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ONE POSSIBLE DISASTER.
The one terrible thing in this world, in the view 
of Ecclesiastes, is to be without a friend. To 
have nobody to love, nobody to be loved by, 
nobody to speak to when you are happy, nobody 
to speak to when you are sad, nobody to grow 
old with, nobody to meet life with, nobody to 
pray for, nobody at whose prayer God might 
bless us; to have nobody to believe in you in all 
weathers, nobody to be with you in some hard 
place and to be with you at the last; nobody to 
shed a tear for you when at length it is apparent 
that you are about to leave this world; nobod}' 
to follow your dust to the grave in sorrow that 
you have gone, in faith that such a one as you 
have been cannot have gone forever—to be thus 
alone, for this man and for every truly human 
heart is the one possible disaster.
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The Man
Who Knows

Experience has taught the man 
capable of accumulating wealth 
the difficulty of conserving it. This 
man, unfortunately, cannot be
queath his business judgment to 
his heirs.

However, he can come nearest 
to it by leaving the guidance and 
management of his estate with an 
institution of experience and re
sponsibility.

GRAND RAPIDS TRUST CO.
Grand Rapids, Michigan

*No other coffee has 
been so favorably 
or so long before 
die coffee-drinking 
public

*It is a matter of record in 
the history of the coffee 
trade that Seal Brand was 
the first coffee ever packed 

in sealed tins.

c h a s e  &  S a n b o r n 's
SEAL BRAND COFFEE

Grocers supplied by Chase & Sanborn, 327 North Wells St., Chicago
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ADVERTISING AND PEACE.
No international conference, what

ever the subject of its deliberations, 
is possible unless in some way it can 
be shown that its real motive is the 
furtherance of peace. We are reach
ing, most fortunately, a point at which 
"international” and “peace” tend to 
become almost simultaneous terms. 
Consequently we are not surprised to 
learn that this furtherance of peace 
and of a right understanding among 
nations is one of the chief objects of 
the present congress of the Interna
tional Advertising Association in Ber
lin.

In the address of Edward Filene to 
the 5,000 delegates to this convention, 
however, the bonds between advertis
ing and world peace seem to have 
been pretty closely drawn. He de
clared that advertising had made pos
sible mass production and high wages 
in the United States, which in turn 
had greatly increased purchasing pow
er throughout the country. If this 
prosperity could be made universal we 
should have a progressive elimination 
of the principal causes of war. “I 
am convinced,” Mr. Filene continued, 
"that lasting peace can best be obtain
ed through the promotion of scientific 
mass methods throughout the world, 
resulting in a higher standard of liv
ing.”

So advertising becomes the direct 
road to peace. It is an ingenious argu
ment, even though certain factors, both 
in industrial prosperity and in the ef
fect of prosperity on international re
lations, seemed to be ignored. But we 
have no doubt of the thrill these words 
must have imparted to the members 
of Mr. Filene’s audience. At last they 
knew that their efforts to sell the 
products of their nations’ factories and 
workshops had as their ultimate object 
not profit, not National prosperity, but 
world peace^____________

Reputation is what enables import
ant people to get away with 10 cent 
store jewelry.

BASIC INDUSTRIES BUSY.
Quick recovery in security prices 

after the abrupt setback brought on 
by the increase in the New York re
discount rate once more assured oper
ators in the stock market and prom pt
ed them to declare again that Wall 
Street is taking its cue from business 
conditions. In so far as industry and 
trade are.concerned, there is, of course, 
a real basis for buoyant security values, 
but not for a rise out of all proportion 
to  present or prospective earnings. The 
rediscount increase has had the effect 
of reducing Reserve borrowings and 
brokers’ loans. The buyng of accep
tances at a slightly lower rate has eas
ed call money and perhaps will mod
erate the inflow of gold.

Some further slackening in steel or
ders is noted, with, however, little 
easing in the output rate. After their 
rise last month, due to some large 
public works, building contracts are 
running about 7 per cent, under Aug
ust, 1928. Automobile production is 
rated well above a year ago, chiefly 
as a result of the very large operations 
in the cheap car class. W ith the gain 
of 37 per cent, in orders booked by 
electrical goods producers over the 
first six months of last year and the 
improvement in cotton goods, condi
tions in most of the basic lines of in
dustry can be counted most satisfac
tory.

New high levels for carloadings in 
this season of the year testify to the 
activity of industry and prompt ship
ments into consuming channels. That 
all is well with the purchasing power 
of consumers is indicated by reports 
of increased employment and by such 
gains in new business as the insurance 
companies cite. The July sales rose 
18 per cent, over the same month last 
year, with ordinary insurance 9Yz per 
cent, higher.

GROUP BUYING ON TRIAL.
One of the reasons advanced for 

the rather hesitant buying which has 
characterized fall operations in the 
merchandise markets th is ' season is 
that the expansion of group buying 
by retailers has caused uncertainty 
over prices and terms. The groups 
have been on the alert to press any 
advantage reported as granted by sell
ers, and those outside the buying com
binations have been pressing for equal 
treatment. In short, there are said to 
be elements of suspicion and doubt 
abroad in the market which are not 
conducive to either e*arly or firm busi
ness.

W hether these conditions will con
tinue to trouble manufacturers, and 
retailers as well, depends a great deal 
on the outcome of the group buying 
movement. There has been consider
able expansion this season in this form 
of purchasing, but this does not mean

that the system has been tested fullv 
and found satisfactory. As a matter 
of fact, it has been disclosed that for 
every benefit cited by merchants there 
is a disadvantage. Savings on quan
tity purchases, economy in shopping 
the market, the uncovering of new sup
ply sources and perhaps better dis
counts are offset by such difficulties 
as failure to meet local requirements, 
the added cost of the department, loss 
of individuality, slow group action, 
dominance by a few buyers, etc.

Not a few buyers are justified in 
their stand that they can do equally 
as well and perhaps better outside of 
a group than in it, gauged on thei.* 
ability to select right styles, get the 
right prices and secure the proper ser
vice.

Increase in Overhead of Failure 
Record-

Having just come across R. G. 
Dun’s report of mercantile failures for 
June, I have made a little analysis 
which may interest merchants. The 
report shows that in June, 1928, there 
were 1325 retail failures; while in June, 
1929, there were 1154. W hat encour
agement there is in the report must 
be taken from this portion, as it shows 
a decrease in the total number of fail
ures to the extent of 171, or almost 
13 per cent.

Here the encouragement ceases, for 
the report goes on to show that the 
total liabilities for the 1325 failures in 
June, 1928, were $13,780,748, while the 
1154 failures in 1929 totaled liabilities 
of $13,930,961. This means that, not 
considering the decrease in the num
ber of failures, there was a gross in
crease in  liabilities of $150,213, or 1.09 
per cent.

Pursuing the figures a little farther, 
we find that in June, 1928, the average 
liabilities per failure were $10,408; 
while in June, 1929, the average jump
ed to $12,072, an increase of 16 per 
cent.

One trade journal publishing this 
report went on to wax optimistic over 
the fact that the number of failures 
had shown a decrease, but failed to 
enlarge upon the other less hearten
ing features.

I t is quite natural that when there 
are less fish in a lake, less fish will be 
caught; but that does not imply a de
crease in the depletion of the fish. 
There were less retail failures in June, 
1929, than in June, 1928, for the sim
ple reason that there were fewer re
tailers in the field, therefore fewer can
didates for failure.

On the other hand, despite the fact 
that there wTas a dropoff in the num
ber of failures, the general overhead 
was actually increased, and failures 
have invaded the realms of bigger 
business. W e hear a lot to-day about 
the successes in business being among

the larger operators; but apparently 
our failures arc also, to quote the 
Chewy slogan, “bigger and better" this 
year!

How any merchant can continue a 
false confidence in mere increase in 
volume in the face of such figures is 
more than I can understand. Any 
dealer who could doze through the din 
of such statistics could make his snores 
heard in a boiler-factory.

W. H. Caslow.

Seven Lecture Engagements For 
September.

During the past week, the following 
reservations have been made on Mr. 
Caslow’s speaking schedule:

Sept. 3, Benzonia. by the Twin- 
Village Commercial Club; Sept. 9 
(noon), St. Louis, by the Exchange 
Club; Sept. 9 (evening), Clare, by the 
Chamber of Commerce; Sept. 17, Hol
land, jointly by the Chamber of Com
merce and the Merchants Association; 
Sept. 20, Wyandotte, by the Mer
chants’ Credit Bureau; Sept. 19, Stock- 
bridge. by the Exchange Club; and 
Sept. 24, Sebewaign, by the Chamber 
of Commerce.

Communications have been received 
from Albion, Capac, Cheboygan, East 
Lansing and Saginaw. In each case 
only a mutually agreeable date awaits 
selection. Meetings are being planned 
in Alma, Mt. Pleasant, Lansing. Jack- 
son, Cadillac, St. Joseph and Benton 
Harbor.

Those who have heard Mr. Caslow’s 
lecture, “Be \  ourself in Business,” 
commend the speaker for his fairness 
and his clearness of expression. He 
deals with the problem of Main street’s 
survival from the consumer’s view
point, pointing out the dangers of the 
present trend of business as they 
threaten the American masses, and 
demonstrating some of the fallacies in 
many of the modern theories of 
economy.

His lecture tour is maintained by 
private expense, and his appearance 
in any Michigan community before the 
local business men can be secured free 
of cost or obligation to the organiza
tion requesting his services. Com
munications may be addressed to the 
Home Frade Division, 906 Division 
avenue, South, Grand Rapids.

H e Never Says “No.”
A salesman with an extremely high 

record never contradicts a prospect.
“When a customer says ‘no’ to me 

I let it stand,” he explained. “I find 
another way of meeting his argument 
without a direct contradiction, as that 
often closes a man’s mind to you. My 
experience has been that the shortest 
way through a ‘no’ is around it.”

Striving precedes thriving.
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IN TH E REALM OF RASCALITY.

Questionable Schemes Which Are 
Under Suspicion.

Grand Rapids, Aug. 15—Please be 
informed that the Excelsior Ribbon & 
Carbon Co., 487 Broadway, New York 
City, has recently sent to Grand Rap
ids business firms one hundred sheets 
of carbon paper together with an in
voice for $1.60. These business houses 
are informed that this is a superior 
carbon paper at a greatly reduced 
price, but nothing is said about return
ing the merchandise if not wanted: no 
return postage is enclosed—the whole 
inference being that a check for $1.60 
must be forwarded to cover this mer
chandise.

The Grand Rapids Association of 
Commerce is notifying its members to 
send this carbon paper to the Secre
tary’s office and we will store it at the 
rate of 25c per package per week and 
when the storage charges equal the 
value of the merchandise, the latter 
will be confiscated to satisfv the 
charges.

It occurred to the writer that you 
might care to mention this in the next 
issue of the Tradesman.

Lee H. Bierce.
Sec’y Association of Commerce.

A local trust company received a 
box of carbon paper from the same 
concern—which, by the way, is not 
rated by the mercantile agencies—and 
replied as follows:

'We are holding for return postage, 
one box of your “Peter Pan” carbon 
received to-dav without order and 
billed for $1.60.

If return postage is not received 
from you by August 30, we shall dis
pose of this box of carbon paper, as 
we would other waste material.

It may or may not be of interest to 
you to know that such practices would 
prejudice us against placing any orders 
with you in the future.

I suppose that while human nature 
is what it is, things like this will be 
happening. This letter was written by 
an Oklahoma subscriber to one of the 
papers publishing these articles:

Please have your Mr. Bucklev advise 
if attached copv of circular is in viola
tion of Federal anti-lotterv laws. The 
circular was not circulated through the 
mails.

Some time ago we read of an opinion 
of Mr. Bucklev and if we remember 
right it was on exactly the same 
proposition as this. However. we have 
mislaid this conv and we want to be 
sure. Otir countv attorney rules this 
is Ipgal if not sent through the mails.

The circular enclosed with this was 
as follows:

FR E E
Beginning Saturday. Tune 29. with 

each $1 purchase T will give a ticket, 
and on Saturday. Tulv 27. I will give 
a wav $17 50 in cash prizes.

First Prize ______________$10 00
Second Prize ____________ 5 00
Third TVize______________  2.50
Y o u  w il l  a lw a v s  f in d  tr>v n r-V ec  f i g h t  

on drv goods, groceries and feed
P f i n e r  m e  v n i i r  r ’- o n n i  p n d  p r o d 11 e e
I should first explain what the Fed

eral anti-lotterv laws cover. There is 
a popular misconception that thev con
tain a prohibition against the carrying 
on of any lottery scheme in interstate 
commerce. That is. if it is operated 
between states. This is not the case. 
The prohibition merely extends to the 
use of the mails in conducting such 
a scheme. So far as the Federal laws 
are concerned, a man may operate a 
lottery scheme between states without

let or hindrance if he doesn’t do it 
through the mails.

Therefore no scheme like this can 
possibly violate the Federal anti-lottery 
law because the mails aren’t used. The 
mails would be used if circulars were 
sent through them, or if advertising 
was done in newspapers and the news
papers were mailed.

In almost all the states of the Union, 
however, lotteries are against the state 
law, which has nothing to do with the 
mails. If you run a lottery you violate 
the state law whether you advertise or 
not.

W ithout doubt the above scheme is a 
lottery. It has become so, however, 
by a process of evolution. In the be
ginning a lottery was a scheme in 
which chances were sold. You paid 
your money and got the chance—and 
nothing else. They were forbidden as 
soon as there were any lottery laws. 
Then in order to get around this, in
genious people conceived the idea that 
if they could sell merchandise and 
throw the chance of a prize in, it would 
not be a lottery. This is what this 
scheme is, and what all of them are. 
Practically nobody sells chances in the 
old-fashioned way any more. But the 
courts at once held these various 
schemes to be as much lotteries as the 
old-fashioned ones of selling chances 
or tickets.

I thought every state in the Union 
had an anti-lottery law, but when I 
came to search I found no evidence 
that Oklahoma (from which state the 
above enquiry came) has one, and I 
am therefore forced to conclude that 
practically alone of all the states, you 
can run a lottery there with impunity, 
provided you do not advertise it.

It is hard luck that lotteries, which 
pay better than any other known plan 
of stirring up business, should be the 
only thing prohibited. It must be ad
mitted, however, that in spite of the 
almost universal prohibition, these 
schemes are constantly being operated 
in various places, and that without 
prosecution. W hy? Because what is 
everybody’s business is nobody’s busi
ness. Anybody can prosecute a lot
tery, but nobody is interested enough 
to do it—except, occasionally a jealous 
competitor. Elton J. Buckley.

[Copyrighted, 1929.]

Peculiar Characters in Early Grand 
Rapids History.

Previous to 1891 collectors elected 
by the voters of the several wards of 
the city collected taxes assessed for 
the State, the county and the munici
pality. Offices were maintained a few 
weeks for the convenience of tax
payers,, after which the collectors 
called on delinquents to receive 
amounts then unpaid, together with a 
liberal allowance for themselves for 
services rendered. Salaries were mod
erate, but the “pickings” from delin
quents made the office of a collector 
worth seeking. As a rule, however, 
the men chosen for the service were 
not well qualified through education, 
experience in business and, in certain 
instances, in morals. Such collectors 
endeavored to obtain as much graft as 
possible from delinquent owners of

property. Preceding a few days the 
close of the regular collection period 
provided by law the collectors deliber
ately hampered the process of receiv
ing funds tendered by taxpayers. 
Crowds would assemble at the offices 
of the collectors to stand in line usually 
for hours while the collectors very 
deliberately wrote receipts for the 
money tendered and entered credit 
payments on the tax rolls. This abuse 
became so great that an appeal was 
made to the State Legislature in 1891 
for an amendment to the city charter 
to abolish the offices of ward collector 
and confer their duties upon the city 
treasurer. The Legislature promptly 
granted the relief requested, which ex
plains why owners of property now? 
pay their debts to the city, county and 
the State at the city hall.

George M. Huntley and Allen P. 
Collar were the owners and operators 
of a woolen mill located at the foot, of 
Erie street on the canal several years 
anterior to and following the civil war. 
Flames destroyed the mill about fifty 
years ago. An excellent quality of 
cloth for men’s wear was manufactur
ed. In attempting to save the books 
of the firm Collar’s face and hands 
were badly burned. The loss sustained 
by the firm was so great that it was 
unable to rebuild its factory and re
sume operations. Huntley and Collar 
engaged in local politics. Huntley was 
elected to fill the office of supervisor 
of the old fourth ward for several 
terms by the voters and Collar was 
chosen city marshal by the common 
council. The marshal was empowered 
under the terms of the city charter to 
enforce the ordinances and to collect 
delinquent taxes due on special im
provement rolls on a liberal percent
age basis. During many years the 
position was considered a desirable 
one. The marshal’s legal term of office 
was one year. W ith the advent of a 
new council on April 1 annually, Mr. 
Collar sought for and usually obtained 
the support needed to secure continu
ance in the service of the city. Fol
lowing each election he would produce 
a ten quart tin pail half filled with 
cider and a dozen or two of home 
made doughnuts made by Mrs. Collar, 
with which the aldermen and city offi
cials refreshed themselves. Collar’s 
son. Homer P., filled the office of city 
engineer several years.

Mike Shields piloted steamboats 
over the treacherous sand bars of 
Grand River a score of years. The L. 
G. Mason, the Daniel Ball, the L. & 
L. Jenison and the Barrett responded 
to the efforts put forth on the steering 
wheels of the steamers by the powerful 
arms of the sturdy Mike. At times 
the current wa§ so shallow that the 
bed of the river approached its sur
face quite closely. Mike did not worry 
about the depth of the stream. “If you 
give me a good engine,” he remarked 
one day, “ I will put the Ball over 
John Spoon’s barn.”

The city needed a chief for its fire 
prevention and quenching department. 
Dave Caswell and the fiery, profane,

Joe Cook, had died and Bill Hyde, it 
was decided by the city fathers, was 
not competent to manage the depart
ment effectively. Mike was chosen to 
fill the position by the common coun
cil. A conflagration which destroyed 
the business district of W est Bridge 
street served to demonstrate Mike’s 
incapacity to the service for which he 
had been chosen.

The Council ordered an investigation 
of the cause of Mike’s failure. Many 
witnesses were summoned to testify 
in regard to Mike’s mistakes. Joe 
Penny, a self-appointed inquisitor, a t
tended the sessions of the investigat
ing committee. “Mr. Shields,” Penny 
asked, “if you were to lay 5,000 feet 
of four inch hose attached to a hy
drant, what would be the inch pressure 
per foot on the hose?”

“That’s none of your d—d business," 
Mike viciously replied. A few days 
later General I. C. Smith succeeded 
Mike, who resumed the wheel on the 
Jenison.

William McAllen was a chimney 
sweep. His loud musical voice could 
be heard over many city blocks as he 
stood erect on the chimney of some 
tall structure and sang the song of his 
occupation.

“Sweep chimneys, oh!
Oh! Oh! Oh!
Sweep chimneys, oh!
Sweep chimneys, oh!

McAllen left Grand Rapids afte-- 
several years of activity and settled at 
Bloomington, 111. While standing on 
the summit of a chimney one morning, 
singing his little song, he lost his bal
ance and fell to the ground. Arising 
to his feet quickly, he uttered the first 
words, “Sweep chimneys” and then 
fell backward to the ground. McAllen 
was dead. Arthur Scott White.

Former Resident of Grand Rapids 
Entertains Customers.

Mobile, Ala., Aug. 19—I had a 
bunch of Memphis and Nashville 
wholesale grocers down on the Gulf 
fishing at the beginning of last week 
and among them was Tom Love, who 
is next to the end on the left on the 
photo I send you. The man on the 
end is Mr. Beatty, president of the 
Belmont Candy Co., of Memphis, and 
I am writing to tell you of Tom’s tell
ing me of correspondence with you and 
that he will broadcast the trip from 
Memphis Wednesday night, Aug. 21, 
between 8 and 9 p. m.

Tom Love is a character if there 
ever was one and has something to 
pull off all the time.

This is the second time I have en
tertained this crowd, who are among 
my biggest customers. They thorough
ly enjoy the fishing and bathing and I 
gave them a copy of the Tradesman 
with your chain store article, which 
Tom told me he was broadcasting.

I am on the extreme right, as von 
may discover, and next to me is the 
buyer for Clarence Saunders, to whom 
we sell. While I do not have a big 
trade with_ chain stores. I do sell them 
in cities where there is no objection 
and everyone else does.

I have no trade with the A. & P. 
One reason is that I refuse to accord 
them the brokerage thev demand on 
all purchases. Gregory M. Luce, 

President Luce Packing Co.

Utility holding companies have 
proved profitable for stockholders.
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a pioneer 
in public utility 
developments

ÌJJn International Investment House

Though the interests of E. H. Rollins & Sons cover 
many industries, the firm has always given particular 
attention to public utilities.

It was one of the first to recognize their possibilities, 
and during the over 50 years of existence of this inter
national investment house, it has been active in providing 
capital for the development of great utility projects 
rendering useful services to numerous communities, and 
in distributing their securities to investors throughout the 
nation.

The organization of E. H. Rollins & Sons includes 
recognized experts in the utility field, and the Statistical 
Department has the facilities to render a complete report 
regarding any security under consideration.

Investors are invited to take advantage of this service, 
and to inquire regarding the attractive utility offerings to 
be found in the current Rollins investment list, without 
any obligation whatever on their part.

£. H. Rollins & Sons
F o u n d ed  1876

HOWE, SNOW & CO., INCORPORATED
Merged 1929

GRAND RAPIDS
BOSTON — NEW YORK — PHILADELPHIA — CHICAGO 

DENVER —  SAN FRANCISCO — LOS ANGELES 
LONDON — PARIS — MILAN
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MOVEMENTS OF MERCHANTS.
Center Line—S. Disler and M. J. 

Morang have opened a meat market 
here.

'Saginaw—R. W. Brown has opened 
a grocery and meat market at 700 A t
water street.

Ashley—The grocery and meat m ar
ket of J. E. Rasdale was recently dam
aged by fire.

Morrice—Cales & Blossom have 
sold their market and grocery to 
Thomas Goslin.

Sault Ste. Marie—The Soo Lumber 
Co. has increased its capital stock 
from $1,000 to $25,000.

Detroit—T. Kozicki has purchased 
the grocery and meat market at 3741 
Martin avenue from J. Grzesik.

Reed City—August Erler has opened 
his grocery store in his new modern 
store building on Upton avenue.

Detroit—George D. Balosin has sold 
his grocery and meat market at 2337 
Six Mile Road, West, to David Dukel.

Caro—Ross Tait is the proprietor of 
the Palace meat market, having pur
chased same from C. M. Pierce & Son.

Grand Rapids—The Northland Lum
ber Co. has decreased its capitalization 
from $200,000 to 30,000 shares no par 
value.

Detroit—The Pfent Hardware Co., 
14301 Gratiot avenue, has increased 
its capital stock from $50,000 to 
$75,000.

Lansing—The City Baking Co. of 
Lansing, 934 Clark street, has changed 
its name to the Daylight Baking Cor
poration.

Milford—John Polaski is the man
ager of the new Milford market of the 
Milford Market Co. in the DcWitt 
building.

Ann Arbor—The Ann Arbor Dairy 
Co. has sold its plant to the National 
Dairy Products Co., giving possession 
early in September.

Redford — G. Wollmersheuer has 
opened the Redford Sanitary meat 
market in the Holcomb block at 22144 
Grand River avenue.

Detroit—The Best Store Fixture 
Manufacturing Co., 1219 Beaubien 
street, has increased its capital stock 
from $24,000 to $60,000.

Reeman—Paul Brink has purchased 
the store building and general mer
chandise stock of C. A. Kotthaus, tak
ing immediate possession.

Marcellus—Mrs. Donna V. Shurtz 
has purchased the brick double store 
building in which the late C. A. Rose 
conducted a hardware store.

Williamston—Charles Reese is con
ducting a closing out sale of his entire 
stock of electrical appliances, lamps, 
radios, etc., and will retire from trade.

Dearborn—Green & Smith, phar
macists, have opened Dearborn’s new
est and most beautiful drug store. 
Their location is 11001 West W arren 
evenue.

Detroit — The Mitchell Outfitting 
Co., 3000 Gratiot avenue, dealer in 
musical instruments and furnishings, 
has increased its capital stock from 
$100,000 to $200,000.

East Muskegon—Earl Bromley has 
purchased the Martin grocery stock 
and will continue the business at the

same location, on the corner of Aurora 
and Huizenga streets.

Newaygo—G. W. Gould, who sold 
his jewelry and watch repair supplies 
stock to R. N. Fisher, 10 years ago, 
has repurchased the stock, owing to 
the death of Mr. Fisher.

Harbor Springs — Mrs. Gardner 
Read has engaged in business under 
the style of the T o t’s Toggerie Shop. 
W earing apparel for children of all 
ages will be carried in stock.

Kalamazoo — W alter Brylowski is 
erecting a modern store building at 
330 Parsons street, which he expects 
to occupy about Oct. 1, with his gro
cery stock and meat market.

Albion — John D. Torrey, senior 
member of the clothing firm of T or
rey & Blaisdell, died suddenly at his 
home following a brief illness of but 
one day. He was 57 years of age.

Ionia—Arthur Johnson has purchas
ed the interest of his partner, Frank 
Giddings, in the shoe stock of Johnson 
& Giddings and will continue the busi
ness under the style of the Johnson 
Shoe Co.

Detroit—The Peoples Cut Rate 
Cigar & Drugs, 1008 Randolph street, 
has been incorporated with an author
ized capital stock of $5,000, all of 
which has been subscribed and paid in 
in property.

Detroit—Abe Bante & Son, Inc.. 
1357 Divis.on street, has been incor
porated to deal in sea foods, etc., with 
an authorized capital stock of $25,000. 
$5,000 of which has been subscribed 
and paid in in cash.

Lansing—Roscoe Lewis, Inc., has 
been incorporated to deal in cameras 
and photographic equipment, with an 
authorized capital stock of 1,000 shares 
no par value, $1,000 being subscr bed 
and paid in in cash.

Algonac—The Michigan Egg Pro
ducers, Inc., has been incorporated to 
breed and sell poultry, poultry feed. 
e&Ss. etc., with an authorized capital 
stock of $50 000, $7,000 of which has 
been subscribed and paid in.

Ludington—The N. I. Johnson C o , 
cleaners, dyers and merchant tailors, 
have engaged in business at 108 Rath 
avenue. The new company includes 
N. I. Johnson, Scottville merchant 
tailor and his brother, J. A. Johnson.

St. Johns—C. W. Parmelee, former
ly engaged in general trade at Mather- 
ton, has purchased a gasoline station 
one-quarter of a mile north of here 
and will carry a general line of acces
sories and some groceries in connec
tion.

Holland—The A. B. Ayers Co., 195 
West 11th street, has been incorporated 
to deal in general merchandise with 
an authorized capital stock of $10,000 
preferred and 200 shares no par value, 
$700 being subscribed and paid in in 
cash.

Lansing—Fred W. Houghton, aged 
61, died at his home, 320 South Larch 
street, following an operation several 
weeks ago for appendicitis. Mr. 
Houghton has conducted a drug store 
at 421 East Michigan avenue, for 
many years.

Battle Creek—The McSherry Drug 
Co., Inc., located at 415 Maple street, 
has changed the name to Bull’s Phar

macy, Inc., and will remain under the 
management of Henry Bull, who has 
for the past two years been conducting 
the establishment.

Grand Rapids—The Atwood Lum
ber Co., Inc., 255 Briarwood, S. E., 
has merged its business into a stock 
company under the same style, with 
an authorized capital stock of $25,000, 
$2,500 of which has been subscribed 
and paid in in cash.

Kalamazoo—The Kalamazoo W hole
sale Grocery, successor to the jobbing 
department of the Quality Service 
Stores, has removed from 175 East 
W ater street to 430 East Michigan 
avenue, now occupying over 10,000 
square feet of floor space.

Kalamazoo—Charles Green, proprie
tor of a chain of four drug stores here, 
has removed the stock and fixtures 
from the store located at 1311 Por
tage street, to the Gerber building, 
1339 Portage street, in order to secu*e 
much needed additional floor space.

Highland Park—The Bondie Cor
poration, 16500 Hamilton avenue, has 
been incorporated to deal in electrical 
appliances and other merchandise, with 
an authorized capital stock of 1,000 
shares at $5.30 a share, $5,298.86 be
ing subscribed and paid in in property.

Harbor Springs—W. J. Clarke, pres
ident of the Emmet County State 
Bank, announces that the bank build
ing will be entirely remodeled and en
larged to accommodate the continued 
increase in ts business. W ork will be 
started Sept. 16. New bank fixtures 
will be installed.

Holland—The John Vaupell drug 
stock has been purchased by Gertrude 
I. Beach and G. L. Phillips, who have 
installed it in the store in the Warm 
Friend Tavern recently vacated by the 
Greyhound bus line. The business will 
be conducted under the style of the 
Tavern Drug Store.

L’Anse—Fred J. Lyons, prominent 
druggist of L’Anse and Ontonagon, 
and former mayor of L’Anse, was re
cently killed in an automobile accident 
four miles from Wapella, 111. Mrs. 
Lyons, who was with him, was badly 
cut and bruised and was taken to a 
hospital in Clinton, 111.

Detroit—John Booms & Co., 3377- 
79 Monroe avenue, wholesale dealer in 
heavy hardware and blacksmith equip
ment, has merged the business into a 
stock company under the same style 
with an authorized capital stock of 
$10,000, all of which has been sub
scribed and paid in in property.

Lake Odessa—Owing to the con
tinued illness of her husband, M. J. 
Hulbert, Mrs. Hulbert has sold their 
grocery stock and store fixtures to 
Frank Goodwin, formerly engaged in 
the grocery business at Grand Rapids, 
who will continue the business under 
the style of the Goodwin Grocery.

Yale—The drug stock of P. W. 
Harding, which was sold for the bene
fit of creditors, was purchased by 
Robert A. Turrell, of Croswell. A 
new stock company has been formed, 
with Mr. Turrell as president, P. W. 
Harding, vice-president and manager 
and Mrs. Harding secretary-treasurer.

Detroit — Prance-Hoffmeyer, Inc., 
304 United Artists building, merchant

tailors, have merged the business into 
a stock company under the style of 
Prance, Baranck & Hoffmeyer, Inc., 
with an authorized capital stock of 

$40,000, common and $10,000 preferred, 
of which amount $36,240 has been sub
scribed and paid in.

Ann Arbor—Interests of the Quarry 
drug store, at the corner of State street 
and North University avenue and the 
Arcade Pharmacy, in Nicholas arcade, 
will be combined in a new corporation, 
according to arrangements recently 
completed. It is understood that a 
total of $100,000 is involved in the 
capital stock of the new organization.

Ishpeming—The Princess confec
tionery stock and restaurant was sold 
to the highest bidder, the Miners’ Na
tional Bank, for $5,228.82 and resold 
by the bank to A. D. Lafkas, who con
ducts a confectionery and ice cream 
parlor and will continue both places. 
The former owner, Steve Dafnais, de
parted for parts unknown, leaving 
many debts behind.

Covert — Mrs. John. W. Swoap, 
prominent lodge worker, who con
ducted a general store here, died in the 
South Haven city hospital last week 
Tuesday following a major operation. 
Funeral'services were held at 2 p. m. 
Friday, conducted by the Rev. Davis, 
worthy patron of the local O. E. S. 
Chapter, of which Mrs. Swoap was 
worthy matron. She was also a mem
ber of the Rebekah degree staff. She 
leaves her husband, J. W. Swoap, 
treasurer of Van Buren county, and 
her son, Orlo, who was graduated from 
Kalamazoo College in June. This is 
the third death in the family within 
three months. Swoap’s mother died in 
June and his wife’s mother passed 
away July 26. On July 29, the day 
after her mother’s funeral, Mrs. Swoap 
became suddenly ill and was taken to 
the hospital. Mrs. Swoap spent near
ly all her life in Covert. Since the 
death of her father, she operated the 
store, which he conducted. She was 
always active in local civic affairs.

Manufacturing Matters.
Adrian—Lenawee Textiles, Inc., has 

been incorporated to weave and manu
facture cloth and fabrics, with an au 
thorized capital stock of $15,000, all of 
which has been subscribed and $1,500 
paid in in cash.

Kalamazoo—The Paper Products 
Manufacturing Co., East Michigan 
avenue, has increased its capital stock 
from 75,000 shares no par value to 
100,000 shares no par value.

Sturgis—The Sturgis Posture Chair 
Co. has merged its business into a 
stock company under the same style 
with an authorized capital stock of 
$20,000, $10,000 of which has been sub
scribed and paid in, $4,000 in cash and 
$6,000 in property.

Big Rapids—James Obeck, owner 
of the Michigan Cigar Co. for the past 
forty-seven years, has sold the stock 
and fixtures to L. Levansohn, of Sagi
naw, who will continue the business 
until early in September when he will 
remove the stock to his auction ware
house in Detroit. Mr. Obeck con
templates taking a well earned rest.
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Essential Features of the Grocery 
Staples.

Sugar—The market on refined is 
lower than a week ago. Jobbers hold 
cane granulated at 5.85c and beet gran
ulated at 5.65c.

Tea—The market has had a quiet, 
uneventful week. There is a fair sea
sonable demand at well maintained 
prices.

Coffee—The market for green Rio 
and Simtos in a large way has been 
about unchanged during the week. 
Prices show practically no change at 
all—the market, however, is irregular 
in Brazil. Milds also unchanged. The 
jobbing market on roasted coffee is on 
the same basis as a week ago. Demand 
for all coffees moderate.

Canned Fruits—Most Florida pack
ers have named opening prices on can
ned grapefruit, and the short crop has 
attracted heavy bookings so far. Cali
fornia fruits have not changed a great 
deal. Spots are scarce in a number of 
items, and prices rule very firm. Fu
tures have been booked fairly well, 
though a large proportion of the trade 
does not seem interested. Opening 
prices have shown no declines to date, 
except in apricots, which have since 
been steady, as lower prices brought 
on heavy buying all over the country.

Canned Vegetables—Southern to
matoes have remained unchanged. In 
dications for a good late crop are bet
ter, particularly in South Jersey, where 
rains greatly increased the prospective 
yield of the late crop. No life has yet 
appeared in the market for canned 
corn, and buyers have been taking 
only immediate needs in spots, with 
prices steady to somewhat easy. Peas 
of all descriptions show steadiness, and 
in some sieves there is considerable 
firmness in 1929 crop. It looks like 
there will be a shortage of fancy grade 
peas this year, while extra standards 
will be in abundance. Standard sieves 
are firmly quoted, especially 4s.

Canned Irish— Buying of future 
Alaska salmon has been light in New 
York, but prices remain at opening 
levels. Movement of spots continues 
fair, with demand showing a gradual 
increase. There is not as much com
petition from cheap sellers as there 
was a month ago, and a firmer tone 
exists, though there has not been much 
change in the general selling price.

Dried Fruits—Trading in spot dried 
fruits was quiet yesterday, and the 
market held firm, with no price chang
es taking place. This week has not 
been nearly so active as last, when 
trading in prunes was so heavy, and 
the upward revisions in prices that 
characterized last week’s market in 
prunes, both Oregon and California, as 
well as in peaches and apricots, have 
not been duplicated. Levels have been 
well maintained, but no changes of im
portance have occurred. Buying of 
future California fruits has been slow. 
Many of the leading factors here have 
covered their fall requirements on 
raisins. The futures market on raisins 
has ruled steady. Raisins are in the 
strongest statistical position that they 
have been in for years, and, according 
to the opinion of the trade both here

and on the Coast, there is no reason 
to believe that the market will go lower 
than it is now; on the other hand, good 
reasons have been put forth to the ef
fect that it will go higher. Sunland 
Sales recently moved up its prices on 
some of its packs, while in bulk raisins, 
some of the sellers in the West have 
quoted fractionally lower prices on 
Thompsons. Future dried Smyrna figs 
have been in fair request this week. 
Importers call the attention of the 
trade to the fact that this item is now 
offered at comparatively attractive 
prices as against the other dried fruits. 
Citron has ruled quiet, with quotations 
on futures unchanged. Importers are 
looking for an advance in spot prices 
later in the season on account of the 
increased costs of buying from the 
source. There has been nothing note
worthy in dates, while pears and cur
rants have been quiet. Future dried 
apples have not shown any change. 
Currants have been moving slowly at 
steady prices.

Beans and Peas—The market on all 
varieties of dried beans Is dull at un
changed prices. Values are about 
steady, however.

Syrup and Molasses—Sugar syrup is 
firm on account of scarcity, though 
the demand is light. Compound syrup 
unchanged and dull. Molasses un
changed, fair demand.

Cheese—Fair demand at steady 
prices. Offerings small.

Salt Fish—The local market on salt 
fish has ruled steady this week, but no 
great activity has been seen. Holdings 
are small, consisting at present chiefly 
of new Norway summer mackerel. Re
ports of the fall catch are expected 
next week. The crop of salt mackerel 
on the American coast has been very 
poor recently, running mostly to large 
fish, about 140 to the barrel, while 
some run around 650 to the barrel, with 
very few at all in between.

Pickles—Damaging drouths in the 
three most important cucumber states 
—Wisconsin, Minnesota and Michigan 
—have set the crop back two weeks, 
and that prospects are very poor for 
even a fair-sized output. To date 
there has been taken in about 25 per 
cent, of last year’s harvest at this time. 
If there is to be a fair crop it appears 
it will have to be harvested in Septem
ber. Supplies of salt stock on hand 
from 1928 are rapidly diminishing, and 
many species of cucumbers used for 
pickles are practically extinct. All 
salt stocks are scarce and high in price. 
BUY PIC K LES.

Sauerkraut—Sales of bulk kraut are 
heavy, seasonally, partly because of the 
high price of green cabbage. The m ar
ket is practically unchanged, with 
prices steady. A great many packers 
are already sold out.

Vinegar — Manufacturers report a 
good business, which is to be expected 
at this time of the year. Consuming 
demand is heavy and local trading has 
been fairly active. The market re
mains unchanged.

For one girl who is simply perfect 
there are thousands who are perfect
ly simple.

Review of the Produce Market.
Apples—$2@2.50 per bu. for Duch

ess, Transparent and Red Astrachan.
Bananas—6j£@7c per lb.
Beets—40c per doz. bunches.
Butter — The market has had a 

steady week, with receipts about mod
erate and the demand likewise. There 
is no change in price from a week ago. 
Jobbers hold prints at 45c and 65 lb. 
tubs at 44c.

Butter Beans—$2.25 per bu.
Cabbage—$1.50 per bu. for white 

and $2 for red.
Carrots—40c per doz. bunches.
Cauliflower—$2.50 per doz. for 111.
Celery—40@60c per bunch.
Cherries—$3.25 per box for Calif.
Cocoanuts—90c per doz. or $7 per 

bag.
Cucumbers—$1.35 per doz. and $2.50 

per bu. for home grown.
Currants—$2.25 per 16 qt. crate for 

either white or red.
Dried Beans—Michigan jobbers are 

quoting as follows:
C. H. Pea Beans _____________ $9.50
Light Red K id n e y _________ ,__ 9.00
Dark Red Kidney ____________ 9.25

Eggs—Scarcity of fine fresn eggs 
still persists, with firm prices. Under
grades in excessive supply at weak
prices. Local jobbers pay 35@36c for 
strictly fresh, candled.

Garlic—23c per lb.
Gooseberries—$2.50 per 16 qt. crate.
Grapes — Thompson Seedless $2.50 

per lug.
Green orn—40c per doz. for white 

and 50c for yellow bantam.
Green Onions—Shallots, 40c per doz.
Green Peas—$2.50 per bu. for home 

grown.
Green Peppers—60c per doz.
Honey Ball Melons—$4.50 per crate.
Honey Dew Melons—$2.75 per crate.
Lemons—Ruling prices this week 

are as follows:
360 Sunkist __________________ $11.00
300 S u n k ist____________________ 11.00
360 Red B a l l ...........................  11.00
300 Red B a l l ...................__........... 11.00

Lettuce—In  good demand on the 
following basis:
Imperial Valley, 4s and 5s, crate $4.50
Garden grown, per b u .__________ 90c

Limes—$1.50 per box.
Mushrooms—65c per lb.
Oranges—Fancy Sunkist California 

Valencias are now on the following 
basis:
126 ........................... ........................... $8.00
1 5 0 ____________________________ 7.75
1 7 6 ________ _•....................... ........... 7.50
200 ____________________________ 6.75
2 1 6 ____________________________ 6.25
252 ____________   5.25
288 _____________   4.50
324 _______  4.25

Onions—Iowa white fetch $2.25 p tr 
50 lb. sack and $2 for yellow.

Osage Melons — Benton Harbor 
grown commands $1.50 for 21x12 and 
$2 for 14x14.

Parsley—50c per doz. bunches.
Peaches—Elbertas from Illinois and 

Indiana command $2.50 per bu.
Pieplant—$1.25 per bu.
Plums—$3.25 per 4 basket crate for 

Calif.
Potatoes—Home grown are now in 

command of the market, selling at 
$1.75@1.90 per bu.

Poultry — Wilson & Company pay 
as follows:
Heavy fowls _________________  26c
Light fowls __________________  23c
Heavy broilers _______________  27c
Light broilers __________________ 20c

Radishes—20c per doz. bunches.
Spinach—$1.40 per bu.
Tomatoes—$1.60 per 10 lb. basket 

home grown hot house; $1.50 for 20 
lb. basket of outdoor grown; 90c for 
10 lb. basket.

