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/ y U R S  is a land rich in resources; stimulating 
in its glorious beauty; filled with millions 

of happy homes; blessed with comfort and op
portunity, In no nation are the institutions of 
progress more advanced. In no nation are the 
fruits of accomplishment more secure. In no na
tion is the government more worthy of respect. 
No country is more loved by its people. I have 
an abiding faith in their capacity, integrity and 
high purpose. I have no fears for the future of 
our country. It is bright with hope.

P r e s id e n t  H e r b e r t  H o o v e r
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W H O L E S A L E  F IE L D

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

The b est th e  W orld  has to  o ffer  in  
GRASS SEDS

Timothy 
Red Clover 
M ammoth Clover 
Alsike
Sweet Clover 
Alfalfa 
Red Top 
Blue Grass 
W hite Clover

Michigan Grown Seed Corn
Ensilage Com
Flint Corn
Dwarf Essex Rape
Soy Beans
Sudan Grass
Orchard Grass
Millets
W inter Vetch

INOCULATION FO R LEGUMES

ALFRED J. BROWN SEED COMPANY
25-29 Campau Ave., N. W .
Grand R apids, M ichigan

W o r d e n  (G r o c e r  C o m p a n y  
T he P ro m p t S h ip p ers

Don't Experiment. Make

Morton House
C O F F E E

Your Leader. It Never Fails

W o r d e n  Q r o c e r  C o m p a n y  -
Wholesalers for Sixty Years 

OTTAWA AT WESTON - GRAND RAPIDS

T H E  M ICHIGAN T R U S T  COM PANY. R eceiver.

\o u r Customers 
Know

that the quality of well-advertised 
brands must be maintained. You don’t 
waste time telling them about unknown 
brands.

You reduce selling expense in offering 
your trade such a well-known brand as

B a k in g
Pow der

Same Price 
for over 3 8  years

25 ounces for 25c

The price is established through our 
advertising and the consumer knows 
that is the correct price. Furthermore, 
you are not asking your customers to 
pay War Prices.

Your profits are protected.

Millions of Pounds Used by Our 
Qovemment
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Nine Dozen California Oranges For a 
Quarter.

Los Angeles, M arch 26—L as t week 
I had som ething to  say about a pre
vailing but m istaken idea th a t orange 
raising was simply picking the fruit 
off the trees and squeezing out the 
juice.

Since th at tim e I had occasion to  
visit several orchards and incidentally 
a large packing house, which assisted 
me in exploding the  “all-profit” theory.

I t was out in the Fullerton distract 
and there  were orange groves to  the 
right of us and orange groves to  the 
left of us, not to  speak of lemons ga 
lore. I could not help but feel th a t 
it was akin to  tragedy for so many 
tourists to  go back home without p u t
ting in a few hours a t least in a citrus 
grove, but a lot of them  confine their 
investigations to  the purchase of the 
luscious globes a t fruit stands, at 
Grand Rapids prices, and whereby 
California loses a lot of publicity. For 
instance nobody could visit a citrus 
packing plant w ithout becoming a 
California booster. H e  would be so 
interested th a t he would w rite or 
otherw ise tell the folks back home 
of the care, the science, the ingenious 
mechanical devices and the exception
al sanitary m easures which make it 
certain th at the brands which are m ak
ing California m ore and m ore famous 
should uphold these high standards.

A t the packing house the crates 
were unloaded from  trucks and placed 
on a moving belt which carried them  
to the cullers. T here each crate was 
dumoed, and all blemished, scarred or 
malformed fruit removed. T hen all the 
good fruit passed into warm, soapy 
w ater which carried it between rows 
of m echanically operated brushes, 
which scrubbed it thoroughly. N ext 
it went through a soda or borax bath, 
and then up carriers to  compressed 
air dryers, then through a mechanical 
“sizer” which separated it into three 
groups, conveying the large oranges 
to one bin, the medium to another and 
the smaller ones to still another. And 
then the select, chemically pure o r
anges were packed bv girls wearing 
white rubber gloves. A fter passing 
the cullers they were not touched by 
hands. W hen a buyer back E ast un
wraps an orange from  its tissue cover 
he can bite righ t into it w ith no fear 
that 't  carries any sort of germ, r o r  
the theory  is th at anything th at m ight 
harm  him m ight also harm  the repu
tation of the fruit abroad, thus every 
precaution th at hum an care and more 
hum anly accurate m echanisms can

devise guards the grow er’s reputation.
For the benefit of the grower, the 

fruit from each rancher is handled 
separately, and every orange which is 
not culled out is counted by autom atic 
counters, so th at he will know to a 
dead certainty how many went into the 
first quality bin, as well as the other 
tw o grades. But even after this opera
tion the fruit is inspected by experts 
paid by the state  grow ers organiza
tion. They are then tissue wrapped 
by machinery, the grow er’s name be
ing printed on such wrappings, care
fully placed in boxes, a certain num 
ber of a certain size, exactly filling 
them, and whirled away to  the re 
frigerator cars on spur tracks along 
side of the building, and thus endeth 
the lesson for one day.

I m ight add th at the culls and sm all
er sizes are offered to  purchasers by 
the wagon load. As m any as nine 
dozen may be purchased for a quarter. 
T heir juice is said to  be even richer 
than  th a t extracted from  the larger 
specimens.

Some orange juice is extracted here, 
but m ostly for local consum ption. A 
few years ago a scheme was evolved 
whereby the juice m ight be extracted, 
placed in containers and shipped in the 
same refrigerator cars, thereby saving 
transporta tion  costs on rinds and pulp. 
But the railroad companies beat the 
shippers to  it. T he rinds and pulp 
were not there, but they were in the 
freight bill all the same.

Lem ons are handled similarly, even 
with g reater care, but the industry is 
on the wane, the  supply always being 
well ahead of -the demand. Much of 
this product was in the early days used 
for m aking citric acid, but the m arket 
became glutted on this commodity, and 
the m ajor portion of the crop now 
goes into acid phosphate, which is 
used for fertilizing purposes. T he 
finest lemons I ever saw are sold on 
the m arkets for ten cents per dozen, 
and if you don’t watch out, they will 
sm uggle in a few extras.

T he m arketing problem is some
thing I m ay touch upon in a future 
offering.

L ast Saturday the W olverines of 
Southern California, held their annual 
basket picnic at Sycamore Grove, this 
city. I t  was some picnic and there 
was no disorder. As usual, K ent 
county had the largest representation. 
I t  is estim ated that 65,000 form er 
M ichiganders have taken up their per
m anent abode in Los Angeles alone, 
and there is still L ong Beach to  be 
reckoned with. N earlv every county 
in the home state  had a registration 
booth. I learned a lot of news of per
sonal interest by hanging around.

And now the “holier than thou” 
contingent are institu ting  another re 
form for the guidance of their erring 
brothers, in the nature of regulating 
the Sunday program s of broadcasting 
stations. P re tty  soon everything will 
be regulated except possibly the time 
for going to  bed and getting  up the 
next m orning. This group proposes 
restriction of the Sunday broadcast to 
“purely religious offerings” and it in
dicates th at th at body is preparing to 
wage w ar against the radio the same 
as they have been try ing  to  do with 
the Sunday newspapers and motion 
picture shows. T he same freedom bv 
which a citizen m ay go to  one church 
or another, according to  his own dic
tates surely ought to perm it him to

listen to  church music, jazz, serm ons 
or lectures on non-religious subjects. 
Q uite likely the world is becoming 
more worth-while but I doubt if such 
senseless propaganda has much to do 
with it.

T h e  California legislature has tro d 
den w ith both feet on a bill which 
would deny the right of contract to  a 
worker which would limit his field of 
operations to  a union controlled shop. 
California for m any years has gotten 
along nicely w ithout union in terfer
ence, workers are prosperous and 
happy, and, but for a few soviets who 
preach anarchy and insubordination, 
there would scarcely be anything to  
talk about.

Even out here, where there is a well- 
rooted prejudice against the Oriental 
race, the Chinaman is accredited with 
being exceptionally honest. I t  is in
teresting  to  note, in th is connection, 
that in a case recently reported by a 
hotel organization, instead of the fam 
ily offering to make good on the 
worthless checks of a young m an of 
Chinese ancestry in the  event of the 
prosecution being dropped, they de
clared that w hether the accused was 
sent to  prison or not, the loss would 
be repaid. T his is a refreshing attitude 
to  find in connection with individuals 
of anv race, but the Chinese have this 
outstanding virtue. In China a de
faulter immediately comm its suicide 
ra ther than face his relatives and 
friends. In California the issuing of 
checks against insufficient funds, is 
not encouraged, as witnessed by the 
lecture given a housewife by one of 
our local judges, where she had made 
out the check through ignorance. For 
this reason financial institutions are 
favoring the use of cashiers’ checks, 
instead of drawing accounts for house
wives. U nder a proposed plan, instead 
of allowing wifie to draw  checks be
cause she knows the bank is solvent, 
husbands will be able to buy their 
wives books of various denominations, 
in which cashiers’ checks for $5 each 
are bound and when the last check is 
drawn they know it is the end of the 
m onth for them  so far as drawing on 
their bank account is concerned. It 
sounds easy—but—.

T he National R estaurant Associa
tion w ant President H oover to make a 
survey w ith a view to elim inating a 
lot of feeding places everywhere. The 
president will hardly feel equal to  this 
task, and there m ight be some doubt 
in his mind as to the im portance of in
terfering in the program  of one single 
industry. No doubt there is a great 
economic waste along these lines, but 
this condition appears in many other 
industries. T here are, if failures re
ported are authentic, too many insti
tutions which should never have been 
started, but only the starving out 
process will eliminate them . The feed
ing game is a fascinating one, if in
dulged in by individuals who are 
familiar with its minutae, and who 
have practical business ideas, but there 
are few such institutions which weath- 
erthe storm . T he cost of supplies and 
the ideas of patrons are at variance. 
H ence nowadays you will find the ho
tel operator much inclined to rent his 
room s at a price but perfectly willing 
ti let someone else do the comm issary- 
ing. H ere on the Coast there are 
thousands who go to  the wall every 
season, but there are other thousands

who absolutely know just how it can 
be accomplished, hence every day, in 
the newspapers, you have offered to 
you the choice of many establishm ents, 
highly successful, but m ust be sold 
on account of “sickness of owner.” 
Presum ably true. H eadache—possibly. 
I should think President Hoover 
would have plenty to do w ithout a t
tem pting to adm inister to  them.

Frank  S. Verbeck.

Cannot Evade Legal Liability.
T he officers of M utual Hom e Build

ers Association recently undertook to 
void the proceedngs brought against 
them  by receivers on the ground that 
the corporation was insolvent at the 
time the receiver w*as appointed. Judge 
Raymond sum m arily dismissed this a t
tem pt to avoid personal liability in the 
following well-worded opinion:

T he sole question presented by the 
proofs taken upon issue joined by de
nial of bankruptcy is w hether the al
leged bankrupt was insolvent on A ug
ust 28, 1928, the date of appointm ent 
of receiver by the K ent Circuit Court. 
T he burden of proof rests upon peti
tioning creditors to establish insolven
cy. The only witness produced to es
tablish value of assets or am ount of 
liabilities was the receiver appointed 
by the State court. T here  was also 
received in evidence a report and audit 
statem ent as of A ugust 27. 1928, made 
by auditors employed under direction 
of the State court. No useful purpose 
will be served by a detailed analysis 
of the testim ony of the recever. I t  is 
sufficient to state  that only by disre
garding his testim ony as to the value 
of assets and extent of liabilities can 
the conclusion be reached th at the cor
poration was insolvent wrhen the re 
ceiver was appointed.

The statem ent of assets and liabilities 
prepared by counsel for petitioning 
creditors overlooks the undisputed tes
tim ony of the receiver th at the fair 
m arket value of the real estate after 
deducting m ortgages, land contracts, 
accrued interest and taxes payable, is 
the sum of $18,037.74. T o  eliminate 
this testm ony and accept so-called 
"book values” (the accuracy of which 
is discredited by the sole w itness) 
would be to disregard universally ac
cepted rules for weighing testimony. 
N either is the court justified in re ject
ing the testim ony of the receiver to  the 
effect that the balance due on the 
Bierce construction contract (stated  
in the audit to  be $14,749.60 and which 
is now the subject of arb itration) is 
w orth several thousand dollars. W ith  
these item s included, the assets are 
clearly of a m arket value of several 
thousand dollars in excess of all in
debtedness unless the court accents as 
proved liabilities disputed claims which 
have been filed in the receivership p ro
ceedings aggregating anproxim atelv 
$9,000. No proof was offered of the 
validity of these claims and the liability 
of the estate thereon is vigorously de
nied by the receiver. T hey cannot be 
considered in determ ination of sol
vency.

U nder the circum stances it seems 
clear to the court that petitioning cred
itors have not sustained the burden of 
proof resting  upon them  in this pro
ceeding.

An order of dismissal will be entered 
accordingly.
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NEW COLD STORAGE.

It Will Soon Be Opened For Busi
ness.

The basic force responsible for all 
self-earned success is energy. One 
may have talent; but, lacking energy, 
m ay not apply it. One m ay perceive 
opportunity; but, lacking am bition to 
begin and energy to further, m ay not 
seize it. Energy is but power. The 
criminal may possess energy, but he

Abe Schefman

lacks integrity  and sense. Energy to 
be of value m ust be properly applied. 
The lightning bolt carries greater en
ergy than the wire cable, but the one 
brings only devastation while the other 
may turn a million spindles and serve 
a thousand useful purposes.

The man of talent m ust possess en
ergy. The man of energy m ust pos
sess other constituent qualities; lie

Frank Schefman

m ust possess judgm ent that is 
able to decide which way will be 
best; he m ust possess courage to carry 
to  a conclusion this judgm ent, once de
term ined, in the face of predictions of 
disaster. The greatest successes have 
been won by the brave in the face of 
the fears of the timid.

T he m an of energy m ust have in
tegrity  if his talent is not to  be diverted 
into questionable channels.

Energy, after all, is merely a capacity 
and desire for hard work. A practical 
simile is that of the controlled elec
tricity  in contrast w ith the unbridled 
lightning. And this simile brings to 
mind the hum an dynam o whose por
tra it and m ost recent achievem ent 
adorn this page.

Fifteen years ago Abe Schefman 
came to Grand Rapids from Ft. W ayne 
to take the position of M anager of the 
wholesale fruit and produce house of 
M. Piow aty & Sons. Five years later 
he retired from that position to  en
gage in the fruit and produce business 
on his own account. His first stand 
was in a small store on South Ionia 
avenue. Some years later he removed 
to more commodious quarters at the 
corner of O ttaw a avenue and Ferry 
street, where he had the use of a side 
track which enabled him to handle car
load shipm ents to advantage.

Mr. Schefman’s more recent move
m ents are thus graphically described 
by the Spectator:

“F or some years past Mr. Schefman 
has had a vision of a m odern cold

Abe Hyman

storage plant, wherein perishable p ro
duce m ight be handled for a wide te r
ritory in W estern  Michigan, in which 
his business was continually expanding. 
He took his ideas to F rank H. Alfred, 
President of the Pere M arquette Rail
road. and so impressed that official that 
it was finally agreed that the railway 
company would construct such a plant 
as Mr. Schefman had in mind, and 
lease the premises to  Mr. Schefman for 
a long term  of years.

"The building is being erected on 
land owned by the railway company at 
the corner of W illiam s street and the 
Pere M arquette Railroad, and will be 
ready for occupancy on or before April 
1 next. The cost of the plant exclu- 
sve of the land, will be approxim ately 
$350,000, and it will be the m ost com
pletely modern in design and equipm ent 
of any sim ilar plant in the United 
States.

“The construction is of concrete for 
the frame, with facing of brick and cast 
stone. Four stories and basement, in 
size approxim ately 60 by 160 feet, the 
storage capacity is ample for the ex
pansion needs of years to  come.

“The basem ent has four banana s to r
age rooms with combined capacity for 
storage of eight cars of fruit. Connec
tion w ith the switch track from which 
cars are unloaded is through four doors 
on the west side of the building, and 
the unloading equipment is Richards- 
W ilcox banana track  and elevator, 
which handles the fruit quickly, and 
wfith minimum of labor.

“In  the basement is also one room 
for storage of wet produce, such as 
lettuce, celery, etc., with a capacity for 
six cars of such produce A celery 
washing machine is part of the equip
ment. In  addition there is a cold s to r
age room in the basement for general 
storage, in size 60 by 80 feet.

“The first floor is the receiving floor 
from the switch tracks, and the dis
tributing floor from which produce is 
loaded on to cars on the swdtch tracks, 
or onto trucks from the loading p lat
form on the east side. T he general of
fices of the company are also located 
on the first floor, as are shower baths, 
locker rooms and toilets. Four cars 
can be unloaded from the tracks, and

Richard Rademaker

twelve trucks can be loaded from the 
truck loading platform  simultaneously. 
A pre-cooling room on this floor has 
a capacity for storage of four cars and 
is 20 by 60 feet inside.

“The second and third floors are 
identical, each having two storage 
rooms, one 20 by 60 and the other 60 
by 140 feet. Refrigeration in these 
rooms is a t about 32 degrees, or freez
ing point.

“The fourth floor is the polar retreat, 
having five room s in which tem pera
tures as low as 15 degrees below' zero 
may be attained. These room s are for 
storage of frozen products, such , as 
butter, eggs, poultry, meats, etc.

“Tw o Otis elevators are installed, 
each 16 by 6 l/ 2 feet and of 10,000 pound 
load capacity. T he elevators run from 
basement to  fourth floor, serving all 
floors.

“The refrigeration equipm ent is by 
the Moore Appliance company; the in
sulation the United Cork company; the 
inner doors by the Stephenson Cold 
Storage D oor company; electrical and 
m otor equipm ent by Consumers Pow er 
company. A six-inch deep well was

driven to provide the w ater necessary 
for use in the condensing coils of the 
refrigeration machinery.

“Abe Schefman is the lessee of the 
p lant and in its completion is realizing 
a dream of m any years, during which 
time he has worked to a single end of 
providing for his grow ing business 
with the m ost m odern storage and dis
tributing plant in W estern  Michigan.

“ Mr. Schefman has faith in the future 
of Grand Rapids. He has a greater

Alex Mallick

appreciation of the possibilities which 
lie in the future of this city as the 
d istributing point for all W estern 
M ichgan than perhaps a long-time 
resident would have. H is home at 
1153 Chippewa, O ttaw a Hills, is made 
more homelike by a family of six 
stalw art boys and girls.”

The business will be conducted un
der the style of Abe Schefman & To.,

Al Morris

the partners being Mr. Schefman and 
his younger brother, F rank  Schefman, 
wTho has been associated with the busi
ness for a num ber of years. U nder a 
plan w'orked out by Mr. Schefman the 
M anager of the produce departm ent 
and the three salesmen who handle the 
city trade of the house will share in the 
profits of the produce departm ent. Abe

(Continued on page 6)
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New Cold Storage Plant

We take great pleasure in announcing the opening of our 
new modern Storage Plant located at the corner of 

Williams St. and the Pere Marquette Tracks.

W e are now completely prepared to take 
in your Eggs, Poultry and Butter, as well 
as all kinds of Fruits and Vegetables for 
storage.
Our carefully selected personnel is ready, prepared by their years of exper
ience, to serve you to your best advantage.

The public is invited to call and inspect our plant at any time.

ABE SC H E FM A N  & C O M P A N Y
DIAL 4483
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MOVEMENTS OF MERCHANTS- 
Adrian—C. E. H aarer will open a 

meat m arket on Chicago street.
D etroit— G ratiot Chene M eat M arket 

has been opened a t 2620 A rndt street.
M orrice — Tom  Goslin succeeds 

Cates & Blossom in the grocery and 
m eat business.

D etroit— Isador Oppenheim  has sold 
his m eat m arket a t 9930 W yom ing 
avenue to E rnest Labe.

D etro it—V anity Box, Inc., General 
M otors building, has increased its cap
ital stock from $5,000 to  $10,000.

H ighland P ark  — The M etropolitan 
T ru st Co. has increased its capital 
stock from $300,000 to  $500,000.

South Range—T he Riteway Stores 
Co., Inc., has opened a grocery and 
m eat m arket at F irst and Baltic streets.

D etro t—The Am erican Ice Co., 606 
G uaranty building, has changed its 
name to the Am erican Coal & Ice Co.

Royal O ak—T he Genereau & Fan- 
zini C orporation has changed its name 
to the Pontiac Sand & Gravel Co., Inc.

Menominee — T he N orthern  H ard 
ware & Supply Co. has decreased its 
capital stock from  $300,000 to  $100,000.

Stanton— George M. Stevenson has 
opened a m en’s furnishings store un
der the style of Stevenson’s M en’s 
Shop.

N orth  L ansing— Clinton H anks suc
ceeds W illiam  A. H avens in the gro
cery and m eat business at 1600 H igh 
street.

Grand Rapids — The S tuart-D ew ev 
Tile Co., 956 Cherry street, has chang
ed its name to  the D. O. Dewey Tile 
& M arble Co.

Kalam azoo — Claude L. D eH aven 
has opened a restauran t and delicates
sen a t 428 W est Main street under the 
style of the Rosebud.

Dowagiac—H arry  A. Brown has p u r
chased the grocery stock and m eat 
m arket of R. H. Gribler and will con
tinue the business a t the same location.

M arquette—W illiam  G. Miller and 
Louis Oliverius have organized the Su
perior Roofing Co. which will spec
ialize in asphalt and asbestos roofing 
materials.

W yandotte—T he Industrial Bank of 
W yandotte  has been incorporated with 
an authorized capital stock of $110,000, 
all of which has been subscribed and 
paid in in cash.

Stanton—T he J. C. Cutler Co., of 
Sheridan, has leased the east store in 
the Sm ith Bros, building and will oc
cupy it May 1, w ith a complete stock 
of dry goods and shoes.

Nashville—H erm an A. M aurer, who 
has been engaged in the shoe and dry 
goods business here for twenty-five 
years, is closing out his stock a t spec
ial sale and will retire  from trade.

Greenville—T he Econom y Clothing 
Co., owned and conducted by W yckoff 
& Smith, has been sold by them  to 
P. C. Nelson and Leo Lepley, of I th 
aca, who took possession April 1.

Lansing—Andrew Scott, of Grand 
Rapids, has purchased the Gauss bak
ery bulding and will remodel it, install 
m odern baking m achinery and open the 
p lant for business about June 1.

Detroit—Leather Patents Corpora
tion, 1603 Dime Bank building, has 
been incorporated with an authorized

capital stock of 1,000 shares a t $10 a 
share, $1,000 being subscribed and paid 
in in cash.

G rand Rapids—W est’s D rug  Stores,
93 M onroe avenue, has m erged its busi
ness into a stock company w ith an 
authorized capital stock of $1,000, all 
of which has been subscribed and paid 
in in cash.

D etro it —  A utocarriers, Inc., Union 
T ru st building, has been incorporated 
w ith an authorized capital stock of 1,- 
000 shares at $2 a share, of which 
am ount $1,000 has been subscribed and 
paid in in cash.

D etro it— Q uaker Dairies, Inc., cor
ner M adison and Beaubien streets, has 
been incorporated w ith an authorized 
capital stock of 15,000 shares a t $10 a 
share, $75,000 being subscribed and 
paid in in cash.

Ferndale—The Rockwell D ry Goods 
Co., Inc., has been incorporated w-ith 
an authorized capital stock of $10,000, 
$3,000 of which has been subscribed 
and paid in, $2,449.51 in cash and 
$550.49 in property.

F lin t—T he Genesee Coal & Ice Co., • 
3101 M ichigan avenue, has m erged its 
business into a stock company under 
the same style with an authorized cap
ital stock of $300,000, $175,000 of which 
has been subscribed and paid in.

Nashville— Ralph H ess has purchas
ed the interest of his brother, D. D. 
Hess, in the furniture and undertaking 
stocks of C. T . H ess & Son, here and 
a t V erm ontville and the business will 
be continued under the same style.

Ishpem ing—W . H. N orm an has sev
ered his connection w ith the Eagle 
Rolling Mills Co., New Ulm, Minn., to 
accept the position of salesman in this 
territo ry  for Jew ett & Sherm an, a Mil
waukee wholesale grocery house.

D etroit — D orothy P itt, Inc., 224 
W est Grand River avenue has been in
corporated to deal in leather goods, 
bags and purses, with an authorized 
capital stock of $10,000, $4,000 of which 
has been subscribed and paid in in cash.

W hite Pigeon— George Ignatz  has 
sold his store building and confection
ery stock to  Clarence Schrock. who has 
taken possession. Mr. Ignatz  will re
tire, having been identified w ith the 
business interests of the town for over 
th irty  years.

D etroit — Cookies by Speyer, 2550 
M arquette avenue, has been incorpo
rated  to  m anufacture and sell cookies, 
w ith an authorized capital stock of 
$10,000, all of which has been subscrib
ed, $1,000 paid in in cash and $2,000 
in property.

D etroit—T he Am erican Investm ent 
Co., 3274 M ontgom ery avenue, has 
been incorporated to  own and conduct 
stores, w ith an authorized capital stock 
of $100,000, $26,800 of which has been 
subscribed and paid in, $50 in cash and 
$26,750 in property.

D etroit — Fearl M otor Sales, 3645 
M yrtle street, has been incorporated to 
deal in autom obiles and accessories 
with an authorized capital stock of 
$75,000, of which am ount $47,000 has 
been subscribed and paid in, $37,000 in 
cash and $10,000 in property.

Pontiac— Fuller, Padfield & Gum- 
mins, Inc., H uron & W ayne streets, 
has been incorporated to  deal in car

pets, rugs and other floor coverings, 
with an authorized capital stock of 
$10,000, $3,000 of which has been sub
scribed and $1,500 paid in in cash.

D etroit—Shippers Service Co., 121 
D etro it F ru it Action building, has been 
incorporated to  deal in fruits and pro
duce a t wholesale and retail with an 
authorized capital stock of $25,000, $3,- 
000 of which has been subscribed, $2,- 
843.35 paid in in cash and $165.65 in 
property.

D etroit— Ray Engineering, Inc., 415 
Brainard street, has been incorporated 
to  deal in oil burners, stokers and other 
heating and combustion apparatus at 
wholesale and retail w ith an authorized 
capital stock of $100,000, $27,000 of 
which has been subscribed and paid in 
in property.

D etroit—Theisen M otors, Inc., 714 
Six Mile Road, has been incorporated 
to  deal in automobiles, radio and elec
trical apparatus w ith an authorized cap
ital stock of $20,000 preferred and 5,000 
shares a t $1 a share, $25,000 being sub
scribed, $2,750 paid in in cash and 
$5,000 in property.

Holland — J. S. D ykstra, 29 E ast 
Main street, has m erged his undertak
ing and cutlery business into a stock 
company under the style of the D ykstra 
Funeral Home, w ith an authorized 
capital stock of $20,000, all of which 
has been subscribed and paid in, $2,- 
420.24 in cash and $17,570.76 in prop
erty.

D etroit— H arry  Suffrin, 1131 Shelby 
street, has m erged his m en’s furnish
ings and clothing business into a stock 
company under the style of H arry  Suf
frin, Inc., w ith an authorized capital 
stock of $400,000 first preferred, $100,- 
000 second preferred and 2,000 shares 
at $1 a share, of which am ount $269,- 
000 has been subscribed, $4,701.69 paid 
in in cash and $97,298.31 in property.

Manufacturing Matters.
D etroit—T he D rinkom at Corporation 

of Detroit, 508 Donovan building, has 
changed its name to  the Autom atic 
Sales Corporation.

Grand Junction—T he Javet Co. has 
engaged in business here, m anufactur
ing and selling an electric device with 
which coffee is brewed on the table.

D etroit—The Rex Tool & Die Co., 
5860 T w elfth  street, has been incorpo
rated with an authorized capital stock 
of $6,000, all of which has been sub
scribed and paid in in cash.

D etroit — The F as-T ex  Pain t Co., 
4041 Fenkell avenue, has been incorpo
rated  w ith an authorized capital stock 
of $5,000, all of which has been sub
scribed and paid in in property.

D etroit—T he Velvet Pow er Brake 
Co., 7644 W oodw ard avenue has been 
incorporated w ith an authorized capital 
stock of $1,000, all of which has been 
subscribed and paid in in cash.

L ansing—T he M elling Forging Co. 
will operate a n ight and day shift with 
all ham m ers and presses running tw en
ty-four hours a day until the last of 
August. The company is completing 
a new press building and employing 
over 200 men.

D etroit—T he Evinrude M otor Co., 
6304 E ast Jefferson avenue, has merged 
its business into a stock company un

der the style of the Evinrude D etroit 
M otor Co., w ith an authorized capital 
stock of $50,000, $5,000 of which has 
been subscribed and paid in in cash.

D etroit—T he D etro it Septic T ank 
Co., 14550 Pierson avenue, has merged 
its business into a stock company un
der the same style, w ith an authorized 
capital stock of $50,000, $17,000 of 
which has been subscribed and paid in, 
$ l,0 l77X in  cash and $15,982.27 in prop
erty.

D etroit — T he E lectrodor Co., 762 
Fenkell avenue, has been incorporated 
to m anufacture electric mechanical door 
closer and o ther appliances, w ith an 
authorized capital stock of $50,000, 
$10,000 of which has been subscribed 
and paid in, $5,500 in cash and $4,500 
in property.

D etroit—T he Lasky F urn itu re  Co., 
13300 Joseph Campau avenue, has 
m erged its business into a stock com
pany under the same style with an 
authorized capital stock of $5,000 com
mon and $120,000 preferrel, of which 
am ount $122,000 has been subscribed 
and paid in in property.

M onroe— A contract secured by the 
Mead Machine Co. adds the m anufac
ture  of m otors to the city’s increasing 
list of industrial products. The Mead 
Co. started  the m anufacture of H ydro
check shock absorbers two years ago 
and after that developm ent went into 
the general machine shop field.

Sears, Roebuck Will Open 126 Units 
in 1929.

One hundred and tw enty-six  stores, 
stretching from Portland, Oregon, to 
Tam pa, Florida, will be opened this 
year by Sears, Roebuck & Company, 
R. E. W ood, president, told the 
Tradesm an in an exclusive statem ent 
this week. Mr. W o o d ’s announcement 
followed the appointm ent of Alvin E. 
Dodd to  take charge of the retail ac
tivities of the company, announced 
last week.

A lthough Mr. W ood did not feel at 
liberty to  announce all of the  stores, 
tw enty-six Class A stores will be 
opened as follows:

Pontiac, M ich.; O klahom a City; 
Scranton; South Bend; Portland, O re
gon; D enver; H ouston; Cincinnati: 
W ashington, D. C.; Indianapolis; 
Louisville; P ittsb u rg ; Syracuse; Buf
falo; R ochester; N ew ark; Toledo: 
Jacksonville, F lorida; Chattanooga; 
Miami; Grand Rapids; D uluth; T o 
peka; Charlotte, N orth  Carolina; Gary 
and Tam pa.

Forty-one Class A stores, he said, 
are already in operation:

A tlanta; A ugusta; Boston; Cam 
bridge; tw o at Cleveland; four a t Chi
cago; Dallas; Des M oines; tw o at D e
tro it; Evansville; F o rt W ayne; H olly
wood; L ong Beach; San Diego; San 
Francisco; tw o  at Los Angeles; Seat
tle; Tacom a; M em phis; Nashville; 
K ansas City; tw o  at St. Louis; tw o at 
Milwaukee; M inneapolis; Om aha: 
three at Philadelphia; R ichm ond; Salt 
Lake City; San A ntonio; W ichita, 
K ansas; and W ilkes-Barre.

If a young m an stops running after 
a girl it is doughnuts to  fudge she’ll 
turn around and run after him.
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Essential Features of the Grocery 
Staples.

'Sugar—Jobbers hold cane granulated 
a t 5.70 and beet granulated a t 5.60.

Canned F ru its — California fruits 
have shown no m aterial change. T he 
peach m arket still shows signs of soft
ness and considerable willingness, par
ticularly by holders of choice, to  g ran t 
concessions. Even further reductions 
in consum er prices are being made in 
some sections of the country, which 
indicate the possibility that consum ers 
have had all the peaches they  want, 
especially with spring near a t hand. 
N orthw est pears have been moving 
satisfactorily and holdings are- all 
small. Fu ture  bookings S. A. P . have 
been made much in the same m anner 
as last year.

Canned V egetab les— T h e  tom ato 
acreage situation in the United States 
as a whole has been complicated by 
reports of the inability of canners to  
contract the desired acreage in 
Indiana, the O zarks and in California. 
U ntil recently the volume of future 
business in the im portant distributing 
•centers had been about th a t of last 
year, o r in some cases larger, but busi
ness has now slackened on account of 
uncertainty about acreage, and also 
partially because some buyers have 
shown a tendency to  offer lower prices 
than  canners are willing to  accept in 
their present fram e of mind. T he D e
partm ent of A griculture has estim ated 
the 1929 crop a t 9,632,000 cases of 3s. 
T his is a revision of the  earlier esti
m ate of 9,521,000 cases. W ith  the 
probability of a complete clean-up all 
over the country before the new pack 
is available, a nine o r ten  million case 
output should find a ready m arket. 
Corn and peas are sluggish, as well as 
tomatoes. T he tri-S ta te  tom ato  situa
tion was unrelieved and continued 
ra ther easy and dull. The trade has 
shown good interest in 1929 pack 
California asparagus, and sales have 
been fairly large at steady prices. One 
of the big packers of a nationally ad
vertised brand reported th a t it had 
w ithdraw n quotations on certain sizes, 
having sold out. T h e  wholesale g ro 
cery trade  showed a buying interest in 
tom ato  puree, and in one instance a 
very large sale was put through. On 
account of the extrem e scarcity of 
puree, the price was a good one.

Dried F ru its—'Prunes, package and 
bulk, both California and O regon 
varieties, have sold m oderately well, 
and the statistical position of the a r
ticle is som ewhat stronger than  a t the 
first of the m onth. Resales am ong 
jobbers and wholesalers, of course, 
have constituted the trad ing  in the 
m arket here, as spot prices are still 
behind replacem ent costs on the  
Coast. In  the last tw o  weeks buying 
has lacked spirit and there has been 
alm ost no  change w hatever in prices. 
B ut the fact th a t there have been no 
price changes is a sign th a t the m ar
ket is in a good condition even if busi
ness is ra ther slow. Few  distressed 
lots have been throw n on the  m arket, 
and when they have, they  have not 
influenced o ther holders to  cut their 
prices in order to  compete. P resen t 
indications are th a t in the  future prices

will be steady, and th a t if any marked 
changes take place they will be up
ward. T h e  1929 crop of imported 
citron has been the m ost active item 
on the list. Im port costs have gone 
up sharply, with corresponding spot 
advances. Local operators are now 
offering their goods considerably be
low the cost of replacem ent. Apricots 
have been strong  in tone, but move
m ent has been spotty because of high 
prices. Stocks on hand are light, p a r
ticularly in the higher grades. Raisins 
have been sluggish right along, and 
prices have been unaltered. Some 
holders, however, believe th a t the fu
ture prospects of the m arket are good.

N uts— California walnuts and al
m onds have moved in to  consumption 
at a m oderately good rate, as the  re 
tail demand has been favorably influ
enced by the  appearance of the Jewish 
holidays. Ne plus and Nonpareil al
m onds in the shell are ra ther closely 
cleaned up on the spot and there are 
practically no unsold supplies on the 
Coast. T he Almond G row ers’ E x 
change, in fact, has been entirely sold 
up for some time on all unshelled 
varieties. D rakes have not been much 
in demand, locally. Stocks of im port
ed nuts on hand in U nited States 
bonded warehouses were reported to 
be about 300 tons as of Feb. 1, about 
the same quantity on hand at the same 
date last year. Brazil nuts have been 
m oving ra th e r slowly and prices show 
a slight tendency to  decline, though 
no quotable changes have occurred 
lately. T he shelled nut m arket has 
been quiet and the general situation 
unchanged.

Pickles—A steady volume of busi
ness continues on bottled pickles, 
relishes and spreads, with prices un
changed. Dills are in good demand 
and the  salt stock m arket is firm. Sup
plies of dills are becom ing short as the 
fall pack is cleaning up. L arge sizes 
are very scarce while there is a fair 
quantity of th e  sm aller pickles still 
available. U ngraded salt stock is in 
good supply, but nubbins, cu tting up 
stock, relish stock and very fine sizes 
of hand assorted gherkins are closely 
sold up.

Rice—T he feature of this week’s 
trading is an improved demand for 
extra fancy Blue Rose, with consider
able business being consum m ated at 
full prices. T here has been very little 
speculative buying and practically no 
accumulation of forw ard requirem ents. 
Stocks in the large m arkets are con
sidered light for th is time of the year. 
F u rth e r im provem ent of demand is 
looked for.

Review of the Produce Market.
Apples—N orthern  Spy, $2.50 for No. 

1 and $1.75 for No. 2; Baldwins $1.75; 
Idaho Delicious, $2.75 per bu. basket; 
Idaho Spitzenberg, $2.75 per bu. bas
ket.

A sparagus—85c for 2 lb. bunches of 
Calif.

