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A REAL MAN
A real man never talks about what the world 

owes him*
A real man is just as honest in the dark in his 

own room as he is in public*
A real man does not want pulls and favours* 

He wants work and honest wages*
A real man does not want something for nothing, 

so the get-rich-people can not use him*
A real man does a little more than he promises* 
A real man is dependable*
A real man is loyal to his friends and guards

their reputations as his own*
A real man does not hunt danger but never 

dodges it when he ought to meet it*
A real man is glad to live and not afraid to die*
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ASSOCIATION OF COMMERCES

How It Takes Sides With Chain 
Stores.

I t  would seem to me th at the recent 
failure of the Grand Rapids Associa
tion of Commerce to successfully put 
over its campaign for an increased an
nual budget would w arrant some com 
ment.

If there is any one criticism  of the 
Grand Rapids Association of Commerce 
which deserves recognition in the 
minds of independent m erchants it is 
the fact that the Grand Rapids Asso
ciation of Commerce and its secretary, 
Lee H. Bierce, are inconsistent with 
their declarations of policy.

The Grand Rapids Association of 
Commerce claims to be on guard al
ways over the local stability of the 
Furniture City community, yet the fact 
rem ains th at any chain store outfit 
coming in from outside can get a 
mem bership in the Grand Rapids As
sociation of Commerce. I t  seems to 
me that the only condition of m em 
bership in the Association is the pay
m ent of the m em bership fee.

I claim th at when the chain store 
comes into a comm unity it is an active 
injury to the local stability every day 
its doors are open. One syndicate con
cern has the operating facilities in 
Grand Rapids whereby it should be 
taking out not less than $1,500 daily in 
net profits, over and above the salaries 
of its help and the rental of its prop
erties. T his is retail profit which would 
otherw ise remain in Grand Rapids. 
Figure it up. what $1,500 a day for 300 
days means. And this is only one com 
pany am ong scores.

In the fight between local and syn
dicate retailers in Grand Rapids, the 
Grand Rapids Association of Com
merce doesn’t want to take sides. It 
“ takes sides” on behalf of local indus
try  (if its claims are true in any extent 
w hatsoever); but it refuses to “take 
sides” on behalf of local m erchandis
ing.

T here is a lot of panning of the 
Grand Rapids Association of Çom-

m erce going on; but little or nothing 
has been said about the vast am ount of 
the deficit in the expected budget being 
represented in the failures of local m er
chants to  contribute longer to the o r
ganization which is taking in outside 
pirates on M ain street. If the unseen 
records were only subject to inspection 
of our m ortal eyes, we m ight be su r
prised to  know how m any thousands of 
dollars which the Association of Com
m erce m ight have had in its budget 
now from  local retailers had the A s
sociation refused to admit anyone but 
local people in its membership.

Now, we w onder w hat the story will 
be when the Grand Rapids Association 
of Commerce will have no retailers on 
its m em bership o ther than  the chain 
stores? W ill they find out then that 
they really “took sides” after all? And, 
will the sto ry  be an obituary or an 
epitaph?

In  T raverse City, the Chamber of 
Commerce has made the same vital 
m istake. To-day, a chain store m an
ager is chairm an of the Retail Com
m ittee of the T raverse City Chamber 
of Commerce. A fine kettle of fish. 
And no one could be more critical of 
such a state  of affairs than some of 
the leading T raverse City m erchants, 
themselves. W e wonder how long, at 
the present trend, it will be before the 
T raverse  City Chamber suffers some 
of the painful sym ptom s of pernicious 
enemia which our own Grand Rapids 
Cham ber is show ing so plainly?

O ver in Greenville, it is a different 
story. Independent m erchants are 
fighting hard against chain store m an
agers being adm itted into the Cham 
ber of Commerce. In  Belding, they 
don’t w ant them. In  M idland there 
will soon be subm itted an amendm ent 
to  the by-laws, outlaw ing the enroll
m ent of any chain store men on the 
m em bership roll.

T his is a point th at is vital and needs 
to be taken seriously by some of these 
Associations of Commerce which don’t 
w ant to “take sides.” I t  is beyond 
their power to refrain from “taking 
sides.” T he m om ent a Chamber of 
Commerce takes a chain store repre
sentative into its embrace, that m o
m ent it has already “taken sides.” W e 
hope that secretaries and directors of 
Cham bers of Commerce throughout 
M ichigan will begin checking up on 
this point, and begin operating a broom 
if they find th a t any dirt has accumu
lated in their local organization while 
they have had their backs turned. 
W hen syndicate outsiders get their 
henchm en on the m em bership roll of 
the local Cham ber of Commerce, there 
is a bonafide prom ise of reckoning com
ing; and nothing can stop it. Let 
those who are now suffering be w arn
ings to  those who have escaped thus 
far, W. H. Caslow.

Sturdy Plea To Patronize Local Mer
chants.

T he Board of D irectors for the new 
year, together with last year’s directors, 
m et a t the Jackson City Club, June 13 
and named the following officers for the 
coming year:

V ern Breitm eyer, W m . Breitm eyer & 
Sons, was elected President of the A s
sociation and chairm an of the Board 
of D irectors; John B. Kenna, Kenna 
& Steffey, drugs, was elected Vice- 
President and C. J. W att, of the Smith- 
W inchester Co., was re-elected T reas
urer.

T he program  of activities for the 
coming year has not been completed. 
A t the next m eeting of the D irectors 
the M anager will be named, and at 
that time new and constructive ideas 
will be advanced that will aid and im 
prove the condition of the independent 
m erchant of Jackson. U ndoubtedly the 
past year’s program  will be continued, 
that is the contact and speaking before 
the various clubs of the city and th ru  
this educational w'ork show the con
sum er why individualism in business 
is a vital factor in the grow th and 
prosperity of Jackson.

One of the im portant things taken 
up at the D irectors’ m eeting was the 
fact that m any of the m em bers in the 
Association were not doing their part 
in the work of the Association. The 
success of this Association, in a m eas
ure, devolves upon the mem bers them 
selves. H ere is the question: W hy
do so m any of you m erchants purchase 
goods from chain stores in Jacckson 
and make other purchases of goods that 
you sell from out-of-tow n concerns 
when the same quality of goods and 
probably the same price prevails? Even 
if the price is a little higher on goods 
bought of Jackson wholesalers, what 
about service and the good that comes 
from the succès of the local concerns? 
If they are successful, are you not a 
contributing factor in the success of a 
Jackson business? W hat makes for 
better conditions in any city? Just this 
—if the wholesaler received all the 
business from  Jackson m erchants he 
would increase his personnel and there
by provide m ore work for Jackson labor 
with a high wage scale. T he employe, 
a Jackson resident, would be a custom 
er for the retailer.

Just so long as you continue to for
get the industries that Jackson capital 
is invested in, inroads will be made into 
good legitim ate Jackson business. Each 
m an in business m akes his own p reju
dice and your example in buying from 
foreign concerns is reflected in the 
consum er’s mind, and the net result is 
they all do it.

This same argum ent holds good in 
the treatm ent of the subject of cut 
prices. Every transaction in business 
and all your expenses are protected by

law. except your profit. You m ust pay 
for m erchandise, you m ust pay rent, 
you m ust pay salaries and you m ust 
pay for heat, light and power. The 
law protects everything but your profit. 
T hen it is up to you to do that.

My advice to you is to inflate the 
consum ers’ idea of business to-day, and 
show them the position of the m er
chant, and prove the right you have in 
m aking a profit in your business. Show 
them  that by law you m ust charge so 
much, and if you cut prices you are 
just entering into the circle of business 
failures that in the long run  m ust be 
paid for by the consumer. W hen you 
are successful in business you are pay
ing your way in all your purchases 
and are assum ing the obligations th at 
every business m ust assum e in the 
way of taxes, civic and social develop
m ent that is essential to the upbuilding 
of a city.

W ith  the beginning of the second 
year in our fight for the independent 
store and the saving of Jackson Owned 
Business, let every m em ber purchase 
what he can locally and also settle the 
question of trading with chain stores 
by refusing to  buy of them  in every 
line of business. Your past support 
has been a reason for the advance and 
progress that they have made in Jack- 
son.

Join the Association which is in ter
ested in your business only in so far 
as it can create more and better busi
ness in Jackson and for Jackson m er
chants. Jam es A. Andrews, M anager.

Late Mercantile Changes in Ohio.
Cleveland—J. Biotrowski has pur

chased the grocery stock and meat 
m arket at 2904 E ast 34th street from 
J. and G. W eiss.

Cleveland—John Spehek will en
large his grocery and meat m arket it  
16226 Arcade avenue.

Cleveland—H enry  A. Smith has sold 
his m eat m arket at 7316 Lorain avenue 
to A. W . Densm ore and J. R. Dagg.

Toledo—W . A. L atour is the pro
prietor of the grocery and meat m ar
ket at 632 Main street which was for
merly owned by C. H. Kazmaicr.

Maplewood — Oakley-M iller H ard 
ware Co. has succeeded to the business 
of the S. C. R etter H ardw are Co.

Ostrich Used in Fabrics.
A novel fabric obtained from a mix

ture of ostrich feathers and wool is 
offered the women’s garm ent trade by 
a New York importer. The textile, 
claimed to  be a new development 
which met with success in Paris when 
introduced there a year ago, is being 
sold at prices ranging from $4.50 to  $8 
per yard to the wholesale trade. W hile 
available here last Spring the cloth was 
supplied in but one or two shades but 
Fall lines carry a complete range of 
the material.



2 M I C H I G A N  T R A D E S M A N J u n e  19, 1929

MEN OF MARK.

Siegel W. Judd, Michigan Manager 
E. H. Rollins & Sons.

W ise is the builder who is capable 
of designing a structure and fortunate 
is he if he may be privileged to  par
ticipate in its erection. W hen the 
foundation on which the structure is 
to stand is laid he should see th at 
every detail of the w ork is properly 
carried out and at each subsequent 
stage m ust he he on hand and exer
cise that discrim inating care and su
pervision without which perfection 
cannot be achieved. If the coveted 
goal, perfection, is to  be reached it is 
necessary that he direct the operations, 
watch every detail, see th a t every part 
of the building is satisfactorily com 
pleted before subsequent additions 
thereto  shall be begun, to leave no 
flaw behind which may result in Hie 
undoing of his labor. W ithout the 
exercise of this high degree of concern 
may creep in carelessness of construc
tion to nullify all the anxious thought 
and watchful labor that have been ex
pended.

Many w orthy enterprises are aban
doned or left incomplete because the 
attention  and interest of the origina
tor are allowed to waver. C oncentra
tion of every energy and application 
until the conceived project has been 
carried to  a successful conclusion or 
admitted failure are necessary qualifi
cations for those who achieve more 
than ordinary success or position. 1 he 
originator must follow closely the lines 
that he has designed, giving no greater 
heed to the gratu itous advice or recom 
m endations of others than meets with 
his approval and coincides with his 
own judgm ent. Offers of greater re 
m uneration and greater honors must 
be weighed in the balance with the 
aims, hopes and endeavors which 
beckoned at the beginning, and on the 
comparative showing made m ust the 
decision ultim ately be based.

Not all the logic of the universe 
will make a success of a man destined 
to failure nor, on the other hand, can 
the difficulties and obstacles which 
circumstances sometimes build up in 
the path of the ambitious serve as ef
fectual bars to their progress. If wise 
be the man who understands what he 
wants and how he is going about it, 
then doubly wise is he who is equip
ped with that saving grace of philos
ophy and that indescribable attribute 
which enables him to understand and 
appreciate his fellows and to  bind them  
to him and his interests with the sub
stantial bonds of friendship, based on 
a proper recognition of their rights and 
their welfare which always secures 
mutual respect.

The only kind of business success 
w orthy of the name is that which per
mits of the accum ulation of a fortune 
and the retention of old friendships 
and, what is probably more to  the 
point, the perpetuation of the disposi
tion and character which distinguished 
the builder when the project was be
gun.

Siegel W . Judd was born in Grand 
Rapids June 19. 1895. Both father and 
m other were of English descent, their 
ancestors having lived in this country 
for several generations. Siegel a t

tended the public schools of his native 
city, g raduating  from the Central high 
school on the English course in 1914. 
T he next th ree  years he attended 
D artm outh  College, receiving his de
gree of Bachelor of Science in June, 
1917. H e immediately enlisted in the 
Navjr, being ordered to  Newport, R. I., 
where he studied the science of mine 
laying at that seaport and at New 
London, Conn. H e was afterw ard 
sent to Annapolis, where he pursued 
the  short course, receiving the com
mission of Ensign. H e was then or
dered for service on the battleship 
Pennsylvania, where he pursued target 
practice for several m onths. I t  is a 
m atter of regret to him th at he was 
not perm itted to  get in the m idst of

the game on the other side of the A t
lantic but Uncle Sam was a little par
ticular about perm itting his battle
ships to  become the prey of Teutonic 
submarines, so his sailing experience 
was mainly confined to trips made on 
this side of the ocean while the Penn
sylvania acted as convoy to coast 
vessels.

On his discharge from the Navy in 
June, 1919, he immediately entered the 
law departm ent of the Michigan U ni
versity. By working overtim e and 
utilizing his vacations to  the fullest 
possible extent, he was able to  take 
the full three year course in a little 
more than two years. On receiving 
his dip 'om a and being adm itted to  the 
bar, he returned to Grand Rapids and 
entered the legal office of Travis, M er

rick, W arner & Johnson, with which 
firm he has remained ever since. Re
cently he was adm itted as a partner, 
when the firm name was changed to 
Travis, Merrick, Johnson & Judd.

W hen he first entered the law office 
above named, Mr. Judd prepared to fit 
hmself for a trial lawyer, but he soon 
developed such a strong liking for the 
corporation departm ent of the house, 
which probably handles a large per
centage of the stock company organ
ization work of the city and State, that 
he was transferred to that departm ent, 
then under the  supervision of David 
W arner. On the retirem ent of Mr. 
W arner a few m onths ago, to  assume 
a responsible position with Howe, 
Snow & Co., Mr. Judd had become so

proficient in the work of th at depart
ment that the firm put him in entire 
charge of that division of their busi
ness. Those who have had occasion 
to employ this service realize that they 
are dealing with a m aster hand a t cor
poration planning.

Last week an event occurred which 
may change the entire course of Mr. 
Judd 's life. He was offered the posi
tion of Michigan m anager for E. H. 
Rollins & Sons. As this offer came to 
him from his long-tim e associate and 
form er m entor in the law firm, Mr. 
David W arner, he prom ptly accepted 
the position and entered upon the 
duties of his new position Monday of 
this week. T h at he will make good— 
as he has in every other undertaking 
he has ever espoused—goes without

saying. The T radesm an confidently 
predicts a rem arkable success for him 
in his new position.

Mr. Judd was m arried June 29, 1923, 
to  Miss D orothy Leonard. They have 
one daughter, H arriet, now 3 years old, 
and reside in their own home at 440 
M orris avenue.

Mr. Judd a ttends the  Fountain street 
Baptist church and is a member of the 
Peninsular, K ent C ountry and U ni
versity Clubs. H e is a director and 
secretary of the latter organization.

Mr. Judd insists th at he has no 
hobby, unless hard work and close ap
plication to  the business in hand comes 
under that heading. H e is a close 
student and prodigious reader, which 
accounts for his broad and com pre
hensive knowledge on nearly every 
subject he is called upon to  discuss.

One of Mr. Judd’s associates in the 
office says of him: “ Personally, Mr. 
Judd is one of the most affable men in 
the legal profession of the city. H is 
affability is not exerted perfunctorily, 
but is spontaneous, because it comes 
from the heart. H e  immediately puts 
every caller at ease and never does or 
says anything to wound the feelings or 
impair the confidence of his customers 
and co-workers. H e is a worker from 
W orkville and never leaves his desk 
at night until the work is completed— 
and completed to his entire satisfac
tion. I have had the pleasure of watch
ing many young men as they forge 
their way to the front and have never 
seen a man who works along truer 
lines—with his mind set on a certain 
result and keeps it there w ithout de
viation until he reaches the point of 
accom plishm ent—than Siegel Judd. I 
do not think there is a man in Grand 
Rapids who has a more brilliant future 
in store for him than Mr. Judd.”

See Change in Watch Demand.
E arly  evidences of a return  of the 

yellow and green gold watches to 
popularity are seen by m anufacturers 
in reports of jew elers on watch sales 
during the Spring. T he trend away 
from the white gold type, it is predict
ed, will reach m aturity  next year. 
M anufacturers adm it they will hail 
such a change in popular tastes with 
enthusiasm , since the developm ent of 
the chrom ium -plate type of watch has 
been a severe competitive factor. At 
present they are striving to meet the 
competition of chrom ium  plate prod
ucts by urging the consum er to look 
for the stam p “gold-filled*’ on white 
gold w atches in the popular price 
ranges.

Protest Shirt Misbranding.
Com plaints to the Federal Trade 

Commission, together with a request 
for immediate action against offending 
m anufacturers, have been forwarded 
by the Shirting  Fabrics Association as 
a result of the discovery of large con
signm ents of m isbranded shirts in the 
E astern  m arkets. Labels in the shirts, 
i* is claimed, bear exaggerated claims 
as to the count of the fabric. Samples 
of the sh irts collected from stores in 
New Y ork will be forw arded to  the 
Commission with the complaints, W . 
P. Fickett, executive secretary  of the 
Association, said yesterday. The gar
m ents are types made up to  sell at 
special sales.

Siegel W. Judd.
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IN THE REALM OF RASCALITY.

Questionable Schemes W hich A re 
U nder Suspicion.

Tustin, June 17— I am one. who p u r
chased a Bixler jewelry assortm ent 
last fall and have refused to  pay for 
it, claiming that the salesman m is
represented both the line of goods and 
the m anner of doing business. H e 
claimed that they carried in their stock, 
watches such as Elgin and W altham , 
diamonds, etc., but did not include 
these goods in this assortm ent th a t 
they sold in these small towns, as they 
were not equipped to handle them, but 
that any time I wanted anything in 
this line, I could select it from the 
large illustrated catalogue that this 
company would send to me. and either 
bv exchange of any goods th a t they 
had sent in this assortm ent or by regu
lar term s could order these above 
known makes of watches, etc., from 
them.

I wrote Bixlers and they claim that 
they do not issue any catalogue and 
do not have anything in their line ex
cept such goods as were included in 
this assortm ent they sent me.

J. F. Richardson, of E vart. has taken 
this claim for them and I am sum m on
ed there to answer this suit.

If there is any information that you 
m ight be able to give me, in helping 
me tight this bunch of shysters, I 
would very much appreciate it.

M. T. Toland.

Inform ation has come to the Realm 
that the “ International Travel Book,” 
<-f Baltimore, Md., is sending out a let
ter, which in form appears to be a 
questionnaire for the purpose of list
ing information regarding transporta- 
t'on companies. Upon close examin.i- 
t'on  it is found that the box in the 
r ’glit hand corner of the letter contains 
a contract form. W hen the question
naire is signed, therefore, the com
pany seeks to  enforce collection in the 
am ount of $100, covering the In terna
tional Travel Book for tw o years.

Monroe. June 17— In relation to the 
claim of Samuel Silverman, doing busi
ness as Penn State Food Co.. Mifflin- 
burg. Pa., against my client, I beg to 
say that we finally reached an ad just
ment bv the paym ent of $50 to  the 
local attorney for his services as at 
tornev for Silverman. This could not 
have been compelled, but it seemed the 
easiest way of handling it. W e made 
no other paym ent and have been re
leased of every claim. T he original 
Haim against my client was about 
$1,100. N. & G.

W e published the details of this case 
nearly tw o years ago and questioned 
that Samuel Silverman would even go 
into court to enforce his claim. By 
strong-arm  m ethods and m isrepresen
tations Strickler had induced a W est
ern M ichigan grocery house to sign 
notes to the extent of $1,100 in pay
ment for a quantity of stock condi- 
t 'oner. W hen the firm refused to pay 
the notes Silverman resorted to the 
usual bluff of bringing suit to collect 
on the notes. Had the goods and the 
transaction been legitim ate ,of course, 
he would have done so. It has been 
our experience that fakers rarely carry 
out their threat to try  suit in court. No 
doubt the payment of the $50 to be 
relieved of future annoyance was the 
easiest way out for the victim.

K. P. Aldrich, post office inspector 
in charge of the Chicago district, has 
issued a w arning to be on the lookout 
for money order form s stolen from

Chicago. The num bers are 100213 and 
100400 inclusive.

These orders are being draw n for 
various am ounts ranging from fifty 
dollars to one hundred dollars each. A 
man and woman are cashing these o r
ders in hotels and small retail stores. 
H e is described as being th irty  years 
of age, five feet eleven inches, 160 
pounds, dark hair, Jew ish appearance 
and well dressed. The girl is tw enty- 
three years of age, five feet and one- 
half inches tall, 140 pounds, light 
brown hair and appears to  be of Irish 
descent. T he girl is w earing a black 
spring coat trim m ed in m onkey fur, 
blue hat and blue ensemble suit.

This couple has used the names of 
Mr. and Mrs. Jack  Travis, J. Siegel, 
H arry  H irsch  and M arion Bordoni. 
They have been traveling  in a light 
green, coupe style, autom obile; make 
of car and num ber of license plates un
known. A t the time these orders were 
being cashed at Chicago this couple 
was using a Chrysler automobile, 
coupe, model No. 75, with cream col
ored body, black fenders, wire wheels, 
and w ithout license plates.

D anger P o in t of Buying Goods on 
Trial.

I t  is all very well for a retail m er
chant to buy goods on trial, or with 
the privilege of return, if they fail to 
m eet the requirem ents of his trade. 
Frequently , this m ethod of dealing will 
give the m erchant a chance to try  out 
a given line, w ithout the risk of piling 
up unsalable goods upon his shelves, 
and m ay be of m utual advantage to all 
concerned.

How ever, generally speaking, con
tracts of this character are in writing 
and stipulate specifically when, and 
under what conditions, goods so p u r
chased m ust be returned. And, by the 
same token, it is up to the m erchant 
to comply with such term s, or he may 
be held to have accepted the goods by 
his failure so to do.

I here is a real danger point here for 
any m erchant who buys goods under 
trial, or sale or re tu rn  contracts, that 
should never be lost sight of, if he is 
to reap the benefit of such a contract 
of purchase. And, as an illustration of 
how the courts construe contracts of 
this nature, in respect to the duty of 
the m erchant to comply with the re 
turn  conditions therein, the following 
m ay prove of interest.

In one case a retail m erchant 
entered into a contract for the purchase 
of certain goods in the sum of $150. 
The goods bought were to  be given a 
trial by the m erchant, and if they failed 
to  move or appeal to his trade they 
were to be returned to the seller by 
freight within th irty  days. O therwise 
they were to be paid for. T he m er
chant received the goods on M ay 26, 
and on June 22 he decided he did not 
desire to keep them. T his was within 
the th irty  day lim it of the contract, and 
had he shipped the goods back on that 
date he would have been in the clear.

However, the m erchant, it appears, 
had mislaid his contract, and he was 
not entirely clear about its provisions, 
in respect to  how he should ship the 
goods. H e rem em bered th at he was 
bound to reject w ithin th irty  days, so,

with that in mind, he wrote the seller 
stating  that he did not wish to keep the 
goods, and asked for shipping instruc
tions, so that they m ight be returned.

No further action was taken by eith
er party  to this contract until July 15, 
when the m erchant shipped the goods 
back to the seller. T he latter thereupon 
refused to accept them , and demanded 
paym ent instead on the ground that the 
goods had not been returned by freight, 
as required by the contract, within the 
th irty  days named in the contract.

T he m erchant refused to  pay, and 
took the position that, even though he 
did not make the shipm ent within th ir
ty  days, his letter declining to  accept 
the goods w ritten within that time was 
a sufficient compliance with the con
tract. In  other words, that, this letter 
showed clearly th at he did not intend 
to keep the goods, and should be held 
binding upon the seller.

W hen the m erchant took this stand, 
the seller filed suit for the full amount. 
T he trial court, however, decided that 
the m erchant had complied with the 
contract and rendered judgm ent in his 
favor. From  this the seller appealed, 
and the higher court in passing, upon 
the question raised reasoned as follows:

“W here goods are delivered to the 
buyer w ith the privilege of returning 
them  the buyer may revest title to the 
property in the seller by returning or 
tendering the goods within the time 
fixed in the contract, unless a different 
intention appears.

“ In  the instant case the contract pro
vided for return  to be made in a certain 
way, and the defendant (m erchant) 
could only avoid liability for the pur
chase price under the term s of the con
tract by complying w ith its term s and 
m aking re tu rn  shipm ent within the 
period of th irty  days by freight only,

“Such section he did not take, and 
he made no re tu rn  or tender within the 
stipulated time. T he w riting of the 
letter was not equivalent to a tender, 
if a tender could be a compliance with 
the contract. T he pleadings therefore 
show on their face that the defendant 
is liable to the plaintiff for the pur
chase price am ounting to $150, together 
w ith interest.”

So the m erchant was held liable for 
the  goods, simply through his failure 
to comply w ith the contract in respect 
to their return. Truly, a nice case on 
the point involved, and an apt illustra
tion of the im portance of care in com
plying w ith contracts which provide for 
the re tu rn  of goods bought on trial.

Leslie Childs.

Polo Sh:rts  Prove Popular.
Polo shirts in part wool as well as 

pure worsted are expected to  be lead
ing item s in the knitted outerw ear 
field next season, in the opinion of 
dealers who have enjoyed a sizeable 
business in the new garm ents so far 
this year. The shirts, which arc being 
made for both men and women in the 
standard colors in solid grounds, have 
been extrem ely popular on the Pacific 
Coast and have been well received in 
the East. Mills m anufacturing ribbed 
underw ear welcome the new shirts as 
their production affords an opportun
ity to keep m achines from  rem aining 
idle in what would be dull periods.

C orporations W ound Up.
The following M ichigan corporations 

have recently filed notices of dissolu
tion with the Secretary of State : 
Sorensen-Franklin. Inc., Detroit.
Twin City Storage Co.. St. Joseph. 
N ational Fur Corporation. Detroit. 
Yorkshire A partm ents Co.. Detroit. 
Thum b Realty Corp., Port Austin. 
Upton Machine Co.. St. Joseph.
Hom e Products Corporation. Jackson. 
Gotham A dvertising Co., Detroit. 
H erald P rin ting  Co., P o rt H uron.

Feivtoiv
Davis

S
Boyle

v

Investment Bankers
“V

Detroit 
Grand kapids 

Chicago

W e  re co m m e n d  A m e r ic a n  
C o m m o n w e a lth s  P o w e r  
C o rp o ra t io n  F i r s t  P r e fe r 
red S to c k , $7 C u m u la t iv e  
D iv id e n d ,  p ayab le  q u a r 
te r ly  by  check , F e b ru a ry  
1, M a y  1, A u g u s t  1 a n d  
N o v e m b e r  1. E a r n in g s  
o ve r  tw ice  a n n u a l d i v i 
dend re q u ire m e n ts . W r ite  
fo r  c irc u la r .

^ m o r

H U S K
THE TOAST SUPREME

Simply delicious with jam or 
^  A marmalade. Makes a wonder- j l j g  
T jjtj, fu l b reak fast cereal served

with milk or cream. Fine A m  
^ 7  with poached eggs. Booklet 
'J f A in every package gives dozens 

of other tem pting ways to 
p Y  serve. Ask your grocer today.

DUTCH TEA  RUSK CO. ¡tfjSk
HOLLAND, MICHIGAN
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MOVEMENTS OF MERCHANTS.
I.eland—L. C. C outurier has opened 

a first-class m eat m arket here.
Capac— A. G. Jonas, dealer in boots 

and shoes, has filed a petition in bank
ruptcy.

D etroit—The W ilks m eat m arket 
has been opened a t 1209 Artillery 
avenue.

Adrian—M oreland Bros, have chang
ed their name to  the M oreland Oil 
Corporation.

Rosebush—'Gerald J. Sm ith succeeds
E. Gaunt in the grocery business R.
F. D. from here.

Lansing— Carl Fox has sold his gro
cery and meat m arket at 1402 W est 
Saginaw street to Cecil Taylor.

Lansing— H arry  Bond has sold his 
grocery stock and meat m arket a t 424 
W est W illow street to  Floyd W illiams.

Battle Creek— Fay W etm ore suc
ceeds L. E. Downing in the grocery 
and meat business at 407 Maple street.

L ansing—L. G. Richard succeeds J. 
C. Dickinson in the drug and grocery 
business a t 501 F ast Shiawassee 
street.

Kalamazoo— The Kalamazoo Cream 
ery Co., 718 Lake street, has increased 
its capital stock from $200,000 to 
$400,000.

D etroit—Samuel Isberg, proprietor 
of Isberg’s D epartm ent Store, 6255 
W est Fort street, has filed a petition 
in bankruptcy.

Allegan— Albert Maskey has sold 
his billiard parlor, lunch room and to 
bacco store to Albert Swartz, who has 
taken possession.

W ayland— Mrs. Pearl Kelley has 
sold the Kelley Hotel to Ben. F. 
James, recently of Holland, who has 
taken possession.

Grand Rapids—The Lauzon-M orse 
Furniture Co., 44 Ionia street, S. W ., 
has changed its name to the Ralph 
Morse Furniture Co.

D etroit— M. A. L aFond & Co., 631 
W oodw ard avenue, dealer in cigars, 
tobacco, neckwear, etc., has changed 
its name to the L aFond Shops, Inc.

W oodland—The W oodland State
Bank has been incorporated with an 
authorized capital stock of $25,000, all 
of which has been subscribed and paid 
in in cash.

Flint—Zerka & Rassey, who are in 
the grocery and meat business a t 1655 
Ohio avenue, will erect a store build
ing at a cost of $35,000 a t Ohio and 
M innesota streets.

L ’Anse— Ruben J. L undberg has 
opened a departm ent store here for 
the Three W inners Co., which is lo
cated at Calumet and conducts a chain 
of departm ent stores.

Schoolcraft— Clifford M. Crose, for 
the past year m anager of the I. G. A. 
grocery store here, has purchased the 
stock and store fixtures of the A. H. 
Perfect Co. of Sturgis.

G rand Rapids—The M artin Stores 
Corporation, 300 Monroe avenue, N. 
W., has increased its capital stock 
from $200,000 to  $625,000 and 50,000 
shares at $1.56 a share.

W atervliet—The W atervliet H a rd 
ware is opening up a new hardw are 
store in W atervliet. T hey are to  oc
cupy the Carmody building. The 
Michigan H ardw are Company furnish
ed the stock.

M uskegon — Jew elry Departments,

Inc., 1089 Bolt H ighway, has been in
corporated to  deal in jewelry, etc., with 
an authorized capital stock of $10,000, 
all of which has been subscribed and 
paid in in cash.

D etroit— H art Credit Jewelers, 11431 
M ack avenue, has been incorporated 
w ith an authorized capital stock of 
$10,000, all of which has been sub
scribed and paid in, $3,000 in cash and 
$7,000 in property.

H olland—Jack Zwemer, form erly 
connected with the D uer & Zwemer 
H ardw are Co., is opening up a new 
hardw are store in Holland, which will 
be known as the Central H ardware. 
Jack Zwemer will be manager.

M uskegon— The Balbirnie’s, under
takers at 875 Second street, have pur
chased the John T orren t home. T hird 
street and W ebster avenue and re
modeled it into a modern funeral home 
which they expect to occupy about 
Ju ly  1.

Pontiac—Beck-Berg Inc., 279 O ak
land avenue, has been incorporated to 
deal in hosiery and furnishings for 
men and women, with an authorized 
capital stock of $10,000, all of which 
h a s . been subscribed and $9,000 paid 
in in cash.

D etroit — M anufacturers Surplus 
Stores, Inc., 854 Buhl Bldg., has been 
incorporated to deal in radios and 
equipment, sporting goods, etc., with 
an authorized capital stock of $1,000, 
all of which has been subscribed and 
paid in in cash.

Flint—A. S. W atkins, undertaker, 
has merged his business into a stock 
company under the style of Austin S. 
W atkins, Inc., 1614 Clifford street, 
with an authorized capital stock of 
$3,000, all of which has been sub
scribed and paid in in cash.

Laifeing—T he X X th Century Tail
ors, Inc., 125 East Michigan avenue, 
has been incorporated to deal in m en’s 
wearing apparel at wholesale and re
tail, with an authorized capital stock 
of $25,000, $7,100 of which has been 
subscribed and paid in in property'.

D etro it—The C. S. Key D rug Co., 
4766 McGraw avenue, has merged its 
business into a stock company under 
the sty-le of the Keyr D rug Co., with 
an authorized capital stock of $25,000, 
$10,000 of which has been subscribed 
and paid in in property.

D etroit—M aurice’s Poudre & Par- 
fum Shoppe, Inc., 1515 W ashington 
blvd., has merged its business into a 
stock company under the style of 
Maurice, Inc., with an authorized cap
ital stock of 30,000 shares at $1 a share, 
$1,000 being subscribed and paid in in 
cash.

D etroit—The Tie Shop, 631 W ood
ward avenue, has been incorporated to 
deal in cigars and o ther tobacco, con
fectionery and apparel for men and 
women, with an authorized capital 
stock of 100 shares at $10 a share, 
$1,000 being subscribed and $250 paid 
in in cash.

Manufacturing Matters.
D etroit—The Fabrio  P roducts Co., 

1291 W abash avenue, has changed its 
name to  the M ichigan Fabric Products 
Co.

D etroit—The W estern Gear Co., 
3426 Scotten avenue, has changed its

name to the W estern Gear & Machine 
Co.

D etroit—The Swedish Gauge Co. of 
America, 7310 W oodward avenue, has 
been incorporated with an authorized 
capital stock of $50,000, $27,000 of 
which has been subscribed and paid in.

D etroit—The General P lating Co., 
1343 Sherman street, has been incor
porated with an authorized capital 
stock of $15,000, $12,000 of which has 
been subscribed and $3,000 paid in in 
cash.

Pontiac—The Clinton River Cement 
Products Co., P. O. Box 34, has been 
incorporated with an authorized cap
ital stock of 15,000 shares at $1 a share 
and 35,000 shares no par value, $13,500 
being subscribed and paid in in prop
erty'.

D etroit—The Marine Aircraft Cor
poration. 3400 Union T rust Bldg., has 
been incorporated to deal in marine 
aircraft, with an authorized capital 
stock, 10 shares at $100 a share, all 
of which has been subscribed and paid 
in in cash.

D etroit—The Locke-Drakeley Cor
poration, 3123 E ast Jefferson avenue, 
has been incorporated to  deal in engine 
accessories, fuels and oils, with an au
thorized capital stock of $10,000, $4,000 
of which has been subscribed and paid 
in in cash.

D etroit—The Aviation Tool Co., 
3400 Union T rust Bldg., has been in
corporated to sell tools, machines and 
equipment, with an authorized capital 
stock of 10 shares at $100 a share, all 
of which has been subscribed and paid 
in in cash.

Kalamazoo— The Ramisch Tool & 
Die Co., East Kalamazoo avenue, has 
been incorporated to  m anufacture and 
deal in tools, dies and patterns, with 
an authorized capital stock of $25,000, 
$10,100 of which has been subscribed 
and paid in in cash.

D etroit—The Stark Pum p Co., 17128 
Mt. Elliott avenue, has merged its 
business into a stock company under 
the same style, w’ith an authorized 
capital stock of 50,000 shares at $1 a 
share, all of which has been subscribed 
and paid in in property.

D etroit—The M urphy-Bennett Co., 
320 Beaubien street, m anufacturer of 
upholstered articles, wooden articles, 
etc., has merged its business into a 
stock company' under the same style, 
with an authorized capital stock of $25,- 
000. of which am ount $5,027.27 has 
been subscribed and paid in.

Detroit—The D etroit Marine M otors 
Corporation, 847 Penobscot Bldg., has 
been incorporated to m anufacture and 
sell combustion engines, with an au
thorized capital stock of 50,000 shares 
A stock at $1 per share, 100,000 shares 
B stock at $1 per share and 150,000 
shares no par value, $24,000 being sub
scribed and $12,000 paid in in cash.

Benton H arbor—T he Straight-Side 
Basket Corporation, with business of
fices in the Fidelity Bldg., has been in
corporated to m anufacture and sell bas
kets and other containers, with an au
thorized capital stock of 15,000 shares 
no par value, 10,000 shares of A stock 
at $1 a share and 5,000 shares of B 
stock at $2 a share, $20,000 being sub
scribed and paid in, $10,000 in cash and 
$10,000 in property.

Frem ont—The Frem ont Canning Co. 
has added about 600 square feet to its 
office space and is now completing a 
new cooking room  which will increase 
its capacity about 60 per cent. During 
the past year it has completely equip
ped the plant with an autom atic 
sprinkler system  and has made many 
improvem ents in its steam  and power 
system. I t has put in autom atic stok
ers and a turb ine which generates 
practically all the power needed.

Gabby Gleanings From Grand Rapids.
Grand Rapids. June 18— Charles M. 

Heald, form erly President of the rail
way system  now known as the Pere 
M arquette, has returned to Michigan 
for the sum m er from Pasadena and 
will spend the heated term  on his wife’s 
estate near Bangor. H e will be 80 
years old July 5 and Mrs. Heald pro
poses to invite th irty  33d degree Ma
sons to assist him in celebrating the 
event. There are about fiftv 33d de
gree m asons in Grand Rapids.

W ilson H utchins (H azeltiue & Per
kins D rug Co.) left M onday for Kan
sas City to attend the wedding of his 
brother-in-law , which took place Tues
day afternoon. On account of the pre
vailing heat Mr. H utchins will return 
to Grand Rapids immediately after the 
ceremony.

Chas. H. Kinsey, who was engaged 
in general trade a t Caledonia for many 
years, died at the home of his sister 
in this citv M onday. H e was 68 years 
of age. He had been in failing health 
for several vears, bu t his friends hoped 
to see him fully recover his health. Mr. 
K inseys sym pathy, quick response and 
capacity for friendship with his fellow 
men make his loss peculiarly personal 
to all who were associated with him 
in his long and useful career as a m er
chant and citizen.

Gemmen Bros, have sold their gro • 
eery and meat business at 923 and 925 
Alpine avenue to  Louis Vander Veen 
who has conducted a m arket at 40S 
Valley avenue for several years. The 
purchaser has moved his stock and 
fixtures from his Valley avenue store 
to his new location on Alpine avenue. 
Gemmen Bros, have repurchased their 
genera! stock at Bearline, which they 
sold about eighteen m onths ago to 
Neinhuis Bros, and have returned to 
Pearline to  reside. One bro ther will 
live over the store and the other will 
reside on the farm  thev own. one-hah" 
mile W est of Pearline, where they 
maintain a slaughter house for their 
string  butchering business.

I. C. Bradbury, W alter T. W ade, 
Donald M atheson. Robt. Ames. Kent 
Owens, T hom as Hood. W ilson Mad
den and Claude H urd  have voluntarily 
transferred  them selves from the bond 
and stock selling house of E. H. Rol
lins & Sons during the past week to 
the Industrial Co. The N orth  side of 
the Industrial Bank is being re-arrang
ed for the reception of the new in
cumbents.

Eight New Readers of the Tradesman.
The following new subscribers have 

been received during  the past week:
W . N. Irish, Ithaca.
Romainc McCall, Ithaca.
Ohio Chamber of Commerce, Co

lumbus, Ohio.
F. S. Voelker, E vart.
H. L. Shuter, Howell.
Carl Bennett, H am burg.
F. S. Eagle, St. Johns.
E. M. Brewbaker, Lansing.

Rockford—T he Rockford D rug Co. 
has been purchased by M. W . Patrick, 
who has m anaged the Peck D rug Co. 
store in the Grand Rapids T ru st Co. 
building ever since it was opened. The 
purchaser will continue the business 
in his own name,
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Essential Features of the Grocery 
Staples.

Sugar—Jobbers hold cane granulated 
at 5.55 and beet granulated a t 5.35.