\  eal Calves — Wilson & Company 
pay as follows:
Fancy ________________________  22c
Good ______   18c
Medium _______________________  15c
P o o r __________________________  10c

Watermelons—40@50c for Florida.
W hortleberries—$5 per 16 qt. crate.

Pays Grocer To Have Price Tags.
Here are six good reasons for the- 

use of price tags:
Price tags save time—When the cus

tomer stops to ask the price it not only 
takes her time but the clerk’s too. They 
avoid frequent interruptions.

Price tages make sales—Plain mark
ed goods help customers decide that 
they can afford to buy. When no price 
is shown people assume the goods are 
too high. Pricing merchandise encour
ages customers to look over your stock 
more thoroughly.

Price tags avoid mistakes—Mistakes 
in business are costly; not only in the 
immediate or actual loss in profits, but 
in good will, confidence, loss of trade, 
etc.

Price tags build confidence—They 
assure the customer of a “one-price" 
policy.

Price tags hold business—Customers 
do not like to ask the price of every 
item they might care to buy. Perhaps 
it is a touch of false pride or timidity 
that makes them hesitate to ask. But 
they go to stores where they know 
what they will have to pay for the 
goods before they buy them.

Pricing saves embarrassment.
Customers often ask the price only 

to find the goods too high. The one 
course open is to say “no" and let 
evryone in the store know they cannot 
afford the goods; the other is to say 
“yes” and be dissatisfied. Such cus
tomers are usually lost.

Price tags increase profits.

Installs Library on Food Subjects.
A grocer in the West has increased 

his store’s sales by the installation of 
a food library. One corner of the 
store, in the back, has been partially 
enclosed. There are tables and chairs 
pads and pencils, and a library contain
ing a complete collection of recipes, 
menus and general information con
cerning foods.

Pontiac—The Arline Shops, In c . 
Peoples State Bank building, has been 
incorporated to manufacture and deal 
in millinery and women’s garments, 
with an authorized capital stock of 
$10,000, $2,600 of which has been sub
scribed and paid in in cash.

Fate has a way of tossing boulders 
at the bazook who tries to dodge re 
sponsibility.

mailto:2@2.50
mailto:1.75@1.90
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ENORMOUS SINK HOLES.

Remarkable Freak of Nature Located 
Near Onaway.

Hello! Is this Onaway? Yes. Well, 
I've heard so much lately about those 
big sink holes up there that my curi
osity must at last be appeased and now 
I have a lot of questions to ask. W hat 
are they like anyway? How big are 
they and how deep? Are they wet or 
dry, sandy or rocky? How far from 
Onaway7 and arey they hard to find 
or reach?

Say, hold on—it’s going to take some 
space to handle all these questions and 
there are also many features in con
nection with the subject. Yes, and I 
am pleased to give out all the desired 
information because it is so interesting, 
interesting to me and becoming more 
so as well as the sight of these places, 
which appear even more wonderful 
each year I gaze upon them.

Figures and distances and descrip
tions sometimes make dry reading, but 
if you will bear with me for a few 
minutes I will picture the sink holes 
as well as the surroundings and we 
are going to cover some territory, too.

Here we go starting South from 
Onaway on Michigan avenue. I t ’s 
only a ride of a few minutes by auto 
over a good gravel road for eight 
miles, then we bear off over a crooked 
road, crossing Tomahawk Creek and 
traversing a winding but pleasant trail 
up to the Shoepack Lake, a distance 
of about one and one-half miles. Here 
the Shoepack Club has its headquar
ters, located on a narow strip of land 
between two beautiful lakes; this is 
within the border of the State forest 
reserve composed of seventy-five thou
sand acres. If it were not that we are 
seeking further sites, would be content 
to remain right here at these pretty 
lakes. The one known as the Upper 
Shoepack extends to the East with an 
irregular shore line and a gradual 
sloping beach from where we are 
standing, while to our right hand and 
immediately below our feet we look 
down one hundred and twenty-seven 
feet into lower Shoepack shown in the 
accompanying picture and sometimes 
called Crooked Lake.

The difference in the level of the 
surface of these lakes, which is eigh
teen feet, has never been explained: but 
it is a fact that one can almost throw 
a stone from one to the other. And 
to reach the lower lake requires a little 
caution as the path is very steep. But 
that flowing spring of cold water at 
the foot is worth the attempt.

There is no connection between the 
two lakes; the ascent is nearly straight 
up; yes, the fishing is good in both of 
these lakes and open to the public.

But we have started for the sink, 
holes. I wish they would call it some
thing else; the nrme is misleading; it 
indicates a low, wet drainage hole or 
something of the kind; it’s just the 
opposite however.

We follow around and along the 
south shore of the upper Shoepack 
and up to the top of the bank and stop 
•—stop quickly too, and the sight that 
greets you will make you gasp.

The first hole is one hundred and 
seventy-five feet deep; send one of

your party down and see how small 
he looks; and then go down and look 
up. Imagine yourself inside a mam
moth chaldron; very steep out on the 
side, perfectly dry on the bottom in 
spite of the fact that immense quan
tities of water flow down the side dur
ing storms and spring freshets. Where 
does it go to? That’s the question.

Now after climbing out and recover
ing your breath just peer over the 
brink and look into the second one, 
not quite as deep but equally interest
ing. Then from number two you come 
to number three, then number four, 
and then last, but not least number 
five, really the most interesting of the 
group because it varies somewhat from 
the others. You have now covered 
nearly a mile distant from the first 
hole, right from one into the other; 
great depressions in the earth as 
though scooped out especially for 
some unknown reason. Some of the 
holes are quite thickly timbered most
ly jackpines, popular and oak; this 
applies more particularly to the fifth 
and last one and the only one in which 
water may be found; here, about half 
way up and on one side and hidden 
in the dense thicket bubbles forth a 
good sized stream of pure cold spring 
water remaining on the surface for 
only a few feet and immediately dis
appearing into the earth again, going 
—nobody knows where. This is a 
favorite place for deer which are fre
quently seen here, apparently not much 
afraid of the casual visitor. The wa
ter evidently suites their taste; and 
beds are found near by where they 
nest during the night.

As previously stated, these attrac
tions lie within the borders of the

State Forest Reserve and lire lines are 
being laid out in huge squares run
ning East and West and North and 
South resembling roads, but are kept 
free from vegetation by constant cul
tivation. Now, one of these lines runs 
parallel with and along the South 
edge of these big holes coming very 
close to the brink at places. Fred 
Truax, the superintendent at the re
serve, had occasion to patrol this line 
in his car but unconsciously came lo 
the edge before he was aware—no, he 
did not quite go over, but in explain
ing his experience in his own words, 
“ I felt the road slipping beneath the 
wheels and the car gradua'ly sinking 
towards the brink, even after the 
brakes were set to stop and I thought 
it a very opportune time to say good
bye to my friends, although I was 
alone at the time. 1 quickly slipped 
off the running board on the upper 
side and grasped the car and hung on 
for dear life with my left hand, while 
with my right I dug like a puppy dog 
the sand from beneath the wheels; yet 
the car continued to setlet; the effort 
looked hopeless. Visions of an im
mediate calamity and a fearfully 
smashed car danced before me while 
1 continued to dig and hang on; it 
may not have been an hour but nearly 
so before I felt the motion of the car 
leaning my way and I felt safe to 
release my hold, finally venturing to 
enter and sneak, not drive away.” 
Close enough and one experience of 
this kind seemed to satisfy Mr. Truax.

W hat is the explanation of these 
big holes? Well, we will touch upon 
the matter before the close of this 
article; and now please explain this: 
About twenty-eight years ago my at

tention was called to a small depres
sion in the earth just a few rods north 
of the first sink hole which I was 
told appeared to he getting gradually 
deeper and wider. I took this to be a 
case of imagination and forgot the 
matter entirely. I was surprised to 
learn however, upon a recent visit, 
that the fact is the hole has greatly 
increased in depth and width and un- 
disputedlv many times larger than 
when I first saw it; gradually, year by 
year, slowly sinking yet showing no 
evidence of disturbance or caving. No 
one has interfered with or done any 
excavating in or near it or had any 
object or purpose in doing so.

If one should awaken to find them
selves alone in the vicinity of these 
deep or nspiring cavities surrounded 
by an expanse of waving ferns, the 
solitude of the whispering pines where 
nature rages undisturbed what would 
be your verdict, notoriously desolate 
or gloriously grand? That might de
pend upon whether or not you are a 
nature lover and it might relieve the 
situation to know that civilization lies 
just around the corner for at the re
serve buildings only three miles dis
tant hospitality reigns supreme.

A visit here discloses the wonderful 
work being performed by the State 
under the supervision of Mr. Truax. 
Just think that already eight thousand 
acres of reforesting has been done and 
the varieties are white pine, Norway, 
Jack, and Scotch Pine, and European 
Larch ranging in size from seedlings 
to several feet in height.

Some day some one is going to 
profit most magnficiently from the 
proceeds of this foresight. W hen7 
Well it may easily be the younger
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members of the present generation.
A few years ago where desolation 

reigned supreme and the fires raged 
year by year after the ravages of the 
lumbermen and their reckless opera
tions it was said that all this land 
was good for was to help hold the 
world together; but man has reform
ed, that is he is beginning to atone 
for his mistakes or the mistakes of his 
predecessors and the results are m ar
velous; the burned areas in a very few 
years have grown into a land of beau
ty; this, through the intelligent acts 
of man, by preventing fires and pro
tecting the new growth.

W hether by the act of Nature or 
by the cycle of rotation the fact is 
new and different plant life has been 
created different from the original va
rieties. Would it be fair to suggest 
that the ash content caused by the 
fires has something to do with this:' 
A man who homesteaded land in Ore
gon a few years ago told me that it 
was impossible to grow a crop on 
cutover land there until heaps and 
logs were burned on the land. Any
way it is being proven that land that 
was previously sour and unfit now is 
found to be sweet and productive for 
clover and legumes.

Do not get the idea that this cut 
over land is sandy and worthless—far 
from it; unlike some so called plains 
land ours in Presque Isle county has 
a clay subsoil cropping to the surface 
in places and thousands of acres of it 
are now producing rank growth of all 
varieties of clover for dairy purposes.

But I am not sticking to my text; 
sink holes is the subject and the mys
tery still remains, what’s the explana
tion and what caused them? Inasmuch 
as the question has never been ans
wered to the satisfaction of all, the
ories and speculation are in order and 
may I advance an assertion? I t may 
be called an asinine one, but it will 
hold good until a better one is found. 
It sounds reasonable and is undisputed 
that there is or has been a subter
ranean passage beneath the big sink 
holes. W hy not? But where does it 
originate? Well, it comes from some
where and it has been proven where 
one of a similar nature leads to. Re
ferring to my write-up in the Trades
man under date of October, 1924, we 
found where the waters of Thunder 
river emptied into Sunken lake in the 
Southern part of this county, carrying 
logs into the earth which were finally 
recovered in Thunder Bay at Alpena. 
These are facts. Now work back this 
way to Rainy Lake about ten or twelve 
miles Southeast of Onaway and here 
is a similar condition. A beautiful lake 

- nearly a mile long and very deep has 
a habit of emptying itself about every 
twelve to fifteen years. No, it does 
not dry up, far from it; it empties it
self into a mammoth sink hole leaving 
the bed of the lake proper entirely dry 
except for the several streams that 
rush into it cutting channels and tum 
bling huge portions of earth into the 
big sink hole causing sufficient de
posits of solids consisting of heavy 
sticky clay to clog the crevices; then 
the lake again fills up and to-day is 
higher than ever known before.

During lumbering days the lumber 
companies were compelled to build a 
railroad in there to remove their logs 
on account of the lake emptying just 
at the wrong time; many of the logs 
were seen protrduing from the bed of 
the lake during the dry period two 
years ago.

W hat has this to do with our pres-, 
ent dry sink holes? Let’s continue and 
work further back; where does this 
subterranean passage start from any 
way? Naturally from a source which 
ha,3 a pressure, a body of water ot 
some size and importance and that 
body is Black Lake five miles North 
of Onaway and partly in Presque Isle 
and partly in Cheboygan county. A 
like nine miles long and five miles 
wide and very deep in places; pretty 
well known. Now here comes the as
sertion or theory as you may call it: 
Black Lake is the source of the sub
terranean passage. W hy? Because 
we contend that all the water which 
empties into it from the upper Black 
River, Stony Creek, Cold Creek and 
numerous other small streams does not 
flow out through the lower Black 
River, its only visible outlet. Of course 
there is considerable evaporation, but 
to make up the difference would pro
duce clouds enough to cause a constant 
downpour of rain. A good portion of 
Black Lake water finds its outlet below 
and flows silently away beneath the 
earth. Now take the map and follow 
the course. First in line are our big 
sink holes, next in range Rain Lake 
then Sunken Lake and on to Lake 
Huron at Alpena.

Man is constantly confronted with 
his mistakes, but I am wondering if, 
in the formation of these deep yawn
ing sink holes, Nature made a mistake 
in her engineering calculations.

When you visit these places view 
the mirror-like surface of Shoepack 
Lake and then drive over to the big 
Tomahawk Lake only a mile distant. 
Camp out beneath the pines and enjoy 
the fishing.

When on your way, see Onaway.
Squire Signal.

Moderate-Price Jewelry Active.
Advance fall and holiday sales <>f 

diamond jewelry have been fairly ac
tive so far, but indications are that 
there will be no really important buy
ing until after labor day. Men on the 
road have turned in a pretty fair vol
ume of business, the great bulk of 
which has been done in pieces to retail 
at $300 and down. Higher-price a rti
cles have not yet started to move well. 
Single stone engagement rings of plat
inum and semi and full set platinum 
wedding rings have stood out in the 
early buying. Earrings are somewhat 
more active than at this time a year 
ago, but so far the call for bracelets, 
brooches and other decorative pieces 
has not been any too good.

Fall Silverware Sales Ahead.
Although many retail buyers of both 

sterling and plated silverware will not 
go into the market in an important 
way until next month, advance busi
ness taken by leading houses on fall 
lines is well ahead of last year. Orders 
going in from men on the road are for

the most part proportionate to the dis
tance of their territories from the New
York market, with the South and the

• *Middle W est producing the best busi
ness. The South, in particular, is a 
bright spot right now. In the business 
being placed generally the outstanding 
call is for toilet sets, those with long 
handles predominating, and fitted trav
eling bags for both men and women.

Wide Sheeting Prices To Hold. 
Little indication is seen of a revision 

of prices in wide sheetings. These

goods are now based on 60 cents for 
10-4 bleached, and with the present 
condition of stocks in first hands there 
is apparently no cause for reducing 
them. Advances, with cotton in its 
present position are unlooked for. 
Bleached sheet and pillow case prices 
also are expected to hold, as materially 
better business in this merchandise is 
expected during the final four months 
of the year. Curtailed production is 
generally credited with bringing this 
branch of the trade out of the dol
drums of a few months ago.

P L A N  T O  C E L E B R A T E  
LABOR DAY

AT RAMONA PARK
(Reed’s Lake, Grand Rapids)

MONDAY, SEPTEMBER 2

YOUR LAST CHANCE THIS YEAR TO CELEBRATE

G orgeous F irew orks D isplay!
B alloon A scension and  Parachu te  D rop! 
Special H o liday  V audeville  P rogram !
D aw n D ance 12 a. m. to 4 a. m. Sept. 2! 
D ancing L abor D ay Night, 8 :45  till 12! 
A m usem ents! R ides, Slides, Chutes, G .ides! 
A cres of Fun! P opu lar Prices!

ANNUAL AGENCY MEETING
Fourteen Years of Success 

Finished Aug. 30, 1929

A b o u t th ree hund red  agents from  all parts  of M ichigan, 
including the U pper Peninsula, a tten d ed  the annual m eeting 
of the Citizen’s Mutual Automobile Insurance Company of 
Howell a t the W oodland  C ountry  C lub near H ow ell, on 
A ugust 1. A  golf tou rnam en t w as held  in the afternoon  and 
d inner w as served at seven o’clock, after which there  w as a 
p rogram  in which W. P. H arrigan  of D etro it en terta ined  w ith 
several songs and  H . B. C orell, D epu ty  Insurance C om m is
sioner, explained the  new agency law. A m ong those present 
w ere S enato r Seym our Person of Lansing, H on. Seth Q. Pulver 
of O wosso and  Judge  L eland W. C arr of Lansing.

T h e  financial repo rt show ed th a t the  com pany  had  m ade a 
very  substantial increase during the last th ree years, assets 
being as follow s:

July 31, 1927 - - $ 984,193.90
July 31, 1928 - - 1,020,929.83
July 31, 1929 - - 1,113,021.59

The company is now finishing its fourteenth year and has an organ
ization of agents, adjusters and attorneys in every part of the state. 
The success of the company has been such that it has paid out during 
these fourteen years over 100,000 claims, totaling $6,342,185.69. A very 
small percentage of the claims result in a law-suit as the public is now 
aware of the fact that legitimate claims are settled promptly and a 
contest made only of those claims which appear to be unreasonable, 
excessive or without foundation.

This company has had many thousand policy holders in all parts of 
Michigan insured for many years, and has an agency and attorney 
force in every part of Michigan to give service. The home office can 
be easily reached for conference in serious cases. It pays to keep in
sured in a good company, in your home state.

SEE
AND

ENJOY
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DRIFTING INTO WAR.
Once again alarming reports from 

the bar East are finding their way into 
the news. It is only too apparent that 
China and Russia are as far as ever 
from settlement of their dispute over 
the Chinese Eastern Railway and that 
friction on the Manchurian border has 
been increasing rather than dying 
down. Discounting the inevitable ex
aggeration of dispatches necessarily 
based upon rumors because of the 
absence of all authentic information, it 
still cannot be denied that the situa
tion appears to be extremely serious.

There are two distinct phases to the 
crisis. One concerns the question of 
principle involved in China’s seizure 
of the railway; the other has has to do 
with actual conditions on the border 
where bodies of hostile troops are 
massed in dangerous proximity to 
each other. In regard to the status 
of the Chinese Eastern no change has 
occurred since the first open break be
tween the two countries, but the situa
tion in Manchuria has become greatly 
aggravated, according to all reports, 
by various minor but dangerous clash
es between Russian and Chinese troops 
—the latter probably aided and abetted 
by forces of White Russians.

If it were possible to establish a 
neutral zone in Manchuria and with
draw the troops from both sides of the 
frontier, the delays and rebuffs inci
dent to any attempt at Russo-Chinese 
conciliation would not be so impor
tant. But as it is, the unconciliatory 
stand of both Governments increases 
local friction. It is not so much actual 
war that is threatened by this condi
tion as a species of guerrilla warfare 
which would keep Manchuria in a con
tinual state of unrest, entirely upset 
the province’s economic equilibrium 
and by its effect upon Moscow and 
Nanking hold out the constant men
ace of more open hostilities. Russia 
and China have both acknowledged 
their obligation under the Kellogg 
pact not to go to w»ar. But this is not 
enough. Active steps must be taken 
toward peace.

COOLIDGE ON APPOINTM ENTS
Seldom has a President or an ex- 

President spoken so frankly regarding 
the making of appointments as Mr. 
Coolidge speaks in the August num
ber of the American Magazine. W hat 
he says is the more striking in that he 
is the last man from whom even an 
implied criticism of either branch of 
Congress was to be expected.

Mr. Coolidge levels two criticisms 
at the present custom of making ap
pointments: they are too narrowly 
limited with reference to residence and 
also with reference to profession.

Concerning the first of these limita
tions the former President says flatly, 
“ It should be possible to choose a well- 
qualified person wherever he can be 
found.” Shades of Senatorial cour
tesy! W hat would happen to a Pres
ident who tried to appoint an Ohioan, 
whatever his record, to an office hav
ing to do solely with Indiana?

On the absurd notion that a man 
who has attained conspicuous success 
in some field is thereby automatically 
barred from holding a Governmental

position related to it Mr. Coolidge is 
equally emphatic: “The supposition 
.that no one should be appointed who 
has had experience in the field which 
he is ■ to supervise is extremely detri
mental to the public service. An In
terstate Commerce Commissioner is 
much better qualified if he knows 
something about transportation. A 
Federal Trade Commissioner can ren
der much better service if he has had 
a legal practice which extended into 
large business transactions.”

But will not such men seize the first 
chance to betray the public into the 
hands of their former associates? To 
the answer which this question implies 
Mr. Coolidge makes the crushing re
tort that such an assertion “can be 
understood only on the supposition 
that those who make it feel that their 
own tenure of public office is for the 
purpose of benefiting themselves and 
their friends." Much stronger with 
most persons than any such base im
pulse will be the ambition to leave a 
reputation in public service of which 
they and their friends can be proud.

In all this there is tacit criticism 
of Senators who think of an appoint
ment as nothing except a bit of booty. 
Mr. Coolidge is perfectly right in his 
conviction that “attempts to put limi
tations on the appointing power arc 
a mistake." As he says, “So long as 
the Senate has the power to reject 
nominations, there is little danger that 
a President would abuse his authority 
if he were given the largest possible 
freedom in his choices.”

History shows conclusively that it is 
not the President who needs to be 
restrained from making bad appoint
ments. And if it were, the Senate is 
not the body to do the restraining. In 
the cases of unquestionably bad ap
pointments, such as those of Daugh
erty and Fall, the Senate did not lift 
a finger. It reserves its interference 
for appointments of men of outstand
ing ability who have committed the 
unpardonable crime of rising to the 
top.

EXIT TH E GRAND CANYON.
The Grand Canyon of the Colorado 

is rapidly disappearing—so rapidly that 
in a few million years we shall not be 
able to see anything except where it 
was. So declares Dr. William Morris 
Davis, emeritus professor of geology 
at Harvard, in a lecture at the Uni
versity of California.

The destruction is caused by the ele
ments, whose work of erosion is grad
ually flattering the walls of the can
yon. The river, says Dr. Davis, which 
constructed the cayon by cutting, cut
ting, cutting through millions of years, 
cannot cut much deeper, for it is ap
proaching sea level. But the work of 
erosion will go on uninterruptedly un
til the plateaus which now rear them
selves in some places five thousand 
feet in the air will be leveled. The 
leveling will extend over an area of a 
hundred miles on each side of the 
river.

But there may be compensation for 
the loss of one of nature’s greatest 
wonders. According to Dr. Davis, the 
present Grand Canyon is not the first. 
One after another, four have preceded

it. each of them slowly being formed 
and slowly being destroyed. The mys
tery concerns the throwing up of the 
high plateau. Five times this action 
has occurred, if the Harvard geologist 
is correct. It may be too much to ex- 
pexet it to occur again—the earth is 
cool now and not given to the violent 
contortions of its youth — but there 
may be some other development of 
nature which will challenge human in
terest.

A million years is a considerable 
length of time. In several million years 
any one of a good many marvels might 
be brought into being. Even now, 
while nature is relentlessly destroying 
the wonder she made, she may be im
perceptibly creating another. Perhaps 
those generations which are not going 
to be able ot see the Grand Canyon 
a few million years from now will have 
some other spectacle just as impres
sive. In lieu of new wonders on this 
planet they may be flying to those of 
our solar neighbors.

INVITING  COMPETITION.
In considering why it is that so 

many important manufacturing inter
ests are either lukewarm to tariff in
creases or in some cases actually ob
ject to a change, a number of reasons 
are offered. For one thing, it takes a 
rather callous protectionist to demand 
a higher duty when the profits he is 
making are all that should be reason
ably desired. That the country as a 
whole is prosperous can scarcely be 
questioned. It is more prosperous now 
than it was a year ago when prosperity 
was the keynote of the campaign wag
ed by the successful party. That this 
prosperity can be placed in jeopardy 
through ill-advised tariff legislation is 
also recognized.

The desire to “let good enough 
alone,” then, is probably at the bottom 
of the present lack of enthusiasm over 
new and higher rates. But in addition 
there is the fear of foreign retaliation 
against our exports, the knowledge 
that overproduction at home and not 
imports are responsible in most cases 
for the ills really suffered in industry, 
and the spread of understanding that 
technical and marketing progress can 
accomplish more in the way of advanc
ing profits than any amount of tariff 
favoritism.

The Senate committee rates are 
more moderate than the absurd sched
ules proposed by the House, but to 
those manufacturers who still must 
feed at the tariff trough it seems worth 
while to point out that even if they 
get the higher profits they seek 
through boosting duties their enjoy
ment is likely to prove very short
lived. Money to-day is pressing for 
investment, and it will go where prof
its are. Output in the tariff-favored 
lines will jump, competition grow still 
keener and prices and profits slump. 
This has been the experience of the 
past when idle funds were much less 
plentiful. To-day the process will be 
greatly accelerated.

There are two sorts of wives— 
those who expect things of their 
husbands and those who suspect things 
of their husbands.

DRY GOODS CONDITIONS.
For this in-between season in retail 

trade, sales have been running at the 
usual rate. Owing to the heavy busi
ness that developed earlier on summer 
goods there is perhaps less demand on 
seasonal lines, which are now being 
cleared through sales. The widely 
heralded change in styles to be launch- 
for fall has also had an influence, no 
doubt, upon the buying of women’s 
apparel, since customers do not wish 
to purchase what may prove to be 
out of fashion within a short time.

For improved trade, retailers would 
like to see a spell of cooler weather, 
which would permit them to launch 
their early fall lines under suitable 
auspices. This would not only stimu
late sales but furnish a much-needed 
index to what customers will favor 
in the new merchandise, thus enabling 
the store to place their orders with 
more confidence.

While garment representatives seem 
verv certain that the new modes will 
find quick acceptance, retailers are not 
so sure that the so-called flapper fash
ions are at an end. This style un
certainty, as well as the doubt over 
prices and terms, is what is causing 
delay in preparations for the new 
season. The best counsel recommends 
careful testing out of the changes. The 
assumption is, however, that if the de
signs take hold in a general way, the 
prospects for increased business are 
excellent.

While the wholesale merchandise 
markets have seen the buyers’ peak 
reached, reports of the business done 
vary. In some lines the p’-ders taken 
rated better than a year -> but in 
others there was more shopping around 
than manufacturers like to see. Once 
the new goods are tested over retail 
counters, producers expect to enjoy 
much better volume, although the 
present delay is decried.

BIGGEST JOKE OF TH E AGE.
1 he announcement of Montgomery 

W ard & Co. that they would prepay 
postage and freight on all purchases 
hereafter came like a thunder clap out 
of a clear sky. but recent disclosures 
plainy show that the announcement is 
a huge joke, with a large sized E thio
pian in the wood pile.

The letter from a Jackson patron of 
the Tradesman, published verbatim on 
the third cover page of this week's 
issue, shows very clearly that, instead 
of prepaying the transportation 
charges on goods purchased from them 
out of their own profits—which, by the 
way w'ould be a very generous thing 
for them to do—Montgomery W ard 
& Co. are adding the freight to the 
price of the goods they sell their cus
tomers, so that in reality the announce
ment that the mail order house will 
prepay the freight is pure bunk.

If the retail merchants of America 
make good use of this situation, as 
presented- exclusively in the Trades
man this week, they can very soon 
convince those of their customers who 
have leanings toward the mail order 
houses that they are the victims of the 
biggest bunko game ever played on an 
ursuspecting and altogether too gul
lible buying public.



A u g u s t 21, 1929 M I C H I G A N  T R A D E S M A N 9

OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

In discussing the purchase of the 
Michigan Railway Co. right of way 
between Grand Rapids and Kalamazoo 
and between Monteith and Battle 
Creek by the Michigan Central Rail
way with an official of the latter cor
poration, the gentleman stated:

“You are wrong in thinking that the 
Michigan Central Railway will ever 
run trains over the Michigan Railway 
Co. right of way. All the railway cor
poration sought, in making the pur
chase and acquiring possession of the 
property, was the three terminals at 
Grand Rapids, Battle Creek and Kala
mazoo. They are very valuable to a 
road like the Michigan Central and 
their possession will add much to the 
effectiveness of the Michigan Central 
in handling the transportation prob
lems of these three important cities.’’

I am sorry to be forced to record 
this statement, because I was really in 
hopes Grand Rapids would have some 
semblance of competition between this 
city and Kalamazoo. For many years 
the G. R. & I. undertook, so far as the 
officials were able to do so, to give 
Grand Rapids a square deal, but since 
the road has been taken over bodily by 
the Pennsylvania system, local condi
tions, local ambitions and local require
ments receive scant consideration at 
the hands of the men in charge. This 
condition is not due so much to lack 
of inclination on the part of local repre
sentatives as to the steadfast, iron clad 
policy of the Pennsylvania system to 
give the people who are so unfortun
ate as to reside on subsidiary lines of 
the big organization the hot end of 
the poker. I can see no reasonable ex
cuse for this attitude on the part of 
the Pennsylvania system, but it has 
been clearly in evidence for many 
years and I suppose will be maintained 
with the iron hand characteristic of 
corporate power until the millenium 
conies along.

I recently asked a steamboat agent 
how trans-Atlantic travel was this sea
son as compared with previous years. 
His reply was prompt and emphatic:

“Poorer than it has been for many 
years. Why? Largely because of the 
increased cost of living in Europe. Di
rectly after the war, when the currency 
of France, Germany and other Euro
pean countries was depreciated, an 
American could live well in Europe 
for $5 per day. Now that the cur
rency systems of the European coun
tries have been stabilized, it is impos
sible to obtain the same accommoda
tions and service in Europe for less 
than $15 per day.

“Another reason is the improve
ment which has been made in summer 
resort hotel service in this country. 
Because all resort hotel owners assum
ed they had the world by the heels 
and that people had to go to resorts 
during the summer season, whether or 
no, they boosted their prices up to the 
highest possible notch and handed out 
service not at all in keeping with the 
outrageous rates they charged, A

series of poor seasons has caused them 
to review the situation, look the pre
dicament squarely in the face and re
duce their rates and improve their ser
vice so that the two are more in har
mony. Of course, there are excep
tions to this general rule. The hotel 
highwayman is still plying his nefar
ious policy in several Northern Michi
gan hotels, but it is only a question of 
time when all high binders in the ho
tel line will be forced to see the error 
of their ways and give their patrons 
what they pay for.”

I asked the same gentleman if he 
thought America would achieve her 
present ambition in building up a suc
cessful passenger service with Europe.

“Emphatically no,” he replied. “The 
Americans are the only people who do 
not patronize their own ships. It is 
impossible to get Britains to use any
thing but an English boat. The same 
is true of French and Germans. They 
would never think of patronizing any
thing but French and German ships. 
The Americans are the greatest trav
elers—and spenders—in the world, but 
they lack the patriotism which other 
nationalities possess. Some think that 
this indifference—I call it treason—to 
American boats by American travelers 
is due to the fact that liquor can be 
had on the boats of other nations, but 
I think it is due to the fact that Ameri
cans do not fully realize what it would 
mean to this country to have well- 
established and largely-patronized boat 
lines of our own.

"The same difference between 
Americans and Europeans is shown in 
the way foreign merchants and manu
facturers insist on pricing their prod
ucts to Americans by including in the 
price the freight to New York. ’ This 
enables them to ship the goods over 
their own boats, which shows how 
loyal the people of the European na
tions are to their own transportation 
lines. Americans, as a rule, never 
think of these things, but perhaps 
when the American flag no longer 
floats on passenger boats sailing the 
seven seas, our people will awaken to 
the fact that their stolid and stupid 
policy of favoring the ships of other 
nations instead of their own, will 
bring about a reversal of their present 
imbecile methods.”

These are strong words, undoubted
ly based on facts, but they appear to 
be in harmony with the policy of too 
many of our people in assuming that 
other people can do things better than 
we can ourselves and acting accord
ingly.

The death of Harry G. Robertson, 
manager of the Boston store (Grand 
Rapids) for many years, depressed me 
greatly, because he was my good 
friend—and the good friend of all who 
knew him intimately. He was an ideal 
gentleman to the end of his life, ex
emplifying the finest qualities of the 
true Christian spirit, its tolerance, its 
kindliness, its emphasis on spirit, 
rather than creed or form, its unaffect
ed simplicity. No one ever heard a 
harsh criticism or an angry word pass

his lips, and now that it has come to 
a close, his family to whom he was 
devoted, his friends to whom he was 
deeply loyal, and the many to whom 
he was helpful in so many ways will 
remember with gratitude and affection 
his sterling character, his business in
tegrity, his human sympathy, his 
kindliness of judgment, his unselfish 
generosity and his quiet courage.

The daily papers of Grand Rapids 
have had a good deal to say of late 
over the proposal to vacate the foot of 
Lyon street in order that the ground 
thus released from public uses may be 
utilized as the location of a furniture 
exposition building by G. A. Hen
dricks, who is one of our most pro
gressive citizens, at least so far as the 
erection of good buildings is concern
ed. I have always been led to believe 
that the vacating of any thoroughfare 
rests with the courts. Such being the 
case, I am unable to understand why 
the matter was brought before the city 
commission, because I fail to see 
wherein that body has any jurisdiction 
in the case at issue.

The J. L. Hudson Co., of Detroit, 
which is now the second or third 
largest department store in the world, 
has about 6,500 employes in its vari
ous departments. It pays good wages. 
Every third week each clerk receives 
half of one per cent, of his or her sales 
in addition. Anyone who has been 
one year with the company receives a 
week's vacation with pay; two years, 
two weeks; three years, three weeks; 
ten years, four weeks. At Christmas 
time each employe receives a present 
based on the number of years employ
ed. Free physician, nurse and tem
porary hospital service in their own 
hospital are furnished any employe 
who is taken suddenly ill. The physi
cal condition of every employe is given 
painstaking attention at regular inter
vals. The teeth of employes are ex
amined by an expert dentist. Em
ployes are permitted to purchase cloth
ing for themselves and immediate 
members of their family at a material 
reduction from the regular retail price. 
Because the company deals generously 
with its employes, it naturally insists 
on loyal and painstaking service, which 
is a distinguishing characteristic of the 
working force. The only complaint I 
have ever heard from any patron of 
the store is that the establishment is 
so large that it tires a customer to 
walk from one end to the other.

The death of Henry L. Houseman 
(Grand Rapids clothing merchant) 
Sunday evening affected me greatly. 1 
had known him all his life. I had even 
a closer acquaintance with his won
derful father, who died twenty-one 
years ago. Deceased was one of the 
most methodical men I ever knew. He 
was literally a creature of habit. He 
always sat in the same chair in the 
reading room of the Peninsular Club 
and always read the same papers in 
the same rotation. Although he had 
what some people might regard as a 
somewhat forbidding exterior, giving 
strangers the idea that he was a re 

cluse, he was the soul of hospitality 
and congeniality to those who knew 
him well and appreciated the remark
able qualities of his head and heart. 
For over twenty years he bore the bur
dens of a business with large ramifica
tions and responsibilities left him by 
his father. He discharged the duties of 
his position with great care, thorough
ness and success. He was first and 
foremost in all praiseworthy move
ments for the betterment of his co' 
munity and the world. He will be 
greatly missed.

Some months ago I called on Harry 
Brock, who conducts two clothing 
stores on Monroe avenue, to suggest 
that he become a reader of the Trades
man. He immediately acquiesced in 
my suggestion, saying he had been in
tending to enroll his name on our list 
for the past nineteen years.

Last Saturday I dropped in on Evert 
Stadt. the West Leonard street hard
ware dealer, and suggested that he 
join the circle of merchants who are 
made happy by reading the Trades
man regularly. He, too, signed on the 
dotted line, saying: “I ought to have 
been a reader of the Tradesman for 
many years, because my late father, 
Thys Stadt, hardware dealer at Spring 
Lake, took the paper as long as he was 
engaged in trade and always insisted 
it was a great help to him. The other 
evening I sat on the porch of my next 
door neighbor, H arry Brock, discuss
ing matters in general. He asked me 
if I had read a certain article in the 
Tradesman and I had to admit that I 
did not take the paper. He expressed 
great surprise over my inadvertance, 
saying that he frequently found a single 
article in the Tradesman which was 
worth the price of the paper for a 
year.”

The greatest difficulty I experience 
in inducing good merchants to take 
the Tradesman is to get them started 
to reading it. When this object is a t
tained, it is almost impossible to drive 
them away from the Tradesman. 
Friends of the paper can do us and 
their neighbors a good turn by recom
mending the Tradesman to those mer
chants who are not now on our list.

Readers will observe that I use the 
term “good merchants” in the above 
paragraph. That is exactly what I 
mean. After living with the Trades
man forty-six years I have naturally 
become very fond of my creation and 
I dislike to see it on the desks of mer
chants who are not good merchandisers 
and who are destined for ultimate dis
aster because of that fact. It grieves 
me when I see a subscriber to the 
Tradesman knocking at the doors of 
the bankruptcy court, because I know 
he has not profited by the precepts I 
have endeavored to inculcate during 
the long period I have aimed to keep 
him on the straight and narrow path 
to prosperity and success.

E. A. Stowe.

Dissatisfaction can be healthy or un
healthy.
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SHOOTING SQUARE

Easy To Build Up Or Destroy Good 
Will.

Here is a complaint that I trust will 
prove interesting because it comes 
from the man way down the line—the 
customer—the fellow who finally pays 
all the bills if they are paid at all. 
Sometimes he doesn’t pay and then 
the stockholder pays.

This all has to do with a small boy 
who has grown in the last few years 
until he is no longer small but still is a 
boy and sees things in the boy’s light.

A few years ago, we—the good wife 
and myself—got this boy a little wagon 
for Christmas. It wasn’t an elaborate 
affair but it was a well built toy that 
he could haul his friends around in and 
be pulled in for a ride. It served its 
purpose in good shape, but like all 
good wagons after due time, got 
wobbly. One of the wheels gave away 
in the hub.

So I said to son, “Well, that can’t 
be fixed.”

“Yes it can, that wagon is guaran
teed. I t’s a good wagon.”

He went upstairs to his room and 
dug up a certificate of guarantee that 
came with the wagon. He read it to 
me.

“Now I am going to write them and 
tell them about it, and they will send 
me a new piece.”

'Such is the faith of a small boy.
The next morning he gave me a let

ter addressed to the firm that makes 
this kind of toy. I was interested to 
know what the result would be. Would 
this manufacturer tell the boy nothing 
doing or would he seize the opportun
ity to do some effective advertising.

In about a week the new part came.
Son immediately said, “W hat did I 

tell you, dad?”
That manufacturer was written in

delibly in the mind of this boy as a 
square shooter. It was good adver
tising.

The boy grew. This last Christmas 
we wanted to get him something es
pecially nice because we will not buy 
him toys many more Christmases.

We decided that he would like a 
wood turning lathe, saw and all the 
trimmings that go with it, run by an 
electric motor.

We bought a well advertised ma
chine, made by a well known manu
facturer, and got it through the local 
hardware dealer.

The machine came. The boy got it 
on Christmas and was tickled pink.

Fine. Then he set it up and got it 
running, only to find that it was not 
true. Son was terribly put out but he 
took it in good spirit. I was going to 
Dallas the next week and he asked me 
to take the faulty part to the factory 
branch house there and ask them to re
place it.

I took it to Dallas and carried it to 
the branch house. The man there 
agreed to send it into the factory for 
me. I told him that it was a new ma
chine and I did not want any of this 
pay the express charges stuff. It was 
the manufacturer’s fault and he should 
take care of it.

Nothing was heard from it for a 
couple of weeks. Finally I wrote the

branch and they wrote the factory. 
The part came. It came express 
charges collect, $1.34.

How much do you suppose that 
manufacturer spent in advertising to 
get son and me sold on his product? 
Ask him. I ’ll bet he will throw out 
his chest and tell you how many hun
dreds of thousands he is spending in 
advertising.

He made a customer out of us and 
now he sells his good will for $1.34, as 
far as we are concerned.

I just couldn’t believe that a big na
tional manufacturer would sell good 
customers so cheaply.

I wrote a letter directly to the presi
dent of the concern. I didn’t want 
any buck passing. Maybe I was wrong 
but I wanted to know the policy of 
this concern.

I got a nice letter back. It seemed 
that the president had a son and they 
had Christmas up in their part of the 
country and he knew just how the 

whole thing must have upset our young 
man. The letter was a fine disserta
tion along that line. It was a fine let
ter of condolence—perfect. But—

There must be matters of policy and 
laws laid down and it was wrong for 
me to handle this matter myself; I 
should have taken it to the dealer of 
whom I purchased it and got him to 
send it in and he would have paid the 
express.

The letter winds up with “again 
wishing to express my regret,” etc.

So far so good. I haven’t asked the 
dealer for the $1.34 and I am not going 
to because I have my money’s worth. 
This manufacturer sold me his real 
reputation at that price and I felt that 
I got a bargain because it just hap
pens that we need some wood work
ing machinery for our shop and, well, 
you see how I feel.

Now, from the merchant’s stand
point. While I don’t know for sure, 
I ’m fairly certain this manufacturer 
allows the retail dealer somewhere 
around 30 per cent, on this type of ma
chine. The dealer has to pay the 
freight out of this, take care of his 
cost of doing business and in the case 
of this manufacturer, pay the express 
on any bum goods sent him.

Well, let’s see about the profit this 
dealer can make on that long discount. 
The dealer cannot charge more than 
list because the resale price is adver
tised. According to the information 
gathered by the National Retail H ard
ware Association for 1927, the latest 
figures available, a dealer in a town of 
from 3.500 to 10,000 doing a business 
from $60,000 to $100,000, has a cost of 
doing business of 20.83 per cent.