Bagas—Canadian, $1.50 per 100 lb. 
bag.

Bananas—5@5*/£c per lb.
Beets—$3.75 per crate for new from 

Texas.
Brussels Sprouts—30c per qt.
B utter—Jobbers hold prin ts a t 48c

and fresh packed in 65 lb. tubs at 47c.
B utter Beans — $4 per ham per for 

Florida.
C arrots— Hom e grown $1.65 per b u .; 

new from Calif., $3 per crate of 5 doz.
Cabbage— New from Texas, $3 per 

100 lb. crate.
Cauliflower—$2.50 per doz.
Celery—Florida commands 75c per 

bunch or $3.50 per crate.
Cocoanuts—90c per doz. or $7 per 

bag.
Cucumbers—$2 per doz. for Illinois.
Dried Beans—Michigan jobbers are 

quoting as follows:
C. H. Pea B e a n s -------------------------$9.50
Light Red K id n e y ----------------------- 9.00
D ark Red K id n e y -------------------------9.00

E ggs—The m arket has declined lc 
during the past week. Local jobbers 
pay 25c per doz. Cold storage operators 
begin putting  in stock this week.

E gg P lan t—20c apiece.
Garlick—23c per lb.
Grapes— Calif. E m peror in sawdust, 

$4.50 per keg.
Green Onions—Shallots, 50c per doz.
Green Peas— 15c per lb.
Green Peppers—60c per doz.
Lem ons—Ruling prices this week

are as follows;
360 Sunkist ------------------------------- $6.00
300 Sunkist _____________________ 6.00
360 Red B a l l ------------------------------- 6.00
300 Red B a l l ------------------------------- 6.00

Lettuce—In  good demand on the 
following basis:
Im perial Valley, per c r a t e ---------$4.50
H ot house leaf, per l b . ---------------  9c

Lim es—$1.25 per box.
M ushroom s—75c per lb.
O ranges— Fancy Sunkist California 

Navels are now on the following basis:
126 ____________________________ $6.50
150 ____________________________ 6.00
176 ______________________________4.50
200 ____________________________  4.25
252 ____________________________  4.00
216 ____________________________  4.00
288 ______________________________4.00
324 ____________________________  3.50

Onions—Spanish, $3.75 per crate; 
home grown, $4.50 per 100 lb. bag. 

Parsley—75c per doz. bunches. 
P ieplant— 111. hot house, $3.50 for 

40 lb. box.
Poultry  — W ilson & Company pay

as follows:
Heavy f o w ls ---------------------------------30c
L ight f o w ls ---------------------------------- 25c
H eavy R o a s te r ----------------------------- 30c

Radishes—75c per doz. bunches. 
Spinach—$1.10 per bu.
Straw berries—$4.25 for 24 pint crate 

from Louisiana.
Sweet Potatoes—$2.75 per ham per 

for kiln dried Jerseys.
Tom atoes — $1.40 for 6 lb. basket 

from California.
T urn ips—75c per doz. bunches for 

Florida.
Veal Calves — W ilson & Company 

pay as follows:
Fancy ____________________________20c
G o o d ------------   18c
Medium ________________________  13c
P o o r ---------------  12c

Gabby Gleanings From Grand Rapids.
Grand Rapids, April 2—A. T. Mon- 

son has purchased the interest of H. 
J. Bundy in the m utual fire insurance 
agency they  have m aintained in the 
M urray building and will continue the

business alone under the style of the 
A. T. M onson Co. Mr. Bundy has 
taken the position of general agent for 
Illinois for the Pioneer Equitable Fire 
Insurance Co., of Indianapolis, Ind.

Frank C. Hawkins, who came to 
Grand Rapids from Providence, R. I., 
in 1878, and lived here until 1895, then 
rem oving to  Chicago, was in the city 
this week to  bury his wife in W ood- 
lawn cemetery. Mrs. Haw kins died 
in Detroit, where she and her husband 
have lived for the past twenty-seven 
years. D uring all th a t time Mr. H aw 
kins has been a city salesman for J. T. 
W ing & Co., jobbers of mill supplies. 
He sees his custom ers every week and 
uses street cars altogether in his 
rounds. Mr. Haw kins is a brother of 
the late Lewis E. H awkins, who died 
five or six years ago.

Indicative of the purpose of the 
Salesmen’s Club to  serve its members 
and make it possible for them  to be 
fully informed not only as to the 
latest and best m ethods of salesm an
ship, but in connection w ith civic m at
ters as well, M ayor Elvin Sw arthout 
was the speaker at the m eeting of this 
Club held in the Rowe H otel on Sat
urday, M arch 30. The M ayor told the 
Club that he came not only as a m at
ter of service, but as a m atter of duty, 
it being his duty to  give the citizens 
of this city any or all information in 
connection with city or civic affairs 
that it was possible for him to  give. In 
this connection he took up a discus
sion of the different propositions to 
be voted on at the polls at the city 
election to  be held on April 1, discuss
ing each one of the different proposi
tions to be subm itted to  the electors 
on that date very frankly and candidly. 
H is address was well worth listening 
to, as everyone present at this m eet
ing had a far better understanding and 
were thus in a better position to  vote 
intelligently on the propositions affect
ing the people of this city. In con
clusion he stated th a t this city had, as 
a rule, been very progressive and 
when there was a fair expression by 
the m ajority of the people in the city 
their decisions were generally correct 
and for the  best, but that the problem 
was to get the people to  go to  the polls 
and express them selves. H e urged 
each m em ber of the Club to  think the 
m atter out for himself and then go 
to  the polls and vote. The speaker for 
the next meeting, to  be held on April 
6 is Lee Bierce, Secretary of the A s
sociation of Commerce, who will talk 
about the many different schemes 
by which the people and the m erchants 
of this city are defrauded.

Glenn S. M cCarthy, whose financial 
backer (F red  Lewellen) recently sold 
him out to the W orden Grocer Co., 
has re-engaged in business on his own 
account at the same location, 39 South 
M arket avenue, under the style of the 
M arket W holesale Grocery.

Bailey Bros, have engaged in the 
hardw are business at Bellaire. The 
Michigan H ardw are Co. furnished the 
stock.

T he K roger Co. has decided to 
utilize the buildings on E llsw orth 
avenue, which Clarence T hom as used 
as his headquarters, for its produce 
business.

Lee & Cady have opened a cash- 
and-carry store at 157 Adam s street. 
Ionia. Ernie W akefield is m anager of 
the branch.

Olivet—T he Kedron M anufacturing 
Co. has recently installed a cadmium 
plating machine for rust proofing w ash
ers, which is one of its products. T he 
company, organized about a year ago 
by George B. Ely and Ivan Montague, 
has had a steady grow th. The company 
supplies washers to the Buick M oto- 
Co., Flint, the D urant at Lansing, th ■ 
Devereaux and Ferro  Stam ping con
cern, Detroit, and the National Sign 
Co., of Battle Creek.
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MEN OF MARK.

Joseph W. Putnam, Manager National 
Candy Co.

In  considering the lives of men 
who have accomplished much in any 
departm ent of worldly activity it often 
is observable th a t the sta rt was made 
early in life, in which there was a 
singleneses of purpose, energized by a 
laudable ambition, that was the initia
tive impulsion which drove forward 
to success. Many lives have been 
failures because youth was passed in 
frivolities, and worse, w ithout any 
serious motive to  center the energies, 
with an aimless indulgence in the 
fancies of the passing hour and a 
blind and fatuous tru st in a good for
tune that some day would present the 
chance, without much strenuous effort, 
to  seize a passing opportunity  and ap
propriate it as one's own. But there 
are few royal roads to  success, or even 
to a modicum of attainm ent of desir
able things, and he who would wear 
the purple of kingship in any desired 
end which men prize m ust begin early, 
be inspired by a set purpose, and work 
incessantly along the chosen line, with 
a constant determ ination to permit no 
relaxation and no diversion to swerve 
him from the object sought. Especially 
is this observation true of those whose 
beginning is under circum stances 
wherein one’s own unaided effort is all 
of the capital upon which one must 
depend. There are num erous instances 
in this country in which if we trace 
the successful careers of men back to 
the first step in the upward climb we 
shall find a mere boy starting  in lone
liness and poverty, but bent on doing 
som ething to  earn a living, and begin
ning by taking the first employm ent 
attainable, at m eager pay, but soon 
making a choice of a vocation and 
pursuing it tenaciously, step by step, 
to  the attainm ent of final power and 
success.

In such cases the main things are a 
realization of dependence. upon one s 
efforts and a motive to  surm ount ad
verse conditions and rise in the world. 
It is a serious business, and fortunate 
is the boy or young man who has char
acter enough and stam ina sufficient to  
push aside all vagaries of adolescence 
and buckle to  the  work while others 
dawdle and fritter away their years in 
vanities and wayward conceits and en
ticem ents with chimerical prom ise 
only.

These reflections have been sug
gested in the contem plation of the life 
of a man who has attained an enviable 
position in the wholesale confectionery 
business, as a citizen and in the social 
world, simply by beginning a serious 
career early in life, adopting a pursuit 
and pressing onward in it until he a t
tained successful results.

Joseph W . Putnam  was born in 
Grand Rapids, Oct. 21, 1876. H is 
father was Joseph D. Putnam , who 
was connected with the Putnam  Candy 
Co. all his life. He attended the pub
lic schools, but just before graduating 
from Central H igh he entered the 
Parish Business College, where he re 
mained one year. H e was a careful 
student in both schools and came out

of the business college fully prepared 
to  meet the battle of life in a success
ful m anner. T he next tw o years he 
was an employe of the B radstreet Co., 
form ulating reports and attending to 
correspondence. On Jan. 1, 1897, he 
entered the employ of the Putnam  
Candy Co. as billing clerk. H e subse
quently became house salesman and 
on the change of the name to  the N a
tional Candv Co., he took on the buy
ing for the house, which he has con
ducted with signal ability ever since. 
On the death of Mr. Bean, tw o weeks 
ago. it was conceded that Mr. Putnam  
would be the m ost natural man to 
succeed him as m anager, and on Sat
urday of last week word came from 
St. Louis that the directors had de

cided to make the  appointm ent. If 
ever a man earned prom otion along 
legitim ate lines by reason of faithful 
service and careful attention, that man 
is Joe Putnam.

Mr. Putnam  was m arried June 2, 
1913, to  Miss Je tte  Strong. T hey have 
no children. They reside in their own 
home at 56 Fitch avenue.

Mr. Putnam  is a m em ber of York 
Lodge. F., and A. M., and Columbian 
Chapter. He was a charter m em ber 
of the Grand Rapids Boat and Canoe 
Club, serving as Secretary for eight 
years. He is a m em ber of the Masonic 
Club. On the organization of the Boy 
Scouts in Grand Rapids, he was elect
ed Scoutmaster, which position he 
filled for three years. H e was subse
quently made director, which position 
he occupied for ten years, re tiring  one

year ago. He has since been a mem
ber of the Court of Honor.

Mr. Putnam  owns up to three hob
bies. golf, automobile, and flowers and 
fruits. He is an enthusiastic grower 
of the latter and his yard is one of the 
marvels of city planting and cultivation 
along that line.

Mr. Putnam  attributes his success to 
hard work and long hours. During 
the thirty-tw o years he has been em 
ployed by the National Candy Co. and 
its predecessors, he has seldom been 
at his desk later than 7 o’clock in the 
m orning and stayed invariably until 6 
o'clock at night. He and hard work 
never had a falling out. In all p rob
ability he will not now change the 
habits of a lifetime, because lie finds

his greatest delight is good work well 
done.

Mr. Putnam  combines the courage 
of a lion with a rare gentleness of na
ture and a broad charity. Naturally 
conservative in judgm ent he is op
timistic in his planning and courageous 
and persistent in carrying out each 
plan which develops under his guiding 
hand. Safe and sane in his reasoning 
he has wonderful powers of intuition, 
and in this respect seems to be gifted 
to a degree seldom encountered.

In his relations with his employes 
Mr. Putnam  will be the captain and the 
leader in whom all believe and confide 
and he will command a fidelity and 
allegiance that has always been a con
spicuous feature of his attitude toward 
his deceased chief, Richard Bean. Like 
m ost leaders he has the faculty of

choosing well his lieutenants and in
spiring them  with his own courage 
and binding them  to  him with bands 
of steel. In fact, the N ational Candy 
Co., under his guidance will continue 
to  function like one large family, 
united in spirit and purpose.

NEW COLD STORAGE.
(C ontinued from page 2)

Hym an, the M anager of the produce 
departm ent, has been w ith the house 
for several years. T he salesmen — 
Richard Radem aker, Alex Mallick and 
A1 M orris have each had m ere than 
ten years’ experience in the business.

Abe Schefman is planning for a bril
liant openng, which will be attended 
by m em bers of the trade from all parts 
of the country. H e has employed 
Charles Neff, form erly of the M erchant 
Ice & Cold Storage, Louisville, as cold 
storage m anager. Mr. Neff has had 
many years of experience in cold s to r
age m anagem ent and is particularly  en
thusiastic about the Moore System.

May Hurt Instalment Sales.
The wiping out of the assets of 

thousands of small speculators in the 
recent severe break in the stock m ar
ket may have a serious effect on the 
instalm ent business, it was said yes
terday. Many men of small means, 
who were “riding high” when the m ar
ket was on the upgrade and who made 
time contracts for autom obiles and 
other expensive instalm ent m erchan
dise on the streng th  of their paper 
profits, will doubtless be forced to  sub
mit to repossession. He further said 
that this is especially probable in cases 
where stock com m itm ents were suffi
cient to give these traders deficits that 
must be met in some way.

Radiation From Cod-Liver Oil.
That cod-liver oil undergoing oxida

tion gives off some form of radiation 
which will affect a photographic plate 
was announced recently by Jay W . 
W oodrow at the M inneapolis meeting 
of the American Physical Society. The 
radiation appears to  be in the form of 
particles, which are absorbed in a few 
centim eters of air. In view of the 
anti-richetic effect of cod-liver oil, this 
appears to be of considerable im port
ance as possibly th row ing  some light 
on this, and as well on the  cause of 
the beneficial effects of ultra-violet ir
radiation.

Used New Type of Circular.
A pparently believing th a t much of 

the form letter mail sent to charge 
custom ers is not read, one prom inent 
departm ent store recently tried a new 
stunt. It sent to each custom er of 
this type what at first glance appeared 
to be a statem ent of his or her ac
count. The form used was that for 
billing, but on it was printed a concise 
statem ent of what the store had to  
offer in the way of special selling 
events.

D etroit— Mike E tlinger has sold his 
grocery and meat m arket at 8312 
Burdeno avenue to  Rose Varadi.

D etroit—The B urger Grocery Co. 
has opened a grocery and meat m arket 
at 10926 Grand River avenue.
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Always Sell

LILY W HITE FLOUR
" T h e  F lour the best cooks use. ”

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

Rowena W hole W heat Flour
Satisfaction guaranteed or money refunded.
VALLEY C ITY  M IL L IN G  C O . Grand Rapids, Mich.

¡os?

That Boy of Yours . . . .
W hat’s going to become of him? You are no 
doubt planning many things for him— a college 
education — a good start in business,— but what 
provisions have you made to insure the carrying 
out of these plans whether you live or not?

One way to assure your child’s future is to make 
the proper Trust provision in your Will.

Examine your Will today, and if it does not pro
vide for the protection of the money your son 
will inherit, and also wisely direct its use, consult 
the officers in our Trust Department. They will 
be glad to assist you in the carrying out of plans 
that will insure the protection of his future.

t h e  MICHIGAN TRUST co.
G R A N D  R A PID S

T H E  F I R S T  T R U S T  C O M P A N Y  I N  M I C H I G A N  

fC  1 1 ------------------
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OUR PLACE ON TH E SEA.
W ith final action on the sale tran s

ferring to  private ownership and opera
tion eleven ships of the U nited States 
Lines and the Am erican M erchant 
Lines, a new attem pt to build up our 
m erchant marine is inaugurated. I t  is 
a difficult task. The conditions which 
in the past operated to make American 
shipping lead all the world have greatly  
changed and in no field of commercial 
activity is competition keener.

Am erica’s great period upon the sea 
commenced during the Napoleonic wars 
and came to its climax when our clip
pers showed their heels to  the vessels 
of every o ther nation, those of E ng
land by no m eans excepted. T he young 
republic was quick to take advantage 
of its neutrality at the opening of the 
nineteenth century, and before the Con
stitution was tw enty  years old its ships 
were the common carriers of the world. 
O ur own w ar with England brought 
tem porary stagnation, but peace gave 
renewed activity. Am erican-built ships 
expanded their trade in their own right. 
T hey were simply better ships than 
those of which any other nation could 
boast.

T he developm ent of the clipper in
creased our supremacy. In the tea 
trade with China, a branch of commerce 
in which speed was a first requisite, 
English ships lay idle in the ports of 
the F ar East, while American vessels 
found cargoes as fast as they could 
unload those which they already car
ried. T he story of the record runs 
made from Shanghai to London across 
the A tlantic and later in the voyage 
about Cape H orn between the A tlantic 
Coast and the gold fields of California 
is the brighest page in the history of 
our m erchant marine.

To recapture these lost laurels is the 
goal which the new owners of the L e
viathan, the George W ashington, the 
America, the Republic, the President 
Harding, the President Roosevelt and 
the five steam ships of the American 
M erchant Lines have set themselves. 
Can they do in this age of steam  what 
the shipowners of the nineteenth cen
tury so ably did in the days of sail?

TH E CASE OF JOE PUTNAM.
In  these days of unrest, when the 

young m an of th irty  frequently boasts 
of the num ber of houses he has been 
connected with since he turned his a t
tention to business pursuits, it is re 
freshing to be able to  chronicle an in
stance where a m an sought em ploy
m ent with a house which came up to 
his ideals of what a house should be 
and stayed on the job th irty -tw o years, 
calmly and confidently aw aiting his re
ward. Joe Putnam —few business men 
would recognize him by the name of 

Jo s e p h —began working for the P u t
nam Candy Co.—now known as the 
National Candy Co.—thirty-tw o years 
ago Jan. 1. He was gradually prom ot
ed as circum stances seemed to  justify, 
but he never ceased giving his employ
er the best he had to give, never lost 
his affability or failed to greet every 
custom er of the house with a hearty  
smile. L ast Saturday he received word 
from the headquarters of the company 
at St. Louis that he had been selected

by the directors of the corporation to 
succeed the late Richard Bean as M an
ager of the business.

The T radesm an commends the ex
ample of Joe Putnam  to those young
sters who think they m ust have an in
crease in salary at regular intervals, 
w hether they are deserving of it or not 
and w hether the condition of the busi
ness justifies it or not. Such men never 
get very far in this world, because they 
do not stay long enough in any one 
place to  become really valuable to  any 
employer.

The man who selects a job which he 
thinks is fitted to  his ability and then 
proceeds to make himself so valuable 
to the house th at there is no occasion 
for m aking a change of em ploym ent is 
the m an who, as a rule, achieves the 
highest degree of success.

DRY GOODS CONDITIONS.
Favorable w eather not only brought 

E aster business to  a close w ith excel
lent trade on holiday articles but also 
stim ulated o ther purchasing so th at the 
week’s to tal was probably ahead of a 
year ago by a satisfactory m argin. The 
average daily volume for the m onth 
ju st ended was no doubt well above the 
level of last year, and, despite the fact 
that there was one less business day 
this year, the M arch total should top 
th a t of 1928 because of the earlier 
holiday.

Several factors are now tending to 
improve store results. Styles are more 
carefully tested, for one thing, and con
sum er acceptance is therefore readier. 
T hen there  has been the progress made 
in store control which prom otes tu rn 
over and reduces m arkdow n losses. In  
addition, the more num erous changes 
in personnel have no doubt raised exe
cutive efficiency.

T o  m any retailers the question of 
how to shape operations after E aster 
has been particularly  vexing this sea
son, but present indications point to 
m ore em phasis upon the prom otion of 
regular selling. In  a num ber of cases 
clearance and special ¡sales will! be 
postponed for a tim e a t least while ef
forts are made to a ttrac t in terest on 
seasonal, novelty and quality offerings. 
Of course, competition is likely to  de
term ine just w hat m ay be accomplished 
along this line, but the clean condition 
of wholesale stocks argues better 
chances for the plan than  usual.

Some complaint has been heard in 
the wholesale apparel m arkets th at vol
ume has not been up to  the usual level 
on E aster business. E xcept for those 
m anufacturers who tried to  produce 
ensembles a t too low a price, however, 
profits were reported as satisfactory. 
Few er cancellations have been received 
and there will be little surplus of de
sirable m erchandise.

STOCK BREAK AGAIN.
Once again stock m arket develop

m ents overshadowed w hat was going 
on in business during the week. T he 
abrupt crash last week T uesday was 
followed by an equally quick recovery 
in security prices, but it dram atized 
fears concerning the credit situation. 
F o r the time being the situation seems 
to  stand where it was, w ith inflation

still dominant. The money easing to 
follow quarterly dividend disburse
m ents and the attraction of foreign 
funds may act to send values still 
higher, but in the end the collapse will 
be just that much greater unless some 
new norm  of w orth has been estab
lished.

In their conclusions with respect to 
the outlook the Conference of S ta tis
ticians in Industry  holds that contin
uation of the present pace of indus
trial activity depends on business op
timism being maintained, upon im 
provem ent in purchasing power in the 
non-industrial areas and on éarlv stabil
ization of the money m arket. The lat
ter, of course, is linked up alm ost en
tirely with developments in the secur
ity m arkets, and the first factor also 
has its m ainspring there.

Much the same reports are coming 
from industry as have featured the year 
to  date. New records are certain for 
the quarter in the steel, automobile and 
other very active lines. Building oper
ations continue to  run at their reduced 
rate of some IS per cent, under a year 
ago. Since money ra tes are steadily 
climbing higher, the  next phase of ac- 
tvity  to  suffer may prove to be instal
m ent selling, although this is not yet 
apparent in the automobile field.

SMALL STORE TO BE STUDIED.
I t  was to  be expected that the prin

cipal effort to improve retail store op
eration would first deal largely with 
the problem s of the large establish
m ents. T he field was broader, the re
turns were larger, the necessary data 
m ore complete, and, last but not least, 
the store owners more influential. F u r
therm ore, it was probably imagined 
that the smaller stores m ight readily 
adjust the scientific principles found 
necessary in the running of a large 
store to  their own needs.

T he National Retail D ry Goods A s
sociation during the week, however, 
announced that the year’s work would 
emphasize studies calculated to  assist 
the small store. L ast week the p res
ident of this organization pointed out 
that the sm aller retailers would find 
much to  benefit them in the service 
of the association divisions. He placed 
emphasis upon the wisdom of adapt
ing ra ther than adopting the operating 
principles suggested, since every store 
has its own problem which cannot al
ways be m et in a standardized way.

This new move of the retail associa
tion follows a convention when a spec
ial session was devoted to  discussing 
improved m ethods for the smaller 
stores, and it will be welcomed by the 
m erchants who cannot use w ith profit 
the more complicated system s employ
ed by their large rivals. Some simple 
system s of control are greatly desired, 
and it is w orth considering th a t the 
big stores m ay find it decidedly to  their 
benefit to  have scientific m erchandising 
spread and ignorant and costly com 
petition reduced.

I t  always makes a widow mad when 
she hears of a woman who abuses her 
husband.

M any a girl catches a husband by 
baiting her hook w ith indifference.

FREE INDUSTRIES FROM LAW.
Obviously the commerce committee 

of the Am erican Bar Association, 
which conferred during the past week 
upon the question of how the trust 
law m ight be amended took the view 
th at voluntary agreem ents m ust be 
perm itted if certain “sick industries” 
are to obtain relief. The committee 
would allow such industries to form u
late their rules, after which the Federal 
Trade Commission would issue a cer
tificate of public in terest if the agree
m ent was found to  be to  the welfare of 
both the public and the industry. Those 
at the conference were experts also, 
but it was plain that they were not in 
accord on m ajor points discussed.

On the face of it, the question at 
once arises, since all such agreem ents 
have as their m ost im portant objects 
the raising of prices, w hether the public 
will accept higher prices as in its in
terest. W ith in  an industry  the ques
tion also comes up on how the small 
m anufacturer will feel if there is to  be 
control of output, which,after all, has 
so large a bearing on prices. W ith  a 
case of overproduction to solve, would 
any agreem ent .sho rt of ousting so 
many m anufacturers out of the busi
ness prove effective? W ould not an 
agreem ent to  keep up prices gradually 
reduce demand?

An overhauling of the Sherm an law 
is imperative, as m ost business in te r
ests view it, and a conference under 
proper auspices to  determ ine desirable 
changes should draw  trem endous re
sponse. T he trade practice m ovement 
is sufficient evidence of that.

P H IL IP ’S SNAKES.
An item in the newspapers the other 

day brought a sigh of relief to the un
told thousands who have been w onder
ing w hat a youth  would do w ith an in
come of $1,000 a day from an inheri
tance of $6,000,000. T he youth is Philip 
Chancellor, of Chicago, a form er re
porter, who inherited the money from 
his grandfather, F . N. M atthueson, the 
zinc king.

It appears that, after som ewhat an
noying hesitancy, young Philip has de
cided to spend his money on snakes. 
To be m ore specific, he likes to  hunt 
snakes. He yearns for a collection of 
rare serpents and lizards. H e will trav 
el wideiy In search of the largest reptile 
known to man. In  brief, Philip will 
spend lots of m oney in looking for 
things which m ost of us would very 
gladly avoid and even pay m oney rather 
than encounter. ,

W hat is m eat to  one man is poison to 
another. W hat seems to  be m eat to 
Philip is, snakes being venomous, poi
son for the rest of us. But maybe 
Philip sees deeper than  we do. In  any 
event, he has the m oney to spend.

G ranting th at hunting  snakes is a 
noble pursuit would it be presum ptuous 
in one to  ask Philip to  try  to  save a 
little of the daily $1,000 for some of the 
o ther noble pursuits in this, as ever, 
ailing world? If snakes were the only 
things offering an outlet for money, it 
would be different. B ut they are not. 
Philip was a reporter once. H e ought 
to know. Still, we hope th at he will 
have a good time w ith the snakes.
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

As we had not glimpsed M uskegon 
for four m onths, th a t wonderful city 
was the objective point on our Out 
Around trip Saturday. The day was 
all that could be desired, with bright 
sunshine and blue sky. On the  way 
out a Greyhound crept up behind us 
and passed us on a curve, w ithout the 
w arning required by law. T h e  same 
thing occurred on a double curve on 
returning home in the evening. I do 
not know who owns the_ Greyhound 
line now, but the owners are certainly 
potential m urderers in retaining in 
their employ drivers who have no re
gard for any law, hum an or divine. I 
do not wonder that the Greyhounds 
have so many accidents and kill so 
many people. The wonder is that the 
destruction of life and property is so 
small under the deplorable circum 
stances which have frequently been 
brought to the attention of the owners 
and m anager of the line.

In driving through M arne I noted 
that the general stock had been re
moved from the store which has been 
occupied for several years by Mr. 
Zacharais. I have been expecting this 
outcome for a long time, because of 
the unfortunate personality of the man 
behind the counter. I asked a local 
resident how it all happened and he 
replied: “You see Zacharais was anti- 
everything and everybody. He was an 
Ishmaelite in his dealings with the 
people and had his hand against every 
o ther man’s hand. If he had a friend 
in the world, he never seemed to be 
entirely satisfied until he had convert
ed him into an enemy.” I have never 
seen a man of this type succeed as a 
m erchant or in any other line of hu
man endeavor. It seems to be out of 
the question.

Much of the cement pavem ent on 
II S 16 from Grand Rapids to  Grand 
H aven is in wretched condition, due, 
I suppose, to poor m aterial and work
manship in the beginning and too 
m any overloaded freight trucks ever 
since. Spring Lake, where the pave
m ent was laid as a memorial to  the 
late W illiam  Savidge by his since de
ceased sister, will certainly have to do 
much in the way of replacem ent this 
year.

Before leaving home I provided m y
self with tw o pistols, one for Louis J. 
Koster, of Grand Haven, and one for 
myself. Mr. K oster insisted that be
cause my birthday happens to fall on 
March 16 I am next door to an Irish 
man. Such a charge against a man 
who has only English, French, Ger
man and Dutch blood coursing his 
veins calls for sum m ary action and, 
duly provided with the necessary 
weapons, I called at Mr. R oster’s 
home to complete the preliminaries 
before repairing to his back yard to 
try  conclusion with the pistols. I  felt 
it only fair that he be given time to 
notify his favorite undertaker and in
struct his pastor regarding the text he

wished used in his funeral serm on and 
the hym ns he wanted sung on that 
occasion. U nfortunately, M r.' K oster 
postponed the evil day by being away 
from home when I called.

I found my M uskegon friends some
what staggered over the set back re 
ceived by the oil industry, due to the 
indifference of refiners over accepting 
the product of the wells thus far de
veloped. T hey appear to  think that 
some way will be found to utilize the 
oil now coming to the surface, al
though it is conceded to  be of inferior 
quality and much more expensive to 
refine than crude oil from the M id
west field.

The strangers who flocked into 
M uskegon when the oil excitem ent 
broke out are certainly in a class by 
themselves. T hey are certainly typical 
of the business in which they are en
gaged. M ost of them  wear slouch 
hats, with their trousers tucked in their 
boot legs. They walk with a sw agger 
and their conversation is full of bluff 
and bluster. In many cases their word 
is not above par and their disposition 
to meet their obligations in man 
fashion is non est. Personally, I shall 
be sorry to see this type of men be
come a perm anent fixture in M uske
gon, because they do not harmonize 
with the other types of men who have 
made M uskegon great.

W hether the oil industry flattens out 
or develops into a paying proposition,
T maintain that M uskegon is destined 
for great things in the near future. I 
knew her very well in the boom times 
of the lum ber industry, forty to  fifty 
years ago. T he columns of the T rades
man will prove that I urged her peo
ple to  prepare for the evil day when 
the lum ber business would vanish and 
espouse other lines of m anufacture to 
take its place before the crash came. 
They laughed at my fears and ignored 
my warnings. L ater—when the col
lapse of the lum ber industry actually 
occurred—they censured mp because I 
had not made m y predictions and en
treaties more emphatic. Instead of 
folding their hands and accepting the 
situation as a perm anent condition, 
they went to work with a vengeance 
and brought order out of chaos, suc
cess out of failure, victory out of de
feat. No such burden was ever under
taken with g reater heroism than that 
exhibited by the M uskegon people in 
changing their comm unity from a vil
lage of sand and sawdust to a beauti
fully paved and reconstructed m odern 
city. I never saw such a m aster ac
com plishm ent before. I never expect 
to see another.

Muskegon is destined to become a 
great city through the action of Uncle 
Sam in deciding that M uskegon Lake 
is the most available harbor for future 
development on the Great Lakes when 
the St. Law rence ship canal is made 
an accomplished fact. W ith in  a year 
after the ship canal is completed, M us
kegon will be able to count the ships 
of forty o ther nations in her lake h a r
bor, Perhaps not all at one time, but

during the period of navigation in one 
season.

A run through the oil district on 
M 20 and U S 31 discloses great ac
tivity in drilling and preparations for 
additional wells. W hy people are so 
willing to invest such large sums of 
money in new wells before the status 
of the product is definitely determined 
is more than I can understand.

The Occidental H otel has discon
tinued its $1 evening dinner and sub
stituted therefor a $1.25 dinner. P o r
tions are not so ample as was the case 
with the $1 dinner, but a desert is 
added to the menu. The enlargem ent 
of the hotel is going forw ard rapidly.

I t was a genuine pleasure to note 
the well-arranged grocery store of C.
H. Boelkins & Sons, at the H eights.
I t is clean, wholesome and economical
ly arranged.

Coming home from Kalamazoo the 
other day I noticed maple trees tapped 
at intervals along the way. I t caused 
me to enquire what effect the taking 
of sap from  the maple tree had upon 
it—its growth, its health and its 
longevity. Charley Garfield could 
have furnished me an answer to this 
enquiry off hand, but he didn’t drop 
in for a clay or two and every time 
I called at his hank he was either busy 
or away from his desk. The question 
seemed so opportune to me that I 
addressed a letter of enquiry to the 
Forest Service of the U nited States 
D epartm ent of Agriculture a t W ash
ington. The reply I received was so 
complete and comprehensive th a t I 
am sure many of my readers will en
joy reading it, as follows:

Reference is made to your letter of 
M arch 25, requesting information on 
Maple trees used for the production 
of maple sugar.

I t  is known that excessive tapping 
of maple trees is injurious to them  and 
shortens their length of life. From  
one to three buckets can be hung on 
maple trees, depending upon their size. 
Generally, more than three buckets on 
the largest trees will prove injurious 
to them. W e assume th a t the grow th 
is som ewhat retarded by tapping, but 
I do not think this will prove serious 
if done lightly. Outside of the slight 
protuberances and the irregularities 
occurring as a result of the healing of 
the tapping holes, there is generallv 
slight effect upon the beauty of the 
tree. I t  is possible, of course, that 
unwise thinning and possible disrup
tion of the conditions of the stand may 
affect the grow th more than the actual 
tapping. Generally, for the maximum 
yield in sugar, the trees are m anaged 
a little differently than for the m axi
mum yield in wood, since  ̂ sap 
production is supposedly proportional 
to  the leaf area exposed. M anage
m ent for m aximum sap yield would 
not always yield the finest quality of 
timber.

T apping has an effect upon the 
lum ber produced in the butt log of a 
tree. I have seen lum ber from  tapped 
trees and very often a discoloration is 
present about the tapped holes and 
running some little way up the tree. 
There is always the possibility that 
decay m ight get into the bored holes, 
but this commonly is not the result 
to any serious extent.

T he above letter was signed by L. 
X. Nunns, Chief of Forest Experi
m ent Stations. E. A. Stowe.

Hardware Specialties Active.
W ith  the advance of the Spring sea

son activity is gaining in a num ber of 
hardw are and affiliated specialties. 
Growth of the home gardening idea 
favors a particularly good season in 
garden supplies and expanded sales of 
such items as bamboo and metal rakes, 
spades, weed pullers, clippers, etc., are 
foreseen. Increasing activity is noted 
in screens, with a m arked grow th in 
the use of types which cover the en
tire window. Rainproof ventilators are 
being sought, but considerable price 
competition has developed on these 
items. Special preparations of soil 
food for garden and lawn are being 
m arketed in a larger way than ever 
before. Lacquer paints are in strong 
call.

Preparing Post-Easter Lines.
Lines for post-E aster selling arc 

now being given extensive attention by 
both coat and dress m anufacturers. 
The season after E aster is longer than 
usual, owing to the early date of the 
holiday, and producers figure th at this 
affords more of an opportunity for 
profitable m erchandising because of 
the clean condition of wholesale stocks, 
this type of garm ent giving way to 
new stvles on which both retailer and 
m anufacturer will seek a sustained 
mark-up. Special lines for the Sum
m er season are also in course of 
preparation.

To Form Six Merchandise Groups.
Plans are under way for the creation 

of a num ber of sections in the m er
chandise m anagers’ group of the N a
tional Retail D ry Goods Association. 
T he divisions will be made according 
to the lines of interest of the m em ber
ship. T here will be six main sections, 
comprising home furnishings, ready- 
to-wear accessories, piece goods, small 
wares and m en’s and boys’ apparel. 
Committees will be appointed from 
each group to  study m erchandising 
problem s applying specifically to each 
of the six m erchandise categories.

Plain Linens For Suits.
Calls for plain linens of better qual

ity have supplanted those for fancies 
used in making m en’s light-weight 
suits and knickers for Sum m er wear. 
The trend toward oyster and ecru ef
fects was noticeable in initial orders 
when lines opened, and repeat orders 
now reaching the m arket are for the 
same types. Although yardage is no 
larger than in 1928, the tendency to 
ward better qualities makes the finan
cial return  greater.

The surest way to  break down your 
health and lessen your earning power 
is to  cultivate the habit of feeling sorry 
for yourself.

Don’t put off learning how to en
joy the really good things of life or 
you will reach old age a bankrupt in 
mind and soul.

Electric light is popular because it 
is always there, ready for action.

Realize before the end that business 
is but a means to an end.
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CHAIN STORE PRICES.

They Average About the Same as the 
Independents.

Chain store prices were lower than 
independent prices in the case of 33 
out of 50 advertised articles used by 
Professor R. S. A lexander in his study 
of comparative prices covering over 
1.000 stores in ten districts in m etro
politan New York. Independent prices 
were lower than chains in 16 cases 
and identically the same in one. For 
those articles whose average price is 
below the general average of all com
modities included, the chains have a 
price advantage of a little over 3 per 
cent. But on the higher-priced com 
m odities—those above the average for 
all commodities—this advantage of the 
chain store is alm ost entirely reduced 
putting both chain and independents 
on practically the same level.

The South Carolina chain store tax  
law providing for the paym ent of $100 
for each store in excess of five has 
been declared invalid. About $30,000 
will be returned to  companies who 
have paid this tax, the largest sum. 
$7,400. going to the A. & P., and the 
next, $5,000. to  the Southern Grocery 
Stores, Inc.

