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HOUSE BLESSING
Bless the four corners of this house 

And be the lintel blest;
And bless the hearth and bless the board 

And bless each place ot rest;
And bless each door that opens wide 

To stranger as to kin;
And bless each crystal window-pane 

That lets the starlight in;
And bless the roof tree overhead 

And every sturdy wall.
The peace of man, the peace of God,

The peace of Love on all!
Arthur Guiterman
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A ssured
goodness

—is the result of our 
unique process milling. 
Purity Oats produce, al
ways, a sweet flaky dish of 
oats entirely free from the 
usual mush taste. Purity 
Oats and Chest-O-Silver 
r e m a in  fresh and sweet on 
your shelf—they will not 
sour, deteriorate or become 
weevily.

Our rigid sales policy pro
tects you—the Independ
ent Grocer. We distribute 
only through legitimate 
retail channels. No chain 
stores—no desk jobbers. 
Our solid guarantee back
ing every package is your 
protection.

PURITY OATS COMPANY
KEOKUK, IOWA

W ith the Price
Established

through the manufacturer’s advertising

your selling cost is less and profits more. 
Your customers recognize that the price 
is right when it is plainly shown on the 
label and in the advertising as it is in

KC
B ak in g
Powder

Same Price 
for over 4 0  years

25 ounces for 25c

You save tim e and selling expense in 
featuring such brands as K C.

Besides your profits are protected.

Millions of Pounds Used by Our 
Qovernment
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CUT OUT HENDERSON.

He Is Playing Into the Hands of 
Chains.

W hen chain stores began to ex
pand, about twenty-five years 
ago, the first thing they resorted 
to was to discredit the independ
ent retailers. Only a few of the 
old dyed in the wool association 
leaders sensed the danger and 
called the attention of their fellow 
m erchant to the approaching dan 
ger. They showed the chain store 
m enace in its true light. They 
urged their associations to take up 
the fight. For this they were call
ed radicals and alarmists. Ex
perience had shown them  that 
foreign corporations, chain stores, 
mail order houses, peddlers, etc., 
sucking the life out of a com m un
ity, adding nothing, was wrong 
and dangerous, and if the retail
ers’ story w ould be brought into 
the home, and be placed in the 
proper light, the chain store sys
tem, m ethods, dishonesty, etc., 
were exposed in all their hideous
ness, their btlsiness w ould shrink, 
and the independent retailer 
would have little to fear. W e soon 
learned tha t the big dailies were 
no t interested, the leading m aga
zines were printing stories favor
able to chain stores.

Radios were broadcasting chain 
store propaganda and it seemed 
as though the individual retailer 
would have to depend on his as
sociation efforts, his own publicity 
and such as he could im part by  
w ord of mouth. Chains w ere on 
the defensive, the m erchant was 
slowly and surely progressing, bu t 
he was no t getting his story into 
the hom e in a m anner that would 
m ake the family talk about him. 
Courageously 'he p lodded  along. 
H e tried to have chain stores reg
ulated, the searchlight turned on 
chain stores, to  their discom fort,

and the  public gradually saw their 
. mistake.

Like a thunderbolt out of the 
sky, the public w ere told over the 
radio about chain stores, dishon
esty, their ruinous practices, drain
ing communities, etc., by  a m an 
in Shreveport, La., W . K. H en
derson.

Everybody w ent wild. T he in
dependent m erchant thought a t 
last his story was going into the 
home. A  little la ter H enderson 

. offered coffee for sale a t $ 1 per 
pound that was no t w orth 40c. 
H e adm itted it over his station, 
but he m ust have m oney to op
erate and m aintain his station. H e 
next asked for subscriptions from 
associations. Then solicited m em 
bership for his M. M. M. a t $ 12 
each— one-half of the $ 12 going 
to the solicitor and  the other half 
to H enderson. T he m erchants 
w ere with him. They overlooked 
the overcharge on coffee. In order 
to hurry m atters up, associations 
appropriated  funds out of their 
treasury to H enderson. They even 
assisted him in soliciting m em ber
ship am ong the members. Making 
it a double donation.

I rem em ber the night when the 
St. Louis Retail G rocers’ Associa
tion voted to donate $600. Mr. 
Schulte, Mr. Kelly, myself and the 
rem ainder of the m em bers unani
mously voted  to send the money. 
A t the St. Louis Retail M eat D eal
ers’ meeting the same thing would 
have happened. H ere stood an 
old battle-scarred veteran, experi
enced, single-handed, J. D. Lu- 
kenbill. *'Listen boys, the grocers 
have just sent $600 to Shreveport. 
Mr. H enderson is sending men all 
over our city and state to enlist 
members. H e is charging $1 per 
pound for coffee which is not 
w orth 40c by  his own admission. 
He sold turkeys for $1 per pound 
when you sold them  at 40c and 
45c. Now listen: Let H enderson 
prove himself. Personally, I don’t t 
believe in him. If he is square, it 
is always tim e enough to  send 
money. D on’t forget how hard  it 
is to get a few dollars in the treas
ury .” The Association listened to 
Mr. Lukenbill, the m oney was not 
sent. A  few m onths have elapsed. 
H enderson’s nam e is m entioned 
occasionally. Here, again, we hear 
over the radio, “get your Hello 
W orld stamps, they are your cash 
discount,” sign boards, big post
ers everywhere in St. Louis, Hello 
W orld Stam ps —  Hello W orld 
Stores, etc.

H ere is m y opinion:
Mr. H enderson as an individual 

announcer is a  failure. Nobody 
paid any attention to him  until

he com plained about the R. C. 
A., when they threatened to re
duce his wave length. H e pleaded 
for assistance, he asked everybody 
to w rite a protest to the radio 
commission, opposing any reduc
tion in w ave length to  KW KH. 
W hen he m entioned radio trust, 
a big corporation trying to crush 
a small station, the public re 
sponded. Everybody wants to be 
with the under dog. Next the 
anti-chain stores propaganda went 
over big. M oney rolled in. See
ing the great possibilities he al
lowed himself to b e  lured into a 
trad ing  stam p scheme. Unless 
checked it will be  the greatest 
curse that ever struck the A m er
ican retailer.

Let’s investigate a little further:
W ho are the men behind him? 

In St. Louis it is reported, and my 
authority is the Interstate Grocer, 
Geo. G. Schulte, “ that Sam Brea- 
don and Branch Rickey, president 
and vice-president of the St. Louis 
Cardinals, and an old trading 
stam p m an nam ed G reenbaum e.” 
It strikes me if Mr. Breadon will 
pay  m ore attention to his ball 
team he will be sticking to his line.

I have w ritten Mr. Henderson. 
H e answered arrogantly and snob
bishly. W e ask every reader to 
read his reply.

T he trading stam p will now be
come a National issue. W e ex
pect every local secretary to write 
a letter of protest to Mr. H ender
son.

W e ask them  to pass a resolu
tion condem ning Mr. H enderson’s 
course, and send him a copy and 
send a copy to every m em ber of 
their association. Our National 
secretary should publish this cor
respondence in the Bulletin and 
write at once to Mr. Henderson.

H ere is an opportunity for the 
National officers to carry out the 
Cunningham resolution, which was 
adopted  by  a rising vote:

* That the National Association be 
committed to a more militant policy in 
its stand against Chain Stores. The 
motion declaring it to be the sense of 
the Executive session of this associa
tion, that the National, for and in be
half of the public interest as well as the 
individual retailers of the United 
States, against alleged unfair and the 
evident menace of the Chain Stores 
system, assume a more aggressive at
titude. Let’s carry out the purpose of 
the resolution. Our National stands 
unalterably opposed to trading stamps 
and gift schemes.

If Mr. H enderson wants to go 
into the trading stam ps business, 
it is his own funeral. W e are op
posed to it.

But when, under the pretense 
of fighting chain stores, he gets 
our endorsem ents and help, then 
under the cloak of friendship tries

to saddle an unbearable burden 
on the retailer, and adop t a chain 
store m ethod, of sucking out a 
community, it is to me nothing 
sho rt of a Judas Iscariot trick.

Request to all secretaries:
Every secretary should w rite a 

letter to W. K. H enderson con
dem ning his Hello W orld Trading 
Stam p scheme. H e received le t
ters of com m endation, money, in 

fact m ore than he could reason
ably expect from the Independent 
Retailers’ Association. H e is now 
on the wrong track. His action is 
no t in harm ony with his radio 
message. Let our censure be just 
as candid as was our praise. Mr. 
Janssen, our National secretary, 
should now take hold, carry out 
the intent and purpose of the 
Cunningham resolution. Every 
delegate should receive this infor
mation, from  the National office, 
with instructions to write a letter 
of protest to Mr. Henderson.

L. F. Padburg.

Local Grocers To Have Radio 
Programme.

The G rand Rapids Retail G ro
cer and M eat D ealers’ Association 
board  of directors, at a dinner 
meeting M onday evening, Aug. 
18, voted unanimously to sub
scribe for the radio program m e 
sponsored by the National Asso
ciation of Retail Grocers and in
troduced a t the D ayton conven
tion in June.

The radio program m e will be 
featured once a week for a period 
of fifty-two weeks over the local 
broadcasting station and it is ex
pected to be ready  about Oct. 1. 
The title of the program  is “Jim 
my and Betty Making G ood in 
H om eville” a very interesting, 
clean, constructive rom ance which 
is sure to win public favor and be 
a great boost for the independent 
retailers.

A  reproduction of the disc 
which was introduced at the Day- 
ton convention is expected short
ly by  the S tate Secretary’s office 
and will be dem onstrated a t a 
general meeting, a t which repre
sentatives from  other cities in the 
S tate will be invited and encour
aged to adop t for their various 
cities, with local broadcasting fa
cilities available.

The National Association will 
require forty contracts in order to 
proceed with the production and 
according to the delegates a t the 
convention was considered the 
m ost constructive program m e 
featured by  the National Associa
tion in years; in fact, the conven
tion w ent literallv wild over it.

H erm an Hanson, Sec’y.
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DESTROY COMMUNITY LIFE.

Chain Stores Spell Disaster To Our 
Social Order.

The independent merchant must not 
be lulled into the belief that legislative 
enactment alone will save him. His 
case depends even more largely upon 
his own initiative, industry and energy. 
His present precarious situation is due 
to the tremendous economic waste in 
distribution. This is agravated to a 
more serious extent by his failure to 
so organize his group that he is able 
to participate in mass buying and mass 
distribution the way the chain organ
izations do. President Hoover is quot
ed as saying that no less than $8,000,- 
000,000,000 is lost annually through in
efficient marketing. A large part of 
this loss is due to the present pro
cedure in retail business circles. In 
my judgment, the time is now ripe for 
the independent retailer and whole
saler to mass their buying powers 
through co-operative procedure and 
successfully meet the chain store by 
bringing about reduced prices.

It is stated that about 4,000.000 men 
are engaged in the retailing business 
in America and that 3,000,000 of these 
are independents. The force of num
bers and buying power is therefore 
still in the hands of the independents, 
and they can hold the fort by the ap
plication of mass buying and mass dis
tribution. Such procedure would elim
inate the tremendous waste that now 
handicaps the local retailer and would 
put him economically on all fours with 
the chain. The independent retailer, 
furnishing as he does a delivery and 
credit system which appeals to many 
groups, provided he sets up in addition 
the machinery of co-operative buying, 
has nothing to fear. His fate is in his 
own hands, and the Kelly-Capper bill, 
if enacted, will cure one serious handi
cap of his present grievous situation. 
The detached retail grocer and drug
gist will continue to carry stocks which 
meet the demands and convenience of 
their patrons. This has never been 
the practice of the chain. The chain 
drug store and the chain grocery store 
now carry a limited stock of selected 
items which are certain to meet with 
rapid turnover and have left the bur
den of carrying a wider range of stock 
and drugs to the private retailer. Who, 
for example, would think of taking a 
prescription to a chain drug store? If 
by a chance a citizen does, he is fre
quently advised that some of the in
gredients to be compounded are not in 
stock, and he then wends his way to 
the retail druggist where personality 
plus skill is invariably found.

The service of the chain store is 
now extended to all types of merchan
dise. They have invaded the retail 
field in the merchandising of groceries, 
tobaccos, drugs, men’s and women’s 
clothing, shoes, meat, candy, dry 
goods, gasoline and oil. No field has 
been left untouched, and they are to 
be found the country over in every 
retailing enterprise. In another ten 
years at their present rate of growth 
the chains will control retailing in 
America.

It is not too much to state that, in
fluenced by the present-day instinct 
for consolidation and merger, in an
other ten years, unless the independ

ent retailer is given statutory support 
such as presented by this bill, that 
one concern will control the drug 
field, another groceries, another dry 
goods, with a probable ultimate mer
ger of all into one gigantic chain, 
which will be in a position to dictate 
retail prices to the people of America. 
When that day comes the local retailer 
will pass, and he will be replaced by 
a race of clerks lacking in initiative, 
who dress their windows by schedule, 
and in whom all individual ambition 
has been destroyed. What will be the 
effect of this upon the country? To 
measure correctly the economic and 
social disaster that will follow the 
passing of the retail merchant, it is 
necessary to estimate the part he has 
played in the upbuilding of civilization.

Harvard University has inscribed in 
stone over the entrance to its business 
school the following:

The oldest of the arts; the newest of 
the professions.

This is an apt and exact definition, 
for business has had a tremendous ef
fect upon the affairs of civilization for 
many centuries. Randall in his book 
Our Changing Civilization states:

It was the commercial middle-class 
that engineered the legal and constitu
tional revolution of the eighteenth 
century, under whose forms we still 
live. It was commerce that presided 
at the introduction of the machine and 
bent it to service of profit and gain. 
Our economic organization • has of 
necessity adapted itself more or less 
adequately to the needs of machine 
production, but the underlying struc
ture it still retains arose in a commer
cial, not a machine age, and was de
signed to serve the interests of mer
chants and investors first of all.

The rise of the great cities of the 
Middle Ages with guaranteed liberty 
was the work of the tradesmen. They 
were the backbone of the movement 
for civic advancement. In France the 
bourgeois group, then and now con
stitute the controlling power within the 
State. This is likewise true of Eng
land. Napoleon recognized the power 
and influence of the business group in 
England when he contemptuously call
ed that country “A nation of shop
keepers.” It was these shopkeepers 
who stood back of the English gov
ernment, brought about the fall of 
Napoleon at Waterloo, and thus saved 
Europe from military despotism.

Here in America the retail merchant 
was a potent influence in the political 
field during the Revolutionary period. 
The first retailers were the traders 
who pioneered the woods before the 
settlements came. In the development 
of America, past and present, the re
tailer has had a tremendous social and 
political part. In community life 
everywhere they are the backbone of 
church organizations. The retail mer
chant largely supports the local hos
pitals, the fraternal organizations, ser
vice and social clubs, and all other 
charitable activities. The solicitor for 
such various and worth-while activities 
as the Boy Scouts, Red Cross, Young 
Men’s Christian Association, and other 
activities which stand for community 
betterment makes the store of the re
tail merchant his first port of call. In
cidentally, a worthy cause is never re
jected by the community-minded re
tailer. But let the selfsame solicitor 
visit the chain store. Its managing

A  brief message 
for the

Stay-at-home

Now, in the quiet month of August whbn 
you are not so busy as you will be later on, 
why not sit down with us and work out plans 
for the wise management of the property 
some day to be distributed under your 
Will?

You know what you want done with your 
property. W e know the modern methods 
you can adopt to make sure that the 
money you leave will be handled precisely 
as you wish.

A life insurance trust, for example offers a 
range of possibilities which we feel sure 
you would like to know more about. We 
shall be glad to explain its many advan
tages to you.

THE M ICH IG A N  TRUST co.
GRAND RAPIDS

0 0 0 0 0 0 0 0 0 0 0 - 0  0 0  0  0  0 . 0  0  0  0

THE FIRST TRUST COM PAN Y IN M ICH IG A N
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clerk tells him that he has no author
ity in the premises and he will have to 
communicate with the headquarters of 
the chain 1,000 or 2,000 miles away. 
The local merchant educates his chil
dren in the professions, arts and scienc
es. From this blood we recruit much 
of our leadership to-day. He is an 
outstanding influence, not only for 
civic but for political betterment. He 
is invariably a useful and constructive 
citizen. He is frequently called into 
the public service, and acts on the 
school board or in other municipal ac
tivities without pay.

Nor is this the only service of the 
merchant to community life. There are 
also certain of the humanities in the 
picture. Take the case of John Smith, 
who is taken ill. He has a wife and 
five small children depending on him 
for support. The family income stops 
and he desires credit from the retailer 
pending his return to health and em
ployment. Based on his record of 
honesty and payment, the merchant 
extends the credit and John Smith is 
tided over his adverse days. Financial 
help is frequently extended by the lo
cal retailer to his customers who are 
in temporary monetary distress. Chain 
stores are impersonal and no such ac
commodation is possible there. In 
many other ways does the local retail
er in direct and indirect matters serve 
the community. The local retailer is, 
perhaps, a director in the local bank 
or building association and gives free
ly of his time in the upbuilding of the 
community. His profits are invested 
locally or on deposit in the local bank.

On the other hand, the receipts of 
the chain store remain in the town 
overnight and then are sent on to some 
distant city. This procedure is drain
ing the communities dry by the with
drawal of profits from circulation. This 
is one of the most pernicious results of 
thfi' outside chain. In a recent article 
on Effects of Chain Operations on 
Community Welfare, Lieut. Gov. 
Henry A. Huber, of the State of Wis
consin, states:

Community life is being robbed of 
its profits and its industries. Chain 
stores, chain oil stations, chain drug 
stores, chain insurance companies, and 
mail-order houses are taking the profits 
of the storekeeper and the farmer and 
the business man of Wisconsin and 
distributing them outside of the State.

Blind, indeed, is he who cannot de
cipher these fundamental economic 
facts. A mere reading of them should 
convince any person that it is time 
Wisconsin awoke and protected its 
own people, its own industries, its own 
business men, and its own profits. It 
is time that the links of the chain 
shackle were broken.

Governor Huber further states that 
during the period from June 1, 1929, 
to October 4 of the same year bank 
deposits in Wisconsin fell off $26,000,- 
000, and he attributes this mainly to 
the withdrawals by the hole-in-the- 
wall chain stores, which have little "n- 
vested, pay comparatively little in tax
es, and make n'o contribution to com
munity progress.

This measure will help to cure these 
conditions and save the retail merchant 
from the savage competition which he 
is now confronted with. I desire to 
emphasize that I am not speaking for 
the inefficient retailer. His doom is 
sealed and he must pass out of the 
picture. I am speaking for the retailer

who is well equipped by temperament 
and qualities of application to give 
proper service to the public and to sell 
his wares at proper prices.

It is my firm belief that a losing 
battle bn the part of the independent 
retailer will result disastrously to the 
farmer when he carries his products to 
market. The present procedure of the 
chain is to force the farmer to send 
his products to central points, where, 
by virtue of its great buying power, 
the chain is able to force down the 
price. The products thus purchased 
are then transferred by truck to the 
chain stores throughout the State in 
question. With the independent in 
the saddle the farmer finds near home 
a ready sale at a fair price for his 
vegetables, his eggs, and his poultry, so 
that agriculture has much at stake in 
the maintenance of the independent in 
the buying and distributing fields.

The chain is equally disastrous in 
its effect on industrial wages. The 
chain store buyer goes to the manu
facturer of a standard article and 
makes him a proposition to take a large 
portion of his output at a low figure. 
This is the basis upon which the chain 
store works; namely, to purchase in 
mass and distribute in mass. He drives 
a hard bargain with the manufacturer 
and the manufacturer like all mortals 
thinks of himself first and passes on 
the decrease in the price to his work
men. This is not a psychological 
proposition but on actual fact. As I 
have heretofore stated, copyrighted and 
standardized articles which the chain 
or department stores frequently use as 
bait mirror in their low prices a re
duced wage to the industrial worker. 
As the buying power of the chains in
creases they will more and more vigor
ously dictate prices to the manufactur
er. Failing this, they will build a plant 
alongside of him and engage in manu
facturing the particular article them
selves. In either case it will result in 
a reduced wage to the industrial group 
and a consequent reduction in com
forts and clothes and food and educa
tion for their children. Of what avail 
will the nominal saving which the in
dustrial worker now makes in the chain 
stores be to him under such circum
stances?

There is another phase of this ques
tion to which I have already briefly 
alluded. That is the merger of these 
various chains into one great buying 
and distributing unit. One of the out
standing characteristics of American 
business is the genius for consolidation. 
The chains are now actively engaged 
in some forty distinct fields and do on 
an average about 30 per cent, of the 
total annual volume of business in 
America. They are fully organized 
and more successful in some phases of 
retailing than others.

In the dairy and poultry produce 
business they do 44 per cent, of the 
selling, while in the grocery and 
delicatessen fields they do 41 per cent, 
of the business. They flourish in the 
field of luxuries. In the cigar and 
tobacco field they are already doing 
approximately 36 per cent, of the busi
ness, and in the confectionary and soft 
drink field they do approximately 35 
per cent, of the retailing. Most of 
these concerns sell their stocks on the 

(Continued on page 31)

COFFEE
Our line has excited the 
Wonder and Admiration 
of the Coffee World.

The real test of Coffee — 
Satisfied Consumers.

Our Coffees Satisfy.

