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A PRAYER
To grow a little wiser day by day,
To school my mind and body to obey,

To keep my inner life both clean and strong, 
To free my life from guile, my hand from wrong, 
To shut the door on hate and scorn and pride, 
To open them and leave the windows wide,
To meet with cheerful heart what comes to me, 
To turn life’s discords into harmony,
To share some weary worker’s heavy load,
To point some straying comrade to the road, 
To know that what I have is not my own,
To feel that I am never quite alone;
This would I pray from day to day,
For then I know my life would flow 
In peace, until it be God’s will I go.



E L E V A T O R  For Sale . .  ♦
Bean elevator at Big Rap ids,Michigan. Brick construction, 
good condition. Fully equipped, capacity 40,000 bushels. 
Large storage basement will hold 100 carloads of potatoes. 
Cost $75,000 new. Will sell at a very reasonable price.

G uarantee Bond & M ortgage Go.
107 Lyon Street, N.W. Grand Rapids, Michigan
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T h e  300-m ile shore  line o f 
S o u th e a s te rn  M ich ig an , cu rv in g  
n o rth w a rd  from  th e  O hio  b o rd e r 
on  L ak e  E r ie , follows th e  b u sy  
D e tro it  r iv e r, ro u n d s  b eau tifu l 
L ak e  S t. C la ir, th e  F la ts  a n d  S t. 
C la ir  riv e r, b o u n d s  th e  m ig h ty  
w a ters  o f  L a k e  H u ro n  a n d  fo rm s 
th e  o u tlin e  o f  T h e  T h u m b  b y  
circ ling  S ag inaw  B ay .

T h is  w a te r -b o rd e re d  la n d , 
cooled b y  th e  g en tle  b reezes from  
tw o  o f  th e  G re a t L akes, is one  o f  
the  W olverine  s ta te ’s ideal v a c a 
tion  sections.

D y n am ic  D e tro it ,  th e  au to m o 
bile a n d  a v ia tio n  c en te r  o f  th e  
w orld , w ith  i ts  b e au tifu l su b u rb a n  

u ev elopm en t, h a s  m a n y  s is te r c itie s  in  
th is  sec tion  —  M t. C lem ens, freq u e n tly  
called  “ th e  C ar lsb a d  o f  A m erica ’’because  
o f  th e  p o p u la r ity  o f  i ts  m in e ra l b a th s ;  
P o r t  H u ro n , w ith  i ts  s loping  w h ite  san d  
beaches a t  th e  h ead w a te rs  o f  th e  S t. 
C la ir r iv e r ; P o n tia c , th e  lu s ty  m an u fac 

tu rin g  c en te r , jo in ed  w ith  D e tro it  b y  th e  n a tio n ’s 
g re a te s t h ig h w ay ; a n d  m a n y  o th e r  th r iv in g  tow ns. 
All ho ld  g re a t ed u ca tio n a l, scenic a n d  rec rea tio n a l 
in te re s t.

W h e th e r th e  v is ito r to  S o u th e a s te rn  M ich igan  
com es from  fa r o r n e a r , he  is a s  close to  hom e a s  th e  n e a re s t 
te lephone. A nd  L o n g  D is ta n c e  R a te s  A re  S u rp r is in g ly  L o w !

N o te  th e  D a y  S ta tio n - to -S ta tio n  ra te s  for a  th re e -m in u te  c o n 
v e rsa tio n  b e tw een  4 :30 a . m . a n d  7:00 p . m . to  re p re sen ta tiv e  
o o in ts  in  S o u th e a s te rn  M ich igan :

OXFORD*

ftffancNS/BIRMINGHAM#
FARMINGTON *  • <■

N0?THVU£ * ^ ¿ ^ 0  
•PLYMOUTH

•OtARBORfT
»DETROIT
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•ROMULUSt-fvmrooTTE 

nRENTON 
•fljtf FOCA

CARLCT0N

Day Day
Sta tion -to -S ta tion rranH  Sta tiOTi - to -S t a tion

>ids to: Rate Rapids to: Rate

A K R O N $ .80 P E C K  __ _ .95
A LG O N A C ___ 1.00 P L Y M O U T H  . . . ___  .85
A R M A D A  _ . . .  .95 P O N T IA C  _____ ___  .85
B A D  A X E _ .95 P O R T  A U S T IN ___ 1.05
B A Y  P O R T  . . .85 P O R T  H U R O N ___ 1.05
B IR M IN G H A M  . .85 P O R T  S A N IL A C . . .  1.00
C L A R K S T O N  _ ___ .80 R O C H E S T E R .90
DROSS W E L L 1.00 R O M EO .95
D E A R B O R N  __ ____  .90 R O M U L U S  ____ ___  .90
F A IR G R O V E .80 R O Y A L  O A K  ... ___ .90
F A R M IN G T O N  .____ .85 S A N D U S K Y  ___ ___  .95
F L A T  R O C K  .. 1.20 S E B E W A IN G  . ___  .85
G A G E T O W N  — ____  .90 S N O V E R  .......... ___ .95
L A P E E R  ...... .85 ST. C L A IR 1.00
M A R IN E  C IT Y ___ 1.00 T R E N T O N  ____ ___ .90
M O N R O E  - .. ..  . .95 U T IC A .95
M T. C L E M E N S ___  .95 W A R R E N  _____ ___  .95
N E W  B A L T IM O R E .  1.00 W A Y N E  _______ ___  .90
N O R T H V I L L E  . _ .85 W Y A N D O T T E  . ___ .90
O X F O R D  . _ ____ .85

Fourth  o f  a  series o f  five a d 
vertisem en ts con cern in g  the  
a d va n ta g es  o f  M ich igan  as 
th e ** Id ea l V a ca tio n  Land.**
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You can  k eep  in touch w ith  
hom e a n d  office b y  Long Di* 
utnce T e lep h o n e . W atch  lot 

th e B lue Bell Sign
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"W o r d e n  Q r o c e r  C o m p a n y

The Prompt Shippers

Ask Your Trade To Try

Morton House
C O F F E E

It Is A Sure Repeater

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

Wholesalers for Fifty mine Years 
OTTAWA at WESTON GRAND RAPID6

THE MICHIGAN TRUST COMPANY. Receiver



Forty-sixth Year G RAN D  R A P ID S , W E D N E S D A Y , A U G U ST 1, 1928 Number 2841
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E. A. Stowe, Editor

PUBLISHED \i^EEKLY by Tradesman Company, 
from its office the Barnhart Building, Grand Rapids.

U n l ik e  A n y  O t h e r  P a p e r . Frank, free and
fearless for the good that we can do. Each issue com
plete in itself.

DEVOTED TO the best interests of business men.

Su b s c r ip t io n  R a t e s  are as follows: $3 per year,
if paid strictly in advance. $4 per year if not paid 
in advance. Canadian subscription, $4.04 per year, 
payable invariably in advance. Sample copies 10 cents 
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Entered September 23, 1883,at the Postoffice of Grand 
Rapids as second class matter under Act of March 
3 , 1 8 7 9 . _______________________________

J A M E S  M. G O L D I N G  
Detroit Representative 

409 Jefferson, E.

H O W  ABOUT T H E  LAW YERS?
W e have not before us the complete 

text of 'the opening address delivered 
before 'the annual convention of the 
American Bar Association by  P resi
dent Silas H. Strawn. But ra ther full 
telegraphic reports give us h is analysis 
of the causes for ihe present deplor
able crime situation in the United 
States. H e named these reasons for 
the increase in criminal violence since 
the W orld W ar:

The increase and developm ent in the 
m eans of communication, hard roads 
and high-powered automobiles, m ak
ing the “get-aw ay’’ easy.

T he vastly  increased wealth of our 
dit-cens and especially of the crim inal 
classes, enabling them  tc  buy fast m o
tors and expensive guns.

Organized crime which enables the 
underworld to make liberal contribu
tions to political cam paigns and to 
exert a  powerful influence in politics.

Delay in the apprehension and 
speedy punishm ent of crim inals due in 
part to the leniency and paltering of 
political judges and in part to our too 
liberal laws. W e do not give enough 
attention to the selection of our judges 
and prosecuting attorneys.

The apathy and indifference of our 
best citizens tow ard  their duty as citi
zens. Those best qualified to serve as 
ju rors seek to avoid the service be
cause of its discom forts or because 
they dislike to  leave their business.

U nrestricted traffic in firearms.
Speaking generally, th e  criminal 

laws, State and National, would be ade
quate were they  prom ptly and fearless
ly enforced. The weakness is not so 
much in the laws as it is in the p ro
cedure. In  criminal trials justice too 
frequently “travels with a leaden heel.”

T h e  reduction of crime depends not 
so much upon prosecuting officials and 
courts as ?t does upon the attitude of 
the people.

T his analysis is w orth the  attention 
of all of us. It lays down with the 
emphasis of isolation various causes of 
our present situation. But it does not 
dig into 'the background. I t does not, 
so to speak, give the causes of causes.

For instance, the “vastly increased 
wealth of our criminal classes” is cer
tainly in large part due to their “vastly 
increased” revenues as 'beer o r  alcohol

overlords of various sections of our 
large cities. The illegal sale of liquor 
offers such large rew ards that It has 
been organized into an immense indus
try. T he immense fortunes of boot
leggers have been repeatedly revealed 
in income tax proceedings. “Gang 
m urders,” with their “rides,” “pine
apples” and m achine guns, again and 
again appear as phenomena directly 
traceable to  liquor wars.

W ithout the existence of “prohibi
tion” conditions the criminal would not 
have the cash that is back of him to 
day. He could not make his “liberal 
contributions to political cam paigns.” 
He could not have his political influ
ence. He could not have his frequent 
imm unity 'from prosecution or punish
ment.

A nother “cause of a cause” Mr. 
Strawn omits. He scores the slowness 
Of procedure in our courts. But he 
makes no reference to the m em bers of 
the b a r w ho use every effort to win 
delay. He does not urge the associa
tion to work for a new procedure or 
a new legal conscience which shall 
fight relentlessly for justice and as 
relentlessly against sheer technical 
trickery.

President Strawn makes an incom 
plete statem ent of our most pressing 
legal problem. He does not summon 
our g reatest association of lawyers to 
grapple with it. W e trust that the 
convention will m anifest a different 
spirit before its adjournm ent.

U N TY IN G  T H E  STOCKING.
T hroughout the war and the post

war period of inflation it was known 
that the F rench peasant was carefully 
hoarding his gold. The traditional 
stocking, hidden carefully somewhere 
in the thatched cotage or buried in the 
farm yard, was an asset which the finan
ciers of Paris would have liked to  have 
had in the treasury, but the canny peas
ant had no idea of sacrificing this visi
ble wealth for paper notes which were 
constantly depreciating in value.

W ith  the stabilization of the franc on 
a gold basis this hidden wealth is final
ly getting  into circulation. The last 
weekly report of the Bank of France 
showed an increase in gold of 227,000,-
000 francs and none of it was from the 
week’s gold im ports. All of it was 
brought to the banks in the form  of 
pre-w ar coin by peopl who stood in 
line for hours to  convert their hoard
ings into notes in which they at last 
had absolute confidence. So unex
pectedly heavy was this inflow of gold 
that the Bank of France had to limit 
the purchase of notes to 500 transac
tions daily, and num bered tickets were 
given out to  applicants each morning.

If there were any doubt of w hat sta 
bilization m eans to  France as a symbol
01 a  return to economic normalcy this

resolves it. So secure is the basis on 
which the franc has been placed by 
the fiscal policies of Prem ier Poincare 
that France is w itnessing a run on the 
banks for paper. T his is even more 
rem arkable when we rem em ber the con
servatism  of the French peasant and 
that it is alm ost fifteen years since he 
began to hoard his wealth.

W O O L E STIM A TE  LARGER.
The feature of th e ‘week in the tex

tile m arkets is the opening of staple 
m en’s wear goods by the largest p ro
ducer at reductions. O pening of fan
cies are scheduled for late this m onth 
and early in Septem ber. T he wool 
m arket is a little more active, but still 
classed as quiet. T he prelim inary es
tim ate of the D epartm ent of Agricul
ture on domestic wool output for the 
1927-28 season shows an increase of 
6.5 per cent, over the preceding year, 
obtained through both an increased 
num ber of sheep shorn and a small 
gain in the average weight per fleece. 
Quotations for wool have slipped a 
little from the recent highs, a develop
ment more in keeping with the slow7 
demand in the goods m arket and the 
lower levels named on staples.

D uring the early part of last week 
the prim ary cotton goods m arket was 
very quiet, and it was indicated that 
another shutdown that may take in 
about 90 per cent, of the Southern 
mills would take place this week in 
order to cut down stocks. The su r
plus of goods, but particularly the un
certainty over prices of the raw m a
terial, are causing buyers to hesitate. 
Once this uncertainty is removed it is 
believed that business will go ahead 
in a much better way.

In silks there is still an active de
m and for sum m er goods, wanted for 
sale purposes. At the same time, fall 
goods are being purchased liberally, 
and the demand is quite broad over the 
different weaves.

TW O  ORD ERS O F N ITRO G EN .
In an address before the American 

Chemical Society Institu te Dr. H. E. 
B arnard has drawn a reassuring if not 
very pleasing picture of the possible 
solution of the problem which so 
aroused Maltlms. He declared that 
when it became necessary chemists 
could feed a hungry world w ithout 
bothering about such things as bread 
and meat and vegetables and the other 
familiars of our dining-room  tables.

“The chem ist will convert the light 
of the sun and nitrogen into food for 
the hum an family,” he said. “Thirty  
men w orking in a factory the size of 
a city block can produce in the form 
of yeast as much food as 10,000 men 
tilling 57,000 acres under ordinary agri
cultural conditions.’ E verything will 
be so fixed up in. tim e th a t m an will

forget the taste  of bread and meat 
“bu his metabolic processes will go o r 
just as satisfactorily as to-day.”

Under this delightful regime the 
w orld's population can grow and grow 
until the only problem is that of find
ing standing room. For that the scien
tists have not yet advanced a solution, 
although they doubtless could if they 
wanted to. The only question we 
would raise is w hether this future 
world in which our metabolic processes 
would be autom atically taken care of, 
and the life struggle would be merely 
a struggle to breathe, seems worth 
while. Despite the hardships of war 
and pestilence we are inclined to favor 
the M althus theory, even if it is a little 
old-fashioned.

N EW  FACTOR IN  T H E  M ARKET
Just how the rules of price making 

have changed since the days of cost 
plus a certain profit was well exem 
plified last week when the leading pro
ducers of woolens opened up staple 
fabrics to be used in m en's clothing 
for next spring. Despite the rise in 
wool, these fabrics were reduced 2 to 
10 cents per yard. At the same time, 
tropical w orsteds for next sum m er’s 
lightweight suits were advanced 5 to 
7?/> cents, and it was freely predicted 
in the m arket that fancy goods to  be 
shown later would also show an in
crease.

Som ething of a “price w ar” has de
veloped in the staple branch of the 
industry am ong three or four mill o r
ganizations, but the fact is that staples 
have become alm ost a drug on the 
m arket, to quote the trade, and the 
ordinary method of figuring cost and 
profit cannot be applied to such m er
chandise with much chance of obtain
ing a selling price that will lead to 
business. O rdinary m argins have to 
be slashed and the attem pt made to 
book enough volume to prevent loss.

T his state of affairs is not considered 
a healthy one. but it prevails in many 
industries. Consum ers seem bent on 
buying only what is new, or, perhaps, 
they are being swayed tem porarily to 
that course. As long as the fad for 
novelty persists it appears that staples 
m ust be at a discount.

In the great court of public opinion, 
the retailer who keeps a dirty store, 
has no defense; the retailer who does 
not trim  his Windows, has no defense; 
the retailer who buys from a chain 
store, has no defense; the retailer who 
does not watch his credits, has no de
fense.

A w riter says that people can al
ways collect debts if they go the right| 
•way about it. W e hear of a man who 
was shamed into paying his account 
because of an intim ation on the bot
tom, "A  rem ittance will surprise.”
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T H E  H O U SE O F SEELY

One of the Oldest Extract Manufac
turers in the Country.

The Seely M anufacturing Co., one 
of the oidest extract and cosmetic 
houses in tihe Middle W est, 'has been 
operating since 1862. A few years 
after beginning operations, G. H . 
Sm ith acquired a controlling interest 
in the com pany and so continued until 
his death in 1893. Since that time the 
business has been conducted by his 
sons.

For m any years Seely’s products 
were known from coast to coast, but 
in more recent years the company has 
confined its activities largely to the 
Middle W est terri‘ory. Noted th rough
out all these years fo r a product of 
superlative quality, it has been and 
still is the policy of the company to 
continue such a standard of quality for 
all its lines.

The name Seely has been so well 
established as a synonym for highest 
quality throughout the more than sixty 
years of its existence that it has be
come a household word, so that it is

James F. O’Donnell.

instinctive for careful buyers, when 
considering flavoring extracts to 
“Specify Seely’s.”

At one time the company m arketed 
a general line of perfumes and cos
metics. but some time ago w ithdrew 
from  the m arket all of this line except
ing the noted hand and complexion 
lotion, Parisian Balm. Sales on this 
item have increased very rapidly and 
it is m aking for itself a position akin 
to that enjoyed by the extracts.

Since the recent death of Thorne D. 
Smith, the form er president and gen
eral m anager, the company has made 
several changes in its directorate. At 
the recent annual meeting M. E. Smith 
became president, Jam es F. O Donnell 
vice-president and C. R. Rollings sec
retary-treasurer. These men, with H. 
R. Crusoe and C  M. Edw ards, com 
prise the present board

Janies F. O ’Donnell, who becomes 
V ice-President and M anager off Sales, 
is widely known throughout Michigan 
and the Central W est, as he has been 
engaged in the selling of commodities 
since his graduation from  Assum ption 
College, Sandwich, Ontario.

A fter finishing college he covered 
M ichigan territory  for the American 
Tobacco Co. for ten years, leaving th a t 
house to become Michigan representa
tive for the C. F. Sauer Co. and in 
1923 he took over M ichigan territo ry  
for the Seely Co. In  1925 he was 
made m anager of the Michigan sales 
departm ent and with the m ost recent 
prom otion takes over the entire di
rection of the sales program  as an offi
cer of the company.

Mr. O 'D onnell is a m em ber of a 
well-known Michigan family, a nephew 
of Jam es O ’Donnell, form er Congress
man and well-known newspaper m an 
of Jackson.

C. R. Rollings.

C. R. Rollings, who becomes Sec
re tary-T reasurer in charge of finance 
and production, spent five years with 
the W illiam s B rothers Co., of Detroit, 
when that com pany was an ou tstand
ing factor in the food production busi
ness in the United States, fo llow ing  
that he was general auditor and later 
assistant general m anager of the 
N orthw estern Steam ship Co., leaving 
that corporation to become com ptrol
ler and assistant secretary-treasurer 
for the Mansfield Steel Corporation. 
In addition to this, he has conducted 
a public accounting business for sev
eral years and possesses exceptional 
equipment for the position he occupies 
with the company.

Trading Up in Children’s Wear.
The early business placed in chil

dren’s wear has been of good volume 
and is  featured by an improved de
mand for better m erchandise. In terest 
in coats is said to be especially active 
and garm ents up to  $29.50 are doing 
well. Retailers are also said to  be plac
ing good orders for hat and coat sets 
which are expected to. be popular 
These are made of felt cloth and are 
wanted in the navy, tan and red 
shades.

Sends Photo to Former Customers.
A fter he had transferred  to another 

store, H arvey N. Leonard, a salesman, 
sent a personally written letfter to  his 
old customers, asking tl tm  to call. As 
he did not m ention 'his form er con
nections, Mr. Leonard made sure that 
the custom ers would rem em ber him by 
enclosing a small phoograph him
self,

IN  T H E  REALM  O F RASCALITY.

Questionable Schemes Which Are 
Under Suspicion.

Occasionally I have called attention 
to the fact that the owner of a trade
mark, or a private brand, could easily 
lose his right in it, and all money he 
had  invested in it, by exaggerated or 
false advertising. These cases are con
trolled by the ancient legal principle 
that “he who comes into court must 
come w ith clean hands.” If h is hands 
have become unclean because of mis- 
representative advertising, th e  courts 
will tu rn  him away w ithout his remedy.

Before me as I write is the report 
of another very im portant case which 
not only illustrates this point, but 
yields an interesting glimpse into a 
modern plan of doing business.

The plaintiff in this case was the 
American Safety Razor Corporation, 
which owns the Gem, Ever-R eady and 
Star razors. Form erly all these were 
made and sold by individual concerns, 
but the American Safety bought them 
all in. The defendant was the In te r
national Safety Razor Corporation, 
also m akers of safety razor blades. The 
suit was based on the allegation that 
the defendant was infringing on the 
plaintiff’s brands.

The plaintiff lost his suit first, be
cause the court found there was no 
infringem ent and second, because the 
American Safety Razor Corporation 
had been guilty of practices which 
dirtied its hands. It seems that when 
this company 'bought the three brands 
it never told the public about it, but 
went on advertising and selling the 
three as if they were still competitors.

The chief business in razors is in 
the blades—the holders cut no figure 
particularly and are often sold a t a 
loss in order to get the user started on 
the blades. In this case the blade was 
the same in all 'three cases, as the testi
mony showed. Nevertheless, the Gem 
advertising contained such statem ents 
as this:

No blade in the world can give such 
marvelous shaves as Gem or retain its 
edge through so many shaves. These 
are not claims, they are facts.

And the Ever-R eady advertising 
contained this:

P ast reputations can’t make bad 
blades give good shaves. Ever-R eady 
is the one and only hundred percenter. 
Use the new Ever-R eady blades— 
they’re the keenest edge in the world.

The new Ever-R eady blades are be t
te r  than the best of any o ther make.

And all this time, as I have said, it 
was the same blade in all three cases. 
T hat m ight not have affected the pub
lic so much were it not that the price 
differed.

The court dealt with this condition 
ra ther scathingly:

In  com m enting on the m atter of this 
advertising, com plainant’s counsel de
scribed it as ordinary business puffing, 
and refused to see anything sinister 
in it. I am unable to agree with this 
viewpoint. To me it appears perfect
ly clear that, if the public knew the 
truth, it would buy that blade of com 
plainant which is sold a t the smallest 
price, and th at its ignorance is costing 
it money w ithout w arrant every time 
it buys a blade at any figure beyond 
the minimum. Com plainant’s counsel 
talks about g reater exploitation ex
penses, and urges that fact as one rea
son for a larger selling price. W hy 
should a vendor be able to collect from 
a purchaser, as oart of the purchase 
price, money which has been spent in 
an effort to mislead that very pu r
chaser in m aking that very purchase?
I cannot see it.

From  the com plainant’s literature 
and advertising the keenest m ind 
could not fathom  the actual f a c t i  And 
failure to know the tru th  imposes a 
financial penalty on every person who 
pays more than the minimum price for 
one of com plainant’s razor blades.

I am therefore of the opinion that, 
by reason of the character of com
plainant’s advertising and literature, it 
has fallen far short of that standard of 
integrity which is required of a peti
tioner who seeks relief in a court of 
equity, and that this shortcom ing af
fects its entire case against the de
fendants.

The com plaint is 'therefore dism is
sed, with costs.

In  the old days business was full of 
these schemes—'branches of the same 
concern ostensibly com peting bitterly 
with each other, but actually playing 
in t̂o each o ther’s 'hands all the time. 
Slowly but surely this fake has been 
squeezed out by the courts, and no th
ing has helped more than the knowl
edge on the part of the perpetrators 
that if they did it they were liable to  
lose all the value of their trade-m arks. 
I don’t know w hether the American 
Safety Razor Corporation will mend 
its ways or not, but :f it goes ahead it 
will do so in full knowledge that it 
will have no chance against infringers. 
This is really of very great importance, 
for it means that if this decision stands, 
anybody can make a Gem, Ever-Ready 
or S tar razor blade and the real own-

IF IT’S SE E L Y ’S IT ’S R I G H T
Seely flavoring extracts are made with the same exact
ing care that has characterized all Seely Company 
products for more than sixty years.
I t ’s an all around satisfactory transaction when you 
sell a Seely product to a customer, because the customer 
knows if it’s Seely’s it’s right.
All wide awake grocers carry Seely’s products.

T H E  S E E L Y  M A N U F A C T U R IN G  C O M PA N Y
FLA VO RIN G  E X T R A C TS — T O IL E T  GOOD !

A s ta n d a rd  of q u a lity  for over 60 years.
1900 E . JE F F E R S O N  D E T R O IT
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FR EE. . .  for your asking l 
This Carton o f UNDERW O O D  

Deviled Ham

C ontaining Six T en -C en t Cans

>FT us send you these six 10-cent 
cans o f Underwood Deviled Ham 
with our compliments. See this na
tio n a lly  advertised p roduct 
for yourself. Taste its famous 
“million-dollar flavor”.

Buy Underwood Deviled 
Ham by the case of eight of 
these handy cartons. Sell it by 
the carton, or in single cans.

Just fill in  and tear out 
th e  co u p o n  in  th e  corner,

pin it to  your business letter-head 
and mail it to  us today . Do it 
now.

WM. UNDERW OOD CO.
90 W alnut Street, W atertown, Mass.
Please send me a FREE carton of 6 10-cent cans of Under
wood Deviled Ham, (Letter-head enclosed)

Our Jobber is___-------------------— ----

W HITE ROUSE COFFEE
— And Hard Cash for You/

or, although it paid $8.000,000 for the 
good will, can 't stop him.

E lton  J. Buckley.
[Copyrighted, 1928.]

A m anufacturer of concentrates and 
syrups from which beverages are made 
perm itted retailers to advertise a drink 
made from his syrups as “a delightful 
and refreshing drink with the arom a 
of the vineyards of France.” The 
word grape was also used, although 
the drink was not mad*- from  the fruit 
or juice of the grape. The m anufac
turer signed a stipulation agreem ent 
with the Federal Trade Commission 
to discontinue use of the word grape 
to describe a product not made from  
the fruit or juice of the grape.

A lthough he neither owned nor op
erated a factory, Samuel Booth, of 
Chicago, sold knitted goods under the 
trade name of Crawford Knitting 
Mills, and, under the name of H ouse
hold Supply Co., sold bedspreads) 
which he advertised as silk although 
they contained no silk

T he Federal T rade Commission has 
ordered Booth to discontinue use of a 
trade name containing the word “mills” 
until such time as he shall actually 
own, operate or control the factory in 
which are m anufactured the knitted 
goods sold by him. He is also prohib
ited from using the word “silk” to ad
vertise bedspreads or other articles 
unless they are composed entirely of 
silk or unless, where such articles are 
made partly of silk, the word “silk” 
is accompanied by a word or words 
truthfully  describing the other m a
terials of which <he bedspreads or 
other articles are in part composed.

Booth advertised his bedspreads un
der such designations as “ Fam ous 
Diana Silk Spread, ’ and “D iana Ray
on Silk Spread,” and represented that 
they were sold at wholesale prices but 
the commission found they were not 
sold at wholesale but ra ther at prices 
in substantial excess of the usual and 
prevailing prices.

Certain patterns of B ooth’s knitted 
goods were said to consist of 100 per 
cent, pure worsted, others 100 per cent, 
pure Wool Worsted and still others of 
silk interwoven in pure worsted. The 
commission found that neither the bed
spreads nor the knitted goods con
tained any silk and the knitted wear at 
no time contained more than 35 per 
cent, of wool. Both the bedspreads 
and knitted goods were purchased by 
Booth in the m anufactured state, the 
commission found.

T he Crawford K nitting Mills were 
described as the largest knitting  mills 
in the world selling knitted outerw ear 
direct to the wearer. The commis
sion held that use of that name had the 
tendency to deceive purchasers into 
believing the respondent owned a mill 
and that in dealing with him they were 
buying direct from the m anufacturer 
thus saving m iddlemen’s profits.

“Loss Leaders” No Longer Profitable.
An executive of the A. & P. chain 

store organization has been thinking 
for some time that price cu tting  :[nay 
be overdone; that it can be too ex
pensive a form of advertising; that its

novelty has been lost; and that on ac
count of all the preaching of economics 
trade associations and other agencies, 
intelligent consum ers have begun to 
realize that w hat is lost on one com
m odity m ust be made up on another. 
And to a concern that indulges habitu
ally in so-called “loss leaders,” where 
is the advantage when habitual shop
pers buy only these commodities?

W ith  some such thoughts in mind 
the m anager of this concern called in 
conference the district m anagers of 
the organizations representing the 
Middle W estern  section of the country 
and proposed the idea to them  of dis
continuing these m ethods of radical 
price cutting.

Of course, there was immediately a 
riot. Every possible objection was 
urged. Nevertheless, the experim ent 
was tried in a num ber of middle sized 
m arkets. In  order to carry out the 
policy fairly and frankly with the pub
lic, advertisem ents stated that instead 
of special bargain prices on this or 
that article to a ttrac t trade the prices 
would be regularly low, so that con
sum ers could be assured that day in 
and day out, year in and year out, they 
could buy everything in the company’s 
stores at as low if not lower prices as 
or than could be found anywhere else 
in the world. One of these advertise
m ents carried the following announce
m ent:

Regular low prices! Practically 
every price quoted in this advertise
ment will be in effect to-day, to-mor
row and every day until markets costs 
change.

You don’t have to wait until Satur
day to buy your food supplies at this 
store—food prices are low every day 
at our stores.

Strange as it may seem the new 
idea worked to a charm. The adver
tisem ents were supplem ented by form 
letters from store headquarters to peo
ple in the neighborhood explaining the 
new policy. There was a genuine re
action from the public and sales were 
observed to increase to a considerable 
extent.

If these experim ents continue to be 
successful the plan w.!l be put into 
effect more extensively by the A. & 
P. Co.

Perfectly Agreeable.
A wealthy m anufacturer gave a din

ner party to a num ber of his business 
friends. H is wife was an accomplished 
musician and played the piano while 
the guests were w aiting the announce
m ent of dinner. As she finished play
ing her husband turned to one of the 
guests and asked, “W ould you lika e 
sonata before dinner?”

“I don’t, m ind if I do,” he replied, 
“ I had  two on my way here, but I 
think I can stand another.”

Pools Help Toweling Sales.
Continued hot weather, coupled with 

the growth in popularity of swimming 
pools throughout the country, is 
credited with the sudden spurt in the 
demand for Turkish toweling. Since 
the custom ary fall demand for such 
m aterials does not assert itself until 
late in A ugust or Septem ber the popu
larity of the sw im m ing pool is credited
with ths chan ge.

Of course, you’re in business to make 
money. W ith a good margin of profit 
assured, you can make the MOST 
money by giving your customers the 
best values for T H E IR  money.

In  the coffee line, this means selling 
W hite House Coffee with the flavor

“roasted in.” I t  means more satisfac
tion on the table, steady repeats, grow
ing good-will for your store.

T ry  W hite House Coffee in your 
own home. You’ll be eager, then, to 
send it into other homes—and you can 
do it at a good profit

Q h e

Flavor is . 
‘Roasted In /

COFFEE
Dwine ll-Wrig mt Com pan y

D W I  N E L L - W R I G H T  C O ,  . . .  ^  „  _________________
B O lt t ( l |  M l l t * |  C h iM O O i 111*9 P o r to n W M t fc .  | owe pound net
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M O VEM EN TS O F M ERCHANTS.
C harlotte— Fred DeHaven succeeds 

Radis Bros, in the grocery business.
G rand Ledge— Andrew H. Keller 

succeeds Fosley & Bitzer in the gro-

Bay City—T he Riverside Dairy Co., 
has increased its capital stock from 
$10,000 Vi $25,000.

Allegan— Remodeling the F irst State 
Bank to  the extent of $15,000 will be 
started about Aug. 15.

H arbor Springs—M arsek & Cetus 
succeed C. W ager & Son in the g ro 
cery and m eat business.

T raverse City— Don Laym an suc
ceed- F. Pierce in the grocery busi
ness at 901 F ro n t street.

D etroit—The Reliance Plum bing & 
H eating Co., 9517 Oakland avenue, has 
been incorporated with an authorized 
capital stock of $1,000. $500 of which 
has been subscribed and paid in in 
cash.

Milan—T he Milan Lum ber Co. has 
been incorporated to deal in lumber 
arid builders’ supplies, with an au thor
ized capital stock of $15,000, $10,200 of 
which has been subscribed and $5,000 
paid in in cash.

S turgis—T he Crown Fur Co., hides, 
garm ents, etc., has been incorporated 
with an authorized capital stock of 
$10,000, $5,000 of which has been sub
scribed and paid in. $355 in cash and 
$4,645 in property.

Sparta Aug. 6 the corporate style 
of A. \ .  Johnson & Co. will be chang
ed to the I<>hn‘-on-Smith Co. Plans 
have been made to revam p the store 
building, so it will resem ble a city 
emporium in appearance.

New L othrop -T he New L othrop 
Co-Operative Co. has been incorpo
rated to  deal in dry goods, groceries, 
shoes, etc., with an authorized capital 
stock of $10,000, $1,000 of which has 
been subscribed and paid in in cash.

Detroitt—Phil 11. Lighte nberg, Inc.,
51 Fores t avenue has been incorporat-
ed to de;al in m<»tor truck; parts and
accessori es, with an authotrized capital
stock of $5,000, $2.:500 of which has
been sub,scribed and paid in in cash.

H anco ck — 'The Star Baking &
W holesale Co.. 205 Hancock avenue, 
has been incorprated with an authoriz
ed capital stock of $30,000, $14,500 of 
which has been subscribed and paid in, 
$3,500 in cash and $11,000 in property.

Saginaw—William Hym an has open
ed a fur and fur garm ent shop at 506 
Genesee avenue as a branch of his 
H ym an Fur Shop, 218 Genesee avenue, 
where wom en's wearing apparel is 
handled in addition to furs and fur 
garm ents.

Lowell—W illiam  Christiansen, who 
recently purchased the confectionery 
stock and store building of Mrs. 
Elizabeth l.alley. has remodeled the 
store and installed modern.machinery 
for m aking ice cream, tees, etc., which 
he dispenses.

Port H uron- -William Ruggeri, Inc.. 
329 W ater street, wholesale dealer in 
fruits and produce, has been incor
porated with an authorized capital 
stock of $5,000, $3,000 of which has 
been subscribed and paid in, $1,000 in 
cash and $2,000 in property.

D etro it — T he L urya Lum ber Co., 
15000 Linwood avenue, has been in

corporated to  deal in lum ber and build
ers' supplies, with an authorized capital 
stock of $20,000, all of which has been 
subscribed and paid in, $7,540-32 in 
cash and $12,459.68 in property.

Battle Creek—The S trong H ardw are 
Co., 25 South Jefferson avenue, suc
ceeds the Frank E. S trong E state  in 
business, with an authorized capital 
stock of $26,660 common and $13,340 
preferred, all of which has been sub
scribed and paid in in property.

D etroit—W ilson, Inc., I l l  E ast K ir
by avenue, has been incorporated to 
deal in interior decorations, antiques, 
and furnishings, with an authorized 
capital stock of $2,500, all of which 
has been subscribed and paid in, $630 
in cash and $1,870 in property.

Grand Rapids — The Hom e-Acres 
Furniture Co., Division avenue South, 
R. F. D. 11, has been incorporated to 
deal in furniture and household fur
nishings. with an authorized capital 
stock of $25,000, $4,000 of which has 
been subscribed and paid in in cash.

D etroit—T he Panacea Spring W ater 
Co., 836 H ow ard street, has merged its 
business into a stock company under 
the same style, with an authorized cap
ital stock of 1,000 shars at $10 per 
share. $10,000 being subscribed and 
paid in. $200 in cash and $9,800 in p rop
erty.

Sherwood — The Sherwood Co.- 
Operative Association has merged its 
business into a stock company under 
the style of the Sherwood C o-O pera
tive Co., with an authorized capital 
stock of $8,000. of which am ount $4,540 
has (been subscribed and paid in in 
property.

L ’Anse—T he B araga County N a
tional Bank will erect a modern bank 
on its property on the corner of Main 
and Broad streets. It will he a one 
story structure of face brick, steel re 
inforcement with buff Indiana Lim e
stone trim m ed pilasters, the base being 
of the same stone.

Grand Rapids— The F. A. M osher 
Roofing Co., 2685 Division avenue, 
South, has m erged its business into a 
stock company under the style of the 
M osher Roofing Co., with an au thor
ized capital stock of 2,500 shares at 
$10 per share, of which am ount $7,000 
has been subscribed and paid in in 
property.

T raverse  City—The Silver Hook 
M arket, 401 East F ron t street, has 
been incorporated to do commercial 
fishing and to deal in bait at whole
sale and retail, with an authorized 
capital stock of $5,000, of which 
am ount $3,500 has been subscribed and 
paid in, $1,675 in cash and $1,825 in 
property.

Ludington— R. L. Smith, owner of 
the Consolidated Stores, South Jam es 
street, is conducting a closing out sale 
of his stock, having sold his lease and 
store fixtures to  the J. J. Newberry 
Co., with headquarters in New York 
City, conducting a chain of 5c to  25c 
stores, which will open with new stock 
about Sept. 1.

Bay City—Bay City has four can
ning industries which ship out 155,000 
cases annually and pay to farm ers ap
proxim ately $250,000. T hirty -six  peo
ple are employd throughout the year 
in the plants and during the canning

season proper which lasts tw o m onths 
an additional num ber of 220 is kept 
busy.

Croswell— Shortage of sugar beets in 
Sanilac county and adjacent territory  
has resulted in the decision by the 
Michigan Sugar Co. to abandon the 
1928 campaign at the Croswell plant. 
Sugar beet acreage in this vicinity will 
run low, due to excessive rains. Sugar 
beets grown in this vicinity will be 
shipped to other nearby plants of the 
Michigan Sugar Co.

Manufacturing Matters.
Grand Rapids — The W olverine 

U pholstering Co., M arket and Oak 
streets, has increased its capital stock 
from  $50,000 to $100,000.

Negaunee—‘W illiam Mitchell is now 
installing the m achinery and equip
m ent in the modern creamery he will 
open in the remodeled T orreano build
ing on Jackson street, about Aug. 4.

L udington—T he Carrom  Co. has 
nearly completed reconstruction of two 
sections of the plant, at a cost of near
ly $30,000. The company is continu
ing its m anufacturing operations w ith
out interruption.

Benton H arbor—T he Michigan Bell 
Telephone Co. has bought property on 
Elm street, adjoining the Benton H a r
bor State Bank block, and within a 
year will build an exchange plant to 
cost approxim ately $150,000.

Detroit — The Jefferson Products 
Co., 3525 T orrey  Court, has been in
corporated to m anufacture and sell 
malt, with an authorized capital stock 
of $25,000. of which am ount $10,000 
has been subscribed and paid in, $412.02 
in cash and $9,587.98 in property.

D etroit—The Vacuum C arburetor 
Co., 1220 Free Press building, has been 
incorporated to m anufacture and sell 
carburetors, with an authorized capital 
stock of $10,000, of which amount 
$8,100 has been subscribed and paid 
in, $3,000 in cash and $5,100 in prop
erty.

T hree Rivers—T he Egg-Safe M anu
facturing Co. of M ichigan has been in
corporated to m anufacture and deal in 
egg cases and other containers, with 
an authorized capital stock of $5,000, 
all of which has been subscribed and 
paid in, $2,000 in cash and $3,000 in 
property.

D etroit—The Slite-O -H and M anu
facturing Co., Sallan building, has been 
incorporated to  m anufacture soap, 
cleaners and polishes, with an au thor
ized capital stock of 2,500 shares at 
$10 per share, $25,000 being subscribed, 
$2,500 paid in in cash and $20,000 in 
property.

W atervliet— After nearly eighteen 
years of continuous use the paper m a
chine in the W atervliet Paper Co.’s 
mill will be rebuilt. T he machine has 
been able to  produce tw enty-eight to 
th irty  tons of paper daily and im prove
m ents in progress will m aterially in
crease the output.

Belding—T he M etal-Glass Products 
Co., has been incorporated to  deal in 
sheet m etal products, enameled ware, 
trunks and accessories, with an au thor
ized capital stock of $50,000, of which 
am ount $29,600 has been subscribed 
and paid in, $1,898.09 in  cash and $27,- 
701-91 in property.

D etroit—The Kellc*- T rac to r & 
Shovel Co., 2524 Braden avenue, has 
been incorporated to  deal in caterpillar 
tractors and other industrial machinery 
ar.d supplies therefor, with an au tho r
ized capital stock of $300,000, $175,000 
of which has been subscribed and paid 
in, $45,000 in cash and $130,000 in 
property.

Saginaw—T he Saginaw Glass P ro d 
ucts Co., 323 South N iagara street, 
glassware, picture fram es, m irrors, etc., 
has m erged its business into a stock 
company under the same style, with an 
authorized capital stock of $50,000, 
$10,000 of which has been subscribed 
and paid in, $2,000 in cash and $8,000 
in property.

D etroit—Albert E. Mallard, 3021 
W abash avenue, m anufacturing chem 
ist, has m erged his business into a 
stock company under the style of the 
LaSalle Laboratories, Inc., to m anu
facture and sell drugs, medicines, 
toilet preparations, etc., with an au
thorized capital stock cf $5,000, all of 
which has been subscribed and $2,000 
paid in in cash.