Then the dealer from whom I pur
chased this machine must have a cost 
of about that amount. I asked the deal
er the amount of the freight bill on 
this item. He told me and I figured it 
was 4 per cent, of the sales price. So 
that brings the dealer’s cost on this 
item up to about 25 per cent. If the 
manufacturer gave him 30 per cent, he 
is still 5 per cent, to the good.

But, now I come in the store with 
part of the machine and tell him the 
manufacturer has not done a good job. 
He must ship it back to the factory.

The express company now gets part of 
that 5 per cent, profit—perhaps all of 
it.

Then they tell us that the retail mer
chant is the weakest link in the chain 
of distribution. Who could stay in 
business on that basis?

Now let’s see about the boy. He is 
thoroughly disgusted. When that boy 
gets through college he may be in a 
position to tell someone’ what machin
ery to buy. Will he advise this kind?

But this isn’t all. Boys talk over 
their problems and troubles with other 
boys. This boy is in a manual training 
class with thirty other boys. Reputa
tions are made and unmade by these 
boys.

If I were a manufacturer of things 
that had to do with boys I would do 
all I could to make every boy feel that 
I was shooting square with him. How 
different the attitude of the two manu
facturers this boy has had experiences 
with.

W hy should the manufacturer who 
sends out defective workmanship ex
pect the dealer who handles the goods 
to take care of the expense? It is the 
manufacturer’s fault, why not walk up 
and take his medicine like a man, make 
good and have the dealer as well as the 
customer feeling right about the situa
tion? Dan Scoates,

Sec’y Texas Hardware and Imple
ment Association.

While the Lion Roars.
Grandville, Aug. 20—The Hague 

conference still continues while the 
British lion has not ceased to roar. 
Like his actions with regard to Amer
ica and the curtailing of naval ships, 
the Briton cannot forget that he was 
once imagined to be ruler of the sea.

That time long since passed, and 
what was once a lion rampant is now 
a crouched and very docile beast, 
docile in reality, although in his own 
imagination still the boss of the world. 
Bosses are becoming obsolete both in 
business and politics, a fact which 
Briton’s lion may as well take into 
account right off the bat.

The world has failed to tremble 
when the lion roars. Even though the 
Russian bear has been dead and buried 
many years, it might be well for 
Britain as well as other European na
tions, to take cognizance of a crouched 
animal on this side of the Atlantic— 
the American grizzly who will have 
something to say when it comes to rul
ing the ocean.

Uncle Sam is a kindly old gentle
man, not a Shylock by any means, and 
has no thought of harming any peace
ably inclined nationality, either on sea 
or land. Britain, however, is the skele
ton at the feast, and seems intent on 
making mischief wherever possible.

Foreign occupation of Rhineland 
disturbs the sleep of all good Germans, 
and it is promised tyv those supposed 
to know that by Christmas the last 
foreign soldier will depart from the 
German border and the Rhine, the 
German Rhine, will again flow unvexed 
to its mouth.

.Happily America is not immediately 
concerned in thesp foreign complica
tions. We stand aloof, the only truly 
free giant nation of the world. Britain’s 
claim to the mastery of the sea faded 
out years ago and America will never 
consent to see it renewed. If Britain 
insists on keening and enlarging her 
r , vv Yankeeland will do the same. No 
underhand work will be permitted.

In settling German reparations Brit
ain hasn’t vet come to an understand
ing with her brother allies of the late 
world war, nor is she likely to stop

growling unless she gets the best of 
the bargain. America can sit calmlv 
between its two oceans and watch the 
wrangling nations.

In nearly all war settlements save 
those with America Britain has always 
demanded the lion’s share and usuallv 
got it. One wonders how mere agree
ments to keep the peace can be hoped 
to amount to anything when some little- 
irritating incident is likely to occur at 
any time and set all Europe bv the 
ears.

Peace at any price is not to be 
thought of in this wrangling world of 
ours. Germany did not hesitate to 
break the neutrality of Belgium, and 
Great Britain has never been a stickler 
for mere bargains in the past so whv 
may we expect her to be any better in 
the future?

Trust in God and keep your powder 
dry has been America’s motto which 
has stood, her in good stead in the past, 
and the present difficulties assailing 
the bargainers at the Hague serves as 
a warning to America to place her 
trust only in the strength of her armv 
and navy in the interest of future 
peace on land and sea.

W ar is undignified save when in de
fense of one’s country. All nations 
have not come to this conclusion, how
ever. As long as monarchs rule over 
governments just so long will the 
whim of one man often drive a nation 
to war. Germany is fortunate in hav
ing ridden herself of the Hohenzollern 
dynasty, and proclaimed a republic.

Being the best educated nationality 
in all Europe Germany can no doubt 
uphold a republican form of govern
ment. Not so with Russia which has 
the largest number of inhabitants and 
less general education than any other 
nation in Europe. Some day, when 
common schools dot the hills and vales 
of the Muscovite territory, that nation 
will assert her claim to superiority and 
never more be a hissing and a bv-word 
to all decent people.

The one word education has more 
magic in it than any other in the 
world. Educated Germany, even 
though ruled by a kaiser, made a tre
mendous battle for victory over the 
whole worlcL Had the silly old kaiser 
left America out of his plans of sub
jugation he might be ruling to-day as 
the sovereign of all Europe.

Plans of mice and men often go 
wrong. W hatever the settlement that 
may be brought about by this Hague 
conference one thing is plain and that 
is that world peace may be delayed 
for a time but no plans can be made 
that will assure lasting peace to the 
world. Too bad that it is so, yet there 
is no altering the decrees of nature and 
Nature’s God.

While the British lion roars the 
peace plot may be yet afar off. The 
old American grizzly sits pat and looks 
on wholly unconcerned as to the out
come.

Six powerful European nations, sit 
at the communion table at the Hague 
and pass compliments with now and 
then a sharp word of infelicity added. 
Good old Uncle Sam has enough local 
politics to occupy his time without 
bothering his brains over the pettv 
squabbles of, his inferiors.

And so the squabbles of the nations 
go on. W hatever may comp out of all 
this .cat-hauling is a matter of little 
moment to any of us, since even the 
best of agreements will fail of doing 
that which is hoped for. viz: keeping 
the peace of the world for all time.

While the Lion roars we may well 
heed only our own home affairs.

Old Timer.
Aspiration without perspiration 

brings vexation.

Plan for to-morrow—but plod to
day.
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RIGHT OF MERCHANT

To Use Sidewalk in Front of Business 
Premises.

As a general proposition of law, a 
merchant has the right to the tempor
ary use of the sidewalk in front of his 
premises for business purposes. This 
use, of course, being subject to com
pliance with ordinances and statutes 
regulating same, if such be in force in 
the locality where the business is 
situated.

However, in making use of a side
walk, a merchant should never over
look his possible liability in case of 
injury to innocent third persons caused 
thereby. For, if his use is shown to 
have been negligent, and injury re
sults, he may have a damage suit on 
his hands very difficult to defend.

ju s t what may amount to negligence 
in a case of this kind is hard to state, 
because each case of this character 
must of course be decided upon its 
facts and circumstances. But, as an 
illustration of the possible danger in 
failing to properly guard a sidewalk 
being used for business purposes, a re
cently decided case may be examined 
with profit.

In this case, a truck load of mer
chandise was delivered at a merchant’s 
place of business, and the driver was 
instructed to unload it upon the side
walk. The merchant had two side
walk elevators, but at the time it was 
impracticable to use them in lowering 
the goods into the basement, so the 
shipment was left near the elevators as 
unloaded.

The merchant’s store was located in 
a busy shopping district, and during 
the noon hour, when the sidewalks 
were crowded with people, the plaintiff 
while passing stumbled and fell over 
the goods. Plaintiff suffered a very 
serious injury by this fall, and there
after brought the instant action against 
the merchant.

In defense, the merchant set up that 
he had the right to make reasonable 
use of the sidewalk in receiving goods, 
and denied that he had been negligent. 
Further, the merchant took the posi
tion that, since the goods were in plain 
sight, the plaintiff had been negligent 
in falling over them, which should pre
vent a recovery for the injury received.

Upon the trial of the cause, the court 
left the questions raised to a jury, and 
the latter returned a judgment against 
the merchant in the sum of $3,000. 
From this the merchant appealed and 
the higher court in stating the general 
rule as to the right of a merchant to 
use the sidewalk for business purposes 
said:

“While it is true that an abutting 
owner on a street has the right to a 
temporary and reasonable use of the 
sidewalk in front of his premises for 
the reception of merchandise, the ques
tion of what is a temporary and rea
sonable use and the manner of its ex
ercise are questions of fact depending 
upon all the circumstances of the par
ticular case, to be determined by the 
jury under proper instructions.

“Here there was evidence to show 
that defendant (merchant) maintained 
two sidewalk elevators in front of the 
entrance—one of which was open at

the time of the accident. I t  also ap
pears that the street was a busy shop
ping district and the goods had re
mained on the sidewalk for over two 
hours. There was also evidence to 
show the manner in which the m er
chandise was arranged, its character, 
and the likelihood of its being seen and 
of pedestrians falling over it. These 
and all the other facts and circum
stances were proper for the jury to 
consider in determining the question of 
the reasonable and safe use of the 
sidewalk.

“It is claimed the evidence shows 
that plaintiff had at other times seen 
goods piled on the sidewalk, and at the 
time of the accident she was not look
ing where she was going, but was pay
ing attention to children and passers- 
by, near the center of the sidewalk.

“Plaintiff had a right to a safe side
walk; she also had a right to be where 
she was, and the mere fact that she 
failed to see the merchandise did not 
constitute contributory negligence on 
her part as a matter of law. There 
was evidence to show that the mer
chandise was of a low height and the 
same color as the sidewalk, which facts 
might account for lack of visibility. 
Mere abstraction on her part did not 
constitute contributory negligence. The 
judgment is affirmed.”

The foregoing case constitutes a 
valuable illustration of the importance 
of care when a merchant is using a 
sidewalk for business purposes. For, 
while he may have such right, if an 
innocent passerby is injured the mer
chant may be called upon to respond 
in damages, depending upon how a 
court or jury decide. In view of which, 
the employment of extra precautions, 
by way of a guard or otherwise, would 
seem well worth while when a side
walk was being used by a merchant 
either in receiving or sending out mer
chandise. Leslie Childs.

Reptile Suspenders Offered.
Belt and suspender manufacturers 

in preparing their holiday novelties 
have seized upon the reptile vogue in 
women’s wear for their inspiration. 
Sets are being shown featuring baby 
alligator leather for the belt and for 
the trimmings of the suspenders, the 
webbng of which is in alligator effect. 
In another instance python snakeskin 
is used. The belts are of the tongue 
buckle type which are said to be re
turning to consumer preference. Man
ufacturers are also playing up matched 
suspender and garter sets in holiday 
boxes. These are specially packed to 
retail at $2.50.

Blues Lead in Fall Shirts.
Apart from blues, no definite trend 

toward specific colors in men’s fall 
shirts has developed as yet. Buyers 
have been carefully selecting their 
ranges, in which fancy coloring and 
woven patterns show a gain over plain 
whites. In better grade merchandise 
the trend of buying favors collar to 
match instead of collar attached styles. 
The call for neckband numbers is 
slow. Collar features include long 
and short points and round versions. 
Specialty shirts in which there has 
been buying interest include the dickey 
bosom and pleated types.
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FINANCIAL
Review of Business Conditions in 

Michigan.
Although moderately curtailed by 

midsummer influences, business by 
and large during the past month con
tinued active. Much of the vigor 
which characterized industrial opera
tions during the first half of the year 
was still in evidence during recent 
weeks. Trade also was good.

The general level of both industry 
and trade continues above that of a 
year ago. Such barometers of the 
movement of goods into consumption 
as freight car loadings and bank clear
ings bear witness to that. The atten
tion of the business world is now 
being focused on credit and crops, the 
two influential factors that will largely 
determine the state of business for the 
remainder of 1929.

The most important and significant 
development in recent months was the 
advancing of the rediscount rate of the 
New York Federal Reserve Bank from 
5 per cent, to 6 per cent., accompanied 
by the lowering of the buying rate on 
bills from 5'-4 per cent, to 5% per cent. 
The announcement of the Reserve 
Board’s decision followed closely on 
the heels of the report that brokers’ 
loans, after eight consecutive weekly 
increases, and reached a new high level 
of $6,020,000,000. This long-threatened 
move which was wholly unexpected at 
the present time, was made primarily 
to stabilize money rates and secondar
ily to check the flow of credit into 
security speculation. Sufficient credit 
for the movement of crops and for 
the requirements of commercial bor
rowers for fall expansion is now as
sured. Easiness in the credit situation 
generally may not result from the 
Federal Reserve Board’s action, but 
it is a step in that direction.

Although the indicated yields of 
thirty-four important crops combijied, 
according to the Department of Agri
culture forecast as of Aug. 1, is 4.8 per 
cent, less than last year’s harvest and
1.4 per cent, below the average of the 
last ten years, the estimated value of 
those crops on the basis of Aug. 12 
prices is at least equal to the income 
received by American farmers for last 
year’s harvests. The larger income 
from a smaller yield is due principally 
to the recovery in prices for wheat 
and other grains. Viewed in the light 
of agricultural prosperity the outlook 
for fall trade is bright.

The iron and steel industry continues 
to make a most substantial contribu
tion to the country’s prosperity. Steel 
ingot production the opening week in 
August stood at 94 per cent, of ca
pacity as compared with 72^  per cent, 
last year. The strong support given 
to the business situation by the auto
motive industry was somewhat less 
during recent weeks. Building and en
gineering activity in July was 12 per 
cent, above June and 20 per cent, 
above July a year ago. I t is probable 
that this recovery in construction will 
prove to be merely temporary.

Business in Michigan, as reflected 
in reports from bankers and business 
executives in all sections of the State, 
is maintained at a high level for the

month of August. It is doubtful wheth
er commerce and industry in this State 
have ever experienced a more active 
summer. A few lines have slowed down 
to the normal seasonal pace, but num
erous other lines have contracted only 
slightly'. Radio production has turned 
upward. Paper mill operations re
cently' quickened, but the improvement 
was only' temporary. The industry 
is almost equally divided between the 
mills that are running normal and 
those that are operating below normal.

A firmer tone is evident in the furni
ture industry' and the outlook is for 
steady' improvement. The July furni
ture market was fairly satisfactory. 
Canning factories are well occupied. 
Furnace and stove manufacturers re
port an improvement in business dur
ing recent weeks and a better outlook 
for the latter half of the year. Paint, 
varnish, pharmaceutical and chemical 
output is holding at a satisfactory level. 
Business in the Upper Peninsula is in 
a healthy condition. All copper ami 
iron mines are working and lumber 
mill activity' is better than usual.

The chief source of strength in 
Michigan’s industrial situation is com
ing, of course, from its automotive 
plants. July production for the in
dustry amounted to 524,155 cars and 
trucks which was 42,589 units below 
the June output, but 106,843 vehicles 
above the number manufactured in 
July' a year ago.. Several companies 
bringing out new models arc now- 
working on heavy schedules. August 
production is expected to equal that 
for July and may exceed it. The in
dustry produced 3,835,000 units during 
the first seven months of this year 
and stands a good chance of reaching 
the five and one-half million mark by 
the end of the year.

Employment conditions throughout 
the State are highly satisfactory. In
dustrial employment is reported nor
mal in forty-four cities, increasing in 
13 and decreasing in 9. The Detroit 
employmient index, prepared by the 
Detroit Board of Commerce, stood at 
131 on August 1. as compared with 
128 on July 1 and 123.5 on August 1 
a year ago. The ford plants are now 
employing 117,326 workmen and the 
output is averaging 8,200 units daily'. 
Employment in Muskegon is at the 
highest peak in that city’s history.

Consumption of electricity by Mich
igan industries in July totaled 200.- 
048,355 kilowatt hours, a decrease of 
6 per cent, in comparison with June, 
but a gain of more than 8 per cent, in 
comparison with July a year ago.

Twenty principal cities in Michigan 
issued construction permits in July 
aggregating $17,895,064 in comparison 
with $16,813,985 in the previous month 
and $18,629,721 in July last year.

Bank debits in Detroit in July to 
taled $2,331,137,000 which was 5 per 
cent, above the debits for June, 1929, 
and 38 per cent, above those for July, 
1928. Savings deposits of Detroit 
banks and trust companies on Aug. 1 
amounted to $548,576,000 in compari
son with $518,922,000 on the same date 
in 1927, and $236,000,000 on Jan. 1, 
1922.

Michigan’s crop production will be 
9 per cent, less than that of 1928, ac-

The Measure of a Bank
The ability of any banking institution 
is measured by its good name, its financial 
resources and its physical equipment.

Judged by these standards we are proud 
of our bank. It has always been linked 
with the progress of its Community and 
its resources are more than adequate.

GRAND RAPIDS SAVINGS RANK
"The Hank W h en  You Foot A t  Homo”

16 CONVENIENT OFFICES

P h o n e  86729 \  g h t  P h o n e  22588
THE INVESTIGATING AND ADJUSTMENT CO., INC.

C O L L E C T O R S  A N D  IN S U R A N C E  A D JU S T E R S  
F ire  lo sses  in v e s t ig a te d  a n d  a d ju s te d . B onded  to  th e  S ta te  of M ich igan .

C o llec tions, C re d it C ounsel, A d ju s tm e n ts , In v e s tig a tio n s  
S u ite  407 H o u se m an  B u ild in g  G ra n d  R ap id s , M ich igan

^ ^ ^ A BANT THA T 
OTTERS EVERY SER 
V I C E  TO  T H E  M A N  
M H O  W AN TS TO  B E 
SOMEBODY _____

OLD KENT BANK
CA PITA L AND SU R PLU S, $4,000,000 

R ESO U RCES, $36,000,000

THREE DOWNTOWN OFFICES 
ELEVEN COMMUNITY BRANCHES
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cording to the forecast prepared by 
the Michigan Department of Agricul
ture. Higher prices for potatoes, 
fruits, wheat and other grains should 
offset decrease in this year’s harvests.

The volume of wholesale and retail 
sales is good. Retail trade, however, is 
quite spotty. Tourist trade has been 
heavy during the past month. Men’s 
furnishings and dry goods are making 
the best showing. Building supplies 
is the slowest line in wholesale trade. 
Retail collections are fair. Wholesale 
collections are fair to good.

Wayne W. Putnam,
Director Public Relations, Union 

Trust Co., Detroit.

Mergers Lower Instead of Raise Price 
to Public.

W hen Henry ford set forth his 
theory that electric juice should be 
supplied in increasing quantity at a 
decreasing cost in the interest of the 
power industry, and in the interest of 
general American prosperity, he ex
pounded no new philosophy.

Back over the years the history of 
the electric power and electric indus
try has been the supply of more and 
more electricity for less and less mon
ey. For a long time the average price 
of residential electric service has de
clined steadily. It is the best test of 
what may be expected from the merger 
movement within the industry. Each 
new combination of the power interests 
seems to excite some on the ground 
that the monopolistic tendencies will 
enable the industry to raise to the 
public the price of electric current. 
Yet the whole history of costs has 
been downward. No motive behind 
consolidation looms more important 
than a desire of the sponsors to reduce 
costs.

Reductions in the price of electric 
service to the public are not prompted 
by any philanthropic motive, but by a 
business-like recognition that the best 
way to increase consumption is to 
make the service cheap.

During the period when the cost of 
living was mounting from 1918 on the 
cost of residential electric service was 
persstently falling. From 8.3 cents per 
kilowatt hours in 1918 it dropped to 
7.S cents in 1920, and then progressive
ly to 6.55 cents in 1928. But as its 
reward for this far-sighted policy the 
industry has been able to sell more 
and more electricity. The average 
household used only 272 kilowatt hours 
per year in 1918. That figure had been 
increased to 339 kilowatt hours by 
1920. To 359 by 1922. To 378 by 1924. 
To 404 by 1926. And to 459 by 1928. 
That is to say in the ten-year period 
the amount of electrical current used 
in the average household in this coun
try  was increased nearly 70 per cent.

Matthew S. Sloan, newly elected 
president of the National Electric 
Light Association, says that it is 
“more than a coincidence that in every 
case I know of a reduction in domes
tic electric rates has been followed by 
increased use of service. There may 
be instances where this was not true, 
but they have not come to my atten
tion. I t  was true in Brooklyn under 
conditions which covered a series ctf 
reductions over a period of several

years. It has been true in up-State 
New York, in New England, in the 
Middle West, and on the Pacific Coast. 
These companies which show the 
highest annual domestic sales also 
show the lowest rates. We have, 
therefore, in the experience of our in
dustry, what may be accepted as a 
guiding principle in - stimulation of 
sales of service for domestic use. The 
way to increase such sales is to wisely 
and properly lower the domestic rates.” 

Paul Willard Garrett.
[Copyrighted, 1929.]

Credit Conditions Serious and Grow
ing Worse.

W ith its vast army of statisticians 
and economists Wall Street neverthe
less is quite often surprisingly ignor
ant of facts. This is particularly true 
of the present credit situation.

Stock market commitments, even 
important ones, are quite often based 
on loose talk of people with only half 
knowledge or those who have an ax 
to grind.

A large percentage of Wall Street 
traders believe that there is all the 
credit in the world available here and 
that when the Federal Reserve board 
talks of a lack of money for business 
and industry it does so with its tongue 
in its cheek. Almost any trader cher
ishes the belief that the money au
thorities have a personal grudge 
against him as an individual and that 
anything he can do to obstruct the 
Reserve board's operations is fair. The 
relationship between Wall Street and 
the Reserve Bank is not unlike school
boy and master.

According to the American Bankers 
Association Journal the credit situation 
really is serious. The current number 
says: “Money rates continue to rule 
abnormally high and while there are 
no fears that the banks will not have 
ample credit for financing ordinary 
business, crop moving and special de
mands incident to fall trade, the credit 
problem appears to be growing more 
serious.

“Gold has been attracted to America 
in large quantities by the high rates 
offered but its possible effect in ex 
panding bank credit has been offset by 
the action of the Reserve banks in 
making member banks take over the 
financing of acceptances.

“This has made it impossible to re
duce rediscounts to any appreciable 
extent, and no grounds can be dis
covered that warrant hope for cheap 
money for some months.”

The Journal says that “the demand 
io r  carrying stocks and taking up 
‘rights’ seems to be quite insatiable, in 
addition to which the public is hold
ing a much larger amount of the new 
paper currency in circulation than had 
been expected.”

Commenting on business conditions, 
this bankers’ magazine says that indus
trial production is going through the 
summer at the same high level that 
characterized the first half of the year, 
and the major industries, led by steel, 
automobiles and building, are running 
at a pace that promises to set many 
new high records for the full year.

F. J. W.
[Copyrighted, 1929.]
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Recent Changes in the Production of 
Movies.

Los Angeles, August 16—W hen I 
made my initial trip out here three 
years ago I was the bearer of a letter 
from our good friend, Charley Renner, 
of Riles and St. Joseph, which proved 
an open sesame to one of the movie 
studios. It is no longer possible to get 
into one of these institutions unless 
j'ou have a friend in court, but I have 
been clever enough to foster the ad
vantage 1 held at that time, with the 
result that 1 have a pretty fair knowl
edge as to how the “talkies” are pro
duced.

livery visitor now .to Los Angeles 
wants to sit in and listen, but very few 
enjoy the privilege, but it can’t be 
done, and 1 have been obliged to com
pete with Ananias in fabricating ex
cuses to my friends.

"1 he slightest «ound would spoil 
everything," is my likeliest alibi.

Rut the fact is that the talkies are 
not so hard to see, while in the mak
ing, as they are to watch. Most of 
them ire  more tiresome than listening 
to the braggadocia indulged in by 
amateur golf players. They are full of 
action like a game of chess and. of 
repetitions like a parrot.

The Fox studios at Fox Hill occupy 
more ground than many a thriving 
village, but at that there isn’t room 
enough there to. make airplane pic
tures. So the company recently leased 
a part of the “Lucky” Baldwin ranch 
near Sierra Madre, on which they 
have been working night and day on 
a war picture which calls for a lot of 
Hying and shooting. TJie spot is well 
olf the highway, reached bv a country 
lane rather than the popular Foothill 
Boulevard, but every night lately the 
surrounding roads have been blocked 
with automobiles and a  whole troupe 
of traffic officers has been on duty to 
prevent congestion. Qften the crowd 
lingers until midnight, feeling thrilled 
if three or four times in the whole 
evening it has heard war sirens and 
seen planes bombing some imaginary 
city, from a sky made brilliant with 
star shells and searchlights.

There is nothing but an ordinary 
barbed wire fence to restrain the 
crowds ajjd a good many people sneak 
through, but as a rule the throng is 
orderly. They find a sort of village, 
beyond which “set” are several crashed 
planes. On that field, at my last visit, 
the action centered. Around it on all 
sides were powerful lights and nearly 
everywhere one stepped on coils of 
electric wire as thick as ordinary gar
den hose. Lights, camera, microphone, 
all seemed connected by this heavy 
wire. Outside the scene on which 
these lights focused stood electricians, 
cameramen and actors awaiting their 
call. And crowding in with them were 
all sorts of town folks and travelers 
all curious to see what was happening. 
The company had chosen one of the 
quietest spots within reach, but the 
outsiders had beaten many paths to 
their very doors.

There was a principal director and 
several aides. An order given and 
mechanisms began to hum. “Quiet 
please,” someone shouted, and then 
the action and dialogue began. Half 
an hour had been spent in preparation, 
but the dialogue did not last one- 
tenth of that time. As a girl and a 
man talked a microphone swung above 
them on a movable arm which was so 
manipulated so that it caught every 
word. Then the director pointed out 
some flaws and it had to be all done 
over again.

Several hours later they were still 
doing it all over. Often as much as 
300,000 feet of film is used in making 
a picture in which less than 3,000 feet 
is used at its completion.

Of course that was all outdoor stuff, 
put on with much hurly-burly, with 
not the same degree of accuracy that 
is required in the studio proper. I

have watched Will Rogers and Irene 
Rich. The scene was the main salon 
of a chateau they had (supposedly) 
rented in Paris, and it was being 
shown to the tenants. They entered 
and walked across the room. She ex
claimed, “Isn’t it wonderful?” and he 
responded with -a laugh line and they 
proceeded up the grand staircase. Very 
simple conversation, one would say, 
but it took them many hours to do it 
to satisfy the director.

That huge room though, was like 
a regular stage with no audience %eats 
before it. Fully a dozen big “sun” 
lights poured light on the set, some 
from the sides, some from above— 
each apparently having an electrician 
or “juicer,” attached. Beside the 
camera sat the director and some ac
tors not then engaged, while in the 
gloom behind the lights lounged other 
actors, the "howling populace,” extras, 
stage carpenteres, gangs of electricians 
and the favored few, like myself, who 
had severally been admonished to keep 
quiet.” Now, this little scene, which 
would take up but a split second of 
time in the completed film, was taken, 
talked over, retaken, retalked and so 
on—while the watchers shifted from 
one foot to the other, perfectly in 
ignorance as to what had happened or 
what was going to happen.

W hen talkies were, first experiment
ed with half a dozen microphones were 
set about the stage, the sounds record
ed by them all being carried by wire 
to the "mixing room,” perhaps half 
a block away, where they were blend
ed. But any sound recorded may 
be brought up or down in volume just 
as you do it on your radio. Now only 
one movable microphone is used, 
swinging above the actors. Thus it is 
unnecessary for actors in talkies to 
speak as dramatically as they would 
be compelled to on the stage, and the 
lowness of the’»- voices often adds to 
the disillusionment of the uninitiated 
visitor.

But at that, many popular stars have 
had to content themselves with the 
silent screen, through lack of educa
tion, or difficulties in articulation. 
Adolphe Menjou, easily one of the 
most popular artists on the silent 
screen, was a flat failure in the talkies.

Quite likejy the studio folks hedge 
the talkies with much se.cretiveness 
for purely stage effect, and they don’t 
care to have too many of their pros
pective patrons to become wise to the 
game, as it were. But they are giving 
their activities a touch of patient care, 
in order that the public may receive 
a full measure of satisfaction, in view-, 
ing the results of their labors. They 
are making iniprovements daily, and 
the results are simplv marvelous. In 
one year they expect to entirely sup
plant the “silent” with the “talkie.” 
The cost has been enormous. The 
extraordinary outlay has been many 
times that invested in any other Ameri
can industry. When it comes to mak
ing improvements in their output, they 
are not in the least niggardly in tossing 
out their dollars. Of course, they will 
get it all back, if a major portion of 
their products stand the acid test.

But this article is really written for 
the benefit of several of my friends, 
who, while sojourning in California, 
have asked me for tips as to the meth
ods to be used in securing entree to 
studios. It just naturally cannot be 
done, and even if it could, it is hardly 
worth the while. One can get no more 
idea as to what a talkie is going to de
velop into by watching it in the making 
“listening in,” I would call it. You 
could use up your vacation, wear out 
much shoe leather, and then, as the old 
saying goes: “You can’t tell from the 
looks of a toad how far he can jump.”

Some of us older boys, and maybe 
girls, will read with a choking sensa
tion in the throat of the passing of

the Youths Companion. It is just an
other of the old friends lost. They 
seem to go, one by one. But the 
memories still remain, thank God. 
W hat heroes came into the lives of 
boys and girls, two generations ago, 
with the weekly issues of their very 
own paper. W ith what impatience we 
all awaited its coming. The Youths’ 
Companion was an institution unto 
itself. But it had grown old and the 
tastes of modern youth did not de
mand the particular type of literary 
effort which had made it so popular 
in the past. I remember calling upon 
the Perry Mason Co., its publisher for 
a lifetime in Boston, upon a business 
mission, a quarter of a century ago 
and meeting veterans in the service, 
now gone to their reward. It was al
most like a re-union. In its day, there 
passed in review contributors such as 
Lucy Larcom, Edward Everett Hale, 
Oliver Optic and that old time veteran 
of the civil war, Captain (afterward 
General) Chas. King. But having 
passed the century mark, it could 
hardly be expected to keep up the pace 
of the sophisticated young of the later 
ages. It was like Old Do_bbin being 
supplanted by the gas buggy. And so 
it has been merged with something 
else and its identity lost. But so long 
as there are still boys and girls left 
over from the nineteenth century, they 
may still be pardoned if they give a 
sigh over the passing of that famous 
little ‘boys’ own” weekly, which made 
you feel so sporty and of so much im
portance when the postmaster handed 
it out to you weekly.

Frank S. Verbeck.

School Shoe Orders Increase.
Growing demand for children’s foot

wear for school use is one of the cur
rent features of business being done in 
the local shoe trade. W ith labor day 
less than two weeks off, retailers are 
realizing that a longer delay will mean 
loss of business for them and are act
ing accordingly. A feature of the busi
ness is the number of semi-novelties 
the dealers are taking in girls’ school 
shoes. Retailers are also giving more 
attention to women’s fall footwear as 
the vacation season draws to a close. 
In the men’s field, tans and blacks 
stand out, with the latter reported 
stronger than usual. Just how well 
blue shoes will take still seems to be 
a question.

Competition in Men’s Formal Wear.
Entrance of more manufacturers in

to the men’s evening wear field has 
increased competition. Consumer de
mand for formal garments has gained 
somewhat, but the average business is 
about holding steady. Tuxedos con
tinue popular and at the moment are 
outselling other types for immediate 
or nearby delivery. The belief con- 
tinutes in the trade, however, that a 
distinct revival of full dress ■ garments 
is in prospect, with the tail coat due 
for greater favor. While some inter
est has developed in blue evening 
clothes, the supremacy of black con
tinues.

Holiday Cards Well Ordered.
Estimates are that about 75 per 

cent, of the business in Christmas 
greeting cards has now been placed. 
Considerable success is reported with 
the wholesaling of boxed cards to re
tail at $1. These boxes contain an 
assortment of twenty-one cards. T rad
ing up is noted in the better call for 
cards to retail from 10 cents to a

quarter. Included in these ranges are 
wood cuts, etchings and parchment 
types. A novelty that has taken well 
is the “wood” Christmas card, which 
features engraving on two-ply veneer 
wood. Modernistic designs have met 
with fair reception.

A Scotch merchant was given a 10- 
cent (retail) cigar by a salesman. A 
year later, visiting Scotty again, the 
salesman was surprised that he should 
be remembered so enthusiastically, and 
so expressed himself. “Yes, I re
member you verra well,” said Scotty. 
“You gave me a cigar—’twas a gr-rand 
smoke. Why, even n o w 'I take a puff 
or two on it on the Sabbath.”

INVESTMENT
SECURITIES
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MUTUAL FIRE INSURANCE
On the Other Foot.

Under the above caption the United 
States Review, of Philadelphia, dis
cusses the Erie school board case re
cently decided by the Supreme Court 
of Pennsylvania, in the following edi
torial :

“The Supreme Court of Pennsyl
vania in a decision just handed down 
in the Erie school case has reversed 
the opinion of the lower court, ruling 
that the act of the legislature author
izing cities and municipalities to make 
contracts for insurance on public prop
erty in mutual fire insurance companies 
valid, and that in so doing there has 
not been any loaning of credit on the 
part of the city, and therefore no viola
tion of the constitutional provisions of 
the State.

In the lower court Judge Hirt had 
ruled that by the terms of the policy 
the insured became a member of the 
mutual corporation, and to the limit 
of his liability “loans its credit to the 
company.” The high court completely 
upsets this doctrine, and asserts that 
instead of loaning credit the member 
of a mutual company “is, in effect, 
loaned credit as to a possible future 
demand by the company.” Referring 
to this angle of the case, the Supreme 
Court, in its decision, states:

Taking of insurance in a mutual 
company with limited liability is not 
within the inhibition, for the district 
does not become strictly a stockholder, 
nor is it loaning its credit. It agrees 
to pay a fixed sum, and can be called 
upon for the total only in case of some 
unusual catastrophe causing great loss. 
Until this contingency arises it is re
quired to advance but a small portion 
of the maximum, and is, in effect, 
loaned credit as to a possible future 
demand by the company for the bal
ance which may become payable. By 
the terms of the policy the district did 
not assume responsibility for losses of 
others insured, except as to a named 
and limited amount.

Some underwriters doubtless will 
find it difficult to reconcile this line of 
reasoning with the fundamental prin
ciples of insurance. The accepted 
theory has been that the insured agrees 
to pay a certain sum for his protec
tion, and more, if necessary. The 
covenant to pay more, if it is needed, 
obviously constitutes an additional 
guarantee or obligation or promise to 
pay, or else it is worthless. If the 
contingent liability of a member of a 
mutual company is acknowledged; if 
the member assumes responsibility for 
losses of others even to a limited 
amount, it establishes the fact that 
there does exist something in the na
ture of an understanding or agreement 
to help pay unexpectedly heavy losses 
if they do occur, whatever it may be 
called.

It is a common practice of the stock 
insurance companies to secure protec
tion against excessively heavy losses, 
but in doing so the company finds it 
must pay someone to assume this loss 
contingency, because it is a real liabil

ity for the other fellow, not to be light
ly spoken of.

Theoretically, the stock companies 
put up abundant capital funds as a 
guarantee of security and the mutual 
companies, in lieu of such capital guar
antee, secure from policyholders a con
tingent (or assessment) liability for 
unprecedented losses. The lower court 
interpreted this covenant as a loaning 
of credit. But in whatever way it can 
now be more fittingly described in the 
English language, and notwithstand
ing that in theory and reality a con
tingent liability exists, the Supreme 
Court says that, so far as it can be 
construed in connection with the con
stitutional provisions set forth in the 
Act of 1925, is not a loaning of credit. 
So this question is adjudicated for the 
Commonwealth of Pennsylvania. But 
in this victory for mutual insurance 
the high court appears to involve the 
status of the contingent liability of .i 
member to the point that it is per
plexing to try to understand what it 
means. As it now stands the shoe is 
on the other foot, and the insurance 
company loans its credit to the policy
holder.”

It seems “A man convinced against 
his will is of" the same opinion still."

Initialed Paper Regains Favor.
A marked revival of interest in ini

tialed stationery for the fall and hol
iday period is noted. Bordered paper 
with borders up to an inch is also gain
ing in favor. While white stationery 
still leads from a volume standpoint, 
sales of fancy colored papers and high
er gloss have taken a strong spurt, 
one of the latest shades being egg
shell. Boxed merchandise is being 
strongly stressed for the holidays, the 
boxes being of a high novelty type. 
Envelopes in many instances are lined. 
While orders placed are said to be 
ahead of last year, confirmations have 
been coming in slowly.

Brigham Young, Retailer.
In the controversy (if there is a con

troversy) over who was the originator 
of the department store idea John 
Wanamaker has a rival in Brigham 
Young. The Zion’s Co-operative Mer
cantile Institution in Salt Lake City 
was established by Brigham Young in 
1868. It employs 1,000 people and 
does an annual business of more than 
$12,000,000—no small amount for a 
city of 140,000 people. It is not ex
ceptional for people to come 600 miles 
or more, from virtually every section 
of Wyoming, Idaho, Utah, Nevada 
and other states, to shop there.

Saturday Sample Days Boost Sales.
John Topp, grocer, collected sam

ples from manufacturers until he had 
enough to fill 1,500 baskets with twen
ty-five samples in each. Then he ad
vertised that on Saturday, with every 
$2 cash purchase he would give away 
a basket with twenty-five samples in 
it.

On Saturday, Sample Day, as Mr. 
Topp called it, more than 1,200 bas
kets went out, bringing in over $2,400 
in cash, in addition to other business 
which was attracted to the store.

S & àtam ìi SANITARY HANDY PACKAGES
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GRAND RAPIDS TIMES.

Meteoric Career Marked By Interne
cine Strife.

When the writer of this bit of news
paper history came to Grand Rapids 
to reside on Aug. 19, 1865, C. C. Sex
ton was employed as city editor of the 
Eagle. He was in the 'middle period 
of his life with a wife and five or six 
children to support. The salary paid 
him by the Eagle did not permit riot
ous living. Turkey and champagne 
were strangers to his table. It was 
reported that he had been engaged in 
selling merchandise before he took up 
newspaper work; that his efforts to 
sell socks, hoop skirts, colicos, hand
kerchiefs and other things that Adam 
and his comely wife, Eve, never pos
sessed, had not been substantially re
warded. Mr. Sexton was a capable 
gatherer of news, which he served to 
readers in a manner that pleased them. 
He had a kindly, witty style, which he 
expressed in homely terms. L. J. 
Bates was the managing editor of the 
Eagle in 1865. Air. Sexton admired 
Air. Bates and their shop relations 
were harmonious. A. D. Gordon, for
merly a resident of Grand Rapids, who 
had decided to commence the publica
tion of a magazine in Chicago, induced 
Bates to accept the editorial chair in his 
print shop. Albert Baxter who had serv
ed the Eagle in an editorial capacity 
in years agone, was recalled to fill the 
position Bates had vacated. Air. Sex
ton disliked „Baxter and refused to 
work under his direction. Gorden of
fered him a position in Chicago, which 
he accepted. Gordon's magazine was 
not well received. A few months after 
the initial number had been placed be
fore a non-admiring, unappreciative 
and repellant world, Gordon put up 
the blind, locked the door of his shop, 
threw away the key and disappeared. 
Bates found employment in the editor
ial department of the Detroit Post un
der the management of the soldier and 
statesman, Carl Schurz. The Post, a 
daily newspaper, was sponsored by 
Senator Chandler and a coterie of 
politicians, in opposition to the Trib
une of that city, then owned by James 
E. Scripps, W. S. George and others 
who did not like Chandler nor his ways 
as a politician.

Air. Sexton returned to Grand Rap
ids, purchased an interest, with the 
aid of friends, in the Daily Democrat, 
and assumed the task of supplying its 
city department with news, posting 
the books of the firm of Clark & Sex
ton, and collecting the subscriptions 
from local readers. In those various 
occupations he was successful. Clark 
and Sexton were uncongenial, radical
ly different in political bias and of di
vergent views as to policies that were 
to be pursued in the conduct of the 
paper. A separation was inevitable 
and Clark became the sole owner of 
the Democrat in 1870. Friends of Air. 
Sexton aided him with the means need
ed to purchase an outfit and commence 
the publication of the Times, a daily 
newspaper. The Times floundered 
along three or four years under Sex
ton’s management. Tarbox, Hender
son & Gage bought the property. The 
partners disagreed from the beginning.