Morton House 
Quaker 
Nedrow  
Imperial 
Majestic

Boston Breakfast Blend

L E E  & C A D Y



4 M I C H I G A N *  T R A D E S M A N A u g u st 20, 1930

MOVEMENTS OF MERCHANTS.
Cass City—Nestle’s Food Co., Inc., 

has changed its name to Nestle’s Milk 
Products, Inc.

Detroit—Mitzi Frocks, Inc., 1239 
Washington Blvd., has increased its 
capital stock from $10,000 to $50,000.

Owosso—The Sturtevant-Blood Co., 
dealer in lumber and fuel, has decreas
ed its capital stock from $100,000 to 
$80,000.

Battle Creek—The Battle Creek 
Farm Bureau Association has increas
ed its capital stock from $50,000 to 
$ 100,000.

Detroit—The United Stales Trust 
Co. of Detroit has changed its name 
to the American State Trust Com
pany of Detroit.

iron Mountain—The Fuller-Good- 
pian Co., dealer in lumber and fuel, 
has increased ks capital stock from 
$600,000 to $1,000,000.

Jackson—The Reid & Carlton Co., 
132 West Pearl street, dealer in farm 
implements and seeds, has decreased 
its capital stock from $15,000 to 
$ 10,000.

Ishpeming—Albert Bjork has com
pleted moving a part of his hardware 
stock to the Voelker building, Main 
street, and has opened the place to 
business.

Sturgis—Business houses here sus
pended operations for one hour and a 
half Aug. 20, during the funeral of 
Louis F. Loetz, 66, dean of Sturgis 
grocerymen.

Owosso—The Cole Drug Shop, Inc., 
Hotel building, has been incorporated 
with an authorized capital stock of 
$25,000, $5,200 of which has been sub
scribed and paid in.

Coopersville—Two large warehouses 
and a small barn adjoining the main 
plant of the E. P. Daggett Canning 
Co. were destroyed by fire Aug. 15, en
tailing a loss of $30,000.

Detroit—The Dispatch Linen Ser
vice, 421 West Larned street, has been 
incorporated with an authorized capital 
stock of 3,000 shares at $1 a share, 
$3,000 being subscribed and paid in in 
cash.

Detroit—The Boston Novelty Co., 
12532 Broad street, has been incor
porated to deal in novelties with an 
authorized capital stock of $1,000, all 
of which has been subscribed and paid 
in in cash.

Detroit—'Fox’s, Inc., 1143 Washing
ton Blvd., has been incorporated to 
deal in women’s ready-to-wear gar
ments with an authorized capital stock 
of $4,300, all of which has been sub
scribed and paid in.

Dearborn—An involuntary petition 
in bankruptcy has been filed at De
troit against Abe Goldstein by Fixel 
& Fixel, representing W. M. Finck 
Co., $129; A. Krolik & Co., $1,248; 
Edson Moore & Co., $170.

Detroit—The Interim Warehouse 
Co., 3000 Union Trust Bldg., has 
changed its name to the Central De
troit Warehouse Co. and increased its 
capital stock from 100 shares no par 
value to 65,000 shares no par value.

Port Huron—Cochrane’s, Inc., 937 
Military street, has been incorporated 
to deal in wearing apparel for women, 
dry goods, etc., with an authorized 
capital stock of $25,000, $9,000 of 
which has been subscribed and paid in. 

Detroit—Family Electric Appliances,

Inc., 4433 Junction avenue, has been 
incorporated to deal in washing ma
chines, radio and other appliances with 
an authorized capital stock of 3,000 
shares at $1 a share, $3,000 being sub
scribed and paid in.

Hamtramck—An involuntary petition 
in bankruptcy has been filed in U. S. 
District Court, Eastern Michigan, 
against Abe Carp by Collier Goodman 
& Simon, representing Ruby Goldberg, 
$417; Benjamin Dress Co., $459; 
Nathaniel Blatnikoff, $24.

Detroit—The Community Hardware, 
Inc., 13530 Plymouth Road, has been 
incorporated to conduct a retail hard
ware business with an authorized cap
ital stock of $25,000 preferred and 
25,000 shares no par value, $2,500 be
ing subscribed and paid in.

Detroit—'Saks Bros., 616 Ford Bldg., 
dealer in general merchandise and 
furnishings, has merged the business 
into a stock company under the style 
of Saks, Inc., with an authorized cap
ital stock of $3,500, all of which has 
been subscribed and paid in.

Detroit—The Frank H. Gillespie 
Co., Inc., 11690 Cloverdale avenue, has 
merged its roofing business into a 
stock company under the style of the 
Gillespie Roofings, Inc., with an au
thorized capital stock of $10,000, of 
which amount $8,390 has been sub
scribed and paid in.

Detroit—The Cavalier Orange Crush 
Co., 1800 East Forest avenue, has been 
incorporated to manufacture and sell at 
wholesale and retail, carbonated bev
erages with an authorized capital stock 
of 50,000 shares at $1 a share, $45,000 
being subscribed, $399.60 paid in in 
cash and $24,600.40 in property.

Lansing—T. K. Ochs, 217 East 
Shiawassee street, wholesale dealer in 
groceries, provisions, etc., has merged 
the business into a stock company un
der the style of T. K. Ochs, Inc., with 
an authorized capital stock of 50,000 
shares at $1 a share, $20,000 being 
subscribed, $907 paid in in cash and 
$14,847 in property.

Detroit—Schlesinger & Schwartz, 
3260 Clairmount avenue, dealer in 
hardware, brass and plumbing, has 
merged the business into a stock com
pany under the style of the Schlesinger 
Specialties Co., Inc., with an author
ized capital stock of 2,000 shares at 
$1 a share, $1,000 being subscribed and 
$500 paid in in cash.

Flint—The National Roadside Tav
erns, Inc., with business offices at 509 
Citizens Bank Bldg., has been incor
porated to conduct a chain of restau
rants with an authorized capital stock 
of $25,000 common, $30,000 preferred 
and 2,500 shares at $1 a share, of 
which amount $27,500 has been sub
scribed and $8,000 paid in in cash.

----------  V
Manufacturing Matters.

Detroit—The Burwood Carved Prod
ucts Co., 469 Ledyard street, has in
creased its capital stock from $150,000 
to $200,000.

Detroit—The Vari-Fyre Oil Burner 
Corporation, 629 West Larned street, 
has changed its name to the Maise 
Corporation.

Charlotte—H. J. Cronk has bought 
the Floyd Waddell interest in the 
Charlotte Broom Co. and is now as
sociate^ H. H. Grew. Mr, Cronk

will devote his entire time to the enter
prise.

Detroit—The Aridice Corporation, 
2649 East Forest avenue, artificial ice 
machinery, has been incorporated with 
an authorized capital stock of $20,000, 
all of which has been subscribed and 
paid in.

Detroit—The Arrow Steel Corpora
tion, 812 Fisher Bldg., has been incor
porated to deal in and fabricate steel 
with an authorized capital stock of 
40,000 shares at $1 a share, $1,000 be
ing subscribed and paid in.

Flint—The Ellis Products Co., 3417 
Fleming Road, has been incorporated 
to manufacture and sell window and 
door screens, with an authorized cap
ital stock of $20,000, all of which has 
been subscribed and $3,000 paid in in 
cash.

White Pigeon—The C. M. Lower 
Incubator Co. has been incorporated 
to manufacture and sell incubators 
with an authorized capital stock of 
$10,000 preferred and 400 shares at 
$100 a share, $21,700 being subscribed 
and paid in.

Flint — The Flint Manufacturing 
Laboratory, Inc., 412 Genesee Bank 
building, manufacturer and dealer in 
bath salts, cosmetics, water softeners, 
etc., has been incorporated with an 
authorized capital stock of $50,000, 
$2,500 of which has been subscribed 
and paid in.

Wyandotte — Clayton E. Wyrick, 
2959 Biddle avenue, manufacturer and 
dealer in wedge-locks, compensators 
and accessories, has merged the busi
ness into a stock company under the 
style of the Wyrick Engineering Co., 
with an authorized capital stock of 
$100,000, all of which has been sub
scribed, $20,000 paid in in cash and 
$80,000 in property.

Butter Industry Seeks 25 Per Cent 
Increase.

A National movement to “'Help 
yourself to more butter” will be in
augurated next month, under the di
rection of the American Farm Bureau 
Federation, Chicago. The program 
will be financed by the Nation’s dairy 
farmers on the basis of one cent a 
delivery of cream to manufacturers. 
Figuring that they deliver, on the 
average, twice weekly throughout the 
year, the federation expects the indi
vidual contribution to be $1.04 a year.

The program will endeavor to ob
tain the co-operation of the various 
dairying counties with three objectives: 
To arouse interest in the county in 
increased individual health; to point 
out the importance of dairy products 
in the diet and, through these means, 
to increase the consumption of milk, 
butter, cheese and ice cream at least 
25 iper cent, in each county in the first 
year.

July and August are being devoted 
to organization work and market sur
veys. Each of the following ten 
months will cover specific values of 
butter and other dairy products from 
the aspects of health, food value and 
economy. "

The National Grange and Farmers’ 
Union are co-operating with the fed
eration in the movement, and a com
mittee of five has been appointed to 
assist the National Dairy Council»

which will be directly in charge of the 
program.

Publicity and stunts will be the prin
cipal local media.

Another Pipe Dream By an Imprac
tical Dreamer.

While employers of labor are re- 
itering their determination to maintain 
wages in order to keep buying power 
as nearly intact as possible, Henry 
ford, not often at a loss for something 
to say which will fill the public ear, 
comes forward with the suggestion of 
a ten-month labor year. Summer 
months, he remarks, are poor times for 
factory work and old standards of 
labor volume are not well adapted to 
modern requirements of supplies regu
lated by demand. He would kill two 
birds with one stone—'find something 
to do for everyone by shortening the 
time of labor and so check over
production at the same time. He sees 
no great difficulty in the way. The 
eight-hour day was harder to bring 
about; so, he says, was the five-day 
week. Nothing is said about the pay. 
Does Mr. ford mean that ten-month 
work shall command the same wages 
as twelve-month work, or is he, 
champion of high wages, now con
templating a reduction bolus in the 
form of extended leaves of absence? 
But August is by tradition the month 
of trial balloons, and no one is fonder 
of sending them up than the wizard of 
low-priced cars. So let us gaze at this 
one for what it is, and be content with 
our observation that even in a prac
tical world, somehow or another, ways 
are being found to lessen the hours of 
toil, even in industries more incessantly 
busy than the automobile industry.

Gabby Gleanings From Grand Rapids.
Richard Schaddelee (United Light & 

Power Co.) has removed to Grand 
Rapids from Chicago, where he has 
made his home for the past two years. 
He is occupying his old home at the 
corner of Sherman street and Cam
bridge boulevard. He will spend his 
summers in Grand Rapids and his win
ters at his home on the Gulf of Mexico, 
fifteen miles South of Ft. Myers, 
Forida.

The Artistic Footwear Co. has sold 
its shoe stock in the cloak and suit 
house of Selig’s to the J. C. Hart Shoe 
Co., of Indianapolis. The department 
will be maintained under the manage
ment of Edward Haldy, partner of Mr. 
Hart, who has been in the Hart or
ganization for the last twenty-one 
years.

No false friend of the retail grocer 
ever betrayed the cause of a legitimate 
industry worse than W. K. Hender
son has done. This is the usual re
sult where some alien who never had 
any contact with the retail trade 
jumps into the game and poses as the 
friend of the independent merchant. 
The only dependable friend the regular 
merchant ever had is the man who 
has proven his friendship by years of 
faithful service; a man who will not 
sell his birthright for a mess of 
pottage.

Paul Gezon & Co., Wyoming Park 
grocers write: “Your paper is a real 
inspiration to us and we happy to 
renew our subscription.”'
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Essential Features of the Grocery 
Staples.

No grocer need feel any apprehen
sion over his inability to obtain all the 
canned goods he requires at reasonable 
prices. Some lines of goods will be 
lower than they were last season. If 
it had not been for the drought more 
goods would have been canned this 
year than could possibly have been 
consumed.

Sugar—Jobbers hold cane granulated 
at 5.30 and beet granulated at 5.10.

Tea—There have been some slight 
changes in feeling in the market dur
ing the week. Hoochoos and Ping- 
sueys have shown a better demand and 
the price has advanced about lc per 
pound. Scarcity is the reason. Con
gous on account of the Chinese dis
turbances are harder to get and the 
situation is firming up on them. Sup
ply of these teas in this country is 
small. Ceylon teas are reporting 
slightly higher prices in the primary 
markets and so are Indias. Formosas 
are doing a little better.

Coffee—During the early part of the 
week Brazil made a herculean effort 
to support future Rio and 'Santos coffee 
and actually did put the market up 
several points. This, however, lasted 
only a very few days, and later in the 
week the marl^t lost all it had gained. 
At present the situation is exactly as 
it has been for some time, weak, slug
gish and low. Spot Rio and Santos is 
exactly where it was a week ago. All 
this refers to coffee sold green and in 
a large way. Milds show a fractional 
decline since the last report. The 
jobbing market on roasted coffee shows 
no material or general change from 
last week, but eventually it is sure to 
follow anything that happens in green 
coffee. Demand for coffee is only fair.

Canned Fruits—Canned fruits as a 
line are encountering a steady but 
small demand. California peaches have 
sold in moderate volume lately. New 
York State red sour pitted cherries are 
devoid of activity.

Canned Vegetables—-Withdrawal of 
prices on tomatoes and corn prevent 
any general activity in those com
modities. However, the demand for 
corn is good, and Southern pack is 
bring higher prices. String beans sell 
in a limited way to local buyers, but 
the market is strong and higher, with 
standards 2s of “bang-up” quality 
quoted at 90c a dozen, f. o. b. South
ern factory. Tomatoes are offered 
sparingly, but for prompt shipments 
there are some sales in car lots. Buy
ers here were not falling all over them
selves in the rush to buy, however, the 
copious rains in some canning sections 
having added further to their belief 
that the commodity may not be so 
scarce as packers would have them 
believe.

Dried Fruits—Cool weather through
out the week brought on slightly in
creased sales of spot merchandise, and 
reports from the leading jobbers tell 
of good turnovers for the time of year, 
although buying is not described as 
running to heavy individual lots. 
California prune futures attract a fair
ly steady demand, but no very large 
quantities are reported booked. Local 
buyers are particularly interested in 
booking their requirements of Santa 
Clara Imperials. It has been discov

ered that this is hard to do without 
taking on other sizes as well. Packers, 
in anticipation of a short crop of large 
prunes, demand that buyers take other 
sizes with the big fruit. Prices on 
large sizes are strong, and some pack
ers advanced. Apricot futures are 
steady, but local buying is light. A 
minor interest in 1930 peaches is ex
hibited. There are some sales, how
ever, both for bulk and cartons. Chain 
stores show good interest in carton 
peaches at the low prices quoted.

Canned Fish—General withdrawal 
of the $1 and 90c prices on pink and 
chum salmon took place Monday. One 
broker said he had confirmed a carlot 
order of pinks at $1 in the morning, 
but before noon his packer was out of 
the market, and it was understood that 
all packers had withdrawn. Appar
ently they had sold all they wanted to 
at opening prices, but just what is in 
store now no one knows. Many ex
pect to see a slight advance.

Salt Fish—This is a slow time of 
year for all salt and cured fish and 
business is not expected to pick up for 
several weeks. The market shows 
little change, there being no general 
activity of any importance. Mackerel 
is in plentiful supply. Arrivals of new- 
caught American shore mackerel, how
ever, have mostly consisted of Is and 
2s, and no small fish to amount to 
anything have reached this market. 
Last year at this time the situation 
was reversed. * Prices show no change 
since a week ago.

Beans and Peas—Demand for all 
varieties of dried beans is very low. 
In spite of this pea beans and red kid
ney beans have been a little firmer this 
week. California limas and blackeye 
peas are very slow and weak. Other 
varieties show no change.

Cheese—(The market has had a rath
er firm week, with slight advances, al
though the demand has been no more 
than moderate.

Nuts—'Prices are steady throughout 
the list, and no weak features have ap
peared. Cool weather stimulates a 
slightly better movement into retail 
channels. With fall nearly here, it is 
expected that trade will soon show 
considerable improvement. Buying by 
jobbers for early fall requirements has 
been somewhat lighter this year than 
in the past. This is not an unexpected 
development, though, as the buying 
(policy in all foods and food products 
has undergone similar change, and 
hand-to-mouth purchasing has been al
most universally adapted. There has 
been a little booking of future shelled 
nuts from abroad. Primary markets 
advise of late crops on the Continent, 
and in many items crops are predicted 
as promising smaller quantities than 
earlier expected. Cables on Spanish 
Jordan almonds advanced, as . did 
Turkish filbert quotations. There was 
some interest here, but no active buy
ing developed.

Pickles—Packers remain generally 
withdrawn on bulk offerings awaiting 
more definite knowledge of conditions 
of the cucumber crops. Reports to 
date indicate that receipts are consid
erably under those of the 1929 crop. 
Crops in some parts of the country 
have been relieved by rain. It is dif
ficult to predict just what the final out
come will be, but at least the threat

of an overproduction has been remov
ed. Packers are alarmed because un
usually Jow ’ spot stocks make them 
anxious to get volume production in 
order to keep prices on a sound basis 
and offer rounded assortments.

Rice—Business is rather uniformly 
divided between the different varieties 
with no outstanding interest for any
thing in particular. Prices are well 
maintained, however, on account of 
light stocks. In the South mills are 
still hesitant about offering for im
mediate shipment because of frequent 
showers, which are holding back the 
crop. The quality of new prolifics seen 
thus far is disappointing, and does not 
measure up to last year’s offerings. 
Later lots are very apt to show an im
provement, however, and it is too early 
to come to any definite conclusion 
about this variety.

Syrup and Molasses—The demand 
for sugar syrup has been only routine, 
but prices remain fairly steady. Pro
duction is still light. Corn syrup has 
been feeling the effect of advancing 
corn and will continue to do so as long 
as the advance lasts. Molasses is sell
ing right along, but moderate quan
tities. Stocks are comparatively light 
and the market is steady.

Review of the Produce Market.
Apples—Transparent and Duchess 

are in ample supply at 75c@$1.25 per 
bu.

Bananas—5@5j^c per lb.
Beets — 40c per doz. bunches for 

home grown; $1.25 per bu. for fully 
matured stock.

Butter—Jobbers hold 1 lb. plain 
wrapped prints at 41c and 65 lb. tubs 
at 40c for extras and 39c for firsts.

Cabbage—Home grown commands 
75c per bu.

Carrots—40c per doz. bunches for 
home grown; $1.25 per bu. for fully 
matured stock.

Cantaloupes—Arizona stock is held
as follows:
Jumbo, 6 to 8, f la ts__________ $1.50
Jumbo, 9 to 12, flats ________ 1.60
Standard, 12 to 15, fla ts_______ 1.50
Michigan Osage are now in market 
selling as follows:
12 by 12 ________ __________ $2.50
11 by H __________  2.25
10 by 10 _____   2.00

Cauliflower—$2 per crate for home 
grown.

Celery—40@60c per bunch for home 
grown.

Cocoanuts—90c per doz. or $6.50 per 
bag.

Cucumbers—No. 1 home grown hot 
house, $1 per doz.; No. 2, 50c; out
door grown, $2 per hamper.

Dried Beans—Michigan jobbers are 
quoting as follows:
C. H. Pea Beans_____________$7.00
Light Red Kidney ____________8.00
Dark Red K idney_____________8.00

Eggs—Local jobbers pay 24c for 
strictly fresh.

Grapes—$1.75 for Calif. Malaga; 
$1.50 for Calif. Seedless.

Green Corn—40c per doz. for Mich
igan grown.

Green Onions — Home grown, 30c 
per doz.

Green Peas—$5 for 50 lb. crate from
Calif.

Honey Dew Melons—$1.55 for Jum
bos and $1.50 for Flats.

Lettuce—In good demand on the 
following basis:
Imperial Valley, 4s, per c ra te_$4.25
Imperial Valley, 5s, per cra te__4.25
Outdoor grown, leaf, per b u .___65c

Lemons—To-day’s quotations are as 
follows:
360 Sunkist ________________ $10.00
300 Sunkist _________________ 10.00
360 Red B a ll_______________  9.00
300 Red B a ll_________________ 9.00

-Limes—$1.50 per box.
Oranges—Fancy Sunkist California 

Valencias are being offered this week 
on the following basis:
126 ----------------   $7.25
150 __________ ______________ 7.75
176 ---------------------------- 8.50
200 _________________________ 9.25
2 1 6 ------------------------------------  9.25
252 ________________________  9.25
288 ________________________  9.25
344 _____________ 8.25

New Potatoes—Home grown, $1.40 
per bu.

Onions—Spanish from Spain, $2.75 
per crate; home grown yellow in 100 
lb. sacks, $2.10’; Calif., white in 50 lb. 
sacks, $2.

Parsley—50c per doz. bunches.
Pears — Calif. Bartlett, $2.50@2.75 

per box.
Peaches — Elbertas from Georgia 

command $3.75@4 per bu.; California 
Elbertas in % bu. box, $1.25.

Peppers—Green, 50c per doz. for 
California.

Pickling Stock—White onions, $1.25 
per box.

Plums—$1.85@2 for 4 basket crate 
from Calif. Apricots, $2.75; home 
grown Burbank are now in market, 
commanding $2.25 per bu.

Pieplant—$1 per bu. for home grown.
Poultry—Wilson & Company pay as

follows:
Heavy fowls_________________ 21c
Light fowls _________________ 15c

Radishes—15c per doz. bunches of 
outdoor grown.

