chain m erchants prosper is that 
they will and do finance such work.

So true is what I have said of chain 
stores that the A tlantic & Pacific chain 
has been limited to annual contribu
tions of $10,000 to the National Chain 
Store Grocers Association. The rules 
of that organization provide th at each 
m em ber shall contribute a dollar per 
store per year, or som ething like that. 
W ith 14,000 stores, the A. & P. would 
be payiag in $14,000 per year. I t  was 
perfectly willing to  make that contribu
tion; but o ther m em bers felt th a t such 
paym ent would give too great dom in
ance to the A. & P., hence the lim ita
tion.

Can you see this im portant reason 
for chain progress?

Look at the National Retail Dry 
Goods Association. I t  never asked 
favors of the Governm ent. Instead, it 
financed and carried on its own system 
of research, investigating the facts of 
its business through intim ate sta te 
m ents furnished by its mem bers. It 
studied those facts and made intelligent 
and valuable deductions therefrom- 
W hen the Federal T rade Commission 
was formed, the N. R. D. G. Associa
tion was able to furnish the Commis
sion with much vital inform ation and 
it has done likewise ever since.

Because the dry goods m erchants 
felt that their business was worth 
safeguarding, they put their hands in 
their own pockets—not in the National 
T reasury—and financed the solution of 
their own problems. Result is that 
the dry goods trade, as exemplified in 
the big departm ent stores, is exceed
ingly prosperous.

Thus financing their own research, 
the dry goods m erchants stand on 
their own pins; are independent; are 
under obligations to  nobody. And it 
m ust be forgotten that favors always 
entail obligations. W e m ay think the 
Governm ent belongs to everybody, but, 
psychologically, such attitude is weak
ening. It prom otes dependence on an 
outside influence and that m eans the 
surrender of some freedom of action. 
It is also proverbial th at he who helps 
himself is the strong man.

Grocers, both wholesale and retail, 
m ust learn these lessons before they 
can attain  the best that inheres in their 
calling. Like the co-operative fruit 
grow ers in time they wfill learn th at they 
gain streng th  by not m erely doing for 
themselves, but extending help and 
counsel to  others. W holesale grocers 
will prom ote their own well-being by 
contributing to  the advancem ent of re
tail grocers. The more unselfish such 
contribution is, the more direct will be 
the re tu rns to the contributors.

O f course, the_ retail grocery busi
ness is not doomed. I t is simply in a 
stage of transition which differs only 
in detail from transitions of the past. 
Development to-day comes from the di
rection we m ight least expect to see it 
come; for new day individual grocers 
are being developed by the chain sys
tems.

Chain m anagers, with no traditions 
no background of established usages tc 
forget or outlive, are entering the field 

(Continued on page 31)

Always Sell

U LY WHITE FLOUR
“ The 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, Mich.

GRAND RAPIDS PAPER BOXCo.
M anufacturers of

SET U P  and FO LDING  P A P E R  B O X E S
G R A N D R A F I  O S M I C H  I G  A  N

FOR YOUR HEALTH AND PROFIT
Fleischmann’s Yeast-for-Health has been eaten with beneficial 
results by thousands and thousands of people— including 
many grocers. It will benefit your health— and your business, 
too.
The benefit to your business comes from the fact that Yeast- 
for-Health customers are regular customers. Eat it for your 
own health.

FLEISCHMANN’S YEAST 
Service

Don’t Say Bread 

~Say

H0 LSUM

M. J. DARK &. SONS
INCORPORATED 

GRAND RAPIDS, MICHIGAN

Direct carload receivers of

UNIFRUIT BANANAS 
SUNKIST ~ FANCY NAVEL ORANGES

and all Seasonable Fruit and Vegetables
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MEAT DEALER
Meat and the Protein Question.

One of the food elem ents required 
to m aintain life and health protein, 
which builds and repairs the muscles 
and tissues. Any surplus of protein 
above that necessary for repairing the 
tissues is transform ed by the body into 
carbohydrate and waste, the waste be
ing elim inated alid the Carbohydrate 
Used as fuel.

The exact am ount of protein abso
lutely necessary to the average indi
vidual is not known, arty mdre than the 
exact am ount of vitam ins is known or 
the exact num ber of yalories. Since 
this is the case, the best policy in order 
to guard against a shortage is to get 
a safe margin above the probable 
minimum.

The protein question is further com
plicated by the fact that protein is not 
a single substance but a combination 
of no less than 18 distinct compounds, 
known as the amino acids. One of 
these acids alone is not sufficient. Not 
even seventeen of them are sufficient. 
In order to maintain health it is neces
sary to have the whole eighteen. D ieti
tians speak of proteins as “good’’ and 
“poor,” depending on the num ber of 
amino acids contained.

It is not sufficient, then, to get 
enough protein; it is also necessary to 
get “complete” protein, or protein con
taining all of the amino acids. It 
would be possible to eat literally tons 
of protein without getting  any com
plete protein at all.

It makes little difference whether 
one gets all of the amino acids in one 
food or not, so long as one gets them. 
Theoretically it is possible to  get only 
a few of these acids in any single food, 
and yet by eating several foods to make 
up the full eighteen. In practice, how
ever, this way of getting one's protein 
supply is ra ther undependable, for 
even if one did balance the diet in stich 
a way as to get all of the amino acids 
it would stdl be possible to get one of 
them  in insufficient amounts. Few 
who realize the complexity of this plan 
will attem pt to follow it—and certainly 
not unless they are qualified to calcu
late accurately the protein value of all 
the foods eaten.

The easiest and safest way is to de
pend upon the foods in which the p ro
tein is complete, and of these the most 
im portant is meat, in which is not only 
complete protein but alm ost pure p ro
tein. A nother complete protein food is 
eggs and still another is milk. Milk 
differs from meat, however, in that the 
valuable food elements are diluted in 
water, so that it is necessary to use 
several times the weight of milk that 
one uses of meat in order to get the 
same am ount of protein.

Despite talk of vegetarians, the best 
source of protein is meat.

Guests Usually Do N ot Complain.
The most im portant meat selection 

is that to be used when guests are to 
partake of it. This is, perhaps, why 
families of wealth are so particular 
about meat quality. As a rule wealthy 
people entertain more than those in 
less affluent circumstances. Any guest 
who has even remote ethical sensibili
ties does not complain of food eaten,

even in private, but the guest is apt 
to carry an impression of the quality 
of the entertainm ent in spite of ethics. 
Every hostess wishes to  appear at her 
best before her guests and, if she is to 
do so, care m ust be exercised in the 
selection of meat. In order that high 
quality will be served it is advisable, 
unless one has confidence in her 
retailer, to personally select the meat. 
I t  is nearly always worth the trouble 
for one disappointm ent is such a social 
loss that it is not apt to be forgotten 
for a long time, and the humiliation 
suffered may be very acute. In order 
that selections may be properly made 
it is necessary to know som ething 
about meat and advisable to  know a 
great deal about it, Like the study of 
music, carpentry o r  tennis, considerable 
time is necessary to obtain good re
sults. One does not have to be a  Schu
mann to play music acceptably, or a 
Chippendale to be a good carpenter, or 
a Tilden to play a good game of tennis, 
but it is necessary to know how  to 
select m eat before one can be sure se
lections will meet with general ap
proval when cooked and served. The 
efforts spent in getting a general meat 
selection education are more than com
pensated by satisfaction and profit as 
a result of it. There are many ways 
to learn to-day that were not available 
some years ago. There are many 
schools where dietetics are taught and 
there are many books and bulletins that 
tell the things that housewives would 
find it of advantage to know. M any of 
these bulletins are well illustrated, and 
clearly state m eat quality so that any
one can at least know with reasonable 
certainty that what she is getting  is 
alm ost sure to satisfy. W e were told 
only the o ther day about the progress 
made by  one lady. She said that one 
year ago she hardly  knew one piece of 
meat from another, but now selects 
her meat with confidence, and is al
ways satisfied with her selections. She 
further says that her retailer appre
ciates her interest, and helps her in 
every way. H ere we have m utual 
benefit.

Hides, Pelts and Furs.
G reen, No. 1 ________________________ig
G reen, No. 2 ______________________ I 15
Cured, No. 1 ________________________17
C ured. No. 2 _______________________ 16
C alfsk in , G reen  No. 1 _____________ 21
C alfskin, G reen, No. 2 ______________ 191^
C alfsk in , C ured , No. 1 _____________ 22
C alfsk in , Cured. No. 2 ______________ 20%
H orse, No. 1 _________________________ 6.00
H orse, No. 2 __________ 5.00

P elts .
L am bs ------------------------------------------ 50@1.25
S h earlin g s  ___________  25@1.00

Tallow .
P rim e  l ______________________________07
No. 1 _________________________ ~ 07
No. 2 ------------------------------------------------ 06

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

Fox.
No. 1 L a rg e  ------------------------------------ 915.00
No. 1 M edium  ______________________ 12.00
No. 1 Sm all ________________________10.00

Skunk .
No. 1 ------------------------------------------------ 32.00
No. 2 -------------------------------------------------- 1.50
No. 3 -------------------------------------------------- 1.00
No. 4 ________________________________  .50

The man who bosses by fear forgets 
that his authority is given him and is 
no true part of himself.

There is a difference between taking 
pains and m aking your work ridiculous' 
ly hard,

“Uneeda Bakers” 
Products are 

Well Known and 
Well L iked-

Everybody knows them. 
Everybody buys them. 
Everybody eats them. 
Everybody likes them.
Every grocer makes money 
on them.

NATIONAL 
BISCUIT COMPANY 

“Uneeda Bakers"

VINKEMULDER COMPANY
Grand R apids, M ichigan

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

t<VinkeBrand,, Mich. Onions, Oranges, Bananas, etc.

Nearly Fifty Years of Experience in  
M atch Making has Produced

THE DIAMOND BRAND

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.

T h e  D i a m o n d  M a t c h  C o m p a n y

mailto:50@1.25
mailto:25@1.00
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HARDWARE
M ichigan R etail H a rd w are  A ssociation .

P res id e n t—H erm an  D ignan , Owosso.
V ice-P res .—W arre n  A. S lack , B ad Axe.
S e c re ta ry —A. J . S co tt, M arine  C ity.
T re a s u re r—W iliam  M oore, D etro it.

Sporting Goods Business in the Spring 
Months.

The hardw are dealer who does not 
carry sporting goods is an exception. 
Throughout the greater part of the 
U nited States, the public has been 
largely educated to  turn  to  the hard
ware store for guns and ammunition, 
fishing tackle, hockey skates and sticks, 
baseball, tennis and golf eccessories, 
and similar lines. T here are stores 
devoted to sporting goods alone, and 
there are stores in o ther lines which 
carry sporting goods departm ents; but 
the hardware dealer has always secur
ed a substantial share of the trade.

Thus, in the average hardw are store, 
the sporting goods departm ent is 
recognized by the public and the deal
er alike as an essential feature. Its 
extensiveness and attractiveness vary 
of course, with different stores.

T hroughout the country, the business 
in sporting goods has steadily increas
ed. W ith more wealth and more 
leisure, the old popular sports have 
added to  their devotees, and new 
sports have been introduced and be
come popular. T hirty  years ago 
Am ericans were wonderingly asking 
“W hat is this golf?” To-day the aver
age com m unity has its golf course. 
Furtherm ore, more money is being 
spent by the individual in equipment, 
and a better class of equipm ent is be
ing bought.

The result has been to m aterially in
crease the turnover in the sporting 
goods departm ent.

AH these facts are of interest to the 
hardware dealer. They prove to him 
that the sporting goods trade is worth 
catering to. Not m erely is it good 
business, but it is growing business.

The approach of spring is a rem inder 
of the opening of the fishing season. 
Business is to be obtained by featuring 
a good stock of tackle, rods, reels and 
other paraphernalia. In river and lake 
tow ns and cities, there will be a de
m and for boats, canoes and w at^r 
equipment. The annual baseball fever 
is once more rising in every American 
community. The enthusiastic golfer is 
getting  out his clubs and try ing  prac
tice shots in the attic. T here is no 
question that in this departm ent a wide 
field of activity is covered.

Some experiences and m ethods of a 
big city firm m ay be w orth chronicling. 
The small town or small city dealer 
cannot, of course, adopt such m ethods 
in their entirety. He m ust handle his 
sporting goods trade on a scale far 
more modest. Yet a good many of 
these m ethods can be readily adapted 
to conditions in sm aller communities.

This firm, to begin with, established 
a separate sporting goods departm ent. 
The m anagem ent of this departm ent 
was placed in the hands of an experi
enced man who had specialized in this 
line. A liberal floor space was devoted 
to the departm ent, which, far from  be
ing confined to a few lines such as fish- 
ing tackle, guns, etc., was made as 
comprehensive as possible.

I t  was not long until a perm anent 
assistant was required; and after a 
year it w7as found necessary to  double 
the space given to the departm ent, and 
also double the staff. This indicates 
th at the m ethods employed were the 
right sort to  develop business.

A high quality of goods was m ain
tained as one of the essentials in this 
sporting goods departm ent. A rrange
m ents were made with recognized 
m anufacturing houses and jobbers for 
their lines. In some cases a reliable 
guarantee could be secured to back up 
the goods; this was done wherever 
possible. T hroughout, satisfaction 
through quality was the pre-determ in- 
ed cornerstone in the building of this 
firm’s sporting goods business.

Furtherm ore, the firm sought to  es
tablish itself in the public mind as the 
place to go whenever sporting goods 
were wanted. “ If you can’t get it at 
W alker’s, you can’t get it anyw here,” 
was the idea the store endeavored to 
instill. T o this end the stock was made 
varied and comprehensive. “ Every
th ing  th a t’s good in sporting goods”

• was the axiom. G etting this idea es
tablished was practically the keynote 
of the firm’s cam paign for business.

In sm aller comm unities it is as a 
rule neither practicable nor advisable 
to  undertake so extensive an invest
m ent in sporting goods stock. But at 
least the dealer, keeping in touch with 
m anufacturers and jobbers and w ork
ing with catalogues, can give his public 
a very good service; supplem enting a 
carefully selected stock with the ability 
to  secure on short notice practically 
any article of sporting goods desired. 
T o  handle the business adequately, you 
should have in stock w hatever your 
com petitors are likely to  carry ; and be 
in a position to get w’hatever else the 
occasional custom er may require.

All this presupposes a p re tty  th o r
ough knowledge of sporting goods. To 
this end it is sound policy, if the dealer 
himself is not a sporting goods special
ist, to  have on the staff some salesman 
who has specialized in this departm ent.
I t may not be necessary in a small 
com m unity for the sporting goods 
salesman to spend all his time in the 
departm ent; nor is it alwrays necessary 
to hire a specialist for the work. But 
if you have a bright and capable man 
on your staff w’ho shows a special in
terest in and aptitude for the work, en
courage him to learn all he can about 
it. In this way you can develop your 
own specialist.

An im portant feature in regard to the 
handling of sporting goods is that they 
readily lend them selves to  attractive 
window display. In the experience of 
the firm I have mentioned, substantial 
results were in m any cases directly 
traceable to  window7 displays. N ot 
merely were the disp lays-them selves 
a ttractive; but it was found th at the 
addition of show cards and price cards 
added m aterially to their pulling power.

The introduction into these displays 
of photographs of big league baseball 
players, tennis stars, and o ther prom 
inent figures in the sporting  world, also 
helped m aterially to make the displays 
effective. Pennants showing the colors 
of various teams, colleges and local 
organizations were also introduced. 
The firm alsp featured a num ber of

Michigan Hardware Co,
I00>  108  E llsw orth A vc.,C orner O akes

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

W holesalers of Shelf Hardware, Sporting 
Goods and

Fishing Tackle

WE
CARRY

A
COMPLETE

HEATH & MILLIGAN DEPENDABLE PAINTS AND  
VARNISHES

Founded 1837

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

WHOLESALE HA RD W A RE

THE BEST THREE

A M S T E R D A M  B R O O M S
PRIZE cH iuiecft(rtU i GoldcSond

AM STERDAM  BROOM COM PANY
4 1 -5 5  B rookside A venue, A m sterdam . N. Y.

NEW  AND USED STORE FIXTURES
Show cases, wall cases, restaurant supplies, scales, cash registers, and 
office furniture. ,

Grand Rapids Store Fixture Co.
7 N. IONIA AYE

Call 67143 or write
N. FREEMAN, Mgr.

BROWN &SEHLER
COMPANY

Automobile Tires and Tubes 
Automobile Accessories 

Garage Equipment 
Radio Sets 

Radio Equipment 
Harness, Horse Collars

Farm Machinery and Garden Tools 
Saddlery Hardware 

Blankets, Robes 
Sheep lined and 

Blanket - Lined Coats 
Leather Coats

G R A N D  R A P I D S ,  M I C H I G A N
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specialties,' such as safety razors, and 
sim ilar lines, for which a good demand 
was found.

The sporting goods departm ent 
opens large opportunities for personal 
work in developing business. T he 
m ethods adopted by the big city firm 
are readily applicable to the dealer in 
the small community.

As an example, the sporting goods 
salesman made a practice of personally 
soliciting the various athletic clubs at 
the opening of the season. H e got in 
touch with organizations and individual 
m em bers; and quite often was able to 
quote attractive propositions which 
brought the store the trade of an en
tire club or o ther organization.

In  this canvassing, the quality repu
tation established by the sporting 
goods departm ent was very helpful in 
getting  business. A great deal of new 
business was developed by this person
al work.

The salesman made a point of per
sonally interviewing the secretaries of 
the various clubs. Carefully prepared 
circular letters with a distinctly per
sonal tinge were mailed to members. 
W herever possible, individual m em 
bers were, personally canvassed.

Baseball and football suits, hockey 
sw eaters and the complete outfitting of 
team s contribute largely to sporting 
goods turnover; and it is in the secur
ing of this class of business th at per
sonal work counts for a good deal. A 
good window display will help to sell 
individual articles to individual cus
tom ers; but there is likely to  be com
petition for the complete outfitting of 
clubs. So it is necessary to go out 
after this class of business.

The success of such a departm ent 
undoubtedly depends to  a large extent 
upon those in charge. If the proprietor 
carries a good line of sporting goods, 
his success is more assured if he has in 
charge a clerk who is keenly interested 
in athletics and takes an active part in 
sports—particularly if the clerk is 
popular or highly regarded in sporting 
circles. I t  is a m istake to  put in 
charge of the sporting goods a man 
who is averse or indifferent to outdoor 
sports. I t  is usually quite as much a 
m istake to en trust the departm ent to  a 
salesman who is enthusiastic regard
ing only one line of sport, and has no 
interest in the others.