Don C. Henderson was a radical Re
publican—one of that class who would 
“hang Jeff on a Sour Apple Tree.” AI. 
W. Tarbox and Geo. W. Gage were 
Democrats. Henderson had been an 
editorial writer for the New York 
Tribune, owned by the noted journalist, 
Horace Greeley, before he came to 
Alichigan and purchased a newspaper 
at Allegan. Henderson demanded the 
right to express his political opinions 
unhampered. Tarbox and Gage would 
not concede to such a right. Hender
son’s penmanship was illegible. Com
positors would study Henderson’s 
seemingly unsolvable pen tracks an 
hour before time was called to com
mence work in the composing room. 
Finally they rebelled and refused ab
solutely to study any longer Hender
son’s Japanese puzzles, so to speak. 
Henderson then sold his interest in the 
publication to Tarbox and returned to 
Allegan. Gage and Tarbox quarreled 
constantly. Each held radically diver
gent opinions as to the editorial policy 
of the Times, which neither would 
yield. Tarbox wrote an article for the 
paper one night that enraged Gage so 
greatly that he went to the press room 
early one morning and pied the forms 
from which the paper was to be print
ed. Type rules and lockup devices 
were scattered over the floor. On the 
following day the partners met in the 
corridor of the hotel Morton. Gage 
was an expert boxer and he proposed 
to humiliate Tarbox and satisfy his 
own hatred by “knocking his block 
off.” Tarbox, armed with a revolver, 
met his opponent fearlessly. A badly 
aimed bullet over Gage's shoulder 
served to summon the hotel porters, 
who disarmed Tarbox. Gage was 
ready and anxious to sell his inteerst 
in the Times after his encounter with 
his partner. Tarbox, backed by 
Franklin D. Wallen, an uncle, pur
chased it. and continued the publica
tion of the paper five years with mod
erate success. Tarbox moved to 
Galveston, Texas ,and found employ
ment in the editorial department of a 
newspaper. While so engaged he met 
many ex-confederate soldiers with 
whom he fraternized. He had served 
the union as a soldier (1861-5) and 
naturally sought the companionship of 
men who had borne arms in warfare. 
An ex-rebel colonel appeared at a ball 
given by the social five hundred, with 
a big navy revolver strapped under his 
coat-tails. During one of the dances, 
the gun became loose and fell upon the 
floor. Ladies were alarmed. Men 
were anxious to learn what might be 
expected to follow. A few nights 
later Tarbox and the colonel met at 
a place of convival enjoyment. Dur
ing the conversation that ensued each 
related their experiences and incidents 
of the war between the states. Finally 
the colonel recalled a day when he 
claimed to have been remarkably brave 
—how he had been a destructive 
agent against the d— d Yankees. T ar
box resented the statement of his 
companion. Conviviality had served to 
overheat the blood of both. Tarbox 
remarked: “Oh yes, you are a d— d 
brave man. And yet you did not dare 
go to a ball unarmed. You had a big 
gun strapped to your hips, with which

you intended to defend yourself should 
a lady playfully pull your nose.”

The colonel became very angry. 
Nothing less than Tarbox’s blood 
would appease that anger. He prompt
ly challenged Tarbox to meet him on 
the field of honor, so-called. Tarbox 
accepted the challenge and named re
volvers as the weapons to be fired at 
ten paces. One bright morning, a few 
days later, the opponents met in a 
secluded spot, attended by seconds, 
surgeons and the usual retinue thai 
were employed for such occasions. 
Shots were exchanged without injury 
to either. After which the colonel ex
pressed himself as satisfied. The pair 
later became warm friends. A few 
years later Tarbox returned to Michi
gan, located at Jackson, purchased a 
weekly newspaper and published it a 
score of years. He died two years 
ago.

Nathan Church was the son of a 
wealthy ship owner of Boston, whose 
ships navigated the waters of the whole 
world. Nathan was given every ad
vantage that wealth could provide. An 
education and opportunities for visit
ing many countries of Europe and the 
Occident on his father’s ships the 
young man accepted. He became a 
well informed citizen of the world. 
Time came when his over-indulgent 
parents decided that Nathan should 
enter upon *a business career. The 
young man imagined that he would 
like to be a dry goods merchant. The 
firm of Church & Beaudry was formed 
and Grand Haven, Michigan, was 
selected as the base of operation. Sell
ing needles, pins, buttons, thread and 
piece goods soon became distasteful 
to Nathan. He had roamed unfettered 
and without guidance throughout the 
world and life in a small town and 
employment in an inconspicuous dry 
goods store became irksome and later 
unbearable.

Henry S. Clubb owned and publish
ed a weekly newspaper in the village. 

.H e had been a minister of the gospel 
and desired to return to the pulpit. 
His newspaper was offered for sale. 
Nathan purchased it, after retiring 
from the firm of Church & Beaudry. 
A year or two later he learned that 
the Grand Rapids Times had been 
placed on the market by the owner, 
Afyron W. Tarbox. Church decided 
to look for an angel and purchase the 
paper. An angel was found in the per
son of Governeur B. Rathbun, a pros
perous farmer living on Robinson road, 
opposite Fisk Lake. The Rathbun 
farm is now owned and occupied by 
Edward Lowe and wife. Rathbun re
sided in a commodious brick house, 
with ample barns and relative build
ings of convenience. He was liberal 
in his treatm ent of an excellent wife 
and son, but mighty stingy with him
self. The hat he wore was manufac
tured in Philadelphia in 1812. It had 
covered the domes of several genera
tions of Rathbuns. His top coat, like 
that of the lamented ancient Grimes, 
of an old song, covered the tops of 
his shoes. It was “all buttoned down 
before.” likewise it resembled the 
coat of Joseph of ancient times. It 
proclaimed many colors. Comedians 
Arlington, Benedict, Price and other

noted exponents of black minstrelsy 
offered Rathbun generous sums for the 
coat. It would be used as a part of a 
comic wardrobe. Rathbun had worn 
it many years and refused to sell it. 
Rathbun’s whole apparel was in ktep- 
ing with his overcoat and hai.

As an extra inducement to Rathbun 
to open his well stuffed wallet Church 
stated that an investment in the Times 
would be recognized by the theaters, 
the state and county fair associations, 
the managers of horse races and of the 
railroads. He would be given free 
passes to all such entertainments and 
privileges as he might desire.

It was said that Rathbun had never 
been outside of Kent county and the 
suggestion that he might ride on a 
railroad train without paying a cent 
for the privilege appealed to him 
strongly. Rathbun produced the green
backs needed and the Times became 
the property of Church & Rathbun 
under the management of the former. 
The publication of Church’s newspaper 
at Grand Haven was suspended and 
the printing outfit was moved to Grand 
Rapids and consolidated with that of 
the Times.

Theodore M. Carpenter, an educated 
printer, experienced in journalism and 
Alfred B. T ozer, a trained newspaper 
man, were engaged to assist Church in 
the editorial department of the paper. 
A book-keeper, two solicitors and a 
circulator handled the details of the 
business. Church decided to be a free 
lance. He would express his opinions 
through the columns of the Times as 
fancy or prejudice dictated. He gave 
especial attention to the amusements 
presented by the theaters from time to 
time. His criticisms were unsympa
thetic. Sarcasm, irony and ridicule 
dominated his thoughts. The Times 
had never been a money maker for its 
several owners. Church managed to 
keep it alive and going. His benevo
lent father’s check came to Nathan’s 
hand quite frequently.

Church disliked certain politicians 
and office holders. Among those upon 
whom he showered abuse through the 
columns of the Times was United 
States Senator Zachariah Chandler. In 
the mind of the editor, Chandler was 
the embodiment of indecency and dis
order. Chandler died in 1879 in Chi
cago. On entering his office on the 
morning following the death of the 
Senator, Church remarked to Mr. Car
penter: “You know my opinion of 
Zachariah Chandler. His death has 
not changed that opinion. Make him 
the subject of an editorial.”

Carpenter, following the instructions 
of his chief, wrote an editorial that 
caused a sensation throughout the 
State, if not the Nation. “Zach Chand
ler is dead. Thank God.” The open
ing sentence serves to indicate the tone 
of the article. Six hundred of the 
twelve hundred readers of the Times 
ordered its delivery discontinued at 
once. More than one-half of the ad
vertisements contained in its pages 
were ordered out. The editorial gave 
the Times its death blow. Attempts 
were made to calm the indignation of 
patrons. Editors were ordered to 
write communications addressed to the 
Times to justify the publication of the
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editorial. Mr. Carpenter signed his 
communication, “Pro Bono Publico.” 
Mr. Church used, “Veritas.” Mr. 
Tozer, “A Rational Republican” and 
other contributors in the employ of 
the firm affixed such names as they 
deemed fit for the occasion.

Advertisements were not renewed. 
Readers transferred subscriptions to 
the Eagle or the Democrat. The firm 
owed makers of print paper, who took 
over the printing outfit in settlement 
of their claims. The Times was dead. 
Its almost worthless assets were ac
quired by the Democrat.

A rthur 'Scott White.

Wafted Down From Grand Traverse 
Bay.

“Too much salt is used in the foods 
prepared by cooks in many hotels,” 
remarked a veteran traveling sales
man. Successful caterers use very 
little salt. Shakers filled with pepper 
and salt are placed on the dining room 
tables where guests may use as much 
or as little as they please.” ’

Droughts and heat have injured 
crops in many sections of the State. 
1 he yield of potatoes, corn and oats 
will be much smaller than the grower*, 
gathered last year. In the Traverse 
region, however, no complaints are 
heard. 1 he potato fields will, undoubt
edly, produce a full crop. Corn never 
has been more promising. Farmers 
are harvesting full crops of wheat. 
Not much of that cereal is grown in 
this section, however.

W ith scarcely an exception, mer
chants of this city are making efforts 
to clear stocks of summer merchan
dise. Price cuts are printed in the 
one newspaper published here in large 
figures. Chain stores patronize the 
paper liberally and the owners, sev
eral of whom are residents of Battle 
Creek, are working overtime on the 
income resulting from the large vol
ume of advertising which crowds their 
pages. Charley French, who is thor
oughly informed in regard to the busi
ness transacted by small town dailies 
of this State, says the local paper is 
“a veritable gold mine.” All classes 
of business, from the least to the 
most important, are represented in the 
columns of the daily.

“Gil” Daane, President of the Grand 
Rapids Savings Bank, owns a beau
tiful colonial house of commodious 
dimensions at Kewadin on Elk Lake. 
The grounds and surroundings are un
usually attractive and the view of the 
beautiful lake is a superb one. The 
Daanes have entertained many friends 
from Grand Rapids this season.

Hotel Me-gu-see, on Elk Lake, is 
owned by William Muller, of Grand 
Rapids. Mrs. Muller, a daughter of 
Henry Sprik, also of Grand Rapids, 
is a charming hostess. Several cot
tages, well groomed grounds in a nat
ural state, and views of a large ex
panse of Elk Lake, make the Muller 
place a delightful resort for weary and 
feeble humanity.

So great has been the demand for

fresh fruits and vegetables that grow
ers have been tempted to gather and 
place on sale a great amouni of un
ripe or undeveloped vegetation. Con
sumers have been imposed upon great
ly by the producers of and dealers in 
the stuff. Prices are and have been, 
since the opening of the resort season, 
abnormally high. Unripe cantaloupes 
are shipped into this section from 
points within and beyond the limits 
of the State. Seemingly there are no 
means available to the unfortunate 
consumers to protect his health and 
his purse from such illegitimate dealers.

The National Orchestra and Band 
has folded its drums, its big bass 
tubas and screaming clarinets and 
scattered itself over the country from 
Hawaii to Porto Rico and from Maine 
to Los Angeles. The young people 
who composed the organization who 
may never meet again departed with 
remembrances of glorious days hap
pily spent at the camp at Interlochen.

Arthur Scott White.

What Is Retail Selling?
Selling is the last step in a long 

process leading to one main objective 
—the placing of a commodity in the 
hands of a purchaser. The various 
agencies which exist for the further
ance of this end reach their climax in 
a sale, and upon the salesman rests the 
responsibility of bringing to a suc
cessful termination the efforts of the 
many whose labor has contributed in 
one way or another to the finished 
piece of merchandise that is placed be
fore a customer. That the sale is often 
unsuccessful from the point of view of 
both store and customer is too well 
known, too familiar an experience, to 
need comment. The mediocre, unen
lightened work of the average sales
person results in an economic waste 
which, if fully understood, would be a 
matter of as much concern to the com
munity at large as it now is to the 
merchant.

W e look to the schools for the solu
tion of the problem of ineffectual sell
ing, for the schools can give the edu

cative preparation for store work that 
is so greatly needed. Retail selling, as 
a subject, has a legitimate place in 
the school curriculum because of its 
far-reaching educational possibilities. 
It borders on such major fields of 
knowledge as art, science, mathema
tics, and language; commerce and 
manufacture; history, sociology, eco
nomics, and psychology. Personality 
and character are developed through 
it; appreciation is quickened; interests 
are broadened. Few subjects touch 
life at more points.

Helen Rich Norton.

Home Missions.
“W on’t you give a shilling to the 

Lord?” said a Salvation Army lassie 
to an old Scotchman.

“How auld are ye. lassie?” he en
quired.

“Nineteen, sir.”
“Ah, week I ’m past seventy-five. 

I’ll be seein’ Him afore you, so I'll 
hand it to Him mysel.”

“43%
M ORE

BU SIN ESS

YU say this floor 
display pulls!v

MU. L O U IS  F. M IL L E R

■ HINK of it! Mr. Louis F. M iller increased his P o st’s Bran F lakes business 43 p er cent w hen 
he set up this self-service floor d isplay  in his big store in P o rt C hester, N. Y.

G e t your P o st’s B ran F lakes floor d isplay  to  sell for you. It is easily m ade out of a Post s Bran 
F lakes case carton— ask our salesm an to  show  you how. This striking sales-help will act as a 
sales-clincher fo r the  m illions of P ost’s Bran F lakes advertisem ents th a t a re  stirring up business in your 
com m unity  this sum m er. Full color pages in T he Satu rday  Evening P ost and  seven leading w om en s 
m agazines! A nd  give these effective b ran  flakes a trial yourself. F ind out for yourself how  de
licious they are!

PO STS BRAN FLAKES
(C ) 1929, P . Co., Inc . WITH OTHER PARTS OF WHEAT
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DRY GOODS
M ichigan  R eta il D ry  G oods A ssocia tion . 

P r e s id e n t—F . H . N issly , Y psilan tl.
F i r s t  V ic e -P re s id e n t — G. E . M artin .

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

H a rb o r  B each .
S e c re ta ry -T re a s u re r  — J o h n  R ichey .

C h a rlo tte .
M a n ag e r—J a s o n  E . H am m o n d . L a n sin g .

New Dress Lines To Stress New 
Mode.

Advance indications on the new 
dress lines to be presented within a 
week point to raised waistlines and 
decidedly longer skirts, with concen
trated fullness at the bottom, accord
ing to the market report prepared for 
the Tradesman by noted authority. 
Much attention, the report adds, is 
being given to details of the sleeve. 
Laces look very promising for evening 
gowns. Incoming buyers confirm the 
popularity of transparent velvet, as 
well as Canton crepe suits.

“Retailers,” the report continues, 
“are urging immediate delivery on vel
vets they have on order, especially 
transparent and all-silk chiffons in 
black, brown, blue, wine and green. 
The outstanding street shade is brown, 
which is not easily obtained. There 
has been considerable activity during 
the week in lower price printed trans
parent velvets.

“So far Canton crepes are popular 
in silks, color preference being accord
ed black, all shades of brown, blue, 
wine, green and also light tan and egg
shell. Satin crepes are in very good 
demand in street and pastel shades in 
qualities to retail at $1.95 and $2.95. 
Reports indicate that flat crepe retail
ing at $1.39 to $2.49 is the outstanding 
item in the silk department. Retailers 
are showing much interest in new 
tweed suitings and coatings.

“Blouses have attained a position of 
importance with the popularity of the 
ensemble and jacket outfit. Satins and 
crepes are favored in the new types 
which are featured by new neckline, 
sleeve treatments and dressmaker 
touches.

“Reorders are being placed on wom
en’s flannel robes. Quilted robes have 
become so popular that manufactur
ers have created popular price lines. 
Three-piece pajama ensembles are still 
stressed, with the tuck-in blouse the 
popular type. Rouge is a new ^and 
popular color in the merchandise.” 

“Some genuine stone jewelry^ has 
been developed at the popular price of 
$2.95. While carnelian and chrys- 
oprase are outstanding, real onyx is 
favorably regarded. For evening wear 
rhinestone jewelry is featured in de
butante styles in a great variety of 
chokers and drape necklaces to retail 
at $2.95 to $4.95.

“ I n c o m in g  b u y e r s  o f  m e n  s  a n d  
b o y s ’ c lo th in g  a n d  f u r n is h in g s  r e p o r t  
s to c k s  in  n o r m a l  c o n d i t io n .  B u s in e s s  
is  f a i r  a n d  a n  e x c e p tio n a l ly  g o o d  fa ll 
a n d  h o lid a y  tu r n o v e r  is  a n t ic ip a te d .  
S u b s t a n t i a l  o r d e r s  a r e  b e in g  p la c e d  fo r  
r o b e s ,  s h i r t s ,  n e c k w e a r  a n d  c lo th in g .”

Blouses For the Fall Wardobe.
Blouses are expected to figure large

ly in the wardrobes of this fall. No 
longer do they merely complement a 
costume. In fact, with the new dress 
styles they are often the leading item. 
Three models are expected to have a

vogue, one for wear with the sep
arate skirt, another to go with the 
cardigan type of suit and the third 
the regular suit blouse, which is much 
on the order of a dress. The middle 
types, of course, are still with us, with 
new details that lend a more feminine 
note and yet do not sacrifice prac
ticality.

A blouse for wear with separate 
skirts or simple two-piece suits comes 
with a new collar, which is about four 
inches wide and rolls over. The ends 
are cut straight and where they would 
ordinarily meet there is a space that 
is filled in with a perky bow-tie of the 
material. The opening is in front, made 
wiwth a box pleat with pearl buttons. 
The edges of the pleat are left un
stitched, giving a soft effect. This 
blouse is semi-fitted under the arms 
and may be worn either inside the 
skirt or outsde. The sleeves are short, 
in fact well above the elbows, and are 
cut in one with the yoke. If desired, 
this same model is offered with long 
sleeves and a different yoke treatment.

Yteb’s famous blouse with round, 
flat neckline is copied in silk, linen, 
broadcloth and jersey. I t opens half 
way down the front and may be had 
with either long or short sleeves. I t  
is worn as a tuck-in model or as a 
jumper.

The cardigan sailor blouse is ex
pected to strike the fancy of college 
girls. I t  has a novel sailor collar that 
is cut low and arranged so that it will 
not ride up. The collar is short but 
quite wide, almost reaching the shoul
ders. I t  comes to a very low V. in 
front and is finished with a bow of the 
material—for which, of course, one of 
silk or ribbon may be substituted. The 
entire collar and cuffs are finished with 
a fine fluting.

O th er. blouses with either the stu
dent or “Johnny” collar are being made 
of strong wash fabrics and in white 
linen and broadcloth. These, by way 
of variety, have new treatm ents in 
piping, chevrons and colored flutings. 
One blouse of broadcloth with a stu
dent collar has a light green tie, also 
of broadcloth, with chevrons on the 
ends of the collar, the cuffs and lower 
pocket.

A suit blouse that is extremely sim
ple and expected to prove a “best 
seller” this fall is made of crepe de 
chine in white and in colors. I t  has 
a simple oval neckline and is made 
like a tucked vest in front. The vest 
has a row of small glass buttons as 
ornaments.

The Season’s Gay New Handbags.
One handsome evening bag of im

ported metal cloth is made in a small 
pouch shape. The whole appears to 
be cut in one piece. For extra decora
tion there is a tassel of graduated 
pearls emanating from a knob of black 
onyx finished with a silver rim. In 
side is a mirror with the edges show
ing, which has strands of gold thread 
at either side holding it in place.

Chinese embroidery is seen on large 
envelope bags that will look well at 
the theater. Both brown and black 
suede are used, against which the 
Chinese colorings give a very rich 
effect.

Bags to carry with somewhat for
mal afternoon dress or dinner gowns 
are being made of fabrics simulating 
old French tapestries. Some have small 
diagonal stripes with rich yellow or 
ivory grounds, with patterns in soft 
pinks, greens, blues and rose. The 
styles favor the pouch shapes, with and 
without flaps. W hen a flap is used, it 
is ordinarily finished with some kind 
of an ornament made of one of the 
semi-precious stones. The bags for 
daytime usage are slightly longer and 
not quite so deep as those for evening.

Composition frames and handles are 
combined in some of the bags designed 
to go with the new' tailored suits. Some 
have the body parts in suede, others 
in soft leathers. The frames and han
dles are usually in one. An attractive 
model has a full length flap buttoned 
to the inner side, the buttonholes being 
finished in true tailored style, with the 
edges bound and turned back by hand. 
This bag when made of black suede 
has a red composition handle, two red 
ball-buttons and side gussets of red. 
Another of brown shoe calf has a 
frame of imitation amber and buttons 
to match.

Fall Sport Goods Outlook Bright.
All indications point to an excellent 

business in sporting goods this fall 
and winter. The buying season for 
football supplies is just beginning, and 
early orders presage unusually good 
business between now and the middle 
of September. Increasing interest in 
the game among other than school and 
college groups produced a nice gain 
last year over 1927, and an even larger 
increase is looked for this fall. These 
supplies, as well as those used in bas
ketball and hockey, were said recently 
undoubtedly to have benefited from the 
growth of professional games and the 
consequent increasing of general pub
lic interest in all three sports. This, 
it was explained, has brought about 
greater participation by amateurs.

To Ignore Medical Testimonials.
Attention is called by the National 

Wholesale Druggists’ Association to 
one of the most important rulings on 
medicinal preparations that has been 
handed down for some time. Under 
this ruling, which has been promul
gated by the Food and Drug Admin
istration of the Department of Agri
culture, an Association bulletin says: 
“ It is obvious that the department is 
prepared to ignore indorsements of 
physicians as to the therapeutic value 
of medicinal preparations and to deny 
the value of testimonials of persons 
who have used the preparations. In 
the last analysis, therefore, the thera
peutic value of any given preparation 
will depend upon the opinions of the 
enforcing officers.”

Silk Hosiery Lines Lagging.
Silk hosiery lines distributed through 

the jobbing trade are not moving as 
well for the new season as selling 
agents in the New York market would 
like to see them. Just why this is so 
is puzzling agents, who, point out that 
both goods and prices are “right” and 
that general business conditions 
throughout the country are anything 
but bearish. Recent re-pricing of a

well-known branded line is not held 
accountable for the present hesitancy 
of wholesalers, and there is little def
inite indication as yet of any intention 
to better the new figure. Full-fashion
ed goods are relatively less active than 
seamless, although much of the latter 
is wanted for quick delivery.

Coaster Has Four-Wheel Brakes.
One of the novelties recently intro

duced in play wagons or “coasters” 
for boys features four-wheel brakes. 
The improvement is said to provide 
speed with safety. The brakes are de
scribed as equalizing and adjustable, 
functioning in any position of the front 
wheels. They are applied by means 
of a small handle on the side of the 
coaster. The item also stresses easier 
steering, either by a bar in front or a 
detachable handle. The wheels are of 
the disc type, equipped with heavy 
roller bearings. The coaster is priced 
to retail at $10.

Raincoat Call Lacks Snap.
W ith stocks in retailers’ hands quite 

substantial and an absence of normal 
rainfall in many sections, business in 
women’s raincoats has been slow in 
developing. Greater representation of 
foreign manufacturers here and a con
sequent gain in imports are also cited 
as handicaps for domestic producers. 
Some of the new designs in rubberized 
garments being offered feature knit
ted fabrics and patterns. The call for 
staple rubber items, including rubber 
sheetings and pure gum items such as 
baby pants, continues good.

FOR SALE 
Display Cabinets 

CHEAP, GOOD AS NEW
T w o  doub le  d isp la y  c a b in e ts , ea ch  
7 ft. h ig h , 15% ft. long, 25 in . deep , 
w e a th e re d  oak . A ll g la ss  f ro n ts  
ex c e p tin g  d ra w s  in  b o tto m . E a ch  
in  tw o  sec tio n s  in  h e ig b th  a n d  
w id th . S lid ing  doors, lo ts  o f  d is 
p la y  s ta n d s  inc luded .

F o u r  c lo th in g  s a le s  c a b in e ts  fo r 
s u its , o v e rco a ts , e tc . 78 in . h ig h , 
44% in. w ide, 32% in . deep , m a 
h o g an y  fin ish , g la s s  doors. W h e n  
opened , s lide  b a c k  in to  c a b in e t. 
In  fine cond ition .

W ill se ll a n y  o r  a ll.

Vault Doors
O ne v e ry  h e a v y  v a u l t  do o r w ith  

f ra m e  a n d  tim e  lock  co m plete , 
doub le  in n e r  doors.

F o u r  v a u l t  d o o rs  w ith  c o m b in a 
tio n  locks, doub le  in n e r  d o o rs  w ith  
fra m e s : in  good  cond itio n .

All o f th e se  w e re  in  u se  re c e n tly  
by  a  B a n k  u n ti l  th e i r  n e w  12 s to ry  
b a n k  b u ild in g  w as  co m p le ted  a n d  
a ll new  e q u ip m e n t in s ta lle d .

V a u lts  a r e  c h e a p e r  th a n  la rg e  
s a fe s  a n d  m a n y  tim e s  a s  la rg e .

F o r  sa le  ch eap , a n y  n u m b e r  you 
m a y  w a n t.

“W h a t  a  g ra n d  a n d  g lo rious  
fee lin g ” —tim e  lock  p ro te c tio n .

Elevator
O ne second  h a n d  h a n d -p o w e r  e le 

v a to r  in  good w o rk in g  cond itio n . 
O w ner p u t  in  po w er p a s s e n g e r  a n d  
f re ig h t  e le v a to r .

O ne C ash  R e g is te r .

CENTRAL WAREHOUSE 
CO.

Saginaw, Mich.
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SHOE MARKET
M ichigan  R e ta il S hoe D ea le rs  A ssoc ia tion

P re s id e n t—E lw y n  P ond .
V c e -P re s id e n t—J . E . W ilson .
S e c re ta ry —E . H . D av is.
T re a s u re r—J o e  H . B u rto n .
A sst. S ee’y -T re a s .—O. R . Je n k in s .
A ssoc ia tion  B u s in e ss  Office, 907 T r a n s 

p o r ta tio n  B ldg., D e tro it.

Rent and Location of New Shoe Store.
In undertaking to assist a young 

man select a good location for a new 
shoe store, an old shoe merchant 
uttered the following wise admonitions 
in an article in the Boot and Shoe 
Recorder:

“Mr. Parker, I spent all day walking 
up and down the principal streets. 
There’s a store (he dived into his 
pocket and brought out a pile of papers 
which he searched)—here it is. 741 
Mill street. I t ’s empty and I can get 
it for $1,200 a year. Of course it’s 
far up, but it’s a nice, new store.” 

After locating it roughly on his 
sketch, Parker said, “No, wrong side 
of the road.”

“W hat difference does that make?” 
“It’s the sunny side—that’s bad for 

business.”
Billy looked puzzled, so Parker went 

on. “In the hot weather people walk 
on the shady side and in winter they 
walk on the dry side. In the winter the 
sun makes one side of the road sloppy. 
Get on the side the people prefer.” 

“That’s a hot one,” Billy gasped. 
“Live and learn.”

“That’s right. Now, here’s what 
you should do. Go to the Fretton 
Real Estate Co.—they are the best 
people—and ask them to find out if 
any stores are likely to be vacant soon 
between say numbers 250 up to 500 
Mill street. They can check up for 
you what might be in the market. To 
aid them, walk up Mill street and no
tice any stores that look run down. 
I ’m sure you’ll find some where the 
tenant will be glad to sub-let to get 
out.”

“Fine, I ’ll do it to-morrow.”
“ But watch the neighbors. Notice 

what stores are each side.”
“I see, keep away from other shoe 

stores."
“Absolutely no. The nearer you are 

to other shoe stores, the better. Get 
in the middle of them. Where a num
ber of shoe stores are located together, 
they attract shoe trade. People know 
if our store hasn’t what they want, 
they don’t have to walk a mile to find 
another shoe store.”

“But doesn’t that make competition 
hot?”

“No more than otherwise—it merely 
makes it apparent. And it gives the 
man with a real sense of service a big 
advantage. His store stands out by 
close comparison.”

“Well,” Billy grinned, “there’s sure 
enough of them on Mill street. Every 
other store seems to be a chain shoe 
store. It seemed to me I ought to 
keep away from such hot competition.” 

“Don’t let the chain store bogey 
scare you. The big thing in retailing 
is the character and personality and 
ability of the manager—and a man 
running his own store should have 
more energy and eagerness to please 
than a hired manager for a chain.” 

“That’s so, too,” Billy said some
w h a t  b r e a th le s s ly .
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“Tell me, Billy, have you figured 
how much you can pay for rent?”

“I suppose I’ll have to pay what is 
necessary. Would you suggest any
thing?”

“ Figure it out for yourself. Take 
this sheet of paper. Ready?”

“How much money have you?” 
“Seventeen thousand.” He knew 

that for certain anyhow.
“How much will fixtures cost?” 
Drat it all, he was always being 

asked embarrassing questions. He 
stammered, “Search me! I don’t 
know.”

“Let us say three thousand, thirty- 
five hundred at the outside.”

“Gosh, I didn't think it would take 
that much.”

“That leaves thirteen thousand five 
hundred,” Parker went on, ignoring 
Billy's comment. “Are you going to 
do a cash or charge business?”

“Well, Mr. Parker, it’s like this. I 
thought I ’d do a cash business where I 
could, but if I had to charge, why, I ’d 
do it rather than lose the business. 
W hat do you think is hest?”

“The chain stores do a strictly cash 
business; mine is 90 per cent, charge 
business. Both are right—it depends 
on the class of trade you want. If you 
run a charge business you need more 
capital to carry the account.”

“For me, then, what’s best?”
“Let’s forget it for now—or we’ll 

never get this rent business settled to
night.”

“Gee, doesn’t it beat all what a lot 
there is to go into in running a shoe 
.store?”

“Don’t worry, Billy—you’ve only 
just begun. However, let’s get on 
with our figuring. Assume a shoe 
stock of ten thousand—I’m taking a 
rough figure, of course, but you must 
have a cash reserve for advertising, op
erating expenses, etc. And you will 
probably operate on a 30 per cent, 
gross profit. Each time you turn your 
stock what will your sales be?”

“Thirteen thousand. No, that’s 
wrong.” Billy figured wildly. “ I can’t 
get it.”

“Well, if you want that percentage 
of profit, tlie cost is 70 per cent, of the 
sale price. Divide the cost by seventy.” 

“Billy did so and announced the 
answer proudly. “Fourteen thousand 
two hundred and eighty—six dollars.” 

“All right, call it fourteen thousand. 
Two turns in a year is.” 

“Twenty-eight thousand,” Billy in
terrupted.

“Of course you’ll be able to carry 
more stock for your normal line of 
credit, means another month’s stock.” 

“I didn’t follow that.”
“Never mind now; merely some

thing else to worry over later. You 
can anticipate up to $30,000 after you 
get going.”

“Assume sales of $30,000. You may 
figure on 5 per cent, for rent. An 
analysis made of shoe chain stores 
show they go up to 8 per cent., but 
they save in other ways. W hat’s 5 
per cent, of $30,000?”

“ Fifteen hundred.”
“That’s the figure to aim at. If you 

pay more for rent, you’ll have to cut 
down in advertising or something else. 
Remember, the higher the rent per

centage to sales, the more business the 
location should pull so that you 
shouldn’t have to spend so much on 
other business getting expense items 
—see?”

“ I got it,” Billy said excitedly, “and 
the less the rent, the more you must 
spend to attract people to the store.”

“ Yes, but it’s the rent percentage 
you must figure on—not the actual 
amount.”

“Is that your percentage—5 per 
cent.?”

“No, mine’s higher—but my margin 
of profit is greater because I cater to 
the highest class trade who pay more 
for the extra service.”

“I suppose that if a store had a rent 
of five thousand a year, on a 5 per 
cent, rent basis the store should do a 
hundred thousand a year.”

“Exactly, and you would have to 
have capital enough to carry a stock 
large enough to secure the volume on 
a planned for turnover.”

“I’ve got that. Isn 't it simple when 
you know it.”

“Billy, I ’ve a queer fancy in store 
smells.”

“Yes, I want to have neighbors who 
smell right. I don’t want to have a 
shoe store next door to a restaurant 
or a delicatessen store.”

“How about a grocer?”
“Satisfactory, especially if he roasts 

and grinds his coffee. The odor of 
roasting coffee beans seems to please 
everyone. In choosing a store, then, 
give most careful consideration to the 
neighboring stores. A location next 
to a chain drug store or chain dry 
goods store is fine. The big chain 
store attracts trade so put yourself i:i 
the way of it.”

“That's good dope,” Billy agreed 
heartily.

“A store adjoining a church or bank 
or public building is not so desirable 
as one that has customer-attracting 
stores on each side of it. Better see 
the real estate people and have them

see what they can do. Of course, you 
will be careful to have your lawyer 
read the lease. See that it protects 
you against future undesirable neigh
bors, be sure that you are not burden
ed with a lot of repairs or replace
ments, be sure you are not restricted 
from selling hose. A nearby men’s 
furnishing store may have a lease that 
prevents your store carrying compet
ing items.”

Damasks to Fore in Draperies.
Considerable business remains to be 

placed on fall draperies, with manu
facturers expressing complaint with re
gard to the buying practices of large 
group organizations. Damasks are an 
outstanding item and are being offered 
in more popular-priced cloths. Rayon 
warp effects are being accorded con
siderable attention, particularly in rust, 
gold, green and red. A novelty is being 
stressed in the form of an imitation 
antique linen in small Flemish designs. 
The “worn out” spottings of an an
tique are reproduced in the cloth. 
Modernistic effects are also being feat
ured in linen drapes.

Slip-Ons Stressed in Glove Buying.
The .fashion importance of gloves 

during the summer season has paved 
the way for expanded consumer buy
ing of these accessories for fall, ac
cording to views expressed in the 
glove trade. For the early season, the 
indications favor slip-ons in the light 
shades. The later demand is expected 
to swing to novelty cuff types in the 
darker tones in both kid and fabric 
gloves. The length of the slip-ons is 
gradually increasing. This reflects the 
tendency to the mousequetaire type, 
although the really long glove has not 
yet made any marked headway with 
buyers.

Aircraft is advancing faster than any 
other industry.

Easy money doesn’t lead to lasting 
ease.

M IC H IG A N  SH O E D E A L E R S
MUTUAL FIRE INSURANCE COMPANY

FIRE AND TORNADO INSURANCE

A sse ts_________________ ...$200,000.00
Saved to Policyholders

Since Organization __ 380,817.91

W rite  to

L .H . BAKER, Secy-Treas. Lansing, Michigan

ASSOCIATED TRUCK LINES
T he O utstand ing  F reigh t T ran sp o rta tio n  L ine 

of W estern  M ichigan.
State Regulation means Complete Protection.

ASSOCIATED TRUCK LINES
P h o n e  93401 108 M a rk e t A v.. G ra n d  R ap id s , M ich.
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RETAIL GROCER
R eta il G rocers  a n d  M eat D ea le rs  A sso c ia 

tio n  of M ich igan .
P re s id e n t — A. J .  F a u n c e . H a rb o r  

S p rin g s .
F i r s t  V ic e -P re s id e n t—G. V a n d e r  H oon- 

ing . G ra n d  R ap id s.
S econd  V ic e -P re s id e n t — W m . S chu ltz , 

A nn  A rbo r.
S e c re ta ry  — H e rm a n  H an so n , G ran d  

R ap id s.
T re a s u re r—J . F . T a tm a n . C la re .
T ru s te e s —O. H . B ailey , L a n s in g ; M. C. 

G oossen , L a n s in g ; G ro v er H all, K a la m a 
zoo; O. L. B ra in e rd , E ls ie ; Ole P e te rso n . 
M uskegon.

Analyses Applicable Everywhere To 
Any Store.

Here’s a Michigan firm, established 
over forty years, from which I have 
had statements and questions during 
several seasons. W hat they write now 
is as usual solidly practical stuff, such 
as can be taken into account by any 
m erchant:

We have a general store in a small 
town of 4,000 doing business of $180,- 
000 a year.

We have a grocery department with 
$6,000 stock, which we believe is too 
much, carrying about 525 lines of gro
ceries, tobaccos and 200 lines of drugs 
and stationery, selling $49,000 per 
year. This does not include flour by 
the bag. We have a separate flour and 
feed department; but it includes flour 
in less than bag lots. These 725 lines 
are staple and choice canned goods 
and a few fancy lines. We •have no 
standards.

Our gross expense on the entire 
business for 1928 was 19.25 per cent., 
all figures based on retail prices.

We ask; W hat is the average gross 
profit on such a stock as ours? W hat 
is percentage of mark-downs for de
preciation, etc.?

Our fruits and vegetables are mark
ed to give 25 per cent, gross; butter, 
eggs, lard, sugar 9 and 10 per cent.; 
canned vegetables 23 per cent, in small 
lots and 20 per cent, by the case; jams, 
marmalades, canned fruits, 30 per 
cent.; milk, 10 per cent.; Campbell’s 
soup, 12 per cent, gross. In 1928 our 
average gross on groceries was 15.09 
per cent. We have difficulty to get 
higher margins and, as we are far from 
being merchandisers, we again bother 
you for advice and suggestions, for 
which please accept best thanks in 
advance

W hether $6,000 stock is too much 
depends on whether supplies can be 
gotten quickly. W ith 15.09 per cent, 
margin, sales of $49,000 are reduced to 
$42,650 at cost. It should seem that 
stock turn of at least ten times could 
be accomplished in these days of rapid 
transportation, in which case stock 
could—and should be cut to $4,265 
average. The release of $1,735 thus 
effected would result in an appreciable 
saving.

A general expense of around 20 per 
cent, is not out of line for a stock such 
as is here carried; and there is volume 
of $131,000, aside from groceries, drugs, 
etc., on which to recover what is not 
earned on those lines. But a margin 
of 15 per cent, is hardly enough even 
so. Quite plainly the sales run too 
heavily to the tonnage staples of but
ter, eggs, sugar, lard, etc.

Fruits and vegetables are not figured 
widely enough. That line should pay 
at least 30 per cent, gross on the aver
age. Chain units commonly get much 
more than that, running up to 35 per 
cent, and even 36 per cent. That is 
an important department in which pro
portionate sales tend to increase an
nually; hence therein can be recovered 
much not earned elsewhere. Pay more 
attention to this line. Have fine goods

always. Never buy nor offer goods 
for price alone. Then make good dis
plays and push sales. Here you can 
make much money if you bend your 
energies more concentratedly that way.

Other lines indicated are priced 
about right for margin, but on the 
private brand lines and specialties— 
fruits and vegetables in cans, jams, 
marmalades and jellies—try the ex
periment of marking up a cent a pack
age. Some will stand two cents, a few 
even more. W ork odd cents as they 
come through this process. Chances 
are you can add earnings thus by a 
“painless” process. Try it. Do not 
fear it. It works elsewhere. Probably 
will work in your business. It simply 
takes firm courage and consistency.

It is old stuff to say “raise the grade 
of your sales.” Yet that is something 
that always can be practiced and it is 
successfully practiced by merchants in 
all lines. But it requires constant 
supervision, steady prodding, endless 
calling of everybody’s attention, every 
morning and during each day, to lines 
and items to be pushed. New goods 
and items brought forward for sale 
should be sampled by the clerks, uses 
explained, best purposes spoken of by 
way of information or reminder, and 
a list thereof with prices handed over 
the store, each reader to be required 
to sign the list to show he has seen it.

Probably you have an "old-fashion
ed” store—shelves along the walls, 
aisles in front of shelves, counters be
tween goods and customers. That 
should be changed. Throw out coun
ters, except a single service counter, 
in the grocery department and let cus
tomers get right at your goods. They 
will sell themselves loads of stuff 
they would never ask for. They will 
also get the goods and set them out 
ready for wrapping or delivery. They 
will select the stuff you want to sell, 
and the way they wait on themselves 
relieves you of lots of expensive time 
and labor.

It is a fact that most grocery stores 
would be vastly improved from an 
efficiency, time-saving standpoint by 
the simple process of scrapping half 
to three-quarters of their floor fixtures, 
including old-fashioned show cases.

Mark downs need not cut much ice 
in groceries, yet every line will have 
them. They can be low in groceries 
because goods do not get out of date, 
out of style or out of season. Mark- 
downs in foods occur mostly througn 
failure of the merchant to fetch for
ward the lines and sell them. Try 
selling instead of marking down in this 
department.

In the women’s wear line, of course, 
allowances must be made for mark 
downs. This is true especially in mil
linery. Styles change constantly and 
radically here and seasons rule rigidly 
for styles and designs. It is not im
proper to allow for 10 per cent, as a 
minimum, and 20 per cent, is not con
sidered excessive in certain conditions 
and localities.

Average margin on such a stock, in
cluding groceries, etc., in a small town 
will range around 27J4 to 30 per cent. 
Almost everything depends on ag
gressive selling. Despite the modesty 

(Continued on page 31)

W e now  in v ite  you  to  in sp ec t th e  f in e s t cold s to ra g e  p la n t in  A m erica . 
W e h a v e  C h a rle s  A. M oore V e n ti la t in g  S y stem  th ro u g h o u t th e  b u ild in g  
en a b lin g  u s  to  c h a n g e  th e  a i r  ev e ry  sev en  h o u rs .

W e a lso  c a rry  a  com p le te  line  o f f re sh  f ru i t s  a n d  v e g e ta b le s  a t  a ll tim es . 
W o n ’t  yo u  p a y  u s  a  v is it  upon  y o u r  n e x t t r ip  to  G ra n d  R ap id s.

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 R A N D  R A P ID S

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

GRAND RAPIDS MICHIGAN

ROLL TOP —  STENOGRAPHERS —  FLAT TOP
Single or Double Pedestal Desks.

Complete line office, restaurant, and store fixtures. New or Used.

.Grand Rapids Store Fixture Co.
7 N. IO N IA  AVE. Phone 67143 N. FR EEM A N , Mgr.