Spinach—$1 per bu.
String Beans—$2.50 per bu. for home 

grown.
Summer Squash—$1.50 per bu.
Tomatoes—Home grown hot house 

in 10 lb. baskets, 65c for No. 1; out
door grown in 20 lb. baskets, 85c.

Turnips—$1.40 per bu. for new.
Veal Calves — Wilson & Company 

pay as follows:
F ancy----------------------------------  15c
Good________________________ 13c
Medium ____________________ 11c
Poor ____________________   10c

Water Melons—35@65c for Georgia. 
Wax Beans—$2.50 per bu. for home 

grown.
Whortleberries—$4.50@5 per 16 qt. 

crate.

Farm wages rose only a little more 
than half as much as factory wages 
during the period 1914-1929, the Na
tional Industrial Conference Board has 
just announced — the former 67 per 
cent., the latter 125 per cent.

Foster Burch, who conducts a res
taurant at 108 N. Michigan avenue, 
Big Rapids, renews his subscription to 
the Tradesman and says: “Would not 
be without it for twice the price.’*

mailto:2.50@2.75
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MEN OF MARK.

J. Arthur Whitworth, Candidate For 
the State Senate.

Success is a varying achievement. 
Where one man shall reach the goal 
for which he set out and receive the 
award given in token of appreciation 
for the difficulties surmounted and 
the obstacles overcome, others who 
may try just as earnestly but who 
meet with greater hindrances are bar
red from entering into the pleasures 
to which seemingly they are justly 
entitled.

It is not for the multitude to say that 
this man has been successful; that one 
a failure. Early education later en
vironment and the individual tendency 
or disposition of the builder have much 
to do with the structure reared. Per
haps the best description of the suc
cessful man is the one who meets his 
social, moral and financial obligations 
promptly and to the satisfaction of all 
with whom he comes in contact. These 
attributes hold good, whether applied 
to the rank and file of present day 
men or to the captains who in greater 
measure are responsible for the indus
trial progress of the country because 
of the active part they take in the de
velopment of the particular section of 
country in which they may reside.

It is not enough that a man shall 
amass a fortune, for money never yet 
of itself constituted success. The in
terests of the people and the exploita
tion of the resources of any locality 
must be duly considered by that in
dividual who sets about to impart new 
life, new spirit and renewed vigor— 
who takes up for development the 
neglected or before unappreciated re
sources of any district. In such man
ner might Arthur Whitworth and the 
part he has played in developing 
financial and social welfare of Grand 
Rapids be summarized.

A recent issue of the Spectator con
tained the following biography of Mr. 
Whitworth:

Born in Grand Rapids May 25, 1873, 
Mr. Whitworth is the son of the late 
George G. Whitworth and Margaret 
Bertsch Whitworth, and thus the 
nephew of the late John and Christian 
Bertsch and Mrs. Mary Metz. He 
was born in the old Bertsch home
stead, Front avenue and Sixth street. 
After graduation from Central High 
school in 1890 he attended the Uni
versity of Michigan, which gave him 
his A. B. degree in 1894.

Beginning his business career, he 
was with the Peninsular Trust 'Com
pany 1894 to 1900, being assistant 
treasurer of the Peninsular when it 
was taken over by the Michigan Trust 
Company.

From 1900 to 1905 he was assistant 
superintendent of the Berkey & Gay 
Furniture Company.

Then, for almost three years, 1905 
to 1907, he resided at Muskegon, 
where he was secretary, treasurer and 
manager of the Grand Rapids Desk 
Company, which had been established 
in this city but removed to Muskegon 
after its plant was destroyed by fire, 
and eventually was sold to the Browne- 
Morse Company. Aside from those 
three years in Muskegon, he has lived 
always in Grand Rapids.

Returning here, he became secre

tary, treasurer, manager and piincipal 
stockholder in the Michigan Desk Co. 
until 1918, when the company, at the 
close of the world war, was liquidated, 
its plant having been sold to the John 
D. Raab Chair Company.

Since 1918 he has been manager of 
the Associated Office Furniture Man
ufacturers and of the Desk Manufac
turers association, two trade organiza
tions comprising a large partion of the 
wooden desk industry of the United 
States.

Also, since 1919 he has been Grand 
Rapids correspondent of Lee, Higgin- 
son & Co. of Boston, one of the most 
prominent of the country’s investment 
banking houses. In the latter capacity 
he is investment agent for a large

number of persons and for several in
stitutions with large funds.

During the past nine years he has 
been treasurer and property manager 
for the trustees of the Michigan An
nual Conference of the Methodist 
Episcopal Church, involving nearly 
$700,000, also involving collection of 
approximately 5,000 unpaid pledges to 
those funds. The income from the 
two funds is used for the benefit of 
retired Methodist ministers.

Mr. Whitworth and Arnold H. Goss 
of Detroit are trustees of the Metho
dist Foundation of Michigan, an or
ganization akin to the Grand Rapids 
Foundation, which affords opportunity 
to donors to project into the future 
discretionary gifts of money or be
quests by will.

He is treasurer and for years has

been a trustee of the First Methddist 
Episcopal church in this city.

He has been interested for a quar
ter of a century or more in promoting 
high school scholarships, in the Play
ground Association of Grand Rapids, 
of which he is a past president, and in 
the Park and Boulevard association. 
The two last named organizations 
have been of the utmost value to this 
community, in fostering the park and 
playground idea and in establishment 
of the exceptionally fortunate situation 
in which this city to-day finds itself 
so far as public recreation facilities 
are concerned.

He is a former active member of 
the Schubert club, and is now the 
president of that excellent singing or-

Whitworth.

ganization, which has done so much 
to advance the cause of music here.

He is a life member of the Uni
versity of Michigan Union, of the 
Michigan Horticultural society and of 
the American Pomological society.

He is one of the founders and a di
rector of the local University of Mich
igan club, and a past director of the 
Alumni association at Ann Arbor.

He is a charter member, treasurer 
and director of the University club of 
Grand Rapids.

He is president and director of the 
Kent Realty Company, which has large 
holdings of lake and river front prop
erty; director of the Lake Hills Land 
corporation; director of the Thorn- 
apple Downs Company, with extensive 
holdings of frontage on the Thorn- 
apple between Ada and Cascade.

He is one of the founders and di
rector of the American National Bank.

For twenty-five years he has been a 
member of the Association of Com
merce and of its predecessor, the 
Board of Trade, serving at times on 
various committees.

He is a member of the Blythefield 
and Masonic Country clubs, but rarely 
finds occasion to play golf. His hob
bies:—if he has any—are fishing and 
gardening. For twenty years he has 
owned a farm home at North Park 
and a fishing lodge on the Pere Mar
quette river.

In 1898 Mr. Whitworth married 
Miss Grace A. C. Smith, daughter of 
Heman T. Smith of Grand Rapids. 
His three sons, George, John, Jr., and 
Robert, are all graduates of his alma 
.mater, the University of Michigan, 
and all members of his college fra
ternity, Phi Delta Theta.

Those intimately acquainted with 
Mr. Whitworth know him for a rare 
raconteur, one always willing and 
eager to do more than his part in any 
worthwhile enterprise, and as a most 
genial companion.

At the request of many friends Mr. 
Whitworth has entered the lists as 
candidate for the nomination of State 
Senator for the Sixteenth district, 
comprising the second and third wards 
of Grand Rapids. In taking this ac
tion he wishes it distinctly understood 
that he has no fish to fry, no pet 
measure to further, no head to hit. 
Because he has always been a faithful 
servant to this community and has 
served it the best he knows how when
ever the opportunity presented itself, 
he believes he can be of assistance to 
the people of his district in a larger 
field and possibly contribute to their 
pleasure, happiness and prosperity 
along legislative lines. Those of us 
who have known him since boyhood 
realize his peculiar and superior fit
ness for the position. He is honest, 
faithful, loyal and painstaking. What
ever he does he does well. If he 
should be nominated and elected he 
will render an accounting which will 
be creditable to himself and satisfac
tory to his constituents.

Trademarked Eggs Next.
Trademarks on eggs may be one of 

the next widespread developments in 
the poultry industry, following an
nouncement through an Eastern mar
keting agency of the Pacific Egg Pro
ducers corporation that a hand oper
ated stamper has been perfected that 
will permit labeling of a dozen eggs 
per minute. Another new process is 
that of wrapping egg cartons in cello
phane wrappers, the chief value in 
which is that cellophane conserves the 
carbon dioxide gases escaping from the 
eggs and thus curtails deterioration. 
High class New York trade now is re
ceiving these cellophane wrapped egg 
cartons.

Fleming Clothing Go., dealer in 
men’s clothing and shoes at Ithaca, 
in renewing their subscription, write: 
“Enclosed find check in payment for 
another year’s reading in the Trades
man which we consider gives the mer
chant the best journal information of 
any trade paper in the field.”

J. Arthur
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HETCH HETCHY VALLEY.

It Will Supply Water For Four 
Million People.

My figures relative to size and ex
tent of Yosemite National park and 
the famous valley have been indefinite, 
except as to the total extent of the 
park, which covers 1125 square miles, 
or about the area of Rhode Island in
clusive of Narragansett Bay. Few 
Americans know any portion except 
the valley, which covers eight square 
miles and is, therefore, but a small 
portion of the entire park.

I have also talked loosely about 
Camp Curry, certain hotels and other 
camps. This may easily be confusing 
to those unfamiliar with the region. 
So let me be more definite. Camp 
Curry is the direct descendant of the 
little place originally set up by a 
Curry in 1899. To-day it is a com
plete community. There is a post- 
office, a hotel office wherein one is 
assigned to cottages of various sizes, 
plans and costs, a dining room, a cafe
teria, lunch counter and soda fountain,

Cottages accommodate two or more. 
Some are unheated. Others have elec
tric heat and baths. There is no 
housekeeping in these, but one may 
register for American plan or may pay 
for his cottage only and eat a la cafe
teria.

Yosemite Lodge is similar in plan 
to Camp Curry. There are several 
hotels in the valley, the finest being 
Ahwahnee, which I described in my 
last.

There are several real camp colonies 
where one may rent a tent all furnish
ed for two or more people. These 
colonies are provided with running 
water at convenient intervals, also 
sanitary conveniences. Each tent is 
completely outfitted with cooking 
utensils, dishes, a wood stove, beds and 
bedding; but one has the option to 
fetch his own bedding and linen. In 
fact, one may elect how he will live 
and for what he will pay the camp 
management almost ad lib. My wife 
and I, for example, went in one day; 
stopped over night in a cottage; de
cided we’d leave next day; strolled 
about into 'Camp No. 17; were in
trigued by the layout and forthwith 
rented a completely equipped tent— 
and stayed there three weeks. We had 
brought with us nothing except our 
grips.

Finally, there are the auto camps. 
These are sections provided with 
running water and sanitation and the 
greatest variety of partial outfitting 
for camping. One may take a space 
with a stove and table with benches 
or he may fetch his own. Except for 
his supplies, there is no charge for this 
accommodation.

I do not go into details about the 
Government stations, the museum, li
brary, fish hatchery and all that, but 
there is virtually everything one could 
ask for to make an outing in the 
Yosemite valley complete and com
fortable, yet everywhere and in every 
respect retain the atmosphere of a real 
outing.

Our second side trip was from 
Yosemite to the Hetch Hetchy valley 
water project designed to provide 
water for the future San Francisco. 
The distance from Yosemite to Hetch

Hetchy may be some twenty miles as 
the crow flies, but the drive is prob
ably sixty or more miles long. The 
stage travels up a one-way, controlled 
road, for four miles to the summit of 
the granite rocks which surround the 
Yosemite. As hitherto, I do not at
tempt to describe the beauty of this 
drive. 'It must be seen to be under
stood even slightly. FrOm the summit 
there follow miles of broad highway of 
easy grade, passing through the Tuo
lumne Grove of Big Trees. This is an
other feature I do not describe. In
deed, I can hardly conceive how any
one could describe those tremendous 
growths. I can only say that I never 
look on one such giant without having 
the words run through my heart, for 
the feeling is deeper than the mind: 
“Only God can make a tree.”

But we may as well get the pro
nunciation of Tuolumne, because it 
must be said right or it is as harsh as 
any other Spanish or Indian word 
which tenderfeet mutilate in the speak
ing. Say it thus: Tu-OL-um-ny. Then 
it rolls off the tongue as easily as 
Tejon or Lajunta or Taos, when you 
get the know-how.

The Hetch Hetchy valley is about 
the size of Yosemite, with level floor. 
It must have been exceedingly beauti
ful. Therefore, when the plan to flood 
it was first published, there were pro
tests in plenty from Nature lovers who 
felt that this, like Yosemite, was a bit 
of National heritage. But Hetch 
Hetchy is so located that not in gen
erations could it be made reasonably 
accessible; and there are plenty of 
other similar spots; and the need of 
San Francisco is the great, crucial 
need of this entire great Western land 
into which population comes in such 
constant abundance—water.

So Hetch Hetchy was acquired by 
San Francisco and for many years the 
city has been working to perfect this 
vast reservoir and get the water con
nected up and available. The valley 
was cleared and cleaned down to the 
underlying sands before it was flooded. 
The water conies in the vigorous and 
abundant stream of the Tuolumne 
river. When the valley was cleared 
the great dam was built, the river im
pounded and to-day we have Hetch 
Hetchy lake, which backs up the val
ley something like seven miles.

Arriving at he lake or reservoir, we 
were taken to a sort of summer house 
on the extreme edge of the lake, over
looking the entire project; and there, 
as we ate our lunches, a lecturer told 
us details. I outline some:

Here is a project which, when fully 
developed, will furnish 400 million gal
lons daily to 4,000,000 people in the 
city and environs of San Francisco, 
and develop 250,000 horsepower for 
lighting, heating, railway operation 
and manufacturing. This power is 
produced by the water as it falls down 
hill; hence it is pure gain, costing 
nothing except the machinery and 
maintenance thereof. Here gravity 
works for mankind in perpetuity, so 
long as the forces of nature raise 
water and precipitate it. One stands 
in positive awe to think of the bless
ings bestowed on all of us by the dis
covery of electric power, produced by 
mere falling water. The water, by the 
way, originates in the melting snows

on the mountains, distant from, say, 
fifty to 200 miles.

My space runs low or I might give 
a vast quantity of statistics, every 
word to the point, apposite and in
tensely interesting. But I want now 
to revert to a few figures to emphasize 
a point that is not emphasized here
abouts at all, yet to my mind it is 
crucial.

Look back at the figures given: 400 
million gallons daily to an extreme of 
4,000,000 people. That means 100 gal
lons per day for every inhabitant. The 
lecturer went over all the statistics at 
which I have hinted; he told of the 
watershed and its safeguarding; of the 
time taken and to be taken in the com
pletion of the work; of the tunnels and 
syphons and bridges, and conduits, and 
cost—O, yes, we all roll big figures 
under our tongues with keen relish. 
But of one important factor in any 
such project in any region where the 
vital element of water is under dis
cussion was not even hinted: The need 
for economy in the use of that water.

It is indeed an appalling fact that 
we Americans are recklessly extrava
gant of things the cost of which is not 
brought home to each of us personal
ly. We protest taxes, because we pay 
taxes; but for some peculiar reason we 
take no thought of the morrow in con
nection with anything which comes 
out of public funds or otherwise not 
directly, palpably, perceptibly out of 
our own individual pockets. Yet 
where do public moneys come from 
except from our own pockets?

This question hits the West Coast 
right where it literally lives. For this 
entire region depends on water arti
ficially provided and supplied at pub
lic expense. Yet the Spirit of the 
West is traditionally big hearted and 
liberal. It is against such traditions 
even to hint at economy. Hence, we 
bid fair to continue to increase our

consumption of water from 100 to 150 
and then 200 gallons per individual 
daily—and not merely pay the bill with 
protest and grumbling, but be put to 
it with steadily increasing perplexity 
to provide new sources of supply with 
each passing decade.

Understand, the use of water is to 
be encouraged. It is the abuse of 
costly, precious water against which I 
protest. There are ways to bring 
about active conservation on the part 
of almost all of us. I may mention one 
way that is absurdly simple and has 
been demonstrated to be completely 
effective: that is to make each house 
dweller pay for his own water.

The common system in city cliff 
dwellings now is for the landlord to 
pay all water bills and include the 
cost in the rent. That is to say, the 
rent includes unlimited water. But if 
each apartment and flat were equipped 
with a water meter and tenants paid 
for their water as indicated by said 
meter, conservation would occur im
mediately and most effectively.

One could hardly imagine a more 
effective bit of good citizenship than 
thus to promote sanity in the use and 
discontinuance of the abuse of such a 
crucial item as water, where water is 
so scarce and difficult to provide as in 
this land of the Setting Sun. Why is 
there anything unworthy about the in
sistence on the importance of such 
conservation? Paul Findlay.

Perspiration Liquid.
A fairly satisfactory liquid prepara

tion is a 2 per cent, solution of zinc 
chloride in water, colored and perfumed 
if desired. A .similar product enjoys 
a large sale which would indicate that 
it is at least effective, and I doubt that 
it is harmful.

Highest-ups always are looking for 
comers.

W e Recommend the Purchase 
at Present Prices of

Arkansas Natural Gas
Glass “A ” Common 

Stock
The stock of the above subsidiary of the CITIES SERVICE 
COMPANY is, we believe, greatly underpriced.
It is now selling, more than 15 points under its high for all time. 
It is selling slightly higher than its low in 1929 and 1930.
The above company doubled its natural gas pipe lines for 1929, 
and now has a daily capacity of 185,000,000 cubic feet of gas. 
This stock is selling less times earnings than any of the utilities 
companies that we have analyzed on the basis of their estimated 
earnings.
We would be pleased to give you the information we have on 
this company at your request.

Priced a t M arket.
Listed New York Curb.

Petter, Curtis & Petter, Inc.
'Investment Bankers and Brokers.

—PHONE 4774-
Grand Rapids Muskegon
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PHARMACIES NO LONGER.
In his final report before retirement 

as dean of the College of Pharmacy 
of Columbia University, Dr. Henry H. 
Rusby bemoans the development 
whereby the pharmacist is allowing his 
legitimate business to be taken over 
by the drug manufacturer while he 
himself turns to merchandising which 
is carried into lines “that are profes
sionally degrading.” And well might 
Dr. Rusby lament. For while it has 
become possible to buy almost any
thing else in the modern drug store, 
few and far between are the old-fash
ioned pharmacies which still cling to 
the custom of compounding prescrip
tions.

The drug store to-day is a lunch 
counter, a novelty shop, a cigar store, 
a miniature five-and-ten cent empor
ium, a sporting goods store and shop 
for the sale of cheap and trashy maga
zines. It is possible to buy in it any
thing from an egg-salad sandwich with 
Russian dressing to a Kiddie Kar, 
from a fiction best-seller to a bathing 
cap. Although it still steers clear of 
dry goods in bulk and most articles in 
hardware, it is becoming to all intents 
and purposes an urban reproduction 
of the village general store.

In addition to this degrading lapse 
into general merchandising, Dr. Rusby 
declares that when the modern phar
macist does condescend to handle 
drugs he depends upon the manufac
turer for ready-made mixtures and 
compounds and seldom makes his pre
scriptions himself. Without having 
any part in their preparation, it is he 
nevertheless who remains legally re
sponsible for their quality, a situation 
which is not without its danger to the 
public.

It is impossible to expect the drug 
store as such to revert to its original 
functions and abandon the profitable 
sideshows which have eclipsed the 
main tent. There is a more rapid turn
over in toasted sandwiches and de
tective stories than in prescriptions. 
If the public is to be served we must 
have a revival of pharmacies which are 
pharmacies, prepared to supply pre
scriptions on doctors’ orders instead of 
handing out commercially manufac
tured drugs which in many cases are 
but one step removed from patent 
medicines. Neither physicians nor their 
patients can be expected to have the 
desirable amount of confidence in 
prescriptions made up in the intervals 
of dispensing the myriad articles which 
drug stores now display.

WHAT CHATAUQUA MEANS.
Mr. Thomas A. Edison’s graduation 

from Chatauqua calls attention afresh 
to an institution which was a pioneer 
in adult education. The Chautauqua 
Literary and Scientific Circle, to give 
it its full name, was founded half a 
century ago by Mrs. Edison’s father, 
Lewis Miller, and Bishop Vincent, to 
bring higher education within the reach 
of the mass of people. Anybody with 
$6 a year to spend on books and a 
little time could take a home-reading 
course and at the end of four years 
win the recognition of a diploma. 
Hence Recognition Day, which took 
Mrs. Edison to Chautauqua Lake this

week. It is graduation day for those 
who have finished the course.

Chautaqua illustrates its idea of 
education as progressive by adopting 
new methods and instruments. There 
is summer opera. There is a Chau
tauqua repertory theater. And music 
is studied as well as played and sung 
by eminent artists. Full college credit 
is given by New York University to 
students registered in its summer 
school at Chautauqua in more than a 
hundred courses. The huge amphi
theatre, once the preserve of the 
preacher and the lecturer, is now the 
daily setting for music or some other 
art.

What Chautauqua has meant as an 
educational force is indicated by the 
fact that half a million men and women 
have enrolled in its home-reading 
courses. To large numbers of these 
it has opened a new world whose 
realms of history, science, literature 
and philosophy have been at once in
forming and inspiring. Many of them 
have gone on to graduate work, adding 
seals to their diplomas as evidence of 
their advancement. And their children, 
inheriting their love of learning and 
fired with their ambition for a higher 
education, have constituted part of the 
first rank of students at hundreds of 
colleges and universities.