Tea—The tea m arket has had a very 
quiet time since the last report. The 
first hands dealers are considerably 
surprised that business is so light. 
Ceylon, Formosa and India teas are 
still selling, but only in small lots. 
Javas are in light request. Prices on 
everything seem to be about the same 
as they were a week ago. The very 
small demand for Japan green teas is 
another factor.

Coffee—The Brazilians have been 
try ing  during the week in every way 
possible to bolster up the m arket for 
Rio and Santos, sold in a large way. 
They have not succeeded very well, as 
the undertone is still quite easy, al
though they have prevented the m ar
ket from going m aterially lower. The 
m arket for all grades of Rio and 
Santos, green and in a large way, re
mains practically the same as a week 
ago. Buyers are buying only what 
they must have and the general situa
tion is unsatisfactory from a holder’s 
Standpoint. The undertone of the Rio 
and Santos m arket is undeniably weak. 
Milds show no special change for the 
week, although the feeling is slightly 
easier. The jobbing m arket on roast
ed coffee is unchanged, except for in
dividual adjustm ents.

Beans and Peas—The m arket for 
dried beans has been dull during the 
past week, with few changes. Early 
in the week pea beans eased off a 
trifle, but continued steady after that 
and in fair demand. T he only advances 
have been of red kidneys and Califor
nia limas, which at this w riting show 
a slight advance. Foreign white kid
neys, on the other hand, are easier and 
slightly declined. Dried peas are un
changed and dull.

Cheese — Cheese m arket rem ains 
about as it has been for the last sev
eral weeks. Receipts are small and 
demand also small, therefore the m ar
ket is about steady.

Canned Fru its— In the gallon fruits 
there is a general scarcity, and a l
though demand is not pressing, there is 
some call for them, and it is often 
found impossible to  fill them . Cherries 
and pears are not easy to  locate, and 
even reaches have reached a com para
tively low point statistically, with very 
firm prices the rule. Fancy crushed 
pineapple and some other grades of 
that fruit are in short supply and hold
ers are in a position to name their own 
prices when desirable goods are held. 
Gallon apricots are also scarce. S tand
ard Southern tom atoes have reached 
the point where it is hard to find any
thing except No. 2s and a limited quan
tity  of No. 10s.

Canned Vegetables— California to 
matoes are about gone and there are 
no unsold supplies in first hands at the 
source. Stringless beans, 1928 crop, 
have been a little easy in price since 
new pack became available, and last 
week’s quotations were $1.15 a dozen 
for prom pt shipment, with hardly any 
demand at that level.

Canned F ish—In the various 1929 
fish packs while the runs have been 
slack for the past m onth, latest post
ing from prim ary points indicate be t

ter catches. On the Columbia River 
salmon fishermen have been having 
more luck in the past ten days, and 
good hauls are expected for the next 
several weeks. Maine sardine canners 
in some sections have been making 
good catches, while those in other dis
tricts complain of continued poor ru n 
ning. O yster canning in Alabama and 
Mississippi has been discontinued 
legally since June 1, and will last for 
two months. Shrimp canning has 
been closed for some time because 
none were being caught. T his year’s 
spring catch was the lightest in years 
in the Gulf States and stocks are prac
tically all sold out of first hands.

Dried Fruits — The turnover of 
prunes has been fair, in both package 
and bulk, considering the tim e of the 
year, but has allowed for no sharp 
price advances. Apricots have been 
going out at the usual rate, as have 
peaches, but stocks are still large 
enough to care for ordinary requests 
of the trade and there is no apparent 
reason to  expect any im portant varia
tion ;n the prices of these commodities. 
N u tlrn g  has be,::, heard this week on 
prb'es for new pack fruits. Coast pack
ers have wired local representatives 
within the last few days that they are 
expecting a more active m arket on 
dried fruits in view of a large export 
demand that is supposed to make itself 
felt in the near future. This, however, 
has apparently  not yet materialized. 
C urrants are unchanged over the week, 
prices being easily maintained because 
there is no pressure to move the com
paratively small stocks on hand here. 
Thei *e is little demand for this fruit 
at present. The latest news on the 
new crop in Greece indicates a crop 
approxim ating in volume that of last 
year. I his is at variance with reports 
circulated last month regarding a very 
short crop on account of last w inter’s 
severe weather, a bit of bullish news 
th at was probably only an imitation of 
California’s true frost scare. O ther 
m inor fruits have been steady in tone 
this week, and buying has been slow.

N uts— M arket fluctuations on spot 
goods have been but slight, and the 
tendency is no more toward the lower 
end of the scale than  the higher. Job
bers report a dribbling of small orders 
from the d istributing trade, which 
only purchases when it has some out
standing shortage or when it needs 
goods to  fill immediate requirem ents. 
M anufacturers buy shelled nuts from 
the local m arket when they need stock 
or when an unusual bargain is offered, 
but demand is generally light. Prices 
on nut m eats are well sustained on the 
whole, and levels are unchanged over 
those that prevailed some weeks past. 
No exciting news has been received 
here by im porters regarding new crops 
abroad during the week. M editer
ranean almond crops are all behind 
time in m aturing, and in some sections 
it appears p re tty  definitely established 
that there will be under-norm al pro
ductions. W ith  the California crop 
cut down, alm onds will be in short 
supply next year, and high prices will 
probably be the  rule.

Salt F ish—T he first arrivals of new 
Irish salt m ackerel were in the New 
York m arket yesterday. They are thin 
fish of good quality and will probably

bring around $18@20 a barrel. They 
are m ostly 3s. T he m arket on last 
year’s fish is unchanged over the week. 
M ovement has been light and demand 
has not been great on account of the 
limited offerings. The 1928 catch has 
pretty  well sold up. No American 
mackerel is being cured yet, as the 
fish is being sold fresh.

Syrup and Molasses—The m arket for 
sugar syrup has looked up a little dur
ing the past week, although no material 
advance has occurred. T he cause of 
the firmness is limited production. 
Compound syrup is entirely unchanged 
from  a week ago. Dem and is quite 
light and nobody is buying in large 
lots. Molasses is selling fairly well 
for the season at steady prices. De
mand is quite small, however.

Review of the Produce Market.
Apples— H arvest, $2 per bu.
A sparagus— Hom e grown, $1.10 per 

doz. bunches.
Bananas—6j4(S)7c per lb.
Beets— Hom e grown. 60c per doz. 

bunches.
B utter—T here is a great deal of un- 

degrade bu tter about which is not 
wanted and which has been easy iti 
price throughout the week. Fine cream 
ery bu tter is not abundant and the 
demand wants it. Jobbers hold prints 
at 45c and 65 lb. tubs at 44c.

B utter Beans—30 lb. ham per from 
Texas, $3.50; Climax basket, $1.75.

Cabbage— New from  Texas, $1.65 
per 60 lb. crate.

Cantaloupes—'California stock is held
as follows:
Jum bos, 45 ____________________ $5.50
Jum bos, 36 _____________________ 5.00
F lats ___________________________ 2.25

C arrots— Hom e grown, 40c per doz. 
bunches.

Cauliflower—$3.25 per doz. for Calif.
Celery—Florida comm ands $1.20 per 

bunch or $6 per crate.
Cherries—$3.50 per box for Calif.
Cocoanuts—90c per doz. or $7 per 

bag.
Cucumbers—$3 for 2 doz. box fancy; 

$3.25 per bu.
Eggs— Fine fresh eggs are not com 

ing forw ard in sufficient supply to en
tirely meet the demand and there have 
been two or three small fractional ad
vances during the week. L ater in the 
week, however, this advance was lost 
by an increase in the receipts and which 
was alm ost immediately accompanied 
by lessening of in terest on the part of 
buyers. Jobbers pay 28c per doz. for 
fresh candled stock.

Dried Beans—M ichigan jobbers are 
quoting as follows:
C. H. Pea B e a n s --------------------- $9.40
L ight Red K id n e y ----------------------- 8.811
D ark Red K id n e y ----------------------- 9.50

E gg P lan t— 15c apiece.
Garlick—23c per lb.
Green Corn—50c per doz.
Green Onions— Shallots, 40c per doz. 
Green Peas—$3.25 per ham per for 

Calif.
Green Peppers—60c per doz.
Lem ons— Ruling prices this week 

are as follows:
360 Sunkist ------------------------------- $8.50
300 S u n k is t---------------------------------- 8.50
360 Red Ball ___________________ 8.50
300 Red Ball ------------------------------8.50

Lettuce— In good demand on the fol
lowing basis:
Im perial Valley, 4s and 5s, crate $6.00
Im perial Valley, 6s -------------------- 5.50
H ot House leaf, per b u . ------------ $1.40

Lim es—$1.25 per box.
M ushroom s—65c per lb.
O ranges—Fancy Sunkist California

Valencias are now on the following
basis:
126 ____________________________ $7-25
150 -----------------   7.25
176 ____________________________  7.00
200 ____________________________  6.50
216 ____________________________  5.75
252 ____________________________  5.00
288 ____________________   4.50
324 _____________________________ 4.00

Onions—Texas Bermudas, $2.25 per
crate for yellow and $2.50 for white.

Parsley—$1 per doz. bunches.
•Pieplant'—Hom e grow n is now in

m arket, com m anding $1.25 per bu.
Potatoes—$4.50 per bbl. for North

Carolina stock: $5 for Virginia.
Poultry  — W ilson & Company pay

as follow s:
Heavy fowls -----------------------------  25c
L ight fowls -------------------------------  22c
Heavy Broilers --------------------------  32c
L ight B r o i le r s ------------------ 2------- 20c

Radishes—20c per doz. bunches.
Spinach—$1 per bu.
S traw berries—-Home grown, $2,506? 

2.75 for 16 qt. crate.
Sweet Pota toes—$3 per ham per for 

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

from California: four 6 lb. basket crate 
from Texas, $2.

T urn ips—75c per doz. bunches for 
Florida.

Veal Calves — W ilson & Company 
pay as follows:
F a n c y ------------------------------------------ 21c
G o o d ___________________________  17c
Medium -------------------------------------  14c
P o o r _____________________________ 10c

W aterm elons—40@50c for Florida 
grown.

H arry  Price, of H otel D urant, Flint, 
is visualizing a chain of smaller coun
try  hotels in Michigan, by erecting 
new ones at Coldwater. Pontiac and 
P o rt H uron th is season, and taking 
over the operaton of the new Jam es 
Oliver Curwood Hotel, which is under 
construction a t Owosso.

W e now  in v ite  you to  in sp ec t th e  finest cold s to rag e  p la n t in A m erica. 
W e h av e  C h arle s  A. M oore V e n tila tin g  S ystem  th ro u g h o u t th e  bu ild ing  
enab lin g  u s  to  eh an g e  th e  a i r  ev ery  seven  hou rs.

W e also  c a r ry  a  com ple te  line  o f fresh  f ru i ts  an d  v eg etab les  a t  a ll tim es. 
W on’t  you p a y  u s  a  v is i t  upon y o u r n e x t tr ip  to  G rand  R apids.

ABE SCHEFMAN & CO.
COR. W IL L IA M S ST. A N D  P E R E  M A R Q U E T T E  RY.. G RAND R A PID S
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Independent Retailers W ill Master 
the Situation.

T he Louisville Survey for the 
years 1925-1926  and  1927 show 
ed tha t 1,080 stores passed ou t of 
the  retail grocery business in 
Louisville, K entucky, a  city of a p 
proxim ately  2 50 ,000  population  
and, no doub t, w ere rep laced  w ith 
a t least as m any m ore syndicate 
stores.

This startling  revelation  is the 
condition in only one city. In 
o rder to  get a  real vision of the 
w hole p icture it will b e  exceeding
ly interesting to  know  the to ta l 
num ber of pass-outs in all the  
larger cities in the U nited  S tates 
and  these figures I have been  as
sured will b e  available a t a  la ter 
date.

T he pass-outs in the retail g ro 
cery business no d o u b t represen t 
those w ho w ere inefficient or eas
ily discouraged and  had  w hat 
fighters term  as yellow  streak.

In one of Mr. S tow e’s editorials, 
which w as prom inently  rep ro 
duced in the N ational Bulletin, he 
states “ th a t individual initiative 
has never been  and  will never be 
stifled or th ro ttled  by econom ic 
developm ent. No m atte r how great 
the trend  tow ard  mass distribution 
and  selling, there will always be  
room  for the individual who really  
is an ind ividual.”

I heartily  agree w ith Mr. Stowe 
and believe the  surveys being 
m ade, will stir the retail industry 
to  a fuller realization of real con
ditions and  will result in careful 
analysis of their shortcom ings and  
th a t their initiative will b e  applied  
in reclaim ing their position in the 
food dstributing  field.

O ne of the  ou tstanding a t
tem pts of reta ilers tow ard  recoup
m ent has been  the developm nt of 
collective advertising and  co -oper
ative buying groups. Som e of 
these have been  fairly successful, 
while a g reat m any have been  to 
tal failures, bu t the m ovem ent as 
a w hole I believe will accom plish 
much in arousing the w holesalers 
to  realize th a t much of the re 
sponsibility for p resen t conditions 
rest w ith them .

T h e  retailers in the past d e 
pended  and  relied upon their jo b 
bers w ho w ere considered the 
m asters of the  industry. T he syn
dicates invaded  w ith a  b o m b a rd 
m ent of price selling an d  sold the 
consum ing public on the  idea their 
trem endous buying pow er and  
econom ical retailing m ethods 
m ade sam e possible.

T he jobbers m ade practically  
no effort to  supply  the  retailers 
w ith am m unition and, as a result, 
the retailers w ere either obliged to 
re trea t o r supply their own am 
m unition.

It w ould b e  exceeding folly to 
deny  th a t the retailers m ust have 
jobbers and  th a t the  jobbers m ust 
have retailers. T h e  system  is 
sound and  is practically  the  sam e 
in use by  the syndicates w ith the 
exception, syndicates opera te  b o th

and  h av e  elim inated non essen
tials.

T he tim e is ripe for jobbers to 
have  a p a rt in the organization of 
retailers, assist in showing them  
their short com ings, m ake store 
appeal a  serious study, help p lan  
their advertising unselfishly to  off
set the  general opinion th a t the 
syndicate stores can outsell the in
d iv idual ow ned stores and  encour
age com peten t book-keeping sys
tems, so th a t the retailer will a l
w ays b e  in position to analyze his 
ow n business an d  know  a t all 
tim es the departm en ts in his store 
l^hich are actually  showing a profit 
instead of w aiting for the annual 
inventory  a t the close of each 
year, w hich is o ften  too  late.

T he reta ilers are going to  m as
ter the situation and  these busi
ness m ethods sooner o r later, bu t 
if com pelled  to  secure sam e on 
their ow n initiative and  their own 
resources, it will require m ore 
tim e and , no doubt, will lead  to  a  
m ore general adop tion  of the syn
d icate p lan  of operating  b o th  
b ranches w holesale as well as re 
tail, and  which can b e  avo ided  in 
no sm all m easure.

H erm an  H anson, Sec y.

How the World Looks To a California 
Observer.

Los Angeles. June 14—Naturally 
the iron w orkers of Chicago had to go 
on a strike. The citv was carrying out 
a nice building program  extending well 
tow ard $300.000,000 and conditions 
were improving. Zip O ut go the 
iron workers. The irony was that they 
struck when the iron was hot. There 
was no particular reason for a dispute, 
hut while they were out they decided 
to ask for $14 a day and a five year 
contract. T he employers would give 
them $13, but that was not enough. 
The trouble is th at in anv union all 
workers are classed alike, although 
there is a vast difference in jobs. The 
riveters who are on the perilous fron t
iers of the big jobs are entitled to  big 
pav, but the w orkers who merely pack 
iron rods in cement bases should be 
in an entirely  different class. Yet un
der the union schedule they all demand 
the same pay. But labor leaders who 
call strikes in Chicago are playing 
with fire. As in California builders 
now see the beginning of the end. The 
open shop is the coming institution. In 
the city of Los Angeles you will see 
little evidence of unionism and yet it 
was here that the tragic fight was put 
up which landed Mooney and others 
in the penitentiary.

And speaking of unions, the m usi
cians have certainly made a mess of 
their affairs in this region. By new 
processes employed in the m anufac
ture of films, whereby the elem ent of 
sound has been introduced, the use of 
orchestras is superfluous. The music 
is produced with the film. But the 
musicians union couldn’t see the point. 
They proposed to compel the operator 
of a movie theater to  employ a certain 
staff of jazzers, w hether they had any 
use for them  or not. They took the 
m atter into the courts, but the judges 
frowned upon their efforts to  the ex
tent of denying any form of relief. 
Then they made an appeal to the 
A ctors Equity  organization in a con
tem plated effort to call a strike of 
screen stars. This the producers very 
prom ptly nipped in the bud by issuing 
a statem ent to  the effect that they 
would hail with exceeding great joy 
any attem pt by the said stars to  walk 
out on them, as they were already em
ploying too many of them  to make a

great deal of money out of their ac
tivities.

W hen the re-apportionm ent bill 
came up in the United States Senate 
the other day sixteen noble and law- 
abiding solons calmly voted to violate 
the law. They were against giving 
voters a fair representation in Con
gress; they were against the constitu
tion which they had sworn to uphold 
—and they were brazen enough to do 
their law breaking in the shadow of the 
National capitol. I would suggest that 
President Hoover’s crime commission, 
try ing  to  find out why there is so

much disrespect for the law, subpoena 
these sixteen senators and find out 
just why they propose to  flout the con
stitution.

The labor party  in E ngland attributes 
most of its gains to  the votes of the 
young women who availed themselves 
of the privilege for the first time. 
There were several millions of them 
and they did not hesitate to  take a 
whack at the governm ent and the Con
servatives. W hether they will repeat 
these tactics is som ething which must 
be determ ined later. Ju s t now thev 
are waiting to see w hat will happen.

BIGGEST JULY 4 CELEBRATION 
IN WESTERN MICHIGAN 

AT RAMONA PARK
(R eed ’s Lake, Grand R apids)

Old Fashioned Celebration! Morning to  M idnight!

F R E E  —  M ANY A TTR A C T IO N S —  F R E E  
G rand  Firew orks Display! D ouble B alloon A scension and  
P arachute Race! A irp lane P arad e  an d  Races! Spectacular 
Night Flying by  A irplanes Illum inuated w ith 50 ,0 0 0  C andle- 
pow er Lights! O ldtim e Contests, Prizes for W inners! Big Pic
nic in G rove, F ree A ccom m odations! A m ple  P ark ing  Space! 
A nd  O ther Enjoym ents!

KEITH VAUDEVILLE —  RAM ONA TH EATER  
D aily M atinee, 3 p .m ., 10, 20 & 30 Cents. Children 1 0  Cents 
A ny Matinee. Nights, 8 :30 . Seats R eserved.

THE RACCOONERS A T  RAM O NA G ARDENS  
“ W onder Boys of Music” ! Best F loor! P opu lar Prices!

V a c a t io n  t im e  is 

a p p ro a c h in g
H ave you considered the advan tages of an  

agency account)

W e can relieve you of all the rou tine care of 

your securities. W hether a t hom e o r aw ay, you 

will always be  ab le to  take ad v an tag e  of sud 

den  opportunities in your investm ent situation, 

as your instructions for sales o r transfers will 

b e  prom ptly  executed.

GRAND RAPIDS TRUST CO.
Grand Rapids, Michigan
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M any of us will rem em ber that orig
inally the labor party  in England was 
not in favor of giving women the right 
to vote.

Looks as though Congress may 
finally change its schedule so that a 
successful candidate mav finally be 
inducted into office during the term  
of his natural life, fust a t present a 
Congressm an elected in Novem ber of 
one year does not reach the goal of his 
ambition until December of the fol
lowing year, unless a special session 
should lie called after M arch 4. In  a 
period of thirteen m onths the issues 
upon which a candidate was originally 
elected may have changed or in some 
way disposed of, and he has had m ost 
of the pep extracted from his program  
of entry to the national bodv.

There m ight have been, at one time, 
a legitim ate reason for delay in the 
seating of representatives, or even in 
the date of inaugurating the chief 
executives, but nowadays when the re
sults are known alm ost before the 
polls close, there is no valid reason 
why their induction into office should 
not be on New Years day.

A nother reform in National affairs 
would be the abolishm ent of secrecy 
in the confirmation of presidential ap
pointm ents. A leading staff corre
spondent in W ashington who by a co
incidence used to  be a p rin ter’s devil 
in an Iowa print shop, and whom I 
knew well at that time on account of 
my period of salesmanship with a sup
ply concern, has taken up the fight to 
compel the senate to do its dirty  work 
in public. Such cases as that of Sen
ator Lenroot, of W isconsin, an acci
dent in the senate, discredited bv his 
own constituency, and with as little 
knowledge of the law as an infant 
could not happen if the seal of secrecy 
was removed.

There is much comm ent over P ro 
fessor R ogers’ position on what has 
been term ed “snobbery” but I am in
clined to  the belief that the professor 
is not so far off in the main.

Snobbishness is another form of am 
bition—in fact it is a very practical 
form of ambition—and your uplfiter is 
very strong on ambition. Snobbish
ness prevents both men and women 
from being content with the company 
of their inferiors. Dem ocracy is a 
good thing, but has its limitations. 
Snobbishness induces the lowly to try  
and hitch their wagon to a star. W e 
most of us realize that the prizes in 
earthly existence "o  to  those who are 
snobs, or whose ancestors were.

The men in line for prom otion in 
any business office are the one^ who 
put on a front, who let the world know 
they are as good as—if not a good deal 
better than—their com petitors, the 
men whose wives are the social climb
ers. Good salesmanship calls for ex
pert “snobbishness”—the power to im
press the crowd with the idea th a t you 
and your goods are much more im
portant than  they really are. In  short, 
the go-getter has to  be a snob. H is 
slogan m ust be, “ I am a better man 
than you.” And a “better than  you” 
man is to my notion, preferable to  a 
“holier than thou.” T he last named 
are wearisome.

Every once in a while someone 
clamors for a new system  of handw rit
ing, and I confess th at when I  oc
casionally look over some of my own 
chirography and think of th at of some 
of my friends, I feel th at such a 
“clam or” is justifiable. T he typew riter 
has helped, but there are many oc
casions where they  cannot convenient
ly be employed, which often necessi
tates the calling in of oriental in ter
preters, as a means of preventing the 
employment of cuss words. Poor 
handw riting is an all too common hu
man frailty. I t  may or m ay not be 
due to some fault in our educational

structure, the same as orthography, 
which keeps m any in hot w ater much 
of the time.

W hat we m ust have is a system  
which will neutralize the inroads of 
nervousness in the application of the 
pen. Something, for instance, as em 
ployed by the movie star who indicts 
a full page of m anuscript, perfectly 
executed, in the movement of an eye
lid.

Next week Los Angeles is to be 
placed within one day of Chicago— 
23 hours to be exact. One can leave 
here after breakfast, partake of dinner 
in Kansas City or Om aha and be in 
Chicago for breakfast the very next 
day. T here is already a double daily 
service in handling the mails, which 
are conveyed to Chicago in twenty- 
four hours by exclusive air service, 
but under the new program , the pas
senger will spend the night in a Pull
man berth on a real honest-to-good- 
ness railroad. Now let’s turn back the 
pages of time and take a squint at 
Jules V erne’s “Around the W orld in 
E ighty  Days.” If th a t doesji’t seem 
sufficiently reminiscent, try  Emerson 
H ough’s “Covered W agon.”

Frank S. Verheck.

Changes in the Corset.
Corsets in the new mode are scarce

ly entitled to the name, for they differ 
entirely from the old-fashioned article. 
T he latest model is a step-in which 
covers the figure as any combination 
does with the various decollete lines. 
I t  is a supple, boneless creation of fine 
silk, satin, crepe, lace and net, finished 
at the top with an edging of ribbon 
and at the bottom  with a lingerie or 
lace frill and slashed, with inset lace, 
net or elastic, which converts the 
lower part into panties.

Some of the new designs of this 
style—foundations as they are called 
in some shops—extend only from the 
waist down, the bandeau worn sepa
rately. O thers are molded to cover 
the bust, and the neckline is cut to 
m atch the different styles of gowns. 
One that is especially designed for hot 
w eather is made of fine flesh pink net, 
of double or triple thickness, with soft 
elastic set in the sides and form ing the 
girdle. The bandeau is made of net, 
glove silk and elastic, and is held with 
satin ribbons over the shoulder.

Brassieres this season are either 
quite plain, of silk jersey, glove silk, 
crepe, in flesh tint or a color to match 
the panties, or they are made of lace 
and sometimes combined with ribbon. 
Shirring is often used instead of the 
usual elastic. Some models are made 
all of latticed ribbon.

Step-in girdles will be worn by the 
slim and youthful this Summer. They 
are fashioned of rayon or silk, with 
panels front and back joined to elastic 
at the sides and widening over the 
hips. M any of the fancy girdles are 
shaped to  give at least a little support 
in front, while having nothing above 
the belt a t the back. G arter elastics 
are attached. One style that serves as 
a g a rte r belt is narrow  but shaped to 
fit com fortably and firmly over the 
hips.

A good business man is neither an 
optim ist nor a pessimist, but one who 
insists on getting  all the facts in a case 
before reaching a decision.

A business man succed in propor
tion to his ability to  satisfy the de
sires of his customers.

B U Y  JO B S
and make

P R O F I T S

W e have on hand Job 
Lots of R egular Goods 
—Standard  Lines of 
M e r c h a n d i s e

Shoes and Furnishings

If you w ant to meet 
and overcome chain 
store com petition by 
u n d e rs e l l in g  th e m , 
come in and see us

Jobbing Department 
MERCHANTS CLEARING HOUSE

W HOLESALE AUCTION
176 East Jefferson A ve. Corner Randolph

W holesale and  retail stocks of m erchandise sold by auc
tion every  T hursday.

L. LEVIN SO H N , buyer and  liquidater 
H. J. GILLES, auctioneer

T elephones —  Clifford 1364 —  C herry 0380

M ANUFACTURERS ATTENTION
W e take goods on consignm ent. F or quick disposal get in 
touch w ith us.
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HOOVER S GREAT VICTORY.
T here is no m istaking the .sig

nificance of the g reat victory of P resi
dent H oover on the debenture pro
posal. Farm  relief has been recog
nized on all sides as the m ost ticklish 
question confronting Mr. Hoover, 
either as candidate or as incoming 
President. H is handling of it was ad
m ittedly to be a test of his political 
sagacity.

D uring the campaign he met this 
issue in much better fashion than did 
Governor Smith. He boldly rejected 
the equalization fee and thus risked 
the loss of a considerable num ber of 
votes in traditionally Republican states 
in the Middle W est. But his general 
attitude on farm relief, coupled with 
his reputation for getting  to  the bo t
tom  of things economic, was evident
ly more agreeable to  the farm ers than 
was Sm ith’s equalization fee fumbling. 
And so H oover won the first round of 
the farm  relief battle.

T he real test, however, was to  come. 
W as H oover’s victory in the campaign 
to be followed by victory in the legis
lative struggle over the problem or in 
the crucial part of the fight was he to 
justify the taun ts of his enemies w ith
in and without his party  that he was 
lacking in political skill?

In the House he won an early and 
one-sided trium ph by the passage of a 
farm -relief measure w ithout the deben
ture provision, which had been devised 
to  take the  place of the discredited 
equalization fee. But the Senate, after 
protracted discussion and strenuous 
efforts by both sides to  m uster the 
greatest possible strength, defeated the 
House bill, although by a narrow  m ar
gin.

H ere was the decisive moment. 
W ould H oover show himself the auto
crat he had been pictured as being and 
a ttem pt to  save his A dm inistration 
from  a dam aging blow by cracking the 
whip over the heads of the recalcitrants 
in his party? W ould he shrink from 
any display of activity O r would he 
taken a hesitating course which would 
prove his awkwardness in the political 
game?

H e did none of these things. After 
issuing a vigorous but good-tem pered 
condem nation of the Senate’s action 
he called a conference of the Repub
lican campaign leaders in H ouse and 
Senate attended also by two mem bers 
of his Cabinet, and told them  th a t the 
farm -relief bill would have to  become 
law*. But how? One m ight have sup
posed th at the practical method of ac 
complishing a result of this kind would 
have been suggested by some m em 
ber of the conference wise in the ways 
of politics. But it wasn’t. The solu
tion came from Mr. H oover himself. 
H is suggestion was th a t the House 
vote on the debenture proposal, defeat 
it and put the question of farm  relief 
squarely up to  the Senate. H e was at 
once assured that if this were done the 
Senate would recede from its position, 
and this assurance was confirmed by 
Senator Robinson, the Dem ocratic 
leader.

Mr. H oover has won the first fight 
of his Adm inistration, a fight of the 
utm ost im portance for his leadership. 
N othing less than his political prestige 
was a t stake. And he has won it by

his own stroke. T he party  chieftans 
were baffled by the situation. Possibly 
some of them  secretly rejoiced at the 
box in which the politically inexperi
enced engineer found himself. If they 
did, they are saying no th ing  about it. 
There would be no point to-day in 
poking fun at the political ineptitude 
of H erbert Hoover.

SKYLARKING FOR ALL.
T he future of aviation is a fascinat

ing subject. If few of us are qualified 
to consider it with any real knowledge 
as a background for our prophecies, 
that m atters little. Edison was an 
authority  on electricity when he was 
experim enting with incandescent lamps, 
moving pictures, talking m achines and 
a few other of the commonplaces of 
to-day, yet fifty years ago neither he 
nor anyone else could have foreseen 
the m odern development of his inven
tions. So it is with what the future 
holds for the airplane.

Am ong those whose enthusiasm  for 
flying and confidence in its develop
m ent know no limits Bruce Gould, 
aviation expert has placed ihmself in 
the van through the publication of his 
new book, “Sky L arking.”

T he air age will be ushered in before 
the end of the next half century, he be
lieves, and “workmen will fly to their 
work as they now m otor.” Gigantic 
flying boats carrying a thousand pas
sengers will then cross the A tlantic so 
fast that the passenger will be aware 
of their speed “only by the fact that 
he can go to sleep one night in New 
York and wake up in London or Paris 
the next m orning.” If his destination 
should be inland, smaller aircraft,- or 
perhaps autogiros capable of landing 
him on the roof of his apartm ent or in 
front of his door, wil lbe used to com 
plete his journey.

Far be it from us to suggest that 
these utopian dream s m ay not m a
terialize. Faith  and not skepticism 
rules the scientific world, and the pres
ent epoch shows clearly enough the 
futility of holding that there is any 
limit to m an's ingenuity in conquering 
the air and space. But we m ust admit 
that we are not yet entirely convinced 
that the next fifty years will find air
planes quie so safe and so general or 
of such trem endous size and speed as 
Mr. Gould would have us believe.

I t may be that his enthusiasm s are 
a little too strong for those of us who 
perforce still have our feet on the 
ground. F o r instance, in his panegyric 
on the joy of skylarking, when “the 
clean wind plucks a t the heartstrings 
and sets them  throbbing to  some 
strangely satisfying celesial music of 
the spheres,” he forgets one thing. 
Some people get air sick.

AVIATION AS A CAREER.
W ith the closing of schools and col

leges a host of youngsters will make 
tracks for the nearest flying field and 
make application for a job. A nother 
host will turn to the flying schools and 
sign their savings away for a few hours 
of ground school and student flying, 
at the end of which they hope to be 
well set toward a pilot’s license. Such 
airm indedness is epidemic among 
those of the younger generation whose 
natural tendency to hero-w orship and 
appetite for practical mechanics make

aviation almost irresistible to the 
young idea.

There is no profit in urging an ambi
tious youngster to keep his feet on the 
ground. Youth is the age for big 
dreams and bold deeds, and aviation 
means both to the eager hopefulness 
of a boy. But hard facts must be con
sidered, and both the cost and the 
chances counted if disappointm ent and 
hardship are to be avoided by those 
who seek a career in the air.

The aviation industry needs pilots 
and skilled workmen. The production 
of aircraft, in fact, is in danger of ou t
stripping the production of men who 
can fly them, and every extension of 
air travel and traffic increases the op
portunities. This is one side of the 
story and the cheerful side.

But the boy who yearns for his 
wings m ust know the whole story if he 
wants to avoid wasting his tim e and 
money. He should study the regula
tions of the D epartm ent of Commerce, 
which prescribe the hours of actual fly
ing necessary to secure a license that 
means something. The men who fly 
the mail or the air transports must 
hold a license which requires 200 hours 
of previous flying, and there is a strong 
likelihood that this number will be in
creased. Furtherm ore, no transport 
company would employ a pilot on the 
basis of this minimum of experience.

To obtain the requisite experience 
the student must either own his plane 
or pay for post-graduate flying beyond 
the course offered at the minimum 
figure or pick up flying time by long 
association with some aviation enter
prise. The first two methods are ex
pensive, costing as much as the train 
ing for some of the white-collar pro
fessions. The last depends upon the 
slim chance of getting the right sort 
of job at the right sort of flying field 
in competition with thousands of 
others who would like to  have it.

Good pilots are indeed scarce, but 
that is because it takes long and ex
pensive training to make good pilots. 
T he schoolboy who sinks his savings 
and his sum m er vacation in a few 
hours of student flying and can go no 
further with his ambitions has done 
himself and aviation little service. He 
may have a good time out of it, but he 
will still be a long, long way from the 
air-mail cockpit.

NO AGREEMENT ON OIL.
So far as any definite agreem ent is 

concerned the net result of the N ation
al oil conservation conference a t Colo
rado Springs is nothing. The m ajor 
oil producing states accepted President 
H oover’s invitation to  send their gov
ernors or o ther representatives to  the 
m eeting for the purpose of discussing 
the curbing of overproduction and 
waste by means of uniform state laws. 
I t was their conference, some 300 oil 
men and several Federal officials being 
in attendance merely as interested 
parties or in an advisory capacity. But 
the states could not agree among 
themselves. Therefore there was noth
ing to do but adjourn the conference, 
to meet again at the call of the P resi
dent.

The differences revealed are funda
mental. President Hoover advocated 
a conservation agreement based upon 
uniform  sta te  laws, enforced uniform 

ly by some such body as a joint com
mission and ratified by Congress. Ap
parently Pennsylvania and California 
alone favor this plan. T e^as and Okla
homa, which with California produce 
85 per cent, of the country’s petroleum 
output, demand th at Congress act first. 
The public land states, chiefly in the 
M ountain W est, apparently  will not 
agree to any conservation plan that 
does not lift the P residen t’s restrictions 
upon drilling on Governm ent reserves.

Opinions vary about w hether the 
conference served any purpose at all. 
The most cheerful view is that it at 
least marked the “beginning” of a con
servation movement. But it is clear 
that such a m ovem ent cannot get very 
far until the states are willing to sac
rifice their selfish claims. This they 
may be unwilling to  do unless the 
alternative of Federal regulation be
comes imminent.

DRY GOODS CONDITIONS.
W ith a broadening demand for sea

sonal needs, retail volume so far this 
week is reported as quite satisfactory. 
Some wide variations in w eather con
tinue to  be experienced in different 
sections of the country, but results as 
a whole rank very nearly with the best 
so far this year, E aster business ex
cepted. T he stores find th at the ear
lier nibbling a t dress accessories has 
spread out to  substantial buying of 
Summer, vacation and travel needs, 
with good activity on home furnish- 
ings.

D uring the week the figures on de
partm ent store sales for last month 
were issued by the Federal Reserve 
Board. These showed about what was 
expected to result from  the unfavor
able w eather of th a t period. In  the 
aggregate, departm ent store sales in
creased 2 per cent, over the same 
m onth last year. How ever, the results 
were very spotty  and ranged from a 
gain of 6 per cent, in the Boston dis
trict to a drop of the same am ount in 
the K ansas City territory . T here were 
245 stores th at reported losses as 
against the 216 wrhich enjoyed gains.

W ith the opening of Fall apparel 
lines the num ber of buyers in the m er
chandise m arkets is forging ahead. 
The new offerings are comm ented up
on for their feminine form ality, a fresh 
note after the long vogue for simple 
and ra ther m asculine designs. If these 
fashions prove successful m any indus
tries will benefit. A t present, the sun 
design effects are proving quite a 
stim ulant to business even though they 
may appear to be cutting  down the 
use of m aterials to a minimum.

Business in m en’s straw  hats has 
been increasing steadily, with reorders 
coming through for both sennits and 
body hats. T he situation a t this time 
shows a m arked im provem ent over the 
notably poor business done in the  past 
two seasons. T he streng th  of the de
mand for stiff hats has proved an un
qualified surprise to  the trade and 
deliveries have been hard to  obtain for 
several weeks now. O w ing to  the 
carry-over of the preceding years ad
vance stocks prepared were quite light, 
resulting in a shortage. Body hats, 
including Panam as, have done well, 
but possibly not to  the extent expected 
because of the renew’ed interest in stiff 
hats.
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OUT AROUND.

T hings Seen and H eard  on a W eek 
E nd Trip.

I t is worth a trip to M uskegon to  
see the rem arkable activity which pre
vails in every departm ent of that 
growing metropolis. It is a som ewhat 
smelly city on a Saturday afternoon. 1 
presume the good people of M uskegon 
do not notice the peculiar arom a which 
prevails much of the time, but the odor 
of decaying wood in the lake, the 
pungent smell from the stacks of the 
great foundries and the scent of the 
raw product around the oil wells pro
duce a combination which is impos
sible to describe. So long as all these 
features are conducive to business and 
add to the greatness and glory of 
Muskegon, why need any citizen worry 
over the trifling annoyance felt by a 
stranger as he passes through the 
city? If he doesn't like the odor he 
can pass on or settle down and become 
acclimated to it. Odors, noise, con
fusion, traffic jam s and personal in
convenience are all penalties of g rea t
ness.

I was pleased to find the retail m er
chants of M uskegon in better mood 
than they have been for years. B usi
ness conditions have certainly im prov
ed much during the past few months, 
judging by the voluntary statem ents 
I received from dealers in all lines re
garding the present situation. Labor 
is now fully employed at exceedingly 
rem unerative wages. There is only 
one strike of any consequence going 
on. T he men in one of the minor 
foundries recently walked out over a 
difference of opinion as to wages. The 
foundry is not suffering any incon
venience by the strike because its cast
ings are being made by non-union 
foundries in Grand Rapids.

Since they have succeeded in g reat
ly damaging the cement pavem ent on 
U  S 16, between Grand Rapids and 
Grand Haven, heavy trucks with solid 
tires (like those used by the Goodrich 
T ransit Co.) have diverted their route 
to Grand Haven, to M SO and U  S 31. 
This pavement is already beginning to 
show the effect of these pavem ent de
stroyers. It is very unfortunate that 
the last Legislature should have frit
tered away so much tim e on utterly  
useless legislation and failed to  enact 
a law prohibiting the use of cement 
pavements by hard tired trucks. W hat 
is the use of putting good money into 
good roads only to see it u tterly  w ast
ed in a few months? Of course, I have 
my own opinion of any man or set of 
men who engage in piratical business 
of this kind. M ight as well hold a 
man up with a gun as to ruthlessly 
destroy property he has created and 
paid for in this manner.

As I have previously stated, I like 
George W elsh, our new city manager, 
because of his pleasant personality, al
though I have no use for the type of 
men who foisted him into office and 
who will use him as a cat’s paw to 
further their nefarious ends. On the 
theory that we ought to give the devil 
his due, however, I wish to congratu
late him on the dismissal of the man

Sperry from the public office he has 
rattled around in for several years. 
This m an has no conception of the 
proper province of a public servant. 
Instead  of treating  public office as a 
public trust, he swells up and lords it 
over men whose brain capacity, com 
pared with his own, is as ten to one. 
H is characterization of wholesale and 
retail m erchants stam p him as a man 
of small m entality and m inute discern
ment. Considering the expedition with 
which George W elsh can eliminate the 
dead wood in a m oribund organization, 
I wish he could be given a one day 
vacation and perm itted to function in 
the executive office of the Association 
of Commerce for tw enty-four hours. I 
am sure the result would be very bene
ficial to that body—perhaps result in 
replacing mediocrity and non-accomp
lishm ent with someone who can switch 
Grand Rapids off the down hill grade 
and sta rt her on the road to  progress.