The dealer has not only to stock the 
necessary goods, but he has to  let sport 
lovers know that the goods are in 
stock. This means th at the depart
m ent should be given a prom inent 
place in the store; and also a reason
able share of window display.

Discussing the peculiarities of sport
ing enthusiasts, one clerk said:

“ Baseball goods are always in fine 
demand, especially am ong the young
sters. The older people who do not 
continue in the game usually become 
fans; but the boys who enthuse over 
the big league and little league players 
inevitably organize back-yard leagues 
of their own. A noticeable thing is that 
the demand am ong such youngsters is 
for good lines. You would think a 12 
year old boy would be satisfied with 
the cheapest glove he could get. F ar 
from  it, I ’ve sold a lot of these boys 
mitts costing from $3 up, A boy will

work hard to get the money for a glove 
and then insist on the very best he can 
afford. I t  is just the same w ith bats 
and balls.

“Now, in fishing tackle it is the old, 
dyed-in-the-wool fisherman who is the 
g reat buyer of quality goods. Young 
men are joining the ranks every year, 
and we sell them a lot of equipment, 
but they do not buy as much or de
m and as good quality as the old-tim ers. 
As, say, the middle of M ay approaches, 
the old-time angler gets restless. He 
feels the call of the river. R ight then 
is the time to appeal to him with a 
good, strong display. The minute he 
sees it he’ll come in, buy some new 
equipment, and be off.”

A city firm last year put on a very 
in teresting display of fishing tackle. An 
entire large window was used to dis
play the various lines. In  the bottom  
of the window was placed a galvanized 
tray, five feet by three, and six inches 
deep. A t one end of the tray  a w ater 
wheel was constructed, over which the 
w ater flowed. The sides of the tank 
were covered with moss, and a layer of 
pebbles gave the bottom  the appear
ance of a clear stream . In  the w ater 
swam some large-sized minnows, while 
a m iniature canoe floated on the su r
face. The whole window made an ex
ceedingly natural appearance. A t the 
side and back, ferns were used to give 
the background a woodsy aspect.

The display not merely attracted  a 
lot of attention, but sold a great deal 
of tackle.

A line that can usually be handled 
to advantage in the sporting goods de
partm ent is boy scout equipment. One 
dealer who has had experience with the 
line says:

“I t doesn’t seem to am ount to much 
at first. But it is the same with any 
sideline. You have to  s ta rt on a small 
scale and work up the business. Now, 
in our city we have half a dozen boy 
scout detachm ents and there are more 
in surrounding small communities. 
M any little things of use to boy scouts, 
when featured in our window' and in
terior displays, catch the boy’s eye. 
And, once one of the boys has some 
novelty, such as a fancy-looking sheath 
knife, a new kind of woodm an’s 

hatchet, a pocket flash or the like, every 
o ther boy in the scout company will 
w ant the same thing. So the business 
develops itself.

“The sporting  goods lines a ttrac t 
business in the scout lines; and on the 
o ther hand, the scout who buys some 
article he needs wrill inevitably become 
a buyer of sporting goods. As he grows 
older, he becomes a regular patron of 
the store. You sec, we are building 
for the future; though the immediate 
profit is worth considering, it is not 
the only consideration.”

V ictor Lauriston.

If the same agencies that have edu
cated the N ation’s m others in the care 
of their babies would take an equal 
in terest in educating the workm en and 
farm ers as to the best m eans of earn
ing and spending their and the S ta te’s 
incomes, many of the troubles that 
afflict and threaten  us to-day would 
y^nish,

HERBERT HOOVER, Secretary 
O, S. Department of Commerce, says:

ARE in the midst o f a great trans- 
** form ation in the development o f 
eleitric power —  i t  is reducing the bur
den o f human to il; i t  is increasing pro
ductivity; i t  is bringing increased com
fo r t  to our people.”

3(ight here in  M ichigan —  these fadts are realities. 
Eledtric ligh t and pow er advantages o f the highest 
order are yours.

W orkmen in this Company’s territory have at hand 
192%  more eledtric pow er than w as available in 
1915 —  and consider w h at adequate pow er has 
m eant in  M ichigan’s industrial grow th!

T oday —  290 cities and tow ns are served from  this 
system , each backed up by the vast reservoir o f pow er 
created through interconnection o f power plants —  
each sharing in fu llest measure in its economy, relia
b ility  and the means to  progress. In 1915, there 
w ere b ut 6 5 tow ns enjoying these benefits.

T oday —  a quarter-m illion M ichigan homes have, at 
the touch o f a finger, the convenience, health and 
com fort o f Consumers Power Service. A t any hour 
—  in any am ount —  it is yours. A nd w ork  goes 
ever on, to  make electricity ever more u sefu l —  in 
more w ays.

T o you and your com m unity —  these are the fru its  
o f the efficiency, economy and enterprise o f private  
managem ent —  the true American principle. U nited  
in these purposes o f public service are 40 ,000  o f your  
fellow -citizens, owners in the business . . . .  and the  
number is steadily grow ing.

ONSUMERS
COMPANY

Pow er
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HOTEL DEPARTMENT
California Ignores Volstead Law in 

Official Cook Book.
Los Angeles, M arch 16— The Cal

ifornia agricultural bureau has just is
sued a cook book for free distribution. 
I ra ther suspect it is intended for cir
culation in foreign countries, but it is 
a very good thing, though in reality it 
som ewhat discredits Volstead and all 
his efforts in advancing the moral 
code-

I t is entitled “ Five hundred ways of 
preparing sea foods.” Just off the 
press and not yet suppressed, this text 
book absolutely ignores all prohibition 
legislation and openly recom mends 
wines with meals. And all this comes 
under the seal of the state  fish ex
change of the state departm ent of ag
riculture, published at state  expense by 
the state printery.

This sea food drinking manual, for 
instance, outlines extensive prepara
tions for cooking barracuda bouilla- 
baise, if you understand French and 
sums up instructions alcoholically 
thus: “Just before rem oving from  fire, 
add one pint of white wine.” To pre
pare gourm et, the shrim ps m ust be 
pickled at the sta rt of the party  and 
the wine m ust be dry.

H ere is how the state cook book 
tells you how to do it. If you are un
fortunate enough to be burdened with 
a pre-w ar supply of the vile stuff, you 
m ight be able to turn out a really pal
atable dish: “P u t a  quarter of a pound 
of pickled shrim ps in a saucepan, add 
one ounce of butter and one-half of a 
whisky glass of white wine. Simmer 
for five minutes, add the m eat of one 
crab, w ith ordinary seasoning. And 
before serving add another gill of dry 
sherry wine.”

After these instructions on how to 
prepare fish with liquor, the house
wife's guide shows that eels even slip 
down much better when assisted by a 
bit of liquid of pre-prohibition char
acter. Also, “remove the skin, cut the 
eel in pieces three inches long; put in 
a buttered pan, add one dozen finely 
chopped shallots, one glass of white 
wine,” etc.

Finan haddie, the state admits, may 
be served w ithout wine accompani
ment. while blue fish m ay take their 
final dip in mjjk and a few sea foods 
are best adapted to a bath in cracker 
crumbs.

The aforesaid cook book is absolute
ly silent on the subject of pastries, but 
you can pick up a local newspaper any 
day and discover that the horde of 
chain groceries, which advertise daily, 
can supply you with a favorite distilla
tion of brandied mince meat. Of course, 
this m ight be a long ways from in
toxicating. but the uncanny cream 
separator, which ex tracts cheer from 
sweet cider, m ight help its owner on 
the way to  the hoosegow if applied to 
such a generation.

Time and again I have absorbed a 
large measure of joy in settling myself 
on the benches of Pershing Square, 
with my m orning newspaper and, in
cidentally. listening to  the perpetual 
and daily orations on m atters which 
have in view the reform ation of the 
solar system. It has always seemed a 
sort of harm less effort to  uncover so 
much latent statesm anship, but it 
seems the city authorities, are viewing 
it in another light, and the only safe 
method of keeping out of jail is to keep 
away from the Square altogether, and 
if you m ust orate, do it in an earth 
quake cellar. A rrests are being made 
by the score daily, and while appeals 
have been made to the city authorities 
they have been without avail, for the 
reason that some old ordinance makes 
unlicensed spell-binding a high crime 
and m isdemeanor. For this reason an 
occasional pilgrim age is made to  the 
P laza where soap-box oratory  is still 
countenanced.

The Plaza, which was the original

sunny spot of old Los Angeles, always 
gives me sort of a thrill, though not 
exactly of fierce excitem ent. For in
stance, day after day I have noticed 
two old Chinamen who come there to 
sit and blink in the sun.

About the same time each day they 
come shuffling out of some doby h ab
itation in Chinatown, across the way, 
and they find the same bench where 
they continue their m editations undis
turbed. They call these old celestials 
the “Two Bhuddas,” because of cer
tain resem blance they bear to the saint 
of India, whose teachings still guide 
the lives of millions of hum an beings.

Like stone statues these old men sit 
beneath the pepper trees, dusty and 
grimy, because of the aridness of the 
sreets. They never speak, not even to 
each other. A rm s folded across their 
chests, w ithered eyes regarding im
agined paradises, the surroundings 
could be a desert for all the heed they 
pay to the endless uproar.

O ther individuals come into the 
Plaza to argue, rest, eat their luncheon 
or read the newspapers, but they al
ways treat these two old men with 
reverence and awe. Their silence 
seems so unlim ited and their faces 
m irror visions of away beyond.

One hears a lot of little stories about 
the "Tw o Bhuddas," which are prob- 
abty in no wise authentic, but then the 
fairy tales of H ans C hristian Andersen 
were never founded on fact, withal in
teresting.

It is said these two philosophers 
were once great “tong” leaders—high
binders, whose gory exploits finally 
appalled them  and they took to  m edita
tion on the teachings of the wdse men 
of old, to guide them  through a life 
they were afraid to live, because of the 
fearful phantom s which haunted the 
highways. Then it is also said that 
they were great m andarins once in 
Peking, who owned m ighty palaces 
filled with gold and silk, inlaid fu rn i
ture, precious vases and deep rugs 
woven with dragons. Also that the 
“Two Bhuddas” angered a man 
m ightier than they who drove them 
from China, with axemen seeking their 
heads.

But o ther wise heads have discov
ered that these strange beings are en
dowed with the secrets of the ancient 
sages and have sent their souls into the 
heart of existence, where they wait for 
the passing which will stifle all human 
activities.

But at any rate they are interesting 
bits of Dresden china, and w’hile they 
are never known to converse and may 
have nothing in common except that 
they have accumulated sufficient of the 
world's goods for the proverbial rainy 
day, and are really enjoying the sunset 
of active lives, which we so often hear 
about in theory, but so seldom witness 
in practice.

At least they are features of the 
Plaza, as the Plaza is a feature of the 
city of angels, where one can imagine 
retrospectively Spanish activities of 
the eighteenth century, with the old 
mission church in the background. The 
dons have been deleted from the films, 
but much rem ains of the stage settings 
and. like the “Two Bhuddas,” and I 
like to think about them.

The frequency of H ickm an’s trials 
has become som ewhat of a bore for 
those who relish such entertainm ents, 
so another species of trial, obtaining 
money under false pretenses, has been 
staged, founded on the failure of cer
tain prize fight m agnates to oull off a 
bout after 40,000 addle pated individ
uals had paid five bucks each for the 
privilege of w itnessing a butchering 
contest. It looks to  me as though the 
evil of the one crime m ight neutralize 
the evils of the o ther and that the par
ticipants could consider them selves in 
great luck to keep out of jail as ac
cessories.

One wouldn’t j^eally believe th at such 
brutalizing exhibitions could prove 
good advertising for the Province of

“ A MAN IS KNOW N BY T H E  
COM PANY H E  K E E P S ”

T h at is why LEADERS of Business 
and Society m ake the ir head

q u arte rs  a t  the

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

“ An e n tire  c ity  block of H o sp ita lity ’' 
GRAND RAPIDS, MICH. 

Rooms |2.25 and up. 
C afeteria Sandwich Shop

Jl

Warm Friend Tavern
Holland, Mich.

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

E. L. LELAND. Mgr.

HOTEL OLDS
LA N SIN G

300 Rooms 300 Baths 
Absolutely Fireproof

Moderate Rates
Under the Direction of the 

Continental-Leland Corp.

G eorge L. C rocker,
Manager.

Wolverine Hotel
BOYNE CITY , M ICHIGAN 

F ire  Proof—60 room s. T H E  LEAD 
ING COM M ERCIAL A ND RESORT 
H O TE L. A m erican  P lan , $4.00 an d  
u p ; E uropean  P lan , $1.50 an d  u p  

Open th e  y e a r  a ro u n d .

HOTEL FA IR BA IR N
Colum bia a t  John  R. S ts . D e tro it 
20o Rooms with Lavatory $1.50, $1.75, 62.00 
100 Rooms with Lavatory and Toilet 62.25 
100 Rooms with Private Bath 62.50, 63.00 

R a te s  by  th e  W eek  o r  M onth 
"A H O M E AW AY PROM  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

Occidental Hotel
F IR E  PR O O F 

C E N TR A LL Y  LOCATED 
R ates  $1.50 an d  up  

E D W A R T R. S W E T T , M gr. 
M uskegon - Mi chi gan

HOTEL GARY
GARY, IND. H olden o p era ted
400 Rooms from $2. E verything 
modern. One of the  best hotels In 
Indiana. Stop over n igh t w ith us 
en route to Chicago. You wiU like 
It. C. L. HOLDEN. Mgr.

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

300 Room s W ith  o r W ith o u t B ath  
P o p u la r P riced  C a fe te r ia  in C on

nection . R a tes  $1.50 up.
E. S. R ICH A RD SO N , P ro p rie to r

WESTERN HOTEL
BIG R A PID S, M ICH.

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

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

NEW BURDICK
KALAMAZOO. MICHIGAN

In th e  V ery  H e a r t o f th e  C ity  
Fireproof Construction 

The only All New Hotel in the city. 
Representing 

a  $1,000.000 Investm ent.
?50 Rooms—150 Rooms w ith P riv a ts  

Bath.
European $1.50 and up per Day.

RESTAURANT AND GRILL— 
C afeteria, Quick Service, Popular 

Prices.
E n tire  Seventh Floor Devoted to 

Especially Equipped Sample Rooms 
W A L T E R  J .  HODGES,

P res , a n d  G an. M gr.
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Sunshine, but these debasing stunts 
are pulled off every few days and Cal
ifornia legalizes them  by placing them  
under control of a so-called com m is
sion. Especially would this apply to 
Los Angeles, where so much space is 
taken up daily by crime annals in the 
public press.

The defense of Californians to the 
charge that her citizens are abnorm ally 
lawless is that her climatic advantages 
have brought here hordes of irrespons- 
ibles and criminals, but one m ight go 
further and give as a reason for this 
undesirable influx the fact that she 
openly abets and advertises question
able entertainm ents such as prize 
fighting.

The swift rise of prize fighting from 
an unholy place am ong acts of out
lawry to a position of eminence in 
sporting circles calls out much com
ment. I t  was not long ago, as al
m ost any old tim er will tell you, th at a 
man who wanted to  see a prize fight 
and still be on his job the next m orn
ing took along enough dough to make 
a cash deposit for his bail in case he 
was arresed when the police raided the 
place where it was pulled off. They 
were usually pulled off in the rear of 
a saloon, some friendly farm er’s barn 
or on an island in the middle of some 
river where no one suspected there 
would be any such illegitimate g a th 
ering.

The audience was made up of false- 
alarm sports, who never took kindly to 
a suggestion that they m ight possibly 
have attended such a disgraceful affair, 
usually denying such participation.

Nowadays, however, you find a t the 
ringside the banker huddling alongside 
of the sheriff or o ther law enforcem ent 
officer, thirsting  for the spectacle of 
blood-letting.

And they go so far as to make a 
court claim of hijacking because some 
thrifty  financier gathers in their shek
els and fails to give them  their value in 
uplifting entertainm ent.

And besides all this—as M cKee 
Rankin used to playfully rem ark: “W e 
wonder at the increase of crime.”

F rank S. Verbeck.

Predicts Firm Prices on Soft Wheat 
Goods.

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

T he flour buyers, as well as the pur
chaser of other m erchandise has for 
the past three or four years adopted 
the policy of purchasing in a hand-to- 
mouth fashion; hardly in excess of 
nearby trade requirements. Generally 
speaking, this has probably proved a 
profitable policy.

W ith corrected figures late in the 
fall and early in the w inter covering 
the crop of wheat produced in the 
United States and Canada, both spring 
and winter, it appeared prices were 
high enough, as more wheat was raised 
in N orth America last year than the 
one previous, with the probability of 
no larger demand either at home or 
abroad.

Government figures, it has been dis
covered, however, made insufficient 
allowance, if any a t all, for inferior 
grades of wheat and the am ount being 
ground by farm ers for feed.

The trade really had a w arning that 
wheat was good property when it was 
found impossible to force prices down 
during the holiday season and the fore 
part of January—the period of p a r
ticularly light buying—resulting in a 
rather heavy m arketing of grain on the 
part of the producer to obtain tax 
money and funds for the purchasing 
of holiday goods.

A definitely upward trend of prices 
set in the fore part of January. This

trend became very pronounced by the 
first of February, since which time 
prices of choice grades of soft wheat, 
particularly, have advanced rapidly.

Increased demand from abroad, with 
closing of lake navigation and the prob
ability of ra ther late opening this 
spring, together with shortage of the 
soft wheat has stim ulated the price of 
the hard varieties, both spring and 
winter, and all grades of wheat ap
pear to be occupying reasonably strong 
position with the outlook for well 
m aintained prices for another eight or 
ten weeks.

I t is alm ost certain that soft wheat 
will hold very firmly until new crop a r
rival, for practically every section of 
the country is really short of high 
grade soft w heat varieties. This sho rt
age, of course, is reflected in very 
strong prices. T he farm er has been 
paid the past two or three weeks from 
$1.40 to $1.50 per bushel. This means, 
of course, the price at the mill. Freight 
paid and so forth  is fully 10c per 
bushel higher. T here has not been as 
sharp an advance in the hard varieties 
of wheat, although, as stated hereto
fore, they have also shown an upward 
tendency and are on a considerably 
higher plane than six weeks ago.

This, of course, is the season of crop 
scares, and reports are coming in of 
serious damage to growing w inter 
wheat crops, both hard and soft.

One crop reporter went so far as to 
say that he, after exam ining 200 fields 
of wheat in the Central States, was of 
the opinion that at least ninety-nine 
of the 200 fields were beyong recovery, 
and that the ground would have to be 
replanted to some other crop.