Having been a leader in adult educa
tion, Chautauqua has lived to see the 
movement acclaimed and supported in 
the highest educational quarters. Uni- 
verisities make much of their exten
sion courses. They are endeavoring to 
devise ways of enabling their grad
uates to keep abreast of developments 
in science and other fields. Chautau
qua “started something” and something 
which was well worth the effort.

UPWARD TREND NOTED.
With the drought broken in some 

of the areas w"hich were affected most, 
the tendency is to revise earlier notions 
of the damage and the effect on busi
ness. The relief steps appear oppor
tune and adequate and, in fact, offer 
a rather distinct contrast to the hand
ling of the industrial reaction and wide
spread unemployment. The estimate 
of the Department of Agriculture dis
closed shortages only in corn and hay 
and, despite the dry spell and its im
plications, farm product prices receded 
further during the week.

Although the farm situation attract
ed most attention during the week, 
reference to the weekly business in
dex shows the first gain in ten weeks, 
a development which doubtless will be 
received with even greater interest. 
Wholesale commodity prices failed to 
reflect this gain, however, and the An
nalist weekly figure declined to 121.6, 
with losses in six groups and fractional 
gains only in food products and fuels. 
The index for the previous week stood 
at 122.2.

From the steel industry come re
ports, finally, that no great improve
ment in prospcts is visible. Automo
bile manufacturers have been reducing 
prices in order to stimulate a demand 
that continues to lag, and the outlook 
for operations is dubious. Contract 
awards in building are running so far 
this month about 24 per cent, under

those of a year ago, which reduces 
the July decline but does not portend 
a real upward movement. The reduc
tion in factory employment in New 
York for the month June 15 to July 15 
was 4 per cent., as against the usual 
seasonal drop of 1 per cent. The num
ber of workers was reported as less 
last month than at any time since the 
index of the New York State bureau 
was started, in June, 1914.

Previously it was estimated here that 
the present slump would probably rate 
between that of 1924 and the collapse 
in 1921. That is the case now, and it 
is likely that, while some of the usual 
seasonal gain from this point on will 
be manifest, the recovery may prove 
irregular and take some time to regain 
normal.

PRICE STRAGGLERS FOUND.
The question of prices to pay or of 

prices to offer is the dominant one in 
most business quarters. Distributors 
are testing out values the public will 
most readily accept in order to gauge 
what prices they themselves will pay. 
On the other hand, many producers 
are striving to get their offerings with
in the quotations that will bring the 
largest amount of business.

There is, however, a rather notable 
tendency among some manufacturers 
to dodge the price issue. They may 
belong to groups which for years have 
been fixing and maintaining prices or 
to others that have the problem pres
ented by a branded line. The station
ary price of bread, taking the drastic 
decline in wheat and flour, may be 
offered as an example of how little 
recognition is given in some quarters 
to lower raw material costs. Building 
materials of many kinds evidence the 
same type of resistance to possible re
ductions.

In the highly competitive merchan
dise lines there are few outstanding 
instances of such resistance to lower 
prices, although here and there exam
ples may be found. Floor coverings, 
for instance, represent a line on which 
prices were made several months ago 
at practically unchanged levels, and, 
according to trade authorities, these 
quotations wiil be maintained until the 
next opening late in the year. Since 
raw material costs in this industry are 
supposed to be almost double what 
labor is paid, and raw material costs 
are down, the only inefrence possible 
is that the producers have decided to 
“stand pat.”

The . notable increase in private 
brands points to the increased compe
tition which National brands may ex
pect where prices have not been ade
quately revised, and other “stand pat” 
manufacturers may wake up to restrict
ed markets or new rivals if they con
tinue to hold up possible economies. 
Inasmuch, also, that the effort to main
tain prices involves, as a rule, curtail
ing operations, business recovery to 
that degree is delayed.

RATIOS FOR ART AND SCIENCE
In the course of replying to the 

statement of Selfridge & Co., of Lon
don, that British retail progress has 
outstripped that in other countries, 
Lew Hahn, head of the chain which 
bears his name, had several highly per

tinent remarks to make last week con
cerning the present department store 
situation.

He cited as his belief that most de
partment store managers realize that 
they have made a mistake in judging 
the extent to which retailing can be 
developed into a science. He hazarded 
an estimate that perhaps 10 per cent, 
of it is science and 90 per cent, an 
art or else nothing. To support this 
estimate he pointed to the outstanding 
merchants of the past, who knew noth
ing about the present systems, but pos
sessed shrewd merchandising intuition.

While Mr. Hahn’s view is undoubt
edly sound, it is doubtful whether the 
majority of progressive merchants to
day would accept his ratio for art and 
science in retailing. It would be 
brought up that some the most suc
cessful stores to-day are those which 
certainly employ more than 10 per 
cent, of science in their operations. 
And again, of course, times have 
changed and the achievements of the 
past were attained against much more 
mediocre competition. It would be in
teresting, but scarcely possible, to ob
serve a contest between the old school 
and new school ¿ypes of retailing.

In fairness to Mr. Hahn, it must 
be stated, however, that he urged 
keeping all the new tools which are 
worth while, even while the neglected 
art of retailing is learned over again. 
He also stressed the weakness of fig
ures alongside a knowledge of the facts 
from which the figures are obtained.

DRY GOODS CONDITIONS.
The change in weather proved stim

ulating to retail trade during the past 
week and sales have made appreciable 
gains for the first time, in many in
stances, since before the holiday last 
month. The increases were sizable and 
in a number of cases business ran 
ahead of a year ago by good margins. 
The trade was well distributed over 
seasonal items and clearance goods, 
particularly house furnishings, with 
some early buying of fall and school 
attire.

This spurt in trade was especially 
welcomed becaused of the setback suf
fered in July. The preliminary figures 
issued by the Federal Reserve Board 
disclosed that sales last month for 519 
stores were 9 per cent, under those for 
the same month last year for the coun
try as a whole. Ail reserve districts 
showed losses which varied from 3 per 
cent, in the New York area to 18 per 
cent, in the Chicago reserve territory.

Reporting on the four weeks ended 
Aug. 13, the largest mail-order chain 
system gave sales as 8.7 per cent, un
der the same period in 1929. This 
would indicate that, despite the drought 
and the decline in prices, unit volume 
is holding up fairly well.

The man who is worthy of being 
the leader of men will never complain 
of the stupidity of his helpers, the in
gratitude of mankind, nor the unap
preciation of the public. These things 
are all a part of the great game of 
life, and to meet them and not go 
down before them in discouragement 
and defeat, is the final proof of 
power.—Elbert Hubbard.
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

M 21 looked pretty good on the map 
Saturday. It proved to be equally at
tractive as a thoroughfare. The high 
hills and deep depressions East of the 
city always afford an exhilarating ex
perience.

The new cement bridge across the 
Thornapple at Ada is completed. As 
soon as the approaches are completed 
the line of travel, which has been over 
the old covered bridge for about fifty 
years, will be moved about one block 
North and travelers will get glimpses 
of some very well kept residences for 
a village block.

I found Lowell people still talking 
about the remarkable gathering of 
outside druggists who attended the fif
tieth anniversary banquet given Drug
gist Look a few evenings before. Fifty 
years is a long time to devote to one 
line of business, but they are as noth
ing compared with the faithful service 
he has rendered his family, his friends, 
his town and his State in many varying 
capacities.

I never pass through Lowell that I 
am not reminded of Manley Jones, 
who owed his first start in the business 
world to the masterful pioneer mer
chants of that thrifty community. If 
Manley lives until August 27—and he 
does not look as though he would se
lect his pallbearers for twenty-five 
years yet—it will be fifty years since 
he left Lowell to take a position with 
the late John Caulfield, who was then 
engaged in the wholesale grocery busi
ness in Grand Rapids. As I recall his 
career, I think he has had only three 
employers—Mr. Caulfield, Samuel M. 
Lemon and Edward Telfer, all of 
whom have gone to their reward. He 
was ardently devoted to all of these 
men and served them in a most accept
able manner. All of them regarded 
him more in the light of a friendly ad
viser than a mere employe. When it 
comes time for Manley to leave us, I 
am sure he wfill find his three old em
ployers standing in line to greet him 
on his arrival in the Other World.

Because it was during the noon hour 
when I made by appearance in Lowell, 
I found hardly a merchant in his store. 
They were evidently all at the post of 
duty at the luncheon table at home.

When I reached the portals of Sara
nac, I noticed that the cement road 
had been constructed for some dis
tance ahead. So instead of crossing 
the bridge to Saranac, I headed East
ward on the new pavement. I found 
the road open to travel for about six 
miles. Instead of going back to Sara
nac I proceeded on to Ionia. My first 
call was on Superintendent Shean at 
the prison. I was informed he was at 
the great free fair. The same reason 
was given for the absence of every 
one I undertook to interview. Called 
on Governor Green, as usual, and, as 
usual, found him away, this time in 
Detroit en route to Philadelphia to

attend the annual convention of the 
Spanish War Veterans, of which he is 
the President and presiding officer. 
Was invited by the Governor’s Secre
tary and executive officer to visit the 
free fair. No one less persuasive than 
Mr. Lawrence could have inveigled me 
into getting into such a crowd. I 
never saw so many people at a fair 
before and I hope I may never see so 
many again. I now understand Fred 
Green’s popularity. He made the fair 
and the fair made him Governor and 
may make him United States Senator 
before many more years have gone into 
yesterday’s eternal silence.

No sooner did I get comfortably 
seated than I looked at the thousands 
of eager people in the grand stand and 
bleachers and wondered if I could ever 
find myself and my car when the crowd 
broke, so I concluded that discretion 
was the better part of valor and made 
my escape while the going was good. 
Mr. Lawrence had left me in charge of 
two of his four bright sons and I made 
my excuses for leaving the best way I 
knew how. Mr. Lawrence holds many 
positions of trust and responsibility in 
the Green factory, the Methodist 
church and the State government, but 
the possession of four fine sons caps 
the climax.

I was told by a member of the Ionia 
road commissioners that M 21 would 
be completed as far as Ionia this fall 
and that next year it would be extend
ed from Ionia to Pewamo. This will 
give an unbroken line of cement from 
Port Huron to Grand Rapids.

In undertaking to post myself further 
on the necessity of removing the wing 
dams from Grand river, I called on 
Mr. L. Goddard, who is in charge 
of the JJ. S. Engineer offices in the 
Federal building. He gave me much 
inside information, most of which must 
be treated confidentially, because he is 
not permitted to furnish any informa
tion from his office unless it has al
ready appeared in printed reports, ex
cept by the consent of his superior of
ficer.

In the meantime I have appealed 
to the managers of our two daily pa
pers to take up the proposed under
taking in behalf of the public, which I 
trust they will do. Representative 
Mapes called on me personally and said 
he would do all he could to assist. 
Senator Vandenberg wrote me a letter, 
asserting that the cause was hopeless 
because the War Department has re
linquished all control of the river above 
Bass river. Mr. Goddard states that 
the Government has held that, under 
existing conditions, the navigation of 
Grand river above Bass river is not 
practicable, but if any one thinks Uncle 
Sam ever relinquishes control of a 
stream the size of Grand river he has a 
surprise in store.

In discussing the growth of the car 
ferry business across the lake, Mr. 
Goddard showed me figures covering 
the volume for 1928 which surprised 
me. The Pere Marquette, with nine 
ferries, operating out of Ludington,

carried 2,378,992 tons. The Toledo & 
Ann Arbor, operating seven boats out 
of Frankfort, carried 1,645,798 tons. 
The Grand Trunk, with three ferries, 
operating from Grand Haven, handled 
1,128,539 tons.

In his public discussion of Govern
mental questions around the State, it 
is in order for ex-Governor Groesbeck 
to state whether Tom Bailey will re
sume his former connection with the 
Governor’s law office in Detroit, in 
the event of Groesbeck’s election, and 
act as the “mediator” between those 
who seek to do business with the State 
Securities Commission and the Com
mission. Whenever anyone complain
ed to the Governor about his inability 
to get anywhere with the Securities 
Commission, Groesbeck always dis
missed the complaint with the admoni
tion, “Go to Detroit and see Tom 
Bailey.” Bailey had his office with 
the Governor’s law firm and to all in
tents and purposes was a member of 
the firm. When approached by a high 
grade lawyer who had been given a 
deaf ear by the Commission, Bailey 
always remarked: “I think I can get
the attention of the Commission for 
$500.” As soon as a check for the 
amount named was forthcoming he 
called up the Commission and was told 
that the necessary permission would be 
immediately forthcoming. Of course, 
that practice was graft, pure and sim
ple, and the Governor’s law firm must 
have profited very handsomely by the 
levy. In explaining this situation to 
the public—assuming that it can be 
explained—it might be well for Groes
beck to state how much of these ill 
gotten gains will be returned to the 
victims who were forced to disgorge 
under pressure of the most reprehensi- 
nle character.

The action of William K. Henderson 
in undertaking to force trading stamps 
on the independent merchant, contrary 
to the best traditions and practices of 
the business, plainly indicates that he 
is no longer friendly to the regular 
retailer. His greed for money has led 
him into placing himself in league with 
the chains in the effort to destroy the 
independent merchant or at least lessen 
his usefulness and impair his integrity. 
From now on I think every independ
ent merchant would do well to forget 
there ever was such a false friend as 
Henderson.

Grand Rapids has had a good many 
enjoyable conventions during the past 
dozen years, but no gathering has 
brought the city more real pleasure 
and genuine satisfaction than the con
vention of apple men, which was held 
here last week. Representatives of 
the apple industry from all parts of 
the United States and many foreign 
countries were present. The strangers 
insisted that Grand Rapids gave them 
the best entertainment they have ever 
received at the hands of the hosts. I 
do not know who is to blame for 
bringing such a crowd of happy war- 
riers to our city—I suppose all our 
produce men joined in this undertak
ing—but I suspect that Henry Vinke- 
mulder was largely responsible for in

ducing so representative a class of men 
to test our hospitality. The papers 
read at the meetings and the discus
sions which followed in each case 
proved highly instructive and illum
inating to all interested in the apple 
industry at any angle. Because of our 
superb hotel accommodations I expect 
to see this organization meet here 
again before many years roll round.

The City Commission is not acting 
in such a manner as to enhance the 
respect of laboring men who happen 
to be out of work at this time because 
of its pettiness in handling the report 
of the committee created to select a 
proper location for the auditorium. My 
thought is that the committee did a 
remarkable amount of hard work and 
finally decided on a location which 
should meet the approbation of all 
reasonable men. It was not my first 
choice, by any means, but having trust
ed the work of selection to a commit
tee, we should abide by their action in 
man fashion, instead of whining and 
quibbling like a gang of quarrelsome 
boys. One thing looks very plain to 
me and that is that it is small satisfac
tion to serve on a committee of that 
character, work hard for months, de
cide according to the best judgment of 
a majority of the committee and then 
have the decision attacked by every 
man whose hair pulls and every penny- 
a-liner who can find admission to the 
public prints. I would rather seek an 
interview with a buzz saw than consent 
to serve on such a committee, with the 
criticism, condemnation and wrongful 
interpretation which I might know 
would attend its final action.

I had occasion last week to refer to 
Rev. Kennedy, the Scotch Presbyterian 
clergyman, who has lived in and 
around the Soo much of the time for 
the past twenty-five years. I was not 
aware he had passed away, but a letter 
from the eagle-eyed Chase Osborn 
contains the sad information that he 
died three weeks ago. He was one of 
those rare spirits who knows by loving. 
JCnowledge lifted his mind into touch 
with an invisible world of truth and 
beauty and goodness—an unseen world 
which became more real to him as his 
days lengthened and the years passed. 
It is sometimes said that it is hopeless 
to seek an intellectual foundation for 
one’s faith in God. Stafford Brooke 
was disposed to take that view. Rev. 
Kennedy could never rest satisfied un
til he was convinced that his religious 
faith was rooted in reason as well as in 
conscience. There was no lack of 
courage in his analysis and criticism 
of “orthodoxy” even in its emasculated 
and diluted modern forms. He could 
give utterance to the most advanced 
and radical opinions on religion in 
such chaste and dignified language that 
his most conservative hearers could 
hardly take offense. In personal ap
pearance, Rev. Kennedy was a striking 
figure—tall, rugged, with a remarkable 
upright carriage, intellectual forehead, 
finely chiseled face, gracious, and cour
teous in speech and manner, with a 
slight reserve when confronted by en
tire strangers. Self-esteem or vanity, 
he had none; humble and modest al-
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most to a fault, nothing small or un
worthy ever seemed to have entered 
his soul. His dignity, sincerity, sim
plicity, honor and loyalty to the high
est and best could not fail to impress 
those who listened to his words, when 
out of a richly furnished mind and a 
big loving heart he pleaded for truth, 
freedom, righteousness and peace. The 
words of Degas, spoken at the grave 
of Corot, recently applied to the Eng
lish painter Sargent, may, with the 
substitution of “scholar” for “artist” 
be fitly spoken of Rev. Kennedy: “the 
scholar will be replaced with difficulty; 
the man never.”

In continuation of the subject of 
selling eggs by weight, I have re-; 
ceived three interesting letters. The 
first is from the managing director of 
the United States Egg Society, as 
follows:

There has been in the past consider
able agitation as regards selling eggs 
by weight and it probably will not be 
universally adopted as a practice un
less legislation does it, as in most 
states with bananas, for instance. 
However this may be. the poultry and 
egg packers in the Middle West have 
nearly all adopted a program of buy
ing eggs on grade. In doing this they 
are in a sense recognizing the value of 
weight to the producer, as they pay 
more for eggs weighing 24 ounces and 
over than they do for those 22-24 and 
those 20-22 ounces per dozen. One of 
our large retail stores in Chicago, 
Hillman’s has been for several years 
selling eggs in cartons on which they 
guarantee eight eggs to weigh a pound 
or a pound and a half to the dozen. 
This is specified on the outside of the 
carton.

It would seem to us that a step in 
the direction of selling eggs by weight 
would be for retail stores to advertise 
their eggs to weigh so much per dozen, 
since it is now possible for them to buy 
graded eggs from the packers. I hope 
this partly answers your letter.

The next letter was from Roy Ran
dall, a member of the Tradesman 
family of workers up to ten years ago. 
Mr. Randall wrote as follows:

Recently I saw an article in your 
valuable paper to the effect that you 
had found somebody who was selling 
eggs by the pound out on the West 
Bridge street road and further down 
in the article you told about the first 
person you ever knew who sold eggs 
by the pound. I don’t know how long 
ago this was, but I wonder if it was 
before W. L. Brownell, of Kalamazoo, 
undertook to sell eggs by the pound. 
You will remember he told us one 
time when he was running a grocery 
store he decided it was unfair to sell 
eggs by the dozen, so sold them by 
the pound thereafter and the next cus
tomer who came in ordered a lot of 
goods and finally said, “How much 
are eggs this morning,” and he said 
“25c a pound.” She said, “I said eggs” 
and he says “25c a pound. We are 
selling eggs by the pound now instead 
of by the dozen.” She said, “All right 
wrap up the rest of the groceries, I 
will go somewhere else where I can 
buy eggs by the dozen.”

After repeating this experience sev
eral times with different customers he 
called his clerk to him and said '“Slim, 
I guess we will have to sell eggs by the 
dozen, but we will buy them by the 
pound.” and the next day or so a 
farmer came in and says, “What are 
you paying for eggs this morning Mr. 
Brownell?” and he said 22c a pound,” 
and the farmer said, “I said eggs,” and 
he says “22c a pound—we are buying 
eggs by the pound now instead of by 
4he dozen.” and the farmer said, “All 
right, I will go somewheres where I

can sell them by the dozen.” After 
having a similar experience with sev
eral farmers, he finally decided that 
he would not even buy them by the 
pound.

Do you remember Mr. Brownell tell
ing us this?

Appeal to Mr. Brownell brought the 
following response:

'Speaking of eggs, as one should in 
low breath and with nostrils closed.

No, I prefer not to add anything to 
the discussion for publication.

While it is true that along about the 
time when Hector was a pup and they 
were freezing ice for the crossing of 
Eliza, I did attempt to buy and sell 
eggs by weight, it was such a com
plete fizzle, that, like many of the 
other life fizzles I have staged, I like 
to forget it.

In continuation of the discussion re
garding the sluggish condition of 
Cfrand River caused by the wing dams 
put in by Uncle 'Sam, the State Stream 
Control Commission writes me as 
follows:

Your letter of August 15, addressed 
to the Health Department, was re
ferred to the Stream Control Com
mission for reply. We know of no pos
sible way of working with the U. S. 
War Department with respect to the 
problems in Grand River from the 
sanitary standpoint. The conditions 
produced in the river is by sewage 
from the city of Grand Rapids and this 
condition has been greatly aggravated 
this summer by the continued drought. 
Under normal conditions, the river 
does not recover from the shock of re
ceiving Grand Rapids sewage short of 
twenty miles down stream which takes 
it beyond Lament. Last advices from 
Grand 'Rapids was to the effect that the 
disposal plant which has been under 
construction since the Fall of 1929 will 
be ready for operation in October of 
this year. This is the key to the 
situation, the operation of which will 
remove the sludge producing material 
from the sewage before discharge into 
the river, it being anticipated that for 
a few years the volume of the flow in 
the river will be sufficient to absorb 
the clarified sewage without nuisances 
and without the further formation of 
these sludge banks which produced the 
conditions that was the basis of the or
iginal suit about 1910 by the village of 
Wyoming. This will terminate seven 
or eight years’ work on the part of 
Grand Rapids and the expenditure of 
upwards of five million dollars to cor
rect the conditions in Grand River.