M anistique—A new cheese factory, 
one of the largest in Michigan, will be 
erected soon on U S 2 a t the city limits 
of Manistique, by W illiam  Hem b, of 
M arinette, Wis., who will be proprietor 
and m anager. The factory will have 
a daily output of 1,000 to 1,500 pounds. 
T he milk consum ption will foe 10,000 
to 15,000 pounds daily Mr. Hemfo is 
proprietor of a large cheese factory in 
M arinette.

Cheboygan— M. D. Olds, of this 
place, has been named as one of the 
commission -that will have charge of 
the Hansen tract of pine tim ber that 
was recently presented to the State. 
It is planned not only to preserve the 
100 acres of cork pine that stands on 
the tract, h u t to assemble an old tim e 
logging camp, big wheels, cook shanty, 
bunk house and all of the o ther things 
that made famous M ichigan’s logging 
camps of 40 years ago. Mr. Olds is a 
retired lumberm an, having operated in 
both the Upper and Lower peninsulas.

M ancelona—T he iron furnace and 
chemical plant of the A ntrim  Iron  will 
be shut down Aug. 1 for general re 
pairs. I t  was originally planned to 
have the shut-down last about ninety 
days, but M anager R. D. D urre tt states 
it w’ill probably not be m ore than  sixty 
days. The sawmill will continue run
ning until its hemlock cut is completed, 
when it will also shut down for over
hauling. T his shut-down will not be 
over ten days or tw o weeks. An im
portant alteration, as planned, will be 
to change the power drive from steam 
to m otors. No contract has been let 
for this change as yet, as tw o or three 
companies are figuring on the work. 
This change will not be made just 
now, but probably will be consum m at
ed before fall. I t  will require some
thing like 700 horsepow’er in m otors to 
m otorize the mill. T he Antrim  Iron 
Co.’s railroad up into its tim ber N orth
east of Alba is progressing nicely. 
About ten miles of steel has been laid, 
and the rem aining ten miles of main 
line and branches is being pushed as 
rapidly as possible«
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Essential Features of the Grocery 
Staples.

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

T ea—The m arket shows no special 
change for the week. Buying appears 
to be entirely from hand to  m outh. 
General undertone, however, is still 
fairly firm and buyers are paying full 
prices. India teas are higher in the 
prim ary m arkets.

Coffee—'The m arket for green Rio 
and  Santos coffee has shown practical
ly no change during  the week. Busi
ness is very quiet and prices are about 
like last week, possibly a very slight 
fraction lower. Mild coffees have 
worked up a small fraction since the 
last report. The jobbing m arket for 
roasted coffee unchanged for the week.

Canned Fruits— One of the leading 
canners of California fruits has named 
opening prices but they were not re
leased until the end of the week, and 
while it is believed that canners of 
equal standing will quote much the 
same figures there has been some 
tendency am ong buyers to  postpone 
rapid action until the rem ainder of the 
price lists are out. Conservatism  is 
expected to some extent in peach con
firmations as that is the largest pack 
produced in California, but quick ac
tion is predicted in pears and apricots 
due to the scarcity of these item s in 
many grades in carryover w ith a free 
sale of cherries because they too are 
in a favorable statistical position. F u r
ther confidence in the fruit situation 
may be created wtien the details of the 
agreem ent which canners and grow ers 
have reached regarding the size of the 
peach pack and ju st w hat g rades will 
be handled are known. Buyers want 
to see a reasonable production, as 
there is a large peach crop throughout 
the country and home canning may be 
m ore of a factor this season than 
usual. In  any event the lim itation of 
the pack to  13,000,000 cases puts the 
trade in a better position to m arket 
'the crop than a year ago as the carry 
over has heen reduced, while consum 
ing outlets have been increased by of
fering unusually good quality on a 
reasonable price basis to the consumer.

C anned V egetables—The pea pack is 
being  finished and it is generally esti
mated in the neighborhood of 16,000,- 
000 cases, som ewhat larger than last 
year but less than the record ou tpu t 
of 1926. The present pack runs more 
to  standards than buyers would like 
to see. Additional buvm g is not im
portan t a t the moment. Tom atoes 
have been steady on old goods and in 
fair demand for new packs in con
servative volume. Corn is still quiet 
in both positions.

Canned F ish— Canned fish shows 
some little demand, w ithout any im
p o rtan t change in price. Columbia 
R iver chinook salmon expected to  show 
this year a deficit in volume of about 
60 per cent., particularly on the fancy 
grades. T his grade of chinook salmon 
is scarce and wanted. Alaska pink 
salmon is selling to some extent at 
stiff prices. Red Alaska salmon is dull 
and neglected. Prices ra ther easy. 
O ther canned fish quiet and un
changed.

Hearts and Peas—T h e  past week has

shown a slight im provem ent in pea 
beans, both as to dem and and price. 
O ther varieties of dried beans are very 
dull. Prices unchanged. Dried peas 
neglected.

Rice—T he m arket is quiet, as the 
bulk of the trade is on a  hand-to- 
m outh basis and expects to  rem ain so 
during the balance of the present, crop 
season. R eports from the SoUth re 
garding growing conditions vary to 
some extent and show th a t the  crop 
is spotty and generally som ewhat late. 
No indications have been given so far 
as to  w hat opening prices will be. A 
gradual reduction in carryover is be
ing made with indications ‘of a sho rt
age in Blue Rose before new crop is 
available in jobbing centers.

Syrup and  Molasses—The continu
ing warm  w eather has reduced the de
mand for molasses to the sum m er 
minimum. Business is very dull, but 
prices are nevertheless steady. Sugar 
syrup rem ains about unchanged fo r the 
week. Dem and light. Com pound 
syrup very m oderate demand a t steady 
prices.

Cheese—The demand for cheese is 
keeping up very well and because Ithe 
offrings are com paratively 'small, the 
m arket is steady a t ruling quotations.

Salt Fis'h—'The wholesale m arket in 
all types o'f salt fish is inactive, as 
there is merely a nominal movem ent 
through retail Channels. The warm 
weather iso 'far this sum m er has slowed 
up the demand, but it has not influ
enced prices as d istributors are not 
overstocked and they look for an in
crease in the demand in the near fu
ture when w eather conditions are m ore 
favorable. No im portant developm ents 
have occurred in the Am erican shore 
mackerel production situation.

Dried F ru its—F u rthe r weakness de
veloped in raisins on the C oast last 
week and offerings of Thom psons have 
been made a t 4j4c dock. Packers have 
been soliciting business w ithout much 
response on  the part of the buying 
trade and a fu rth er tendency to  work 
for an unstable m arket has 'been the 
report thalt the attem pts of- outside 
grow ers to pool their fruit this season 
have not been satisfactory enough to 
m'ake St appear that any arrangem ent 
will be made coveringl928 crop. The 
intention <was to  pool fruit and deal 
collectively w ith independent packers, 
thereby preventing them  from  obtain
ing raislins from  grow ers on a  low cost 
basis. T h e  w eakness in raisins has 
affected the sale of all dried fru its and 
business afll 'along the line is quiet. 
Some trading in new crop prunes is 
going on  b u t there is reluctance to 
make com m itm ents am ong buyers and 
equal hesitancy am ong packers, who 
say th ere  is little profit in trading when 
grow ers dem and such a h igh  basis. 
Oregon new packs have not been 
quoted and a re  a dark horse as to  
value and tonnage. Peaches remain 
steady on the Coast at the recent 
range of prices. Apricots are also 
stationary.

Pickles—Genuine dills are scarce, al
though th ere  are increasing offerings 
of so-called overnight dills. T h e  en
tire line of sweet and sour pickles is in 
light supply w ith  assortm ents badly 
broken and the popular sizes p re tty

well out of first hands. The new pack 
so far has been light in the Southern 
States and there  is no surplus to weak
en th e  m arket. Com mitments for 
later crops have been light and with 
no overproduction in sight, distributors 
are showing confidence in the spot 
m arket and in the trend of prices in 
the near future.

Sauerkraut—Bulk and canned kraut 
are in lim ited demand with no  pros
pects of a m aterial increase in th e  
turnover until cooler w eather sets in. 
The report of a large acreage in cab
bage for kraut m anufacture lias caused 
additional conservatism  in covering for 
the future.

Olives—T h e  situation on the spot is 
much the same as it was a week ago 
except that the advance in prices which 
was made 'then is m ore general as im
porters who had been selling fruit 
which was acquired earlier in the sea
son on a lower basis have exhausted 
their supplies and their quotations arc- 
based upon present replacem ent. The 
m arket in Seville rem ains firm and 
curers are not shading their prices. No 
evidence of weakness is to be found in 
prim ary m arkets and the strength  in 
Spain is being reflected here more gen
erally than at any time in several 
weeks.

N uts—T h e  steadily advancing Brazil 
nut m arket is the feature of the nut 
situation. The persistent rise in quo
tations has not frightened off buyers 
but has acted as a spur to business and 
there has been an unusually good book
ing fo r fa'll shipment. Offerings are 
narrow ing among im porters, who pre
dict they will clean up their holdings 
much in advance of usual. O ther nuts 
in the shell were quiet all week as 
there is little call for any variety for 
transient needs. M ost operators have 
stocked up to some extent for the early 
fall, doing so when the m arket was 
more favorable during the spring, and 
until their inventories are converted 
into cash they are not ready for re
investm ent. T he  m arket on nut meats 
is firm. Business -is not along broad 
lines as offerings of m ost varieties are 
limited and cannot easily be duplicated. 
Enquiries for early fall shipm ent are 
on the increase but im porters are slow 
to book business as they look for a 
generally higher basis when the nuts 
are actually wanted for consum ing and 
m anufacturing trade outlets.

Review of the Produce Market.
Apples— W estern  W inesaps, $3 per 

box; home grown T ransparen t and 
Duchess, $2@2.25 per bu.

Bananas—5@6c per lb.
Beets—60c per doz. bunches or $1.25 

per bu.
Blackberries—$3.50 per 16 qt. crate.
B utter Beans—$2 per bu. for home 

grown.
. Black R aspberries — $3 per 16 qt. 

crate.
B utter—T he demand is firm. The 

m arket is unchanged from a week ago. 
Jobbers hold prints at 44c; fresh pack
ed in 65 lb. tubs, 43c; fresh packed in 
33 lb. tubs, 4 3 ^ c .

Cabbage— Hom e grown, 85c per bu.
Cantaloupes—Arizona stock sells as

Jum bos, 4 5 s ------------------------------- $3.50
Jum bos, 36s ------------------------------- 3.50
Standards ----------------------------------- 3.00

Flats __________________________  1.50
A rkansas melons 50c per crate lower 
than above.

Carrots—25c per doz. bunches or 
$1.50 per bu.

Cauliflower—New from 111. $3 per 
doz.

Celery— Hom e grown, 50@(-.0c per 
bunch, according to size.

Cherries—$2.50 per crate for sour 
and $4 per crate for sweet.

Cocoanuts-—$1 per doz. or $7.50 per 
bag.

Cucumbers— Home grow n hot house, 
$1.25 per doz.

Dried Beans—M ichigan jobbers are
quoting as follows:
C. H. Pea Beans ______________ $8.50
Light Red Kidney _____________ 8.75
Dark Red K id n e y _______________ 9.00

E ggs— A good many heated eggs are 
coming forward, which have to be 
priced for sale. Suply of fine fresh 
eggs is small and the m arket is firm. 
T he only fluctuation during the week 
was an advance of 1c per doz. Jobbers 
are paying 29@30c for strictly fresh, 
according to quality.

Grape Fruit — Florida comm ands 
$6.50@7 per crate.

Green Corn--40c per dioz. for 111.
Green O nio ns—I Tome grown. 20c

per doz. 1bunclîes.
Btoney Dew Melo ns—$.2.25 per crate.
L enion;>— Ruling price;i this week

are as fo Hows
3^0 ŝii n|<ri*t $9.00
300 ist _ . 9.00
360 Red Ball _____ _ 8.50
300 Red Ball . 8.50

L.ettuce In good <’eunand on the
foil owing hasi s:
Hom e gr own icebe rg, pt*r bu. - .$1.50
O utdoor grow n leall  per bu. — _ .75

Jew- 13otatc>es — $2.50 per bb 1. for
Virginia stock ; home gr own, 90c per
bu.

Onions— Sp:inish, $2.2:5 per crate :
Wsdla W alia. $2.75 per 1.00 lb. s;ack.

(Drangt;s— F ancy Sunk ist Cali fornia
Va lencias> are now on the foil owing
basis :
126 _______________________ _____$0.00
150 ____________________________  9.00
176 ____________________________  9.00
200 ____________________________  9.00
216 _______________=____________  9.00
252 ____________________________  9.00
288 ____________________________  9.00

Peaches — E lbertas from  Georgia, 
$2.25 per bu.

Peppers—Green, 50c per doz. 
Pieplant— Hom e grown, $1 per bu. 
Poultry—W ilson & C om pany pay as

follows:
H eavy fowls — :----------------- 24c 

____ 17c

Light W . L. broilers __ ____  18c
Radishes—20c per doz. bunches for

home grown.
Red R aspberries—$4 per 16 qt. crate.
T om atoes—Hom e grow n Tilot house

are now in m arket, commandling $1.25
per 7 lb. basket.

Veal Calves — W ilson & Company
pay as follows:
Fancy _ ----------------------------- ___  22c
Good ___________________________  19c
Medium ------------    16c
Poor ___________________________  10c

W aterm elons— 40@60c for M issouri 
stock.

mailto:2@2.25
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Item s of Interest to Grand Rapids 
Council

Surely the m onths of July and A ug
ust in Michigan are rightly  known as 
the vacation m onths. O f the many a t
tractive places in the United S tates 
to spend a vacation, it is the opinion 
of the w riter that Michigan offers more 
opportunities of real enjoym ent, health 
giving recreation and the things which 
make a vacation an unbroken series of 
pleasant memories than any other place 
in the Union. The scribe has been on 
a vacation, so far as collecting a few 
news item s and sending them to the 
T radesm an is concerned, and while we 
have nothing startling  to  report for 
this issue, there are a few things of 
general in terst to  the m em bers of the 
Council.

W e urge each and every m em ber to 
read carefully the first article in Aug
ust num ber of the Sample Case by 
C harles F. Abbott on “ Price C utting 
Underm ines the Economic Stability of 
the Nation at Large.” I t is a revelation 
to many laymen to learn that the firm 
that cuts prices to obtain business finds 
the practice very detrim ental to the 
industry in which it is engaged. He 
proves to a fair-minded man that cut 
prices do not even benefit the cus
tomer. If you did no receive your 
copy or have mislaid it. buy one from 
a news stand. It is well worth it. 
C harles IT. Smith, editor and m anager 
is making the Sample Case a very 
w'orthwhile magazine.

T he Council has leased the form er 
Masonic Tem ple, which is being re
modeled and decorated and some 
changes and additions made, to make 
it one of the most desirable places 
of holding our m eetings and social af
fairs th at we could secure in Grand 
Rapids. T he location is excellent, 
being in the George L. Young building, 
Louis and Ionia streets. The owner 
of the building expects to have the 
room s in readiness for the first m eet
ing in Septem ber, which will be Sept. 1.

Mr. and Mrs. John Olney are spend
ing a combined vacation and business 
trip  of three weeks in the Upper 
Peninsula. Mr. Olney is an enthusi
astic m em ber of the Izaac W alton 
League and he, undoubtedly, knows 
how and where to catch some of the 
large ones.

W alter Lypps, who has been con
fined to his home for tw o weeks by 
illness, is again on the trail of orders 
for the Lorillard Co., of New York.

A few days ago, while A rthur Bor
den and wife were re tu rn ing  from a 
6,000 mile businss trip  through the 
East, they had the m isfortune to  skid 
from the pavem ent and upset their car 
when six miles East of Grand Rapids. 
On the entire trip they had not even 
had a flat tire or trouble of any kind, 
and it is a peculiar piece of hard luck 
to  upset the car when within six miles 
of home. An unusual thing about it 
was the fact th at the first persons to 
render assisance were B rothers Ray
mond W . Bentley and J. Clyde L arra- 
way, who were nearby providing them 
selves with angle worm s prior to  leav
ing on their vacation. B rother Borden 
sustained a broken rib and severe 
bruises.

T he Grand Rapids Sash and Door

Co., which suffered such a disastrous 
fire on May 7, has moved into its new 
warehouse and expects to  complete 
and move into the new offices within 
two weeks. Clarence Myers, who is 
secretary and sales m anager of this 
company, is a valued m em ber of Grand 
Rapids Council. He states that not
w ithstanding the disaster, all contracts 
will be executed w ithout delay to  the 
builders.

T he m em bers of the Council and 
Salesm en’s Club of Grand Rapids will 
rejoice to  learn th at A. H. Behrm an 
( ( H arry ) is again a citizen of Grand 
Rapids. T ruly  we have missed for the 
past two years his leading the com
m unity singing in our luncheon m eet
ings and his genial personality. He is 
representing the M azer Cigar Co., of 
Detroit, in W estern  M ichigan and is 
residing a t 330 W oodm ere avenue. To 
you, H arry, we say, all together, “W el
come to  our city.”

Tw o m em bers of the official person
nel of Grand Rapids Council, P ast 
Counselor, Raymond W . Bentley and 
J. C. Larraw ay, of the Executive Com
mittee. have returned from a two 
weeks outing at Diamond Lake. They 
pronounce their vacation a perfect one, 
even if they did not catch a fish. They 
carry a coat of tan which any seaside 
resorter would envy, and their appear
ance would indicate th at they were 
well fed and well cared for while away. 
They certainly returned with buoyant 
spirits.

W . O. Ephlin, ljving at 660 Lake 
Drive, who sold groceries for m any 
years in the trade territo ry  of M uske
gon and Frem ont, has left the road and 
is in the real estate  business in Grand 
Rapids. His health became much im 
paired and he felt it could be restored 
m ore rapidly if he was a t home. H is 
m any friends in the Council will be 
glad to  meet him in any real estate 
transaction or in Council meetings.

Horner R. Bradfield and family spent 
the past week in Detroit, visiting their 
daughter and taking a part in the 
Knighs T em plar activities.

About five weeks ago we reported 
that G. V. McConnell, of 1342 Sigsbee 
street, had been brought home from 
Hillsdale in an ambulance. Very glad 
to  tell m em bers through the columns 
of the T radesm an that “M ac” reports 
himself 100 per cent, again and is doing 
a good business on his territory.

Fred E. Beardsley, living at 226 
Benjamin street, is still made very 
m iserable at times by the rheum atism  
which has plagued his life for several 
years. He was form erly very active 
in Council affairs.

Clarence Groom, son of our Junior 
Counselor, Robert E. Groom, is very 
ill with an affliction that up to  this 
time has baffled medical science. W e 
arc eagerly hoping we can report an 
im provem ent in his condition soon, 
followed by a complete recovery.

T he Secretary-T reasurer, Allen F. 
Rockwell, and wife are spending much 
of the warm w eather at their cottage 
on Beech wood Point, W all Lake.

L. L. L.

Unintelligent stubbornness is pig
headedness; intelligent stubbornness is 
will power.

—That Sign on Main Street
in front of the best grocery store in most of the small towns throughout 
the country there is a sign reading:

Selling Agency for

Chase & Sanborn’s
F A M O U S  

Teas &  Coffees

CHASE &  SA NBO RNS  
SEA L BRAND COFFEE

—half a century on the 
Nation’s breakfast table.

These stores have come to 
know the value of this sign. 
I t  has been profitable for them 
to handle Chase & Sanborn 
merchandise and to make that 
fact known. In  the minds of 
consumers it links up these 
stores with quality merchan
dise. Probably it would do 
as much for yours.

W hy not write us about it?

No other coffee parallels 
Seal Brand’s 
record

The standard 
f o r  o v e r  
f i f t y  yea rs

Seal Brand Tea 
is of the same high quality

Chase & Sanborn
Importers

SEAL BRAND COFFEE AND TEA 

Boston Chicago
Grocers Supplied by Chase & Sanborn, 327 N. W ells St., Chicago
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LONG H OU RS AND LOW  W AGES

They Cause Disloyalty of Chain Store 
Employes.

Independent retailers complain of 
business lost to the chain store because 
of its aggressive selling m ethods. M an
ufacturers grum ble over the low prices 
demanded and obtained because of the 
chains’ large buying power. M ean
while, both retailer and m anufacturer 
are quietly investing in the shares of 
the chains, led on, in spite of prejudice 
and resentm ent, by the chains’ fine 
showing of profits.

F o r the chain m anagem ents, how 
ever, all is not always so rosy. T o 
them , as to  retailer and m anufacturer, 
come hours of travail when all is black 
with discouragem ent and the game 
seems hardly w orth the effort. These 
tim es of grief, like all grow ing pains, 
will eventually come to an end, but in 
these days of rapid expansion, chain 
store m anagem ents do face some 
serious problem s—problem s which are 
not at first apparent to  outsiders who 
think chiefly of the chains’ expert buy
ing. In  the handling of m erchandise 
the chain is able to  do w hat the in
dependent retailer usually fails to  do; 
obtain high turnover ratio, avoid over
stocks, and buy with specialized know l
edge of the m arket. T he chain, fu rth 
ermore, is able to ship slow moving 
goods from  one unit to  another with 
com paratively little loss, much as the 
departm ent store uses its “basemeent 
store” for the same purpose.

W ith  tw o or three notable excep
tions, however, the chain stores appear 
to hire their help on the same princi
ple th a t they purchase goods. T hey 
employ help on a price basis. Despite 
their efforts to  “buy” expertly, the 
skill th at m akes a good “buyer” for 
m erchandise does not build a strong 
organization. I t  is one m atter to judge 
fabrics, calibrate m etals, and then  hag
gle for an additional 5 per cent, or 
tw enty  days’ dating, but quite another 
to  pick m en as local m anagers and 
then devise incentives th at will reward 
them  and retain their loyalty. A good 
personnel cannot be built up as a stock 
of goods can be assembled, and, in 
about the m easure th a t the chain em 
ploy men as they buy goods, they are 
falling short for the future.

A few m onths ago in the leisure of 
a Palm  Beach afternoon, at a tim e 
when the stock m arket was soaring, a 
prom otion banker made the rem ark:

“ I ’d sell short on every one of the 
chains. A lot of their wonderful gains 
from  m onth to m onth are due simply 
to their rapid expansion. T hey’re add
ing units by the thousand and, of 
course, th at swells their volume. But 
all these new ones aren’t old enough 
to  show up their losses. W ait until 
the end of their second year when the 
auditors compel them  to charge off all 
their expense accounts and when all 
their bad deals come to  light—bad 
deals, I  mean, of ridiculous rentals and 
distress m anagers.”

T o  m y request for a definition of 
“distress m anagers,” the banker re 
plied:

“A ‘distress m anager’ is like a bank
ru p t stock. T he bankrupt stock of 
goods has been milked by its form er

owner of everything he could sell at 
a fair price. All th a t’s left for the 
advertised ‘bankrupt sale’ is the out- 
of-date stuff, or odd sizes, or inferior 
qualities. T he price is slashed because 
the stuff is high at any price. T h a t’s 
the way it is w ith these chains. They 
buy out some weak-kneed brother 
who’s on the verge of quitting but can’t 
becaues he’s hog-tied w ith a lease or 
is being bolstered up by some whole
saler. T he chain employs the unsuc
cessful retailer as its m anager. If that 
doesn't happen, it picks up some clerk 
who has never m anaged anything and 
m akes him m anager.

“T he chains can’t get real m en for 
their jobs. A journeym an plumber or 
a garage m echanic m akes three times 
the money, and he works only eight 
hours and has Sundays and nights to 
amuse the wife. T he chain store m an
ager has no evenings off, and his day 
is nearer sixteen hours than eight.

“ I t ’s only the m an in distress w ho’ll 
take the job. N ot the dow n-and-outer 
exactly, but the fellow th a t’s close to 
it—the kind th at’s always close to  the 
wall if he’s in business for himself— 
plus, of course, the am bitious clerk 
who’s forging ahead.”

And, upon enquiry, it proves that 
the chains do buy their help on a 
price.

Local m anagers begin a t about $25 
a week. Gradual advancem ent to  $40 
or $50 follows.

T he Penney stores are one example 
of a carefully w rought plant for in
centives. T h a t company deliberately 
s ta rts  men a t a low wage, using a 
m easure of self-denial as the yard 
stick for testing  a m an’s sincerity. 
E ach m anager is given, from  the first, 
a share of the net profits of his unit, 
that share being cumulative for each 
new unit th at is established as an out
grow th of his store. In  this m anner, 
local m anagers of the Penney chain 
may, and frequently do, attain  annual 
incomes of ten thousand dollars and 
over. T he Penney system  of training 
is m ost gruelling, and the men who 
survive are “pure gold” in the world 
of chain m anagem ent.

N or is this the only chain with a 
scheme of incentive. I t  is but an 
example.

T he ordinary chain, however, has 
not yet advanced to  this stage A 
score of experim ents are being tried 
o u t.o n  all the usual bases: percentage 
participation, stock ownership, etc. 
N evertheless, the turnover of store 
m anagers is high, and of clerks ex
cessive.

T he chains, for one m atter, are keen 
for the pennies. T heir supervising 
auditors and the insatiable demands of 
the head office for “reports” result 
in the m anagers being held to a m ost 
elaborate accountability. The local 
m anager is made responsible for losses 
of his unit, be those losses of m erchan
dise or of cash. Both these, in fact, 
am ount to  the same, for the reason 
th at the m anager is charged w ith the 
to tal inventory of his store, to  be ac
counted for either in goods or in cash 
a t the periodic audit or at the term ina
tion of his service. .

Shoplifting losses are his losses. T he 
custom er who slips into his pocket an

article from the aisle counter is not, 
as he probably supposes, m ulcting from 
some W all S treet giant corporation.

He is, instead, dipping into the $25 
weekly pay of the man who is trying 
to teach an awkward girl to wrap a 
bundle so that it will hold together 
for five minutes.— H. A. H aring  in 
Advertising and Selling.

Bathing Suit Lines To Advance.
Indications are not lacking that the 

new lines when opened will show 
prices in advance of those quoted for 
the present year, due to an increase of 
over 30 cents per pound in the cost of 
yarns. M anufacturers, it is pointed 
out, are figuring that the ribbed type of 
garm ent will retain its popularity next 
year and as the light weight num bers 
in th is class require from seven and 
one-half <to eight pounds of yarn per 
dozen, increased prices will be in
evitable.

Summer Dresses Still Sought.
In addition to the growing volume

of business in Fall dresses there was 
a surprisingly good cal! for sum m er 
styles during the week. T his call has 
found the m arket quite bare of m er
chandise. but several m anufacturers 
are cutting  dresses to order to  meet 
the demand. Sleeveless styles in sheer 
and washable m aterials have been par
ticularly sought. Consum er demand 
for ¡printed tub silk dresses has been 
very good, according to reports.

Stonehouse Carting Co.
Let us take care of your hauling 

troubles.

338 W ealthy St., S. W . 
Phone 65664

rW illett-C h u lsk i & Co. V
INVESTMENT BANKEflS ’

Listed and U nlisted Securities. I
933-934 Michigan Trust Bldg. A

MICHIGAN *]GRAND RAPIDS,

Keep Your W ill A
Living Document

Do N ot Permit It To Stagnate W ith  
Out-of-date Provisions

It should change as the needs of your 
family develop. Provisions which were 
ideal at one time often prove utterly 
unsuitable at another. Some grow up 
and go into business; daughters marry. 
The family circle grows and shrinks; 
your circumstances change, and so 
should your Will.

GRAND RAPIDS TRUST CO.
Grand Rapids, Michigan

H ow e Snow (Sc Co.
Incorporated

U  Investm ent Securities H
G ra n d  R ap id s

Fourth Floor, Grand Rapids Savings Bank Building
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CHA IN S ARE D ISIN TEG RA TIN G .
Evidence is not lacking that the 

chain store has reached its zenith and 
has started on the down road.

Many noticeable features contribute 
to this conclusion.

In the first place, the chain stores 
have completely lost any prestige they 
may have originally enjoyed in the 
estimation of the buying public, due to 
mistakes they have made and errors 
of judgment they have committed.

Short weighting customers, which 
was originally attributed to careless
ness, is now conceded to be due to 
positive and persistent orders from 
headquarters. The wholesale arrests 
and punishment of store managers who 
have been apprehended in persistently 
practicing this swindle have opened the 
eyes of food buyers to the fact that 
any reduction in price paraded by the 
chain store is practically offset by a 
corresponding reduction in the weight 
of the goods purchased.

Knowledge that manufacturers of 
canned goods, soap and many other 
articles sold as leaders by chain stores 
have been prevailed up to reduce the 
quality and weight of goods produced 
for chain store consumption has done 
much to make customers suspicious of 
everything they procure from chain 
stores.

The fact that manufacturers and 
jobbers who sell goods to the chains 
are compelled to pay bonuses and 
blood money to brokers, purchasing 
agents and buying concerns connected 
with the chain stores is productive of 
much bad feeling and resentment on 
the part of people who are thus vic
timized.

The low wages paid all minor em
ployes and the vicious system of fines 
and penalties maintained by the chain 
organizations leads to much dissatis- 
tion. dissipating all possibility of store 
loyalty and faithful service.

Instructions given to employes to 
resort to short weighting of goods 
necessarily leads to the lowering of 
the morale of employes, frequently re
sulting in betrayal of trust, deceit and 
actual thievery.

These are only a few of the reasons 
why chain stores cannot continue to 
exist under present day conditions. 
Either the system must be radically 
reformed by the adoption of honest 
methods and the employment of hon
est managers and clerks or the chains 
will fall by their own weight and the 
competition they create among them
selves by grouping themselves together 
in trading centers.

This means, of course, that the men 
who are responsible for the degreda- 
tion which appears to be a part of the 
chain store system must be replaced 
by other men who deal fairly with the 
public, cease to incite their managers 
and clerks to resort to criminal prac
tices and place the business on a high 
level, so far as mercantile honor is 
concerned.

TA LK IN G  M OVING PIC TU R ES.
W hat is the future of the “talkies” ? 

Moving picture houses are asking for 
helpful hints to  send hack to  H olly
wood as to  the public’s opinion on 
what should be talkified. News pictures,~

comedies or dram a? O r all three? And 
at the same time they are being a t
tacked by outraged actors and musi
cians as “a rt debasing.”

T here are naturally two confident 
schools of opinion on the future of 
this latent en tran t into the amusem ent 
world. T here are those who foresee 
the final death of the legitim ate stage 
and the concert hall. They believe that 
the perfected “talkies” will replace the 
movies of to-day and that the no long
er silent “silent dram a” will represent 
the ultim ate in dram atic art.

Against this school are those who 
consider the “talkies” a tem porary nov
elty. G ranting that they be technically 
perfected, they do not believe H olly
wood capable of finding actors who can 
speak the part as well as look the part 
on a movie screen. Nor do they be
lieve th at Hollywood can survive the 
revolution in technique which the 
“talkies” would demand both in scen
arios and in direction.

More im portant, perhaps, is the ob
jection that the movie audiences don’t 
w ant the “talkies.” F or a while they 
may think they do because they are 
new, but there are those who go to the 
movies because they like the quiet a t
m osphere and accompanying music or 
because they don’t want to  think. 
N either of these classes will perm a
nently enjoy the “talkies,” for they in
volve a certain am ount of concentra
tion. It is doubtful if they will ever 
demand much mental effort, but if the 
characters on the screen are talking 
all the time some attention m ust be 
paid to what they say. If their words 
are stupid and banal, that will not 
make listening to them  any pleasanter; 
if they are fraught with meaning, it 
will not make it any easier.

T he value of talking moving pictures 
in news reviews has already been 
proved. In this departm ent they have 
doubtless come to s ta y . T heir future 
in feature film and comedies is not so 
certain. Yet there are impressive pos
sibilities in this new development, 
which, after all. is still in its infancy. 
If the “talkies” of the future are to 
compare to those of to-day in the same 
m anner as to-day’s movies compare 
with the early flickerings of the silver 
screen, we don’t know quite what to 
expect.

COD DLIN G  C H ILD R EN .
T he forem ost authorities on chijd 

welfare declare that ct ddling children 
is harmful. Dr. W illiam Healy. of the 
Raker foundation of Boston, is of the 
opinion that if you would have your 
child develop character and personality 
you should ncft spare him the hard
ships which many of you underwent 
in your earlier years. You should not 
be like many doting parents, who 
leave their children no opening for the 
form ing of good habits. Such parents 
fancy th a t they are protecting the 
child, when in reality they are injuring 
him beyond estimation.

It is  more desirable that a child 
should be forced to  consider others and 
to  do things fo r others than that he 
have others do things for him. The 
path of intelligent control is in seeking 
out the  constructive side of the con- 

--fticts in to  which he walks. Psychology

up to this point has 'been too interested 
in analyzing the child and pointing out 
his defects, and too little interested in 
outlining a constructive program .

T he failures of youth loom large, 
and the 'blame is put on youth instead 
of those natural guardians of youth 
who have failed in the high perform 
ance of their duty. Youth is not re
sponsible for form ing evil ethical ideas. 
Those who cling to that idea are in 
error. Youth is aware, more or less 
clearly, that the older generation has 
made a failure out of life. There is, 
therefore, an inclination to reject the 
principles on which this life is said to 
rest. And lacking the insight and un
derstanding that an early training of 
responsibility would have tended to 
engender, it fails to :ealize th at the 
failure is in perform ance and not in 
principle.

Children have a right to the char
acter and personality that only proper 
early training can develop, and we 
are glad to see that the coddling ideas 
responsible for the lack of stability of 
youth to-day is being discarded as un
sound.

GERMAN M ILITA RY  MENACE.
It is not probable that the prom oters 

of Vienna’s musical festivities in honor 
of Franz Schubert realized that they 
were setting a spark to the slumbering 
spirit of anschluss. but what had been 
intended as a tribute to a great com
poser soon resolved itself into a dem
onstration in favor of the union of 
Austria and Germany. It was so in
terpreted by the President of the Ger
man Reichstag, who did not hesitate to 
declare that the spontaneous demand 
of two million Viennese for annexation 
by Germ any was a warning to foreign 
opponents of reunion that the popular 
will could not be long withstood.

So logical would such a step be that 
it is difficult to see how it can be per
m anently opposed. There is no deny
ing the natural kinship between the 
Germans of the Reich and of Austria, 
and there is no denying the economic 
gain anschluss wrould mean to the la t
ter country. As it is now, Austria is a 
capital w ithout a country and Vienna 
a top-heavy city without any hinterland 
to draw upon for the supports of its 
population.

France, Italy  and the Little Entente 
wTould see in such a development a 
recreation of a German M ittel Europa 
and a potential m ilitary menace as 
great as that which Germany and the 
A ustro-H ungarian  Em pire represented 
before the war. Yet if the world is to 
be dedicated to peace, objections based 
upon this one argum ent cannot be per
m anently  justified. Any sudden move 
for Austro-G erm an union m ight pre
cipitate a crisis, but if it is prom oted 
gradually and unobtrusively France 
and Italy  may some day find them 
selves faced with a fait accompli they 
will have to  accept.

DRY GOODS CO N D ITIO N .
Clearance sales and volume on 

seasonal offrings are described as quite 
satisfactory for the week- by local 
stores, and reports obtained in this 
m arket from out-of-tow n retailers are 
equally encouraging. T rade on the av

erage appears to be running definitely 
ahead of the figures of a year ago, and 
August should show a fair increase 
and perhaps less variation as between 
districts.

W hile there is reason to believe that 
these fluctuations are not as wide as 
they were, the results in individual 
cases vary perhaps more than ever. In 
form er years when business was good 
most m erchants could probably boast 
of about the same gain. But condi
tions have changed. Progressive m an
agement is able a t present to push 
forward volume even under adverse 
circumstances, while the concerns not 
so ably m anaged are m aking only small 
headway under the best of conditions. 
T he variation in results, therefore, re 
flects only the wider variation that has 
grown up between efficient and inef
ficient m anagem ent.

In the wholesale m arkets fall opera
tions are well under way, although con
siderable business for immediate de
livery is still being done in hot w eather 
goods. Buyers have been num erous in 
the prim ary m arkets. Chief activity 
has centered in the apparel lines. O r
ders on wom en’s coats for the sales 
next m onth have been about com plet
ed, but a sprinkling of early fall busi
ness has been placed on the higher- 
grade goods. T he stores show less 
tendency to rush the seasons and, along 
with the emphasis upon tim eliness, is 
also noted more attention  to  quality.

GOOD BASIS FO R  FA LL  LAID. 
The m onth just closed has enjoyed 

as a feature less than the usual down
turn for this season of the year. P e r
haps it will be shown that construc
tion contracts given out have fallen 
a little under the same m onth last year, 
but otherw ise the basic lines of in
dustry are likely to report gains. In 
D etroit the em ploym ent in autom obile 
factories is headed upward again and 
the level is some 30 per cent, above 
a year ago. T he steel industry is also 
m aintaining a higher rate  of operations. 
Last year at this time, of course, the 
easing in trade and industry was well 
under way, but present evidences are 
encouraging inasmuch as they point to 
a good basis from which fall operations 
may start.

So far as general business is con
cerned, keen com petition gives cause 
for complaint, but it is not a new fac
tor. Money developm ents have brought 
in a fresh element, and the outlook is 
being viewed in different ways, al
though the main trend of opinion seems 
agreed that rates are likely to  stay firm 
and perhaps go higher as fall require
m ents come into play. T here are, 
however, num erous considerations that 
weigh political, international, specula
tive and o ther influences.

I t has been dem onstrated that, aside 
from their effect upon sentim ent, h igh
er money rates are little handicap to  
business. However, sentim ent plays 
quite a part in shaping up transactions, 
especially those th at are planned 
ahead. Coupled w ith small profit m ar
gins now so common, second thought 
is apt to be given projects which 
otherw ise m ight be entered.

Competence spells a competency.
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

I cannot now recall ever experienc
ing a more perfect sum m er day than  
last Saturday. W hite, fleecy clouds, 
constantly changing on a background 
of blue, presented a m arvelous appear
ance. A strong N orth  wind tem pered 
the heat of the sun, keeping the ther
m om eter down, to  about 65. T he heavy 
downpour of T hursday n ight had 
washed the dust off the foliage, settled 
the gravel and d irt roads and gave the 
air a freshness which brought renewed 
vigor and a new interest in life, after 
nearly two weeks of extrem ely hot 
weather.

H eading N orth  on U. S. 131, I could 
not help casting a pitying glance at the 
poor fellows who were doomed to 
spend the afternoon chasing a little 
ball over a 100 acre lot, so intent on 
following the ball they could not take 
time to glance at the heavens and 
watch the fleeting clouds. I could not 
help being thankful that I could navi
gate 100 miles of beautiful country, 
with a constantly changing scene every 
minute during the afternoon. Playing 
golf may be a panacea for good health, 
but a 100 mile ride in the country, 
viewing the wonderful things God has 
made for our enjoym ent, is good for 
the soul.

T he ten mile ride to Plainfield, with 
its curves, elevations and depressions, 
is always exhilarating, particularly so 
jvt this time of the year. T he views of 
distant bouses, forests and nearby 
lakes are very attractive.

I hear that Joseph E rew er is spend
ing money with g reat prodigality in 
creating his new golf club on the site 
of the defunct Plainfield Club. I have 
no fear that a penny will be wasted, 
however, because the work is in charge 
of the famous landscape artist, Eugene 
Goebel, who knows how to make a dol
lar go further in landscape em bellish
m ent than any other man of my ac
quaintance in his line of business. No 
one but the owner of the property 
knows w hat disposition is to be made 
of the developm ent—and he is not 
talking very much about it. H e in
sists that the golf ground be made the 
m ost perfect—in point of utility and 
beauty—of any golf ground in the 
country. E verything that experienced 
brains can conceive and carry into 
execution and money can purchase is 
being drawn on to produce the result 
the owner aims to  accomplish.

T here are few more active men at 
79 years of age than H ow ard Morley, 
who has now been engaged in general 
trade at Cedar Springs for over 50 
years. I t  is currently  reported that 
Mr. M orley is worth from  one to  three 
million dollars, m ost of which he ac
quired through fortunate investm ents 
in tim ber lands in Michigan, the South 
and the W est. A t the present time 
Mr. M orley appears to take more pride 
in his fine farm, near Cedar Springs, 
than any o ther single interest he 
possesses.

At Pierson I was told that the eight 
mile road E ast to T ru fan t was in good 
condition. I freely forgive the  man 
who misinform ed me. A two mile

stretch is under construction. I t will 
be fine when it is completed, b u t until 
that time my advice to my friends is 
to take the regular H ow ard City road 
to 'Coral when wishing to reach T ru 
fant in comfort.

I was pleased to add three new 
names to our list at T ruran t—'the bank
er, the hardw are dealer and the d rug
gist. All are men of comm anding in
fluence in the community. If they can 
be prevailed upon to read the T rades
man for a few weeks, I know from 
past experience that I will be able to 
keep them with me as long as they 
remain engaged in active business.