I second the m otion of the Grand 
Rapids H erald that the Association of 
Commerce concentrate its activities on 
the accomplishm ent of som ething 
really useful and worth while, instead 
of enlarging its com m ittees and official 
list and expanding its m inor activities 
and pay rolls. T he suggestion that 
the organizations furnish the  m em ber
ship a detailed schedule of its expendi
tures during 1928 is also a m ost ex
cellent one. Such a disclosure would 
open the eyes of the public to  a con
dition which would immediately re
sult in a drastic housecleaning. I have 
no idea this recom m endation of the 
H erald will be acted on. Small men, 
as a rule, are not disposed to  relinquish 
their connection with inflated emolu
m ents except under compulsion.

W illiam G. Farnsw orth , for many 
years identified with Grand Rapids 
m anufacturing institutions in im port
ant capacities, has decided to take up 
his residence in Buchanan in the near 
future. He was recently elected Presi
dent of the K rohn Differential Cor
poration and last week closed a lease 
for the plant form erly occupied by the 
Campbell Transm ission Co., at Bu
chanan. Operations in the new loca
tion will be started  this m onth. Mr. 
Farnsw orth  is a m anufacturer of wide 
experience and a man of great energy 
and resourcefulness.

The weekly presentation of the re 
sort features of W estern  M ichigan by 
the Chicago Tribune broadcasting o r
ganization would be much more effec
tive if there was more talking and less 
music of a doleful and funereal char
acter. The talking part would also be 
more in teresting if the conversation 
was confined to the tru th , which is a 
som ewhat difficult thing for anyone 
connected with the  Chicago Tribune 
to do.

W hen Uncle Sam starts out to con
vict a man of some crime, he usually 
succeeds in accomplishing his purpose, 
w hether the m an is guilty or not. I 
am reminded of this condition by the 
recent action of the Governm ent in 
confronting H arry  Sinclair with a sec
ond jail sentence and recalling in con
nection therew ith the infam ous things

the legal representatives of the Gov
ernm ent resorted to in order to  ensure 
the conviction of Senator Newberry 
and his “associates in crime” in the 
United States Court here less than a 
dozen years ago. The unfortunate a t
titude of the trial judge and the ver
dict of the intim idated jury both re
ceived a fitting rebuke at the hands of 
the U nited S tates Supreme Court, 
which reversed the case in language 
that placed everyone connected with 
the prosecution—persecution would be 
nearer correct—in an exceedingly un
fortunate light.

Because I had accepted advertising 
of an entirely proper character in be
half of Senator N ew berry during his 
campaign for election, I was sub
poenaed as a witness while the case 
was on trial. Before going on the 
stand I was taken to a small room on 
an upper floor by one of the prosecut
ing officers of the Governm ent and 
deliberately told what I m ust swear 
to. I refused to comply with the de
m and of the attorney, because the 
words he undertook to put in my 
m outh were false and I could see no 
reason why I should swear to a lie at 
the behest of a bulldozing attorney. 
The latter stated that if I did not do 
as he commanded I “ would find my
self in jail,” but I laughed at his th reat 
and told him to do his worst. W hile 
on the w itness stand a few m oments 
later I incurred the ire of the trial 
judge by referring to the interview 
with the a ttorney taking place in 
a “sweat box” up under the roof of 
the building. T he judge pounded his 
desk and rem arked with unusual 
emphasis:

“ I forbid you using that word again.”
“W hat word do you refer to, judge?” 

I innocently enquired.
“Sweat box,” said the judge.

I mention the above circumstances 
to show the extrem e Governm ent offi
cers—from the highest to the lowest— 
go to in securing convictions. If the 
a ttorneys for the defense resorted to 
the bulldozing tactics of the Govern
m ent attorneys, they would prom ptly 
be jailed for contem pt of court. God 
pity the poor devil who is charged 
with any kind of violation of law by 
Uncle Sam and tried in a United 
States court. He is p re tty  apt to get 
the worst of, w hether he is guilty or 
innocent.

A nother abuse connected with the 
Federal courts which I think should 
be abolished is the infamous grand 
jury  system, which is not in keeping 
with the spirit of American fairness. 
T he grand jury  is confronted with 
charges against men who are supposed 
to have comm itted some crime or of
fense. In  nine cases out of ten the 
accused are not aware that the plans 
are all set to railroad them  to  jail or 
to  pay a money fine. T hey have no 
way of m aking a defense and are not 
perm itted to be represented before the 
grand jury. In  many cases the charges 
are trum ped up by enemies or origin
ate in the wicked minds of legal of
ficials who resort to  this despicable 
way to “get even” with men who have 
crossed their path. D uring the time

Dick Newnham  was assistant district 
attorney, several years ago. he misused 
his position to secure the indictment 
of m en with whom he had had per
sonal differences in the past. The in
dictm ents were quashed by the trial 
judge as soon as the facts were 
brought to his attention, but the sting 
of indictment stayed by the accused 
as long as they lived. I have a holy 
hatred for anything that is mean or 
underhanded. T hat is why I detest 
the grand jury system because it en
ables an unfair man to deal unfairly 
with a neighbor who may not have 
done anything to justify the disgrace 
which an indictment forces him to 
carry with him to the grave. If I 
were a young man I think I would de
vote my life to the extinction of this 
underhanded proceedure.

Men who make a specialty of invest
m ents in chain store stocks tell me 
that while the sales of the chain stores 
have increased rapidly this year their 
net profits are less than in previous 
years, showing very plainly that com
petition am ong the chains has become 
very acute. I think this condition is 
also due, in some measure, to  the fact 
that many m anufacturers are stiffening 
up and refusing to sell the chains at 
lower prices than  they sell to the reg 
ular jobbing trade. E. A. Stowe.

W hen Scot M eets Scot.
Forty  years in America had taken 

much of the Scotch burr from Mac- 
pherson’s tongue, but none of the 
Scotch loyalty from his heart, and he 
bitterly resented any implication that 
the Scotch are closer than other peo
ple. Each Scotch story  that he heard 
— we saw to it that he heard them all 
—would send him into spasms of rage. 
“The man who said ‘punning is the 
lowest form of wit’ never heard Scotch 
stories,” he was w ont to throw  at his 
torm enters. Then Mac made his long 
deferred visit to his birthplace and 
after his re turn  we noticed that he 
didn’t react to Scotch stories as be
fore, and we asked him why. “W ell,” 
said he, “do you know, I think there’s 
a bit of tru th  in those stories about 
the old country Scotch—not the Scotch 
in America, mind ye—just in the old 
country. You see, I was walkin’ about 
the town over there one day and my 
pipe went out. I went into a store and 
said, ‘Can I get a light here?’ And what 
do you suppose they said? ‘Oh. yes, 
we have m atches for sale!’ And, do 
you know, I went into th ree  places and 
they all said the same thing, and I 
had to walk two miles back to the 
hotel to get a lite for my pipe!”

Display F o r Playing Cards.
An exceptionally clever display of 

playing cards appeared as a wall 
panel in a store in Medford, Mass., re 
cently. The cards, face upward, were 
used to outline a big spade—the sym 
bol that appeared on the particular 
packet of cards that th is store featured. 
Around this ace of spades and within 
it, bridge pencils, bridge scores, pads, 
and similar small articles were placed 
in a well balanced arrangem ent.

No horse ever won a race without a 
jockey.
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$1 and dinner about $1.50 plus tip, so 
that, instead of $2 a day, now the aver
age cost is $6.75 in the commercial 
hotel, of the kind the average traveling 
man has to  patronize.

All this being true, the question is: 
w hat is the answer? My own solu
tion is that the m odern traveling man 
m ust make more towns and see more 
people each day. Instead of staying in 
a town for a day, he m ust make two, 
three or even more. T here is not much 
tim e for visiting and social contact. 
The use of the automobile makes it 
possible to  make closer and quicker 
connections, whereas in the early days 
one sold an account everything he had 
on his want book or could use, to-day 
m ost buyers specialize in certain lines 
and sell to  certain houses only. If the 
traveling man will let the buyer know 
when he is to  make his call, the order 
is frequently ready, and time need be 
taken only to tell of new goods, prices 
or conditions.

My constant advice to  the traveling 
man to whom I have had the oppor
tunity  to  speak has always been to 
study to make your approach so that 
you can tell your story to  the buyer 
in an interesting and intelligent way. 
If you sell a bill, take your order and 
depart as soon as you can conveniently 
do so. If the buyer says “no,” take 
his word for it and leave as cheerfully 
as possible, keeping the way open for 
a call on your next trip.

Of the buyers, we ask an opportun
ity for each man to tell his story. If 
convinced .and they buy, nothing more 
is to be said. If they say “no,” this 
should be sufficient and if after this 
the salesman still persists in forcing 
his sales talk, he is entitled to no fur
ther courtesy or consideration.

It is true that the m odern m ethods 
of traveling are more comfortable and 
convenient, but I wonder if the aver
age traveling man is much better off 
at the end of the year. Occasionally, 
one hears of a salesman who has been 
careful and fortunate in his invest
ments, so that he can retire and be 
comfortable at a reasonable age, but 
the great m ajority find the need to 
continue to  the end of the trail.

T he m atter of tips has been m en
tioned because they have become such 
an im portant item of expense and 
overhead. The man who travels for 
a living is in a much different position 
than the man who makes only an oc
casional business trip  and usually not 
at his own personal expense. The la t
ter class makes it more expensive for 
the former, because of the lack of care 
in this m atter. I recently saw a man 
hand a coat-room  attendant $1 for 
checking the hat and coat for himself 
and wife. I was right behind him and 
gave the attendant a dime for my coat. 
Perhaps mine was not enough, but 
that was all the service was worth to 
me. H is tip certainly was too much. 
H e was a “prince.” I was a “piker.” 
W ith  me tipping is done three or four 
times a day, and with him perhaps 
that many times a m onth. I t  would 
certainly help the traveling men if 
some system could be adopted and ad
hered to by everybody. Som ething 
like this for exam ple:

Meals up to $1, 10c.
Meals over $1, 10 per cent, of check,

III
F L A V O R

Makes KELLOGG’S the 
Largest Selling CORN FLAKES

Kellogg originated corn flakes. No imi
tator has ever equalled th a t original good
ness. So year after year, Kellogg’s climb 
still farther aw ay in popularity . F ar and 
aw ay the w orld’s largest-selling ready-to- 
eat cereal!

Suggest Kellogg’s Corn Flakes w ith 
every sale of fresh or canned fruit. Tie-in 
your store displays w ith the  intensive na
tional advertising and m erchandising cam 
paign.

"And I’ll take these? too”
It s surprising how often people say just that when they see 
the Beech-Nut label. Catsup—Peanut Butter—Mustard Dressing 
— Pork and Beans. No self-respecting pantry shelf should be 
without its reserve supply. Keep these staples well displayed 
and they 11 move themselves—fast.

Note: Beech-Nut is on the air. Every Friday morning 
at 10 (Eastern Standard Time) over 19 Stations o f  the 
Columbia Broadcasting System, Airs. Ida Bailey Allen 
is telling leading home makers about Beech-Nut Food 
Products. Urge your customers to tune in.

B e e c h - N u t
F O O D S  OF F I N E S T  F L A V O R

Overhead Expense of the Average 
Traveling Man.

W hen I started on the road tw enty- 
six years ago. my salary was $25 per 
week, and that up with the “top 
notchers” of that day. However, it 
was very try ing  for me to  keep an 
expense account that was “fair to m y
self and fair to m y company,” and be
fore the year was up, we agreed that 
I should travel on a division of profits.

Mv trips then lasted m ostly one 
week at a time, from  M onday m orning 
until Saturday night. It was my cus
tom to put $25 in my pojrket when I 
left home and if my trip  was not to 
the extrem e end of my territory, this 
was not only sufficient but I could 
bring some back with me.

L et's look a t some of the costs of 
that day. Railroad fare was 2c per 
mile and as the distances were not 
long, and as T carried all my baggage, 
there was nothing extra for Pullm an, 
porter or drayage. In most of the 
cities and country towns there was a 
free bus from the station to the hotel 
and the hotel rate was $2 per day, 
American plan. 50c extra for room 
with bath. M ost of the hotels had no 
bell hops. The clerk or host took you 
to vour room. The m ater of tips was 
negligible, no bell-hops, no hat check, 
and to the girl in the dining room, one 
left a quarter, if you were in for three 
meals, but very few left anything at all 
as it was not expected. There were 
few theaters, no movies, no taxis, and 
$3 to $4 a day covered everything. If 
vou wished to invite a custom er to  a 
meal, the charge was 50c extra. Some
times it was necessary to  engage a 
•‘rig” to get to some town off the rail
road. in which case the charge was 
about $5 per dav. plus dinner for the 
driver and feed for the horse. A good 
cigar was three for a quarter and a 
fair one could be bought for 5c. You 
could go to a good show in the larger 
cities, for about $2 for the best seats. A 
newspaper was lc  and a shine 5c. Gen
eral living expenses were on the same 
proportion. If one preferred a E uro
pean plan hotel it was possible to get 
a room  for 75c and room and bath 
for $1.

Many. T suppose, will think this is a 
fairy story, but the older men will con
firm it.

Com pare that with to-dav. Railroad 
fare is 3.6c ner mile. The American 
plan hotel has nracticallv gone. The 
minimum rate for a room in a first- 
class hotel is $.3.50 to $4 per day, and 
“try  to get one” after 4 p. m. unless 
you have made reservations in advance. 
No one walks any more, so there is a 
taxi from the station to the hotel. You 
have to tip the taxi driver, tip the door 
man. tip the bell hop. tip the hat bov, 
tip the waiter (generously) after each 
meal. You are expected to leave a tip 
for the cham ber maid when you check 
out, and to tip the porter who holds 
your bag while you pay your bill.

If you arc a distance from home and 
want to get a sleeper at the last 
minute, the man at the ticket window 
is likely to say there are none left, 
but the porter at the hotel can get you 
one for an extra charge. The Pullm an 
ticket carries an extra charge of 50c, 
but for what I do not know. B reak
fast costs about 75c, luncheon about
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not splitting the nickel.
# Bootblack, nothing.

Bellhop for 1 day stop, 15c; longer, 
25c.

Ice water, 10c.
H at check, 10c.
Taxi about the same as meals.
Pullman chair car, 15c; sleeper, 25c.
Chambermaid in proportion to the 

mess you have left in your room, 
which means extra work for her.

There is an am using story told of a 
man who lost his hat. T he m anager 
of the restaurant wanted to know what 
it cost and the reply was $20 divided 
as follows: $6 for the hat and $14 for 
having parked it from time to time.

One can understand that the man 
on his vacation who spends a night or 
two at a hotel is not greatly  interested 
in the price of his room. But the man 
who lives 200 to 300 days a year in a 
hotel is vitally interested. Even the 
difference of 50c per day is sometimes 
a serious consideration.

T here arc two classes of commercial 
men. F irst, those men traveling on 
commission, paying their own expens
es, and, second, those men traveling 
on salaries and expenses paid by their 
firms. Therefore, there is bound to  
be a difference of opinion as to price 
and accommodations between these 
two classes of salesmen.

Seymour N. Sears.

Pertinent Hints on Change-Making 
Habits.

If the cash register is tru ly  “the 
heart of the shoe store,” it is entitled 
to a square deal from the clerks who 
operate it. Not all of the shoe retail
ers of the country can afford cashiers 
and thereby center cash responsibili
ties. A very large m ajority of neces
sity must put the handling of cash 
into the hands of the clerks.

The cash register has done much to 
simplify the handling of cash in the 
shoe trade, but there still is the hum an 
element with which to deal. No cash 
register will absolutely protect the 
store from the results of gross care
lessness or lack of knowledge in the. 
m atter of the cash transaction. And 
the annual losses from cash handling 
errors arc much greater than the aver
age dealer realizes.

Very little attention has been given 
this m atter in the trade. It is expect
ed that, as a m atter of course, errors 
will be few and far betw een; that one 
clerk is as able to make change prop
erly as another and that there isn 't 
much to be known about this end of 
the shoe retailing job.

Recent investigations of change
making habits undertaken by a large 
insurance exchange have revealed the 
other side of the m atter.

E rrors in handling cash at the coun
ter work either one of two ways. They 
either result in a loss to the store or a 
loss to the customer. In  either case, 
the store suffers the damage—or m ost 
of it. Hence, the necessity to reduce 
such errors.

W hat are term ed “good change-m ak
ing habits” appears to be the answer 
to this problem. T hat is, a series of 
minor habits in taking money from  the 
customer, in making the change and 
in returning the change soon become 
so natural to the sales person that

losses alm ost never occur.
These little “habits,” in abbreviated 

form  here, are summed up by the in
surance investigator as follows:

Always examine the money handed 
you by a custom er and state, aloud, 
what it is.

If it is currency, open out the bills 
before the custom er at once, as you 
speak.

Do not lay down the money on the 
counter or on the register ledge while 
you do som ething else.

Keep the money in your left hand 
while you work the register with your 
right.

Count the change at least twice, as 
you take it from the draw er and as 
you count it out to the customer.

Give the custom er change in the 
largest units possible. T his tends to 
ward off error.

W here a coin looks doubtful, give 
it a bounce on the register ledge, but 
not within earshot of the custom er if 
you can help it. .

Always count the silver into the 
custom er’s hand.

Don’t accept cash from the custom er 
until the complete order is filled.

Do not let cash lie about on coun
ters during a sale.

R ing up your own cash—don’t en
trust it to someone else.

According to the survey made, loss
es occur as follows, in the order of 
their im portance:

1. Carelessness in making change.
2. L etting  money lie about on the 

counters during a sale.
3. Accepting counterfeit.
It would be hard to judge the an

nual losses of the average retail store 
in the trade which results from  care
less or faulty cash transactions. A 
store may have cash shortages every 
day for a m onth w ithout any certainty 
as to their cause; so that only a con
jecture can be made as to w hat per
centage are due to faulty or careless 
change-making.

Seven typical stores in the trade re
ported their estim ated annual transac
tion losses in am ounts varying from 
$90 to  $275.

A t best, these are fair opinions. But

they do give a rough idea of what may 
be expected.

There are two essential things to 
making change—speed and accuracy. 
Accuracy, of course, comes first. But 
the trouble is that the clerks as a rule 
handle money any old way; they fail 
to recognize that greater facility comes 
with m ovements which are logical and 
which have been used for years by 
bank tellers.

T he banks have the “two count” 
rule which has been likewise adopted 
in many retail stores.

U nder this rule, every clerk is re
quired to count money twice upon 
every occasion. There is, for instance, 
one count at the register (change) and 
another when the change is passed 
to the waiting customer. T his double 
count is a fair check on accuracy.

In this connection, a good many 
dealers have failed to recognize the 
fact that the better the supply of 
“change” in the register at the start 
of the day the more rapid and accurate 
will be the cash transactions of that 
day. H enry  From m es.

Profitable?
You Bet!

I sell it two ways — for break
fast cereal and for baking.”
O  T i l l  K IN G  testimony from Mr. Meyer H. 
^  Cohen, owner of Cohen Brothers’ big 
grocery store in Greenwich, Conn. “I never sell 
a package of Post’s Bran Flakes for cereal,” 
he adds, “without telling the customer to try 
the muffin recipe. It certainly boosts sales.”

Double use—double saleability—extra profits. 
for Post’s Bran Flakes. Get your wife to try it in 
women how to use this popular cereal for bak
ing in a series of full color double-spreads in 
The Saturday Evening Post. And look at this 
additional advertising:

That’s the big argument 
muffins. W e are telling

86,557,713 advertisements in full color 
in 7 leading womens magazines. 

1,194,200 advertisements in 1,706 local 
newspapers.

P O S T ’ S B R A N  F L A K E S
W I T H  O T H E R  P A R T S  O F  W H E A T

(C ) 1929, P . Co., Inc.
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FIN A N CIA L
Review of Business Conditions in 

Michigan.
Production and commerce, after 

making an extraordinary record du r
ing the first half of the year, are be
ginning to show signs of m oderating. 
The crest of the forward movement 
was reached early this m onth. Gen
eral business is still at a high level, 
but the indications are that the trend 
during the sum m er will be ra ther 
downward than upward.

Seasonal influences, of course, are at 
work in this direction but they do not 
furnish the complete answer. Credit 
and crops, on which business is always 
largely dependent, are of unusual im
portance in form ing an opinion of 
what business will be like in the second 
half of 1929. In terest rates continue 
high with little prospect of being 
lowered in the near future. The size 
of the harvests cannot be accurately 
estim ated for some weeks. T he agri
cultural outlook, moreover, is com 
plicated by the decline in the price of 
wheat, the big cash crop of the Ameri
can farmer. An easier credit situation 
with bountiful crops and fair prices 
would m aterially improve the outlook 
for business in the autumn.

The building situation is another 
factor of outstanding importance in 
appraising what is in store for business 
in the m onths that lie immediately 
ahead. Building contracts, after show
ing an improvem ent in April again 
turned downward in May, falling 12 
per cent, below the same m onth last 
year and 9 per cent, below the pre
ceding month. For the first time in 
m an\' m onths the N ation’s trade bal
ance in May turned unfavorable, im
ports exceding exports to the extent 
of fourteen million dollars.

But notw ithstanding these cross
currents. business on the whole evi
dences remarkable vitality and is too 
basically sound to w arrant the expecta
tion th at a severe slump is in prospect 
for the final half of the year. O pera
tions in the steel industry are only 
slightly below the record level estab
lished in May. Production of small 
autom obiles prom ises to  hold up well 
while the m anufacturers of heavier 
cars are engaged in m aking prepara
tions to bring out new models. Cor
porate earnings are making a good 
showing. Em ploym ent conditions are 
highly satisfactory. Faith in the 
H oover adm inistration is widespread. 
Car loadings of revenue freight con
tinue to  m aintain a comfortable m ar
gin over those of a year ago. F u rth e r
more. the trade situation, which is be t
ter than it was at this time last year, 
is unmenaced by swollen inventories 
or speculation in commodities.

M anufacturing activity in Michi
gan continued at a high level during 
the past m onth and was substantially 
above the rate which prevailed a year 
ago. M ost lines, however, are now 
entering a period of seasonal decline. 
Production schedules, accordingly, for 
the next m onth or two are being re
vised m oderately downward. Copper 
and iron m ining in the U pper Pen in
sula is proceeding in a highly satisfac
tory  m anner and general business con
ditions in th a t part of the State are re
ported good to  excellent. Some wood

working lines have recently picked up, 
notably store fixture and office equip
ment. Electric power used by Michi
gan industries in May amounted to 
230,940,738 kilow att hours, as com 
pared with 232,695,463 kilow att hours 
in the m onth of April.

Production of cars and trucks in the 
United States and Canada in May is 
estim ated at 624.087 units as com 
pared with 662.557 vehicles in the pre
ceding m onth and 459,725 in May a 
year ago. Total automobile produc
tion for tin* first five m onths of this 
year am ounted to 2.832,338 units as 
compared with 1,901,314 in the co r
responding m onths of last year, which 
was a gain of 49 per cent. Ford pro
duction is only slightly under 8,000 
units per day.

The industrial employm ent situation 
in Michigan is well balanced. An up
ward trend in recent weeks is report
ed by seventeen cities, am ong the 
larger of which are Battle Creek. H an
cock. Houghton, Jackson, Manistique. 
Sault Ste. Marie. Bay City. Ann Arbor. 
St. Ignace, H astings and Saginaw. 
Public improvem ents, agricultural ac
tivities and lake shipping continue to 
absorb a substantial num ber of work
ers. T here are now 118.738 workmen 
on the payrolls of the ford plants 
situated in Detroit.

Net registered tonnage passing 
through the Sault canals in May ag
gregated 10.247,917 tons which was 40 
per cent, greater than in the same 
m onth a year ago.

D ebits to individual accounts in Bay 
City, Kalamazoo, Lansing, Muskegon, 
St. Joseph and D etroit in the m onth 
of May totaled $2,329.570.769. which 
was 8*4 per cent, larger than in April 
and 31 per cent, greater than the debits 
for the same cities in May. 1928.

C onstruction cost of buildings for 
which perm its were issued in May by 
22 of the principal cities in Michigan 
amounted to $20.158.846 as compared 
with $26.308.505 in April and $18.527,- 
431 in May last year.

A fter being considerably retarded by 
unseasonable weather during the g reat
er part of the spring, farm work in 
Michigan is now going forward in a 
healthy fashion. L ate frosts seriously 
damaged fruit buds generally in the 
vicinity of Lapeer, cherry buds around 
H art, and both cherries and pears in 
the territo ry  about South Haven. The 
Benton H arbor section reports fruit 
crop prospects fair. Peaches and ap
ples are in good condition. Hay and 
wheat are doing very well.

The backward spring also held back 
retail sales throughout the State. Buy
ing in rural communities was particu
larly slow during the past m onth. R e
tail sales in Detroit in May left much 
to be desired, especially in view of the 
satisfactory employm ent situation. The 
warm er and brighter days recently 
have brought about a healthier tone to 
trade generally. W holesalers report a 
better demand for dry goods, mens 
furnishings and drugs. W holesale col
lections are better than retail collec
tions. Inventories of Michigan retail
ers are not as large as they were at 
this time a year ago. Prospects for 
trade this sum m er are good.

W  ayne W . Putnam . 
D irector Public Relations, Union 

T ru st Co., Detroit.

MUNICIPAL BONDS

1039 PEN O B SC O T BLDG., 360-366 S P IT Z E R  BLDG.,
D E T R O IT , M ICH. T O L E D O , O H IO

Phone, R A N D O L PH  1505 P h o n e . ADAM S 5527

L. A. GEISTERT & CO.
Investment Securities 

GRAND RAPIDS— MICHIGAN
506-511 GRAND RAPIDS TRUST BUILDING 

Telephone 8'1201

_____ A BANE TH A T
© rrccs e v e r y  s e r 
v i c e  T© T H E  M A N  
W U C  W ANTS T© BE 
S © M E B © © y_____

OLD KENT BANK
CAPITAL AND SURPLUS, $4,000,000 

RESOURCES. $38,000.000

THREE DOWNTOWN OFFICES 
ELEVEN COMMUNITY BRANCHES
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Motor Output Pace Watched With 
Much Interest.

W ith a m otor production of 3,335,- 
000 cars estim ated for the first six 
m onths this year the output could drop 
to a small figure in the second half 
without spoiling the industry’s chances 
to  make a new high record in 1929.

Specifically it could drop to 1,266,- 
131 cars and still the total production 
for this year would top the record set 
in 1928 by one car. W e huilt more 
cars than that even in the last half of 
1927 when ford was idle. Roughly 
a million cars more have been built in 
the first half of 1929 than in the same 
period of 1928, largely as a result of 
substantial gains in the low-priced 
field. In  the financial district the tre 
m endous early 1929 gains in m otor 
production have excited a feeling of 
pessimism rather than optimism, pre
sumably from a fear that with the in
dustry moving so fast the pace will 
have to slow down soon.

T hat the period of seasonal reces
sion in production and sales is at hand 
nobody questions but if we may rely 
on some statistics assembled by Ray 
B. P resco tt the pending decline in m o
tor output is not so serious a m atter 
as some have presumed. Certainly the 
1929 peak did not come until two full 
m onths after the seasonal high in 1928 
was reached. The subsequent reces
sion to date has been relatively mild. 
T hanks in part to the re tu rn  of ford 
the chief 1928 gains to date have been 
in the low-priced field where in April 
production ran 58 per cent, above a 
year ago as against 3 per cent, for the 
medium-priced field and 16 per cent, 
for the high-priced field or 43 per cent, 
for the total.

W hat is especially interesting in con
nection with m otor developments is 
that as compared with a year ago the 
volume of retail sales has kept pace 
with gains in production. T aking the 
first four m onths of 1929 a production 
gain of 47 per cent, compares with a 
retail sale increase of 49 per cent., and 
if ford is eliminated from the com
parison the increase in production be
comes 9 per cent, as against an in
crease in retail sales likewise of 9 per 
cent. Furtherm ore with the one ex
ception of the New England district 
gains of varying proportions have been 
exhibited so far this year in retail sales 
throughout the country. On the 
Pacific Coast sales have about doubled.

W hat this distinctly encouraging pic
ture in m otor production m eans in 
term s of the stock m arket is not so 
easy to say since the huge expansion 
is not evenly distributed am ong the 
various car makers. Its  significance 
lies more in what it reflects of the gen
eral volume of business over the coun
try. Paul W illard G arrett.

[Copyrighted, 1929.]

Chain Store Sales Increase But Profits
Percentage Declines.

Chain store sales averaged about 
12>4 per cent, higher last year than in 
1927 and profits were about 11 per 
cent, higher on the average, according 
to  the 1929 edition of Chain Store 
Statistics, issued by Merrill, Lynch & 
Co.

This analysis presents in tabular 
form im portant data on capitalization,

sales and earnings of more than fifty 
chains in several m erchandise fields, 
and the general trend of earnings prob
ably is typical of chain merchandising.

The group of tw enty-tw o companies 
sponsored by Merrill, Lynch & Co., 
included in the analysis, show a rate of 
grow th and prosperity considerably 
higher than the average for the fifty- 
one companies discussed.

The companies included in the analy
sis showed an increase in stores from 
49,905 at the end of 1927 to 55,222 at 
the end of 1928, a gain of 10.65 per 
cent., according to the survey.

Total sales am ounted to $2,903,988.- 
500 in 1928, compared with $2,576,465,- 
900 in 1927, a gain of 12.71 per cent., 
while net profits after taxes totaled 
$172,864,000 in 1928, a gain of 11.10 per 
cent, over the $155,587,600 earned in
1927.

The Merrill. Lynch group had a 
total of 10,138 stores at the end of
1928, an increase of 2,354 stores during 
the year, or 30.24 per cent. These 
tw enty-tw o companies reported sales 
totaling $870,098,000 in 1928, compared 
with $727,552,100 in 1927, a gain of 
19.59 per cent.; their total net profits 
of $51,982,000 were 26.02 per cent, 
g reater than the $41,247,800 reported 
for 1927.

The average percentage of net after 
taxes to sales for the fifty-one com
panies was 5.95 per cent, in 1928, 
against 6.03 per cent, in 1927. In the 
case of the tw enty-tw o companies the 
ratio was 5.98 per cent, in 1928, com
pared with 5.66 per cent, in 1927.

Average sales per store on the fifty- 
one companies in 1928 am ounted to 
$55 246, while for the tw enty-tw o com
panies the average was $97,099. Aver
age profits per store in 1928 were also 
g reater for the tw enty-tw o companies, 
am ounting to $5,800, compared with 
$3,288 for fifty-one companies.

W illiam Russell W hite.
[Copyrighted, 1929. [

“Poor Fool”
He was a fool! M ost of the fel

lows said he was, so it m ust have 
been true. ■ Instead of being a good 
mixer and having a good time with the 
hunch, he said he would much rather 
work and study.

People often wondered how such a 
fool could even get into college. Well, 
they figured th a t such a fool as he 
should he fooling away his time there 
instead of earning good money.

W hen he did get out, he m ust have 
figured the world was going to hand 
him something. But he didn’t get it. 
No, sir! Nobody was going to  hire 
such a fool as he. He did get a job 
at the foundry of the Climax Machine 
Co. H e certainly was a fool to ex 
pect that his hook learning was going 
to do him any good. I t didn’t. H e 
worked right next to  H ank W illiams, 
who couldn’t  even write.

People couldn’t understand, though, 
how it was he advanced so rapidly at 
the Climax. H e m ust have had an 
awful pull somewheres. D on’t see 
how such a fool could be a general 
manager.

H e is now president of the company 
and owns and controls about half this 
town. B ut he can’t fool me. No, sir. 
If  it w asn’t for the pull he had some

wheres—he wouldn’t be where he is. 
H e certainly W A S a big fool.

An Idea For Selling Filters.
T o prom ote the sale of filters and 

anti-splashers, the former selling for

10c and the latter for 5c, a large chain 
store m aintains a section of water pipe 
equipped with two faucets, on ts 
counter. Each faucet is fitted with one 
of the articles featured. This is a 
good idea to  try out.
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PEACE DELEGATIONS KILLED.

For Some Reason Sioux Did Not 
Retaliate.

A riot occurred at Sault Ste. Marie 
in 1674 which was not only one of the 
bloodiest affairs of its kind which has 
ever occurred in the State of Michigan, 
hut is worth careful study from  sev
eral standpoints. .

It seems that a battle had been 
fought between the Saulters. as the 
Soo Indians were called, and the Sioux 
in the W estern part of the Peninsula. 
The Sioux were a much stronger na
tion than the Saulters and it was con
fidently expected that the Sioux would 
come hack, perhaps with u tter anni
hilation. The priests threw  them selves 
into this difficult position with such 
excellent diplomacy that they secured 
a delegation of ten Sioux who went to 
the Soo for a peace discussion.

Developm ent of the English trading 
posts of the H udson Bay Company 
are charged hv some w riters with 
stirring up the Cree Indians who lived 
N orth  of Lake Superior, to oppose this 
move for peace. \ \  hether this he true 
or not, the Crees strongly decided 
that the peace should not come about 
and a large delegation of Crees were 
at the Soo to  prevent it. Several 
clashes occurred and the feeling be
came so intense that the missionaries 
took the Sioux delegation to their 
house, within the enclosure. The 
Crees followed and the priest’s resi
dence at once became the center of the 
riotous factions.

A Cree stepped up to a Sioux and 
said, “Thou art afraid.”

No Indian could stand a taunt like 
that and the Sioux replied: “ If thou 
thinkest I am afraid strike stra ight at 
my heart.”

The Cree whipped out a knife and 
took the Sioux a t his word. In an in
stant the fight was on. The stricken 
Sioux cried out, “ They are killing us, 
my brothers.” T he Cree who had 
started the fighting was the first to 
fall. The nine rem aining Sioux proved 
to be an unusually strong lot of men 
and succeeded in clearing the house of 
their enemies. Then they found guns 
and amm unition and cut holes in the 
filling between the logs of the house, 
which made excellent port holes from 
which to  carry on the battle.

A fter a tim e some Crees succeeded 
in building a fire against one side of 
the house and the Sioux were obliged 
to  fight their way to a building near 
where they made a m ost stubborn re
sistance until the last Sioux was dead. 
O ver fifty Crees and Saulters were 
wounded, m ost of them  killed in 
fighting.

Rem em bering that the Sioux were 
not only the m ost powerful nation in 
that section, but that their habits led 
to  their being known as “the Iroquois 
of the N orth,” it is easy to  see that 
this riot w as a most serious one for the 
work of the priests. Expecting that 
the Sioux would retaliate for the kill
ing of their peace delegation, the 
priests prepared for the worst and 
moved the headquarters of the mission 
to St. Ignace for a time. In some un
accountable way, or some way which 
was not recorded so that we can know

how it was accomplished, the expected 
retaliation never occurred, but the mis
sion headquarters was not formally 
moved hack to the Soo for over three 
years, although work of the mission at 
the Soo was not interrupted so long as 
that.

Ju s t the conditions which really re
sulted from this riot are of interest to 
the whole state  because Sault Ste. 
Marie lays its claim to being the old
est perm anent settlem ent in the state 
because of the establishm ent of the 
mission there in 1668. St. Ignace was 
established in 1671, about a mile North 
of the old settlem ent, when Fr. Breau- 
off led the H uron refugees there in 
1635, which settlem ent was destroyed 
in 1649. I t also becomes interesting 
to  find out if we can what was the 
condition of Fr. Allouez’ mission on 
the W est shore of Keewenaw bay, 
about three miles N orth of L ’Anse, 
and w hether that was yet alive. If the 
claim is to be made upon the life of 
the mission alone the study of this 
riot is a m ost im portant one for the 
Soo and its claim. In all fairness, how
ever, there is every probability that 
the date of establishm ent of the set
tlem ent at the Soo should really be a 
decade or more before 1668. Brule 
spent the w inter of 1617-1618 there 
and there are many evidences that 
from about that time on there were 
French fur buyers, both licensed and 
Coureur de Bois, there. W hen M ar
quette arrived in 1668 to establish the 
mission, the best recent authorities, led 
by Dr. Louise P. Kellogg in the 
French Regeime, claim that he had 
been preceded by so many French who 
were residing at the Soo that they had 
a house up and ready for his occupancy 
when he arrived. If the mission was 
transferred from the Soo to St. Ignace 
for its headquarters for a short time in 
1674 as a result of this riot, the same 
probabilities are very strong, that there 
remained enough resident French to 
hold the claim to a continuous settle
ment. I t  m ust be remembered, how
ever, in this connection that when 
Lusson took possession of the region 
in the name of the French king, in 
1671, there were only tw enty F rench
men who took part in that ceremony 
and several of them were visitors at the 
Soo. A. Riley Crittenden.

Oversold On Style Idea.
T hat buyers can spend too much 

time and effort on seeking new m er
chandise and at the same time fail to 
reorder goods which are in active de
mand is indicated in an observation 
made by a merchandise manager.

“W hen we first introduced the 
fashion advisor to our store,” this ex
ecutive states, “it was necessary to 
‘sell’ some of the buyers with the idea 
th at we m ust put more emphasis on 
new fashions. Now we find some of 
these buyers are spending too much 
of their time looking for the new and 
failing to follow through on good re 
order m erchandise, thus losing a large 
potential profit.

“ W e find it desirable to have regu
lar ‘reorder review’ m eetings to  en
courage the buyer to place the proper 
emphasis upon new m erchandise and 
on good selling num bers.”

Sold
Exclusively

to Independent 
D ealers

Viho Operate Their Own Stores
NATIONALLY AD VERTISED
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Food Products
REID, MURDOCH & CO. Chicago
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I
 San Francisco - Los Angeles - Phoenix - Kansas City - St. Louis
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MONARCH Canned Fruits
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SUDAN GRASS
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Phone 4451

ALFRED J. BROWN SEED CO.
25 Campau Ave.,

Grand Rapids, Michigan
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MUTUAL FIRE INSURANCE
Practical Method To Fortify Mutual 

Fire Insurance.
At the 1925 convention of the Penn

sylvania Association of M utual In 
surance Companies a comm ittee was 
appointed to work out a plan to assist 
weak mutual insurance companies. 
This committee deliberated for two 
years and, after giving the m atter much 
thought rendered a report at the 1927 
Gettysburg convention. T his report 
was considered at the convention, but 
action was deferred. ' And the report 
of the committee is still on the list of 
deferred business of the Pennsylvania 
Association.

The committee in its report said: 
“Various and sundry plans for making 
the citadel of the mutual principle of 
indemnity impregnable, even to  the 
long range guns of the stock interests, 
were discussed, but, on careful con
sideration rejected as impractical, for 
the reason that all we had to offer was 
advice, for no m atter how sound and 
logical the advice may be, claims for 
loss and damage by fire m ust be paid 
in the current funds of the Nation. W e 
were, however, always a unit to this 
point: that funds immediately avail
able would do more to m aintain pub
lic confidence in the mutual principle 
of indemnity than any am ount of ad
vice or promise to pay, regardless of 
the soundness of the advice or the 
solvency of the contracting parties.

The conflagration at Chelsea, Mass., 
several years ago was cited in proof 
of the strength  of the mutual principle, 
especially when there was close co
operation between the  companies 
themselves. In  the Chelsea m atter, as 
you may recall, a group of M assachu
setts companies assumed the obliga
tions of the local company which had 
sustained enormous losses, and by this 
means the policyholders were prom pt
ly paid in full and the company con
tinued in business w ithout in terrup
tion.

“O ur recommendation, therefore, is 
that a fund be formed to operate be
fore, ra ther than after, the ultim ate 
disaster; in a word, establish a safety 
fund, subject to immediate use, pro
viding the company facing disaster 
would be willing to submit to such 
exam ination and regulation as was 
found necessary to w arrant such as
sistance.