The chains to-day are featuring ad
vertised brands ra ther than  private or 
controlled brands, but they are not on 
a satisfactory relationship with the 
average m anufacturer. In  what direc
tion the}- will turn no one knows, but 
with their trem endous m erchandising 
influence probably they will reach the 
point ultim ately where either the 
m anufacturer will give them  special 
concessions or they will establish their 
own controlled brands. At present 
this would not be favorable to their 
interests. They need advertised brands 
with their rapid turnover and assured 
quality. W hile the present conflict re 
mains between chains and m anufac
turers, the chain structure cannot be 
regarded as perm anently favorable to 
m anufacturers.

The results published so far in the 
study made by Professor Alexander, 
of Columbia, com paring prices charged 
by independents and chain stores, pro
vides food for thought on several 
points. This study covers only na
tionally-advertised commodities of a 
highly competitive character, and it is 
clear that the price differential on such 
commodities is so small as to  be a l
most negligible, and. in fact, on some 
items is now distinctly in favor of the 
independents. In other words, so far 
as the main reliance of the chains in 
the past has been concerned, that of 
price appeal on advertised articles, the 
independents have met the chains on 
their own ground. Such a state of 
affairs shifts the field of competition 
from that of price, on advertised 
commodities, which includes unadver
tised staples, meats, fresh produce, etc. 
I t  is obvious th a t profit m argins on 
these highly advertised commodities 
have been cut to  the bone, both in 
chain stores and independents, and 
consequently the door is open wider 
than ever to  the entrance of private 
controlled brands on which there ob

viously can be no inter-store competi
tion.

An am m unition m anufacturer who 
has always been a strong advocate of 
price m aintenance began selling mail 
order houses at a price which enabled 
them  to  sell 15 per cent, lower than 
the accepted retail price. Yet this 
m anufacturer begs his wholesalers not 
to demoralize the m arket by price- 
cutting!

O ut of mass distribution and snip
ing competition has emerged a scien
tific program  which bids fair to  cor
rect many of the m aladjustm ents now 
prevalent. This is the exclusive pur
chase plan, which, briefly, is usually a 
w ritten contract between wholesaler 
and retailer, to co-ordinate their re
sources and energies in a co-operative 
way. The retailer, under this agree
ment. must transfer his allegiance from 
five or six wholesale d istributors to 
only one. There are no stock selling 
nor promotional activities associated 
with the movement. T he capital struc
ture of the individual m ember remains 
unchanged. The agreem ent between 
jobber and retailer obligates each to 
conform to tested plans and principles 
of merchandising. Recognizing that, 
uniform painting and arrangem ent has 
been capitalized by successful chain 
store systems, a simple dressing of the

retailer’s store building is asked for by 
the wholesaler. Price tags on m er
chandise and window decoration are 
also required. The hallucination of 
the retail grocer that he is a buyer is 
another of the glaring misconceptions 
which is corrected by the exclusive 
purchase contract. I t  is the whole
saler who is delegated to  exercise this 
im portant trust and purchase for the 
group. The retailer, in losing his 
identity as a buyer, has found between 
sunrise and sunset many hours for 
scientific selling, store managem ent, 
etc.

W e hear right along that whole
sale houses are going into the chain 
store business to maintain their dis
tribution. There is alwTays this way 
out for a wholesaler who knows his 
business. However, we are convinced 
that the independent dealer and job
ber can operate more economically 
than a chain. W e see evidence every 
day that dealers are awakening to  the 
realization of this fact. W hen such 
dealers learn to lean on their jobber 
for buying while spending their own 
time in selling and sales planning, just 
like the m anager of the chain store 
does, then and only then will we have 
the solution of the independent re
tailing problems.

Speakers at the Louisville Confer

ence emphasized the responsibility of 
the wholesaler for the well being of 
his retailer custom ers. If retailers run 
their business by m ethods which lead 
inevitably to  disaster, the wholesaler 
m ust go down w ith them  if he con
tinues to  serve them . T he analyses 
conducted in connection with the 
Louisville food distribution study are 
bringing out the intim ate concern of 
the wholesaler with retailers’ methods. 
From  records of retailers’ purchases 
he has the m eans to  d irect his buying 
to items which produce real profits, to 
discover w hat custom ers and what 
items impose insupportable expense, 
and to correct credit abuses which sap 
the wholesalers’ financial resources.

If it is true  that the chain will find 
its perm anent m arket only in stand
ardized nationally advertised products, 
then a wide field of speculation opens 
concerning the perm anent value of the 
shifting process, by which a chain, 
which cannot make satisfactory term s 
with the producer of a nationally dis
tributed product, m akes or buys a sub
stitute under its own brand. T em 
porarily, the chain may gain a distinct 
advantage, but if the m anufacturer can 
hold public acceptance, the indepen
dent gains an edge. T he chain eventu
ally, therefore, will be compelled to 
advertise nationally.

A Chain Store Common Stock
Listed on the Chicago Stock Exchange

SALLY FROCKS, Inc.
The merchandising methods used with such remarkable success by the 
largest chain store systems of the country have been likewise success
ful in the development of the business of Sally Frocks, Inc. These 
methods are based on rapid turnover of inventory for cash, scientific 
merchandising, centralized management and the investment of earn
ings in additional stores.
By these means the original capital of $39,000 has grown to a point 
where 20 stores are operated in Middle W estern cities with net annual 
sales of over $2,900,000. I t  is expected that at least 10 more stores 
will be opened during 1929.
Reported sales for the first two months of 1929, show an increase of 
approximately 55% over these of the first two months of 1928, and 
for the first two weeks of March sales were reported to show similarly 
an increase of about 95%.

Further information about the Common Stock of the Com
pany may he obtained by writing or calling for a circular.

How e Snow & Co.
(IN C O R PO R A TED )

IN V E S T M E N T  S E C U R IT IE S
GRAND RAPIDS

New York Philadelphia Detroit Chicago * Minneapolis Milwaukee
Los Angeles San Francisco
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Why the Independent Merchant Can
not Be Superseded.

The chain store is an elem ent of 
revolution and evolution which is rap 
idly becoming characteristic of retail 
trade not alone in the United States, 
but in many other countries. In  the 
U nited States practically every line of 
retail trade is covered by this form  of 
distribution, and from one store in 
1858 the num ber is estim ated as high 
as 100,000 to-day, with a turnover of 
from eight to  ten billions of dollars, 
or about 15 per cent, of the total re 
tail trade.

In  face of th is solid, compact ac
complishment, the existence of a func
tion for the chain and of consistent 
support from the  consum er is indis
putable. Slowly gathering  impetus 
during the first tw o decades of the 
present century, the past few years 
have shown a speeding up of the new 
force which is making for radical 
change in m ethods of distribution, is 
crowding out the picture commercial 
factors of age-old sanction, bringing 
the m anufacturer face to  face with an 
entirely new line-up in his sales work, 
presenting competitive situations of ex
treme novelty and significance, re 
vamping distribution m ethods and 
practices, potently affecting advertising, 
introducing new and disturbing ele
m ents into the m anufacturing field 
itself, establishing practices in rebates 
and allowances as well as in m erchan
dise appeal, creating a great current of 
opposition from many rural banks, in
dependent retailers and m anufacturers, 
and, finally, is m aturing a competitive 
war am ong chain elem ents themselves, 
that in the form of interchain com peti
tion is destined to  modify profoundly 
the directional and structural factors 
involved in this most im portant trade 
movement of the tw entieth century.

On the basis of the evidence at 
hand, it is a fair deduction th at the 
future development of the chain store 
will be more intensive than extensive, 
and whereas the saturation point for 
chain practice has by no m eans been 
reached the weight of authority  is in 
favor of the belief th at increase in the 
future will be ra ther in sales per store 
than in num ber of stores. The next 
decade will be a period of consolidation 
for the chains and they will be able 
to more nearly determine their place 
in the great function of distribution 
and will also free them selves from 
much of the exaggerated optimism th at 
makes claims of 100 per cent, of re
tail trade. Developm ent will be in 
line with grow th of the country and 
population, ra ther than in the  sensa
tional advance so far made.

It is quite evident th at distribution 
is to become more highly integrated 
and that an entirely new school of 
m erchandising will develop, both as 
related to chain practice and to the 
independent m erchant. T he machinery 
of distribution will go in high gear 
and much of the complaint now voiced 
about the weight of distribution costs 
will be silenced by more economical 
practice. T he sales volume of certain 
chains will greatly  increase as retail 
trade increases, and an annual tu rn 
over of a billion dollars will not be

startling  for some system s. D istribu
tion through outlets controlled by 
m anufacturers will grow  and closer 
co-operation between chains and m an
ufacturers will be affected. However, 
the independent m erchant who keeps 
the pace set by the  T radesm an will 
never be crowded out of business, be
cause he possesses inherent elements 
of streng th  which the chain can never 
acquire or supersede.

W ork  is earnestness.

Lamp Sales Forging Ahead.
Mica and glass shades are giving 

considerable competition to parchm ent 
and silk shades for use with table and 
floor lamps. The latter types, how 
ever, continue strong in the lower end 
lines. W hile novelty design and color 
effects continue to  exert a strong 
stimulus on the trade, there is said to 
be a steady sw ing of consum er favor 
to the more conservative period styles. 
Table lamps are in good call, and be
cause of the increased use of end

tables the num ber of such lamps in 
the average home has greatly in
creased. Floor lamps in both junior 
and bridge types likewise have ex
panded in sales volume. Porch lamps 
are being sought for sum m er selling.

M anistique— P. M. Hoholik has sold 
his grocery and meat m arket on N orth  
H oughton avenue to Freem an B roth
ers.

An optim ist is one who makes a 
lemonade of lemons handed to him.

1 3 .

Ü4NGE NC)>V
T h e  w a sp -like  w a ist was once a 
m o s t en v ied  co n str ic tio n  by  those
lovely girls o f  y e s t e r d a y ...............
T h rea ten ed  w ith  a g ru n t, th e  l i t t le  
b o n ed -in  darling  fa in te d  aw ay  . . . 
. . E xcited ly  th e  y o u n g  fe llo w  w ith  
her, ca re fu lly  se t dow n h is gray  
p lu g  h a t w ith  th e  n o b b y  black
b a nd , bow l u p .................. N ervously
h e  tw is te d  th e  en d s  o f  h is p in k  
w h iskers  a n d  tre m u lo u s ly  ex
c la im ed — “ Ye Gods! F uchsia  has
fa in te d ! he lp ! h e lp ! ............... ”

C hange is in ev ita b le . F uchsia  no  
longer chances a f a in t .  For th is  is 
a n  era o f  progress. A n  era o f  change. 
A n d  th e  o ld  s tu f f  d o esn ’t  go.

The Younger G eneration Has 

Chosen a  N ew , W on derfu lly  
D elicious M odern Coffee . . .
“ C O F F E E  r e s t l e s s n e s s ”  w a s c o m m o n .  
P e o p le  h a d  g r o w n  t i r e d  o f  t h e  o ld  
coffees. T h ey  d em a n d ed  a ch a n g e . S o m e 
th in g  n ew . M o d ern . T yp ica l o f  th e  t im e s .

R ea liz in g  th a t  a  ch a n g e  w as su re ly  c o m 
in g , Lee & C ady’s  fa cto rs scou red  th e  seven  
sea s a n d  o b ta in e d  th e  f in e st  coffees i:i a ll 
th e  w orld .

W ith  th e  sk ilfu l co -o p era tio n  o f  th e ir  ow n  
ex p erts  a n d  a  fa m o u s  c h e f  L ee & C ady  
g ro u n d , ro a sted  a n d  co m b in e d  th e se  c h o ic e  
coffees. B len d  a fte r  b len d  w as m a d e . T e st  
a fte r  t e s t  su b m itte d . N o t j u s t  to  ex p erts , 
b u t  to  h o s ts  o f  p rogressive y o u n g  peop le. 
A t la s t  th e y  a 1 agreed  o il a  n ew  b le n d —o n e  
w ith  a  p articu la r ly  d e lic io u s  flavor, a n d  a 
fragran ce a s  sp icy  a n d  a llu r in g  “ as a b rea th  
fro m  a  gard en  in  A rab y .”

A s far a s  is  k n o w n  th e re  is  n o  o th e r  b len d  
l ik e  Lee & C ady C offee. I t  i s  m o d e r n ity  a t  
i t s  b e st , d is t in c tiv e , in d iv id u a l, d ifferen t. 
N o t su c h  a  rad ica l d ep arture  fro m  tru e  
coffee flavors b u t  a  re fin in g , a  d e ftly  m in g 
lin g  a n d  e n r ich in g  o f  th e se  e lu s iv e  flavors.

LEE fit CADY 
COFFEE

• 6 T - C M C C P C W ’ S C C f f C E  T C  D A Y * *
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FINANCIAL
Reserve Sets Forth Policy Basis.
In its recently published annual re 

port for 1928 the Federal Reserve 
Bank of New York m akes a point rela
tive to  the loan m arket that deserves 
emphasis. Traditionally the m arket 
in call loans has been viewed as a place 
for the tem porary employm ent of sur
plus hank funds. Com menting on re
cent developments, however, the hank 
says that “notw ithstanding the large 
loss of gold, which under conditions 
existing before the Federal Reserve 
system would have forced a large 
liquidation of bank credit, the security 
m arkets called for additional credit in 
am ounts larger than ever before. ’

T his increased demand for funds 
from the security m arket came at a 
time “when most of the larger hanks 
not onlv had no surplus funds, but 
were, in fact, becoming increasingly 
dependent upon the Reserve banks for 
the m aintenance of their required re 
serves." Therein, of course, lies ex
planation for the recurrent periods of 
high call money rates that have been 
experienced so frequently in the last 
year.

In  shaping its money policy the R e
serve has taken account of a growth 
in the volume of credit th at “was far 
outstripping ordinary commercial and 
industrial credit requirem ents.” The 
bank points out that many years of ex
perience show that increase in credit 
beyond business needs “leads ordinarily 
to unfortunate results, to speculative 
excesses, to  price increases, to  booms 
which end in depressions.”

W hether present tendencies will con
tinue until the level of money rates the 
world over is m aterially raised remains 
the most serious question before our 
economists. Certainly high interest 
rates here are draw ing funds from all 
over the world and depressing the for
eign exchanges. The shrinkage in 
foreign loan flotations on this m arket 
has contributed its influence toward 
the tightening process abroad. “These." 
savs the Reserve bank frankly, are 
condiitons which if long continued may 
be expected to  check adversely the 
trade of the world, and reduce the 
world’s power to  purchase the prod
ucts of this country.”

H ere in a nut shell is the m ost dis
tu rb ing  aspect of the persistent ad
vance in money rates. W hatever we 
mav think of our obligations to  E u 
rope the fact is that if continued long 
enough without relief advancing 
money rates abroad may in depressing 
business there check the even flow of 
prosperitv on this side of the water.

Paul W illard Garrett.
[Copyrighted. 1929.]

Women Hold Nation’s Wealth.
In his effort to emphasize the as

cendancy of women in business one 
statistician predicts a financial m atri
archy by 2025 when at the present rate 
the country’s wealth should all be in 
feminine hands.

H ere is an am using conclusion that 
inspired Lawrence S tern & Co.’s in
vestigators in Chicago to  grind out 
some facts relative to  woman’s position

as an investor th at read like a romance. 
This banking institution tu rns up the 
in teresting report am ong others th at
roughly 41 per cent, of the individual 
wealth of the country already is con
trolled by women.

To those who had not appreciated
the increasing im portance of women 
in the financial world the following 
brief findings will command attention:

1. W om en are the beneficiaries for 
80 per cent, of the $95,000,000,000 of 
life insurance in force in this country.

2. W omen pay taxes on over three 
and a quarter billion dollars of indi
vidual income.

3. W omen represent an actual m a
jority  of stockholders in the country’s 
largest corporations such as the Steel 
Corporation and the Pennsylvania 
Railroad.

4. W omen represent from 35 to  40 
per cent, of investm ent bond house 
customers.

5. W  omen millionaires are as plen
tiful as men on the individual income 
tax  returns.

6. W om en receive 70 per cent, of 
the estates left by men and 64 per cent, 
of the estates left by other women.

8. O ver 8,500.000 women are gain
fully employed in this country.

T im e was when women were no
toriously ignorant on m atters financial 
but in recent years investm ent and 
banking institutions have found them 
selves obliged to establish special de
partm ents in increasing num bers to 
serve their women clients. In many 
instances women in possesesion of 
large sums have delegated the adm in
istration of such funds to others. Yet 
it would be unfair to  ignore the very 
serious interest that is m anifest on the 
part of many women who adm inister 
their own affairs.

W hile nobody will contend that this 
drift in finance threatens any funda
mental change in established institu
tions it is plain that more and more 
existing houses m ust recognize the 
importance of their women clients in 
the development of new business. It 
throw s an increased responsibility on 
the shoulders of institutions to edu
cate women investors who are un
familiar with banking practices, and a 
new responsibility on the shoulders of 
women to  school themselves in the 
principles of sound investment.

Paul W illard Garrett.
[Copyrighted, 1929.]

Kent State Bank
“The Home for Savings”

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

Banking by Mail Made Easy.

L. A. GEISTERT & CO.
Investment Securities 

GRAND RAPIDS—MICHIGAN
506-511 GRAND RAPIDS TRUST BUILDING 

Telephone 8-1201

Worth It.
An enterprising young college g rad 

uate opened an office in the vicinity of 
the Michigan T ru st Co. He engaged 
a painter to letter the entrance door 
to his office.

“W hat do you w ant on the d oor?” 
asked the painter.

“Just John Smith, Broker,” replied 
the student.

“W hy don't you make it “Banker and 
B roker’?" suggested the painter.

“How much more will it cost?” 
queried the student.

"A bout $4,” answered the painter.
“Go ahead." said the student. “W ho 

wouldn't give $4 to be a banker?"

Count only on luck and you’ll be 
counted out.

r

Investment Securities

E. H . R o llin s  & S o n s
Founded 1876

Dime Bank Building, Detroit 
Michigan Trust Building, Grand Rapids

Boston New York Chicago
Denver San Francisco Los Angeles
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New Investment Trust Test. 
A nother serious stock m arket re 

action, emphasizing the possibility of 
a prolonged decline, again calls a tten 
tion to  the part played by investm ent 
tru sts in the financial scheme of things. 
W ill recently formed tru sts  and trad 
ing corporations be subjected to  a test 
at this time? is a question in which the 
financial community is interested.

In this connection recent comm ents 
on the investm ent trust m ovem ent by 
M oody’s Investors’ Service may be 
found worth consideration.
“So long as the American investor 
continues to buy blindly,” says the 
article, “he will have no one to blame 
for losses sustained during periods of 
financial readjustm ent. T he future: of 
the investm ent tru st in this country 
rests not in restrictive legislation, but 
in the intelligent demands of the in
vesting public.

“The well-conceived, conservatively 
operated investm ent tru st.” continues 
the article, “will not depend upon 
profits realized on the sale of securi
ties to provide for the interest and 
dividend requirem ents on its fixed ob
ligations, but will so regulate its cap
ital structure and affairs that the in 
come in the way of dividends and in
terest on its investm ents will more 
than adequately provide for the prior 
charges.

“The capital structure of a trust is 
very im portant to  its future operation. . 
W hile one of the essential features of 
the typical British investm ent tru st is 
the acquisition of approxim ately 50 
per cent, of its capital through the sale 
of debentures and proferred stocks, 
this can only he efficiently undertaken 
at times of low interest rates, when 
such securities can be economically 
sold. D uring periods of high security 
price levels such as the present, when 
it is difficult to obtain a satisfactory 
current return  on investm ent securi
ties, a trust organized with a pre
ponderance of fixed interest-bearing 
obligations is under a decided handi
cap.

“Many trusts have been formed with 
involved capital structures, including 
all manner of participating and con
version features,” the article continues. 
“This method of financing is confusing 
to the investor, hut a serious and 
painstaking study usually reveals that 
the m anagem ent and those directly in
terested are risking very little and 
stand to gain the m ost as a result of 
future operations.

“The future rests in the hands of 
the investor, and, whereas blind specu
lation might result in immediate profits 
the most favorable results in the long 
run will be obtained by conscientious 
and painstaking exam ination at the 
time of original investm ent.”

William Russell W hite.
[Copyrighted, 1929.]

A Business Man’s Philosophy.
Says Professor Richard Burton:
“To students plaintively enquiring 

of me, ‘W hat good will the study of 
Browning’s poetry do me?’ I like to 
reply, ‘I t will give you a state of mind 
which you will find the equivalent of

a Rolls-Royce car. T hus it will save 
you several thousand dollars.’ ”

T hat is a perfect answer to a lot of 
similar questions.

W hat good does it do a man to fish 
in the Canadian woods? W hat good 
does it do a m an to live in a fine home? 
W hat good does it do a man to  smoke 
first-class cigars? W hat good does it 
do a m an to  become an expert golfer ?

L et’s follow Professor Burton and 
say it gives one a luxurious or an ex
alted state  of mind.

W e all seek this state of mind, and 
some can achieve it only by living in a 
thirty-room  house, riding the high 
seas in a private yacht, sailing over 
the boulevards in a $10,000 automobile 
or ordering everything on the barber s 
bill of fare.

O thers can get it from looking at 
an etching or a marble figure in an art 
gallery, from reading a book, from 
listening to a Beethoven symphony 
from an evening’s conversation with a 
congenial fellow. "

T h a t’s all there is to culture. I t ’s a 
way of easing the spirit, simplifying 
life or reducing the cost of a happy 
existence. W illiam Feather.

G R A N D  R A P I D S
M m N A T I O N A L  B A N KIII Established 1860— Incorporated 1865 

NINE COMMUNITY BRANCHES

GRAND RAPIDS NATIONAL COMPANY

lip S o ls Investment Securities
“ T h e  B ank  on tho  

S q u a re ” Affiliated with Grand Rapids National Bank

Dignified.
“D on’t you think,” airily suggested 

the new partner, “th at you ought to  
brush up a bit on your correspondence? 
Use big w ords; they lend dignity to 
your letters.”

“Perhaps you’re right,” adm itted the 
other, calmly studying the end of his 
cigar. “ But, while eschewing m edio
crity of expression th rough platitudi
nous phraseology, it behooves one to 
beware of ponderosity, and to be mind
ful th at pedantry, being indicatory of an 
inherent megalomania, frustrates its 
own aim and results merely in obnubi
lation.”

Junior
Mortgage

Investments 
to yield

9%■
W I L L I A M  A .  L I X E L  

lo to  Buhl Bldg. 
D etroit

Link, Petter &. Company
( Incorporated)

Investment Bankers
7th FLOOR. MICHIOAN TRUST BUILDING 

GRAND RAPIDS. MICHIGAN

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

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

GRAND RAPIDS SAVINGS BANK
••Th» Bank W here You F eel J i t  H om e"

A . G. GHTSELS & CO.
INVESTMENT SECURITIES

B uhl Bldg, D etro it P eninsu lar C lub Bldg, G rand  Rapids

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  an d  T ow ns in M ichigan, 
an d  m ake  de liveries  to  s u it  p re sen t d ay  req 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 dequate  delivery . All lines a re  reg u la ted  by th e  M ich
igan  P ub lic  U tilitie s  Com m ission.

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

F e n to n  D a v is  6  B oy le
Investment Bankers

Chicago GRAND RAPIDS
F ir s t  N a tiona l G rand R ap ids N ationa l B an k  B uilding 
B ank  B uild ing  P hona 4212

Detroit
205« Buhl 
B uild ing
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MUTUAL FIRE INSURANCE
If We Build To Resist Fire. 

Engineers who have made an ex
haustive study of the  problem  have 
a positive answ er to  the question, 
“How can we curtail Am erica’s stu 
pendous fire waste?” T hey say w ith 
distinct emphasis, “the loss can be re
duced if we will build to  resist fire.

The initial step in building to  resist 
fire is to  have the plans draw n by an 
architect who understands the p rin
ciples of fire prevention. Of necessity 
the structure m ust be erected in ac
cordance with the plans and specifi
cation and it follows that if the plans 
are right the finished building will be 
fire safe. M any a building has been 
saved from fire while the plans were 
on the drafting board. T he m odern 
structures we now see in our cities 
are the result of many improvem ents 
and safeguards in the building indus
try .

In  these large m odern structures it 
is well to  build so th at there will be 
no great open areas through which 
fire can sweep unretarded. So far as 
possible fire-resistive m aterial should 
be used throughout. In  order to be 
fire-safe this type of building m ust be 
able to  resist fire both from  within 
and from without. One of the  ele
m entary rules is to  build so th at the 
flames will be confined to  the place 
of origin until the fire departm ent can 
arrive and extinguish the blaze. I t  is 
therefore imperative that stairw ays and 
elevator shafts be enclosed, and fire 
doors installed to separate the vari
ous sections of the structure. There 
should be no way for fire to  spread 
from one floor to another. O ften a 
building that would resist fire origin
ating within its own walls would be 
an easy prey to  fire starting  in an ad
joining structure. M any so-called 
“fireproof” buildings are exposed to 
danger by adjacent structures. In  or
der to  resist fire from the outside, 
windows may be equipped with wired 
glass in metal frames. A nother im
portan t elem ent making for fire-safety 
is the installation of a complete equip
m ent of extinguishing devices such as 
autom atic sprinklers, standpipes and 
fire extinguishers.

A larger percentage of combustible 
m aterial generally enters into the con
struction of dwellings than  in the 
type of buliding just discussed. H ow 
ever, if due consideration is given to 
fire-resistive construction, even a 
dwelling can be made relatively fire- 
safe. A fire in the average American 
home spreads very rapidly and it is 
vastly im portant to  build so that the 
flames may be confined to  the place 
of origin. F ire-stops which will re 
tard  the spread of fire from one floor 
to  another are exceedingly im port
ant. A fire-resistive roof also aids 
m aterially in making dwellings fire- 
safe. W hen a heating plant is in
stalled, due care should be taken to 
protect all combustible material from 
contact with parts of the equipment 
that will become hot, and all electrical 
work should be done in accordance 
with the electrical code. Chimneys 
also cause a large am ount of fire

waste annually, which could be pre
vented if they were built in accord
ance w ith standard specifications.

If one considers th a t the loss from 
fire every year is a half billion dollars 
the im portance of building to  resist 
fire will be recognized, especially when 
it is realized th at m aterial destroyed 
in this way cannot be replaced and 
constitutes a severe drain upon the 
economic resources of the Nation.

Grocers’ Plan For Dry Goods.
Leading dry goods wholesalers have 

been invited to  attend a m eeting at 
Chicago early this m onth to  consider 
an association of their interests along 
the lines of the Independent Grocers’ 
Alliance, it was reported yesterday. 
The Grocers' Alliance comprises fifty- 
two wholesalers and more than 10,000 
retailers who confine their buying to 
these jobbers and in return  receive 
expert m erchandising assistance. J. 
F rank Grimes, director of the alliance, 
was in New York yesterday and con
firmed the report of the meeting, 
which will be held April 12 to  15, but 
would not furnish further details.

Stress Borders in Men’s Neckwear.
Border effects are receiving con

siderable attention in m en’s neckwear. 
The border is shown at the end of the 
tie. the design harm onizing with the 
rest of the pattern, but larger in size. 
In  some models the border takes the 
form of a short fringe. The designs 
featured are small figures and cross 
stripes. Also being played up are 
handkerchief and tie sets. In these the 
handkerchief has a narrow  border 
m atching the tie, while the center is of 
white crepe de chine. The m erchan
dise is priced from $15 to  $18 per 
dozen, wholesale.

A Good Start.
“ My dear,” said a m an to his newly- 

m arried wife, “where did all these 
books on astronom y come from ? T hey 
are not ours.”

“A pleasant little surprise for you,” 
responded the wife. “ You know, dear, 
you said this m orning that we ought 
to study astronom y; and so I went to 
the bookstore and bought everything 
I could on the subject.”

I t was some m inutes before he spoke.
“ My dear girl,” he said slowly, “ I 

never said we m ust study astronom y; 
I said we m ust study econom y!”

Trend To Lace Hosiery.
Lace effects are getting  a greater 

am ount of attention in the women’s 
hosiery field. This is attributed  to  the 
trend toward more feminine apparel 
among women and the more general 
use of lace in current styles. Use of 
the lace effects in hosiery is finding 
its greatest popularity in heels, where 
it has been adapted to  both pointed 
and square types. Two mills featuring 
these designs report an encouraging 
response from all parts of the country.

Don’t try  to  make a boy who is 
hand-minded take a school course de
signed for the word-minded.

The kick we get out of a holiday is 
knowing we have a job to  go back to  
the next day.

Affiliated with
The M ichigan

R eta il D ry G oods A ssocia tion
Insuring Mercantile property and dwellings 

Present rate of dividend to policy holders 30 %

THE GRAND RAPIDS MERCHANTS MUTUAL 
FIRE INSURANCE COMPANY

320 H ousem an  Bldg. G rand  Rapids, M ich.

STRENGTH ECONOMY

THE MILL MUTUALS 
AGENCYLarising Michigan

Representing the

MICHIGAN MILLERS MUTUAL 
FIRE INSURANCE COMPANY

(M IC H IG A N S LARGEST M U T U A L ) 
A N D  A SSO C IA TED  C O M P A N IE S

Cem M ned A ssets mi G roup

$45,267,808.24
20%  to 40% Savings Made Since Organization

FIRE INSURANCE—ALL RRANCHES
T o rn ad o — A utom obile—P la te  Glam

OUR FIRE INSURANCE 
POLICIES ARE CONCURRENT

with any standard stock policies that 
you are buying

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

oi Fremont, Michigan

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

Greatest Source of Enjoyment in the 
World*

A m an  shall ev e r see  th a t  w hen ag es  
grow  to  c 'v ility  an d  e legancy, m en  com e 
to  build s ta te ly  sooner th a n  to  g a rd en  
finely; a s  if g a rd en in g  w ere  the  g re a te r  
p e rfec tio n .—Bacon.

The excessive dem and of the pres
ent period for paved and improved 
rural highways has been so great and 
insistent th a t i t  has led many of us to  
forget the underlying factors which 
are the cause of th is unusual demand. 
Doubtless, however, th is road con
struction period which we are now 
passing through will be followed by a 
period of the development of these 
roads comm ensurate w ith their basic 
needs.

T he rural landscape is the greatest 
source of enjoym ent in the world. 
W ith  the development of our modern 
cities, depriving its citizens of the en
joym ent and daily contact with the 
landscape, we find the city m an yearn
ing to  get back to  the landscape and 
enjoy its inspiring character. T he au
tomobile combined with the develop
m ent of good highways has made the 
rural landscape available to  him in his 
leisure time and rural highways have 
thus become the m ost popular parks 
of to-day for the autom obilist as the 
rural scenes are found more enjoyable 
than any other. T his naturally  sug
gests that along these im portant rural 
highways there should be a develop
m ent of scenic treatm ent comparable 
to that given to  our park and boule
vard drives.

The landscape beauty of M ichigan 
combined with its admirable climatic 
conditions during the sum m er m onths 
and its accessibility from less favored 
sections combine to  make the tourist 
and sum m er resort business of great 
economic importance. W hen one can 
appreciate that the landscape beauty of 
our State is the basis for the develop
ment and maintenance of this great 
economic interest, then one can appre
ciate the importance of landscaping 
our rural highways.

Rural highways should be designed 
and their environm ent developed to 
make them most interesting, capitaliz
ing upon the adjacent roadside scenery 
that may be available by developing 
it so that it will be readily seen and 
thoroughly appreciated. I t  is the  in
spirations from the expressions of na
ture th a t our tourists and resorters 
most diligently seek in their re treat to 
the landscape of our rural sections. 
Therefore, the landscaping of our h igh
ways involves not simply the orna
m ental planting along the roadside but 
the removal of unsightly objects, the 
abolition of the roadside dump, the 
control of the billboard nuisance, as 
well as public service utilities in the 
erection of poles, the stringing of 
overhead wires and in the pruning of 
roadside trees. Pains should be taken 
that the highways lead to  the various 
outlooks and objects of g reatest land
scape beauty. W here admirable land
scape scenes and vistas are available 
or roadside springs, shady groves or 
o ther inviting landscape features pre-

*P aper re a d  a t  an n u a l m ee tin g  M ichigan 
R eta il D ry  Goods A ssoc ia tion  by  C. P . 
H alllgan .

vail, an opportunity is afforded to  fur
ther capitalize upon such spots as in
viting a tem porary stopping or resting 
point where the visitor may rest and 
enjoy the scene to  its fullest extent.

W hereas it may seem at tim es that 
a paved road is the only essential 
requisite of a well developed highway 
—that the m ain pleasure th at we have 
to offer traffic is th at derived from 
the sense of traveling over them  at 
high speeds, we may encourage our 
visitors to travel leisurely through our 
communities entertaining them  as they 
go with the particular kind of enjoy
m ent they are naturally seeking; nam e
ly the enjoym ent of the beautiful 
native landscape, features that typify 
our locality.

Billboards are a source of ugliness 
and of displeasure along the rural 
highways, since they  are offensive to  
the sight and to good taste and since 
it is through the sense of sight that 
the pleasure of rural landscapes are 
enjoyed. Billboards are in the same 
class as nuisances which are offensive 
to the other senses. The most scenic, 
sightly and conspicuous points are the 
very spots desired and selected by en
terprising  advertisers. The very scenes 
and characters of the city that one is 
try ing  to avoid in his re treat to the 
country precede him along the high
ways. Business interests in rural 
towns are defeating their own ends by 
consum ing and obliterating scenic 
spots along the highways or by al
lowing outside interests to disfigure 
the landscape in this way. One of 
these days the business or rural com 
munities will awaken to the fact that 
landscape beauty is a valuable eco
nomic asset that belongs to the com
m unity as a w'hole. that “the land be
longs to its owners but the landscape 
to him who beholds it.’ Then we 
will have laws to  control the placing 
of billboards, poles and such other 
things as tend to  intrude upon the en
joym ent and appreciation of our rural 
landscape along our public highways.

The planting along the country road
side can be made an im portant factor 
in its beauty. “To the untrained eye 
the country roadside is a mass of 
tangled vines, shrubs, trees and 
flowers; to the trained eye it is a 
scene in that wild garden which one 
comes to love as he loves no bit of 
cultivated soil however well ordered 
and well m aintained.” T his wildness, 
freedom and naturalness of plant 
grow th along the roadside should 
characterize our roadside plantings 
ra ther than the restrained, artificial 
effects of evenly spaced trees or plants 
in m onotonous lines or of unplanted 
banks and cleared roadsides that often 
m ark our rural highways where efforts 
have been made to produce a trim  and 
tidy appearance.

Citizens working as private individ
uals cannot generally accomplish the 
ideal of rural highway improvement. 
This can only be accomplished through 
the  co-operative and organized efforts 
of a num ber of citizens. Therefore, it 
offers a w orthy and desirable field of 
service for local organizations in terest
ed in the developm ent and improve
m ent of their communities.

A Chain Is Only As Strong 
As Its Weakest Link

And a family is only as safe as the amount 
of its estate. Life insurance is the quick
est, surest and safest way to build up an 
estate. A  life insurance estate is not 
hampered by taxes, mortgages or bad 
debts. The New Era Life Association 
specializes in building estates for young 
married people. Our policies are the 
finest of the kind now obtainable. I f  you 
have not already insured the New Era 
way, it will be profitable for you to 
investigate.

N e w Era Life Association
(A  Legal Reserve Organization)

Second Floor, Grand Rapids Savings Bldg. Grand Rapids, M ichigan 

Telephone 9-3189

F I N N I S H  M U T U A L  F I R E  
I N S U R A N C E  C O M P A N Y

Calumet, Michigan
Organized for Mutual Benefit

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

Charges Michigan Standard Rates

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

For Further Information Address
FINNISH MUTUAL FIRE INSURANCE CO.

Calumet, M ichigan

<T7*e 0 ld e s t B o n d  H ouse m  W estern  M ichi&an  \1\j

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

303-307 Michigan Trust Building

A M ICHIGAN CORPORATION

Capital and Surplus 
M ore T h an  # 4  5 0 , 0 0  0

1

ARTHUR E. KUSTERER 
President

GEO . L. O ’BRIEN 
Vice President

ROGER VERSEPUT. JR. 
Sec’y and Treat■
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MEN OF MARK.

Glenn R. Chamberlain, Manager 
Grand Rapids Gas Light Co.

I t is a curious fact in history that the 
vast m ajority of business men in the 
United States are what are called “self- 
made men.” They owe whatever 
measure of success they have achieved 
to their individual effort, have made 
their own way in life, beginning with 
little or no capital, and, blessed with 
good health and sound common sense, 
they have forged to the front. No 
other land in the civilized world con
tains the percentage of successful busi
ness men which exists in the great 
W estern  republic. It may he true that 
in no other country is the opportunity 
of advancem ent so extended, but men 
in Am erica create opportunity. H ere 
the m an can sta rt from the lowest rung 
in the ladder and by persistent effort 
m ount to  the topmost point in busi
ness, politics or social distinction. If 
the poor school boy reared in the vil
lage or on the farm, or perhaps in the 
busy haunts of city environm ent, is 
capable of self-sacrifice, untiring indus
try  and intelligent effort he can wring 
success from poverty and obscurity. 
Such men are found in every com m un
ity in all this broad land. They may 
not all a ttain  political distinction or 
become statesm en or millionaires, but 
they can become prom inent in business 
and in good works in the radius in 
which their sphere of life is cast.