This is ra ther a strong statem ent and 
we believe does not represent an aver
age condition, although undoubtedly 
considerable damage has been done. 
W e can tell m ore about this, however, 
in about three weeks or by the middle 
of April. T hey seem to have to kill 
the crop off two or three times every 
spring in order to obtain a good yield 
at harvest time, and this year, even 
though prospects are for considerable 
damage, may not be an exception.

The grow ing condition of winter 
wheat will naturally have its influence 
on present values, but w ith the scarcity 
of choice grades of soft wheat it is 
very doubtful if m aterial slump de
velops for this class of goods prior to 
receipt of new grain along in July.

N aturally  the higher w heat goes the 
weaker is its position and, undoubtedly, 
the trade will profit by buying con
servatively until new wheat arrives at 
least.

Sentim ent has been bearish right 
straight through the past six m onths. 
I t  is one of those occasions where the 
old rule, “ I t pays to be on the opposite 
side of the fence from the crow d” 
worked out to excellent advantage. W e 
were not expecting as sharp an ad
vance as developed and we know from 
contact w ith various sections of the 
country from a trade standpoint that 
the buyer was not expecting as sharp 
an advance, but nevertheless it came, 
and probably firm prices on soft wheat 
goods will be the order of the day 
until next July at least.

Lloyd E. Smith.

Items of Interest To Grand Rapids 
Council.

Grand Rapisd Council, No. 131, al
ways a pioneer in progressive m eas
ures, has adopted a plan of closer 
team work between the m em bership and 
the official personnel of the Council 
which m ay well be copied by other 
councils in Michigan and elsewhere. 
A t the regular meetings, which are 
held in the Rowe H otel the first Satur
day evening in each m onth, many 
things for the good of the Council are 
brought before the organization, but 
owing to the volume of business and 
initiations, we have long felt that some 
of the proposed m easures should have 
more careful and thorough considera
tion than they have received, owing to 
lack of time.

T o overcome that situation, a m eet
ing was held Saturday night of the 
P ast Senior Counsellors and the of
ficers of the Council and a perm anent 
organization was formed, known as 
Past Senior Counsellors’ Association of 
Grand Rapids Council, No. 131. This 
organization will meet the third Sat
urday of each m onth to carefully con
sider any measure which will promote 
the best interests of the Council. Their 
recom m endations or actions are not 
final, however, as the same measures 
will be brought before the Council with 
their recom m endation for final action. 
The officers of this organization shall 

consist of the Past Senior Counsellors, 
who will give to the Council the bene
fit of their years of experience in going 
through the chairs of the various of
ficers from Sentinel to Past Counsellor. 
This has the advantage of m aintain
ing an active interest of the members 
who have received all the honors the 
Council could confer upon them and 
also maintain perm anently their direct
ing influence which, by reason of their 
experience, is the best in the Council.

W illiam Bosman was elected tem 
porary chairm an and Past Senior Coun
sellors H om er R. B rad fie ld ,'P erry  J. 
Larrabee, and Fred DeGraf were ap
pointed a committee to form ulate plans 
for the close co-operation of the new 
organization w ith Council No. 131.

Junior Counsellor Robert E. Groom, 
who represents the Cleveland Burial 
Case Co., of Cleveland, was called to 
the home office last week for a con
ference w ith the sales m anager and 
designer. H is company is about to 
offer to the public, through the trade 
sold by Mr. Groom and o ther sales
men, som ething new  ̂ in designs, pa t
terns and style, and they desire the 
approval of their leading salesmen be
fore placing same on the m arket.

T he Phelps Hotel, Greenville, which 
has long been noted for its excellent 
cuisine and homelike atm osphere, had 
a further surprise for their patrons last 
week, when the proprietor, E rnest An- 
sted, greeted the boys at the desk with 
a double smile and presented them 
with two cigars of the custom er’s 
choice. W hen enquiry wras made as to 
the cause of this unexpected gen
erosity, he jubilantly told them  the 
cause was twins. The best wishes of 
the Council are with the proud parents 
and the new m em bers of the family.

Mr. and Mrs. E. B. Collins, from 
Beachwood Point, W all Lake, Mich.,

were entertained last Sunday by our 
genial secretary-treasurer, Allen F. 
Rockwell, and his wife. There was an 
elem ent of business in this visit, as 
plans were made for an aggressive 
campaign against the finney tribe of 
W all Lake. The zero hour or time of 
attack  will be about 12:01 a. m. June 
16. Clever strategy*and artful decep
tion will be employed by those engaged 
in the attack to lure the mem bers of 
the tribe from their safe re treat into 
the open space for combat. W e make 
no predictions as to the outcome, but 
they prom ised to file a complete re 
port of the engagem ents with the of
fice of the Scribe.

W e regret to report that L. T. Hol- 
bin, 1371 Plainfield avenue, has placed 
his five year old son in the B utterw orth 
hospital for treatm ent for pneumonia. 
H is early recovery is hoped for by 
all the mem bers of the Council.

T ravis Daniels was unfortunate in 
being hit by an automobile when on 
Lake Drive last Saturday and sus
tained a double fracture of the ankle. 
The driver of the automobile was a 
m ember of the detestible class of “H it 
and R un” drivers, and his identity at 
this time is unknown. B rother D an
iels is confined to his home at 817 
M erritt street, where he doubtless will 
appreciate any of the boys dropping in 
for a few minutes.

Mrs. Anna Hohn, m other of Mrs. 
Gerald W agner, while visiting her 
youngest son at Kokomo, Indiana, 
passed on quite suddenly, due to heart 
trouble, with which she had suffered 
for some time. T he rem ains were 
brought to the home of Mr. and Mrs. 
Gerald W agner, where funeral was 
held and burial a t Oakhill cemetery.
1 he Council express their sym pathy 

t"* Mr. and Mrs. W agner and relatives.
“Si” Perkins, who has covered M ich

igan for quite a while selling cigars 
and who has distinguished himself not 
only as a salesman, but as a leader 
of comm unity singing in the Sales
m en’s Club of Grand Rapids and else
where, has recently entered the em 
ploy of the American Cigar Co. and 
left Grand Rapids. Sunday for De
troit, where he will make his new 
headquarters. H is genial personality 
will be much missed in our gatherings.

As we recall it, the Hotel Associa
tion of Michigan and the United Com
mercial T ravelers of Am erica some 
time ago acted jointly on the courtesy 
of rates being posted in the hotel room. 
The individual hotel proprietors who 
were mem bers of the Association 
heartily agreed at th at tim e th at was 
the courteous and efficient thing to  do, 
in effecting uniform  rates for the same 
room s occupied by the commercial 
travelers. I t  has been our observation 
that some of the prom inent hotels in 
Michigan have not as yet posted the 
rates in their rooms. T his is not w rit
ten in any spirit of criticism, but m ere
ly as a courteous rem inder that it 
should be done. T he Scribe.

Fishville— Irving Greenhoe, who has 
conducted the general store of the 
R obert Evans estate since the death of 
his father-in-law  (M r. E vans), has p u r
chased the stock and will continue 
the business in his own name.
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The Druggists Research Bureau.
Prof. Paul C. Olsen recently con

ferred with the U. S. D epartm ent of 
Commerce relative to the stock sim 
plification study which the D ruggists’ 
Research Bureau is now conducting. 
The results of this conference, as set 
forth  in a report by Prof. Olsen to the 
Bureau Committee, are of more than 
usual interest.

It was the object of Prof. Olsen, 
who is a m em ber of the D irecting 
Committee of the Bureau, to gain im
m ediate and first hand criticism and 
suggestions regarding the m ethods of 
procedure which the Bureau is follow
ing in its present stock simplification 
census.

Prof. O lsen checked over with gov
ernm ent officials reports on stock sim
plification already subm itted by retail 
druggists. M ethods of analyzing re 
ports were also considered. I t was 
also the object of Com mitteeman O l
sen to  discuss with governm ent of
ficials a proposed complete census of 
a limited num ber of stores in a specific 
area. T his plan contem plates deter
m ining from an entire year’s purchases 
the absolute and real am ounts of sales 
of various classes of goods and the 
turnover being obtained on them. In 
discussing this phase of the work Prof. 
Olsen says that “A probable result of 
this special census is th at it will be 
shown that 80 per cent, or more of a 
typical store’s business is done in about 
20 per cent, or less of the item s it 
handles. Such a result would accu
rately tell the druggist the principal 
source of his profit.”

T he m em bers of the D irecting Com
m ittee of the Bureau realize th at there 
are practically no precedents to  guide 
the Committee in the stock simplifica
tion census work being done. T he 
drug industry is a pioneer in this re 
search as it applies to retail stores. 
Num erous authorities have said that 
the proposed stock simplification study 
for retailers is sound, but practically 
none have been able to  contribute use
ful suggestions on procedure.

In  closing his report, Prof. Olsen 
sta tes: " I was especially anxious to
check a fact which appeared in the 
analysis of the re tu rns already received. 
Large stores uniformly seem to carry 
larger stocks than sm aller stores. A t 
first glance this m ight seem to indicate 
that the salvation of the small store, if 
it would become large, lies in increas
ing ra ther than  simplifying its stock. 
However, a principle not to be forgot
ten in all stock simplification work is 
that only those item s should be elim
inated for which no im portant demand 
exists. T here is nothing inherently 
w rong w ith the stock of a store which 
has forty  brands of hair tonic, if they 
are selling. On the o ther hand, a

.sto re  with six brands on hand and 
only three selling very well could af
ford to simplify its stock.”

T he Bureau Nation-wide Toilet 
Goods Stock Simplification Census 
blanks are now available. Every drug
gist who has not filled one out should 
do so.

The Vitamins.
Vitam ins labeled A, B, C, D and E 

are fairly well known. Now comes a 
new’ one which it is proposed to call 
Vitamin F. This lettering of the v ita
mins, instead of giving them  the jaw 
breaking but m eaningful names usual 
am ong chemists, is sym ptom atic of 
the m ystery that surrounds them. Not 
one of the list, not even those called 
A and D, which are the best known, 
has ever been isolated or analyzed. 
Physicians infer their existence from 
the illnesses that follow when they are 
absent. Evidently the quantities of the 
alphabetical regim ent need be only very 
tiny to produce their characteristic ef
fects. A great obstacle to  interpreting 
them, however, is the fact that no one 
has the least evidence of w hat they 
are really like.

A but one of them, the absence of 
which causes rickets, there are facts 
suggesting an interesting theory. This 
one seems to be frozen sunlight, and 
the others m ay be not unlike it. T he 
phrase is not too flimsy a m etaphor, 
for w hat sunlight does to  create this 
vitam in is very like w hat cold does 
when it freezes water. T he small units 
of m ost of the chemicals im portant to 
life, which chem ists used to  call mole
cules, are very complicated things. One 
such m ay contain fifty or a hundred 
atoms. I t  resem bles a com pany of sol
diers, who m ay be ranged in different 
form ations, as set down in the drill 
regulations. Ju s t so the atom s in these 
chemicals im portant to  life m ay be 
differently arranged, it is probable that 
the vitam ins are particular ones of 
these arrangem ents.

F o r the vitam in th at sunlight creates 
it is necessary only th at solar rays, or 
o ther rays of the proper kind, fall on 
certain oily materials. A new arrange
m ent of the atom s is caused, as the 
touch of cold resets the atom s of wa
te r into the rigid crystal of ice. This 
vitam in is, as the physicists say, an 
“activated” assem blage of atom s, ow
ing its potency to the new atom ic a r
rangem ent which the light rays cause. 
I t  is not impossible th at others of the 
growing list m ay be similar activations 
worked on different chemicals to sta rt 
with or other kinds of activation w ork
ed on the same chemical.

First Aid Week.
The object of this Nation-wide dem 

onstration, called F irst Aid W eek, is 
to  impress upon the American people 
the im portance of instantly  taking care 
of injuries, no m atter how slight, and 
of being prepared to  do the right thing 
a t the right time.

National F irs t Aid W eek advertising 
and publicity will increase the prestige 
of the Pharm acist as a professional 
man in your community. I t  will make 
more friends for you, and bring in 
old friends who just need to  be rem ind
ed of purchase a t your drug store.

Furtherm ore, F irst-A id W eek is a 
profit w inner for you.

T his week ending M arch 24 will 
mean m any additional sales if you co
operate w ith the F irst Aid W eek idea, 
and by window displays, counter dis
plays, and personal effort educate your 
custom ers th at your store is the place 
to  buy the m any first aid items needed 
in every family. You have just inven
toried your store and should, with a 
little thought, be able to display not 
only bandages, iodine, and the princi
pal first aid sellers, but all item s closely 
allied to these em ergency medicines.

F irst Aid W eek is a drug store ad
vertiser. O ur m erchandising problem 
to-day is to keep our business—First 
Aid W eek is a business-keeper.

Easter Business.
The 8th of April m arks the end of 

L ent and is the joyous occasion of the 
celebration of E aster. I t  comes a t a 
season which is m arked by bursting 
buds and grow ing things, indicating 
that old E arth  which has been bound 
in the chains of w inter is shaking off 
the shackles and is coming forth in 
streng th  and beauty once again.

I t is indeed a joyous season, and 
there is born in the hearts of hum an
kind a desire to  show their gratitude, 
to  share their happiness w ith others, 
and the m ost natural way of doing 
this is by the giving of gifts.

Nearly every drug store carries in 
stock m any articles which are suitable 
for such an occasion, chief among 
which are candies and perfumes, and 
if these are attractively displayed, ac
companied by appropriate placards, no 
doubt their sale can be greatly  aug
mented.

M any stores confine their efforts on 
these lines to  their regular, every-day 
stocks, while others put in special 
packages for the occasion, but w hat
ever course may be pursued, the big 
thing Is to  let the people know you 
have the goods and to invite them  to 
buy.

Lament Nearly Seventy Years Old. 
W m . I. Benedict, the Kalam azoo 

druggist, recently unearthed the follow
ing jingle from  an old scrap book 
dated 1859:

T he M ich iganders th e y  a re  sad  
B ecause  th e ir  m oney is  so bad,
F o r  a ll th e  banks, save  tw o  o r  th re e  
I t  is sa id  have  d ied  of cholera.

A bout w ild gam e I  c an n o t say.
T u rk ey s  hav e  sim ply  ru n  aw ay .
A nd alk th e  d eer upon th e  land  
H ave now  been k illed  in M ichigan.

W e hav e  five g irls, I ow n ’t is  tru e .
B u t oh, a la s , w h a t c an  we do,
F o r if th e y  w a n t a n  h o n est m an .
H e ’s h a rd  to  f ln d 'in  M ichigan.

The procrastinating  proprietor who 
opens his soda season with the same 
decrepit, leaky fountain he had in the 
fall will find that his cash register also 
is not w orking as it should.

Lazy persons should be great in
ventors as they are always reaching 
for an easier way.

Competitive cutting  of prices results 
less from necessity than from a state 
of mind.

M icroscopes are often useful in pre
scription w ork when try ing  to  find the 
profit.

Forest Tax Law as Proposed in Last 
Tradesman.

Michigan needs forests. T here will 
be greater need ten years from  now 
and increasing need through later 
decades. W e need a forest tax  law so 
framed th at individual ow ners can see 
their way clear for a reasonable con
tract with the State to  the m utual bene
fit of all concerned and w ith the least 
of obstructive or d isturbing conditions 
to thw art the final consum m ation of an 
established forest. T he object of the 
State should be to assure the planning 
and founding and proper m aintenance 
of forests of good tim ber trees.

In  the suggestion made last week 
you will notice that the contract should 
provide th at the contract land should 
not be put on the ordinary tax  roll.

The one great reason is th is: If it
is subject to  sale for annual tax, it may 
result in third parties getting  a claim, 
whereas the main object should be for 
the State to limit the holders of title 
to  the owners who contract to  reforest 
the land and the State in case the own
ers fail to m aintain the forest. It 
seems to me not advisable to  allow the 
least opportunity for any o ther party  
to buy in on a tax title. T he ow ner’s 
share cannot come to  him until the 
harvest, therefore the State should use 
its power and see that proper com 
pliance with the contract for reforesta
tion should be the vital stipulation and 
should be properly safeguarded, so that 
no loophole is left for mischance to 
upset the consum m ation of the objec
tive.

T he owner will be investing in care 
and m aintenance w ork to  bring the 
forest to  its g reatest productive power, 
with no prospect of adequate re tu rn  
until the tim ber is ready for the final 
harvest. In  view of w hat he is doing, 
it seems em inently proper th a t the 
State do its share by m aking paym ents 
to  the local unit and settling the ac
count by further paym ents, if neces
sary, when the severance tax  is due. It 
seems a just, a wise and a proper 
course to  keep the land free of any 
chance tax sale. The State needs a 
clear title when, if it so happens, it be
comes necessary to take over the fo r
est for any failure in con tract specifi
cations. Common sense dictates that 
no tax title be allowed to  circum vent 
a clear title to the 'State, therefore the 
m ost direct way will be, as above in
dicated, by keeping the land off the 
local tax  rolls.

There is a world experience in for
estry which should lead us to  act, to 
accomplish definite progress for our 
welfare and advancem ent throughout 
the years to  come. Am ong significant 
public phases of French forestry  the 
m ost prom inent is the legal recognition 
of forests as a resource standing apart 
from  other resources in its need for ex
traordinary care and protection.

M ichigan has the same corporate 
power th a t France has and should ful
fill its duty to later generations by 
definite rules will lay a complete foun
dation for full conservation of the po
tential power of our soil and climate in 
the production of good timber.

Frederick W heeler, 
President Michigan Forestry  Assn.
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WHOLESALE DRUG PRICE CURREN ï
Prices quoted are nominal, based on market the day of L sue.

The naming in your Will of an Executor 
and Trustee is second in importance only 
to the making of the Will itself.

The Michigan Trust Company is an 
organization with special fitness for this 
duty.

¿TOGO

MichiganTrust
C O M P A N Y

GRAND RAPIDS

THE TOLEDO PLATE & WINDOW GLASS COMPANY
MIRRORS—ART GLASS-DRESSER T O P S —AUTOMOBILE—SHOW CASE GLASS

All Kinds of Glass for Building Purposes
501-511 Ionia Avenue.. S. W . Grand Rapids. Michigan

<? “MONOGRAM” BRAND SANITARY 
SEALED BOTTLED GOODS

All put up in Metal Screw Cap Bottles (with few exceptions) 
attractively labeled, and highest grade of goods. Here is the 
list:
Ammonia, Bay Rum, Benzine, Beef Iron and Wine, Carbolic 
Acid, Citrate of Magnesia, Extract Anise, Extract Lemon, Ex
tract Vanilla, Extract Wintergreen, Extract Witch Hazel, Food 
Colors, Formaldehyde Fluid, Extract Cascara, Aromatic, Gly
cerine, Glycerine and Rose ^Vater, Goose Grease, Hoffman s 
Anod- ne, Lime Water, Oil British, Oil Camphorated, Oil Cas
tor, Oil Cinnamon, Oil Citronella, Oil Cloves, Oil Cocoanut, 
Oil Cod Liver, Oil Cotton Seed, Oil Minerial, Oil Fish, Oil 
Neatsfoot, Oil Olive, Oil Peppermint, Oil Sewing Machine, 
Oil Skunk, Oil Tar, Oil Wintergreen, Mercurachrome Solution, 
Spirits Ammonia Aromatic, Spirits Camphor, Spirits Nitre, 
Spirits Peppermint, Spirits Turpentine, Solution Silicate of 
Soda, Tincture Aconite, Tincture Arnica, Tincture Belladonna, 
Tincture Buchu, Tincture Iron Chloride, Tincture Iodine, Tinc
ture Lobelia, Tincture Nux Vomica, Tincture Opium Cam
phorated.