I t  is the conviction of this comm it
tee that a sum not in excess of fifty 
thousand dollars, applied at the proper 
time, would have been ample to  p ro
tect the interests of the policyholders 
of any Pennsylvania m utual fire insur
ance company which has m et w ith un
expected reverses within the past fifty 
years, th at is, where the  company had 
previously been honestly m anaged and 
the underw riting restricted to  such 
classes and such districts of this state 
as were not within the scope of specu
lative.”

The committee then recommended 
the establishm ent of a safety fund for 
the m utual insurance companies of 
Pennsylvania which was to  be under 
the supervision of the State Associa
tion of M utual Companies. The ra is
ing of the necessary funds was to  be 
gradual and in such am ounts that

would not inflict hardship upon any 
m utual company which desired the 
protection of this proposed safety fund. 
At the time the report was subm itted 
many of the leading m utual officers 
thought the proposal, if acted upon, 
would be the greatest forward ad
vance in the history of mutual in ter
ests of the state. Acting Deputy In 
surance Com missioner W . H. Johnson, 
after hearing the proposed plan fully 
explained, rem arked that “it will be the 
very best kind of advertising for any 
m utual company to be able to say that 
it is a m em ber of the safety fund.” 
M any other opinions of sim ilar import 
were advanced.

T here is no question that the propo
sition was w orth while, the object to 
be attained the stabilization of mutual 
insurance in the state, and m aking the 
citadel of the m utual principle of in
dem nity impregnable.

Buyers Often Misled.
The m ental reactions of many buy

ers for medium and small stores are 
often responsible for much red ink in 
the  operating statem ents of their de
partm ents, it was said here yesterday. 
W hen selecting m erchandise this type 
of buyer allows herself to be influenced 
too much by a certain favored few of 
her clientele. She thinks, “Will this 
please Mrs. Smith or Mrs. Jones?” If 
she thinks it does, the merchandise is 
ordered, but too  large a proportion 
may not sell because it does not find 
favor with other custom ers represent
ing a still larger proportion of the 
trade.

In  other instances the small buyer 
may be overinfluenced by the fact that 
a m anufacturer goes out of his wray to 
visit her particular store, and hence 
she feels that some special business 
m ust be given him, w hether deserved 
or not. Overbuying may result from 
the promise given by a m anufacturer 
that if a certain volume is given he 
will confine his line to  that store in 
its town.

Apparently, it was added, the last 
thing many of these buyers think of 
is the profit standing of their depart
m ents—that is, until they are called 
up on the carpet to explain. These 
and other considerations play a large 
part in the heavy turnover of buyers 
this year.

Colors For Watches.
W atches to  wear with the new cos

tumes are made in the prevailing 
colors with m arcasite work contribut
ing a note o fc o n tra s t. T hey are quite 
small, yet not too flat, and are of high 
grade. Some are in ovals, others are 
irregular in shape. T he colors are in
troduced in alternate enamel and m ar
casite stripes on the back and about 
the face. Some have surfaces all of 
enamel, and on these m arcasite bor
ders are used.

Some of the colors being used so 
far are black, red, purple, tw o shades 
of green, yellow and navy blue. One 
very attractive watch, ra ther of an 
afternoon or evening type, has the 
back exquisitely carved and finished 
with very fine m arcasite work.

These watches are to be worn on 
either a chain or fob. T he chains are 
made of alternate small and long sil

ver links, which have centers or fill
ings of colored enamel to  m atch the 
watch. The fobs are particularly a t
tractive and come in brooch styles, 
some tending tow ard  open filigree pa t
terns, others being more solid. Near 
where they join the brooch and also 
near the watch different types of links 
are used. Some of the links are quite 
solid and heavy, with each one fitting 
into the o ther so that a solid effect is 
achieved.

Home Furnishings Face Problems.
W hile sales volume has gained 

som ewhat in the last six weeks, the 
retailing of home furnishings by de
partm ent stores still seems to present

difficult m erchandising features. The 
larger stores are grappling with the 
new trend of consum er buying of sep
arate pieces ra ther than sets. This has 
greatly  complicated the selling of 
furniture, for example, and is also re 
flected in chinaware, where the rule 
is fast becoming one of only open stock 
lines. As far as volume and profit are 
concerned a recent survey indicated 
that in one large group of stores the 
furniture departm ent ranks third in 
sales, but fortieth in profit.

The highest type of foreman stim u
lates his men to  do their best.

You can 't learn until you know that 
you don’t know.

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. 

of Fremont, Michigan

W I L L I A M  N.  S E N F ,  S E C R E T A R Y - T R E A S U R E R
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Rem arkable Record of Service and 
Achievement.

From  the American school of com
merce have been graduated the best 
business men the world lias ever 
known. This school is not confined 
to the limits of four walls nor does it 
prohibit any deviation from its courses. 
It is the greatest factor in the political 
and commercial affairs of the people 
of the United S tates; it takes the raw 
material and turns out a product at 
once the adm iration and the despair of 
o ther countries of the .world.

Certain fundamental principles m ust 
he observed by students who wish to 
do credit to themselves and to their 
alma mater. These principles are a 
willingness to learn, a retention of the 
knowledge im parted and a desire to 
m aster each of the various subjects in
cluded in the school’s curriculum. 
W hile hundreds of thousands enter 
th is school each year comparatively 
few progress beyond the prim ary 
grades; having learned one thing these 
students are content, and the great 
school is content, to have them do it 
again and again. Those who take the 
successive degrees and perfect their 
understanding of the knowledge im
parted by the instructors in this great 
business college in turn take their 
places am ong the faculty and assist in 
developing others hv increasing and 
perfecting the knowledge which is im
parted to willing students.

I t  has not been long since the class 
m otto was “Every man for himself." 
If the devil got the hinderm ost, why, 
that was a m atter in which the devil 
and the hinderm ost were more vitally 
concerned than was anyone else.

One of the greatest problems con
sidered has been that pertaining to the 
disposition of competitors. At one 
time it was thought the proper way to 
treat a com petitor was with silent con
tem pt or b itter reproaches. He was 
not regarded as a human being, but as 
a com petitor, and being a com petitor 
it not only was allowable but com 
m endatory that he be robbed of every 
adm irable quality. This practice of 
elim inating the competitor, or at the 
least casting reproach upon him, did 
not work out satisfactorily. It was 
perfectly proper for an operator to as
sure his custom er that he would be 
robbed if he went anywhere else—that 
the com petitor was a villain in whom 
no confidence should be placed—but 
at the same time and in the same way 
the com petitor was bringing into ques
tion the character of the other, so the 
outcome may very neatly be summed 
up by paraphrasing the old admonition, 
trite  but here well applicable, “ Don’t 
go to that villain to be robbed; come 
in here.”

The school of business took up this 
problem and finally decided by a m a
jority  vote to change its methods. On 
the ground that it is a great deal better 
to compete with a gentleman than a 
scalawag it was finally decided that 
the com petitors should he gentlemen, 
and forthwith they were.

It affords the T radesm an a great 
deal of pleasure to pay this tribute of 
love, respect and adm iration to  one 
who began in the prim ary branch of

this great college, who has taken the 
successive degrees m odestly and hon
orably and now is enrolled as a m em 
ber of the faculty of the drug branch 
of the great American College of Com
merce, Lee M. H utchins, whose clean- 
cut, forceful countenance adorns the 
opposite page. “A dorn” is used ad
visedly, because this picture represents 
a type of business man to whom the 
country is greatly indebted. Not alone 
has this class perfected its knowledge 
of how successfully to conduct a busi
ness, but, branching out, has taken up 
other problems, commercial in their 
character, it is true, b u t:so  closely re
lated to political and social progress 
that the advancem ent of the latter in
terests are contingent upon the un
qualifiedly correct solution of these 
questions.

One further observation is pertinent 
in this connection. The business world 
to-day through its foremost representa
tives legislates on questions of vital 
concern to all. In  no other branch of 
thought and effort are the principles 
of logic and equity so rigidly observed 
as in business legislation. W hile their 
activity affects selfish interests, so 
m any people are considered that the 
outcome is in conform ity with right 
and justice as those term s are under
stood and interpreted by the American 
people. The American school of com 
merce has branched out until to-day 
its principles and the ideas gained 
through intercourse and relations with 
others in the same and different lines 
of trade are reflected not only in this 
country but abroad as well.

Lee M. H utchins, President of the 
H azeltine & Perkins D rug Co., took 
up his residence in Grand Rapids 
thirty-one years ago last Thursday. 
The exact date was Friday, June 13, 
1898. He came to his present connec
tion after years of careful training in 
Ionia and Detroit. H is first position 
was that of credit man and financial 
m anager. He discharged the duties 
devolving upon him in that connection 
with such care and thoroughness that 
he soon became a dom inant figure in 
the organization, resulting in his elec
tion as General M anager on the death 
of Dr. H azeltine and his election as 
President on the death of Mrs. Hazel- 
tine.

No man has done his job better 
than Mr. H utchins has all these years. 
He has lost little time by illness. H e 
is seldom away from his desk during 
business hours. He is loved by every 
person in his organization. He is re
spected by every custom er of his 
house. As a teacher of business 
ethics and an instructor in right think
ing and right doing he has no superior 
in this country. Fie has probably 
made more than five thousand address
es since he cast his fortune with Grand 
Rapids people w ithout repeating him 
self—a record which has been eclipsed 
by but one man Am erica has ever pro
duced (President H arrison). Every 
speech he makes embodies a message 
having for its object the making of 
better men and better women.

In the meantim e he has assisted in 
raising the ethics of the drug business 
to a high standard and involuntarily 
placed his name in an elevated position 
with the wholesale and retail drug

trade. Many honors have come to him, 
entirely unsolicited. Fie could have 
been President of the National A s
sociation of Credit Men if he had per
m itted his name to be used in that 
connection. The same is true of the 
National Association of W holesale 
Druggists.

The life story of Mr. H utchins is one 
of extraordinary interest. It has been 
presented to the Tradesm an on many 
occasions. In it there is nothing of 
the spectacular. H is has been a career 
of simplicity, energy and directness— 
forging always ahead by the straight 
clean road. Few men have come to 
such prominence in the m ercantile 
business in so prosaic a way. Fie has 
been no captain of industry, in the 
sense of organizing and conducting 
cam paigns in his own interest; he has 
been no Napoleon of finance; he has 
done nothing startling; he makes no 
pretense of over-m astering ability or 
brilliant attainm ents. The honor ac
corded to him has been the recogni
tion of the worker—we m ight almost 
say the plodder—the man who has 
thought little of himself but much of 
his work. H e has done each day what 
that day had to be done; he has taken 
responsibility without personal gratifi
cation; he has planned for others rather 
than himself, hut he has, nevertheless, 
worked his way to recognition am ong 
men of strenuous activity.

T he Menace of the Automobile Indus
try .

Car mad is the universal malady 
which to-day prevents countless thou
sands from possessing the best insur
ance possible—the unencumbered own
ership of a well maintained home.

Nobody censures the sensible use of 
the automobile by any person able to 
maintain one. It is, however, the never- 
ending ambition to possess every new 
model, designed to tem pt the weak in
to every financial sacrifice for its pos
session, which constitutes the evil of 
the situation. The thousand or fifteen 
hundred dollars representing the pur
chase price of the car, constitutes a 
perpetual m ortgage on the life of it 
and the ow ner’s life, for long before 
the m onthly installm ents are paid, 
along comes the new model and the 
old argum ent, “One goes through but 
once," and it is done all over, only 
with a bigger car debt and ad in
finitum.

The ingenuity of the m erchandising 
departm ents of the car world, in 
fram ing novel reasons for trading in a 
perfectly good car, is only equalled by 
the ingenuity of the designers in pro
ducing novel effects to  whet the ap
petite of the public: An exam ple:
“Last week was witnessed the destruc
tion by fire of a piled up mass of used 
cars on an island in Lake Michigan, 
off Chicago, as a strik ing  example, to 
draw popular attention to the cam 
paign of the education of the public to 
the dangers of continued use of the 
used cars.

In other words, the bread winner, 
the meal ticket of the domestic estab
lishment, commits a moral crime, who 
endangers the continued welfare of the 
whole works, as well as its m ainte
nance, by continuing the use of the car 
whose first gloss and luster had be

come slightly dimmed. W ith  all the 
gross menace involved in the continued 
operation of such car, this moral de
linquency only removable on the im
mediate purchase of another new 
model by the aforesaid bread winner 
and meal ticket, with impressive cuts, 
illustrating how the dear father was 
being dragged out from under the 
wreck, covered w ith gore, and conse
quent widows and orphans and defi
cient life insurance money, even though 
the car was represented to  be at its 
sale, mechanically' impervious to wear 
or accident.

M ichigan is the middle name of au
tomobiles and is vitally interested in 
the production and sale of as many 
cars as can be decently merchandised, 
and the sensible ownership and use of 
the automobile has come to be an 
everyday necessity, but it is the ever
lasting rivalry and ambition to  pos
sess what cannot be afforded and the 
constant succession of expensive 
tradeins that is bleeding the common 
public dry and is the principal reason 
for the general run down condition of 
so many of our homes and farm s and 
greatly  increasing tenantry.

W . J. Cooper.

C orporations W ound Up.
The following Michigan corporations

have recently filed notices of dissolu
tion with the Secretary of State:
Lake Superior F ur Farm s, Inc., De

troit.
R osenthal Co.. Flint.
Duplex Co. of America. Detroit.
D etroit A ircraft Engine Corporation, 

Detroit.
Acme Tie Co. of Michigan, Reed City
Superior T ransit Co., Detroit.
N orth W oodward Avenue Land Co., 

Detroit.
Factory  Development Co.. Detroit.
B rightm oor Recreation Club, Detroit.
Fine Building Corporation, Detroit.
George L. Hines Corporation, Detroit.
Beaum ont-Schroeder Co., Milford.
Schlee-Rrock Aircraft Corporation, 

Detroit.
George Morrell Corporation, Muske- 

gon.
Crystal Lake Orchards, Beulah.
Lansing Oil & Gas Development Co., 

V estaburg.

Alliterative Anger.
A man who had recovered a judg

ment for some money which he had 
loaned but, owing to the impecunious
ness of the debtor, was unable to re 
cover any of the money is reported in 
a recent issue of the Docket to  have 
w ritten his lawyers in language which 
indicates that he was not too angry 
to  be alliterative: H is apparent secur
ity and seeming exemption from just 
liability is another piece of evidence 
in verification of what I have always 
contended: T hat tethered by technical
ities, and torporized by the tarnish of 
tradition, American ‘jurisprudence’ is 
but a fountain of fungus, a volcano of 
vacuum, a cloak for crooks and a gar
rison for grafters.”

The man who cannot work under 
pressure will never make a m anager.

If a farm er hasn’t anything to  kick 
about he buys a gold brick.

D on’t strike the boss for- more pay 
when he has the toothache.

A disloyal employe always sees dis
loyalty in his employer.



f* M I C H I G A N  T R A D E S M A N J u n e  19, 1929

DRY GOODS
M ichigan  Retail D ry  Goods Association. 

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

B enton  H arbo r.
Second V ic e -P re s id en t—D. M ih le thale 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 anager—Jaso n  E. H am m ond. L ansing .

Manager Hammond Covers Some 
Eastern Michigan Towns.

Lansing, June 17—W e have varied 
our travels some recently, one trip 
taking us from L ansing Eastw ard  as 
far as St. Clair and W estw ard to B at
tle Creek. Business in the D etroit 
area in most places is progressing In 
a satisfactory way.

Pontiac was so full of M asons a t
tending an annual gathering there was 
no opportunity to get hotel reserva
tions. The citv is spreading in all di
rections and m erchants generally seem 
to be doing a good business. W ill 
make another visit to Pontiac soon.

A t Romeo both the Squier and E lls
worth stores looked well and we heard 
more optim istic reports than on 
previous visits.

Louis E. Binsfeld. proprietor of 
Binsfeld’s store, at Lenox, has gone 
into the hotel business and the Bins
feld store is for sale. W e found R. W. 
Kirkham, of Richmond, at home 
beautifying a newly acquired residence 
property and planting a fine garden of 
flowers and vegetables. He gives a 
good account of his last vear’s busi
ness. He has a good location and will 
succeed. He speaks highly of his 
neighbor, I. Barnett, and wishes we 
coul■' get Mr. Barnett to  join the As
sociation. W e found Mr. B arnett fav
orable. but not sufficiently informed 
regarding our Association to make a 
decision.

Some store buildings in Mt. Clemens 
have been torn down and new build
ings are being erected. W e saw signs 
of prosperity on all sides. Ira  Griffith, 
who was form erly associated with his 
father, has now a small store bv him 
self. W e look forward to  a business 
success for Ira.

The Hoffm ann dry goods store has 
been sold and Mr. Hoffm ann retires 
from business soon. E. C. Priehs, who 
is generally hard at work at his store, 
w as in D etroit for the day. W e missed 
our usual visit with him. Mr. Ullrich, 
of the John K uhn’s store, asked many 
questions regarding the m ethods of 
m erchants throughout the State and 
said, “ I ’m glad you called.”

F. 1. Mulholland, of Birmingham, 
has changed his location—a little fur
ther North on Woodw'ard avenue. The 
streets of Birmingham have been wid
ened and the tow n looks like a real city. 
Mulholland. of W ayne, will also move 
into the next store and occupy the 
main business corner. W e prophesy 
success for both the M ulhollands.

The store of O. P. M artin, at P ly 
mouth. will soon be occupied by 
M orris B ittker, one of the proprietors 
of the Ypsilanti bazaar. A visit at 
Mr. B ittker’s Ypsilanti store revealed 
to us that Plym outh will acquire an
o ther enterprising m erchant. The 
Mayflower H otel is in the same class 
as the St. Clair Inn. W e congratulate 
both towns.

Northville is another town to keep 
your eye on. W e rejoice that the 
dangerous curve in the approach to 
the city is being straightened. The 
beautiful parks and drives are being 
completed and N orthville is fast be
coming a high-class m etropolitan 
suburb. C. A. Ponsford was busy and 
anxious to  know about other stores we 
have visited recently. H is only daugh
ter is now one of the upper classmen 
at Hillsdale College.

Persons traveling in E astern  Michi
gan should make St. Clair Inn an ob
jective point. T his hotel is located 
on the banks of the river in full view 
of the commerce of the Great Lakes 
and is well patronized by D etroit m o
torists. Shaw Brothers store was

visited. They report business on the 
increase.

J. H . Miller, of M arine City, is 
gradually' turn ing over the responsibil
ities of his business to his son and the 
young mau rises to the occasion and 
does all he can to give his father an 
easv time. The store is doing well.

Jack L. Kami, a t Algonac, has a 
brother-in-law  by the name of Kami, 
recently connected in business with 
him. Kami patronizes our insurance 
company liberally.

The name Orion has been changed 
to Lake Orion for advertising reasons. 
The Beemer & Carleton store is full 
of up-to-date m erchandise and the p ro
prietors are full of pep and good cheer.

At Stockbridge we were sorry to 
learn of the death of W . J. D ancer’s 
youngest son, which occurred a feyv 
weeks ago. Mr. Dancer retired from 
active business affairs a year or two 
ago and yvas happy that his five sons 
yvere m arried and yvell located around 
him. T his loss is severely felt by the 
Dancer family.

Ed. Vogel, of the firm Vogel & 
W urster, of Chelsea, yvas in New York 
on the day of our visit. Mr. Vogel and 
the Vogei family are generous patron- 
izers of our insurance company and 
have policies on real estate, household 
goods as well as the store and m er
chandise. The 30 per cent, saving is 
quite a feature yvith Mr. Vogel.

Battle Creek is a city of changes. W e 
hardlv recognize Main street, so many 
changes have occurred in appearance 
of the stores and ownership. O ur old 
friend, J. W eickpenant. is located a 
little fa rther out: has a fine little store 
of floor coverings, etc., and the sales 
girls say business is good. W as sorrv 
that Mr. W eickgenant was not in the 
store a t the time of our call. The 
Grand Leader, under the leadership of 
Sam Blick, has increased the floor 
space of the old Toeller location about 
50 per cent. Sam is a hard w orker and 
business is going forward with him 
very successfully. David Klein is a l
ways a t his place of business and al- 
ways has custom ers. Glad to find Mul- 
rine in his den. H e is as lively and 
optim istic as ever and a glad hand and 
a welcome from H orace well repays 
for the time spent in going to Battle 
Creek. Joe G rant has been w restling 
w»+h a pattern contract and will be glad 
when he can dispose of the one he 
now has. The Sterling-Sm ith store is 
a busy place. Fred goes out to the 
farm  and has a good time on the ou t
side, and M art, with his happy good 
nature, radiates good cheer around the 
store. J. C. Toeller came down to 
the hotel to  give us some advice and 
words of encouragem ent. H e reminded 
us of his prophetic words of eight 
years ago regarding the consolidation 
of stores which have been fulfilled. 
H e is always interested and wants to 
help boom the Michigan Retail Dry 
Goods Association.

Jason E. Ham m ond, 
M gr. Mich. Retail D ry Goods Ass’n.

Nightgowns Grow Shorter.
Nightgow ns this season are very 

short, barely covering the knee, and 
in most styles are plainly “tailored.” 
W hat interest is lacking in trim m ing 
is devoted to color, and charm ing pas
tels, chartreuse, peach, apricot, green, 
the capucine tones, beige and maize, 
are shown in the latest model, w hether 
made of crepe, ninon, chiffon or an 
inexpensive muslin. T he m ost widely 
accepted model is flat and is alm ost 
always bound and piped with another 
color, which is chosen to  m atch a con
ventional flower or other m otif ap- 
pliqued som ewhere on the  gown.

Stores Improving Display Cards.
M any individual stores and groups 

of stores are now giving critical a tten 
tion to their counter or m erchandise

table display cards. I t  is recognized 
th at these cards have been inartistic 
eyesores and lack efficiency in carry
ing out their message to  the shoppers. 
A ttem pts are being made to make 
them  much more artistic in appearance 
and to  improve their legibility. A very 
brief statem ent of the merchandise and 
its price, with use of plenty of space 
between lettering to permit easy read
ing, is recommended.

An honest failure is better than a 
false success.

Find Part-Elastic Band Popular.
M anufacturers who claim to have 

seen a w idespread popular demand for 
the part-elastic top for m en’s shorts 
are planning to  abandon the form er 
method of m aking the entire waist
band of such underw ear elastic, it was 
stated in the trade yesterday. Those 
producing shorts which have an eight 
inch band in the back claim men pre
fer that style because it allows greater 
freedom of m ovem ent and at the same 
time keeps the garm ents snug about 
the waist.

S U M M E R
Coye A w nings 

G arden  U m brellas 
Beach U m brellas 

Folding Porch Chairs 
C am p E quipm ent 

B oat Supplies

CHAS. A . COYE, INC.
GRAN D  R A PID S. M ICH.

MICHIGAN BELL 
TELEPHONE CO.

Long Distance Rates Are 
Surprisingly Low

For Instance:

or less, between 4:30 a. m. and 7:00 p. m.

You can call the following points and talk for 
THREE M INUTES for the rates shown. Rates 
to other points are proportionately low.

From Day

Grand Rapids to: Rate
DETROIT, M IC H .___________________ $ .95
MONROE, MICH. ____________________  .95
TRAVERSE CITY, MICH_____________  .80
ANN ARBOR, MICH _________________  .80
PONTIAC, M IC H .____________________  .85
KALKASKA, MICH. _____   .80
ELK RAPIDS, MICH__________________  .90
YALE, MICH_____________________  95

The rates quoted are Station-to-Station Day rates, effective 
4:30 a. m. to 7:00 p. m.

Evening Station-to-Station rates are effective 7:00 p. m. to 
8:30 p. m., and Night Station-to-Station rates, 8:30 p. m. 
to 4:30 a. m.

The fasten service is given when you furnish the desired 
telephone number. If you do not know the number, 

call or d ial “Information."

TI ME N E E D S
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SHOE MARKET
M ichigan  Retail Shoe Dealers Association  

I “re s id en t—Elw yn Pond.
V c e -P re s id en t—J . E. W ilson.
S e c re ta ry — E. H. D avis.
T re a s u re r—Jo e  H . B u rton .
A sst. Sec’y -T re a s .—O. R. Jen k in s . 
A ssociation  B usiness Office, 907 T r a n s 

p o rta tio n  Bids;.. D etro it.

Getting More Business in the Shoe 
Store.

H abit makes us clean our teeth in 
the morning. H abit enables us to 
dress, painfully conscious of every 
button. If it weren’t for habit, a typ
ist would have to spend an hour or 
two every day learning all over again 
how to operate the typew riter. I t  is 
habit that puts all of us through the 
m otions of eating, sleeping and walk
ing.

H abit makes us do things without 
thinking about them, often against our 
best wishes.

A man who has the habit of biting 
his nails and resolves to overcome it, 
many times finds, despite his resolve, 
that he has carried his fingers to his 
m outh and has commenced to chew 
them.

Could the shoe retailer harness this 
universal force of habit, he will he able 
to increase business.

I shall show how:
A habit is form ed by doing a thing 

over and over again. It is like m em or
izing a verse. A habit, in fact, is a 
memorized action.

By developing in his regular cus
tom ers the habit of visiting his shop 
with g reater frequency, the m erchant 
would obviously he in a position to  
make additional sales. But how de
velop this habit?

Simply by using every possible pre
text for inviting custom ers to call at 
the shop more often than they have 
been in the custom of doing.

I t  is to  create this habit of m aking 
more frequent visits th at a great many 
retailers institute the charge account 
system. A charge account customer, 
they have found, will invariably step 
into her bottlers whenever she is in 
the neighborhood.

W ere she merely a cash customer, 
she would no doubt hesitate about go
ing into a shop unless she actually in
tended to buy. Possessing a charge 
account, however, she shows no such 
hesitation and thus opens herself to 
additional purchases.

A retailer selling women’s shoes in 
Buffalo, New York, coaxes custom ers 
to  come into the shop sooner than 
usual by using the telephone. D uring 
spare m oments his cashier seats her
self at her desk and calls up one wo
man after another.

In  gossipy fashion she asks each 
custom er w hat she thinks of the 
w eather and of that new moving pic
ture, and wpuldn’t it he simply grand 
if the picnic of the M ethodist church 
were to come out on a sunshiny day.

Eventually, the cashier calls to the 
custom er’s attention the fact that the 
store has just received the darlingest 
shoes from New York.

“You will love them ,” she rem arks 
through the receiver, “and there’s a 
pair that would look just adorable on 
your feet.”

“ I’m holding them  out. Do step in 
within the next few days and try  them

T his method of keeping in touch 
with custom ers keeps them  in the 
habit of coming to the store.

In another shoe shop, the salesman 
induces patrons to come in by sending 
to each of them  a personal letter from 
time to time. T his invariably offers a 
“personal tip” about some new shoes.
It reads som ething like this:

“This is a little secret between you 
and me.

“ Forty  pairs of shoes came in this 
m orning, direct from New York.

“As I was putting  the shoes away, 
one pair suddenly captured my eye.

“ It is a stunning pair in snake skin 
with a most unique strap.

“Ju st the shoes for M rs. Fedell 
(the custom er’s name is filled in) I 
said when I saw them. T hey would 
just about complete that pale tan en
semble she wore the other day.

“Then guess what I did?
“ I took them  out of stock and hid 

them away so that on one but you can 
have them.

“ But I can’t hold them  out too long. 
W on’t you please come in soon before 
they are missed?”

Compelling a custom er to visit the 
store is accomplished by a dealer in 
Baltimore by the simple means of send
ing to him a proof of the sto re’s ad
vertising in advance of its appearance.

A letter which accompanies the ad
vertisem ent generally states that the 
custom er has the opportunity of m ak
ing a selection while the stocks are 
still complete.

“W hen the advertisem ent is released 
to the public,” the lead reads, “it will 
naturally be more difficult to make a 
satisfactory selection.”

A Newark m erchant sponsors a 
variation of the same method. Instead 
of using the fact th at the advertise
ment m ust be issued shortly as the 
reason for coming to shop soon, this 
retailer announces a private sale to  be 
held in advance of a regular public sale.

The letter he sends out invites the 
customers to attend this private sale: 

“ In  appreciation of your patronage, 
we desire to extend to you a personal 
invitation to attend a private sale of 
spring footwear in a num ber of de
cidedly sm art models, each of which 
will be offered a t the exceedingly low 
price of $8.50.— Dan Rennick in Shoe 
Retailer.

Rules For Handling a Woman By 
Electricity.

If she talks too long—Interrup ter.
If she wants to  be an angel—T ran s

former.
If she is picking your pockets—D e

tector.
If she will meet you half way—R e

ceiver.
If  she gets too excited— Controller. 
If she goes up in the air— Condenser. 
If she wants chocolates— Feeder.
If she sings inharm oniously—Tuner. 
If she is out of tow n—Telegrapher. 
If she is a poor cook— Discharger.
If she is too fat— Reducer.
If she is w rong—Rectifier.
If she gossips too m uch—Regulator. 
If she becomes upset— Reverser.

Experience is repetition coupled 
with thought.

MICHIGAN SHOE DEALERS
M U TU A L FIRE INSURANCE COM PANY

LANSING, MICHIGAN

Prompt Adjustments
W rite L. H . BA K E R , Secy-Treas. Lansing, M ichigan

P . O . B ox 549

SANITARY HANDY PACKAGES 
FOR EVERY OCCASION

P U T N A M  F A C T O R Y
N A T IO N A L  C A N D Y  C O ., IN C ., Grand Rapids, M ich .

ALW AYS
POPULAR

ALL ABOARD!
ALL ABOARD!

ALL ABOARD!
S team  is up! L a s t good-byes a re  being  said ! T he  G rocers’ Special T ra in s  
a re  all re ad y  to g lide o u t of th e  ra 'l ro a d  s ta t io n s  from  all im p o r tan t cen ters , 
on th e ir  w ay  to  th e  N.A .R.G . C onven tion  a t  P o rtlan d , O regon, from  J u n e  
24th to  J u n e  27th.
B u t th e re  is s till tim e to  m ake  re se rv a tio n s  on th ese  t ra in s  before  th e y  leave. 
G et In touch  w ith  y ou r local T ra n s p o rta tio n  C hairm an . M ake y o u r re s e rv a 
tio n s  th ro u g h  him . If you h a v e n ’t go t all th e  in fo rm atio n  you need a b o u t 
th e  su m m er to u r is t  ra te s , th e  i tin e ra ry , or a n y th in g  else, a sk  him . H e know s!

There’s no time to lose!
Make reservations today!

Bring  your wife too!

C om plim ents  of

THE FLEISCHMAN COMPANY
Fleischmann’s Yeast 

Service

Always Sell

LILY WHITE FLOUR
"T he  Flour the best cooks use. "

A lso our high quality  specialties
R ow ena Yes M a’am  G raham  Row ena P ancake Flour 
R ow ena G olden  G. M eal R ow ena Buckw heat C om pound

R ow ena W hole W heat F lour
Satisfaction guaran teed  or m oney refunded.
VALLEY C ITY  M ILLIN G  C O . Grand Rapids, Mich.

on.
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RETAIL GROCER
Retail Grocers and Meat Dealers A sso c ia 

tion of Michigan.
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 . Schu ltz , 

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

Aggressive Selling As Practiced By 
Two Grocers.

W herever you find a seller you find 
a merchant, and wherever you find a 
m erchant you likewise find success so 
assured that competition means little 
or nothing. This is equally true of 
George Covalla, in the village of 
Cloverdale, California, and C. A. Pil
grim, who conducts two stores in a 
suburb of P ittsburg . Both men are 
artists. Cavalla being som ewhat the 
better of the two. Both are able to 
use a pencil effectively on a stencil, so 
they make their circulars speak in 
lively, attractive language—the effec
tive language of pictures. Both men 
keep closely posted on what goes on 
in the business world around them by 
reading trade papers and advertise
ments in cities. Both thus contravene 
the contention made by lazv-minded 
men everywhere that the grocer “has 
no time to read," for these men are 
busier men than most so-called gro
cers. And thus both men find more 
to write and talk about than they can 
use in their circulars and are able to  
select really interesting items with 
which to make their circulars extra 
effective.

Pilgrim  draws a nice assortm ent of 
vegetables on one side in his M arch 
16 circular which is on pink paper with 
black ink. He displays his lines with 
skill and they read thus: “H ere you 
will find a large assortm ent of fresh 
fruits and vegetables at inoderate 
prices. And you can order your meat, 
groceries, fruits and vegetables with 
one phone call. Let us have your o r
ders," followed by addresses and phone 
numbers.

That is old, commonplace stuff, of 
course, hut it is snappily w ritten re 
minder stuff of the best character. 
Folks need to be told what they al
ready .know. They also like to be 
told what is familiar, just as children 
prefer old stories to new, stories of 
which thej- know every word in ad
vance. Further, the familiar needs 
constant emphasis, for what is more 
familiar or more vitally im portant than 
the three meals we eat daily?

Pilgrim  proceeds to  quote definite 
prices on some of his perishables, but 
he simply lists Idaho baking potatoes, 
heart celery, leaf lettuce and others. 
Unquestionably such items as Idaho 
bakers reuqire—and will splendidly re
pay—special salesmanship. In  one 
city, for instance—it was Pittsburg , 
come to think—a wholesaler struggled 
for an entire season to get a foothold 
on Idaho bakers. H e was turned down 
by all m erchants: “ W hat, offer pota
toes at three for 25c? You m ust think 
I’m crazy,” was the response. In 
desperation, he consigned a few to 
selected m erchants and then advertised 
them. Now he uses the long-distance 
telephone from P ittsbu rg  to  Idaho as 
a m atter of daily routine to  get his 
straight cars rolling in time.

Pilgrim  prices his perishables scien
tifically and in immediate line with his 
m arket costs. O ranges are priced, 
with bright description, at 25c, 35c 
and 59c per dozen. New York B art
lett pears in cans are priced a t 29c per 
can—a strong psychological price. He 
ends w ith: “ Follow our advertising 
and don’t lose sight of the fact that we 
want you for a custom er.” A man 
who thus sells goods need have no 
fear of going to the discard.

Pilgrim 's next advertisem ent em 
phasizes the phone convenience and he 
d-aws a telephone instrum ent with 
usual skill. H e say.s: “Phone us your 
orders. W e like phone orders.” Com
monplace again, but effective. Sug
gestion is a great selling force. Pilgrim  
prices his lemons this week at 19c per 
dozen. On his cost that week, 11c 
per dozen, the right price would have 
been 15c, but 19c is admissible from  
many standpoints. F irst, it is probably 
a cheaper price—more attractive— 
psychologically than 15c would be. 
Second, against the custom ary inanity 
of “2 for 5c’’ and “3 fo r 10c,” this 
price looks extrem ely cheap. Third, 
he gets a fine m argin—a bit too liberal 
but allowable when 19c is possible. 
Fourth , he sells dozens this way and 
makes more himself than he could on 
any m argin in small quantities. Fifth, 
he gets folks to  using lemons liberally. 
A dozen induces use, where tw o or 
three induce neglect. Thus, sixth, he 
builds his business while m aking fine 
money directly.

A grocer asks the. T radesm an: “ If 
I deliver a loaf of bread the 15th of the 
m onth and the custom er pays me 15th 
of next m onth, how fast is my tu rn 
over?” The editor answ ers:

“T urnover means how often the 
goods are bought and sold. The sale 
is not completed until goods are paid 
for, paym ent being as much part of the 
transaction as ordering or delivering. 
T he tim e between the 15th of one 
month and the 15th of next m onth is 
30 days. Therefore the turnover is 
m onthly or twelve tim es a year.”

But no m erchant can handle his 
credit business scientifically or with 
full success who thus mixes tw o fac
tors. In handling credits the m erchant 
m ust become tw o men. H e m ust be 
a seller on the one hand and the in
vestor in credit on thé other. Such is 
the right attitude.

Now, strictly speaking—and speak
ing, too, from the standpoint of hoped- 
for success in credit extension—the 
bread has turned the m inute it has 
been handed out. The bread has been 
sold, it has been turned and its m argin 
has been realized at that tim e; be
cause at that time all factors of m er
chandising have been completed. F o l
lowing the sale and consequent tu rn 
over of that bread, the m erchant has 
done som ething else—som ething en
tirely aside and different from m er
chandising. For now he has made an 
investm ent in the credit of that cus
tom er.

T he effect of credit extension is to 
provide the  custom er with money with 
which to buy merchandise. Looking 
at things this way, the m erchant will 
realize that it is up to  him to make 
w’ise investm ents in personal credit;

(Continued on page 31)

Grand Rapids Paper Box Co.
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

UPTON’S TEA
G O LD  M ED A L Q U A LITY  

A lw ays asked for by discrim inat
ing buyers w ho w ant the  finest! 
Be sure you have it in stock.

THOMAS J. LIPTON, Inc., 28 East Kinzie Street, Chicago, 111.

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

G R A N D  RAPIDS MICHIGAN
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MEAT DEALER
M ich igan  State Association of Retail 

Meat Merchants.
P re s id e n t—P ra n k  Cornell. G rand  R apids 
V lce -P re s .—E. P . A bbott, F lin t. 
S e c re ta ry —B. 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 ee tin g  will be held in G rand 

R apids, d a te  n o t decided.

High Beef Prices Are World-Wide. 
Declaring relatively high beef prices 

a world-wide situation, the Bureau of 
Agricultural Economics, United States 
D epartm ent of Agriculture, reports 
that low output, high prices, and a re
duced volume of international trade 
are the outstanding features of the 
cattle and beef industry in m ost of the 
im portant exporting countries.

T he United States im ported less cat
tle but more beef during the first quar
ter of 1929 than in the corresponding 
period last year, and the prospects arc 
th at New Zealand. Canada, and A r
gentina will continue to  ship beef to 
this country. Prices in European con
suming countries, notably Great Britain 
says the bureau, remain close to the 
high levels of 1928, but the relatively 
higher U nited States prices suggest 
that European buying cannot be ex
pected to reduce materially the vol
ume of foreign cattle and beef seeking 
an outlet here.

New Zealand now leads Canada as 
a source of U nited States fresh and 
frozen beef and veal imports, while 
A rgentina is sending larger quantities 
of canned beef. Canada is the leading 
source of live cattle, principally Stock
ers and feeders. T he leading outlet 
for Canadian cattle and beef, under 
present world price conditions, has 
shifted from Great Britain to the 
U nited States. Mexico is sending a 
relatively smaller num ber of stocker 

.  and feeder cattle to the American m ar
ket.

Prices remain relatively high in the 
European beef m arkets, and imports 
are below those of a year ago as a 
result of reduced supplies available for 
export in the Southern Hem isphere, 
notably South America. In  Great 
Britain there has been a noticeable 
tendency to use the less expensive 
frozen beef ra ther than best chilled 
beef, but all beef is regarded as dear 
by most consumers. There is more 
consum er resistance to  the existing 
price level in Europe than there is in 
the U nited States. M ost European 
countries, especially on the continent, 
have been increasing their domestic 
beef supplies during recent years and 
including 1928, but this tendency has 
g reater significance with regard to the 
volume of im ports from the longer 
time viewpoint than it lias under cur
rent m arket conditions.

T he U nited States cattle industry is 
reported to be passing the bottom  of 
a production cycle and approaching the 
peak of a price cycle. This means that 
as prices rise through the effect of a 
series of years of shortage in supplies 
of cattle, breeding anim als are w ith
held from the m arket to  build breed
ing herds and there is a tem porary 
additional contraction of beef supplies. 
T here has been a tendency toward 
sm aller to ta l inspected slaughter this 
year, with steer slaughter larger than a 
year ago, and slaughter of other cattle 
considerably less.

Surplus Elk Offered By Biological 
Survey.

Surplus elk from  the National Bison 
Range are being offered by the Bio
logical Survey of the D epartm ent of 
A griculture to anyone who will remove 
them  without cost to the Government, 
it is announced.