Greatly to my surprise, I found one 
m erchant in T rufan t who would not 
talk with me or even consent to ac
cept the sample copy of the T radesm an 
I tendered him. I do not know his 
name, but he is the last m erchant on 
the street as I was leaving for Coral.
I cannot help feeling sorry for any 
m erchant who is so crabbed in dis
position and so sordid in his aspect of 
life that he will not give even as poor 
a conversationalist as I am an oppor
tunity  to say a few words in his own 
behalf. I have never willingly w rong
ed any m erchant. I have done many 
m erchants good and hope to be able 
to continue that program m e so long as 
I am perm itted to occupy my present 
position.

These regular Saturday visits to the 
trade, which are described under the 
heading of O ut Around, are a source 
of g reat strength  to me, because it 
keeps me in touch with the needs and 
requirem ents of m erchants as a class 
and enables me to so shape the u tte r
ances of the T radesm an as to be a 
material assistant to my friends in 
trade. M eeting a grouchy m erchant 
who will not talk and who assum es by 
his m anner that I am an object of 
suspicion, instead of a real friend to 
the retailer, is so unusual that I am 
greatly  amused over the circumstance. 
W hether I am able to interest a m er
chant in the Tradesm an or not, I aim 
to leave him with some piece of store 
news or m ercantile information worth 
knowing. I also undertake to give 
him a ray of hope in the present 
chaotic condition of trade in some lo
calities, due to the influx of too many 
chain stores and the consequent de
m oralization which necessarily ensues 
as the result of fierce competition 
am ong the chains themselves. I have 
found no better panacea for this condi
tion than the Congressional measure I 
hope to see enacted into law at the 
next session of Congress. The bill is 
now being drafted by com petent au
thorities and will be presented to read 
ers of the T radesm an for their con
sideration in the near future.

At Coral I took on a local passenger 
for an hour—the village Poo Bah, who 
holds down more jobs than any other 
man of my acquaintance. H e is post
m aster, editor of the local paper, un
dertaker, official lecturer for the Anti- 
Saloon League and correspondent for 
several outside newspapers. Fred O ’
Brien is now one of the oldest resi
dents of Coral, during which time he 
has reared and educated a family of 
children, held m any offices of tru st and 
responsibility in the comm unity and al

ways been first and forem ost in every 
cause for the public good. I think he 
ought to add several other jobs to his 
reportoire—such as corner, lay preach
er, school trustee and Sunday school 
superintendent.

Charles. A. Baldwin, dealer in fuel 
and building material, showed me his 
stock of planed lumber—all carefully 
housed—which is one of the m ost 
complete I have ever seen in a coun
try  town. H e is frequently called upon 
tc fill o rders from Grand Rapids fur
niture factories whenever they happen 
to run short of some lines which he 
happens to have on hand.

The last time I was in H ow ard City 
the town was in a turmoil over the 
pavem ent on the main street. The 
work is now completed and the effect 
is remarkable. The appearance of the 
thoroughfare is very greatly  improved.
I was told that the new pavem ent on 
U S 131 was completed to Morley and 
would be opened to travel in about 
ten days. On Saturday the pavem ent 
was open for four miles N orth of town.

One of the busiest men in town is 
J. H. Prout, who is now a m ember of 
the county road commission and who 
is putting into the work the same re
lentless energy which has character
ized his career in H ow ard City ever 
since he was a lad. I am under great 
obligations to Mr. Prout. because it 
was he who introduced me to the 
m ethods of the M ichigan Millers M u
tual Fire Insurance Co. is settling 
claims. H is grist mill had been struck 
by lightning and partially burned be
fore the fire could be extinguished. I 
called on him a few days later while 
he was busy restoring  that portion of 
his mill which had burned. I asked 
him what stock companies carried his 
insurance and if he had received fair 
treatm ent at the hands of the adjusters.

“Stock company nothing,’’ he re
plied, “ I am insured in the Michigan 
M illers.”

“ Did the company deal fairly with 
you in adjusting your loss?” I asked.

“T h at’s the only way that company 
knows how to deal,” he replied.

“How did its adjuster arrive at the 
am ount of your loss?” I asked.

“H e enquired if I proposed to re
store the mill with local help. W hen 
I replied in the affirmative, he said I 
m ight keep account of the money I 
paid the men and used for the purchase 
of material and send same into the 
home office once a week; that checks 
would be sent me the same day the 
statem ents were received.”

This situation opened my eyes to a 
new way of adjusting losses— the m u
tual way. I enquired about the iden
tity of the m anagers of the Millers 
M utual and thus became acquainted 
with some of the finest men it has ever 
been my good fortune to know. From  
that day on I have been a strong 
champion of m utual insurance, provid
ing it is exploited by men of experi
ence, honesty and ability. I have done 
all I could in all the  ways I could to 
■induce my friends to change their 
policies from  stock to  m utual com
panies, thus securing the re tu rn  of 
from 30 to  60 per cent, in profits which 
would otherw ise go to stockholders 
and be absorbed in useless expenses.

T his explains why I am so fond of J. 
H. Prout, because he opened up a new 
world for me—a world full of good 
men who are pursuing an honorable 
calling along honorable lines by taking 
fire insurance out of the realm  of ex
ploitation and spoliation and putting 
the business on a sane and sensible 
basis.

I t has been my great pleasure and 
satisfaction to assist my m ercantile 
friends to make many changes for 
their betterm ent during the forty-five 
years I have published the Tradesm an, 
but no accomplishm ent has given me 
more satisfaction than to see thousands 
of m erchants abandon stock insurance 
on their stores, stocks and homes and 
replace it with policies w ritten by per
fectly solvent and honorably conducted 
mutual companies.

Speaking of the T radesm an, reminds 
me that my forty-fifth year as editor 
and publisher was concluded last week, 
so this week I start on my forty-sixth 
year with Tradesm an readers and sup
porters. W e have been in the habit 
of celebrating this annual birthday with 
the publication of an anniversary edi
tion, b u t that will come later in the 
year, when the w eather is cooler and 
advertisers are looking face to  face 
with fall and w inter trade.

H ow ard City also has a newspaper 
man who has done o ther things than 
editing a good newspaper under some
w hat discouraging circumstances. I 
refer to Jam es B. Haskins, who has 
certainly stayed by his town with 
singular fidelity. H e has had many 
advantageous offers to pull up stakes, 
but has turned a deaf ear to every en
treaty  and turned down many a ttrac 
tive inducem ents to change his occu
pation and location. Although matur« 
in years, he continues to put into his 
publication the same enthusiasm  and 
aspiring outlook on life which were 
distinguishing characteristics of his 
career twenty-five years ago. I t will 
be a sorry day for H ow ard City when 
the bells toll a requiem for Jim  H as
kins, because they will chronicle the 
passing of a man who has done more 
for H ow ard City, considering the 
com pensation he has received, than any 
other resident of that interesting com
m unity. E. A. Stowe.

Dedication of the Scenic H ighway.
Muskegon, Ju ly  31 — M uskegon’s 

State Park, a tract of 1,000 acres of 
perm anent and shifting dunes, describ
ed by one of Am erica’s leading park 
authorities as am ong the outstanding 
dunes form ations of the world, and 
M uskegon Scenic Highway, will be 
dedicated W ednesday, Aug. 8, by Gov
ernor Fred W . Green and mem bers of 
the State Adm inistrative Board, M ich
igan Conservation Commission and 
State H ighw ay Departm ent.

The program  »pens with a luncheon 
at the Occidental H otel a t noon, fol
lowed by a  m otorcade to  the State 
P ark  four miles N orth of M uskegon 
and the dedicatory exercises at 3:30 
p. m. A^program  of music, vaudeville, 
daylight fireworks, etc., has also been 
arranged. Several men prom inent in 
park developm ent throughout the 
U nited S ta tes have prom ised to attend.

The purpose of this dedication is to 
stim ulate a  N ational in terest in the 
park system  of Michigan and the m ani
fold advantages which this system  
holds out to the sum m er vacationist. 
W . W . Richards, General Chairm an.
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Is the Horse Really Coming Back?
Grandville, July 31— W ho said that 

Dobbin was down and out?
You can’t abolish that noble animal 

even though the autom obile seems to 
be filling every nook and corner of the 
universe to the exclusion of even m an
hood on foot.

The horse is one of the most noble 
of God’s creatures and the thought of 
abolishing him from  the face of the 
earth  has caused m anv heart pangs 
am ong the people, both young and old.

Dobbin on the farm  has ever been 
the pet of the farm  boys and girls 
and it will be a relief to know that he 
is gaining ground in point of num bers 
to-day. ra ther than going down grade.

Good news, indeed, for the horse 
fancier. T here are now m ore draft 
horses in the United States than there 
were fifteen years ago, despite the in
vention of tractors and o ther substi
tutes for horse power.

“There are 17,000,000 horses and 5,- 
000.000 mules doing heavy work in the 
U nited S tates,’’ said E. W . Anderson, 
one of the exhibitors at the horse net 
and blanket m anufacturers’ convention, 
m eeting a t the Auditorium  Hotel, 
Chicago.

H orses provide a m arket for farm ers’ 
hay and grain, in addition to the work 
they do. They can’t “raise” gasoline 
on a farm.

This increase in horse population 
will, no doubt, prove a surprise to most 
people, and yet it will be an agreeable 
sensation when we have been led to 
believe that gas m otors were driving 
m an’s best friend, the horse, to the 
wall.

Get out in the m orning and whistle. 
All is not lost. W hen Dobbin comes 
into his own again there will be a glad 
reunion at the old stable. Mechanical 
contrivances seem to he taking the 
place of flesh and blood, but it is not 
nature’s way and cannot last.

W e read the inspiring news that 
horses are coming back with a feeling 
akin to jov and will welcome even the 
roadhorse with open arms. Many 
farm ers have clung to the horse 
through good and evil report and 
would not give up their old friend un
der any considerations.

T here may be some who will doubt 
Mr. A nderson’s figures. Nevertheless 
there seems to be a pretty  good foun
dation for them. Even here in Michi
gan horses are more often seen on our 
highways than for years past. I t  is a 
healthy sign that man has not quite 
forgotten his old friend and will not be 
coerced by the great automobile plants 
to sacrifice the horse to the greed of 
auto builders.

W ere I a poet I should like to in
voke the aid of the muse in favor of 
good old Dobbin, driven to  the fence 
but balking there, turning tail and 
racing with a snort back to his stable.

W hat is the farm w ithout the horse? 
A gloomy old place, indeed. Even the 
child has learned to love old Tom  or 
old Doll with an affection bordering 
on that for its human friends.

It was a sad day in America when 
the auto took the place of the farm 
horse. To note the decline of farm 
anim als to make room for mechanical 
w orkers without souls was indeed a 
sorrowful condition.

However, such a condition was not 
to be. The horse is as much a part of 
the farm er’s life as is his wife and fam 
ily. T hat farm er would be less than 
human could he see his faithful horse 
displaced forever by mechanical de
vices which fail to respond to voice or 
caress.

W e Am ericans are try ing  to accus
tom ourselves to the diminution of bird 
life to  the vanishing point, and we may 
even consent to suffer in consequence, 
but the u tte r extinction of his lifelong 
friend and helper, dear old Dobbin, 
never!

T he horse is coming back!
Isn’t that good news? Is not there 

another Riley to celebrate the good

news and awaken the heart of America 
to the needs of the hour?

You can’t keep a good and noble 
animal, such as the horse, down. The 
proof that there has been an increase 
in horse population during the few 
years last past seems sufficient to 
justify our rejoicing over the fact.

I t may seem a puzzle as to how the 
horse and gas wagon are to  combine 
forces on the farm, but enough tillers 
of the soil have found that no me
chanical contraption under heaven can 
take the place of good old Dobbin. 
This fact is sufficient to make good the 
boast of the man who said the horse 
is once more on the up grade in our 
countrv to-day.

It surely is good news for those who 
once associated with their alm ost hu
man anim als on the farm  in the by
gone days before the gas machines 
came into use.

No m atter how many million autos 
may be produced there is still room 
for that noblest animal of all, the horse. 
To annihilate him would be to fly in 
the face of the divine will and en
danger human salvation.

“A horse, a horse! my kingdom for 
a horse!” shouted one of the ancient 
m onarchs when his life was endangered 
by an onrush of enemies. To-day we 
a r t  m issing good old Dobbin on farm 
and ranch and in the home as never 
before in the history of the world.

The horse is contem porary with the 
earliest tim es: he has come down from 
the days of ancient Greece and Rome. 
To think of abolishing the noble ani
mal now is not to  be entertained.

Let Am ericans everywhere stand up 
for Dobbin and vow that his life shall 
not be sacrificed to  the greed of me
chanical contrivances anywhere.

Old Tim er.

accommodations asked to be shown 
the bath  room. “ Bath room?” the lady 
exclaimed. “ If you need a bath, run 
across the street and jump in the bay.”

Dean E. H obart, formerly m anager 
of the City Bookstore, is spending a 
few' days with his family in this city. 
Mr. H bbart is an engineer in the em
ploy of the General M otors School of 
Technology, at Flint, as an instructor.

General Dawes, during his short 
stay in this city lv.st week, showed the 
admiring populace how to smoke an 
underslung pipe; also, how to satisfy 
an abnormal appetite for sweet cfrer-
ries. A rthur Scott W hite.

Hides and Pelts.
G reen, No. 1 ___________ :----------------- 18
G reen, No. 2 _______________________ 17
C ured. No. 1 _______________________ 19
C ured, No. 2 _______________________ 18
C alfsk in  G reen, No. 1 _____________ 25
C alfsk in , G reen, No. 2 _____________ 22
C alfsk in , C ured , No. 1 _____________ 26
C alfsk in , C ured , No. 2 _____________ 23
H orse, No. 1 ________________________ 6.00
H orse, No. 2 ________________________ 5.00

Pelts.
L am bs _____________ ,____________ 50® 1.25
S h earlin g s  ___________________25@1.00

Tallow.
P rim e  _____________________________  07
No. 1 _______________________________ 07
No. 2 _______________________________ 06

Wool.
U nw ashed , m edium  _________________ @40
U nw ashed, re je c ts  __________________ @30
Unwashed, fine_______________ @30

Bread Cast Upon the Waters.
D uring a long life I have proved 

that not one kind word ever spoken, 
not one kind deed ever done, but 
sooner or later returns to bless the 
giver and becomes a chain binding men, 
with golden bands to the throne of 
God. Lord Shaftesbury.

Late News From Grand Traverse Bay.
T raverse City, July 31— Dr. Halli- 

day, city health  commissioner, has is
sued his annual proclam ation in re
gard to the protection of fruits and 
vegetables exposed for sale against 
contam ination by flies and o ther 
noxious insects. He again called a t
tention to an ordinance passed by the 
city commission several years ago, 
which requires dealers in such articles 
to cover them  with screens. The or
dinance has not been enforced in the 
past and it is doubtful if the city has 
a sufficiently strong police force to 
compel obedience to the order of the 
health officer. F ru its hanging on the 
trees and vegetables on the ground are 
exposed to the harm ful practices of 
flies and insects before they are g a th 
ered for m arket. A fter their sale to 
urban people they are exposed in open 
wagons or trucks to contam ination 
during the hours that precede delivery. 
Local dealers quite generally have 
covered their stocks wuth netting, but 
one notices collections of melons, cab
bages and kindred garden truck un
protected on the sidewalks in front of 
stores. The only protection that is 
available to consumers, it would seem, 
is to thoroughly cleanse fruits and 
vegetables in the kitchen before they 
shall be placed on the dining table. 
Ordinances fail to serve the purpose 
the public authorities expect them to 
serve.

The National orchestra and band, 
which is holding daily rehearsals and 
concerts on Green Lake, near Inter- 
lochen, a ttracts the attention and a t
tendance of many persons from  the 
resorts from Mackinac Island to M an
istee, and from Frankfort to Alpena. 
The orchestra is composed of 130 
musicians from the high schools, repre
senting every section of the United 
States. The band is composed of 
eighty mem bers of both sexes. The 
resorters expend considerable money 
in the city during their visits to the 
concerts.

A lady whose pleasant home is on 
the shore of W est bay rents rooms to 
tourists, A party which inspected her

»!

GREENBUSH INN
Q V "  T H E  L A K E

NORTHEAST CRN MiCM(JANS v»i*ifR AMO $UMMCf\ RESORT

GREENBUSH. MICH.
Come! Spend a delightful vacation at Northeast Michigan’s 
finest summer and winter resort. Swim in Lake Huron’s 
sapphire waters —  ride —  play —  fish —  or roam for miles 
through the famous wild-life preserve.

Driving? Take US-23 to Oscoda, then M-72 
By Train— Michigan Central and D. & M.

ALL HIGHWAYS LEAD TO

R A M O N A  P A R K
(Reed’s Lake, Grand Rapids)

Amusement Center of Western Michigan.

RAMONA THEATRE 
Offers Keith's Vaudeville Twice Daily.
Matinee, 3 P. M., 10-20-30 Cents and 
Night, 8:30 O Clock. All Seats Reserved.
Bi 1 Changes Twice Weekly, Thursdays and Sundays.

RAMONA GARDENS
offers

KOLKOWSK1 AND HIS JOY BAND. 
Dancing Every Night Except Sunday and Monday. 
Ferfect Floor! New Decorations! Popular Prices!

mailto:25@1.00
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Independent Merchant or Hireling— 
W hich Do You Prefer?

T he war of the Am erican Revolu
tion was a commercial war. I t  was 
fostered by the  big business interests 
of London in an effort to secure a 
monopoly of the Am erican trade and 
to enforce the paym ent of certain taxes 
which would give the big com m ercial 
companies of England an unfair com 
petitive advantage w ith excess profits 
to invest. These great comm ercial 
bodies sought to acquire a profitable 
investm ent a t the expense of the 
Am erican people.

I t was ju st another phase of the 
civilization-old battle between organ
ized greed and individual action.

And the battle  is still on.
The fight between your individual 

store and the chain system  is nothing 
more than a contest between inordin
ate riches w ith excess profits seeking 
investm ent and your individual efforts.

W hen  the time comes when any 
man, or group of men acquire more 
money than they can legitim ately 
spend and are forced to seek invest
m ent in already crowded fields at the 
expense or extinction of those already 
occupying such fields, it is time for the 
Governm ent to sequester, confiscate or 
tax these excess profits and apply them 
to the public good.

T his is not socialism or anarchism, 
but plain Am erican common sense.

In  times such as these, when hun
dreds and thousands of men are seek
ing work; when great National p ro 
jects like the Missippi flood situation 
and the necessity for better roads de
mand attention, it is far better that 
these enorm ous excess profits should 
be used by the Governm ent to put 
these men to work to accomplish these 
results than to be invested in business 
that m ust (in order to exist) tear 
down established activities. The seg

regation of the wealth of the Nation 
in the hands of the com parative few is 
a menace to the welfare of the Am eri
can public. The corporation which 
talks longer hours, lower wages and 
larger dividends is a traito r not only 
tc the Nation, but to hum anity. Its  
photograph belongs in the same gal
lery w ith and alongside of those of 
Judas Iscario t and Benedict Arnold. 
T he independent who slacks in the 
fight and falters in his duty is a weak
ling, and not deserving of the name of 
a man.

T here is b u t one way in which such 
strong forces can be com batted—by 
the weight of num bers of the masses 
as an organized, solid unit. But thej 
m asses run hither and thither, and 
their efforts are of no avail. O rgan
ization is the keynote of the situation. 
If we had two thousand grocers in our 
organization working as one, do you 
think the consum er could buy Fels- 
Napht'ha soap at \Zi  cents less than 
the carload cost? W ith  two thousand 
m em bers working as one, can you con
ceive of Maxwell H ouse coffee being 
sold at 39 cents per pound? W ith  
such an organization do you believe 
that P. & G. N aphtha soap could be 
advertised a t 10 bars for 35. cents?

The question is, are you grocers of 
Michigan willing to  organize, and, hav
ing organized, are you willing to throw  
your immense streng th  into a united 
form ation to strike with the force of 
that organization, or are you willing 
to be effaced one by one from  the pic
ture? In a larger sense, are you will
ing to fold your hands and meekly 
subm it to being deprived of your rights 
as an individual m erchant and become 
a mere hired man, forced to  this not 
by an aristocracy of b irth  or valor, 
but by the combination of greed, graft 
and wealth dom inated politicians?

Choose now. Is it your desire to be

individual business men or hirelings?
H arry  W . W alker.

Remarkable Grocery Store Sixty-Four 
Years Old.

On one of the busiest corners of 
New Orleans, and with well-trimm ed 
windows extending hundreds of feet on 
both streets, is “Solaris, Since 1864.”

Entering, one finds himself in a b ril
liantly lighted store, finished in enam 
eled white.

Forty-six  large electric domes fur
nish the indirect lighting that makes 
the interior day-like.

As one enters the first departm ent 
is the meat one. H ere everything is 
kept under refrigerated glass.

N ext the fruits and vegetables in 
w ondrous profusion and splendid dis
play. T his occupies one side.

A nother side is taken up by heavy 
goods, soap powders, etc. Along the 
rear is ranged the real grocery sec
tion.

In  the center is a bakery departm ent. 
H ere  are bread, rolls, cakes, buns, pies 
and pastries, all fresh from their own 
bakery.

Adjoining this is a light lunch de
partm ent, and the female patronage of 
this section is astounding.

T he front, broken by doors, of 
course, carries an extensive display 
and stock of candies and package 
cakes. Candy cases are refrigerated. 
Cheese, butter and eggs are likewise 
carried in refrigerated cases.

In  front of the grocery counter are 
.seats for patrons. T he m anagem ent 
declares this to be one of their m ost 
effective policies. Sales folks told us 
it is easier to get an extended order 
out of a seated custom er than it is out 
of a standing one.

Particularly  is this so when special 
articles are being pushed. The item 
is handed to the prospect, and she has

plenty of time to examine and decide.
The store itself is m anned by 

seventy-two salesmen. Shipping a id  
accounting departm ents bring the to 
tal employes to over 100.

W eekly advertisem ents are publish
ed in the papers and occasionally 
special sales are staged.

Delivery is charged for at the rate of 
5 cents for $2.50 order, 10c for $5 and 
15 cents for $15 order.

The store has one price, but if your 
credit has been approved, you can pay 
monthly. In this event a m onthly 
statem ent is rendered and an additional 
2 per cent, is added for credit.

Solaris is a wonderful institution. It 
displays the possibilities of the inde
pendent retailer.

“Scientific” Accounting.
A wholesaler who had a lot of 

trouble in getting a certain retail client 
to pay his bills—not to pay them 
prom ptly, but to pay them at all. 
Finally, losing patience, he wrote the 
m erchant in question a ra ther th rea t
ening letter and, in reply, received th<) 
following comm unication:

Dear Sir—'W hat do you mean by 
sending me a letter like the one you 
wrote on the tenth inst. ? I know how 
to run my business.

Every m onth I place all my bills in 
a basket and then figure out how much 
money I have to pay on my accounts. 
Next I blindfold my book-keeper and 
have her draw  as many .bills out of the 
basket as I have monev to pay for.

If you don’t like my way of doing 
things, I won’t even put your bills in 
the basket.

All There.
H e: You look like a sensible girl. 

L e t’s get married.
She: N othing doing. I ’m jus* as 

sensible as I look.

Del Monte
Fruits

Advertising makes the ' 
first sale easy ̂  

Quality' makes repeat 
sales su re/
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FINANCIAL
Production 40 Per Cent. Above 1927 

Period.
Detroit, July 28— Compared with 

the preceding weeks of July, the pres
ent one showed no im portant change 
in production for the m ajor branch of 
the automobile industry. W eek to 
week figures, however, indicate an in
crease of approxrimate’v 40 per cent, 
over the corresponding period of one 
year ago, and the present sum m er pe
riod seems up to the best the industry 
has ever known.

Schedules of the  leading plants in
dicate continued activity for at least 
the next few weeks because of a de
m and for cars wrell above the normal.

A new production record will not 
be hung out for the year, as ford has 
been unable to get into better than  25 
per cent, of capacity production, with 
indications that it will be some tim e 
yet before the plant will reach the 
5C per cent, point. The output, how
ever, is increasing daily.

Dealers are said to report sales a lit
tle above the average for the season, 
with a  steady demand continuing for 
cars in all classes, especially in new 
models. T he trade is expected to  be 
further stim ulated by future announce
m ents of new models.

Buick celebrated its twenty-fifth an
niversary to-day by introducing its new 
and completely changed line of cars 
for 1929. The new cars are distinctly 
different from present models, depar
tures being in the daring treatm ent of 
body lines, colors and enlarged and 
im proved power plant. Sm aller wheels 
and larger tires are noticeable changes, 
which give the car a lower appearance 
although its road clearance remains 
unchanged. W heel-base lengths have 
been extended and horsepower stepped 
up. E ighteen models make up the 
new line.

Celebrating its sixteenth anniversary, 
the Chandler-Cleveland M otors Corpo
ration has announced an entirely new 
line of cars, including a low-priced Six 
and a low-priced Eight.

Dealers in some localities, it is said, 
report a used-car shortage and th is 
branch of the business is reported the 
m ost favorable since the beginning of 
the  year.

A lthough seven changes have been 
made in the Pontiac Sixes sold in the 
past two m onths, announcement of 
them  has just been made.

Production of autom obiles and 
trucks in the U nited S tates and Can
ada in June increased 19 per cent, over 
June last year, with a total of 357,087 
passenger cars and trucks produced, 
wuthout including ford.

Sales of passenger autom obiles in 
W ayne county (D etro it), a good ba
rom eter of the entire country, in the 
first half of July, compared with the 
firsft half of June, decreased 501 cars. 
T he total was 3,544 against 4,045. 
Twenty-five different makes were in
cluded in the sales. Six concerns 
showed gains ranging from fifteen to 
106 cars, and the remainder suffered 
decreases of four to 195 cars. All the 
gains were -in the low price field.

Employment in the various automo
bile plants and accessories shops here

about is again on the rise, the -gain for 
the week being 1,086.

Announcem ent of its intention to 
extend activities with a line of com
mercial vehicles and busses, to  be 
known as Fargo Express, is made by a 
leading m otor car producer. I t  will be 
for delivery in the early fall.

Gold Resists Exchange Lure.
Failure of gold to flow this way 

frcm  Canada in response to a drop this 
m onth in the exchange ra te  to a level 
distinctly below the gold im port point 
is a puzzle bankers in W all Street have 
not yet unraveled.

C harges on shipm ents of m etal from  
M ontreal are not so dear as those on 
shipm ents from Ottaw a, so it should 
not take so drastic a decline in ex
changes to  induce shipm ents from 
M ontreal as to induce shipm ents from 
O ttaw a. Even in the case of O ttaw a 
it becomes profitable to ship gold after 
Canadian exchange has dropped to 
99.8352. And yet a relatively small 
am ount of gold has come across the 
border in the last seven weeks since 
the end of May, when the exchange 
rate fell below the gold im port point.

Those who had anticipated a gen
eral reversal in the gold tide this 
autum n frankly do not understand the 
resistance against a m ovem ent of gold 
this way in connection with the July 
decline in the Canadian exchange. 
Over $18,000,000 came in from  Canada 
during June when the rate was higher 
than it new  is. The suggestion some 
bankers make is that the movement 
has been discouraged in Canada, and 
that efforts to ship gold in volume 
from Europe to  this country m ight 
likewise be discouraged.

In  som ewhat more than a year the 
country’s m onetary gold stocks have 
been draw n down $580,000,000 through 
exports and earm arkings and of $500,- 
000,000 in net exports roughly 78 per 
cent, has gone to France and A rgen
tina, countries resum ing gold pay
ments. The question arises whether, 
with the re tu rn  to a gold basis in coun
tries that have drawn heavily upon the 
supply here, there m ight not be a re
lease in pressure for American metal.

Those who predicted a reversal in 
the gold m ovem ent are not now so 
confident as form erly of any substan
tial inflow from Europe. T h e  view is 
that while demands for m etal from  this 
side will lighten, neither England nor 
Europe will allow any large export of 
gold. Nobody reasons th at the E u
ropean exchanges would long rem ain 
below the gold im port point w ithout 
inducing shipm ents. Governm ental 
opposition to  the loss of m etal in such 
a circumstance would arouse criticism. 
W hat the authorities do believe is th at 
before much gold moved out the E u
ropean central banks would raise their 
rate sufficiently to  hold their metal.

W ith  money rates distinctly higher 
here than abroad the fact rem ains th a t 
conditions now are developing that 
tend to discourage further exports of 
gold from this country and to encour
age an im port of metal.

Paul W illard Garrett.
[Copyrighted, 1928. J

Be worthy of loyalty before you ex
pect if.

Fenton Davis fc Boyle
‘MUMMM lmmMM■■■■■■mi

Investment Bankers

Chicago GRAND RAPIDS Detroit
First National Grand Rapids National Bank Building 2066 Buhl
Bank Building Phono 4218 Building

Kent State Bank
"ThelHome 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.

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 RANK
"Tho Bank Whoro You Foot A t  Homo"

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
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American Investors Obtain Higher 
Yield.

Of alm ost $5,000,000,000 in foreign 
capital invested in Canada, more than 
half has 'been supplied by Am erican in
vestors, according to recent estim ates.
A large part of the rem ainder has come 
from Great Britain.

M ost of the capital going to Canada 
from the United States has been in
vested in basic industries, such as m in
ing, m anufacturing and forestry, while 
the m ajor items of British investm ent 
have been in public bonds, railway, 
m ortgage, banking and insurance se
curities, according to a survey by 
M athewson, M cLennan & M olson of 
M ontreal and New* York.

In  spite of the large increase of for
eign capital attracted  to Canada by 
the Dom inion’s prosperity since the 
war, however, Canadians have not had 
to rely greatly  on these funds, for 
their own investm ents have grown 
even more rapidly.

One result of the conservative policy 
on th e  part of the British investor is 
that he receives a much lower yield on 
his investm ent than that accruing to 
the investor from the U nited States, 
the review points out.

“ Investors in the United States have 
been awakened to a new interest in 
the possibilities of Canada as a result 
of that country’s prosperity in the last 
three years. The great field crops of 
those years; the flow of wealth from 
the m ines; the record-breaking volume 
of new sprint’ production; the im prov
ed position of the railroads; and the 
steady expansion of Canadian m anu
facturing have combined to produce an 
outlook of optimism and confidence.

“As in all young countries, agricul
tural prosperity is basic to the trend 
of Canadian business. T he great crops 
of 1925 assisted the farm er to recover 
from  the post-w ar agricultural depres
sion, and the large cash re tu rns from 
the crops of 1926 and 1927 perm itted 
him once again to  enjoy some of the 
luxuries he had to forego in recent 
years. T rade was stim ulated th rough
out the country, and m anufacturing 
activity increased in a1! lines.

“A t present all branches of m anu
facturing industry report a  larger vol
ume of production than a t any similar 
period for years. This is reflected by 
the index of employm ent for the m anu
facturing industry, which stands alt a 
higher level than a t any previous time 
since the index was inaugurated in 
1920.

“N ew sprint paper production in the 
first four m onths of the year totaled 
768,292 tons, compared w ith 654,264 
for the same period last year. U nfor
tunately for this industry, recent ex
pansion has brought productive ca
pacity well in excess of curren t con
sumption, and mills have reduced their 
.operating schedules.

“A further indication of industrial 
expansion is sihown in statistics of 
electric energy production. The num 
ber of kilow att hours produced for 
Canadian use in the first quarter of 
1928 exceeded .that of the correspond
ing period of 1927 by 15.4 per cent, and 
th at of 1926 and 1925 by 44 per cent, 
and 77.7 per cent, respectively. Canada 
consumes more electric energy per

capita than any other country in the 
world.” W illiam  Russell W hite.

[Copyrighted, 1928.]

Loan Rise Reflects Bond Sales.
T his week’s $10,496,000 shrinkage in 

brokers’ loans is viewed in W all Street 
as a result alm ost entirely of liquida
tion in bonds.

Nobody expected an im provem ent 
in the loan position this week from any 
other source, since the stock m arket 
itself has been creeping upward. Ap
parently  an increased demand for 
funds in the stock m arket was more 
than offset by the release of funds here 
tied up in bonds. Precisely what share 
of the change is traceable to bonds is 
not revealed in the figures, which 
represent loans on stock« and bonds, 
w ithout any indication of the am ounts 
loaned on each.

M ember bank loans for the account 
of others again rose substantially and 
this offset a pronounced reduction that 
would otherw ise have appeared in 
loans for the account of out-of-town 
banks. No im portant change occurred 
in those for the m em ber banks’ own 
account. I t  emphasizes anew that the 
extraordinary  expansion in brokers’ 
loans for 1928 to date results from an 
expansion in offerings bv lenders not 
directly under Reserve control.

A t $1,809,000,000 the volume of loans 
now outstanding for the account of 
others represents a total about twice 
that on January  4, 1928, and nearly 
three times that at this season two 
years ago. Instead  of the sm allest 
item of all it now towers in im portance 
far above either m em ber bank loans 
for their own account or m em ber bank 
loans for the account of out-of-tow n 
banks.

W hat this m eans is th a t the Reserve 
system ’s 'm oney program  has success
fully and substantially choked off the 
supply of loans by m em ber banks, but 
not that from private lenders. M ember 
bank loans for their owr. account since 
January  4 have dropped from $1,511,- 
000,000 to $824,000,000. Those for 
others have jum ped in the same period 
from $928,000,000 to $1,809,000,000.

W hether the increase in loans by 
private lenders will continue indefinite
ly is a question the financial district 
itself cannot answer. I t  will depend 
in p a rt upon the banks themselves. So 
long as private lenders can get more 
for their funds on the call money m ar
ket than at the banks, they  doubtless 
will if allowed continue to instruct the 
banks to put their money out on call, 
ra ther than to put it on deposit.

If the tim e comes that these private 
lenders begin to call back their funds 
in volume it will obviously tighten the 
m arket perceptibly.

Paul W illard Garrett.
[Copyrighted, 1928.]

He Knew the Animal.
Being told to write an essay on the 

mule, a small boy turned in to his 
teacher the following effort:

“The mewl is a  hardier bird than a 
guse or turkie. I t  has two legs to walk 
with, two more to  kick with, and wears 
its w ings on the side of its head. I t  
is stubbornly backward about coming 
forward.”

L e w i s -D ew e s  &  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 • HARRY T. WIDDICOMBE
Phone ( 8 8 3 3  G R A N D  RA PID S. M ICHIGAN 93$ Michigan T ru st Bldg.

MB. ST O W E  Says: W e are on the square.
So will you after you have used our Collection Service.
O nly one sm all serv ice  ch arge. N o e x tra  com m issions, A tto rn ey s  fees. L i s t
ing  fees o r a n y  o th e r  e x tra s .
R eferences: A ny B an k  o r C ham ber o f C om m erce of 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.
Suite 304 Ward Building, Battle Creek, Michigan

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

A. G. GHYSELS &  CO. |
| Investment Securities |
| Peninsular Club Building Buhl Building $
| Qrand Rapids Detroit $

The Toledo Plate & Window Glass Company
Glass and Metal Store Fronts

GRAND RAPIDS MICHIGAN

Investment Securities

E. H. R o llin s & Sons
Founded 1876

Dime Bank Building, Detroit 
Michigan Trust Building, Grand Rapids

Boston New York Chicago
Denver San Francisco Los Angeles
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MUTUAL FIRE INSURANCE
Dangers From  a  Chimney Fire.

Chemical extinguishers or lines from  
a chemical engine can be used to  suc
cessfully extinguish alm ost any chim 
ney fire. If building has open fire 
places, a covering should be put over 
them  to prevent damage when the ex? 
tinguishing fluid is used in the chim 
ney. Care should also be used in the 
application of the liquid so th at if the 
chimney is very hot the use of the  
liquid would not crack the chimney.
If sparks are being em itted from the 
top of the chim ney have the men pro
ceed to the roof and kill sparks in or-j 
der to prevent the comm unication of 
fire to  adjacent roofs or through open 
windows.

T his may be done by directing the 
chemical stream  down the top of the 
chimney. Proceed to  th e  basement 
and remove the cover to the clean out 
or the chimney. Usually by application 
of the extinguishing fluid and the re 
moval of the soot a t this point the 
heaviest source of the fire is removed. 
Proceed to the various floors and re
move th e  flue or chimney caps and 
where fire is found apply the ex
tinguishing fluid.

D angers from a chimney fire con
sist of its communication to  the house 
itself through a defect in the chimney) 
or by sparks falling on inflammable 
materials. The danger from sparks is 
particularly acute where wooden 
shingles, awnings, open windows or 
clothes reels are in close proximity. In 
many old houses where individual 
stoves in the room s have been re 
placed by a central heating apparatus 
it will be found that the chimney caps 
on the various floors have been cover
ed w ith wall paper. These caps be
come porous through rust and deter
ioration and fire is easily com m unicat
ed through them  to the partitions. A 
thorough exam ination should be made 
of the chimney, top and bottom , and 
on the various floors in order to ascer
tain that the fire is out. All soot 
should be removed through the chim 
ney cleanouts. If the walls around 
the chimney feel unduly warm at any 
spot a hole should be put through the 
plastering in order to make sure that 
fire has not comm unicated to the 
building. A t a particlarly bad chim 
ney fire a detail of one m an with an 
axe and a small chemical extinguisher 
should be left to watch for any re 
kindling or any concealed fire that has 
been overlooked.

W hat Is  Insured?
Fire insurance is too closely related 

tc  every business m an’s bank account 
to  be given the scant attention th at it 
often receives. Fire insurance is w rit
ten in plain understandable English 
and every man owes it to himself to 
know that he is not only insured, but 
insured correctly.

If your stock is insured, what does 
that stock consist of? Sometimes a 
man thinks his entire stock is insured 
when it is only partially  insured. V ari
ous classes of m erchandise may have 
been added after the policy was w rit
ten, that do not come under any of 
the heads listed in the policy.

„  jQfcentimes goods are stored some 
distance away from  the main building 
referred to in the policy. Usually such 
stocks m ay be covered by one policy, 
providing the various conditions are 
specified in the policy.

Don’t  assume that everything is all 
right. Don’t take too much for 
granted. Be sure that w hat you want 
insured is definitely specified in the 
policy.

In  many businesses, looking after 
insurance is a m an's size job. Better 
study fire insurance as it applies to  
your own business. You will get sa t
isfaction out of it, and raise your own 
standing.

High Interest Rates Expected in 
Chicago.

Chicago, Ju ly  31—H igh interest 
rates for money, with a larger use in 
all linefe of business, is expected here 
for the fall m onths ar.d possibly ex
tending inito the early w inter season. 
Stock and bond interests continue to 
absorb large am ounts of funds, despite 
efforts of bankers and Federal Reserve 
officials to curtail the speculative 
movement. Investors, however, con
tinue in the m arket to a surprising 
extent.

Loans to  stock brokers are in the 
main around S '/i to  6 per cent., some 
of the large bankers reporting that 
their rate is 6 per cent, on this busi
ness. For commercial loans money is 
being put out as low as 5JA  per cent. 
I t  ranges up to 6 per cent., depending 
upon the nature of the industry and 
the character of the borrower. Small 
collateral loans are charged 6 to 6y£ 
per cent.

In th e  face of the strong money 
m arket, there will be a good supply of 
funds for all crop-m oving purposes, 
and no scarcity is looked for.

Chain Store Problem.
There is one aspect of the  chain 

store problem which has not been 
•hinted at by any w riter on the subject 
so far as I am aware.

Some time before and after the panic 
of 1907 I was closely associated with 
the late Frank W . W oclw orth, who, as 
the “father of the system ,” surely 
spoke with authority. H e adm itted 
that his one regret was the num ber of 
old-line dealers that were being forced 
out of business by his m ethods. I 
asked why he did not em ploy them  as 
m anagers of his neighborhood stores, 
and he replied he could not, as h is m en 
required special training.

A nother aspect which will cause 
financial w riters to revise their premise 
that the prosperity and grow th of such 
system s is an index of “prosperity” as 
interpreted by President Coolidge was 
set forth  by Mr. W oclw orth in  the 
w ords: “The harder the tim es, the 
g reater our business.”

T he later capitalization of the good
will of the corporation for $50,000,000 
represented by the common stock and 
wiped out by earnings within a few 
years, tells part of a story  th e  last 
chapter of which is yet to  be written.

Charles Lumm is Robinson.

H ave you m anagerial ambitions? 
Then develop the ability to  take re
sponsibility.

Merchants Life Insurance Company

-------------------------- - i — --------------------------------------------------------------------------
Office»: 3rd floor Michigan Trust Bldg.— Grand Rapids, Mich.
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Should Recognize Our Friends Across 
the W ater.

Grandville, July 31—'While Secretary 
Kellogg, in behalf of Uncle Sam, is 
m aking peace propositions to the vari
ous nations of Europe, what is he do 
ing to  m itigate the hatred  th at even 
Am ericans have expressed for China 
and Other yellow nations of the  world?

China is now in a position to meet 
the United States half way in affairs 
of state. T he  time may come w hen 
we shall need even the friendship of 
this heathen nation, since th e  make 
believe friendship of many European 
countries is not w orth the  paper on 
which it is written.

China has not been free from  fo r
eign dom ination since Europe m ade it 
a point to  center her capacious appetite 
on confiscating heathen countries for 
her exploitation.

T h ere  is little  wonder th a t our m is
sionaries have such a hard time Chris
tianizing the yellow people of Asia. 
Like our treatm ent of the Indians in 
Am erica has been the m alpractice of 
white C hristians where Asiatic coun
tries are concerned.