E. A. Stowe.
Grand Rapids Council, No. 131.
Grand Rapids Council, No. 131, is 

all ready for the first meeting of the 
Fall season, which will be held in the 
George L. Young building, 21 Ionia 
avenue, Sept. 6, 8 p. m. There are 
several things which should add to the 
effective work which has characterized 
“Old 131” in the past. We have as a 
member of our Council the present 
Grand Sentinel of the Domain of 
Michigan, Brother Allen F. Rockwell, 
who has served this Council faithfully 
and efficiently for the past fourteen 
years as Secretary-Treasurer and is 
rightly considered one of the pillars 
of the organization. Our drill team 
will be gayly dressed in new uniforms 
and directed by Herbert Eastwood, 
who has served in the Spanish-Amer- 
ican and kaiser’s war and understands 
military tactics. The “Official” organ, 
the Grand Rapids Traveler, this year 
is being edited by L. V. Pilkington, 
who has had much experience in jour
nalistic work, and the members may

expect a high-grade magazine. This 
year there seems to be an enthusiastic 
willingness on the part of the mem
bership to make the Grand Rapids 
Traveler a worthwhile magazine which 
will be much sought for.

The publicity of the organization 
centers in the official paper. In order 
that Brother Pilkington may have a 
free hand for action in the publishing 
of the Grand Rapids Traveler. L. L. 
Lozier resigned the chairmanship of 
the Publicity Committee and L. V. 
Pilkington was appointed to succeed 
him. Now, Brothers, when you have 
some news worth while—and nearly 
all of it has some merit—do not fail 
to telephone Brother Pilkington, give 
him the data and he will put same in 
true journalistic style for you. You 
will develop a new interest in “131” 
as you work for the order. This is a 
good place to begin if you have not 
already started.

A social program which should ap
peal to all members has been arranged 
by the social committee. Read the 
Grand Rapids Traveler for a full report 
of their plans. The program is re
plete with possibilities for many good 
times at a small cost, which we believe 
will be a welcome innovation in social 
circles.

The officers have agreed to know 
their rituals this year and we predict 
a keen interest in the proceedings of 
the Council as a result of the improve
ment in technique.

The last time we met R. W. Bent
ley he was greviously lamenting be
cause his wife had left him—to take a 
trip to Montreal, Canada, to visit a 
niece, who formerly made her home 
with Mr. and Mrs. Bentley.

Fred DeGraff, the well-known furni
ture salesman, who lives at the Hotel 
Herkimer, recently returned from a 
trip to Detroit. He reports business 
very good in the metropolis of Mich
igan.

Our attention has been called several 
times within the last few weeks to the 
very satisfactory manner in which the 
Western Hotel, of Big Rapids is now 
conducted. Messrs. Curley & Palmer, 
who formerly conducted the Ben 
Franklin Hotel, in Saginaw, are now 
in charge of the Western. They have 
redecorated all the rooms and halls 
and have made the dining room an 
artistic place in which to enjoy the 
things which satisfy the “Inner man.” 
The lunch they serve for 65 cents at 
noontime is almost a banquet. The 
Western Hotel always has enjoyed the 
patronage of the U. C. T. members and 
we see where it will be increasingly so.

Frank Domino, who sells General 
Motors radios in Grand Rapids, and 
Frank Chartier, who conducts the 
Chartier shop at 32 North Division, 
have returned from an Eastern trip, 
which included New York City, Bos
ton, Philadelphia, Atlantic City and 
others. They were accompanied by 
Mrs. Frank Chartier, and Miss Mary 
Ellen Cooper. The object of the trip 
was the selection of the fall and holiday 
stock of millinery and woman’s ap
parel for the Chartier Shop.

L. L. Lozier, the practical Junior 
Counselor, combined a business and 
vacation trip to the Upper Peninsula

last week. That is, he went on busi
ness and Mrs. Lozier accompanied him 
for a vacation. He reports that busi
ness conditions are much better North 
of the Straits. They have had almost 
ample rainfall, employment is more 
steady and an atmosphere of optimism 
and goodwill prevails. The tourist 
trade is up to normal. Splendid catch
es of fish are reported and ideal weath
er prevails. People generally are feel
ing very good regarding the future.

Robert E. Groom, Past Counselor, 
is to be commended for the manner 
in which he has improved his home 
this summer at 814 Neland avenue. 
First, he placed awnings above the 
windows, then two coats of paint skill
fully applied, followed by a new garage 
16 by 18 feet, with concrete driveway 
to the curb. Also a rear porch, with 
combination storm house, which is 
cleverly designed for comfort and pro
tection. The special reason for creat
ing so large a garage is to house the 
car of any weary U. C. T. brother, 
who may find himself in our city with
out the necessary funds to patronize 
a commercial enterprise.

Mrs. Jack Behler, Neland avenue, 
assistant organist at the Trinity 
church, accompanied by her sister, Mrs. 
John Rietberg, Burton street, returned 
from Chicago this week, after a pleas
ant vacation visiting friends and rela
tives. ,

Allen F. Rockwell and wife are 
spending the summer at their palatial 
summer home at Beechwood Point, 
on Wall Lake. They entertained their 
son, Bertron and wife, for two weeks 
during the month of July.

Need of More Homes at Mt. Pleasant.
Mt. Pleasant, Aug. 15—Since writ

ing my last letter about the Mt. Pleas
ant oil fields, there has come a con
siderable development in the gas ac
tivity. In addition to the 15,000,000 
feet Broomfield wells, there has come 
in the Leaton field (about four miles 
from Mt. Pleasant) two wells, estimat
ed to be of about 8,500,000 feet gas 
pressure, one of these wells has been 
piped about 200 feet from the derrick, 
and has been burning for three weeks, 
with no apparent weakening of the 
flow. Also a score more oil derricks in 
the Leaton field.

It is quite a startling sight to the 
many tourists detoured off U. S. 27, 
seeing this stream of flame shooting 
into the sky and at night lighting the 
surrounding country for miles. In 
connection with this, preparations are 
being made to supply Mt. Pleasant and 
all other • surrounding cities with 
natural gas. This requires the build
ing of necessary pipe lines, etc., for 
which right of way has been secured. 
Laying of such pipe lines will begin 
within sixty days.

All this, with a long prospective oil 
production from the deep wells in the 
Mt. Pleasant field, has brought on a 
tremendous activity here, for which 
housing conditions are grossly inade
quate, to cope with, and Mt. Pleasant 
presents a profitable field for some 
ambitious builder to erect moderate 
priced houses, as well as provide ad
ditional business accommodations.

W. J. Cooper.
The man who grasps principles can 

successfully select his own methods. 
The man who tries methods, ignoring 
principles, is sure to have trouble.— 
Emerson.

The man who only dreams finds life 
ultimately a nightmare.
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on Building an estate

Why not buy bonds? In buying bonds, however, 
you need first to lay down an investment program, 
one fitted to your individual needs. This Grand 
Rapids institution is equipped to help you outline 
the exact investment plan which will do you the 
most good. And we will work with you through the 
years, until your plan matures.

on Conserving an estate

Why not set up trust agreements under your will, 
naming this institution executor and trustee? 
Savings effected often more than pay the small 
fees. The protection afforded by experienced 
trustees will be appreciated by your heirs long 
after you are gone.

While the matter is fresh in your mind, call and talk 
with us about building —  or conserving —  your 
estate.

G R A N D  R A P I D S  
T R U S T  

C O M P A N Y
Ionia and Monroe
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FINANCIAL
Expenses and Chargeoffs Must Be 

Watched.
The subject of hovv. correctly to 

analyze corporate earnings figures is 
carefully taken up by G. M. Loeb in 
the Weekly Financial Digest of E. F. 
Hutton & Co.

He says that when new earnings 
figures are released people are ordin
arily interested in the latest period 
which the report covers and that right 
now they want to know what the sec
ond quarter figures show.

It is vital to get a fair basis of com
parison, says Mr. Loeb. Earnings 
should be expressed in terms of dol
lars per share, and a careful check 
should be made into the number of 
shares used for comparative purposes.

“Thus,” he says, “to figure earnings 
in one quarter against an average 
amount of shares outstanding in that 
quarter and set this against figures 
based on the total number of shares 
outstanding in some previous quarter 
is hardly comparable and tends to 
make earnings gains seem more rapid 
than is actually the case.

“In cases of rapid expansion where 
new stock is being issued for addition
al properties it is very easy in setting 
up total figures to report the income 
for both old and new properties in the 
current quarter and only the income 
for the old properties in a previous 
quarter. This tends to make the rate 
of gain seem greater than it actually 
is. Of course it is also possible to 
understate earnings as, for example, 
when a new subsidiary is acquired 
close to the end of a quarterly period 
and earnings for only a few days are 
included against ail the new stock is
sued for the acquisition.

“It is important to note whether the 
final figures take into account all the 
normal expenses and chargeoffs typical 
of good accounting in the particular 
industry in which the company oper
ates.

“Care should be taken that the 
necessary annual chargeoffs are at 
least partially anticipated quarterly and 
that fair charges against income are 
not capitalized. Inclusion, of non
recurring credit items which constitute 
special income should be carefully 
noted. A comparison of operating 
profits rather than total net income 
often affords a more accurate 'index of 
the current status of earning power of 
the corporation. A change in the rate 
of charging off depreciation or deple
tion is often the main reason for a 
substantial difference in final net in
come.

“It is well to observe whether at 
times the income account includes the 
parent company’s equity in the un
distributed earnings of its subsidiary 
or affiliated companies, in contrast to 
former practices of treating as in
come only that portion of the earnings 
of affiliated companies actually re
ceived as dividends.

”In most cases an earnings state
ment for a quarter should be first 
compared with the same quarter of the 
preceding year. However, sometimes 
a comparison with the preceding quar
ter is more important in indicating the 
trend of the company’s affairs. The 
tendency .of other companies in the

same line is important. In some cases, 
for example, a small decrease in net 
when the majority of concerns are re
porting large decreases is more con
structive than a small increase in net 
when competitors are reporting a 
booming business.”

The main point, concludes Mr. Loeb 
is to look beneath the headlines and 
study the full figures.

[Copyrighted, 1930.]

Motor Trade Sees Recovery.
Business statistics in the last month 

or two have indicated motor stocks 
as a group give promise of the great
est strength in the next few weeks. 
Other groups, such as steel, oils, 
utilities, etc., appear less favorably 
situated.

One of the factors favoring the au
tomotive stocks is the sharp curtail
ment in .production. Dealers’ stocks 
have been reduced below normal. Any 
sudden increase in demand likely 
would find a shortage of cars. Al
though no sharp gain in buying has 
been forecast, replacement orders are 
expected to become a factor of im
portance soon.

In the truck field, for instance, the 
normal recovery in business in. the 
autumn may be expected to effect a 
substantial improvement in demand. 
Use of trucks for short hauls, inci
dentally, gives promise of a steady 
growth.

Among the well-known motor truck 
producers whose shares are listed is 
the White Motor Company. Its stock, 
paying $2 a year, has been selling 
recently to yield about 6 per cent.

Besides trucks in a wide range of 
models, the company manufactures 
busses, ambulances, ifire apparatus, 
armored cars and other equipment of 
the sort. Earnings fell off consider
ably in the first half of this year, but 
the decrease was no more than had 
been anticipated in view of the slack
ening in the industry. Profits were 
equivalent to $1.31 a share on the 
800,000 shares of common stock. This 
compared with $3.18 a share for all of 
1929 and with $2.45 a share for 1928.

The asset position has been main
tained, net working capital at the end 
of 1929 having amounted to about 
$29,000,000, or a little more than $36 
per share on the stock, which had been 
selling recently at about 31.

Although sales volume in trucks 
slumped sharply in June, the seasonal 
trend being toward lower levels after 
the May peak, the White company’s 
business was larger than in May, the 
president’s report for the half year 
said.

Labor conditions were satisfactory, 
he added. No reductions in workers 
had been made and wage rates had 
been continued.

William Russell White.
[Copyrighted, 1930.]

Cheap Wheat To Aid Bakers.
Restoration of stability in com

modity prices, seemingly delayed by 
consequences of the widespread 
drougth, is vitally needed to effect a 
return of normal conditions in business.

Many lines of industry are disturb
ed by widely fluctuating values in 
grains as well as in other staples. 
Bakers, for instance, who consume 
large quantities of wheat are greatly

handicapped by wider than normal 
price movements of raw materials. 
Sometimes fluctuations tend to increase 
profits, while on other occasions they 
bring inventory losses.

In the case of the General Baking

Corporation, one of the largest bread 
bakers in the country, flour contracts 
expiring this month imposed a handi
cap. New contracts, however, at re
cent low levels may prove a profitable 
investment in months to come.

A  Business School That Is a College of Business Administration 
The Davenport-McLachlan Institute is chartered by the State as a class 

A College and empowered to grant degrees and offers the following 
courses to high grade men and women.

Collegiate Course in A c
countancy and Business 
A dm in istra tion .

Collegiate Secre ta ria l 
Science Course.

Special S ecre ta ria l Course.
B usiness A dm in istra tion  

Course.

Civil Service Course. 
G eneral B usiness and 

B anking Course. 
Salesm anship  and 

A dvertising.
Gregg Shorthand  and Touch 

T ypew riting  Course.
The S ténotype.

It is a pleasure to give information.
DAVENPORT-McLACHLAN INSTITUTE

215 Sheldon Ave., S. E . G rand  R apids, Mich.

Investment Securities

E. H. Rollins &  Sons
Founded 187V 
Phono 4745

4th F loor G rand R apids Savings Bldg.
GRAND RAPIDS

Boston New York 
San Francisco

Philadelphia 
Los Angeles

Chicago
London

Denver

The Measure of à 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
"TA* Hank Where You F ee l Home".

16 CONVENIENT OFFICES
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. The General Baking Corporation 
owns all but a few shares of the com
mon stock of the General Baking Com
pany, the operating unit, which serves 
most of the principal cities in. New 
York, New Jersey, Pennsylvania, 
Massachusetts, Rhode Island and 
Connecticut as well as many large cen
ters in the Middle West and in the 
South.

A plant modernization and expan
sion program, requiring an expenditure 
of about $15,000,000, has been com
pleted. Financing of this growth was 
provided out of earnings and working 
capital, except for the issuance of $7,- 
000,000 ten-year $Vz per cent, deben
tures of the operating company in 
April.

Besides this bond issue, the operat
ing company has outstanding 90,775 
shares of $8 preferred stock and 429,- 
719 shares of common, all of which 
except 313 shares are owned by the 
holding company. The latter has out
standing 992,980 shares of $6 cumula
tive preferred stock and 3,472,360 
shares of common. The dividend on 
the senior issue was reduced in April 
to $3 a year, the other $3 a share ac
cumulating. Arrears must be adjusted 
before any payment on the common.

Although the volume of bread sales 
increased about 5 per cent, in the first 
twenty-two weeks this year, total net 
sales in dollars declined ‘about 4 per 
cent., due to competitive price adjust
ments. Consolidated net profits for the 
first twenty-seven weeks amounted to 
$2,617,856, equal after dividend re
quirements on the operating conv 
party's stocks to $2.27 a share on the 
parent company’s $6 preferred, accord
ing to an analysis by McClure, Jones 
& Co.

Completion of the rehabilitation 
program and more favorable commod
ity prices are expected to lead to an 
increase in earnings that will warrant 
consideration of a gradual rise in 
dividend disbursements on the pre
ferred stock until the $6 rate .is re
stored, the circular says.

William Russell White.
[Copyrighted, 1930.]

Differences Between Stock and Cash 
Dividends.

Of the many factors that stimulated 
public interest in the stock market last 
year and lifted prices to unheard of 
peaks probably none was more potent 
than stock dividends.

Distributions of “rights” aroused 
enthusiasm, but stock distributions, 
involving no further investments of 
funds, won wider popular favor. In 
the months that have followed “rights” 
and stock dividends have lost their 
erstwhile appeal, probably for the 
reason that they were overdone in the 
bull market.
i In fact, some investors have ac

quired an aversion for shares on which 
dividend payments in stock are made. 
So many do not understand stock 
dividends, it may be worth while to 
glance at an analysis of the subject by 
West & Co.

“A dividend is a proportion of earn
ings received by the owner of stock 
and represents his profits in the com
pany,” says the firm. “When, how
ever, instead of receiving cash the 
stockholder, is given new stock pro

rata to that stock which he already 
holds, this is called a stock dividend.

“Regular stock dividends are paid 
on the same basis as cash. A great 
number of corporations in recent years 
seem to have followed the practice of 
distributing approximately 60 per 
cent of the net earnings available for 
common stock to the shareholders, the 
remaining 40 per cent, going to sur
plus to be reinvested in the property.

“The continuous expansion going on 
in the public utility held has been ac
companied by a constant need for ad
ditional capital. In many cases the 
company has been able to meet its 
junior financing requirements by re
taining the cash instead of paying it to 
the shareholders. In this procedure 
the company has an automatic financ
ing plan at practically no cost. While 
the company is expanding, with the 
capital which otherwise would have 
been paid to stockholders, earnings 
are also increasing and accruing to the 
credit of the stockholders.”

Whether stock dividends are dis
tributed regularly or occasionally, the 
principal object is the same, the firm 
adds, namely, to provide needed cap
ital for the corporation.

The important factor to be kept in 
mind when receiving stock dividends 
instead of cash, it says, is to determine 
whether growth in net earnings has 
been at a greater rate than the rate 
of increase of the shares outstanding.

William Russell White.
[Copyrighted, 1930.]

A Business Man’s Philosophy. 
What is the source of most trouble? 

What gets people into quarrels which 
land them in court?

“Experience has taught me the key 
to every riddle,” says Mrs. Eleanor 
Wembridge of the 'Cleveland Juvenile 
Court. “It is money.”

To her successor in office Mrs. 
Wembridge plans to offer this advice: 
Prepare for your labors by learning to 
ask in Polish, Russian, Lithuanian, 
Czech, Slovenian, Hungarian, Crotian, 
Italian and Yiddish: “Which one owes 
the other money, and how much ”

The greed in real life often exceeds 
the greed of fiction. It shows up least 
among Negroes and most among the 
foreign peasantry.

“I have known a woman to decline 
to buy milk for her tubercular girl and 
refuse to call a doctor for her boy’s 
gangrened foot,” writes Mrs. Wem
bridge. “Why? Because she wanted 
the money to buy another lot. I have 
known fathers to lock up the food
stuffs at night so that growing chil
dren could not eat an extra crust.” 

William Feather.

Electrical Appliance Sales Off.
The sharp curtailment of buying by 

department stores has affected the 
household electrical appliance trade 
considerably, with the result that sales 
have fallen off somewhat compared 
with last year. An improvement in 
business is looked for in the Fall, when 
the chain stores enter the market. 
Among the items which have held up 
fairly well are listed an automatic heat 
control set for electric irons, sandwich 
toasters, hotplates and waffle irons. 
Prices are lower and the subject of 
much dissension, it was said.

GRAND RAPIDS NATIONAL BANK

Established 1860—Incorporated 1866 — Nino Community Branches
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The Chain Gang Went Fishing.
Business being off color, old man 

A. & P. and his side kick Kroger, made 
up their mind to go fishing.

Old man A. & P. went into the 
warehouse, took out a can of Ohio 
gasoline on which no Michigan tax 
had been paid and filled the tank of 
his red flivver. Kroger sized up the 
left overs, of which there were plenty, 
and made up a lunch.

“Let’s go down the old pike and fish 
on the river bank, we should be able 
to land a nice mess of suckers down 
there; the wind seems just right, what 
say, Kroger?”

“Suits me, it will be nice to have a 
fresh mess of fish. Is the bait in the 
car?”

“Sure. Plenty of bait, just the finest 
bargain bait you ever saw.”

“That’s good, but talking of bait, 
wait until we get to the river and I’ll 
show you some fancy bait, sure to land 
’em.”

It was not long until the two old 
cronies drew up under the weeping 
willows and settled themselves with 
their tackle. The river flowed peace
fully at their feet, the sky was clear, 
then old man A. & P., selecting his 
choices bit of bait, 13 cans of Camp
bell’s baked beans for $1, spread it on 
his hook and tossed it far out into the 
stream.

“That ought to get ’em. Maybe the 
farmers don’t care for that sort of bait, 
but the suckers in this river should 
fall for it.”

“If you think that’s bait, take a look 
at this.” Kroger dipped his long fingers 
into the can, pulled out a 49c airplane 
ride and deftly slipped it on his barbed 
hook.

Old man A. & P. sighed, these 
younger fishermen were always up to 
new tricks, it was a juicy bit of bait; 
but the bobbers just danced lazily in 
the slow current. There was an oc
casional nibble, old man A. and P. had 
more suckers on his string than Kro
ger. Puny looking, sort of grubby 
fish, but nevertheless real suckers.

“Guess this 49c air plane bait isn’t 
all it was cracked up to be,” Kroger 
spat on the hook and tried again. Im
patiently he jerked in his line.

“Mavbe the bait’s too big, I’ll try 
a 50c Wright flier for a dime with a 
$2 order wobbler. That’s cheap bait, 
but it may work.”

“Going after the little suckers, too,” 
chuckled old man A. & P., as he noted 
Kroger’s effort. “Well, we might as 
well get the little ones, they don’t 
know any better.”