T he full tex t of the statem ent fol
lows:

The National Bison Range is in 
W estern  M ontana near the towns of 
Moiese and Dixon. Because the elk 
there have increased beyond the carry
ing capacity of the range, it is neces
sary further to reduce their numbers, 
even though some of the surplus ani
mals have already been disposed of by 
sale.

The National Bison Range is ad
m inistered prim arily for the m ainte
nance of a fair-size herd of buffalo, 
the original stock of which was sup
plied by the Am erican Bison Society. 
It is the desire of the Biological Sur
vey to make immediate reduction in 
the num bers of the elk so as to avoid 
feeding them  hay during the later and 
early spring, which would otherwise 
be necessary, as well as to  preserve as 
much forage as possible for the buf
falo. The elk at this time are mainly 
valuable for exhibition purposes at zoos 
and for stocking game parks and 
farms. It is now too late in the sea
son for the elk meat to be good.

Correspondence on the subject 
should be directed to F rank H . Rose, 
protector of the N ational Bison 
Range, Moiese, M ontana. Telegram s 
should be addressed to him at Dixon, 
M ontana.

Forage Important For Production of 
Pork.

There is no substitute for good m an
agem ent in the production of pork. 
Good m anagem ent implies that one 
give attention  to such factors as may 
reduce production costs. In amplify
ing these statem ents, W illiam C. Skel- 
ley, assistant animal husbandm an at 
the New Jersey Experim ent Station, 
adds:

“One of the most im portant factors 
in reducing the production costs after 
the pigs are farrow ed is the use of 
forage crops with the grain. This 
has been proved not only by scientific 
experim ent, but also by the experience 
of leading swine raisers in the U nited 
States. Forage crops are valuable for 
all swine, and especially for young 
growing pigs, because they contain 
much of the body-building m aterials 
r  •j-eded in liberal am ounts by young 
grow ing animals.

“Such crops are rich in protein which 
is of the right quality to supplement 
effectively the proteins of the common 
feeds given to swine. In  addition, they 
are rich in m ineral m atter, particular
ly lime and phosphorous, needed in 
large am ounts by grow ing animals.

“ Lastly, forage crops contain v ita
mins, which scientists have found to be 
necessary for the grow th and health of 
animals. T he choice of a forage will 
depend on the soil and climatic con
ditions.”

The early worm should keep later
hours,

"W o r d e n  Q r o c e r  C o m p a n v

The Prompt Shippers

Good A ll The W ay

Morton House
C O F F E E

It’s The Guaranteed Coffee

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.
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HARDWARE
M ich igan  Retail Hardware Association. 

P re s id e n t—W . A. F lack . P a d  Axe.
V ice-P res .—L ouis F. W olf. Mt. C lem ens, 
S e c re ta ry —A rth u r  J . S co tt, M arine C ity. 
T re a s u re r—W illiam  M oore. D etro it.

How To Handle the Fishing Tackle 
Trade.

Knowledge of the goods, and of 
their uses, helps m aterially to sell any 
specialized line. This is why it will 
pay, in handling fishing tackle, to  place 
in charge of that line a salesman who 
understands both tackle and fishing.

A tourist in a certain town last sea
son wanted to  do some trou t fishing 
on one of the nearby stream s. He 
was attracted  by an excellent window 
display of fishing tackle. The stock 
in the store was well selected and in 
good shape.

The would-be purchaser asked re
garding neighboring trout-stream s, 
and the sort of equipm ent to  use. T he 
salespeople seemed to  have only the 
vaguest ideas on the subject.

“ I guess this trout fishing here is 
over-rated,” mused the tourist; and 
went out without buying anything.

A little further down the street, 
however, he found a store, somewhat 
smaller and less pretentious than the 
first. In one corner of a nondescript 
display of fishing tackle and souvenirs 
was a card reading, “ Inform ation re
garding fishing for the asking.” The 
tourist went in.

The man behind the counter knew 
his fish. Also his tackle. H is stock 
of the latter was hardly as com pre
hensive as the big store had shown, but 
it was good enough; and his inform a
tion covered the whole field. The visit
ing fisherman found here a kindred 
spirit who would tell him just where 
to go, how to get there, what tackle to 
use, and how to use it. The tourist s 
dead enthusiasm  came to life again; 
and then and there he outfitted.

T hat experience will explain why 
some stores which pay a great deal of 
attention to window display, keeping 
up the stock and other im portant m at
ters yet fail to get as good results as 
they should from their really excellent 
work in these directions. Personality 
is a vital m atter; and so is the hard
ware dealer’s wideaweke personal in
terest in the goods he is selling and 
the pastimes and activities to which 
he caters.

The good display a ttrac ts the cus
tom er; but the salesman’s knowledge, 
enthusiasm  and selling ability are nec
essary to clinch the sale.

This is true of practically all h ard 
ware lines. It is true of all selling. A 
woman told me yesterday of an ex
perience in a shoe store. She had gone 
to  buy shoes for a little boy. “T hey’ve 
got a new dumbell,” she said, “a girl; 
and she began to  show me shoes. I 
asked her the difference between the 
$2.50 and the $4 shoes and she didn’t 
know. Then the proprietor came 
along and explained the difference in 
leather, the more careful m anufacture, 
the finer finish. I could see at a glance 
then that the higher priced shoe was 
worth more.”

The same thing applies to fishing 
tackle. The dumbell of to-day is how 
ever quite likely to  become, with intel

ligent application, the star salesman of 
to-m orrow .

T he man in charge of the fishing 
tackle should be som ething of a fisher
man. T his is particularly  necessary 
in a tow n where local fishing facilities 
bring num erous sum m er visitors. 
These people as a rule don’t know 
w hat to buy or where to  go; and the 
friendly and intelligent salesman who 
can answ er both questions is pretty  
sure to land their business.

Knowledge of the line, on the part 
of some one salesman specially placed 
in charge of it, is a first essential. And 
he in turn should be coaching some 
o ther salesm an; because no one man 
can do it all.

T he dealer should be on friendly 
term s with local hotel and boarding 
housekeepers, keepers of tourist room s 
and taxi drivers; so that when a fish
ing enthusiast comes to  town, they 
will refer him to the  m erchant for in
form ation and equipm ent. In my 
limited travels I have found men in 
one class of business recom mending 
people in some o ther line, and doing 
it enthusiastically. As a rule they do 
it, not because they are financially re
warded, but because they know these 
folks, and know -they  are dependable. 
Establish yourself and your business 
in the  estim ation of local people who 
are apt to meet tourists and travelers, 
and you will find a great deal of trade 
thus diverted your way.

T here are num erous ways in which 
the fisherman’s trade can be attracted  
to your store. The reputation of be
ing “headquarters for fish inform ation” 
is worth dollars to  any hardw are or 
sporting goods dealer. In one town a 
dealer who is a regular fishing crank 
sells practically all the tackle used in 
the neighboring territory. H is sales 
of other lines are small; but his en
thusiasm  and his established reputa
tion as an authority  on fishing draw 
him practically all the trade in this one 
line.

Before this man went into business 
he had been a man of leisure and 
wealth. Fishing was his hobby; and 
he learned all about it. T hen he made 
some bad investm ents. He had to 
earn his own living. The town had 
two hardw are stores both selling fish
ing tackle. This man nevertheless 
opened a sporting  goods store which 
specialized in fishing tackle. Now the 
regular dealers sell practically no fish
ing tackle—simply because their handl
ing of the line was always perfunctory 
— while the exclusive dealer does all 
the business. Yet had either of the 
regular dealers been enthusiasts or 
possessed even an intim ate knowledge 
of fishing, the newcom er w'ould prob
ably never have secured a toe hold.

A contest offering a prize or prizes 
for the largest fish caught is often a 
good business-getter. T his stun t is 
quite frequent with dealers in the 
vicinity of famous fishing waters. As 
a rule such a contest is open to  any 
angler provided he registers his name 
and address at the beginning of the 
season, or a t least before he makes 
his catch. T his proviso brings people 
into the store and gives the dealer a 
chance of securing their business. 
Som etim es—not always—the stipula
tion is made that the prize-winning

Special Reservation Service —  “Wire Collect”

In Detroit— the

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

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

DETROIT-LELAND HOTEL
Bagley at C a ss  (a few steps from the M ichigan  Theatre) 

Direction Bowman Management 
WM. J. CHITTENDEN, Jr., Managing Director

B R O W N & S E H L E R
COMPANY

Automobile Tires and Tubes 
Automobile Accessories 

Garage Equipment 
Radio Sets 

Radio Equipment 
Harness, Horse Collars

Farm Machinery and Garden Tools 
Saddlery Hardware 

Blankets, Robes 
Sheep lined and 

Blanket - Lined Coats 
Leather Coats

G R A N D  R A P I D S ,  M I C H I G A N

Michigan Hardware Co.
tOO-108 Ellsworth Ave..Comer Oakes 

GRAND RAPIDS, MICHIGAN

W holesalers of Shelf Hardware, Sporting 
Goods and

Fishing Tackle
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fish be caught with a certain variety of 
tackle, or with tackle bought a t this 
particular store.

One alert dealer keeps interest alive 
by bulletins of big fish caught by con
testants. W henever a big catch is 
made, a snapshot of the fish and the 
fisherman is posted in the window, 
with a few words explaining that the 
sort of tackle used in catching this big 
fish is on sale inside. Photographs 
are kept from year to year; and used 
from time to time in connection with 
window displays. A window display 
last year showed the record fish, and 
their captors, for the past ten years.

A nother dealer elaborated this con
test idea considerably. He provided 
a large register recording the captures 
of big trout, the date, place, weight, 
length, etc.; also details of the bait, 
tackle and rod used. Each purchase 
of a dollar's worth of tackle from this 
store secured the customer a m em ber
ship card in the store selling club, and 
gave him the privilege of registering 
his big fish. No fish under one pound 
could be registered; but every effort 
was made to secure registry  of larger 
fish. A prize of $10 in gold or its 
equivalent in fishing tackle was offer
ed each season to  the fisherman cap
turing  the largest fish; and the same 
am ount to the angler who made the 
largest total season’s catch.

T his contest proved highly profit
able to the fishing tackle departm ent, 
stim ulating rivalry between local 
sportsm en, many of whom, eager to 
keep posted, called at the store fre
quently to leaf through the register 
of the latest catches. M any tow ns
men bought from the dealer not m ere
ly the dollar’s worth of tackle neces
sary to qualify them  for membership, 
but all the tackle they needed. N ot 
merely did the fishing tackle trade 
double the previous year’s sales, but 
a goodly increase was shown in other 
lines.

M ethods to be employed in appeal
ing to fishing tackle trade of course 
depend largely on the locality. In 
some places this trade is a minor item, 
and elaborate prizes are not justified. 
In others, the trade bulks big in the 
year’s business. Every m erchant must 
adapt his m ethods to local conditions. 
A t the same time, it is worth consider
ing, not merely the actual am ount of 
trade now done, but the possible ex
tent to which trade can be developed 
by aggressive methods.

W indow displays should be used; 
and special attention should be given 
to interior display. The value of show
ing the goods attractively inside the 
store is not always appreciated.

A large window was used by one 
dealer to make a very comprehensive 
display. The back ground was a 
“bush” contrived of fishing rods, their 
bases sunk in imitation moss, leaves 
and other forest covering. In front 
of the rods were fishing hooks, flies, 
trolling spoons, bait receptacles, ham 
pers, rod cases, nets, etc. A few 
m ounted fish, trophies of local sports
men, were worked into the display, and 
were helpful in a ttrac ting  notice to  a 
really worth while display of tackle.

A fishing camp furnished the motif 
for another good display. In  the main 
part of the window was a largo galvan

ized pan about three feet square and 
one foot deep. T his was filled with 
w ater which, by a mechanical device, 
was kept running. Several- small fish 
were placed in this tank, the edges of 
which were covered with moss. At the 
back of the pan, on a raised knoll, was 
a m iniature tent, containing m iniature 
figures. In  front of the ten t was shown 
a tripod with a pot, and underneath 
some sticks. A red electric bulb threw  
a light through the sticks, m aking a 
fair suggestion of a camp fire. Around 
the tent were arranged fishing rods; 
the whole making—especially a t night 
—a very effective display. Across the 
window above the line of vision was a 
netting  on which were hung hooks, 
flies, etc. T he corners of the window 
and the border were of all sorts of ac
cessories, such as bait receptacles, m in
now traps, therm os bottles, rod cases, 
etc. The resulting display was a very 
effective one. V ictor Lauriston.

New Jewelry For Varied Occasions.
Beach jew elry may be purchased in 

sets or individual items. Chokers are 
made of smooth, shiny wooden beads 
which come in such sizes and shapes 
that it would take a book to  record 
them  all. One new set is made of 
square discs about an inch in size, 
each disc separated by tw o small 
round wooden beads in natural color. 
Smaller discs are used for a bracelet 
and an anklet. A zigzag choker is 
made of shoebutton beads and three 
wooden rondels of different colors 
strung together.

A choker to wear with the sun-tan 
back suits is made of red wooden 
beads alternating  with others of carved 
bone or ivory. A lariat effect is used 
in back, the free end being finished 
with a huge pendant of the carved 
bone or ivory. An anklet and w ristlet 
come with this choker. O ther single 
necklaces are longer and are found in 
various color combinations.

Black and white beads in small sizes 
and with several strands bunched to 
gether are very attractive with the 
black and white beach things. H uge 
red beads cut in m odernistic shapes 
with either black or white ones are 
very gay when worn w ith the neutral 
colored suit or ensemble. Chokers of 
navy blue and tan are especially stylish 
when made of ball beads th a t have 
shanks to keep them  in position wrhen 
strung  about the neck.

Negligee Styles.
In teresting  diversity is shown in 

negligees. T he latest styles are both 
tailored and softly draped. A prac
tical gown for general utility is made 
of crepe de chine moire, tub  satin or 
any of the newr washable m aterials th at 
have sufficient body to stand wear 
and retain their beauty. For the sum 
m er wardrobe negligees of this sort 
are of much service and comfort, and 
are either quite simply tailored or fin
ished with lace th a t launders.

Black negligees of the sheer m a
terials are very sm art, and late models 
have alm ost the form ality of tea 
gowns. One of black Chantilly is made 
with the skirt lifted in front and 
shaped in a narrow -pointed train.

M ost of us are too lazy to  take re
sponsibility.

The Brand You Know 
by HART

h a r t

Look for the  Red H eart 
on th e  Can

LEE & CADY D istrib u to r

There Is nothing better than our 
F U L L  C O V E R A G E  P O L IC Y .

American Mutual 
Automobile Insurance Co.

701-2 B uild ing  & L o an  Bldg. 
G ran d  R ap ids, M ichigan.

When you want good cheese
A S K  F O R

KRAFT((K»CHEESE

Phone S1S6S
JOHN L. LYNCH SALES CO.

S P E C IA L  S A L E  E X P E R T S  
Expert Advertising  

Expert Mrechandising  
209-210-211 M u rray  Bldg. 

GRAN D  R A PID S, M ICHIGAN

E  V  A  T  O R  S
(E le c tr ic  an d  H an d  P ow er) 

Dum bw aiters— Electric Convert
ira to  change  y o u r old h and  
e le v a to r in to  E lec tric  D rive.

M ention  th is  P a p e r . S ta te  
k in d  of E lev a to r  w an ted , size, 
c ap a c ity  a n d  height!». 
iS ID N E Y  E L E V A T O R  M FG . CO.

/M iam i P lan t! RiHnpv. Ohio

EWERA
LIFE ASSOCIATION

G ran d  R apids.
SOUND COM PANY. SOUNDLY 
M ANAGED BY SOUND M EN.

Sand Lime Brick
Noth ing as Durabla  
Nothing aa Fireproof 

Makes Structure Beautiful 
No Pain ting  

No Cost for Repairs  
Fire Proof W eather Proof 

W arm  in W inter— Cool In Sum m er

B rick is Everlasting
GRANDE BRICK CO.

Grand Rapids. 
SAGINAW BRICK CO. 

Saginaw.

4C
I

F R I G I D A I R E  !
ELECTRIC REFRIGERATING SYTEMS 

PRODUCT OF GENERAL MOTORS

For Markets, Qroceries and I 
Homes ^  J  H

Does an extra mans work

No more putting up ice

A sm all d o w n  p ay m en t p u ts  th is  
e q u ip m e n t in  fo r you

F. C. M A T T H E W S  
&  CO.

I l l  PEARL ST. N. W 

Phone 9-3249

i  —--------- — X

I. Van Westenbrugge
Grand Rapids - Muskegon

( S E R V IC E  D IS T R IB U T O R )

Nucoa
k r a f t « K » cheese

A ll varieties, bulk and package cheese

“Best Foods”
Salad Dressings

Fanning’«
Bread and Butter Pickles

Alpha Butter
T E N  B R U IN ’S  H O R S E  R A D IS H  end 

M U S T A R D
O T H E R  S P E C I A L T I E S

H enry  Smit
FLORAL Co., Inc.

52  M onroe A ven u e  
G R A N D  R A P ID S

P hone 9-3281

COCOA
DROSTE’S CHOCOLATE 

Imported Canned Vegetables 
Brussel Sprouts and French Beans 

HARRY MEYER, Distributor
818-820 Logan  St., 8 . E. 

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

Link, Petter <Sl Com pany
( Incorporated)

Investment Bankers
7th FLOOR, MICHIOAN TRUST BUILDING 

GRAND RAPIDS. MICHIGAN

1862 • - 1929
S E E L Y ’S  F L A V O R IN G  E X T R A C T S  

S E E L Y ’S  P A R IS IA N  B A L M  
S ta n d a rd  of quality  for nearly 70 years 

S E E L Y  M A N U F A C T U R IN G  CO. 
1900 East Jefferson. Detroit, M ich.
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HOTEL DEPARTMENT
News and Gossip Regarding Michigan 

Hotels.
Los Angeles, June 14— I am glad 

the Out A rounders finally broke away 
from their m oorings and paid a visit 
to Pontiac and the H eldenbrands. 
E verything they report m eets with my 
sincere approval. T he H eldenbrands 
certainly dispense practical and intel
ligent hospitality. W ould that there 
were more of such in the profession 
and fewer of the “high hat” pattern. 
I have always m aintained that land
lords are born and not recruited from 
the ranks of wop life insurance and 
book agents.

“Uncle Louie” W internitz, enjoying 
good health, reports th a t he will rem ain 
in Los Angeles until the E lks conven
tion next m onth after which he will 
hie himself to Charlevoix for his sum 
mer rest. The w inter spent in Califor
nia was good for him.

I rem em ber several years ago T up- 
per Townsend, of H otel W hitcomb. 
St. Joseph, at that time, and Abe 
Frank, general m anager of H otel A m 
bassador, Los Angeles, had a some
what wordy controversy in one of the 
N ational hotel publications over the 
relative m erits of F'lorida and Califor
nia as w inter resorts. I believe the 
result was a draw. Recently I notice 
that Mr. Townsend has returned from 
a Florida-spent winter and still thinks 
well of the offerings by the Southern 
state. I haven’t  caught up with Mr. 
Frank to secure a further expression 
from him on the subject, but I will say 
on my own responsibility (having win
tered—and sum m ered—in both states) 
that while the resort or w inter period 
in F'lorida is, w ithout doubt, ju st as 
delightful as California, there  is a 
vast difference in the sum m er. In  
F'lorida the humidity is intense and the 
insects intenser. In California we 
have no acquaintance with either 
animal.

E rnest H. Piper, Detroit, in addition 
to officiating as secretary of the Mich
igan Hotel Association, is also m an
ager of three distinctive M otor City 
hotels, the Madison, Lenox and L in
coln, and he conducts them  all in a 
highly satisfactorv manner, because he 
takes his various positions seriously. 
Now these are old institutions, but one 
wouldn’t really believe it from an in
spection, for the reason th at they are 
regularly rehabilitated and made to 
look like new. lust now it is the 
Madison which is being renovated, to 
the extent of increasing the size of the 
lobbv which has heretofore been in
adequate to the requirem ents of the 
patrons. Also new furniture, carpets 
and decorations are included in the im
provement program.

One of the latest offerings on the 
scientists menu is a “saw dust” salad. 
It is claimed that they can take a stick 
of dry wood and by rolling up their 
cuffs and shooting a few chemicals into 
the m ixture make 75 per cent, of the 
m ass fit for food. The tender twigs 
on the tow ering oak are converted into 
dainty desserts. A guv with a pair of 
pruning shears would be able to defy 
the restauranteur and pick up a meal 
alm ost anywhere. Too bad the dis
covery comes at a time when there is 
a scarcity of tim ber and a plethora of 
regular food products.

F. W. Bergmann, who was m anager 
of Hotel S tatler, Detroit, some years 
ago, whence he went to H otel Penn
sylvania. New York, is now m anager 
of Sunset Country Club, St. Louis.

Recently the Flint Hotel Associa
tion tendered an entertainm ent to 
their D etroit brothers, which included 
a banquet, a business m eeting and con
cluded with a dance. P reston  D. N or

ton, H otel N orton. Detroit, presided 
over the business deliverations, while 
H arry  Price, m anaging director of the 
D urant, F'lint, was toastm aster. A very 
good idea and w orthy of emulation by 
other similar organizations.

J. F. (“Jack”) M cM anus, a product 
of the Cushman House, Petoskey, has 
been appointed publicity m anager for 
H otel Pfister. Milwaukee, and you may 
take my word for it, he will prove a 
live wire.

Ginger ale in itself is not considered 
as a dangerous potion, but when as
sociated with crushed ice and some 
o ther ingredients objectionable to  Mr. 
Volstead et al becomes a rank poison, 
is now taboo by an em inent F'ederal 
judge who, at least has some knowl
edge of its possibilities. Hence the 
hotel man m ust not supply the com 
bination of the two form er ingredients 
to his guests. W isdom  and discretion 
in the enforcem ent of all laws is es
sential to the m aintenance of respect 
for these laws, and in view of the 
situation with reference to prohibition, 
and the wide differences of opinion 
with regard to  it, it would seem the 
part of th is wisdom to give the ginger 
ale the benefit of the doubt, .else there 
m ay be a falling off in the demand for 
a really healthful and refreshing prod
uct.

Miss Sadie F. Chambers, m anager 
and owner of the P ark  Hotel, at 
Frankfort, which will be opened soon 
for the resort season, announces that 
she has, in addition to  many other im
provem ents, installed a new heating 
system  in her establishm ent and pro
vided several of the rooms with baths. 
The Park  has ever been an excellent 
hotel and well patronized. M rs. Cham 
bers’ father, W illiam H enderson 
Chambers, bought the land and erect
ed the hotel sixty years ago.

The spirit of im provem ent has also 
caught up with Sam Farrow , pro
prietor of H otel W hiting, Traverse 
City. H e is redecorating and refur
nishing and adding fifteen baths to  his 
equipment. Fully half of his fifty 
room s will be thus equipped when his 
im provem ents are completed.

“Ted.” Beecher, prom otion m anager 
for the M orton Hotel, who was re
cently elected President of W estern 
Michigan Greeters, has been elected 
to fill the position form erly occupied 
by Raymond Baker, who has gone to 
M ontague, to  m anage the Rockdale 
Inn. this summer.

H arry  Holland has purchased the 
H otel Lowell. Lowell, and is to im
prove the  dining room thereof with a 
view to catering to tourists and others.

W alter H odges is going to make 
certain changes in his H otel Burdick, 
Kalamazoo, whereby every guest 
cham ber will be provided with either 
a tub or show er bath. Three years 
ago he made im provem ents which 
practically revolutionized the entire 
establishm ent, and it proved to  be a 
m ost satisfactory outlay, although it 
was predicted that Kalam azoo was 
over-hoteled for fair. But it seems 
this was not the case. Since that time 
Frank Ehrm an has doubled the 
capacity of his Columbia and made 
good. W hether the addition to the 
Park-A m erican is really needed, re
mains to be seen, but w hether or no. 
the Burdick and Columbia will con
tinue to prosper notw ithstanding.

F rank  Duggan, vice-president of 
H otel McAlpin and general m anager 
of several o ther New York hotels, was 
visiting in D etroit last week. Mr. 
Duggan was assistant m anager of the 
D etroit Statler three years ago and re
signed that position to  take charge of 
the D etroit Golf Club. Mr. S tatler 
wouldn’t have it so, and prevailed up-

" A  M A N  IS K N O W N  B Y  T H E  
C O M P A N Y  H E  K E E P S "

T h a t  is  w hy  L E A D E R S  of B usinesa 
a n d  S ocie ty  m ak e  th e ir  h e ad 

q u a r te r s  a t  th e

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

"A n  entire city block of Hospita lity ''

GRAND RAPIDS, MICH. 
R oom s |2.25 a n d  up. 

C a fe te r ia  Sandw ich  Shop

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

HOTEL ROWE
Grand Rapids, Michigan.

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

Warm Friend Tavern
Holland, Mich.

Is truly a friend to all travelers. All 
room and meal rates very reasonable. 
Free private parking space.

E. L. LBLAND. Mgr.

WESTERN HOTEL
B IG  R A P ID S ,  M IC H .  

Conducted on the European Plan. 
Hot and cold running water in all 
rooms. Several rooms w ith bath. A ll 
rooms well heated and well venti
lated. A  good place to stop. Rates 
reasonable.

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

NEW BURDICK
KALAMAZOO, MICHIGAN

In the V ery  Heart of the C ity  
F irep ro o f C o n stru c tio n  

T he  only  A ll New  H o te l in  th e  city . 
R ep rese n 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 lv s ts  

B a th .
E u ro p ean  $1.50 a n d  u p  p e r  Day.

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

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

E sp ec ia lly  E q u ipped  S am ple R oom s 
W A L T E R  J. H O D G E S ,

Pres, and Gen. M gr.

Wolverine Hotel
B O Y N E  C IT Y ,  M IC H IG A N  

Fire Proof— 60 rooms. T H E  L E A D 
IN G  C O M M E R C IA L  A N D  R E S O R T  
H O T E L .  Am erican Plan, $4.00 and 
up; European Plan, $1.50 and up. 

Open the year around.

HOTEL OLDS
LANSING

300 Rooms 300 Rath» 
Absolutely Fireproof 

Moderate Rates
Under the Direction of thr 

Continental-Leland Corp.

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

Occidental Hotel
F IR E  P R O O F  

C E N T R A L L Y  L O C A T E D  
Rates $1.50 and up 

E D W A R T  R. S W E T T ,  Mgr. 
Muskegon M ichigan

Columbia Hotel 
KALAMAZOO 

Good Place To Tie To

CHARLES RENNERJOTELS
Four F lags Hotel, Niles, M ic h .r in  
the picturesque St. Joseph Valley. 
Edgew ater Club Hotel, St. Joseph, 
Mich., open from M ay  to October. 
Both of these hotels are maintained  
on the high standard established 
by Mr. Renner.

Park Place Hotel
Traverse City

Rates Reasonable— Service Superb  
— Location Admirable.

W . O. H O L D E N ,  Mgr.

HOTEL KERNS
L A R G E S T  H O T E L  IN  L A N S IN G

300 Room s W ith  or W ithout Bath  
Popular Priced Cafeteria in Cen. 

nection. Ratea fl.SC  up.

E. S. R IC H A R D S O N ,  Proprietor

CODY HOTEL
G R A N D  R A P ID S  

R A T E S — $1.50 up w ithout bath. 
$2.50 up w ith bath.

C A F E T E R IA  IN  C O N N E C T IO N
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on the club people to let him off. which 
they did, whereupon he was made 
m anager of H otel Pennsylvania, New 
York, and assistant to the president— 
Mr. Statler. However. New Y ork ho
tel men soon discovered that Duggan 
was a real “ find,” and showered all 
sorts of good jobs upon him. He has 
probably been endowed with more 
authority  than any hotel man in the 
country. But he deserves it all.

I t  is usually the case th at hotel pro
motion is in the  hands of somebody 
who knows nothing about the business, 
who goes to  others who are also shy 
of hotel knowledge, and induces them  
to invest their coin in possible hotel 
fiascos, but find the parboiled limit in 
the person of the real hotel operator 
who, when the convention season 
opens, disconnects the institution from 
perm anent guests in order th at he may 
handle the transients a t higher rates. 
W e have a concrete example of this 
type of business acumen in Los 
Angeles this last m onth. A predicted 
attendance of 100,000 to twice that 
number, a t the Shrine convention, sent 
a lot of perm anent guests scurrying 
for accomm odations in apartm ent 
houses and other quarters. The exact 
attendance was slightly above 17,000. 
A portion of this num ber remained on 
the Pullm ans which brought them  to 
town and a large percentage of the 
others put up with relatives. Naturally 
the hotels were m ostly “frostb itten” 
and will now proceed to reorganize 
and seek to recover that patronage 
which they lost. But next year there 
will be a conclave of McGilligan’s 
Scientific Sons of Rest, or som ething 
else and the regulars will be “shunted” 
in the custom ary manner.

F rank  S. Verbeck.

News of Interest To Grand Rapids 
Council.

W e trust everyone has fully recov
ered from the jaun t to  Jackson and 
are back to  work feeling better for 
having made the trip. I t  certainly was 
a fine crowd of fellows who attended 
the Grand Council m eeting and the 
parade was an inspiring affair. Our 
only regret is that there were not more 
of Grand Rapids Councilers who could 
make it possible to make the trip. It 
is reported th at Grand Rapids won a 
prize for the parade which is g ra tify 
ing and all credit is due the chairman 
of the Uniform  and Parade Committee, 
R. W. Radcliffe, and his able assist
an ts for their untiring efforts. W hile 
everyone who was in Jackson felt ex
trem ely well entertained and fed by 
the Jackson Council, there was one 
exception, inasmuch as Bert Saxton 
complained about the lack of good or 
a t least lack of ability to  eat it. Bert 
does have his troubles sometimes.

I t  is reported that John H. Millar, 
1411 Byron street, who has been very 
ill, is able to rest and spend his time 
on the front porch enjoying this fine 
sum m er weather. H e will be glad to 
see any of the Councilors who have an 
opportunity  to  visit him.

B rother Bob Dolson, E thel avenue, 
well-known flour and cem ent sack 
salesman, certainly m ust find business 
good, as he very recently purcrased a 
new Flying Cloud sedan for his better 
half to  enjoy the time while Bob is 
away.

Ed. W ykel, of 1436 W ealthy avenue, 
has recovered from an accident which 
involved his hitting  his head against a 
2x4. I t is our opinion that commercial 
travelers as a whole were fairly hard 
headed, but Ed. evidently found some
thing a little harder.

Regular Council m eetings have ad
journed for the sum m er recess and 
will begin as usual again the first Sat
urday evening in September. This 
is som ething to  look forw ard to.

The Salesmen’s Club have also ad
journed for the sum m er with the ex
ception, of course, of the annual picnic, 
which will be held Sunday, June 30, a t 
M eyers Lake. The picnic will be a re
petition of the very enjoyable affair 
held last year at the same place. Mr. 
Thomas, who conducts the  pavilion, 
has assured us of another first-class 
meal, to  be served at 5:30 in the a fte r
noon. U ndoubtedly there will be some 
of our mem bers and friends who will 
wish to go out early in the day and 
enjoy boating, fishing o r other w ater 
sports, but the main events of the 
picnic will begin prom ptly at 2 p. m. 
I t  is planned to  have the body of . 
m em bers meet in their autom obiles at 
the Rowe H o te l.a t 1 p. m. sharp and 
from there drive to  the lake. There 
will be, of course, some sport events 
for the children as well as grown-ups 
and any of those wrho attended these 
picnics in past years will know that 
there is a good time in store for every
one who comes. The average a ttend
ance has been a trifle over 100 in the 
past and many of the m em bers of 
Grand Rapids Council No. 131 who do 
not find it possible to  regularly attend 
the Salesmen’s Club are always on 
hand for the annual picnic. All of the 
traveling men and their friends are 
cordially invited. Notices with return 
cards for reservations will be sent to 
Salesmen Club m em bers within the 
next two or three.days. U  ,C. T. m em 
bers wrho would care to  come are urged 
to call one of the committee men, as 
follows: A rt H are, B rowning oH tel, 
chairm an; Gerald Gay, Corn Products 
Refining Co.; A rt Throop, State L i
cense Bureau; Jack Im enem, B row n
ing H otel; Jack W illiams, Browning 
H otel; Amos Graves, Miller T ire 
Agency; Clarence C. Myers, care C. S. 
Jandorf; or any other m em ber of the 
Salesmen’s Club. Please understand 
that this is an open invitation to all 
salesmen and their friends in this 
vicinity. Come and bring your fam
ilies and enjoy a real outing.

C. C. M.

Playing your first game of golf is 
equivalent to having your salary g a r
nisheed for the rest of your life.

HOTEL BROW NING
150 F irep ro o f R oom s 

G R A N D  R A P ID S ,  Cor. Sheldon &  Oakea 
Facing Union Depot; Three B locks Aw ay

W hile conditions continue highly 
competitive in the candy trade, reports 
agree th at retail volume for the first 
six m onths of th is year is likely to 
forge ahead of the same period of 1928. 
T his is held the case despite the ad
vertising which has advised a cigarette

FOR
P A N T L I N D

instead of a sweet, which, according 
to one opinion expressed, has centered 
a ttention on candy th rough constant 
repetition. Sales of packaged goods 
have been particularly active and strik 
ing gains are credited to chain stores 
handling these items.

i
SALE
C A F E T E R I A

EQUIPMENT

COMPLETE DOUBLE

SERVICE COUNTER
70 ft. of Black & W hite M arble Service C ounter for 
D ouble Service. C an b e  d iv ided  if desired.
Includes two com plete steam  tables, one w ith M onel 
M etal and  one w ith Nickel P la td  M eat and  V egetables 
Pans— Tw o R efrigerated  Salad  T rays— Tw o G lass D es
sert D isplay Racks— T ray  Rail and  G uard  Rail.

A L L  IN A -l CONDITION.

A ltera tions requiring d ifferent equipm ent m akes possible 
this opportun ity  to secure a  bargain.

Inquire

P A N T L I N D  H O T E L
G R A N D  RAPIDS, MICH.

How long ago did you 
draw your Will? If you 
were making it now 
would you have it read 
the same?

The M IC H IG A N  TR U ST  Co.
GRAND RAPIDS
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DRUGS
Michigan  Board of Pharm acy.

P re s id e n t—J . C. D ykem a, G rand  R apids.
V ice-P res .—J . E d w a rd  R ichardson , D i -  

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

dusky .
E x am in a tio n  Sessions — 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 t in g  th re e  
days. T he J a n u a ry  an d  J u n e  e x am in a 
tions  a re  held  a t  D e tro it, th e  A u g u st 
ex am in atio 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 apids.

Michigan  State Pharm aceutical 
Association.

P res id e n t—J . M. C iechanow ski, D e tro it. 
V ic e -P re s id en t—Jo h n  J . W alte rs , S ag i

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

R apids.

W hen a W om an Sells D rugs Along 
R ight Lines.

Clara Stanton, the woman druggist 
of Denver, never cuts a price. H er 
windows are never tilled with hot water 
bottles marked, “ Reduced to 98 cents.” 
She isn 't depending upon a quick- 
lunch soda-fountain to put her over. 
She has one of the m ost satisfactory 
businesses in the W est; so much so 
that she is about to  open branch stores 
in other cities as well as in Denver.

W hy?
Briefly, it is because Clara Stanton 

accepts as fact and not theory that 85 
per cent, of the buying public is com 
posed of women and that women m ust 
be treated as woman like to  be treated 
if they are to  become satisfied—and 
satisfactory—custom ers. Perhaps she 
reads them better because she is a 
woman, but that is no reason, she m ain
tains, why men can 't learn.

The first lesson is: There is no hu r
ry. ‘‘W omen, above all things don’t 
like to be rushed,” says Miss Stanton. 
“I realize that there isn 't a drug clerk 
living who thinks he has ever rushed a 
customer. Perhaps he didn’t. But he 
has about him the atm osphere of hurry 
so no m atter w hat his intentions, he 
works with a handicap. T he very win
dows of m ost of our drug-stores give 
the appearance of haste; things crow d
ed, jammed into it. I t ’s no better in
side. N arrow  aisles, tables teetering 
with goods, space so filled that the 
poor lady has no place to  lay her bag, 
a thing she instinctively w ants very 
much to accomplish. The clerk m ay not 
have made a single hurried gesture be
yond flying to  do her bidding. He 
m ay be as polite, as leisurely, as en
couraging as anyone could please. But 
the odds are against him. She feels 
confused and hurried. She states what 
she wants and gets out of there as 
quickly as possible. If  she looks around 
there is small chance that her eye will 
light upon anything th at she can dis
tinguish as som ething desirable.

“ Even the hardw are stores have 
learned better. Go into an up-to-the- 
m inute hardw are store these days and 
it’s a place you like to stay in and you 
always buy m ore than you came in for. 
And they have to  display— I’ve forgot

ten how7 m any thousands different items 
—equally as m any as we druggists do 
a t any rate. Even they have learned 
th at the great percentage of their buy
ing public is composed of women and 
they trea t her accordingly.

“ My store is small, but it gives the 
appearance of having plenty of room 
and it has the atm osphere of ‘time to

stay awhile.’ T his is accomplished 
partly  because of the window in which 
there are never m ore than  a half-dozen 
item s and partly  because of the fact 
that it is quiet and restful inside. The 
walls and woodwork are done in grey 
and soft greens and the floor is com 
pletely covered with a thick carpet. 
T here is a broad inviting settee. N oth
ing fussy about it—just simple and dig
nified. A man couldn’t possibly object. 
T hat room is a m oney-m aker in itself.

“T here is but one show-case as we 
know show-cases. Instead  there are 
glassed-in cabinets against the walls 
with nothing by way of show-case or 
counter to  interfere with the custom er’s 
wish to go right up and look a t what 
they contain to her heart’s content. 
They end with a broad shelf where 
things are placed for her to  touch—an 
im portant selling aid. Below the 
shelves are dozens of small draw ers and 
there is little that a custom er likes 
better than to  see w hat is in them.

“W e don 't realize sufficiently th at 
women like to shop; that is, like to  be 
able to look around, to have the priiv- 
lege of touching things, to  have much 
to choose from. I t is the breath of 
life to them . T h a t’s traditional. T h at 
m eans th at things m ust be out where 
they  can be handled. B ut the very sug
gestion is objectionable to  your d rug
gist. How ever, we will see how that 
can be handled in a minute. I t  also 
m eans th at one m ust have variety. T hat 
doesn’t mean large stock. Simply as 
m any kinds of the same item as are 
available. I never have m ore than two 
item s of the same kind on the floor. 
All ex tra  stock is in the stock-room 
where it belongs. But I will have seven 
or eight kinds of th a t item for a cus
tom er to .choose from.

“ ‘T here isn’t enough m oney in it for 
all the tim e and effort involved,’ is the 
argum ent. W ell, let us se. A woman 
comes into the orthodox drug-st^re to 
buy some face powder, let us say. T here 
are several m akes of powder for her 
to  choose from  all right, but they are 
closed up so the choosing is m ore or 
less a farce. So she says, ‘Give me 
such-and-such,’ pays for it and goes 
out, probably w ithout m aking any other 
purchase o ther than the ones she plan
ned to make before she came in.

“ She comes in here for face powder. 
She is led over to  the powder jars— 
eight or ten different shades and 
grades, including green, sunburn and 
lavendar. H er eyes begin to  sparkle. 
H ere  is a chance to  choose. She tells 
me w hat grade of powder she has been 
using and w hat shade. W hereupon I 
take her to  one of those fascinating 
draw ers and pulling it out show her 
rows and row s of small bottles filled 
w ith powder. W e select three or four, 
and I put a little from  each into a dish, 
hand her some clean cotton and a m ir
ro r and invite her to  try  the various 
effects. I recom m ended one as p a rti
cularly suited to  her skin. She is de
lighted. She can no m ore help buying 
than a m an can help reading his m orn
ing paper. I t  is no trouble to  sell her 
a profitable grade for day use, along 
with some evening powder. T he pow 
der is given to  her in a glassine bag. 
T here is a bit of psychology here.