W e need more of th e  Christian spirit 
righ t here a t home before we set out 
to m ake heathens over into God-fear
ing men and women. Am erica h as a 
grand opportunity  to make of those 
E astern  yellow people our lasting 
friends. B etter have the friendship of 
a yellow cur th an  its enmity.

Europe, w ith  whom we are now 
seeking anti-w ar agreem ents, has not 
given over her spoliation plans against 
the heathen 'Chinese, nor is she likely 
to unless Am erica comes to 'the rescue 
of the right. B etter the genuine 
friendship of China than  the quasi lip 
service of hypocritical Europe.

Let Am erica recognize the  inde
pendence of China, and go on treating  
her justly  and a new era of goodfellow- 
ship will come upon the world which 
will do more to  eliminate the horrors 
of w ar th an  all the pacts fo r peace 
which can be invented.

Think of the imm ensity of the Chi
nese nation w ith  its four hundred uiil- 
lion people anxious .to be at peace with 
the rem ainder of the world, yet having 
national pride sufficient to refuse to 
be made longer, the tool and victim 
for 'the spoliation of white C hristen
dom.

H ere  is a chance for a g reat work 
along lines never before attem pted. 
Let America trea t the Chinese as 
equals, deal with them  as we would 
deal with nations of our own color, 
and we shall soon be in a position to  
defy th e  m achinations of Europe and 
place th e  U nited States on a pedestal 
which would excite the adm iration of 
all liberty loving people the world
over. . uTMi

T h e  tim e is ripe for action. Will 
this country take advantage of it by 
m aking great China our friend for all 
time? Procrastination  m ay kill the 
goose which lays the golden egg. Toy 
less w ith our enem ies in Europe and 
get to  the front on this new line while 
the chance offers.

China fo r the Chinese as well as 
Am erica fo r Americans. Keep the foot 
of the forejgn despoiler forever out of 
China and we shall have a new world 
peace th at is fraught with the highest 
meaning. N ot the oeace of W arsaw , 
but the peace which comes from a 
friendly sp irit m anifest on every hand.

•Complications w ith Japan may come 
about when we shall need a friend 
such as China prom ises to be if we 
trea t her as an equal and not as a low- 
down heathen nondescript.

Should half a dozen of our European 
enemies choose to attack us at one 
tim e the friendly voice of China say
ing, "U n d e  Sam, we are here, will be 
as music to our souls. China and the 
U nited S tates should be friends and 
the best statesm anship of this country 
should put in time working toward that

e0'j'jien •there is Russia, once the m ost

powerful nation in Europe. She has 
been down and out for a num ber of 
years, b u t the signs of the tim es point 
to a rejuvenating influence at w ork  in 
an effort to  bring the Russ national 
character and set her once more be
fore the world as a pow er to be reck
oned wi'th.

As it is necessary for the peace of 
the world that Uncle Sam makes 
China her friend, so may we say that 
we have neglected Russia, who was 
once the b est friend we bad in Europe, 
and which has never cast off the 
strings of affection which bound her 
to the Am erican Government.

Few  Americans, perhaps, realize the 
importance of the friendship of the 
Muscovite. Perhaps a less number 
realize that Russia at a critical time 
in our history sprang into the breach 
and saved the day fo r the American 
Union. _

I t  was at a danger point in our civil 
war that Britain mobilised her armies 
along the Canadian border and made 
preparations for war on the United

The time was that in which M ason 
and Slidel, two rebel emissaries, were 
taken from  a ship and brought to the 
United States by one of our war ships. 
England a t once demanded the  release 
of these men. They were released, al
though even then Britain, w hich was 
“rarin ’ for a fight," m ight have opened 
her guns on us but for a silent notifica
tion from the head of a Russian fleet 
of war which lav anchored at the time 
in New York harbor.

T he  Russian com m ander notified 
John Bull that an attack on the United 
S tates on his part would lead to the 
Russian guns bearing down on British 
shipping and the opening guns of war 
w ith Russia.

Great Britain heeded the warning 
and to-day it behooves the United 
S tates to  recognize her friends on the 
other side of the Atlantic.

Old Timer.

Should Grocers Sell Simple Pro
prietary Drugs?

T here  is an interesting controversy 
on between the grocers and th e  d rug
gists—a controversy quite replete with 
possibilities for certain National adver
tisers.

The grocers want to sel 1 certain 
simple drug proprietary articles re
quiring no pharm aceutical knowledge. 
T he druggists are fighting the idea. 
T he grocers want, for instance, to sell 
dentifrices. Some of them, in fact, do, 
and the druggists are retaliating by 
“getting  the law on them ”—on the 
ground th at it is “dangerous to let 
anyone b u t registered pharm acists sell 
drug proprietaries and common house
hold rem edies.”

The New York W holesale G rocers’ 
Association adopted a resolution a few 
days ago strenuously objecting to pass
ing laws prohibiting grocers from such 
enterprise.

W hy shouldn’t dentifrices be sold by 
as m any d istribu tors as sell, say, candy 
or tobacco? T he grocery chains now 
sell cigarettes, and druggists sell 
plenty of candy—and also some g ro 
ceries. T here can be r.o more question 
of pharm aceutical knowledge in selling 
household disinfectant than in selling 
household ammonia.

T he real question is the m erchandis
ing desirability of wide open distribu
tion as against strictly functionalized 
distribution—if there is such a thing 
left today!—Advertising and Selling.

H ate is the child of ignorance and 
stam ps the hater as inferior.

Retail Inventories T o  Show L ight 
Stocks.

Semi-annual inventories already made 
or to be completed this week are ex
pected to reveal fairly light departm ent 
store stocks. Com parison of the in
ventory showing with those of six 
m onths and a year ago is said to be 
favorable. A factor in the situation 
has been the recent im provem ent in 
consum er response to both clearance 
sales and also offerings of new m er
chandise at regular m ark-ups, follow
ing the retard ing of business during 
the late Spring and early sum m er by 
bad weather.

“T his Is  N ot a Chain Store.” 
H arvey A. Gish, »vho is in the 

Canadian N orthw est this sum m er for 
his house, writes from W akaw, Sask.,

that John J. Kwasnica, of that place, 
nut a big sign over his door, after the 
other m erchants in the town went into 
the chain store Jmsiness, reading as 
follows: T his Is Not a Chain Store.”

There are chain stores on both sides 
of him.

Since he put up this sign he has 
been doing the lion’s share of the busi
ness in the town.

H olds a Surprise Day.
Surprise day, as the Pettes Dry 

Goods Co., Indianapolis, stages it. ap
peals so strongly to curiosity that peo
ple are virtually compelled to come to 
the store.

A dvertising fur the occasion is of 
the usual sale kind, only th a t not a 
price is mentioned. Question m arks 
are used in place of prices.

STRENGTH ECONOMY

THE MILL MUTUALS
Lansing AGENCY Michigan

Representing the

MICHIGAN MILLERS M UTUAL  
FIRE IN SU R A N C E COM PANY
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Combined Assets of Group
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FIRE INSURANCE—ALL BRANCHES
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0  VIKING AUTOMATIC SPRINKLER CO.
AUTOM ATIC CONTROL o f FIRE

Installations Made on Cash or
__  Installment Basis

i  approved  m  OFFICE 406 MURRAY BLDG. GRAND RAPIDS, MICH

F U R N A C E S
Jobbers of Richardson and Boynton Warm Air Furnaces for 
Churches, Schools, Garages, Lodge Rooms, Dance Halls, and 
all Commercial Buildings.
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ICELA N D  NOT A LL ICE.

Much Popular Misconception Regard
ing the Island.

T he unfortunate connotation of the 
name Iceland is responsible for m ost 
of the misconceptions regarding the 
island and its inhabitants, according 
to  Miss T horstina  Jackson, the daugh
ter of an Icelandic-Am erican. The 
home life of the Icelanders, essential
ly the same as that of persons in other 
parts of the world, is described by her 
in a recent num ber of the Am erican- 
Scandinavian Review, issued by the 
Am erican-Scandinavian Foundation.

“ Few realize that the friendly Gulf 
Stream  modifies the climate of Ice
land to such an extent th at the ex
trem e cold of the N orth  Central 
United States and Canada is quite un
known, and that the Southern p a rt of 
the island there is seldom enough 
snow for skiing or skating,” she says. 
“ Furtherm ore, science has penetrated 
to  th at rem ote land and connected it 
with the rest of the world by a cable 
and a steam ship line and furnished it 
with such conveniences and am use
m ents of m odern life as electric lights, 
the automobile, radio and moving pic
tures.

“ I t is, however, only a few years 
since Iceland was isolated and the 
natives w ere forced to depend largely 
on their own ingenuity for m ost of the 
essentials of life. Then the home was 
the chief center of industry, supplying 
90 per cent, of the needs of the family. 
P resent-day inventions have altered 
this situation somewhat, bu t m any of 
the tim e-honored characteristics of the 
Icelandic home are still preserved, 
more particularly in the country dis
tricts.

“The Norse settlers of Iceland 
brought with them  a type of domestic 
architecture which, though consider
ably altered, still prevails in the m a
jority  of farm homes. T he walls are 
built of alternate layers of turf and 
stone, and are usually about six feet 
thick. T he front of the house is finish
ed with boards on the outside, topped 
by from  four to seven gables, which 
are usually painted white. In  the sum 
m er time these white gables offer an 
attractive contrast to the green sod 
roof and the walls. H ere  and there 
daisies and o ther native flowers peep 
forth  out of the cracks and crevices. 
T he Icelandic farm  house, or baer, 
comprises, under the same roof, not 
only living quarters for the family but 
also shelter for the live stock, the 
abode of the latter being separated 
from  the hum an dwelling only by a 
narrow  passage.

“T he main entrance to the building 
is in the center of the front of the 
house. On either side are the gabled 
walls of the parlor, living room, store
room, and smithy. T he main door 
opens into a long, narrow  passage, ex
tending frequently the entire length of 
the building, and from which are en
trances to the various rooms. T he 
parlor, or stofa, generally comes first 
along the hallway. I t  is, in m ost cases, 
a pleasant room with walls of unpaint- 
td  boards.

“ B e a u tifu l  p la n ts ,  te n d e r ly  n u rs e d  
b y  th e  h o u sew ife , in v a r ia b ly  a re  fo u n d

in the windows, while on chest and 
table stand rows of fram ed photo
graphs of relatives and friends and the 
departed. Colorful rugs, often of dyed 
sheepskin, are scattered around the 
floor. T here is a m arked absence of 
g laring or flashy colors; it is as if the 
color scheme w ithin the hom es were 
in harm ony with the beautiful blending 
of tin ts that is such a factor in the 
mystic loveliness of Icelandic scenery.

"T he living room, or baostofa, is the 
m ost im portant room  in the house. It 
is long and narrow . Along the walls 
stand the  beds for the women of the 
household. A t one end the bedroom 
of the farm er and his wife is partition
ed off, and at the o ther is the room set 
aside for the children.

“The very pulse of Icelandic home

life is to be found in this baostofa. 
It is there that the family assembles 
during the dark winter afternoons and 
evenings, each person with his or her 
appointed task. The women spin, knit, 
sew and weave, while the men card 
wool or busy themselves over their 
tools. One person, the reader of the 
household, occupies the seat of honor 
under the light. He reads aloud the 
old Norse Sagas and Eddas, or per
haps from some modern books, native 
and foreign.

“ Many Icelandic homes boast a 
large num ber of English books as well 
as the Icelandic and Danish. The 
reader is often so well versed in the 
latter language that he can translate 
it at sight with very little hesitation. 
Sometimes the entertainer sings one

of the num erous Icelandic ballads and 
the audience joins in the rçfrain, the 
women working their spinning wheels 
in time to the tune.

“ It is in the baostofa that the Ice
landic children receive the m ost effec
tive instruction in the classics of their 
country, and it is rare indeed to find a 
farm er boy who has not read the 
Sagas and Eddas at the age of twelve. 
The influence of this reading is very 
noticeable in the ordinary speech of 
the children, which is singularly pure 
and free from slang. Iceland, indeed, 
knows no dialects, and when the 
scholar wishes to express himself in 
th? purest classical Icelandic he en
deavors to copy the ordinary diction 
of the farm er: for nowhere is the 
language so pure and free from  for-

There are as many kinds of 
automobile insurance contracts as
there are Automobile InsuranceCompanies

The State of Michigan does not regulate the contents of automobile 
insurance contracts. Neither does it regulate the rates charged by 
various companies.

Investigate before you buy automobile insurance

The Preferred Policy 
Protects You!

IT
i

Insures against liability instead of loss and expense

guarantees to pay any judgment rendered against you

has no territorial limitations or restrictions

allows your passengers to buy gasoline without violating the
terms of your contract

DOES YOURS?

The Preferred Automobile Insurance Co.
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Suite 824 G. R. National Bank Bldg. Phone 8-1374

Assets over one-half million dollars
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eign innovations as in the country dis
tricts. H ere it is that the many hours 
of reading in the baostofa bear fruit.

“The average Icelandic farm er’s 
wife—of whom, as the center of the 
home, we m ust give some account 
’ iads an existence no less busy than 
that of her sisters in other lands. She 
not only supervises the food and 
clothing of her family and the m an
agem ent of her home, but also has 
charge of the education of her children 
until they reach the high school age. 
T o be sure, she is assisted som ewhat 
ir  this task by a tu to r who goes from 
house to house, staying some six 
weeks at each home. The fact that in 
Iceland children enter high school at 
the same age and as well prepared as 
in the U nited States is a striking 
testim ony to the ability and devotion 
of the Icelandic m others as teachers.

F rom  the Saga time to the present 
the Icelandic m atron has always en
joyed a free hand in the m anagem ent 
of her home, but it was not until the 
middle of the last century that the 
women of this little island began to 
demand certain public rights, Miss 
Jackson explains. In  1847 the inherit
ance law m aking women equal heirs 
with men was passed, and in 1874 the 
first wom en’s college was established 
at Reykjavik. ’ The tw entieth century 
has witnessed the culmination of the 
fem inist m ovem ent; in 1911 women re
ceived the right of practicing all pro- 
fe*5ons and were made eligible to all 
state  offices, and in 1915 full suffrage 
was granted  them  by the government.

In  spite of the discouraging diffi
culties of communication, Icelandic 
women are well organized. They 
m aintain a central federation, with 
headquarters in Reykjavik, in which 
representatives from  all the organiza
tions in the country have a seat.

“T he great m ajority of Icelandic 
women are engaged in the business of 
home m aking,” Miss Jackson states, 
for as yet the country has no great in
dustries to offer employm ent as sten
ographers or clerks, nor do the differ
ent professions a ttrac t a large num ber 
of women. The daughters in a family 
for the m ost part remain at home un
til they m arry, or they seek employ
m ent in other homes. Since the war 
the fisheries have a ttracted  a consider
able num ber of girls to the coast towns.

“Judged by the flapper standards of 
presenf-day America, the Icelandic 
girl is probably som ewhat oldTashion- 
ed. A very im portant part of her edu
cation and her training for life con
sists of a thorough course in her 
m other’s kitchen. T o be a successful 
wife and m other Icelanidc standards 
demand that she be a good cook, un
derstanding how to prepare m eat and 
fish in a variety of ways, how to make 
the delicious soups tor which the 
N orthern  nations are so justly  famed, 
and, above all, how to brew  that favor
ite beverage of the n a tio n -co ffee . She 
m ust be adept, too, at using milk, 
which form s such an im portant p art of 
the diet of the Icelanders in the form 
of cheese and skyr, a concoction of 
curdled milk, cream  and sugar which 
is the ice cream of the Icelanders T he 
Icelandic maid m ust be no less skillful 
in the use of the needle than in the

arts of cooking. Sewing, knitting, 
spinning and weaving m ust be second 
nature to her, and every ambitious girl 
is skilled at beautiful fancy work—at 
hardanger and other lace work and 
the exquisite em broidery on the na
tional costumes.

“ Possibly the Icelandic girl has a 
craving for other form s of self-expres
sion than these domestic ones, and is 
disturbed by psychoses and complexes 
which have become so familiar to us 
since the world w ar; but if she is she 
hides such emotions under a very calm 
and happy manner. She looks upon 
m arriage as a very serious business 
and exerts herself to make a success of 
it. No doubt Icelandic husbands and 
wives have their difficulties and the 
course of true love does not always 
run smoothly, but there is a very 
m arked and w idespread sentim ent of 
loyalty betw een m arried couples of 
this country which makes them  loath 
to discuss their difficulties in the di
vorce courts or with their neighbors.

“T here have been num erous changes 
in the Icelandic hom esteads during the 
last few years, some making for im
provem ent, others for the contrary. In  
some instances the Icelanders have 
been, perhaps, som ewhat over-eager in 
adopting foreign customs and discard
ing their own. This deplorable tend
ency is especially m arked in recent 
domestic architecture, the style of 
many new houses, both in town and 
country, being far less dignified and 
colorful than were the old homesteads.

“The square, box-like cem ent struc
tures that m any of the farm ers have 
erected strike a particularly discordant 
note. T hey quite lack the friendliness 
of the old baeir, w ith their attractive 
gables, so adm irably suited to the 
peaked m ountains of the country. To 
quote Dr. Sigurdur Nordal, Professor 
of Norse L iterature a t the University 
of Iceland, ‘The old gabled hom esteads 
seem to have grown naturally  out of 
the Icelandic soil, while the cement 
boxes appear as if somebody left them 
by mistake.’

“T o be sure, the old-fashioned walls 
of turf and stone, as well as the sod 
roofs, are very impractical and are in
capable of resisting the heavy rains 
of the country for any great length of 
time. But the characterless buildings 
which have in so m any instances re 
placed them  aroused such a storm  of 
criticism that architects have worked 
out plans to preserve the external ap
pearance, the color and beauty of the 
old houses w ithout their disadvantages 
and discomforts. T he solution to the 
problem has been found in the use of 
more durable material, such as cement, 
and the Icelandic governm ent is now 
building on the site of N jal’s home at 
B ergthorsvol a large edifice, using this 
m aterial fo r construction but preserv
ing the native domestic architecture.

“T here is a widespread interest, both 
at home and abroad, in the water 
power of Iceland, that sleeping giant 
with the streng th  of four million horse
power, of which only four thousand 
are utilized a t the present time. M any 
people have learned the advantages of 
electricity for heating, lighting and 
cooking, and a num ber of farm ers have 
made their own installations for these

purposes. A lm ost every home in Ice
land, indeed, is situated not far from 
some m ountain brook or waterfall that 
m ight be used as a generator of elec
tricity.

“The radio is another m odern inno
vation that appeals very much to Ice
landers, both for practical purposes 
and for entertainm ent. Some of the 
receiving stations to be found in the 
country are very satisfactory indeed; 
the w riter heard, in one evening, ex- 
c tllen t program s from London, Paris 
and Cologne with rem arkable d istinct
ness, and just after m idnight dinner 
music from New York City was wafted 
into the room.

“A lthough Iceland is thus quite up 
to date in its enjoym ent Of the ma-

terial advances of the tw entieth  cen
tury, it shows no signs of participation 
in the social and economic unrest 
which obtains so widely at the present 
time. T he little island is still a coun
try of no great extrem es in poverty and 
wealth; the difference between the em 
ployer and the employe is not so wide 
that they have ceased to take a person
al interest in each o ther’s welfare. I t  
is safe to say that there is not an in 
dividual in Iceland who cannot, with 
little difficulty, get his three meals a 
day and a tolerably comfortable bed 
for the night. This kingdom of 100,- 
000 inhabitants is more or less of a 
family.”

Good habits in youth mean dollars in 
old age.

w
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You will build prestige for your store by 
selling this high quality brand, avoid 
price cutting and inferior quality com- 
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DRY GOODS
Michigan Retail Dry Goods Assiciation.

P re s id e n t—F . E. M ills, L ansing .
F ir s t  V ic e -P re s id en t — J .  H . Lourim . 

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

Y psilan ti.
S e c re ta ry -T re a s u re r  — Jo h n  R ichey, 

C h arlo tte .
M an ag e r—Ja s o n  E . H am m ond. L ansing .

Parasols Seen in Many Styles.
A num ber off entirely new styles are 

seen in partasols, which are much in 
demand in the countryside. A t the 
country clubs the l?.wns are dotted 
with pretty  shades in flowered taffeta, 
crepe and chiffon in the shapes and 
colors th a t duplicate the sheer mid
sum m er frock. O rgandie and chiffon 
are used for dainty parasols th a t are 
decorative gestures for real protection, 
but are dressy, flattering accessories 
that complete the costume. T he Jap 
anese um brella is the most fashionable 
shape, and another, new this season, 
has bu t five ribs, covered w ith crepe 
printed in  geom etric pattern , sharply 
defined and ultra-m odern in type. On 
the parasols for more form al dress the 
all-over laces are Shown, and some 
in plain colored crepes, chiffon and 
batiste are trim m ed with fine tucks in 
rows and in clusters arranged in dif
ferent ways. An especially handsom e 
parasol received from  Paris w ith an  
ensemble to  be w orn a t the polo m atch 
is made of neptune green moire. T he 
parasol is untrim m ed and has ribs and 
stick of bamboo in th e  natural shade.

Beach um brellas arc gay in color— 
bright red, vivid green, yellow, blue. 
M any are made of striped  co ttons in 
strongly contrasting  colors—scarlet 
and white, white and black, orange and 
blue. One of the stunning beach 
shades shown this season is made of 
u ltra-m arine and white awning cloth. 
Sunshades especially designed fo r the 
seashore are show n in linen and cotton 
unbleached domestic and straw , on 
which are printed large pa tte rn s of 
gulls, elephants, dolphins and an am us
ing variety of o ther animal pictures— 
the more dashing in design and vivid 
in color the  better.

In  the  crowd at the fashionable re 
sorts ft is evident that beach outfits 
are designed in ensemble, w ith the 
sunshade or parasol m atching th e  suit. 
T he tricolor ensemble is very sm art 
this season and m any engaging com 
binations are shown in red, white and 
blue.

New Beaded Gowns Simple in Effect.
Beaded gowns are still worn, but in 

new versions. T he stereotyped robe 
de style is replaced w ith simple, slim 
gowns of net and chiffon on w hich the 
flowers and conventional pa tterns are 
traced in fine beaded lines w ith h igh 
lights of crystal, pearls o r  colored 
jewels. T he effect is very delicate and 
graceful, and in some models th e  lines 
illustrate striking patterns in  the con
ventional and m odernistic style. Color 
sym phonies are worked c u t w ith much 
charm  and beauty in some of the bead
ed costumes. In  one lately received 
from  Paris a Straight slip of maize 
satin is covered with a  princess robe 
of yellow net beaded in shades of topaz 
and deep orange velvet ribbon is knot
ted in a large bow with long ends over 
one hip. Some of the newest beaded 
gow ns are slashed a t the  sides or

about the  bottom , with gode'ts and 
pleated panels inset to  give a flare a t 
the hem. Green glass and crystal 
beads tracing a pattern  on white net 
make a dainty robe to be worn over 
a slip of pale green taffeta. A dance 
frock is made of coral and silver beads 
with silver threading on a white net 
ground, w ith foundation of. silver tis 
sue. W ool em broidery is employed on 
muslin frocks and linen coats, and 
brilliants are used in single lines to 
finish 'the neck and arm  holes of eve
ning gowns, w ithout other trim m ing 
than a buckle o r ornam ent of brilliants.

Sales Plans For Christmas.
A look ahead to the Christm as sea

son features the  D ata Book of the 
Sales Prom otion Division of the N a
tional Retail D ry Goods Association, 
which was issued last week. Develop
m ents call for a readjustm ent of the 
retailers’ attitude tow ard advertising 
for this period, according to  K enneth 
Collins, advertising m anager of R. H . 
Macy & Co., Inc. Bromides, he says 
in his article, m ust be elim inated and 
retailers m ust now play up useful gifts, 
with particular emphasis on w earing 
apparel, good-looking jew elry and 
well-designed household utilities. In 
stitutional advertising at th e  C hristm as 
season, he adds, is particularly appro
priate.

Mail Order Prices Drop Sharply.
Low er prices on practically all lines 

of m erchandise feature the Sears- 
Roebuck fall and w inter catalogue, 
advices from  Chicago say. T he new 
catalogue, fo r example, shows a  top 
price for wom en’s coats of $39.95, 
which com pares with $55 for a  g a r
m ent of th e  same quality a year ago. 
In  another instance a kitchen cabinet 
is listed a t $36.45 o r  a reduction of 
nearly $6 under the Spring price for 
the same cabinet. Also showing m ark 
ed lowerings a re  tires, in which there  
has been a  reduction of 15 per cent., 
as com pared w ith spring, and radio 
sets, prices of which have dropped 
d o se  to  50 per cent.

Great Day For Stenographers.
Stenographers in K ansas City, Mo., 

were all Fortune favored recently 
when a m erchant in the tow n held 
what he  called a “S tenographer’s Day.” 
A ddressing a letter to  various offices 
in the business district, th e  jiam es of 
which he got out of the local directory, 
he offered stenographers Who bought 
shoes on this day a special discount of 
20 per cent. As it w as necessary for 
stenographers to  furnish the business 
cards of the companies they  w ere w ith 
in order to obtain the discount, the 
m erchant in this way secured (the 
nucleus of a specialized mailing list.

Silver Jewelry Popular.
Silver jew elry is very popular th is 

year and m any unique ornam ents are 
being shown with th e  sum m er sports 
ensemble. T here  is a dem and this 
season for the ornam ents of American 
Indian and Mexican handcraft. Shin
ing  bracelets, necklaces, pins and rings 
are worn with sports and sem i-sports 
dress. O riental jew elry in hand- 
w rought silver is also very popular, 
especially nautch girl chains, anklets 
and bracelets.

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

G R A N D  R A PID S - M ICHIGAN
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SHOE MARKET
Just Like the Classified Advertise

ments.
Exactly like the classified page of a  

newspaper wa's an advertisem ent re 
leased some tim e ago by the W . A. 
M cNaughton Go., Muncie, Ind. The 
layout was divided into a m yriad of 
small spaces, in each of which was a 
description of a single item  of m er
chandise. T he copy was in  mail order 
style and carried minute details con
cerning leather«, lasts, and colors. In 
each »case, the price was prom inently 
featured.

Instead of such headings as “Help 
W anted’’ or “Situation W anted ,” the 
captions used for various sections of 
the advertisem ent was “M en’s Shoes,” 
“W om en’s Shoes,” “Children’s Shoes.”

T he advertisem ent contained descrip
tions of over 250 distinctly different 
styles, and it pulled better, according 
to the records, than any o ther adver
tisem ent ever released by the store.

Merchandising Aeroplane Delivery.
If a woman fancies that the style is 

the  newest there is, she will move 
heaven and earth  to get one for h e r
self. W itness the exnerience of A. 
L ivingston & Sons, Bloomington, 111. 
It so happened that the store ran short 
of the istock of m erchandise it had 
planned to  use fo r its Saturday sales, 
and it therefore wired to a Chicago 
distributor for additional supplies. As 
it was too late to send the goods out 
by express, an aeroplane 'was com
mandeered.

T h e  plane reached Bloomington 
shortly after the noon h o u r on Satur
day, and at once the m erchandise was 
rushed to th e  store. A portion of the 
shipm ent was then th rust into a w in
dow—wrappings and all and a card 
was quickly gotten up to read:

“The^e shoes arrived at 1:15 to-day 
by aeroplane from  Chicago. T hey are 
the newest there is.”

At 5:15, not a thing was left an stock.

Try This One Out.
A take-off on the “ Follow the Green 

L ine” which guides perplexed pas
sengers through the maze of the sub
way system  at the Grand Central S ta
tion is a little stunt tnat has just been 
put into effect by a store in Evanston, 
111. Tied to the knob of the door en 
trance is one end of an orange-Colored 
string. T his leads into all corners of 
the store—up and down and around— 
and finally ends before a table on 
which is heaped a num ber of specials. 
T iny cards attached to the string  at 
varying distances urge custom ers to 
“ Follow the Orange Line.”

B es id e s  b r in g in g  th e  sp ec ia ls  s e c tio n  
in to  p ro m in e n t  a t te n t io n ,  th e  s t r in g  
s e rv e s  to  d ra w  c u s to m e rs  in to  a ll p a r ts  
o f th e  S to re.

Sends Schedule of Church Activities.
M em bers of a certain church  in 

Shenandoah, Pa., give m ost of their 
trade to a neighboring shoe re ta iler 
for the reason that 'he is b e tte r ac
quainted w ith  church activities than  
any man in town. But instead of lim
iting a  display of ‘his knowledge to an 
occasional conversation, he sends out 
to th e  m em bership list a t periodical

intervals a blotter giving a time table 
of church events. H ours of service, 
entertainm ents, meetings, lectures— 
these things are all noted on the 
blotter.

The b lotter is of course kept for 
some time and serves often as a re
minder of this retailer and his business.

This May Move Surplus Stock.
Inventory time brings forth  its 

horrors, and th e  w orst of these usually 
arises upon the discovery that certain 
items were over-bought. The m an 
ager of the shoe departm ent in one 
store made capital of this nightm are by 
posting up in his window during the 
inventory period a sign which read:

“I can’t afford to have the Boss 
know I over-bought on ¡these. You 
can help me out of the predicam ent and 
help yourself as well by grabbing a 
pair or two at $2.15.”

T he m an’s signature was w ritten at 
the bottom  of the sign, and the window 
was piled with the left-over stock.

Entire Sales Force Sign Letter.
I t was a thank you L ite r— the usual 

kind—expressing appreciation for a 
custom er’s patronage on a preceding 
day. B ut instead  of being signed sole
ly by the salesman who had made the 
sale or else by the proprietor, the letter 
was signed by every sales person in 
the store.

T h e  re c ip ie n t,  n a tu ra l ly ,  w h e n  h e  
g o t  ¡the l e t t e r  a n d  s aw  a  d o z e n  o r  so  
d if fe re n t n a m e s  s c ra w le d  to  t h e  n o te  
w a s  m o re  ¡im p ressed  th a n  h e  m ig h t  
h a v e  'been  O th e rw ise .

W hy He Moved.
By following up every custom er who 

failed >to call a t the store after a rea
sonable period, a retailer in W ilkes- 
B'arre, Pa., finally moved his location 
to another sedtion of the city. In  his 
investigations, he had discovered that 
the class of people he wished to cater 
to were finding the o ther side of the  
town more desirable; and so, to be 
convenient to them, he also decided to 
move.

An Appeal To “Home Towners.” 
T he “ Buy in Your Hom e T ow n” 

idea w'as recently presented  very ef
fectively by a Connecticut m erchant 
when he advertised th a t “80 per cent, 
of the employes (of his store) own 
cars bought in the home tow n; 60 per 
cent, have been living in th e  town for 
ten years or m ore; 100 per cent, carry 
accounts in local banks; 100 per cent, 
belong to one or more local organ
izations, churches, lodges, etc.”

Here’s Monkey Shines.
The antics of a monkey in th e  w in

dow of the Lee Shop, Memphis, Tenn., 
not only fascinated the ¡interest of 
scores o f passers-by recently  bu t also 
gave considerable m eaning to the 
store’s display.

“ Don’t monkey with cheap shoes,” 
read a window card. “They are stiff 
and unyielding, fit poorly as a rule, and 
they do not live to be a hundred.

“Buy Lee’s.”

Unless a man has the hardihood to 
keep on, in spite of ridicule and oppo
sition, he can never accomplish any
thing.

Fall Silk Output Gaining.
W ith the demand for silks steadily 

broadening, m anufacturers have been 
notably increasing their production 
schedules. Consum ption of raw silk 
during July was heavy and the trade 
would not be surprised to see a sub
stantial gain in August over the same 
m onth last year. Prices of finished 
goods, however, are highly competitive 
in line with raw silk developments. 
This is particularly true of staples, but 
profit m argins on novelties continue to  
be well m aintained. Velvets are hav
ing the best call in years, with satins 
and Canton crepes 'also showing up 
well.

Retail Confidence Grows.
The early activity in a num ber of 

lines in the wholesale m arkets may be 
considered ample evidence of confi
dence on the part of retailers that the 
last four m onths of the year will be 
productive of excellent retail business. 
Talk regarding the possibility of the 
election retard ing consum er demand 
has now been practically all dissipated 
and the belief is fast gaining ground 
that the closing m onths of Ithe year 
will be substantially better than those 
of the first half. Indications are th at 
retailers will place stronger stress than 
ever on rapid turn of stocks, with buy
ing done in accordance.

Appeal Corset Ruling.
Appeal to the U. S. Court of Cus

toms Appeals in W ashington against 
a ruling in favor of M arshall Field & 
Co. on corsets with braid lacings has 
been taken by attorney? for the Gov
ernm ent. The silk corsets had been 
held dutiable as articles in chief value 
of silk at 60 per cent, under paragraph 
1210 and the cotton corsets as articles 
in chief value of cotton at 35 per cent, 
under paragraph 919, in a decision by 
the Customs Court. The Government 
claims th e  goods ¡dutiable at 90 per 
cent, under paragraph 1430 as silk and 
cotton corsets w ith braid lacings.

Light Shadès in Men’s Wear.
Lines of m en’s wear fabrics now 

open confirm earlier indications of a 
m arked swing to  the light shades for 
next Spring and Summer. L ight grays 
and 'tans are particularly  stressed and 
are expected to take well with clothing 
m anufacturers and retailers. In  a 
sense the move is a reaction from  the 
conservative greens, brow ns and blues

of the Fall season. I t was thought 
that because of their quiet appearance 
buyers were ¡likely to place larger ad
vance orders, but such was not the 
case.

Coat Sales Well Ahead.
The effect of early buying of wom

en’s coats for August sales on a wider 
scale Itihan last year is a pronounced 
factor in present conditions in ¡the coat 
trade. M any of the larger producers 
have orders now in hand th a t are larg
er than at this time last year. W hile 
som ewhat of a lull may develop until 
the sales events get definitely under 
way, ¡this 5s expected to be of short 
duration. M id-August is counted on 
to provide renewed buying of both 
sports and dressy types, for featured 
selling right after Labor day.

Household Linens Slow.
Low prices at which T urkish towel

ing has been sold to consum ers has 
affected housekeeping linen prices, 
which have been forced to  decline in 
sym pathy to a ttrac t business. Although 
stocks of household linens are small, 
any sudden demand would clear the 
m arket. The prices at present are 20 
per cent, below those of a year ago. 
Yardage goods, however, have been 
enjoying a satisfactory season and the 
sales of linen for men’s knickers, for 
colored d ress cloths in plain shades 
and for draperies have been good.

Dollar Silk Hose Back.
There is renewed demand for full- 

fashioned hosiery which can be sold 
over the counter at $1. M anufactur
ers of such hosiery find a ready m arket 
for their product, even though the 
stockings have lisle tops. Buyers have 
been clam oring for this merchandise 
and are reported to be in search of 
more. For some time m anufacturers 
have been striving to produce full- 
fashioned silk stockings which can be 
sold alt a dollar, but to date it has not 
been accomplished on a large scale.

Group Buying Volume Ahead.
Group buying continues to be a 

marked feature in the developm ent of 
fall purchasing of women’s apparel. It 
is safe to say, according to one au
thority, that the volume of group pur
chases this Fall will set new records. 
More stores are participating in the  
group arrangem ents, it was added, 
while the quantities purchased for the 
individual store are likely to be larger.

M IC H IG A N  SH O E D E A L E R S
M UTUAL FIRE IN SU R A N C E  COMPANY 

LANSING, MICHIGAN

P rom pt A d ju stm en ts

W rite
L. H . B A K E R . S ecy-T re»#. L A N S IN G . M IC H . 

P . O . B ox 5 4 9
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RETAIL GROCER
Retail Grocers and General Merchants 

Association.
P re s id e n t—H a n s  Joh n so n , M uskegon.
F i r s t  V ic e -P re s id en t — A. J .  F au n ce , 

H a rb o r Springs.
Second V ic e -P re s id en t — G. V an d er 

H ooning, G rand  R apids.
S e c re ta ry —P a u l G ezon, W yom ing  P a rk .
T re a s u re r—J . F . T a tm a n , C lare.______

Self-Service on Vegetables W ith a 
Profit.

One of the things chains “could not 
do”—from the standpoint of 1920— 
was handle fruits and vegetables on 
the self-serve plan. Piggly-W iggly, 
San Antonio, handled lemons only in 
1920 and lemons seemed to  set the 
profit-limit.

Now not only P iggly-W iggly but 
many other self-serve chains have com
plete vegetable and fruit departm ents 
■where custom ers serve themselves. It 
seems rem arkable as one looks on that 
any profit can be made on th at plan. 
W om en go over the entire lot of any
thing they want. They pick out the 
best head of lettuce, after turning over 
the pile; they select asparagus stalk by 
stalk, picking out the long, thick, 
straight ones; they take only the 
choicest tom atoes and seem even to 
count the green beans. H ow  does it 
work out? One chain operator with 
whom I talked recently said they made 
money on that departm ent and when 
I put up m facts to  him, he nodded 
his head in acquiesence and explained:

“ It is true that our women cus
tom ers do ju st what you say they do. 
M oreover, we w ant them  to feel free 
to  do about w hat they like in our 
stores. W e w ant them  to feel so com
pletely a t liberty and a t home that they 
will continue to  come. A pparently 
that plan works because they do come 
in constantly  increasing num bers.”

“T his leads to volume sales and th a t 
is the first elem ent in profit m aking in 
the perishables departm ent. O ur vol
ume has become so large th at we p u r
chase at lowest prices. W e have the 
best grade of goods, so selection is 
com paratively easy. T hen the woman 
who selects the best lettuce leaves 
plenty for the next woman to  select 
from . Each takes the best she finds, 
and our quality is so uniformly good 
that even the last to come finds what 
will satisfy her,” he said.

“ N ext elem ent in our success,” he 
continued, “is the m an in charge of 
perishables. T he man w ho makes the 
best showing is the one who is always 
busy straightening out his departm ent. 
H e keeps stock looking so attractive 
th at m any women take the first article 
they find—plenty good enough—not all 
picking over closely, as some do.

“ The final elem ent,” he concluded, 
“ is the ability to  sense the m inute to  
m ark things down and clean them  out. 
I t  is like the stock m arket: we take 
a loss quickly, for we find that is the 
m inimum loss. Real perishables, like 
green beans, spinach, ripe tomatoes, 
are priced down the minute active de
mand slows down. W e clean up that 
way, have always fresh goods to  show, 
and all these factors together enable 
us to  turn  a nice profit.”

This, of course, is in line with sound 
practice everywhere, b u t individual 
grocers miss the point very often. W e 
find them  holding onto original prices, 
letting  stock get ragged and unattrac

tive, and in the end filling the garbage 
can with w hat m ight have filled the 
cash draw er had they been prom pt to 
cut prices and sell their goods.

I am watching a young grocer right 
now who is developing a price sense— 
or m arket sense—on perishables. H e 
has been through the mill a few times 
on bananas kept at full price which 
m ight have been sold at a reduction 
and berries kept beyond their prime— 
to 'become trade barriers instead of 
builders. H e is catching on and as he 
develops the idea, he will make—as he 
is beginning now to make—nice profits 
out of perishables.

But occasionally there is as much 
for a chain operator to learn as for the 
well-known corner grocer. As I sat in 
the office of the m an who gave me this 
information, he talked over the line 
with another m anager on the question 
of the right way to “receive” goods. 
T hat m an had been having his receiv
ing clerk take the invoices and check 
them  against receipts.

W ell, we all know th a t such is a 
very im perfect check—alm ost as bad 
as none at all. For it is hum an frailty 
unconsciously to assume that the in
voice is apt to be righ t; and that leads 
to sloppy checking of items. Often 
the check m ark is placed before an 
item which is not delivered a t all; and 
very frequently a weight is assum ed to 
be correct which is far out.

The correct way is to have a receiv
ing book into which all items th at 
come into the shop are w ritten : 
weights, num bers, brands, from whom 
received. The invoices are kept in the 
office—far out of reach of the receiv
ing clerk. H is record of what he ac
tually received is then checked in the 
office against invoices.

Let it be noted that all this chain 
man told me is applicable in any busi
ness by any individual grocer. Those 
who apply such m ethods are the ones 
who are m ost immune to competition.

A wom an’s reputation and a busi
ness m an’s credit standing are two 
things which should be talked about 
only with the g reatest circumspection. 
Perhaps we better recall the old jingle: 

“As through this life you wander 
three things observe with care:

“To whom you speak, of whom you 
speak, and how and when and where.” 

Speaking of a famous small town 
m erchant, one recently indicated to  me 
that, in his opinion, said m erchant was 
a false alarm. “Did you not know 
that he had failed for a million dol
lars?” he asked.

I did not. Moreover, I was shocked 
to learn that he had so failed or failed 
at all. Prom ptly, I investigated. The 
leading publisher in his town w rote: 
“As to having any failure, we know 
nothing of it. H e is still doing busi
ness, though active m anagem ent is 
now m ostly in the hands of his son.” 