I t  is all these self-made business 
men who have made this country what 
it is to-day. They have developed the 
fields and the mines, have felled the 
forests, built railroads,n avigated the 
wide waste of waters, organized the 
business corporations and have set the 
wheels of industry hum m ing in every 
city and town. It is the business man 
who makes work and wage for the in
dustrious toiler, who builds up the 
cities and towns and who is the pillar 
upon which the whole structure of so
ciety rests. T hey are patrons and 
founders of schools, colleges and other 
institutions of learning. They m ain
tain the churches and public charities, 
and provide chiefly the means by which 
the entire machinery of the com m un
ity is operated. The biography of 
every business man is interesting to 
the comm unity in which he is a factor 
for good, and it furnishes an object 
lesson th at the youth of every locality 
and every state may well study with 
interest and profit.

Glenn R. Chamberlain was born on 
his g randfather’s farm near Jam estow n 
Center, Michigan, Nov. 23, 1878. H is 
father was a real estate dealer and the 
family consisted of four boys and three 
girls, all of whom are still alive. The 
family lived in Grand Rapids for sev
eral years. W hile yet a small lad the 
family moved to Fennville, where 
Glenn attended school in the primary 
grades. R eturning again to Grand 
Rapids, he attended school in South 
Grand Rapids for several years before 
going to Central H igh school, where 
he graduated in June, 1896. In Febru 
ary, 1897. he entered the office of the 
Grand Rapids Gas L ight Co., which 
was then under the direction of H arry

D. W albridge. H e acted as clerk in 
the main office, then located at the 
corner of Pearl and O ttaw a streets, 
served an apprenticeship in reading 
meters, shop and trouble work, also 
spending some time at various in ter
vals in the gas plant learning the prac
tical things about .gas making. He 
was advanced to  order clerk, assistant 
cashier, chief clerk, successively, when 
on the resignation of H arry  B. W ales, 
he became Secretary and m anager of 
the commercial departm ent in 1904. 
H e served in that capacity until June 
15, 1923, when he was made F irst 
V ice-President and General M anager, 
which position he still occupies.

Mr. Chamberlain organized and is 
President and General M anager of the 
K ent County Gas Co., which like the 
Grand Rapids Gas L ight Co., is a 
subsidiary of the American L ight & 
T raction Co., supplying gas to the 
suburbs of Grand Rapids, serving at 
the present time South Division te r
ritory, Grandville, W est Leonard dis
trict, Comstock Park, Sparta, and 
scattered d istricts in ten tow nships in 
which the company has franchises. It 
has a hundred miles of mains already 
laid. It expects to increase this mile
age th irty  miles this season. This 
company puts out a dry high pressure 
gas which is regulated to  norm al pres
sures at the home of the user.

W hen Mr. Chamberlain went with 
the Grand Rapids Gas L ight Co., it 
was putting out 600,000 cubic feet of 
gas per day. Gas was then used al
m ost exclusively for illum inating pu r
poses. Now the illumination has been 
relegated to the electric light com
pany. The gas company produces gas 
for cooking, heating and for large in
dustrial uses. I t  is now putting  out 
on peak days 6,500,000 cubic feet of 
gas per day.

A t a recent m eeting of the stock
holders of the Am erican Light & T rac 
tion Co.. Mr. Chamberlain was elected 
a director of that corporation. H e a t
tended his first m eeting in New York 
April 2.

Mr. Chamberlain was m arried Sept. 
12, 1906, to Miss Lena C. Mannel, of 
New Buffalo. They have had three 
children, two boys and a girl. The 
older boy, now 20 years of age, spent 
two years in the Grand Rapids H igh 
school, graduating  at Peddie P repara
tory school and spent a year at Yale. 
H e is now an apprentice with the 
Grand Rapids Gas L ight Co., learn
ing the business from the ground up. 
A boy 17 and a daughter of 15 are still 
students of Central H igh school.

Mr. Chamberlain resides in his own 
home, H illcrest, on the  Comstock P ark  
hills. He owns tw enty acres in con
nection with his home, which he has 
occupied for seventeen years. T his 
location, which has the m ost com
m anding view of Grand Rapids and 
environs to  be found anywhere, sug
gested to him the idea of a golf club 
on the wonderful hills between Com
stock Park  and Alpine avenue. W ith 
out saying anything to  anybody, he 
quietly obtained options on thirty-five 
descriptions, comprising 400 acres of 
land. These options could have been 
turned over to a private company at a

profit of several thousand dollars, but 
instead of this he offered it to  the 
M asons for a country club at exactly 
what he had arranged to pay for it. 
T his was six years ago and on the 
organization of the Masonic Country 
Club, which was made possible through 
his efforts in securing the options, he 
was made Secretary, T reasurer and a 
life member. Previous to this he was 
one of the organizers of the H ighland 
Country Club, of which he is still a 
member.

Mr. Chamberlain is a past Vice- 
President of the N ational Commercial 
Gas Association and for ten years 
served successively as Secretary-T reas
urer, V ice-President and President of 
the M ichigan Gas Association. H e is 
a director in the M ichigan Public 
U tility Inform ation Bureau, which has 
its offices in Ann Arbor. He was one 
of the organizers and for three years 
a T rustee of the present W elfare 
Union and one of the early general 
campaign chairmen. Mr. Chamber- 
lain is a past director of the Grand 
Rapids Association of Commerce, past 
Secretary, T reasurer and V ice-Presi
dent of the Grand Rapids R otary Club. 
F o r twenty-seven years he has been a 
m ember and has served as director of 
the Peninsular Club. H e is a per
m anent life m em ber of the Greenwich 
Colony Club, member of York Lodge 
and holds life m em berships in the 
Consistory and the Saladin Temple. 
He is Ex-Vice Governor and life m em 
ber of the M ichigan Society of M ay
flower D escendants and life member 
of Society of Colonial W ars, being 
ninth in descent through his mother, 
E sther Jane Stiles Chamberlain, from 
John Alden and Priscilla M u lF 's  and 
tenth in descent from Elder William 
Brewster. H e is T rustee and T reas
urer of the Fountain Street Baptist 
church. Fie was one of the founders 
of the M arquette Fin and Feather 
Club, which owns a large tract of land 
on the Pere M arquette river, near 
Baldwin. H e is T reasurer and a di
rector of this organization. H e is an 
enthusiastic brook trout fisherman.

Mr. Chamberlain has purchased and 
is developing three large resort propo
sitions. One is Point N ip-I-Gon on- 
the-S traits R esort Club, a develop
m ent on the Straits of Mackinac, hav
ing two and one-half miles of beach 
and eighteen hundred acres, which is 
frequented in the sum m er by many 
Grand Rapids and D etroit families. 
He has always had great faith and en
joym ent in the Lake M ichigan shore 
and resort regions and with his two 
brothers, R. L. and Lee Chamberlain, 
owns and conducts Glenn Shores 
Beach and Golf Club on Lake Michi
gan, eight miles N orth  of South 
Haven. This comprises three-quarters 
of a mile of frontage on Lake M ichi
gan, including 275 acres of land re
m arkably well adapted to resort p u r
poses. A nother large development is 
1800 acres with a three mile frontage 
on Lake Michigan, Southw est of 
Mackinaw City. This resort is known 
as M ackinaw H eadlands and is evi
dently destined to  make Mr. Chamber- 
lain a very rich man, because it is one 
of the best located sum m er resorts in

the U nited States. Am ong its pos
sessions are 3,000 virgin hard maple 
trees and a large am ount of birch 
tim ber. A golf course has already 
been created.

Mr. Chamberlain a ttributes his suc
cess to  his desire and ability to  please 
the public and give the people what 
they are looking for in the way of ser
vice. H e has been so successful in 
this respect that he is regarded as one 
of the most affable and diplomatic 
business men in Grand Rapids.

Honesty, good judgm ent and kind
ness are Mr. Chamberlain’s chief char
acteristics. In any situation his first 
desire is for the facts, the reason for 
things, then his firmness or gentleness 
of decision naturally come as a result 
of his judgm ent in the given case. To 
these attributes should be added his 
happy unselfishness. W holly modest 
in claiming honors for himself, his 
pleasure seems to be greatest in ob
serving the progress of others. F ine
ness of character, clearness of in
tellect, intelligent understanding of 
duty as a citizen, devotion to  family, 
loyalty and sincerity in friendship— 
these are the a ttributes which have 
enabled Mr. Chamberlain to  earn the 
respect and to enjoy the affectionate 
regard of his friends and associates.

Factories Busy on Colored Glass.
W hile the recent demand has been 

quiet, glassware factories are w ork
ing on a good backlog of orders that 
will carry them  through some weeks 
ahead. Additional business expected 
with the passing of E aster is figured 
to provide activity until the annual 
shutdown of the plants in July. Col
ored glass, particularly rose and green 
shades, lead in table and decorative 
items. Introduction of complete din
ner and luncheon sets of glass is p ro
viding some competition for chinaware 
of the same types. Buyers are said to  
be able to get patterns and colorings 
which are unavailable in china sets.

Woven Rayons Show Activity.
An increased demand for woven 

rayons, which have moved at an in
different pace for some time has de
veloped in the m arket, according to 
reports from mill agents. Indications 
that the fabric is coming back into 
vogue are seen in the num ber of en
quiries and orders being received from 
widely separated parts of the country. 
The call is confined alm ost entirely to  
the fancies with no outstanding pref
erence in patterns.

Men’s Sweaters Gain, Women’s Off.
A substantial increase in the call 

for m en’s and boys’ lightweight 
sw eaters principally of the slip-on 
variety in all-over patterns is reported. 
The call is to fill current needs. Boys’ 
garm ents to retail at $2.98 and m en’s 
to sell at retail from $3.98 to $4.95 are 
enjoying the bulk of the demand. Busi
ness in women’s light-weight sw eaters 
has fallen off considerably in the last 
few wTeeks. Sw eaters for women had 
been in good demand until recently.

It spoils your day to get mad, so 
why let someone ruin your happiness 
by getting  your goat?
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DRY GOODS
M ichigan R etail D ry Goods A ssociation . 

P re s id e n t—F. H . N issly , Y psilan ti.
F ir s t  V ic e -P re s id en t — G. E . M artin . 

B en to n  H arb o r.
Second V ic e -P re s id en t—D. M ih le thaie r, 

H a rb o r B each.
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 er—Ja s o n  E . H am m ond, L ansing .

The Better Merchandising Conference 
at Detroit,

Lansing, April 2—The B etter M er
chandising Conference in D etroit was, 
perhaps, better patronized by mem bers 
of the Michigan Retail Dry Goods 
Association than by any other State 
organization. W e attended the m eeting 
in company with several of our di
rectors throughout the m ost of its 
sessions and pronounc“ the program  
a very substantial success.

W e were especially interested in the 
discussion on Stock Control by W . 
Barie Hanaford, of the W m. Barie 
D ry Goods Co., of Saginaw. Mr. 
H anaford was very practical in his re
marks, which indicated that their store 
was making substantial progress in 
this direction without a^ large am ount 
of expense.

The play entitled “Charge It by the 
Ypsilanti Credit Bureau was one of 
the real hits of the conference. This 
num ber on the program  was under the 
instruction of Paul U ngrodt, the new 
Secretary of the Ypsilanti Chamber of 
Commerce. \ \  e hope to have this 
num ber repeated at one of our group 
meetings this fall in some citv con
veniently near to Ypsilanti, possibly 
lackson.

A party by the name of W. J. 
Schley was convicted in the Eaton 
Countv Circuit Court on a charge of 
practicing chiropody without a license. 
He had been selling a foot appliance 
for $30. a “Joint Paste" of question
able value and from which he derived 
lartre sums of money. He lived at 
Hotel Olds, where he contracted a 
large bill, still unpaid. Judge R. B. 
Me Peek fined Schley $100 and taxed 
him $100 costs additional.

Mrs W m. Beasv. who claims to 
represent the Christian Army, solicited 
funds in Lansing. Following a care
ful investigation of Mrs. Beasy and the 
Christian Army, request was made for 
her arrest on the charge of soliciting 
funds w ithout a license from the State 
W elfare Commission. T he woman was 
sent to Reading, where she alleges to  
operate a rescue home or mission for 
girls, similar to  salvation arm y work.

The Christian Army, alleging itself 
to  be headed by Gen. Zeal Hayes. N a
tional headquarters Chicago. Better 
Business Bureau of th at city reports 
both H ayes and Arm y to  be unlisted 
in citv directory.

Investigation before w arrant was re 
quested for Mrs. Beasy was exhaustive 
in Michigan and o ther states. E sti
mated that a sum not less than  $100,- 
000 has been collected in Michigan by 
this organization since it was incor
porated. A w riter from Reading 
states, “ If this organization has done 
anything else but buy two automobiles, 
get a living and divide the balance of 
the money with a sub agent, we have 
no local evidence of it.”

Leonard Falk, m anager B utler’s. 209 
South W ashington avenue, Lansing, 
on complaint of the D epartm ent of 
Labor and Industry, was charged with 
working women employes more than 
fifty-four hours during a week. He 
pleaded not guilty and was ordered to  
appear for trial. Representative of the 
D epartm ent of Labor and Industry  
alleges this will be regarded as test 
case.

Fem e W . Brooks. 3970 W est Grand 
boulevard. Detroit, sold dresses M arch 
9 in H otel Olds, price $16.50. H er 
attention was called to  citv ordinance 
ahd State statu te governing transient 
m erchants. She prom ised to cease 
and desist. A shopper was sent th ere 
after to  purchase and did purchase a

dress. I t  was by this tim e nearly 6 
o’clock, city  offices were closed, no 
w arrant could be secured and party  
was released with severe reprim and. 
She refunded purchase price. She had 
alleged dresses to  be unusual values. 
Comparison showed better m ight be 
bought in Lansing at lower prices 
than  she offered. Police D epartm ent 
gave splendid co-operation.

Jason E. Ham mond, 
Mgr. Mich. Retail D ry Goods Ass’n.

Sports Costumes in Smart Designs.
A new tennis ensemble consists of 

a jum per with Vionnet seaming in a 
m anner to insure absolute freedom of 
m otion .and a sleeveless slip-on sw eat
er. T his latter is made with a notched 
collar, small slit pockets and a perled 
bottom . Both are made of jersey and 
come in bright colors only. Stripes 
and plaids are used in one or the other 
either the jum per or jacket rem aining 
plain for contrast.

Sm art little jackets to wear with 
either the sports frock or semi-formal 
sports frocks are to  be found in dap
per styles. Even the fabrics seem to 
carry out the sm art impression, for 
they range from cotton pique and 
om ber striped flannel, to quilted silks, 
with all-over designs in conservative 
patterns.

Velveteen in purple, all the soft 
green shades, marine blue, brown and 
black is the m ost popular material, for 
it can be worn with a greater variety  
of frocks. These little jackets are 
finished with simple turnover collars, 
strictly  mannish ones, and the tuxedo- 
shawl collar. Some are made in 
double breasted styles, others finished 
with a single button or double link. All 
the better ones except those in cotton 
pique and corduroy are lined with silk 
in a neutral shade.

Buyers Shouldn’t Be Designers.
“ D on’t try  to  be a designer” is the 

advice one well-known Middle W est 
departm ent store head gives his buy
ers. This executive said he based his 
advice on the fact that buyers should 
not allow their personal tastes and 
prejudices to work against the efforts 
and products of skilled designers who 
are far more capable in their line than 
buyers can ever hope to  be. Buyers 
too often, this executive said, have 
“killed” a design or style because it 
did not meet with their preconceived 
views. To some extent, at least, this 
situation brought about the addition

OPEN
A  NEW PROFITABLE 

DEPARTMENT 
No Investment

If  you o p e ra te  a  re ta il  s to re , he re  
is a n  exce llen t o p p o rtu n ity  to  s e 
cu re  a  w ell se lec ted  s to ck  o f shoes 
a t  p o p u la r prices, a n d  a d ap ted  to  
fam ily  trad e . P ro d u c t of re p u ta b le  
m a n u fa c tu re r . W e e s tab lish  re ta il  
p rices a n d  m erch an d ise  u n d e r p ra c 
tic a l m odern  p lan .

YOU R E C E IV E  15 P E R  C E N T  
COM M ISSION ON A L L  SA L ES. 
T he  p roposition  is  open  only  to  
m e rc h a n ts  w ho do n o t c a r ry  fo o t
w e ar of a n y  k in d  b u t  w ho believe 
th e y  could sell a  fa ir  volum e. F o r  
fu ll p a r tic u la rs  ad d re ss  Box 1000, 
c /o  M ichigan T rad esm an .

of the stylist as assistant to the buyer, 
the capable stylist, to  a degree at 
least, having the same appreciation of 
good design as the designer himself.

See More Call For Window Glass.
D istribution of both plate and win

dow glass continued in substantially 
unchanged volume during the week. 
Arrival of milder weather is expected 
to  increase building operations,- with 
resulting improvem ent in the call for 
window glass. Activity in plate glass

is at high levels, reflecting particular
ly the good demand on the part of the 
autom obile m anufacturers. Rough 
rolled and wire glass products, as well 
as specialties, are reported to  be hav
ing a good seasonal movement.

A T T E N T IO N  M IL L IN E R S !

NEW HATS Arriving Daily 
GORDON R. DuBOIS, INC. 

26 F u lto n , W ., G ran d  R ap ids 
F re e  P a rk in g

t o Your Name Before Your 
Public

On an Attractive 
C O Y E  A W N I N G

w ill be a
Business-getter 

E s tim a te s  w ith o u t co s t o r  obl g a tio n

CHAS. A. COYE, INC.
C am p au  Ave. an d  L ouis  St. 

GRAND R A PID S M ICHIGAN

Î MICHIGAN BELL 
^TELEPHONE CO.

The New B asem ent
Among th e  radical changes in  hom es w rought 
during  th e  p a s t few years, th e  im provem ent o f 
th e  basem ent is notew orthy. T h a t p a r t  o f th e  
hom e gradually h as  become a  ligh t, airy  an d  w arm  
room , in stead  o f th e  dam p, m urky  place o f o th e r  
years. I t  has becom e livable, instead  o f m erely 
tolerable.
A nother convenient im provem ent for your base
m en t would be a n  extension telephone. W hen th e  
telephone rings upsta irs, and  you a re  in  th e  base
m en t, i t  would be m uch  easier to  tak e  th e  call 
w ith o u t clim bing th e  s ta ir s !

A n  Cxtenaion T elephone C osts O n ly  
a  F ew  C ents a  D a y
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SHOE MARKET
New Colors To Aid Sales. 

Im portan t im provem ents which have 
recently been perfected in the tanning, 
dyeing and finishing of calf leathers, 
should materially aid the retail shoe 
m erchants of the country in their ef
forts to increase the sales of both 
m en’s and women’s shoes for the 
spring and sum m er season, in the 
opinion of calfskin tanners who met 
in Boston some weeks ago to  con
sider technical and m erchandising 
problem s of their industry.

Developm ents in the finishing of 
these leathers which have been worked 
out through careful research have re
sulted in products having a finer luster 
than ever before, with the result th at 
they hold their shine better. F u rth e r
more, improved m ethods have made 
it possible to turn out a more mellow 
quality of leather, which makes for 
g reater comfort, feels better on the 
foot and is therefore especially adapt
ed to the requirem ents of m en’s sum 
m er-weight shoes, as well as women’s 
footwear for warm weather use, w ith
out sacrificing any of the durability 
and quality of standing up under 
rigorous wear that have been accepted 
sales argum ents in favor of calf leath
ers in the past.

Since the advent of the summer- 
weight shoe for men several years ago, 
the tanners of calfskins in this country 
have been devoting a great deal of a t
tention to the problem of producing 
leathers th a t are light, cool and com
fortable yet strong and durable for 
use in the m anufacture of shoes of 
this type. T hey feel that the marked 
increase in popularity of m en’s sum 
m er-weights last year was largely a re
sult of their success in these efforts 
and they are confident that their con
tribution to the problem will further 
increase the retailer’s volume through 
sales of sum m erw eights during the 
spring  and sum m er of 1929.

The new and attractive shades on 
the color card for the spring and sum 
m er season are likewise expected to 
prove a decided stimulus tow ard the 
increase of sales in both men s and 
wom en’s shoes, in the opinion of 
prom inent leather men attending the 
m eeting in Boston. In recent sum 
mers extrem ely light shades of tan 
have tended to encourage men who 
did not care for such shades to buy 
black shoes and wear them all the 
time, with a consequent curtailm ent 
of volume. This year, however, such 
attractive and appealing shades as 
Saratoga tan, copper tan, ruddy brown, 
T ro tteu r tan and nicotine should tend 
to encourage the well dressed m an to  
purchase more than one pair of shoes, 
and retailers are being advised to  plan 
their spring and sum m er sales and ad
vertising campaigns with this end in 
view.

W ith  regard to women’s shoes the 
soft and pliable leathers now being 
produced should make it easy for the 
m erchant to sell the average woman 
on the idea that her spring wardrobe 
is not complete without one or more 
pairs of calf-skin shoes which are 
adapted both for walking and service

M Î C H I Ô A ï t  T f e A D É S M À U

use and for dress wear. New m ethods 
have been perfected of dyeing calf
skins in the delicate and beautiful 
shades demanded by fashion and 
science has solved the problem of pro
ducing leathers that take the dye uni
formly with an effect th at is most 
pleasing.

These leathers are achieving special 
popularity am ong that large and im 
portant class of custom ers now in
cluded in the term  m odern misses, 
who want shoes that are up-to-the- 
minute in style and sm artness, yet 
able to  w ithstand the strenuous usage 
to which m odern youth subjects its 
footwear. For the younger children, 
elk veal sides, which have been shown 
by experience to be well suited to  the 
requirem ents of hard play, continue 
to fill their long established place as 
ideal shoe m aterials.

Sim ulating the natural appearance 
of reptilian leathers and development 
of beautiful effects in fancy patterns 
has come to be an im portant factor 
of the business of many of the calfskin 
tanners, and the developm ents of the 
present season along these lines are 
said to  be even more num erous and a t
tractive than those of other years. So 
in all of these various lines, the leath
er men engaged in the calfskin branch 
of the industry, like those in other 
branches, are looking forward to a 
busy and prosperous year.

Leathers adm ittedly play a most im
portant part in the shoe styles of to 
day, when the greatest emphasis is 
being laid upon m aterials and colors. 
Consequently close co-operation be

tween tanner, retail shoe m erchant and 
m anufacturer is more im portant than 
ever before and the leather m anufac
turers are ^ v in g  closer attention than 
ever to retail m erchandising problems. 
— Shoe Retailer.

Capucine Tones Color Feature.
The late Spring color trend has 

definitely swung to  the pastel and 
lighter shades. The outstanding fea
ture is the range of Capucine tones 
which are yellows verging into orange. 
The yellow greens are also said to  be 
in notable favor, particularly char
treuse, absinthe and fresco. Reds are 
m eeting with considerable interest, the 
outstanding tones being the light to 
the wine shades. Sunburn shades re
tain leadership in many types of ac
cessories, and recently there has been 
considerable attention given the off- 
white hues.

Repeat Shoe Colors For Fall.
T he color comm ittee of the m en’s 

shoe and leather trades has endorsed 
the same colors for Fall as were fea
tured in the initial Spring cofor card. 
Reaction to  the shades was found 
highly satisfactory and the committee 
saw no reason to  make new recom 
mendations. T he range comprises six 
hues, as follows: Saratoga tan, copper 
tan, ruddy brown, Durham  brown, 
tro tteu r tan and dark nicotine.

Find your joy in “being” and not in 
“having” and you will never have a 
dreary day.

Phone 86729 X 'g h t P h o n e  2258S

THE INVESTIGATING AND ADJUSTM ENT CO., INC.
CO LLEC TO R S A ND IN S t 1RANCE A D JU S T E R S

F ire  lo sses in v e stig a te d  an d  ad ju sted . B onded to  th e  S ta te  of M ichigan.
C ollections, C red it C ounsel, A d ju s tm en ts , In v es tig a tio n s

S u ite  407 H ousem an  B u ild ing G ran d  R apids, M ichigan

Answering the
FOR HOSIERY THAT HELPS MEET 

ALL COMPETITION.

Hosiery is our business—we con
centrate on this line. That’s why 
we can offer such wonderful values.
Men’s, Women’s, Children’s hos
iery, the right kinds at the right 
prices.

Special Case Lot Prices and 
Samples on Request 

BRODER BROTHERS
Michigan’s

Largest Exclusive Hosiery Distributors
215 Jefferson Ave.. W . Detroit

We Proted the Proceeds of
Life Insurance

GRAND RAPIDS TRUST CO.
Grand Rapids, Michigan

MICHIGAN SHOE DEALERS
MUTUAL FIRE INSURANCE COMPANY

LANSING, MICHIGAN

Prompt Adjustments
W rite  L. H . BAKER, Secy-Treas. Lansing, M ichigan

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

A ssociation .
P re s id e n t — A. J . F au n ce , H a rb o r

Springs.
F ir s t  V ic e -P re s id en t—G. V an d er H oon- 

ing , G rand  R apids.
Second V ic e -P re s id en t — W m . S chu ltz , 

A nn A rbor. . ,
S e c re ta ry —P a u l Gezon, W yom ing  P a rk . 
T re a s u re r—J . F . T a tm a n . C lare.

Grocer Who Sells Bread at One Dollar 
Per Loaf.

The credit question has two aspects. 
One is from the standpoint of what 
the custom er owes the grocer. The 
other is the question of what the g ro 
cer owes. From  any sound point of 
view, the more im portant is the second 
question; for a m erchant's custom ers 
mav owe him much and never pay 
him, but so long as he does not owe, 
he is secure. W here do such facts 
lead us?

The conclusion is inevitable that no 
man should operate beyond the limits 
of his own capital. He m ust cut his 
suit according to  his cloth. Let a 
m an's operations be small or large, he 
m ust work so entirely within his cap
ital that he can always discount every 
purchase that is discountable. He 
m ust pay every bill not discountable 
strictly within its correct time limit to 
keep his credit at par, and there is no 
more valuable element in success than 
gilt edge credit. H e m ust extend 
credit to his custom ers only within his 
own capacity to finance it.

It is proper for m erchants to check 
themselves up in line with these funda
m entals; for while the strict observ
ance of such rules may seem to ham 
per rapidity of growth, the grow th will 
be sturdier and grow th when it comes 
will be accelerated much more than 
enough to compensate for the slow 
start.

This all means that every m erchant 
must work within his own means. T h at 
is the great fundamental laid down 
for me by a remarkably' successful 
chain operator. I t  is the rule to be 
followed byr the man who chooses to  
make a real success himself and for 
himself, regardless of lesser things.

Such considerations are far more 
im portant than the one—and I stress 
this one because of the emphasis I 
hear put upon it alm ost alone—that 
chain prices are so much lower than 
those of individual grocers.

For authorities pretty  much agree 
that the chain sells its merchandise for 
only about tw o per cent, less than in
dividuals do. I have recently touched 
on this point; but it may’ be em phasiz
ed if we consider th at the chain car
ries so greatly fewer items than the 
individual retailer. Obviously, chains 
can not price lower on items they do 
not carry. And such items not car
ried by chains, which run from  hun
dreds to thousands in individual stores 
operate much more than to  restore the 
balance.

Incidentally, the most striking thing 
that has come out of the Louisville 
Survey', to my mind, was a large, suc
cessful retailer who made it clear that 
his success has come through adding 
to his items, instead of lessening the 
number. Let it be noted that variety', 
choice, change in taste  and character—

all these are provided by m anufactur
ers of the better goods which are not 
wanted by those who are interested 
only in offerings of soap chips at cut 
prices.

Chapman, of Columbus, is famous 
as a cash and carry' grocer; but if there 
were needed an exem plar of the un
questioned tru th  that price alone does 
not sell goods the answ er can be 
found in Chapm an’s. T his because 
only last week th at cash and carry 
grocer arranged to m anufacture bread 
which he will retail for one dollar a 
loaf.

W hat does this mean? I t  means 
not less than a thousand things. 
Am ong others, these: T hat our people 
have more money than any' people 
ever had; th a t said money is more 
evenly d istributed throughout our 
population: th at from top to bottom  
of our population, we indulge in fads 
and fancies regardless of the price 
thereof; that anything th at m ay have 
merit or imagined m erit can be sold, 
provided the seller is really a seller; 
that there is unlimited opportunity in 
our business for men who have im 
agination to  sense the fact that our 
people w ant fine foods and will pay 
adequately' for them  if they are shown, 
dem onstrated, displayed and sold.

Mr. Chapman began—and this is 
where you m ust begin th inking of him 
if yrou would get the significance of 
his tale—in a little, old, out-of-the-way 
building on a side street. Through 
the years he has been enterprising. 
Now he has made his location into a 
prom inent one. H e has literally' 
brought business to  himself by being 
a m aster m erchant.

I waited for him because he was 
busy in his office. As I waited, I 
wanted to  eat an apple. I selected it 
and went to the desk to pay for it. 
But when I got back into the store, by 
the fruit-vegetable display, I found no 
place where I could put the peelings 
and core. Every square foot of the 
floor was so clean that I could not 
think of dropping anything on it. I 
asked a boy who was piling oranges 
and he said to put the cuttings into 
any of the open orange boxes. Then 
I was a t ease.

H ere you can see how cleanliness 
and order breed cleanliness and order. 
I noted that his shelves were divided 
into num bered sections. T hat is a 
plan to  facilitate the location of m er
chandise. Custom ers get used to  as
sociating num bers with lines of goods 
and their self-service is thereby facili
tated.

After a time, Mr. Chapman came 
forward and told me—or started to  tell 
me—all about that bread. I t is made 
from flour w ithout starch; it has cer
tain vegetable ingredients so blended 
and proportioned that the m anufacture 
can only be effected in a specialized 
plant; it is baked in a special oven. 
The ration is three slices daily, so that 
a loaf will last a week.

I cut in at this point saying; “Mr. 
Chapman, that is a pretty  story—a 
beautiful story—a really convincing 
story'; but. regardless of the poetry and 
pretty' word-pictures, do you not see 

(Continued on page 31)

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

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

Call 67143 or write

V1NKEMULDER COMPANY
G ra n d  R ap id s , M ichigan

Distributors Fresh Fruit and Vegetables
“ Vinke Brand'* Onions, Potatoes, Sweet Potatoes, Oranges, 

Lemons, “Yellow Kid** B ananas, Vegetables, etc.

THE BEST THREE
AMSTERDAM BROOMS

PRIZE ty iu te  cftww  G oldd3ond
AMSTERDAM BROOM COMPANY

4 1 -5 5  B ro o k s id e  A venue, A m ste rd am . N. Y.

M. J. DARK &  SONS
IN C O R P O R A T E D

GRAND RAPIDS, MICHIGAN

Direct carload receivers of

UNIFRUIT BANANAS 
SUNKIST ~ FANCY NAVEL ORANGES

and all Seasonable Fruit and Vegetables

G rand  R a p id s  P a pe r  B ox  C o .
M a n u fa c tu re rs  of S E T  U P an d  FO LD IN G  P A P E R  B O X E S 

S P E C IA L  D IE  C U T T IN G  AND M O U N TIN G
G R A N  D R A P I D S ,  M I C H I G A N

U PTO N ’S T E A
GOLD MEDAL QUALITY

Always asked for by discriminat
ing buyers who want the finest! 
Be sure you have it in stock.

TH O M A S J. L IPT O N , Inc., 28 East K inzi; Street, Chicago, III.

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

GRAND RAPIDS MICHIGAN
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MEAT DEALER
M ichigan S ta te  A ssociation  of R etail 

M eat M erchan ts.
P re s id e n t—P ran k  Cornell. G rand  R apids 
V ice -P re s .— E. D. A bbott, F lin t. 
S e c re ta ry —E. J . L a  Rose, D etro it. 
T re a s u re r—P iu s  G oedecke, D etro it.
N ex t m eeting  will be held in G rand 

R apids, d a te  n o t decided.

Guess Work Can Be Eliminated.
I t is adm itted on every side th a t the 

lack of a thorough knowledge of the 
principles of meat m erchandising is 
the cause of many difficulties con
nected with the retailing of meat and 
meat products.

It is the duty of every member of 
the retail meat business—the proprie
tor, the m anager and meat cutter to  
first know how to cut meat that will 
bring the greatest profit. M any re
tail m eat dealers believe that they 
“know how” to cut, but upon the in
vestigation it is often found that much 
waste could have been eliminated and 
more profit made had the meat been 
properly cut.

The average meat cutter learned his 
trade in a haphazard way. Therefore, 
he did not receive proper instructions 
on how to cut “money” out of meat 
and for this reason there is room for 
much needed improvement. Up to 
this time the retail meat dealer who 
desired to improve his cutting methods 
in order that he m ight make more 
money, could find no reliable source 
of instruction that would aid him along 
this line. Heretofore, there has never 
been w ritten material of any kind on 
the art of meat cutting.

The chief instructor of the National 
School of Meat Cutting, Inc., Toledo, 
Ohio, and his assistants have written 
an instruction book entitled, “ Profit
able M eat Cutting,” which contains, in 
easily understood term s, actual cut
ting dem onstrations accompanied by 
hundreds of illustrations showing just 
what is the easiest, quickest and most 
profitable way of making all standard 
and fancy cuts of meat.

This valuable book is based on 
over 30 years of actual experience in 
the retail meat business and not only 
contains proper meat cutting methods 
but has many pages devoted to buy
ing m eats correctly; how to find cost 
of each cut: how to take cutting tests 
without cutting up carcass: determ in
ing correct selling price; how to get 
up attractive displays; how to take 
inventory to determine profit quickly; 
skillful salesmanship; advertising; 
sanitation; refrigeration—in fact every 
angle of meat cutting and meat retail
ing is completely covered in this fa
mous book.

I t is the same manual th at has met 
with such wonderful success at the 
large school in Toledo, Ohio, and is 
available to the meat trade only after 
m any urgent demands from leaders in 
the meat industry, who were quick to 
appreciate the great help and benefit 
it would bring to every meat retailer.

The school officials receive letters 
from many retail meat dealers prais
ing the m erits of their great book, 
“ Profitable Meat Cutting,” which is 
the first and only book of its kind ever 
published. T hey all say it is filling

the greatest need in the industry 
to-day.

In  connection with the book, the 
school offers a m onthly service bul
letin which gives timely buying in
form ation and sales help far enough 
in advance of each- season or holiday 
for the meat retailer to  prepare for 
extra profits which are his if he will 
but follow instructions as outlined in 
these service bulletins.

M any times in the operation of a 
meat m arket o r meat departm ent, the 
owner or m anager is confronted with 
problems that are difficult to  solve. If 
his previous experience has been lim
ited, as it is in a great m any cases, 
he is at a loss as to  which is the best 
step to take. The National School of 
Meat C utting comes to the aid of the 
retail meat dealer or m anager at times 
when help is m ost needed through a 
consulting privilege which is available 
to  every m eat retailer. Retail meat 
dealers are urged to take advantage of 
the opportunity to increase their 
knowledge of m eat cutting  and meat 
retailing as offered through the re
markable instruction book, “Profitable 
M eat Cutting,” and the National 
School’s M onthly Service Bulletin and 
Free consulting privilege.

John B. Carson,
D irector National M eat Cutting 

School.

Early Spring Lamb Crop.
The early lamb crop of 1929 in the 

principal early lam bing states was 
about as large as the  early crop of 
1928, according to reports received by 
the D epartm ent of Agriculture as of 
M arch 1. As a whole the condition of 
the early crop this year early in M arch 
was below average and the outlook for 
a supply of good quality spring lambs 
was not as good as last year a t that 
time and was considerably poorer than  
usual. W eather and feed conditions 
since January  1 have been unfavorable 
in m ost W estern  areas both for saving 
a large percentage of lam bs and for 
the grow th of the lambs. The m ove
m ent to m arket in volume will be later 
than usual. T he to tal supply of spring 
lambs at E astern  and Middle W estern  
m arkets before July 1 this year will 
probably be sm aller than  last year and 
m ay be considerably below last year 
unless there is an early im provem ent 
in feed and w eather conditions in the 
Pacific Coast states and Idaho.

W hen hearing a man denounce our 
existing way of doing things, decide 
w hether his ideas are constructive or 
merely destructive.

SHIP YOUR

DRESSED CALVES
and

LIVE POULTRY
TO

DETROIT BEEF COMPANY
O ldest a n d  m o s t re liab le  com m ission  
house in D e tro it. W rite  fo r new  sh ip 
p e rs ' guide, sh ip p in g  ta g s  a n d  Q uota
tions.

DETROIT BEEF COMPANY
1903 Adelaide St., Detroit, Mich.