M any women believe they are paying 
for the fancy box and trim m ings, which 
is true. But in using the glassine bags 
they feel that they are buying all pow
der.

“ Does she leave then? Not likely. 
O n the shelf above the draw ers are 
four jars of cream. T hey are open and 
in each ja r is a stirring stick so that 
she can stir it around to judge its con
sistency. T here are four colors—green, 
rose, yellow and white. I t ’s the color 
that takes her eye—and th at’s some
thing else th at we don’t realize enough. 
W om en love color. Compared to the 
green, the rose and the yellow, I sell 
very little white cream. Those who buy 
white are the few women who boast 
th a t they don’t care how they look and 
m erely w ant som ething of a cleanser. 
A nother thing, they rem em ber color 
when they can’t rem em ber the grade 
they want. T h at brings them  back for 
green or yellow or rose as the case 
m ay be. If  it were a m atter of grade 
and they could rem em ber, why not just 
run into another shop?

“From  cream s it is no trick at all to 
get them  interested in lotions. Again 
these are in color—always color. There 
are open bottles for her to sniff and 
try . B ut always the bottles and the 
jars she eventually buys are sealed. 
T here is a small bow of colored rice- 
paper on top, an inexpensive device, 
but one which pleases the fastidious 
custom er not only for its daintiness 
but because it assures her of an un 
tam pered package.

“ Incidentally, I m ix and make all my 
own powders, cream s and lotions. Any 
first-class chem ist can do this and it is 
a profitable way to  build up this end of 
the business. T he custom er likes it 
because she knows then th at you have 
a real knowledge of her needs and can 
serve her intelligently. A nother thing, 
she can get it nowhere else, so she al
ways comes back.

“And while I ’m on the subject, let 
me say that a big m ail-order business 
can be built up in this way. H undreds 
of parcels leave this shop daily and go 
to  all parts of the U nited States. M ost 
of them  go to  people who have moved 
away or to  whom  I was recommended 
by friends. But I don’t depend on 
these people alone. I frequently cam 
paign the small tow ns nearby by direct- 
mail. H ere, once more, I rem em ber 
color. All m y letters and circulars go 
out on colored paper. Each time it’s 
a different color.

“ N or do I follow the telephone di
rectory  or any such m ethods for my 
m ailing list. W hen I am planning to 
cam paign a town, I subscribe to  the 
local paper. Every time an issue comes 
I read the society news and take down 
the names of the people who are doing 
things. A fter a few tim es one learns 
which are the representative people of 
the town, the ones who have the m on
ey, perhaps, and who are of im portance 
socially. T hen I send to a custom er in 
th at town asking for an old telephone 
directory in exchange for some of my 
goods. T he names are then checked for 
addresses and the campaign begins. I t  
works. O f course, I do none of this 
myself. A reliable woman is engaged 
for the occasion.

“ But to come back to  the subject of 
seling our custom er. T here  is still 
rouge to buy.—eight shades for her to 
try  and choose from. And lipsticks 
close by. One thing leads to  another. 
If a custom er gets out of here w ithout 
happily spending ten dollars or more 
it’s because one of the saleswom en is 
having an off day.

“ No. T his place is popular partly 
because it gives the m ajority  of the 
world’s purchasers their coveted op
portunity  to shop. But no woman 
comes in just to  shop and then goes 
som ewhere else to  buy. She has to 
buy something. She can’t help herself. 
T h a t’s because we have variety.

“Say it’s a reducer. I show the 
habitual shopper some tables. ‘O h,’ 
she says, ‘my husband would never 
allow me to  take tablets.’ All right. I 
show her bath tablets. ‘W ell,’ she 
hedges, ‘the hot w ater is uncertain at 
our house.’ All right. I show her a 
roller. ‘I t ’s too large, too expensive.’ 
All right, I show her a sm aller, less 
expensive one. She buys. She isn’t 
forced into it — th at is, she doesn’t 
know she is. She has so much to 
choose from th at she just can’t resist.

“T h at rem inds me. W hen selling 
drugs th at come already done up in 
packages, the ones th at druggists usu
ally have on display have, say, a half- 
dozen or a dozen doses of the article 
desired. I never have small quantities 
on display. I have them  if they are 
asked for, but nine tim es in ten, I can 
sell her packages in large quantities 
when I show them  to her first.

“T here is som ething else th a t d rug 
gists don’t realize and th a t is the need 
of having a private place in which to 
sell rubber gods. T h a t’s why they are 
always selling hot w ater bottles, etc., 
for 98 cents. D ruggists could sell 
three or four tim es as much rubber 
goods if they would ju st have a private 
room to  show them  in. I sell m ore than 
any druggist in the city a t full price 
and it isn’t all because I am a woman 
who keeps a store for women. I t  is 
because I have a curtained-off place 
where the custom er can sit down, be 
com fortable and make her choice w ith
out em barrassm ent.

“H ere, again, she has p lenty to 
choose from. T here  are as m any col
ors as are made, too. Remem ber, 
women like beauty no m atter if the 
article she is buying is nothing but a 
bulb-syringe. T he o ther day I found 
a hot w ater bottle in the salesm an’s 
stock th at was not only rich in color 
but it had an Am erican beauty rose 
embossed on it. I ordered a supply at 
once. T hey sell like hot cakes, m ostly 
on account of th a t rose.

“ Get the goods into their hands. 
L et them  feel the quality of the rub 
ber. Don’t simply tell them  th at one 
item is superior to  another. I f  they 
are feeling it, they know. T here is no 
need of carry ing  unprofitable goods. 
W om en w ant the best and they’ll buy 
if they can choose and, above all, 
touch.

“ I think th at one m istake we drug
gists have m ade is in not working 
closely enough to  the trade. M ost of 
those who do the buying rarely come in 
real contact with the custom ers. H ow



J u n e  19, 1929 M I C H I G A N  T R A D E S M A N 27

can they know what is wanted, then?
"B ut that is merely another of my 

parentheses. W hat I w ant to  impress 
once more is that m ost m erchants don’t 
w ant people to linger. ‘Get them  wait
ed on and get them  out.’ is tlie rule. 
W om en like to  linger. They are the 
buying power of the Nation. Create 
an atm osphere of leisure, make them 
welcome, encourage them  to linger and 
they will bring you prosperity.”

Edson Rich.

Shoe Dressing, T an  or R ussett. 
These consist of a cleaner and a pol

isher, the form er being a liquid, the 
la tter a paste.

T he Cleaning Fluid.
1. T ra g a c a n th -----------------------  2 dr.

Oxalic A c id _______________ 3 dr.
W ater _____________________ 32 oz.

Mix and dissolve. I t  should be colored 
yellowish with aniline yellow or saf
fron.
2. Yellow W ax __________ 4 av. oz.

Linseed Oil, r a w ---------  6 fl. oz.
Oil of T u rp e n tin e _______ 20 av. oz.
Soap _________________  2L> av. oz.
W ater, h o t _____________ 28 fl. oz.

Melt the wax a t a gentle heat, then
cautiously incorporate the two oi Is. The
soap, which may be the ordiinary ye How
bar. should he in shavings and sh ould
then he di;»solved in water . N ow mix
the tw o liq uids.

T he Polish.
3. Petro lat uni, Yellow — _ 24 av . oz.

Yellow W ax ________ _ 8 av . oz.
Mix by fusion.

4. Rosin -_________ _ 1 av . oz.
Yellow W a x ________ 8 av . oz.
Petrolalturn. ----------------.  24 av., oz .

5. Yellow W ax _________ _ 16 av . oz.
Palm  O i l _____________ _ 8 av . oz.
Oil of Turpentine — .  16 a. oz.

Prepare like preceding.

I t’s all r ight to fail, but clon’ 1t make
it a habit.

H air Gloss.
H air glosses are for the purpose of 

giving a gloss and a smooth, soft ap
pearance to the hair, glycerin or castor 
oil being the main ingredient which 
is dissolved in alcohol and perfumed 
with essential oils or synthetic per
fumes to suit the taste and price. Be
sides the preparations m entioned be
low, the m ixtures known as brillian- 
tines, are also used as hair glosses.
1. Castor Oil ________________  4 oz.

Alcohol ____________________ 12 oz.
Oil of lavender f lo w e rs ----- 30 m.
Oil of b e r g a m o t___________30 m.

Color with turm eric if desired.
2. Glycerin __________________  2 oz.

Alcohol ___________________  2 oz.
O range flower w a t e r --------- 2 oz.
Rose w ater ________________ 10 oz.
Oil of verbena ____________ 30 m.
Oil of rose g e ra n iu m ________30 m.

H ousecleaning H ints.
There is no better varnish cleaner 

than  this—one-third turpentine to two- 
thirds paraffin oil. Both may be pur
chased at your local drug store cost 
very little and keep your furniture and 
wood work “spick and span."

Did you know you could make your 
own parchm ent paper for lamp shades? 
W ell, you can, and very cheaply, too. 
Use heavy smooth w rapping paper of 
the ordinry variety. Dip it in a solu- 
t'on of one part normal sulphuric acid 
to ten parts water. Completely sub
merge the paper for ten minutes. Then 
rinse thoroughly in clear water, and 
rinse thoroughly in clear water. Dry.

Concrete paint is excellent for r e 
newing old badly worn linoleum. It 
is cheap, quickly and easily applied, 
very effective. Only two coats arc 
necessary, and the second may be ap
plied ju st tw enty-four hours after the 
first. If  you then finish with one coat 
of w ater-proof varnish, your floor will 
be easily taken care of, very neat and 
durable.

K o d a k s  and K o d a k  S u p p lies
Vest Pocket Kodaks, Pocket 
Kodaks, Autographic Kodaks 
—Hawkeye, Brownie — W e 
are wholesalers of the entire 
E a s t m a n  Line, also carry 
complete stock of Kodak and 
Hawk Eye Films' and Acces
sories, supplies, etc. W e have 
small assortments of Kodaks,

and you can start a depart
ment in this line for as little 
as $25.00.

Write for catalogue today or 
come see samples in our 
Monogreen Sample Room.

Hazeltine &. Perkins Drug Co.
Grand Rapids Michigan Manistee

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

Aclda
Boric (Pow d.)__ 9 @ 20
B oric ( X t a l ) _9 ® 20
C a r b o l ic _________38 @ 44
C itric  ___________53 © 70
M u r ia t i c _______  3ft@  8
N itric  _________ 9 @ 15
O xalic ___________15 @ 25
S u lphu ric  _____  3 ft®  8
T a r t a r i c ________ 52 0  SO

Ammonia
W ater , 26 d eg ._07 @ 18
W ater, 18 deg__06 @ 15
W ater , 14 d eg ._5ft@  13
C a r b o n a t e _____ 20 @ 25
C hloride (G ran .) 09 @ 20

Balsam s
C opaiba ______ l  00® 1 25
F ir (C an ad a) __ 2 75@3 00 
F ir  (O regon) __ 65@1 00
P e ru  ________ 3 00® 3 25

Tolu __ ________  2 00®2 25

Barks
C ass ia  (o rd in a ry ) .  25® 30
C assia  (S aigon ) — 50® 60 
S a s sa fra s  (pw . 60c) @ 50
Soap C u t (pow d.)

35c ______________20® 30

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

Extracts
L icorice ___________60® 65
L icorice, p o w d ._60® 70

Flowers
A rn ica  -----------  1 50@1 60
C ham om ile  G ed.) <u> 50 
C ham om ile  Rom. @ 75

G um s
A cacia, 1 s t _____  50® 55
A cacia , 2nd ___  45® 50
A cacia, S o r t s __  20® 25
A cacia, P ow dered  35® 40
Aloes (B a rb  Pow ) 25® 35 
Aloes (C ape Pow ) 25® 3a 
A loes (Soc. Pow .) 75® 80
A safo e tid a  _____  50® 60

Pow . -----------  90 @1 00
C a m p h o r ____  90® 95
G uaiac  _________  © (¡0
G uaiac , pow d _ ® 70
K ino ------------------ ® i 25
Kino, p o w d e re d .. ®1 20
M y rrh  --------------- @1 15
M yrrh , pow dered  @1 25 
O pium , uowd. 19 65@19 92 
O pium , g ran . 19 65@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 00@2 35
T u rp en tin e  _____  ® 30

Insecticides
A rsen ic  _________ 08® 20
B lue V itrio l, bbl. ® 08 
B lue V itrio l, less 09ft@17 
B ordea. M ix D ry  12® 26 
H ellebore , W hite

p o w d e r e d ____ 18® 30
In se c t P o w d e r . .  47 ft®  60 
L ead  A rsen a te  Po. 13 f t®  30 
L im e an d  S u lp h u r

D ry  ----------------  08® 22
P a r is  G reen  ___  24® 42

Leaves
B uchu  __________ @1 05
B uchu , pow dered  ®1 10
Sage, B u l k _____  25® 30
Sage, f t  l o o s e _ ® 40
Sage, p o w d e re d .. ®  35
S enna, A l e x .___  50® 75
S enna, T lnn . pow. 30® 35 
U va U r a l _______  20® 26

Oils
A lm onds, B itte r ,

t r u e ---------------- 7 5 0 0  7 76
A lm onds, B itte r ,

a r t i f i c i a l _____  3 0 0 0  3 26
A lm onds. Sw eet.

tru e  __________ 1 5001  80
A lm onds, Sw eet,

im ita tio n  _____1 OO® 1 25
A m ber, c r u d e _1 00@1 25
A m ber, rectified  1 5001  75
A nise _________  1 2501 50
B erg am o n t ___  8 00® 8 25
C a jep u t _______  2 00® 2 25
C assia  __________ 4 0 0 0 4  25
C as to r  _________ 1 6501  80
C ed ar L e a f ____  2 0 0 0  2 25
C i t r o n e l l a _____  75@1 00
Cloves ________  4 0004  25
C ocoanu t _____ 27ft®  35
Cod L i v e r _______ 1 50® 2 00
C ro ton  ________  2 0 0 0 2  26

C o tton  S e e d ___ 1 35® 1 50
C u b e b s ___ „____  5 0 0 0  5 25
E igeron  ________ 4 00@4 25
E u c a ly p tu s  ___  1 2 6 0 1  60
H em lock, p u re_ 2 00®2 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 a rd , e x t r a ___ 1 55@1 65
L ard . No. 1 _____1 25@1 40
L av en d e r F lo w _ 6 00®6 25
L a v en d e r G a r’n .  1 2501  50 
Lem on _______  6 0 0 0 6  25
L inseed , raw , bbl. @ 86 
L inseed , boiled, bbl. @ 89 
L inseed , bid le ss  9601  09 
L inseed , raw , less  93@1 06 
M u sta rd , a rilil. oz. 0  35
N eats fo o t _____  1 25 0  1 35
Olive, pu re  ___  4 00® 5 00
Olive. M alaga,

y e l lo w ________  3 00@3 50
Olive, M alaga,

g reen  _______  2 85® 3 25
O range, S w eet 10 00® 10 25 
o rig a n u m , p u re .  ®2 50 
O riganum , com ’l 1 0001  20
P e n n y r o y a l____ 3 00@3 25
P ep p e rm in t ___  5 5005  70
Rose, p u r e _ 13 50014 00
R osem ary  F low s 1 2501 50 
Sandalw ood, E.

I. --------------- 10 50 0  10 75
S a ssa fra s , tru e  1 75®2 00
S a ssa fra s , a r t l ’l 750  1 00
S p e a r m in t_____  7 00@7 25
Sperm  __________1 50@1 75
T a n y  ___________7 00@7 25
T a r  U S P  ...........  65® 76
T u rp en tin e , b b l . _@ 59
T u rp en tin e , le ss_66®  79
W in te rg reen ,

l e a f __ ______  6 00® 6 25
W in te rg reen , sw eet

b irch  ________  3 00®3 25
W in te rg reen , a r t  75@1 00
W orm  S e e d ___  3 50@3 75
W o rm w o o d_ 20 0 0 0  20 25

P o tassiu m
B icarb o n ate  ___  35® 40
B ich rom ate  ____  15® 25
B rom ide _______  69® 85
B rom ide _______  54® 71
C hlora te , g r a n d .  23® 30
C hlora te , powd.

or X ta l ---------- 16® 25
C yanide ________  30® 90
Iodide --------------  4 3604 60
P e rm a n g a n a te  __ 22 ft®  35 
P ru ss ia te . yellow 35® 45
P ru ss ia te . red  @ 70
S u lp h a te  _______  35® 40

Roots
A lkanet -------------  30® 35
Blood, p o w d ered . 40® 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  ____  4 5 0  60
G oldenseal, pow. 7 5008  00 
Ipecac, powd. __ 4 5005  00
L icorice  ________  35® 40
L icorice, pow d._20® 30
O rris, p o w d ered . 45® 50 
Poke, p o w d e re d .. 35® 40
R h u b arb , p o w d_ @1 00
R osinw ood. powd. ®  60 
S a rsa p a r illa . H ond.

g round  _______  @1 10
S a rsap a rilla , M exlc. ® 60
Squills _________  35® 40
Squill^, pow dered  70® 80
T u m eric , pow d__ 20® 25
V alerian , pow d._ @1 00

Seeds
A nise _________  ® 35
A nise, pow dered  36® 40
B ird , I s _______  13® 17
C an a ry  _______  10® 16
C araw ay , Po. 30 25® 30
C a r d a m o n _____  2 50® 3 00
C o rian d e r pow. .40 30® 25
Dill ------------------ 15® 20
F ennell ________ 35® 50
F la x  __________  7® 16
F lax , g r o u n d _ 7® 16
F o en u g reek , pwd. 16® 26
H em p _________  8® 16
L obelia, p o w d ._ 0 1  60
M u sta rd , yellow  17® 26
M u sta rd , b lack_ 20® 26
Poppy  _________  16® 30
Q uince _______  1 00@1 25
S abad illa  ______  45® 50
S u n f l o w e r_, __  12® 18
W orm , A m erican  30® 40
W orm , L ev a n t _ 6 5007  00

Tinctures

A conite ______ . .  @1 go
A loes __________  @1 56
A rn ica  *________  @1 60
A c e f o e t i d a __ __  0 8  St

B e l la d o n n a ______ ©1 44
B enzoin _________ ®2 28
B enzoin  C om p’d .  @2 40
B u chu  _________  ©2 16
C an th a r id es  ___  ®2 52
C apsicum  ______  ©2 28
C atech u  _______  ©1 44
C in c h o n a _______  @2 16
C olchicum  _____  @1 80
C u b e b s __________ ®2 76
D ig ita lis  _______  @2 04
G en tian  _________ @1 35
G uaiac  _________  @2 28
G uaiac , A m m o n .. @2 04
Iodine _________  ©1 25
Iodine, C o lo rle ss . ®1 60
Iron , Clo _________ @1 66
K ino ___________  ©1 44
M y r r h __________  @2 62
N u x  V o m ic a ___  @1 80
O pium  _________  @5 40
O pium , C am p. __ @1 44
O pium , D eodorz’d @5 40
R h u b arb  _______  @1 92

Paints

L ead , red  d r y  13 f t®  14 f t
L ead , w h ite  d ry  13ft© 14ft 
L ead , w h ite  o il.  13ft® 14ft 
O chre, yellow bbl. 0  2 ft 
O chre, yellow  less 3® 6 
R ed  V en e t’n  Am . 3 ft®  7 
R ed V enet’n  E ng. 4® 8
P u tty  ___________ 5 0  8
W hiting , bbl _ _  0  4 ft
V hiting  ________ 5ft® 10
L. H . R. P r e p . . .  2 5602  70 
Kogers P rep . _ . 2 55®2 70

Miscellaneous

A cetanalid  ____
A lu m _________
Vi um. powd an d

g ro u n d  ______
B iam utn , S ubn i-

irate ________2

B orax  x ia l or 
pow dered ___

57© 75
06© 12

09© 15

25 0  2 52

05® 13

Jassia  B u d s -----  3u©
Cloves ----------------  4u© 50
, uuik Prepared. 14© k>
C iuoro lo ru i -------- 54© bl>
C iuorai H y d ra te  1 2u© i 5u
Cocaine --------  12 8a©13 »u
Cocoa B u t t e r ____ 60® 90
c o ia s .  u s t. less  3u-lu lo
., 40-lUVoC o p p e r a s -----------  03© tu
co p p eras , i ’owd. 4iyi ¿y 
C orrosive Sublm  2 25©2 3u 
C ream  T a r ta r  __ 3a© 45
C u t t l e  b o n e  _____  4 0 ©  50
D ex trin e  -----------  g© 16
H over s  P o w d er 4 oo©4 50 
E m ery , All E o s . lo©  15 
E m ery , Powdere.d ©  15
E psom  S a lts , bbls. ® 03ft 
B psoni s a l t s ,  less  3 ft©  lo
E rg o t, p o w d e r e d _©4 00
F lak e . W h i t e _ 15© 2o
F orm aldehyde , lb. 13f t @35
G elatine  ------------ 80© 9o
G lassw are, less  55% 
G lassw are, fu ll case  60%.
G lauber S a lts , bbl. ® 02ft 
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 ___ 27ft©  35
Glue, w hite  g rd . 2a© 36
G lycerine ______  2 0 0  40
H o p s ------------------ 76© 96
odine ---------------- g 46©7 00

Iodoform  ______  8 00 0 8  30
-«tad A c e t a t e _ 2 0 0  30
dace  ----------------  0 1 60
la c e , p o w d e red . 0 1  go

M enthol _______ 8 00 0  9 00
M orpbine ___  12 83011 98
N ux  V o m ic a ___  © 30
N ux Vom ica, pow. 15© 26 
P epper, black , pow 67® 70 
P epper, W hite , pw. 76® 85 
P itch , B u rg u d ry . 20® 26
Q u ass ia  ________ 1 2 0  16
Q uinine, 6 oz. c an s  0  59 
R ochelle S a lts  __ 2 8 0  40
S a c h ar in e  ______8 800876
S a lt P e t e r _____  11© ¿2
Seid litz  M ix tu re  8 0 0  40
Soap, g r e e n ___16© 80
Soap m o tt  c a s t .  0  26
Soap, w h ite  C astile , 

c a s e ____________ ©15 00
Soap, w h ite  C astile  

less, p e r b a r  . .  0 1  go
Soda A sh ______  3© 10
Soda B ica rb o n a te  3 f t©  10
Soda, S a l _____ 02 f t©  08
S p ir its  C am phor 0 1  20
S u lp h u r, r o l l ___ 3 f t 0  10
S u lp h u r, Subl. — 4 f t0  10
T a m a r i n d s __ __  2 0 0  25
T a r t a r  E m e t i c _ 7 0 0  76
T u rp en tin e , Ven. 6 0 0  76 
V an illa  E x. p u re  l  6 0 0 8  00 
V an illa  E x . p u re  2 2 6 0 2  60 
Zlno S u lp h a t e _ 0 6 0  U
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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

P o tted  M eat
C anned Beef
Sm oked H am s

A M M O N IA
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, lge. case  2 25

M IC A  A X L E  G R E A S E
4S, 1 lb. _______________4 55
24. 3 lb. _______________6 25
10 lb. pails , p e r doz. 9 40
15 lb. pails , p e r doz. 12 60
25 lb. pails, p e r doz. 19 15
25 lb. pails, pe r doz. 19 15

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

P O W D E R S  
oz. tu m b le r  1

B A K IN G
A rctic ,
Q ueen F lak e , 16 oz., dz
R oyal, 10c, d o z . --------
Royal, 6 oz., d o z . -----
R oyal. 12 oz., doz

lb. ________ 31 20
4 o z -  doz. 95
8 oz., doz. 1 85

16 o z -  doz. 3 25
5 lb., doz. 12 10

_________ 10 lb -  doz. 18 60
R um ford . 10c, p e r doz. 96 
R um ford . 8 oz.. doz. 1 85 
R um ford . 12 oz.. doz. 2 40 
R um ford , 5 lb., doz. 12 60

Royal, 
C alum et, 
C alum et, 
C alum et, 
C alum et, 
C alum et,

K. C. Brand
P e r case

10c size, 4 doz. ----------- 3 70
15c size. 4 doz. -----------5 60
20c size. 4 d o z . ----------1 20
25c size. 4 doz. ----------- 9 20
50c size. 2 doz. ----------- 8 80
80c Bize. 1 doz. ----------- 6 »»
10 lb. size, % d o z . ----- 6 76

B L U IN G

J E N N IN G S  

The Oriainal 

Condensed

2 o z -  4 dz. cs. 3 00
3 o z -  3 dz. cs. 3 75

Am. Ball.36-1 o z -  c a r t .  1 00 
Q uaker, 1% oz.. N on

freeze. dozen --------  8“
Boy B lue. 36s. Der cs. 2 70

B E A N S  and P E A S
100 lb. bag

Brow n Sw edish  B ean s  9 00
P in to  B eans  -----------  * Jj?
Red K idney  B ean s  __ 9 7b 
W hite  H an d  P. B eans  11 00
Col. L im a  B e a n s ----- 17 0U
Black E ye B eans  — 16 00 
S p lit P eas. Yellow — 8 00
S p lit P ea s , G reen  — 9 00 
Scotch  P e a s ------------- 7

B U R N E R S
Q ueen A nn, No. 1 and

2, doz. ------------------- 1 36
W hite  F lam e. No. 1 

an d  2. doz. ----------- 2 26

B O T T L E  C A P S  
Dbl. L acquor, 1 gross 

p k g -  p e r g r o s s -------- 15

B R E A K F A S T  F O O D S
Ke llogg’s  Brands.

C orn F lak es , No. 136 2 85 
C orn F lak es, No. 124 2 85 
Corn F lak es. No. 102 2 00 
Pep, No. 224 _______ 2 70
•»«n Mn *<XI _»
ICrumbles, No. 424 —  2 70 
__Bran F lak es, No. 624 2 45 
B ran  F lak es , No. 602 1 50
Rice lvrisp ies, 6 oz. — 2 70 
■lice K risp ies, 1 oz. 1 50 
K affe I la g , 12 1-lb.

c a n s ________________7 30
All B ran . 16 oz. -------2 25
All B ran , 10 o z . _____ 2 70
All B ran , % oz. ___ 2 00

Post Brands.
G rap e -N u ts , 2 4 s _______3 80
G rap e -N u ts , 100s —_2 75
In s ta n t  P o siu m , No. 8 6 40 
In s ta n t  P o s tu m , No. 10 4 50 
^ 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 , 18 - —.  3 40 
R alsto n  Food, 18 —— 4 00 
M aple F lak es , 24 —— 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 u lk  O ats.

bag  ________________ 2 85
R alsto n  N ew  O ata , 24 2 70 
R alsto n  N ew  O ata , 12 2 70 
S hred . W h e a t B is., 36s 3 85 
S hred . W h e a t B is., 72s 1 65
T risc u it,  2 4 s __________1 70
W lieatena . 1 8 s _______3 70

BROOMS
Jew ell, doz. . . . . . . . —— 6 21
S ta n d a rd  P a rlo r , 23 lb . 8 26 
F an cy  P a rlo r , 22 lb .— 9 25 
E x , F a n c y  P a r lo r  26 lb. 9 76 
B t . Fey . P a r lo r  2f lb. 10 00
T o y ____ __— — — 1 76
W hisk , No. 3 ______> 76

B R U 8H ES
S cru b

Solid B ack . 2 I n . __— 1 60
Solid B ack , 1 I n . -1 76
P oin ted  E n d s _______ _ 1 26

Stove
S h a k e r _____________ 1
No. 6 0 _____________8 00
P ee rle ss  _______— —  2 00

Shoe
No. 4 - 0 __________ * »6
No. 2 0 ____________ * 9°

BUTTER COLOR 
D a n d e l io n ----- ------------I  26

CANDLES
E lec tric  L ig h t, 40 lbs. 12.1 
P lum ber, 40 lbs. — — 12.0
P a ra ff in e , 6s -------—  14%
P ara ffin e , 1 2 s ____ 14%
W i c k i n g ___ —-------40
T udor, 6s, p e r box _  10

CANNED FRUIT
A pples, No. 1 0 ------------- 6 4f
A pple Sauce. No. 10 7 6f 
A prico ts , No. 2% 3 40®3 90 
A prico ts , No. 10 8 50@11 50 
B lack b err ies , No. 10 7 60
B lueberrie s . No. 10 — 15 00
C herries, No. 2 --------- 8 26
C herries, R .A ., No. 2% 4 30 
C herries. No. 10 —  13 00 
P each es , No. 10 P ie  7 20 
P eaches, No. 2% M ich 2 20
P eaches , 2% C a l . ----- 2 90
P eaches , 10, C a l . ----- 10 20
P ineapp le , 1 sli. ---------1 45
P ineapp le , 2 sli. ------- 2 65
P 'ap p le . 2 b r. sli ------- 2 35
P 'ap p le , 2 b r. s l i . ___ 2 40
P ’app le , 2%, s l i . ------- 3 20
P 'ap p le , 2 cru . --------  2 65
P ineapp le , 10 c ru sh ed  12 00
P ears , No. 2 _______  3 00
P ea rs , No. 2% ______ 3 75
R asp b e rrie s , No. 2 blk 2 25 
R aspb ’s. R ed, No. 10 11 50 
R asp b ’s  B lack,

No. 1 0 ___ __________ 16 00
R hubarb , No. 1 0 _____ 4 75
S traw b e rr ie s , No. 2»_3 25
S traw b ’s, No. 1 0 _____11 00

C A N N E D  FISH  
C lam  C h’d er, 10% os. 1 16
Clam C h., No. 2 ___ _ 2 75
C lam s, S team ed , No. 1 8 N  
Clams, M inced, No. % 2 25 
F in n an  H add ie , 10 os. I  M 
C lam  B ouillon, 7 o s . .  2 60 
C hicken H add ie . N o. 1 8 71
W«h F1nte«e ■ m » l l_1 Xfi
Cod F ish  C ake, 10 oz. 1 55 
Cove O ysters, 5 oz. _ 175
L obster, No. %, S ta r  2 9#
Shrim p, 1, w e t ......... , 2 IS
S a rd ’s. % Oil, K ey  . .  6 10 
S a rd ’s, % Oil, K ey  __ 6 75 
S a rd in es . % Oil, k 'le s s  5 26 
Salm on, R ed A la sk a  3 25 
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. 10028 
S ard in es , 1m - %, ea. 26
S ard ines, C a l ._1 35@2 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 in  __ 2 25 
T u n a , Is . C u rtis , doz. 7 00

CANNED MEAT  
Bacon. M ed. B eech n u t 2 70 
Bacon, Lge. B eech n u t 4 60
B eef, N o 1, C o r n e d _3 10
B eef, No. 1, R o a s t___ 3 00
B eef, No. 2%, Q u a -  sli 1 66 
B eef. 3% oz. Q ua. sli. 2 15 
B eef, 5 o z -  A m  S liced  2 90 
B eef, No. 1, B 'n u t, «11. 4 60 
B ee fs teak  & O nions, a 3 70 
Chili Con C a -  I s  __ 1 35
D eviled H am , % s ___2 20
D eviled H am , % s ___ 2 60
H a m b u rg  S te a k  &

O nions, No. 1 ______ 2 16
P o tted  B eef, 4 o z . ___1 I t
P o tte d  M eat, % L ibby  52 
P o tte d  M eat, % L ibby  92
P o tted  M eat, % Q ua. 90 
P o tted  H am , Gen. % 1 45 
V ienna  S aus., No. % 1 66 
V ienna  S au sag e , Q ua. 16 
V eal L oaf, M edium  _ 2 26

Baked Beans
C am pbells ____________1 16
Q uaker, 18 o z . ________ 1 05
F rem o n t, No. 2 _____ 1.26
S nider, No. 1 ________1 it
Snider, No. 2 ____ __1 26
Van C am p, sm all —_ 90
Van C am p, m e d . ___ 1 16

CANNED VEG ETABLES.
A sparagus.

No. 1, G reen  t i p s _3 76
No. 2%, L a rg e  G reen  4 60 
W. B eans, c u t  2 1 65@2 25
W. B eans, 1 0 _________ 8 00
G reen B eans, 2s 1 6502  25
G reen B eans. 1 0 s _©8 00
L. B eans , 2 g r. 1 36©2 66 
L im a B eans, 2s, S oaked 1 25
R ed  K id, No. 2 _____ 1 25
B eets . No. 2. wh. 1 7502  40 
B ee ts . No. 2. c u t 1 45©2 35
C orn . No. 2, s t a n . _1 15
C orn, E x. s ta n . No. 2 1 40 
C orn, No. 2. F an . 1 8002  36 
C orn, No. 10 — 8 00© 10 76
H om iny . No. 3 _____  1 10
O kra, No. 2, w h o l e _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 tra  64
P eas. No. 2. E . J . ___ 1 36
Peaa, No. 2, S ift,

J u n e  ____ ______ 1__ 1 66
P eaa. No. 2. E x. S i f t

B. J .  _______________2 26
Peaa, E x. F ine , F re n c h  26 
P u m pk in , No. 3 1 60@1 75 
P um pk in , No. 10 5 00 0  6 50 
P im en tos . %, each  12014
P lm en toes , %. e a c h _ 27
S w 't P o ta to es . No. 2% 1 75 
S a u e rk ra u t, No.3 1 4601  76 
S ucco tash , No. 2 1 6 6 0 2  66 
S ucco tash . No. 2, g la ss  2 80
S pinach , No. 1 ________1 26
Spnacb , No. 2 . .  1 6001  M 
Spinach, No. 3— 2 26 0 2  60 
S p inach , No. 10_ 6 6 0 0 7  00
T om atoes , No. 2 ______ 1 60
T om atoes , No. 3 _____ 2 26
T om atoes , No. 1 0 ------- 7 80

Bar Goods
M ich. S u g a r  C a., 24, 6c 76
P a l O M ine, 24, 6e .-----  76
M alty  M ilkies, 24, 6c . .  76
L em on R o l l e ---------- -— 76
T ru  L uv, 24, 6 c ------------- 76
N o -N u t. 24. 6 c _________76

CATSUP.
B eech -N u t, s m a l l ___ 1 65
Lily of V alley, 14 oz—  2 26 
Lily of V alley, % p in t 1 66
S niders , 8 o z . ------------1 65
S n iders , 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 u ak er, G allon T i n _8 50

CHILI SAUCE
Sn ider, 16 os. _________8 SO
Sn ider, 8 oz. --------   2 20
L illy  V alley , 8 os. — 8 26 
L illy  V alley . 14 uu. — 8 26

OYSTER COCKTAIL.
Sniders, 16 os. —-------- 2 26
S niders , 6 oz. — — — 8 66

CH EESE.
R oquefo rt ____________ 45
K ra f t ,  sm a ll I tem s  1 66 
K ra f t, A m erican  __ 1 66 
Chill, sm all t in s  — 1 66 
P im en to , em ail tin e  1 66 
R oquefo rt, sm . t in s  2 26 
C am em b ert, sm . tin s  2 26
W isconsin  D a isy  ---------- 26
W isconsin  F la t  ------------ 26
N ew  Y ork  J u n e  _____34
Sap Sago ____________ 42
B rick  __________________ 35

CHEW ING GUM.
A d sm s B lack  J a c k ----- 66
A d am s B lo o d b e r r y ----- 66
A dam s D e n ty n e _________66
A dam s C alif. F r u i t ----- 66
A dam s Sen S e n ------------- 66
B eem an 's  P e p s i n ------- 66
B eech n u t W in ta rg re e n . 
B eech n u t P e p p e rm in t .
B eech n u t S p e a r m in t__
D oub lem in t —. . . . — —  66 
P e p p e rm in t, W rlg leye  — 65 
S p ea rm in t, W rg iley s  _  66
J u ic y  F r u i t _____— —— 66
W rig ley 's  P - K  -------------66
Zeno _____ —— —— —  *6
Teaberry -----   66

COCOA.

D ro s te ’s  D u tch , 1 lb .— 8 60 
D ro s te ’e D u tch , % lb. 4 60 
D roete 'a  D u tch , % lb. 2 36 
D ro s te 's  D u tch , 6 lb. 60
C hocolate  A p p l e s ___ 4 60
P as te lles , No. 1 _______ 12 60
P aste lles , % l b . _______6 60
P a tn a  De C a f e ________2 00
D ro s te ’s  B ars , 1 doz. 2 00
D elft P a s te lle s  ____ 2 16
1 lb. R ose T in  Bon

Bone _______________U  00
7 os. R o m  T in  Bon

B ona ________________8 00
IS ez. C rem e D e C ara -

q u e _—___________ 13 20
12 os. R o s a c e a ______ 10 SO
% lb. R osacea ______ 7 80
% lb. P a s te lle s  ______ 8 40
L an g u es  De C h a t s _4 80

Wi'L-aughlin's Kept-Fresh  

1 COFFEEV--^r::^EK VlCE]
Nat. G ro. Co. Brands 

L igh thouse , 1 lb. t in s — 49 
P a th fin d er , 1 lb. t in s — 45 
T ab le  T a lk , 1 lb. c a r t .  43 
S q u are  D eal, 1 lb. c a r . 39% 
Above b ra n d s  a re  packed  
in b o th  30 an d  50 lb. cases.

Coffee E xtracts
M. Y - p e r  1 0 0 _____  13
F r a n k ’s 50 pkgs. — 4 26

CONDENSED MILK
L ead er, 4 doz. --------  7 00
E agle , 4 doz. _______  9 00

MILK COMPOUND  
H ebe, T a ll, 4 dos. . . 4  6# 
H ebe. B aby . 8 do. — 4 66 
C arolane, T a ll, 4 d o t.3 86 
C arolene, B a b y _____2 66

EVAPORATED MILK
Q uaker, T all. 4 doz__4 50
Q uaker, B aby . 8 doz. 4 40 
Q u ak er, Gallon. % doz. 4 50 
C arn a tio n . T all. 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 an ’s  D ’dee, B aby  4 60
E v e ry  D ay, T a l l ____ 4 80
E v e ry  D ay. B a b y ___ 4 70
P e t. T a l l _______________ 4 70
P e t. B aby. 8 o z . _______ 4 60
B orden ’s  T a ll _________4 70
B orden ’s B a b y _________ 4 60

CIGARS
G. J. Johnson’s  Brand 

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

Wordan Grocer Co. Brands
A iredale  ____________ 36 00
H a v an a  Sw eets ___  35 00
H e m e te r  C h a m p io n_ 37 50
C an ad ian  C l u b ___ — 25 00
Rose O C uba. S lim s 37 50 
Tom  M oore M onarch  76 00
W eb s te r  C a d i l la c ___  76 00
W eb s te r  A s to r  F o il— 75 00 
W eb s te r  K n lck b o ck er 86 0# 
W eb s te r  A lbany  Foil 95 00 
B erin g  A pollos . . . .  61 66 
B erin g  P a lm ita s  — 111 66 
B erin g  D ip lo m atic s  116 00 
B erin g  Delloeea . . . .  166 06 
B arin g  F a v o r ita  - —  111 66 
B arin g  A lbas —. . . .  116 66

C O N FE C T IO N E R Y  
Stick  C andy  P a lls

S ta n d a rd  -------------------  1*
P u re  S u g a r  S tick s  600s 4 00 
B ig  S tick , 20 lb. case  18

Mixed Candy
K in d e rg a rte n  ---------------- 17
L ead e r _________________ 13
X. L. O. ------------------------ J2
F ren c h  C ream s — - —  15
P a r is  C ream s ---------------16
G rocers _________________ *»

COUPON BOOKS 
50 E conom ic  grade 6 60

100 E conom ic g ra d e  4 60
500 E conom ic g rad e  60 00

1000 E conom ic g ra d e  37 60
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 co v er la 
fu rn ish ed  w ith o u t charge.