The day wore on, noon was coming, 
the air became sultry. Old man A. & 
P. was becoming nervous. He had 
switched bait from unknown brands to 
Nationally known brands at drastic 
cuts, yet the suckers were few and 
far between. Kroger switched to a 
big job of eminent professor bunk, 
tried a hookful of store policy adver
tising, then turned to old man A. and 
P. and pointed to the sky. There was 
a distant rumble of thunder; the sky 
was overcast and a few rain drops fell.

Along the pike a big touring car 
sped swiftly. The folks in it were 
singing and headed for the wide open 
spaces.

Who are those folks,” asked Kroger, 
with a feeling of apprehension in his 
heart.

“That’s old man Henderson at the 
wheel, and the Main street crusader 
beside him. Senator Copeland was in 
the back seat and Mrs. Public was 
with them.”

“Maybe they are headed in the right 
way for good fishing, this is punk. 
Look out, here comes the storm!”

Kroger yanked in his Tine, old man 
A. and P. reeled in and both made a 
bee line for the red flivver. A down
pour of public disapproval was beating 
all about them. The winds of fair play 
and independence roared in their ears 
as they sped hastily back to their emp
ty stores.

Both had rescued their bait, but as old 
man A. and P. flung his tired and 
drenched body out of the car, he sized 
up Kroger’s can and his own with a 
snort of disgust.

The string of suckers, large and 
small was nothing to write home about. 
Kroger nodded, as old man A. and P. 
said, “I guess, Kroger, that crowd in 
the touring car know more about fish
ing than we do. Our bait seems to 
be losing its appeal. It looks as though 
you and I, and the rest of our gang, 
will have to discover some new and 
better bait or forget about fishing.”

“I’ve used all the bait I know any
thing about, and I guess you are right. 
Look out, here duck into the ware
house; I see the sealer of weights and 
measures coming and bring along that 
string of suckers. Those fish are 
many of them undersize.”

Old man A. and P., despite his age 
and rheumatic pains, beat Kroger to 
it and both breathed a sigh of relief 
as the big door closed between them 
and the majesty of the law. But peer
ing through the window Kroger saw a 
sight which chilled his blood. Having 
no heart, it went to his head.

On the road marching straight to the 
warehouse were 180,000 former trav
eling salesmen, 500,000 unemployed 
men and women, thousands of former 
storekeepers now without a business 
or income, and in the lead the big 
touring car with the champions of 
American Independence and fair play.

With a shout of dismay the two 
chain gang fishers headed for the rear 
door and the last seen of them, they 
were beating it over the hills, their 
bait cans dangling at their heels.

Hugh King Harris.

Fellowship.
I t  is not m uch to  s it  and  w rite  
A poem w hen you’re  feeling rig h t 
B u t w hen the  w orld is going w rong 
You m u s t n o t tell i t  in  a  song

'T w ould h u r t  th e  o th e r  fellow.

A nd so i t  h ap s  w h a te ’e r  betide 
A w rite r  should h is  feelings hide 
W henever they  w ould h u r t  o r  m a r 
A m om ent in the  calendar 

Of any  o th e r fellow.

F o r poets  like a  sum m er w ind 
Should b rin g  folks com fort, of a  k ind  
T h a t b ares th e  b reast, unhides th e  h e a r t 
T hen  w hispers “le t m e sh are  a  p a r t  

Of yo u r pecu liar so rrow .”

As tru ly  a s  we fa re  w ell here 
W ith in  a  cosnimon atm osphere  
So, too, indeed, the  lives of m en 
N eed cheer a long w ith  oxygen

To k eep  th e ir  courage burning .

So now th is  line shall have no w ord 
E xcep t th e  h ap p ie s t ev e r heard  
A nd th a t  is th is—you’ll u n d ers tan d —  
“J u s t  p u t i t  there! Give m e yo u r hand  

A nd say! H ow  well you’re  looking.” 
C harles A. H eath .

The efficiency expert will tell you 
that if a farmer’s boy can pick six 
quarts of berries in an hour, and a girl 
five quarts, the two of them together 
will pick eleven quarts. But any farm
er knows that the two of them to
gether won’t pick any.
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MUTUAL FIRE INSURANCE
Some Fire Prevention Ideas.

The stores in large cities can right
fully depend very largely upon the 
modern and efficient fire departments 
to successfully cope with any confla
gration which may arise. The dealer 
in the smaller towns will do well to 
exercise some simple precautions, as 
the local fire department may, or may 
not prove an ultimate salvation.

In the larger cities fire insurance can 
be reduced by some practical fire pre
vention measures, such as the sprinkler 
system, although this is, in some cases 
thought too expensive equipment. Yet 
for larger stores, for those establish
ments which handle gasoline, oils, 
paints and in bakeries of any size, 
sprinklers are worthy of serious con
sideration.

In the cities the sprinkler system is 
connected with the city water supply 
system, and wherever there is a local 
water work this can be done. In other 
instances a large tank is erected above 
the roof of the buidlng and the pipes, 
with their sprinkler heads, are dis
tributed through the building.

These sprinkler heads consist of 
small nozzle and sprinkler much like 
a common garden spray. There is seat 
which is closed by a taper pin, which is 
held in place by means of a piece of 
metal composed of a metal which melts 
at a very low temperature. The melt- 

*ing temperature of the points is varied 
to suit conditions of room temperature, 
so there is no danger of melting unless 
there is a fire. The sprinkler heads are 
placed close to the ceiling, as even a 
small blaze sends the heat upward and 
thus the sprinkler head sprays directly 
on the blaze below without doing any 
great amount of water damage.

If the blaze spreads and the fire is 
more serious other sprinkler heads let 
go, so the protection is ample. Such 
a system effects a material reduction 
in fire insurance rates, and is coming 
into more common use. Of course the 
better way to prevent fires, and not to 
have them is to exercise the common 
sense precautions advised by every 
municipal fire department, and the fire 
inspectors. Careless piling of cartons, 
boxes, barrels and waste in basements 
near wooden partitions, or wooden 
stairs, leaving oily and greasy rags 
about, careless handling of matches, 
and inattention to electric wiring are 
frequent causes of fire that can well 
be avoided.

Getting back to fire precautions, if 
the sprinkler system is not applicable, 
there are less expensive, yet very ef
ficient methods to pursue. Even the 
humble water barrel with several pails 
at hand is better than nothing at all. 
To each thirty gallons of water fifteen 
pounds of salt well dissolved is used 
to give added extinguishing properties 
and keep the water “live.” The barrel 
should be tightly covered and the fire 
buckets kept in their place, and never 
used for other purposes, for when 
emergency comes loss of time hunting 
weapons is foolhardy.

The commercial fire exinguishers are 
handy and inexpensive. The two and 
one-half gallon size is commonly used 
ill' retail stores. There is the familiar

copper container, with the short hose 
on one side. The liquid is made of 
water and common baking soda. In 
a small glass bottle is contained four 
ounces of commercial sulphuric acid, 
this is fitted into a retainer in the top 
of the extinguisher; there is a loosely 
fitted lead stopper in the neck of the 
glass bottle. To use the extinguisher 
it is turned upside down, the sulphuric 
acid flows slowly from the bottle and 
generates gas by its action on the 
baking soda. The result is that a 
stream of water is forced from the 
hose highly charged with carbon 
dioxide. This is particularly effective 
in quenching fires, and should be di
rected at the bottom of the blaze. This 
type of extinguisher should be re
charged once each six months, and 
should be in accessible spots.

There are any number of smaller 
and less expensive hand fire extin
guishers on the market, some with 
liquids, some with dry powders. These 
are all good, but every employe should 
know where they are located, and there 
should be plenty of them to be of prac
tical value. It is indeed surprising the 
number of markets, stores of all kinds 
which have absolutely nothing in the 
way of fire fighting and extinguishing 
devices.

If salt, ashes or dirt are available 
and there is time to smother the blaze 
in this way, it can be done, but that 
is a make-shift, although an oil or 
grease fire canot be put out with water, 
for burning fat or oil simply floats on 
top of the water. Smothering with 
salt, ashes or sand is advised. *

With winter days ahead, it is well 
to look to the furnace or heating equip
ment. Fire-proofing is simple, heavy 
metal guards, asbestos sheets, keeping 
away from wooden partitions, these 
are advised and the business man who 
can show his banker or his insurance 
agent that he is foresighted in this all 
important thing of fire protection is the 
business man who has the respect and 
consideration of the financial men and 
who secures the lowest fire insurance 
rates. Hugh King Harris.

Efficiency of Government Control.
Greenville, Aug. 19—I wish to com

pliment Mr. Rodgers on his recent ar
ticle advopating Government control 
of gasoline, oil and electricity. I 
heartily endorse that system and 
would amend it by adding all public 
utilities, which have a# been paying 
large dividends which is the difference 
between private and Government con
trol in favor of the latter. For an ex
ample of Experience will cite you to 
a city in Oklahoma where the city 
owns the water and electric system for 
which they charge the ordinary rate 
and instead of the profit going into 
dividends it pays all of the city’s ex
penses, so you see that in this case the 
difference between private and public 
control is the city taxes. Why 
shouldn’t we all endorse a system 
which would pay our taxes? This is 
the kind of agrument we use to prove 
the efficiency of Government control, 
while all the argument which has been 
furnished in favor of private control 
has been through selfishness and an 
alibi. Why should we pay such a 
radical difference just for the privilege 
of voting for the same party as our 
fathers did and sacrifice our rights in 
so doing? Why not do as Rip Van 
Winkle? He woke up after sleeping 
twenty years. Get the cobwebs out of 
your eyes. Discard the worst enemy

you have, which is prejudice, and vote 
and defend your own interests. You 
have- a right to kick on the present 
conditions when for vears vou have 
been voting for men and principles 
that produce such. Hoover says that 
Congress must economize, as there 
will be a shortage. Then in the next 
breath there is fourteen million of gold 
shipped to the old country. That har
monizes like a jackass and a saw 
horse. E. Reynolds.

Sleeping.
Now m ark ing  tim e is not the  th ing  
The dozers do while s lum bering  
F o r sleep is when we lay aside 
The good or ill th a t  m ay  betide 
And land w ith in  th e  L and  O’ Nod 
W hich none b u t sleeper«; ever trod  

And call the  L and O’ D ream s.

And so it  haps th a t  sleeping is 
D enial of ou r facu lties  
F o r th en  we n e ith e r ta s te  nor smell 
N or sense if sCll is going well (
N or h ea r nor see no r even feel

So surely  sandm en a re  the  real 
E nchan ter«  bring ing  sleep.

How often  th u s  we jou rney  fa r 
Beyond the  fa in te s t shin ing  s ta r  
Nor fe a r  nor fa in t nor h e sita te  
To s tan d  before i ts  golden ga te  
And even th e re  would Tim e beguile 
To w ait on us—tu rn  'back his dial 

L est soon the  m orn  appear.

The sleeper's  land is fa r  above 
T he neighborhood in which we move 
And yet we journey  th e re ' so fa s t 
The la s t is first and  first is la s t 
To go to sleep and  sleep un til 
A urora comes, who a t  h e r will 

B estirs  th e  dawn again.
C harles A. H eath .

. The great highroad of human wel
fare lies along the old highway of 
steadfast well-doing; and they who are 
the most persistent, and work in the 
true spirit, will invariably be the most 
successful. Success treads on the 
heels of every right effort.—Samuel 
Smiles.
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you are buying

The Net Cost is 30%
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W I L L I A M  N .  S E N F ,  S e c r e t a r y - T r e a s u r e r
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Origin of Control of Utilities in Public 
Necessity.

A century and a quarter ago nine- 
tenths of the American people lived 
on farms.

Communication between persons and 
localities was limited. The people fur
nished their own transportation, built 
their own houses. They raised their 
own food. They made their own 
clothes.

Their candles were dipped by them
selves. Their water supply came 
from their own wells or springs.

They had little need of government 
to protect these simple rights from en
croachment by their neighbors.

Now, the vast majority of our popu
lation lives in great cities and derives 
its water, its food and its clothing, its 
light and other means of livelihood 
from far distant supplies. Our indi
vidual rights to live and the free pur
suit of our vocations are now inter
twined with the countless similar 
rights of a multitude of our fellowmen 
living under similar conditions.

For the protection of these inter
woven rights we now have to depend 
upon governmental regulations to a 
far greater extent than did our great 
grandfathers.

Conditions prior to the existence of 
the commissions became unbearable to 
the public. For a short period compe
tition sometimes aided to secure favor
able rates and service, but such com
petition was of short duration. Sooner 
or later one was forced to sell to the 
other.

Then the public had excessive in
vestment to pay a return upon. The 
utility generally demanding a maxi
mum return for a minimum service, 
and discrimination among customers 
was found to be the general practice.

The fundamental purpose of the law 
providing for State regulation is to se
cure the maximum service for the pub
lic at a minimum rate. The law also 
requires that the rates shall be reason
able and not unjustly discriminatory.

It is because of the nature of the 
business of public utilities that they 
come under public or governmental 
control. They occupy the public streets 
and highways under legislative fiat in 
the conduct of a business which the 
State itself might perform, but which 
it has quite generally delegated to 
those citizens who are willing to put 
their money in the public service busi
ness.

In consideration for such service the 
utility is granted certain sovereign 
powers and privileges, such as the 
power to exercise the right of eminent 
domain and to occupy the streets, etc. 
The Supreme Court of the United 
States alone has the power to deter
mine what constitutes a public utility; 
that is, what business is affected with 

' sufficient public interest that it may 
be regulated as to its rates and ser
vice by the state.

Due to the inability to move its 
plant to some other more profitable 
field—as is frequently done, by other 
industries when they are unable to 
operate profitably in their present 
localities—the public utility’s invest
ment is more or less in jeopardy.

Public utility owners are unlike 
other owners of property where the 
buyer and seller are free to fix their

own price. The state, through the 
Public Service Commission, fixes the 
price at which the utility must sell and 
the public must buy.

Private individuals are free to buy 
and sell and choose between customers 
as to whom to extend credit, as well as 
to contract for wages; free to do all 
things except in those matters that 
those patriots who framed our Con
stitution believed should be re
strained for the greater good of all.

The great thing about our Constitu
tion is the guarantee of rights to our 
citizens—the bill of rights. Among 
these guarantees we find “nor shall 
private property be taken for public 
use without just compensation.”

If all the people understood that, as 
a resdlt of this prohibition, the Con
stitution stands as a great sea wall, 
keeping back the waves of hate and 
prejudice, and restrains all human dis
position to abuse power conferred upon 
private ‘ persons and public officers, 
there would be a wonderful revival of 
confidence and a sense of gratitude to
ward our unexcelled form of govern
ment.

The public utility profession carries 
with it rights, duties and liabilities. 
Its rates and service must be reason
able and should not result in unjust 
discrimination, and undue preference 
either as to persons, localities, com
modities or classes of service is not 
allowed.

The service rendered by public utili
ties contains the element of safety and 
adequacy and must be supplied with
out discrimination. The manner of 
ascertaining the reasonableness of 
rates involves a consideration of the 
value of the property used and use
ful in serving the public.

The oft-repeated statement by the 
uninformed, that the Commission al
lows a return on watered stock and 
excessive franchise value, is not true. 
Stocks and bonds are practically disre
garded, and only such franchise value 
allowed as corresponds with the actual 
legitimate expense of securing the 
franchise. This franchise value is in
finitesimal compared to the value of 
the entire plant.

The principle of government regu
lation of public utilities has been gen
erally adopted in this country, in both 
Federal and state matters. All the 
states with but a single exception— 
Delaware—have laws regulating intra
state railroad or public utilities or 
both. Hawaii and Porto Rico also 
have public service commissions as 
well as provinces of Canada.

'State regulation on a comprehensive 
plan dates from 1907, when the Wis
consin and New York statutes were 
passed. Since that time no state hav
ing adopted regulation has taken a 
backward step by abandoning public 
regulation.

State regulation of public utilities is 
a matter which has become firmly 
fixed as a branch of state government 
and one that will not be permanently 
relinquished by the states. Regulation 
has been given a thorough trial dur
ing the past twenty-three years and 
has not been found wanting by the 
informed public. Hylen H. Corey.

When a man hates himself he takes 
it out on others.

Souvenir Shops of Panama and Colon.
The business of going shopping at 

Panama or Colon is a thrill that seems 
to be eagerly awaited by every pas
senger arriving by steamship or by 
airship. Far and wide have been her
alded the stories of the shops of the 
Isthmus.

These shops are owned or operated 
by Panamanians, Hindoos, Greeks, 
Chinese, Turks, Americans, Italians, 
or other people from far corners of the 
earth. The products they offer the 
visitor are even more varied than the 
keepers of the shops.

And in and about these shops the 
tourist “bargain hunters” gather. 
Every day there is a ship in port and 
every day the old “jingle bell” coaches 
and the motor cars are whisking the 
newcomer from ships and hotels to the 
so-called bargain counters.

Bargains, of course, are to be found, 
but one must be his own judge. Prices 
drop astonishingly as experienced 
shoppers make offers for a given ar
ticle.

What do the shops display? The 
answer might be—everything. Per
fumes and soaps from France, silk 
goods of many colors from Japan, 
China, India; teakwood figures from 
the Irrawaddy country, men’s silk 
suits made in Ceylon,, furs from Arc
tic lands, Ecuador-Panama hats, feath
er pictures of Mexico and Colombia, 
Spanish wines and liquors, pearls 
found on Panama’s islands, tagua 
ornaments, jewelry of every descrip
tion, and a multitude of travel requi
sites, such as leather bags, trunks, 
waterproof coats, steamer rugs.

Indeed, Panama and Colon shops 
have made or imported about every
thing that is needed to extract the dol
lars from those who possess them.

William A. Reid.

Upkeep.
Salesman: If you take this car,

Madame, we will put your initials on 
absolutely free.

Customer: But John says it’s not 
the initial cost, it’s the upkeep that one 
must consider.

Give Them  
W hat T h ey  Ask For

People are asking for Chase & 
Sanborn’s Dated Coffee as a result 
of a great advertising campaign in 
national magazines, newspapers 
and over the radio.
Push Chase & Sanborn’s Dated 
Coffee and cash in on the demand 
created by this advertising. Let 

people know that you 
cater to their wants.

C BIG REA SO N S
why You Should Push

STANDARD BRAND 
Products
1— Prompt Service and fre- v 

quent deliveries.
2— Small stocks properly 

regulated and small in
vestments.

3— A reputation of fresh
ness with every product.

A—Nation - wide adver
tising.

5—Quick Turnovers and 
Quick Profits.

Chase & Sanborn’s

D A T  E D 
COFFEE

Distributed by
Standard Brands Incorporated

COLD STORAGE
FOR APPLES

We will BUY your APPLES of you.
We will STORE your APPLES for you.

We will SELL your APPLES for you. 
We Guarantee Proper Temperatures — Best of 
Service — Lowest Rates — Liberal Loans. Write 
for Rate Schedules — Harvest Your Apples Direct 

■n-mm-y' Into Cold Storage and Get Full Returns for Your
Crop. Our Warehouse is a Public Institution Open to and Soliciting 
the Patronage of AIL
KENT STORAGE COMPANY - GRAND RAPIDS
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Business Depression Will Soon Pass.
Grandville, Aug. 19—It is interest

ing to note the various methods some 
of our wise politicians and accredited 
leaders of the people of correcting the 
present hard scramble for existence 
by our people at large.

I had an interesting letter from a 
friend out in Oregon a few days ago 
which was full of pith and point. His 
description of how Government agents 
are disposing of the remaining strips 
of timber is interesting and not alto
gether to the credit of those men whom 
our Government has trusted to do 
their business.

It will not be long until the last bit 
of Government timber land in the 
West has been stripped completely 
after which the private owners will 
come in for their chance to sell.

From this friend’s letter Eastern 
Oregon is a great wheat country and 
a tremendous crop will be harvested 
this year. But the price is considered 
low and a prominent statesman has 
suggested the idea of aiding the farm
ers by the Government burning a mil
lion bushels or more. A hades of an 
idea says the writer when thousands 
of people are out of work and wonder 
how they can feed their kids this win
ter.

It is wonderful how the imagination 
of some men supposed to be more in
telligent than the common run carry 
them away. When this Government 
begins burning wheat by the million 
bushels to alleviate the condition of 
the farmer it will be time for China to 
step in and te&ch our American people 
the difference .between right and 
wrong.

My friend concludes that it is a 
poorly managed Government when the 
producer cannot sell his product when 
the people are starving for it. There 
certainly is some wisdom in the West
erner’s comments.

The individual is nothing, the com
bines everything. And so it goes from 
bad to worse. The attempt on the part 
of our Government to induce the 
farmer to shorten his production by 
planting less is certainly not worth 
considering. Let the tiller of the soil 
work out his own salvation. He has 
done it in times past and will do it 
again so what use whining?

The fruit crop in Oregon is enorm
ous this year, pears being among the 
most important. The farmer can live 
of course since he is his own pro
ducer; it is the man out of work who 
seems to be suffering the most.

I noted a caricature illustration in 
the newspaper in which the Governor 
of a Western state declared with wav
ing fist that only God had a right to 
tell the farmer how much wheat he 
should raise. Well, for that matter, 
was not the‘gentleman right?.

For government to attempt to regu
late the amount of cropping done by 
the American farmer is a most mis
chievous if not unconstitutional pro
ceeding.