VINKEMULDER COMPANY
Grand Rapids, Michigan

BRANCH AT PBTOSKEY, MICH.

Distributors Fresh Fruits and Vegetables 
Cantaloupes, Peaches, “Yellow K id” Bananas, Oranges, 

Lemons, Fresh Green Vegetables, etc.

M. J. DARK & SONS
INCORPORATED

GRAND RAPIDS, MICHIGAN

Direct carload receivers of

UNIFRUIT BANANAS 
SUNKIST ~ FANCY NAVEL ORANGES

and all Seasonable Fruit and Vegetables

WORLD FAMOUS PHYSICIANS
Agree that Yeast is the most effective remedy for constipation and 
intestinal disorders. In the leading newspapers and magazines they 
recommend it to people suffering from these ailments. Thousands are 
heeding their advice every day and are going to the grocer, as directed 
by the Fleischmann advertising, for their Yeast. This means new busi
ness for grocers everywhere.

You should be getting your share of it. If you are not, ask your 
Fleischmann man to tell you how to get it.

FLEISCHMANN’S YEAST
Service



A u g u s t 21, 1929 M I C H I G A N  T R A D E S M A N 21

MEAT DEALER
M ichigan  S ta te  A sso c ia tio n  of R eta il 

M eat M erch an ts.
P re s id e n t—F ra n k  C ornell. G ran d  R ap id s
V ic e -P re s .—E  P . A b b o tt, F lin t .
S e c re ta ry —E . J .  L a  R ose, D e tro it.
T re a s u re r—P iu s  G oedecke, D e tro it.
N e x t m e e tin g  w ill be he ld  in  G ran d  

R ap id s, d a te  n o t decided .

Experiment in Mass Egg Production.
The Fox River Butter Co. is con

ducting an interesting experiment in 
mass production of poultry and eggs 
in W hatcom county, Wash. The 
project was undertaken with the pur
pose of demonstrating the best and 
cheapest methods of production for 
the benefit of poultry and egg produc
ers throughout the country. It was 
also the company’s desire to increase 
the volume of production in the vicin
ity of the plant in order to make pos
sible carload shipments, thereby re
ducing freight costs and insuring the 
eggs arriving at points of consumption 
in faster time and better condition.

The company has for several years 
been making a thorough survey of the 
egg business in Washington, and about 
a year ago reached the conclusion that 
the best opportunity for reducing the 
cost of eggs to the consumer lay in 
cutting the cost of production. It ap
peared that the opportunity of further 
reducing the cost of egg distribution 
between country packing plant and re
tail chain stores was small (measured 
by a fraction of a cent) whereas the 
cost of production varies several cents 
a dozen.

These theories brought about the 
advisability of establishing in a favor
able poultry section of Washington a 
poultry demonstration farm, where 
the most modern and economic houses 
built and where the possibility of ma
terially lessening production costs 
through mass operations could be 
demonstrated to those now engaged in 
poultry and egg production.

The farm includes sixteen modern 
poultry houses each able to house 1,500 
laying hens and so arranged that a 
single man can care for approximately
3.000 grown birds.

There are at present 60,000 chicks in 
the plant representing several of the 
finest strains of white leghorn pure 
bred stock that could be secured, prac
tically all with family records of 200 
eggs a year or better. The goal will be
25.000 laying birds, and the first pullet 
eggs from the flocks are expected in 
September.

The Fox River Butter Co. operates 
its own poultry feed business in W ash
ington. It will supply the demonstra
tion farm with feeds and will experi
ment in feed selection, mixtures and 
methods for the benefit of poultry pro
ducers generally. Any beneficial re
sults of the farm’s operations will be 
available for the scrutiny of poultry 
producers in general, who will, un
doubtedly, find material which can be 
profitably utilized in the records ac
cumulated.

Ready Cut Meats.
People who have worried a little and 

thought unseemly things when the 
butcher cut off chops bigger than they 
wanted, and been promptly charged 
for it, or who have been disconcerted 
to find that half the “meat” they paid

for was fat or bone, will be interested 
in the plan for one of the largest meat 
packers (name to be announced later) 
to pack certain standard sizes of lamp 
and pork chops, lamb shoulders and 
other meats in cellophane wrappers.

From the packers’ point of view the 
plan provides economy in preparing 
individual cuts at the plant by extract
ing bone and fat while it is fresh for 
immediate conversion into by-products 
—and more business, by enabling peo
ple readily to identify his products.

The Mergers and the Dealers.
Colby M. Chester, Jr., president of 

General Foods, successor to Postum 
Co., confirms the report that recent 
mergers in food lines are trying to 
solve one of their problems in eco
nomic efficiency by cutting down sell
ing forces through consolidation, while 
intermitting nothing of pre-merger ef
fort to expand and keep alive the con
sumer good will of individual brands 
by means of advertising. In a public 
statement, he refers to five sales or
ganizations within the corporation, 
each of which is now doing the work 
formerly done by several. Of the 
practical results shown in earning 
statements, it is of course too soon to 
speak. The great combination which 
seems to be attempting in the field 
of manufactured foods the sort of job 
which General Motors does in the 
automotive field is still so busy in
creasing its lines that no one, insider 
or outsider, can tell yet how its stock
holders are faring in earning yield. 
It will be interesting to observe wheth
er it is possible with good effect to 
manage massed selling functions and 
sales promotion functions in this way. 
A few of the patent medicine concerns 
have found it practicable to rely al
most exclusively on advertising. But 
the merchandise they deal’ in can hard
ly be compared with foods for the 
purposes of distribution. General M o
tors, on the other hand, while steadily 
increasing sales promotion by con
sumer advertising, has abated nothing 
of the concentrated energies of its in
dependent selling forces. Offering “a 
car for every purse,” it maintains a 
separate selling organization for each 
car division. Of the results in earning 
yield obtained by this great merger 
the whole world is aware. There is one 
aspect of the situation which General 
Foods may or may not have consid
ered. Because branded goods are be
lieved by independent dealers to.have 
served the chains well as “loss leaders” 
or decoys on which profit is very 
slight, large numbers of independents 
have copied the chain practice with 
respect to well-known package foods.

Ducks Are Saviors of Java Rice Crop.
W hen the rice crop of W est Java 

was threatened recently by a cater
pillar plague large flocks of tame 
ducks, introduced into the irrigated 
terraced plantations by native civil 
service employes, wrought such havoc 
among the insects that the cereal plants 
were saved, according to a report from 
Consul General Court du Sois, Batavia, 
made public on July 30 by the Depart
ment of Commerce.

Don't Say Bread 

~ Say

H 0 L S U M

cAt
E ve ry  o \tea l  

Eat
HEKMAN’S
Cookie-Calces 
and Crackers Codde-Cakes 

and Crackers
ASTERPIECES

THE BAKER’S ART

O»

(or every occasion

'nPiscukCo.
Rapid ¡.Mick

Always Sell

LILY W HITE FLOUR
“  The Flour the best cooks use. ”

A lso our high quality  specialties
R ow ena Yes M a’am  G raham  R ow ena Pancake F lour 
R ow ena G olden  G. M eal R ow ena B uckw heat C om pound

R ow ena W hole W heat F lour
Satisfaction g uaran teed  or m oney refunded.
VALLEY CITY MILLING CO. Grand Rapids, Mich.

Grand Rapids Paper Box Co.
M anufacturers of SET UP and FOLDING PAPER BOXES 

SPECIAL DIE CUTTING AND MOUNTING 
G R A N D  R A ,* P I D S .  M I C H I G A N
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HARDWARE
M ichigan  R e ta il H a rd w a re  A eeocia tlon .

P re s id e n t—W . A. S lack . B ad  A xe.
V ic e -P re s .—L o u is  K. W olf, M t. C lem ens.
S e c re ta ry —A rth u r  J .  S co tt , M arin e  C ity .
T re a s u re r—W illiam  M oore. D e tro it.

Some Practictal Ideas On Hardware 
Displays.

Now, when trade is relatively slack, 
is a good time for the wide-awke hard
ware dealer to plan for his fall trade. 
In this connection it may be found 
worth while to outline the prospective 
fall window trims. A lot of this prep
aratory work can be done in advance; 
and while the ideas you formulate now 
may have to be modified a little when 
the time comes to put the displays to
gether, nevertheless a great deal of 
work will be saved.

Incidentally, it is worth while to 
consider ways and means of handling 
your window trimming more efficient
ly. Among these should be some 
method of collecting ideas for novel 
displays. In most hardware stores, the 
stock of window fixtures can be in
creased with advantage to tRe trim 
mer. And it is worth while, too, to 
overhaul your general and specific 
ideas in regard to window displays, 
and to add new ideas.

One experienced window trimmer 
gave me his ideas on the subject. He 
said:

“System and attention to details are 
the two great essentials. It is quite 
true that artistic perceptiton and orig
inality of conception figure largely in 
the making of good displays, but be
hind that again is the great necessity 
for systematic work. A man may 
have an abundance of bright and orig
inal ideas and yet prove only a medi
ocre window dresser because he lacks 
the thoroughness necessary to carry 
out these ideas.

“ I have seen many displays em
bodying unique ideas which neverthe
less have been flat failures, because 
the necessary time and care were not 
taken to work out the detals and per
fect the background. They were in
complete. On the other hand, we see 
every day window displays founded on 
hackneyed and commonplace ideas 
which are eminently successful be
cause they are made complete in 
every detail.

“The window dresser should first 
plan the general idea of his display. 
He should then get pencil and paper 
and work it out. The preparation of a 
plan enables him to decide matters of 
detail, and precludes the possibility of 
carelessness later. Further, it enables 
the dresser to evolve more elaborate 
plans.

“Suppose he is arranging a display 
of tools. He gets the general idea in 
his mind; but if he gets out pencil and 
paper, a dozen new ideas for arrang
ing the goods will suggest themselves 
as he works. He knows the dimen
sions of his window space and can 
figure out accurately just what can 
be done. Having his ideas before him 
on paper gives him a clearer picture 
than he can possibly carry in his 
mind.”

System in window' dressing can be 
carried still further. The object of 
display, is of course, to make sales.

How then can the store windows be 
used to bring in the most business 
at all times of the year?

The manager of one small city store 
has come close to solving this prob
lem. He compiles records of all win
dow displays. A book is kept for this 
purpose and full details of each win
dow are entered—all goods shown, the 
nature of the arrangement, the length 
of time it was left in the window, the 
state of the weather during that pe
riod and the actual sales made on 
those articles during the time and for 
a week after.

Such a record means plenty of 
work; but look at the possibilities of 
that idea. The actual worth of each 
individual window can be determined 
dow'ii to the last 25-cent piece. The 
record show's to what extent the dis
play stimulates business. The rela
tive value of different forms of dis
play can be arrived at. By looking over 
his records, the energetic hardware 
dealer can tell what goods are best 
to feature at certain seasons of the 
year. He has, in fact, information at 
his disposal which enables him to plan 
his window display campaign with a 
degree of certainty and exactitude not 
possible without such information.

Thoroughness is just as essential as 
system. An elaborate central setting 
loses at least 50 per cent, of its ef
fectiveness if the minor deails are 
neglected or worked out too hastily. 
Some men use up all their energy and 
patience in planning a display, and 
then carry out the plan with the ut
most carelessness. A few square inches 
of rough board showing at the sides, 
rear decorations carelessly hung, or 
price cards of doubtful neatness, de
tract considerably from the effective
ness of any display. Care in small 
matters is w'orth while.

Another dealer gave some practical 
pointers on equipment for window 
trimming:

“Through his show windows the 
hardware dealer has an opportunity 
to advertise with economy. But he 
should not be too economical. I t  is 
possible to make a window display 
without spending a cent, but it is bet
ter business policy to make a reason
able appropriation for display. This 
money should be looked upon as in
vestment rather than expense.

“Take one instance. Fixtures, which 
help immensely to make a display ef
fective, can be purchased very cheap
ly. These will add to the effectiveness 
of the display out of all proportion 
to the cost. The same principle ap
plies to decoratives. There are seasons 
and special occasions when decoratives 
are essential to a good display, such 
as artificial flowers, Christmas bells, 
and the like. Such items can be used 
again and again.

“W hen a trim is put in, it may not 
bring results immediately. This does 
not mean that the display is a failure. 
The returns are apt to come later, 
sometimes when they are least ex
pected. Persons may not have needed 
the articles at the time they are shown; 
yet when the need arises, they are apt 
to remember your display if it was 
vivid and striking.

Special Reservation Service —  “Wire Collect”

In Detroit—the

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

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

DETROIT-LELAND HOTEL
B agley  a t  C ass  (a  few  s te p s  fro m  th e  M ich igan  T h e a tre )  

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

BROWN &SEHLER
COMPANY

Automobile Tires and Tubes 
Automobile Accessories 

Garage Equipment 
Radio Sets 

Radio Equipment 
Harness, Horse Collars

Farm Machinery and Garden Tools 
Saddlery Hardware 

Blankets, Robes 
Sheep lined and 

Blanket - Lined Coats 
Leather Coats

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

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

GRAND RAPIDS, MICHIGAN

? !

Wholesalers of Shelf Hardware, Sporting 
Goods and

Fishing Tackle
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“In the hardware trade there is no 
line of advertising activity that will 
yield better returns than window dis
play; yet quite often window display 
is neglected. Some hardware stores 
put on good displays regularly. Others 
leave the same display in for weeks.

‘“People are always interested in 
novel ideas and striking effects. You 
can appeal to this interest through 
your window trims. A novel idea for 
a window trim is worth money, and 
will help to bring you money.

“Your displays should appeal par
ticularly to the women’s trade. Here, 
neatness and attention to detail are 
importan factors. And price-ticketing 
is another important factor. Women 
are susceptible to the appeal of tasty 
backgrounds and neat and attractive 
arrangements; and at the same time 
they are susceptible to the price ap
peal.

“ It is a common mistake to judge 
the effectiveness of a window by the 
size of the crowd gathered in front 
of it. A two- headed monkey, or even 
a one-headed chicken, will draw a 
crowd; but such a display will not 
sell hardware. So the desire for nov
elty should be modified by the need 
for practical, dollars-and-cents results. 
I t  is not enough for the window to at
tract a crowd; it should lure that crowd 
inside the store and help to make 
sales.

“Some years ago an ingenious win
dow trimmer designed a locomotive 
out of kitchen utensils. A good many 
passers-by stopped to look at that dis
play. Later came the airplane, con
trived out of hardware. Similar de
vices followed. They were ingeious 
and marvellously constructed, and 
they drew the crowds, but—did they 
help to make sales?.

“The novel effect is all right. But 
it should be linked with a merchan
dise display which will help sell goods.

“There are comparatively few dis
play fixtures needed for hardware win: 
dows; although a good stock of fix
tures is worth while, and very helpful. 
The essential items include glass 
shelves 6 x 24 in. to 14 x 60 in. Such 
shelves can be had in any desired size 
or shape, and may be used in differ
ent ways; as with extension supports, 
or by hanging them one above an
other with jack chains. These shelves 
are very appropriate for the holiday 
season or any other season when one 
wishes to display the finer class of 
goods.

“Another suitable fixture is a rim 
of an old buggy wheel which, when 
covered or painted, can be used to 
great advantage in displaying fishing 
tackle, guns and similar merchandise. 
The wheel is bored full of small holes 
at different intervals so that the arti
cles may be wired or fastened in place. 
Brackets, shelves, pedestals, step or 
pyramid shelves, scrolls, etc. can often 
be made in the store out of old pack
ing boxes and covered with suitable 
material and will be found to add 
greatly to the effectiveness of the 
window trim.

“In regard to seasonable displays, 
the goods should always be shown in 
advance of the season. The dealer 
who has goods on display early cap

tures a great deal of business that 
might be missed if he waited for the 
actual opening of the season before 
showing these lines.

“In  a large city a display may be 
kept in the window for a longer time 
than in a smaller town, where the 
crowd is the same day in and day out. 
Yet it is in the big city stores that 
displays are changed most frequently 
and regularly, and in the small town 
stores that they remain in the window 
the longest.

“My general rule is that a window 
should be changed at least once a 
week, and sometimes oftener. I re
gard my window as an advertising 
medium, just the same as my news
paper space. I calculate that what I 
pay for it is the difference between my 
rent and the rent I would pay for a 
building of equivalent size in the re
motest fringe of town. That differ
ence is determined by the value of the 
location, by the crowds that pass .that 
window and look in; and my business 
is to appeal to that crowd through 
that window and thereby get value 
for the money it costs me. My win
dow costs a great deal more than all 
the rest of the store; but if I use it 
to the best advantage, it will bring me 
substantial returns. Using it to good 
advantage consists of putting on well 
planned displays, calculated to inter
est passers-by and induce them to 
come into the store for a closer look 
at the goods.” Victor Lauriston.

Charlevoix Tourist Camp Well Patron
ized.

Charlevoix, Aug. 20 — I recently 
called on H. S. Brady, caretaker of the 
Charlevoix tourist camp, and enjoyed 
my stay there very much. I started 
his new register and signed iny name 
as reporter for the Michigan Trades
man, of Grand Rapids, which paper he 
read for years when he was in the 
grocery business at Kalkaska. The 
camp is having a good season. So far 
they have housed 490 cars with about 
2,000 tourists. They have five public 
kitchens, a pavilion and playground 
and everything kept up in tip top 
shape.

L. P. Adams & Son have improved 
their cigar store by placing new fix
tures and furniture all around, which 
makes the interior of the place very 
attractive. One innovation they have 
adopted which pleases me and elderly 
people who enjoy the few benches that 
one finds here while walking, is an a t
tractive movable umbrella over the 
bench near the side entrance of their 
store. It would be nice if the owners 
of the various corners where benches 
are situated would adopt the same, 
method and furnish the occupants of 
the seats shade to add to their com 
fort. This may afford.a suggestion to 
other dealers who might profit by the 
example. L. W internitz.

Enough Is Enough.
A stout woman, wedged into a 

crowded car, was having difficulty in 
getting into her tightly buttoned 
jacket pocket to extract a fare.

“Madam,” said the man next to her, 
during her fruitless struggles, “let me 
pay your fare.”

She protested rather indignantly.
“My only reason for wishing to do 

so,” he said, “is that you’ve unbutton
ed my suspenders three times trying 
to get into your pocket.

Capital and Surplus $750,000.00 
One of two national banks in 

Grand Rapids.
Member of the Federal Reserve 

System.
President, Gen. John H. Schouten 
Vice President and Cashier,

Ned B. A Isover 
Assistant Cashier, Fred H. Travis

G E O .  B .  R E A D E R
W ho lesa le  D ea le r in 

Lake, Ocean, Salt and 
Smoked Fish

1046-1048 O tta w a  A ve., N ., T e l. 93569 
G RA N D  R A PID S , M ICH.

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

PRODUCT OF GENERAL MOTORS

For^Markets, \ Qroceries^and 
Homes

Does an extra mans work 

N o more putting up ice

A small down payment puts this 
equipment in for you

F. C. MATTHEWS 
& C O .

I l l  PEARL ST. N. W 

Phone 9-3249

X— — — — — — - »  X

When you want good cheese
A SK  FO R

KRAFT«K»CH EESE

P h o n e  6136«
JOHN L. LYNCH SALES CO.

S P E C IA L  8 A L E  E X P E R T S  
E x p e rt A d v e rtis in g  

E x p e r t  M rechand ie lng  
209-210-311 M u rra y  B ldg. 

G R A N D  R A P ID S . M ICHIG A N

EW ERA
LIFE ASSOCIATION

G ra n d  R ap id s.
SO U N D  CO M PA N Y . SO U N D LY  
M A N A G E D  B Y  SO U N D  M EN .
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HOTEL DEPARTMENT
News and Gossip Concerning Michigan 

Hotels.
Los Angeles, August 17—The ques

tion of posting rates in hotel rooms 
bobs up once more. It has been dis
cussed time and again at hotel meet
ings, but for some reason or other has 
never received the sanction of any of 
these organizations.

Personally I have never been able 
tb discover any valid objection to the 
posting of the rates. In many states 
it is compulsory and in time will be in 
all the others. W here the operators 
are particularly stubborn on the ques
tion of rate posting, some legislator 
will help matters along by not only 
making this obligatory, but will add to 
the hotel man’s grievances by regu
lating his rates as well.

For my part I believe the posting 
of rates in rooms has a distinct tenden
cy to give the guest a feeling of con
fidence in such hotel. He feels t 
each guest pays the same price for the 
same room, that no partialitv is shown 
and that it is not necessary to wa 
his time shopping around.

If one is a business man, or has been 
successful in business, he has not. as 
a rule, been inclined to make his in
vestments without knowing just ' 
he is buying and just what it is costing 
him. It is a habit which does not 
necessarily imply that he is stingy. . 
just wants to know. That s all. At., 
he is entitled to know.

Posting the room rate practica” 
eliminates any chance of argument 
with the clerk or cashier. Such con
troversies are always bad for the ho
tel. the guest being embarrassed and 
usually angry no matter how the con
troversy is settled, even if a concession 
has been made to apoease him.

Some hotels provide the guest with 
a card showing his room rate—a very 
good idea—but often, in the rush hour, 
there is a delay in the issuance of such 
cards, the gues* has no positive knowl
edge if his request for a certain priced 
room was understood by the booking 
clerk, and frequently there is a mis
understanding.

The only objection I have ever heard 
advanced against the adoption of this 
plan is that at convention time, it is 
desirable to advance the room rate, 
without notice to the guest. Maybe 
this is so. But considered from al
most —" angle I have heard discussed, 
the hotel man who advances his rates 
and turns awav his permanent guests, 
just because he has a three-day con
vention in sight, is only deceiving him
self. And this is a custom which in a 
very short time will lie in the discard. 
The advanced rates will usually not 
pay for the increased wear and tear 
on hotel furnishings, and the perman
ent guest is always a desirable asset.

Harry R. Price, who has been man
aging director of Hotel Durant, at 
Flint, for several years, will relinquish 
his position there in order to give h ’S 
undivided attention to a hotel proposi
tion of his own—the H. R. P. Hotels 
Corporation—which he organized sev
eral months ago. Mr. Price was in ac
tive service with the United Hotels 
Company, which includes in its chain 
the Durant, for fifteen years, everv one 
of which was successful, but he con
ceived the idea of establishing a line of 
local hotels at which moderate prices 
are charged and two of them, the Rob
ert Douglas and the Capital, are al
ready satisfactorily functioning in 
Flint. Added to this chain will be 
others at Coldwater. Pontiac and Port 
Huron. If you should ask me about 
Harry Price, I think I could conscien
tiously tell vou he is one of the most 
versatile hotel ooerators in the State. 
The Durant, when he took charge of 
it. was no picnic, but he was not long 
in making it a dividend oayer. a fact so 
well understood that he will have a 
prestige with financial men that will

be akin to leadership in hotel building 
and the securing of the wherewithal to 
build them.

There is talk in Detroit of Maynard 
Smith, president, and J. E. Frawley, 
operating manager of Hotel Fort 
Shelby, acquiring by purchase the H o
tel Savoy, in that city. The Savoy was 
completed three years ago, during a 
period when Detroit—and I might sav 
the whole country—was running riot 
on hotels. Naturally it did not make 
good. A. B. Riley, its first manager 
was sacrificed in the attempt to put it 
over. A. B. had a record of success, 
but it wasn’t equal to the emergency. 
I don’t suppose the stockholders have 
been worried about the investment of 
their dividends since, although the ho
tel has had several managers. May
nard Smith, a Port Huron capitalist, 
has been active in the control of Hotei 
Fort Shelby, and conscientiouslv 
backed by good management on the 
part of Mr. Frawley. Together they 
might make a success out of the Savoy. 
At least they would demonstrate to a 
finality whether such a result could be 
achieved.

W. E. Royer, who conducted the 
Hotel at Benton Harbor, prior to its 
being taken over by the Rick interests, 
and who has conducted the Hotel 
France, Paris, Illinois, for the past six 
years, is reported to be suffering from 
a breakdown. A lot of the boys in 
Michigan like Mr, Royer, and will ex
tend to him hearty wishes for a speedy 
recovery.

The eighteen day diet propaganda 
does not seem to be popular either 
with the hotels or physicians. If the 
hotel is operated on the American plan, 
there will be little inclination toward 
dietary achievements by its guests, but 
there are some people, who seem to 
th,nk that economy in eating is the 
real mission in this life. If they per
sist in it they will without a great deal 
of delay be transplanted to a realm 
where eating is popularly supposed to 
be not an achievement. Nature has 
a peculiar faculty of demonstrating 
when you should eat. and while there 
is a lot of guesswork as to just what 
you should eat, one might easily arrive 
at the conclusion that when our an
cestors were still hale and hearty at 
four score years, they were probably 
getting a balanced ration, and it was 
a hearty one at that. Freak diet lists 
savor too much of guess work.

blankets and quilts are unclean. Other 
states have had hotel inspection for 
some time. If it can be kept out of 
politics and the appointment of in
spectors made from the ranks of such 
as have a practical knowledge of hotel 
requirements, it ought to be worth 
while. Otherwise it will mean nothing.

“ We are always m indful of 
our responsibility to the pub
lic and are in full apprecia
tion o f the esteem its generous 
patronage implies ”

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

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

M O R T O N
H O T E L

Grand Rapids’ Newest 
Hotel

400 Rooms -:- 400 Baths

RATES
$2.50 and up per day.

Warm Friend Tavern
Holland, Mich.

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

Michigan hotels are being inspected 
by State authorities. The last legisla
ture appropriated a sum of money for 
this purpose and it is to be hoped that 
it will be used judiciously. There are 
in this good old world of ours a lot of 
people who think they could operate 
almost any kind of business much more 
satisfactorily than those who are fill
ing the jobs. T hat’s the reason they 
always have so much time to think 
they could do these things. Maybe 
Michigan has a place for a few of 
such. However, since the induction of 
the wayside inn into the game it has 
been felt, even by hotel operators 
themselves, that for sanitary reasons 
at least, an inspection bv parties with 
vested authority is desirable. Each 
resort hotel is checked for adequate 
and safe water supply, sanitary todet 
facilities, with a proper check on the 
disposal of garbage, etc. There will 
also be a careful investigation in the 
food sources, especially those for milk 
supplies. These are wise provisions 
and it is to be hoped they will be car
ried out to the very letter. The mat
ter of cleanliness in hotels has been a 
subject of state regulation for a num
ber of years, but my personal observa
tion leads me to the conclusion that 
such regulations were enforced per
functorily only. It doesn’t matter so 
much if the sheets are a few inches 
short of the prescribed length, but it 
is an affajr of great moment if the

Free private parking space.

E. L. LELAND. Mgr.

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

R A T E S —41.50 up  w ith o u t b a th . 
$2.60 up  w ith  b a th .

C A F E T E R IA  IN C O N N E C T IO N

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

300 R oom s W ith  o r  W ith o u t B a th  
P op u la r P r ice d  C a fe te r ia  in  C o n . 

n ec tio n . R a te s  41.5G up .

E. S . R IC H A R D S O N , P ro p r ie to r

WESTERN HOTEL
BIG  R A P ID S . M ICH. 

C o nducted  on th e  E u ro p e an  P lan . 
H o t a n d  cold ru n n in g  w a te r  in  all 
room s. S ev e ra l room s w ith  b a th . All 
room s w ell h e a te d  a n d  w ell v e n t i 
la ted . A good p lace  to  s to p . R a te s  
rea so n ab le .

W IL L  F . JE N K IN S , M an ag er

NEW BURDICK
KALAMAZOO, MICHIGAN

In th e  V e ry  H e a r t  o f th e  C ity  
F ire p ro o f  C o n s tru c tio n  

T h e  o n ly  A ll N ew  H o te l in  th e  c ity . 
R e p re se 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 iv a te  

B a th .
E u ro p e an  $1.50 a n d  up  p e r  D ay.

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

P r ice s .
E n t ir e  S e v e n th  F lo o r  D evo ted  to  

E sp ec ia lly  E q u ip p ed  S am p le  R oom s 
W A L T E R  J .  H O D G ES,

P re s , a n d  G en. M gr.

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

F ire  P roo f—60 room s. T H E  L E A D 
ING CO M M ER C IA L A N D  R E SO R T  
H O T E L . A m erican  P la n , $4.00 a n d  
u p ; E u ro p e an  P la n , $1.50 a n d  up . 

O pen th e  y e a r  a ro u n d .

HOTEL OLDS
LANSING

300 Rooms 300 Baths 
Absolutely Fireproof 

Moderate Rates
Under the Direction of the 

Continental-Leland Corp.

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

Occidental Hotel
F IR E  PR O O F 

C E N T R A L L Y  LO C A TED  
R a te s  $1.50 a n d  up 

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

Columbia Hotel 
KALAMAZOO 

Good Place To Tie To

CHARLES RENNER HOTELS
F o u r  F la g s  H o te l, N iles, M ich., in 
th e  p ic tu re s q u e  S t. J o se p h  V alley . 
E d g e w a te r  C lub H o te l. S t.  Jo se p h , 
M ich., open fro m  M ay to  O ctober. 
B o th  o f th e se  h o te ls  a re  m a in ta in e d  
on th e  h igh  s ta n d a rd  e s ta b lis h e d  
b y  M r. R en n e r.

Park Place Hotel I
Traverse City

R a te s  R easonab le— S erv ic e  S u p e rb  
— L oca tion  A d m irab le .

W . O. H O L D E N , M gr.
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The top notch hotels will still be favor
ed by careful inspection by their own 
operators, which, to tnv notion, is the 
real system.

Lewis A. McCreary, an old-time De
troit hotel man, passed away at Bel
mont, Massachusetts, the other day. 
He was associated with W. J. Chitten
den, Sr., in the operation of the Russell 
House, in that city, in 187(>, continu
ing with same for twenty years.

Among the students listed for the 
summer hotel course at Cornell Uni
versity, Ithaca, N. Y„ the following 
from Michigan are listed: R. M. Edi
son, Hotel Pantlind, Grand Rapids; J. 
YV. Manser, Hotel Hayes, Jackson; j.
J. Shants, Hotel Statler, Detroit and
K. R. Warren, Hotel Detroit-Leland, 
Detroit.

The plan of the regents of the Uni
versity of Michigan to erect dormi
tories in Ann Arbor to accommodate 
students, which has met with vigorous 
opposition from the residents and ho
tel interests of that city, has hit a 
snag. The buildings were to be erect
ed by a Detroit trust company, the 
cost to be paid out of rent receipts, but 
the Attorney General of the State holds 
that the board of regents cannot pledge 
the faith and credit of the State as 
security for backing such an invest
ment. Frank S. Verbeck.

Official Statement From the National 
Grocer Co.

1 he reception of our plan by those 
to whom it has been presented has met 
with such enthusiasm and approval 
that it has been very gratifying indeed 
to us.  ̂ We have been busy both day 
and night seeing those that come to 
our office, and all of them agree that 
it affords them a much better oppor
tunity of learning the exact details of 
the plan than it would if we were to 
call on them at their store during 
their business hours. However, we do 
know that some of our members are 
tied down through the day and cannot 
get away, so if you will just call us at 
4325 and tell us when you can call on 
us or when we may call on you, it will 
simplify m atters considerably and work 
•to our mutual benefit.

In addition to the efficiency and low 
cost of operation under our plan, is the 
fact that anything done for the better
ment of the business must result to the 
benefit of both parties and for the 
dealer threefold more than for our
selves. 1 lie best evidence of our sin
cerity and belief in the success of this 
plan is the fact that we carry the large 
end of the investment and give our co- 
operator the large end of the profits.

Some reports have been circulated 
that we are going to discontinue our 
wholesale business. This is not true. 
We will continue in the jobbing busi
ness as formerly, and while some re
arrangements may be made later on, 
we want to say that all our good 
friends can rest assured that they will 
lie taken care of. Many of our old 
grocery friends who may not choose to 
come in or d_o not fit into our new plan 
will continue to avail themselves of our 
services. In  fact, several of them 
have already assured us that regard
less of whether we got together on the 
new plan or not, they will continue 
'vith Vs- R- A. Clark,

Chairman “R” Grocer Committee.

Gabby Gleanings From Grand Rapids.
Grand Rapids, Aug. 20—John H. 

Millar has resumed his calls on the 
city trade for the National Candy Co. 
after an enforced retirement of three 
months.

G. J. Johnson, who divides his time 
between Grand Rapids and Los 
Angeles, is spending the summer in 
this city.

J. J. Caine, who has represented 
Edson, Moore & Co., of Detroit, in

the Kalamazoo territorv for the past 
four years, has recently been trans
ferred to Ohio territory, making his 
headquarters at Lima. Mr. Caine is 
residing at 334 Collett street. Lima. 
Ohio.

Moses Dark went to Shepherd Mon
day, where he joined his son on a trip 
to the Upper Peninsula as far as the 
Soo.

H. H. Huhbard, wh i> lias managed 
the Grand Rapids office of the Egry 
Register Co. for several years, has 
been transferred to the Indianapolis 
office. His successor is Louis L. 
Koehl, who has been manager of the 
Indianapolis office for the past two 
years. Prior to that time he was 
assistant manager of the Cleveland 
office, traveling representative of the 
Armstrong Manufacturing Co., of 
Huntington, W est Virginia, manufac
turer of electrical appliances, and gen
eral employe of the General Electric 
Co., of Cleveland. Mr. Koehl is mar
ried and has three children. The fam
ily will take up their residence at 843 
Henrv avenue Sept. 1.

Dog Days.
W hat sort of a day is a “dog day?” 

These not altogether popular days are 
supposed to occur only too frequently 
any time between July 25 or there
about and September 1 to 8 or there
about, but what are their earmarks? 
The fact that they mark a season un
favorable to dog-hygiene (and more or 
less so, one may add, for cats) does 
not suffice to describe their true in
wardness or their supposed but high
ly exaggerated cussedness.

A dog day connotes a peculiar blend 
of atmospheric conditions. For one 
thing, it means a noticeable degree of 
humidity, sometimes sweltering, yet 
quite as often not so bad as that, for 
it may be accompanied by quite a tem
perate temperature. For another thing, 
it spells an overcast sky, not neces
sarily cloudy, yet filled with a kind of 
f*aze muggy, lazy sort of weather, 
suggestive of no particular activity save 
swimming and fishing; in short, de
sultory weather, psychically speaking. 
Such days just fall short of being op
pressive, but they do generate languor.

Suggestion Selling.
As many dealers have learned, sales 

can be increased by suggestions, that 
is, by selling each customer more than 
is asked for. In a certain store in the 
Middle W est posters were put up 
where the clerks were sure to see 
them. The first was a large question 
mark. The next day in its place was a 
sign with these words: “W hat are you 
suggesting to-day?” On the third day 
the question was this: “Have you made 
any suggestions to-day?”

If a dealer could have something 
special to suggest to every customer 
every day he would, naturally, increase 
his sales materially. In the store wc 
have referred to, it was found that 
some of the customers not only wel
comed the suggestions but got to de
pend on them.

Hookworm Remedy Found By Chance 
Carbon tetrachloride treatm ent of 

hookworm disease, as introduced in 
1921 by Dr. Maurice C. Hall, is called 
by Dr. S. M. Lambert of the Rocke
feller Foundation “the greatest contri
bution to tropical medicine after the 
work of Reed, Gorgas and others on 
yellow fever.” Dr. Lambert has di-

rected application of the treatment in 
the Fiji Islands.

Dr. Hall was investigating the ail
ments of dogs when he discovered the 
value of carbon tetrachloride as means 
of removing hookworms. The old stan
dard treatment was very hard on the 
human patient, according to Dr. Lam
bert. Hookworm treatments by the 
International Health Board have now 
increased.

Late Business Changes in Indiana.

Union Vote a Myth.
There is no “union vote.” Some 

day these shivering politicians wdl 
find out that the laboring man is not 
a man with a dirty shirt, who takes 
pleasure in fawning and in cowardice, 
hut that he is a self-respecting Ameri
can citizen who ultimately judges the 
conduct of public officials by their de
sire to uphold the law and do the right 
thing; who is not willing, and never 
will be, to transfer into the hands of a 
lot of self-constituted agents the dis
charge of that high duty and the 
preservation of that great privilege 
which is his—voting as an American 
citizen. Thomas R. Marshall,

Former Vice-President of the United 
States.

Delphi—-Tihe former Shelly Meat
Market hiis been purcha:sed and re-
opened b; Malciolm Hire, of New
York City, YVho is assisted in the shop
by Henry Crone.

Montpel ier—Th.e N e w City Meat
Market ha s 1;»een iipened here.

Waveland--Alvii Clark, who is in
the grocery and meat 1b usiness at
North Sali&ni and at Roachdale, pur-
chased the grocert^-market of Thomas
Jackson, here.

Petersburg—Carl Jones, who was in 
the meat business here a few years 
ago, has leased the Shirley McKinnev 
stand.

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

been received during the past week:
Z. J. Kondrat, Grand Rapids.
Paul Brink, Reetnan.
Louis L. Koehl, Grand Rapids. 
Evert Stadt, Grand Rapids.
F. F. Raniville, Grand Rapids.
Earl W. Munshaw, Grand Rapids. 
A. G. Anderson, Lansing.

Kroger Stock Does Not Look Good.
A correspondent writes to enquire 

what the Tradesman thinks of Kroger 
Grocer and Baking Co. stock as an 
investment.

The stock has had a prolonged de
cline from 132 to 75. It has since ad
vanced to 88.

The company showed $4.12 earnings 
on each share of stock during 1927. 
but only $3.46 on each share during 
1928.

Not a very alluring prospect.

Any man who loves hard work will 
never succeed as a plumber.

Passing Prairies.
R id ing  p ra ir ie s  
N o th in g  v a r  es  
M orning  u n til n ig h t 
S ch o o n ers  follow  
On—n o r  hollow  
H id ing  one from  s ig h t.

M iles o f a c re s  
( 'a il in g  ta k e r s  
T o  th e  novel p la in . 
Q u ite  s u rp r is in g  
N o cliff r is in g  
S h o e s  hack  ag a in .

W in te r , su m m e r, 
S u m m er, w in te r.
On th e ir  cyc les  go: 
( 'o ld  w ill s tre n g th e n  
W hen  d ay s  len g t en  
H a rv e s ts  follow snow .

A ero  b u sse s  
C ock p its , tru s s e s  
N ow  o ’e r  p la in  a p p e a r  
R id ing  p ra i r ie ’s 
P lan e—so v a rie s  
F rom  th e  p ioneer. 

C h a rle s  A. H e a th .

COME ON ALONG!
Never before have such exhibits and 
entertainment been offered the people 
of Michigan.
Educational, colorful and entertaining, 
this twenty-third Annual West Mich
igan Fair outranks all previous Fairs 
in splendor, size and features.

Don’t Fail To See It

WEST MICHIGAN FAIR
AUQ. 26 TO 30 INCL.

GRAND RAPIDS
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DRUGS
M ichigan B oard  of P h a rm a c y .

P re s id e n t—J . C. D ykem a, G ran d  R ap ids.
V ic e -P re s .—J . E d w ard  R ic h a rd so n , D s- 

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

du sk y .
E x a m in a tio n  S essio n s  — B e g in n in g  th e  

th ird  T u e sd a y  of J a n u a ry ,  M arch , J u n e , 
A u g u st a n d  N o v em b er a n d  la s t in g  th re e  
days . T h e  J a n u a ry  a n d  J u n e  e x a m in a 
tio n s  a re  he ld  a t  D e tro it, th e  A u g u st 
e x a m in a t io n  a t  M a rq u e tte , a n d  th e  M arch  
a n d  N ovem ber ex a m in a t io n s  a t  G ran d  
R ap ids.________________________________ _

M ich igan  S ta te  P h a rm a c e u tic a l 
A ssocia tion .

P re s id e n t — C lau d e  C. Jo n es . B a ttle  
C reek .

V ic e -P re s id e n t—Jo h n  J . W a lte rs , S a g i
naw .

S e c re ta ry —R. A. T u rre ll, C rosw ell.
T re a s u re r—P . W . H ard in g , Yale.

Resolutions Adopted By Michigan
State Pharmaceutical Association.

Resolution I.
W hereas—In order to prevent the 

operation and exixstence of hurtful 
trusts, combinations and monopolies 
in this country, it has been necessary 
to enact certain so-called anti-trust 
laws by the Congress of the United 
States, and

W hereas—The courts have gradual
ly, by their interpretation of these 
enactments sought to prevent and do 
prevent economic and orderly distribu
tion of indentified merchandise by 
business men of the country who have 
neither purpose nor ability to constitute 
a monopoly, and

W hereas—As a result of such in
terpretations, merchants and manufac
turers have against their will been 
driven to a state of ruthless uneco
nomic and wasteful methods of dis
tribution which have resulted in vast 
damage and loss to all branches of 
our trade and commerce, obviously en
hancing costs of distribution and creat
ing a situation not paralleled in any 
other civilized country, and

Whereas—It is our opinion that 
there should be remedial legislation 
looking towards the correction of 
present conditions; Therefore be it

Resolved—That the M.S.P.A., in 
convention assembled respectfully 
urges upon our National Congress that 
consideration be given at the earliest 
possible moment to legislation giving 
relief to the industry of this country; 
and be it further

Resolved—That we heartily and un
reservedly endorse the Capper-Kellv 
bill, now pending (H.R. 11 and S. 
1418), known as the fair trade bill, 
legalizing the right of any producer 
of identified merchandise who is in 
fair and open competition with other 
producers of similar or competing 
merchandise, to enter into enforceable 
contracts, at wholesale or retail, or 
both, for the protection of resale prices 
upon his own identified merchandise.