CREAM OF TARTAR  
6 lb. boxes ______ ____ 43

DRIED FRUITS  
Apples

K  Y. F e y -  50 lb. box 16% 
N. Y. F e y -  14 oz. pkg. 16

Aprioots
E v ap o ra ted , C h o ic e ___ 23
E v a p o ra te d , F a n c y ___ 29
E v ap o ra ted . S labs  ___  18

Cltren
10 lb. box ____________ 40

C u rra n ts
J ac k a g es , 14 o z . ___  go
G reek, B ulk , lb . 20

D ates
D rom edary , 3 6 s _____ 6 75

Psaohea
E vap . Choice _________  14
E vap . E x . F an cy , P .P . io

Peal
L em on, A m erican  ______30
Orange, A m erican____ 30

R aisin s
Seeded, b u l k _____
T ho m p so n 's  s ’d les blk 
T hom pson’s  seedless. 

15 oz. —
Seeded, 15 oz. "

09 
07%

08%
10

?6|j?50. 25 lb. boxes__ @12
¡¡aï? —• 25 lb. boxes__ @13
20030. 25 lb. b o x e s . .@16
18024. 25 lb. boxes__ @18

Hom iny
P ea rl, 100 lb. s ac k s  _  2 60 

M acaroni 
M ueller’s B ran d s  

9 oz. package , per dos. 1 ¡¡0 
9 oz. p ackage , p e r oaee 2 60

Bulk Goods
Elbow , 20 l b ._   07
E g g  N oodle, 10 lbs. I I  }4

P esrl Barley
C h es te r ______________  4 25
»000 ________________   j  00
B arley  G r i t s __ I _____r |  00

Sage
E a s t Ind ia  ___________  10

Tapioca
P e a rl, 100 lb. s a c k s _09
M inute, s oz ., 4 uoz 4 o. 
D rom edary  In s ta n t  _ I  60

Fancy Chocolates
5 lb. B oxss 

B itte rsw ee ts , A ss’te d  1 76 
Choc M arshm allow  Dp 1 60 
M ilk C hoco late  A A 1 76
N ibble S t i c k s ---------- 1 75
C hocolate  N u t Rolls -  1 86
M agnolia  C h o c ------------1 »6
Bon T on C h o c . ------------1 60

Gum  D rops P a lls
A nise ---------------------------- J*
C ham pion G u m s -------— 16
C hallenge G u m s ------- 14
Superio r, B oxes — - —— *8

Lozenges P a lls
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

FLA VO RIN G  EX T RA C TS 
JE N N IN G S ’

P U R E

F L A V O R IN G  

E X T R A C T

V anilla  and 
Lemon  

Sam e Price
1 o z ._1 25
1 %  o z ._1 80
2%  o z ._3 0u
3%  o z ._4 20
2 oz. —  2 75
4 o z ._5 00
8 o z ._9 00

16 o z ._15 00
3% os.

.\m erse a le d
A t I t  66 Y ear*.

Jiffy Punoh

CHOCOLATE.
B aker, C araca s . % s ___ 37
B ak sr, C araca s , % s ___ 16

CLOTHES LINE.
H em p, 60 f t . ___  2 00 0  2 26
T w is ted  C otton ,

60 f t  _______  3 6 0 0  4 00
B raided , 60 f t .............— 2 26
S ash  C ord  ___  3 6004  00

COFFEE ROASTED  
Worden Grocer Co.

1 lb. P seksge
M elrose ________________
L ib e r ty  ________________
Q u ak er _________________
N edrow  ________________
M orton  H o u s e _________
R eno ___________________
R oyal C l u b _____________

Hard Goods PalU
Lem on D rops —--------   f j
O. F . H o rehound  dps. — 18
A nise S q u a re s  ------------- 18
P e a n u t S q u a r e s ----------- 17
H orehound  T a b le ts  _ _ _  18

Cough Drops B xs
P u tn a m 's  ________- — 1 J6
S m ith  B ros. _________ 1 • •

Package Goods 
C ream ery  M arshm allow s 

4 oz. pkg., 12s, carL  85 
4 oz. p k g -  48s, case  3 40

Specialties
40 P ineapp le  F udge  ---------- 19
40 I ta lia n  B on B ons ---------17
49 B an q u e t C ream  M in ts .  25 
37 S ilver K ing  M .M allows 1 15 
32 H andy  P ack ag es , 12-10c 80

3 doz. C a r t o n _________2 26
A sso rted  flavors.

FLOUR
V. C. M illing Co. B rand»
Lily W h ite  ___________8 36
H a rv e s t  Q ueen  _______7 60
Yes M a 'am  G raham ,

50s _________________ 2 20

FRUIT CANS 
F O. B. G ran d  R apids 

M ason
H alf p in t  ____ 7 60
o n e  p i n t _____ ___r f  VI
o n e  q u a r t _______ __ _  I  16
H alf g a l l o n _______- -** IB

Ideal GIs m  Top.
H alf p in t __________  I  00
One p in t ____________ 9 10
One q u a r t  ___________11 16
H alf g a l lo n ___ ______I f  46
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G E L A T IN E
Jell-O , 3 d o * . _________ 2 85
M inute, 3 d o z .________ 4 05
P lym ou th , W h i t e ___ 1 56
Q u ak er, 3 d o z ._________ 2 25

J E L L Y  A N D  P R E S E R V E S
P u re , 30 lb. palls  ___ 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

J E L L Y  G L A S S E S  
8 oz., p e r doz. _______  36

O L E O M  A H Q  A R I N E

Van  W estenbrugge Brands  
Carload D isributor

N ucoa, 1 lb. -------------- 21
N ucoa, 2 an d  5 l b . __ 20%

W ilson &. Co.'s Brands  
Oleo

C e r t i f ie d _____________ 24
N ut _________________  18
Special Roll _________ 19

M A T C H E S
Sw an. 144 _______ ;___ 4 20
D iam ond. 144 b o x __ 5 00
S earch lig h t. 144 hnx__ 5 00 
Ohio R»d T.nhel. 144 bx 4 *>« 
Ohio B lue Tip. 144 box 4 75 
Ohio B lue T in  720-1 o 4 on
•B lue  Seal. 1 4 4 _____ 4 25
•R eliab le , 144 _______  3 50
•F ed era l, 144 _______  4 50

•1 F rp e  w ith  Ten.

Safety Matches 
Q uaker, 5 gro. c ase —  4 25

N U T 8 — W hole  
Alm onds. T a rra g o n a — 25
Rrar.ll. Mew ________ 24
P*»npv M ixed ___ ____25
F ilb e r ts . S icily  -------- *2
P e a n u ts , V ir. R o asted  11% 
P e a n u ts . Jum bo , s td . 14
P ecans , 3 s ta r  ----------22
P ecan s , Jumbo -------- 40
P ecan s . M am m oth  _  60

.W aln u ts , C a l . ----- 30@35
H ic k o r y ---------------------07

IS O -V IS  M O T O R  O IL S  
In Iron Barrels

L ig h t __________________77.1
M edium  _______________77.1
H eavy  _________________77.1
Ex. H eav y  ____________77.1

(potarme
Iron Barrels

L ig h t _____   — 66.1
M e d iu m _______________ 65.1
H eavy  _________________ 66.1
Special h e a v y _________ 66.1
E x tra  h e a v y _______ —  66.1
P o la rin e  “ F ”  ___ —— 66.1
T ran sm iss io n  Oil - __ 65.1
Flnol, 4 oz. c ans , dos. 1 50 
F inol, 8 oz. cans, doz. 2 30
F aro w ax , 100 lb. ___ 8.3
P aro w ax , 40, 1 l b . _8.55
F aro w ax , 20, 1 l b . _8.8

Serndac, 12 p t. c an s  3 00 
Scm dac, 12 q t. c an s  5 00

P IC K L E S

Medium  Sour
6 gallon, 400 o o un t — 6 76 

S w eet Sm all

16 Gallon, 2250 --------  24 60
5 Gallon, 750 _______ 9 75

Dill Pickles
Gal. 40 to  T in , doz. — 9 60
No. 2% T i n s _________ 2 26
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 G al., 600 __________ 9 25
45 Gal., 1200 _______  19 50

P IP E S

Cob, 3 doz. in  bx. 1 00@1 36
Salted Peanuts 

Fancy . No. 1 --------------- *•*
Shelled

A lm onds -----  -----
P e a n u ts , S pan ish ,

135 lb. b ag s  ------------J ;
F ilb ert*  ---------------------- ”
P e c an s  S a l t e d ------------- *"!
W a ln u ts  M an ch u rian  — &•>

70

m i n c e  m e a t

N one Such, 4 do*. —  •  47 
Q uaker, 3 do*, case  — 3 B0 
L ibby, K egs, w et, lb. 22

P L A Y IN G  C A R D S

B attle  A xe. p e r  doz. 2 65
Torpedo, p e r d o z . ----- 2 25
B lue R ibbon, p e r doz. 4 25

P O T A S H
B a b b itt’s. 2 d o s , ----- 3 76

F R E S H  M E A T S  
Bsef

Top S te e rs  & H e i f . ----- 24
Good S t’r s  & H ’f. 15%@22 
Med. S te e rs  & H eif. — 20 
Com. S te e rs  & H eif. 15(8)16

O L IV E S
4 O Z. J a r , P la in , doz.

10 oz. J a r , P la in , doz.
11 oz. .Tar. P la in , doz.
P in t  .Ja rs , "Plain, doz.
Qu a r t J a r s , P la in , doz.
1 Clai. G lass: Ju g s, P ia.
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 75 
1 G al. Ju g s , S tuff., dz. 2 75

P A R IS  G R E E N
%» --------------------------  34
1* __________________  34
3s an d  5s ------------------  *

Veal
T op __________________ 24
R o o d ___________________-2
M edium  --------------------- 20

L am b
S pring  L am b  ------------
Good _______________
M edium ---------------------

28
27
26
20

Mutton
Good ---------------------------  17
M edium  ----------------------  16
P oor ___________________ 13

P E A N U T  B U T T E R

24 1 lb. T i n s --------------
8 o*., 3 do. in  c a s e -  
15 lb. p a i l s ------------------
25 lb. p a l l s -----------------

'T R O L E U M  P R O D U C T S .  
"F ro m  T an k  W agon. 
sd Crown Gasoline —
id Crown E t h y l -------- "
illte Gasoline -----------

1 Iron B arre ls  
Ion K erosine  -  13 * 
w h in e  G asoline 37.1 
St P . N a p h th a  1»>*

Pork
L ig h t hogs --------------- 16
M edium  hogs _________16
H eavy  hog« _________  16
Loin, m ed. _____________24
B u tts  ---------------------------  22
S houlders  -------------------  IS
S p a re rib s  ______________ *4
N eck bones ------------------- 06
T r im m in g s -------------------  IS

P R O V IS IO N S  
Barreled Pork

C lear B a c k _ 25 0 0 0  28 00
S h o rt C u t Clear26 00029 00 

D ry  Sa lt  Meats  
D S B ellies — 18-20018-19

L ard
P u re  in  t i e r c e s -------- 12%
60 lb. t u b s ___ a d 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 i s ___ adv an o e  %
5 lb. p a l l s ___a d v an ce  1
3 lb. p a l l s ___ ad v an ce  1

i "om pound t i e r c e « ----- 13
C om pound, t u b s ---------- 13%

Sausages
B o lo g n a _______________ 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

Smoked Meata 
H am s, C er. 14-16 lb. @28 
H am s. C ert., Sk inned

16-18 lb _________ @28
H am , d ried  beef

K nu ck les  _______  @46
C alifo rn ia  H a m s _0 1 7 %
P icn ic  Boiled

H am s . 20 @25
Boiled H a m s ____ @42
M inced H a m s _ @21
B acon 4 /6  C ert. _- 24 @32

Beef
B oneless, ru m p  28 00@38 00 
Rum p, n e w _ 29 00 0 3 2  00

Liver
B e e f ___________________17
C alf __________________ 55
P o r k ___________________10

R IC E
F an cy  B lue R o s e ___ 05%
F ancy  H ead  ________ 07

R U S K S
D utch  T e a  R u sk  Co.

B rand .
36 rolls, p e r  c a s e ___ 4 25
18 rolls, p e r c a s e ___ 2 25
12 rolls, pe r c a s e ___ 1 50
12 c a rto n s , p e r case  __ 1 70 
18 c a rto n s , p e r case  — 2 55 
36 c a rto n s , pe r c a s e _5 00

S A L E R A T U S
Arm a n d  H a m m e r_8 76

S A L  S O D A

G ran u la ted , 60 lbs. cs. 1 35 
G ran u la ted , 18-2% lb. 

p ack ag es  _________  1 20

C O D  F IS H

M iddles ______________ 20
T a b le ts , %  lb. Pure — 19%

doz. ______________1 40
W ood boxes, . P u r e _30%
W hole C o d ____________11%

H E R R IN G  
Holland Herring

M ixed, K e g s ___________ 1 10
M ixed, h a lf  bbls. „  8 75
M ixed, bbls. _______  16 50
M ilkers, K e g s _________ 1 20
M ilkers, h a lf  bbls. __ 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

Lake Herring  
% bbl., 100 l b s . _______ 6 be

Mackerel
T ubs, 60 C ount, fy. f a t  5 75 
P a ils . 10 lb. F a n c y  fa t  1 76

S A L T

Colonial, 24, 2 l b . -----  95
Colonial, 36-1% ____ 1 25
Colonial, Iodized, 24-2 2 00
Med. No. 1 Bbls. „___ 2 85
Med. No. 1, 100 lb. bk. 95 
F a rm e r  Spec., 70 lb. 95
P a c k e rs  M eat, 50 lb. 57
C rushed  R ock fo r ice

cream , 100 lb., 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., p e r b a l e ___ 3 46
35, 4 lb., p e r  b a l e ----- 3 M
50, 3 lb., p e r b a l e ___ 3 85
28 lb. bags, T a b l e _ 42
Old H lckco ry , Sm oked,

6-10 l b . ___________ 4 50

Per case, 34, 3 lba. — 3 40
F ive  case  lo ta _____ 3 80
Iodized. 34. 2 l b s . ___-  S 44

B O R A X

Tw enty Mule Team

24. 1 lb. p ack ag es  — 3 25
48. 10 oz. p ack ag es  __ 4 35 
96. % lb. p ackages  4 00

S O A P

Am. F am ily , 100 box 0 30
C ry s ta l W hite , 1 0 0 _4 20
Big J a c k , 6 0 s _________4 75
F e ls  N a p th a , 100 box 5 60 
F lak e  W hite . 10 box 4 20 
O rdm a W h ite  N a. 10s 3 75
J a p  Rose, 100 b o x ___ 7 85
F a iry , 100 box _______4 00
P a lm  Olive, 144 box 10 50
L ava , 100 bo _________4 90
O ctagon , 1 3 4 --------------- I  44
Pum m o, 100 box __— 4 85
S w e e th ea rt , 100 box _ 6 70 
G ran d p a  T a r , 50 sm . 3 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, 73s, b o x ___3 84
F a lrb a n k  T a r , 100 bx  4 00 
T rilb y  Soap, 100, 10c 7 85 
W illiam s B a rb e r  B ar, 9s 60 
W illiam s M ug, p e r do*. 48

C L E A N S E R S

Snowboy. 12 L a rg e  __ 2 65
Speedee, 3 doz. _____ 7 30
S u n b rite , 50s ----------- 2 10
W yando tte . 48 _____ 4 75
W y an d o t D e te rg ’s, 24s 2 75

S P IC E S
W hole Spices

Allspice, J a m a i c a ___ 0 2 5
Cloves, Z an z ib a r ___ @38
C assia, C a n t o n _____ 0 3 3
C assia, 5c pkg ., dos. 0 4 0
G inger, A f r i c a n __ ___ @14
G inger. C ochin 03 6
Mace, P en a n g  .......... 1 39
M ixed, No. 1 . . 0 3 3
Mixed. 5c pk^s., doz. 04 6
N utm egs, 70090 ____ 0 5 9
N utm egs, 105-1 1 0 _ @59
P epper, B lack 04C

Pure Ground In Bu lk
A llspice, J a m a i c a __ @35
Cloves, Z an z ib a r ___ @46
C assia. C an ton  _ __ @28
G inger. O orkin («85
M u sta rd  ___________ 0 3 3
M ace. P en an g 1 39
Pepper, B lack @55
N utm egs . __ @59
P epper. W h ite  _ _ @80
P epper, C a y e n n e ___ @37
P a p rik a . S pan ish  ___ @45

Seasoning
Chill Pow der. 16c 1 36
C elery  S a lt, 3 oz. 95
Sage. 2 oz. 90
O nion S a lt . 1 36
G arlic . 1 36
P onelty , 3% oz. ___ . 3 35
K itchen  B o u q u et ___ . 4 60
L aurel L eaves 80
M aH oram . 1 nz. . 90
Savory . 1 02. 90
T hym e. 1 oz. ________ 90
T um eric , 2% os. ___ 90

S T A R C H
Corn

K lngsfurd . 40 lbs. ___- 11%
P ow 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
Arero. 8 5 lb. nkers. „ 2  97
S ilver Gloss. 48. I s  __ 11%
E las tic , 64 pkgs. ___ 6 35
Tiger. 48-1 _________ 3 an
T iger. 50 lbs. _______  06

S Y R U P
Corn

Blue K aro , No. 1% 2 77
Blue K aro , No. 5. 1 dz. 3 91
Blue Karo>, No. 10 — 3 71
Red K aro, No. 1% — 3 05
Red K aro , No. 5. 1 dz. 4 29
Red K aro , No. 10 — 4 01

Im it. Maple Flavor 
O range, No. 1%, 2 dz, 3 50 
O range, No. 5, 1 doz. 4 99

Maple and Cane
K anuck, pe r gal. ___  1 50
K anuck , 5 gal. c a n _6 50

Maple
M ichigan, p e r  gal. 2 75 
W elchs. p e r gal ___ 3 25

C O O K IN G  O IL  
Mazola

Pints, 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  S A U C E S  
L ea & P e rr in , la rg e — 6 00
L ea & P e rr in , sm all_3 36
P ep p e r ________________1 60
Royal M in t __________ 3 40
Tobasco , 2 o z . _________4 36
Sho Tou, 9 oz., doz, 2 25
A -l, la rg e  __________4 75
A -l sm all _____________3 15
C aper, 2 oz. ___________3 30

T E A
Japan

M edium  ------------------ 35@35
C h o ic e --------------------- 37052
F a n c y -----------------------52@61
No. 1 N i b b s _____  _ 54

Pkg. S if tin g  14
Gunpowder

1 it).

Choice . .  44F a n c y ------------------------- ---
Ceylon

P ekoe, m edium  ______ 57
English  Breakfast

Congou, M edium  ______ >4
Congou, C h o ic e ___ 36036
Congou, F a n c y ___ 48043

Oolong
M e d iu m __________ m
Choice ___________  4J
F an cy  --------------------- ----go

T W IN E
C otton , 3 p ly  c o n e ___ 40
C otton , 3 p ly  B a l l s ___ 42
Wool, 6 ply _____________18

V IN E G 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 IC K IN Q
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, p e r g r o s s ___ 1 60
No. 3, p e r g r o s s ___ 2 30
P ee rle ss  Rolls, p e r doz. 90 
R ocheste r, No. 2, doz. 60 
R ocheste r, No. 8, doz. 2 00 
R ayo, p e r  doz. _____  75

W O O D E N W A R E
Baskets

B ushels, n a rro w  band.
w ire  h and les  __ 1 71

B ushels, n a rro w  band.
wood han d les 1 80

M arket, d rop  h a n d le . 90
M arket, s ing le  h a n d le . I I
M arket, extra. 1 16
Splin t, la rge 8 SO
S plin t, m edium 7 50
Splin t, sm all « 60

C hurns
B arre l. 6 gal., each  . . 8 40
B arre l, 10 gal., e ac h_ 3 55
3 to  6 gal., p e r g a l ._ 16

Pails
10 a t. G alvanized 2 5«
12 q t. G a lv a n iz e d ___ t  76
14 q t. G a lv a n iz e d ___ 3 00
12 q t. F la r in g  Gal. Ir. 5 00
10 qt. T in  D a i r y ___ 4 00

T rap s
Mons@. Wood, 4 hole®« 60
M ouse, wood 6 h o le s . 70
Mouse, tin . 5 holes 66
R at. wood __ 1 00
R at. s p r i n g __ _____ 1 00
Mouse, sprfm r >0

T  ubs
f a rg e  G alvanized 8 75
M edium  G alvanized 7 7n
Sma'.i G alvanized  ___ 6 76

W ashboards
B anner. Globe 1 60
B rass, single _______
G lass, single

6 25
6 00

Double P ee rle ss  _. 8 50
Single P eerless 7 10
N o rth e rn  Q ueen » 60
U niversal ___________ 7 35

W ood Bowls
13 In. B u t t e r _______ 5 00
15 in. B u tte r  ........... ' 9 00
17 in. B u t t e r _______ I t  00
19 in. B u tte r  ______ IS  0«

W R A P P IN G  P A P E R
F ib re , M anila, w h ite 05%
No. 1 F ib re  . 06%
B u tc h e rs  D F 06
K r a f t ... ..... 06%
K ra f t  S t r i p e _________ . 09%

Y E A S T  C A K E
M agic, 3 doz. _______ . 3 70
S un ligh t, 3 doz. ____ . 3 70
S unligh t, 1% doz. . . . 1 85
Y east Foam , 3 doz. —. 3 70
Y east F oam , 1% doz. 1 36

Y E A S T — C O M P R E S S E D  
F ie isch m an n . pe r doz. 30

Italian Spaghetti Dinner«
~  LOCAL PRIDE

4 1 gal. g l a s s _____  27 00

W hite  F ish
Med. F an cy , 100 lb. IS  04 

S H O E  B L A C K E N IN G
2 in  1, P a s te , d o z ._1 36
E. Z. C om bina tion , ds. 1 86
D ri-F o o t, doz. ______3 00
B ixbys, Doz. ________1 86
Shino la, dos. _________ 44

S T O V E  P O L I8 H  
B lackne, p e r  d o s . ___ 1 35
B lack S ilk  L iquid , da. 1 40 
B lack  S ilk  P a s te ,  doz. 1 85 
E n am elln e  P a s te ,  do*. 1 36 
E n am elln e  L iqu id , ds. 1 36 
E. Z . L iqu id , p e r  doz. 1 40
R adium , p e r doz. ____1 35
R ising  Sun, p e r do*. 1 85 
654 S tove E n am el, dz. 3 80 
V ulcanol. No. 5, doz. 95 
V ulcanol, No. 10, do*. 1 35 
Stovoil, p e r  doz. ___ 3 40

80 can  catPR. $4 SO n**r pao»

W A S H IN G  P O W D E R S  
Bon Ami Pd , 18s, box 1 90 
Bon Ami C ake, 18s — 1 62%
B rillo  ________________ *6
C lim aline, 4 doz. -------4 20
G randm a, 100, 5 c -------3 50
G randm a. 24 L a rg e  — 3 50
Gold D ust. 100s „ -------4 00
Gold D ust. 12 L a rg e  3 20
G olden Rod. 24 --------  4 25
l a  F ran c e  L au n ., 4 dz. 3 60 
Old D u tch  C lean. 4 dz 3 40
O ctagon, 96s —---------- 8 90
R inso, 40s ------------------8 30
R inso. 2 4 s -- -----------------6 25
R ub N o M ore, 100, 10

o z .  - _______ - ——  3 85
R ub N o M ore. 20 Lg. 4 00 
Spotless  C leanser, 48,

20 oz. _______________* *9
S an l F lu sh , 1 doz. — 2 36
Sapolio. 3 doz. ---------- 8 16
Soapine, 100. 12 oz. _ 6 40 
Snow boy, 100, 10 oz. 4 04

Products of Van  Buren Co. 
Cann ing Co. 

IT A L IA N  S P A G H E T T I  
D IN N E R

L ocal P r id e  B ran d  
12 50c F am ily  P a c k ag e  4 50 

S A L S A  S A U C E  
L ocal P r id e  B ran d

48 No. 1 c a n s _______  1 80
24 No. 2 c a n s _______  3 15
6 No. 10 c a n s _______ 15 00

C H IN E S E  SO Y  S A U C E  
L ocal P rid e  B ran d  

12 8 oz. B o t t l e s -------- 2 25

C H IN E S E  B R O W N  S A U C E  
Local P rid e  B ran d

12 8 oz. B o t t l e s _____ 2 25
4 1 gal. g l a s s _____  24 00

N O O D L E S  
Local P r id e  B ran d  

Chow  Mein Chinese
24 No. 2 c a n s _______ 2 25

B E A N  S P R O U T S  
L ocal P rid e  B ran d  

Genuine Chinese Bean
24 No. 2 c a n s ________ 1 65
6 No. 10 c a n s ______ 8 00
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SOME PIONEER GAMBLERS.

They Made Money Rapidly, But All 
Died Poor.

There was a dearth of am usem ents 
for the early settlers of Grand Rapids. 
Canoe races between whites and In 
dians and an occasional half mile dash 
over dirt roads contested by owners of 
ponies furnished about the only excite
m ent for the comm unity. Devotees of 
poker paid their losses with deeds to 
village lots of little value. The am ount 
of money in circulation would not be 
sufficient to  pay the pew rent of a 
poor but conscientious Christian of to 
day. Gambling has been an indulgence 
of m any since the day that Louis Cam- 
pau opened his departm ent store at 
the foot of H uron street in 1826. Spec
ulators. river m en and the sucker class 
of residents were “as good for any 
gam e’’ as Champagne Charley, con
cerning whom the people sang fondly 
fifty years ago.

In terest in games of chance spread 
rapidly after the close of the civil war. 
Men who had been teachers in Sunday 
schools before their entrance into war 
activities came back with as many 
tricks with cards, “ that were vain", 
as Bret H arte 's “ H eathen Chinese”. 
Men who would not “sit in" with a 
pair of veteran soldiers were wise.

Barney Nellis owned and conducted 
a saloon on Campau Square. The site 
is now covered with the building of 
the Grand Rapids National Bank. On 
the second floor skin game gam bling 
was carried on by one Dave Barry. 
He employed as assstan ts (cappers) 
Jim Daily and M agoozulam  Danie's. 
U nfortunate were the suckers from the 
rafts on the river o r the boys from 
the farm who entered B arry 's den of 
thieves. About 1880 Nellis wrecked 
the old building and erected on its site 
a substantial brick structure, leased the 
stores and offices it contained to re 
putable persons and retired to private 
life. The bank purchased the property 
and added it to the lot on the corner 
which it owned.

Guy Johnson occupied an elaborately 
furnished and artistically decorated 
suite of rooms in the Pow ers building. 
His patrons were drawn from the busi
ness and professional classes of the 
city. Johnson won a bundle of stock 
ci-rtificates issued by a furniture m anu
facturing corporation to  one of its 
stockholders, who had sought to  in
crease his bank account at Johnson’s 
faro table. Johnson purchased addi
tional stock of the corporation, gained 
control, closed his gambling room s arid 
undertook the m anagem ent of the busi
ness he had acquired. A story of o’d 
related the experience of a woman 
who kept a boarding house in a coun
try town in Indiana. Some scoundrel 
stole her griddle cake batter one n ight: 
boarders departed without paying their 
bills, because no cakes could be fu r
nished for breakfast, thereby compell
ing the poor old lady to  close her doors. 
N ot having learned the science of 
transacting a business legitimately, 
Johnson failed in the m anagem ent of 
the factory, closed its doors and de
parted to another field where suckers

were m ore plenty and the police au thor
ities did not molest.

M art Boorhem  and M art Byers were 
gam blers by instinct and preference. 
They operated faro banks, wheels of 
fortune, participated in crooked horse 
racing and indulged their propensities 
for getting  the coin of tru sting  and un
crook.” T hey purchased a building lo- 
crook. They purchased a building lo
cated on M arket street, near Monroe, 
leased one store to Charley Kelly for 
a saloon and another to the keeper of a 
restaurant. Rooms on the second and 
th ird  floors were devoted to gambling. 
T he room s were stoutly constructed of 
sheet iron and every m eans possible to 
protect the patrons from raids by the 
polic eforce were adopted. The joint 
was known as the “iron clad.” A chute 
connected the room s with the saloon 
below. T his was built to offer patrons 
m eans of escape should the police ba t
ter down the doors and effect an en
trance.

D uring the adm inistration of form er 
M ayor S tuart a raid was ordered on 
the iron clad. L ieutenant H urley was 
placed in charge of the raiders. Hurley 
and his aids broke down the doors and 
arrested  ten or fifteen inmates. A t
tem pts to escape through the chute had 
been unsuccessful. A big fat man, the 
first to en ter the chute had stuck in 
the tube. H e could neither advance 
nor re turn  to  the room. Hurley and 
aids obligingly pulled him out and 
m arched him with others arrested to 
the police station.

M ajor Bradford occupied a suite of 
room s on Monroe avenue, adjoining 
the building of the Grand Rapids Sav
ings ank. A restauran t presided over 
by a com petent cook of African de 
scent and a brace of serv itors attended 
to the gastronom ic w ants of patrons 
of the M ajor’s games. Faro was 
dealt to such and a “little draw ” m ight 
be had on request. T he room s were 
beautifully decorated and generously 
furnished. A colored young man was 
stationed at the lookout to admit those 
whom the m ajor desired to serve. The 
place was conducted on lines quite 
genteel in com parison with the average 
gam bling hell. D uring the horse race 
m eetings held from time to  time, the 
room s were frequented from dark un
til daylight by owners, drivers and 
track followers.

A charm ing little girl and a bright 
little boy “grew  in beauty and years 
side by side.” The little folks were 
chummy from infancy. L ittle boy was 
ever ready to  give little girl a bite of 
of his apple. Little girl always divided 
her cookies with little boy. As the 
years advanced little boy was ever 
ready to draw  little girl to school on 
his sled or perm it her to ride on his 
toy wagon. The world continued to  
revolve on its axis, com pleting the cir
cle once in tw enty-four hours. L ittle 
boy and little girl advancecd in years 
to period of rom ance and were ready 
to  enter into the m ysteries of that 
more or less happy situation that all 
norm al hum an beings desire.

In the m onth of Novem ber, 1860, 
Abraham  Lincoln received m ore votes 
than either of his three com petitors 
for the office of president of the United

States and was declared duly elected 
by Congress. On M arch 4, 1861, he 
was inaugurated amid threatening sur
roundings at W ashington. Forty  days 
later disloyalists of South Carolina 
opened war on the United States by 
firing cannon shots against the walls of 
Ft. Sum ter. On the th ird  day of the 
attack, his amm unition exhausted, the 
barracks destroyed and the walls of 
the fort having been broken down in 
m any places, the com m andant, Col. An
derson, was obliged to  haul down the 
flag he had vigorously defended with 
the means at hand and run up a flag 
of truce p relim inary  to  surrendering 
the fort to the enemy.

It is not within the province of the 
narra to r of this tru thful little story to 
a ttem pt a description of the effect of 
the assault upon the Federal flag on 
the people of the N orthern states. T hat 
has been w ritten by able historians of 
the civil war period. W ar bells and 
bugle calls to arm s were sounded and 
old and young men crowded the re 
cruiting stations to enroll in defense 
of the Union. Am ong the first to take 
the oath of allegiance and report at 
one of the hastily form ed m ilitary 
camps was our young hero. In due 
time he m arched to the front, par
ticipated in m any battles and acquitted 
himself creditably as a soldier. The 
girl he left behind trem ulously read 
the accounts of the battles in which 
her young soldier had fought and 
prayed to  the great Commander to 
guard and protect him from harm.

T he parents of our heroine, “a m aid
en fair to see,” desired to  see her well 
placed” and when the wealthy son of 
wealthy parents presented himself as a 
suitor for the hand and heart of the 
lady, they were greatly pleased. “The 
chance was too good to be missed, ’ 
they argued. For a time the maiden 
remained true to her pledge to  the 
soldier boy, but finally yielded to  the 
solicitations of the wealthy young man 
and the argum ents of her father. A 
wedding followed.

W ar ceased with the surrender of 
Lee to  Grant, in April, 1865, and those 
of the brave boys who responded to 
the President’s several calls for troops 
who had not died in defense of the 
Federal Governm ent came m arching to 
their form er homes. T he young hero 
of this story, broken in health and 
spirit, emaciated and bearing a wound 
received in battle, from which he never 
fully recovered, disillusioned as to the 
loyalty of women, departed for the far 
W est to  engage in sailing the oceans 
and in try ing  to forget the unfortunate 
and unhappy experiences of the past.

Four years after the m arriage of the 
heroine of this story and the wealthy 
young man, he was seized w ith a d is
ease th at caused, after a few weeks 
spent in a hospital, his death.

One year later, a letter addressed 
to the soldier by a friend conveyed the 
inform ation that the maiden of his 
vouth had become a widow and hum or 
ously hinted that she m ight be pleased 
to  m eet him once more. T he hint was 
heeded. A few weeks later the soldier 
returned to Grand Rapids and was 
warm ly received by the girl of his 
childhood. The old, old story was told

again and they were m arried, although 
her father protested the alliance. “ I 
m arried my first husband to please my 
father. I m arried m y second to please 
m yself,” the lady explained.

M ajor B radford’s joint was protected 
by the publishers of the daily news
papers. several of whom were gam 
blers. R eporters employed on the 
m orning newspapers often called at the 
jo in t in early m orning hours to ob
tain lunches before retiring  to  their 
downy, yet often troubled couches.

Late one m orning a reporter, on en
tering the apartm ents, noticed the sol
dier of our story stead before a table 
upon which a faro layout was spread. 
M art Boorherm  was dealing the cards 
and a notorious crook m anipulated the 
cards. On the right and left of the 
soldier two tin horn gam blers were 
seated, both of whom were stealing 
the chips used in betting  from the sol
dier. All except the dealer were deeply 
under the influence of hard liquor.

T he soldier, observing the presence 
of the reporter, pushed several stacks 
of chips tow ard him and shouted “ Play 
these for me.” The reporter, acting 
quickly on the soldier’s request, pushed 
the chips to the banker and demanded 
a redem ption of them . T he banker 
protested. " I t  was unfair for an o u t
sider to break up a gentlem an’s gam e.” 
The reporter insisted on a compliance 
with his demand and finally the banker 
counted out $450 which the reporter 
placed in his pockets, led the soldier t > 
the street, called a hack and sent hint 
to his home. T he money recovered 
was deposited in a safe and turned 
over to  the wife on the following day. 
It seemed that she had entrusted  $1,600 
to her husband to be placed in a bank. 
All had been lost except the am ount the 
reporter restored to her.

W hile in the arm y and on ship board 
the young soldier had become addicte ! 
to the im m oderate use of strong  liquors 
and acquired the gam bling habit. IL s 
conduct tow ard his wife became so u n 
bearable that a separation resulted. He 
wandered aimlessly and unhappily up 
and down the earth  for a season, be
fore death relieved him of his suffer
ings. A rthur Scott W hite

England World’s Most Voracious 
Orange Eater.

Figures recently compiled indicate 
that England eats more oranges than 
any other country in the world. One- 
third of all the oranges that are ex
ported by the lands where the fruit 
is grow n go to Britain, and each E n g 
lishman eats, on an average, nineteen 
pounds a year. In Germ any and 
France only seven pounds of oranges 
a head are eaten annually.

These are some of the facts that 
have been unearthed by the Empire 
M arketing Board. It was asked bv 
one or two of the colonies for help in 
establishing an orange export industry, 
and went into the whole question in 
consequence.

O ur idea of a mean husband is one 
who sends candy to his wife when 
she’s on a rapid-reducing diet.

Before the farm ers strike we wish 
they’d try  house-to-house canvassing 
in the city.
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Aggressive Selling As Practiced By 
Two Grocers.

(Continued from page 20) 
he is justified in extending credit only 
if he can show a profit and a conserva
tive general investm ent in that direc
tion. I t is up to him to make his 
credit investm ent as sound as th a t in 
tangibles.

Consider the departm ent store. A 
generation ago it sold exclusively for 
cash. Some twenty-five years ago it 
realized th at thereby it was m issing 
the most profitable business and now, 
with mighty few exceptions, every de
partm ent store extends credit. But 
how?

A man whose sole business it is to 
make sound investm ents in custom er 
integrity is in charge. H e knows 
nothing of m erchandising as such. H is 
business is to m anage credit so it will 
in and of itself pay the store. T ry  to 
open an account there and note the 
process. Then note the way you have 
to  toe the mark in your dealings with 
that credit man.

Only the man who can thus differ
entiate his functions can be really a 
successful credit extender; and he can 
be successful only if he separates his 
two functions completely. As a m er
chant he sells. As a banker he loans 
money. If in any way he mixes the 
two functions—if, for instance he 
mixes credit and charity—he en
dangers his entire credit investm ent.

Paul Findlay.

Proceedings of the Grand Rapids 
Bankruptcy Court.

G rand  R apids, J u n e  4—On th is  d ay  w as 
held th e  first meeting: of c re d ito rs  in th e  
m a tte r  of M atth ew  Sad ler. B an k ru p t No. 
3782. T he b a n k ru p t w as p re sen t in p e r .  
son a n d  rep re sen ted  by a tto rn e y  B en ja 
m in  T. S m ith . No c red ito rs  w ere  p re sen t 
o r rep resen ted . No c la im s w ere  proved 
an d  allow ed. No tru s te e  w as appo in ted . 
Tlie b an k ru p t w as sw orn  an d  exam ined  
w ithou  a  re p o rte r. T he  firs t m eeting: th en  
a d jo u rn ed  w th o u t da te , an d  th e  ease  h as  
been 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 ts .

On th is  day  a lso  w as held th e  first 
meeting: of c red ito rs  in th e  m a tte r  of 
Jo h n  V een s tra , doing: bu sin ess  a s  C lim ax 
C ream ery  Co., an d  a s  V e en s tra  B u tte r  
Service, B an k ru p t No. 3797. T h e  b an k ru p t 
w as p re sen t in person  an d  re p re sen te  1 
by a tto rn e y  C la ir S. Beebe. No c re d ito rs  
w ere p re sen t o r rep resen ted . Tw o cla im s 
w ere  proved and  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  and  
exam ined  w th o u t a  re p o rte r. T he first 
m ee tin g  th en  ad jo u rn ed  w ihout d a te , and  
th e  case  h as  been closed a n d  re tu rn e d  
to th e  d is tr ic t  co u rt, a s  a  case  w ith o u t 
a sse ts .

In th e  m a tte r  of B arn ey  D om es, doing 
bu s in ess  a s  B a rn ey 's  B ootery , B a n k ru p t 
No. 3493, the  tru s te e  h as  filed h is  final 
re p o rt a n d  acco u n t, a n d  a  final m ee tin g  
of c red ito rs  w as held  M ay 17. T h e re  w ere  
no api*earances. T he  t ru s te e ’s final r e 
p o rt an d  acco u n t w as app roved  and  a l
lowed. C laim s w e r p roved  a n d  allow ed. 
An o rd e r w as m ade  fo r th e  p ay m e n t of 
expenses of a d m in is tra tio n  an d  fo r th e  
p ay m en t in  full o f ta x e s  an d  a  firs t an d  
final d iv idend to  c red ito rs  of 22 5 p e r 
c en t No o b jec tions  w ere  m ade  to  th e  
d isch a rg e  of th e  b a n k ru p t. T he final 
m ee tin g  th a n  a d jo u rn ed  w ith o u t da te , and  
th e  case  will be closed an d  re tu rn e d  to  
th e  d is tr ic t  c o u rt in due course.