Hazeltine &  Perkins Drug Company

Acids
Boric (Powd.) _
Boric ( X ta l )__
C a rb o lic_______
Citric _________
M uriatic ______
N itric _________
Oxalic ________
Sulphuric _____
T a r ta r i c _____ _

1 2 %® 20 
16 0  26 
38 ® 44 
63 0  70 
3 * 9  8
9 9  16

16%® 26 
3 * 9  8

60 O M

A m m onia
W ater, 26 deg__ 06 9  10
W ater, 18 deg__05%@ 13
W ater, 14 deg__04%® 11
C a rb o n a te____ 20 ® 26
Chloride (Gran. 09 0  20

B alsam s
C o p a ib a ____ . . .  1 00® 1 26
F ir  ( C a n a d a )   2 76®3 00
F ir ( O re g o n )   66®1 00
Peru  . . . . . . . . . . .  3 00® 3 25
Tolu __________ 2 00® 2 25

B ark s
Cassia (o rd inary ). 26® 30 
C assia (S a ig o n ).. 60® 60 
Sassafras (pw. 60c) @ 50 
Soap Cut (powd.)

35c ____________ 20® 30

B erries
Cubeb ___________ @1 00
P i s h _____________ ® 25
J u n ip e r ___________10@ 20
Prickly A s h _____  @ 76

E x tra c ts
Licorice _______   60® 66
Licorice, p o w d .__ 60® 70

Flow ers
Arnica ________  1 75@1 85
Chamomile (Ged.) @ 40 
Chamomile R om ,. ® 60

Cotton S e e d ___ 1 35®1
C u b e b s _____ . . .  6 50®6
E ig e ro n __ . . . _ 7 60®7
E u c a ly p tu s__1 26® 1
Hemlock, pure_ 2 00®2
Juniper B erries. 4 50®4 
Juniper Wood .  1 50® 1
Lard, e x t r a ___ 1 55®1
Lard, No. 1 ____ 1 25®1
Lavender Flow_ 6 00® 6
Lavender G ar’n . 85® 1
Lemon _______ 4 25 «  4
Linseed, raw, bbl. @ 
Linseed, boiled, bbl @ 
Linseed, bid less 87@1 
Linseed, raw, less 84® 
M ustard, artifll. oz. ®
N e a ts fo o t_____ 1 36® 1
Olive, pure ___  4 00@6
Olive, Malaga,

y e llo w _______  2 85®3
Olive, Malaga,

green _______  2 85@3
Orange, Sweet .  5 0005 
Origanum, p u re . 0 2  
Origanum, com') 1 0001
Pennyroyal ___  3 25® 2
P e p p e rm in t___  5 50@5
Rose, pure ._  13 60®14 
Rosem ary Flows 1 26®1 
Sandelwood, E.

I . __________ 10 60010
Sassafras, true  1 7502 
Sassafras, a r ti 'l  7501
S p e a rm in t_____  8 0008
Sperm . . . . . . __  1 6001
T any  _________  7 00@7
T ar USP _____  65®
Turpentine, b b l ._ @
Turpentine, less 71@
W intergreen,

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

birch _______  3 0003
W intergreen, a r t  7501
W orm S e e d ____  5 50@5
W o rm w o o d_ 15 00015

MANISTEE Michigan GRAND RAPIDS

Gums
-tcacia, 1 s t _____
Acacia, 2nd ___
A cacia, S o r t s __
A cacia, Pow dered  
A loes (B arb  Pow ) 
Aloes (C ape Pow ) 
A loes (Soc. Pow .)
A safoe tida  _____

Pow. _________
C a m p h o r_______
G uaiac  _________
G uaiac, pow ’d _
K ino ___________
Kino, pow dered_
M yrrh  _________
M yrrh , pow dered 
Opium , powd. 19 
Opium , g ran . 19
Shellac  _______ _
Shellac  _______
T rag a c a n th , pow.
T ra g a c a n th  ___
T u rp en tin e  ____

50® 55 
45® 60 
20® 26 
35® 40
25® 35 
25® 35
75® 80
5U® bU 
7501 00 
85® 90 

® 80
0  90 
@1 25
0 1  20
@ 75
@1 00

65019 92 
65@19 92 
65® 80
75® 90 

0 1  75 
2 00@2 35 

0  *0

Insectic ides
Arsenic ___ ____
Blue V itrio l, bbl. 
B lue V itrio l, less  
B ordea. M ix D ry  
Hellebore, W hite

p o w d ered _____
In se c t P ow der 42 
L ead  A rsen a te  Po. 
Lime and Sulphur

D ry  ___________
P a r is  G r e e n ___

08® 20 
@07% 

09® 16 
12® 26

18® 30 
%@ 50
13%@30

08® 23 
24® 42

Oils
Almonds, B itter,

tru e  . . . __ ___
Almonds, B itter,

a r t if ic ia l____ _
Almonds, Sweet.

tru e  . . . . . . __ _
Almonds, Sweet, 

Im itation . . . .
Amber, c r u d e _
Amber, rectified
A n is e __________
Bergam ont ___
C ajep u t _______
C assia  ________
C a s t o r _________
Cedar L e a f ___
Citronella _____
C lo v e s_________
C ocoanut _____
Cod L iv e r _____
Croton ________

35

B e lla d o n n a ____
Benzoin _______
Benzoin Comp’d .
Buchu _____ ___
C antharadies __
Capsicum ______
Catechu . . . _____
Cinchona ______
Colchicum _____
Cubebs ________
Digitalis ____ __
Gentian ________
Guaiac _________
Guaiac, Amm on..
Iodine _________
Iodine, Colorless.
Iron, C lo ._______
Kino ___________
M y r r h ________
Nux V o m ic a ___
Opium _________
Opium, Camp. — 
Opium, Deodorz’d 
Rhubarb _______

Paints

25

P o tassium
B ic a r b o n a te ___
B ic h r o m a te ____
B rom ide ________
B r o m id e _______
C hlo ra te , g ra n ’d 
C hlora te , powd.

o r X ta l _____
C yanide _______
Iodide _________ 4
P e rm a n g a n a te  — 
P ru ss ia te , yellow 
P ru ss ia te , red  _ 
S u lp h a te  ______

Roots

35® 40
15® 25 
69® 85 
54® 71 
23® 30

16® 25
30® 90
36@4 55 
20 0  30
40® 50

@ 70
35® 4o

Leaves
B uchu  _________  @1 05
Buchu, powdered 0 1  10
Sage, B u lk _____  26® 26
Sage, % loose . .  0  40
Sage, powdered_ ® 26
Senna, Alex. . . . .  60® 76 
Senna, Tinn. pow. 30® 26 
Uva U r s i _______  200 26

7 6007 TS

2 00®2 26
1 6001 80
1 0001 26 
1 26®1 60 
1 5001 76
1 25@1 60 
9 00®9 26
2 00® 2 25
3 00@3 25
1 5001  75
2 0002 26 
1 2601 60 
2 6002 76 
27%@ 36 
2 05@2 25 
2 0002 26

0 1  44
0 2  28
0 2  40 
0 2  16 
0 2  62 
0 2  28
0 1  44
0 2  16 
0 1  80
0 3  76 
0 2  04
0 1  35
0 2  28 
0 2  04 
®1 25 
0 1  50 
0 1  56
0 1  44
0 2  62 
O l 80 
0 6  40 
0 1  44 
0 6  40 
0 1  92

A l k a n e t_________ 30® 3a
Blood, pow dered- 35® 4u
C alam us ________  35® 75
E lecam pane , pwd. 25® 3o 
G en tian , p o w d .. .  20® 30
G inger, A frican ,

p o w d e re d _____  30® 35
Ginger, Ja m a ica . 6o® 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, powd._20® 30
Orris, powdered- 30® 40
Poke, powdered— 35® 40 
R hubarb, pow d... ©1 00
Rosinwood, powd. ® 40
Sarsaparilla, Hond.

g ro u n d _______  @1 10
Sarsaparilla Mexican, 
Squills . . . . . . . . . .  35® 40
Squills, powdered 70® 80 
Tumeric, pow d... 30® 25
Valerian, pow d ... ®1 00

^eeds
A n i s e _______   9 >6
Anise, powdered 36® 40
Bird, I s _______  13® 17
Canary . . . . . . . .  10® 16
Caraway, Po. .30 25® 30
C a rd a m o n ___ _ 3 25@3 50
Coriander pow. .30 25® 30
Dill ____ . . . . __  16® 20
F e n n e ll_________  35@ 50
F l a x ______________ 19 16
Flax, g r o u n d ___  7® 16
Foenugreek, pwd. 15® 26
Hemp . . . . . . __ 8® 15
Lobelia, p o w d ._ @1 60
M ustard, yellow 17® 26
M ustard, black_ 20® 26
P o p p y ___ _. . . .  15® 80
Quince . . . . __ . . .  1 26® 1 50
Sabadilla ______  45@ 50
S u n flo w er_____ 11 %@ 18
Worm, Am erican 30© 40 
Worm, L evant _ 6 00@6 50

L ead, red  d r y _13% @13%
L ead, w h ite  d ry  13%@13%
Lead, w hite oil_13% @13%
Ochre, yellow bbi. 9  2%
Ochre, yellow less 3 0  6 
Red Venet’n Am. 3%® 7 
Red V enet'n  Eng. 4® 8
P utty  __________ 5® 8
W hiting, b b l .   @ 4%
W h it in g _______  6%@ f
L. H. P . P rep—  2 9003 r  
Rogers P r e p ._ 3 9003 (

M iscellaneous
A cetan a lid  . . . _ 57® 75
A lum  . . . » ______   08® 12
A lum . powd. an d

g r o u n d _______  09® 15
B ism uth , S u b n i

t r a te  __________ 3 15@3 40
B orax  x ta l o r

pow dered  ____  6%@ 16
C an th a rad es , po. 1 5u®2 00
C alom el _ .=____  2 72@2 82
C apsicum , pow d ¡>0up bu
C a r m in e ________  7 0007  60
C assia  B u d s ___  36® 40
Cloves . . . . . ____  50® 55
C halk  P re p a re d . 14® 16
C hloroform  . . . .  63® 60
C hloral H y d ra te  1 20® 1 5u
Cocaine _____  12 85@13 50
Cocoa B u t t e r ___ 65® 90
C orks, lis t, le s s .  40-10%
C o p p e r a s _____ 2%@ 10
C opperas, Pow d. 4® 10
C orrosive S ublm  2 25@2 30
C ream  T a r t a r _36® 45
C u ttle  b o n e ____  40® 60
D ex trin e  _______  6® 15
D over’s P ow der 4 00®4 50 
E m ery , All Nos. 10® 15 
E m ery , P ow dered  @ 15
E psom  S a lts , bbls. @ 3%  
E psom  S alts , less  3%@ 10
E rg o t, p o w d e r e d _(U4 00
F lake , W h ite  . .  15® 20
F o rm aldehyde , lb. 12%@30
G elatine  _______  80® 90
G lassw are, less  55%. 
G lassw are, full case  60%. 
G lauber S a lts , bbl. @02% 
G lauber S a lts  less  04® lo
Glue, B r o w n ___  20® 30
B lue. B row n G rd 16@ 22
Glue, W h t e ___ 27%® 35
Glue, w h ite  g rd . 25® 35
G lycerine ,_______  21@ 45
H o p e ---- ------  7 6 0  95
Iodine _________  6 45 @7 00

Tineturee

Io d o fo rm _____  8 00® 8 30
Lead A cetate . .  20® 10
Mace _ ~     ®1 60
Mace, pow dered. 0 1  60
M e n th o l_______ 7 600 8 00
M o rp h in e ___  12 83013 98
Nux Vomica . . . .  0  30
Nux Vomica, pow. 16® 25 
Pepper, black, pow 50® 60 
Pepper, W hite, pw. 66® 75 
P itch, Burgudry 200 26
Q uassia . . . . -----  120 16
Quinine, 6 oz. cane 0  69 
Rochelle Salts _ 310
Sacharins 2 6002 76

Aconite _
Aloes ___
A r n ic a -----
A safoetida

01  80
0 1  66 
@1 50
0 2  28

Salt P e t e r _____  H O
Seidllta M ix ture. 30® 40 
Soap, green . . . .  160 30
Soap m ott c a s t ._ @ 25
Soap, w hite castile

ease —............- 016  M
Soap, w hite caetile 

less, per b a r  — O l  M
Soda A s h ______  3 0  10
Soda B icarbonate 3% 0 10
Soda. S a l _____ O2%0 08
Spirits Camphor @1 20
Sulphur, r o l l ___ S% 0 10
Sulphur, SuM. — 4% 0 10
T am arinds _____  20® 25
T a rta r  B m e ttc_ 70® 76
Turpentine, Ven. 600 75
Vanilla Ex. pure 1 6002 00 
Vanilla Bx. pure I  2602 60 
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 

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

ADVANCED DECLINED
Corn Syrup Bulk Olives

.... .......... ............. ................................. «

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

AXLE GREASE
«8, 1 lb. _____________4 35
24, 3 lb. _____________6 00
10 lb. pails, per doz. 8 60 
15 lb. palls, per doz. 11 S6 
25 lb. palls, per doz. 19.16

BAKING POWDERS
Arctic. 7 oz. tum bler 1 36 
Queen Flake, 16 oz., dz 2 25
Royal, 10c, doz. ___  95
Royal, 6 oz., d o .__ 2 70
Royal, 12 oz., doz. — 6 20
Royal. 5 lb. ________ 31 26
Rocket, 16 oz., doz—  1 25

K. C. Brand
Per case

10c size, 4 doz. _____   3 70
15c size, 4 doz. ______ 6 60
20c size, 4 doz. ______ 7 30
26c size, 4 d o z ._____ 9 30
50c size, 2 doz. ______ 8 80
80c size, 1 doz. _______ 6 85
10 lb. size, % d o z .___ 6 75
Freight prepaid to jobbing 
point on case goods. 
Term s: 30 days net o r 2%
cash discount if rem ittance 
reaches us w ithin 10 days 
from date of invoice. Drop 
shipm ents from factory.

BLUING

JE N N IN G S

The Original
Condensed

2 oz., 4 dz. cs. 3 00 
1 oz., 8 dz. cs. 3 76

BREAKFAST FOODS 
Kellogg’s  Brands.

Corn Flakes, No. 136 2 86 
Corn Flakes, No. 124 2 85 
Corn Flakes. No. 102 2 00
Pep, No. 224 ________ 2 70
Pep, No. 202 _________2 00
Krumbles, No. 424 ___ 2 70
B ran Flakes, No. 624 2 25 
Bran Flakes, No. 602 1 50

Post's Brands.
G rape-N uts, 24s _____ 3 80
G rape-N uts, 1 0 0 s__2 76
In stan t Postum , No. 8 6 40 
In stan t Postum , No. 9 6 00 
In stan t Postum , No. 10 4 60 
Postum  Cereal, No. 0 2 26 
Postum  Cereal, No. 1 2 70 
Post Toasties, 36s . .  2 85 
P ost Toasties, 24s . .  2 86 
Post’s  Bran, 2 4 s ____ 2 70

BROOMS
Jewell, doz. __________5 26
Standard Parlor, 23 lb. 8 25 
Fancy Parlor, 23 lb.__ 9 25
Et Fancy P arlor 25 lb. 9 75 
Ex. Fey. Parlo r 26 lb. 10 00
Toy _________________ 1 76
Whisk, No. 3 _________ 2 76

BRUSHES
Scrub

Solid Back. 8 in. ___ 7 60
Solid Back, 1 I n . __ 1 76
Pointed E n d s ___ ___ I 26

Stove
S h ak e r ________________1 80
No. 6 0 _______________ 2 00
Peerless _____________2 60

Shoe
No. 4-0 _____________2 26
No. 2 0 ---------------------- a 00

BUTTER COLOR 
D a n d e l io n ____________2 86

CANDLES
Electric Light, 40 lbs. 12.1
Plumber. 40 l b s . ____ 12.8
Paraffine, 6s ______   14%
Paraffine, 1 2 s_______ 14%
Wicking ____________40
Tudor, 6s, per box _ 30

C A N N E D  F R U IT
Apples, No. 10 __ 5 15@5 76 
Apple Sauce, No. 10 8 00 
Apricots, No. 2% 3 40© 3 9« 
Apricots, No. 10 8 50O11 00 
B lack b erries , No. 10 7 60
B lueberries, No. 1 0 _12 50
C herries, No. 2 ______ 3 25
C herries, No. 2 % _____4 00
C herries. No. 1 0 ____ 15 00
L o g an b erries , No. 10 8 50
Peaches, No. 2 ______ 2 76
Peaches, No. 2% Mich 2 20 
Peaches, 2% Cal. 2 25@2 60
Peaches, 1 0 _________  3 50
Pineapple, 1 s l i . ____ 1 35
Pineapple, 2 s l i . _____ 2 45
P ’apple, 2 br. s i . ___ 2 25
P ’apple, 2 br. s L ___ 2 40
P ’apple, 2%, s l i . ____ 3 00
P ’apple, 2, e r a . ____ 2 60
P ineapp le , 10 c r u . __8 50
P ea rs , No. 2 _________ 3 00
Pears, No. 2% —.  . 3 66
R aspberries, No. 2 blk 2 26 
R asp b ’s. R ed, No. 10 11 50 
R aspb 's Black,

No. 1 0 ______________15 00
R h ubarb , No. 1 0 _____ 6 00
S traw b 's , No. 2 3 25@4 75

CANNED FISH
Clam Ch’der, 10% os. 1 36
Clam Ch., No. 8 ____  3 60
Clams, Steam ed, No. 1 2 00 
Clam s, M inced, No. % 2 25 
Finnan Uaddle, 10 os. 3 30 
Clam Bouillon, 7 oz._ 2 60 
Chicken Haddie, No. 1 2 76 
Fish Flakes, sm all __ 1 36 
Cod Fish Cake, 10 os. 1 35 
Cove O ysters, 5 oz. _ 175
Lobster, No. %, s t a r  2 26
Shrimp, 1, w e t _____ 2 26
Sard’s, % OH, Key 6 10 
Sardines, % Oil, k ’less 6 60 
Sardines, % Smoked 6 76 
Salm on, W arren s , %s 3 10 
Salmon, Red A laska 3 75 
Salmon, Med. Almira 2 86 
Salm on, P in k  A la sk a  2 00 
Sardines, Im. %, ea. 10028 
Sardines, Im., %, ea. 85 
Sardines, Cal. __ 1 65© 1 80 
T una, % B lue F in  „  2 25 
Tuna, K b, Curtis, doz. 8 80 
T u n a , %, C u rtis  , doz. 4 00 
Tuna, Is, Curtis, doz. 7 00

CANNED MEAT
Bacon, Med. B eechnut 8 80 
Bacon, I c e .  Beechnut 6 40
Beef, No. 1, C o rn e d_ 8 10
Beef, No. 1, R o a s t___ 8 16
B eef, No. 2%, Q ua. sli. 1 50 
Beef, 3% oz. Q ua. sli. 2 10 
Beef, No. 1, B 'nut, all. 4 50 
B ee fs teak  & O nions, s  3 70
Chili Con Ca., Is  __ 1 35
Deviled Ham, % s __2 20
Deviled Ham , % a __3 60
H am burg Steak &

Onions, No. 1 _____ 3 16
Potted Beef, 4 o z . __1 10
Potted Meat, % Libby 62% 
Potted Meat, % Libby 02% 
Potted Meat, % Qua. 20 
Potted Ham , Gen. % 1 86 
Vienna Saus., No. % 1 45 
Vienna Sausage, Qua. 35 
Veal Loaf, M e d iu m _2 25

Baked Beans
Campbells, lc  fres 5 __ 1 15
Q uaker, 18 oz. _____  1 00
F rem o n t, No. 2 1______ 1 25
Snider, No. 1 _______  96
Snider, No. 2 ________ 1 25
Van Camp, s m a l l___  85
Van Camp, Med. ____ 1 16

CANNED VEGETABLES.
Asparagus.