Don’t Say Bread 

- S a y

H O L S U M

“ W H O O ? W H O O ?”
TH E GROCERS’ SPECIAL TRAINS ARE CALLING

W h o o 9 W hoo’s com ing on board  fo r th e  T h ir ty -seco n d  N a tio n a l C onven tion  
of R e ta il G rocers a t  P o rtlan d , O regon? B usiness  an d  p lea su re  com bined! 
Spec a l t ra in s  from  all im p o r ta n t cen te rs , a n d  spec ia l r a te s  too. S top  offs 
a t  all th e  g re a t  s ig h ts  of A m erica  on th e  way.
All th e  p laces yo u ’ve w a n ted  to  see!
All th e  jo lly  good fellow s you 've  w a n ted  to  m eet!
A tte n d  th e  conven tion! H e a r  th e  im p o r ta n t b u s in ess  ta lk s  !
R em em ber th e  d a te—J u n e  24 to  27!
W rite  yo u r local T ran sp o rta tio n  C hairm an . H e will g ive you  a ll th e  in fo r
m ation  you w a n t on re se rv a tio n s , itin e ra rie s , e tc .

C om plim ents  of

THE FLEISCHMAN COMPANY
Fleischmann’s Yeast 

Service

i As a quality guar

antee goes with

\ M U E L L E R
j i uao\|M PR D U C TS3<\ you can safely pass

it on to YOUR

customers

i

C. F . M U E L L E R  COM PANY 
146-180 B aldw in  Ave., J e r se y  C ity . N . J .
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HARDWARE
M ichigan R etail H a rd w are  A ssociation . 

P re s id e n t—W . A. S lack. B ad  Axe. 
V ice -P re s .—L ouis F. W olf. M t. C lem ens. 
S e c re ta ry —A rth u r J . Sco tt, M arine C’ty. 
T re a s u re r—W illiam  M oore. D etro it.

Methods For Getting the House
cleaning Trade.

In  recent years m any new lines have 
been added to the stocks of retail hard
ware dealers. The m ajority of these 
lines consist of appliances and utensils 
for household purposes, produced prin
cipally with a view to lightening house
hold work. Such lines as a rule carry 
a liberal m argin of profit, and up-to- 
date hardw are dealers have not been 
slow to take advantage of the oppor
tunities offered them  in this direction. 
One result has been to interest women 
in what was, th irty  years ago, p rim ar
ily and alm ost exclusively a m an’s 
store.

Spring housecleaning was at one 
time dreaded, alike by the housewife 
and by her husband, though for differ
ent reasons. The housewife dreaded 
the back-breaking, wearying drudgery: 
the mere man disliked the disorder and 
the scant meals. The housecleaning 
machinery consisted chiefly of a 
broom, a mop, a tin pail, a lot of soap, 
and a great deal of misdirected energy.

Modern invention has made house
cleaning a more efficient and less ex
hausting business. M oreover, it has 
tended to  make it an all-the-year-round 
affair. Thus, in place of sweeping the 
rugs with an inefficient broom and, 
twice a year, hanging them  on the line 
and beating them with a broom -handle, 
the housewife uses a modern vacuum 
cleaner every day. and eliminates the 
beating. Instead of two semi-annual 
spasms of intense cleaning activity, 
many housewives keep things clean as 
they go along; and the semi-annual 
housecleaning takes on more the as
pects of an inventory, designed to  un
cover things that are amiss ra ther than 
to remove obvious and conspicuous 
dirt.

An experienced hardw are dealer told 
me the other day that his stock of 
households had. in the last tw enty 
years, undergone many changes.

“ Instead of cleaning up, housewives 
aim to keep clean right along,” he 
said. “ Instead of economizing on 
money, they economize on drudgery 
by buying the most efficient appliances 
they can get. T he demand for such 
appliances is increasing, and new lines 
are being added right along.

“Now my housecleaning supplies de
partm ent is busy at all seasons of the 
year, where, many years ago, the de
mand was practically limited to  spring 
and fall. Housecleaning is carried on 
the whole year round. O f course the 
spring demand is still the biggest, but 
these lines sell readily at all o ther sea
sons.

“W e feature housecleaning supplies 
strongly from M arch to May, and in 
this period we sell many lines of profit
able goods. M any of these lines were 
never heard of a quarter century ago. 
Some of them  are new in the last ten 
years. W here, as a junior, I was sell
ing nails, wire, fencing, etc., now, as 
a m erchant, I am pushing vacuum 
cleaners, dustless mops, dust cloths,

wall cleaners, furniture polish, paints, 
enamels, paint specialties of all kinds, 
sweeping powders, wall brooms, mops, 
mop wringers, electric washing m a
chines, m etal polish, clothes baskets, 
curtain stretchers, and a host of other 
household lines th a t carry good profits.

“W e advertise freely in the news
papers, featuring housecleaning goods. 
W e also use our show window's. Price 
cards with prices marked in plain fig
ures always accompany the goods on 
display. I think it pays to  price house
cleaning lines when you display them.

“ W e make a large num ber of sales 
through personal contact, showing 
custom ers howr certain articles are 
used, giving dem onstrations of floor 
mops, vacuum cleaners and sweeping 
powders. Let me tell you right here, 
there is nothing will get a lady cus
tom er interested in what you are sell
ing quicker than an actual dem onstra
tion. W e sell more vacuum cleaners 
by dem onstrating them  than in any 
o ther way: and the m ost efficient
method of selling dustless mops and 
dusters is to let the good wife use one 
on a small section of her own h ard 
wood floor, after we’ve shown her 
how.

“ Large show cards are very effec
tive in draw ing attention  to  house
cleaning goods, especially when the 
goods are shown on tables. I believe 
in having a large selection of house
cleaning supplies on display, and hav
ing one section or table set aside es
pecially for the display during the 
spring housecleaning season.

“By using m odern appliances, many 
of the old-time disagreeable features 
of housecleaning are eliminated. Al
most every week som ething new is 
being offered by m anufacturers to aid 
the housewife. I pick up m any new 
and rapid selling lines by w atching the 
advertising pages of the trade papers.

“ It is always a good stunt to  be 
first in your com m unity with some 
new device that proves popular. You 
get in on the ground floor, as it were. 
A t  the same time I satisfy myself as 
to the actual m erit of ever}' new article 
before I buy in any quantity.

“ You hear m any dealers say th a t 
you have to  work up a dem and for 
these new housecleaning appliances. 
My experience is ra ther th at the de
mand is there, and has always been 
there, and the dealer’s largest prob
lem is to  convince the individual 
prospect that the article offered is as 
good as it looks or sounds. Yes, the 
demand is there; it is up to the hard 
ware dealer to  stock the goods, fea
ture them, dem onstrate their -various 
uses, and meet the dem and.”

Display is a big item in selling these 
lines, or in selling any lines useful at 
the housecleaning season. In  this 
connection, some lines can be effec
tively dem onstrated by means of a 
“contrast” display.

T he simplest type of contrast d is
play was that put on by a dealer fea
turing  pipe enamel. He took a length 
of pipe, coated half of it with enamel, 
left the other half in its original state, 
and put it in the center of his window 
with a card reading:

“ Isn ’t it worth while?”

BROWN&SEHLER
C O M PA N 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

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

GRAND RAPIDS, MICHIGAN

¥

Wholesalers of Shelf Hardware, Sporting 
Goods and

Fishing Tackle

Special Reservation Service —  “Wire Collect”

In Detroit— the

Detroit-Leland H otel
Much larger rooms . . . .  an inward spirit 
of hospitality . . . .  unsurpassed standards 
of service . . . .  a cuisine that transcends 
perfection, have within a year of its estab
lishment, gained for the new Detroit- 
Leland Hotel an enviable national and 
international reputation.

700 Large Rooms with bath—
85% are priced from $3.00 to $5.00

DETROIT-LELAND HOTEL
B agley a t  C ass (a  few  s tep s  from  th e  M ichigan T h e a tre )  

WM. J. CHITTENDEN, Jr., Manager 
Direction Continental-Leland Corporation
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A round this central feature he scat
tered cans of enamel. And th a t one 
simple, easily contrived display sold 
a lot of th at enamel; because it strik
ingly emphasized the results th at 
could be secured by its use.

A more elaborate type of the con
tras t display has often been used in 
featuring electric washing machines.
A large window is usually required 
for this. One-half of the window 
shows the old-fashioned house wife 
(a dum m y figure) bending over a 
washtub, with the old style of wash 
board, the clothes half washed, and a 
general aspect of weariness and ineffi
ciency. T he other half showed the 
latest type of electric washing machine 
and drying device in operation, and a 
dum m y figure representing the m od
ern housewife taking her ease. H ere 
again, the effectiveness of the display 
was enhanced by the contrast.

The same idea can be adapted to 
m ost m odern, labor-saving devices 
used in housework and housecleaning. 
Think back to  your grandm other’s 
time, give a picture of conditions then, 
and give right beside it a picture of 
conditions now as they are in many 
homes, and m ight be and should be 
in all. There, in a few words, is the 
kernel of the contrast display.

In  your displays it is sound policy 
to drive home the "idea of complete 
and efficient equipm ent for house
cleaning. Here, again, the contrast 
idea is helpful. A dealer did this very 
simply by  showing in one-half of his 
big window a tin pail, a cake of soap, 
a scrubbing brush, a w orn-out broom 
and a mop, with the card, “Grandm a 
had only th is—th at’s why she grew 
old so soon.” In the other half of the 
window was shown the completest 
possible equipm ent for housecleaning, 
with the slogan, “I ve got all this— I 
mean to stay young.”

T hat is an idea w orth driving home, 
that complete equipment, of modern, 
labor-saving devices saves time, elim
inates drudgery and keeps the house
wife young. Every woman nowadays 
w ants to  keep young; and while a rti
ficial aids are in good demand, any
th ing  th at helps to retain  actual youth 
is appreciated. So feature th at idea, 
of elim inating drudgery and keeping 
young.

A good idea is to  get out a circular 
letter to a selected prospect list of 
housewives, discussing this general 
idea, pointing out the immense im
provem ents made in labor-saving 
household devices, and m aking sug
gestions for the complete outfitting of 
a modern, efficient household. Con
clude your letter by inviting the re
cipient to attend a dem onstration of 
these devices, or to have any of them  
dem onstrated by one of your sales
people right in her own home, or 
placed there on trial.

Some dealers get good results by 
suggesting “complete housecleaning 
outfits” at a combination price. I t  is 
possible in this way to make sales that 
quickly run into money with no more 
effort than is involved in the sale of 
a single small article. The combina
tion is, of course, a little cheaper than 
the sum total of the individual items.

Some combinations can be m ote com
prehensive than others, but the sm all
est combination of articles should be 
sufficient to  handle the housecleaning 
with a good degree of efficiency.

If a housewife is not prepared to  put 
in all the desired equipm ent at once, 
quite often she can be persuaded to  
add new items of equipm ent sys
tematically, one every m onth or one 
every two weeks. T he great th ing  is 
to get across the idea th at complete 
equipm ent makes for efficiency.

M any of these devices can be ad
vantageously placed in hom es on trial. 
K itchen ranges, electric washing m a
chines and vacuum  cleaners are ex
amples of articles sold in this way. 
The housewife may feel th at she can’t 
afford an electric washing machine. 
She may resist window display, news
paper advertising, salesmanship behind 
the counter, dem onstration in the store 
even the skilled canvasser who calls 
at her home. But once she has given 
the machine a trial in her home, once 
she has used it herself and found it to  
work sm oothly and to  do just w hat 
the salesman says it will—then she 
won’t let it go. Of course the article 
has to be good, and to  make good: 
but, this being granted, the contriv
ance practically sells itself.

The housecleaning trade is a big 
item in the spring m onths, and can be 
made, under m odern conditions, a big 
all-the-year-round item in the hard 
ware store. I t  pays to  study the house
wife’s problem s and to approach her, 
in your advertising, window display 
and personal salesmanship, from the 
angle of one who has found a solution 
for these problem s and is in a position 
to produce results.

V ictor Lauriston.

Pottery Ornaments Meet Demand.
A division of the pottery field in 

which more retail interest is being 
shown is that given over to o rnam ent
al home and garden pieces of molded 
clay. Retailers, particularly the larger 
establishm ents, are handling a larger 
variety of such items and are said to 
be m eeting a profitable consum er de
mand. O utstanding items include 
jardinieres, bowls, bird baths, pedes
tals, sun dials and combination pieces. 
W hile the items are molded, m anu
facturers are showing designs that are 
hand-finished. Volume centers on 
items to retail from $4 to  $15 each.

New Material For Home Wares.
A new m aterial similar to bakelite 

is now on the m arket. T he material, 
ornam ental in appearance, is used for 
the m ajor portion and also as trim 
mings of candlesticks, sandwich plates, 
toaster bases and bread trays. De
scribed as nontarnishable and non- 
breakable, the material is developed in 
jade, onyx and agate effects, showing 
a self design obtained through varia
tions in shading. Chrom ium -plated 
items featuring the new material 
wholesale from $6 to  $10.80 each.

D etro it—Jadw iga Kapanow ski is the 
proprietor of the grocery and meat 
m arket a t 4475 Casper avenue which 
was form erly owned by Joseph 
Kapanowski.

COCOA
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HARRY MEYER, Distributor
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HOTEL DEPARTMENT
News and Gossip About Michigan 

Hotels.
Los Angeles, M arch 27— In a letter 

from A. E. M arriott, form erly m an
ager of M urray Hill Hotel, Sault Ste. 
Marie, whom I accredited w ith again 
assum ing the m anagem ent of th a t hos- 
telrie, he advises me th a t the above 
named property has been leased to  the 
R oberts H otel Co., who are now op
erating the Ojibwa and Park  Hotels, 
of that city, and that for the  time be
ing a t least, he is unattached. I shall 
be glad to  hear of his getting  back 
into the harness very soon for he is of 
the type who “knows his onions” and 
the traveling public needs him.

Fred C. Dean, present acting m an
ager of Post Tavern, Battle Creek, ac
cording to  the National H otel Review, 
comes to  th at institution with a long 
row of m erit m arks for efficiency, hav
ing been connected as stew ard and 
otherw ise with some of the prom inent 
hotels in the E ast and in the Middle 
W est. This is strictly in accordance 
w ith the fixed policies of the M ont
gom erys to  offer only the very best to 
their clientele.

W isconsin authorities are going to 
be vested with the right to  regulate 
the operation of tourists camps and 
boarding houses. A tourist room ing 
house is defined in the bill as “Road
side eating and lodging places other 
than hotels and restaurants wherein 
meals or sleeping accomm odations are 
offered to  the public for pay, to  serve 
transients or o thers in one or more 
rooms, and all places in connection 
therew ith.” Private boarding and 
room ing houses ordinarily conducted 
as such and not serving transients or 
tourists are exem pt from  the p ro 
visions of the bill. Ever since good 
roads made sum m er travel enticing 
there has sprung up a myriad of so- 
called inns, pantries and kitchens along 
the highways, conducted by parties 
who did not know the first rudim ents 
of public purveying, but who felt th at 
tourists were objects for high-jacking 
practices, with the result th a t travel
ers, who otherw ise found Michigan de
lightful, many tim es went back home 
with a bad taste in their m outh, which 
they didn’t forget to  speak about when 
they were telling their neigbhors about 
their trip. As a rule, prices charged 
were not complained about, but un
sanitary conditions in room s and poor 
meal offerings, inspired a feeling of 
dissatisfaction which was, to  say the 
least, not good advertising for the 
commonwealth. It is to  be hoped this 
condition will be rectified everywhere.

Frank Duggan, form er assistant 
m anager of the D etroit Statler. now 
president and m anager of H otel Mc- 
Alpin and several other worth-while 
New York properties, is, according to 
all reports a busy-body, but he seems 
to  be taking on additional activiites 
all the time. Every time I take up a 
New York paper I find where he has 
annexed another 1000 room institution. 
I am strong for him.

L ast week the W estern  M ichigan 
charter of Greeters held a field day at 
Battle Creek, writh Thom as S. W alker, 
president of the organization in charge. 
Tom, you know, is assistant m anager 
of the Pantlind, and down for more 
than cursory m ention in my “who’s 
who.” Geo. A. Southerton, m anager 
of Kellogg Inn  and Th. Aagaard, of 
the Battle Creek Sanitarium , had the 
colts in charge, and they were feasted 
and entertained to  the limit, as they 
naturally would be in such hands.

I t is reported th a t the ow ners of the 
comm unity built Parker Inn, a t A l
bion, are looking for another m anager, 
since the retirem ent from  the W iggins 
Chain, which has conducted it since

its opening three years ago. Jerry  
Moore, assistant to  W ard  B. James, 
general m anager of the D etroit Tuller, 
was offered the position, but declined 
for sufficient reasons. Perhaps some 
day the P arker people will pick up a 
miracle worker, like George Swanson, 
of H otel H uron, Ypsilanti, and make 
sortie dividends for them selves, but 
that particular type are scarce. The 
Inn  is a beautiful hotel, wonderfully 
furnished and equipped, but poorly 
located. Not th at Albion isn 't a good, 
live city, but the Inn is too far from  
the business center to  a ttrac t traveling 
men, which has been much of a handi
cap. As a residential hotel, however, 
it ought to  work out all righ t in proper 
hands and it certainly is some m onu
m ent to those who built it.

F rank  S. Verbeck.

Yale, M arch 28—Jerry  B. Paisley, 
71 years old, life-long resident of the 
Thum b and proprietor of the Paisley 
H otel here for 32 years, died to-day 
while in a barber’s chair. H e is su r
vived by his widow, a son, H arry, of 
D etro it; a daughter, M rs. H azel Cook. 
Pontiac, and a brother. Andrew, of 
Chicago.

H arbor Springs, M arch 29—W ord 
has been received here of the death at 
Indianapolis, of A rthu r J. Simpson, 
owner and m anager of the Em m et 
H otel here. Mr. Simpson was 66 years 
of age. H e purchased the Em m et H o 
tel five years ago and placed it am ong 
the leading hostelries of the N orthern  
resorts. H e was a m em ber of the 
M ethodist church and a M ason for 
more than 43 years. H e is survived 
by the widow and tw o sons, H ugh, of 
Cleveland, and A. G., of Indianapolis. 
M rs. Simpson and a son will open the 
hotel in June.

D etroit, April 1—W ith  the recently 
announced change in capital stock 
ownership in the H otel Fo rt Shelby, 
E. J. “ B rad” Bradwell, for 10 years 
assistant m anager of the hotel, has 
been made resident m anager, succeed
ing J. E. Frawley, who under the new 
arrangem ent becomes m anaging di
rector. J. D. H ollingsw orth, assistant 
m anager of the F o rt Shelby for three 
years, continues in th at capacity under 
the new organization. H e form erly 
was in the same capacity at the W ayne 
and Cadillac hotels here, the Grand at 
Mackinac and the W est Baden Springs 
H otel a t W est Baden, Ind.

Detroit, April 1—'M anagem ent of the 
D etro it-Leland H otel was taken over 
to-day by the Bowman M anagem ent, 
Inc., of which John M cEntee Bow
man, New Y ork hotel man, is presi
dent.

W illiam  J. Chittenden, Jr., the pres
ent executive, has been retained as 
resident m anager and will continue to  
direct the activities of the present staff, 
Mr. Judkins said. Chittenden is one 
of the best known hotel men in Arrfer- 
ica. H e has served here since 1896 in 
the old Russell House, the Pontchar- 
train  and the Book-Cadillac. H e came 
to the D etroit-Leland as m anager in 
June, 1927.

Final agreem ent to  en trust the m an
agem ent of the D etroit-Leland to  the 
Bowman group was reached a t a m eet
ing of the D etroit H otel Saturday. 
N egotiations were carried on prior to 
that through the Developm ent Ser
vice corporation, a group form ed to 
develop hotel properties for the Bow
man chain.

H arry  A. Storm feltz and Edw ard A. 
Lovelev, of the Storm feltz-Lovelev 
Co., represented the owners of the ho
tel and Russel H. A rm strong the de
velopm ent company. Mr. Loveley is 
president of the D etroit H otel com 
pany and also a director of the Bow
man Biltmore H otels corporation. 
Legal work was done by Joseph G. 
Ham blen, of W arren, Hill and H am 
blen, counsel for the D etroit interests.

E n try  of the Bowman interests into

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 Room s — 400 B aths 

M enus in English

MORTON HOTEL
ARTHUR A. FROST

M anager

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.

WESTERN HOTEL
BIG R A PID S. M ICH. 

C onducted  on th e  E uropean  P lan . 
H o t and  cold ru n n in g  w a te r  in all 
room s. S evera l room s w ith  b a th . All 
room s well h ea ted  and  w ell v e n t i 
la ted . A good place to  s top . R ates  
reasonab le .

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

NEW BURDICK
K A L A M A Z O O , M IC H IG A N

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

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

a  $1,000.000 In v e s tm e n t.
250 R oom s—150 R oom s w ith  P r iv a te  

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

R EST A U R A N T  A ND GRID!*— 
c a fe 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  S am ple Room* 
W A L T E R  J .  HOD G ES,

P res , and  G en. M gr.

Wolverine Hotel
BOYNE CITY , M ICHIGAN 

F ire  Proof—60 room s. T H E  LEAD 
ING COM M ERCIAL AND RESOR1 
H O T E L . A m erican  P lan , $4.00 ano 
u p ; E u ropean  P lan , $1.50 and  up 

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

HOTEL OLDS
L A N S IN G

300 Rooms 300 Baths 
Absolutely Fireproof 

Moderate Rates
Under the Direction of the 

Continental-Leland Corp.

G e o r g e  L. C r o c k e r ,
Manager.

Occidental Hotel
F IR E  PR O O F 

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

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

Columbia Hotel 
KALAM AZOO 

G ood Place T o Tie To

PARK-AMERICAN
HOTEL

KALAMAZOO 
A  First Class Tourist and 

Commercial H otel 
Manager

HARRY W. LU ETH I
Also Tea Room, Golf Course and 
Riding Academy located on U.S. 
No. 12 West operated in connec
tion with Hotel.

Park Place Hotel
Traverse City

R ates  R easonable— S erv ice  S uperb  
— Location  A dm irab le .

W . O. H O LD EN , M gr.

HOTEL KERNS
LA R G EST H O T E L  IN LA N 8IN G

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

nection . R a tes  S1.5C up.

E. S. R IC H A R D SO N . P ro p rie to r
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D etroit has been anticipated for some 
time, and rum or has credited the 
group with being interested in more 
than one hotel here. “The taking over 
of the D etroit-Leland,” said Mr. Bow
man, “is the realization of hopes ex
tending back several years and, need
less to  say, I am highly gratified.” 

Paying tribute to  the vision and en
terprise of D etro it’s citizens, Mr. Bow
man continued: “You have enormous 
industrial enterprises located here 
which give em ploym ent to  ever in
creasing thousands and bring a con
stant influx of wealth.

“ Such a city needs plenty of good 
hotels and I predict you will consider 
yourselves fortunate in having the new 
D etroit-Leland, for we propose to 
spare no effort in giving it a perfec
tion of service that the residents of 
the city and the traveling public will 
be quick to  appreciate.”

H otels operated by the Bowman in
terests include the Biltm ores in New 
Y ork and Miami; the Commodore. 
Belm ont and M urray H ill in New 
Y ork; Sevilla in Havana, Cuba, and 
B iltm ore, Santa B arbara and Dupont- 
B iltm ore in W ilm ington, Del.

Items From the Cloverland of Michi
gan.

Sault Ste. Marie, April 2—N aviga
tion between the tw o Soos is now 
open. T he ferry is m aking schedule 
tim e again, which means much more 
activity a t both places.

T he N orthw estern L eather Co., em 
ploying 350 hands, expects to increase 
its production about 50 per cent., 
which will mean an increase on their 
payroll of a t least 175 more employes. 
T he reason for the Soo plant increas
ing production was caused by the 
closing of the plant a t Portville, New 
York. Practically all of the addition
al force of men will be hired in the 
Soo. T h e  local plant has never w ork
ed a t maxim um  capacity. The Soo
tannery  has a capacity for producing 
$4,000,000 w orth of leather a year. For 
th e  p ast year the plant has been w ork
ing steadily, but not near capacity. 
T he Portville plant has been produc
ing th e  same class of leather—high 
grade upper shoe leather. I t  has not 
as yet been announced w hether o r not 
the  Portville plant will be dism antled 
or rem ain idle. T here will be no 
change in the  official staff a t the local 
plant, w ith but one exception. W . R. 
Faulkner, form erly of the Soo, and 
w ho has been superintendent of the 
Portville plant, will re tu rn  here as as
sistant superintendent under Hope S. 
Frederick. This will be pleasing news 
to  our m erchants, especially at A lgon
quin, who will profit by the change.

The Grand theater at St. Ignace was 
destroyed by fire last Saturday m orn
ing. The filling station owned by 
W illiam Albright, next door had a 
narrow  escape. The structure was 
partly  covered by insurance. I t  has 
not as yet been announced as to 
w hether the theater will be rebuilt.

Stanley S. and Charles R. Sm ith 
have gone into the delivery system  
business. T he new firm will be known 
as Sm ith Bros. Delivery. T hey will 
make four deliveries each day and 
will do the  delivering for the follow
ing grocers: D .. H. Patterson, R. C. 
M cM aster, P . T. M cKinney, Lock 
City M ercantile Co., C. O. Brown, and 
Erm intinger & Graville. T his is a 
move in the right direction, giving 
bette r service a t less cost.

T he Travelers Inn, a t St. Ignace, 
under the m anagem ent of M rs. Oliver 
Vallier, is now open for business. 1 he 
dinner service, started  April 1, will be 
under the  supervision of Joseph
Thibault. . . .

A rabbit’s foot m ay be lucky, but 
its original owner wasn t.

T he probability is th a t the Soo air 
port will be ready for dedication about 
Tune 10. T he City Commission has 
authorized the  Chamber of Commerce 
to  take charge of the dedication cere
monies. Several seaplanes will be

here. I t  is expected th at the ga th e r
ing will bring together one of the 
largest group of planes ever seen to 
gether in the U pper Peninsula. The 
O ntario  Air Service, with many hydro
planes on the Canadian side of the 
river, will be invited to  participate in 
the dedication. H alf of the air field is 
now completed and the work will be 
resum ed just as soon as the w eather 
will perm it tractors and rollers to 
operate.

A ttem pts will be made this week to 
open the State ferry route between St. 
Ignace and M ackinaw City. The 
ferries are a t Cheboygan, and as soon 
as they get through they will sta rt on 
regular schedule for the season.

The saying that wom an’s work is 
never done is becoming nearly true 
these days, w ith so m any labor saving 
devices to  keep working.

W illiam  G. Tapert.

Twelve New Readers of the Trades
man.

T he following new subscribers have 
been received during the past week: 

Gus Johnson, Saginaw.
J. F. Adsitt, Saginaw.
Frank  M arxer, Saginaw.
Frank  Gielczyk, Saginaw.
Joseph Lehner, Saginaw.
Lugiewicz Grocery, Saginaw.
Dupuis Bros., Carrollton.
N orm an C. Burke, Carrollton.
B landing Milk Co., Greenville.
J. C. Laraw ay, Grand Rapids.
Daniel F. Niemeyer, Detroit.
J. J. Bartella, Escanaba.

Tantalum.
One of the elem ents first prepared 

in quantity in its pure form  a  few 
years ago, can now be obtained com
mercially. This m etal has been found 
adaptable for radio-electrode and 
structural parts. I t  is soft and easily 
worked, yet it possesses considerable 
strength. I t  has an extrem ely high 
m elting point.

THE TOAST SUPREME

iH
Simply delicious with jam or 
mannalade. Makes a wonder
ful breakfast cereal served 
with milk or cream. Fine 
with poached eggs. Booklet 
in every package gives dozens 
of other tempting ways to 
serve. Ask your grocer today.

DUTCH TEA RUSK CO.
HOLLAND, MICHIGAN

m m m m m

HOTEL

C H I P P E W A
H EN R Y  M. N ELSO N , M anager 

European Plan 
MANISTEE, MICH.

U p -to -d a te  H otel w ith  all M odern 
C onveniences—E lev a to r, E tc.

150 Outside Rooms 
D ining Room Service 

H ot a n d  Cold R u nn ing  W a te r  and  
T elephone in  ev ery  Room.

$1.50 and up
60 Rooms w ith B ath $2.50 and $3

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

HO TE L  R O W E
Grand Rapids, Michigan. 

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

CODY HOTEL
IN TH E HEART OF TH E 
CITY OF GRAND RAPIDS 

Division and Fulton

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

CODY CAFETERIA IN 
CONNECTION

MELLON
PREFERS
BONDS

gggaamaiigiaiCTiBroi 
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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. LELAND. Mgr.

FOR SALE
OR RENT

The Stevens Hotel
FENNVILLE, MICH.

On M 89—5 miles from US 31 
in biggest apple shipping town 
in Michigan. Reason for selling 
—death in family. Present own
er has conducted hotel twenty- 
six years.

CHARLES RENNER  
HOTELS

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

For obvious reasons.

Demand for call money 
has depressed the market on 
many non-speculative in
vestments.

Consult the Old National 
Company N O W !

the OLD 
NATIONAL

Edge water Club Hotel, St. Joseph, 
Michigan, open from May to October.

Both of these hotels are maintained on 
the high standard established by Mr. 
Renner.
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DRUGS
M ichigan B oard of P h arm acy .

P re s id e n t—J . C. Dyk&nis., G rand  R apids.
V ice -P re s .—J . E d w ard  R ichardson , D i-  

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

dusky . „  . . ..
E x a m in a tio n  S essions — B eg in n in g  th e  

th ird  T u esd ay  of J a n u a ry , M arch , Ju n e , 
A u g u st an d  N ovem ber an d  la s tin g  th ree  
days. T he  J a n u a ry  an d  J u n e  ex am in a- 
t"ons a re  held  a t  D e tro it, th e  A u g u st 
ex am in a tio n  a t  M arq u ette , a n d  th e  M arch  
an d  N ovem ber ex am in a tio n s  a t  G rand  
R ap ids.__

M ichigan S ta te  P h a rm aceu tica l 
A ssociation .

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

kegon.
S e c re ta ry —R. 
T re a s u re r—L. 

R apids.

A. T u rre ll. C rosw ell.
V. M iddleton, G rand

The Window Strip Question.
“Do you believe window strips help? 

W ould it be as effective to tell the 
passerby that there is a fountain w ith
in and announce the items either by 
a menu or signs on the fountain;

There are m any people who know 
just what they w ant at a fountain. The 
item is to be had at all fountains and 
therefore a simple announcem ent that 
there is a fountain is enough.

T his is also true  of people who are 
hunting a fountain, who have decided 
they want som ething a fountain offers 
even if they  have not decided what. 
T here  are others who know what a 
fountain offers and who would no 
doubt be sufficiently influenced by the 
mere announcem ent of the presence of 
a fountain.

But there is another large class who 
like fountain products but at the m o
ment have no thought of indulging. 
Yet were they to  make some other 
purchase they would be drawn to the 
fountain. There are hundreds of these 
walking along the street who have 
nothing to  take them  into the store 
where there is a fountain. The sign 
simply announcing the presence of a 
fountain would not draw  them . Even 
seeing a fountain through the door 
would not create desire. But on the 
window of a shop containing a soda 
fountain there appears a small, neat 
sign suggesting that some favorite 
item is of unusual quality. Desire is 
created and the person comes in. There 
can be no doubt as to  the value of the 
window strip, properly used. I t talks 
to  the people in a friendly way. I t  is 
not a formal, general announcement, 
but one suggesting the m erits of a 
specific item.

Peaches For Ice Cream Flavoring.
Ice cream m anufacturers have found 

that peach ice cream made with well 
ripened crushed fruit is popular in the 
peach season, but th at little is made at 
o ther times, although o ther fruits such 
as straw berry and pineapple are avail
able throughout the year. For the last 
three years, three mem bers of the 
United States D epartm ent of A gricul
ture have been experim enting with 
the preservation of peaches for use in 
ice cream making, and have reported 
in Technical Bulletin 84-T, “ Preserva
tion of Peaches for Use in the M anu
facture of Ice Cream.” just published 
by the departm ent.

The experim ental work was done in 
the heart of the Georgia peach belt. 
T ests of the  product were made in 
W ashington. T w o m ethods of preser

vation proved satisfactory and enabled 
the  experim enters to  m anufacture 
cream of distinctive peach flavor and 
of good consistency from  fruit ga th e r
ed as much as a year previously.

The characteristic fresh peach odor 
and flavor result from complex m ix
tures of substances which are highly 
volatile and evaporate on exposure to  
the air o r in prolonged cooking.

Peaches were prepared by the ex
perim enters in a commercial cannery 
and were either canned and processed, 
or were packed in cans and kept in 
cold storage with tem perature at 15 
degrees F.

W hen ice creams were m anufactured 
from the products they were tested by 
m em bers of the staff of the office of 
horticulture, who expressed opinions 
as to the relative desirability of vari
ous creams. The frozen m aterial re
tained the characteristic flavor in 
slightly g reater degree than  th at pre
served by canning, but the difference 
could be eliminated by using slightly 
larger am ounts of the canned pulp. 
The results, say the investigators, 
show conclusively that the flavor of 
the preserved fruit is retained satis
factorily by the m ethods described in 
the bulletin.

Pulp made from fully ripened fruit 
was superior in flavor to  th at picked 
at earlier stages of ripening, indicating 
the desirability of preparing the fruit 
in the immediate vicinity of the 
orchards. T here are considerable dif
ferences in the adaptability to  process
ing between the various varieties of 
peaches.

Coconut Oil Soap as a Germicide.
Thorough washing of the  hands 

with any kind of soap will destroy any 
adhering diphtheria bacilli, streptococci 
and pneumococci, but according to  
W alker, coconut oil soap is m ost ap
preciably active against typhoid bacilli 
at ordinary tem peratures. T he longer 
period taken to  wash the hands, and 
the stiffer the lather formed, the more 
certain is the killing of the typhoid 
germs. The germicidal properties of 
coconut soap are enhanced by raising 
the tem perature of the  w ater used in 
washing, and the activity of the soap 
as a germicide against typhoid and 
o ther germ s seems to  be due to  its 
high content of saturated fa tty  acids 
and the very low proportion of un
saturated acids. The suggestion is 
made th a t coconut oil m ight advan
tageously replace linseed oil in the 
preparation of the official soft soap.

Definition of Vitamins.
V itam ins are defined as substances 

still indeterm inate chemically and phy
siologically, which the  animal organ
ism cannot synthesize, and which pos
sess properties in certain fractions of 
the unknown part of the; diet which 
are indispensable for the accom plish
m ent of vital phenom ena in the adult, 
or during the course of the develop
ment of the animal, and whose absence 
produces characteristic pathological 
nutritional changes. I t  is considered 
desirable to  restrict the term  to  sub
stances indispensable to the life of the 
animal (excluding plants).

IN THE REALM OF RASCALITY.

Questionable Schemes Which Are 
Under Suspicion.

Adrian, April 1— I would like to 
know w hether th is concern is any 
good; am enclosing some of the litera
ture. They claim to  have a warehouse 
or som ething of the sort in New York, 
but do not state whereabouts. I saw 
this advertisem ent in the E x tra  Money 
M agazine; they  claim to stand back of 
their advertisem ents. M. R.

The circular of the L ightning Co., 
St. Paul, Minn., describes “lightning” 
as a battery  rejuvenator, and suggests 
that the product will lengthen the life 
of batteries a year. The National Bet
ter Business Bureau has made an in
vestigation of “lightning” and o ther 
battery  solutions and does not find the 
claims justified. This is just what any 
practical battery  worker will confirm. 
M any owners of home lighting plants, 
automobiles and radios are taken in by 
the vender of these products. Some 
of these products, like the patent nos
trum s of human consumption, give the 
battery  new life for a very brief period. 
No battery  m anufacturer will recom 
mend the use of such rejuvenators.

F ur farm ing is not the “get-rich- 
quick” kind of business th at many 
persons have come to believe it to  be, 
according to  the Bureau of Biological 
Survey of the U nited States D epart
m ent of Agriculture. M any who en
quire about fur farm ing have the no
tion that they  can fence in a rugged 
piece of land, tu rn  loose some fur- 
bearers, and collect large profits with 
little effort, but the survey advises 
prospective fur farm ers w 'th  little ex
perience to  obtain employm ent on a 
fur farm  where they may familiarize 
them selves with the principles involved 
before engaging in the  business them 
selves.

In  a new publication, Leaflet No. 27- 
L, “Recom m endations to  Beginners in 
Fur Farm ing,” just issued by the de
partm ent, recom m endations to begin
ners in fur farm ing are outlined, and 
particular attention is called to the 
popular m isconceptions regarding the 
enorm ous profits to  be realized. T he 
leaflet also contains general inform a
tion on how to  make a sta rt in the 
business, on areas suitable for fur 
farming, where to obtain breeding 
stock, what it takes to  make a  good 
fur farmer, and species suitable for 
propagation. Foxes, fishers, m artens, 
minks, otters, skunks, racoons, opos
sums, beavers, m uskrats, and rabbits 
are the kinds of fur-bearing animals 
treated.

A copy of the  leaflet may be obtain
ed by w riting to  the United S tates De
partm ent of Agriculture, W ashington,
D. C.

The above recom m endation of the 
D epartm ent of Agriculture is w orthy 
of serious consideration by those con
tem plating taking up the breeding of 
fur-bearing animals. I t  confirms the 
many warnings by the Realm on the 
subject.