In th e  m a tte r  of Roy B osm a, N ellie 
B osm a a n d  E lla  H all, c o p artn e rs , tra d in g  
a s  D orr L um ber & H a rd w are  Co.. B an k 
ru p t No. 3783. T he sale  of a s s e ts  h a s  
been called  for J u n e  19. a t  th e  p rem ises  
fo rm erly  occupied  by th e  b a n k ru p t a t  
D orr. T he  e n tire  s tock  of lum ber, h a rd 
w are  a n d  fix tu res  w ill be sold, a n d  the  
a p p ra isa l is $3,055 56 All in te re s ted  in 
su ch  sale  should be p re sen t a t  th e  d a te  
a n d  tim e. __ ,, , _

In th e  m a tte r  of D im e D ine r S ystem , 
B a n k ru p t No. 3495. th e  tru s te e  h a s  filed 
h is  final re p o rt a n d  acco u n t, a n d  a  final 
m ee tin g  o f c red ito rs  w as  held  M ay 17. 
T h e re  w ere  no ap p ea ran ces . C laim s w ere 
proved an d  allowed. T he tru s te e 's  final 
re p o rt an d  acco u n t w as considered  a n d  
app roved  an d  allow ed. A n o rd e r w as m ade 
fo r  th e  p ay m en t of expenses o f a d m in 
is tra tio n  an d  for th e  d ec la ra tio n  a n d  p ay 
m en t of a  firs t an d  final d iv idend  to  c re d 
ito rs  of 19 pe r c en t N o o b jec tio n s  w ere  
m ade to  th e  d isch a rg e  of th e  b a n k ru p t. 
T h e  final 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  case  w ill be closed 
a n d  re tu rn e d  to  the  d is tr ic t  co u r in  due 
course.

J u n e  5. W e h av e  to -d a y  received  th e  
schedu les, re fe ren ce  a n d  a d ju d ica tio n  in 
th e  m a t te r  o f K a rn ey  E . N ortw ick , B a n k 
ru p t No. 3811. T he m a tte r  h a s  b een  r e 
fe rred  to  C harles  B. B la ir  a s  re fe re e  in  
b a n k ru p tc y  T he  b a n k ru p t is a  re s id en t 
of G rand  R ap ids, a n d  h is  occu p a tio n  is 
th a t  o f a  labo rer. T he  schedu les show  
a ss e ts  o f $255 of w hich  $250 is c la im ed  
a s  exem pt, w ith  liab ilities  of $1,830. T he 
c o u rt h a s  w rit te n  fo r fu n d s  a n d  upon 
re c e ip t of sam e th e  firs t m ee tin g  of e red - % 
ito rs  w ill be called, no te  of w hich  w ill 
be m ade  here in .

J u n e  5. VVe h av e  to -d a y  received  th e  
schedu les, re fe ren ce  an d  ad ju d ic a tio n  in 
the  m a tte r  of J a m e s  H . D eV ries, B a n k , 
ru p t No 3812. T he  m a tte r  h a s  been  r e 
fe rred  to  C h arle s  B. B la ir a s  re fe ree  in 
b an k ru p tc y . T he b an k ru p t is a  re s id en t 
of G rand  R apids, a n d  h is  occu p a tio n  is 
th a t  of a  labo rer. T h e  schedu le  show s 
a s s e ts  o f $250 of w hich  $250 is c la im ed  a s  
exem pt, w ith  liab ilities  of $1,691.98. T he 
c o u rt h as  w ritte n  fo r fu n d s  an d  upon r e 
ce ip t of sam e, th e  firs t m ee tin g  of c re d 
ito rs  will be called, no te  o f w hich  w ill be 
m ade herein .

In  the  m a tte r  of H ollie  E . W olfe. B a n k 
ru p t  No. 3772, th e  first m ee tin g  of c re d 
ito rs  w as held J u n e  1. 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  M enso R. B olt. No c re d ito rs  
w ere  p resen t o r rep re sen te d  One cla im  
w as proved a n d  allow ed. No tru s te e  w as 
ap p o in ted  T he  b a n k ru p t w as sw orn  and  
ex am ined  w ith o u t a  re p o rte r. T he  first 
m ee tin g  th en  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 e  
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 tte r  o f Jo sep h  N ew hall, B a n k 
ru p t No. 3784, tlie re fe ree  h a s  been  a d 
v ised  th a t  no va lue  is to  be had  in  the  
policy held by th e  b a n k ru p t an d  th e  case  
h a s  th e re fo re  been closed and  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 .

In  th e  m a tte r  o f C arl E. B erg stro m , 
B an k ru p t No. 3804. T he funds  hove been 
received  and  th e  first m ee tin g  o f c re d it
o rs  h a s  been called fo r J u n e  21.

In th e  m a tte r  o f C hesley A. S haver, in 
d iv idua lly  a n d  do ing  bu s in ess  a s  th e  C. 
A. S. F o rg e  W orks, B a n k ru p t No. 3807. 
T he  funds  have been  received  an d  tlie 
first m ee tin g  of c re d ito rs  h a s  been  called  
fo r J u n e  21.

In th e  m a tte r  of L aw rence  B enson, 
I la n k ru p  No. 3089. T he funds have  been 
received  a n d  th e  firs t m ee tin g  of c red - 
iors h a s  been called fo r J u n e  21.

In th e  m a tte r  o f O rville S trick len , 
B an k ru p t No. 3732. T he fu n d s  h av e  been 
received  an d  th e  first m ee tin g  of c re d 
ito rs  h a s  been called  fo r Ju n e  21.

In the  m a tte r  of C larence  F. F u lle r 
B a n k ru p t No. 3793. Tlie funds  h av e  been 
received  a n d  th e  first m ee tin g  of c re d 
ito rs  h a s  been called  fo r J u n e  21.

In  th e  m a tte r  of H o w ard  C ity  F u rn itu re  
Co., B an k ru p t No. 3526, th e  tru s te e  has 
filed h is  final re p o rt an d  acco u n t, a n d  a  
final m ee tin g  of c red ito rs  w as  held M ay 
20. T he  b a n k ru p t w as n o t p re sen t o r 
re p re sen te d  No c re d ito rs  w ere  p resen t 
o r rep re sen ted . T he  tru s te e  w as  no t 
p re s en t o r rep resen ted . C laim s w ere  p ro v 
ed an d  allow ed. T he t ru s te e ’s final re p o rt 
an il acco u n t w as considered  a n d  app roved  
an d  allow ed. A n o rd e r w as m ade  for tlie 
p ay m en t of ex p en ses  of a d m in is tra tio n  
an d  fo r th e  d ec la ra tio n  an d  p ay m e n t of a  
firs t an d  final d iv idend  to  lab o r c la im an ts  
of SO pe r cen t. N o o b jec tions  w ere  m ade  
to  th e  d isch a rg e  o f th e  b a n k ru p t. T he 
final m ee tin g  th e n  ad jo u rn ed  w ith o u t d a te  
an d  th e  case  will be closed an d  re tu rn e d  
to  th e  d is tr ic t  co u rt, in due course.

J u n e  7 W e h av e  to .d a y  received  the  
schedu les, re fe ren ce  a n d  ad ju d ic a tio n  in 
th e  m a tte r  of W illiam  H e n ry  F e rry , 
B an k ru p t No. 3813. 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 K alam azoo , a n d  h is  occupation  s 
th a t  of a n  au to -b o d y  w orker. T he  sch ed 
ule show s a s s e ts  of $250 of w hich  the  
full am o u n t is  c la im ed  a s  exem pt, w ith  
liab ilities  of $2,031.66. T he  c o u rt h as  
w rit te n  for fu n d s  an d  upon re c e ip t of 
sam e  the  firs t m ee tin g  of c re d ito rs  will 
be  called, no te  of w hich  w ill be m ade 
h e re .n

J u n e  7. W e have  to -d a y  received  the  
schedu les, re fe ren ce  a n d  a d ju d ica tio n  in 
the  m a tte r  of Jac o b  J . V ande  V isse, B a n k 
ru p t No. 3815. T h e  m a tte r  has been r e 
fe rred  to  C h arle s  B. B laire  a s  re fe ree  in 
b a n k ru p tcy . T h e  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  c lerk . Tlie schedu le  show s a s 
s e ts  of $225 of w hich  $75 is c la im ed  a s  
exem pt, w ith  liab ilities  o f $2,793 34. T he 
c o u rt h a s  w rit te n  for fu n d s  a n  dupon  r e 
ceip t of sam e, th e  first m ee tin g  o f c re d 
ito rs  will be called, no te  of w h ich  will 
be m ade  here in .

J u n e  8. W e h av e  to -d a y  received  th e  
schedu les, re fe ren ce  a n d  a d ju d ica tio n  in 
b a n k ru p tc y  in  th e  m a t te r  of C laude R. 
B eebe, B a n k ru p t No. 3814. 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 an k ru p tc y . T he  b a n k ru p t is 
a  re s  d e n t of K alam azoo , an d  h is  o ccu p a
tio n  is th a t  of a  la b o re r T he  schedu le  
show s a s s e ts  of $175 of w hich  th e  full 
am o u n t is  c la im ed  a s  exem pt, w ith  l ia 
b ilities  of $703.66. T he  c o u rt h a s  w ritten  
fo r fu n d s  an d  upon re c e ip t of sam e the  
firs t m ee tin g  of c re d ito rs  w ill be  called, 
no te  of w hich  w ill be m ade h ere in .

In  th e  m a tte r  of L e s te r  H aw ks, B a n k .

ru p t  No. 3795, th e  firs t m ee tin g  of c re d 
ito rs  w as held J u n e  3. 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 t 
to rn ey  A delbert C o rtrig h t. C red ito rs  
w ere n o t p re sen t in  person , b u t c e r ta in  
of them  w ere rep re sen te d  by a tto rn e y  
P h ilip  T. C olgrove No c la im s w ere  
proved an d  allow ed. No tru s te e  w as a p 
po in ted . T he  b a n k ru p t w as  sw orn  and  
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 , 
an d  th e  case  h a s  been closed an d  re tu rn e d  
to  th e  d is tr ic t  cou rt, a s  a  case  w ith o u t 
a sse ts .

In  th e  m a tte r  of Floyd W. M iller, B a n k 
ru p t  No. 3799, th e  firs t m ee tin g  o f c re d 
ito rs  w as  re ld  J u n e  3 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 t-  
o rneys M cA llister & M cA llister. C erta in  
c red ito rs  w ere  p re s en t in person  an d  
re |>resented  by G. R. C red it M en’s  A sso
c ia tion . T he b a n k ru p t w as  sw orn  an d  
exam ined  w ith o u t a  re p o rte r. S h irley  C. 
De G root, o f G rand  R apids, w as  a p p o in t
ed tru s te e  a n d  h is  bond p laced  a t  $50*» 
T he  first m ee tin g  th en  a d jo u rn ed  w ith o u t 
d a te

In th e  m a tte r  of N ew  E r a  S p ring  & 
S pec ia lty  Co., B an k ru p t No. 3745, tlie  
ad jo u rn ed  firs t m ee tin g  of c red io rs  w as 
held J u n e  5. T he b a n k ru p t w as  re p re 
sen ted  by a t to rn e y  Linsey, Shivel & 
Phelps. C red ito rs  w ere  re p re sen ted  by 
a tto rn e y s  M cA llister & M cA llister: C or
win, N orcross & Cook; H ild ing , H ild ing  
& T u b b s; H enry  H a r t  an d  by G. R. C red it 
M en’s Assoc a tio n . T he e lection  of t r u s 
tee  w as  held open pend ing  s e tt le m e n t and  
decision  of d isp u ted  q u estio n s  T he sale  
to  be held by the  re fe ree  an d  funds held 
by him pend ing  q ua lifica tion  of the  t r u s 
tee confirm ed. T he  sale  w as  held .June 
6. T he  rece iv e r in b an k ru p tc y  w as p re s , 
en t. T he  official a u c tio n ee r  w as p re sen t 
in person. T lie p ro iierty  w as  offered bo th  
in bulk an d  in parcels. T he  rea l e s ta te  
an d  bu ld ings w ere  sold to  Old K ent B ank , 
of G rand  R apids, fo r $33,010. T he  stock , 
m ach inery , equ ipm en t, fu rn itu re  an d  fix
tu re s  w ere  sold to  G oodm an & Silk, of 
D etro it, for $19,000. T he  sale  th en  a d 

jo u rn ed  w ith o u t da te , a n d  the  offers ta k e n  
su b jec t to  con firm ation  by the  re fe ree

In th e  m a tte r  of G erald  J . D oran , B an k 
ru p t No. 3790. th e  first m ee tin g  of c re d 
ito rs  w as held J u n e  4. T he  b a n k ru  
w as p re sen t in person  a n d  rep re sen ted  bv 
a tto rn e y  E d w ard  G. B urleson. N o c re d 
ito rs  w ere p re sen t o r rep re sen ted . No 
c la im s w ere p roved  an d  allow ed. No 
tru s te e  w as appoined. T he b a n k ru p t w as 
sw orn  an d  ex am ined  w ith o u t a  rep o rte r. 
T h e  first m ee tin g  th e n  ad jo u rn e d  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 tr ic t  co u rt, a s  a  
case  w ith o u t a sse ts .

In  the  m a tte r  of Ira  an d  Noel S cheiren, 
p a rtn e rs . B an k ru p t No. 3580, th e  tru s te e  
h a s  filed his re p o rt show ing  no  a sse ts  
and  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 .

In  th e  m a tte r  of Neel W oolley, B a n k 
ru p t No. 3556, tlie  b a n k ru p t h as  pa id  th e  
tiling fee in acco rd an ce  w ith  the  o rd e r 
h e re in b e fo re  en te red , an d  th e  case  h a s  
been  closed a n d  re tu rn e d  to  th e  d is tr  e t 
c o u rt, a s  a  case  w ith o u t a sse ts .

In  the  m a tte r  of H e n ry  D. A nderson  
B an k ru p t No. 3761, th e  tru s te e  h a s  filed 
liis re tu rn  show ing  th a t  th e re  a re  no 
a s s e ts  in sa id  e s ta te  over an d  above e x 
em ptions  of th e  b an k ru p t, a n d  tlie  case 
h a s  been  closed a n d  re tu rn e d  to  th e  d is 
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 L a m b e rt J . Jo lm an , 
B a n k ru p  No. 3533, th e  tru s te e  h a s  filed 
h is  final re p o r t  an d  accoun t, an d  a  final 
m ee tin g  o f c red ito rs  w as held J u n e  10. 
T h e re  w ere  no a p p ea ran ces . T he t r u s 
te e 's  final re p o rt a n d  a cco u n t w as  a p 
proved and  allow ed. C laim s were, a p 
proved and  allow ed. An o rd e r w as m ade 
fo r th e  p ay m e n t o f exp en ses  of a d m in . 
is t ra t 'o n , a s  fa r  a s  he  fu n d s  on h an d  
w ould  perm it. T h e re  w ere  no fu n d s  fo r 
dividends. No o b jec tions  w ere  m ade to 
th e  d isch a rg e  o f th e  b a n k ru p t. T he  final 
m ee tin g  th en  ad jo u rn ed  w ith o u t da te , and  
th e  case  w ill be closed an d  re tu rn e d  to  
th e  d is tr ic t  cou rt, in due course.

When On Your Way, See Onaway.
Onaway, Tune 18 — The annual 

American Legion field dav was given 
bv the Leo. E. Richmond Post of 
Onaway on Sunday, June 16. for the 
benefit of the Post clubhouse and ten- 
ms court fund. T he m orning was 
warm and pleasant and the crowd-* 
from surrounding tow ns and territ-irv 
arrived earlv. A street parade at 12:30 
headed bv the Chebovgan municipal 
band and the Petoskcv fife and drum 
corps led the long string  of cars to +’ne 
fairgrounds, where all kinds of rac?s. 
contests and sports were held, part of 
them during a downpour of rain which 
ham pered the proceedings.

T he com m unity was shocked to 
learn of the death of Daniel Mahonev. 
Sr., early M onday morning. Mr. M a
honey was one of the earlv pioneers of 
Onaway. having been actively engaged 
in the lum bering and m anufacturing 
business since 1898, a t which time he 
was vice-president and m anager of the

Gardner & Peterm an Co. Mr. M a
honey was the first m ayor of Onaway 
when it became a city; had been ac
tive in civic affairs and a highly re
spected citizen; an organizer of the 
Onaway S tate Savings Bank and a de
voted m ember of the Catholic church. 
T he funeral was attended by many 
friends and relatives from outside the 
city, including Rev. J. M. W estdorp, 
Rev. T. W . Albin. of Cadillac. Rev. 
Eustace Faucher, of Big Rapids, Fr. 
Felix Vogt, of Cheboygan, F r. Jam es 
P. Flannery, of Grand Rapids.

E. S. M atheson, touring m anager of 
the D etroit Automobile Club, visited 
Onaway last Friday, securing material 
for several D etroit papers in the in
terest of M ichigan’s fine resort and 
touring advantages. D uring his stop 
in Onaway he collected a num ber oi 
views of the num erous places of in ter
est for display in the store windows of 
Detroit. Squire Signal.

Business Wants Department
Advertisem ents inserted under th is  head 

for five cents a word the first insertion  
and four cents a word for each subse
quent continuous Insertion. I f  set In 
capital letters, double price. No charge  
less than 50 cents. Sm all d isplay adver
tisements In th is department, $4 per 
Inch. Paym ent w ith order is required, as 
am ounts are too sm all to open accounts.

F o r Sale  C heap—U sed  s to re  equ ipm en t. 
35-foot c o u n te r; 12 tw e lv e -fo o t co u n te rs ;
5 tw e lv e -fo o t p roduce co u n te rs ; 6 d isp lay  
cases, floor ty p e ; 12 d isp lay  cases, coun 
te r  ty p e ; 6 p la tfo rm  sca les; 2 g ro ce ry  ice 
boxes; h y d rau lic  la rd  p re ss ; m e a t g r in d e r; 
e le c tr ic  coffee m ills ; an d  o th e r  a rtic le s . 
P a c k ers  Supply Co., 58 F ro n t A ve., S W ., 
G rand  R apids. F ir s t  bu ild ing  n o rth  of 
Stow e & D av is  F u rn itu re  Co. 103

C O F F E E  S H O P FO R  SA L E  — I n  a  
h u s tlin g  college tow n an d  new  oil well 
d is tric t.  W e ro a s t  a n d  b lend a ll coffee, 
p e an u ts  a n d  p ean u t b u tte r ;  a lso  confec
tione ry  All new fix tu res. W ill teach  
ro a s tin g  a n d  b lend ing  to  buyer. O th e r 
b u s in ess  in te re s ts  reaso n  fo r selling'. 
L a m b ’s  Coffee Shop, 203 So. M ain  S t., 
Mt. P le a s a n t.  M ich 104

F o r Sa le—R e s ta u ra n t a n d  soda  fo u n 
ta in . E v e ry th in g  m odern  an d  u p -to -d a te . 
D oing a  good business. C orner location , 
a t  the  in te rse c tio n  of tw o h ighw ays. A d
d ress  H  M. D unlop, 529 M cE w en S t., 
C lare, M ich. 105 __

FO R  S A L E —Tw o iceless re f r ig e ra to rs , 
la rg e  size; s ev e ra l D ay to n  a n d  Toledo 
sca le s ; tu rn s tile s ; S am son  tru c k ; m ea t 
s lic ing  m ach ine; electric' g rin d e r; blocks; 
c u ttin g  ta b le ; en am el t ra y s ;  a n d  m an y  
o th e r  item s  used  in o u r re cen tly  d iscon 
tinued  food an d  m ea t d e p a r tm e n t. E v e ry 
th in g  in f irs t-c la ss  cond ition , a t  m uch  less  
th a n  th e ir  value. W rite  o r te lephone th e  
J . W . K n ap p  C o , L an sin g , M ichigan.

_____________________ 106
W an ted —G eneral m e rch an d ise  o r dry  

goods in exchange  for well loca ted  incom e 
p ro p erty . O. A. B row n, B erk ley , M ich. ______________________ 101_

F o r  Sale — Solid oak  tab les, desks 
c h a irs  an d  o th e r  office equ ipm en t. U sed 
only  a  few  m o n th s  in office of a  local 
b roker. C heap  fo r cash . On d isp lay  a t  
o u r office. T rad esm an  C om pany.________

CASH FOR MERCHANDISE
W ill Buy S tocks o r P a r ts  of S tocks of 

M erchandise, of G roceries, D ry Goods, 
Shoes, R ubbers, F u rn itu re , etc.

N. D. GOVER. Mt. P le a sa n t. Mich.
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Late News From the Michigan 
Metropolis.

E ight directors were elected by the 
m em bers of the D etroit Board of 
Commerce at the annual election held 
on Tuesday, June 11. T he newly elect
ed directors m et June 18 to elect 
officers for the ensuing term s. T he 
following directors were elected to 
succeed themselves. Clinton F. Berry, 
vice-president of the Union T ru st Co.; 
Louis J. Flint, executive vice-president 
of the Citizens’ Committee of D etroit; 
C. A. Guilford, treasurer of Crowley, 
Milner & Co.; Paxton M endelssohn, 
capitalist, and S. W ells Utley, vice- 
president and general m anager of the 
Detroit Steel Castings Co., and for the 
past year president of the Board. The 
newcomers on the directorate a re : 
Roger M. Andrews, publisher of the 
D etroit T im es; Frank P. Book, of the 
Book Estate, and Mason P. Rumney, 
vice-president of the D etroit Steel 
Products Co. As of the first of the 
new fiscal year the D irectorate will 
com prise’ the directors elected last 
Tuesday, together with F. E. Bogart, 
president of Farrand, W illiam s & 
Clark; C. W . Dickerson, vice-president, 
T im ken-D etroit Axle Co.; John H. 
H art, vice-president F irs t National 
Bank; H. W illiam Klare, vice-president 
and general m anager of Statler Hotels, 
Inc.; J. T. LaM easure, of LaM easure 
Brothers Laundry & D ry Cleaning Co.

Following the death of J. W . Becker 
the pharm acy owned by him at 10201 
Kercheval was sold to  Samuel Krone, 
who has assum ed m anagem ent.

The Grosse Pointe H ardw are Co. 
has moved from 281 Rivard boulevard 
to 16915 Jefferson avenue, East, Grosse 
Pointe.

The The Red Robin Hosiery Shops, 
with stores at 232 W . Grand River 
and 36 W . Grand River, has opened 
a new store in the new David Stott 
building, Griswold and State.

W illiam D. Mercer, for many years 
prom inent in D etroit business circles, 
died Tuesday, June 12, following a 
heart attack. Mr. M ercer was born in 
O ntario  in 1877 and came to M ichigan 
with his family while a child. In  1895 
he was graduated from the Bay City 
high school, going into business upon 
his graduation. He was connected in 
official capacities with the Buick M o
tor Car Co. and the M arquette M otor 
Co. In 1913 he became associated 
with A. H. Goss, D etroit capitalist, and 
with him bought the D etroit D em ount
able Rim Co., which later was re in
corporated as the D etroit C arriers & 
M anufacturing Co. In 1921 he became 
m anager and treasurer of the Kclvi- 
nator Corporation and in 1926 he be
came vice-president, in charge of m an
ufacturing, a post he occupied until ill
ness forced him to retire  about a year 
ago. Surviving are his widow, two 
daughters. M argaret and Florence, and 
a son. Edward, all of Detroit.

The board of directors of the Guar- 
dian-D etroit Co., at its regular m eet
ing, June 12. elected Mr. Lehm an to 
the office of vice-president in addition 
to  that of secretary of the company. 
Mr. Lehm an has been secretary since 
1926 and continues in the duties of

E. Parker, Jr., were advanced from 
that office. The G uardian-D etroit Co. 
is a national investm ent organization 
which, together with Guardian D etroit 
Bank, Guardian T ru st Co. of Detroit, 
H ighland P ark  S tate Bank and H ig h 
land P a rk  T ru st Co., comprises the 
G uardian-D etroit group, incorporated.

At the m eeting of directors held last 
week Jam es T. W hitehead was elected 
chairm an of the board of the H igh
land P ark  S tate ank and R obert O. 
L ord  was elected president and direc
tory. Mr. L ord  is president of the 
Guardian T ru st Co. and the addition 
of his name to  the official staff of the 
H ighland P ark  S tate Bank is another 
step in the unification of the Guardian- 
D etroit group of financial institutions. 
John C. Grier, Jr., president of the 
G uardian-D etroit Co., and Jam es L. 
W alsh, vice-president of the Guardian- 
D etro it Bank, were elected directors. 
A t a similar m eeting of the directors 
of the H ighland Park  T ru st Co., Lord, 
Grier and Phelps N ew berry were elect
ed directors.

E arl I. H eenan, a ttorney and presi
dent of the D etro it Securities Co., was 
elected as a m em ber of the Board of 
D irectors of the B ankers T ru st Co., 
w ith offices a t 205 W est Congress.

H . J. Gilles, auctioneer ana general 
m anager of the M erchants Clearing 
House, Jefferson at Randolph, returned 
last week from  Philadelphia, where 
he was called on account of the death 
of his father. M ax S. Gilles. Mr. Gilles 
was prom inent in Jew'ish society and 
for a num ber of years preceding his 
passing was editor of the Philadelphia 
Jewish Chronicle.

C. C. Bradner, hum orist and news
paper w riter has become affiliated with 
the C am pbell-Ewald Co., advertising 
agency. F o r several years Mr. B rad
ner edited hum or colum ns in D etroit 
newspapers and his editorial paragraphs 
were copied by newspapers throughout 
the country.

Valiquette & M iller is the style of 
the new firm w’hich will open soon on 
Cadillac Square with a line of floor 
coverings. A large store is being re
modeled to  house the stocks of the 
firm. Mr. Valiquette became widely 
known to the public as general m an
ager of the Summerfield & H echt down 
towm store. Mr. M iller was in charge 
of the Delray store for the firm. The 
Summerfield & H echt stores wrcre re 
cently absorbed by W eil & Co.

H arry  D. Kline, for five years adver
tising m anager of the Continental Mo
tors Corporation, has joined the Grace 
& H olliday advertising organization, 
628 F isher building, and will act as 
assistant to the president. M r. Kline 
was form erly advertising m anager of 
the Corduroy T ire Co., of Grand R ap
ids, and has served on the staff of the 
Chicago H erald  and E xam iner and the 
Chicago Daily News.

According to  an announcem ent by 
the foreign trade com m ittee of the 
D etroit Board of Commerce, the S. 
S. Dewstone, the  first vessel of a 
service to  run directly from D etroit to 
Europe, wTas loaded in D etroit last 
week. The new service will be oper
ated by the Central W est European 
T ransport Co., with offices a t 520 Book

building. T he president of the tran s
port company is A. C. McLee. O ther 
officers are A. D. H otchkiss, vice- 
president; A. J. Haigh, treasurer; H. 
Mitchell, secretary, T. C. and R obert 
B. Steven are m anagers. O thers on 
the board of directors of the company 
are Abner E. Larned, George R. Fink, 
Norm an H . F . M cLeod. F. S. Carter 
and Paul W eadock.

T he W oof Roofing Co. has moved 
from 7652 G ratiot avenue to  new quar
ters a t 13044 W arren  avenue, W est.

T he S tandard Pain ting  & D ecorat
ing Co. is now esconced in its new 
home at 8194 T irem an avenue. The 
house was form erly located at 13616 
Lindwood avenue.

T he hardw are business a t 3426 H as
tings street has changed the name from 
Jacob R osenberg to  Rosenberg Bros.

Alvan Macaulcy, president of the 
Packard M otor Car Co., was re-elected 
president of the National Automobile 
Cham ber of Commerce last week.

N egotians have been completed 
whereby the A insw orth M anufacturing 
Co., 2200 Franklin  street, will pur
chase the Joseph N. Sm ith Co. Both 
companies m anufacture automobile 
parts.

W hile reading from a story  book to 
his son who was recovering from an 
operation in H arper hospital. R. B. 
Ailing, head of the R. B. Ailing Co., 
collapsed and was dead before calls 
by the son brought nurses and doctors 
to him. Mr. Ailing was one of the 
m ost popular of the younger genera
tion of business men and his untimely 
end brought sorrow  and regret to hosts 
of friends and acquaintances all over 
the country. H e was 42 years old 
and resided at 859 Law rence avenue. 
Mr. Ailing was born in Gloucester, 
M ass., and was a graduate of Am herst 
College. H e was a cousin of Roger 
Babson, the economist, and before 
coming to  D etroit in 1915 was asso
ciated w ith the Babson family in te r
ests in Chicago. For th irteen years 
he was owner of the Edison Shop on 
W oodw ard avenue, state  d istributors 
of Edison phonographs. H e organized 
the R. B. Ailing Co., 4490 Cass avenue, 
d istributors of electric refrigerators, a 
vear ago. H e leaves his wife, Mrs. 
Irene Browm Ailing; his m other, M rs. 
Annie Ailing, of Gloucester, M ass.; 
and six children, John 11, Jam es, 
M ary, 8, Anne, 5, Susan, 4 and Betty 3.

Six new vice-president were elected 
by the board of directors of the Union 
T ru st Co. at its m eeting last week. 
Those added to the board were Eugene 
L. Deacon, J. Monroe, Roney, L aw 
rence, J. Toomey, M orse D. Campbell, 
Alvin W . Bond and Eugene L. Miller. 
Mr. Deacon was form erly vice-presi
dent of the New Union Building Co., 
and was the officer in charge of con
struction of the new Union T ru st 
building. M essrs. Roney, Icoir.ey and 
Campbell were form erly tru s t offi
cers. Mr. Bond was assistant vice- 
president and m anager of the insurance 
and tax  departm ent, and Mr. Miller 
was assistant vice-president. Earl J. 
Publow, Joseph J. Cavanaugh, T hom as 
J. Teare, Jam es A. Pierce, George F. 
Aldrich, C. Steward Baxter and George

assistant tru st officers to tru st officers. 
W illiam B. M cNally and W illiam  J. 
Dickson were elected assistant vice- 
presidents, having form erly been as
sistant secretaries. Thom as L. Patton . 
H erbert H . Schoenberg and Lucius A. 
T hom as were elected assistant secre
taries.

The drug store form erly owmed by 
W illiam J. H annert has been sold to 
N. J. K irchberg, who has taken charge. 
T he business is carried on under the 
style of the Pilgrim  pharm acy.

Joseph G. Nem ethy, vice-president 
and general m anager of P rin ters, In 
corporated, and subsidiary companies, 
returned this week from  a three weeks’ 
honeymoon tour through the E astern  
states, re turning by the way of Cana
da. Mr. Nem ethy, who is widely known 
in advertising and a rt circles, was m ar
ried in New York on June 1 to  Miss 
Edna Thom as, of Detroit. T he well 
wishes of their m any friends whose 
names are legion, have been extended 
to the happy couple.

Glen Begole, m anager of the h o s
iery departm ent of Edson, M oore & 
Co., reports a sales volume increase of 
100 per cent, since he has concentrated 
his efforts on the Berkshire Mill hos
iery line for women, m ore than a year 
ago.

H al H. Smith, who has been asso
ciated with the H ayes Body C orpora
tion since its beginning, has resigned 
as vice-president and director. F rank  
W . Blair, for many years a H ayes 
director, retired  from the board a t the 
corporation’s annual meeting. I t is un
derstood that both Mr. Sm ith and Mr. 
Blair have disposed of their stock hold
ings to New York and P ittsbu rgh  in 
terests. F. W . H utchings, associated 
with M essrs. Sm ith and Blair, has re
signed from the H ayes organization, 
to take effect July 15.

C arrying out its role of convention 
city, D etroit will be host next week to  
some 1,200 delegates of the T ravelers’ 
P rotective Association from  all parts 
of the U nited States, m eeting here for 
the National convention of th at o rgan
ization. Actually far m ore than that 
num ber will be here, for m any of the 
delegates will be accompanied by their 
wives or o ther m em bers of their fam 
ilies.

Despite the fact th at the National 
Automobile Chamber of Commerce has 
estim ated May production of m otor 
cars a t 624,000, a decrease of 6 per 
cent, under April, there does not seem 
to be any change in output figures at 
the D etroit plants, and com m itm ents 
for June deliveries of vehicles are es
pecially heavy.

Considerable talk is being heard 
about announcem ents that arc expected 
the la tter part of the sum m er. One 
front wheel drive car has been an 
nounced and another is expected. There 
is also considerable talk about four 
speed transm issions. T w o companies 
are now using this type and another 
m ay introduce it.

As to  talk  regarding twelve and six
teen cylinder cars which has been pre
valent for the last tw o m onths, there 
has been no developm ent along this 
line Jam es M. Golding.



SLOW BUT SURE STARVATION
Dominance of Chain Store Must Necessarily Result in Impoverishment

of the Community.

I have been accused of many things of which I had no knowledge during the time I have con
ducted the Tradesman, but one accusation has never been laid at my door that I have an inordi
nate love for the chain store. I  have fought this menace to legitimate merchandising with all the 
vigor I could command ever since the viper showed its head. I shall continue to oppose it as long 
as I have any breath in my body, not because it has no good features to commend it, but because 
the bad features outweigh the good. Under existing conditions it has but one fundamental theory 
—to make money for the owner. Such features as service to the public, duty to the community, 
and fair treatment to clerks are entirely overlooked by the chain stores in the mad endeavor to 
make as much money as possible and get the money so made out of the town in which it is made at 
the earliest possible moment. Money made by a legitimate merchant usually finds lodgment in 
the local bank and is utilized to assist in meeting the payrolls of local factories, from which it 
comes back to the merchant in never ending procession and succession, but no local banker dares 
to use the deposits of chain stores in meeting local calls and necessities; because he knows that 
such action on his part will force him to either suspend payment or go on a borrowing expedi
tion day after tomorrow or week after next.

The independent retail dealer sends out of town only sufficient funds to cover his foreign 
purchases. The remainder of his bank deposits, which represent the profit he has made in his 
store transactions, remain in the bank until invested in a home, devoted to payment on a home 
already purchased on time, applied to the purchase of additional home furnishings, needed addi
tions to his store building, desirable additions to his stock or fixtures or investment in local manu
facturing enterprises which give employment to home people and thus contribute to the growth 
and prosperity of his home town.

The chain store, on the contrary, sends the entire receipts of the store (less rent and wages 
paid the store manager and his clerk) to the headquarters of the chain system in Detroit or else
where, to be immediately transferred to New York, where they are absorbed by high priced 
executives and clerks and divided among the greedy stockholders of the organization.

This steady stream of money, constantly flowing out of town every week, N E V E R  TO 
R E T U R N , must ultimately result in the complete impoverishment of the community. It is a pro
cess of slow but sure starvation.

This is the strongest indictment ever presented against the chain store—an indictment which 
precludes the possibility of a defense, because there can be no defense to a charge of this kind, 
based on the logic of events.

This indictment effectually outweighs and overcomes any possible advantage which can be 
presented in favor of the chain store, because of its low prices on some lines of goods, alleged uni
formity in methods and prompt service.

In the light of this disclosure, which no one can successfully contradict or set aside, the con
sumer who patronizes the chain store, instead of the regular merchant, is effectually destroying 
the value of any property he owns in the town in which he lives, placing an embargo on the further 
progress of his own community and helping to bring on a period of stagnation in business, real 
estate and manufacturing which will ultimately force him to accept less pay for his services and 
reduce the level of living he enjoyed under conditions as they existed before the advent of the 
chain store.

The decadence of the town, due to lack of employment and the diversion of all available 
capital to the headquarters of the chains in Eastern money markets, will cause a depression in farm 
products, due to lack of local demand, which will ultimately result in the impoverishment of the 
farmer. H e can still ship his wheat to Liverpool, but there will be no local market for perishable 
products which must be consumed near at home.—E. A. Stowe in Michigan Tradesman.

T radesm an  C om pany, G rand  R apids, furnishes the  above in 
circular form  as follow s: 100, $3 .7 5 ; 500, $7 .7 5 ; 1.000, $12 .75 .



$6,800,000
Central Power and Light Company

(A  Massachusetts Corporation)

First Mortgage 5% Gold Bonds, 1956 Series

F or detailed in f urination regarding these Bonds, attention is directed to the accompanying letter of 
M r. E . B . Neiswanger, President o f the Com pany, from which the follow ing is summarized:

C entral Pow er and  Light C om pany, incorporated  in 1916 under the laws of the C om m onw ealth  of M assachusetts, 
now supplies one or m ore classes of public utility service to  a centralized  group of 151 com m unities which are located  
in the southern portion  of the  S tate  of Texas. Electric light and  pow er is supplied to  1 37 com m unities, ice to  100, w ater 
to  2 1, gas to  1 and  stree t railw ay service in 2 com m unities. 1 he C om pany serves 51,71 1 custom ers w ith electric light 
and  pow er, 247 w ith gas and  1 5 ,393  w ith w ater. 1 he to ta l com bined population  of the territo ry  now  served is estim ated
a t 350,000.

T he properties now  opera ted  com prise electric pow er stations having generating capacity  of 87 ,5 0 0  horse pow er, 
ice p lan ts having daily  ice m aking capacity  of 2 ,5 2 /  tons, and  1 ,5 /3  miles of electric transm ission lines. Laredo, 
Corpus Christi and  D el Rio, Texas, and  the  rich Rio G ran d e  valley are am ong the districts w here electric service is ren 
dered. H ouston, San A ntonio  and  Brownsville are the largest of the com m unities served w ith ice.

SECURITY
These Bonds, in the opinion of counsel, are  a d irect obligation of the C om pany and  are  secured by an  abso lu te 

first m ortgage on ail of the  perm anen t p roperty , rights and  franchises of the  C om pany now ow ned and  on all p ro p erty  
hereafter acquired  on account of w hich add itiona l bonds are  issuable under the M ortgage, and  are additionally  se
cured by  deposit w ith the T rustee under the M ortgage of all capital stocks and  bonds a t any  tim e ou tstanding of the 
subsidiaries specified in the  M ortgage. T he earnings and  p roperty  values of all the Subsidiaries do  no t exceed 2 \ / \  ' 
of the to ta l earnings and  p roperty  values, respectively, of the C om pany and  its Subsidiaries.

M AINTENANCE A N D  RENEW AL FUND
T he M ortgage also prov ides th a t during each ca lendar year, the C om pany shall expend  or cause to be  expended  

by its Subsidiaries an  am ount of no t less than  \ 2 / i  '/v of the sum  of the gross earnings derived  from  operation  of its m o rt
gaged properties and  the properties of its Subsidiaries, for ( a )  m aintenance and  or renew als and  replacem ents; (b )  
the m aking of extensions or the  acquisition of p roperties on account of w hich the C om pany w ould otherw ise be en titled  
to  issue additional bonds; or (c )  the redem ption, the paym ent or the purchase and  cancellation of any bonds issued 
under and  secured by the M ortgage.

VALUATIO N
T he value of the  C om pany’s property , less depreciation , as determ ined  during the years 1922 and  1923 by inde

penden t exam ining engineers, plus the actual cost of subsequent additions, is largely in excess of the to ta l funded  deb t 
of the C om pany, to be ou t.tan d m g  in the hands of the public u^on com p.etion  of the presen t financing.

EARNINGS
The C onsolidated  Earnings S tatem ent of the C entral Pow er and  Light C om pany as now constitu ted  and  its Sub-

sidiaries, for the tw elve m onths period  A pril 30, 1929, as follows:
G ross E a rn in g s ___________________________________________________________________ $ 9 ,0 3 8 ,4 0 2 .3 6
O perating  Expenses, Rentals, Taxes and  M aintenance ------------------------------------------  5 ,445 ,535 .01

Net E a r n in g s ____________________________________________________________________ $3 ,592 ,867 .35
A nnual In terest R equirem ent on the C om pany’s to ta l funded d e b t ’(including this

issue) _______________________________________________________________________ $ 1 ,2 7 3 ,2 2 5 .0 0
Net earnings over 2 .8 2  times interest requirement on funded debt.

MANAGEM ENT
This C orporation  is a p art of the M iddle W est Utilities system. T he m anagem ent is in the hands of experienced 

public utility m en w hose ability  as econom ical and  efficient opera to rs has been thoroughly  dem onstrated .

Application will be m ade to list these Bonds on the Boston Stock Exchange.

Price 91 and accrued interest, to yield 5.65%.

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

G R A N D  R A P ID S
BOSTON N E W  Y ORK P H IL A D E L P H IA  CHICAGO D E N V E R  SAN FRA N CISCO  LOS A N G E L E S LONDON

All in fo rm a tio n  g iven  h e re in  is from  official so u rces  o r  from  so u rces  w hich  we re g a rd  a s  re liab le , b u t  in  no e v en t a re  th e  s ta te m e n ts  h e re in
co n ta in ed  to  be re g a rd ed  a s  o u r  re p re sen ta tio n .