A Dun report giving the exact status 
to M arch 24 affords a clue to the false 
impression that evidently has been 
dissem inated; for it shows a shrinkage 
of net worth between 1921 and 1923 
from $322,268 to  $268,994. But such 
shrinkage was alm ost norm al in those 
days of drastic price-reduction. Few 

(Continued on page 31)

Women trade
where they get 
dependableproducts

RUMFORD
is all that 
and more—

Ru m fo rd  
Ch e m i c a l

w o r k s  m . .Providence, R.l. r  econom ical

pure.
uniform

and
£98

M.J.DARK &. SONS
INCORPORATED

GRAND RAPIDS, MICHIGAN

Direct carload receivers of

UNIFRUIT BANANAS 
SUNKIST ~ FANCY NAVEL ORANGES

and all Seasonable Fruit and Vegetables

Don’t Say Bread 

~Say

H 0 L S U M

“ ...............They Buy Other Groceries, Too”.
“Our customers who eat Fleischmann’s Yeast”, says W . R. Kelly, of 
Fresno, Calif., “usually come into the store for it every day. Invari
ably they buy other groceries here, too. T hat is why I  think it worth
while to  build up the trade for Yeast. I t  builds good will for us. Yeast 
eaters usually become steady and permanent customers.”

Recommend Yeast for Health to your customers—it will build good 
will and increase sales for you.

FLEISCHMANN’S YEAST 

Service
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MEAT DEALER
Michigan State Association of Retail 

Meat Merchants.
P re s id e n t—F r a n k  C ornell. G ran d  R apids
V ice -P re s .—E. P . A bbo tt, F lin t.
S e c re ta ry —E . J .  L a  Rose, D e tro it.
T re a s u re r—P lu s  G oedecke, D e tro it.
N ex t m ee tin g  w ill be he ld  in  G rand  

R ap ids, d a te  n o t decided.

Shank Meat For Soup.
Consum er dem and for certain cuts 

of m eat proves to he unreliable during 
the year and there seems to he no re 
liable indication of the cause. I t  some
times happens th at a cut that norm ally 
sells well a t certain seasons drags a t 
tim es during that season with retailers 
unable to learn a reason or provide a 
remedy. The w inter is acknowledged 
to he a season of soup consum ption 
and it is seldom that the parts of a 
carcass best adapted to soup making 
drag  during the colder months. Just 
at the present time, however, it is 
found that the cut known to the whole
sale trade as “shin” is a  slow seller, 
although the prices charged are rea
sonable. The shin is the fore and hind 
leg after the cuts suitable for steaks, 
pot roasts, etc., have been removed. 
I t contains good m arrow  bones and 
lean m eat to be cooked with the bone. 
Since m arrow  is a very good ingred
ient in soup, the shin cut finds no 
superior in the beef carcass, bu t for no 
apparent reason at all the  trade is 
neglecting them  to the em barrassm ent 
of the wholesalers and retailers. Some 
say that the housewives are  tu rn ing  to 
canned soup to the neglect of the 
hom e-m ade product, and if this is so 
it may explain why shins are not 
bought up in the shops as they usually 
are at this time of year. It m ust be 
adm itted that prepared soup is more 
conveniently prepared than the home 
made kind, but there is a certain satis
faction found in w hat is made in one’s 
own kitchen that is not apt to be found 
in w hat is purchased in cans. The 
trouble of m aking soup is not great 
and in cold w eather when a little 
heat in the kitchen causes no discom 
fort, it is surprising th a t more do not 
make and serve it. Soup is a good 
carrier of fat and we all can use con
siderable fat during the colder m onths. 
H ere is a recipe for brown soup stock 
which m ight be tried to  advantage: 
T hree pounds of beef shin, three pints 
of cold water, one-quarter teaspoon 
pepper corns, three cloves, small piece 
of a bay leaf, a quarter cup of each 
carrots, turnips, onions, and celery cut 
in cubes or small pieces, one teaspoon 
salt and two sprigs of thyme. Cut the 
m eat from the bones in cubes. Brown 
one-half of the m eat in hot fat. P u t 
rem aining m eat in pot with the bones, 
add cold w ater and let stand tw enty 
m inutes or more. Add browned meat, 
and heat to  boiling point. Cover and 
ccok slowly until tender. Add vege
tables and seasonings. Cook until 
vegetables are tender.

Suppose the Meat Isn’t  Tender?
W hen people talk on m eat it seems 

to be a foregone conclusion that high 
quality is to be considered in its prep
aration for the table. Unfortunately* 
m eat is not all of the highest quality 
and so attention m ust be given to that 
which is not so tender and cafe taken 
at time of cooking and during tke

process if it is to  come on the table in 
a satisfactory m anner and keep every
body happy. Quality of m eat has no 
reference to its freshness and it does 
not follow that m eat that is not as ten
der as could be wished is in any way 
unfit for food. Feed and breed are 
two im portant factors in producing 
high quality meat, and since it costs 
more to produce m eat high in quality 
it is not at all surprising that producers 
send a g reat deal to m arket in various 
degrees of finish. Cuts from lower 
grade m eat cannot be cooked the same 
way th at young, corn fed m eat can and 
get the same results on the table. T en 
der cuts are suitable for quick, hot fire 
cooking and so the tenderer parts of 
Choice m eat are suitable for broils, 
frys and fry roasts when the less terH 
der m eat should be cooked more slow
ly and by employing some m eans to  
break down the tough connective tis
sue. More time, consequently, is con
sumed in preparing the tougher cuts. 
One object is to retain the juices to  a 
liberal degree and yet extract enough 
to make good gravy to go with it when 
served as pot roasts, for instance. 
Closing up the little tubes which con
tain the extractives is a m eans of re
taining flavor and food value, and this 
may be done by p lunging the m eat into 
boiling water for a few m inutes, or by 
searing the surfaces in a pan contain
ing a small am ount of hot fat. W hen 
placed in boiling water the surface pro
tein is coagulated, after which the 
w ater in which the cooking is finished 
should be reduced to around 175 de
grees Fahrenheit and the meat cooked 
until tender. If cooked dry the heat 
should be low enough to insure a long 
period of cooking and the meat should 
be kept m oist by frequent basting. 
M oist heat softens the tissues while 
dry heat tends to harden them. A 
good example of success to be obtained 
by slow, m oist cooking is exemplified 
in the process employed when a fire
less cooker is used. Old, tough roost
ers can be made quite tender in this 
way, for instance. A quicker method 
with satisfactory results is obtained by 
using a  pressure cooker and this inven
tion m ight prove its economic value if 
tried out by more housewives.

Business Philosophy.
A writer, regarded by the esthetes 

as the m ost courageous of the m odern 
Americans, wrote an autobiography in 
which he told a lot of things about 
himself that shocked some people.

‘H ow  honest, how daring!” said his 
admirers.

I t  now appears that he did not tell 
everything. He om itted to  mention, 
for instance, th a t in seeking the higher 
life he abandoned a wife and family.

W hy did he om it this incident?
Surely, if he wished to give the 

world an accurate portrait of himself, 
with all his w arts and sores, he should 
have included th is b it of baseness.

No rogue ever told the complete 
tru th  about himself.

Meanness, cowardice and lying are 
congenital. The very fact that a man 
has led a dishonorable life unfits him 
to write an honest autobiography. H e 
may write interestingly, but he cannot 
write tru thfully , W illiam  Feather.

Always Sell

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

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

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

P H O N E  94121

ASSOCIATED TRUCK UNES
A nnounce com plete  o rg an iza tio n  fo r h an d lin g  M erchan t 
F re ig h t. W e go to  167 C ities  a n d  T ow ns in  M ichigan, 
an d  m ake  de liveries  to  s u it  p re s en t d ay  re q u irem en ts .
W e fu rn ish  th e  g re a te s t  a id  to  successfu l m erch an d isin g . 
A d eq u ate  delivery . All lin es  a re  re g u la te d  by th e  M ich
ig an  P ub lic  U tilitie s  C om m ission.

ASSOCIATED TRUCK LINES
108 M A R K ET AVE. GRAND R A PID S. M ICH.

G RAND RAPIDS PAPER BO X C o.
Manufacturers of SET UP and FOLDING PAPER BOXES 

SPECIAL DIE CUTTING & MOUNTING.

G R  A  N D R  A  9  i  D S  M T C H  I G A  N

VINKEMULDER COMPANY
G rand  R apids, M ichigan

Distributors Fresh Fruits and Vegetables
Strawberries, Pineapples, New Potatoes, Oranges, Lemons, 

Bananas, Vegetables, etc.

SCHUSTS LINE 
MEANS'— •

More Sales
Bigger Turnover

Larger Profits, and
Satisfied Customers

This
Display
Increases
Sales

THE SC H U ST  COMPANY
"ALL OVER M ICHIGAN”

DISTRIBUTING POINTS 
Grand Rapids Lansing

Detroit Saginaw
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HARDWARE
Michigan Retail Hardware Association.

P re s id e n t—H e rm a n  D ignan ; Owosso.
V ice -P re s .—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 e tro it.

Making Preparations For the Fall 
Stove Campaign.

T here  are hot m idsumm er days 
when actual custom ers in the  hardw are 
store are few and far between. On 
such days the salespeople are chiefly 
occupied in keeping cool. These quiet 
spells can be advantageously utilized 
by the hardw are dealer to prepare for 
his fall stove campaign.

In  the sum m er m onths the tendency 
to “ju st let things go” is decidedly 
strong. On hot, wilting days even the 
m ost ambitious dealer would ra ther sit 
around in his sh irt sleeves than tackle 
some mental or phsical task. But it 
is characteristic of the successful man 
that he can always find som ething 
worth while to  do; and these slack days 
can be turned to substantial prdfit.

A great deal of prelim inary work 
can and should be done in preparation 
for the fall stove campaign. Doing 
that prelim inary work now will leave 
the selling season clear for the actual 
handling of customers.

O rders for the fall season, if not al
ready placed, should be prom ptly look
ed after. Advertising can be outlined 
in advance. Prospect lists can be com 
piled. Indeed, everything that can be 
done in advance of the stove campaign 
should be done.

H ere and there one m eets a dealer 
who has the unfortunate habit of leav
ing everything until the last moment. 
Such a dealer never launches his paint 
cam paign until actual painting has be 
gun, or pushes hot w eather goods until 
he personally feels the need for re
frigerator and window screens. Such 
a dealer dozes through the slack mid
sum m er days, and then wakes to the 
need of preparing for the fall stove 
campaign when the actual stove selling 
season is right upon him. T hen there 
is a mad rush to prepare; but in nine 
cases out of ten the procrastinating  
dealer can’t find time to conduct his 
cam paign as it should be conducted. So 
once more he lets things slide, and 
takes what trade comes to him.

A more efficient method is to take 
some quiet A ugust day when trade is 
slack and devote a few hours to care
ful study of the necessary preparations 
for fall stove selling.

For instance, it takes considerable 
thought and considerable time to  pre
pare a good advertisem ent. If this 
task is left until the last moment, there 
will not be time to do it properly, and 
the advertisem ent will be “just flung 
together” on the spur of the moment 
—and it will read accordnigly.

But in slack m idsumm er hours a lot 
of good advertising copy can be pre
pared. Look over the literature fu r
nished by the m anufacturers, and pick 
out the vital selling points featured 
there. W ith this material fixed in your 
mind, it should be possible to  draft 
seme forceful and effective “copy” for 
use in your fall campaign.

Then take pencil and rule and figure 
on lay-outs. M ost retail dealers pay 
too little attention to the way their 
newspaper publicity is arranged. They

leave arrangem ent entirely  to  the p rin t
er. I t  is a safer and better plan to lay 
-out your advertising in advance. This, 
of course, implies some knowledge of 
the mechanics of ad-setting, and some 
knowledge of the  lim itations of the 
local paper. Now is as good a time 
as any to  secure this practical know l
edge, which will be very helpful to you 
in m apping out all your advertising.

T he ad-man on your local paper will 
usually be found ready and willing to  
give you all possible inform ation. H e 
appreciates the advantage, to  the com
positors, of advertising copy intelli
gently  put together; and it is to  his ad
vantage to help you to a better under
standing of the technique of advertis
ing make-up.

Take time to find out about these 
things. T hen draft your advertising 
copy, and prepare your lay-outs. G et 
together what cuts you need for your 
stove advertising, so that when they 
are wanted you’ll be. able to  lay your 
hand on them  w ithout upsetting the 
entire store.

A good prospect list is necessary to 
a successful stove campaign. W hile the 
newspaper reaches the entire com m un
ity, and while window display reaches 
a great p a rt of the community, your 
public can always be divided into two 
classes: those who are not likely under 
any circum stances to be in the m arket 
for stoves, and those who right now 
are good stove prospects. T he stove 
prospects are a decided m inority; yet 
i+ is this m inority you want if possible 
to reach directly.

T o circularize everybody is a waste 
of time and money. Y our general ad
vertising w’ill be sufficient to “sow the 
seed;” to induce a receptive attitude 
in these people when, years from now, 
they may be in the m arket. But this 
general public will also be influenced 
and favorably, by the sales you make 
to  their friends and neighbors who 
right now are in the actual m arket for 
stoves.

I t  is upon this m inority of real pros
pects that your advertising and selling 
efforts be concentrated. M any dealers 
are satisfied to send out to such p ros
pects the literature supplied by the 
m anufacturers. This is always w orth 
while, but it is m ost resultful when the 
prospect list is carefully selected. A d
vertising literature scattered broadcast 
is largely wasted. T here is a lot of 
waste effort too and waste money in 
distributing such literature to  careless
ly compiled prospect lists. Printed 
m atter is far more expensive than it 
was fifteen years ago.

For the purpose of your fall stove 
campaign, a hand picked, personally 
selected prospect list is the only kind 
of list to use. Its compilation requires 
careful attention. The preparation of 
such a prospect list isn’t a m atter of a 
few minutes or hours for a careless 
clerk; it is a job in which the entire 
staff should participate, and it should 
be in progress day in and day out.

Prospects are secured in various 
ways. Every live dealer has a list of 
people who are considered likely to 
become regular customers. These ad
dresses are picked up in the course of 
trade. People who come in (to buy 
some minor article show interest in the

BROWN &SEHLER
COM PAN Y

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

M ichigan H ardware Co.
1 0 0 -1 0 8  Ellsworth A ve.. Corner Oakes 

GRAND RAPIDS, MICHIGAN

W holesalers of Shelf Hardware, Sporting 
Goods and

Fishing Tackle

WE
CARRY

A
COMPLETE 
STOCK OF

HEATH & MILLIGAN DEPENDABLE PAINTS AND 
VARNISHES

Founded 1837

G R A N D  RAPIDS 61-63 Com m erce Ave-, S .W . MICHIGAN

WHOLESALE HARDW ARE

THE BEST THREE
A M S T E R D A M  B R O O M S

PRIZE fyfäuiecfwati Goldcßond
AMSTERDAM BROOM COMPANY

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. IO N IA  AVE. N. FREEM A N , Mgr.

Call 67143 or write



A u g u s t 1, 1928 M I C H I G A N  T R A D E S M A N 23

stoves; tactful questioning shows the 
custom er is considering a range or 
heater; the dealer secures name and 
address, which go down on the pros
pect list. Again, an order for stove 
repairs may come in; if the stove is 
old and in poor condition there  is the 
best kind of prospect. General adver
tising brings a good m any enquiries. 
By these, and other means, prospect 
lists are compiled.

The compiling of a prospect list is a 
task to be carried on continuously, 
each name being jo tted  down the m o
m ent it is secured. T here is no 
“closed season” for prospects. But a 
m onth or two before the fall stove 
cam paign opens a thorough revision of 
the prospect list is advisable. In  this 
revision prospects who have been 
“sold” should be elim niated; and extra 
efforts should be made to add live new 
prospects to the list.

W ith  this list compiled, the direct- 
by-mail advertising campaign can also 
be planned ahead. Stove literature 
supplied by the m anufacturers furnishes 
the backbone of th is direct-by-m ail 
publicity. The dealer should, however, 
not rely on the m anufacturer to furnish 
all the material.

I t  is always worth while to  add 
som ething of your own to the follow
up cam paign, and to link your efforts 
as directly and intim ately as possible 
with those of the stove m anufacturer. 
The fact that your store has been 
handling this line of ranges and heaters 
for fifty years, that hundreds and thou
sands of people in the comm unity have 
bought them from you and found them 
satisfactory, that you are right on the 
ground to give prom pt service in case 
of need and that your store stands 
firmly back of the line—these things 
should be brought out. A good line of 
stoves helps imm ensely in m aking 
sales; conversely, the backing of a 
store w ith a  good reputation makes 
even the best line of stoves more 
readily saleable.

Service by the local dealer is a strong 
factor in m aking sales, not merely of 
stoves, but of m any kindred lines. I 
recall the case of a woman some years' 
ago who was buying an electric wash-) 
ing machine. She hesitated a long 
time between two makes. T he one sh<j 
liked the best—and, really, the best 
m achine for her purposes—had been 
handled for a few m onths by a firm 
that never seemed to handle the same 
washing machine tw o years in suc-J 
cession. The o ther machine was of
fered by a firm that had stuck to it. and 
sold all its steadily improving models, 
for several years, and that had a repu
tation for “taking care” of its cus
tom ers under all circumstances.

In the end this woman bought the 
latter machine. “ I ra ther liked the 
Blank washer," she said. “ But if I 
huv from the W anless hardw are store 
I  know where to go if anything goes 
wrong, and I know any complaint will 
be looked after right away.”

In his advertising, the dealer will 
find it profitable to link his store ver- 
irtim ately  with the publicity the m anu
facturer furnishes him. Indeed, a good 
m any wideawake dealers aim to  give 
the store the g reater prom inence; a rgu 
ing that ths featuring Qf a good lint

of stoves gives the store added prestige.
The follow-up cam paign should be 

planned to begin a little before the 
comm encement of the active season, 
and to continue clear through the sea
son. Educational work done in A ugust 
will not bring sales in A ugust; but it 
will help m aterially to  b ring  sales in 
Septem ber and October, and it will 
help to get the prospect’s mind upon 
the subject. T he purchase of a range 
or heater is a b ig  item with the  aver
age household; it usually involves a lot) 
of consideration; and it takes time to, 
make sales.

•Meanwhile, now is the time to do a 
lot of useful prelim inary work, which 
won’t have to  be done again when the| 
selling campaign is in progress and 
time is a t a premium.

V ictor Lauriston.

To Make Coffee Absolutely Safe Tot 
Drink.

Dr. E. B. Minor, of T raverse City, 
on his re turn  from his recent trip to  
South America, E ast Indies and the 
Panam a Canal, stopped at New Y ork 
City to interview the leading heart 
specialists and specialists in dietics, 
He learned from  one of them  a very 
simple method of extracting all caffeine 
and poisons from all coffees. This is 
absolutely unknown as yet to  the  g ro 
cery world in general. Simply place 
one-half teaspoon of bicarbonate of 
soda (common baking soda) in the 
coffee before cooking it and it will ren
der any coffee absolutely free from alj 
poisonous content.

Untold thousands of dollars are be
ing spent for so-called health coffees, 
which are sold to the trade at verjf 
high prices. This simple method wil$ 
save thousands of dollars to  those 
needing a health coffee. Any brand 
of coffee can be treated in this way, 
either high or low priced. T h is will 
prove a wonderful boon to those re
quiring an absolutely safe health 
coffee and is the first announcem ent 
cf this very im portant discovery to the  
grocery trade. There is a  taste of 
soda in the drink, which is noticeable 
a t first, but one soon gets accustomed 
to  the taste.

Lansing Merchants Hold Monster 
Picnic.

Lansing, July 30— Form ing into line 
at the corner of N orth  Capitol and 
Grand avenues at 9:30 o’clock last 
W ednesday morning, m em bers of the 
Lansing Grocers and M eat Dealers 
Association, headed by the vocational 
school band, paraded to Lakeside park, 
Pine Lake, where their annual picnic 
was opened with an address by Mayor 
Laird J. T royer.

Practically every grocery store and 
meat m arket in the city, as well as 
those of surrounding towns and com
munities! were closed for the affair 
which was one of the largest events of 
its kind ever sponsored by Lansing 
m erchants. Due to the extensive ad
vertising of the picnic in this section of 
the country fully 15,000 persons took 
part in the event. A crowd estim ated 
at more than 5,000 had already arrived 
by noon and in terurbans and outo- 
mobiles loaded to capacity were con
tinually arriving during the afternoon.

In terurban  cars of the M ichigan 
E lectric Railway were running on a 
45 minute schedule during the day in
stead of the usual tw o-hour schedule, 
to  facilitate transportation of the 
grgwds,

^Toasf Supreme
Here’s a richer, better toast 
to tempt the appetite and 
build energy and health. 
Baked with fresh eggs, 
whole milk and wheat - • 
then toasted to flavory 
crispness. Wonderful for 
children/ Liked by every
body. Novel menu sugges
tions with every package.

DUTCH TEA RUSK CO.
HOLLAND. MICHIGAN

ASK FOR

A Variety for Every Taste

Ship By
Associated Truck

GRAND RAPIDS, LANSING and 
DETROIT.

Every Load Insured. Phone 66606

CASH REGISTERS —  SCALES
NEW AND USED 

Expert Repair Service

Remington Cash Register Agency
10 Ionia Ave,. S. W. Phone 67595

GRAND RAPIDS, MICH.

TER MOLEN & HART
Steam Tables and Coffee Urns 

Built and Repaired 
Successors to

Foster Stevens' Tin Shop,
59 Commerce Ave.

GRAND RAPIDS. MICHIGAN

COCOA
DROSTE’S CHOCOLATE 

Imported Canned Vegetables 
Brussel Sprouts and French Beans 

HARRY M EYER, Distributor 
816*820 Logan St., S. E.

GRAND RAPIDS, MICHIGAN

Double
F lavor
C rea ted  th e  
great dem and 

o f i r r

LIGHT 
HOUSE 
C

I. Van Westenbrugge
Grand Rapids - Muskegon

Truck Service 
Central Western Mich lean

. DISTRIBUTOR

Nucoa
KRAFT< ĵ>CHEESE

“ Best Foods”
Salad Dressing

“ Fanning’s”
Bread and Bu te r Pickles

Alpha Butter
Saralee Horse Radish

O T H E R  S P E C I A L T I E S

QUALITY
RuSlGs and CooiOe s

Grand Rapid«, Mleh.

A
Phono 61306

JO H N  L. LYNCH SALES CO.
SPECIAL SALE EXPERTS

Expert Advertising
Expert Mrechandlslng

™ 1 209-210-211 M u rray  Bldg. 
GRAN D  R A PID S. M ICHIGAN
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HOTEL DEPARTMENT
Verbeck’s Impressions of the Yosemite 

Valley.
Glacier Point (Yosem ite National 

P ark ) California, Ju ly  17— Vacations 
with me have custom arily been some
w hat irksome, but when you have a 
high-powered car a t your disposal, a 
com petent chauffeur and a party  of 
friends to  help you in a cam paign 
against mosquitoes, bugs and sich— 
why not?

So on a fair day last week the writer 
was inveigled to take a trip up here 
to survey Yosemite National P ark  un
der circum stances so favorable th at "he 
voiced very little opposition to the ten 
day program  offered for his considera
tion.

A year ago last spring I attem pted 
this trip, bu t en route from  San F ran 
cisco I encountered a 16 inch snow 
storm , which put the Valley out of 
commission during the brief period I 
lingered there.

Now it is different. N ature is at her 
best, the P ark  is teem ing with activity, 
and conditions for exploration are ideal 
in every respect.

The trip here via Bakersfield. Tulare 
and O range Cove, was a delight. A 
visit to the tiniest of California’s four 
National parks—General G rant—is o u t
standing in its attractiveness. A l
though only four miles square in area, 
this park which was so established by 
Congress in 1890, contains a magnifi
cent grove of big trees, including the 
world famous “General G rant.” dedi
cated years ago as the N ation’s C hrist
mas tree. This m onarch of the forest 
was named in honor of General Grant, 
comm ander-in-chief of the Union forc
es during the civil war. and towers 
above its neighbors to a height of 264 
feet. I t  has a m aximum base diam eter 
of nearly forty feet. It is estim ated to 
be over 4,000 years old and looks the 
part. N ear this giant are other in ter
esting sequoias, including the General 
Lee and the California and Oregon 
trees. W ithin a few yards of the 
checking station stand the T w in Sis
ters, a pair of sequoias that are joined 
together for fifteen feet above the 
ground and have a single base of more 
than th irty  feet in diameter.

The big tree grove includes several 
fallen trees which have a historic back
ground. Chief am ong these is the 
Fallen M onarch, a sequoia of gigantic 
dimensions that has been hollowed by 
fire, leaving a room fiftv feet long and 
nine feet high. W hen the stages began 
to bring visitors into the grove years 
ago, a thrifty  widow established a 
tavern in this tree, using it for both 
dining room and kitchen. W hen the 
lum ber mill was in operation near 
Sequoia Lake, a saloon was maintained 
in the  extrem e lower end of the log. 
In later years a troop of cavalry was 
established in this region and the tree 
was used as a stable in storm y weather. 
T hirty-tw o head of horses were shel
tered in this g reat cavity. It is still 
in a fair state of preservation. Remains 
of the Centennial Stump, from which 
the first section of a giant sequoia was 
sent to  the Philadelphia Exposition in 
1876, still stand near the Fallen M on
arch. This is said to have been the 
m ost beautiful tree in the bunch, as it 
towered above the others to a total 
height of 300 feet. The section cut 
from  this tree was so large that it was 
necessary to split it into parts. I l  was 
too big to be transported  on a flat car 
in d  would not go through the tunnels 
en route. Even a t the exposition 
visitors believed it to be a hoax and 
m erelv a clever combination of many 
small trees.

Two miles South of the park, near 
the highway, are to be found many big 
stum ps. T his meadow, studded with 
stum ps, presents a desolate picture of 
w hat m ight have happened to all the 
sequoias had not the Governm ent in
tervened to stop m illing  activities. One

of the burned stum ps was converted 
into a house by a trapper. H is bunk 
and the stable for his horse can still 
be seen. One immense stump, al
though badly charred, has a diam eter 
so great that forest men believe it to 
have been larger, before its destruction, 
than any sequoia now standing.

A part from  harboring  between 250 
and 300 g iant trees, General G rant 
Park  contains num erous and varied a t
tractions which should make it popu
lar with out-door lovers. There are 
many miles of trails leading to scenic 
points. W e even ventured a burro- 
back fide to Boulder Creek, where the 
legal limit of m ountain trou t are taken 
alm ost daily by such as find joy in 
t h is " sport. The burros were pro
nounced all right by other mem bers of 
our particular party, but to me were 
reminiscent of 'boyhood’s happy days 
on 'the back of old Dobbin, away back 
on the farm. Science has made very 
little : — ovement in this particular
m ethod of transportation. And all this 
at Los Angeles taxi rates.

There is a scenic drive to Hum e 
Lake, twelve miles awav, over an ex
cellent highway. This a ttrac ts th o u 
sands of visitors, although there is 
little to be seen except the ruins of an 
old mill and its flume. At one time 
this flume carried cut lumber to San
ger, sixty-five miles away, and was 
said ito have been the longest in the 
world. A Governm ent highway is con
tem plated to K ing’s River Canyon, 
several miles distant, now only nego
tiated by pack mule and wonderfully 
interesting. In the same range as Mi. 
W hitney we found Ella Falls, where 
from a crag, known as Sunset Rock, 
we had a panoramic view of San Jo a
quin (W akeen) Valley. From  this rock, 
on a clear night the lights of the val
ley, 6,000 feet below, are plainly to be 
seen.

General G rant Park was but an in
cident on our trip to Yosemite, but it 
was of unusual in terest and highly en
joyable, the class of accomm odations 
being excellent and prices reasonable. 
In fact, the vacationer can practically 
choose the class of accomm odations he 
may desire. There is the main lodge 
operated as a transient hotel, house
keeping cabins and a well-equipped 
tourist camp, in charge of a com petent 
manager. They all furnish an adequate 
service cheerfully.

Each season in Yosemite has its 
particular charm. D uring the autum n 
the Valley, with its gay colors of 
changing leaves of the maples and oaks 
is said to have on its gayest attire, but 
we find that the not infrequent June 
rains have made all foliage especially 
attractive and I m ight say soothing.

W e. had hoped to be able to nego
tiate a route via Independence and Big 
Pine and enter the Valley by way of 
Mona Lake and T ioga Pass, but were 
advised against the complications of 
such a trip, so came back to Visalia 
and up to Fresno, thence via W aw ona 
highway to El Portal ox: the W estern 
rim of the Valley. Railroad facilities 
end here, but from my personal ob
servation the railroad here is experi
encing the same troubles as elsewhere. 
T he stages perform  most of the ser
vice at a less cost than for rail se r
vice over an indifferent roadbed, wfith 
the inevitable result that the railroad 
loses out, and shows it. But even the 
busses carry but a small fraction of 
the visitors. Passenger automobiles, 
m yriads in number, are the chief factor 
in transportation. The All Y ear H igh
way, established by Uncle Sam, the 
chief road in all this section, is re
sponsible for a condition which was 
hardly dream ed of a few years ago. 
Old time visitors tell me that the 
changed conditions are alm ost too 
good to be true. One can now traverse 
alm ost the entire breadth and length 
of- the Valley on high gear and you 
sure can m ake wonderful time. H ere 
a t the hotel I m et a tow ring party  at 
late luncheon who left San Francisco,

CHARLES RENNER  
HOTELS

Four Flags Hotel, Niles, Michigan, in 
the picturesque St. Joseph Valley.

Mishawaka Hotel, Mishawaka, Indiana
Edgewater Club Hotel, St. Joseph, 
Michigan, open from May to October.

All of these hotels are maintained on 
the high standard established by Mr. 
Renner.

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

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

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

Warm Friend Tavern
Holland, Mich.

Is truly a friend to all travelers. All 
room and meal rates very reasonable. 

Free private parking space.

E. L. LELA ND . Mgr.

CODY HOTEL
IN  T H E  H EA R T O F T H E  
CITY O F GRAND RAPIDS 

Division and Fulton

RATES
$ 1.5 0 up without bath 
$2.50 up with bath

CODY CAFETERIA IN 
CONNECTION

Park Place Hotel
Traverse City

Rates Reasonable— Service Superb 
— Location Admirable.
W. O. H O LD EN , Mgr.

NEW BURDICK
KALAMAZOO. MICHIGAN 

In the Very Heart of the City 
F irep ro o f C o n stru c tio n  

T he  only All N ew  H o te l in  th e  city. 
R ep resen tin g  

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

B ath .
E uropean  $1.50 a n d  u p  p e r D ay.

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

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

E specially  E qu ipped  Sam ple R oom s 
W ALTER J. HODGES,

Pres, and Gen. Mgr.

Wolverine Hotel
BOYNE CITY, MICHIGAN 

Fire Proof—60 rooms. TH E  LEAD
ING COMMERCIAL AND RESORT 
HOTEL. American Plan, $4.00 and 
up; European Plan, $1.50 and up. 

Open the year around.

HOTEL OLDS
LA NSIN G

300 Rooms 300 Baths 
Absolutely Fireproof 

Moderate Rates
Under the Direction of the 

Continental-Leland Corp.

G eorge L. C r o c k er ,
Manager.

Occidental Hotel
FIRE PROOF 

CENTRALLY LOCATED  
Rates $1.50 and up 

ED WART R. SW ETT, Mgr. 
Muskegon Michigan

Columbia Hotel
KALAMAZOO

Good Place To Tie To

HOTEL PHELPS
Good Beds - Good Eats 

G R E E N V IL L E, M ICH.
E . J .  A N ST E D , P rop , a n d  M gr.

THE ISLINGTON
in

Les Cheneaux Islands
Michigan’s Famous Fishing 

Grounds.

L oca ted  on m a in land , a lth o u g h  in 
th e  h e a r t  of th e se  b eau tifu l Is lands. 
Good ro ad s  from  S t. lg n ace  o r  S au lt 
Ste. M arie. T h irty -f iv e  m iles from  
e ith e r  p o in t. Tw o ho u rs  by  s team er 
from  M ack inac  Island . R a tes , $5 
to  $8. A m erican  plan.

HOTEL KERNS
LARGEST HOTEL IN LANSING

300 Rooms With or Without Bath 
Popular Priced Cafeteria in Con

nection. Rates $1.50 up.

E. S. RICHARDSON, Proprietor

WESTERN HOTEL
BIG RAPIDS, MICH.

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

WILL F. JENKINS, Manager
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210 miles away, after a late breakfast, 
and our Los Angeles friends look at 
you with scorn if you confess th a t you 
stopped over night en route, and the 
City of the Angels is some 500 miles 
away.

Some claim .the new highway has 
few of the thrills of the older trails, 
either scenically or in other respects 
which make m ountain m otoring seem 
so adventuresome, but that does not 
mean that it  isn’t distinctive in num er
ous particulars. Its  course along the 
Merced River is as fine a scenic route 
as you will find anywhere to my notion.
I t is a  piece of engineering which 
m ust be seen and traversed to be fully 
appreciated. I t  is, to be sure, largely 
of gravel construction, but the gravel 
we have found out in California seems 
to wear down to an alm ost uniform 
h a rd  surface and so remains. As in 
m any construction activities in Michi
gan, this road work was accomplished 
by Convicts a t a record for low cost. 
Some feel th a t these same convicts 
were paying their debts to  society 
when they accomplished this work.

But this new road has its lim itations. 
It carries you right to  the floor of the 
Valley, and the many attractive fea
tures of Yosemite are far therefrom. 
But there are old time roads and trails 
which have been popular for alm ost 
ages which have not lost their a ttrac 
tiveness, and now that the chief diffi
culties of m aking the trip have been 
removed through the building of the 
g reater highway, there -s little left to 
be wished for. The attractiveness of 
the Valley brings thousands here and 
th is  season they expect a t least 100,000 
more visitors than ever before.

All through the P ark  are very ex
cellent hotels, many on the American 
plan, for which charges range accord
ing to your ideas of luxury. T here are 
some high-priced affairs, ra ther out of 
place in ¡this primitive country, but 
there are enough newly-rich to keep 
them  going, while there are others 
patronized by real folks who come 
nearer our ideas of square dealing; 
th a t is, which have a schedule of rates 
more like we used to in every day 
journeys. N ature has supplied about 
the same setting for both kinds, but in 
case of the form er you are given the 
impression that nature had given them  
first consideration. However, it is a 
m atter of personal consideration for 
th e  individual visitor. If you don’t 
feel you can afford to pay the price 
there are excellent cam ping facilities 
which thousands avail themselves of. 
W e did. W e were out for a vacation 
in the open and were going to have it. 
Sleeping accomm odations were much 
like you discover along the great N a
tional trails, the bacon was excellent 
and th e  slapjacks were just what you 
made of them.

W e had all heard about the dangers 
of T ioga Pass, on the E astern  boun
dary  of the Park, so after a restful 
night we hopped oflLpvcr there, a dis
tance aggregating  say fifty miles, for 
the purpose of trying ou t the location, 
so we m ight be in a position to  do a 
little back seat driving later on. W ith 
an altitude of about 10.000 feet we 
naturally expected a little crispyness, 
and we found it—snow. Considerable 
of it in unexposed spots. T his year 
July has been exceptionally cool, which 
accounted for much snow in many 
spots; in fact, enough of it s'o that 
some of the unim portant ¡trails could 
not be negotiated com fortably and 
safely.

T his trip through T ioga Pass does 
look formidable, but it ¡s by no means 
dangerous. You are, to  be sure, con
stan tly  on the thrill of expectancy, but 
one who has traveled over California 
as much as I have during the past 
w inter becomes unconscious of any
thing unusual about the trip. T opanga 
Canyon, right in the m idst of Los 
Angeles county, while now traversed 
by paved highways, was probably fully

as in teresting in its primeval days. I t  
is very much so even now.

But as m ountain roads go this par
ticular one is very interesting. T hrill
ing, of course, with precipices that 
quite take your breath, and some very 
sharp grades; but the curves are wide, 
you have a clear view of the road well 
enough ahead for easy control of your 
car, and nowhere are vou too near for 
passing cars to clear each other. There 
are some hair-pin curves which na tu r
ally set a driver to thinking about 
whait m ight happen if he didn’t keep 
his legitim ate side of the  road, and 
there are other places which would 
sta rt a feeling of nervousness if you 
w eren’t  sure your brakes were in 
prime order, but the road itself is a 
credit to the engineers whose skill 
made it possible for the gas buggy to 
get over it. W hen vou are looking 
right stra igh t down for a mile or so, 
you may wish you had a parachute in 
your equipment, but it is a bald-headed 
fact that nobody has ever taken the 
plunge, so far as I know.

You may be a “native son’’ of Cal
ifornia and naturally  have seen every
thing, but I give you my word, if you 
are still looking for som ething to ac
celerate the flow of your blood, you 
can find it here.

T he finest view of all on this day's 
trip was, when rounding a curve we 
got our first glimpse of M ona Lake, 
one of California’s unique gem s which 
is as fascinating as anything the V al
ley has to offer, and it isn’t in the V al
ley at all, b u t a rank outsider, several 
miles to the E ast of the Park. W hile 
it seems thoroughly at home beneath 
the m ountains we have ju st crossed, 
its characteristics are those of the 
desert as well as the Sierras. E ast
ward the sandy slopes stretch to  the 
horizon, and the low hills you cross 
are dry and barren.

Enough for one day, especially as 
the luncheon you supposed was suffi
cient for a hired man is inadequate for 
a hum m ing bird, and, due to Uncle 
Sam ’s ideas of segregation, barbecue 
lunches are taboo along the winding 
trails.

I am not through with Yosemite by 
a jugfull, but to-night I am soliloquiz
ing, as it were. I am  thinking as I 
watch the m yriads of gnats destroying 
them selves against the incandescent 
globes, what you see in the Yosemite 
is not all. You feel it as well. T o ap
preciate Yosemite, one m ust rise with 
the birds, and sta rt out to visit its won
ders. T o read  about it m eans little. Next 
week I am going to try  and give you 
a faint idea of the impressions it made 
upon me, but at this time, as I am 
penning this article, I can truthfully 
say tha't I do not need to have been 
everywhere to feel that this is really 
m ost wonderful of all. I t  is just not 
a question of seeing, but of feeling. Of 
course, I have seen much more here 
than I have w ritten about. I have 
visited and climbed M ist T rail and 
been baptised by th e  spray of Vernal 
Falls w ith its diurnal rainbows, and 
have waded through ferns and flowers, 
rocks, trees and underbrush and drank 
from th e  sweet, cool w aters of the 
m ountain torrent, which has been com
ing down for the ages. You cannot 
but feel as well as see these wonders 
to understand.

A. T. M cFadyen, publicity man for 
H otel Pantlind, was placed on the 
board of directors a t the In ternational 
Conference on H otel Business P rom o
tion, which was held a t Chicago last 
week.

Sidney L. Rothwell, who for many 
years had charge of the desk at Hotel 
Norm andie, Detroit, under Fulwell & 
Pinkerton, and until its recent demoli
tion, is now associated with John A. 
Chiera, proprietor of the Spa Ho^el, 
one of the m ost popular bachelor ho
tels in Detroit. “Sid,” as we all call 
him, is a good hotel man, a prince in

the order of Greeters, and will be a 
Substantial acquisition to the Spa staff.

T he  Book-Cadillac ow ners announce 
a  change in m anagem ent of their De
tro it institution. Carl M. Snyder, who 
for some years has been connected 
with S. W . Strauss & Co., in the opera
tion of certain Florida hotels, has been 
made m anaging director. It is rep o rt
ed that no changes in the operating 
personnel of the establishm ent will be 
made.

According to what I read in the 
newspapers, Governor Smith is going 
to  have a hard row to hoe in his con
test for the presidency. If what these 
journals, or at least some of them, re
port he will be in great luck if he gets 
even the votes of the delegates he had 
in the H ouston convention. However, 
he may get a few unexpected ballots 
out here in benighted California. As 
late as two years ago California went 
“wet" on a referendum, by  a lot of 
th o u san d s' of votes, so :t will not be a 
question of conscientiousness this time. 
I t m ust simply be a wild, consuming 
desire on the part of Dem ocrats to see 
how it seems to  vote a Republican 
ticket. And yet, unmindful of the 
calamity in store for him. the Empire 
State executive is reported to be able 
to take a little nourishm ent (presum 
ably liquid in character) and to stretch 
his nether limbs underneath 'the fam
ily m ahogany. Maybe it may not all 
be true, and some of those Southern 
brigadiers, who talk loud and long, 
will weaken when they get into the 
polling booth.

Even a superficial student of union
ism could have predicted, m onths ago, 
the reaction to the talking and singing 
motion pictures which would be pro
duced in the American federation of 
musicians. Union m em bers are in
structed to wage war on these latest 
products of the inventors labroatories 
on the ground that they may throw 
many musicians out of work. In Chi
cago 200 theaters arc equipped with 
these new machines and the head of 
the Chicago union fears 1.000 more 
will use them  unless the union puts a 
stop to the  practice. The American 
federation of labor denies vehemently 
that it is opposed to invention, prog
ress, labor-saving machinerv and the 
like, but it is always fighting innova
tions.

The history of all great labor saving 
industrial inventions is that by enlarg
ing the  scope of the industry they in
crease ra ther than decrease employ
ment. I t  is a substantiated fact that 
there are far more prin ters employed 
now than would have been employed 
but for the M ergenthaler and there are 
many more exam ples cf like nature. 
Mechanical music will be a supplement 
not a com petitor to hand-made strains.