No. 1, Green tips _  3 76 
No. 2%, L arge Green 4 69
W. B eans, c u t 2 1 6501 75
W. Beans, 1 U __ ___ 7 53
G reen  B ean s , 2s 1 65@2 25 
Green Beans, 10s __ ©7 60 
L. Beans, 2 gr. 1 3602 66 
Lim a Beans, 2s, Soaked 1 16
Red Kid, No. 2 _____ 1 86
Beets, No. 2, wh. 1 75@2 40 
Beets, No. 2, out 1 1001 86 
Beets, No. 3, cu t _ _  1 80
Corn, No. 3, stan . _ 1 16
Corn, Ex. stan . No. 3 1 36 
Corn, No. 2, Fan. 1 8002 36
Corn, No. 1 0 _ 8 00010 76
Hominy, No .3 1 00©1 16
O kra, No. 2, w h o l e _2 15
O kra, No. 2, c u t ___ 1 75
Dehydrated Veg. Soup 00 
D ehydrated Potatoes, lb. 46
Mushrooms, H o t e l s _ 33
Mushrooms, Choice, 8 os. 46 
Mushrooms, Sur E x tra  60
Peas, No. 2, E. J . ___ 1 66
Peas, No. 2, Sift,

J u n e ----------   1 85
Peas, No. 2, Ex. Sift.

E. J . ______________2 25
Peaa, Ex. Fine, F rench 26 
Pum pkin, No. 2 1 8101 86 
Pum pkin, No. 10 4 00 0  4 76 
Pim entos, %, each 12014
Pim entoes, %, each _ 37
Sw 't Potatoes, No. 2% 2 25 
Sauerkrau t, No.3 1 2601 66 
Succotash, No. 2 1 6502 60 
Succotash, No. 2, g lass 2 80
Spinach, No. 1 _______ 1 86
Spnach, No. 2__ 1 $001 8« 
Spinach, No. 1 -  8 1608 60 
Spim ch, No. 10. 6 6607 06 
Tomatoes, No. 2 1 2001 20 
Tomatoes, No. 2, 1 1608 86 
T om atoes, No. 10 6 00 0  7 50

CATSUP.
B -nut, s m a l l____ ____ 1 60
Lily of V alley, 14 oz._2 25
Lily of V alley, % p in t 1 65
P a ra m o u n t, 24, 8 s ___ 1 35
P a ra m o u n t, 24. 1 6 s _2 25
Sniders, 8 o z . ________ 1 76
Sniders, 16 os. ____ . . .  2 56
Quaker, 8 o z . ------------ 1 26
Quaker, 10 o z . ______1 40
Quaker, 14 o z . __ ____ 1 60
Q uaker, G allon G lass 12 00
Quaker, Gallon T in . .  8 00

CHILI SAUCE
Snider, 16 o z . __ ___ _ 8 20
Snider, 8 o z . ___ ____ 2 30
Lilly Valley, 8 o z . _2 86
Lilly Valley. 14 oz. _  3 36

OYSTER COCKTAIL.
Sniders, 16 os. -- --------8 86
Sniders, 8 os. _______8 26

C H E E S E .
R o q u e f o r t______ _______65
K raft, sm all Item s 1 86
K raft, A m e r ic a n _1 66
Chill, sm all tin s  „  1 66 
Pim ento, sm all tin s 1 66 
Roquefort, sm. tin s 2 25 
Camembert, sm. tin s 2 26
W isconsin  D a is ie s ___ 27
L onghorn  ____________  28
M ichigan D a i s y _____ 27
Sap S a g o ____________28
B rick  _____________   28

C H E W IN G  GUM.
Adams Black J a c k  ____ 66
Adam s B lo o d b e rry __ _ 66
Adams D entyne ______ 66
Adam s Calif. F r u i t ___ 65
Adams Sen S e n ________ 66

Beem an’s P e p s i n _____ 66
Beechnut W in tergreen . 
B eechnut Pepperm int -
B eechnut S p e a rm in t__
Doublemint __________ 65
Pepperm int. W rigleys __ 65
Spearm int, W r g i le y s_66
Juicy F r u i t ___________ 66
W rigley's P -K  _______ 65
Zeno ______ ____ ___ __ 66
T eaberry _____________66

COCOA.
D roste’s Dutch, 1 lb._8 50
D roste’s Dutch, % lb. 4 50 
D roste's Dutch, % lb. 2 36 
D roste’s  Dutch, 6 lb. GO
Chocolate A p p le s ___ 4 60
Pastelles, No. 1 _____12 60
Pastelles, % l b . ______ < 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 ______________13 00
7 os. Rose T in Bon

Bons ______________ 9 00
13 os. Creme De Cara-

q u e ________________ 13 20
12 oz. R o s a c e s ______10 80
% lb. R o s a c e s _______7 80
% lb. Pastelles ______ 8 40
Langues De C h a t s _4 80

CIGAR8
G. J. Johnson’s Brand 

G. J. Johnson Cigar,
1 0 c ______________  76 00

Worden Grocer Co. Brands
A iredale  ___________  35 00
H e m e te r  C h a m p io n_ 37 50
In Betweens, 5 foe 25 37 ¿0
Canadian C lu b ___ _ 36 00
L ittle T o m _________  87 50
Tom Moore Monarch 76 00 
Tom Moore P anetrls 66 00 
T. Moore Longfellow 25 00
W ebster C a d illac___  76 00
W ebster Knickbocker 95 00
W ebster Belmont_110 00
W ebster SL Reges 125 00 
Bering Apollos . . . .  96 00
Bering Palm itas _ 116 06
B ering  D ip lom atica  115 00
Bering D e llo se s___  120 00
Bering F a v o r i ta ___  125 00
Bering A l b a a _____  150 00

CONFECTIONERY 
Stick Candy Palls

S ta n d a r d ____________ 16
P u re  S u g a r S tick s  600s 4 00 
B ig  S tick , 20 lb. case  18

Mixed Candy
K indergarten __________17
Leader ________________ 14

CHOCOLATE. X. L  O . _______________ 12
Baker, C aracas, % s ___ 37 French C r e a m s -------------- 1«
Baker, C aracas, % a ___ 86 Parla C re a m s ------------ — 17

Grocers _____________  U
COCOA N UT 

Dunham’s
16 lb. case, %s and 48
15 lb. case, % s _______ 47
15 lb. case, % s _______ 46

CLOTHES LINE.
Hemp, 50 f t . ___  2 0002 26
Tw isted Cotton,

60 f t _______  3 50 0  4 00
Braided, 60 ft. ______ 2 25
Sash Cord ___  3 600 4 00

¡HUME GROCER CO.
■Miriu 

MUSKEGON. MIC!

COFFEE ROASTED 
1 lb. Paokage

M e lro s e_.,___________ 35
L ib e r ty  ______________ 25
Q uaker _____________ 41
Nedrow _____   39
Morton House _•____  47
R e n o ____  36
Royal Club __________ 40

McLaughlin’s Kept-Fresh
Vaccum packed. Always 
fresh. Complete line of 
high-grade bulk coffees. 
W. F. M cLaughlin A Co., 

Chicago.

Coffee Extracts
M. Y., per 100_____ 12
F ra n k ’s 50 pkgs. _  4 25 
Hum m el’s  60 1 lb. 10%

CONDEN8ED MILK
Loader, 4 doz. __ __ 7 00
Eagle, 4 d o z .________ 9 60

F ancy  Chocolate«
6 lb. B oxes 

B ittersw eets, A ss'ted 1 76 
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 D rops P a ils
Anise _________     16
Champion G u m s ______ 16
Challenge G u m s ___ _ 14
Favorite ______________ 18
Superior, B o x e s ______28

L ozenges P a ils
A. A. P ep . L ozenges 16 
A. A. P ink Lozenges 16 
A. A. Choc. Lozenges 16
Motto H e a r t s _____ _  19
Malted Milk Lozenges 21

H ard  Goods P a lls
Lemon Drops ___  IS
O. F. Horehound dps. _ 18
Anise S q u a r e s____  18
P eanut S q u a re s___ ____ 17
Horehound T a b le t s ___ 18

Cough Drops Bxs
P u tnam ’s ___________1 86
Sm ith B r o s ._________1 60

Package Goods 
Cream ery Marshmallows 

4 oz. pkg., 12s, cart. 26 
4 os. pkg., 48a, case 2 40

Specialties
W alnut Fudge _______  28
Pineapple Fudge ______  22
Italian  Bon Bona _____ 17 
Banquet Cream M ints. 27 
S ilver K ing  M .M allows 1 25

Bar Goods
Mich. Sugar Ca., 24, 5c 75
Pal O Mine, 24, 6c ___ 76
Malty Milkies, 24, 6c _ 76
Lemon Rolls _________  76
T ru  L uv , 24, 5 c ________ 75
N o-N ut, 24, 5c _________75

COUPON BOOKS 
60 Economic grade 8 60 

100 Economic grade 4 60 
500 Economic grade 26 66 

1000 Economic grade 27 I#

C u rra n ts
Packages, 14 oz.  ____ 19
G reek, B ulk , lb _____ 19

O atea
Dromedary, 2 6 s ___ 6 76

P each es
Evap. C h o ic e_________ 16
Evap. Ex. Fancy, P .P . 18

Peel
Lemon, American - — 30 
Orange, A m eriaan___ SO

R aisin s
Seeded, b u l k __________ 9
T hom pson’s s ’dles blk 8% 
Thompson’s seedless,

15 oz. ______________ 10
Seeded, 15 o z . _________11

California Prunes
60070, 25 lb. boxes_©08%
50060, 25 lb. boxes_©09
40050, 25 lb. boxes_©10
30 0 40 , 25 lb. boxes_010%
2 0 0  30, 25 lb. boxes_01 6

FARINACEOUS GOODS
Beans

Med. H an d  P i c k e d _09%
Cal. L im as  __________ 10
Brogrn, S w e d is h _____ 09%
Red K idney  _________  10%

Farina
24 p a c k a g e s_______ 3 60
Bulk, per 100 l b s .___ 06%

Hominy
Pearl, 100 lb. sacks _  3 60

Macaroni 
Mueller’s  Branda 

9 oz. package, per dos. 1 SO 
9 oz. package, per oase S 60

Bulk Goods
Elbow . 20 lb. _______  07%
Egg Noodle, 10 lbs. — 14

P ea rl Barley
C hester ______________ 4 25
)000 __________________ 7 00
B arley  G r i t s __________ 5 00

Peas
Scotch, l b . ___________ 66%
Split, lb. y e llo w ___ _ 68
Split g r e e n ______ _ 66

Sage
E ast India  ___ _____ 10

Tapioca
Pearl, ldO lb. sacks   09
Minute, 8 oz., 8 doz. 4 05
Drom edary In s ta n t  _ 3 60

FLAVORING EXTRACTS 
55 Y ears S ta n d a rd  Q uality .

2% Ounce 
T aper Bottle

JENNINGS
PURS

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. 6 00 
8 oz. 9 Oo 
16 oz. 16 00

Jiffy Punch
3 doz. C a r to n _______ 2 35

Assorted flavors.

FLOUR

MILK COMPOUND
Hebe, Tall, 4 d o z ._4 66
Hebe. Baby. 8 do. _  4 40 
Carolene, Tall, 4 doz.3 36 
Carotene, B a b y _____ 3 6#

EVAPORATED MILK

W here 1,000 books are  
ordered a t  a  time, special
ly p rin ted  front cover la 
furnished w ithout charge.

CREAM OF TARTAR 
6 lb. boxes ___________

Q uaker, T all, 4 doz. __ 4 55 
Q uaker, B aby, 8 doz. 4 45 
Q uaker, Gallon, % doz. 4 40 
C arnation , T all, 4 doz. 4 80 
C arnation , B aby, 8 dz. 4 70 
O a tm an ’s D undee, T a ll 4 80 
O a tm an ’s  D ’dee, B ab y  4 70
E v e ry  D ay, T a ll ____ 5 00
E v ery  D ay, B aby  __ 4 90
P et, T a ll ---------------------4 go
P e t, B aby. 8 oz. _____4 70
B orden’s  T a ll _________4 80
B orden ’s  B aby  _____  4 70
Van Camp, Tall « 90
Van Camp. B a b y ___ 3 75

DRIED FRUITS 
Apples

N. Y. Fey., 50 lb. box 16% 
N. Y. Fey., 14 oz. pkg. 16

Apricots
E v ap o ra ted . C h o ic e ___ 24
E v ap o ra ted . F a n c y ___ 28
E v ap o ra ted , S labs ____  18

Citron
10 lb. b o x ______ 40

V. C. Milling Co. Brenda
Lily W h i t e __ 9 90
H arvest Q u e e n _____ 9 to
Yes M a'am Graham ,

60a — _______________|  4u

FRUIT CANS 
F. O. B. Grand Rapids 

Masen
H alf p i n t ____________ 7 60
One p i n t _______   f  n
One q u a r t ________ 9 i t
H alf g a l lo n ---------------12 16

Ideal Glass Top.
Half p int ___________  9 00
One pint ___________ 9 80
One q u a rt __________11 15
H alf gallon _________ 15 40
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PA R IS G R EEN

26 oz., 1 doz. case  __ 6 50
3% oz., 4 doz. case_3 20
Jell-O , 3 doz. _________2 85
M inute, 3 d o z .________ 4 06
Plym outh , W h i t e ___ 1 56
Q uaker, 3 doz. ______ 2 56

JE L L Y  AND P R E S E R V E S
Pure, 30 lb. p a i l s ___ 3 30
Im ita tion , 30 lb. pails  1 76 
P u re , (  oz., A ast., doz. 95 
Buckeye, 18 oz., doz. 2 00

JE L L Y  GLA SSES 
8 oz., p e r  doz. _______  35

OLEOM ARGARINE

Van W esten b ru g g e  B rands 
C arload  D is trib u to r

N ucoa, 1 l b . ---------------21
N ucoa, 3 a n d  5 lb. — 2016

W ilson & Co.’s  B rands 
Olao

C e r t i f ie d _____________ 24
N u t —_________ ______  18
Special R o l l ---------------19

M ATCHES
Swan, 144 ---------------- 4 jj®
Diam ond, 144 box —  5 75 
S earchlight, 144 box— 5 75 
Ohio R ed Label, 144 bx  4 20 
Ohio B lue T ip, 144 box 5 70 
Dhio B lue T ip , 720-lc 4 25
Blue Seal, 144 ----------& 20
Reliable, 1 4 4 -------------- 4
Federal, 144 -------------  5 50

S a fe ty  M atches 
Q uaker, 5 gro. c ase — 4 50

M OLASSES 
M olasses In C ans 

Dove, 36, 2 lb. W h. L . 6 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 30 
Dove, 6 10 lb. B lue L . 4 46 
Palm etto , 24. 2H lb. 6 76

N U TS—W hole
Almonds. T a r r a g o n a „  26
B razil, New ------------- 24
F ancy  M ixed ----------- 25
F ilb e r ts , Sicily -------- 22
P e a n u ts , V ir. R o as ted  12% 
P e a n u ts , Jum bo, s td . 17%
Pecans, 3 s ta r  -------- 20
P ecans, Ju m b o  -------- 40
Pecans, M am m oth — 50 
W aln u ts . C alifo rn ia  — 27

S alted  P e a n u ts  
F ancy , No. 1 ________ 14%

Shelled
— 68

P ean u ts , Span ish ,
125 lb. b ag s  ------- -  12%

F ilb e r ts  ___________ . . .  32
P ecan s  Sa lted  ----- .  89
W alnu ts  _ — . . .  58

%s
Is
2s a

29

P E A N U T  B U T T E R

P o rk
L ig h t hogs _______ __ 11%
M edium  h o g s __ __ 10%
H eav y  hogs — — - - 10%
Loin, m ed. _ ----- 15
B u t t s -------------- —_ 14
S hlulders _______ - 12
S p a r e r i b s __ —  — 11
N eck bones ______ 06
T r im m in g s ----- __ 10

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, pe r doz. ___ 3 00

Bel C ar-M o B rand
24 1 lb. T i n s _________
8 oz., 2 do. in  c a s e -  
15 lb. p a i l s ___________
25 lb. p a i l s ___________

PE TR O LE U M  PRODUCTS.
From  T a n k  W agon.