Resolved—Further, that copies of 
this resolution be transmitted to the 
President of the United States, to the 
presiding officer of the United States 
Senate, to the speaker of the House 
of Representatives, to the Attorney 
General of the United States, to the 
Secretary of Commerce and to the 
individual members of the United 
State Senate committees on the ju
diciary and on interstate commerce and 
to the individual members of the 
House of Representatives committees 
on judiciary and on interstate and for
eign commerce; and be it further

Resolved—That a committee of this 
organization be appointed forthwith by 
the president and that said committee 
be, and hereby is empowered and di
rected to join with like committees 
appointed by the American Fair Trade 
Association and other industrial bodies 
with the view of making most ef
fective the resolutions adopted by our 
convention and to do any and all law
ful things to make effective these 
resolutions.

Resolution II.
W hereas — From every considera

tion, those who constitute the Army 
of the United States and their families 
are entitled to a pharmaceutical ser
vice fully equal in efficiency and safe
ty to that assured by State laws to 
those in civil life, and

W hereas—All available information 
indicates that such adequate pharma
ceutical service and protection is not 
now afforded those in the Army and 
their families; therefore be it

Resolved—That the M.S.P.A. go on 
record as endorsing the bill to amend 
the National defense act by providing 
for a pharmacy corps in the Medical 
Department, United States Army, as 
introduced in the second session of 
the Seventieth Congress and as pledg
ing its best efforts to secure the enact
ment of this necessary legislation by 
the Congress at the earliest possible 
date in the interest of the Army and 
of the public.

Resolution III.
Whereas — Michigan has not been 

honored with the annual convention 
of the National Associational of Retail 
Druggists for a number of years, and

W hereas—The Michigan members 
of the organization are enthusiastic 
about having the next National con
vention in our State, and

Whereas — Detroit, Michigan’s 
world-famous city, is centrally located 
for this meeting, being within an over
night ride of over 70 per cent, of the 
population of the United States, there
fore be it

Resolved—That the Michigan State 
Pharmaceutical Association extend a 
cordial invitation to the National As
sociation of Retail Druggists to hold 
the 1930 convention in Detroit.

Resolution IV.
W hereas—The N.A.R.D. has con

tinued its untiring work in behalf of 
the druggists of the United States, be 
it hereby resolved that we continue 
our united support of the said organ
ization, and that we endorse their ef
forts in behalf of the Capper-Kelly 
fair trade bill now pending in Con
gress and being sponsored by the 
N.A.R.D.

W hereas—We have in the Senate 
and House of the State of Michigan 
several registered pharmacists mem
bers who have been very loyal in their 
efforts in behalf of Michigan druggists, 
be it hereby resolved that we- extend 
to them our hearty thanks for their 
efforts during the past year.

Resolution V.
W hereas—The program and enter

tainment at the convention just past 
has been above the average, be it re
solved that the secretary be instructed 
to extend our thanks and appreciation 
to all speakers who have appeared

on the program and to all those who 
have so generously contributed to our 
entertainment and education.

W hereas—The M.S.P.A. and M.P. 
T.A. convention just finished has been 
a complete success and in a large 
measure the success of the same has 
been largely due to the efforts of the 
members of the Battle Creek Drug
gist Association and to the efforts of 
the ladies of the Battle Creek Aux
ilary, be it hereby

Resolved—That the whole hearted 
thanks and appreciation of the M.S. 
P.A. be extended to the Battle Creek 
Druggists Association and that we ex
press an extra measure of apprecia
tion to the Battle Creek Ladies Aux
ilary.

W hereas—The success of the past 
years work of the M.S.P.A. has been 
due to the untiring efforts of its of
ficers, committee chairman and mem
bers of the several committees, be it 
hereby

Resolved—That our thanks and ap
preciation be extended to all retiring 
officials.

Resolution VI.
W hereas—It is a matter well known 

to all that a large part of the success 
of the drug business in general, and 
of all conventions of the M.S.P.A. and 
especially the one just closing, is due 
to the splendid support of the M.P.T. 
A., both of the individual members as 
well as the Association as a whole, 
therefore be it

Resolved—That we extend our sin
cere thanks to that splendid organiza
tion, the M.P.T.A., and be it further

Resolved — That we co-operate in 
any manner possible toward helping 
to maintain that organization and that 
we do all in our power to continue the 
present pleasant relations.

Resolution VII.
W hereas—Alcohol is essential for 

the manufacture of medicine and no 
less than 5,000 different articles in in
terstate commerce; and

Whereas—An increase from one- 
sixth of 1 cent to 4 cents per gallon 
in the duty on non-edible blackstrap 
molasses, the basic material for the 
manufacture of alcohol, which would 
materially increase the cost of alcohol 
to druggists and other consumers of 
alcohol for medicinal and industrial 
purposes, is being urged before the 
Senate Finance Committee; and

W hereas—An increase in the duty 
was rejected by the House because 
it would not help the farmers by en
couraging the use of corn in making 
alcohol, but would subsidize manufac
turers of synthetic alcohol using chem
icals and gases; therefore

Resolved—That the Michigan State 
Pharmaceutical Association, in annual 
convention assembled at Battle Creek. 
Aug. 6-8, 1929, hereby expresses its 
commendation of the valuable services 
rendered retail druggists and drug 
store patrons in this and every other 
State by the Michigan members of 
the House who voted down any in
crease in the duty on blackstrap mo
lasses; further

Resolved — That this Association 
would greatly appreciate the valuable 
assistance of Senators Arthur H. Van- 
denberg and James Couzens, particu

larly Senator Couzens, as a member of 
the Senate Finance Committee, in pre
venting any increase in the existing 
duty on 11011-edible blacksktrap mo
lasses provided in the House bill; and 
further

Resolved—That a certified copy of 
these resolutions be sent by air mail 
by the Secretary of the Association to 
the members of the House and Senate 
from Michigan and be given to the 
public press.

One of Michigan’s Finest Show Places
One of the most interesting experi

ments in rural establishment is the 
wonderful farm of Dr. Wm. E. Up
john, the Kalamazoo pharmaceutical 
manufacturer. Starting in business as 
a young man as a retail druggist at 
Blastings, Dr. Upjohn soon developed 
an adjunct to his business in the m anu
facturing of pharmaceuticals. Within 
a short time his business expanded to 
such an extent that the retail store 
was disposed of and the manufactur
ing department removed to Kalamazoo, 
where the Upjohn Co. now enjoys i 
rating in excess of a million dollars. 
It employs 300 traveling salesmen and 
sells its product in every state in the 
Union and every country on the globe.

About thirty years ago Dr. Upjohn 
felt the necessity of having some rest
ful place where his traveling repre
sentatives could spend their summer 
vacation with their families. In pur
suance of this idea he bought 500 
acres of land a few miles North of 
Augusta containing a rapid running 
stream of water, on which a creamery 
had been conducted for several years. 
The purchase was largely influenced 
by the high hills surrounding the 
lower levels, which enhanced the 
natural scenic beauty of the situation, 
the purchase was made twenty-eight 
years ago and in the meantime Dr. 
Upjohn has dealt out money with a 
lavish hand in creating one of the 
finest and most exquisite spots in 
America. A wonderful home has been 
created on the site of the creamery, 
filled with the most beautiful furniture, 
rugs, pictures, statuary and bric-a- 
brac which cultivated taste and dis
criminating judgment could assemble.

The 300 traveling men are cared for 
during the summer season in tents 
which are ample to house them and 
which are provided with all the crea
ture comforts. Cooking and dining are 
conducted in a large pavilion ample to 
accommodate 500 people at one sitting. 
Fruit, vegetables and milk are pro
vided by the generous employer, who 
is made very happy by the presence of 
the men who serve him so well and 
faithfully. j

The floral embellishment of the 
place is superb beyond description. Dr. 
Upjohn is a noted authority on peonies 
and has 1200 different varieties in -his 
garden.

Dr. Upjohn takes great pride in his 
herd of cattle, which is regarded as 
one of the finest in America.

W ith due regard as to their effect 
on the landscape, Dr. Upjohn has had 
planted on the high hills surrounding 
his home large quantities of conifers,
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which add greatly to the scenic beauty 
of the place.

The wonderful results above describ
ed and many others which must be 
seen to be appreciated have been 
created by Dr. Upjohn and his wife 
under the watchful care and thorough
ness of his faithful assistant “John,” 
who has given the situation the best 
he knows how for twenty-eight years.

Items From the Cloverland of Michi
gan.

Sault Ste. Marie, Aug. 20—The rain 
we had for several days last week has 
put the road bed on M 2 in bad condi
tion, but the detour from Pickford via 
Kelden is in good condition, so it does 
not deter the tourists from making the 
Soo. Last week was our largest week 
for tourists this season. They seem 
to be increasing each day. The hotels 
and cafes are doing a rushing business 
and everybody is happy.

Arthur Holton, who has been con
ducting a grocery at Donaldson for 
several years, has sold out to A. C. 
Johnson, who will take possession 
Sept. 1. Mr. Holton expects to leave 
for Texas to engage in road contract
ing work.

The blueberry crop in the Upper 
Peninsula is unusually light this sea
son, and as a result, the berries are 
commanding good prices in the market. 
Frost and extreme cold weather in the 
spring, followed by an extended dry 
spell this summer, are blamed for the 
shortness of the crop.

The many friends of Mrs. Spencer 
Hill were surprised to hear of her 
death last Monday. Mrs. Hill for 
many years conducted the summer re
sort at Albany Island, which was 
popular with our Soo people, also 
many resorters from various parts of 
the State. The place was famous for 
its fish and chicken dinners. She was 
stricken with heart failure at Goetz- 
ville while en route to the Soo.

The Chippewa county fair will be 
held Aug. 20 to 24. Everything points 
to a most successful affair. The m er
chants are letting the clerks have a 
half holiday on Aug. 21. The follow
ing attractions have been booked: The 
Three Montfort sisters, singing and

dancing act; Frank Burt, acrobat and 
comedian: Three Kirkjllos, acrobats. 
The F'ort Brady troops are putting on 
an elaborate sham battle Thursdav 
night. They are also to have a carni
val and if we have nice weather it 
should be a record breaker attendance.

Something nice about living on the 
American side of the river after all, as 
we find that the Canadians have raised 
the price of bread to 13 cents per loaf.

Airplane views of Les Cheneaux 
island will be taken next week by the 
A. C. E. Airplane Corp. Heretofore 
the tourists have only been supplied 
with photograph views.

James Catel’s new bowling alley and 
billiard parlor, which will be known 
as the Recreation, received the finish
ing touches last week with the installa
tion of a modern electric soda foun
tain and the arrival of the new electric 
sign, which will decorate the estab
lishment. The new soda fountain is an 
eight foot complete mechanical electric 
carbonic frigidaire machine and has 
compartments for four different kinds 
of ice cream, measuring pumps and 
compartments for flavoring liquids and 
sanitary arrangements for the holding 
of utensils used in the preparation of 
fancy dishes of ice cream. This is one 
of the most complete places of its kind 
in Cloverland.

“Man reaps what he sows unless he 
is an amateur gardner.”

William G. Tapert.

Silk Squares Lead in Mufflers.
Fair advance business has been 

placed in men’s mufflers for fall and 
holiday delivery, the orders for better 
grade merchandise showing up well by 
comparison. Manufacturers have been 
following a more cautious policy of 
production than last year. Because of 
tbs, buyers going into the market late 
are apt to find a shortage of stocks 
similar to that which developed in 
Certain items of men’s summer cloth
ing recently. Cut silk squares lead 
in the new season mufflers, with tan, 
white and gray the outstanding colors. 
Patterns include both large and small 
effects.

SCHOOL SUPPLIES
O ur stock you will find one of the largest 
in M ichigan. C om plete  lines of PENS,
PENCILS, C H A L K S, PE N H O L D ER S, 
CRA Y O N S, R U LERS, PR O T R A C T O R S, 
D IC TIO N A R IES, PEN C IL TA B LETS, 
INK TA B LETS, C om passes, Leads, 
Slates, A rtists’ Brushes, F ountain  Pens, 
W ater C olors, Oil Pain ts in T ubes, Pencil 
Boxes, Scolars C om panions, Pencil Sharp- 
ners, C om position  Books, Note, D rawing, 
T hem e, Music Books, Spelling Blanks, 

S tuden t L oose-Leaf B ooks an d  Fillers, D raw ing Papers, Inks, 
M ucilage, G lues, W hite Paste, C ounty  School R ecords and 

Supplies, E tc., Etc.

H azeltine &  P erkins D rug Co*
Grand Rapids Michigan Manistee

WHOLESALE DRUG PRICE CURRENT
P rices quoted are nom inal, based on market the day of issue.

A cids
B o ric  (P o w d .)_9 @ 20
B o ric  ( X t a l ) _9 @ 20
C a r b o l i c _________ 38 @ 44
C itr ic  ___________ 53 0  70
M u r i a t i c ________ 344® 8
N itr ic  _________ 9 @ 15
O xalic ___________ 15 &  25
S u lp h u ric  ____  3)4@ 8
T a r t a r i c _________52 @ 60

A m m onia
W a te r , 26 d eg ._07 @ 18
W a te r , 18 d eg__06 © 16
W a te r , 14 d e g __644® 13
C a r b o n a t e _____ 20 ©  25
C h lo ride  (O ra n .)  09 @ 20

B a lsa m s
C o p a ib a  _______1 00 @1 26
F ir  (C a n a d a )  __ 2 76@3 00 
F i r  (O regon ) 65@1 00
P e ru  __________  3 00@3 25

T o lu  — ------------- 2 00@2 25

B ark s
C a s s ia  (o rd in a ry ) .  25® 30
C a ss ia  ( S a ig o n )_50® 60
S a s s a f ra s  (pw . 60c) ® 50 
S oap  C u t .  (pow d.)

35c ______________ 20® 30

B erries
C u b e b ____________  @ 90
F is h  _________m___ ® 26
J u n ip e r  __________  11® 20
P rick ly  A s h ____@ 76

E x tr a c ts
L i c o r i c e ___________ 60® 65
L icorice , p o w d ._60® 70

F low ers
A rn ica  ________ 1 50@1 60
C ham om ile  G ed.) ®  50 
C ham om ile  R om . @ 75

G um s
A cacia , 1 s t ______ 60® 55
A cacia , 2nd ____ 45® 50
A cacia , S o r t s __  35@ 40
A cacia , P o w d e red  35® 40 
A loes (B a rb  P ow ) 25® 35
A loes (C ape P ow ) 25® 35
A loes (Soc. P o w .) 75® 80
A sa fo e tid a  ______ 5o@ 60

P ow . ------------  90 @1 00
C am p h o r _____ 90® 95
G u aia c  __________ ® 60
G uaiac , p o w 'd _ @ 70
K ino  ____________  @1 ¿5
K ino, p o w d e re d .. @1 20
M y rrh  ---------------  @1 15
M yrrh , po w d ered  @1 25 
U pium . gow d. 19 65®19 92 
O pium , g ra n . 19 65@19 92
S he llac  __________ 65® 80
S he llac  _________ 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 e n tin e  ______ @ 30

In sec tic id e s
A rse n ic  _________ 08® 20
B lue  V itrio l, bbl. @ 08 
B lue  V itrio l, le ss 09)4® 17 
B ordea . M ix D ry  12® 26 
H ellebore , W h ite

p ow dered  ______ 15® 25
In s e c t P o w d e r . .  4744© 60 
L ead  A rse n a te  Po. 13 44 ©30 
L im e a n d  S u lp h u r

D ry  ----------------- os®  22
P a r is  G reen  ____ 24® 42

L eav es
B u ch u  __________  @ i 06
B u ch u , pow dered  ® 1 10
S ag e , B u l k ______ 25® 30
S age, % loose __ ®  40
S age, pow dered__ ©  35
S en n a , A l e x . ____ 50® 75
S en n a , T in n . pow . 30® 35 
U va U r a l ________ 20® 26

Oils

A lm onds, B it te r ,
t ru e  __________

A lm onds, B it te r .
a r t if ic ia l ____

A lm onds, S w eet,
t r u e  __________

A lm onds, S w eet,
Im ita tio n  ___

A m b er, c r u d e _
A m ber, rec tified
A nise __________
B e rg a m o n t ____
C a je p u t ________
C a s s i a __________
C a s to r  _________
C e d a r  L e a f  ____
C l t r o n e l l a ______
C loves _________
C o co an u t ______
Cod L i v e r ______
C r o t o n __________

7 60®7 76

3 00®3 26

1 50® 1 80

1 0O@l 25 
1 00@1 25 
1 50® 1 75
1 25® 1 50
8 00@8 25
2 00® 2 25
3 00® 3 25 
1 6 6 0 1  80
2 00®2 25 

75@1 00
4 00@4 25 
27)4®  35 
1 50® 2 00
3 00@3 25

C o tto n  S e e d __ 1 35® 1 50
C u b e b s ___ _____ 5 00®5 25
E ig e ro n  ________ 4 00@4 25
E u c a ly p tu s  _____1 25® 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 50®4 75 
J u n ip e r  W ood _ 1 50@1 75
L a rd , e x t r a ____1 55® 1 65
L a rd . N o. 1 _____1 25@1 40
L a v e n d e r  F lo w . .  6 00®6 25 
L a v e n d e r  G a r’n .  1 25® 1 50
L em on ________ 6 00®6 25
L inseed , raw , bbl. @1 04 
L in seed , boded , bbl @1 07 
L in seed , b id  le ss  1 14@1 27 
L in seed , raw .le s s  1 11@1 24 
M u sta rd , a ritil . oz. ®  35
N e a ts fo o t _______ 1 25@1 35
O live, p u re  ____  4 00®6 00
O live, M alaga ,

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

g re e n  ------------  2 85® 3 25
O ran g e , S w e e t 10 00® 10 25 
O rig an u m , p u r e .  ®2 50 
O rig an u m , co m 'l 1 00®1 20
P e n n y r o y a l ____ 3 00®3 25
P e p p e rm in t ____  5 50®6 70
R ose, p u r e _ 13 50® 14 00
R o sem a ry  F lo w s 1 25®1 60 
S andelw ood , E.

I.   10 50@10 75
S a s sa f ra s , t r u e  1 75 @2 00
S a s sa f ra s , a r t i ’l 76® 1 00
S p e a r m in t______ 7 00@7 25
S p erm  __________ 1 60 @1 75
T a n y  ----------------- 7 00@7 25
T a r  U S P  ______ 66® 76
T u rp e n tin e , bbl. — @ 62 
T u rp e n tin e , le ss— 69® 99
W in te rg ree n ,

l e a f ___, ______ 6 0 0 0 6  26
W in te rg re e n , sw e e t

b irc h  _________ 3 00 ®3 25
W in te rg re e n , a r t  75 0 1  00
W o rm  S e e d ___  3 5 0 0 3  75
W o rm w o o d _ 20 00@20 25

P o ta s s iu m
B ic a rb o n a te  ___
B ic h ro m a te  ____
B rom ide _______
B ro m id e  ________
C h lo ra te , g r a n 'd .  
C h lo ra te , powd.

o r  X ta l ______
C yan ide  _________
I o d id e __________
P e r m a n g a n a te _
P ru s s ia te . yellow
P ru ss ia te . r e d _
S u lp h a te  ________

35® 40
15® 25 
69® 85
54® 71
23® 30

16® 25 
30® 90 

4 36@4 60 
22)4® 35 

35® 45
@ 70

35® 40

R oots
A lk an e t _________ 30® 35
Blood, p o w d e re d . 40® 45
C a l a m u s _________ 35® §5
E lecam p an e , pw d. 25® 30 
G en tian , pow d. _ 20® 30
G inger, A frican ,

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

po w d ered  _____ 45® 60
G oldenseal, pow. 7 50®8 00
Ipecac , p o w d ._ 4 6 0 0 6  00
L ico rice  _________ 35® 40
L ico rice , pow d__  20® 30
O rris , p o w d ered - 45® 60
P oke, po w d ered_35® 40
R h u b a rb , p o w d_ ® l 00
R osinw ood, pow d. @ 60 
S a rs a p a r il la . H ond .

g ro u n d  ________ @1 10
S a rs a p a r il la , M exic. @ 60
S qu ills  __________ 35® 40
Squills, pow dered  70® 80
T u m eric , pow d ._20® 25
V ale rian , pow d__  ®1 00

S eeds
A nise __________ ® 36
A nise, p ow dered  36® 40
B ird , I s ________ 13® 17
C a n a ry  ________ 10® 16
C ara w ay , P o . 30 25® 30
C a r d a m o n ______ 2 5 0 0  3 00
C o ria n d e r  pow . .40 30® 25
D ill ____________  15® 20
F en n e ll ________ 15® 50
F la x  ---------------  8%@ 15
F lax , g ro u n d  __ 8%@ 15
F o en u g reek . pw d. 16® 26
H em p  __________ 8® 15
L obe lia , p o w d ._ ©1 60
M u sta rd , yellow  17® 25
M u sta rd , b la ck_ 20® 25
P oppy  ,,________  16® 30
Q u ince  ________ 1 00® 1 25
S ab ad iila  _______ 45® 50
S unflow er . . . __  12® 18
W orm , A m erican  30® 40 
W orm , L e v a n t _ 6 50®7 00

T in c tu re s
A con ite  _____________ @1 80
A loes ___________ ©1 56
A rn ic a  __________ @1 50
A c a f o e t i d a _____  01 It

B ellad o n n a  _____ 0 1  44
B enzo in  _________ 0 2  28
B enzo in  C om p’d .  0 2  40
B u ch u  __________ ® 2 16
C a n th a r id e s  ___  ® 2 52
C ap s icu m  _______ 0 2  28
C a tech u  ________ @1 44
C in c h o n a ________ ®2 16
C olch icum  ______ ®1 80
C ubebs __________ ®2 76
D ig ita lis  ________ @2 04
G en tian  __ ,______ © 1 35
G u aia c  __________ © 2 28
G uaiac , A m m o n .. ©2 04
Iod ine . . . _______ ©1 25
Iodine , C o lo rless- ©1 50
Iron . Clo _________  O l  56
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 a m p ._ © 1 44
O pium , D eodo rz’d  © 5 40
R h u b a rb  ________ ©1 92

P a in ts

L ead , re d  d r y _1344014)4
L ead , w h ite  d ry  1346014)4 
L ead , w h ite  o i l .  1344014)4 
O chre , yellow  bbl. ©  2)4
O chre, yellow  le ss  3© 6 
R ed  V e n e t’n  A m . 3)4©  7 
R ed  V en e t 'n  E n g . 4© 8
P u t ty  _____________ 5© g
W h itin g , bbl _ _  ©  4)4
V h iting  _________ 5)4©10
L. H . P . P r e p _2 S6®2 70
R ogers P r e p . __ 2 55®2 70

M iscellaneous
A cetanalid  ___ _ 67© 76
A lu m ------------------- 06© 12
U um . pow d a n d

g ro u n d  ----------- 09© 16
B ism u th , S u b n i

t r a te  -------------  2 2 5 0  2 52
B o rax  x ta l  o r

p ow dered  ____ 05® 13
C a n th a r ld e s , po. 1 5 0 0 2  00
C alom el --------------2 72@2 82
C apsicum , pow 'd  62© 75
C arm in e  ---------  7 so@8 or
C ass ia  B u d s ____ 3g® 45
C loves ---------------  4u® 5t
A ialk P r e p a r e d .  1 4 0  n
C h lo ro fo rm  ------ 5 3 0  68
C h lo ra l H y d ra te  1 20®1 50
C ocaine --------- 12 85013 5u
c o c o a  B u t t e r ___60® 90
Co^ks, lis t , le ss  30-10 to  

40-10%
C o p p e r a s ------------  03® 10
C oppera s, P ow d . 4 0  10 
C orro sive  S ub lm  2 2 5 0 2  30 
C ream  T a r ta r  __ 35© 45
C u ttle  b o n e _____ 40® 50
D e x tr in e  ------------  6© 16
D o v e r 's  P o w d e r  4 00 0 4  60 
E m ery , A ll N os. 1 0 0  16 
E m ery , P o w d ered  ©  16 
E p so m  S a lts , bbis. ©03)4 
E psom  S a lta , le ss 344® 10
E rg o t, p o w d e r e d _© 4 00
F lak e . W hite  _ . 15© 20
F o rm a ld eh y d e , lb. 13)4®3&
G ela tin e  --------------  80® 90
G lassw a re , le ss  56% 
G lassw a re , fu ll c a se  60%. 
G lau b e r S a lts , bbL ©02)4 
G lau b e r S a lts  le ss  04© 10
G lue, B r o w n ____ 2 0 0  30
G lue, B row n  G rd  16© 22
G lue, W h i t e ____27)4©  36
G lue, w h ite  g rd . 25® 36
G ly c e r in e _________ 19© 40
H ops --------------------  75® 95
od ine  ---------------  6 4 6 0 7  00

Iodoform  _______ 8 0 0 0 8  30
-«ad  A c e f g t e _ 2 0 0  30
J a c e  --------------------  0  1 60
la c e , p o w d e re d . 0 1  60

M en tho l _______ 8 00 ®9 00
M orph ine  ------ 13 58® 14 33
N u x  V o m ic a ____ ©  30
N ux  V om ica, pow . 16® 86 
P ep p e r, b lack , pow  67© 70 
P ep p er, W h ite , pw . 7 6 0  85 
P itc h , B u rg u d ry .  2 0 0  26
Q u a ss ia  ________ 12© is
Q u in ine , 6 oz. ca n e  ©  69
R oche lle  S a lts  _ 2 8 0  40
S a c h a rin e  ______3 600275
S a lt P e t e r _____  H ©  22
S eld litz  M ix tu re  3 0 0  40
S oap, g r e e n ___ 1 5 0  30
S oap  m o t t  c a s t  _ 0  25
Soap , w h ite  C astile ,

c a s e ____________ ©15 00
S oap , w h ite  C as tile

less, p e r  b a r _ 0 1  60
S oda A sh _______ 3® 10
S oda B ic a rb o n a te  844 0  10
Soda, S al _____  02440 08
S p ir its  C am p h o r 0 1  20
S u lp h u r, r o l l ____ 344 0  16
S u lp h u r, S ubl. . .  4 4 4 0  10
T a m a r i n d s ______ 8 0 0  26
T a r t a r  E m e tic  . .  7 0 0  76 
T u rp e n tin e . Y en. 6 0 0  76 
V an illa  E x . p u re  1 6 0 0  2 00 
V an illa  E x . p u re  8 8 6 0 8  60 
Z inc S u lp h a te  _ 0 8 0  U
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of m a ilin g  

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 of purchase. For price changes compare with previous issues.

ADVANCED DECLINED

C heese S m oked H am s
M atches
P ru n es

AMM ONIA B R E A K F A S T  FOODS
Q u ak e r, 24-12 oz. ca se  2 50 
Q u ak e r, 12-32 oz, ca se  2 25 
Bo P eep , 24, sm . ca se  2 70 
B o P eep  12 iere. c a se  2 25

MICA A X L E  G REA ÇE
48, 1 lb. ______________ 4 55
24, 3 lb. ______________ 6 25
10 lb . p a ils , p e r  doz. 9 40
15 lb. p a ils , p e r  doz. 12 60
25 lb. pails , p e r  doz. 19 15
25 lb. pails , p e r  doz. 19 15

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

B A K IN G  P O W D E R S  
A rc tic , 7 oz. tu m b le r  1 35 
Q ueen  F la k e , 16 oz., dz 2 25
R oyal, 10c, doz. --------- 95
R oyal, 6 oz., d o z . ------2 70
R oyal. 12 oz., doz. __ 5 20
R oyal, 5 lb . _________31 20
C a lu m e t, 4 oz., doz. 95
C alu m et, 8 oz., doz. 1 85
C alu m et, 16 oz., doz. 3 25 
C alu m et, 5 lb ., doz. 12 10 
C a lu m et, 10 lb ., doz. 18 60 
R um fo rd , 10c, p e r  doz. 95
R u m fo rd . 8 oz., doz. 1 86
R u m fo rd . 12 oz.. doz. 2 40 
R u m fo rd , 5 lb ., doz. 12 60

K. C. B ran d
P e r  ca se

10c size, 4 d o z . ----3 70
16c size, 4 doz. —--.... 5 60
20c size. 4 doz.  ---7 20
25c s ize . 4 doz. __—— 9.20
60c size , 2 d o z . ____— 8 80
80c size . 1 doz. — - — 6 86
10 lb . size. % d o z . ------6 76

B LU IN G

K ellogg’s  B ran d s .
C orn  F la k e s , No. 136 2 85
C orn  F lak e s , No. 124 2 85 
C orn  F lak e s . N o. 102 2 00 
Pep, N o. 224 _________2 70

K ru m b les. No. 424 ____2 70
_B ra n  F lak e s , N o. 624 2 45
B ran  F lak e s , N o. 602 1 50
Rice K risp ie s . 6 o z . _2 70
R ice K risp .e s , 1 o z ._1 10
K a lle  H ag , 12 1-lb.

c a n s _________________*7 30
All B ran . 16 oz. ______2 25
All B ran , 10 o z . ______2 70
All B ran , % oz. _____2 00

P o s t B ran d s .
G ra p e -N u ts , 2 4 s _______3 80
G ra p e -N u ts , 1 0 0 s _____2 75
In s ta n t  P o stu m . N o. 8 5 40 
I n s ta n t  P o s tu m , N o. 10 4 50 
° o s tu m  C ereal, N o. 0 2 25 
P o s t T o a s tie s . 36s __ 2 85
P o s t  T o a s tie s , 2 4 s _2 85
P o s t’s  B ra n , 2 4 s ___ 2 70
P ills  B ra n , 1 2 s ________ 1 90
R o m an  M eal, 12-2 lb— 3 35
C rea m  W h e a t, 1 8 ____ 3 90
C rea m  B arley , 1 8 ____ 3 40
R a ls to n  F ood, 1 8 ____ 4 00
M aple F la k e s , 2 4 ____ 2 50
R ain b o w  C orn  F la .,  36 2 50 
¡silver F la k e  O ats , 18s 1 40 
S ilv e r F la k e  O a ts , 12s 2 25 
90 lb. J u te  B u lk  O ats , 

b ag  ________________  3 10
R a ls to n  N ew  O a ta , 24 2 70 
R a ls to n  N ew  O a ta . 12 2 70 
S h red . W h e a t B is., 36s 3 85 
S h red . W h e a t B is ., 72s -1 55
T r isc u it ,  2 4 s ___________ 1 70
W h e a te n a . 1 8 s ________ 3 70

BROOM S
Jew ell, d o z .____ 6 26
Standard Parlor, 23 lb. 8 26
F an cy  Parlor, 23 lb ._9 25
E x. F an cy  Parlor 25 lb. •  76 
E x. F ey . Parlor 26 lb. 10 00
T o y ___________________ 1 75
W hisk, N o. 2 __________2 76

B R U S H E 8 
S cru b

Solid B ack , 2 i n . ____1 60
Solid B ack , 1 In. ____  1 76
Pointed B in d s ________ 1 26

S to v e
S h a k e r ______________   1 80
N o. 6 0 _________________ 2 00
P e er le ss  ______________ 2 60

S hoe
N o. 4 - 0 _______________ 2 26
N o. 2 0 ________________- 8 00

JE N N IN G S  

T h e  O ria in a l 

C ondensed

2 oz.. 4 dz. cs. 3 00
3 oz.. 3 dz. cs. 3 75

Am. Ball,36-1 oz.. cart. 1 00 
Q uaker, 1% oz.. N on -

freeze, d o z e n ---------  J"
B oy B lue. 36s. oer cs. 2 70

B E A N S a n d  P E A S
100 lb. bag  

Brown Sw edish  B ea n s  9 00
P in to  B e a n s  ------------  * 25
Red K id n ey  B e a n s  __ 9 75 
W h ite  H ’d P . B ea n s  11 < 0
Col. L im a  B e a n s ------19 ®u
B lack E ye B ea n s  — 16 00 
Split P eas. Y ellow  — * 00 
S plit P ea s. G reen — •  
Scotch  P e a s ---------------- 7

B U R N E R S  „
Queen Ann, N o. 1 and

2, doz. _____________ 1 36
W hite F lam e, No. 1 

and 2, doz. ------------2 26

B O T T L E  C A PS 
Dbl. Lacquor. 1 gross  

pkg., per gross ______ 16

B U T T E R  CO LO R 
D andelion  ___________ 2 86

C A N D L E 8
E le c tr ic  L ig h t, 40 lbs. 12.1
P lu m b e r, 40 l b s . ___— 12.6
P a ra ff in e , 6s ________1416
P a ra ff in e , 1 2 s ________ 14 Vi
W lck ing  —___________ 40
T u d o r, 6s, p e r  box  20

C A N N E D  F R U IT
A pples, N o. 1 0 ________5 4f
A pple S au ce , N o. 10 7 50 
A p rico ts , N o. 2Vi 3 4 0 0 3  90 
A p rico ts , N o. 10 8 50@11 50 
B la c k b e rr ie s , N o. 10 7 50
B lu e b e rr ie s , N o. 1 0 _15 00
C h errie s , N o. 2 _____ 8 25
C h errie s , R .A ., No. 2Vi 6 30
C h errie s . N o. 1 0 ___13 00
P e a c h e s , N o. 10 P ie  7 20 
P eac h es , N o. 2% M ich 2 20
P e a c h e s , 2% C a l . ___ 3 10
P eac h es . 10, ,C a l .____10 40
P in ea p p le , 1 s l i . _____1 45
P in ea p p le , 2 sli. ____2 65
P ’app le , 2 b r. s li _____2 35
P ’app le , 2 b r. s l i . ____2 40
P ’app le , 2%, s l i . _____3 20
P ’app le , 2 c ru . ______ 2 65
P in ea p p le , 10 c ru sh e d  12 00
P e a rs , N o. 2 ________ 3 00
P ea rs , N o. 2% _______3 75
R a s p b e rr ie s , N o. 2 b lk  3 25 
K aspb 's . R ed. No. 10 11 50 
R a sp b ’s  B lack ,

N o. 1 0 ______________ 16 00
R h u b a rb , N o. 1 0 ______4 75
S tra w b e rr ie s , N o. 2 _3 25
S tra w b ’s. N o, 1 0 _____ 11 00

C A N N E D  F ISH  
C lam  C h 'd e r, 10ft oz. 1 36
Clam  Cti., N o. 2 _____2 75
C lam s, S tea m ed , N o. 1 X 00 
C lam s, M inced, No. Vi 3 25 
F in n a n  H ad d ie , 10 oz. 3 36 
C lam  B ouillon , 7 o s — 2 69 
C h icken  H ad d ie , N o. 1 3 76
fc 'ieh  F l a k e s ,  . m a l l __1 ZB
Cod F ish  C ake , 10 oz. 1 55 
Cove O y ste rs , 5 oz. _ 115
L o b s te r, N o. Vi, S ta r  I 90
S h rim p , 1, w e t ______2 00
S a rd ’s, Vi Oil, K ey  __ 6 10 
S a rd ’s, V4 Oil, K e y  6 76 
S a rd in e s . V4 Oil. k ’le s s  5 25 
¡salm on. R ed  A la s k a  3 25 
S alm on , M ed. A la s k a  2 40 
S alm on, P in k  A la sk a  2 25
S a rd in e s , 1m. Vi, ea . 10033  
S a rd in e s , lm ., Vi. ea . 16
S ard in e s , C a l . __1 3 5 0 2  25
T u n a , Vi, C u r tis  , doz. 4 00 
T u n a , Vis, C u rtis , dos. I  30
T u n a , Vi B lu e  F in  __ 2 25
T u n a , Is , C u rtis , doz. 7 00

C A N N E D  M EA T 
B acon, M ed. B e e o h n u t 2 70 
B acon, L ge. B e e c h n u t 4 50 
B eef, No. 1, C oC rned 3 50'
B eef. N o. 1, R o a s t ____3 10
B eef, N o. 2Vi. Q u a ., s li 1 66 
B eef. 3 Vi oz. Q ua. s li. 2 15 
B eef, 6 oz.. A m  S liced  2 90 
B eef, N o. 1, B 'n u t, all. 4 60 
B e e fs te a k  & O nions, s  3 70
C hili C on C a., I s _1 36
D eviled  H a m , V i® ___3 29
D ev iled  H a m , V i s __ 3 60
H a m b u rg  S te a k  &

O nions, N o. 1 ___ — 3 16
P o tte d  B eef, 4 oz. _— 1 16 
P o tte d  M eat, Vi L ib b y  52 
P o tte d  M eat, Vi L ib b y  92 
P o tte d  M eat, Vi Q ua. 90 
P o tte d  H a m , G en. Vi 1 45 
V ienna S aus., N o. Vi 1 46 
V ienna Sausage, Qua- 66 
V eal L oaf, M e d iu m _3 25

B aked  B ean s
C a m p b e l l s ____________ 1 16
Q u ak e r, 18 o z . ____—— 1 06
F re m o n t, N o. 2 _____  1.2a
S n id er, N o. 1 —---------l  19
S nider, N o. 2 ------------ 1 25
V an C am p, s m a l l ------ 90
V an C am p , m e d . ____1 16

C A N N E D  V EG E T A B L E S.
A sp aragu s.

N o. 1, G reen tip s  _ 3 76
N o. 2Vi. L arge G reen 4 60 
W . B ea n s , c u t  2 1 6 5 0 2  25
W . B ea n s . 1 0 ________8 00
G reen  B ea n s , 2s 1 65 @2 25
G reen  B ea n s . 1 0 s _@8 00
L. B ean s, 2 gr. 1 3 6 0 2  66 
L im a  B ea n s, 2 s ,S oaked  1 25
R ed  K id . N o. 2 ______1 26
B ee ts , N o. 2, w h. 1 7 6 0 2  40 
B ee ts . N o. 2. c u t  1 4 5 0 2  35
C orn . N o. 2. s t a n . _1 16
C orn , E x . s ta n .  N o. 2 1 40 
Corn, No. 2, F an . 1 8 0 0 2  35 
Corn, N o. 10 . .  8 00010  76
H om in y . N o. 3 ______1 10
O kra , N o. 2, w h o l e _2 15
O k ra , N o. 2, c u t  ____1 75
M ush room s, H o t e l s _32
M ushroom s, C hoice, 8 oz. 85 
M ushrooms, Sur E x tra  60
P eas , No. 2. E . J . ___ 1 35
P eas, N o. 2, S ift,

June ______—---- ------1 35
P eas, No. 2, E x . S ift.

B. J . _______________ 2 26
P eas, E x. F ine , F ren ch  25 
P u m p k in , N o. 3 1 6 0 0 1  76 
P u m p k in , N o. 10 5 0 0 0 5  50 
P im en tos. Vi, each 12014  
P lm en toes, Vi. each — 27
S w ’t  P o ta to e s , No. 2Vi 1 75
Sauerkraut, N o.3 1 450 1  76 
Succotash , N o. 2 1 6 5 0  2 59 
S uccotash , N o. 2, g la s s  2 SO
Spinach, N o. 1 —--------- 1 26
Spnach, N o. 2__ 1 6 9 0 1  99 
Spinach, N o. 3— 2 2 6 0 2  60 
Spinach, N o. 10_ 6 G0O7 00
T o m ato e s , N o. 2 --- __ 1 60
T o m ato e s , N o. 3 ----2 25
T o m ato es, N o. 1 0 _7 00

B a r O n d i
Mich. Sugar Ca., 24, 6c 76
P al O M ine, 24, 6 e ____76
M alty M llk lss, 24, 6c — 76
Lem on R o l l s ___________ 76
T ru  L uv , 24, 5 c _________ 76
N o-N u t. 24. bo _________ lb

C ATSU P.
B ee ch -N u t, s m a l l ____1 65
Lily of V alley, 14 oz ._2 25
Lily o f V alley , Vi p in t 1 66
S n iders , 8 o z . _________ 1 65
S n id e rs , 16 oz. _______2 35
Q u ak er, 8 oz. _________ 1 30
Q u ak er, 10 oz. ________1 45
Q u ak er, 14 oz. _______ 1 90
Q u ak e r, G allon  G lass  12 50 
Q u ak e r. G allon  T i n _-8 BO

CHILI SAUCE
Snider, 16 o z . _________ 3 30
Snider. 8 o z . __________2 30
L illy  V alley , 8 oz. __ 2 25 
Lilly  V alley . 14 oa. __ 3 26

OYSTER COCKTAIL.
Sniders, 16 o s . __ I  39
Sniders, 3 o s . ________ 2 19

C H E E S E .
R o q u e fo rt ____________  45
K raft, sm all item « 1 66
K raft, A m e r ic a n _1 66
ChlU, sm all Una __ 1 66 
Pim en to, sm all t in s  1 66 
R oquefort, sm . t in s  2 25 
C am em bert, sm . tin s  3 26
W isc o n sin  D a i s y ___  26
W iscosin  F la t  ______ 26
N ew  Y ork June ______34
S ap  S ago  ____________  42
B ric k  _______________  34

C H E W IN Q  QUM .
A dam s B lack  J a c k ___ 65
A dam s B loodberry _____66
A dam s D e n t y n e _________ 66
A dam s Calif. F ru it ____' 66
Adams Sen S e n _________ 66
B eem an ’s  P e p s i n _______66
B eech n u t W in tergreen -  
B eech n u t P epperm int _
B eech nu t S p e a r m in t___
D oublem int _________  65
P epperm int, W rig leys __ 65
Spearm int, W r g i l s y s _66
Ju icy  F r u i t _______ 66
W rig le y ’s  P -K  _________ 66
Zeno ___________ ___. . . — 66
T oaberry _______________ 65

U o - iu g h l i i i ’i  K e p t-F re s h

N a t. G ro. Co. B ran d s
L ig h th o u se , 1 lb . t in s  49
P a th f in d e r , 1 lb. t in s  45
T a b le  T a lk , 1 lb. c a r t .  43 
S q u a re  D eal, 1 lb . c a r. 39Vi 
A bove b ra n d s  a r e  p ac k ed  
in  b o th  30 a n d  50 lb. ca ses .