The Chicago federation of musicians 
is the same organization which brought 
about the virtual disbandm ent of the 
Chicago Sym phony O rchestra, estab
lished by Theodore Thom as, by ex
orbitant w age demands. Its  narrow , 
short-sighted policy has cost its  mem
bers more in employm ent and in in
come th an  all the “singing movies” 
will ever do. F rank  S. Verbeck.

PARK-AMERICAN 
HOTEL

KALAMAZOO 
A  First Class Tourist and 

Commercial Hotel 
Also Tea Room, Golf Course and 
Riding Academy located on U.S. 
No. 12 W est operated in connec
tion with Hotel.

ERNEST McLEAN 
Manager

The
Pantlind Hotel
The center of Social 
and Business Activi
ties in Grand Rapids.

Strictly modern and 
fire - proof. Dining, 
Cafeteria and Buffet 
Lunch Rooms in con
nection.

750 rooms — Rates 
$2.50 and up with 
bath.

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

400 Rooms—400 Baths 

Menus in English

MORTON HOTEL 
ARTHUR A. FROST

Manager
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Michigan Board of Pharmacy.

P re s id e n t—J . C. D ykem a, G rand  K apids.
V ice -P re s .—J . E d w ard  R ich ard so n , D j-  

tro it.
D irec to r—G arfield M. B ened ic t, S a n 

dusky .
E x am in a tio n  Sessions—M arq u e tte , th ird  

T u esd ay  in A u g u st; G rand  R apids, th ird  
T u esd ay  in  N ovem ber.

Michigan State Pharmaceutical 
Association.

P re s id e n t—J . M. C iechanow ski, D e tro it.
V ic e -P re s id en t—S u m n er J .  K oon, M us

kegon.
S e c re ta ry —R. A. T u rre ll, C rosw ell.
T re a s u re r—L. V. M iddleton, G rand  

R apids.

Meeting Chain Store Competition in 
the Drug Line.

I t  is upw ards of fifty years since the 
cut-rate  w ar on patent medicines s ta rt
ed although prior to th at time there 
was m ore or less shading of prices to 
special customers. In fact the “one 
price to  all” idea was very loosely ad- 
hereto, and like a hangover from the 
old bartering  days when people traded 
a bushel of potatoes or a coon’s skin 
for a piece of calico or a peck of salt 
there was more bargaining than at the 
present day. People of to-day feel and 
in fact know that if the price of an 
article is shaded to them  that it may 
have been shaded still more to some 
one else, and no m atter how much dis
count they receive they are not alto
gether satisfied. Consequently the re
tailer knowing this fact, is standing 
out more tenaciously for one price. 
W hen the m anufacturers of patent 
m edicines put their goods on the m ar
ket with the price on them  the goods 
were supposed to be sold at th at price, 
but the cutters got hold of them  and 
in order to  build up their business in 
different lines slashed the price. H ood’s 
Sarsaparilla, Pond 's E xtract, C arter’s 
P ills; castor oil, glycerin, and witch 
hazel in special bottles; rochelle salts, 
epsom salts, sulphur, etc., etc., all at 
reduced prices. A t the sta rt m ost of 
the druggists were indifferent, w hat if 
someone in the o ther part of the town 
o r in some other town did sell for a 
little  less they still had their trade. 
But when they commenced to  feel the 
effect of it then they began to  take 
notice. Some refused to  meet the cut, 
o thers growled and grum bled th at 
when they did meet it they had said 
so much that the custom er went away 
offended. A few tried to run the cut
ter out of business by underselling him, 
but the cu tter had the situation all 
doped out beforehand and the man who 
quietly m et conditions and attended 
strictly  to  the demands of his trade 
was the one that eventually won out.

T o-day we have the “ five and ten” 
and also the chain stores, and if the 
kicker is not grum bling about the one 
he is about the other, but with all his 
kicking and grum bling they are, like 
the cut ra te  and departm ent stores, 
both here, and to  all indications are 
here to  stay, and a good long while 
too.

T he “ five and ten” and similar stores 
of to-day signify prom pt and cheap 
service for small sales, like at the cafe
terias you wait on yourself and all the 
clerk does is to  take the change. A 
person cannot ask a clerk to  spend 
15 o r 20 cents of time for a 10 cent 
sale and expect a very cordial “ thank 
you,” and still the person may want

only a few cents w orth, and if the 
retailer has not made provisions for 
these sales the purchaser is inclined 
to  patronize the  “five and ten.” If 
the retailer is looking for this trade it 
is up to  him to anticipate and so a r
range his stock as to  meet these de
mands. And but very few can afford 
to  let any of this business get away 
from  them.

Stepping into a hardw are store the 
o ther day I noticed that they had 
cleaned out the bu tte r churns, hand 
cultivators and hose reels from  the 
center of the floor and replaced them  
w ith tables on which were a lot of 
trays filled with all kinds of small a rti
cles sim ilar to  those sold in the de
partm ent and “ five and ten cent” 
stores, and these tables seemed to  be 
all working. T he m ajority of the drug 
stores to-day do have m ore or less 
packages done up and still the m ost of 
them  could increase the num ber, es
pecially if they are in a busy section. 
W ith  the “speeding up” of the present 
generation quick service is w hat is 
wanted, and with the regular sizes of 
flour, salt, sugar, oatmeal, etc., the 
public is accustomed to  original pack
ages.

T he chain stores on the o ther hand 
occupy m ore the position of a cutter 
and w ith their immense output can 
usually under-buy the individual but 
their overhead and lack of real interest 
of m any of their help offsets to  a large 
extent their discounts. T he largest 
factor in the successful running of a 
chain system  of stores is the selecting 
and train ing  of the righ t lieutenants. 
A person m ay own and run  three or 
four stores or as m any as he can per
sonally supervise, but in picking out 
the m en for a real line of chain stores 
is where the m any fall down. T he m an
ufacturing and pushing of their own 
goods is a big feature of the chain 
stores and the individual retailer can 
certainly compete with him there. By 
m aufacturing first class articles th at 
can be backed up w ith a personal 
knowledge of their quality a druggist 
has not only a good talking point but 
it enables him to build up a nice side 
line. T alking w ith a pharm aceutical 
friend the o ther day on the subject of 
m anufacturing one’s own preparations 
he said th a t during his conversation 
with an outside druggist he asked him 
how his business was and the reply 
th a t he received was, th at w ith the 
chain stores and the “ five and tens” 
business was rotten, later on he sound
ed him on the m anufacturing of his 
own m edicines; “ there is nothing in it,” 
he said, “you can buy any one of them  
cheaper than you can m ake it.” T his 
pharm acist suggested th at if business 
was so slow why not try  m aking a 
few articles, it would a t least keep a 
person’s mind busy and also give a 
splendid opportunity  to  show one’s 
ability to  the public and to  in terest the 
local physician. T here  is quite a num 
ber of physicians who if they have con
fidence in the druggist would prefer 
to have him m ake up their special 
form ulas, w here they can be sure of 
them , that some large pharm aceutical 
house situated in some d istant town.

T here  is another thought: If  the 
pharm acist instead of selling a few

patent pills for every backache that 
came into the store would offer to  
make a few simple urine tests and if 
the conditions were serious send the 
custom er to  some near by physician, 
even if the analytical work was done 
free, it would increase the better feel
ings all around which in the end could 
not help but make for better trade.

George Garrie King.

Elixir Phosphate of Iron, Quinine and
Strychnine.

Quinine Sulphate ________ 128 grn.
Iron  Phosphate, S o lu b le ___ 256 grn.
Strychnine S u lp h a te ______ 2J4 grn.
A rom atic Spirit ________  6 oz.
Dist. W a t e r ______________ 4 oz.
Simple Syrup ___________ 6 oz.
Simple E l i x i r ____to m ake 16 oz.

Dissolve the strychnine sulphate in 
the arom atic spirit contained in a flask, 
add the quinine sulphate, place the 
flask in ho t w ater and shake it well 
occasionally. T hen dissolve the iron 
phosphate in 4 fl. oz. hot w ater in a 
capsule, add the syrup, and heat nearly 
to  the boiling point, then pour hot so
lution, all a t once, into the flask con
taining the alkaloids in solution, and 
shake well immediately. W hen cold 
add enough simple elixir to  make 16 
fl. oz. Allow to stand 24 hours, and 
then filter.

Arom atic Spirit F o r Above.
Oil Coriander _______________ 20 min.
Oil Lem on _________________ 25 min.
Oil S tar A n is e _______________ 10 min.
Oil B itter O range Peel _____40 min.
Deod. A lc o h o l_____ to m ake 6 fl. oz.

L et stand twelve hours before using.

Tooth Powder.
Pow dered cuttlebone, 4 oz.; powdered 
orris root, 6 oz.; powdered castile soap, 
4 oz.; powdered m agnesia carbonate, 
1 oz.; precipitated chalk; 2 lb.; oil rose, 
34 d.; oil w intergreen, 16 d.; oil pep
perm int, 16 d. Mix. Run through 
sieve.

2. P recipitated chalk, 6 d.; soda per
borate, 1 dr.; powdered soap, 20 gr.; 
powdered orris, J4 d.; powdered m yrrh, 
20 gr.; oil pepperm int, 15 d.

3. Pow dered cuttlebone, 6 oz.; pow
dered orris root, 6 oz.; powdered cas
tile soap, 4 oz.; powdered magnesium  
carbonate, 1 oz.; precipitated chalk, 2 
lb.; oil of rose, 32 d.; oil of w inter- 
green, 16 d.; oil of pepperm int, 16 d. 
Mix and run th rough sieve. T his can 
be tinted if desired.

New W ay To Clean Silver.
T he housewife m ay try  this m ethod 

for cleaning silver, which works quite 
satisfactorily.

Place the silverware in an aluminum 
pan containing a hot solution consist
ing of one teaspoonful of washing soda 
and of salt in a quart of water. E lec
trolytic action takes place, causing the 
tarn ish  to  separate. I t  can be easily 
wiped off.

T his m ethod is som ewhat hard  on 
the pan, as the aluminum will be cor
roded. A sheet of alum inum  in an 
ordinary enam eled pan will serve the 
purpose quite well and m ay be renewed 
as occasion requires. Such sheets are 
now a m arketable commodity.

Foot Powder
T h e  ordinary old-tim e foot powder 

is composed principally of some such

base as talc and starch, together w ith 
a little boric or salicylic acid. A m od
ification of this old form ula is as fol
lows:
Salicylic Acid _________________ 6 drs.
Boric Acid ___________________ 3 ozs.
Pow dered Elm Bark __________ 1 oz.
Pow dered O r r i s _______________ 1 oz.
Talc __________________  36 ozs.

O x y g e n - l ib e ra t in g  liq u id s  a n d  p o w 
d e rs  see m  to  b e  in  fa v o r  fo r  c le a n s in g
wounds and feet. A typical form ula 
for such a powder is:
Sodium Perborate  __________ 3 ozs.
Zinc P e ro x id e _______________  2 ozs.
Talc _________________________ 15 ozs.

Freckles.
Am m oniated M ercury __________ 4.0
W ater _________________________  0.5
W hite V a se lin e ____________q. s. 100.0

A nother freckle cream is:
Precipitated Sulphur ____________ 30
Zinc O x id e _____________________  15
Sweet Almond O i l ______________  30
Lanolin ________________________  25

T ritu rate  well in a warm  m ortar.
A liquid preparation is made as fol-

lows:
Zinc. • S u lp h o carb o n a te__________ 5
Glycerine ________________  q. s. 100

Perfum es to  suit.

Almond Sunburn Lotion.
Almonds, B la n c h e d ________ 1 dr.
B orax _____________________ 20 grs.
T incture B e n z o in ___________ 50 min.
O range Flow er W a t e r ___  3J4 ozs.
Solution of H ydrogen Perox. J4 oz.

Bruise the almonds, dissolve the 
borax in the orange flower water, and 
tritu ra te  the alm onds w ith successive 
portions of the latter. S train through 
muslin cloth, and add the tincture of 
benzoin and hydrogen peroxide.

Mosquito Powder.
1. Oil Eucalyptus __________ 1 oz.

Pow dered T a lc u m ________ 2 ozs.
Pow dered S tarch _________ 14 ozs.

T his powder is to be rubbed into 
the exposed parts of the body to  pre
vent the attack of the insect.
2. Oil Pennyroyal __________ 4 ozs.

Pow dered N a p th a lin _____  4 drs.
S tarch ____________________ 16 ozs.
Mix well and sift. T his is to be used 

like the preceding.

Mosquito Cones.
Powd. Charcoal ____________ 16 ozs.
N itrate  Potassium  ________ 2 ozs.
Carbolic Acid ______________ l}4ozs.
Insect Pow der ____________ 8 ozs.
T ragacan th  Musilage, a sufficient 

quantity.
Make into a stiff paste w ith the 

mucilage, and form into cones w eigh
ing about one ounce each.

Perspiration Liquid.
A fairly satisfactory liquid prepara

tion used to  prevent perspiration is a 
2 per cent, solution of zinc chloride in 
w ater, colored and perfum ed if de
sired. A  sim ilar product enjoys a 
large sale which would indicate th a t it 
is a t least effecive, and I  doubt th at 
it is harmful.

Bath Powder.
Pow dered B o r a x _______________ 1 lb.
Am m onia M uriat. _____________ 2 ozs.
Synthetic V io le t_______________ 2 drs.
Synthetic H e lio tro p e ___________2 drs.
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Storax Ointment.
Olive Oil __________________  15 parts
Liquid S to r a x _______________ 10 parts
Resin _____________________  18 parts
Elemi ______________________ 10 parts
Yellow W ax  ----------------------- 10 parts

M elt the resin, wax and elemi, re 
move from the heat, add the storax 
and oil, and strain.

Anticatarrh Essence.
For the H andkerchief and Inhaler.

I.iq. form adehyd. B. P. —:-------1 oz.
01. pini ______________________ 1 oz.
Ol. eucalypt. ---------------------------1 oz.
Cone, essence of c a rn a tio n ------1 oz.
Cone, essence of sweet p e a ------2 drs.
Cone, essence of wallflower — 2 drs.
Alcoh. isopropyl. --------------- ad 1 pint

Pain Powders.
Antipyrin ___________________  6 grs.
Saccharin ___________________  q- s.
Ol. Cinnam ________________  V\ min.

Phenacetin  ________________  8 grs.
Saccharin __________________  q. s.
Ol. Cinnam ________________ V\ min.

The Pastilles.
Thym ol __________________ 128 gr.
M enthol _____________ - —  832 gr.
Ol. Eucalypt. _____________ 640 min.
Tereben. __________________  5 oz.
Ol. Pini P u m i l ____________ 640 min.
Liquorice pastille m a s s ___ 128 lb.

Lemon Cold Cream.
Cera alb.
W hite Ceresin, of e a c h ___ 12 oz.

A Wonderful 10c Seller
Sixteen different kinds of popular 
candies are put up in this attractive 
package.

A Beautiful Display
PA C K ED  BY

N A T IO N A L  C A N D Y  C O ., IN C . 
P U T N A M  F A C T O R Y  

G R A N D  RAPIDS. M ICHIGAN

Remedy for Piles. Liquid Petro latum
H am am elidin ______________ 1 2 ^  oz. B orax -------------------------------
Ol. Theobrom . _____________12 lb. H ot W ater ----------------------

Q. Rit. Strained Lem on J u i c e ___
Quin. Sulph. _______________6 drs. Oil of L e m o n --------------------
Ac. H ydrobrom . D i l . ______ 3 ozs.
T r. Geisern. ________________ 2% ozs.
I.iq. M orphin. H y d ro c h l.------\ l/ t  ozs..
Aq. Chlorof. ____________ad 72 ozs.

1 gal.
2 oz. 

pints
3 oz.
3 oz.

CARBONATED SOFT 
DRINKS

of the Better Quality are in demand in 
Michigan all the year around, especial
ly during the hot months. Here is a list 
of the leading Brands we stock:

Ginger Ale, Carbonated—
Ready to Serve

L ess  C ase Doz. C ase
C liquot C lub, 15% oz., 2 doz. in c a s e ------------$1.75 $3.35
C liquot C lub (D ry ) 15% oz., 2 doz. in  case__ 1.75 3.35
C an a d a  D ry  (P a le ) 12 oz.. 48 to  c a s e -----------  2.05 7.40
C an ad a  D ry  (P a le ) 12 oz., 48 to  cases, 5 case  lo ts -------7.30
C an ad a  D ry  (P a le ) 12 oz., 48 to  case , 10 case  lo ts—  7.20
C an ad a  D ry  (P a le ) 12 oz., 1 doz. to  c a s e ------------------1.85
C an ad a  D ry , (P a le ) 6 oz. Size, 100 to  c a s e - 1.75 12 50
C an tre ll & C o ch ran e 's  16 oz., 2 doz. to  case  — 2.40 4.50
C an tre ll & C o ch ran e ’s  (P a le ) 12% oz., 5 doz.

to  case  ____________________________________ 2.40 11.25
V e rn o r’s  15% oz., 2 doz. to  case  ------------------ 2.00 3.50
V ern o r’s  24 oz,. 1 doz. to  case  --------------------- 2.60 2.40
V e rn o r 's  24 oz., 1 doz. to  case , 5 cases. $2.35

case ; 10 case s  ---------------------------------------------------2.25
W h ite  R ock, 12 oz., 2 doz. to  c a s e -----------—— 2.00 3.75
W h ite  Rock, 1% P in s , 2 doz. to  c a s e ----------  2.60 5.00
W h ite  R ock, N ips, 100 to  case  ---------------------  1.20 9.00
W h ite  R ock (P a le  D ry ) Q u a rts , 2 doz. case  — 3.20 5.75
W h ite  R ock (P a le  D ry ) P in ts , 50 to  c a s s e ----- 2.10 7.50
W h ite  R ock (P a le  D ry ) P in ts , 1 doz. to  case  -------- 2.10
W h ite  R ock (P a le  Dry} S p lits  100 to  c a s e ----- 1.65 12.25

Silver Spray (A  Soft Drink)
12 oz., 2 doz. to  case  --------------------------- $2.25 $4.00
7 oz., 4 doz. to  case  ---------------------------  1-35 5.00

12 oz., 3 case  L o ts  $3.95 case ; 5 case  $3.90 case ;
10 cases  ----------------------------------------------------------- 3.85

Hazeltine &  Perkins Drug Company
M A N ISTEE M ichigan G R A N D  RAPIDS

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

Acids
B oric  (P o w d .)_10 @ 20
B oric (X ta l ___ 15 @ 25
C a r b o l ic _________38 ©  44
C itric  ___________53 ©  70
M u r ia t i c _______  3%@ 8
N itr ic  _________ 9 @ 15
O x a l i c ___________15 @ 25
S u lp h u ric  _____  3%@ 8
T a r t a r i c __ ______52 @ 60

Ammonia
W ate r , 26 deg__06 ©  16
W ate r , 18 deg__05%@ 13
W ate r , 14 deg__04% © 11
C a r b o n a t e _____ 20 @ 25
C hloride (G ran .) 09 © 20

Balsams
C opaiba  _______1 00@1 25
F ir  ( C a n a d a )_ 2 75@3 00
F ir  ( O r e g o n )_ 65@1 00
P e ru  __________ 3 00@3 25
Tolu  __ ,_______  2 00@2 25

Barks
C ass ia  (o rd in a ry ) .  25@ 30
C ass ia  (S a ig o n )_50@ 60
S a s sa fra s  (pw . 60c) © 50
Soap C u t (pow d.)

35c _____________20@ 30

Berries
C u b e b _____ I_____  @1 00
F ish  _________« __ @ 25
J u n ip e r  __________10@ 20
P rick ly  A s h ___ ©  75

Extracts
L icorice  __________60@ 65
Licorice, p o w d ._6 0 0  70

Flowers

C otton  S e e d ___ 1 35© 1 50
C ubebs ________ 6 50@6 75
E igeron  ________ 6 0006  25
E u c a ly p tu s  ___  1 2 5 0 1  50
H em lock, p u re_ 2 0 0 0  2 25
J u n ip e r  B e r r ie s -  4 5 0 0 4  75 
J u n ip e r  W ood _ 1 5 0 0 1  75
L a rd , e x t r a ___  1 55 0 1  65
L a rd . No. 1 ___  1 2501  40
L a v en d e r F lo w — 6 0006  25 
L a v en d e r G a r’n -  8 5 0  1 20
L em on _______  5 0 0 0 5  25
L inseed , raw , bbl. ©  78 
L inseed , boiled, bbl. 0  81 
L inseed , bid less 8801  01 
L inseed , raw , le ss  8 5 0  98 
M u sta rd , a rifil. oz. 0  35
N ea ts fo o t _____  1 2 5 0  1 35
Olive, pu re  ___  4 0 0 0 5  00
Olive, M alaga,

yellow  _______  2 8 5 0 3  25
Olive, M alaga,

g reen  ________ 2 85 0 3  25
O range, S w eet 12 00012 25 
O riganum , p u re -  ©2 50 
O riganum , com ’l 1 0001  20
P en n y ro y a l ___  3 50 0 3  75
P e p p e rm in t ___  5 5005  70
R ose, p u r e _ 13 5 0 0  14 00
R o sem ary  F low s 1 2 5 0 1  50 
Sandelw ood, E .

I. __________ 10 50010 75
S a ssa fra s , tru e  1 7502  00 
S a ssa fra s , a r t i ’l  7501  00
S p e a r m in t_____  8 0 0 0 8  25
Sperm  _________ 1 5001  75
T a n y  __________ 7 0007  25
T a r  U S P  _____  65© 75
T u rp en tin e , less 63© 76
T u rp en tin e , bbl. — 0  56 
W in te rg reen ,

l e a f _________ 6 0 0 0  6 25
W in te rg reen , sw ee t

b irch  _________ 3 0 0 0 3  25
W in te rg reen , a r t  7501  00
W orm  S e e d ___  5 50 0  5 75
W o rm w o o d_ 20 00020 25

A rn ica  ________  1 7501  85
C ham om ile (G ed.) © 40 P o tassiu mC ham om ile  Rom. © 50

B ica rb o n a te  ___ 35© 40
G um s B ich ro m ate  ____

B rom ide __ _____
15©
69@

25
85

A cacia, 1 s t __ 50© 65 54©
23©

71
A cacia , 2nd ___ 45© 50 C hlo ra te , g ra n 'd - 30
A cacia , S o r t s __ 20© 25 C hlo ra te , powd.
A cacia, P ow dered 35© 40 o r X ta l _____ 16© 25
Aloes (B a rb  Pow ) 25© 35 C y a n i d e __ 30© 90
Aloes (C ape Pow ) 25© 35 56@4 75
Aloes (Soc. Pow .) 75© 80 P e rm a n g a n a te 20© 30
A safo e tid a  _____ 50© 60 P ru ss ia te ,  yellow 35© 45

P o w ._________ 75@1 00 P ru ss ia te . r e d _ @ 70
C am phor _______ 85© 90 S u lp h a te  _ -  — 3 5 # 40

O uaiac, pow ’d _ © 70
K ino ____________ ©1 25
Kino, pow dered_ ©1 20
M yrrh  __________ ©1 25
M yrrh , pow dered  0 1  35
Opium , powd. 19 65019 93 
O pium , g ra n . 19 65019 92
Shellac  __________ 65© 80
S hellac  ________  75© 90
T ra g a c a n th , pow. ©1 75
T ra g a c a n th  ___  2 0 0 0  2 35
T u r p e n t i n e _____  © 30

Insecticides
A rsen ic  - ________ 08© 20
B lue V itrio l, bbl. © 08 
B lue V itrio l, less 09% ©17 
B ordea. M ix D ry  1 2 0  26 
H ellebore , W h ite

pow dered  _____ 18© 30
In s e c t P o w d e r- 42 % © 50 
L ead  A rsen a te  Po. 13% 0 3 0  
L im e a n d  S u lp h u r

Roots
A lk an et ________  30© 35
Blood, pow d ered - 40© 45
C alam u s _______  35© 75
E lecam pane , pwd. 25© 30
G en tian , powd. _ 20© 30
G inger, A irican ,

pow dered  ____  30© 35
G inger, J a m a ic a -  60© 65
G inger, J am a ic a ,

pow dered  ____  45© 60
G oldenseal, pow. 7 50 0  8 00
Ipecac, p o w d ._ ©5 00
L icorice  ________  35© 40
L icorice , pow d__ 2 0 0  30
O rris, pow dered - 30© 40 
Poke, pow dered— 35© 40 
R h u b arb , pow d — 0 1  00
Rosinw ood, powd. ©  50 
S a rsa p a r illa . H ond.

g ro u n d  _______ ©1 15
S a rsap a rilla , M pxic. ©  60

D ry  ___________ 08© 22 Squills __________ 35© 40
P a r is  G r e e n ___  24© 42 Squilla# pow dered  70© 80

T u m eric , pow d__  20© 25
V alerian , pow d.— ©1 00

Leave*
B u ch u  __________ @1 05
B uchu , pow dered  @1 10
Sage, B u l k ______ 25© 30
Sage, % l o o s e _ ©  40
Sage, pow dered^- @ 35
S enna, A l e x .___  50© 75
S enna, T inn . pow. 30© 35
U va U r s i ________ 20© 25

Oils
A lm onds, B itte r ,

t ru e  ._________  7 50@7 75
A lm onds, B itte r ,

a r t i f i c i a l ____  3 00@3 25
A hnonds, Sw eet,

t ru e  _______ 1 50@1 80
A lm onds, Sw eet,

Im ita tio n  ___ 1 0O@l 25
A m ber, c r u d e _1 25@1 50
A m ber, rec tified  1 50@1 75
A nise  __________1 25© 1 50
B erg am o n t ___ 9 00© 9 25
C a jep u t _______  2 00© 2 25
C assia  -jm______ -  5 0 0 0 5  25
C as to r  _________ 1 5 5 0 1  80
C edar L e a f  - —  2 00@2 25
C itro n e lla  _____  1 0 0 0 1  20
C lo v e s __________ 2 00 @2 75
C ocoanu t ___ ,_27%@ 35
Cod L i e v r _____  2 00 0 2  45
C ro ton  —____ — 2 00 @2 25

Seeds
A nise __________ ©  36
A nise, pow dered  35© 40
B ird , I s ________ 13© 17
C an a ry  _______  10© 16
C araw ay , Po, 30 25© 30
C ard am o n  _____  ©3 00
C o rian d e r pow. .40 30© 25
D ill _____   15© 20
F en n e ll ________ 35© 50
F la x  ___________ 7© 15
F lax , g r o u n d _ 7© 15
F o en u g reek , pw d. 15© 25
H e m p .__________ • 8@ 15
L obelia , p o w d .   © 1 60
M u sta rd , yellow  17© 25 
M u sta rd , b lack — 20© 25
P oppy  - ________  15© 30
Q uince ________ 1 25@1 50
S a b a d i l l a _______ 45© 50
S u n f lo w e r_, —  12© 18
W orm , A m erican  30@ 40 
W orm . L e v a n t _ 6 5007  00

Tinctures
A conite ______ - -  @1 80
A loes ___________ @1 56
A rn ica  __________ @1 50
A cafo e tid a  ___ — ©2 28

B e l la d o n n a _____ @1 44
B e n z o in ________ @2 28
B enzoin  C om p 'd - @2 40
B u chu  _________ @2 16
C an th a r id e s  ___ @2 52
C apsicum  _______ @2 28
C atech u  _______ @1 44
C inchona  _____  _ @2 16
C olchicum  _____ @1 80
C ubebs _____  — @2 76
D ig ita lis  _______ @2 04
G en tian  ___  ___ @1 35
G ua iac  _________ @2 28
G uaiac, A m m on._ @2 04
iod ine  _______ @1 25
Iodine, C olorless- @1 50
Iron , Clo ______ __ @1 56
K ino  ___________ @1 44
M yrrh  __________ @2 52
N u x  V o m ic a ----- @1 80
O p i u m _________ @5 40
O pium , C am p. — @1 44
O pium , D eodorz 'd @5 40
R h u b a rb  _______ @1 92

Paints

L ead , red  d ry  — 13%@13% 
L ead , w h ite  d ry  13%©13% 
L ead , w h ite  o il- 13%@13% 
O chre, yellow  bbl. © 2% 
O chre, yellow  less 3© 6 
R ed V e n e t’n  Am . 3%@ 7 
R ed  V e n e t’n  E ng. 4© 8
P u tty  ___________ 5© 8
W h itin g , bbl ----  © 4%
W h itin g  ________ 5%@10
L. H . P . P re p __ 2 90@3 05
R ogers  P r e p ._ 2 90@3 05

Miscellaneous

A cetan a lid  _____ 57© 75
A lum  __________ 08© 12
A lum , pow d a n d

g ro u n d  ______  09© 15
B ism u th , S u b n i

t r a te  ________  2 83@3 08
B o rax  x ta l o r

pow dered  ___  05© 13
C an th a rid es , po. 1 50@2 00
C alom el _______  2 72@2 82
C apsicum , pow ’d 624j> 75
C arm ine  ______  7 00@7 50
C assia  B u d s ___  30© 35
Cloves __________ 40© 50
C halk  P re p a re d -  14© 16
C hloroform  ____ 53© 66
C hloral H y d ra te  1 2001  50
C ocaine --------  12 85© 13 50
Cocoa B u t t e r __  65@ 90
C orks, lis t, le ss  30-10 to  

40-10%
C opperas ______ 2%@ 10
C opperas, Pow d. 4© 10
C orrosive Sublm  2 25@2 30
C ream  T a r t a r _35© 45
C u ttle  b o n e ____  40© 50
D ex trin e  _______  6© 15
D over’s  P o w d e r 4 00@4 50 
E m ery , All Nos. 10© 15 
E m ery , P ow dered  © 15
E psom  S a lts , bbis. © 0«
E psom  S a lts , less  3%@ 10
E rg o t, p o w d e r e d _@4 00
F lak e , W h i t e   15© 20
F orm aldehyde , lb. 11%@30 
G e latine  _______  80© 90
G lassw are, less  55% 
G lassw are, fu ll case  60%. 
G lau b er S a lts , bbl. @02% 
G lauber S a lts  less  04© 10
Glue, B r o w n ___  20© 30
Glue, B row n G rd 16© 22
Glue, W h i t e ___ 27%© 35
Glue, w h ite  g rd . 25© 35
G lycerine  _______ 20© 40
H o p s ____________ 75© 95
Iodine _________  6 45@7 00
Iodoform  ______  8 00© 8 30
L ead  A c e t g t e _ 20© 30
M ace ___________ ©  1 50
M ace, p o w d ered - @1 60
M entho l _______ 7 50©8 00
M o r p h in e ___  12 83@13 98
N u x  V o m ic a ___  @ 30
N ux V om ica, pow. 15© 25 
P ep p e r, b lack , pow 57© 70 
P ep p er, W h ite , pw. 75© 85
P itch , B u rg u d ry -  20© 25
Q u ass ia  _______  12© 15
Q uinine, 5 oz. c an s  ©  59 
R ochelle  S a lts  — 28© 40
S a c h ar in e  - ____  2 600275
S a lt  P e t e r _____  11© 22
Seid litz  M ix tu re  30© 40
Soap, g r e e n __  15© 30
Soap m o tt  c a s t  _ @ 2 5
Soap, w h ite  C astile ,

c a s e ___ - _______ @15 00
Soap, w h ite  C astile

less, p e r  b a r _ @1 60
Soda A s h _______ 3© 10

.S o d a  B ic a rb o n a te  3%@ 10
Soda, S a l _____ 02% © 08
S p ir its  C am p h o r @1 20
S u lp h u r, r o l l ----- 3%@ 10
S u lp h u r, S u b l ._4%@ 10
T a m a rin d s  _____  20© 25
T a r t a r  E m e t i c _70© 75
T u rp en tin e , V en. 50© 7/> 
V an illa  E x . p u re  1 50@2 00 
V an illa  E x . p u re  2 25@2 50 
Z inc S u lp h a t e _ 06© 11
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing 

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

ADVANCED D EC L IN ED

Shelled Walnuts Alarka Salmon
Smoked Hams

AMMONIA
Q uaker, 24-12 oz. case  2 50 
Q u ak er, 12-32 oz. case  2 25 
Bo Peep, 24, sm . case  2 70 
Bo Peep, 12. lge. case  2 25

A P P L E  B U T T E R  
Q uaker, 24-12 oz., doz. 2 25 
Q uaker, 12-38 oz., doz. 3 35

A X L E  G R EA SE
48. 1 lb. ______________4 35
24, 3 l b . _______________ 6 00
10 lb. pails, per doz. 8 50
15 lb. pails , p e r doz. 11 95
25 lb. pails, p e r doz. 19 15

BAKING POW DERS
A re tie . 7 oz. tu m b le r 1 35
Q ueen F lake, 16 oz., dz 2 25
Royal, 10c, doz. . 95
Royal. 6 oz.. doz. __ 2 70
Royal, 12 oz... d o z ._ 5 20
Royal, 5 lb. 31 20
Calum iet. 4 OZ.. doz. 95
C alum et, 8 oz.. doz. 1 95
Calum iet, 16 oz., doz. 3 35
C alum et. 5 lb.. doz. 12 75
C alum et, 10 lb., doz. 19 00 
R um ford , 10c, p e r  doz. 95 
R um ford . S oz.. doz. 1 85 
R um ford , 12 oz.. doz. 2 40 
R um ford . 5 lb., doz. 12 50 

K. C. Brand
P e r case

10c size, 4 d o z . ----------3 70
15c size. 4 doz. ---------  5 50
20c size. 4 doz. -----------7 20
25c size. 4 d o z . ----------9 20
50c size. 2 doz. ----------S 80
80c size. 1 doz. _______ 6 85
10 lb. size, % d o z . ----- 6 75

BLUING

JENNINGS

The Oriainal

Condensed

i oz.. 4 dz. cs. 3 00 
Î oz., 3 dz. cs. 3 75

Am. tsall,36-l oz.. c a r t.  1 00 
Q u ak er, 1% oz.. N on-

freeze. dozen _____  85
Boy B lue. 3Gs. pe r cs. 2 70

BEAN S and PEAS
100 lb. bag  

B row n Sw edish  B ean s  9 00
P in to  B ean s  _______  9 50
R ed K idney  B ean s— 11 00 
W hite  H a n d  P . B eans  11 50
Cal. L im a  B e a n s ___ 11 50
B lack  E ye B ean s  — 8 50
S p lit P ea s , Y e l lo w _8 00
S p lit P ea s , G reen  — 8 00 
Scotch  P e a s  ------------ 5 75

B UR N ER S

Q ueen A nn, No. 1 a n d
2, doz. _____________1 35

W h ite  F lam e, No. 1 
an d  2, doz. ------------2 25

B O T T L E  CAPS

Single L acquor, 1 g ro ss
pkg., pe r g r o s s ----- 1C

Did. L acquor, 1 gross 
pkg., p e r g r o s s ----- 16%

B R E A K F A S T  FOODS

Kellogg's Brands.
C orn F lak es, No. 136 2 85
C orn  F lak es . No. 124 2 85
C orn  F lak es. No. 102 2 00

Pep, No. 224 _________2 70
Pep, No. 202 _________2 00
K rum bles, No. 424 ___ 2 70
B ran  F lak es, No. 624 2 25 
B ran  F lak es. No. 602 1 50
R ite  lv risp ies, 6 o z . _2 70
Rice K risp ies, 1 oz. 1 50 
K a iie  H ag , 12 1-lb.

c a n s _________________7 30
All B ran . 16 oz. _____ 2 25
All B ran , 10 o z . _____ 2 70
All B ran , % oz. ____ 2 00

Post Brands.
G rap e -N u ts , 2 4 s _______3 SO
G rap e -N u ts , 1 0 0 s _____2 75
In s ta n t  P o s tu m , No. 8 5 40 
In s ta n t  P ostum , No. 10 4 50 
P o stu m  C ereal, No. 0 2 25
P o s t T o as tie s , 3 6 s _2 60
P o s t T o astie s , 2 4 s _2 60
P o s t 's  B ran , 2 4 s _— 2 70
P ills  B ran , 1 2 s ________1 90
R om an M eal, 12-2 lb._ 3 35
C reajn  W h ea t, 1 8 ____ 3 90
C ream  B arley , 1 8 ____ 3 40
R alsto n  Food, 1 8 ____ 4 00
M aple F lak es , 2 4 ____ 2 50
R ainbow  C orn  F la ., 36 2 50 
S ilver F lak e  O a ts , 18s 1 40 
S ilver F lak e  O ats, 12s 2 25 
90 lb. J u te  B u lk  O ats,

bag  ________________ 4 25
R alsto n  N ew  O ata , 24 2 70 
R alsto n  N ew  O a ta . 12 2 70 
Shred . W h ea t B is., 36s 3 85
T risc u it, 2 4 s __________1 90
W h ea ten a , 1 8 s ________3 70

BROOMS
Jew ell, doz. ______ 5 25
S ta n d a rd  P a rlo r , 23 lb. 5 25 
F an cy  P a rlo r , 23 lb .— 9 25 
Ex. F a n c y  P a r lo r  25 lb. 9 76
Ex. Fey . P a r lo r  26 lb. 10 00
Toy ________ - ________1 76
W hisk, No. 3 _________ 2 76

B R U S H E S
S cru b

Solid B ack , 8 I n . ------ ) 60
Solid B ack , 1 i n . ------ 1 76
Poin ted  E n d s ___ ____1 26

Stove
S h a k e r ____ —------------1 80
No. 6 0 ________________ 2 00
P e e r l e s s ___________2 60

Shoe
No. 4-0 _______________2 26
No. 2 0 _________________2 00

B U T T E R  COLOR
D a n d e l io n ___ ______  2 26

C A N D L ES
E lec tric  L ig h t, 40 lbs. 12.1
P lum ber, 40 l b s . __ _12.2
P ara ff in e , 6 s ________ 14%
P ara ff in e , 1 2 s ________ 14%
W icking  _____________40
T udor, 6s, p e r box __ 30

C A N N E D  F R U IT
Apples, No. 10 _____  6 50
Apple Sauce, No. 10 8 00 
A pricots, No. 2% 3 40@3 90 
A prico ts . No, 10 8 50@11 00 
B lack b erries , No. 10 7 60
B lueberrie s , No. 1 0 _13 00
C herries, No. 2 ____  3 25
C herries, No. 2 % _____4 00
C h errie s . No. 1 0 ____ 13 00
L oganberries , No. 10 8 50
P eaches, No. 2 ____ 2 76
P each es , No. 2% M ich 2 29 
Peaches, 2% Cal. 2 2502  60
P each es , 1 0 ___________8 50
P ineapple, 1 s l i . ____ 1 35
P ineapp le , 2 s l i . _____ 2 45
P 'ap p le , 2 b r. s i . ___ 2 25
P ’ap p ls , 2 b r. s L ___ 3 4#
P 'ap p le , 2%, a l l . ____ 2 90
P ’app le , 2. c r u . __ __2 60
P ineapple , 10 c r u . ___ 9 00
P ea rs , No. 2 _________ 3 00
P ea rs , N o. 2 % _—__3 i t
R asp b e rrie s , N o. 2 b lk  3 M 
R aspb 's . R ed, No. 10 11 50 
R asp b ’s  B lack ,

No. 1 0 ______________15 00
R hubarb . No. 10 _____6 00
S traw h 's . No. 2 3 2504  75
S traw b 's , No. 10 ___  11 00

C A N N E D  FISH  
C lam  C h 'der. 10% ox. 1 36
Clam C h., No. 2 ______2 75
C lam s, S team ed . No. 1 2 06 
Clam s. M inced. No. % 2 25 
F in n an  H add le , 10 os. 2 20 
C lam  B ouillon . 7 os._ 2 M 
C hicken H add le , No. 1 t  76 
F ish  F lak es , sm a ll _  1 26

Cod F ish  C ake, 10 os. 1 85 
Cove O ysters, 5 oz. _ 175
L o b ste r, No. %, S ta r  2 96
S hrim p , 1, w e t ______2 26
S a rd 's , % OH, K ey  _  6 10 
S a rd in es , % Oil, k ’le ss  6 60 
S a rd in es , % S m oked  6 76 
Salm on, R ed A la sk a  3 00 
Salm on, M ed. A la sk a  2 40 
Salm on, P in k  A lask a  2 25
S ard in es , lm . %, ea. 10028 
S ard in es , lm ., %, ea. 25
S ard ines , C a l ._ 1 35 0  2 25
T una , %, C u rtis  , doz. 4 00 
T u n a , %s, C u rtis , dos. 8 20
T una , % B lue F i n _2 25
T u n a . Is . C u rtis , doz. 7 00

C A N N E D  M EA T 
B acon, M ed. B ee c h n u t 8 20 
B acon, Lge. B eech n u t 6 40
B eef, No. 1, C o r n e d _ 2 10
B eef, No. 1, R o a s t___ 2 19
B eef, No. 2%, Q ua. sli. 1 60 
B eef, 3% oz. Q ua. sli. 2 25 
B eef, No. 1, B 'n u t, sli. 4 60 
B ee fs teak  & O nions, s 3 70
Chili Con C a., I s _1 35
D eviled H am , % s __ 2 20
D eviled H am , % s __ 3 60
H am b u rg  S te a k  &

O nions, No. 1 ______ 3 15
P o tted  B eef, 4 o z . __ 1 19
P o tted  M eat, % L ibby  50 
P o tted  M eat, % L ibby  92% 
P o tted  M eat, % Q ua. 99
P o tted  H am , G en. % 1 86
V ienna  S aus ., No. % 1 46 
V ienna  S au sag e , Q ua. 95
Veal L oaf, M e d iu m _2 25

B aked  B eans
C a m p b e lls ____________1 15
Q uaker, 18 o z . _______1 05
F rem o n t, No. 2 ______ 1.25
Snider, No. 1 ________ 95
Snider, No. 2 _______ 1 25
Van C am p, s m a l l ___  90
V an C am p, m e d . ___ 1 15
C A N N E D  V E G E T A B L E S .