The Government can command some 
things but hardly tell a man what he 
shall plant or sow on his own farm. 
Nor if told will that man accept the 
command, rather resenting it as an 
interference with his own private af
fairs.

Too much government is oft times 
more dangerous and unjust than too 
little. As to the Western timber lands 
owned by Government being cast up
on the market by Government agents 
is beyond the understanding of honest 
people.

Timber in America is becoming 
more valuable each year, and the time 
is not far distant when there will be 
a lumber famine such as was never 
before known. That time is not far 
off either. When it comes inventive 
genius will be called upon to furnish 
a substitute for lumber as a building 
material.

One thing that renders the present 
business depression more annoying is 
the fact conditions such as at present

exist never before confronted the peo
ple of the United States. Tariffs and 
lack of such in times past have ac
counted for a change in business con
ditions, hardly so to-day.

At any rate our very best business 
men as well as the most learned states
men, are in a fog just now as to the 
exact reason for the sudden drop in 
business prosperity.

To dig out of the present quagmire 
and set the wheels of factories whirl
ing once more is a problem which is 
puzzling the wisest heads in our land 
to-day. There are various conditions 
which might cause business depres
sion. Combinations of capital as also 
the plottings of labor organizations 
have been blamed. Perhaps both in a 
measure should accept the blame.

For years after the close of our big 
wars there has been a falling off of 
business rush and activity. Prices 
ruled high long after the close of the 
civil war although no such panic ob
structed business as at present pre
vailed.

America has passed through all 
classes of tribulation and came out 
triumphant in the end. It is not say
ing that she will not do so now. The 
attempt of our Government to take 
over the business affairs of one class 
of its citizens as against another is 
seemingly unwise and to be very much 
regretted.

Not a wise farmer in the land will 
consent willingly for his Government 
to take charge of his business affairs 
and seek to benefit him at the expense 
of any other class whatever. The dark 
clouds will soon roll by is the con
certed opinion of our best and wisest 
citizens. Old Timer.

Seek New Jewelry Items.
Buyers are now showing expanding 

interest in novelty jewelry for Fall 
and are devoting considerable time to 
hunting out really new items. The 
field generally is still showing some 
of the uncertainty due to the recent 
tariff rise, which has affected market
ing and manufacturing procedure by 
the higher import costs involved. The 
domestic market, it is indicated, will 
produce much more of the 'finished 
merchandise. The trend continues to 
emphasize necklaces, although brace
lets for wear with the new sleeves are 
sought. Plain gold-finish and stone- 
set items, together with turquoise ef
fects, are prominent.

Pajamas Take Lead Over Robes.
A steadily growing demand for 

three-piece pajama suits is a feature 
of the early Fall buying of negligee 
wear. The output of these types of 
garments in recent weeks has forged 
ahead of the more staple robes. The 
point has been reached, according to 
manufacturers, where 60 per cent, of 
production represents three-piece suits, 
whereas in the initial cutting for the 
season some discouragement from re
tailers caused manufacturers to pro
duce that percentage of negligee robes. 
The novelty demand and the prefer
ence of college girls for pajamas are 
strong factors in the change.

New Line of Kitchen Utensils.
A complete line of chromium plated 

kitchen utensils to retail at 10 cents 
each has been introduced and will be 
placed on sale in about two weeks. The 
handles are enameled and with con
trasting tips and come in various color 
combinations. The same manufactur
er has also brought out a stainless 
steel eggbeater and reports that sales 
are above expectations.

M I C H I G A N  B E L L  
T E L E P H O N E  C O .

Let out-of-town relatives and 
friends know your telephone  
number

Get their telephone numbers, too, so 
you can reach them quickly and easily

Telephone visits with out-of-town friends . . .  or 
with absent members of the family . . . are so per
sonal and enjoyable. It is reassuring to hear their 
voices and to know that they are well.

And when you go away, let those at home know 
the number of the telephone where you can be 
called, so you can be reached quickly, if necessary.

Long Distance rates are surprisingly low 
and the service is fast

OliUDastep
COFFEE

Universally Conceded To Be the Best 
Brand on the Market For the Money.

SOLD ONLY BY

The Blodgett-Beckley Co.
Toledo, Ohio
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Molyneux Surprises With a Brand 
New Silhouette.

The surest way to dress smartly 
next fall and winter is to delve into 
some ancient fashion magazine and 
pick out a style which you think might 
have looked well on your grand
mother. You can go back to the days 
of your great-grandmother if you 
want to, and still remain in the cur
rent picture. of chic. For the fact is 
that the present Paris openings, which 
have just been completed, have 
searched deep into the musty pages of 
costume history in presenting their 
versions of the modern mode. It is 
hard to believe that some of these ex
treme interpretations can ever be suc
cessful in this sophisticated and busi
ness-like day but who, two years ago, 
could have predicted the utter an
nihilation of the short skirt. The 
haute couture has revived Victorian 
themes—it has picked out motifs from 
Russian and Grecian dress—it has 
gone back fifty years to 1880 and it 
has gone back one hundred years to 
1830 to seek its inspiration. This 
searching back into the ancient days of 
fashion is nothing new, but the fidelity 
with which these old themes are copied 
this year is distinctly unusual. Conjure 
up pictures of the Kate Greenaway 
silhouette, of the 1880 evening gown 
with its wide fringes at the bottom and 
its horsehair stiffened skirt, of the 
ruffles which belonged to the day of 
that celebrated Miss Fluffy Ruffles, 
and of waistlines which are not only 
normal but sharply higher than nor
mal, and you may get some idea of 
what this new mode for fall and win
ter is going to look like.

It is a little too early to offer a 
critical analysis of these highly un
usual fashions. For the moment it is 
sufficient to present the facts so that 
you may have some idea of what the 
excellent Paris designers will expect 
you to look like in a few short weeks.

To Captain Molyneux, the gallant 
gentleman who gave the world the 
•promenade pyjama, goes the honor of 
having offered the most unusual motifs 
in the present group of openings. The 
Molyneux silhouette is supposed to 
have been inspired by the French Rev
olution. It has a waistline which is al
ways above normal. Let me here in
terpolate a short word about this new 
waistline. We have become so used to 
low waistlines and no waistlines dur
ing recent years that the thought of 
a normal line may not convey the 
proper meaning to you. By normal is 
meant anatomically normal. And so 
when you are told that the new waist
line is to be above normal you must 
understand that this means that that 
famous median will have to be un
naturally high. The characteristic bod
ice of the new Molyneux models is 
gathered, and the skirts are usually 
composed of a number of sections, each 
one a little bit fuller than the one just 
above it. This gives an impression of 
graceful, gradual width reminiscent of

the quaint Kate Greenaway mode. The 
use of ruffles is frequent throughout 
the more formal models. Some neck
lines have ruffles all around, exposing 
the top of the shoulder. In evening 
gowns these ruffles wend their way 
around the edge of the decolletage. 
Sunplice necklines, scarfs bordered in 
fur and a wholehearted exploitation of 
the stately feminine motif are among 
other features of the present Molyneux 
showing. Skirt lengths are convention
al. They miss the earth by twelve 
inches on daytime models and by 
fourteen inches on sportswear. They 
touch the floor or terminate just above 
the ankles for the robe du soir.

The house of Chanel has come forth 
firmly and convincingly for the 1880 
silhouette. This curves up toward the 
back and has a wide flounce at the 
bottom, principally emphasized in back. 
The majority of the Chanel skirts 
are stiffened with horsehair or net, and 
not infrequently the bottom edge is 
terminated with petals. The use of 
shaped scarfs, originating at the decol
letage, and the exploitation of lace 
gowns, which often have three differ
ently colored laces in their composition, 
are among other evidences of Chanel’s 
liaison with historic fashions. Ruffles 
of course, are widely used, notably in a 
model developed in black net, which 
sponsors graduated ruffles edged with 
silver. One does not need to be high
ly imaginative to picture the effect of 
this gown.:—N. Y. Evening Post.

Expect Sheet Prices To Hold.
Although there has been a good 

deal of comment among buyers re
garding possible price revisions on 
sheets and pillow cases, due to the fact 
that current quotations have been 
maintained since March 1 and that 
other lines of finished goods have been 
reduced since then, there are no im
mediate prospects of cuts. Business in 
these goods has been very dull, and it 
is doubted that reductions will stimu
late it to any extent. A fair amount 
of Fall buying is expected to take 
place later in the month, though un
doubtedly it will be below last year’s 
volume. There are slight possibilities, 
it was admitted, of reductions early 
next month, depending on just how 
much interest is shown by buyers.

Orders For Sweaters Increase.
A decidedly improved tone in the 

sweater trade is reported from the 
primary market. Several houses state 
that a fair volume of orders from vari
ous sections of the country has been 
received in the mail. Business in knit 
goods has been dull, and mills expect 
that this is the first indication of vol
ume purchases for which they have 
been waiting for more than a month. 
Buyers, however, are making commit
ments cautiously, and though prices 
are holding fairly firm, they are con
tinually asking for lower quotations. 
Most of the intered centered on men’s 
and women’s ribbed sport coats in 
staple shades.

Cool Spell Aids Summer Felts.
The cool spell which the country 

has been enjoying for -the past few 
days has stimulated the sales of men’s 
lightweight felt hats by retailers. 
Practically all stores are now featur

ing this type of headwear, although 
one manufacturer expressed the opin
ion that emphasis on lightweights was 
about a week premature, as he thought 
quite a few straws could still be sold. 
Buying of Fall felts continues to be 
slow, with retailers purchasing cau
tiously, but it is expected that a 
stronger demand will set in within the 
next two weeks. Practically no busi
ness is being done in 1931 straw hats, 
and activity in this line is not looked 
for until after Sept. 1.

See Good Sportswear Year.
Manufacturers who are preparing 

their Spring lines of men’s clothing 
emphasize the decided trend to sports 
fabrics which is taking place. The 
light pastel shades are expected to be 
more in favor than ever before. A 
subject of comment is the decided en
croachment which sports wear is mak
ing into the regular Spring line of 
men’s clothes. The barrier of distinc
tion between the early Spring suits 
and Summer sport clothes is being 
broken down. While manufacturers 
are buying goods cautiously, they ex
pect an excellent business to be done 
next season. They are according con-’ 
siderable favor to blue-gray and gray- 
green mixtures.

Weather Helping Retail Sales.
Throwing off the handicap of in

tense heat under which they labored 
during July and the first week of 
August stores are beginning to get a 
better response on August sales offer
ings. Should the respite from higher 
temperatures prove even comparative
ly brief, retail executives have been 
encouraged to anticipate a much better 
showing in sales figures for the month 
than had been expected. Apparel and 
home furnishings items were said to be 
reflecting the improvement. Both re
tailers and manufacturers have been 
keenly interested in predictions of an 
early frost this Fall in belief that this 
would be most effective in putting an 
edge on the early consumer demand.

New Markets For Elastic Webbing.
Despite the fact that several mar

kets for elastic webbing and fabrics 
have been depressed, due to changing 
conditions, the industry has been 
diligent in discovering new outlets for 
its products. More progress has been 
made in the past five years than dur
ing the entire previous history of the 
industry. The less frequent purchases 
of garters due to longer wearing 
qualities and the slump in overall busi
ness, resulting from unemployment, 
have been more than offset by the in
troduction of elastic webbing in wo
men’s under and outerwear, men’s un
derwear and pajamas, and boys’ cloth
ing, it was stated.

Foresee Alteration Cost Rise.
Store executives in surveying the 

Fall season foresee heavier alteration 
charges during the new season and 
are endeavoring to take steps that will 
cut down this source of added expense. 
The form-fitting silhouette will be 
worn by a great many more women 
than was the case last Fall. Accord
ingly, store representatives look for an 
increase in the number of alterations, 
although the average cost of each al
teration will not run higher than a

year ago. Better sizing of garments 
by manufacturers is one means re
tailers are using to cut down their 
alteration costs.

Christmas Shopping Posters Soon.
The theme picture for the early 

shopping campaign of retailers has 
been selected and posters will short
ly be available for distribution by the 
National Retail Dry Goods Associa
tion. The picture this year is of un
usual type, featuring three colors on 
a black background. Several char
acters dressed in old-fashioned attire 
are walking in front of several Christ
mas trees, with the motto appended 
of “Do Your Christmas Shopping 
Early.” Store preparations to encour
age early holiday shopping are de
veloping sooner this year because of 
economic conditions.

Figures To Show Drought Effect.
The August sales figures of the 

leading mail order houses will receive 
more scrutiny than usual to discover 
the effect of the drought on retail 
turnover. In some quarters the view 
has been expressed that the drought 
reports have been emphasized out of 
proportion to their real merit, and the 
mail order figures, together with those 
of chain stores in the drought areas, 
will supply the first definite gauge of 
the effect on buying power. Recent 
estimates of department store sales for 
the month have been revised upward 
because of better weather, an improved 
showing over July being held possible.

Open 1931 Bathing Suits To-day.
The 1931 lines of bathing suits were 

opened this week at prices averaging 
between 8 and 10 per cent, below last 
year. One selling agent stated that 
next year’s line is priced at the lowest 
in the history of his house, in existence 
a quarter of a century. On popular 
priced suits jobbers appear to be fairly 
well sold out and desirous of making 
commitments, it was said. Men’s suits 
are mostly speed models, with navy 
blue outstanding. In women’s ranges 
a wide variety of shades is offered in 
bison brown, royal blue, Swiss green, 
peach, rose beige and orchid.

Black Retains Strong Vogue.
Nothing so far has developed to 

challenge the supremacy of black in 
color leadership for Fall. If anything, 
the percentage of black to colors has 
grown in the orders placed in recent 
weeks. The trend is particularly no
ticeable in coats, millinery, shoes and 
fabrics. In colors the following have 
received wide endorsement: new
browns, cricket green, blues and wine 
shades. It was pointed out yesterday 
that hosiery, handbags and novelty 
jewelry are being developed in effects 
to accentuate the vogue for black.

Oppose First Class Mail Rise.
A committee of the National Retail 

Dry Goods Association will be ap
pointed to consider the proposal to in
crease the rates on first-class mail 
from 2 to 2}4 cents an ounce. The 
Association feels that this rise, to be 
asked by the Postmaster General when 
Congress convenes in December, is un
justified. It points out that of all the 
classes of mail handled, first-class mail 
alone yields a profit.
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SHOE’S--------
What Is a New Customer Worth?

Would you pay a dollar for a new 
customer? Wouldn’t it be worth that 
much for each new family you could 
get to bring their shoe trade to your 
store?

Here’s a little letter idea we suggest 
you consider for 'early fall when you 
start after business in earnest. Make 
up a list of fifty good families in town 
you would like to have as customers 
who do not now trade with you. Then 
send them a letter reading something 
like this:
Dear Madam:

We want you for a customer—and 
we are going to make it worth your 
while to get acquainted with the kind 
of shoes we have here.

The enclosed credit slip will be ac
cepted for $1 on the purchase of any 
pair of shoes in our store by any mem
ber of your family.

There’s no “catch” to this offer— 
and it’s good any time. We’re just 
willing to wager a dollar that once 
you’ve found out the kind of shoes 
we sell here you won’t want any other 
kind.

Try it. And save $1 on your new 
fall shoes.

YOUR NAME.
This letter will make an impression 

on everyone who receives it, and you 
will find it brings in a high percent
age of response. It is a frank bid for 
business and few who take advantage 
of it will fail to return again.

We suggest you try this on a list of 
fifty names. After you have checked 
up on the returns you will probably 
want to use a much larger list.

Representative Local Institution.
Many people in Grand Rapids, and 

more throughout the State of Michi
gan, do not know that Grand Rapids 
manufactures men’s dress shoes. There 
is only one shoe factory in Grand Rap
ids, the Herold Bertsch Shoe Co., 
manufacturing the Torson shoe.

More than 100 skilled operators are 
employed in this plant turning out 600 
pairs of dress shoes and oxfords per 
day. The plant bas been running full 
time for the past two years and to-day 
is running with a working force 21 per 
cent, larger than a year ago.

Michigan made shoes are sold from 
Salt Lake to the Atlantic Coast by 
fourteen full-time salesmen traveling 
by automobile. Forty-two styles in 
Goodyear welt dress shoes to retail 
at $4, $5 and $6 and sixteen styles in 
work shoes at popular prices are car
ried in stock.

The factory occupies nine floors of 
the building at 11 Commerce avenue. 
This factory serves approximately 500 
customers in Michigan.

Are Your Windows Well Lighted?
Your windows-are the very best ad

vertising medium you have. Are they 
working for you at the maximum of 
efficiency? They’re not unless they 
are well lighted.

To-night, after the lights are on in

all the windows, stand across the 
street from your store and compare 
your lighting with that of your neigh
bors. Are your windows as bright and 
inviting as those on either side? You 
ought not to be satisfied unless they’re 
the brightest spot in the block.

A few dollars invested in better 
lights and reflectors will pay big divi
dends, particularly this fall, when new 
styles are being featured. Now is the 
time to do it. The chain stores know 
that good lighting pays. Notice how 
the chain stores in your town keep 
their windows brightly illuminated. 
They know it helps business.

A Good Time To Sell Golf Shoes and 
Hose.

August is a good time for a sale of 
golf shoes and hose, and many stores 
have a mid-summer selling of these 
lines annually. In the Spring many 
golfers dig out their old shoes and hose 
and start the season off without new 
equipment. By mid-summer they need 
new shoes and hose, and all that’s 
needed is to remind them and they 
will buy. A good newspaper adver
tisement and a mailing card will stir 
up quite a little business for you any 
time during the next few weeks.

Start Them in E a rly .
A number of stores have found it 

good business to keep a careful watch 
of all birth announcements in their 
local papers. Whenever a new baby 
arrives a dainty pair of bootees are 
sent to the parents with a friendly 
little letter welcoming the new baby 
and expressing the hope that baby will 
become a permanent customer.

The surest way to reach any parent 
is through the child, and every couple 
receiving the bootee gift with such a 
letter is bound to feel friendly toward 
the store that sent them.

A Well Worded Advertisement.
Here is an attention-getting adver

tisement from Hassel’s, Chicago, 
headed “Bank $5 on these shoes and 
save $2.50.’’ The entire appeal of the 
advertisement is based on the argu
ment that Hassel’s, located out of the 
high rent district in Chicago’s Loop, 
have a lower overhead and are thus 
enabled to sell shoes at one-third be
low the average.
Promoting Education By Publicity.

If schools are to receive public con
fidence and support, educational lead
ership must take the public into con
fidence and disseminate information to 
the people through various channels 
and especially through the press.

The reason any agency seeks public
ity is to create good will. To do this 
it must familiarize the people with its 
aims and purpose. I t must convince 
the public they need the agency and 
that it serves their needs.

This establishes good will. This is 
why millions are spent annually for 
advertising.

A well-written advertisement is a 
news story. It is news of the firm, 
and its aim is to create good will by 
informing the public of th.e purpose 
the firm serves.

People are always against what they 
don’t understand. Schools must de
pend on public support and necessarily 
must create and maintain the good

will of the public. This can only be 
accomplished by keeping the public in
formed on what schools are doing and 
how they are doing it. The people 
have a right to know this, for they 
pay the bills.

I believe the teachers have been too 
exclusive with the public about their 
professional procedure. They have 
not taken the people into their con
fidence enough, and shown what they 
are doing and how they are doing it.

It is a common expression upon the 
part of older generations that schools 
are not as good as they used to be. 
They say this because they don’t have 
the information to cause them to think 
otherwise. About all the people know 
about what is going on at school is 
what the children say; and children’s 
reports are usually prejudiced one way 
or the other.

Athletics in schools is the one thing 
usually written up more than anything 
else. Many of our weekly papers carry 
athletic stories on their front pages 
every week during the school year and 
this brings forth the oft-repeated 
statement, “About all they teach is 
basketball and football.” It is un
fortunate for a school to be principally 
dependent upon its athletic prowess for 
its recognition upon the part of the 
public.

During the last session of the Leg
islature the House debated almost the 
entire afternoon a bill which sought to 
repeal the physical education law, be
cause most of the members thought 
the department was pushing the teach
ing of athletics; and they said the 
schools were descending to the plane

of a circus. They did not know 
physical education has nothing to do 
with athletics, but is a program of 
health education.

The schools of the State had not fa-, 
miliarized the people with their physi
cal education work through publicity, 
but had instead gotten their athletics 
before the public. Hence, legislators 
did not know any better than to think 
health education was athletics.

We, through the press and office 
publications, have been saying for 
seven- years that the department has 
nothing to do with athletics, but does 
promote health education.

Teachers should carry on a continu
ous educational campaign to keep the 
public informed on what they are do
ing and how it is being done—com
munity meetings, parents’ days, school 
fairs,, parades and the press and 
agencies of informing the .public about 
the school work. 'W. W. Gibbany.

Statistician of Public Schools of 
Missouri.

Look For Better Hosiery Trade.
An improved situation is looked for 

in full-fashioned hose in the early Fall, 
due to the fact that curtailment of out
put for this month will be substantial. 
A normal pick-up in demand is expect
ed, as the trade is now entering the 
season when orders are usually large. 
Novelty leg effects have been intro
duced by manufacturers of fine-gauge 
seamless silks, and some good business 
has been placed, it was reported. In 
fancy half-hose low prices remain an 
important factor. Clocks will be more 
popular than ever before in the Fall.

M ic h i g a n  S h o e  D e a l e r s

MUTUAL FIRE INSURANCE CO.