Red Crown G a s o lin e_11
Red Crown E th y l____ _ 14
Solite Gasoline ________ 14

In Iron  B arre ls
Perfection K e ro s in e_13.6
Gas Machine Gasoline 37.1 
V. M. & P. N aphtha 19.6

ISO-V IS MOTOR OILS 
In Iron B arre ls

L ight ________________ 77.1
Medium ______________77.1
Heavy _______________ 77.1
Ex. Heavy ___________77.1

(poiarme
Iron B arre ls

L ig h t _______ ___ I ____
M e d iu m ___ _________
H eavy  ________________
Special h e a v y _______
E x tra  h e a v y ___ ___ __
P o la rin e  “F ”  ___ ___
T ran sm iss io n  O i l ____
F in d ,  4 oz. cans, doz. 
F in d ,  8 oz. c ans , doz.
Parow ax , 100 lb. ___
P aro w ax . 40, 1 l b . _
P aro w ax , 20, 1 l b . _

66.1
65.1
65.1
65.1
66.1
65.1
65.1 
1 60 
2 25

9.3
9.5
9.7

PRO V ISIO NS 
B arre led  P o rk  

C lear B ack  — 25 00@28 00 
S h o rt C u t Clear26 00@29 00 

D ry S a lt M eats 
D S B ellies „  18-20@18-19

L ard
P u re  in  t i e r c e s ___ _12%
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 l 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 ___ 12%
C om pound, t u b s ---------13

S au sag es
B ologna _____________ 14
L iv e r ________________13
F ra n k fo r t  ___________ 19
P o r k _____________18@20
V e a l __________________19
T ongue, Je llied  -------- 36
H eadcheese  -------------- 16

Sm oked M eats 
H am s, Cer. 14-16 lb. @23 
H am s, C ert., Sk inned

16-18 l b . _________ @22
H am , d ried  beef

K n u ck les  _______  @40
C alifo rn ia  H a m s  — @17% 
P icn ic  Boiled

H a m s  — ----- 20 @22
B oiled H a m s ___  @32
M inced H a m s -----  @18
B acon 4/6 C ert. — 24 @30

Beef
Boneless, ru m p  28 00@30 00 
Rum p, n e w _ 29 00@32 00

L iv er
B e e f ____________
C alf -------*---------
P o rk  ________________

RICE
F a n c y  B lue R o s e -----
F an cy  H e a d ----- *-----
B roken  _____________

RO LLED  OATS 
S ilver F la k e , 12 N ew

P ro cess  ____________
Q uaker, 18 R eg u la r — 
Q uaker, 12s F am ily  — 
M others, 12s, M’n u m
N edrow , 12s, C h i n a _
Sacks, 90 lb. J u te  —

SA LT
Colonial, 24, 2 l b . ___
Colonial, 36-1% ____
Colonial, Iodized, 24-2
Med. No. 1 B b l s .___
M ed. No. 1, 100 lb. bg. 
F a rm e r  Spec., 70 lb. 
P a c k e rs  M eat, 50 lb. 
C rushed  R ock fo r ice 

cream , 100 lb., each  
B u tte r  S a lt, 280 lb. bbl.
B lock, 50 lb. _______
B ak e r S alt, 280 lb. bbl.
24, 10 lb., p e r b a l e ___
35, 4 lb., p e r  b a l e ___
50, 3 lb., p e r b a l e ___
28 lb. bags, T a b l e _
Old H ickcory , Sm oked, 

6-10 lb.

__20
65

06
07%
03%

Sem dac, 12 p t. c an s  
Sem dac, 12 q t .  c an s

PIC K L E S

M edium S our 
5 gallon, 400 c o u n t -.

S w eet Sm all
16 Gallon, 3300 ---------

5 G allon, 750 -----------

3 75

Dill P ick les 
Sal. 40 to  T in , doz. 9 00

M INCE M EAT
N one Such, 4 doz. —  6 47
Q uaker, 3 doz. c a s e _3 50
L ibby, K egs, w et, lb. 22

OLIVES
Bulk, 5 gal. k e g ___ 8 00
Q u a rt J a r s ,  d o z e n _5 50
Bulk, 2 gal. k e g -----3 25
P in t J a r s ,  dozen ____ 3 00
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 36 
6 oz. .Tar, s tu f f 'd ,  dz. 2 25 
9 oz. J a r ,  s tu ffed , doz. 3 50 
12 oz. J a r ,  S tuffed,

doz. _________  4 50@4 76
to  />«. J a r .  s tu ffed  dz, 7 OP

P IP E S
Cob, 3 doz. In bx. 1 00@1 20

PLA YIN G  CARDS 
B a ttle  Axe, p e r  doz. 2 76 
Bicycle _________ - — -  4 76

POTASH
B a b b itt’s, 2 d o z . ----- 2 76

FR E S H  M EATS 

Beef
Top S tee rs  & H eif. — 22 
Good S t’r s  & H ’f. 15%@19 
M ed. S tee rs  & H eif. 18 
Com. S te e rs  & H eif. 15@16

V eal

95
1 25
2 00 
2 70

90
95
57

RUSKS
M ichigan T ea  R u sk  Co. 

B rand .
40 rolls, p e r c a s e ___ 4 7
18 rolls, p e r  c a s e ___ 2 2
18 c a rto n s , p e r c a se — 2 2 

2_75 36 carto n s , p e r  c ase_4 5
4-®5 S A L E PA T U S

Arm  an d  H a m m e r_
SAL SODA

G ran u la ted , bbls. ___
„ „  G ran u la ted , 60 lbs. cs.

■ 4 75 G ran u la ted , 36 2% lb.
p ack ag es  __________

COD FISH
28 75 M id d le s __________ 16%
. 9 00 T ab le ts , % lb. P u re  — 19%

doz. —___________-  1 40
W ood boxes, P u re  — 29%
W hole C o d _______ 11%

2 40

Good ____ 19 2 in 1, Paste , d o z ._
M edium __ — _ 18 E. Z. Combination, dz. 

D ri-F o o t, doz. __ —
L am b Bixbys, Doz. _____

Shinola, doz. ________
Good _______  24 STO V E PO L I8H
M edium ____________  23 B lackne, p e r  d o z . ___
Poor _ ______  21 Black Silk Liquid, dz. 

Black Silk P aste , doz.
Mutton Enam eline Paste , doz.

Good ...______  18 Enam ellne Liquid, dz.
Medium ______________16 E. Z. Liquid, per doz.
Poor — , „ ny ■ .i i .i ^ Radium, per d o z .---

P e r  case , 24, 2 lbs. — 8 40
F iv e  case  lo ts  _____ 2 30
Iodized, 24, 2 lbs. — 2 40

HERRING 
Holland Herring

M ixed, K eys ________ 1 00
M ixed, h a lf  b b l s . _9 00
M ixed, bbls. _______  16 00
M ilkers, K egs ______  1 10
M ilkers, h a lf b b l s ._10 00
M ilkers, bbls. _____  18 00
K  K  K  K . N orw ay  __ 19 50
8 lb. p a ils  _______ ___1 40
C u t L u n c h ____________1 66r
Boned. 10 lh. hrtxee _ 16

L ake  H errin g
% bbl., 100 l b s . _____ 6 60

M ackerel
T ubs, 100 lb. fncy  fa t  24 60
T ubs, 50 c o u n t _____ 8 00
P a ils . 10 lb. F a n c y  f a t  1 75 

W h ite  F ish
M ed. F an cy , 100 lb. 13 00 

SHOE BLACKENING

00

BORAX

T w en ty  Mule T eam
24, 1 lb. p a c k a g e s_3 25
48. 10 oz. p a c k a g e s_4 35
96. % lb. p a c k a g e s _4 00

SOAP
Am. F am ily , 100 box 6 30
C ry s ta l W hite , 1 0 0 _4 05
E x p o rt, 100 b o x _____ 4 00
Big Jac k , 60s ________ 4 50
F e ls  N ap th a , 100 box 5 50 
F lak e  W hite , 10 box 3 90 
G rdm a W h ite  N a. 10s 3 90 
S w ift C lassic, 100 box 4 40
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 ava , 100 b o _. ______4 90
O ctagon , 1 2 0 __________6 00
Pum m o, 100 box —_4 86
S w ee th ea rt, 100 box .  6 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 lrb a n k  T a r, 100 bx  4 00 
T rilb y  Soap, 100, 10c 7 25 
W illiam s B a rb e r  B ar, 9s 60 
■Williams M ug, p e r doz. 48

C L E A N SE R S

W A SH IN G  PO W D ER S 
Bon Am i P d , 3 dz. bx  3 76 
B on Am i C ake, 3 dz. 3 25
B rillo  ________________ 85
C lim aline, 4 doz. -------4 20
G randm a, 100, 5 c ___ 3 65
G randm a. 24 L a r g e _3 65
Gold D ust, 1 0 0 s ______ 4 00
Gold D ust, 12 L a rg e  3 20
Golden Rod, 24 _______4 25
J in x , 3 doz. ___________4 50
L a  F ran c e  L au n ., 4 dz. 3 60
L u s te r  Box, 54 -------  3 76
Old D u tch  C lean. 4 dz 3 40
O ctagon, 96s __ i ------3 90
R inso , 40s _________   3 20
R inso, 2 4 s ____________5 25
R ub No M ore, 100, 10

oz. __________  3 85
Rub No M ore, 20 Lg. 4 00 
S potless C leanser, 48,

20 oz. _____    3 85
S an i F lu sh , 1 d o z ._2 25
Sapolio, 3 doz. ______ 3 16
Soapine, 100, 12 oz. _ 6 40 
Snow boy, 100, 10 oz. 4 00 
Snow boy, 24 L a rg e  — 4 80
Speedee, 3 doz. _______7 20
S u n b rlte , 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. @46
N u tm egs, 7 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 ____ @45
C assia , C an ton  _____  @28
G inger, C o r k in ______ @38
M u sta rd  ____________ @32
M ace, P en a n g  ______  1 39
Pepper, B lack  ______  @55
N utm egs ____________  @59
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

Seasoning
Chili Pow der, 1 5 c ___ 1 35
C elery S a lt, 3 o z . ___  96
Sage, 2 o z . _________ 90
O nion S a lt __________ 1 35
G arlic  ________________1 35
P onelty , 3% oz. ___ 3 25
K itch en  B o uquet ___ 4 50
L aure l L eaves  _______ 20
M arjo ram , 1 o z . ___ __ 90
Savory , 1 oz. ________ 90
T hym e, 1 o z . ________  90
T u m eric , 2% oz. ___  90

STARCH
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Corn
K ingsfurd , 40 l b s . ___
Pow dered , b ag s  ___
A rgo, 48, 1 lb. pkgs.
C ream , 48-1 _________
Q uaker, 4 0 - 1 ________

Gloss
A rgo. 48, 1 lb. pkgs. 
Argo, 12, 3 lb. pkgs.
A rgo, 8, 5 lb. p k g s ._
S ilver Gloss, 48, I s _
E las tic , 64 pkgs. ___
T iger. 48-1 _________
T iger, 50 lbs. _______

11% 
4 50
3 60
4 80 
07%

3 60
2 96
3 35 
11% 
5 35 
3 30

06

CORN SYRUP 

Corn
B lue K aro . No. 1% __ 2 49 
B lue K aro , No. 5, 1 dz. 3 43
B lue K aro , No. 1 0 _3 23
R ed K aro , No. 1 % _2 77
R ed K aro , No. 1, 1 dz. 3 81 
R ed K aro , No. 10 __ 3 61

Im it. M aple F lavo r
O range, No. 1%, 2
O range, No. 5. 1 (
O range, No. 10 •__

go can  cases, $4.80 p e r eaM

M aple.
G reen L abel K a r o _6 19

M aple and  C ane 
K anuck , p e r  g a l . ___ 1 50

M aple
M ichigan, p e r ga l. 2 50
W elchs, p e r  gal. ___  3 10

T A B L E  SAUCES
L ea  & P e rr in , la rg e__ 6 00
L ea  & P e rr in , sm all___3 35
P ep p er ________________1 60
R oyal M in t __________ 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, s m a l l ____________8 16
Caper 2 oz. — —-------3 30

TEA

M edium
Jap a n

.  2?@33
Choice — _ 37@46
F an cy  ___ .  54@59
No. 1 N ibbs _ ________  64
1 lb. pkg. S if tin g  ._____13

G unpow der
Choice ___________ ____  40
F an cy  ________________  47

Ceylon
67

E nglish B reak fas t
Congou, M edium  _____ 28
Congou, C h o ic e ___ 35@36
Congou, F a n c y ___ 42@43

Oolong
M edium  ____
Choice ____________
F a n c y ___________

— »9
____45
____60

T W IN E
C otton , 3 p ly  cone 
C otton , 3 ply pails  
W ool, 6 plv ..

___ 40
___ 42

_____18

VINEGAR
Cider. 40 G rain ____26
W h ite  W ine, 80 g ra in _25
W hite  W ine, 40 g ra in _19

WI CKI NG
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 ross ___ 2 00
P ee rle ss  Rolls, p e r doz. 90 
R ocheste r, No. 2, doz. 60 
R ocheste r, No. 3, doz. 2 00 
Rayo, p e r doz. _ 75

W O O D EN W A RE
B ask e ts

B ushels, n a rro w  band,
w ire  h and les  ____ 1 75

B ushels, n a rro w  band,
wood h and les  ____ 1 80

M arket, d rop  h a n d le . 90 
M arket, s ing le  h a n d le . 95
M arket, e x t r a _____  1 60
Splin t, la rg e  _________ 8 60
Splin t, m edium  ____ -  7 50
Splin t, sm all __________6 50

C hurns
B arre l, 5 gal., e a c h _2 40
B arre l, 10 ga l., e ac h_2 55
3 to  6 gal., p e r gal. __ 16

P a ils
10 q t. G a lv a n iz e d ___ 2 60
12 q t. G a lv a n iz e d ___ 2 75
14 q t. G a lv a n iz e d ___ 3 25
12 q t. F la rin g  Gal. Ir. 5 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
Mouse, wood, 6 h o le s . 70
Mouse, tin , 5 h o l e s _ 65
R at, wood . 1 00
R at, sp rin g  _________ 1 00
M ouse, sp rin g  ____ 30

T ubs
L a rg e  G a lv a n iz e d __ _ 8 75
M edium  G alvan ized  __ 7 69
Sm all G a lv a n iz e d ____ 8 76

W ashboards
B anner, Globe _______ 6 60
B rass , sing le  .. ... 6 00
G lass, s ing le  ________ 6 00
D ouble P ee rle ss  ____ 8 50
Single P ee rle ss  _____ 7 50
N o rth e rn  Q u e e n ____ 5 50
U niversal ___________ 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 t t e r _______  25 00

W R A P PIN G  P A PE R
F ib re , M anila, w h ite .  05%
No. 1 F ib ie  _________ 07
B u tc h ers  D. F . ___ _ 09%
K ra f t  ________________ 07
K ra f t  S t r i p e _________ 09%

Y EA ST CAKE
M agic, 3 d o z . ___ ____2 70
S un ligh t, 3 d o z .____2 70
S unligh t, 1% doz. — 1 35
Y east F oam , 3 d o z ._$ 70
Y east F oam , 1% doz. 1 35

Y EA ST—C O M PR E SSE D  
F le isch m an n , p e r doz. 30
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Proceedings of the Grand Rapids 
Bankruptcy Court.

G rand  R apids, M arch  12—On th is  day  
w as he:d th e  firs t m ee tin g  of c red ito rs  
in th e  m a tte r  of C lyde H. Sm ith , B an k 
ru p t No. 3364. T he b a n k ru p t w as no t 
personally  p re sen t, b u t re p re sen ted  by 
a tto rn e y  L. C. P a lm er. C red ito rs  w ere 
p re sen t in person and  re p re sen ted  by 
a tto rn e y s  B rak e  & D av is  an d  F. A. M il
ler. C laim s w ere proved, b u t n o t con- 
s i le re d  fo r  th e  p resen t. W . A F ren ch , 
of S tan to n , w as nam ed  tru s te e , an d  h is  
bond p laced  a t  $2,500. The first m ee tin g  
th en  ad jo u rn ed  w ith o u t da te . T he b a n k 
ru p t  will be exam ined  before  a  com m is
s ioner a t  Ionia, a t  a  la te r  d a te  to  be 
ag reed  upon.

In  th e  m a tte r  of W in ford  L. R ogers, 
B an k ru p t Xo. 3163, th e  final re p o rt an d  
acco u n t o f th e  tru s te e  h a s  been filed an d  
a  final m ee tin g  o f c re d ito rs  h a s  been c a ll
ed for M arch 19. T he  re p o rt an d  acco u n t 
o f th e  tru s te e  will be considered . E x 
penses w ill be paid, and  if th e  fu n d s  on 
h an d  w ill perm it, a  first an d  final d iv i
dend to  c red ito rs  will be paid.

In  th e  m a tte r  of S tu a r t  B arlow , B an k 
ru p t Xo. 2844, th e  tru s te e  h as  filed h is  
final rep o rt an d  accoun t, a n d  a  final 
m ee tin g  o f c red ito rs  h a s  been called for 
M arch 20. T he re p o rt an d  acco u n t of th e  
tru s te e  will be considered  and  passed  u p 
on. E xp en ses  w ill be paid and  a first 
an d  final d iv idend to  c red ito rs  o rdered  
paid.

In th e  m a tte r  of H e rm an  K uck, B a n k 
ru p t Xo. 2944, th e  tru s te e  h a s  filed h is 
final re p o rt an d  acco u n t, a n d  a  final 
m ee ting  of c re d ito rs  h a s  been  called  fo r 
M arch 20. T he final re p o rt and  acco u n t 
o f th e  tru s te e  will be passed  upon. E x 
p en ses  w ill be paid, and , if  possible, a  
f irs t an d  final d iv idend to  c red ito rs  o r
dered  paid.

In th e  m a tte r  of F ra n k  S. Sch lich t, a s  
F ra n k  S. Sch lich t M otor Co., B an k ru p t 
Xo. 3157, th e  tru s te e  h a s  filed h is  final 
rep o rt an d  acco u n t an d  a  final m ee tin g  
of c red ito rs  h as  been called  fo r M arch 
20. T he re p o rt an d  acco u n t o f th e  t r u s 
tee  w ill be considered . E x p en ses  w ill be 
considered  and  paid, a s  well a s  p re fe rred  
c la im s and  a  first an  i final d iv idend to 
c red ito rs , if th e  sam e  is  possible.

In  the  m a tte r  o f K n au f B ros., e tc .. 
B an k ru p t Xo. 3299, th e  tru s te e 's  first r e 
p o rt an d  acco u n t h a s  been filed an d  an  
o rd e r fo r  th e  p ay m en t of ex p en ses  of a d 
m in is tra tio n  an d  a  p ay m en t of acco u n t of 
a  p re fe rred  c laim  h as  been m ade.