A sp a rag u s .
No. 1, G reen  t i p s _3 76
No. 2%. L a rg e  G reen  4 60 
W. B eans, c u t  2 1 6 5 0  1 75
W . B eans, 1 0 ________ 7 60
G reen B eans, 2s 1 6502  25
G reen B eans , 1 0 s _ 0 7  69
L. B ean s . 2 g r. 1 3602  66 
L im a  B eans , 2s, Soaked  1 I t
R ed K id , No. 2 _______1 25
B ee ts , No. 2. w h. 1 7 6 0  2 40 
B ee ts , N o. 2, o u t 1 1001  16
B eets , No. 3, c u t __1 60
C orn, No. 2, itM L  _ 1 19
C orn, E x. s ta n . No. 2 1 26 
Corn, No. 2. F an . 1 2002  36 
C om . No. 10 8 00010  76
H om iny, N o .3 1 0001  16
O kra, No. 2, w h o l e _2 15
O kra, No. 2, c u t ___ 1 76
D eh y d ra ted  Veg. Soup 90 
D eh y d ra ted  P o ta to e s , lb. 46
M ushroom s, H o te ls  _ S3
M ushroom s, Choice, •  os. 49 
M ushroom s, S u r  E x tra  60
P eas , No. 2. E. J . ____1 96
P eas. No. 2. S ift.

J u n e  __     1 86
P eas. No. 2. Ex. S ift.

E. J .  _______________2 26
P eas , E x. F ine . T ren ch  25 
P um p k in , N o. 8 1 *601  99 
P u m pk in , No. 10 4 9 0 0 4  76 
P im en to s , %, each  12014
P lm en to es , %, each  _ 27
S w 't P o ta to e s . No. 2% 2 26 
S a u e rk ra u t, No.2 1 8 6 0 1  69 
S ucco tash , No. 2 1 6 6 0  2 60 
S ucco tash , No. 2, g la ss  2 80
S p inach . No. 1 ________1 25
Spnach . No. 2 . .  1 6901  99
S pinach , N o. 3_ 2 26 0 2  60
Spirtush, No. 10. 9 69 0 7  99 
T om atoes, No. 2 1 2001  80 
T om atoes , N o. 8. 1 0 0 0 8  26 
T om atoes, No. 10 6 0007  50

C A TSU P.
B eech -N u t. s m a l l ___ 1 65
Lily of V alley, 14 oz._2 25
Lily of V alley, % p in t 1 66
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
S n iders , 8 os. . . . . . . _1 76
S niders , 16 o s . _________2 66
Q u ak er , 8 os. . . . . . . . .  1 26
Q uaker, 10 oz. __ 1 40
Q u ak er , 14 o s . __ .____ 1 90
Q u ak er, Gallon G lass  12 00 
Q uaker, G allon  T i n _8 00

C H ILI SA U CE
S nider, 16 o z . __ —___2 20
Snider, 8 o z . ___ _____2 20
L illy  V alley, 8 os. . .  2 26 
L illy  V alley . 14 os. _  8 3*

O Y STER CO CK TAIL.
S n iders , 18 os. _______2 20
S n iders , 8 o s . ____ — 2 10

C H E E S E .
R o q u e f o r t____________  46
K ra f t ,  sm a ll lts m a  1 96 
K ra f t ,  A m erican  . .  1 96 
C hill, sm all t in s  . .  1 96 
P im en to , sm all t in s  1 96 
R o q uefo rt, sm . t in s  2 26 
C am em b ert, sm . t in s  2 26
L onghorn  _____________29
W isconsin  D aisy  _____27
Sap Sago ____________40
B rick  ___ ______- _____35

C H EW IN G  GUM.
A dam s B lack  J a c k _____66
A dam s B lo o d b e r r y _____66
A dam s D e n ty n e _______  66
A dam s C alif. F r u i t _____66
A dam s Sen S e n _________66
B eem an ’s  P ep s in  _______66
B eech n u t W in te rg re e n . 
B eech n u t P ep p e rm in t .
B eech n u t S p e a rm in t __
D oub lem in t _____________65
P ep p e rm in t, W r ig le y s_65
S p ea rm in t, W rg iley s  _  65
J u icy  F r u i t _____________66
W rlg ley’s  P -K  ______— 66
Zeno -------------  66
T e a b e rry  _______________ 66

C L E A N E R  
H olland C leaner 

Mfd. by D u tch  Boy Co.
30 in  c a s e ______________5 50

COCOA.
D ro s te 's  D u tch , 1 lb .— 8 60 
D ro s te 's  D u tch , % lb. 4 60 
D ro s te ’s  D u tch , % lb. 2 36 
D roste ’s  D u tch , 6 lb. 60
C hocolate  A p p l e s ----- 4 60
P as te lles , No. 1 _____12 90
P as te lles , % l b . -----------9 69
P a in s  D e C a f e ________ 3 00
D ro s te ’s  B ars , 1 dos. 2 00
D elft P a s te lle s  _______2 16
1 lb. R ose T in  Bon

B ons _______________1- 00
7 oz. R ose T in  Bon

B o n s ________________ •  00
13 es. C rem e D e C a ra -

q u e _________________ 11 *0
12 os. R o s a c e s _______10 29
% lb. R o s a c e s ______ 7 99
% lb. P a s t e l l e s _____ _ 8 40
L an g u es  De C h a ts  — 4 89

C H OCO LA TE.
B ak e r, C a raca s , % s ----- 37
B aker, C a raca s . % s ----- 95

COCOANUT 
D u n h am 's

16 lb. case , % s a n d  % s 48
15 lb. case , % a ------------- 47
15 lb. case , % s ------------- 46

C L O T H E S L IN E .
H em p, 60 f t . ___  2 0 0 0 2  26
T w is ted  C o tton ,

69 f t . __ _____ 3 6004  00
B raided , 60 f t . ------------ 2 25
S ash  C ord  . . . .  3 60 0 4  00

M ILK COM POUND 
H ebe, T a ll, « dos. — 4 6# 
H ebe, B ab y . 6 do. — 4 49 
C aro lsne , T a ll, 4 dos.* 19 
C aro tene, B aby  ----- — 3 69

EV A PO R A TE D  M ILK
Q u ak er, T all, 4 d o z ._4 60
Q u ak er, B aby, 8 doz. 4 40 
Q uaker, Gallon, % doz. 4 40 
C arn a tio n , T all, 4 doz. 5 00 
C arnation . B aby , 8 dz. 4 90 
D a tm an’s  D undee, T a ll 5 00 
O atm an’s  D 'dee, B aby  4 90
E v e ry  D ay, T a l l ____ 4 80
E v e ry  D ay. B a b y ___ 4 70
P e t, T a l l ______________5 00
P e t. B aby, 8 oz. ------- 4 90
B orden ’s  T all _________5 00
B orden 's  B aby  _______4 90
Van C am p. T a l l _____ 4 50
Van C am p, B a b y ___ 4 40

CIGAR8
G. J .  Jo h n so n 's  B rand  

G. J .  Jo h n so n  C igar,
1 0 c ________________  76 90

W ordon G rocer Co. B rands
A ireda le  __________    35 00
H a v a n a  S w eets  ____  35 00
H e m e te r  C ham pion — 37 50
C an ad ian  C l u b _____  35 00

JU tU o  T o m __ _______  27 60
ï ô m  M oore M onarch  75 00 
Tùjjfn M oore P a n e tr is  66 00 
TT M oore L ongfellow  96 00
W eb s te r  C a d i l la c___ 76 00
W eb s te r  A sto r F o il_ 75 00
W eb s te r  K n lck b o ck er 96 09 
W eb s te r A lbany  Fo il 95 00 
B erin g  A pollos —_  96 99
B oring  P a lm ita s  — I l f  99 
B erin g  D ip lo m atica  115 00 
B erin g  D eliosea . . . .  120 09
B oring  F a v o r i t a ___  186 09
B erin g  A lbas ____   160 99

CONFECTIONERY 
Stlek Candy Palls

S t a n d a r d ____ ___  I I
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 i n d e r g a r t e n _______  17
L ead e r _____________  14
X. L . O . ________________13
F ren ch  C ream s _________16
P a r is  C r e a m s _____——— 17
G rocers _________________11

Fancy Chocolates
6 lb. B oxes 

B itte rsw ee ts , A ss 'ted  1 76 
Choc M arshm allow  D p 1 70 
M ilk C hoco late  A A 1 75
N ibble S t i c k s _______ 1 26
C hoco lats  N u t  R olls  _ 1 86
M agnolia  C h o c ______ 1 26
Bon T on C h o c ._  1 50

G um  D rops P a ils
A nise ____    19
C ham pion G u m s _____— 19
C hallenge  G u m s . . . __ 14
F a v o rite  _____________  19
S uperio r, B o x e s ______ 28

L ozenges P a lls

D R IED  F R U IT *  

A pples

X Y. F ey ., 60 lb. box 16% 
N. Y. F ey ., 14 os. pkg. 19

A pricoto

E v ap o ra ted , C h o ic e ----- 22
E v ap o ra ted . F a n c y ----- 28
E v ap o ra ted . S l a b s ------- 17

C itron
10 lb. b o x ____________— 69

C u rra n ts
P ackages , 14 o z . -------- 19
G reek, B ulk , lb  -------- 19

D ates
D rom edary , 3 6 a ___ 6 *9

P eaches
E vap . Choice ------------ 17
E vap. Ex. F an cy , P .P . 18

Peel
Lem on, A m e r ic a n ___ >8
G range, A m e r ic a n ___ 28

R aisin s
Seeded, bu lk  ____ - — 8
T hom pson’s s ’dles b lk  07% 
T h o m p so n 's  sead lsss ,

15 oz. ______________ 09%
Seeded, 15 o z . _______ 09%

C alifo rn ia  P ru n es  
60@70, 25 lb. boxes—@09% 
50@60. 25 lb. boxes—©10 
40@50. 25 lb. b o x e s . .0 1 1  
30@40. 25 lb. boxes—@12 
20@30, 25 lb. bo x es—@16

H om iny
P e a rl, 100 lb. s ac k s  — 8 68

M acaroni 
M ueller’s  B ra n d s  

9 oz. pack ag e , p e r dos. 1 88 
9 oz. package , p e r o a ss  2 88

B ulk  Goods
Elbow . 20 lb. _______ 07%
E g g  Noodle, 10 Ib a  — 14

P earl B arley
C h este r ______________4 50)000 _________ 7 00
B arley  G r i t s ---------------6 00

S ag s
E a s t In d ia  ___________ 18

T apioos
P ea rl, 100 lb. sac k s  _  88
M inute, 8 os., 8 doz. 4 06 
D rom edary  I n s ta n t  „  8 60

FLAVO RING E X T R A C T S  
JEN N IN GS’

f  BUMS GROCER CO A
I  M OylJ  TI  » J  I
V MOSKCCOH. MKB J

C O F F E E  RO ASTED  
1 lb. P a c k ag e

M elrose _______________36
L ib e r ty  ______________ 25
Q u ak er -----------------------42
N edrow  -----------------------40
M orton  H o u se  ---------- 48
R eno _________________ 37
R oyal C lub ---------------- 41

M cL aughlin ’s  K e p t-F rss h

ßteptfresfr) ^
IC Q FFEE^-^-^E B V K X !

Nat. Gro. Co. Brands 
gh th o u se , 1 lb. t in s — 48 
ithfinder, 1 lb. t i n s . .  43 
ible T a lk , 1 lb. c a r t .  41 
u a re  D eal, 1 lb. c a r t.  38 
>ove b ra n d s  a re  packed  
bo th  30 a n d  50 lb. cases.

Coffee E x tra c ts
Y.. p e r  1 0 0 _____  12

a n k ’s  60 pkgs. — 4 26

C O N D E N SED  M ILK 
L ead e r, 4 dos. — —  7 98 
■ ag is , 4 dos. —  .i. —  9 90

A. A. P ep . L ozenges 16 
A. A. P in k  L ozenges 16 
A. A. Choc. L ozenges 19
M otto  H e a r t s ------------19
M alted  M ilk L ozenges 21

H ard  Goods Pa lis
Lem on D rops __________18
O. F . H oreh o u n d  dps. — 18
A nise S q u a r e s ------------- 18
P e a n u t S q u a r e * ------------- 17
H orehound  T a b le ts  _— I s

Cough D rops B xs
P u tn a m ’s  ---------—------1 86
S m ith  B r o s . ________— » *•

P a c k ag s  Goods 
C ream ery  M arshm allow s 

4 os. pkg ., 12s, o a rL  I f  
4 os. pkg ., 48s. o ss#  t  49

Speelaltlop
P in eap p le  F u d g e ------------22
I ta lia n  B on B o n n ------- IT
B an q u e t C ream  M in ts .  27 
S tiver K ing  M .M allow s 1 26 
H an d y  P a ck ag es , 12-10c 80

Bar Goods
M ich. S u g a r  C a„  24, 5c T8
P a l O M ine, 24, 5 o ------76
M alty  M ilkles, 24, 6c — 75
L em on R olls ______ 76
T ru  L uv , 24, 5 c ____ ____75
N o -N u t, 24, 5c _________76

COUPON BOOKS 
50 E conom ic  g ra d e  t  69 

100 E conom ic g ra d e  4 69 
600 E conom ic g rad e  29 99 

1000 E conom ic g ra d e  87 89 
W h ere  1,000 books a re  

o rd e red  a t  a  tim e , sp ec ia l
ly  p r in te d  fro n t co v er Is 
fu rn ish ed  w ith o u t ch arge.

CREAM OF TARTAR 
6 lb. boxes ___________  43

3% oz. 
A m ersea led

P U R E

FLAVO RING

E X T R A C T

Vanilla and 
Lemon

Sam e P rie :e
1 OZ. — 1 25
1% oz. — 1 80
2% oz. — 3 00
3% oz. — 4 20

2 oz. — 2 75
4 oz. — 5 00
8 oz. — 9 00

16 ioz. .-- 15 00

A t I t  56 Y ears.

Jiffy Punch
3 dos. C a r t o n _______ 8 86

A sso rted  fla v o n i

FLOUR
V. C. M illing Co. Brando

L ily W h i t e ___________ 9 99
H a rv e s t Q u o s n _______ 9 89
Yes M a’a m  Graham,

6 0 s ---------------------------- t  4«

FRUIT CANS 
F. O. B. Grand Raplda

Mason
H alf p i n t __ _____ f  I#
O ne p i n t _____- _____ f  76
One q u a r t _—_____  f  16
H alf g a l l o n __ —  __ta l i

Ideal Glass Top.
H alf p in t ^___ _______ f  00
One p in t ____________ 9 SO
One q u a r t  ___________H  16
H alf gallon _________ 16 q
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GELATINE

26 oz., 1 doz. case  __ 6 50 
314 oz., 4 doz. case— 3 20
Jell-O , 3 doz. ------------- 2 85
M inute, 3 d o z . ------------- 4 05
P lym ou th , W h i t e ----- 1 66
Q uaker, 3 doz. ---------- 2 66

JELLY  AND PRESERVES
P u re , 30 lb. p a lis  ----- 3 30
Im ita tio n , 30 lb. p a ils  1 75 
P u re , •  os., A ss t., doz. 95 
B uckeye, 18 oz., doz. 2 00

JELLY  GLASSES
8 oz.. p e r  doz. ----------- 35

OLEOMARGARINE

Van Westenbrugge Brands 
Carload Distributor

Wilson A  Co.’s Brands 
, Oleo

C e r t i f ie d _______________34
Nut _____________  18
Special R o l l -------------   W

MATCHES

Sw an. 144 ------------------ 4 20
D iam ond, 144 box —  5 00 
S ea rch lig h t, 144 box— 5 00 
Ohio R ed  L abel, 144 bx 4 20 
Ohio B lue T ip , 144 box 5 00 
Ohio B lue T ip . 720-lc  4 00
‘ B lue Seal, 144 --------  4 8.»
‘ R eliable. 144 ________ 4 00
•F ed era l, 144 -----------  5 00

*1 F re e  w ith  T en .

Safety Matches 
Q uaker, 5 gro . c a se — 4 50

MOLASSES 

Molasses In Cans 
Dova, 36, 2 lb. W h. I». 5 60 
Do t s , 24, 2% lb W h. L. 6 20 
Dove, 36, 2 lb. B lack  4 30 
Dove. 34, 2% lb. B lack  3 90 
Dove, 6 10 lb. B lue L . 4 45 
P a lm e tto , 24, 2% lb. 6 76

N U TS—W hole
A lm onds, T a r r a g o n a — 26
B razil, N ew  -------------24
F an cy  M ixed ----------- 25
F ilb e r ts , S ic ily  -------- 22
P e a n u ts , V ir. R o as ted  11% 
P e a n u ts . Jum bo , s td . 15 
P ecan s , 3 s t a r  . — — 20
P ecan s , Ju m b o  ---------40
P ecan s , M am m oth  — 50 
W alnu ts  ----------1-------  6®

Salted Peanuts 

F an cy , No. 1 --------------- 14

Shelled

A lm o n d s_— ---------   60
P e a n u ts , S pan ish ,

125 lb. b ag s  ------------12 .
F ilb e r ts  ___________ 32
P ec an s  S a l t e d ------------- 89
W aln u ts  _________  67

MINCE MEAT
N one Such , 4 doz. —  6 47 
Q uaker, 3 doz. case  — 3 50 
Libby, K egs, w e t, lb. 22

OLIVES
5 oz. J a r ,  P la in , doz. 1 35

10 oz. J a r ,  P la in , doz. 2 25
26 of. J a r .  P la in , doz. 4 50
P in t J a r s ,  P la in , doz. 2 90
Q u a rt J a r s ,  P la in , doz. 5 25 
l Gal. G lass  Ju g s , P la . 1 90
5 G al. K egs, e a c h ----- 7 50
3% oz. J a r ,  S tu ff., doz. 1 35
6 oz. J a r .  S tuffed , doz. 2 25 
9% oz. J a r ,  S tu ff., doz. 3 50 
1 G al. J u g s .  S tuff-, 4 a  3 49

PARIS GREEN
% s ----------
I s  _______
2s an d  5s

PEANUT BUTTER

iBelWoj

Bel Car« Mo Brand
24 1 lb. T i n a ___ ______
8 oz., 2 do. in  case —
15 lb. p a l l s ____________
25 lb. p a lls  —------------ -

PETROLEUM PRODUCTS.
From Tank Wagon.

R ed  C row n G a s o l in e _11
R ed  C row n E t h y l _______14
Solite  G asoline  _________14

In Iron Barrels
P erfec tio n  K e r o s i n e _13.6
G as M achine G asoline 37.1 
V. M. & P. N a p h th a  19.6

ISO-VIS MOTOR OILS 
In Iron Barrels

L ig h t __________________77.1
M edium  _______________77.1
H eav y  _________________77.1
Ex. H eav y  ____________77.1

(p o ienne
Iron Barrels

L ig h t _______ ___ _____
M e d iu m ______________
H e a v y __ ____;________
Special h e a v y ________
E x t ra  h e a v y __________
P o la rln e  " F ”  ____ ___
T ran sm iss io n  Oil . . . .  
F in d ,  4 oz. c ans , doz. 
F in d ,  8 oz. c ans , doz.
P a ro w ax , 100 lb. ___
P aro w ax . 40, 1 l b . _
P aro w ax , 20, 1 l b . _

65.1
65.1
65.1
65.1
66.1
65.1
65.1 
1 60 
2 25

9.3
9.6
9.7

Semdac, 12 pt. cans 2.75 
Semdac, 12 qL cans 4-65

PICKLES

Medium 8our 
5 gallon , 400 c o u n t — 4 75

Sweet Small
16 G allon, 3300 --------- 28 76

5 G allon, 760 ------------ 9 09

Dill Pickles
Gal. 40 to  T in , doz. — 9 25 

PIPES
Cob, 3 doz. In bx. 1 00@1 20

PLAYING CARDS 
B attle  A xe, p e r doz. 2 65 
B icycle ________________4 76

POTASH
B a b b itt’s, 2 d o z . ----- 2 76

FRESH MEATS 

Beef
T o p  S tee rs  & H e i f . ----- 22
Good S t 'r s  & H ’f. 15%@23 
Med. S te e rs  & H eif. 21 
Com. S te e rs  & H eif. 15@18

Veal
T op _________________ 23%
Good ______________  22%
M edium  _________________21

Lamb
S p rin g  L am b  ---------------32
Good ___________________ 28
M edium  ___________ 1----- 26
Poor --------------------------- 21

Mutton
Good _______________18
M e d i u m ______________16
F W  _ ------------------  »

P o rk
L ig h t h o g s __________ 11%
M edium  hogs _________10%
H eavy  hogs _________  10%
Loin. m ed. ___________26
B u tts  ________________23
S hou lders  ___________ 19
S p are rib s  ____________14
N eck b o n e s _________ 06
T rim m in g s  _________ 14

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 eata 
D  S B ellies __ 18-20@18-19

L ard
P u re  in  t i e r c e s _____ 14
60 lb. tu b s  . —.ad v a n c e  %
50 lb. t u b s ___ad v an ce  %
20 lb. p a l l s ___ad v an ce  %
10 lb. p a i l s ___ad v an ce  %
5 lb. p a i l s ___a d v an ce  1
3 lb. p a i l s ___ad v an ce  1

C om pound t i e r c e s ___ 13
Com 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 rk  _____________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. @28 
H am s. C ert., Sk inned

16-18 11). _______  @27%
H am , d ried  beef

K nuck les  _______  @44
C alifo rn ia  H a m s _@17%
P icn ic  Boiled

H am s _________  20 @22
Boiled H a m s ________ @35
M inced H a m s ___  @20
B acon 4/6 C ert. „  24 @32

Beef
B oneless, ru m p  28 00@38 00 
R um p, n e w _ 29 00® 32 00

L iver
B e e f _____________________20
C alf ____ ,_____________  65
P o rk  __________________ 10

R IC E
F an cy  B lue R o s e ___ 05%
F ancy  H ead  ________ 07

RO LLED  OATS 
S liver F lak e , 12 N ew

P ro cess  ____________ 2 25
Q uaker, 18 R eg u la r — .1 80
Q uaker, 12s F a m i l y _2 70
M others, 12s, C h in a_3 80
N edrow , 12s, C h i n a _3 25
S acks, 90 lb. J u te  __ 4 25

RUSKS
D utch  T ea  R usk  Co. 

B rand .
3G rolls, p e r c a s e ___ 4 25
18 rolls, p e r c a s e ___ 2 25
12 rolls, p e r c a s e ___ 1 50
12 c a r to n s , pe r c a s e _1 70
18 c a rto n s , p e r c a s e _2 55
36 c a rto n s , p e r c a s e _5 00

SA L ER A TU S
A rm  a n d  H a m m e r_3 76

SAL SODA
G ran u la ted , bbls. ___ 1 80
G ran u la ted , 60 lbs. cs. 1 60 
G ran u la ted , 36 2% lb.

p a c k a g e s ____________2 40
COD FISH

M id d le s ________________16%
T ab le ts , % lb. P u re  — 19%

doz. ______- ___—__1 40
W ood boxes, P u r e _29%
W hole C o d ___________11%

H ER R IN G  
H olland H errin g

M ixed, K eys ______ -  1 00'
M ixed, h a lf  b b l s . _9 00
M ixed, bbls. _______  16 00
M ilkers, K e g s ________ 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  __ 10 50
8 lb. p a ils  ____________1 40
C u t L u n c h ____________I  06
B oned. 10 lb. b o x e s _16

L ake  H errin g
% bbl., 100 l b s . _____ 6 60

M ackerel
T ubs, 100 lb. fncy  f a t  24 60
Tubs, 50 c o u n t _____ 8 00
Pails. 10 lb. F a n c y  fa t  1 75 

W hite  F ish
Med. F ancy , 100 lb. 13 00

R ising  Sun, p e r doz. 1 35 
654 S tove E nam el, dz. 2 80 
V ulcanol. No. 5, doz. 96 
V ulcanol, No. 10, doz. 1 35 
Stovoil, per doz. ___ 3 00

SALT
Colonial, 24, 2 l b . ___  95
Colonial, 36-1% ____ 1 25
Colonial, Iodized, 24-2 2 00
Med. No. 1 Bbls. ____ 2 85
Med. No. 1, 100 lb. bk. 95 
F a rm e r  Spec., 70 lb. 95 
P a c k e rs  M eat, 50 lb. 57 
C rushed  R ock fo r Ice

cream , 100 lb., e ach  75 
B u tte r  S a lt, 280 lb. bbl. 4 24
Block, 50 lb. _______  40
B ak e r Sa lt, 280 lb. bbl. 4 10
24, 10 lb., pe r b a l e ___ 2 45
35, 4 lb., p e r  b a l e ----- 2 60
50, 3 lb., p e r b a l e ___ 2 85
28 lb. bags. T a b l e _ 42
Old H ickcory , Sm oked,

G-10 l b . ___________ 4 50

P e r  case , 24, 2 lbs. — 2 40
F iv e  case  lo ta  ____ -  2 10
Iodized , 24, 2 lbs. —  2 40

BORAX

T w en ty  M ule T eam  
24, 1 lb. p ack ag es  — 3 25
48. 10 oz. p a c k a g e s _4 35
96. % lb. p ack ag es  __ 4 00

SOAP
Am . F am ily , 100 box 6 30
C ry s ta l W h ite , 1 0 0 _3 85
E x p o rt. 100 b o x _____ 3 85
Big J ac k , 60s ________ 4 50
F e ls  N a p th a , 100 box 5 SO 
F lak e  W hite , 10 box 3 90 
G rd m a  W h ite  N a. 10s 3 75 
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 bo _________4 90
O ctagon , 1 2 0 __________6 00
Pum m o, 100 box ____ 4 85
S w e e th ea rt , 100 box _ 5 70 
G ran d p a  T a r , 50 sm . 2 10 
G ra n d p a  T a r , 50 lge. 8 60 
Q u ak er H a rd w a te r

Cocoa, 72s, b o x ___2 85
F a irb a n k  T a r , 100 bx  4 00 
T rilby  Soap, 100, 10c 7 25 
W illiam s B a rb e r  B ar, 9s 60 
W illiam s M ug, p e r doz. 48

CLEAN8ERS

SH O E B L A C K EN IN G
2 In 1, P a s te , d o z ._1 35
E Z C om bination , dz. 1 35
D ri-F oo t, doz. ______ 2 00
Bixbys, Doz. _________1 25
Shinola. doz. _____ ___ 90

STOVE POLISH
B lackne, p e r  d o z .___ 1 35
Rinnk Silk L iquid , dz. 1 40 
B lack  S ilk  P a s te ,  doz. 1 26 
E n am elin e  P a s te ,  doz. 1 26 
E n am e lln e  L iqu id , dz. 1 25 
B. Z. L iqu id , p e r  doz. 1 40 
R ad iu m , p e r  doz. —__1 16 80 can  cases, 64.80 p e r case

WASHING POWDERS
Bon Am i Pd , 3 dz. bx 3 75 
Bon 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 55
G ran d m a. 21 L a r g e _3 55
Gold D ust, 100s —____ 4 00
Gold D ust. 12 L arg e  3 20
Golden Rod, 24 _______4 25
J in x , 3 doz. ___________4 50
L a  F ran c e  L aun ., 4 dz. 3 60
L u s te r  Box, 54 _____ 3 76
Old D utch  C lean. 4 dz 3 40
O ctagon, 96s _________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 
Spotless  C leanser, 48,

20 oz. _______________3 85
Sani F lu sh , 1 d o z ._2 25
Sapolio, 3 doz. ______ 3 15
Soapine, 100, 12 oz. _ 6 40 
Snow boy, 100, 10 oz. 4 00 
Snow boy, 24 L a rg e  — 4 80
Speedee, 3 doz. ______ 7 20
S u n b rite , 72 doz. -------4 00
W y an d o tte , 48 ______ 4 75

SPICES 
Whole Spices

Allspice, J a m a i c a ___ @25
Cloves, Z an z ib a r ___ @38
C assia, C a n t o n _____  @22
C assia, 5c pkg., doz. @40
G inger, A f r i c a n _____ @19
G inger, C ochin _____  @25
Mace, P e n a n g _______ 1 39
M ixed, No. 1 _______  @32
M ixed. 5c pkgs., doz. @45
N u tm eg s, 7 0 @ 9 0 ____ @59
N utm egs, 105-1 1 0 _@59
P epper, B lack  _____  @4€

Pure Ground in Bulk

T E A

Japan
M edium  ___________ 27 @33
Choice ______________ 37@46
F an cy  _____________ 54@59
No. 1 N i b b s _____________64
1 lb. pkg. S i f t i n g _______13

Gunpowder
C h o i c e   ______ ———  40
F ancy  _________________ 47

Ceylon
Pekoe, m e d iu m -----------  IT

English Breakfast
Congou, M edium  _______28
Congou, C h o ic e ___ 35@36
Congou, F a n c y ___ 42@43

Oolong
M e d iu m ____ _________  19
Choice __________________46
F ancy  __________________50

TW IN E
C otton , 3 ply c o n e ___ 40
C otton , 3 ply p a i l s ___ 42
Wool, 6 p l y _____________18

A llspice, J a m a i c a __ @35
Cloves, Z an z ib a r ___  @43
C assia. C an ton  _____ @2S
G inger, C ork in  ____ @35
M u sta rd  ____________ @32
M ace, P en an g  ______  1 39
P epper, B lack  _____  @59
N u tm e g s ____________  @59
Pepper, W hite  _ ___  @78
Pepper, C a y e n n e ___  @36
P a p rik a , S pan ish  ___ @45

Seasoning
Chili Pow der, 1 5 c ___ 1 36
C elery  Sa lt, 3 o z . ___  95
Sage, 2 oz. __________ 90
O nion S a lt __________ 1 15
G arlic  ________________1 35
Ponelty , 3% oz. ___ 3 25
K itchen  B o uquet ___ 4 50
L au re l L eav es  _______ 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

Corn
K ingsfu rd , 40 l b s . _____11%
Pow dered , b ag s  ___  4 50
A rgo, 48, 1 lb. pkgs. 3 60
C ream , 48-1 _________ 4 80
Q uaker, 4 0 - 1 __________07%

Gloss
A rgo. 48, 1 lb. pkgs. 3 60 
Argo, 12, 3 lb. pkgs. 2 96
A rgo, 8, 5 lb. p k g s ._3 35
S ilver Gloss, 48, I s _11%
E las tic , 64 pkgs. ___ 5 35
T iger. 48-1 _________  3 30
T ig er, 50 lbs. _______  06

CORN SYRUP

Corn
B lue K aro , No. 1 % _2 63
B lue K aro . No. 5. 1 dz. 3 67
B lue K aro , No. 1 0 _3 47
R ed K aro . No. 1 % _2 91
Red K aro , No. 5, 1 dz. 4 05 
R ed K aro , No. 1 0 _3 85

Imit. Maple Flavor 
O range, No. 1%, 2 dz. 3 36 
O range . No. 5, 1 doz. 4 75

Maple.
G reen L abel K a r o _5 19

Maple and Cane 
K anuck , pe r g a l . ----- 1 50

V INEGAR
Cider, 40 G ra in  _________27
W h ite  W ine, 80 g ra in __25
W hite  W ine, 40 g ra in __19

W ICK IN G
No. 0, per g r o s s ____  75
No. 1, p e r g ro ss  _____1 25
No. 2. per g r o s s ___ 1 50
No. 3, p e r g ross _____2 00
P eerless  Rolls, p e r doz. 90 
R ochester, No. 2, doz. 60 
R ochester, No. 3, doz. 2 00 
Rayo, p e r doz. ______  75

W OODEN W A RE 
B ask e ts

B ushels, n a rro w  band,
w ire  hand les  ______ 1 76

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 tra  _______ 1 60
Splin t, la rge  _____  8 50
Splin t, m edium  ______ 7 60
S plin t, sm all _________6 50

C hurns
B arre l, 5 gal., e a c h _2 40
B arre l, 10 g a l., e ac h_2 55
3 to  6 gal., pe r g a l ._ 16

Pails
10 q t. G alvan ized  —  2 50
12 q t. G a lv a n iz e d ___ 2 75
14 q t. G a lv a n iz e d ___ S 25
12 q t. F la rin g  Gal. Ir. 5 uu
10 q t. T in  D a i r y ___ 4 00

Traps
M ouse, W ood, 4 h o le s . 60 
M ouse, wood, 6 h o le s . 70
M ouse, tin , 5 h o l e s _ 65
R at, w o o d __________ _ 1 00
R at, sp rin g  ___________1 00
Mouse, sp rin g  ______  30

T u b s
L a rg e  G alvan ized  . . . .  8 71
M edium  G alvan ised  — 7 56
Sm all G alvan ized   _ 6 76

W ash b o ard s
B an n er, Globe _______ 6 60
B rass , s i n g l e _______6 00
G lass, s ing le  __________6 00
D ouble P ee rle ss  __8 60
Single P ee rle ss  _______7 60
N o rth e rn  Q ueen __5 60
U niversal _____________7 25

W ood Bowls
13 in. B u t t e r ______ 6 00
15 in. B u t t e r _______ 9 00
17 in. B u t t e r ________ 18 00
19 in. B u t t e r _______ 25 00

W RAPPING PAPER
Maple

M ichigan, per gal. 2 50
W elchs, per gal. --------3 25

T A B L E  SAUCES  
Lea & P e rr in , la rg e — 6 00
Lea & P e rr in , sm all_3 35
P ep p e r ________________1 60
Royal M int ---------------- 2 40
Tobasco, 2 o z . --------------4 25
Sho You, 9 oz., doz, 2 25
A -l, la rg e  ___________4 75
A -l s m a l l ____ :----------3 15
C aper, 2 o z . ---------------- 3 30

F ib re , M anila, w h ite .  05%
No. 1 Fib '-e _ _______ 07
B u tch ers  D. F . _____ 66%
K ra ft ________________ 07
K ra ft S t r i p e _________ 09%

Y EA ST C A K E
M agic, 3 doz. ______ _ 2 70
S un ligh t, 3 doz. ____ 2 70
S un ligh t, 1% doz. . .  1 25 
Y east Foam , 3 doz. _ .  2 70 
Y east F oam , 1% doz. 1 36

Y EA ST—COM P R K M R D  
F le isch m an n , p e r doz. 30>
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SIX  CHA IN  STO R ES Q U IT

As the Result of Independent Activity 
in Kalamazoo.

W h at is believed to be one of the 
m ost effective cam paigns yet under
taken to induce the public to trade with 
independent stores, ra ther than  w ith 
those of the chain variety, was started 
last Novem ber in Kalamazoo, as the 
“ Hom e Owned Stores Association” 
and now has spread to Battle Creek, 
Jackson, Lansing, Grand Rapids, Ann 
A rbor and num erous sm aller towns in 
Michigan, while it is said to be begin
ning to a ttrac t national attention.

T h e  movement is not a boycott and 
it is really not specifically anti-chain 
store. As a m atter of fact, several 
chain stores are m em bers of the as
sociation. But these chains are local
ly owned or else pay taxes and do 
their banking there. The five “ Piggly 
W iggly” stores in Kalamazoo, for ex
ample, are locally owned and operated 
and the owner is a booster for the as
sociation.

T he avowed purpose of the associa
tion is to encourage support of home- 
owned stores, and in doing so to build 
up sentim ent against trading with 
stores that are owned by absentees. 
More than 300 retailers, or more than 
90 per cent, of the independent stores 
of all kinds in the city, and practically 
all the wholesalers in all lines, as well 
as the banks, are co-operating in the 
movement.

Peculiarly enough, the m ovement 
was started  and has been led by a man 
who is not a m erchant.

Jam es M. W ilson conducts a gen
eral insurance business in Kalamazoo. 
L ast year Mr. W ilson was one of the 
w orkers for the local comm unity fund 
and when he went to some of the 
chain stores fo r  contributions he was 
turned down cold. T hat started  him 
thinking more than ever about the 
chain store problem. H e m entioned 
the m atter to  a fellow worker who 
owns a bakery and the baker told him 
he was rapidly being forced out of 
business by chain store competition. 
Then Mr. W ilson was rem inded that 
several of his independent m erchant 
custom ers were so near on the rocks 
th at they were having difficulty in 
m eeting the premium s on their insur
ance.

W ilson was not a retail m erchant, 
bu t his business was being severely 
affected by the chain stores, neverthe
less. If the bakery closed down he 
lost that insurance; its 300 employes 
would be throw n out cf employm ent 
and they couldn’t keep up the prem 
iums on their life insurance or take 
out new policies; if the independent 
retailers were forced out, that meant 
the loss of more insurance business for 
Mr. W  ilson. Then there were the de
livery services which carried insurance 
with Mr. W ilson’s agency; they were 
getting  less and less goods to deliver 
for the retailers, and the end appeared 
to  be near for them. T here just wasn’t 
any limit to  the ramifications.

Mr. W ilson determ ined to  take the 
initiative. He called a mass m eeting 
of local m erchants and discussed the 
situation with them.

Prior to this time the Michigan

W holesale Grocers’ Association had 
undertaken to  foster sentim ent in 
favor of locally owned stores by g e t
ting up an emblem to be placed on the 
door of such stores, proclaim ing them  
to be home-owned stores and the 
Michigan Retail H ardw are Associa
tion had also encouraged the move
m ent by urging its m em bers to display 
the emblem.

I t  so happened that one of the lead
ers of this movem ent was in K alam a
zoo a t the time and attended the mass 
m eeting of retailers, telling them  what 
his organization was doing.

The Kalam azoo m erchants immedi
ately adopted the name and symbol of 
th e ' “ Hom e-O w ned Stores Associa
tion.”

So far, so good. But small, inde
pendent retailers are slow to give real 
co-operation in such an organization, 
and this was no exception. Some of 
them paid a dollar as dues, in re turn  
for which they received an emblem 
and a quantity of inserts to wrap with 
packages, and they did a lot of talking, 
but there the m atter stood until the 
wholesalers came to the front and 
really assumed the leadership.

The wholesalers invited Mr. W ilson 
to appear before a m eeting and tell 
them just what had been done and 
What was needed. As a result, the 
wholesalers of Kalamazoo chipped in 
$1,100 with which to prom oet a three- 
m onths’ advertising cam paign in the 
local papers.

These wholesalers are engaged in 
various lines. Am ong the sponsors of 
the movement are one hardware job
ber, two wholesale grocers, four candy 
wholesalers, two tobacco wholesalers, 
three bakeries, five meat wholesalers, 
one sausage maker, three biscuit com
panies, four fruit and produce whole
salers, two wholesale paper concerns, 
four banks and others.

T h e  wholesalers contributed the 
money for advertising and appointed a 
comm ittee of their own num ber as the 
advertising committee, of which M. 
C. Gainder, sales m anager of Edw ards 
& Chamberlin, Hardware jobber, is 
chairman.

T he advertising campaign was stag
ed during April, May and June of the 
current year. L iberal display space, 
usually forty  or m ore inches, was tak
en in the Sunday paper in which to 
tell the public ju st what the Hom e- 
Owned Stores Association is and why 
the people should support home-owned 
enterprises. U nder the emblem of the 
associaion, for example, one advertise
m ent read:

“This emblem is your guidepost to 
an independent store.

“Stores displaying this emblem are 
owned and operated by Kalam azoo 
citizens. T hey deserve your trade— 
not only because they are your neigh
bors, but because they can serve you 
b e tte r!

“Patronize home-owned stores and 
help preserve independence in business 
for your children.

“The prosperity , of home-owned 
stores and our com m unity prosperity 
are inseparably bound together.

“W here m any profit—m any p ros
per."

The initial advertising campaign

wound up writh a prize contest in which 
three prizes, totaling $23 in cash, were 
offered for the best letters from  citi
zens on why they trade a t home- 
owned stores. About seventy-five let
ters are said to  have been received.

T he campaign will be resum ed soon 
and continued indefinitely, it is said, 
but the wholesalers, having shown the 
way, now are willing that the retailers 
bear a part of the burden.

Ju s t a t the m om ent the association 
is being re-organized, the wholesalers 
are coming in as m embers, instead of 
merely backers, as they have been 
heretofore, and it has been suggested 
that a paid secretary be employed. 
W hether or not all the ambitious plans 
m aterialize, it is certain th at the as
sociation will continue and th at the 
advertising campaign will be prose
cuted with vigor.