Coffee E x tr a c ts
M. Y., per 1 0 0 ______ 12
Frank's 50 p k g s ._4 26
H um m el’s  60 1 lb. 10 Vi

C O N D E N S E D  M ILK
L e ad e r, 4 doz. ______ 7 00
E a g le , 4 doz. ________ 9 00

M ILK  CO M PO UN D  
H ebe, Tall. 4 dos. __ 4 69 
H ebe. B aby. 8 do. . .  4 49 
Carolene, Tall, 4 dos.3 80 
Carolene, B aby _______3 60

E V A P O R A T E D  M ILK  
Q u ak er, T a ll. 4 doz. __ 4 10 
Q u ak e r, B aby , 8 doz. 4 CO 
Q u ak er. G allon, >4 doz. 4 00 
C a rn a tio n , T a ll, 4 doz. 4 35 
C a rn a tio n , B ab y , 8 dz. 4 25 
O a tm a n ’s D undee. T all 4 35 
O a tm a n ’s D 'dee . B ab y  I 25
E v e ry  D ay. T a ll —— 4 25
E v e ry  D ay, B a b v  _ 4 25
P e t. T a ll ___________  4 35
P e t, B aby , 8 o z . ___ 4 25
B o rd en ’s T a l l _________ 4 35
B o rd e n 's  B ab y  ______ 4 2j

C IG A RS
Q. J. Joh nson ’s  Brand  

G. J. Johnson C igar,
1 0 c ________________  76 00

W orden  G rocer Co. B ran d s
A ired a le  . .. 35 0«
H a v a n a  S w eets  ____ 35 00
H em eter Cham pion __ 37 50
C anadian Club 36 00
Robe E m m ett 75 00
Tom  Moore M onarch 76 00
W ebster C a d illa c___ 76 00
W eb ster A s tor F o il— 75 00
W ebster K nlckbocker 96 09
W eb ster A lbany F o il 95 00
B erin g A pollos ____ • i 09
B erin g P a l m i t a s __ U i 0«
B ering D ip lom atica 115 00
B ering D e lio a e a ____ 129 09
B ering F a v o r it a ____ 138 99
B ering A l b a a _____ 160 09

COCOA.

D roate’s  D utch, 1 lb ._8 60
D roste’s  D utch , Vi lb. 4 60 
D roate’s  D utch, Vi lb. 2 36 
D roste’s  D utch, 6 lb. 60
C hocolate A p p l e s ____4 50
PasteU es, N o. 1 ___ _ 1 2  60
Paatellaa, Vi l b . _______ 6 60
P a in s  D a C a f e ________ 3 00
D roate's Bara, 1 dos. 2 00
D elft P a z te lle s  _______2 15
1 lb. R ose T in  Bon

Bona _______________ 13 00
7 os. Roza T in  Bon

Bona ________________ 9 00
13 a s . C rem e D e C ara-

q u a __—______   I I  20
12 o s . R o s a c e s ______ 10 20
Vi lb. R o s a c e s _______ 7 80
Vi lb. P asteU es ______ 3 40»
L an gu es D e C hats __ 4 80

C O N F E C T IO N E R Y  
S tio k  C an d y  P alls

S t a n d a r d _____________  16
P u re  S u g a r  S tic k s  600s 4 00 
B ig  S tic k , 20 lb. c a se  18

M ixed C andy
K indergarten  ___________ 17
L e a d e r  _______________   13
X . L . O. ________________ 12
F re n c h  C re a m s  ---------   15
P a r is  C rea m s ----------------16
Grocers ____________  11

F a n cy  C ho co la te s
5 lb. B oxes  

B it te rs w e e ts , A ss’ted  1 76 
C hoc M arsh m a llo w  D p 1 60 
M ilk  C hoco la te  A  A  1 76
N ib b le  S t i c k s _______1 75
C hocolate N u t R olls  _ 1 86
M agnolia C h o c _______1 18
B on  T o n  C h o c ._______ 1 60

Gum Drops P a ils
A nise ______   16
Cham pion G u m s _____— 16
C hallenge G um s _______ 14
Superior, B o x e s ______ 28

L ozenges P a ils  
A. A. P ep . L o zen g es  15 
A. A. P in k  L ozen g es  15 
A. A. Choc. L o zen g es  15
M otto H e a r t s ________ i t
M alted Milk L ozenges 21

H ard  Q oods P ails
C H O C O L A T E . Lem on D r o p s ___ 11

B aker, Vis — 37 O. F. Horehound dps. __ 18
Baker, C aracas, V i s __ 85 A nise Squares --------------- 18

P ean u t S q u a r e s ------------ 17
H orehound T a b l e t s ____IS

C LOTHES LIN E.
H em p, 60 f t . ___ 2 0 0 0 2  26
T w isted  C otton,

60 f t  ________ 3 5 0 0 4  00
Braided, 60 f t . _______2 26
Sash Cord ____ 3 5 0 0 4  00

C O FFEE ROASTED  
W orden Grocer Co.

1 lb. P aokage
M elrose  ________________  36
L ib erty  ________________  26
Q u a k e r  ______ _________  42
N edrow  _______________  40
M orton  H o u se  ________ 49
R e n o _____________________37
R oyal C lu b ______________ 32

C ough D rops B xs
P u tn am ’s  ____________ 1 26
Sm ith  B r o s .__________1 i t

P a c k a g e  G oods 
C re a m e ry  M arsh m allo w s  

4 oz. pkg ., 12s, c a rt .  85 
4 oz. pkg ., 48s, ca se  3 40

S p ec ia lt ie s
P in e a p p le  F u d g e  ---------19
Ita lian  B on  B o n s _____17
B a n q u e t C rea m  M in ts . 25 
S ilv e r K in g  M. M allow s 1  15 
H a n d y  P ack ages, 12-I0c 80

CO UPO N  BO OK S 
60 E co n o m ic  grad e 2 6"

100 E conom ic  g ra d e  4 60
509 E conom ic  g ra d e  20 00

1000 E co n o m ic  g ra d e  37 60
W h e re  1,000 books are  

o rd e red  a t  a  t im e , sp ecia l
ly  p r in te d  fro n t co v e r  is  
fu rn is h e d  w ith o u t charge.

CREA M  O F T A R T A R  
6 lb. boxes  ____________  43

D R IE D  F R U IT 8 
A p p le t

N Y. F ey ., 60 lb. box 16Vi 
N . Y. F ey ., 14 0«. pkg . 16

A p rico ts
E v a p o ra te d . C h o i c e ___ 2:>
E v a p o ra te d , F a n c y _ 28
E v a p o ra te d , S lab s  _____ 2«

C itron
10 lb. box ____________  4q

C u rra n ts
J a c k a g e s . 14 o z . ______20
G reek . B u lk , I t .  20

■ D a te s
D ro m ed a ry , 3 6 s ______6 75

P eaches
E v ap . C hoice ________ 16 V>

P eel
L em on, A m erican  _____30
Orange, A m erican____30

_ R a is in s
S eeded, b u l k __________ 10
T h o m p so n ’s  s ’d le ss  b lk  08u  
T h o m p so n ’s seed less  

15 oz.
Seeded, 15 o z . ------------ 11

C a lifo rn ia  P ru n e s
60® 70. 25 lb. b o x es . ®1?
50®o0. 25 lb. b o x e s . ®1440® 50, 25 lb. b o x e s . .0 1 430® 10, 25 lb. lx>xes_._® 16
20® 30, 25
18®24, 25 lb. b o x es—0 2 4

H om iny
P earl, 100 lb. s a c k s _3 50

M acaron i 
M u elle r’s  B ra n d s  

9 oz. p ac k ag e , p e r  dos. 1 30 
9 oz. p ack ag e , p e r  ca se  2 10

B ulk  Q oods
E lbow , 20 l b . ___  08
E g g  N oodle, 10 lbs. _Z 14

P e a r l B arley
C h e s te r  _____________ _ 4 25
1000 ----------------- —IT 7 ou
B arley  G r i t s __________ 6 «10

S age
E a s t  In d ia  ____________10

T ap looa
P e a r l ,  100 lb . s a c k s __09
M inu te , 8 oz., a do». 4 00 
D ro m ed a ry  I n s ta n t  __ 2 60

F LA V O R IN G  E X T R A C T S  
JE N  N IN O S ’

P U R E

F LA V O R IN G  

E X T R A C T
V an illa  an d  

Lem on 
Sam e Price

1 oz. -_  1 25
1V4 oz. — 1 80
2V4 oz. — 3 oo
3V4 oz. — 4 20

2 oz. — 2 754 oz. — 5 008 oz. — 9 00
16 oz. .— 15 003 Vi os.

A m ersealed
A t It 66 Y e a n .

Jiffy  Punoh
3 doz. C a r t o n _______

A ssorted  flavors. 2 26

f l o u r

u i / w n a y c °- ■ • v s
H a rv e s t  Q u e e n ' I I I : "  ? 60 
YeJ* M a’am  Graham.

60s ----------------------- 1  2 20

f r u i t  c a n «
F. O. B . Grand Rapida 

M asen

Ideal O laaa T ap .
H alf p in t _ ______
One p i n t _____
One q u a r t __
H alf g a l lo n __

6 09 
•  10 

U  U  
U  99
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GELATINE

Je ll-O , 3 d o * . _________ 2 85
M inu te , 3 d o * ._________ 4 05
P ly m o u th , W h i t e ____1 56
Q u ak e r, 3 d o z . _________2 25

JE L L Y  A N D  P R E S E R V E S
P u re , 30 lb . p a i l s ____3 30
Im ita tio n , 30 lb. p a ils  1 76
P u re , 6 oz.. A ss t, doz. 90 
P u re  P re s .,  16 oz., dz 2 40

iS O -V IS  M OTOR O ILS 
In Iron  B a rre ls

L i g h t --------------------------- 77.1
M edium  _______________ 77.1
H e a v y  _________________ 77.1
E x. H eav y  ____________ 77.1

(potarme

S a u sa g e s
B o lo g n a _______________ 18
L iv e r  ________________  18
F r a n k f o r t ____________  21
P o rk  ________________  31V Qflil 19
T ongue , J e ll ie d  _______36
H ead ch e ese  __________ 18

Sm oked  M eats
JE L L Y  G L A SSES 

8 oz., p e r  doz. ________ 36

O L E O M A R G A R IN E
V an  W e ste n b ru g g e  B ran d s  

C a rlo ad  D is r ib u to r

N ucoa, 1 l b . --------------- 21
N ucoa, 2 a n d  5 lb. —  20%

W ilson & C o.’s  B ran d s  
Oleo

C e r t i f i e d ______________ 34
N u t ---------,------------------  18
Special R o i l __________19

MATCHES
Sw an, 1 4 4 ____________ < 20
D iam ond . 144 box —  5 00 
S e a rc h lig h t. 144 b o x — 5 00 
O hio R ed L abel. 144 bx 4 20 
O hio B lue  T ip , 144 box 5 00 
O hio B lue  T in . 720-lc  4 00
*B lue S eal, 144 —..... - 4 50
♦R eliable , 144 _____  3 65
♦ F edera l, 144 ------------ 4 75

•1 F re e  w ith  T en .

S a fety  M atches 
Q u ak e r, 5 gro . c a se —  4 25

N U T S —W hole 
A lm onds, T a r ra g o n a — 25
B raz il. N ew  --------------- 24
F a n c y  M ixed --------------25
F i lb e r t s .  S ic ily -----------22
P e a n u ts , V ir. R o a s te d  11% 
P e a n u ts , Ju m b o , s td . 14
P e c a n s , 3 s t a r ------------ 22
P ecan s, Jum bo -----------40
Peoana, M am m oth — 50
W a ln u ts , C a l . ------30@35
H i c k o r y ----------------------

S alted  P eanu ts
F ancy, N o. 1 ---------------  14

Shelled
A lm onds ____________  10
P e a n u ts , S p an ish ,

185 lb. b ags ------------ 1* »
F i lb e r t s  ----------------------- 82
P e c a n s  S a l t e d --------------80
W a ln u ts  M a n c h u ria n  —55

MINCE MEAT  
N one Such, 4 dos. —  6 47 
Q uaker, 3 dos. ca se  — 8 50 
Libby, K egs, w et, lb. 22

OLIVES
4 oz. J a r ,  P la in , doz. 1 35 

10 oz. J a r .  P la in , doz. 2 35 
14 oz. J a r ,  P la in , doz. 4 50 
P in t  J a r s ,  P la in , doz. 3 25 
Q u a r t  J a r s ,  P la in , doz. 6 00 
1 G al. G lass  J u g s , P la . 2 10
5 G al. K egs, ea ch  ------ 8 50
3% oz. J a r ,  S tu d .,  doz. 1 35
6 oz. J a r ,  S tu ffed , doz. 2 35 
9% oz. J a r ,  S tu ff., doz. 3 75 
1 G al. J u g s , S tu ff., dz. 2 75

Iron  B a rre ls
L i g h t ______ ___ I___  «5.1
M e d iu m _____ _________65.1
H e a v y ________________  66.1
S pec ia l h e a v y _________ 65.1
E x t r a  h e a v y ___________ 65.1
P o la r in e  “F ”  _________ 65.1
T ra n sm iss io n  O il _____ 65.1
F in d ,  4 oz. c a n s, dos. 1 50 
F ino l, 8 oz. ca n s , doz. 2 30
P a ro w a x , 100 lb. _8.3
P a ro w ax . 40, 1 lb. __ 8.55
P a ro w ax . 20, 1 l b . __ 8.8

S em dae, 12 p t. c a n s 3 00
S em dac, 12 q t. c a n s 5 00

P IC K L E S
M edium  S ou r

5 gallon , 400 o o u n t __. « 76

S w eet 8 m all
16 G allon, 2250 ______ 24 50
5 G allon, 750 ________ 9 75

Dill P ick les
Gal. 40 to  T in . d o z ._ 9 60
No. 2% T i n s _________ 2 25
32 oz. G lass P ic k e d_ 2 75
32 oz. G lass  T h ro w n 2 40

Dill P ick les  B ulk
5 G al., 200 ........ __ 4 75

16 G al., 600 _________ 9 25
45 G al., 1200 ________ 19 50

P IP E S
Cob, 3 doz. ln  bx. 1 00 @1 26

P L A Y IN G  CA RDS
B a ttle  A xe. p e r  doz. 2 65
T orpedo , p e r d o z .___ 2 25
B lue  R ibbon , p e r  doz. 4 25

PO TA SH
B a b b i tt 's .  2 d o z . ____ 2 76

F R E S H  M EA TS
B eef

T op  S te e rs  & H e i f . __ 25
G ood S t’r s  & H ’f 15%@23
M ed. S te e rs  & H e if . _ 21
Com. S te e rs  & H e if . 16@20

V eal
T op  ____________  ____ 24
Rood 22
M edium  ______________ 20

L am b
S p rin g  L a m b __ _____ 28

Good — 26
M edium _ 24
P oor — ____  _ __ 20

H am s, Cer. 14-16 lb. @30 
H am s, C ert., S k inned

16-18 lb. ________ @30
H am , d rie d  bee f

K n u ck le s  ________ @46
C alifo rn ia - H a m s _@17%
P icn ic  B oiled

H a m s __________ 20 @25
Boiled H a m s ________ @45
M inced H a m s    @21
B acon 4 /6  C ert. — 24 @34

Beef
B oneless, ru m p  28 00@38 00 
R um p, new  __ 29 00@32 00

L iv e r
B e e f ______________   17
C a l f _________________   55
P o r k ___________________ 10

R IC E
F a n cy  B lue R ose _ 05%
F a n cy  H ead  _______ 2  07 '

RU SK S
D utch  T ea  R u sk  Co.

B rand .
36 ro lls, p e r  c a s e ___ 4 ¡>¡¡
13 rolls, p e r  c a s e ___ 2 25
12 ro lls, p e r  c a s e ___ 1 so
12 ca rto n s , p e r  c a s e _1 70
18 c a rto n s , p e r  c a s e _2 sk
36 c a rto n s , p e r c a s e _5 00

S A L E R A T U S
Arm an d  H a m m e r_3 75

SA L SODA

G ra n u la te d , 60 lbs. c s  1 35 
G ra n u la te d , 18-2% lb. 

p ac k a g e s  _________ 1 20

COD F ISH
M iddles ______________  20
T a b le ts . % lb. P u re  „  19%

doz. ----------------------1 40
W ood boxes, P u re  30%
W hole C o d ___________ 11%

H E R R IN G  
H olland  H err in g

M ixed, K e g s ___________1 30
M ixed, h a l f  bbls. __ 8 75
M ixed, bbls. _______  16 50
M ilkers. K e g s _________ ] 20
M ilkers, h a lf  bb ls . __ 9 75
M ilkers, bbls. ______ 18 50
K  K  K  K  N o r w a y _19 50
8 lb. na ils  __________ 1 40
C u t L u n ch  __________ 1 50
B oned, 10 lb. boxes __ 16

L ak e  H err in g  
% bbl., 100 l b s . ______6 b«l

P A R IS  G R E E N
% • ----------
l a -----------
I s  and  Be

M utton
34 Good ___________
32 M edium  ________
an P o o r ___________

j j  M ackere l
16 T ubs. 60 C oun t, fy. f a t  5 75 
11 P a ils . 10 lb. F a n c y  fa t  1 75

P E A N U T  B U T T E R

24 1 lb . T i n s ---------------
8 oz., 2 do. in  c a s e -  
15 lb . p a i l s ------------------
25 lb . p a i l s ____________

P E T R O L E U M  P R O D U C TS. 
F ro m  T a n k  W agon .

R ed  C row n  G aso lin e  — 11
R ed  C row n  E t h y l ---------14
S o lite  G aso line  ------------ 14

In  Iron  B a rre ls  
P e r fe c t io n  K ero s in e  — 12.6
G as  M ach in e  G aso line  37.1 
V. M. i t  P. Naphtha 19.6

P o rk
L ig h t hogs  ___________ 16
M edium  hogs _________ 16
H o n v y  h o e 's  _____________ IF
L oin, m ed. ____________  28
B u tts  _________________  24
S h o u ld ers  _____________  20
S p a re r ib s  ______________  16
N eck  bo n es  _____________ 06
T rim m in g s  ____________  14

PR O V ISIO N S 
B arre led  P o rk

C le a r  B a c k _ 25 00@28 00
S h o r t C u t C lear26 00 @29 00 

D ry  S a l t  M eats  
D S B ellies 18-20@18-19

L a rd
P u re  in  t i e r c e s ______13%
60 lb. t u b s ___ a d v a n c e  %
SO lb. t u b a ___ a d v a n c e  %
20 lb . p a i l s ___ad v a n c e  %
10 lb . p a i l a ___ad v a n o e  %
5 lb . p a i l a ___a d v a n c e  1
3 lb. p a i l a ___a d v a n c e  1

C om pound  t i e r c e s ____13
C om pound, t u b s _______13%

W h ite  F ish
Med. F an cy , 100 lb . 13 00

S H O E  B L A C K E N IN G
2 in 1, P a s te ,  d o z ._1 35
E. Z. C om b in a tio n , dz. 1 36
D ri-F o o t, doz. _______2 00
B ixbys, Doz. _________ 1 36
S hinola , d o z . _________ 90

ST O V E  PO L ISH
B lackne, p e r  d o z . ___ 1 36
B lack  S ilk  L iqu id , dz. 1 40 
B la ck  S ilk  P a s te , doz. 1 25 
E n a m e lln e  P a s te , doz. 1 36 
E n a m e lin e  L iqu id , dz. 1 36 
E. Z. L iq u id , p e r  doz. 1 40
R ad iu m , p e r d o z . ___ 1 ax
R is ing  Sun , p e r  doz. 1 35 
654 S to v e  E n a m e l, dz. 2 80 
V ulcano l. N o. 5, doz. 95 
V ulcanol, N o. 10. doz. 1 35 
S tovoil, p e r  doz. ____3 00

SA L T
C olonial, 24, 2 l b . ___  95
C olonial, 36-1% _____1 25
C olonial, Iodized , 24-2 2 00
Med. No. 1 B b l s .____2 80
Med. No. 1, 100 lb. bk. 95 
F a rm e r  S pec., 70 lb. 95 
P a c k e rs  M eat, 50 lb. 57 
C ru sh ed  R ock fo r ice

c rea m , 100 lb ., each  85
B u tte r  S a lt , 280 lb . bbl. 4 24
B lock, 50 lb. ______ 40
B a k e r  S a lt, 280 lb. bbl. 4 10
24, 10 lb ., p e r  b a l e ___ 2 45
35, 4 lb ., p e r  b a l e ___ 2 60
50, 3 lb ., p e r  b a l e ____2 85
28 lb. b ag s , T a b l e __ 42
Old H ick co ry , Sm oked,

6-10 l b . ____________4 50

P e r  ca se , 24, 2 lbs. _  1 4«
F ive  ca se  lo ts  ______2 30
Iodized. 24. 2 l b s . ___2 40

BORAX

T w en ty  M ule T eam
24. 1 lb. p ac k a g e s — 3 25
48. 10 oz. p ac k ag es — 4 35
96. % lb. p ack ag es __ 4 00

SO A P
Am. F am ily , 100 box 6 30
C ry s ta l V> h ite . 1 0 0 _4 20
B ig  J a c k , 6 0 s _________ 4 75
F e ls  N a p th a , 100 box 5 50 
F la k e  W h ite . 10 box 4 20 
G rd m a  W h ite  NTa. 10s 3 75
J a p  R ose, 100 b o x ___ 7 85
F a iry , 100 box _______4 00
P a lm  Olive, 144 box 10 50
L a v a , 100 bo _________ 4 90
O ctagon , 1 2 6 __________ 5 96
P u m m o , 100 box _____4 85
S w e e th e a r t, 100 box _ 5 70 
G ra n d p a  T a r , 50 sm . 2 10 
G ra n d p a  T a r , 50 lge. 3 60 
Q u ak e r H a rd w a te r

Cocoa, 72s, b o x ___2 86
F a irb a n k  T a r , 100 bx  4 00 
T rilb y  S oap, 100, 10c 7 25 
W illiam s  B a rb e r  B a r, 9s 50 
W illiam s M ug, p e r  doz. 48

C L E A N S E R S

80 c a n  . 'a a e a .  $ 4 .80  p e r  o a a e

W A S H I N G  P O W D E R S
B on A m i P d , 18s, box 1 90
Bon A m i C ake , 1 8 s_1 62%
B rillo  ________________  85
C lim aline . 4 doz. _____4 20
G ran d m a , 100. 5 c ____ 3 50
G ran d m a . 24 L a r g e _3 50
Gold D u st, 1 0 0 s______ 4 00
Gold D u st, 12 L a rg e  3 20
G olden R od, 24 _______4 26
L a  F ra n c e  Ija u n ., 4 dz. 3 60 
Old D u tch  C lean . 4 dz 3 40
O ctagon . 96s _________ 8 80
R inso , 40s ____________ 3 20
R inso . 24s   5 25
R u b  N o M ore, 100, 10

oz. _____________    3 85
R ub  N o M ore, 20 L g. 4 00 
S p o tle ss  C le an ser, 48,

20 oz. _______________ 3 25
S an i F lu sh , 1 doz. — 2 25
Sapolio , 3 doz. _______2 16
S oap ine , 100. 12 oz. _ 6 40 
S now boy, 100, 10 oz. 4 09

S now boy, 12 L a r g e _2 65
S peedee, 3 doz. ______7 30
S u n b rite , 50s ________ 2 10
W y an d o tte . 48 _____ 4 75
W y a n d o t D e te rg ’s, 24s 2 75

S P IC E S  
W hole S p ices

A llspice, J a m a i c a ___ @25
Cloves, Z a n z ib a r  ___ @38
C ass ia , C a n t o n ______ @22
C assia , 5c pk g ., dos. @40
G inger, A f r i c a n ______@12
G inger. C ochin  ______ @25
Mace, P e n a n g ________1 39
M ixed, No. 1 ________ @33
M ixed, 6c pkgs ., doz. @46
N u tm e g s, 70@90 ____ @59
N utm eg s. 105-1 10 @59
P ep p e r. B la ck  ______ @46

P u re  G round in B ulk
A llspice. J a m a i c a ___@35
C loves, Z a n z ib a r  ___ @46
C assia . C an to n  ______@28
G inger. C o rk in  _____@35
M u sta rd  ____________  @33
Ma.ee, P e n a n g  _______ 1 39
P ep p e r, B l a c k ___  @55
N u tm e g s  --------------------  @59
P ep p er. W h ite  ______ @8(1
P epper. C a y e n n e __  @37
P a p rik a . S p an ish  ___ @45

S eason ing  
Chill P ow der. 15c 
C elery  S a l t  3 oz.
Sage. 2 oz. ______
G nion S a l t ___
G arlic  ______
P onelty , 3% oz.~"
K itc h en  B o u q u e t 
L a u re l L e av es  
M arjo ram . 1 oz.~Z~
S avo ry , 1 oz. —I I
T hym e. 1 o z . ____
T u m eric , 2% 0z.

STA RCH  
C orn

K ingsfo rd . 40 l b s . ___ 11%
P ow dered , b a g s  ___  4 50
A rgo, 48, 1 lb . pkgs. 3 60
C ream , 4 8 - 1 _________ 4 g0
Q uaker, 4 0 - 1 _______07%

1 35
«6
90

1 85
1 36
3 25
4 50

10
90
90
90
90

Gloss
A rgo. 48, 1 lb. pkgs. 
Argo. 12. 3 lb. pkgs. 
£?C°- 8 5  lb. pkgs . _ 
S ilve r G loss, 48. Is
E la s tic . 64 pkgs. ___
Tiger, 48-1

3 60 
2 62
2 97 
11% 
5 35
3 30T ig er. 50 lbs. ______ _  yg

S Y R U P
C orn

B lue K aro . No. 1 % _2 77
B lue K aro . N o. 5, 1 dz. 3 91 
Blue Karo., No. 10 3 71
Red K aro . No. 1% .1  3 05 
Red K aro , No. 5. 1 dz. 4 29 
Red K aro . No. 1 0 _4 01

Im it. M aple F lav o r 
O range. No. 1%, 2 dz. 3 50 
O range. No. 5. 1 doz. 4 99

Maple an d  Cane
K anuck , p e r gal. ___  1 50
K anuck , 5 gal. can  — 6 50

M aple
M ich igan , p e r  gal. 2 75
W elchs. p e r g a l 3 ¿5

COOKING O IL  
Mazola

P ints, 2 doz.  6_75
Q u arts . 1 doz. ______ 6 25
H alf G allons. 1 doz. _ 11 75 
G allons. % 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 a ll_3 35
P e p p e r  ----------------------- 1 60
R oyal M in t __________2 40
T obasco , 2 o z . ________4 35
Sho You, 9 oz., doz, 2 25
A -l, la rg e  __________4 75
A -l sm all ____________3 15
C aper, 2 oz. __________3 30

J a p a n
M e d iu m ------------------- 35@35
C h o ic e ----------------------- 37@52
F a n c y ------------------------52@61
No. 1 N i b b s _______ 54
1 !t>. pkg. S ifting- I I I I I I I  14

G unpow der
Choice _______ ____ , ,
F a n c y -------I I  __ 47
_  ,  Ceylon
P ekoe, m ed iu m  _______ 67

E ng lish  B re a k fa s t
C ongou, M edtum  _______ 33
C ongou, C h o ic e ___  35036
Congou, F a n c y ___ 4t@ 4 |

Oolong
M e d iu m _____ ■■
Choice __  1 -
F a n c y  ----- , I ~ ~  “

t w i n e
C otto n , 3 p ly  cone 40 
C o tton , 3 p ly  B a lls  _ _ _  42 
W ool, 6 p ly

V IN E G A R
C ider, 40 G r a i n _____ 33

W in e - 80 g r a l n . r  25 
W h ite  W ine. 40 g r a in — 19 

W IC K IN G
0" P er g r o s s ______ gn

No. 1, p e r  g ro ss  ___ 1 26
No. 2, p e r  g r o s s ___ 1 so
No. 3. p e r  g r o s s ------2 30
P ee rle s s  Rolls, p e r  doz. 90 
R o ch e ste r. No. 2, doz. 60

18

R ochester! N o. 8 ,’ doz. 
R ayo, p e r  doz. ______ 75

W O O D E N W A R E
B ask e ts

B ushels , n a rro w  band .
w ire  h a n d l e s ______ 1 74

B ushels , n a r ro w  biu id l
w ood h a n d le s  _______1 go

M ark e t, d ro p  h a n d le .  90 
M ark e t, s in g le  h a n d le .  95
M ark e t, e x t r a  ____ 1 ¡ft
S p lin t, la rg e  ______H I  g gy
S p lin t, m ed ium  _____I  7 50
S p lin t, sm all __________g gy

C h u rn s
B arre l. 5 ga l., each  __ 2 40 
B a rre l. 10 g a l., e a c h — 2 6« 
3 to  6 gal., p e r  g a l ._ lg

P a lls
1« G a lv a n iz e d ___2 50
12 qt. G a lv a n iz e d _____3 7«
14 q t. G a lvan ized  _ 3 00

n t - F la r in g  G al. fr. 6 00
10 q t. T in D a i r y ___ 4 yy

T ra p eMOIJSP W ood, 4 h o le e . «0
wood 6 h o le s . 70Mouse. tin  F ho les _ «gK at. wood 1 0«R at. sp r in g 1 onMouse. sp rfn e to

T  uba
r la rea G alvan ized 8 75
M edium  G alvan ized
b inali G alvan ized 6 75

------I 10
W a s h b o a r d s  

R anne r, G lobe
B rass , s in g le  ________ 6 ¿5
G lass, s in g le  ____ _ g 00
D ouble P e e r l e s s __ __ g «0
s in g le  P ee r le s s  ______7 60
N o rth e rn  Q ueen  —I I I  |  go
U n iversa l ____________7 35

W ood Bowls
13 In. B u t t e r ________ g 00
15 In. B u t t e r ________ $ oo
17 in. B u t t e r ______I  lg oy
19 in. B u tte r  _______ f t  06

W R A P P I N G  P A P E R  
F ib re , M anila , w h ite  05%
No. 1 F i b r e --------------- 06%
B u tc h e rs  D  F __  06
Ï5r a î î   --------------------— 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. ________2 73
S u n lig h t, 3 doz. __ 3 7#
S u n lig h t, 1% doz. __ 1 36 
Y east F o am , 3 doz. __ 2 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 le isc h m an n , p e r doz. an

P r o d u c ts  of V an Buren  Co. 
C an n in g  Co. 

ITA LIA 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 a m ily  P a c k a g e  4 50 

SALSA  SAU CE 
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 I N E S E  SOY S AU CE 
L ocal P r id e  B ran d  

12 § oz. B o t t l e s ______2 26

4 1 gal. g l a s s ______27 00
C H I N E S E  B R O W N  S AU CE 

L ocal P rid e  B ra n d
12 8 oz. B o t t l e s _____ 2 25

4 1 gal. g l a s s ______ 24 00
N OO D LES 

L ocal P r id e  B ran d  
Chow  Mein Chinese

24 No. 2 c a n s ________2 25
BEA N  S P R O U T S  
L ocal P r id e  B ra n d  

G enuine  Chinese  Bean
24 No. 2 c a n s _________1 65
6 No. 10 c a n s _______8 0C
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Some Early Muskegon River Indians.
Grandville, Aug. 20—The Indian 

race in America may be said to be a 
thing of the. past. Indians, catamounts 
and bears that once ruled the wilds of 
Michigan are no more. The expres
sion so often heard among settlers, 
“Honest Injun,” was not meant to 
carry the idea that the red man was 
honest, but quite the contrary.

As an early day merchant I had an 
opportunity to study' the character
istics of the aborigines and certainly 
failed to find them as uniformly hon
est in their deal as some writers on 
early America have done.

One of the best known Indians on 
the Muskegon sixty years and more 
ago was called Indian Bill. He was 
a true Indian every inch of him. One 
of the greatest hunters in the woods, 
he seldom went on the deer trail with
out bagging his game.

Although long associated with white 
people Bill never became-anything else 
than a typical redman of the woods. 
As to his honesty there was no ques
tioning that. Very frequently he came 
into the store and wished a supply of 
food, ammunition and tobacco. I 
never refused him, even though he 
had no "shuniaw” to settle the bill.

In time he was sure to come in with 
the money and pay up. I think he 
was about the only native American 
I could safely trust. “Injun no pay. 
put Injun in jail,” some were given to 
say and such fellows were never known 
to pav a store account.

Despite his long association witn 
white people Bill did not assimilate 
readily; he remained an Indian to the 
day of his death. A strongly built 
man, with the red tinge of his race 
flushing his features, he carried his 
Indianhood proudly.

He was fond of telling of his hunt
ing adventures and sometimes inter
ested a store full of customers with 
his delineation of how he crept upon 
his prey.

He carried a large hunting knife 
strapped to one hip, and this he some
times drew forth and flourished while 
describing his method of trapping the 
game. He would crouch low and 
creep across the floor, then suddenly 
bound upright with a whoop and pre
tend to shoot.

“Me crep’ up a little furder off” 
meant that he crouched and crept 
silently upon his game. A man of 
stalwart frame, utterly fearless, few 
white men cared to try titles with 
Indian Bill. I do not recall what be
came of him, only that it was reported 
that he was killed by a street car in 
Muskegon. If this was true doubtless 
his body lies buried in the Indian 
cemetery in that city.

Bill’s one failing was his love for 
the white man’s firewater, of which he 
consumed large quantities, and some
times landed in jail because of dis
turbing the peace.

There were many other natives who 
were classed as Indians who were in 
reality only half breeds, and these cut 
quite a swath in the society of W est
ern Michigan in that early dav.

There was Indian Pete (his surname 
1 do not recall), who was a pilot of 
renown among the lumbermen. He 
piloted many rafts down through the 
winding course of the Muskegon and 
was very much respected by his white 
neighbors. A raft under Pete’s guid
ance seldom if ever went on the snags.

Indian Pete also patronized the 
white's firewater, but usually he did his 
best work when strictly sober. I think 
that Indian Pete often worked on the 
big Muskegon drive. Indians in gen
eral were not friendly to hard labor, 
vet a few made names for themselves 
at various jobs along the river.

Indian Lixv was another well known 
riverman. He had sons who acted as 
raft pilots on occasion. Lixy's real 
name was Alexander St. Peter, and be

was a very reliable and intelligent man. 
At the time of the threat of an Indian 
uprising the whites sent Lixv among 
the Northern Michigan Indians to 
learn what their intentions were. There 
was no Michigan outbreak after all. 
although a decided scare flared over 
the border.

Then there was Indian Jim. a very 
worthy redman, who became a priest 
and administered at funerals and wed
dings among his people. I think his 
full name was James Tagwason. and 
he was well regarded by the white 
settlers.

Michigan was fortunate in her In
dian inhabitants since, after the days 
of Pontiac and the early settlement at 
Detroit and the Soo, there was no out
break of Indian savagery.

There was an old Indian who lived 
near Bridgeton whose name I have 
forgotten. A very superior Indian he 
was, too, and often made trips in his 
big canoe to Muskegon, bringing back- 
groceries and various necessary house
hold articles. This fellow was strictly 
honest and well liked by all his white 
neighbors.

The greatest enemy the Muskegon 
river Indians encountered was a dis
ease in the nature of tuberculosis 
which proved even more fatal to the 
redman than to the whites. A large 
number of Indians contracted this dis
ease, despite the fact that they lived 
an outdoor life which has always been 
thought favorable for health.

Indian George was another com
paratively well known Indian of a 
somewhat later date. I think, how
ever, that he tarried but a short time 
in the river country, departing after 
a short sojourn to the far West.

Muskegon River Indians got along 
splendidly with their white neighbors 
and their final extinction through emi
gration and disease was a sad ending 
to the happy relations long existing 
between the two races._ Old Timer.

Greeting From Quality Grocery of 
Shelby,

Shelby, Aug. 19—We are glad to re
new our subscription to the Trades
man, because the paper is of great 
value to us in our business.

W e are enjoving one of the best 
summers for trade we have had in sev
eral years and are more and more con
vinced from day to dav that the in
dependent .store has a great future be
fore it if we only cater to the people.

I have made several trips and try to 
visit as many stores in mv line of busi
ness as possible.

T find many stores where vou are 
not spoken to at all, which I think is 
a great mistake.

No clerk can stay in my employ who 
does not speak to people the moment 
they come into my store.

Sometime ago I visited a city along 
the lake shore and visited five chain 
stores and was only greeted in one of 
them. In the same city I visited three 
independent stores and was recognized 
in one of them.

You will note by the heading of this 
letter that my store is equipped to take 
care of my customers in every wav 
and the accommodations are kept 
clean. I invite you to visit my store 
any time you are up this wav.

Orin L. Wilson.

Price Rivaltry On Wane.
That the day of extreme price com

petition in retailing is rapidly passing 
is the contention advanced during the 
week by a well-known retail executive. 
Featuring of original merchandise is 
already beginning to take the place 
of matching wits on price, according 
to this executive. The former method 
means profit, he said, while no store 
can continue to make money out of 
price competition.

“Stores are finding that the best way 
to meet competition is to avoid it” this 
executive went on. “The trend is 
markedly toward purchase of m er
chandise on specification, so that pur
chases may be confirmed. Retail skill 
is tending to develop a line of best 
sellers, which are a little bit different 
and a little bit better than what com
petitors offer.

"In this effort use of fashion knowl
edge must be tied up with the actual 
market operations. There must be 
advance planning and fewer post-mor
tems.”

Corporations Wound Up.
The following Michigan corporations 

have recently filed notices of dissolu
tion with the Secretary of State: 
Wacoba Motors Co., Detroit.
Bangor Co-operative Association, Ban

gor.
Dubois-Munn Co., Grand Rapids.
Try Me Bottling Co., Grand Rapids. 
Best Built Homes Co.. Detroit.
Ever Ready Coat & Towel Co., Detroit 
Sand Brothers. Detroit.
W alnut Land and Realty Co., Detroit. 
Storck Baking Co., Detroit.
Cadillac Silver Black Fox Co., Cadillac 
Monroe Piers & Park Resort. Detroit. 
Burkley Motor Bus Co., Burkley.
Pye Bus Co., Birmingham.
Electric Depot Co., Highland Park. 
Superior Garment Co., St. Johns. 
Detachable Rubber 'Sole Co.. Detroit. 
Woodward - Highlands Corporation, 

Detroit.
Joseph N. 'Smith & Co.. Detroit. 
Republic Electric Co., Detroit. 
Rainbow Grocery Co., Lansing. 
Gladwin Farm and Cattle Co.. Detroit. 
Security Investment Co., Adrian. 
Landstra Realty Co., Grand Rapids. 
W estern Newspaper Union, Detroit.

Drugs For All the League.
The greatest drug store in all Europe 

is not where you would expect to find 
it, in London, Paris or Berlin, but in 
the comparatively small city of Gene
va, population 125,000. I t probably is 
the largest drug store under a single 
roof in the world, since it employs 
more than 400 people.

The Pharmacie Principale was 
founded by three brothers in 1914. By 
adding perfumes and other modern 
drug-store articles, by wide advertis
ing, low prices and mail-order service 
the store has built a $l,000,000-a-year 
business. It has 700,000 customers 
scattered over Switzerland and all Eu
rope, and prints a mail-order catalogue 
in both French and German.

Mergers Face Test From Keen Minds 
Now Idling.

Competition that will test the mettle 
of the many industrial and trade mer
gers effected recently was forecast for 
the next five years by a noted econ
omist. Many of the keenest business 
minds in the country are now “on 
vacation,” he explained, because their 
successful organizations have entered 
combinations.

“Some of these men,” he said, “have 
retired temporarily but if human na
ture follows its usual course they will 
be back ‘in harness’ again in a few 
years with independent companies 
which will make it warm for the big 
combinations.”

Secretary Mellon is not the quitting 
kind.

Window Glass Orders Gain.
W ith greater activity being shown 

by the jobbing trade, the outlook in 
the window glass industry, viewed 
from the manufacturer’s standpoint, 
would seem more reassuring. While 
demand for this commodity is below 
normal, decidedly so for mid-August, 
the volume of new orders has evi
denced a fairly substantial increase 
during the past ten days. The seasonal 
demand for plate glass continues heavy 
and factories working in this branch 
of the flat glass industry are operat
ing virtually at capacity in supplying 
trade requirements.

Business.
A certain mother reproved her young 

son for always coming to her for his 
spending money. “Willie, dear, why 
don't you earn some money yourself?” 
she said.