T he following extract from an item 
in an up-State paper brings home the 
necessity of our w arning against sign
ing papers of any kind for strangers, 
and signing anything under any cir
cumstances w ithout reading carefully:

One day a few m onths ago a 
stranger walked into Mr. H odge’s 
place of business, and asked if he could 
rent a little storage room for some ad
vertising display fixtures which he said 
a salesman, who was to  come along 
later, w’ould unpack and distribute to

m erchants. Mr. H odge had plenty of 
room and agreed to  take a commission 
on what was sold for the storage priv
ilege. T he m an said he represented a 
D etroit company.

“My partner was present,” said Mr. 
Hodge, “and heard th is conversation. 
The agent handed me a slip to  sign, 
which I unwisely neglected to  read. 
About a week later I got an invoice 
which read: ‘Sold to  C. Hodge, fix
tures am ounting to  $495.’ ”

And the D etroit concern collected 
the $495 by transferring  the note to a 
bank, presum ably an innocent party. 
It is thus th a t our laws intended to 
prom ote justice between individuals 
are tw isted for the benefit of the trick
ster and sharper. Read before you 
sign!

So extensive has become the financ
ing of autom obiles purchased, includ
ing used automobiles, and so ruthless 
the m ethods of the financing com
panies in enforcing their contracts, 
which always give them  the big end 
of the deal, that a recent court decision 
putting a crimp in one of these m eth
ods should be interesting and useful.

These financing schemes, w ith a 
very few exceptions, are always oper
ated the same way. Assume you are 
the owner of a used car and decide to  
trade it in for a new one. This repre
sents probably 99 per cent, of autom o
bile transactions to-day. Also suppose 
you propose to  trea t the car turned in 
as cash payment, and wish to  finance 
the balance. T his represents, I am 
told, about 85 per cent, of all au to
mobile transactions to-day. You go to 
a dealer, A, and make your deal with 
him. He, however, does no financing, 
and tells you this will have to  be done 
through a financing company. He 
then goes through the form  of selling 
the new car, not to  you, but to  the 
finance company. H e retains, how 
ever, the used car you have traded in. 
The finance company then goes 
through the form of selling the new 
car to you, although it is more like a 
lease. The contract the finance com 
pany makes you sign is the last wrord 
in unfairness. I t  robs you of prac
tically all rights, except the righ t to 
make the  payments. You even sign a 
statem ent that the  car bears no g uar
antee.

Suppose you default on a payment. 
The company at once takes judgm ent 
against you under the  authority  you 
have given it in the contract, and sends 
the sheriff after you to  levy on every
thing he can find belonging to  you. 
You can’t claim exem ption, for you 
have waived that in the contract.

In addition to  this, the  finance com
pany issues a writ of replevin (an o r
der to  seize) and takes the car away. 
You have lost your used car, the pay
m ents you have made on it, the new 
car, and in addition the company has 
judgm ent against you for w hatever 
balance is due.

The decision I referred to in the be
ginning is to the effect th a t in a case 
like this the company cannot seize the 
car. This is a hard blow at th e ir re 
lentless m ethods and will take some 
ingenuity to  get around.

In  the case in question one C. A. 
Pusey traded in a used car, valued at
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$400, for a $1,685 new car. The $400 
used car was treated  as the cash pay
ment, and the balance, $1,285, was 
financed through a financing company 
called Rockwood & Co. E verything 
was done exactly as I have outlined 
above. The title certificate was made 
to Rockwood & Co., but of course 
Pusey got immediate possession of the 
car.

Pusey fell behind in his payments, 
and the finance company worked its 
usual trick of replevining the car. 
Pusey, however, put up a fight instead 
of lying down as m ost victims do, and 
raised the point that replevin could 
not legally be used. The Appeal 
Court upheld this contention, although 
the lower court had decided against it. 
The position taken was ra ther techni
cal. but I will try  to  make it clear. 
T he court said in substance, “This is 
not a case of a m otor company selling 
this car for $1,685 to  Rockwood & Co. 
leasing it to Pusey. T he fact that it 
was partly  paid for by the $400 used 
car changes th a t entirely. Rockwood 
Si Co. didn't pay the whole $1,685. be
cause Pusey had already paid $400. 
Therefore w hat the  m otor company 
did was to  sell the car to  both of them 
together, Pusey paying $400 and Rock
wood & Co. the rest. They were 
therefore joint owners, and as one 
joint owner cannot bring replevin 
against the other, it follows that the 
replevin was wrongly issued in this 
case, and Pusey can still hold the car.”

T his decision, if upheld in other 
states, as I believe it will be, means 
that in every case where a new’ car 
purchased is financed after the pay
ment for it has partly been made by 
turning in a used car, the finance com
pany. while it still has its o ther rem e
dies, cannot take the car back.

E lton J. Buckley.
[ Copyrighted, 1929.]

Soluble Bismuth Salts.
In the course of a series of investiga

tions undertaken with the object of 
preparing new salts of bism uth which 
are soluble in oil, and also in organic 
solvents, M. Picon succeeded in pre
paring tw o new compounds, bism uth 
hexahydrobenzcvate and bism uth cam- 
phocarbonate. The form er is prepared 
by heating hexahydrobenzoic acid and 
yellow oxide of bism uth in m olecular 
proportions on a water bath with con
stant stirring, until a solid white salt 
is obtained. T o remove the residue of 
yellow oxide of bism uth which escapes 
transform ation, the product, reduced 
to a powder, is dissolved in hot benzol, 
filtered, and the benzol removed by 
distillation in vacuo. This salt is 
soluble in organic solvents which do 
not contain oxygen, and also in oils. 
B ism uth cam phocarbonate is prepared 
in the same way from cam phocarbonic 
acid and yellow oxide of bismuth. 
However, to  effect combination it is 
necessary to  add a very small am ount 
of water to the mixture.

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

Vaccinating Dogs For Rabies.
There are now many countries 

where rabies, the “m ad-dog” disease, is 
entirely eradicated, but in America this 
disease is perhaps as prevalent as any 
where else in the world. At any rate 
we stand surprisingly high in the list. 
Perhaps this is because it is not gen
erally known that dogs can be vac
cinated against this disease and that 
the vaccination is simple, inexpensive 
and no more painful than  smallpox 
vaccination which most of us undergo
at one time or another. I t  is surpris
ing that a campaign am ong dog own
ers has not yet been started to elimin
ate this disease in America.

To avoid th a t tired feeling, keep up 
our personal interest in your work.

INSECTICIDES FOR 1 9 2  9

Paris Green
Arsenate of Lead

Fungi Bordo 
Dry Arsenate of Calcium 

Dry Lime and Sulphur, etc.

Largest stock in Michigan. Stock now in, you can 
buy by the pound or a truck load if you are a 
dealer.

HAZELTINE & PERKINS DRUG CO.
Grand Rapids Michigan Manistee

Acid*
B oric  (P o w d .)_9 @ 20
B oric  (X ta l)  9 ®  20
C a r b o l ic _________38 ® 44
C itric  ___________53 0  70
M u r i a t i c   ____  3%® 8
N itr ic  _________ 9 @ 15
O x a l ic ___________15 & 25
S u lphu ric  _____  3%® 8
T a r t a r i c __ ______52 ®  60

A m m onia
W ate r , 26 deg__07 ® 18
W ater , 18 d eg__06 ©  15
W ate r , 14 d eg —  5 %® 13
C a r b o n a t e _____ 20 ®  25
C hloride (G ran .) 09 ® 20

B alsam s
C opaiba ______ 1 0001  25
F ir  (C an ad a) -_ 2 7503  00
F ir  ( O r e g o n )_ 65® 1 00
P e ru  __________ 3 0003  25

Tolu  __________  2 0002  25

B ark s
C assia  (o rd in a ry )-  2 5 0  30
C assia  (S a ig o n )_ 5 0 0  60
S a s sa fra s  (pw . 60c) 0  50
Soap C u t (pow d.)

35c ______________20© 30

B erries
C u b e b _____________  0 1  00
F ish  ________ , ___ @ 25
J u n ip e r  __________ 11© 20
P rick ly  A s h ___ 0  76

E x tra c ts
L icorice ___________60© 65
Licorice, p o w d ._ 6 0 0  70

F low ers
A rn ica  ________  1 7501 85
C ham om ile  Ged.) 0  50 
C ham om ile  Rom . © 75

G um s
A cacia, 1 s t __ 50© 55
A cacia, 2nd ___  4 5 0  50
A cacia, S o r t s __  2 0 0  25
A cacia, P ow dered  3 5 0  40 
Aloes (B a rb  Pow ) 25® 35
Aloes (C ape Pow ) 25® 35
Aloes (Soc. Pow .) 75© 80
A safo e tid a  _____  50® 60

Pow . _______  90 ©1 00
C am phor ____  90® 95
G uaiac  _________  ® 60
G uaiac , pow 'd  0  70
K ino ______________ ®1 25
Kino, pow dered_ @1 20
M yrrh  ____________ 0 1  15
M yrrh , pow dered  0 1  25 
O pium , powd. 19 65 0  19 93 
O pium , g ran . 19 65 0  19 92
Shellac _________  65® 80
Shellac  ________  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 rp en tin e  _____  © 30

Insectic ides
A rsen ic  _________ 08© 20
B lue V itrio l, bbl. ® 08
B lue V itrio l, less  09% 017 
B ordea. M ix D ry  12® 26 
H ellebore , W h ite

p o w d e r e d ____ 18® 30
In se c t P o w d e r_47%® 60
L ead  A rsen a te  Po. 13%®30
L im e a n d  S u lp h u r

D ry  __  _____ 08® 22
P a ris  G reen  ___ 2 4 0 42

L eaves
B u chu 0 1  05
B uchu , pow dered 0 1  10
Sage, B ulk 25 0 30
Sage, % l o o s e _ 0 40
Sage, pow dered_ 0 35
S enna, A l e x .___ 50 0 75
Senna, T inn . pow. 30© 35
U v a  U r s i __ _____ 20© 26

C otton  S e e d ___  1 3501 50
C u b e b s ________  5 0 0 0  5 25
E igeron  _______  6 0006  25
E u c a ly p tu s  ____ 1 2501  50
H em lock, p u re_ 2 0002  25
J u n ip e r  B e r r ie s .  4 5004  75 
J u n ip e r  W ood _ 1 5001  75
L ard , e x t r a ___  1 5 5 0  1 65
L ard . No. 1 ___  1 2501  40
L a v en d e r F lo w _ 6 0 0 0  6 25
L av en d e r G a r 'n -  8 50  1 20
L em on _______  6 0 0 0 6  25
L inseed, raw . bbl. ® 86
L inseed , boiled, bbl. 0  89
L inseed , bid. less  9601  09 
L inseed , raw . less  9301  06 
M u sta rd , arifil. oz. 0  35
N ea ts fo o t _____  1 25 0  1 35
Olive, p u re  ___  4 0 0 0 5  00
Olive. M alaga,

y e l lo w _______  3 0003  50
Olive, M alaga,

g reen  _______  2 85 0 3  26
O range, S w eet 12 00012 25 
O riganum , p u re .  0 2  50 
O riganum , com ’l 1 0001 20
P e n n y r o y a l___  3 0003  25
P e p p e rm in t ___  5 5005  70
Rose, p u r e _ 13 5 0 0  14 00
R osem ary  F low s 1 2501 60 
Sandelw ood, E.

I. _________  10 5 00  10 75
S a ssa fra s , tru e  1 75 0  2 00 
S a ssa fra s , a r t i ' l  7501 00
S p e a r m in t_____  7 0007  25
Sperm  ________  1 5 00  1 75
T an y  _________  7 0007  25
T a r  U S P  _____  65® 75
T u rp en tin e , b b l ._ 066%
T u rp en tin e , le ss_ 7 4 0  87
W in te rg reen ,

l e a f __ ,______  6 0006  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 ___  3 5003  75
W o rm w o o d _ 20 0 0 0  20 25

P o tassiu m
B icarb o n ate  ___  35®
B ich rom ate  ____  150
B rom ide _______  69®
B rom ide _______  54®
C hlora te , g ra n  d_ 23® 
C hlora te , powd.

or X ta l ______  16®
C yanide ________  30©
Iodide _________  4 3604
P e r m a n g a n a te _22%®
P ru ss ia te . yellow 35®
P ru ss ia te . r e d _ 0
S u lp h a te  _______  35®

Roots
A lkanet ________  30® 35
Blood, po w d ered . 40 "'i> 45
C a la m u s ________  35® 85
E lecam pane, pwd. 25® 30
G en tian , powd. _ 20® 30
G inger, A frican ,

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

pow dered  ____  45® 60
G oldenseal, pow. 7 50®8 00
Ipecac, p o w d ._ 4 5005  00
L icorice  ________  35® 40
L icorice, pow d__ 20® 30
O rris, p o w d ered . 45® 50
Poke, pow dered_35® 40
R h u b arb , p o w d_ 0 1  00
Roslnw ood. powd. 0  50 
S a rsap a r illa . H ond.

g ro u n d  _______  0 1  10
S arsap a rilla , M exlc. © 60
Squills _________  35® 40
Squillq, pow dered  70® 80
T u m eric , pow d._20® 25
V alerian , pow d._ 0 1  00

Seeds
A nise ____ — _ 0  35
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 o rian d er pow. .40 30® 25
Oils Dill ____________ 15® 20

F ennell _______ 35® 60
A lm onds, B itte r , F la x  __________ 7® 15

tru e  __________ 7 5007  75 F lax , g ro u n d  — 7 0 15
A lm onds, B itte r . F o en u g reek , pwd. 15® 25

a r t i f i c i a l ____ 3 0 0 0  3 25 H em p _________ 8® 15
A lm onds, Sw eet, L obelia, powd. — (Q1 60

tru e  _________ 1 5 0 0  1 80 M u sta rd , yellow 17® 25
A lm onds, Sw eet, M u sta rd , b lack — 20® 25

Im ita tio n  ___ 1 0001  25 Poppy  __________ 150 30
A m ber, c r u d e _ 1 2501 60 Q uince _______  1 0 0 0  1 25
A m ber, rectified 1 5001  75 S a b a d i l l a ___ — 45® 50
A nise ___  ___ 1 2501  50 Sunflow er ,— 12® 18
B erg am o n t ___ 9 0 0 0 9  25 W orm , A m erican 30® 40
C ajep u t _______ 2 0 0 0 2  25 W orm , L e v a n t _ 6 5007 00
C a s s i a _________ 4 00 0 4  25
C as to r  _________ 1 6501  80
C edar L ea f - __ 2 0 0 0  2 25 T in c tu re s
C i t r o n e l l a _____ 1 0001  20
Cloves _________ 4 0004  25 A conite ____  -- 0 1 80
C ocoanut __  - 27 % 0  35 Aloes _______  - 0 1 56
Cod L iv e r _____ 1 7 5 0 2  25 A rn ica  _________ 0 1 bU
C r o t o n ________ 2 0 0 0 2  26 A oafoe tida  ____ V I  18

B e l la d o n n a ___- __
B enzoin _________
B enzoin C om p’d .
B uchu  _________
C an th a r id es  ___
C apsicum  ______
C atech u  _______
C inchona _______
C olchicum  _____
C ubebs _________
D ig ita lis  _______
G e n t i a n _______
G uaiac  _________
G uaiac, A m m o n ..
Iodine ___ ______
Iodine, C olorless-
Irorv, Clo _______
Kino ______ ____
M yrrh  _________ -
N ux  V o m ic a ___
Opium  _________
O pium , C a m p ._
Opium , D eodorz’d 
R h u b arb  _______

P a in ts

0 1  44
0 2  28 
0 2  40 
0 2  16 
0 2  52 
0 2  28
0 1  44
0 2  16 
0 1  80 
0 2  76 
0 2  04
0 1  35
0 2  28 
0 2  04 
©1 25 
0 1  50 
0 1  56
0 1  44
0 2  52 
0 1  80 
0 5  40 
0 1  44 
0 5  40 
0 1  92

L ead , red  d r y  13% 014%
L ead , w h ite  d ry  13% 014%  
L ead , w h ite  o il- 13%®14% 
O chre, yellow bbl. © 2% 
O chre, yellow  less 3® 6 
Red V en e t’n Am. 3%® 7 
Red V enet’n  E ng. 4® 8
P u tty  ___________ 5® 8
W hiting , bbl __  ® 4%
V hlting  ________ 5%® 10
L. H . P . P re p _ 2 55 0  2 70
Rogers P r e p ._ 2 5502  70

M iscellaneous
A cetanalid  _____ 57® 75
A lu m ____________ 06® 12
M um. powd an d

g round  ______  09® 15
B ism uth , S u b n i

t r a te  ________  2 25 0  2 52
B orax  x ta l o r

pow dered  ___  05® 13
C an th a rid es . po. 1 50 0  2 00
Calom el _______  2 7202 82
C apsicum , pow ’d 62© 75
C arm ine  _____  7 50 0 8  00
la ss ia  B u d s ___  30© 35

Cloves _________  40® 50
'h a lk  P re p a re d . 14© 16
C hloroform  ___  53® 66
C hloral H y d ra te  1 2001  50
Cocaine --------  12 85013 5u
locoa B u t t e r __  65© 90

C orks, lis t, less 30-10 to 
40-10%

C o p p e r a s -----------  03® 10
C opperas, i ’owd. 4© 10
C orrosive Sublm  2 2502  30 
C ream  T a r ta 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 er 4 0004  50 
E m ery , All Nos. 10® 15
E m ery , Pow dered  ® 15
E psom  S a lts , bbls. 003%  
E psom  S aits , less 3%® lo
E rg o t, p o w d e r e d _®4 00
F lake. W h ite  15® 20
F orm aldehyde , lb. 13% 03 5
G elatine  _________  8 00  90
G lassw are, less 55% 
G lassw are, fu ll case  60%. 
G lauber S a lts , bbl. 002%  
G lauber S a lts  less 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
odine _________  6 4 5 0  7 00

Iodoform  ______  8 0 0 0 8  30
•*ead A c e t a t e _ 20® 30
J  ace  _____________  ® 1 50
face , p o w d e red . 0 1  60

M e n th o l_____  8 5 0 0  9 60
M orphine ___  12 83013 98
N ux V o m ic a ___  ® 30
N ux V om ica, pow. 15® 25 
Pepper, b lack , pow 57® 70 
Pepper. 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  ® 69
R ochelle S a l t s _28® 40
S ach arin e  - ____  2 600275
S a lt P e t e r _____  11® 22
S eid litz  M ix tu re  30® 40
Soap, g r e e n __ 15® 30
Soap m o tt  c a s t  -  0  25
Soap, w h ite  C astile ,

case  ___________ 0 1 5  00
Soap, w h ite  C astile

less, pe r b a r _ ®1 60
Soda A s h ___ ___ 3© 10
Soda B ica rb o n a te  3%® 10
Soda, S a l _____ 02% ® 08
S p ir its  C am phor 0 1  20
S u lphu r, r o l l ___ 3% ® 10
S u lphur, S u b l ._4%® 10
T a m a rin d s  ___   2 0 0  25
T a r t a r  E m e t i c _70@ 75
T u rp en tin e , V en. 50® 76 
V anilla  Ex. p u re  1 6002  00 
V an illa  Ex. p u re  2 2 5 0  2 60 
Z inc S u lp h a t e _ 0 6 0  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 merchants will have their orders filled at mar
ket prices at date o f purchase. For price changes compare with previous issues.

ADVANCED DECLINED

Cod F ish—M iddles V eal
Vvn.te H and  P icked B eans 
B o ttle  C aps 
W rapp ing  P ap e r

AMMONIA
Q uaker, 24-12 oz. case  2 50 
Q uaker, 12-32 oz. case  2 25 
Bo Peep, 24, sm . case  2 70 
Bo Peep. 12. lee. case  2 25

A P P L E  B U T T E R  
Q u ak er, 24-12 oz., doz. 2 25 
Q uaker, 12-38 oz.. doz. 3 35

A X L E  G R EA SE
48, 1 l b . _______________4 35
24, 3 lb. ______________6 00
10 lb. pails , p e r doz. 8 50 
15 lb. pails, p e r doz. 11 95 
25 lb. pails, p e r doz. 19 15

BAKING PO W D ER S 
A rctic, 7 oz. tu m b le r  1 35 
Q ueen F lake , 16 oz., dz 2 25
R oyal, 10c, d o z . --------  95
Royal, 6 oz., d o z . ----- 2 70
Royal. 12 oz., doz. __ 5 20
Royal, 5 lb. _________31 20
C alum et, 4 oz., doz. 95
C alum et, 8 oz., doz. 1 95
C alum et, 16 oz., doz. 3 "
C alum et. 5 lb., doz. 12 16 
C alum et, 10 lb., doz. 19 00 
R um ford , 10c, p e r doz. 95
R um ford . 8 oz.. doz. 1 85
R um ford . 12 oz.. doz. 2 40
R um ford . 5 lb., doz. 12 50

K. C. B rand
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. ----------- 8 80
80c size. 1 doz. ----------- 6 85
10 lb. size, % d o z . ----- 6 75

BLUING

JE N N IN G S 

T he  O riginal 

Condensed

Am. B all,36-1 oz., c a r t.  1 00 
Q uaker, 1% oz.. N on-

freeze. dozen _____  85
Boy B lue. 36s. p e r  cs. 2 70

B EA N S and  PEA S
100 lb. bag  

Brow n Sw edish  B ean s  9 00
P in to  B ean s  _____ — 9 50
Red K idney B e a n s _11 00
W h ite  H an d  P. B ean s  11 50
Cal. L im a  B e a n s ___ 15 00
B lack  E ye B eans  11 50
S p lit P eas. Y e l lo w _8 00
S p lit P eas, G reen  __ 9 00 
Scotch  P e a s _________ 7 50

B U RN E RS
Queen Ann, No. 1 and

2, doz. ____________ 1 35
W hite  F lam e, No. 1 

an d  2, doz. _______ 2 25

B O TTL E CAPS 
Single L acquor, 1 g ro ss

pkg.. p e r  g ross -----  14
Dbl. L acquor, 1 gross 

pkg., per g r o s s -------14%

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

C orn F lak es, No. 136 2 85
C orn F lak es . No. 124 2 85
C orn F lakes. No. 102 2 00
Pep, No. 224 _______ 2 70
P ep , No. 204 _______ 2 00

K rum bles, No. 424 __ 2 70
B ran  F lakes, No. 624 2 25 
B ran  F lak es, No. 602 1 50
Rice K risp ies, 6 o z . _2 70
nice K risp ies, 1 oz. 1 50 
K affe  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

P o st B rands.
G rap e -N u ts , 2 4 s _____ 3 80
G rap e -N u ts , 1 0 0 s ___ 2 75
In s ta n t  P o s tu m , No. 8 5 40 
In s ta n t  P o s tu m , No. 10 4 50 
P o s tu m  C ereal, No. 0 2 25
P o s t T o as tie s . 3 6 s _2 85
P o s t T o as tie s , 2 4 s _2 85
P o s t’s  B ran , 2 4 s __ 2 70
P ills B ran , 1 2 s _______1 90
R om an M eal. 12-2 lb._ 3 35
C ream  W h ea t, 1 8 ___ 3 90
C ream  B arley , 1 8 ___ 3 40
R alston  Food, 1 8 ___4 0(1
M aple F lakes, 2 4 ___ 2 50
R ainbow  C orn F la ., 36 2 50 
S ilver F lak e  O ats, 18s 1 40 
S ilver F lak e  O ats, 12s 2 25 
90 lb. J u te  B ulk  O ats,

b ag  ________________ 2 85
R alsto n  N ew  O ata, 24 2 70 
R alsto n  N ew  O ata , 12 2 70 
Shred . W h ea t B is., 36s 3 85 
Shred . W h ea t B is., 72s 1 55
T risc u it,  2 4 s _____ ____1 70
W h ea ten a . 18s - _____ 3 70

BROOM8
Jew ell, doz. _____ ___ 6 26
S ta n d a rd  P a rlo r , 23 lb. 8 25 
F ancy  P a rlo r , 23 lb—  f  15 
E x. F a n c y  P a r lo r  25 lb. 6 76 
Ex. Fey. P a r lo r  26 lb. 10 00
Toy ______  ___ 1 76
W hisk. No. 3 ________ 2 76

B RU SH E S
Sorub

Solid B ack , 8 i n . ----- 1 60
Solid B ack , 1 I n . ___ 1 76
Poin ted  E n d s _______ 1 26

Stove
S h ak e r ____ ___ — —  1 SO
No. 6 0 _______________ 2 00
P ee rle ss  _____________2 SO

Shoe
No. 4-0 ______________2 26
No. 2 0 ________________2 00

B U T T E R  COLOR 
D andelion  --  -------------- S 86

CA N D LES
E lec tr ic  L igh t, 40 lbs. 12.1
P lum ber, 40 l b s . __ __ 12.8
P ara ffin e , 6s ____ ___14%
P ara ff in e , 1 2 s ________14%
W lck lng  _______ _____40
T udor, 6s, p e r b o x _80

CA N N ED  F R U IT
Apples, No. 10 _____  6 50
Apple Sauce, No. 10 8 00 
A prico ts , No. 2% 3 40®3 90 
A pricots, No. 10 8 50011 00 
B lack b erries , No. 10 7 50
B lueberries, No. 1 0 _14 00
C herries, No. 2 -- 3 25
C herries, N o. 2 % _____4 00
C herries. No. 1 0 ____ 13 00
P eaches , No. 10 P ie  6 50 
P each es , No. 2% M ich 2 20 
Peaches, 2% Cal. 2 2502  60
P eaches , 10, C a l . ___ 8 60
P ineapple, 1 sli. . . . _ 1 36
P ineapp le , 2 s l i . _____ 2 60
P 'ap p le , 2 br. s i . ___ 2 26
P 'app le , 2 to .  si. __  2 40
P 'ap p le , 2%, s l i . ____ 8 00
P 'ap p le , 2, e r a . _____2 80
P ineapp le , 10 c ru sh ed  9 50
PeaTs, No. 2 ____ 3 00
P e a rs , No. 2% _______3 75
R asp b e rrie s , No. 2 b lk  3 25 
K&spb’s. Red. No. 10 11 60 
R asp b ’s  B lack ,

No. 1 0 ______________16 00
R h u b arb , No. 1 0 ______4 75
S traw b e rr ie s , No. 2 _3 25
S tra w b ’s, No. 1 0 _____11 00

CA N N ED  FISH  
C lam  C h 'd e r, 10% oz. 1 15
Clam Ch., No. 2 ____ 2 75
C lam s. S team ed . No. 1 2 00 
Clam s, M inced, No. % 2 26 
F in n an  H addle, 10 os. I 10 
C lam  Bouillon. 7 oz._ I  40 
C hicken H add le , No. 1 2 76 
F ish  F lak es, sm all __ 1 36

Cod F ish  C ake, 10 oz. 1 55 
Cove O y sters, 5 oz. _ 176
L obster, No. %, Star 2 M 
S hrim p, 1, wet _____  2 28 
S a rd ’s, % Oil, K ey __ 6 10 
S a rd ’s, % Oil, K ey  __ 5 75 
S ard ines . % Oil, k ’le ss  5 25 
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 ines, Im . %, ea. 10022 
S ard ines , Im ., %, ea. 26
S ard ines , C a l ._1 3502  25
T una , %, C u rtis  , doz. 4 00 
T u n a , %s, C u rtis , dos. 2 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 EAT 
Bacon, Med. B eech n u t 2 70 
Bacon. Lge. B eech n u t 4 50
B eef, No. 1, C o r n e d _2 65
B eef, No. 1. R o a s t___ 3 15
B eef, No. 2%, Q ua., sli 1 65 
B eef. 3% oz. Q ua. sli. 2 15 
B eef, 5 oz.. A m  S liced  2 90 
B eef, No. 1, B nu t, slL 4 oO 
B ee fs teak  & Onions, s  3 70
Chili Con Ca., I s _1 86
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 16
P o tted  Beef, 4 oz. ___ 1 18 
P o tted  M eat, % L ibby  50 
P o tted  M eat, % L ibby  90 
P o tted  M eat, % Q ua. 85 
P o tted  H am , Gen. % 1 86 
V ienna  Saus., No. % 1 46 
V ienna  S ausage , Q ua. 26 
Veal L oaf, M e d iu m _2 26

B aked B eans
C a m p b e lls _____________ 1 15
Q uaker, 18 oz _____  1 10
F rem o n t, No. 2 ______ 1.25
Sn ider, No. 1 _____  1 16
Snider, No. 2  _____ 1 25
Van C am p, sm all ____ 90
Van C am p, m ed. 1 15

CA N N ED  V E G E T A B L E S .
A sp a rag u s .

No. 1, G reen  tip 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 ______ 8 00
G reen  B eans, 2s 1 65 0  2 25
G reen B eans , 1 0 s _ 0 8  00
L. B eans . 2 g r . 1 3502  66 
L im a  B eans, la .S o ak ed  I  16
R ed K id. No. 2 _______1 25
B eets , No. 2, wh. 1 7 6 0  8 40 
B eets . No. 2, c u t  1 4 5 0 2  35
C orn, No. 2, s t a n . _1 15
C orn, E x . s ta n . No. 8 1 86 
C orn. No. 2. F a n . 1 8 0 0 8  35 
C orn. No. 10 _ . 8 00010 76
H om iny. No. 3 _____  1 10
O kra, No. 2, w hole __ 2 15
O kra, No. 2, c u t ___ 1 76
M ushroom s, H o t e l s _32
M ushroom s, Choice, 8 oz. 35 
M ushroom s, S u r  E x t r a  50
P eas, No. 2. E . J . ___ 1 35
P eas. No. 2, S ift,

J u n e _____________ 1 85
P eas . No. 2. E x. S ift.

E. J . _____________ 8 26
P eas, Ex. F ine , F ren c h  25 
P um p k in , No. 3 1 6 0 0 1  75 
P u m p k in , No. 10 5 0 0 0 5  50 
P im en to s . %, each  12014
P im en toea , %, e ach  _ 27
S w ’t  P o ta to e s , No. 2% 1 75 
S a u e rk ra u t, No.3 1 45 0 1  76 
S ucco tash , No. 2 1 4 6 0 2  66 
S ucco tash . No. 2, g la ss  2 20
S pinach , No. 1 ________1 26
Spnach , No. 2_. 1 4601  06 
S p inach , No. 3 _  2 2 6 0 8  66 
Sp inach , No. 10_ 6 50 0  7 00
T om atoes , No. 2 ______ 1 60
T om atoes , No. 3 _____ 2 25
T om atoes , No. 1 0 _____7 60

C A TSU P.
B eech -N u t. s m a l l ___ 1 65
Lily of Valley, 14 oz—  2 25 
Lily of V alley, % p in t 1 66
S niders , 8 oz. _________1 65
S niders . 16 oz. _______2 35
Q uaker, 8 oz. _________1 30
Q uaker, 10 oz. ________1 45
Q uaker, 14 oz. _______ 1 90
Q uaker. G allon G lass  12 50 
Q uaker, G allon T i n _S 50

C H ILI SAUCE
Snider, 16 o z . ___ ___8 SO
Snider, 8 o z . __ _ 2 80
Lilly Valley, 8 oz. _ . 2 26 
L illy  V alley. 14 on. _  6 26

O Y STER COCKTAIL.
Sniders, 16 o s . _________2 34
S niders , 8 o z . ______ 2 16

C H E E S E .
R oquefort ____________  45
K ra ft, sm all I tem s  1 65
K ra ft, A m e r i c a n _1 46
Chill, sm all t i n s _1 66
P im en to , sm all t in s  1 66 
R oquefort, sm . t in s  2 26 
C am em bert, sm . t in s  2 26
W isconsin  D a i s y ___ 27
W isconsin F la t  _______ 27
N ew  Y o rk  J u n e _____ 34
S ap  Sago ____________  42
B rick  _________________ 33

C H E W IN G  GUM.
A dam s B lack  J a c k ___ 66
A dam s B loodberry  _____66
A dam s D en ty n e  _________66
A dam s Calif. F r u i t ___ 66
Adam s Sen S e n _________66
B eem an ’s  P s p s i n ___ __ 46
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 r m i n t__
D o u b le m in t________ 65
P e p p e rm in t, W rig ley s  __ 65 
S p ea rm in t, W rg iley s  __ 66
J u ic y  F r u i t  _____________65
W rig ley’s  P -K  ______  66
Zeno ______    86
T e a b e rry  _____________-  66

C L E A N E R  
H olland C leaner 

M fd. 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 e te ’s  D u tch , % lb. 4 60 
D ro s te ’s  D u tch , % lb. 2 36 
D ro s te ’s D u tch , 5 lb. 60
C hocolate  A p p l e s ___ 4 66
P as te lle s , No. 1 _—12 60
P as te lle s , % l b . _____6 66
P a in s  D e C a f e _____ 3 00
D ro s te ’s  B ars , 1 doz. 2 00
D elft P a s te l le s  _____ 2 15
1 lb. R ose  T in  Bon

R ons _______________13 00
7 oz. R ose T in  Bon

B o n * -----------------------8 00
13 es. C rem e De C a ra -

q u e  . —__. . . . ____ —IS 80
12 oz. R o s a c e s _______I t  80
% lb. R o s a c e s _______ 7 80
% lb. P a s te lle s  ______ 8 40
L an g u es  D e C h a ts  ___ 4 80

CH OCO LA TE.
B ak er, C a raca s , % s ----- 37
B ak er, C araca s , % s ___ 85

C L O T H E S L IN E .
H em p, 50 ft. ____ 2 0 0 0 2  26
T w isted  C otton ,

50 f t . _______  3 5004  00
B ra ided , 60 f t ........... ........2 26
S ash  C o r d ___  3 6 0 0  4 00

iOFFEE
( HUME GROCER CoA
I  K O A J l l  N J I
V MUSKEGON. MICB J

COFFEE ROASTED  
W orden G rocer Co.

1 lb. Package
M elrose _____     20
L ib e r ty  ______________ 25
Q u ak er _______________42
N edrow  _______________40
M orton H ouse  _____  49
R eno _________________37
R oyal Club .................... 32

M cL augh lin 's  K e p t-F re sh

{ — * f( e p t- fr ^ \ ''j
IC O F F E E ^ ^^ ^E R V K X i

N at. Gro. Co. B rands 
L igh thouse , 1 lb. t in s — 49 
P a th fin d er , 1 lb. t i n s . .  45 
T ab le  T alk , 1 lb. c a r t.  43 
S q u are  D eal, 1 lb. car. 39% 
Above b ra n d s  a re  packed 
in bo th  30 an d  50 lb. cases.

Coffee E x tra c ts
M. Y., p e r  1 0 0 __—  18
F ra n k 's  50 p k g s ._4 26
H um m el’s 50 1 lb. 10%

CO N D E N SED  M ILK
L eader, 4 doz. _____  7 00
E agle , 4 doz. _______  9 00

M ILK COM POUND 
H ebe, T all, 4 dos. __ 4 64 
H ebe. B aby . 8 do. — 4 46 
C arotene, T all, 4 doz. I  80 
C arotene, B a b y __— 8 50

E V A PO R A TE D  M ILK 
Q uaker, Tall, 4 doz—  4 50 
Q uaker, B aby. 8 doz. 4 40 
Q uaker, G allon. % doz. 4 50 
C arn a tio n , Tall, 4 doz. 4 70 
C arn a tio n . B aby. 8 dz. 4 60 
O a tm a n 's  D undee. T a ll 4 70 
O a tm a n 's  D ’dee, B aby  4 60
E v ery  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 ______________ 4 70
P e t, B aby. 8 o z . _____ 4 60
B o rd en ’s T all _________4 70
B o rd en 's  B a b y ________ 4 60

CIGARS
G. J .  Jo h n so n ’s  B rand  

G. J .  Jo h n so n  C igar,
1 0 c ________________ 76 00

W o rd tn  G rocer Co. B rands
A ireda le  ___________  35 00
H a v an a  S w eets  ___  35 00
H e m ete r C ham pion __ 37 50
C an ad ian  C l u b _____  36 06
Rose O. C uba, S lim s 37 50
L ittle  T o m _____ ___ 37 60
Tom  M oore M onarch  76 00 
Tom  M oore P a n e tr ls  86 00 
T. M oore L ongfellow  86 00 
W eb s te r C ad illac  76 00
W eb s te r  As to r  F o il_ 75 00
W eb ste r K n ick b o ck er 85 06 
W eb s te r A lbany  Fo il 95 00
B erin g  A  p o l i o s __ _ 66 66
B ering  P a l m l t a s _116 66
B ering  D ip lom atica  116 00
B erin g  D e l lo s e s __ _ 126 66
B aring  F a v o r i t a ___  126 66
B ering  A l b a s __ ___ 166 66

C O N FEC TIO N E RY
S tiok  C andy  P a lls

S ta n d a rd  ______   16
P u re  S u g a r  S tick s  600s 4 00 
B ig S tick , 20 lb. case  18

M ixed C andy
K in d e rg a rte n  ___________17
L e a d e r _________________ 13
X. L . O. _______________ 12
F ren c h  C ream s ------------15
P a r is  C ream s ---------------16
G rocers _____________  11

F an cy  C hoco lates
5 lb. B oxes 

B itte rsw ee ts , A ss 'ted  1 76 
C hoc M arshm allow  D p 1 60 
M ilk C hoco late  A A 1 76
N ibble S t i c k s _______ 1 26
C hocolate  N u t R olls _ 1 86 
M agnolia  Choc _______ 1 16
Bon T on C h o c .______ 1 60

Gum  D rops P a lis
A nise ________________  18
C ham pion G u m s _______18
C hallenge G u m s __ 14
S uperio r, B o x e s _____ __28

Loxenges P a lis  
A. A. P ep . L ozenges 15
A. A. P in k  L ozenges 15
A. A. Choc. L ozenges 15
M otto  H e a r t s ______ _ 16
M alted  M ilk L ozenges 21

H ard  Goods P a ils
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 s _________17
H orebound  T a b le ts  _____18

Cough D rops B xs
P u tn a m ’s  _____________1 86
S m ith  B r o s .______ —  1 66

P ack ag e  Goods 
C ream ery  M arshm allow s 

4 oz. pkg., 12s, c a r t.  85 
4 oz. Dkg., 48s, case  3 40

S pecia lties
P in eap p le  F u d g e  ---------- 19
I ta lia n  B on B o n s ___ _ IT
B an q u e t C ream  M in ts . 25 
S ilver K ing  M .M allow s 1 15 
H an d y  P ack ag es , 12-10c 80

B ar Goods
M ich. S u r a r  C a.. 24, 6c T6
P a l O M ine. 24, 6 c ___ 76
M alty  M ilkiaa, 24, 6c — 76
L em on R o l l s _____ ____T6
T ru  L uv, 24, 5 c _________75
V o -N u t. 24. 5c ___ 76

COUPON BOOKS 
60 E conom ic  g ra d e  f  66

100 E conom ic g ra d e  4 50
500 E conom ic g ra d e  26 •«

1000 E conom ic g ra d e  37 5«
W here 1,000 books a re  

o rde red  a t  a  tim e , sp ec ia l
ly p r in te d  fro n t cover is 
fu rn ish ed  w ith o u t charge.