The work so far has been construc
tive. No direct effort to  discredit ab
sentee-owned stores has been made, 
but an aggressive effort to build up 
sentim ent in favor of local trade in all 
lines has been made. There, incident
ally, is one of the principal secrets of 
the success of the cam paign; it has 
become popular to trade with inde
pendent stores and, consequently, un
popular to  trade with chain stores.

A t the same time much constructive 
work has been done along the lines of 
educating retailers to better ways of 
m erchandising. Prom inent men from 
various points have been brought in to 
address the m eetings on different 
phases of retailing, ranging all the 
way from the importance of a clean 
floor and clean windows to accounting 
and store m anagem ent. As a  result 
leaders claim that Kalamazoo now has 
the m ost capable body of independent 
retailers of any city of its size in the 
country.

N or have the m em bets been spared 
when they transgress their own prin
ciples. I t  iis a fact that an independent 
grocer will go to a chain store, cloth
ing store, furniture store, or other 
store for his own purchases, while 
cursing the chain stores in his own 
line; the independent druggist goes to 
the chain grocer and so on. This has 
been made very bad form in K alam a
zoo.

T h e  independent retailers have also 
been reminded of the desirability of 
their trading with the local whole
salers in their respective lines, and it 
is estim ated th at local trade of K ala
mazoo wholesalers has increased 35 
or 40 per cent, as a result.

O ther results were stated by Mr. 
W ilson and later confirmed by E d
wards & Chamberlin, hardw are jobber, 
and the A. W . W alsh Co., wholesale 
grocer:

A total of fifty-eight talks have been 
given before clubs, societies, lodges 
and other organizations in Kailamazoo 
and vicinity, for the purpose of ac
quainting them  with the movement 
and winning their support of it.

Six chain meat m arkets have gone 
out of business since the campaign 
started.

Num erous chain grocery and meat 
stores have changed location, indicat
ing th at their trade had deserted them  
where they were.

A nationally known baking com 
pany was operating five trucks in the 
city before the association was formed 
—now it doesn’t operate any.

T he Kalam azoo Delivery Service 
and the V anderK lok Brothers, the two 
principal concerns that operate a de
livery service for local independent re
tailers, report gains of 50 and 40 per 
cent., respectively, in their business.

No new unit of a chain store system  
had been opened in the city since the 
first of the year until I'aSt week, then 
another K roger grocery store was 
opened.

The m ovem ent in other Michigan 
cities has followed closely along the 
lines established by the Kalam azoo 
association, although the different local 
associations differ in m inor details, one 
of which is tha't of name.

The purpose of all is the same, how
ever, and all are following much the 
same tactics. Definite results in the 
other cities are not so good yet, as 
m ost of them  have been organized 
only a short while.— D. S. Baird in 
Sales M anagem ent.

Automobile Conditions in Detroit.
Detroit, Ju ly  31—Although July 

showed the falling off in sales that the 
automobile industry has learned to ex
pect, the m onth developed surprising 
comparative strength . T he 5,000,000 
unit year, barring miracles, is out of 
the question, b u t the 4,000,000 year is 
seen as a strong possibility.

W ith  ford com paratively ou t of the 
picture in the first six m onths, the 
production of 2,316,000 units by the 
industry was an outstanding record 
for the period—only about 167,000 less 
than the  historic record of 1926, when 
ford was going at top speed.

Unem ploym ent is m arkedly less: 
overtim e is general, to such an extent 
that some of the usual plant shu' 
downs for sum m er vacation have had 
to be abandoned; car loadings are ex
pected to  be 6 per cent, better in the 
third quarter than In the second; gen
eral credit is firmer, w ith prospects of 
continued interest levels; tangible, 
m oney-in-the-pocket prosperity  i 5 
widespread and the agricultural out 
look is b right. T he autom otive indus
try  should prpfit amazingly in 1928.

D etroit em ploym ent stands at 265,- 
556, or 65,963 more than it was a year 
ago. The increase for the week was 
1,083 men. T his contrasts sharply 
with conditions in D etro it a year ago 
when close to 8,000 men were laid off 
in one week.

T h e  Packard  M otor Car Co., one of 
the outstanding m anufacturers of sixes 
and eights in the D etro it area, wi l 
discontinue the six before long and 
add to its line of eights a lighter car 
a t a lower price. Details o f the change 
have been completed, it is known, and 
the announcem ent is not far off, though 
publicity of the change is not yet 
official.

A new line of light delivery and 
passenger busses, the Fargo  Expret 
will be shown in about six to eight 
weeks, or possibly earlier. M ystery 
shrouds this line, but it is the product 
of one of the biggest m akers and a 
private view of the line w arran ts the 
statem ent that it will unquestionably 
create unusual interest.

W alter Boynton.

Our Greatest Need.
“W hat do you think this country 

needs m ost?”
“W hat this country needs m ost is 

more men plowing the fields with 
plows and less shieks and loafers w ith 
niblicks and mashies.”
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Self-Service on Vegetables W ith a 
Profit.

(C ontinued from page 20) 
escaped some shrinkage and thousands 
of able m erchants went down in u tter 
ruin. M ost will agree th at a retail 
store in a rural comm unity that shows 
net w orth of $268,994 is not exactly 
broke.”

T h e  report shows only a record of 
unbroken business success, never a 
failure, never a fire, the habit of dis
counting and—except as noted—con
stan t grow th  in net worth. I t  further 
shows that net w orth has been added 
to since 1923 until it stands at last re
port a t $287,957—that in the fall of 
1926.

I am very happy to find this situa
tion not only because this m erchant is 
a valued friend of mine, but because 
it shows once more how the m erchant 
who knows his business can weather 
present day conditions successfully. If 
I were at liberty to tell more, I could 
make you wonder—as many others 
long have wondered—th at such a suc
cess could be attained in such a lo
cality.

But let us ever choose our words 
with exceeding circumspection.

Paul Findlay.

Proceedings of the Grand Rapids 
Bankruptcy Court.

G ran d  R ap ids, J u ly  24—In  the  m a tte r  
o f M ike D anko, B a n k ru p t No. 3340, the  
tru s te e  h a s  Tiled h is  re tu rn  show ing  th a t  
th e re  a re  no a s s e ts  over an d  above e x 
em ptions , an d  th e  case  has been  closed 
a n d  re tu rn e d  to  th e  d is tr ic t  co u rt, a s  a  
case  w ith o u t a sse ts .

In  th e  m a t te r  o f F ra n k  H . N ew ton, 
B a n k ru p t No. 3182. th e  tru s te e  h a s  filed 
h is  final re p o rt an d  a c c o u n t show ing  
th a t  th e re  a re  no a s s e ts  in  th e  e s ta te  
over an d  above m o rtg ag es  a n d  ex em p 
tions. T he case  h a s  been closed an d  r e 
tu rn e d  to  th e  d is tr ic t  c o u rt a s  a  case  
w ith o u t a sse ts .

J u ly  24. W e have  to -d a y  received  th e  
schedu les, re fe ren ce  a n d  ad ju d ic a tio n  in 
th e  m a tte r  of R ay  P. W ooden, B an k ru p t 
No. 3496. T he  m a tte r  h a s  been  re fe rred  
to  C h arle s  B. B la ir  a s  re fe ree  in  b a n k 
ru p tcy . T he  b a n k ru p t is  a  re s id en t of 
K alam azoo , a n d  h is  o ccupa tion  is th a t  
o f a  m ach in is t. T he  schedu les show  a s 
se ts  of $876 w ith  liab ilitie s  o f $5,013.69. 
T h e  c o u r t  h a s  w rit te n  fo r  fu n d s  a n d  upon 
re c e ip t of sam e, th e  firs t m e e tin g  of 
c re d ito rs  w ill be called, no te  o f w hich 
w ill be m ade  h e re in . T he  lis t of c re d 
ito rs  of sa id  b a n k ru p t is as  follows:
R oy Cooley, K alam azoo  ---------------$ 14.75
W illiam  S w ift, K a la m a z o o ------------ 14.75
A sso c ia tes  In v e s tm e n t Co., K a la . {264.00
W ellin g to n  F o s te r, A llegan  ---------- 100.00
C onsum ers  P o w e r Co., K alam azoo  13.50
P h ilip  P e rk in s , K alam azoo  -------- 141.20
R o ss ite r  R. P o tte r , K alam azoo  __ 23.66
R issell S u tto n , K alam azoo  ----------  5.00
B ronson  M eth o d ist H o sp ita l, K ala . 180.15
G eorge B alch , K alam azoo  ------------ 20.00
Dr. C larence  G ille tte , B en ton  H a r. 2.00
C larence F ield , K a la m a z o o ------------ 63.00
L ek  H u b b a rd , K alam azoo  ------------ 42.24
M. L iv in g sto n  Co., K alam azoo  — 20.00
D av id  K ennedy , K a la m a z o o --------  30.81
K al. B low  P ipe  Co.* K alam azoo  __ 1.50
I r a  W ooden & O ra  W ooden, K ala . 135.05
N ew  M ead, K alam azoo  ---------------- 184.00
O rlie J . S m ith , K a la m a z o o ------------ 60.00
W ard  S. R ue, K alam azoo  ------------ 55.00
J a m e s  M yers, O ts e g o ------------------- -  9.50
W m . H . P en d e lto n , K alam azoo  __ 18.00 
F i r s t  S ta te  S av ings  B ank , T h ree  R. 156.00
J . W . B ullock, T h ree  R i v e r s -------- 150.00
T ob lers  F lo ra l Shop, T h ree  R iv e rs  15.00
Lee B arn es , T h ree  R iv e rs  ------------ 12.00
I d 'a l  C leaners, T h ree  R i v e r s ----------  1.85
M ich. G as & E lec tric  Co., T h ree  R. 12.88
E. J .  D unn , T h ree  R iv e rs  ------------ 6.29
F a rm e rs  & M echan ics A gency, K al. 34.00
D. E . B u rg ess , A l le g a n ------------------  29.50
A. W . Shaw , C hicago -------------------  24.60
G rove D a iry  Co., K alam azoo  ------ 7.40
B ra n d  & M askey. A llegan ------------ 9.01
H . H. Cook, A llegan ------------------ 30.00
Zell B aldw in . K a la m a z o o --------------  175 00
A. H . F o s te r, A llegan  -----^iSOO.OO
P ra n c e s  F o s te r  B eadle, K en d a ll— 200.00
C la rk  M em orial, K a la m a z o o --------- 65.00
R eid  S to res , Inc ., Sou th  B e n d ----- 130.00
W oodrow  W ilson In s ti tu te ,  C hicago 80.00 

J u ly  28. On th is  day  w ere  received  th e  
schedu les, o rd e r of re fe ren ce  an d  a d ju d i
ca tio n  in  th e  -m a tte r  of Jo sep h  R. R oss, 
in d iv id u a lly  a n d  do ing  b u s in ess  a s  th e  
E lm  C andy  Shoppe, B an k ru p t No. 3497. 
The b a n k ru p t r e s i d e  at Three Oaks. The

b a n k ru p t h a s  co n ducted  a  co n fec tio n ery  
a t  su ch  loca tion . T h e  sch ed u le s  l is t  
a s s e ts  of $14,692.34 w ith  liab ilitie s  o f 
$11,416.63. T h e  a s s e ts  include e x em p t 
p e rso n al a n d  re a l p ro p e rty . W h en  th e  
l ir s t m e e tin g  is  called  no te  of th e  sam e 
w ill be m ade  here . A  l is t  o f th e  c red ito rs  
of sa id  b a n k ru p t is a s  follows:
M ary  A. M asso th , C h ic a g o _____ $2,800.00
B u ch an an  S ta te  B ank , B u ch a n a n  1,300.00 
G eneral*  M otors A ccep tan ce  C orp. 748.00 
W m . B a re n s te n  Co., B en to n  H a rb . 101.55 
G. E . B u rs ley  & Co., E lk h a r t, Ind . 60.25 
J . N . C a r r  & Son, B en to n  H a rb o r 3.85
D r. C has. D. C am p  Co., C h icago_105.00
F is h e r  B ros. P a p e r  Co., F t .  W ay n e  14.50
C hicago P enc il Co., C hicago _____ 15.61
H am ilto n  H a r r is  & Co., So. B end  56.62 
L o ck w ay -S to u ck  P a p e r  Co., B. H . 148.46 
Ind . W a te r  Serv ice  Co., T h ree  O aks 47.90 
In d ia n a  a n d  M ich igan  E le c tr ic  Co.,

B u ch a n a n  _______________________  32.36
L oose-W iles  B iscu it Co., So. B end 2.19 
F ra n k lin  M acV eagh Co., C hicago 93.28 
M u tu a l C ity  & V iljage F ire  In s.

Co., D ow agiac  __________________ 30.00
C ity  D airy , N i l e s ____ _____________310.50
N a tio n a l C andy  Co., G rand  R ap id s  55.11
O sca r E . S w artz , B u c h a n a n _____  20.66
S. B. G lass W orks, S o u th  B e n d _59.00
T h ree  O aks D ept. S to re ., T h ree  O. 51.86 
W a rn e r  C ig a r & T obacco H ouse,

B en ton  H a rb o r __________________ 66.62
T h ree  O aks I .u m b e r & C oal Co.,

T h ree  O aks ___ - ________________ 126.83
L ynn  C. E d in g er, T h ree  O a k s ___  57.60
L iqu id  C arbon ic  Co., C h ic a g o ___  848.00
G eneral P u b lic ity  Co., D e t r o i t ___  77.99
D ow agiac N a t. B ank , D ow ag iac__2,800.00
E . K. W arre n  & Co. S ta te  B ank ,

T h ree  O aks ____________________ 500.00
M ary  A. M asso th , C h i c a g o __ .__  500.00
B a r re t t  & R udoni, D o w a g ia c _____  263.99
H a rry  C asey , D ow agiac  ___________119.00

J u ly  30. On th is  d ay  w ere  received  
th e  a d ju d ica tio n , re fe ren ce  a n d  schedu les 
in the  m a te r  of V erne  J .  L e  V and, B a n k 
ru p t  No. 3498. T he  b a n k ru p t is  a  sa le s 
m an  a n d  lives a t  G ran d  R apids. T he 
schedu les lis t a s s e ts  of $100, a il of w hich  
is  c la im ed  a s  exem pt, w ith  liab ilities  
of $8,478.62. T he  firs t m ee tin g  w ill be 
called  la te r. A l is t  of th e  c re d ito rs  of 
sa id  b a n k ru p t is a s  follows:
T im e M agazine Co., N ew  Y o r k _$ 4.00
L. D. Oyler, D e tro it ____________ 50.00

T he following a ll o f G ran d  R ap ids:
Jo h n  S. N o e f ______________________ 44.00
O. A. B y rn e  Co. __________________ 10.35
eR gal C oal Co. ____________________ 11.00
M cH ugh B o o te r y __________________ 38.45
E a s t  E n d  Shoo S to re  _____________ 28.00
V an d en b erg  F u rn . Co. ____________ 39.48
G rinell M usic  H ouse  ______________ 15.30
J . A. M iddleton  H a rd w are  _____  35.27
D r. A lden W illiam s ______________ 10.00
B lo d g e tt H o sp ita l ________________  12.50
Dr. R ub in  M au rits  ________________ 10.00
P re ss  _____________________________  13.71
M adam  G ibson T a ilo r ____________ 6.25
M. G. D eeb T a ilo r ________________ 5.25
C. D u tm e r D ru g  S t o r e ____________ 22.16
C arl O rw an t G rocer ______________ 68.15
H eip o lsh e im er Co. _________________ 136.47
B asch  Jew e lry  Co. ________________ 8.00
T ra v is  L u m b er Co. ________________ 73.46
N a tio n a l C lo th ing  Co. ____________ 20.00
D r. S o u th w ic k _____________________  51.00
G. R . C l in ic _________________________ 105.00
D r. N o rth ru p , W ells, R i g t e r i n k _42.30
D r. J a m e s  B ro th e rh o o d  __________ 5.00
D r. E a rl J . B e y e r s ________________ 68.00
A llersm a, F lo r is t  __________________ 8.00
Geo. R. L a n e ______________________  1.75
M cN eal B a th s  _____________________  10.00
P re s s  ______________________________  2.40
R eeds L ak e  Oil C o . ________________ 55.00
G. R. C lin ic ______________________ 39.00
D r. H . Collise ____________________  86.00
B an n e r  B a k e r } '____________________  21.00
D onovan C lo th ing  Co. ____________ 8.50
R an d a ll S a les Co. ________________ 78.00
V e e n s tra  & H o ag  G arag e  ________ 49.50
Jo h n  V e en s tra  _____________________100.00
W u rz b u rg  D ry  Goods S to re  ______ 39.50
F en ce  De L eon  W a te r  C o . ________ 2.75
Collins Ice  Co. ____________________  19.00
D r. M ulder ________________________ 5.00
D r. H ess  _____________________i____  28.00
E a s t  E n d  F u § l Co. ................  212.00
T. J . M organ  ____________________ 48.00
H era ld  ____________________________  6.00
W om en’s  H om e Com p. R ead in g  Cl. 3.50
G. R. C ream ery  Co. ______________ 35.00
D r. B e ttiso n  ______________________  8.00
M en te r C lo th ing  Co. ______________ 38.50
D r. J . W . R ig te rin k  ______________ 7.00
Dr. J a m e s  B ro th e rh o o d  _________  2.00
D r. C. V. C rane  ________  212.00
M issouri S ta te  L ife  Ins. Co. _____314.01
M. S lu y te r  ________________________  55.00
M rs. M. J .  L e V and  ______________4,800.00
G. R. S av in g s  B ank _______________ 140.00
E a s t  G. R. S ta te  B a n k ____________ 483.31
S. K. W es t & E . G. R. S ta te  B k. 195.00
H e rm a n  H q genho ltz . E . G. R . _25.00
E. G. R. S ta te  B an k  _____  85.00
G. R. N a tio n a l B an k  _____________ 324.00

How Did You Enjoy Your Dinner?
The question, “H ow  did you enjoy 

your dinner,” has often been asked and 
in m ost cases th e  reply has indicated 
that everything was satisfactory. T his 
is due to  the fact th a t m ost of us have 
plenty to eat and on the whole well

cooked. If the question was asked in 
an endeavor to learn w hether the  din
ner was economical and a t the same 
time satisfying, we believe not so many 
optim istic answers could be made. 
T here are many opportunities to  save 
money on the family dinner and a t the 
same time please those who eat it, and 
at times econom y in the home with 
special reference to foods is a very im
p o rtan t m atter. W hile we believe all 
should have their steaks and chops 
once in a  while, if they were varied 
with cuts from other sections of the 
animal carcass they would be more ap
preciated. Too much of one thing, no 
m atter how good it is, becomes tire
some and consequently lacks full ap
preciation. Tem perance in all things 
is good and those who consume in
toxicating liquors to excess are not the 
only kind of persons who should prac
tice self-denial. There are any num ber 
ol parts and cuts of m eat besides steaks 
and chops that please the palate and 
m aintain full bodily stamina. P igs’ 
feet and sauerkraut may seem like a 
homely dish, and yet is a very good 
one when well prepared. P igs’ head, 
which is neglected far more than it 
should be, is also som ething to  please 
the hungry man. Such things as 
tongues of beef, veal, lamb and pork 
anim als provide dishes that are differ
ent from the ordinary and in a sense 
are luxuries when cooked and served 
by com petent cooks. You never 
thought of serving tripe to a company 
of friends, and yet tripe has m any fond 
endorsers. A nother dish not eaten as 
generally in this vicinity as its good
ness deserves is creamed dried beef. 
W hen the beef is well cured and dried 
and served with a  good cream sauce 
on toast it is really one of the most 
enjoyable breakfast dishes well im
aginable. The cost per pound is not 
especially low, but a little of it goes 
a long way and does not provide a 
heavy m eat in the m orning when most 
persons eat m oderately. T here are 
literally hundreds of other things in 
the m eat line that are surprisingly good 
for a change, and m ost of them  cost 
less than the conventional steaks.

Not Familiar W ith Grace.
W hen tea was over a t the children’s 

party, the hostess asked the  sm allest 
boy if he would say grace.

“W h at’s th a t? ” asked the  honored 
guest.

“W hy, don’t you know?” said the 
surprised hostess. “W hat does you^f 
father say when he has had a  good 
dinner?”

The small boy searched his memory, 
then  replied:

“ He rubs his chest and says: ‘R ich
ard is himself again!”

Should Stand Back of the Tradesman.
Ithaca, Ju ly  28— Enclosed find check 

for $3 for renewal to the Tradesm an. 
W e feel that we m ust have the  paper.

W e enjoy the Tradesm an very much 
and feel that you are doing a w onder
ful work for the independent m erchant 
in all lines of business. W e surely 
think that every independent line of 
business in this and other states should 
stand back of you and your paper. I 
wish we had more editors w ho dared 
stand up fo r the  righ ts of the retailer 
and express them selves as the T rades
man does, A. A. Sprague,

The Landlord W as Generous. 
“W hat is the rent of this room ?” 
“Ten dollars.”
“Does that include light?”
“ Electric light is ex tra—daylight is 

included in the price.”

Bisness W aits Bapartmcit
Advertisements inserted under this heed 

for five cents a word the first insertion 
and four cents a word for each subse
quent continuous Insertion, if sot In 
capital letters, double price. No oharge 
less than 50 cents. Small display adver
tisements in this department, $♦  par 
Inch. Payment with order is required, as 
amounts are too small to open accounts.

L ak e  P ro p e r ty  — C o ttage, fo u r lots. 
B ea r L ake, M anistee  coun ty . C o ttage, 
N a rro w  L ake, E a to n  coun ty . P rice  r ig h t. 
¡8. B runk , E a to n  R apids. 901

F o r S a le -G e n e ra l  m erch an d ise  s tock , 
tw o -s to ry  h riek: build ing , solid  concrete  
basem en t, liv ing  room s ty> s ta irs . H a rd 
w ood doors, h a rd  p la s te r  th ro u g h o u t. 
W a te r  p ressu re  on bo th  doors. S tock  
an d  d x tu re s  $25,000; d isco u n t fo r a ll cash. 
On m ain  h ighw ay , fa rm in g  an d  d a iry in g  
d is tr ic t.  A ddress F red  K em per, Jen k in s ,
M innesota .____________________________902

FO R  SA L E—Stock  of shoes  a n d  m en 's  
fu rn ish ings . All h igh  g rad e  m erchand ise , 
w ell a sso rted , e a sy  to  dll in w here  sizes 
a re  broken . R e tirin g  from  business  a f te r  
n e a r ly  th ir ty -d v e  y e a rs  of a c tiv ity . 
C harles  Fo rslind , L uding ton , M ich. 903 

F o r  Sale—G rocery  a n d  m e a t m a rk e t. 
S tock  a n d  d x tu re s  a t  inv en to ry . O r will 
sell h a lf  in te re s t. F a c to ry  co rner, one of 
best tow ns in s ta te  y e a r  round . D oing 
good cash  business. R eason  fo r selling, 
h ealth . A ddress No. 904, c /o  M ichigan 
T ra d esm an . 904

FO R  SA L E  — H otel, n ine  fu rn ish ed  
s leep ing  room s well equipped. Pool an d  
c a rd s  below. M oney m ak er. R eason  for 
sale  is h ea lth . C an deal d ’re c t w ith  
ow ner. E . D. F ran c isco , 121 M aiden 
L ane , A drian . M ich. 896

LA U N D RY —SM ALL, DOING A GOOD 
B U SIN E S S—N early  new  m ach inery . W ill 
s ae rid ee  fo r q u ick  sale . F o r p a rtic u la rs  
w rite  H om e L au n d ry . A lbion. M ich. 897

FO R  SA L E —G eneral s to ck  in exce llen t 
fa rm in g  co m m unity  in  C en tra l M ichigan. 
S tock  w ill in v en to ry  a b o u t $5,000. R eason  
for selling , h av e  o th e r  business. A ddress 
No. 898, c /o  M ichigan T rad esm an . 898

FO R  SA L E—L ak e  fro n tag e , h u n tin g  
lands, fu r  fa rm s , c a t tle  a n d  sh eep  ra n c h 
es. T ra c t  of a ll sizes. G. J .  W h ea to n , 
A lpena, M ich._____ 899

H av e  fa rm s  a n d  incom e p ro p e rty  to  
exch an g e  fo r g en e ra l m erch an d ise  stock , 
c lo th ing  o r shoes. A ddress No. 900, c /o  
M ichigan T rad esm an . 900

F O R  SA L E —E sta b lish ed  d ry  goods and  
g ro ce ry  bu s in ess  in  good th r iv in g  M ich
ig an  tow n of 700 popu la tion . Only d ry  
goods bu sin ess  in  tow n, a n d  on ly  tw o 
o th e r  g ro ce rie s . D oing good cash  b u s i
ness. H av e  b e s t of re a so n s  fo r  selling. 
A ddress No. 887, c /o  M ich igan  T ra d e s 
m an . 887

M A N U FA C T U R E R S  OF A PRODUCT  
of th ir ty -s e v e n  y e a rs  s tan d in g  w n a t to  
h e a r  from  sev e ra l sa le sm en  ab le  to  ta k e  
a  s ideline  th a t  h a s  held  a n d  b u ilt  itse lf 
w h ere  p roperly  in tro d u ced . M en w ho 
h av e  been  on th e ir  te r r i to ry  som e tim e 
a n d  hav e  m ade  th e  sm a lle r com m unities  
closely a re  w an ted . To sev e ra l such— 
w ho a p p re c ia te  th e  sign ificance  o f  to
m orrow  a n d  va lue  a  sound  y e a r  to  y e a r  
ad d itio n  to  incom e—we w ill g ive ac tiv e  
co -o p era tio n , exc lu siv e  te r r i to ry , a n d  full 
sa le s  c red its . Give d e ta ils  — te rr i to ry , 
how  covered, lines, e tc . A ddress No. 888, 
c /o  M ich igan  T rad e sm a n . 888

CASH For Your MerchmkHMl
W ill b u y  y o u r e n tire  s to ck  o r  p a r t  of 
s to ck  o f shoes, d ry  goods, c lo th in g , fu r 
n ish ings, b a z a a r  novelties, fu rn itu re , e tc . 

LOUIS LE V IN SO H N , S ag in aw , M ich.

CASH FOR MERCHANDISE
Will Buy Stocks or Parts of Stocks of 

Merchandise, of Groceries, Dry Goods. 
Shoes, Rubbers, Furniture, etc.

N. D. GO VER, Mt. Pleasant, Mich.

Consult someone that knows 
Merchandise Value.

G E T  YOUR B ES T  O FF E R  FIRST. 
T h en  w ire , w rite  o r phone me an d  I 
will g u a ra n te e  you in  good A m erican  
D ollars to  g e t  you m ore for yo u r s to re  
o r  p la n t of a n y  descrip tion .

A BE D EM BINSK Y  
Auctioneer and Liquidator

734 So. Je ffe rso n  Ave., S ag inaw , M ich. 
P hone  F e d e ra l 1944.

B u y ers  in q u ir in g  e v e ry d ay —
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Muskegon Grocers Organize Blue 
Ribbon Association.

N orth Muskegon, July 31— Some of 
the m erchants of M uskegon and vicinity 
feeling that under the new competi
tion which now confronts us there 
m ust be some kind of co-operation or 
association to keen up with the  trend 
of the times, have formed an associa
tion called the Blue Ribbon W hole
sale and Retail Association of M uske
gon, which consists of the representa
tives of the Hum e Grocer Co., of M us
kegon, and mem bers of the Blue Rib
bon stores co-operating together for 
the mutual interest of its members, so 
that we will be  able to better serve the 
public and to  pass on to  them the 
benefits we may receive through this 
association.

T h is is, so far as we know, an en
tirely new idea and w t hope to  suc
ceed and have accomplished many 
helps to the individual m erchants al
ready in its short existence that we 
never would have acquired had we not 
organized.

W e enclose a typew ritten copy ex
plaining the object of this Association 
and if you think it worth while to  put 
this article in the Michigan Tradesm an 
it will be appreciated by the  m em bers 
of this Association.

B. Buwalda, Sec’y.

The Blue Ribbon Stores.
The trend of the tim es is towards 

co-operation. This trend is shown in 
various ways; by the union of m em bers 
of the same type of industry into as
sociations to further their common in
terests or by the union of m anufactur
ers under the direction of institutes to 
free them selves from certain trade 
abuses or by their actual am algam a
tion into what m ight be term ed trusts.

The Blue Ribbon W holesale and 
Retail Grocers Association is an o r
ganization formed along entirely new 
and unusual lines. For it is a uniting 
of the buyers and sellers engaged in 
the same m ercantile business for m u
tual helpfulness. Such an organiza
tion is unique in the mercantile world 
and is blazing a new trail for business.

The activities of the Association are 
directed by a joint committee consist
ing of representatives from  the Hum e 
Grocer Co. and the Blue Ribbon stores. 
This com m ittee meets every week to 
consider m atters of interest to its m em 
bers.

The Board of D irectors of the o r
ganization are as i o IIo w s :

Gerrit Trap, J. N. Baustert, B. Bu
walda, H. Poirier, C. A. K althaus, and 
J. P. Heeres.

The officers are as follows:
President—G errit T rap.
V ice-President—J. N. Baustert.
Secretary— B. Buwalda.
T reasurer— H enry Poirier.
This new co-operation is dem onstra t

ing its usefulness and is prom oting a 
fellowship and mutual helpfulness 
which is destined to place business on 
a higher plane. The idea is bound to  
grow.

Interesting News From Northern 
Michigan’s Metropolis.

T raverse City. July 31—An old rattle 
■trap was seen on the street, bearing 
these inscriptions: “ Yes, this is a ford. 
John D. has one; Tom Fdison has one; 
Firestone drives one and vour car is 
a half brother to this one.”

VanKenler, who operates a restau
ran t sends his deposits to the bank in 
the jaw s of a dog. Probably the money 
is as safe as when it is carried to  a 
depository in the  hands of a giddy

young woman, who unconsciously ex 
tends an invitation to purse snatchers 
to grab it.

Joe Ehrenberg, a prosperous grocer 
of W est F ront street, granted  credit 
to whom soever sought such accommo
dation. Results were not those he had 
expected. Joe announced the w ith
drawal of credit accomm odations. He 
would sell for cash only. Again he 
was disappointed. H is volume de
creased materially. Joe then resum ed 
the g ran ting  of credit conservatively 
and since has flourished amazingly.

'Canners and grow ers are shipping 
cherries in car lots; also small pack
ages by  parcel post and express. 
Housewives go to  the groves daily to  
earn pin money—from  $2 to $2.50 per 
day. Midday lunches are prepared fo r 
husbands early in the m ornings.

The T raverse  Bay Peninsula, from 
its base to the lighthouse on the point, 
is one solid field of green and red. 
Lim bs of trees are bending to  thg 
ground under the weight of cherries. 
The beauty of the scenery is beyond 
description. A cherry grove does not 
produce the  profit of an oil well. The 
ground upon which the trees are p lan t
ed rtiust be cultivated and the trees 
m ust be sprayed from time to tim e, 
while the cost of picking and crating 
is an additional expense. W hen the 
grow er is unable to sell his crop for 
more than six cents per pound the 
profit derived from  the business is not 
large. Besides there arc taxes and in 
terest on loans to be paid and other 
items of cu rren t expenses to be pro
vided for. Between the grow er and 
the table of the consum er w’ages are 
earned by the pickers and profits taken 
by the canners, the jobbers and the 
retailers.

T he owner of several stores in th is 
city sold one of his chain to  a  young 
man 'who had m anaged the business. 
The form er owner immediately leased 
an unoccupied building in an adjoining 
block and opened a stock ¡in com peti
tion with his form er employe. W as 
th a t fair?

H aving read an account of the cheat
ing of custom ers by unscrupulous a t
tendants of filling stations many per
sons now leave their cars to watch the  
indicators. Some attendants, when 
testing the quantity of oil contained in 
the tank, do not push the testing stick 
to  the  bottom , and thereby effect a 
sale of oil not needed.

An attache of the Buick M otor Co. 
stated that every owner of a car should 
be on the ground when gas is taken in 
to his tank, if, for no other reason 
than to see that the cap is firmly se
cured on the intake to the tank. T he 
same individual claims that em ergency 
brakes should be set firmly when a car 
is stored for the night. If the em er
gency is not so used, he declared, it is 
liable to be out of order when needed. 
T o  keep the brake in order, use it.

Seemingly there is a lot of velvet in 
the auto insurance business. One 
company, known by many readers of 
the Tradesm an, wrote policies of in
demnity on which the premium  re
ceipts were $100,000 last year. Its  ex
penses, including paym ent fo r losses, 
am ounted to $24,000. A young man 
who purchased $10,000 worth of stock 
in the company was offered $12,000 
for his shares sixty days later. He did 
not accept the offer.

A rthur Scott W hite.

Eight New Readers of the Tradesman.
The following new subscribers have 

been received during the past week: 
Schust Company, Lansing.
Louis W . Blasy, Grand Rapids. 
Jacob Smith. Grand Rapids.
T hos. E. Kedgeil, Coral.
T ru fan t State Bank, T rufant.
N. P. Nielsen, Trufant.
M iller’s D rug Store, T rufant. 
H om e Dairy Co., Pontiac.

Every Housewife Should Have a Scale.
T o  every housewife this is an im 

portan t m atter, for no m atter how 
cheaply an article m ay be priced by the 
chain stores, unless you are getting  
your full weight, you are paying more 
per pound than you thought you were.
■ R ew tigh everything that you buy by 
weight from  the chains, and maybe 
thereby your eyes will be opened.

A certain chain store on June 22 ad
vertised potatoes a t 19c per peck. The 
advertisem ent specifically stated th at 
a peck was fifteen pounds.

Incidentally, all names, locations and 
dates can be furnished. Enticed by this 
advertisem ent a lady bought a peck. 
She should have received 15 pounds; 
she receivd 13 pounds, a difference of 
tw’o pounds, or 13*/5 per cent.

Instead  of paying 19c, she actually 
paid 2 1 J/2C, and 21c was not a low 
price that day.

I t  is not the figure in the advertise 
m ent that saves you money, but hon
est weight and correct calculations.

Do you ever notice the contents 
printed on the label of a can? I t  m ust 
be there, for the Governm ent demands 
it.

Now a standard No. 2 can is suppos
ed to  contain 1 lb. and 4 ozs. of the 
product—20 ozs.

M ost of the cheap canned goods ad
vertised by the chain stores have a 
1-lb. 2-oz. contents, or 18 ozs. Two 
ounces doesn’t seem much, but it is 
1/10 or 10 per cent, of the contents. 
T hus the two cans you buy for a quar
ter, you really pay for a t the rate  of 
27^4 cents.

T he same th ing  applies along the 
whole grocery line. Some prices look 
cheap in an advertism ent, but unless 
you know’ the weight of w hat you are 
buying you m ay be paying excess 
charges on your purchase.

I t  is w hat your goods cost you in the 
kitchen and not in the newspapers 
which determ ines their economy.

If you have a scale, use it; if you 
haven’t buy one, buy one and use it.

A week’s use of a scale will enlight
en you greatly  on newspapers adver
tisem ents and the crooked and crim 
inal tactics of the chain stores.

Swindled on a Very Old Game.
Saginaw, Ju ly  31—'Mr. and Mrs. 

F rank  Greenwald, 2056 State street, 
would like to find the two strangers 
who yesterday afternoon sold them  
seven bolts of cloth at $45 a bolt and 
then departed. The poiice have been 
asked to make a search.

According to the police, this is the 
story  the Greenwalds told:

A stranger came to their store yes
terday afternoon looking for a tailor
ing location in that neighborhood. 
W hile he was telling them  of his great 
desire to leave Bay City and locate in 
Saginaw, a second stranger arrived, 
carrying a large bundle containing sev
eral bolts of cloth. He said he was a 
sailor. The cloth, he said, he had ob
tained abroad and intended to give it 
to a brother, who had been a tdilor in 
Saginaw’ but recently had moved W est 
for his health.

The tailor from Bay City wanted to 
see the cloth. A fter careful inspection 
he made an offer of $45 for a bo lt and 
the sale was closed.

He wanted more, but the sailor de
clined to sell it to him. The sailor 
could talk only German, Mrs. Green
wald acting as interpreter. T h e  ow n
er of the cloth said he wanted to do

no more business with the Bay City 
man.

T hen  the plqt thickened. The Bay 
City tailor told Mrs. Greenwald that if 
she could buy the rem ainder of the 
goods a t $45 a bolt, he w’ould pay her 
$10 profit on each bolt.

She entered into negotiations for the 
cloth and succeeded in obtaining all 
but two bolts, the sailor claiming he 
w anted to save the two for the cap
tain of his ship as a present.

The tailor departed to get the money 
leaving the cloth he had purchased. 
A fter a lapse of about tw enty m inutes 
he called Mrs. Greenwald to ascertain 
if she had been successful, and, when 
informed she had, he announced he 
w’ould be back in th irty  m inutes with 
the money.

H e has not been back yet.
T h e  Greenwalds were short $15 of 

the purchase price, so the sailor who 
said he liked cigarets, took the balance 
of the account in fags and departed, 
bu t not until after M rs. Greenwald had 
given him a lunch. 1 he Greenwalds 
have the cloth, which is of little value, 
and the sailor and tailor have their 
money. The police believe the m a
terial was stolen.

Corporations Wound Up.
T he following Michigan corpora

tions have recently filed notices of dis
solution with the Secretary of S tate: 
W estern  Reserve Condensed Milk Co., 

Coldwater.
Richardson Park  Corporation, B ir

mingham.
Domestic Appliance Shop. Detroit. 
Edw ard J. Dore Co., Detroit.
M ichigan Pin and T ag  Co., Battle 
Creek.
Heckel Construction Co., Detroit. 
M ark's Auto Accessories, Grand R ap

ids.
Econom y D rug Co.. Kalamazoo. 
Capital Am usem ent Corporation, Grand 

Rapids.
Beaver P roducts Co., Inc., Detroit.
The 378 N orth Saginaw Street Cor

poration, Detroit.
W inter Park  Properties, Inc., Detroit. 
General W aterproofing Co., Detroit. 
Lawndale Cream ery Co., Saginaw. 
W arner & Swasey Co., Detroit. 
M ichigan Sm elting and Refining Co., 

Detroit.
American 'Cement P laster Co., Detroit. 
Beaver Co., Detroit.

Gabby Gleanings From Grand Rapids.
Grand Rapids, July 31— Lee & Cad” 

have opened a fourth cash and carry 
store at Holland. I t is m anaged by 
R. A. Schadalee and is located a t the 
corner of E ighth stree- and Columbia 
avenue.

The Miller Michigan P o ta to  Co., 
with headquarters in Grand Rapids 
and operating 100 buying stations in 
the potato producing sections of the 
State, has changed its corporate name 
tc A lbert Miller & Co. T he change 
w as made in order to indicate its close 
affiliation with the parent company, 
A lbert Miller & Co., of Chicago, one 
of the largest exculsive handlers of 
potatoes in the United States.

D etroit — The Southw est D etroit 
Lum ber Co., w ith business offices on 
19th floor Cadillac Square building, 
has been incorpprated to deal in lum 
ber, fuel, etc., a t wholesale and retail, 
w ith an authorized, capital stock of 
$10,000 common and 40,000 shares a t 
$1 per share, $5,000 being subscribed 
and paid in in cash.

Kalam azoo — W ilkins T ire Service, 
Inc., Main and W albridge streets, has 
been incorprated to  deal in auto ac
cessories, tires and tubes, w ith an au
thorized capital stock of $25,000, $14,- 
000 of which has been subscribed and 
paid in  in  property.



The Searching Finger of Fire

W ho wouldn’t like to have his name on 
the front page of the home-town paper and 
those of the surrounding towns, woven into a 
story of some big, worthwhile accomplish
ment?

But suppose the story told of a disastrous 
fire—afire which spread to other homes, per
haps made families homeless, some of them 
penniless, with helpless children clinging to 
despairing parents, wondering what it is all 
about.

In  the above picture you see the accusing 
scar of a previous rubbish fire in the rear of 
a retail store and in spite of it a second pile, 
awaiting the searching finger of fire, the stray 
spark, the discarded match or cigarette.

Rubbish and litter is n o t only a serious 
fire hazard. It is an offense against public 
welfare with which no good citizen wants to 
be charged, because neglect of duty along 
these lines frequently leads to a diastrous con
flagration, bringing great loss to a community.



W est M ichigan’s

Finest
When you next visit Western Michigan, 

arrange your schedule so that you may ex
perience the pleasure of a day or more spent 
at the new Whitcomb Hotel, overlooking 
the Lake, in St. Joseph, Michigan.

You will find the accommodations ex
ceptional, the meals in the main dining 
room or the cafeteria appetizing, the rates 
reasonable.

And, if opportunity offers, “ tone up” 
with a mineral bath in the country’s finest 
bath department.

Incidentally, many business houses and 
associations are picking the Whitcomb for 
their conventions.

Hotel Whitcomb
an d  Mineral Baths 

St. Joseph, M ichigan

W ith the Price
Established

through the manufacturers, advertisings

your selling cost is less and profits 
more. Your customers recognize 
that the price is right when it is 
plainly shown on the label and in 
the advertising as it is in

K C
B ak in g
Powder

Same Price
25 ounces for 25c

for over 35  years

You save time and selling expense 
in featuring such brands as K C.

Besides your profits are protected.

M illions of Pounds Used by Our 
(government