The same afternoon, the mother, 
looking out the window, saw Willie 
surrounded by a group of boys all hav
ing a grand time, judging by the 
whooping and yelling going on. Out 
of curiosity she went over and saw 
tacked on a tree, under which her son 
was busily engaged, the following sign: 

Willie Beasley Will Eat—
1 small worm f o r __________ 1 cent
1 large worm f o r __________ 2 cents
1 butterfly f o r _____________ 3 cent 5
1 caterpillar f o r ____________ 3 cents
1 hop toad f o r _____________ 5 cen t;

Willie’s mother heard quite a little 
money jangling in her son’s pockets
as she led him home for further advice.

A Simple Solution.
An angler had a four hours’ tussle 

with a huge salmon before he was able 
to land it. W hen at length he had 
made sure of his catch, he took it 
home and related his triumph to h's 
maiden aunt. He made as much of his 
adventure as possible, and put special 
stress on the time it took and the im
mense energy he had to expend befor_• 
he could secure the salmon. Wh.e.i 
he had finished he waited anxiously for 
praise.

For some moments there was silence, 
and then, with a puzzled expression 
his aunt looked up from her knitting.

“But, my dear Arthur,” she said, 
“why didn’t you cut the string and 
get rid of the brute?”

Nothing on earth can smile but 
man! Gems may flash reflected light, 
but what is a diamond-flash compared, 
to an eye flash and a mirth-flash? 
Flowers cannot smile; this is a charm 
that even they cannot claim. It is the 
color which love wears, and cheerful
ness and joy—these three. It is a 
light in the windows of the face, by 
which the heart signifies it is at home 
and waiting. A face that cannot smile 
is like a 'bud that cannot blossom and 
dries up on the stalk. Laughter is 
day, and sobriety is night, and a smlie 
is the twilight, that hovers gently be
tween both—more bewitching than 
either.—H enry W ard Beecher.

Overproduction is America’s chief 
industrial menace.

Electricity is even now only in its 
infancy,
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Analyses Applicable Everywhere To 
Any Store.

(Continued from page 20) 
of these correspondents, they are really 
unusually efficient merchandisers. For 
many years they have been consistent 
and intelligent advertisers, so I al
most feel that to write what I now 
write is superfluous.

Advertising and sales should always 
be centered on the main thought of 
raising the average grade of sales. 
Another effective way to do this is al
ways to quote all prices from the top 
down. Do not say “30c, 55c and 90c." 
Say “90c, 55c, and we also have one 
at 30c,” letting the voice fall and en
thusiasm wane as you drop the quota
tion downward.

This may seem like a little thing, 
but it is a most potent sales force. It 
is additionally potent because as yet 
so few merchants are on to it. Let 
yours be a forward-looking, progres
sive store in this respect. Take pains 
to quote prices that way yourselves a l
ways. Hold meetings to drill your 
clerks the same way. Show them and 
tell them constantly. Carry the scheme 
through every department.

If you follow out this plan you will 
be gratified to find a steadily increas
ing proportion of your sale running 
into the finer, more profitable lines.

I hope these few halting suggestions 
may help and I assure you that I shall 
be fully rewarded if they do.

Paul Findlay.

Proceedings of the Grand Rapids 
Bankruptcy Court.

G ran d  R ap id s, A ug. 6. O n th is  d ay  
w as  held th e  f irs t m ee in g  o f c re d i to rs  in  
th e  m a t te r  o f C la ren ce  F in s tro m , in d .-  
v id u a lly  a n d  a s  F in s tro m  B ros, a n d  also  
a s  F in s tro m  M o to r S ales, B a n k ru p t No. 
3845. T h e  b a n k ru p t w as  p re s e n t in  p e r 
son  a n d  re p re s e n te d  by  a t to rn e y  W . H . 
Y earn d . C re d ito rs  w ere  p re s e n t in  p e r 
son  a n d  re p re s e n te d  by C orw in , N o rcro ss  
& Cook, a t to rn e y s  a n d  by  G. R. C red it 
M en’s A ssocia tion . C la im s w ere  p roved  
a n d  allow ed. N o t r u s te e  w as  a p p o in ted . 
T h e  b a n k ru p t w as  sw o rn  a n d  ex a m in ed  
w ith o u t a  re p o rte r . T he  f ir s t  m e e tin g  
th e n  a d jo u rn e d  w ith o u t d a te , a n d  th e  
ca se  h as  been  closed  a n d  re tu rn e d  to  th e  
d is t r i c t  co u rt , a s  a  ca se  w ith o u t a s s e ts .

A ug. 6. On th is  d ay  w as  held  th e  firs t 
m e e tin g  of c re d i to rs  in  th e  m a t te r  of 
G eorge W . Fox, B a n k ru p t No. 3851. T h e  
b a n k ru p t  w as p re s e n t in  perso n  a n d  
re p re s e n te d  by  a t to rn e y  C. G. T u rn e r. 
N o c re d i to rs  w ere  p re s e n t o r  re p re se n te d . 
O ne c la im  w as  p roved  a n d  allow ed. No 
tru s te e  w as  ap p o in ted . T h e  b a n k ru  t 
w as  sw o rn  a n d  e x a m in ed  w ith o u t a  r e 
p o rte r . T h e  f irs t m e e tin g  th e n  ad jo u rn e d  
w ith o u t d a te , a n d  th e  ca se  h a s  been  
closed  a n d  re tu rn e d  to  th e  d is tr ic t  co u rt, 
a s  a  c a se  w  th o u t a s s e ts .

On th is  d ay  a lso  w as  held  th e  firs t 
m e e tin g  of c re d i to rs  in  th e  m a tte r  of 
F re d  A. T o w n er, B a n k ru p t No. 3842. 
T h e  b a n k ru p t w as p re s e n t in  p erso n  a n d  
re p re s e n te d  by a t to rn e y  W illa rd  J . T u r 
ner. N o c re d i to rs  w ere  p re s e n t o r r e p 
re s e n te d . C la im s w ere  filed. T h e  b a n k 
ru p t  w as  sw o rn  a n d  e x a m in ed  w ith o u t a  
r e p o r te r . C. W . M oore, of B elm o n t, 
w as  ap p o in te d  tru s te e , a n d  h is  bond 
p laced  a t  $100. T h e  f irs t m e e tin g  th e n  
a d jo u rn e d  w ith o u t d a te .

On th is  d ay  a lso  w as  held  th e  firs t 
m e e tin g  of c red  to rs  in  th e  m a tte r  of 
C h a rle s  F . R eide a n d  F re d  T . B ro ck - 
h a u s , in d iv id u a lly  a n d  a s  coy /artners a s  
Ion ia  B a k in g  Co., B a n k ru p t  No. 3839. 
T h e  b a n k ru p ts  w e re  p re s e n t in person  
a n d  re p re s e n te d  b y  a t to rn e y s  E ld red  & 
G em uend . C re d ito rs  w ere  p r e s e n t  by 
a t to rn e y s  W a t t  & Colw ell a n d  by  G. R. 
C red it M en’s A ssocia tion . C la im s w ere  
p roved  an d  allow ed. T h e  b a n k ru p ts  w ere  
sw orn  a n d  ex am in ed  w ith o u t a  re p o rte r . 
S h irle y  C. I)e  G roo t, of G ran d  R a p  ds, 
w as  e lec te d  t ru s te e , a n d  h is  bond p laced  
a t  $1,000. T he  firs t m e e tin g  th e n  a d 
jo u rn e d  w ith o u t d a te .

A ug. 6. On th is  d ay  schedu les , a d ju d i
c a tio n  an d  o rd e r  of re fe re n c e  w ere  filed 
in th e  m a t te r  of F re d  B ecker, B a n k ru p t 
No. 3871. C h a rle s  B. B la ir  ap p o in te d  
te m p o ra ry  rece iv e r . B a n k ru p t’s o c c u p a 
tion  is  th a t  o f m e rc h a n t a n d  b ak e r. H is  
a t to rn e y s  a re  R a rd e n  & R ard e n , G re e n 
ville. A sse ts  a r e  sch ed u led  a t  $2,963 a n d  
1 a b i lit ie s  a t  $3,888.86. C h e s te r  C. W ool- 
r id g e  a p p o in ted  c u s to d ian . F i r s t  m e e tin g  
o f c re d i to rs  w ill be ca lled  a t  a n  ea rly  
d a te  a n d  n o te  o f sam e  m ade here in . 
C re  li to rs  a re  a s  fo llow s:

G reen v ille  S ta te  B an k , G reenv ille  $375.00
C h arle s  L. H ecox , G reenv ille  ___  350.60
N a tio n a l L ife  In su r . Co., C n icago  90.00
G ran ee  L ife  Ins, Co., L a n s i n g ___  244.00
N a tio n a l D isco u n t C orp ., G ran d  R . 75.00
A rm o u r & Co.. C h icago  __________ 16.00
F le isc h m a n n  Co., G ran d  R a p i d s _152.55
S w ift & Co., L a n sin g  ____________  58.IS
F e r r is  Coffee H ouse . G ran d  R ap id s  26.20 
K alam azoo  P a p e r  Co., K a la m azo o  9.48
S upp ly  Co., G ran d  R a p i d s ________ 26.00
V o ig h t M illing  Co., G ran d  R ap id s  598.61
.R alston  P u r in a  Co.. D e tro  t ______ 9.63
G. B. G allegher, G ran d  R a p i d s _90.00
S ta r  P a p e r  Co.. K alam azozo  ___  14.43
B ec k e r B ros., G ran d  R ap id s  _____ 226.75
W o rd en  G ro cer Co., G ra n d  R ap id s  17.00 
W olv erin e  Spice Co., G ran d  R ap id s  10.35
E d w in  F’a lla s , Low ell ____________  12.00
1’e rk in s  Co., G ran d  R ap id s  ______ 12.00
A lton  F lo u r  M ills, M osely ______ 20.00
M ich igan  P ro d u ce  Co., C a rso n  C ity  5.00 
O tsego  W a x  P a p e r  Co., O tsego  __ 169.00
J o se p h  C h u rch , G reenv ille  ________ 9.40
T o w er Iro n  W orks , G r e e n v i l l e ___  17.80
E. A. K em p  & Son, G reenv  l i e _97.95
M on tca lm  C re a m ry  Co., G reenv ille  105.11 
In d ep e n d e n t IT ess , G reenv ille  __ 47.45 
W m . B ra d le y 's  Son, G reenv ille  __ 74.30
R eliab le  H a rd w a re  Co., G reenv ille  40.13
C e n tra l M ark e t, G reenv ille  ______ 33.53
G row  V u lca n iz in g  Shop, G reenv ille  11.9 7
F re d  J . Cole, G reenv ille  __________ 69.80
G reenv ille  G as Co.. G r e e n v i l l e _10.00
A lb e rt F . Jo h n so n , G r e e n v i l l e ___  305.25
M a rtin  V. Cook, G reenv ille  _____  10.00
A. D. V in lng , G reen v ille  ________ 90.05
S. T. M e tz g a r ____________________  300.00
A n ton io  O livero  __________________  60.00

A ug. 6. On th is  d ay  sch ed u les , a d ju d i
ca tio n  a n d  o rd e r  o f re fe re n ce  w ere  filed 
in th e  m a t te r  of E. F. M ulligan , B a n k ru p t 
No. 3S66. C h a rle s  B. B la ir  w as  ap p o in ted  
tem ix> rary  rece iv e r. T h e  b a n k ru p t’s  b u s i
n ess  is  r e s ta u r a n t  k ee p e r a n d  p r in te r . 
H is  a t to rn e y  is A. A. K e .se r. L u d in g to n . 
A sse ts  a re  sch ed u led  a t  $1,306 a n d  liab il
it ie s  a t  $2,S31.61. L e t te r  h a s  been  w r i t 
te n  a s k in g  fo r  fu n d s  a s  in d e m n ity  fo r 
e x p e n ses  a n d  a s  soon a s  th is  is d eposited , 
m e e tin g  of c re d i to rs  w ill be ca lled . C re d 
ito rs  a re  a s  follow s:
C ity  of L u d in g to n  ________________ $ 14.00
A. W. H am e l, L u d in g to n  ________ 57.61
D u rsm a  & H o llinger, L u d i n g to n _35.00
R udolph  K ra f t, L u d in g to n  ______ 300.00
L o u is  E lisso h n . L u d in g to n  _____  525.00
J . G. A ckersv ille  Co., L u d in g to n  1,800.00

A ug. 6. On th is  d ay  sch ed u les , a d ju d i
ca tio n  a n d  o rd e r  o f re fe re n c e  w ere  filed 
in  th e  m a t te r  of E d w a rd  S u rd ick , B a n k 
ru p t  No. 3867. B a n k ru p t is a  la b o re r  a n d  
h is  a t to rn e y  is C la ir  S. B eebe, K a la m a 
zoo. A sse ts  a re  sch ed u led  a t  $100 a n d  
lia b ilitie s  a t  $996.70. F i r s t  m e e tin g  w ill 
be ca lled  a t  a n  ea rly  d a te  a n d  no te  of 
sa m e  m ad e  h ere in .

A ug. 6. O n th is  d ay  sch ed u les , a d ju d i
c a tio n  a n d  o rd e r  o f  re fe re n c e  w ere  filed 
in  th e  m a t te r  of L ew is  H. B .ce, B a n k 
ru p t  No. 3868. T h e  b a n k ru p t is a  la b o re r 
a n d  is  r e p re s e n te d  by W a t t  & Colw ed, 
Ion ia . A sse ts  a re  sch ed u led  a t  $250 a n d  
lia b ilitie s  a t  $826.05. L e t te r  w a s  w rite  a 
a s k in g  fo r fu n d s  a s  in d e m n ity  fo r e x 
p en ses  a n d  a s  soon a s  th is  is d eposited , 
m e e t.n g  of c re d i to rs  w ill be ca lled .

A ug. 6. O n th is  d a y  schedu les , a d ju d i
c a tio n  a n d  o rd e r  of re fe re n c e  w ere  filed 
in  th e  m a tte  o f R e in h a rd t P . R itz , B a n k 
ru p t  No. 3869. T h e  b a n k ru p t  is a  la b o re r  
a n d  is r e p re s e n te d  by  J o h n  G. A nderson , 
M uskegon . A sse ts  a re  sch ed u led  a t  $260 
a n d  liab ilitie s  a t  $224.25. L e t te r  h a s  been  
w r itte n  fo r fu n d s  a s  in d e m n ity  fo r e x 
p en ses  a n d  a s  soon a s  th is  ,s  d eposited , 
m e e tin g  of c re d i to rs  w ill be ca lled .

A ug. 6. On th is  d a y  sch ed u les , a d ju d i
c a tio n  a n d  o rd e r  o r  re fe re n c e  w ere  filed 
in  th e  m a t te r  of H a rry  A. S m allidge , 
B a n k ru p t  No. 3870. T he  b a n k ru p t is a  
fa rm  la b o re r  a n d  is r e p re s e n te d  by 
G eorge H . B o o k w alte r , B en to n  H arb o r . 
A ss e ts  a re  sch ed u led  a t  $559.19 a n d  lia 
b ilitie s  a t  $3,0S4.22. L e t te r  h a s  been 
w r i t te n  fo r fu n d s  a s  in d e m n ity  fo r  e x 
p en ses  a n d  a s  soon a s  th is  is  d eposited , 
m e e tin g  of c re d i to rs  w ill be called.

A ug. 5. On th is  d ay  w as  held  th e  firs t 
m e e tin g  of c re d i to rs  in  th e  m a t te r  of 
K e n n e th  F . T u b b s . B a n k ru p t No. 3S53. 
tim e  th e  b a n k ru p t  w as  p re s e n t in  p e r-  
in g  w as  a d jo u rn e d  to  A ug. 6. A t th a t  
T h e re  w e re  no a p p e a ra n c e s  a n d  th e  m e e t-  
son  a n d  re p re s e n te d  by  a t to rn e y  L u c ien  
F . S w eet. N o c re d ito rs  w ere  p re s e n t or 
re p re s e n te d . N o c la  m s w ere  p roved  an d  
allow ed. N o tru s te e  w as  ap p o in ted . T he 
b a n k ru p t w as  sw orn  a n d  ex am in ed  w ith 
o u t  a  re p o r te r . T h e  b a n k ru p t w as  o rd ered  
to  pay  th e  filing fee on o r  befo re O ct. 
15. U pon  rece ip t o f th e  filing fee th e  ca se  
w ill be closed  a n d  re tu rn e d  to  th e  d is tr ic t  
c o u rt, a s  a  ca se  w ith o u t a s s e ts .
T he  f irs t m e e tin g , a s  a d jo u rn e d , a d jo u rn 
ed  w ith o u t d a te .

In  th e  m a t te r  o f  Red M alle tt W a lk er, 
b a n k ru p t No. 3454. th e  t r u s te e  h a s  filed 
h is  final re p o r t  a n d  a c c o u n t, a n d  a  final 
m e e tin g  of c re d i to rs  w as  he ld  J u n e  7. 
T h e  b a n k ru p t w as  n o t p re s e n t o r  r e p re 
sen te d . T h e  t r u s te e  w as p re s e n t a n d  
re p re s e n te d  by  a t to rn e y  J . M. H a rr is . 
No c re d i to rs  w e re  p re s e n t o r re p re se n te d . 
C la im s w ere  p roved  a n d  allow ed. T he  
tr u s te e ’s final re p o r t  an d  a c c o u n t w as  
ap p ro v ed  a n d  allow ed. An o rd e r  w as 
m ade fo r  th e  p ay m en t of ex p e n ses  of 
a d m in is tra tio n  a n d  fo r th e  d ec la ra tio n  
a n d  p a y m e n t o f a  firs t a n d  final d iv idend  
to  c re d ito rs  o f 8.19 p e r  c e n t. No o b je c 
tio n s  w ere  m ad e  to  th e  d isc h a rg e  of th e  
b a n k ru p t . T h e  final m e e tin g  th e n  a d 
jo u rn e d  w ith o u t d a te , a n d  th e  c a se  w ill 
be closed  a n d  re tu rn e d  to  th e  d is tr ic t  
co u rt , in  d u e  cou rse .

In  th e  m a t te r  of W e stla n d  L u m b e r Co . 
B a n k ru n t No. 3458. th e  tru s te e  h a s  filed 
h'-S final re p o r t  a n d  a c co u n t, a n d  a  final

m e e tin g  of c re d ito rs  w as  held  J u n e  lit. 
T he  b a n k ru p t w as n o t p re s e n t o r  r e p r e 
sen te d . T he  tru s te e  w as  p re s e n t in p e r 
son. T w o c re d i to rs  w ere  p re se n t. C la im s 
w ere  p roved  a n d  allow ed. T h e  tr u s te e 's  
fina l r e p o r t  an d  ac co u n t w as  con sid e red  
a n d  ap p ro v ed  a n d  allow ed. An o rd e r  wa 
m a d e  fo r th e  p a y m en t o f  ex p e n ses  of 
a d m in is tra tio n , an d  a  first a n d  final d iv i
d en d  to  c re d i to rs  of 17.73 p er cen t. No 
o b je c tio n s  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 e e tin g  th en  
a d jo u rn e d  w ith o u t d a te . T he  c a se  w .ll 
be closed  a n d  re tu rn e d  to  th e  d istric  
co u rt , in  due  course .

A ug. 12. On th is  d a y  w as held  th e  a d 
jo u rn e d  f irs t m e e tin g  of c re d ito rs  in  t>> 
m a t te r  of R oy G ilb e rt. B a n k ru p t N o. 3827. 
T h e  b a n k ru p t  w as  no t p re se n t o r  r e p re 
sen te d . T h e  c re d ito rs  w ere  n o t p re s e n t 
o r re p re s e n te d . N o t r u s te e  w as  a p 
p o in ted . T he  ad jo u rn e d  f irs t m e e tin g  
th e n  ad jo u rn e d  w ith o u t d a te , a n d  tile 
ca se  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  ca se  w ith o u t a s s e ts

In  th e  m a tte r  of G eorge W. C a r t 
w rig h t. B a n k ru p t No. 3806, th e  t ru s te e  
h a s  filed h is  r e tu rn  sh o w in g  th a t  to 
a r e  no a s s e ts  in sa id  e s ta te  o v e r  an d  
ab o v e .e x e m p tio n s  a n d  liens, a n d  th e  ea e 
h a s  been closed  a n d  re tu rn e d  to  th e  d is 
t r i c t  co u rt , a s  a  ca se  w ith o u t a s se ts .

A ug. 13. On th is  d ay  w as held  th e  
f irs t m e e tin g  o f c re d i to rs  in  th e  m a tte  
o f C h a rle s  J . R oguszka a n d  Jo se p h  R o- 
g u szk a . d o ing  b u s in ess  a s  Q u a lity  W oo 
T u rn in g  Co.. B a n k ru p t No. 3836. T he 
b a n k ru p t  p a r tn e r s h ip  w a s  p re s e n t by 
C h arles  J . R o g u szk a  a n d  re p re s e n te d  by 
a t to rn e y  R om an  F. G loeheski. C red ito rs  
w ere  p re s e n t in p e rso n  a n d  re p re s e n t••• I 
by G ran d  R ap id s  C red it M en’s  A sso c ia 
tion . C la im s w ere  p roved  a n d  allow ed . 
T h e  b a n k ru p t  w a s  sw o rn  an d  ex a m in ed  
w ith o u t a  re p o rte r . S h irle y  C. De G root. 
of G ran d  R ap ids, w as  ap p o in te d  tru s te e  
a n d  h is  bond p laced  a t  SI00. T he  firs t 
m e e tin g  th e n  a d jo u rn e d  w ith o u t d a te .

On th is  day  a lso  w a s  held  th e  first 
m e e tin g  of c re d i to rs  in  th e  m a t te r  of 
M ilo H e a th , B a n k ru p t  No. 3855. T he  
b a n k ru p t w as  p re se n t in perso n  a n d  re p 
re s e n te d  by  a t to rn e y s  R o d g ers  i t  Dunn. 
N o c la im s w ere  p roved  a n d  allow ed. O ne 
c re d i to r  w as  p re s e n t in person. N o t r u s 
te e  w as  ap p o in ted . T h e  b a n k ru p t w as  
sw orn  a n d  e x a m in ed  w ith o u t a  re p o r te r  
T h e  firs t m e e tin g  th e n  a d jo u rn e d  w ith 
o u t d a te , a n d  th e  ca se  h a s  been  closed 
a n d  re tu rn e d  to  th e  d is tr ic t  co u rt us a 
ca se  w ith o u t a s se ts .

Orders at Cost Refused.
There is an increasing disposition 

on the part of manufacturers to resist 
proposals made to them by retailers in 
which the stores offer a large amount 
of business but ask it be taken at cost, 
according to views expressed recently. 
The retailers’ argument is that accept
ance of the business offered will cut 
down overhead on other orders. In 
some cases the retailer cites figures 
purporting to show what the manufac
turer’s overhead is. .

In an instance related recently a lo
cal furniture manufacturer turned down 
$250,000 worth of business of this 
type. In his refusal the manufacturer 
said: “I am entitled to at least $1.05 
for merchandise costing me a dollar to 
produce. You say this business will 
cut down overhead on other orders. 
I don’t need any one to figure my 
overhead for me. Should I ever do so 
I will hire your buyer and pay him a 
salary commensurate with his ability 
to function properly.

New Washable Gloves Offered.
Something new in American-made 

leather gloves has been brought out 
for fall and winter wear in the shape 
of washable deerskin. The gloves are 
made of genuine deerskin, which has 
been tanned by a process that makes 
it washable without resultant rough
ness or hardness. Even snow water 
and perspiration do not hurt them. 
The leather is dip-dyed, which makes 
it fast color and impervious to crock
ing or dusting, and neither exposure 
co the weather nor frequent washing 
is said to fade it. Slate, sand, ash, 
cream and white are the shades in 
which the gloves are offered. Medium 
and heavyweights are available in alt 
the popular styles.

A Capable Clock.
A clock that tells, simultaneously, 

the time all over the world was re
cently installed in the new subway 
station at Picadilly Circus, London. 
Originally it had been planned to in
stall separate clocks for each country 
using different time. This new time
piece is in the form of a map of the 
world with a band moving from East 
to W est along the equator. On the 
hand are marked the various hours.

Business Wants Department
A d v e rtise m e n ts  in s e r te d  u n d e r  th ia  head 

for five c e n ts  a  w ord  th e  f ir s t  in se r tio n  
and  fo u r  c e n ts  a  w ord  fo r  ea c h  s u b se 
q u e n t co n tin u o u s  In se rtio n . If  s a t  in 
c a p ita l  le tte r s , doub le  p rice . No c h a rg e  
le ss  th a n  50 c e n ts . S m all d isp la y  a d v e r 
tis e m e n ts  in th i s  d e p a rtm e n t , $4 per 
inch . P a y m e n t w ith  o rd e r  is  re q u ire d , a t  
a m o u n ts  a re  too  sm all to  open  a c c e u n te .

W A N T E D —E xpfiienced  r e a d y - to -w e a r  
sa le sm an , fo r M ich ig an  te r r i to ry ,  to  sell 
o u r p o p u la r  line  of la d ie s ’ a f te rn o o n  
fro ck s  a n d  ap ro n s . S tr ic tly  com m . R ic h 
a rd so n  G a rm e n t Co.. K alam azoo . M ich.

________ ________ 134
T o  E x c h an g e  — Incom e p ro p e rty  a n d  

ca sh  fo r s to c k  of shoes , c lo th in g , o r  g e n 
e ra l s to ck . A ddress No. 135. c /o  M ich 
igan  T ra d e sm a n . 135

FO R  S A L E —J o rg e n s e n ’s h o te l a n d  cafe , 
c e n tra lly  located . E x c e lle n t b u s in ess  
p lace  fo r  r ig h t  p a r tv . Jo h n  L. J o rg e n 
sen . J o rg e n se n  H otel. C ad illac, M ich.

_________ 136__
O LD  E S T A B L IS H E D  DRY GOODS 

S T O R E  F O R  SALE — O n a c c o u n t of 
p re s s in g  o u tr id e  bu s in ess . I o ffer m y 
s to c k  a n  1 f ix tu re s  fo r sale . B o th  w ill 
in v e n to ry  $15,000, b u t c a n  be red u ced  
to  $10,000 if n ec essa ry . T h is  b u s in ess  
lias  been  e s ta b lish e d  m a n y  y e a rs  an d  is 
in p ro sp e ro u s  cond ition . \ \  ill r e n t  s to re  
a t  re a so n ab le  figure. S am ue l F alls.
S n rin e  L ake. M ’eli._____ ____________ 137

FO R  S A L E —G ood bu sin ess . 28 m iles 
from  D etro it on b e a u tifu l lake . G enera l
sto ck , g ro ce rie s , m e a ts , d ry  goods, g e n t 's  
fu rn ish in g s , shoes, a n d  ru b b e r  goods.
G as ice c rea m , so f t d r in k s . J . R. B row n.
Wo Hod L ake. M ich.___________________138_

F D R  S A L E —S tr ic tly  p r iv a te  lak e  fa rm : 
lak e  is  <’e >p w ith  h a rd  sh o res . L a n d  is 
h gli, ro lling , a n d  scen ic. B essie  G rah am . 
ow "er. It F. D. Lao e er. M ich. 139

F o r Sale— R E S T A U R A N T  a n d  c o n fec 
tio n e ry . Ill h e a lth  rea so n  fo r  selling .
T e rm s . D. J . M cln n is. 311 M ain  S t..
M idland. M ich.________________________ 140

F o r  S ale—T he only  im p lem en t b u s in ess  
in  tow n. I. H. c o n tra c t.  1928 sa le s  
$35.000. R en t $25 p e r  m o n th . Good tow n, 
good school and  c h u rch e s . $5,000 w ill 
h and le . F’o r  in fo rm a tio n  w r ite  H ugh  
A nderson , A n d erso n  Im p lem e n t Co., D eer
Tr-i i I. Colorado.________________________141

F o r  S ale—M eat m a rk e t in  B a t tle  C reek , 
now  d o ing  GOOD b u s in ess . M echan ically  
equ ipped , in c lu d in g  e le c tr ic a l r e f r ig e r a 
tion . R easo n  fo r selling , d e a th  of ow ner. 
A d d ress  No. 122, c /o  M ich igan  T ra d e s
m an .___________________________________ 122

F o r S ale  — Solid o ak  ta b le s , d esk s  
c h a irs  a n d  o th e r  office eq u ip m en t. Used 
on ly  a  few  m o n th s  in  office of a  local 
b ro k e r. C heap  fo r ca sh . On d ’sp la y  a< 
o u r office. T ra d e sm a n  C om pany ,________

CASH FOR MERCHANDISE
W ill B uy S to ck s  o r P a r ts  o f S to ck s  ol 

M erchand ise , of G ro cerie s, D ry  Goods. 
S hoes. R u b b ers . F u rn itu re , e tc .

n  n .  c o v e r . Mt. P le a sa n t. M ich.

I O F F E R  C A S H !
F o r R e ta il S to re s— S tocks—  

L eases— all o r P a rt .
T  e le g ra p h — W rite — T  e lep h o n e

L. L E V IN S O H N
S aginaw , M ich. 

T e le p h o n e  R iv  2 2 6 3 W  
E stab lish ed  1 9 0 9

Do You Wish To Sell Out! 
CASH FOR YOUR STOCK,

Fixtures or P lan ts of every 
description.

ABE DEMBINSKY 
Auctioneer and Liquidator 

734 So. J e ffe rso n  A ve., S ag in aw , M ich. 
P h o n e  F e d e ra l 1944.
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Late News From the Michigan 
Metropolis.

E. W. Glass, proprietor of three 
drug stores in this city, has purchased 
the fourth store owned by the late 
Joseph Mathes at 8201 Twelfth street. 
Glen Moss, formerly with the Hy- 
Pure organization, is manager of the 
new Glass store.

Tom Baird, formerly with the ad
vertising department of the Detroit 
Steel Products Co., is now editor of 
the Big Rapids Pioneer. Joining with 
the Adcrafter. official Adcraft Club 
magazine, we, too, “hope Tom makes 
the Pioneer the best town daily in the 
State.”

The Frank V. Martin Co., advertis
ing agency, formerly of 206 Grand 
River, E., has moved its offices to 1019 
Fox theater building.

Through an error in a report of an 
accident in this column, Fred H. Pa
yette. of the Payette Neckwear Co., 
was the name given instead of Fred 
H. Payette, who is a relative, but not 
connected with the neckwear company. 
Mr. Payette has entirely recovered 
from his injuries.

L. G. Peed, general salesmanager 
of the DeSoto Motor Corporation, and 
other officials of the corporation, acted 
as hosts to the prize winning DeSoto 
Six salesmen who gathered in Detroit 
last week. A program of entertain
ment and instruction was given the 
men culminating in a banquet at the 
Detroit-Leland hotel.

E. J. Schmidt, president of the 
Traugott-Schmidt & Sons Co., De
troit, furriers, last week was elected 
for the post of vice-president of the 
National Association of the Fur In 
dustry by members of the 1929 con
vention committee. Mr. Schmidt has 
been active in the work of the local 
branch of the National Association 
and was instrumental in winning the 
1929 convention of the Association for 
this city.

James Vernor, Jr., has been elected 
president of the Central Trust Co., 
succeeding U. Grant Race, who be
comes chairman of the board of direc
tors. Julius H. Moeller has been made 
executive vice-president. Mr. Vernor 
has been a member of the board of 
directors of the Central T rust Co. 
since its foundation. Mr. Vernor is 
head of the company manufacturing 
Vernor’s ginger ale, at W oodward 
avenue and Woodbridge street.

The annual outing of the employes 
of the Finsterwald’s Fintex Stores 
was held last Sunday at Tashmoo 
Park with more than 300 employes 
from the Detroit. Hartford, Conn., 
Toledo, and Providence, R. I., stores 
in attendance. Adolph and Miles Fin- 
sterwald arranged the affair.

Carr Whipple has been appointed 
advertising manager of Kern’s depart
ment store, succeeding T. J. Twenty- 
man. who has moved to San Francis
co, Cal.

Gerald Stedman, formerly with C. 
C. Winningham, Inc., advertising coun
sel. and Knott & Garlius. manufac
turers of health machines, has resign
ed and joined the Cramer-Krasseldt 
Co., advertising agency of Milwaukee.

Dean S. Farley, formerly sales pro
motion manager of the Silent Auto

matic Corporation, has joined Pre
ferred Oil Burners, Inc., of Peoria, 
111., in a similar capacity.

The fourth annual dance for Frank 
& Seder’s department store employes 
was held last week. The affair at 
which more than 1,000 couples a t
tended was held in the Spanish ball
room at Jefferson Beach, one of this 
city’s many attractive resort spots.

Plans for the removal of the E ast
ern activities of the tire department 
of the United States Rubber Co. to 
Detroit have been announced by F. B. 
Davis, Jr., president and chairman of 
the board of directors of the company. 
The executive, sales and office staffs 
of the tire department will be moved 
from New York to Detroit within the 
next few weeks, according to Mr. 
Davis’ announcement, to be followed 
later by the transfer here of the man
ufacturing operations now carried on 
at Hartford, Conn. Ultimately, sev
eral thousand employes will be added 
to the payroll in Detroit, Mr. Davis 
said. The United States Rubber Co. 
occupies the site of the old Morgan 
& W right rubber plant, on the river 
front. Thirty years ago the company 
was the leading manufacturer of bi
cycle tires in the world. The United 
States Rubber Co. moved here from 
Chicago in 1906, when it became ap
parent that Detroit was to become 
the automobile center of the world.

The many friends of W alter P. Ja 
cobs will be pleased to hear of his 
promotion from assistant cashier to 
assistant vice-president of the Na
tional Bank of Commerce. Mr. Jacobs 
has made many friends throughout 
the State as a member of the W hole
sale Merchants Bureau of the Detroit 
Board of Commerce. He accompam 
ied this body on many of its trade 
promotion trips throughout Michigan.

W alter E. Miller, associated with 
the traffic department of the Graham- 
Paige R otors Corporation for the 
last fourteen years, has been appoint
ed traffic manager of the Graham- 
Paige body plant at Evansville.

The opening last week of the new 
sales and service building of the E. 
H. Cook Motor Sales, 6666 Van Dyke 
avenue, Oakland-Pontiac dealers, has 
been announced by H arry A. Grubb, 
Detroit branch manager of the Oak
land Motor Car Co. The new store 
has a 40 foot frontage on Van Dyke 
avenue and consists of showrooms and 
offices.

Mark B. Peck, vice-president of the 
National Bank of Commerce of this 
city, has resigned to become assist
ant vice-president of the Bank of 
America in New York City. Mr. Pecx 
will take up his new duties in New 
York on Sept. IS. The Bank of Amer
ica is affiliated with the Bank of Italy 
and the Bank of America in California 
and other institutions through the 
Transamerica corporation controlled 
by A. Giannini interests.

Kendall Morgan, owner of three 
restaurants conducted under the style 
of “Coffee Dan’s” has opened a tourth 
restaurant in the Olympia building at 
Grand River avenue.

Charles A. Mason, at one time a 
member of the advertising firm of 
Batchelor, Mason & Brown, has be

come associated with the H arry Suf- 
frin stores, retailers of men’s cloth
ing, in the capacity of advertising man
ager. Mr. Mason’s headquarters are 
at the main store 1131 Shelby street.

Charles E. Grenier, who is well 
known in Detroit shoe circles through 
his having been associated with A.* 
E. Burns & Co. in an executive ca
pacity for a number of years, has 
opened a retail shoe store in the David 
Stott building, at Griswold and State 
streets, under the name Grenier’s. His 
principal line in the new store is the 
Matrix shoe.

After an association with the Book- 
Cadillac Hotel since its opening, 
William Hamilton, for the last yea«- 
resident manager of the house, has 
resigned to accept the position of gen
eral manager of the entire chair, of 
Schroeder Hotels, nine of which arc 
in Wisconsin with headquarters in 
Milwaukee. Mr. Hamilton began his 
hotel work with the W aldorf-Astoria, 
and under George C. Boldt, and the 
famous maitre d’hotel, Oscar Tschirky, 
he acquired a comprehensive knowl
edge of the business.

Three new retail stores in the heart 
of industrial Detroit mark the next 
step in Sears, Roebuck and Co.’s ex
pansion program .in this city. One 
new store will be in Highland Park, 
at 15933-15935 Woodward avenue, al
most directly across from the ford 
plant; another will be established at 
10917 East Jefferson avenue, not far 
from the Chrysler plant; and the third 
is to be established at 12040 Joseph 
Campau avenue in Hamtramck. The 
stores will handle tires and tire ac
cessories, automobile supplies, sport
ing goods, radios, washing machines, 
and many other items of household 
use. * James M. Golding.

The Measured Tread of Ordinary Men
History turns frequently on the 

trembling of a leaf. The true destiny 
of empires is often concealed in events 
which seem trivial and commonplace. 
Nations have crumbled, not alone by 
earthquakes. Sand, seeping away slow
ly, has caused many a proud structure 
to totter. And the quiet song of drip
ping water has worn away many a 
huge boulder.

But we live in the age of the loud 
speaker. We read only in headlines. 
Children talk of millions as easily as 
their fathers talked of dollars. And 
vast armies of men are beginning to 
believe that the important thing is that 
which happens only with a thud and 
a roar. We have talked so much iff 
“genius” and "master minds” that wc 
have left little room for the steady, 
dependable, ordinary men, who go on 
each day looking after the fires of 
civilization.

W hen Napoleon declared that a 
marshal’s baton rested in the knap
sack of every soldier of France, he 
was thinking, not of the blazing glory 
of sensational heroism, but of the 
steady, relentless power which comes 
from the measured tread of ordinary 
men.

There was a time in our country 
when young men marched out to meet 
life with definite fundamentals. Suc

cess rested on a high mountain top 
toward which one climbed slowly and 
laboriously. It was out of the disci
pline, the training, the knowledge and 
strength he acquired in that climb, 
that he knew his turn would some day 
come.

But to-day with billion-dollar merg
ers screaming in headlines—with flash
ing tales telling of millions made by 
men without work—young men look 
with suspicion on the old rules. “Short 
cuts to fame and fortune” is the new 
quackery, come to woo the workers i:i 
the fields of commerce.

But before these young men buy the 
bright new package it is well for them 
to ponder on some of the inexorable 
laws of life. The great runner is not 
always the man who hurls his burly 
forward with a violent pace under the 
glistening sun. Many a record has 
been shattered by the man who set his 
pace and held it. The record-break
ing flights across ocean wastes are 
filled with inspiration and courage. 
But the quiet, day by day steady fly
ing in storm, rain and sleet, will be the 
real groundwork for travel by air.

The champion is not the man we 
see in action on the night of'his flour
ishing victory. Inside of him is the 
real man, born out of the unseen years 
which went before, in the steady, silent 
training, in the hardening and disci 
pline, which prepared him for his vic
tory.

The work of the world is done, not 
by flashing genius but by millions of 
average every-day men. Out of their 
performance, out of their dependability, 
is the real heroism and romance of 
Life written.

It is time to turn from the head
lines. It is time to remember that 
long after many a star has exploded, 
the steady plodder comes home with 
the order. It is time to turn from the 
blare and trumpet of colossal deals 
and remember again the importance 
of every-day average men. In their 
hands is the future of the world anil 
from their ranks will its true leaders 
come.—The Shaft.

Recent Mercantile Changes in Ohio.
Athens—C. C. Van Dyke has opened 

the State meat market at 1 W est State 
street.

Cleveland — August Buescher will 
open a meat market at 3717 Payne 
avenue.

Cleveland—Lauh Brothers will move 
their meat market to 3361 East 140th 
street.

Portsmouth — J. W. W inter has 
opened a meat market at 748 Sixth 
street.

Tiffin—John .E Duffy is sole pro
prietor of the grocery and meat m ar
ket which was formerly owned by 
Duffy & Saukey, Mr. Duffy having 
purchased the interest of his partner.

Uhrichsville—J. B. Maurer & Sons 
are reported to have discontinued their 
grocery and meat business here.

Morrice—The Morrice State Bank, 
successor to a private bank owned by 
A. L. Beard, will open next month 
with a capital stock of $20,800.



Smith-Winchester Company
Jobbers of

Shelf and Heavy Hardware

Jackson, Mich., Aug. 17, 1929.

Michigan Tradesman,
Grand Rapids.

Gentlemen:

The writer was interested a few days ago to receive notice that 
Montgomery Ward & Co. were going to pay the postage and the 
freight. Yesterday the writer received a new M. W. & Co. catalogue 
and on the front page it says, “We pay the freight.”

I  am going to make two comparisons to show conclusively “who 
pays the freight.” The previous issue of the catalogue had 8D nails 
priced at $3.35 per keg. The new catalogue just received prices 8D 
nails at $3.90 per keg. Another item is barbed wire. The previous 
catalogue price for an 80 rod spool of 12^  gauge 4 point wire was 
$3.20. The new price for the same is $3.47, with a price in zone No. 2 
of $3.90.

I have made a number of comparisons of prices in the two books 
and find that in most cases the freight has been added. Therefore, 
it looks to me as though the dear public was paying the freight just 
the same.

C. J . W atts,

Mgr. Smith-Winchester Company.



T he Mill Mutuals Agency
Lansing, Michigan

Representing the

Michigan Millers Mutual 
Fire Insurance Company

(MICHIGAN’S LARGEST MUTUAL)

and its associated companies

COMBINED ASSETS OF G R O U P
$62,147,342.79

COMBINED SURPLUS OF GROUP
$24,791,128.22

Fire Insurance—A ll B ranches 

T ornado  A utom obile P late Glass

20 to 
40%

SAVINGS MADE
Since Organization