CREAM  OF TA R TA R  
6 lb. boxes ____________43

D R IED  FR U IT S  
A pples

N Y. F ey ., 60 lb. box 16% 
N. Y. F ey ., 14 om. pkg. 14

A prico ts
E v ap o ra ted , C h o ic e ___ 23
E v a p o ra ted , F a n c y ___ 29
ii.vajiorated . S labs _____ 18

C itren
10 lb. box ____________ 4u

C u rra n ts
Jac k a g es , 14 o z . _____ 30
G reek, B ulk , l b . ____ _ 20

D ates
D rom edary , 3 6 s _____ 6 75

Peaohee
E vao . C hoice __________ 13
E van . E x. F ancy , P .P . 16

Peel
Lem on, A m erican  ______30
O range, A m e r i c a n ____ 30

R aisin s
Seeded, b u lk   ___ 67
T ho m p so n ’s sfdles b lk  06% 
T hom pson’s  seed less,

15 o z . __ ______ ____ 08%
Seeded. 15 o z . _________08%

C alifo rn ia  P ru n ss
60@70, 25 lb. boxes_©10
5 0 0  60, 25 lb. b o x es . ©11
40050, 25 lb. boxes_©12
30ir)40. 25 lb. boxes_©13
20@30, 25 lb . bo x es_©16
18@24. 25 lb. boxes_0 1 8

H om iny
P earl, 100 lb. s a c k s  _  2 66 

M acaroni
M ueller’s  B ran d s  

9 oz. p ackage , p e r doz. 1 80 
9 oz. p ackage , p e r o ssa  2 88

B ulk  G as da
Elbow . 20 l b . __________07
E g g  Noodla, 10 l b s . _14

P ea rl B arley
C h e s t e r _____ _ 4 25
1000 _______________ 7 60
B arley  G r i t s ___ ___ _ - 8 60

• a g e
E a s t In d ia  _____ __ 16

Taplooa
P e a rl, 100 lb. s a c k s _09
M inute, 8 os., 1 doz. 4 V»
D rom edary  I n s ta n t  _ 8 80

FLA VO RIN G  EX T RA C TS 
JE N N IN G 8 ’

P U R E

FLA VO RIN G  

EX T RA C T
V anilla  and  

Lem on 
Sam e P rice

1 o z ._1 25
1% oz. __ 1 80 
2% oz. __ 3 00 
3% oz. _ . 4 20 

2 oz. __ 2 75
4 o z ._5 00
8 o z ._9 00

16 oz. __ 15 00

A t I t  56 Years.

J iffy  Punch
3 doz. C a r t o n _________3 86

A sso rted  flavors.

FLO UR
V. C. M illing Co. B ran d s
Lily W h ite  ___________8 30
H a rv e s t  Q ueen _____  7 60
Yes M a’a m  G raham ,

50s __________________ l  20

ffitrüTB

3% o a  
A m ersea led

FRUIT CANS
F. O. B . Grand Rapids 

Mason
H alf p i n t _______ f  16
O ne p i n t _______  f  TS
One q u a r t __ _ 6 I t
H a lf g a l l o n _ i t  16

Ideal G lass Tap.
H alf p in t  __________ _ 6 06
One p in t _________  6 SO
One q u a r t  _______  11 16
H a lf g a l lo n ___ __ IS 46
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G E L A T IN E  PE T R O L E U M  PRO D U CTS. PRO V ISIO NS
Jell-O , 3 d o s . _________2 85
M inute, 3 d o s . ________ 4 05
P lym ou th , W h i t e ___ 1 55
Q u ak er, 3 d o z .________ 2 25

F rom  T a n k  W agon.
R ed C row n G a s o l in e _11
Red C row n E t h y l ______14
Sollte  G asoline _______ 14

B arre led  P o rk  
C lear B ack  — 25 00@28 00 
S h o rt C u t C lear26 00@29 00 

D ry S a lt M eats 
D S B ellies __ 18-20@18-19

JE L L Y  AND P R E S E R V E S
P u re , 30 lb. p a l l a ___3 30
Im ita tio n , 30 lb. pa ils  1 75 
P u re , 6 oz.. A sst, doz. 90 
P u re  P re s .,  16 oz., dz 2 40

JE L L Y  G LA SSES 
* oz., p e r  doz. _______  36

O LEO M A RG A RINE
V an W esten b ru g g e  B rands 

C arload  D is rib u to r

N ucoa, 1 l b . _________ 21
N ucoa, 2 an d  5 lb. —  20%

W ilson A Co.’s B rands 
Olso

C e r t i f ie d _____________ 24
N ut _________________  18
Special Roll _________ 19

M ATCHES
Sw an, 144 ____________4 20
D iam ond. 144 b o x __ 5 00
S earch lig h t, 144 box_5 00
Ohio R ed Label. 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 85
•Reliable. 144 ________ 4 00
•F e d e ra l, 144 _______  5 25

•1 F ree  w ith  Ten.

S a fe ty  M atches 
Q uaker. 5 g T o . case_4 50

N U T 8—W hole
A lm onds, T a rra g o n a_25
B razil, N ew  __________24
F a n c y  M ixed _________25
F ilb e r ts . S icily  _______22
P e a n u ts , V ir. R o as ted  11% 
P e a n u ts , Jum bo , s td . 14
P ecans . 3 s t a r ________22
P ecan s , Ju m b o  ---------- 40
P fo an a , M a m m o t h _50
W aln u ts , C a l . __30@35
H ic k o r y ______________ 07

8 a lte d  P e a n u ts
F ancy , No. 1 _________  14

Shelled
A lm onds ___________  70
P ea n u ta , S pan ish ,

125 lb. b ag s  ------------12 ,
F ilb e r ts  _______________32
P e c an s  S a l t e d _________80
W aln u ts  M a n c h u r ia n _60

In Iron B arre ls
P e rfec tio n  K e r o s i n e _13.6
G as M achine G asoline  37.1 
V. M. & P. N a p h th a  19.6

ISO-VIS MOTOR OILS 
In Iron B arre ls

L ig h t __________________77.1
M edium  _______________77.1
H eav y  _________________77.1
Ex. H eav y  ____________77.1

(potarm e
Iron B arre ls

L ig h t ___________I ____ 65.1
M e d iu m __ ____  65.1
H eavy  ________. . . . _____ 66.1
Special h e a v y ________ 65.1
E x tra  h e a v y ___________65.1
P o la rln e  “F ”  ______  65.1
T ran sm iss io n  Oil _____ 65.1
Finol, 4 oz. cans, dos. 1 60 
F inol, 8 oz. cans, doz. 2 25
P aro w ax , 100 lb. ____  9.3
P aro w ax . 40, 1 l b . __9.5
P aro w ax , 20, 1 l b . __ 9.7

S em dac, 12 p t. c an s  2-76 
Sem dac, 12 q t .  c an s  4.66

PIC K L E S 
M edium  8 o u r

5 gallon , 400 c o u n t — 4 76 

S w eet Sm all
16 G allon, 2250 --------  24 50
5 Gallon, 750 _______ 9 75

Dill P icklea
Gal. 40 to  T in , doz. — 9 60
No. 2% T i n s _________ 2 25
32 oz. G lass P ick ed — 2 75 
32 oz. G lass T h row n  2 30 

Dill P ick les Bulk
5 Gal., 200 ________  4 75

16 Gal.. 600 _________  9 25
45 G al., 1200 ________ 19 50

P IP E S

Torpedo, p e r  d o z . ----- 2 25
Cob. 3 doz. in bx. 1 00@1 20 
B lue R ibbon, per doz. 4 25

M INCE M EAT
N one s u c h . 4 dos. 6 47 PLA YIN G  CARDS
Q uaker, 3 doz. c a s e _ 3 50 B attle  A xe, p e r  doz. 2 65
Libby, K egs, w et, lb. 22 POTASH

OLIVES
B a b b itt’s, 2 d o s . ----- 2 75

4 oz. J a r ,  P la in , doz. i 35
10 oz. J a r .  P la in , doz. 2 35
14 oz. J a r ,  P la in , doz. 4 50
P in t J a r s ,  P la in , doz. 3 10
Q u a rt J a r s ,  P la in , doz. 5 50
1 Gal. G lass Jugs, P ia. 2 10
5 Gal. K egs, each __ 8 50
3% oz. J a r ,  S tuff., doz. 1 35
6 oz. J a r ,  S tuffed, doz. 2 35
9% oz. J a r ,  S tuff.. doz. 3 7 b
1 G al. Ju g s , S tuff. , dz. 2 75

PA R IS G REEN
ifaa ________  ___ 34

32
2b a n d  6s ---------- 3ft

P E A N U T  B U T T E R

F R E S H  M EATS 
Beef

Top S te e rs  & H e i f . ----- 24
Good S t’r s  & H 'f , 15%@22 
M ed. S te e rs  & H eif. — 20 
Com. S te e rs  & H eif. 15@16

V eal
Top __________________ 20
Good _________________ IS
M edium  ______________ 16

L am b
S p rin g  L am b  ------------ 31
Good ________________ 30
M edium  ______________ 28
P o o r ___________________21

M utton

Bel C ar-M o B rand

Good __________________ 18
M edium  _______________ 16
P oor ___________________ 13

Pork
L ig h t hogs _________  16
M edium  hogs _________16
TToflW hritro ________  IR
Loin. m ed. ------------------26
B u tts  __________________ 24

24 1 lb. T i n s --------------
8 os., 2 do. in  e ase 
l s  lb. p a i l s ------------------
25 lb. pa ils

S hou lders  -----------------------19
S p a re rib s  ______________ 15
N eck bones ------------------- 06
T rim m in g s  —-------   14

L ard
P u re  in  t i e r c e s _____ 13
60 lb. t u b s ___ad v an ce  %
50 lb. t u b s ___ ad v an ce  %
20 lb. p a i l s ___ad v an ce  %
10 lb. p a i l s ___ad v an ce  %
5 lb. p a i l s ___a d v an ce  1
3 lb. p a i l s ___ad v an ce  1

C om pound t i e r c e s ___ 13
Com pound, t u b s ______13%

S au sag es
B ologna ____________ 18
L iv er ________________ 18
F r a n k f o r t _________ — 21
P o rk  ________________ 31
V e a l ___________________ 19
T ongue, Je llied  ________ 35
H eadcheese  _________  18

Sm oked M eats
H am s. C er. 14-16 lb. @28 
H am s. C ert., Sk inned

16-18 lb. _______ .— @27%
H am , d ried  beef

K n u c k le s _____ @44
C alifo rn ia  H am s -  @17%
Picn ic  Boiled

H a m s  _________ 20 @25
Boiled H am s ____ ___ @42
M inced H a m s _ @21
B acon 4/6 C ert. . 24 @29

Beef
B oneless, ru m p  28 OOS938 00
Rum p, n e w _29 00 @32 00

L iver
B eef _________________ 17
C alf _____ ....  55
P o rk  _ ____ _ 10

RICE
F an cy  B lue R o s e ___ 05%
F an cy  Heart 07

RO LLED  OATS
S ilver F lak e , 12 N bw

P ro cess  ___________ 2 25
Q uaker, 18 R e g u l a r ___ 1 80
Q uaker, 12s F a m i l y ___ 2 70
M others, 12s, C h in a_3 80
N edrow . 12s, C h i n a ___ 3 25
Sacks, 90 lb. J u t e __ 3 10

RUSKS
D utch  T ea  R usk  Co.

B rand .
36 rolls, p e r c a s e ___ 4 26
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 rto n s , pe r c a s e _1 70
18 carto 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 E R A T U S
Arm a n d  H a m m e r_3 75

SAL SODA
G ran u la ted , bbls. —  1 80
G ran u la ted , 60 lbs. cs. 1 60
G ran u la ted , 36 2% lb.

p a c k a g e s ____________ 2 40

COD FISH
M iddles ______________ 20
T a b le ts , % lb. P u re  — 19%

doz. _________- ____1 40
W ood boxes, . P u r e _30%
W hole C o d ___________11%

H E R R IN G  
H olland H errin g

M ixed, K e g s ___________ 1 10
M ixed, h a lf  b b l s . _8 75
M ixed, bbls. _______  16 50
M ilkers, K e g s _________ 1 20
M ilkers, h a lf  b b l s ._9 75
M ilkers, bbls. _____  18 50
K K  K K  N o r w a y _19 50
8 lb. pails  _________  1 40
C u t L unch  _________  1 50
B oned. 10 lb. b o x e s _15

L ake  H errin g  
% bbl., 100 l b s . _____ 6 50

M ackerel
T ubs, 60 C ount, fy. f a t  5 75 
P a ils . 10 lb. F a n c y  fa t 1 75

W h ite  F ish
Med. F ancy , 100 lb. 13 00

SH O E  B LA CK EN IN G
2 in  1, P a s te , d o z . _1 36
E. Z. C om bination , dz. 1 36
D ri-F o o t, doz. ______ 2 00
B ixbys, Doz. _________1 35
Shinola, d o z . ________  90

STO VE PO LISH  
B lackne, p e r  d o z . ___ 1 35
Black Silk L iquid, dz. 1 40
B lack  S ilk  P a s te , doz. 1 25 
E nam eline  P a s te , doz. 1 36 
E n am elln e  L iquid , dz. 1 36 
E. Z. L iquid , p e r doz. 1 40
R adium , per doz. _____1 36
R ising  Sun, per doz. 1 35 
654 S tove E nam el, dz. 2 80 
V ulcanol. No. 5, doz. 95
Vulcanol, No. 10, doz. 1 35 
Stovoil. p e r doz. ____ 3 00

SALT
Colonial, 24, 2 l b . ___  95
Colonial, 36-1% ______1 25
Colonial, Iodized, 24-2 2 00
Med. No. 1 B b l s .____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., each  85
B u tte r  S a lt, 280 lb. bbl. 4 24
Block, 50 lb. _______  40
B ak e r S a lt, 280 lb. bbl. 4 10
24, 10 lb., per 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,

6-10 lb. ___________ 4 50

P er case , 24, 2 lbs. _ 2 40
F ive  case  lo ts  _____ 2 30
Iodized, 24, 2 lbs. 2 40

B O RAX

T w enty  Mute Team
24. 1 lb. p ack ag es — 3 25
48. 10 oz. p ack ag es __ 4 35
96. % lb. packages „  4 00

SOAP
Am. F am ily , 100 box 6 30
C ry s ta l V> b ite , 1 0 0 _4 20
E xport. 100 b o x _____ 3 85
Big Jac k , 6 0 s _________4 75
F els  N a p th a , 100 box 5 60 
F lak e  W hite . 10 box 4 20 
G rd m a  W h ite  N a. 10s 3 75
J a p  Rose, 100 box —_7 85
F a iry , 100 box ___ — 4 00
P alm  Olive, 144 box 11 00
L ava, 100 bo _________4 90
O ctagon, 12t 5 M
Pum m o, 100 box ____ 4 85
S w ee th ea rt, 100 box _ 6 70 
G ran d p a  T a r, 50 sm . 2 10 
G ran d p a  T a r, 50 lge. 3 50
Q u ak er H a rd w a te r  

Cocoa, 72s, box 2 85 
F a irb a n k  T a r , 100 bx  4 00 
T rilb y  Soap, 100, 10c 7 25 
W illiam s B a rb e r  B ar, 9s 50 
W illiam s M ug, p e r dos. 48

C L E A N S E R S

80 can  caaes, 34.80 p e r case

W A SH IN G  PO W D ER S
Bon A m i P d , 3 dz. bx  3 75 
Bon Ami C ake, 3 dz. 3 25
B rillo  ________________ 85
C lim aline, 4 doz. ____ 4 20
G randm a, 100, 5 c ____ 3 50
G randm a. 24 L a r g e _3 50
Gold D ust, 1 0 0 s ______ 4 00
Gold D ust, 12 L a rg e  3 20
Golden Rod, 24 ______ 4 25
L a  F ran c e  L aun ., 4 dz. 3 60 
Old D u tch  C lean. 4 dz 3 40
O ctagon, 96s _________8 90
R inso, 40s _________ -  3 80
R inso, 24s _____________ 5 25
R ub N o M ore, 100, 10

oz. __________________3 85
Rub No M ore, 20 Lg. 4 00 
Spotless  C leanser, 48,

20 oz. _____   3 85
S an i F lu sh , 1 d o z ._2 25
Sapolio, 3 doz. ______ 3 15
Soapine, 100. 12 oz. _ 6 40 
Snowboy, 100, 10 oz. 4 00
Snow boy. 12 L a r g e _2 65
Speedee, 3 doz. ______ 7 20
S u n b rite , 50 doz. ___  2 10
W y an do tte . 48 _____  4 75

SP IC E S 
W hole Spices

Allspice, J a m a i c a ___ @25
Cloves, Z an z ib a r ____@38
C assia, C a n t o n _____  @22
C assia, 5c pkg., doz. @40
G inger, A f r i c a n _____ @19
G inger, C ochin _____  @25
Mace, P e n a n g _______ 1 39
M ixed. No. 1 _______  @32
M ixed. 5c pkgs., doz. @45
N utm egs, 70@90 ___@59
N utm egs, 105-1 1 0 _@59
P epper, B lack  _____  @4f

P u re  G round in Bulk
A llspice. J a m a i c a __ @35
Cloves, Z an z ib a r ___ 6946
C assia. C an ton  _____ @28
G inger. C orkin  ____ 0935
M u sta rd  ____________ @32
M ace. P e n a n g  ______  1 39
Pepper, B l a c k _________<1955
N utm egs ____________  @59
P epper. W h ite  _____  @80
Pepper. C a y e n n e ___  @37
P ap rik a . S pan ish  ___ @45

Seasoning
Chill Pow der. 1 5 c _____1 35
C elery S a lt, 3 o z . ___  96
Sage, 2 oz. ____  90
O nion S a lt ____________1 85
G arlic  _________________1 86
Ponelty , 3% oz. ____ 3 25
K itchen  B ouquet ____ 4 50
L aure l L eaves  ______  20
M arjo ram , 1 o z . _____  90
S avory , 1 oz. _______  90
T hym e. 1 o z . ____ 1__  90
T u m sric , 2% oz. ___  90

STARCH
Corn

K ingsford , 40 l b s . ___ 11%
Pow dered , b ag s  ___  4 60
Argo, 48, 1 lb. pkgs. 3 60
C ream , 48-1 _________ 4 80
Q uaker, 40-1 ________ 07%

Gloss
Argo. 48, 1 lb. pkgs. 3 60 
Argo, 12. 3 lb. pkgs. 2 62 
Argo. 8 5 lb. pkgs. „ 2  97
S ilver Gloss, 48. i s _11%
E las tic . 64 pkgs. ___ 5 25
T iger. 48-1 _________  3 3ft
T iger, 50 lbs. _______  06

SY RU P
Corn

Blue K aro , No. i% _ 2 77
Blue K aro , No. 5, i dz. 3 91
Blue K arq , No. 10 _ 3 71
R ed K aro , No. :1% _ 3 05
Red K aro , No. 5., 1 dz. 4 29
Red K aro . No. 10 - 4 01

1m it. M aple F lavo r
O range, No. 1%, 2 dz, 3 50
O ran ge. No. 5, 1 doz. 4 99

Maple and C ane
K anuck, p e r gal . ___ 1 50
K anuck . 5 gal. c:an - 6 50

Maple
M ichigan, p e r  g al. _ 2 75
W eir*hs, per eral ' - — 3 25

COOKING OIL
Mazóla

P in ts , 2 doz. _6_75
Q uarts , 1 doz. _____  6 25
H alf G allons, 1 doz. _ 11 75 
Gallons. % doz. __11 30

T A B L E  SAUCES 
L ea  & P e rr in , la rg e — 6 00 
L ea & P e rr in , sm all— 3 35
P ep p e r ------------------------1 60
Royal M in t ___________2 40
Tobasco, 2 o z . _________4 26
Sho You. 9 oz., doz, 2 25
A -l, la rg e  ---------------- 1 19
A -l sm all _____________3 15
C aper. 2 oz. ---------------- 3 30

TE A
Jap an

M edium  ___________  35@35
C h o ic e _______________37@5?
F a n c y ______________52 @61
No. 1 N i b b s _____________54
1 tb. pkg. S i f t i n g ________H

G unpow der
Choice ___________  40
F an cy  _________________ 4f

Ceylon
Pekoe, m e d iu m __ ______ 67

E nglish B reak fas t
Congou,
Congou,
Congou,

M edium
C h o ic e ___
F a n c y  ___

___ 28
35036
42043

M edium
Oolong

89
Choice ____45
F ancy

T W IN E

___ 60

C otton , 
C otton, 
Wool, 6

3 ply cone 
3 ply B alls 
ply -----------

___ 40
___ 42
. —  18

VIN EG A R
C ider, 40 G ra in  _________ 23
W hite  W ine, 80 g ra in __25
W hite  W ine. 40 g ra in __19

W ICK IN G
No. 0, p e r g r o s s _____  80
No. 1, p e r g r o s s ___ _ 1 25
No. 2, per g r o s s ____ 1 60
No. 3, p e r g r o s s ____ 2 30
P eerle ss  Rolls, p e r doz. 90 
R ochester, No. 2, doz. 60 
R ochester, No. 3, doz. 2 00 
Rayo, per doz. _____  76

W O O D EN W A RE
B ask e ts

B ushels, n a rro w  band,
w ire hand les ______ 1 75

B ushels, n a rro w  band,
wood h a n d l e s ____ _ 1 80

M arket, drop  h a n d le . 90 
M arket, sing le  h a n d le . 96
M arket, e x tra  _____   l  (0
Splin t, la rge  _________ 8 60
Splin t, m edium  ______ 7 50
Splin t, sm all _________ 6 50

C hurns
B arre l, 5 gal., each  ._ 2 40
B arre l, 10 gal., e ach_2 55
3 to  6 gal., pe r g a l . _ 16

P a ils
10 cit. G a lv a n iz e d ___2 50
12 q t. G alvan ized  _ S 71
14 q t. G a lv a n iz e d ___ 3 00
12 q t. F la rin g  Gal. Ir. 5 00
10 q t. T in  D a i r y ___ 4 00

T rap s
M ouse, W ood, 4 h o le s . 60
M ouse, wood, 6 h o le s . 70
M ouse, tin , 5 h o l e s ____  66
R at, w o o d _____________1 00
R at, sp rin g  ___________1 00
M ouse, sp rin g  _ 80

T ubs
L arge  G a lv a n iz e d ___ 8 75
M edium  G alvan ized  __ 7 50 
Sm all G a lv a n iz e d ___ 6 75

W ash b o ard s
B anner, Globe ________5 So
B rass, s ing le  __2____  6 25
G lass, s ing le  __________6 00
Double P ee rle ss  _____ 8 50
Single P ee rle ss  _______7 50
N o rth e rn  Q u e e n ____ 5 50
U niversal _____________7 25

Wood 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 0C

W R A P PIN G  P A P E R
F ib re , M anila, w h ite  05%
No. 1 F ib re  _________  06%
B u tch ers  D F  _______  06 *
K ra f t  ________________ 06%
K ra ft S t r i p e _________  09%

Y EA ST CAKE
M agic, 3 doz. _______ 2 70
S un ligh t, 3 doz. ____ 2 70
S unligh t, 1% doz. „  1 26
Y east Foam , 3 d o z ._2 70
Y east F o a m ,' 1% doz. 1 36

Y EA ST—CO M PR ESSED  
F le ischm ann , p e r doz. 30



30 M I C H I G A N  T R A D E S M A N A pril 3, 1929

Commends Secretary Gezon’s Action 
on Cigarette Outrage.

At our recent convention we passed 
a resolution condem ning the use of 
g irls’ pictures and testim onials in con
nection with cigarette advertisem ents.

I received the following letter from 
Escanaba, which speaks for itself. It 
was addressed to  the President, but I 
am sure he will not mind it being pub
lished:

Escanaba, M arch 15— By accident I 
found this little notice of the stand 
your Association has taken in con
demning the advertising of the cigar
ette m anufacturers. As Regent of the 
D aughters of Isabella T rin ity  Circle, 
362, I wish m ost heartily to  congratu
late vour organization and wish you 
success in th is movement.

If we can assist you in any way in 
having these signs w ith the pictures 
of young ladies sm oking cigarettes re 
moved from the Upper Peninsula we 
will be happy to do everything in our 
power to  do so. Please send me a 
copy of your resolutions and I will 
present the same before the Escanaba 
W om en’s Club, the W om en’s Relief 
Corps, the Seven Different U nits of 
the P. T. A., the Kiwanis Club, the 
City Council, the Rotary Club, the 
D aughters of Isabella and any of the 
other organizations in our sister cities 
of Gladstone. Menominee, M arquette 
and Iron Mountain.

I am so happy th a t some movement 
is on the way to try  to  stop the using 
of girls’ pictures to  advertise cigar
ettes. Mrs. A. F. Alev.

i will say that I have taken the 
m atter up with the offenders, but as 
vet have received no answer.

Let the good work go on and may 
I hear from others.

Paul Gezon, Sec y.

Auto Output Keeps at a High Peak.
Detroit. April 1—W ith  the first 

quarter of the year behind it, the  au
tomobile industry enters the second 
period at full speed, and w ith every 
indication that factory facilities will 
be strained to  capacity for weeks to  
come. January and February were 
record-breaking m onths, as, no doubt, 
March will be. This will show figures 
for the initial quarter of 1929 that will 
surprise the m anufacturers themselves. 
Spring demands for cars of all makes 
and prices are surpassing any similar 
period in history.

G. M. W illiams, President of the 
M armon M otor Car Co., announced 
to-day the new M arm on-built Roose
velt, and revealed, in detail, the first 
straight-eight car ever produced to 
sell under $1.000. It is in production 
on a 300-car-a-day basis in a complete 
line that includes five-passenger sedan, 
collapsible coupe and rumble seat, 
and four-passenger \  ictoria coupe.

The Cadillac M otor Car Co. has 
launched an expansion program  th at 
calls for an expenditure of $5,000.000. 
W hen completed, the D etroit plants 
will be in position to produce 60.000 
Cadillacs and LaSalles annually, an in
crease of 50 per cent. L ast year 
Cadillac’s dollar value totaled approxi
mately $103,000.000.

Five new branches were established 
by the U niversal Credit Co. in the 
first quarter of the year, m aking seven 
teen for the extension of authonz -d 
ford finance plans on tim e sales. Be
fore the close of 1929 it is expected 
that the company will have a complete

operating branch a t every point m the  
United S tates where a ford factory is 
located. The credit com pany’s busi
ness in the first year exceeded $15,- 
000,000.

The G ardner M otor Car Co., of St. 
Louis, is out with a new seven-pas
senger sedan, an eight-in-line model 
m ounted on a 143 inch wheelbase with 
a 125 horsepower m otor. A new seven 
passenger sedan has also been added 
to  the G ardner series 125 line, mounted 
on a 133 inch wheelbase chassis.

Nash has added tw o models to  its 
m oderate priced Special Six 400 series 
line—a roadster and seven-passenger 
sedan.

Production of Model A fords is be
ing rapidly increased at the Canadian 
plant, and a total of 140,000 is now 
scheduled for 1929.

A fact not generally known is that 
the H udson M otor Car Co. plant p ro
duces more autom obiles than any 
other single location in the world. T he 
ford. W illys-O verland and Chevrolet 
all operate branch assem bling units 
where the final operations are com
pleted on the cars. The best example 
of this is the ford assem bling chain at 
the River Rouge plant, where m ost 
all ford parts are m anufactured for 
m ore than 8,000 cars each day, but 
where only about 500 completed cars 
are turned out—enough to  supply the 
local demand. A t the  H udson plant 
400 H udsons and 1,500 Essex cars are 
turned out complete every day.

Attractive Bag Ensembles.
Bag and scarf ensembles for w ear 

with the various types of Spring suits 
are to be found in sports and formal 
styles. Those for use with the sports 
costumes are made of knitted woolens 
in m odernistic designs and vivid d iag
onal stripes. The bags are made after 
the simple back-strap models with 
either a flap opening or one of the 
patented tops finished off with an 
ornam ent either of leather or galalith.

The scarfs which accompany these 
bags are made in new shapes so that 
they are neither too full nor bulky 
about the neck, but at the same time 
flare out in in teresting wings when 
knotted. Some are lined with silk, 
others have the edges bound with a 
narrow  ribbon or finished with a bu t
tonhole stitch in a contrasting  color.

A nother bag ensemble is shown with 
a belt and hat to match. T he bags 
are made in pouch style, mounted on 
either a metal o r composition frame, 
with a thum b loop for handle or a 
top chain made of the bag fabric, but 
braided. These sets come in brilliant 
colors, as well as conservative shades. 
Plaids, checks, gay prin ts and solid 
colors are used in striking combina
tions or alone. The hats have narrow  
little bands finished with tailored bows 
or cocards, while the belts have fancy 
buckles in composition or metal. Some 
of the scarfs are quite large, being 
made with the idea of giving a collar 
effect to  a sleeveless frock with a 
low-cut neck.

Summer Coats Being Featured. 
“W hite” coats are being featured 

for Sum m er prom otion in ready-to- 
wear. T he range of the  offerings

comprises white, off-white and pastel 
shades of flannel and basket-weave 
garm ents. The latter type are ex
pected to receive m ost favor, although 
m anufacturers do not figure th a t flan
nel styles will be neglected. In  the

pastel colors, soft hues and pinks are 
outstanding. T he garm ents are being 
offered at popular levels to  meet the 
demand of consum ers who do not care 
to spend as much for a sum m er coat 
as for a spring or fall garm ent.

cAt
EvergcMeal
h e k m a n ’s  
C ookie-C akes  
and Crackers Codde'Cakes 

and Crackers
ASTERPIECES

THE BAKER’S ART

c i»

'or every occasion

hyanPiscuilCo.
Grand Rapid ¡.Mick

MOTHER’S D ay
M A Y »

Candy is the Ideal Gift
Stock up with J o v /jfe y s  
G I F T  P A C K A G E S

N A TIO N A L CANDY CO., INC.

P U T N A M  T A C T C P y
G R AN D  R A PID S, M ICH.

MILLER PEANUT PRODUCTS CO.
M ichigan’s G re a te s t E xclusive P e a n u t P ro d u cts  

M an u facu re rs  and  d is tr ib u to rs  to  th e  Jobb ing  T rad e
OU R LEADING BRAND —  PLAYERS PEANUTS 

1996 GRATIOT AVENUE DETROIT, MICHIGAN

GUARANTEED

1  h m i m v w  i  Y PRODUCTS— Power Pum ps T hat Pum p.

'TM E PUM P S U P R E M E ”

W ater Systems T hat Furnish W ater. W ater 
Softeners. Septic Tanks. Cellar Drainers.

M ICHIGAN SALES CORPORATION, 4  Jefferson Avenue
P H O N E  649S9 G RAN D  R A PID S, M ICHIG A N  '
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Proceedings of the Grand Rapids 
Bankruptcy Court.

G ra n d  R apids, M arch  22—On th is  day  
w as held  th e  firs t m ee tin g  o f c red ito rs  
in  h te  m a t te r  of Jo h n  V erbu rg , B a n k ru p t 
No. 3696. T he b a n k ru p t w as p re s en t in 
person  an d  re p re sen te d  by a tto rn e y  S e th  
R. B idw ell. No c red ito rs  w ere  p re s en t o r 
re p re sen ted . C laim s w ere  proved a n d  a l 
lowed. T he  b a n k ru p t w as  sw orn  an d  e x 
am in ed  w ith o u t a  rep o rte r. No tru s te e  
w as appo in ted . T he firs t m ee tin g  th en  
ad jo u rn e d  w ith o u t d a te  a n d  th e  case  h as  
b een  closed an d  re tu rn e d  to  th e  d is tr ic t  
cou rt, a s  a  case  w ith o u t a sse s t.

On th is  d ay  a lso w as held  the  first 
m ee tin g  of c red ito rs  in th e  m a tte r  of 
Roy J . P a rk e r . B a n k ru p t No. 3691. T he 
b a n k ru p t w as  p re sen t in person  a n d  re p 
re s en te d  by a tto rn e y  R. G. Goem bel. No 
c red ito rs  w ere p re s en t o r  rep resen ted . 
N o c la im s w ere  proved and  allow ed. N o 
tru s te e  w as appo in ted . T he  b a n k ru p t w as 
sw orn  a n d  exam ined  w ith o u t a  rep o rte r. 
T he firs t m ee tin g  th en  ad jo u rn ed  w ith 
o u t da te , a n d  the  case  h a s  been  closed 
an 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  of L eonard  W . B igler, 
B an k ru p t No. 3728. T he fu n d s  hav e  been 
rece.ved  a n d  th e  firs t m ee tin g  o f c re d 
ito rs  h a s  been called for A pril 8.

In  th e  m a tte r  o f P e te r  J en sen , B a n k 
ru p t No. 3718. T he firs t m ee ting  of c re d 
ito rs  h as  been called  fo r A pril 8.

In  th e  m a tte r  of W illiam  B lair, B an k 
ru p t No. 3726. T he fu n d s  have  been r e 
ceived  a n d  th e  firs t m ee tin g  of c red ito rs  
h as  been  called  fo r A pril 8.

In th e  m a tte r  of F ran k  H. M isner. 
B a n k ru p t No. 3727. T he fu n d s  have  been 
received  an d  th e  first m ee tin g  of c re d 
ito rs  h a s  been called fo r A pril 8.

In  th e  m a tte r  of Jo h n  M. Schleicher, 
B a n k ru p t No. 3693. T he sale  o f a s s e ts  
h as  been  called for A pril 12, a t  196 N o rth  
F ro n t s tre e t , N iles. T he s to ck  in tra d e  
a n d  fix tu res  of th is  e s ta te  co n sis ts  of a  
B en n e t oven, pans, tools, eq u ip m en t an d  
m ach in ery , a ll used  in  a  re ta il  b ak ery  
shop  an d  ap p ra ised  a t  $1,563.70. All in 
te re s te d  in such  sale  should  be p re sen t a t  
th e  tim e  an d  date .

In  th e  m a tte r  of H en ry  B outell, B a n k 
ru p t No. 3730. T he sale  of a s s e ts  h a s  been  
called  fo r A pril 11. a t  th e  p rem ises fo r
m erly  occupied  by th e  b a n k ru p t, 708 
Jac k so n  s tre e t , M uskegon. T he s to ck  in 
tra d e  an d  fix tu res  of th is  e s ta te  co n sis ts  
o f g ro ce rie s  a n d  fix tu res  for a  g rocery  
s to re  a n d  m e a t m a rk e t, a n d  schedu led  by 
th e  b a n k ru p t a t  ap p ro x im a te ly  $1,855. All 
in te re s ted  in  such  sale  should  be  p re sen t 
a t  th e  tim e  an d  date .

In  th e  m a tte r  o f P e te r  Jen sen , B a n k 
ru p t No. 3718. T he sale  of a s s e ts  h a s  
been  called to  be held on A pril 10. a t  th e  
p rem ises fo rm erly  occupied  by  th e  b a n k 
ru p t a t  T ru fa n t. T he e n tire  s to ck  a n d  
tra d e  an d  fixures for a  re ta il  g ro ce ry  s to re  
a n d  m e a t m a rk e t will be sold. T he sam e 
is schedu led  by th e  b a n k ru p t a t  ap p ro x 
im a te ly  $1,180. All in te re s ted  in  such  sale 
shou ld  be p re sen t a t  th e  d a te  a n d  tim e.