In th e  m a t te r  of H a rry  J . H age, B a n k 
ru p t Xo. 3373, th e  fu n d s  for th e  first 
m eeting  have  been received  an d  th e  first 
m ee tin g  of c red ito rs  h as  been  called  for 
M arch  27.

In the  m a tte r  of X elson M cQueen, 
B an k ru p t X o 3376, th e  funds  fo r th e  firs t 
m ee tin g  have  been received  an d  such  
m ee ting  h as  been called fo r M arch  27.

In th e  m a tte r  of Floyd E . S perry , 
B an k ru p t Xo. 3370, th e  fu n d s  fo r th e  
firs t m ee tin g  have  been received  and  such  
m ee tin g  h a s  been  calld  fo r M arch  27 

In  the  m a tte r  of J ac o b  Jo ld ersm a , 
B an k ru p t Xo. 3374, th e  fu n d s  for th e  firs t 
m ee ting  have  been received  a n d  such  
m ee ting  h a s  been called fo r M arch  27.

M arch  14. W e have to -d a y  received  
th e  schedules, re fe ren ce  and  ad ju d ica tio n  
in th e  m a tte r  of E lm er B. O lm stead , 
B an k ru p t Xo. 3381. The m a tte r  h as  been 
re fe rred  to  C h arle s  B. B la ir a s  re fe ree  in 
b an k ru p tcy . T he b an k ru p t is a  re s id en t 
o f K alam azoo, a n d  h is  o ccupation  is  th a t  
o f a  sa lesm an . T he schedu les show  a s 
s e ts  of none w ith  liab ilitie s  of $5,758.50 
T he  c o u rt h a s  w ritte n  fo r fu n d s  an d  u p 
on rece ip t of sam e, th e  first m ee tin g  of 
c re d ito rs  will be called, an d  no te  of sam e 
m ade  here in . T he lis t o f c re d ito rs  of 
sa id  b a n k ru p t is  a s  foilows:
K al. T ru s t  & Sav ings B ank , K ala. $675.00 
Peoples S ta te  B ank , B loom ingdale 375.00 
E . J . M errifield, B loom ingdale __ 360.00 
E . J  M errifield & Co., G obleville 100.00
S h irley  C arte r, G obleville _______  39.00
F ra n k  G uernsey , L aw rence  _____  34.00
A lphonso C ross, L a w r e n c e _______  22.00
C. L. Dolby, P aw  P aw  _________ 160.00
M r. & M rs. M. J  Rockw ell, P aw  P. 900.00 
B an g o r C o-opera tive  A ssn.. B an g o r 235.00
S ta n d a rd  Oil Co., P aw  P a w _____  57.00
E rn es t W aise, K alam azoo  _______  57.00
Bloom. M illing Co., B loom ingdale— 12!50
Toledo Scale Co., T o le d o _________  45.00
S. J . A rden E s ta te , P aw  P a w ___  11.00
M rs A da B urlingam e, B a n g o r ___  15.00
Dr. C. G ille tte , X iles ____________2,500.00
Dr. Snow, K a la m a z o o ____________  50.00
Ed. M arkillie , G o b le sv il le_________  60.00
F a rm e rs  P roduce. K alam azoo  ___  39 00
M cK inney & Seabeck, B a n g o r ___  12.00

M arch 14. W e have  to -d ay  received  the  
schedu les, re fe ren ce  an<i ad ju d ica tio n  in 
the  m a tte r  of Jo se  pill S tegehu is , B an k 
ru p t  No. 3382. T he m a tte r  h as  been 
re fe rred  to  C harles  B. B la ir a s  re fe ree  
in b an k ru p tcy . T he b a n k ru p t is a  re s i
d e n t of G ran d  R apids, an d  h is  occupation  
is th a t  of a  c ig a r m aker. T he  schedu les 
show  a s s e ts  of $850 of w hich  $500 is 
c la im ed  a s  exem pt, w ith  liab ilities  of 
$2,252.26. T he first m ee tin g  will be called 
p rom ptly  an d  noteo  of sam e m ade here in  
T he  lis t of c red ito rs  of sa id  b an k ru p t is 
a s  follows:
G. B lom, H o l la n d _________________ $400.00
A m erican  Box S upply  Co., D e tro it 3.18
A m erican B riar Pipe Co.. Chicago I'.Ta

C. G. B aisch , G rand  R ap ids  __ 47 31
B oyland & B la ir  Co., G rand  R ap id s  n!oO 
B an n e r a n d  D eW ach te r, G rand  R. 12.10
G. H . P le g a r  Co., D e t r o i t ________  8.15
G ray  & B each C ig a r Cou G ran d  R. 12.75 
H o lland  C ig a r Co , G rand  R ap ids 81.04 
H am ilto n  & H a r r is  Co., S ou th  B end  45.61
Lee & Cady, G rand  R a o i d s ____  14.75
H a rry  M eyer, G rand  R a p i d s _____  9.15
M etrop. L ea f T obacco Co., C hicago 50 94 
S te m e m a n n  B ros. Co., M ilw aukee 7OIL0O
S c h u s te r  B ros., M ilw a u k e e ___  425 00
V an d en B erg  C ig a r Co., G ran d  R ap. 55.00
W ick & Co., M ilw a u k e e_I ___ 40 00
W ad sw o rth  & C am pbell Box Co.,

D e tro it __________________________  52.23
X  C ig a r Co.. G rand  R a p i d s _______  47.00
Z y s tra  E lec tric  Co., G rand  R apids 23.10 
M ichigan C andy  Co., G rand  R ap ids 10.00
M artin  O osterink , G rand  R a p i d s _50.00
G. R Sav ings B ank , G rand  R ap id s  100.00 

M arch  14. W e have  to -d a y  received  the  
schedu les, re fe ren ce  an d  a d ju d ica tio n  in 
th e  m a tte r  o f H olland  S teel C orpo ra tion  
B a n k ru p t No. 3385. T he m a tte r  h a s  been 
re fe rred  to  C h arle s  B. B la ir  a s  re fe ree  in 
b an k ru p tcy . T he  b an k ru p t is a  re s id en t 
of H olland. T he schedu les show  a sse ts  
of $5,250.23 w ith  liab ilities  of $12,114.49. 
T he firs t m ee tin g  will be called  p rom ptly  
an d  no te  of sam e  m ade here in . T he lis t 
of c red ito rs  o f sa id  b a n k ru p t is  a s  fo l
lows:
C ity  of H olland  _____________  _1391 90
B oard  of P ub lic  W orks, H o llan d — 72^92 
G eorge B rink , H olland  ____________143.00
C. F . A nderson , H o l l a n d _____ I — 525^00
L. E. X ykam p , H o l la n d _________ 1,087.44
Jo h n  R ooseboom , H o l l a n d _ 13 80
M aurice  W alte rs . H olland  __________32.8O
W m . S nyder, H olland  ___________  238 10
L. J . an d erb erg , H o l la n d ______ __I  75.00
W . D. A llen M tg. Co., C h ic a g o ___  18.63
A m er. C o rre g a t Co., G rand  R apids 145.59 
B ak e r  V a w te r C o ., 'B e n to n  H a rb o r 6.89
B ad g er Tool Co., B eloit, W i s . _ 6.30
Jo h n  B ekken , H o lland  _________  370.00
M rs. W . B eukem a, H o l l a n d __  20 00
B olhu is  L u m b er Co , H o l l a n d ___  206 12
D. F . B ow m an, N ew  A lbany, Ind. 20.52 
B row n In s tru m e n t Co., P h ilad e lp h ia  23.05 
C hicago F lex ib le  S h a ft Co., C hicago 175 00 
C itz. T ra n s fe r  & S to rage . H o lland  40.00 
C onsolidated  C hem  Co., C leveland 44 32
C o rn er H dw e. Co., H olland  ______  1.10
Cow els Tool Co., C leveland  _____  17.28
C rescen t E n g rav in g  Co., K alam azoo  16^65
De Fouw  E lect. Co., H o l l a n d ___  10.90
D eP ree  H dw e. C o , H o l l a n d ______  10.68
F a irb a n k s  F ib re  Box Co., M iddle-

tow n, Ohio ___________ __________ 46 71
F ed e ra l M fg. Co.. H o l l a n d __ I_I__ 61L22
P. G ast & Son. G rand  R a p i d s _10.81
H era ld , G rand  R a p i d s ______  2.42
P ress, G ran d  R ap id s  ______ I I I I I I  9.45
G. R T im e L ock Service, G rand  R. 101.85 
H olland  Lbr. & Sup. Co., H olland  6.38 
H o lland  Shoe Co., H o l la n d ______  800 00
E. F . H o ugh ton  & Co., No. P h ila 

delphia , Pa. _____________________ 64.78
Iron Age, N ew  Y ork C ity  _______  6.00
Ja re c k i Tool & M ach. Co., G rand  R. 800.00 
K eystone  Screw  M achine Prod. Co.,

C hicago -------------------------------------- 240.72
L eland  G ifford Co., W o r c e s te r___  14.58
G errit J . L em m en. H olland _____  2.25
L o k k er & D enH erder, H o l la n d ___  20.00
J . C. M iller Co., G rand  R a p i d s _ 83 52
M cB ride Ins. A gency, H o l la n d ___  45.50
M cM aster C a rr  S upply  Co., C hicago 27.27 
M cM ullen M achinery  Co., G rand  K 43 07
S en tin e l Pub . C o , H olland  _____  3^00
S en tin e l Pub . Co., H o l la n d ___  _ 79 00
Sidney. M orris  & Co., C hicago ___ 14 57
S om m ers & A dam s, C le v e la n d ___  5.65
S ta n d a rd  Oil Co., G rand  R ap ids  _ 81 16 
S to ck e r R um ley  W 'aehs Co., C hicago 6.00
O E. Szekely Co.. H o l la n d _______  29.21
T a te  Jo n es  & Co.. P it tsb u rg h  — 23.05
W m . A. T hom as. H olland  _______  18.23
L. J . V an d erb erg , H o l l a n d ______  98 00
J . W es te rb ro ek  & Co., H olland  — 112.66 
W es te rn  M ach Tool W orks, H olland  7.50
W -W  Oil Co., H olland ___________  8.00
H. P. Zw em er, H o l la n d ___________  205.00
L. J . V anderberg , H o l la n d _____  2,500 00
W arm  F r ien d s  T av ern , H olland  __ 300.00
Wrm. A. T hom as, H o l l a n d ____  150 00
D ick  P lag g em ars , H olland _______  85.05
T hom as W . P a rk e r , G rand  R ap ids  70.00 
S erv ice  Tool & Die M fg., C hicago 300.00
Mich. Bell Tel. Co., H o l l a n d _____  7.71
J a re c k i M ach & Tool Co., Gr. It. 598.00 
S u rp lu s  M ach. Exch.; K alam azoo  1,200.00 
G r®a t  L ak es  F o rge  Co., C hicago __ 661.00 

M arch  15. W e hav e  to -d a y  received  
th e  schedu les, re fe ren ce  a n d  a d ju d ic a 
tio n  in  th e  m a tte r  of D aniel B u rk e tt 
B an k ru p t No. 3380. T he  m a t te r  h a s  been  
re fe rred  to C harles  B. B la ir  a s  re fe ree  in 
b an k ru p tcy . T he b a n k ru p t is a  re s id en t 
of E a to n  R apids, an d  h is  occupation  is 
th a t  o f a  labo rer. T he schedu les show  
a ss e ts  of none w ith  liab ilities  o f $638 50 
T he  c o u rt h as  w ritte n  for fu n d s  and  upon 
rece ip t of sam e, th e  first m ee tin g  of 
c red ito rs  will be called, n o te  o f w hich  
w dl be m ade here in . T he  lis t o f c red ito rs  
of sa id  b a n k ru p t is a s  follows:
H e n ry  W . M iller, D im ondale ___ $638.50

1,rj. W e have  to -d ay  received  
the  schedu les, re fe ren ce  an d  a d ju d ica tio n  
in th e  m a tte r  of W ilb u r E. S m ith  B an k - 
ru p t  No. 3383. T he  m a tte r  h a s  been  r e 
fe rred  to  C harles  B. B la ir  a s  re fe ree  in 
o f ^ T j ? e b a n k ru p t is  a  re s id en t 
£ p ran<* R apids, and  h is  o ccupa tion  is 

th a t  of a  sa lesm an . T he  schedu les show  
a ss e ts  of $7,250 o f w hich th e  full in te r  

ex em i,t- ^ t h  liab ilities  
Qf $7,539.11. T he c o u rt ha,s w ritte n  fo r

W HITE HOUSE COFFEE
The Package of “Repeats”

11 'HE way to test the selling value of 
coffee is to take it home and try it, 

yourself. See how your own family 
likes it. That is what we ask you to 
do with White House.

Give jt a thorough test in your own 
home, in comparison with any other

brand at any price. Then we are sure 
you will push it in your store.

White House makes good customers 
because it makes good coffee. Every 
package is filled with proof of this 
statement.

Qhe
‘Flavor is
Feasted In f

D W IN  E L L -W R IG H T  CO.,
____________B oston , M ass., C hicago, III., P o r tsm o u th , V a.

THETHRILL
OF A LIFETIME

A free trip to Niagara Falls and 
“The Home of Shredded W heat“ 
for school children and their teach
ers. Two days in the wonderful 
Niagara Region and all expenses 
paid—for best essays on Wheat 
and Shredded Wheat. Your cus
tomers children or your children 
may be the lucky prize-winners.
Tell them about it. Write for 
particulars to

The Shredded Wheat Company
Niagara Falls, N. Y.
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funds an d  upon re ce ip t of sam e  th e  first 
m eeting  will be called  a n d  no te  of sam e 
m ade h ere in  T he lis t o f c red ito rs  of 
sa id  b a n k ru p t is  a s  follows:
Alice P lan ten g a , G rand  R ap ids  __$ 70.00
R ichard  Reed, G rand  R a p i d s ____  240.00
G. R. N a tio n a l B ank , G ran d  R ap . 2;113.48 
In d u s tria l B ank, G rand  R ap id s— 350.00
Alden & Judson , G rand  R a p i d s __  22.00
A lem ite L u b rica to r , l> e tro it ___  75.00
A m erican  A rt W orks, C oshocton— 200.00 
A upperlee & V eltm an , G rand  R ap. 28.00 
Brown & Seh ler Co., G rand  R ap ids  39i00
C am era Shop, G rand  R a p i d s _____  10.00
C om stock P a rk  S hee t M etal W orks,

C om stock P a r k __________________ 11.00
C. B. K. E lec tric  Service  S ta tio n ,
Doc’s Service  S ta tio n , M usk. H ts . 35 00 
E a s t E nd  Elec. Co., G rand  R ap id s  60.00 
Elec. Serv ice  Sta._. G rand  R ap id s  15.00 
F ires to n e  T ire  Co., G rand  R ap id s  110.00 
B ern ard  F a llon , G rand  R ap ids — 550 00 
G rim es & M adigan, G rand  R ap ids  30.00 
G. R. W indow  C lean ing  Co., G. R. 15.00
P ress, G rand  R a p i d s ______________ 1.50
G. R, L u m b er Co , G rand  R ap id s— 140.00 
G. R. C alen d ar Co., G rand  R ap id s  20.00 
G. R. N a tio n a l B ank , G rand  R ap ids 150.00 
G. R W elding Co., G rand  R ap ids 15.00 
G rom backer & M ajor, G rand  R ap. 20.00 
H e th  A uto Elec. Co., G rand  R ap id s  40.00 
H en ry  J . H ey stek , G la n d  R ap ids 15.00 
In te rs ta te  H ighw ay  Serv ice  Co.,

C hicago —____1_________________ 1,400.00
In te rs ta te  M otor F re ig h t C o r p ,

D e tro it _________________   220.00
M. R. R u b b er Co., G rand  R ap id s  475.00 
M erchan ts  Service  B u reau , Gr. R. 6.50 
M ackinaw  T ra il Oil Co., G rand  R. 75 00
N ational R efin ing  Co., D e t r o i t___  20.00
O rnam en ta l G lass Co., G rand  R ap. 40.00
E. E. P a rk e r , G rand  R ap ids ___  4.00
A W . Shaw  Pub . Co., C h ic a g o _15.00
M. Segal, D ayton, O h i o ___ , , ______ 15.00
S tew art W arn er , G rand  R a p i d s _30.00
S haw m ut C afe, G rand  R a p i d s ___  12.00
Tel. Dir. Adv. Qo., D e tro it ______  12.00
Togan S tiles  Co., G rand  R a p i d s _40.00
H. A. T an is , G rand  R a p i d s _____  55.00
H erb e rt T an is , G rand  R a p i d s ___  40.00
S. P o r te r  T u ttle , G rand  R a p i d s _50.00
V erW ys & Co., G rand  R a p i d s ___  90.00
W hite P r in tin g  Co., G rand  R apids 30.00 
W illiam ston G as & Oil Co., W il. 140.00
John  B encus, C edor S p r in g s _____  275.00
G. R. A ssn, o f C om m erce, G. R. 50.00
G. R. T ru n k  Co., G rand  R a p i d s _10.35
G. R. F o rg in g  & Iron  Co., G. R. 7,50 
Penn. P e tro leu m  Corp., D e tro it_„16.78

Over Production of Automobiles a 
Grave Menace.

Grandville, M arch 13— In conversa
tion with an up-state civil engineer a 
few days aeo. I happened to mention 
the trem endous effect the automobile 
industry was having on the business of 
the country.

The gentlem an with whom I was 
conversing a t once branched out in a 
comprehensive description of condi
tions existing because of this great in
dustry, which has covered the United 
States with factories and furnished 
busses which are giving the railroads 
the fight of their lives for existence.

He declared we are now at the 
height of business prosperity, owing to 
the vast extent of automobile con
struction, but that this could' not pos
sibly continue indefinitely. An end 
must come to the trem endous output 
until the people would be  fed' up on 
machines, after which there was sure 
to come a falling off in production.

W hat would this lead to b u t the 
closing down of factories, the release 
of vast thousands of men now em 
ployed, resulting in one of the w orst 
panics this country  ever had. N ot a 
pleasant outlook, surely.

To-day the output of autom obiles is 
as one to every five of our population, 
about one to every family in the 
United States. There is, of course, 
yet room for more, bu t when every 
man and woman is supplied, how can 
we expect the trade in speed wagons 
to continue as it is now doing? Im 
possible. Those that go out of com
mission calling for renewal will cut 
some 'figure, but nothing near what has 
been demanded. A plethora of gas 
wagons must result in a reaction and 
a falling off in production. W hen that 
time comes, what then?

The m anufacture of automobiles, 
fixtures and necessary equipment, has 
built up a m am m oth business, employ
ing great num bers of men, but to this 
there must come an end. H ow  far 
away is that end? Is the late slowing 
down of business in o ther lines but a 
fore runner of the g reater catastrophe 
which the closing qf autq (^qtorie% 
must occasion?