M arch  25. On th is  d ay  w as held  th e  
first m ee tin g  of c red ito rs  in  th e  m a tte r  of 
T. G eorge F in u can , B an k ru p t No. 3709. 
T he  b a n k ru p t w as p re sen t in  person  an d  
rep re sen te d  by a tto rn e y  Am os F. P aley . 
No c re d ito rs  w ere  p re sen t o r  rep resen ted . 
C laim s w ere  p roved a n d  allow ed. No 
tru s te e  w as appoined. T he  firs t m ee tin g  
th e n  a d jo u rn ed  w ith o u t da te , a n d  th e  case  
h a s  been  closed an d  re tu rn e d  to  th e  d is 
t r i c t  cou rt, a s  a  case  w ith o u t a sse ts .

On th is  d ay  a lso  w as held  th e  firs t 
m ee tin g  of c red ito rs  in  the  m a tte r  of Leo 
J . Jo slin , B an k ru p t No. 2701. T he b a n k 
ru p t  w as p re sen t in person, b u t n o t re p 
re sen te d  by a tto rn e y . No c red ito rs  w ere 
p re s en t o r rep re sen ted . C laim s w ere 
proved a n d  allow ed. No tru s te e  w as a p 
poin ted . T he b a n k ru p t w as  sw orn  an d  
eam ined  w x ith o u t a  re p o rte r. T he  firs t 
m ee tin g  th e n  ad jo u rn ed  w ith o u t da te , a n d  
th e  d is tr ic t  c o u rt a s  a  case  w ith o u t a s -  
th e  case  w ill be closed an d  re tu rn e d  to 
se ts , upon th e  p ay m en t of th e  filing fee  
w hich  th e  b a n k ru p t w as  o rd e red  to  pay.

On th is  day  a lso  w as held th e  firs t 
m ee tin g  of c red ito rs  in  th e  m a tte r  of 
H a rry  H ull. B an k ru p t No 3706. T h e  b a n k 
ru p t w as p re sen t in person  a n d  re p re 
sen te d  by  a tto rn e y s  D unham  & C holette. 
No c red ito rs  w ere  p re sen t o r rep resen ted . 
No c la im s w ere  proved a n d  allow ed. No 
tru s te e  w as appo in ted . T he b a n k ru p t 
w as sw orn  an d  ex am ined  w ith o u t a  re 
p o rte r T he firs t m eetiog  th e n  a d jo u rn ed  
w ith o u t da te , a n d  th e  case  h a s  been  closed 
a n d  re tu rn e d  to th e  d is tr ic t  c o u rt a s  a  
case  w ith o u t a sse ts .

On h is  day  a lso  w as held  th e  firs t 
m ee tin g  of c re d ito rs  in  th e  m a tte r  of 
Jo h n  T horpe, B an k ru p t No. 3689. T he 
b a n k ru p t w as p re sen t in  person, b u t n o t 
rep re sen te d  by a tto rn e y . N o c re d .to rs  
w ere  p re sen t o r  rep re sen ted . N o c la im s 
w ere  proved  an d  allow ed. No tru s te e  w as 
ap po in ted . T he  b a n k ru p t w as sw orn  a n d  
exam ined , w ith o u t a  re p o rte r. T he  firs t 
m ee tin g  th e n  a d jo u rn ed  w ith o u t da te , a n d  
th e  case  h a s  been c losed a n d  re tu rn e d  to  
th e  d is tr ic t co u rt, a s  a  case  w ith o u t a s 
sets .

M arch  26. On th is  d ay  w as he ld  th e  
firs t m ee tin g  of c red ito rs  in  th e  m a tte r  of 
M artin  J  V an d en h o u t. B an k ru p t No. 3705. 
T he  b a n k ru p t w as  p re s e n t in  pe rso n  a n d  
re p re sen te d  by a tto rn e y s  M unshaw  & 
H e rsc h e r  C red ito rs  w ere  p re s en t in  p e r
son an d  by  G. R. C red it M en’s  A ssoc ia 
t e "  C laim s w ere  p roved an d  allow ed 
T he  b a n k ru p t w as  sw orn  an d  exam in ed  
w ith o u t a  re p o rte r. E d w ard  De G root,

of G rand  R apids, w as  e lected  tru s te e , a n d  
h is  bond p laced  a t  $500. T he firs t m e e t
ing  th e n  ad jo u rn ed  w ith o u t da te .

M arch  26. W e have  to -d a y  received  th e  
schedu les, re fe ren ce  an d  ad ju d ic a tio n  in  
th e  m a tte r  of W allace  A. S tan ley , B an k 
ru p t  No. 3734. T he  m a tte r  h a s  been  r e 
fe rred  to  C harles  B. B la ir  a s  re fe ree  in 
b an k ru p tcy . T he b a n k ru p t is a  re s id en t 
of G rand  R apids, an d  h is  occu p a tio n  is  
th a t  of a n  in v estig a to r . T he  schedu le  
show s a s s e ts  of $166 of w hich  $30 is  c la im 
ed a s  exem pt, w ith  liab ilities  of $1,66^.30. 
T h e  co u rt h a s  w rit te n  to r  fu n d s  a n d  upon 
rece ip t of sam e, th e  firs t m ee tin g  of 
c red ito rs  Will be called, no te  o f w hich  
will be m ade herein .

M arch  26. W e have  to -d a y  received  
th e  schedu les, re fe ren ce  a n d  a d ju d ica tio n  
in  th e  m a tte r  of E d w ard  J .  L arcom , 
B a n k ru p t No. 3736. T he  m a tte r  h a s  been  
re fe rred  to  C h arle s  B. B la ir  a s  re fe ree  
in b an k ru p tcy . T he b a n k ru p t is a  re s i
d e n t of M uskegon H e ig h ts , a n d  h is  o ccu 
p a tio n  is th a t  of a  laborer. T he  schedu les 
show  a s s e ts  of $1,700, of w h ich  th e  full 
a m o u n t is c la im ed  a s  exm pt, w .th  liab ili
tie s  of $S8S. T he  c o u rt h as  w rit te n  fo r 
fu n d s  a n d  upon re ce ip t of sam e  tn e  first 
m ee tin g  of c red ito rs  w ill be called, no te  
of w hich  will be m ade herein .

M arch  26. W e have  to -d ay  received  th e  
schedu les, re fe ren ce  a n d  ad ju d ic a tio n  in 
th e  m a tte r  o f Jo h n  F o lkem a, B an k ru p t 
No. 3735. 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 
N ew  E ra , an d  h is  o ccupa tion  is th a t  o f 
a  p o u ltrym an . T he schedu le  show s a s s e ts  
of $4,660 of w hich  $615 is  c la im ed  a s  e x 
em pt, w ith  liab ilities  of $6,500.47. The 
c o u rt h a s  w ritte n  fo r  fu n d s  a n d  upon 
rece ip t of sam e  th e  firs t m ee tin g  of c re d 
ito rs  w ill be called, note  of w hich  will 
be m ade  here in . T he lis t of c re d ito rs  of 
sa id  b a n k ru p t is a s  follows:
I ’e te r  W esting , N ew  E ra  ________$3,700.00
V an  A ppledorn B ros., H o lland  — 530.00
P e te r  W iersm a, Z eeland  _______  200.00
W ill Sw eet, N ew  E r a ------------------  234.84
B e r t A .iem a, N ew  E ra  __________ 22.30
C hurch ill a n d  W ebber, N ew  E r a _50.88
J. C. H am  & Co.. N ew  E r a _____  1,550.00
Jo h n  M. V anderV en , N ew  E r a  — 49.00
V a n e tte  B ros., N ew  E r a --------------- 44.00
Ciiu'icmU & W ebber, N ew  E r a ___  26.45

M arch 23. W e have  to -d a y  received  th e  
schedu les, re fe ren ce  a n d  a d ju d ica tio n  in 
th e  m a tte r  of Jo h n  E. R ich, B a n k ru p t 
No. 3733. T he m a tte r  h as  been  re fe rred  
to  C h arle s  B. B la ir a s  re fe ree  in  b a n k 
ru p tcy . T he  b a n k ru p t is  a  re s id e n t of 
G ran d  R apids, a n d  h is  occu p a t.o n  is th a t  
of a  laborer. T he schedu les show  a ss e ts  
of none w ith  liab ilitie s  of $782.93. T he  
c o u rt h a s  w r it te n  for fu n d s  an d  upon r e 
ce ip t of sam e th e  firs t m e e tin g  o f c re d 
ito rs  will becalled, no te  of w hich w ill be 
m ade  h e re in .

M arch  zo. On th is  d ay  w as held  th e  
first m ee tin g  o f c re d ito rs  in the  m a tte r  of 
N ick  H ag is , B an k ru p t No. 3712. T he 
b a n k ru p t w as  p re sen t in person  an d  re p 
re sen te d  by a tto rn e y s  C orw in, N orcross 
& Cook. T he c re d ito rs  w ere  rep re sen te d  
by  J . H . H im els te in , a tto rn e y . N o cla im s 
w ere  proved  a n d  allow ed. N o tru s te e  
w as  appo in ted . T he b a n k ru p t w as  sw orn  
an d  ex am in ed  w ith o u t a  re p o rte r. T he 
firs t m ee tin g  th e n  a d jo u rn ed  w ith o u t 
d a te , a n d  th e  ease  h a s  been  closed a n d  
re tu rn e d  to  th e  d is tr ic t  co u rt, a s  a  case  
w ith o u t a sse ts .

On th is  day  a lso  w as held  th e  firs t 
m ee tin g  o f c re d ito rs  in  h te  m a tte r  of 
E a rl A lexander, ind iv idua lly  a n d  a s  A lex
a n d e r’s B akery . B a n k ru p t No. 3713. T he 
b a n k ru p t w as p re e sn t in  person  a n d  re p 
re sen ted  by  a tto rn e y s  W a t t  & Colwell. 
C red ito rs  w ere  rep re sen te d  by  a tto rn e y  
Glen D. M athew s. C laim s w ere  proved  
a n d  allow ed. N o tru s te e  w as appo in ted . 
T he  b a n k ru p t w as  sw orn  a n d  exam in ed  
w ith o u t a  re p o rte r. T he firs t m ee tin g  
then  a d jo u rn ed  W ithout d a te , an d  th e  case  
h a s  been closed a n d  re tu rn e d  to  th e  d is 
t r i c t  co u rt a s  a  case  w ith o u t a sse ts .

On th is  day  a lso  w as he ld  th e  first 
m ee tin g  of c re d ito rs  in  th e  m a tte r  of 
W a lte r  P ie trzy k , B a n k ru p t No. 3660. T he  
b a n k ru p t w as n o t p resen t, b u t re p re s e n t
ed by a tto rn e y s  M cIn ty re  & Shaw . C red 
ito rs  w ere  re p re sen te d  by  F ra n c is  L. 
W illiam s an d  S. Z am ierow ski, a tto rn e y s , 
an d  by  G. R. C red it M en’s A ssociation . 
T h e  firs t m e e tin g  th e n  a d jo u rn e d  to 
A pril 9.

M arch  26. On th is  d ay  w as held  th e  
firs t m ee tin g  of c re d ito rs  in  th e  m a tte r  of 
C h arle s  H. W ilcox, B an k ru p t No. 3707. 
T he  b a n k ru p t w as p re sen t in  person, bu t 
n o t rep re sen ted  by a tto rn e y . C red ito rs  
w ere  p re sen t in  person  a n d  rep re sen te d  
by a tto rn e y s  Jack so n , F itzg e ra ld  & Dalm. 
No c la im s w ere  proved  a n d  allow ed. T he 
b a n k ru p t w as  sw orn  and  ex am ined  before 
a  rep o rte r. M. N. K ennedy , of K a lam a 
zoo, w as  ap p o in te  d tru s te e , a n d  h is  bond 
p laced  a t  $100. T he  tru s te e  w as d irec ted  
to  in v e s tig a te  the  va lue  of th e  a s s e ts  and  
rep o rt. T he  firs t m ee tin g  th en  ad jo u rn ed  
w ith o u t da te .

On th is  d ay  a lso  w as held  th e  first 
m ee tin g  o f c re d ito rs  in  th e  m a tte r  of 
W a lte r  W . P o r te r  an d  P e rcy  N. B arron , 
ind iv idua lly  a n d  a s  c o p a r tn e rs  a s  P o r te r -  
B arro n  H a rd w are  Co., B a n k ru p t No. 3715. 
T he b a n k ru p ts  w ere  p re s en t in  person 
an d  re p re sen te d  by a tto rn e y  C. S. Beebe. 
C red ito rs  w ere  re p re sen te d  by  a tto rn e y s  
F re d  G. S tan ley ; Jack so n , F itzg e ra ld  & 
D alm  an d  H . M. K im ball a n d  by  K a la 
m azoo A ssoc ia tion  of C red it M en an d  
G. R. A ssoc ia tion  of C red it M en. C laim s 
w ere  p roved  a n d  allow ed. T he  b a n k ru p ts

w ere  each  sw orn  a n d  exam ined  before a  
re p o rte r. M. N. K ennedy , of K alam azoo, 
w as  app o in ted  tru s te e , an d  h is  bond 
p laced  ”a t  $2,000. T he first m ee tin g  th en  
ad jo u rn ed  w ith o u t da te .

M arch  27. On th is  d ay  w as held  the  
firs t m ee tin g  of c re d ito rs  in the  m a tte r  
of R alph  T ro u tm an , B an k ru p t No. 3694. 
T he b a n k ru p t w as p resen t in person  an d  
rep re sen te d  by a tto rn e y  R o b ert W. B urns. 
No c red ito rs  w ere  p re sen t o r rep resen ted . 
No cla im s w ere  p roved by c re d ito rs  p re s 
en t. N o tru s te e  w as appo in ted . The 
b a n k ru p t w as  sw orn  an d  exam ined  w ith 
o u t a  rep o rte r. T he first m ee ting  th en  
a d jo u rn ed  w ith o u t d a te  and  the  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 .

On th is  d ay  a lso  w as held th e  first 
m ee tin g  of c red ito rs  in th e  m a tte r  of 
H a rry  N. B arr, B a n k ru p t No. 3721. The 
b a n k ru p t w as  p rs e n t in  person  an d  re p re 
sen ted  by a tto rn e y s  H ild ing . H ild ing  % 
T ubbs. C red ito rs  w ere p re sen t in person. 
C laim s w ere  proved an d  alow ed. T he 
b a n k ru p t w as sw orn  a n d  exam ined  w ith 
o u t a  re p o rte r. No tru s te e  w as appo in ted . 
T he first m ee tin g  th en  ad jo u rn ed  w ith o u t 
da te , an d  th e  case  h as  been closed and 
re tu rn e d  to  th e  d is tr ic t  cou rt, a s  the  case 
h as  been closed an d  re tu rn e d  to  the  d s- 
t r ic t  c o u rt a s  a  case  w ith o u t a sse ts .

In  th e  m a tte r  of P e rry  B acon, B a n k 
ru p t  No. 3711, th e  firs t m ee tin g  of c re d 
ito rs  w as  held M arch  25. T he b a n k ru p t 
w as  p re s e n t in  person  a n d  re p re sen ted  
by a tto rn e y  W illa rd  G. T u rn e r , J r .  No 
c red ito rs  w ere p re sen t o r  rep resen ted . 
One c la im  w as  proved an d  allow ed. No 
tru s te e  w as appo in ted . T he b a n k ru p t 
w as  sw orn  a n d  ex am ined  w ith o u t a r e 
po rte r. T he firs t m ee tin g  th e n  ad jo u rn ed  
w ith o u t da te , an d  th e  case  h a s  been c los
ed an d  re tu rn e d  to  th e  d is tr ic t  c o u rt a s  a 
case  w ith o u t a sse ts .

Grocer W ho Sells Bread a t One Dollar 
P e r Loaf.

(Continued from page 20) 
what a striking com m entary it is on 
the universal wealth of our people 
when any man anywhere can expect 
to sell enough bread of any kind or 
description at a dollar a loaf to justify 
the installation of facilities for the 
m anufacture thereof?” He did see, of 
course, as any sensible observer sees, 
that price alone does not sell goods 
and that good goods, meritorious 
goods, goods with any legitim ate claim 
to consum er attention can be sold by 
any seller of merchandise in this most 
wonderful country in this year 1929.

Consider that the great mills in 
Minneapolis, costing literally millions 
of dollars, are constructed largely to 
facilitate the removal of bran from  our 
white patent flour and that then we 
pay other large sums for the addition 
of bran in our bread, biscuits, break
fast foods, etc., and you will have an
other sidelight on some of the things 
we do as a people which can be cap
italized by the m erchant with im
agination.

Clarence Saunders, you will rem em 
ber, invented Piggly-W iggly. Then 
he locked horns with W all street and 
lost his shirt. H e started  over again 
with a chain called “Clarence Saun
ders, Sole O w ner of my Nam e,” and 
is successfully coming back. But the 
eight stores he established in C har
lotte, N orth  Carolina, were abandoned 
and closed out in short order. W hy? 
Perhaps because there are plenty of 
people in Charlotte who want dollar-a- 
loaf bread.

In A tlanta a chain advertising man 
brought a stenographer who took 
down every word of my talk. Is  this 
because the chains are sitting  al
together pretty? No, they have to  keep 
their ears to the ground. All is not 
entirely lovely in chain circles. W ith  
people who can pay a dollar a loaf one 
must provide som ething besides cut 
prices on a few staples.

Paul Findlay.

Business Wants Bepartment
A d v ertisem en ts  in se rted  u n d e r th ie  head  

for five cen ts  a w ord  th e  firs t in ser tio n  
and fo u r c en ts  a w ord  fo r  each  s u b se 
q u e n t c o n tin u o u s  In sertion . If s e t  in 
c ap ita l le tte rs , double p rice . No ch arg e  
less th a n  50 cen ts . Sm all d isp lay  a d v e r
tis e m en ts  in th is  d e p a r tm e n t, $4 per 
Inch. P a y m en t w ith  o rd e r is req u ired , as 
am o u n ts  a re  too sm all to  open acco u n ts .

FO R  SA L E—C lean s to ck  of m en 's  a n d  
boys’ clo th ing , fu rn ish in g s , an d  shoes: 
a lso good house  a n d  tw o lo ts. W ould 
consider fa rm  fo r p a r t  p ay m en t. W . H. 
P a rry , Vassal", M ich. 58

C O RN ER  G A S O 'L IN E -sta tion  fo r  sale 
or tra d e ; b rick  bu ild ing ; p len ty  of room  
fo r ex p an s  on. W onderfu l o p p o rtu n ity  for 
r ig h t p a rty . 90 m iles from  D etro it, on 
U.S. 12. W h a t h av e  you? D e tro it p ro p 
e r ty  onlv. H. R o sen tha l, Albion, Mich.

59_
C A SI1 R E G IS T E R —N atio n a l, like new ; 

e lec tr ica lly  o p e ra ted ; fou r d raw s. W ill 
sell a t  a  b a rg a in  an d  ta k e  sm all re g is te r  
in trade . C ap ito l Shoe R ebuilders, 18 E.
F u lto n  St.. G ran d R anids. Mich.______ 60

FOR SA L E—M eat m a rk e t a n d  grocery . 
Long e s tab lish ed  b u s .n ess . W ill sell s tock , 
fix tu res, an d  bu ild ing  for $3,000. A rea l 
b a rg a in . Jo h n  L in to n . A lto, M ich. 61 _ 

F o r Sale—L eading  cash  m e a t m a rk e t in  
M ichigan college tow n. A ddress No. 62. 
c /o  Michiga n  T rad esm an . 62

FOR SA L E—Ideal loca tion  fo r su m m er 
hotel, p r iv a te  club, boys’ o r g ir ls ’ cam p. 
On b eau tifu l M ich igan  lake. 300 fee t lake 
fro n tag e ; s an d y  b each ; b a ss  fishing. Two 
sp lend id  bu ild ings, tw e n ty -tw o  room s, 
com pletely  fu rn ish ed . E xclusive. T erm s. 
A ddress M. L. B ransfield , 6741 C happel
Ave.. C hicago.______  63

FOR SA L E—B ank  bu ild ing  a n d  fix tu res. 
T he  tw o -s to ry  an d  b a sem en t b rick  b u ild 
ing  fo rm erly  occupied  by th e  b an k  of 
T u s tin , a lso  th e  fu rn itu re  an d  fix tu res  
used  in sa id  bank . H en ry  K now lton ,
R eceiver, C adillac. M 'ch.____________ 64

FO R  RENT-—T he s to re  room  now oc
cupied  by th e  B rooks D e p a r tm e n t S tore. 
S t. Louis, M ichigan. Good d e p a r tm e n t 
s to re  location . In q u ire  o f H . W. D ancer, 
c /o  E dson-M oore Co., D e tro it, M ich., o r
Vere E. X iinn, St. Louis, M ich .______65__

FO R  SA L E—Servel ie less re fr ig e ra to r , 
s to re  size. In q u ire  M rs. F . A. H inds,
Ceresco, Mich. _________ 53___

FO R  SA L E—-E igh teen -foo t co u n te r w ith
solid  oak  top. H a rry  D eW eerd, R. F . D. 
No. 9. G rand  R apids. T elephone 751F13.

54
M erch an t w a n ts  sm all s to ck s  m dse.

G reene, M echan ic  & P ea rl, Jack so n , M ich
igan . _ __■ 56_

FO R SA L E —R eta il g ro ce ry  bu s in ess  in 
a  good live tow n, 1200 population , on 
U .S .31. S tock  an d  fix tu res  a b o u t $5,000. 
W ill sell s tock  w ith  o r w ith o u t building. 
L a s t  y e a r 's  business  ab o u t $35,000. If 
in te re s ted , ad d re ss  No. 57, c /o  M icnigan
T rad esm an .____________________________ 57

F o r Sale—G rocery  stock . W ill sell s to ck  
and  fix tu res, re n t bu ild ing  an d  a p a r tm e n t 
above s to re  if desired . If in te re s ted , w rite
W. D, S a rg ean t. F rem o n t. M ich.______ 42_

F o r Sale — Tw o g en era l m erchand ise  
s to re s  doing  good business . W ;ll sell 
w ith  bu ild ings  o r  w ith o u t. $1,500 w ill 
hand le  one. $3,000 th e  o th e r. A ddress No. 
50. c /o  M ichigan T rad e sm a n .____  50

F o r  Sale—N ew  a n d  re fin ished  N o rth ey  
coolers, re fr ig e ra to rs , freeze r an d  to p  d is 
p lay  cases. Send fo r spec ia l lis t. H ig h  
c la ss  sa le sm an  w an ted . S. B. R o sen tha l, 
d is tr ic t  sa lesm en , 3240 R o ch es te r Ave., 
D e tro it, phone G arfield  7750: o r ad d re ss  
N o rth ey  M fg. Co., B ox 538 T , W aterloo . 
Iow a. _____________________________ 37

I OFFER CASH!
For Retail Stores— Stocks—  

Leases— all or Part.
T elegraph— W rite— Telephone

L. LEVINSOHN 
Saginaw, Mich. 

Telephone Riv 2263W 
“ Established 1909 ____

CASH FOR MERCHANDISE
W ill Buy S tocks o r P a r ts  of S to ck s  of 

M erchandise, of G roceries, D ry  Goods, 
Shoes, R ubbers, F u rn itu re , e tc .

N. D. GOVER, Mt. P le a sa n t, Mich.

C onsu lt som eone th a t  know s 
M erchandise  V alue.

G ET YOUR B E ST  O F F E R  FIR S T . 
T hen  w ire, w rite  o r phone m e a n 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 y o u r s to re  
o r  p lan t of a n y  descrip tion .

ABE DEMBINSKY 
Auctioneer and Liquidator

734 So. Je ffe rso n  Ave., S ag inaw , M ich. 
Phone  F e d e ra l 1944.

B u y ers  Inqu iring  ev ery d ay —
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Late News From the Michigan 
Metropolis.

The building adjoining the old es
tablishm ent of Lou Eppinger, 131 
Cadillac Square, dealer in hunting  and 
fishing equipment, has been taken over 
and remodeled to  handle the increas
ing business of the  firm. V isitors to  
Detroit, especially those who love the 
out-door life, should not fail to  visit 
th is newly equipped building, where 
Mr. Eppinger has taken the outdoors 
indoors by a series of tru ly  rem ark
able architectural and woodland set
tings. The basem ent and first floor 
of the building have been given over 
to  commercial displays including hun t
ers’ footwear, clothing, hunting, fish
ing, golf and archery equipment. The 
second floor is finished w ith real red 
and white birch for a background. 
T ents, log cabins and m any complete 
camp units are scattered about amid 
realistic woodland scenery lighted by 
an intelligent and expert setting  of 
softly colored electric bulbs. T he top 
floor has been equipped for a club 
room for the use of the local chapter 
of the  Izaak W alton league and in the 
space allotted to  this column it would 
be impossible to describe the wonders 
of this room, w ith its display of wild 
life, the woods, the stream s, and such 
scenes as greet the  sojourner in an 
actual forest. T he business of Lou 
Eppinger from a small local beginning 
th irty-three years ago, has assum ed 
national proportions. W . B. M oulton, 
who looks after the advertising and 
sales promotion activities of the firm, 
has had an experience th at places him 
in a class with the wood craft pioneers. 
A span in his life was lived in the 
Canadian woods where he hunted, 
fished and trapped, miles from civiliza
tion—and made a good living a t it, he 
says. Mr. Eppinger is to  be con
gratulated on his new and uniquely 
equipped place of business. H e  is a 
director in the local chapter of the 
Izaak W alton league.

Funeral services for H enry  E lliott 
Rose, of 610 Blaine avenue, sales p ro
motion m anager of the  H upp M otor 
Car Co., who died in St. Petersburg , 
Florida, on M arch 26, were held in this 
city on Saturday M arch 30. Mr. Rose 
went to  Florida three m onths ago in 
an effort to  regain his health. H e is 
survived by his widow, M rs. Athelene 
Rose.

N. Schneider, general dry goods 
dealer, at 5414 Chene street, and ow n
er of similar stores on Catherine street 
and Davison avenue, is building a new 
store on Davison and it is understood, 
when completed, he will consolidate 
his various stores under the  one roof.

T he new Union T rust building on 
Griswold, between Larned and Con
gress streets was opened officially to  
the public for inspection, on Tuesday. 
The new building, a radical departure 
from the ordinary present day type of 
architecture, presents a m ost colorful 
and striking appearance in the dow n
town business section of Detroit. I ts  
inspiration is drawn from  the old 
Mayan Age of splendor. T o carry out 
this motif, am ong o ther things, the 
builders went to  a m arble quarry in 
Africa which hadn’t been open in

th irty  years, to  obtain the  special 
Num idian m arble for the  lobby.

The D etroit Radio Dealers Associa
tion, recently organized here, gathered 
a t the Book-Cadillac H otel Tuesday 
evening for their first sm oker and ban
quet, which is planned to  be an an
nual event. H arvey Campbell, vice- 
president of the  D etro it Board of 
Commerce, acted as toastm aster and 
was introduced—a superfluous gesture, 
insofar as Mr. Campbell is concerned 
— by the newly-elected president, 
F rank  J. Bailey, head of Bailey’s 
Music House, 1451 Broadway. Be
sides num erous speakers including C. 
C. Bradner, D etro it F ree P ress hum or
ist, a g reat a rray  of entertainers and 
orchestras topped off the  affair.

Fred Sainsbury will open a confec
tionery and magazine store in the 
R ecreation building, L afayette at 
Shelby, within a few days.

F. D. H inchm an, m em ber of one of 
D etro it’s oldest families and prom inent 
in civic and business life for m any 
years, died a t his home in the P asa 
dena apartm ents in th is city, a t the 
age of 81 years. Born in D etro it Sep
tem ber 3, 1847, Ford  D. H inchm an, 
lived here all of his life. A fter leaving 
high school he entered the employ of 
the wholesale drug and grocery store 
of T. & J. H inchm an. Six years later 
he became a m em ber of the firm of T.
H . H inchm an & Sons, which for many 
years was engaged in the  wholesale 
drug business. In  1881 Mr. H inchm an 
organized the  D etroit W hite Lead and 
Color W orks and was president of th a t 
company for seventeen years. In  1892 
he retired from T . J. H inchm an & 
Sons, in o rder to  give m ore fully of 
his tim e to  his other activities. H e 
retired as president of the  D etro it 
W hite Lead & Color W orks in 1888 
and became general m anager of the 
Peninsular Lead and Color Co. two 
years later, and continued with th a t 
firm until its dissolution in 1906. For 
three years from  1907 to  1910, he 
served as president of the American 
Color W orks. O ther business ac
tivities of Mr. H inchm an included 
three years as d irector of the  M er
chants & M anufacturers National 
Bank, vice-president of the M ichigan 
Artificial Stone Co., vice-president of 
M erchants M utual Insurance Co., 
president of the  Greenfield Land Co., 
vice-president of the Fidelity Safety 
Co., and vice-president of the  W ol
verine Lum ber Co. Despite his busi
ness activities Mr. H inchm an found 
tim e to  serve his church and his city 
in m any different capacities. H e  was 
a m em ber of the first D etro it Baseball 
Club, from 1865 to  1869. Surviving are 
tw o sons, Ford Archer, of D etroit, and 
Charles Frederick, of Mt. Carmel, 111.; 
a daughter, M rs. Charles D. Jones of 
Cincinnati, and five grandchildren.

H ergenroeder, Inc., has been ap
pointed associate dealer in Dodge 
Brothers, m otor cars, etc., and has 
opened sales and service quarters at 
14615 Jefferson avenue, East. Fred
M. H ergenroeder is president of the 
new company and is well known in 
autom otive circles where he has had 
fifteen years’ experience.

T he All-Am erican A ircraft show 
will be held in Convention H all under 
the auspices of the D etroit Board of 
Commerce and the Aeronautical Cham 
ber of Commerce of America. T he 
dates will be April 6 to  14.

Jay V. Hall joined the  staff of 
Baker, Simonds & Co., Buhl building, 
on April 1, and will serve as head of 
the buying departm ent. Previously 
Mr. H all was associated w ith Keane, 
H igbie & Co., in the  same capacity.

Glover W atson, Inc., real estate, has 
transferred  its headquarters from  the 
twelfth floor of the W ashington Bou
levard building to  the second floor of 
the same building which will give the 
organization necessary added facilities 
and room  for the  transaction  of its 
business.

Brooke, Sm ith & French, Inc., ad
vertising agency, doing a national busi
ness, has moved from  its form er quar
ters at 206 E liot to  newer and more 
spacious offices a t 82 H ancock avenue, 
East.

Je rry  B. Paisley of Yale, whose 
death last week was recorded in the 
newspapers, leaves m any friends to  
m ourn his passing. For th irty-tw o 
years he was proprietor of the Paisley 
H ouse in Yale and during those years 
formed the  m any friendships w ith the 
traveling public who will miss his gen
ial greeting on their re tu rn  trips. H e 
was 71 years old a t the tim e of his 
death, which came suddenly from  a 
heart attack  while seated in a barber 
chair.

E. L. Lick has been appointed D e
tro it district m anager for the De Soto 
M otor Corporation. Mr. Lick has 
been located in D etro it for the  past 
ten years and is a veteran in the  in
dustry. The district offices of the 
De Soto Corporation are located at 
12300 O akland avenue.

Noble D. T ravis and E dw ard F. 
H arring ton  have joined the business 
relations departm ent of the D etroit 
and Security T ru st Co., according to 
Julius C. Peter, vice-president. Mr. 
T ravis at one time was assistant sec
re tary  at the  D e tro it_ Board of Com
merce. Mr. H arring ton  before com
ing to  the  T ru st Company was en
gaged in newspaper work.

Jackson Bros., Boesel & Co., of New 
York and Chicago, on April 1 opened 
D etroit offices at 326 Buhl building. 
C hester Van K euren has been an
nounced as resident manager.

Dan B. Jacobs, sales prom otion 
m anager of the Seaman P atrick  Paper 
Co., returned a few days ago from well 
earned two weeks’ vacation spent at 
Summerville, South Carolina. Dan, 
who is considered one of the shining 
examples of what a successful sales 
prom otion executive should be, has ac
quired considerable additional prom 
inence through his characteristic ac
tivities on behalf of the Adcraft Club 
of Detroit, of which he is a director.

Louis Tepm an, form erly of 4606 
E ast Davison, has moved into new 
quarters at 4403-4405 Davison East, 
where he has enlarged his stock of 
dry goods and ready-to-wear.

T he R obert Oakm an Land Co., has 
issued announcem ents of the opening 
of their new offices a t 2006-2012

Union T ru st building. T he organiza
tion was form erly located in the old 
Union T ru st building.

R obert F. Ball, who has been con
nected with the B radstreet Company 
for 25 years has been appointed from 
the New Y ork office of the  company 
to  become M ichigan division m anager 
with headquarters in D etroit. Mr. 
Ball succeeds George F. Reid, who 
has become m anager of P rince & 
W hitely’s local office in the F irs t N a
tional Bank building. T he la tte r firm 
m aintains branches in various cities, 
the main office being located in New 
York. Mr. Reid is a form er treasurer 
and director of the D etro it Board of 
Commerce.

Rum ors have been heard in several 
quarters during the last week of a 
slackening in production a t various au 
tom obile m anufacturing establishm ents 
in Michigan. Aside from  a slight re 
duction, possibly, a t one or tw o plants, 
these rum ors are untrue. O f course, 
the paym ent of income taxes and ad 
verse w eather conditions in different 
parts of the country have had some 
effect on m otor-car output, but m ost 
of the factories are working full time.

The tw o star perform ers during the 
past week were H udson-E ssex  and 
ford. T he form er continues to  turn  
out autom obiles at the ra te  of 1,900 a 
day, or one every 16 seconds during 
working hours. T he la tte r is m anu
facturing m otor cars a t the  rate  of 
7,500 cars a day.

A report issued by Graham -Paige 
shows th a t that company, so far this 
year, has produced a total of 21,880 
cars, equaling the entire production 
of the  factory in 1927. I t  is forty  days 
ahead of its 1928 production schedule. 
R eports from other factories are 
optimistic, and officials are of the 
opinion th a t high production will con
tinue during the  first six m onths of 
the year at least.

A reflection of the flourishing con
dition of the  autom obile business was 
contained in an announcem ent last 
week that the Cadillac M otor Car Co. 
will spend $5,000,000 on a factory ex
pansion program . P lants in th is sec
tion are constantly expanding and en
larging facilities for producing cars. 
In many cases this does not necessar
ily mean that more cars will be p ro 
duced, but does mean th a t these com 
panies are constantly striving to  make 
their facilities such that they  can pro
duce high-grade m otor cars a t the 
least possible cost.

Sales resistance, som etim es encoun
tered when the prospective purchaser 
says to  the dealer th a t he does not 
want to buy a car th at has been driven 
overland from factory to  dealer, has 
passed out of the picture. A num ber 
of m anufacturing companies now are 
shipping their cars to  dealers by truck. 
A truck and trailer, capable of tran s
porting from three  to  four new au to
mobiles, is used.

Jam es M. Golding.

Somebody Guilty.
“ No girl ever made a fool out of 

me.”
“W ho was it, then?”



SPRING DAYS
are Business Stimulators

With larger values in merchandise involved and dangers 
of loss by fire multiplied it is time now to check up on

Fire Insurance
The heating plant is one year older and unseen defects 
may have developed which later on might spell disaster.

It is better to be safe first than sorry afterwards.

For Safety, Service and Saving let the Mutual Companies 
protect you this spring.

MUTUAL Insurance
is Better Protection at Lower Cost

A n investigation will t>rove it



Yo can sell 
Semdac Liquid Gloss 

and sell it profitably!
Semdac Liquid Gloss has been long known 
to the women of the Middle West as an 
easy applying furniture polish that brings 
out the lustre of the finish.

Sem dac has become a necessity in the home. It 
has won the approval of discriminating housewives. 
Displayed in your windows and on your counters 
Sem dac will sell readily without effort on your part.

Street Car, Bus Cards and Rotogravure adver
tising in newspapers are keeping the name “Sem dac” 
before the women throughout the Middle West,aid' 
ing dealers materially in selling this product.

Vs/rite today fo r  our dealer proposition

STANDARD OIL COMPANY (Indiana)
Qeneral Offices: 910 S. M ichigan A venue C H IC A G O , IL L IN O IS

L L IX O IS I N D I A N A IO W A S . D A K O T A N .  D A K O T A  W I S C O N S I N M I N N E S O T A i M I S S O U R I
C h ic a g o E v a n s v i l le D a v e n p o r t H u r o n F a r g o  L a  C r o sse D u lu th K a n s a s  C i t y
I ( e c a tu r I n d ia n a p o l i s D e s  M o in e s M IC H IG A N ' M in o t  M ilw a u k e e M a n k a to S t .  J o s e p h
J o l i e t S o u th  R end M a s o n  C it y D e t r o it G re e n  B a y M in n e a p o li s S t .  L o u is
P e o r ia
Q u in c y

K A N S A S
W ic h i ta

S io u x  C it y G ra n d  R a p id s  
S a g in a w
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