The w ar of industries is on in deadly 
earnest. I t  has alm ost seemed that 
there could never be an ebb to the tre 
mendous output of automobiles m a
chines and their attachm ents, but sens
ible people m ust know that the rapid
ly increasing output is but hastening 
the day when the Nation will be gorg
ed1 to repletion, and that when this 
takes place there m ust come a slump.

Are we prepared to meet this set
back? W e should not ignore facts 
which point to the cessation of the 
present flood' of building which has so 
entranced the country and lulled, the 
unwary to  sleep when an extreme 
wakefulness should be the order of the 
day.

As dangerous to the peace and p ros
perity of the country as these facts in
dicate, there  are some other automobile 
statistics whic should be taken into 
consideration with regard to the danger 
of ignoring facts which unceasing use 
of the gas wagons, even among farm 
ers has brought about.

W e are becoming a Nation of im
beciles, so far as the a rt of walking is 
concerned. Even the farm ers have 
ceased to  walk, but step into the auto 
and go w hirling from one field to an
other.

A trip of forty rods is seldom taken 
on foot these days. In  the villages 
which as yet have not free delivery, 
the man of the house goes to the post- 
office in his auto. The idea of walk
ing even the shortest distances is 
ridiculed. W hat is an auto for if not 
to furnish transportation for hum ans 
wherever they  go?

Thus the automobile is a mighty 
convenience. W hen w.e invent another 
machine which takes the place of m an’s 
brain and does his thinking for him, 
we will have attained new distinction 
along the line of m odern discovery.

M achinery for everything. For 
farm work, mill work, street work and 
even the w ork of the preacher in the 
pulpit. I t  is said that a man machine 
has been invented that does everything 
but talk  and this accomplishm ent is 
prom ised b y  the inventor in the near 
future.

W hat is the world coming to?
The people have become so deeply 

engrossed in these new inventions they 
are fast losing all sense of individual 
responsibility and falling into a disuse 
of their natural faculties.

In  the old days, before the auto
mobiles were a factor in determ ining 
the processes of our everyday life, 
there were men who destroyed their 
ability for pedestrianism  b y  continual
ly going about from place to  place on 
the steam  cars. I  read of a m an who 
followed' riding up and down the coun
try  on trains year in and year out un
til he became paralyzed, losing the use 
of his limbs entirely.

And this anti-w alking habits is fast 
destroying m an’s natural bent for go
ing about from place to place on his 
feet. T he automoibile is so handy that 
the necessity for w alking has ceased 
to exist.

W hen m an becom es that pitiable ob
ject, a helpless paralytic because of no 
longer using his legs, the w orld will 
be about as near its end as one can 
conceive.

F irst will come a panic in business 
affairs from an over production of 
cars, to be followed by  mental and 
physical prostration  from overuse of 
the invention, and then—what?

It is high time our people waked 
from their sleep of indolence and took 
notice of how really unsafe conditions 
are in which the automobile industry 
has become a principal factor.

_____ _ _ Old Timer.
Those Dear Girls.

“Tell me, j'ust w hat sort of a man 
your fiance is, Clara.”

“Oh, he’s everything th a t’s nice.”
I m so glad. You know I ’ve always 

said that people should m arry  their 
opposites,’*

Shall We Sell Our Birthright For Mess 
of Pottage?

(Continued from page 20) 
of grocery retailing “on their own” to 
such an extent that the E astern  sys
tems are having difficulty finding m an
agers for their units.

I t is an open question w hether such 
young men, recruited from organiza
tions which finance their own prob
lems and pay for their own research, 
may not become much more active and 
effective mem bers of the grocers as
sociations of the future than the old 
boys now in line.

One thing seems absolutely certain: 
T hat the grocers now in business, if 
they w ant to remain in business, must 
waken to some of the needs of their 
calling, as I have hinted above.

If we rem em ber that a need always 
evokes a remedy, that the demand for 
a certain type of man is certain to be 
filled, we shall Know that the grocery 
business will go onward and prosper 
w hether the individual men who are in 
it now stay in it or drop out.

If this is sound reasoning, then it 
follows th at men who wish to remain 
in the grocery business m ust gird 
themselves for a stiff fight on the basis 
of true individual deservitude and not 
with any hope that legislation against 
anybody is going to help them.

Paul Findlay.

You are not always tired when you 
think you are. Sometimes you are 
merely bored.

Consult someone that knows 
Merchandise Value.

G ET YOUR B EST O F F E R  FIR ST , 
lh e n  w ire, w rite  o r phone m e and  I 
will g u a ra n te e  you in  good A m erican  
D ollars to  g e t you m ore fo r yo u r s to re  
o r  p lan t of a n y  descrip tion .

ABE DEMBINSKY  
Auctioneer and Liquidator

S ag inaw , M ich., Phone R iverside3667W .
B u y ers  in q u ir in g  ev ery d ay __

_______ -No Sale— No C harge.

NEW ISSUE
The enlarged annual edition 

of the

AMERICAN BANK 
REPORTER

(Blue Book)
and Attorney List

1928 Issue

PRICE $10.00 A COPY 

Corrected up to date of issuance

Contents:
A complete list of Banks, B ank
ers, Savings Banks, Principal 
Loan, Investm ent, Safe Deposit 
and T ru st Companies in the 
United States and Canada, with 
names of Officers, Capital, Sur
plus, Undivided Profits, Loans, 
Deposits, Principal Correspond
ents, A ttorney List, Banking 
Laws and o ther general Banking 
Inform ation.

Order Your Copy Today

STEURER PUBLISHING CO. 
149th Street and Bergen Avenue 

New York City

Business Wants Department
W A N T E D —S tock  of shoes o r m e n 's  

w ear. H av e  incom e p ro p e rty  u n d er te n -  
y e a r  g o v ern m en t lease, an d  cash . D. H .
H u n te r , R ockford , Mich,____________ 810

ST O R E FO R  R E N T —25 f t. x  75 ft. One 
of th e  b e st lo ca tio n s  in  B en ton  H arb o r. 
H a s  been shoe s to re  fo r tw e n ty  y ears . 
A pply o r w rite  H . B en jam in , 115 W . 
W ash in g to n  S t., A nn A rbor, M ich. 806 

FO R  SA L E—S tock  of m e n 's  c lo thing, 
fu rn ish in g s  a n d  shoes. In v en to ry  $7,000. 
W o rk in g m an ’s  S to re, 340 W. Second S t , 
A lpena, M ien. 807

W A N T E D  — A ST O R E  — G E N E R A L  
Stock in SM A LL TO W N  P R E F E R R E D , 
in  exchange  fo r m y re s o r t p ro p e rty  lo
c a ted  on  one of the  la rg e s t a n d  b e st 
fish ing  lakes  in C en tra l M ichigan. Im 
proved  ro ad s; equ ipped  w ith  fo u r co t
tag es, tw en ty  boa ts, motors», tw o -c a r  
g a rag e , ice house, sm all su m m er sto re . 
50 a c re s  of good soil, som e fru it.  80 rods 
san d  beach fron tage . N o t p la tted . F o r ty  
o th e r  co ttages , hotel, la rge  d an c in g  p a v il
ion on lake. A ddress No. 808, c /o  M ich-
ig an  T rad esm an . ________________  808

GROCERY—F o r Sale—Stock  a n d  fix
tu re s . $2,000. R en t $38. O w ner, 1935
H ilton  Ave., F e rn d a le , Mich.________ 809

GARAGE FO R SA L E —A w ell-equ ipped  
g a ra g e  in exce llen t loca tion  in c ity  a t  
ju n c tio n  o f tw o tru n k  lines. Good lease, 
old, w e ll-e stab lish ed  business. P hone 
4623, o r  see W . F. W ilk inson  650 B ridge 
S t.. G rand  R apids. M ich. 811

W ill Buy S tocks or P a r ts  of S tocks of 
M erchandise, of G roceries, Dry Goods, 
Shoes, R ubbers, F u rn itu re , e tc . W . D. 
G over, Mt. P le a san t, Mich.

FO R  SA L E —G rocery  s to ck  an d  fix tu res; 
c lean  stock , good fix tu res. B es t loca tion  
in  business  cen ter. A n o p p o rtu n ity  fo r 
m an  w ho know s g ro ce ry  busines. A d- 
d ress  Box 452, Y psilan ti, M ich, 800 

F o r Sale—B U T T E R , e x tr a  FANCY 
q u a lity , p r in ts  o r  tu b s , a t  reasonab le  
prices. Good tra d e  builder. “C am pbell’s 
B u tte r  th a t  b e tte rs  th e  b re a d .” W rite  us. 
C am pbell D a iry  P ro d u c ts  Co., H om er,
Mich.________________________________ 801

FO R  R E N T —S tore  room  24x80, second 
door from  co rner, in  lake shore  fa rm in g  
an d  re so rt tow n, a n d  possib ly  oil. A n 
a t t ra c t iv e  loca tion  fo r sm all d e p a r tm e n t 
s to re , shoes a n d  clo th ing , g en era l, e tc . 
S helv ing  a n d  co u n te rs  included. R easo n 
ab le  re n t. A ddress No 802, c /o  M ichigan
T rad esm an .__________________________8Q2

FO R  R E N T —M A R IN E T T E , W ISC O N - 
SIN —N ew  m odern  s to re , b e s t location  in 
c ity . S u itab le  fo r g e n e ra l m erch an d ise  o r 
a n y  sp ec ia lty  line. L oca tion  e s tab lish ed  
fo r ty  years. In fo rm atio n  from  H. F r ied -  
s te in . 5723 W in th ro p  Ave., C hicago. 804

CASH For Your Merchandise I
Will buy your entire  stock or p a rt of 
stock of shoes, dry goods, clothing, fu r
nishings, bazaar novelties, furn iture, etc. 

LOUIS LEVINSOHN, Saginaw, Mich.
Pay spot cash for clothing and furnish

ing goods stocks. L. Silbernmn, 1250 
B u rlin g am e  Ave., De troit, Michigan. 566 

B u sin ess  O penings—M oney-m aking  op- 
p o rtu n itie s  in  tw elve s ta te s . To buy o r 
sell a  b usiness, w rite  C haffee’s, 20 E.
Jack so n , C hicago. _____________ 787

W hy N ot Own A H ouse  In  K alam azoo— 
W hile  y o u r child  Is in  N orm al School or 
college? C u ts  expenses, an d  easily  sold 
la te r. M odern house, w ith  g a ra g e : tw o 
room s a re  re n te d  to  s tu d en ts , fo r $48 p e r 
m on th . Good tim e  to  bu y  now. W . I. 
B ened ict, 601 A xtell S t., K alam azoo, 
M ich.___________________________  805

FO R  SA L E — 300-account M cC askey 
ch arg e  reg is te r. L . C. H offm an, W a te r  - 
loo, W isconsin. 798

M erch an ts  W ho A re O verstocked  W ith  
W in te r  M erchandise! — Should A ct a t  
once! Close i t  O ut! G et th e  C ash! G et 
read y  fo r S p ring! F o r  sa tis fa c to ry  re su lts  
a n d  e x p ert S ales Service, w rite  W . G. 
M ontgom ery , 7409 Second Blvd., D e tro it, 
Mich.______________________________  795

FO R  SA L E — D ouble s to re , s ix  liv ing  
room s. L ocation , s ix  co rn e r in te rsec tio n , 
on c a r  line. S u itab le  fo r a n y  business. 
P re s e n t business, shoe re ta ile r  a n d  r e 
p a ire r. P riced  fo r qu ick  sale. F o r  p a r 
tic u la rs  w rite  F . H a lam k a , 1419 D ouglas 
A ve., R ac ine, W isconsin. 796

F o r  Sale  O r E xchange—C lean  s to ck  
g roceries, located  m ain  h ighw ay , n o rth e rn  
c ity  5,000, C ash  business. Low  oper- 
head . A ddress No. 797, c /o  M ichigan 
T rad esm an . 797

FOR SALE
B rick H otel. 40 room s S team
h eat. R u n n in g  w aer. Tw o R ail-
roads. Tw o U.S. ru n k  lines. A  rea l
b a rg a in  if  you h av e  th e  cash.
A ddres No. 2500, c /o  M ichigan
T rad esm an .
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THE EXPERIENCE OF OTHERS

Profit By It By Going To Lansing 
Convention.

Profit by the experience of others. 
T he busiest grocerym an, the busiest 
m eat dealers and the busiest general 
m erchants will attend the Lansing con
vention in g reatest numbers. They 
profit by the experience of others. W hy 
not you?

Babson says stores do not advertise 
because they are big, but they are big 
because they advertise. By the same 
token, we m ay say: M erchants do not 
a ttend conventions because they are 
successful, but they are successful be
cause they attend conventions-

No time? Nonsense. You may as 
well argue that a mechanic m ust work 
with dull tools, because he has no time 
to  sharpen and recondition them.

Some m erchants could actually bet
ter afford to  lock the door of their 
stores for a day or tw o and go to a 
m erchants’ meeting, such as is to  be 
held in L ansing in April, than  to  plod 
and plug along w ithout the slightest 
idea of where they are going to  land, 
as they are in fact now doing.

There are m erchants who are doom 
ed. headed for financial disaster, who 
are not in the least aware of it. Ask 
one of this type of misfits why he 
doesn’t come to  a convention to  get 
fitted out with a new set of implements 
for plying his trade in a more scientific 
m anner and he will laugh you to scorn. 
In  the next breath he will blame every
th ing  on earth  from  the corn borer 
back to Noah for his lack of success, 
but never will he tumble to  the fact 
that his failure to progress and succeed 
is spelled S E L F .

If you accept this invitation to come 
to  the State Grocers and M eat Dealers 
convention a t L ansing April 17. 18 and 
19, you will be in attendance at, no 
doubt, the best m eeting of its kind ever 
held. Michigan num bers am ong its 
grocers and m eat dealers some of the 
ablest men in the trade anyw here; men 
who have not only passed the prover
bial seven years of successful m erchan- 
dising, but some of them  having actual
ly spent an entire lifetime of unin ter
rupted success back of the counter. 
Space forbids m entioning to you the 
names of these men. but be assured 
that such is the case.

You will see these men at the m eet
ing, notebook in hand, attentive as a 
university student a t a class lecture, 
jo tting  down a notation here and a 
memo there, to  be put into effect in 
their own stores upon their arrival 
home after the convention. Never 
would you dream  th at they are M aster 
Y ictualers from their attitude.

There are definite, unalterable funda
m entals for success which dare not be 
violated. There may be ethics and 
rules which are optional and have no 
particular bearing on successful m er
chandising, but fundamentals, never.

The strange part of it is that they 
are so simple. Anyone m ay use them  
if they know w hat they are, but, unless 
you are born with business instinct, 
you m ay grope for years and never 
actually use them effectively.

H undreds of men in business shy 
back when you talk shop, because they 
are unfam iliar with the term s of the

business they are in. T his should not 
be so and w hat’s more, dare not be so 
if one expects to survive the onslaught 

of the terrific competition in which 
we are about to find ourselves.

If you are not already a m em ber of 
the Michigan Retail Grocers and Meat 
D ealers’ Association, get in touch with 
our efficient and versatile Secretary, 
Paul Gezon, Grand Rapids, and have 

him fit you out with credentials and 
information. Tuesday and W ednesday 
are the big days. If you attend on 
these tw o days you will ever after re
m ember them  as stepping stones to 
g reater success in your business career.

The President of the Association, 
O rla H. Bailey, calls L ansing his home. 
The Lansing men are exceedingly 
proud of Orla. as they call him, and 
are laying plans for the ultim ate utm ost 
in conventions for this event. For 
purely selfish reasons come and take 
advantage of w hat will be offered to 
you, both in a business way as well as 
entertainm ent. Charles Christensen.

Old-Time Traveling Salesmen of 
Grand Rapids.

The first re-union of old-time trav 
eling salesmen of Grand Rapids a year 
ago was so enjoyable and so success
ful that it has been decided to hold a 
second re-union a t the Rowe Hotel 
Saturday. April 28.

A t a m eeting held last Saturday, the 
following comm ittee on arrangem ents 
was appointed: Leo A. Caro, Manley 
Jones, R. M. Dively. W alter S. Law- 
ton, Sam Evans and Geo. W . McKay.

This comm ittee thereupon made up 
a reception committee as follows: Geo. 
E. Abbott. Edw ard P. Andrew, Chas. 
H . Bass, W m. L. Berner, Con M. 
Broene, Cornelius Crawford, H erbert 
T- Chase, John Cummins, Neal Cary. 
W . C. Farley. Peter H . Fox, H. W. 
G arrett, D. M. H oogerhyde, H arry  
Mayer. D. W . Johns, Joe S. Major, 
W m. I. Millar. Fred E. Morley, W . W . 
M cKean, John P. Oggel. A. C. Rock
well. W m . H- Schrader, Scott J. 
Thompson, H arry  P. W inchester.

There is promise of a very much 
larger turnout than we had last year. 
A fine program m e for the afternoon 
and evening is being arranged for, so 
we can safely assure all who come a 
good time. Make your banquet reser
vations early. Reception starts a t 3 
p. m. Banquet closes arb itrarily  10 
p. m. George W . McKay, Chairman.

Largest U. C. T. Council in Michigan.
Saginaw, M arch 19—Joseph Paquette 

was elected Senior Counselor of Sag
inaw Council No. 43, United Com mer
cial Travelers, at the annual meeting. 
O ther officers elected for the ensuing 
year are:

Junior Counselor— Earl Chisholm.
Past Counselor— H arry  Cheney.
Secretary-T reasurer—’Geo. A. Pitts.
Chaplain—A rthur Malone.
Conductor— Fred A. Hayes.
Page— Carl Rice.
Sentinel—W illiam E. Honey.
Executive Committee — Bert E 

Gotts and O tto  M- Rhode.
The Council also elected tw enty-tw o 

delegates to the State U. C. T. con
vention, that will take place June 14 
15 and 16 in Petoskey.

Annual reports were presented dur- 
mg the business session and it was an
nounced th at the Saginaw Council now 
has the largest m em bership of any 
council in M ichigan and ranks twelfth 
o r th irteenth  in the entire country.

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

The Prompt Shippers

You Have To Sell

Morton House
C O F F E E
Only Once — It’s A Sure Repeater

W o r d e n  Q r o c e r  Q o m p a n v
Wholesalers for Fifty-nine Years 
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THE MICHIGAN TRUST OOMPANY. Receiver

cA t 
Every iMeal

HEKMAN’S
Cookie-Calmes 
and Crackers Codde-Cakes 

and Crackers
vASTERPIECES
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for every occasion
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