M u t u a l  P r o g r e s s  
C a s h  A s s e t s

1 9 1 2 ______________________$ 460.29
1 9 1 7 ______________________ 7,191.96
1922 ______________________ 85.712.11
1927 ________   151,393.18
1930 _____________________  241 ,320 .66

Meanwhile, we have paid back to our Policy Holders, 
in Unabsorbed Premiums,

$425,396.21

for
Information write to

L. H. BAKER, Secretary-Treasurer
LANSING, M ICHIGAN
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RETAIL GROCER
Retail Grocers and Meat Dealers Association of Michigan.

P res id en t — G e rritt  V anderH ooning, 
G rand  Rapids.

F ir s t  V ice-B residen t—W illiam  Schultz, 
, A nn  A rbor.

Seoond V ice-P res iden t—P au l Schm idt, 
Lansing .

S ec re ta ry  — H erm an  H anson, G rand 
R apids.

T rea su re r—O. H . Bailey, Sr., Lansing .
D irec to rs  — Ole P e terson , M uskegon; 

F ra n k  M arxer, Saginaw ; L eigh  Thom as, 
A nn A rbor; M. C. Goossen, L ansing ; R. 
J . L aB arge, Pon tiac .

Should Take Useless Blah Out of 
Convention Speeches.

Standard Oil of California halted the 
recent gasoline price war abruptly 
when it refused to sell price cutters. 
The Standard did this alone, ,but it 
was not long alone. Its competitors 
followed suit with prompt common 
sense.

'Such actions are more effective than 
any dependence on legislation which 
never is more effective than its en
forcement. Inasmuch as any com
mercial law must depend primarily on 
the will to enforce it and that will 
must come from those in business, why 
not short cut, follow the 'Standard 
plan, attain our aim voluntarily through 
spontaneous co-operation?

Grocers experienced in association 
work do this. All grocers can do it 
that have the vision and the will.

Calamity howlers have little ground 
to stand on. At a time when building 
activities are known to be curtailed we 
learn that new construction by Gov
ernmental agencies and public utilities 
alone run at the rate of eleven billion 
dollars for 1930. Say it is $1,000,000*- 
000 per month. That is $33,333,333 
per day, taking no account whatever 
of building by private enterprises.

With population coming forward so 
that about 10,000 people reach matur
ity every day, each raised on the high 
plane of American living standards, it 
should seem that the food business 
should find ample opportunity for 
steady, continued profits. Maybe the 
grocer who does not find his share in 
such National wellbeing really does 
not belong in the business.

Arguments for and against aisle 
display tables can be as rabid as dis
cussions of whether plain pricing of 
goods is wise; and the more theory 
and less practice behind such argu
ments, the wilder the conclusions are 
apt to be.

Plain experience records show that 
installation and use of such tables tend 
to increase sales thus: small stores, 16 
per cent.; medium stores, 28 per cent.; 
large stores, 11 per cent. Adverse 
arguments include these: Tables re
quire extra labor for daily displays; 
add to the labors of clerks; scatter 
routine store operations.

So we have profitable results against 
plain laziness. This is a free country— 
yet—so far as grocers are concerned. 
Any man can choose his course with 
such factors before him.

Order in any store is a matter of 
system. Let every person have a 
definite task, covering certain physical 
limits, to go at immediately on arriv
ing in the morning, and every nook 
and corner of any store can be kept in 
spic, span, orderly, dustless, displayed

and priced condition every day and 
minute. Kept is different from being 
put in order or “cleaned up.” It differs 
from spasmodic effort in aim and ef
fect as night differs from day. And 
kept is the thing to aim for. No other 
idea fits 1930.

Grocers Magazine runs an illustrat
ed story about the remodeled Grimm 
store in Louisville. The pictures bring 
out one basic fundamental: That most 
grocery stores would be improved 100 
per cent, by the simple discard ol 50 
per cent, or more of their present 
equipment. Usually the requirement 
is to throw out, give away, burn up all 
of half present furniture, shelving, etc., 
and open up the interior to let in light 
and air. Purchase of much new 
equipment is seldom requisite.

In the Grimm case a lot of work had 
to be done. The floor had to be low
ered bodily three feet to do away with 
old-fashioned front steps. But the 
Louisville Association took hold and 
helped. The store was closed on Sat
urday night. Carpenters came right 
in, worked that night, all Sunday and 
Sunday night, so the store lost little 
or no time. Vision was necessary, 
but Miss 'Grimm had that—and her 
move started the now famous Louis
ville survey work.

A pretty human-interest tale lies 
back of this Grimm remodeling. Mrs. 
Grimm was left a widow with grow
ing family some years ago. Without 
an unnecessary murmur, she took hold 
of her store, ran it successfully in her 
quiet, old-fashioned, neighborly way 
with what help her children could give 
her. Thus the daughter grew to be 
a master grocer, and when change was 
indicated by new conditions, the 
daughter was the moving spirit, and 
results have long since justified the 
change.

Thus two women worked out their 
salvation in an unpretentious little lo
cal store mainly because they kept 
their eyes on the main chance. They 
did not fight chains, nor complain 
about “conditions.” Womanlike, they 
shouldered the task wished on them 
and won out. We might say the 
Grimm women’grimly faced the grim 
job before them. There are many 
thousands of men grocers who could 
well emulate that quiet, sweet-faced, 
unassuming Mother Grimm I saw 
some eighteen months ago.

Henry ford is quoted thus: “The 
prices of food are too high. Mass 
production is the answer to the price 
of food. We have it in chain stores. 
Their principle is sound and they 
should be encouraged.”

Objection is advanced to this “in 
view of his (ford’s) liberal patronage 
from service grocers it is rather un
grateful of him to try to boost the 
cash and carry stores.

But the truth is that the only false 
note in ford’s statement is his sug
gestion that “they should be encour
aged,” because he should let facts 
stand alone. It is the strongest point 
in ford’s own business that he seeks 
to find fundamentals and conform his 
own business thereto. I have just 

(Continued on page 31)

VEGETABLES
BUY YOUR HOME GROWN AND SHIPPED-IN VEGETABLES 

AT THE VEGETABLE HOUSE

VAN EERDEN COMPANY
201-203 Ellsworth, S. W. Grand Rapids, Mich.

M ER C H A N T PAR CEL F R E IG H T  TR A N SPO R TA TIO N
SMALL, LIG H T PACKAGE D EL IV ER Y  SYSTEM .

SE V ER A L T R IP S  DAILY TO- SURROUNDING TERRITO RY.
J i u;kages 1 to  75 lbs. a n d  70 inches in  size (g irthplus len g th ). S ta te  regu lated . E very  sh ipm en t insured.

N O R T H  STA R LIN E, IN C
R. E. TIMM, Gen. Mgr.

CRATHM ORE H O T E L  STATION, GRAND RAPIDS, MICH.

MALTY MILK1ES

NEW PACK

W rapped in w ax lined gold foil 

which m akes a very attractive 

and handy  pocket package.

Ask about our 

Introductory Offer.

PUTNAM FACTORY
National Candy Co., Inc., Grand Rapids, Mich.

Always Sell

LILY WHITE FLOUR
"Tkt F lour tko host cooks use. ”

Also our high quality specialties
Rowena Yes M a am  G raham  Rowena Pancake Flour 
Rowena G olden G. M eal Rowena Buckwheat Com pound

Rowena W hole W heat Flour 
Satisfaction guaranteed or m oney refunded.
VALLEY CITY MILLING CO. Grand Rapids, Mich.

1

In M ore Homes Everyday

A A L S I 3 M
ÉÉI Americas f in e s t  Bread

SANCTUM BAKOR1UM
N E W S

Despite the modern trend to 
abolish kitchen drudgery, 
HOLSUM could never have 
achieved its supremacy with
out the merit of quality.

GRAND RAPIDS LOOSE LEAF BINDER CO.
Manufacturers of The Proudfit Loose Leaf Devices. 
Write for information on our system forms for all purposes. 

10-16 Logan St., S. W. G rand Rapids, Michigan
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MEAT DEALER
M ichigan S ta te  Association of Retail 

M eat M erchants.
P res iden t—F ra n k  Cornell. G rand Rapids
V ioe-Pres.—E  P. A bbott, F lin t.
S ec re ta ry —E. J . L a  Rose, D etro it.
T rea su re r—P iu s  Goedecke, D etroit.
N ex t m eeting  will be held in G rand 

Rapids, d a te  no t decided.

If You Won’t Sell Packaged Meat, 
Others Will.

Not many months ago during a 
period of relaxation I felt the urge to 
return to the scenes of my boyhood 
days. Although many years have 
passed the memory of those days is 
still fresh in my mind. Such an urge 
I believe comes with the passing 
years to most of us. I accepted the 
challenge and a few days later found 
me browsing around the scenes of what 
at one time was my boyhood home. 
As I wandered from place to place 
every little act of indiscretion which 
covers a period in every active boy’s 
life, was thrown on the screen of my 
memory so vividly that I fancied my
self a boy again and there amid the 
scenes of my childhood I lived over 
again that happy period.

Not least among the many things 
which lingered in my memory was the 
cross-roads country store. According
ly I wended my way to the old 
familiar spot and there nestled among 
the foothills oi the Blue Ridge moun
tains of Virginia I found the same old 
store where I as a barefoot boy, 
stubbed my toes and where I spent 
occasional pennies for many colored 
long sticks of candy, and from which 
I trudged across fields with a stone 
jug of molasses in one hand and in the 
other a tin can of kerosene which was 
to furnish fuel for coal oil lamps to 
light our home. In those days we 
traded eggs at the country store for 
the necessities' of life and little or no 
thought was given to the possible 
changes which have since revolution
ized our food distributing system. 
Those were happy days and we would 
have been contented to let them re
main as they were. The wheels of 
progress decreed otherwise and while 
in this particular instance the old 
country si ore remains, it remains only 
to remind us how primitive were the 
methods in that period and by con
trast with the methods of the present 
to show us how far we have gone in 
the past three to four decades.

Unwieldy containers and bulky 
packages no loqger occupy space in 
the retailers’ storerooms. As a con
sequence the sugar hogshead has be
come obsolete, the molasses barrel has 
disappeared, the cracker barrel no 
longer provides a convenient place for 
the “community” cat to take a nap 
and it likewise has vanished from the 
retail horizon. In their stead, con
venient size sanitary packages have 
found favor with consumers generally. 
The old time butter firkin with all its 
attendant unsanitary features has been 
largely replaced with one-pound pack
ages. Likewise the lard tierce, and to 
a great extent the lard tub, has been 
very largely replaced in food stores by 
packaged lard; consequently the need 
for the inconvenient, unsightly and un
sanitary tray-shaped containers is 
gradually passing into the discard.

Many other products might be men
tioned that have been similarly affect
ed. The trend in general has been

away from bulk, and each succeeding 
year has witnessed a more pronounced 
trend toward smaller and still smaller 
containers. The demands of the con
suming public have made it so.

Manufacturers and distributors of 
food products in general have not been 
slow to meet the demand. Those who 
were first to anticipate these changes 
and were prepared to meet the new 
conditions reaped the benefits.

In the case of nan-processed and 
perishable products, requiring con
stant refrigeration at relatively low 
temperatures the package idea has 
been somewhat slower to develop. The 
distribution of frozen precut meats in 
convenient consumer packages receiv
ed attention by commercial interests 
for the first time during the calendar 
year 1929. Some progress has been 
made but wide distribution cannot be 
expected until adequate refrigeration 
in retail markets has been provided. 
The tendency on the part of some re
frigerator display case manufacturers 
in recent years, prior to the advent of 
precut packaged meats, was to ascer
tain not how low a temperature could 
be made to go, but how high could a 
satisfactory temperaure be maintained 
and yet insure the requirements in re
tail markets. As a result of this and 
other contributing factors the general 
range of temperatures in retail mar
kets handling highly perishable foods, 
ranges for the most part eight to ten 
degrees above the freezing point.

Experiments in the sale of frozen 
precut packaged meats have shown 
the need for placing them in the home 
before any defrosting has commenced 
to take place. This means then that 
practically freezing temperatures must 
be provided all along the line until 
delivery to consumer is made.

Under present conditions in retail 
markets, and making use of refrigerat
ing facilities with which the average 
retail market is equipped, satisfactory 
results, for the most part cannot be 
obtained.

Some progress has been made in the 
distribution of frosted, precut And 
ready packaged meats, but the great 
problem confronting the industry to
day seems to be that of procuring 
adequate refrigeration at points of re
tail distribution. For the retailer this 
means storage space and display fa
cilities of a different construction than 
those now in general use. Any de
frosting or softening of the product 
prior to its delivery in the home will 
contribute to unsightly appearance, 
and this in itself will influence con
sumer preference and retard distribu
tion.

A satisfied consumer is essential to 
the success of any distributive system, 
regardless of what the product may be.

The introduction of frosted, precut 
and ready packaged meats will go 
down in history as one innovation of 
the year 1929. The introduction of 
freshly cut (unfrozen) precut and 
ready packaged meats will be record
ed as an innovation for the year 1930. 
Both are still in the experimental 
stages, but sufficient results have been 
procured to show that in proportion 
as adequate facilities are provided, 
they will ultimately find a place in the 
scheme of distribution and become a 

(Continued on page 31)

V1NKEMULDER COMPANY
Grand Rapids« M ichigan 

BRANCH AT PETOSKEY, MICH.
Distributors Fresh Fruits and Vegetables 

Cantaloupes, Peaches, “Yellow Kid” Bananas, Oranges, 
Lemons, Fresh GreenVegetables, etc.

u J^elicatessen Wax Paper” — the 
i name, itself, speaks of cleanli-
¡-ness, health and goodness in the 

foods you sell !

To carry out this appetizing appeal 
you should use the snowy clean 
white sheet, KVP Delicatessen Paper.

all-around useful paper — proof 
against air and moisture, odorless and ■ 
grease-resistant

| Comes in handy rolls, wall cartons 
1 or boxes as preferred. Write your 
I  paper merchant today and receive a 
I liberal supply of samples. j

KALAMAZOO
VEGETABLE PARCHMENT CO.

K A LA M A Z O O  -  -  M IC H IG A N

We Cater to Independent Merchants Only 
FRUITS AND PRODUCE 

BANANAS A SPECIALTY

D . L. C A V E R A  A N D  CO.
THE HOUSE OF PERSONAL SERVICE 

Phone 9-3251
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Mp?JS!EL*R^ a ,,< Association.
S J S Í f S ^ S r t i F - W olf. Mt. Clemens. 
V ice-P res.—W aldo B ruske, Saginaw . 
S ec re ta ry —A rth u r J . Scott. M arine C ity  
T rea su re r—W illiam  M oore. D e tro it

The Fall Fair Booth as an Advertising 
Medium.

Nearly twenty years ago I spent an 
afternoon at the local fall fair. “Here’s 
something new!” I exclaimed as, en
tering the main building, I noticed a 
half section devoted to stoves and 
ranges. The display was put on by a 
local hardware firm; and though such 
firms had for years shown farm imple
ments on the fair grounds, this was 
memorable as the first occasion on 
which a real hardware display had 
been staged in the main building.

The next year that pioneer hard
ware firm repeated, taking an entire 
section. A year or two later there 
were two hardware displays. So the 
thing grew until eventually five or 
six hardware (firms were using space 
at the fall fair to advertise a wide 
variety of hardware lines. And they 
told me they had found it good busi
ness.

There seems little question that 
window display is the most efficient 
form of retail advertising, and pro
ductive of the most direct results. Fall 
fair advertising is merely another form 
of window display, though there are 
some important variations which 
must always be kept in mind.

The fall fair season in most com
munities starts in September; so that 
it is not too early right now to plan 
your display and make the necessary 
preliminary arrangements, if you have 
-not already done so.

A booth in the main building at the 
fall fair represents an excellent op
portunity to get in touch with cus
tomers and prospects. I t is especially 
an opportunity for the hardware deal
er to meet his country customers apd 
get a line on their needs. In most 
communities, however, the fall fair 
draws both the town crowd and the 
rural crowd, so that the hardware dis
play should be designed to appeal to 
both classes, with, perhaps, some ex
tra stress on the agricultural and 
country aspects.

“It is good advertising,” is the view 
of one hardware dealer who has tried 
it again and again. “We make direct 
sales, we get a line on new prospects, 
and we get into touch with the people 
to whom, a little later in the fall, we 
must cater.”

In planning the fall fair display, 
the problem is not so much to find 
something to Show as to decide what 
lines to show and what to leave out. 
Many different lines can be success
fully featured.

It is worth remembering that the 
dealer is mot restricted to a single line.
He can divide his booth and show sev
eral lines at once, just as he shows 
two or three different lines in as many 
different windows of his store. But 
each individual display should advised
ly deal with some single line.

In most exhibits ranges and heat
ers will be featured. These lines are 
timely right now, and, although they 
occupy quite a lot of space, it is good 
business to show them. Several 
models of ranges should be shown, in
cluding the biggest in stock; and sev-

eral heaters of various sizes. You 
cannot show everything you have to 
sell; but with a fair amount of space 
you can show lines that will interest 
all classes of customers.

'See that the ranges and heaters are 
spick and span, amd keep them clear 
of dusters, advertising matter and lit
ter of one sort and another. Have 
them conveniently situated to show to 
customers, and in as-good a light as 
possible.

Paint can also be shown and dem
onstrated. A good feature in the 
paint department is a display of some 
interior specialty—such as floor finish 
or wall tint. One hardware firm puts 
on a demonstration of this sort year 
after year, and reports increasingly 
good results.

Space is a problem in the fall fair 
booth. Here the hardware dealer’s 
ingenuity comes into play. For in
stance, if you handle linoleum, use 
that on the floor, trimming the edges 
with your, floor finish. Finish the 
sides and back of the booth, and per
haps the ceiling, with wall board; this 
can be attractively tinted, demonstrat
ing your wall tint. The same wall 
board will serve for years, though 
every year the tinting should be re
newed. With your heaters and ranges 
you should show a full line of acces
sories.

Another stunt is to show your fea
ture range as the center of a complete
ly equipped kitchen—a model kitchen. 
This permits display of numerous 
kitchen accessories. So, too, a wash
ing machine can be shown as part of 
a modern laundry room display, with 
washboard, clothes baskets, drying 
racks, clothes line, clothes pins, etc., 
everything in readiness for Monday 
morning. Aluminum and electrical 
goods can be shown in connection 
with your model kitchen; although in 
the ordinary rural district, where elec
tric current is available, the electrical 
lines will have small appeal. Many 
farm homes, however, are now equip
ped with individual generating plants.

The important point is to use every 
inch of space available to display ar
ticles that dovetail naturally into your 
exhibit.

In this connection there is one point 
in which the fall fair display varies 
decidedly from the ordinary window 
display. The window is there, day in 
and day out, and its effect is cumula
tive. The fall fair booth is limited to 
two, three or four days each year. It 
is seen by a far larger crowd than 
sees your store window in any like 
space of time; but with the limited 
time in which to make your appeal, you 
must make that appeal singularly ef
fective. No haphazard, carelessly ar
ranged display will do. Your display 
need not be over-elaborate, or over- 
expensive, but must have exception
al pulling power; and you must keep 
in mind throughout the necessity of 
making the very most of it.

Your booth, for instance, will fall 
short of its maximum of effectiveness 
if, after being well and carefully put 
together, you entrust it to an inex
perienced or indifferent junior on the 
pretext that you can’t afford the time 
of a more highly paid clerk. I have 
known juniors qualified to make a 
success of the job; but it is a job that

demands the best you have. That 
usually means yourself, and one of 
your best salespeople; certainly, in any 
event, a salesman who knows how to 
meet people and handle them.

In any event the dealer himself 
should be present at least during the 
busy hours of the one or two big days 
of the fair. It is worth while to ex
change greetings with country cus
tomers. The personal touch counts 
for a lot with them.

The fall fair represents a golden op
portunity to distribute advertising mat
ter. Some firms make a practice of 
handing out inexpensive souvenirs. A 
large share of the advertising matter 
quite often gets into the hands of 
children. A lot of it is wasted. Some 
dealers curtly refuse to hand out ma
terial to youngsters. That is a mis
take; just as it is a mistake to hand 
the advertising matter out indiscrim
inately.

What is the dealer to do? A good 
stunt is to have something inexpensive 
to hand out to children. A small 
blotter is good; with school opening 
it is apt to be preserved and used, 
where expensive printed matter is 
thrown away. Then make an intelli

gent distribution of your main items 
of advertising matter to adults, and 
especially to actual prospects.

See that all advertising matter you 
hand out bears the mame and address 
of your firm. This is important.

Some fall fair attendants simply 
hand out a booklet or circular. But 
it is an easy matter for the tactful 
salesman to add a few words of en
quiry or suggestion that may make all 
the difference between business and 
no business. To find out if the en
quirer is really interested in the ar
ticle, to get the name and address of 
yet another real prospect—these re
sults are worth the trouble.

Special efforts should be made to 
get a line on new prospects. If a wo
man is interested in your big range, 
get, her name and address; also, if 
possible, her promise to call at the 
store and talk things over. Perhaps 
with a little extra effort you can 
clinch some sales on the spot; but 
even if you cain’t, do not neglect the 
opportunities of dealing later on. Have 
a book or a card system to note down 
the names and addresses of prospects; 
noting also in what lines they are in
terested. After the fair is over, get

d - ic T T  n / , r J ^ f nu^ ^ rers an d  D istributors of 
SHEET M ETAL ROOFING AND FURNACE SUPPLIES 

TONCAN IRON SHEETS. EA V ETR O U G H  
CONDUCTOR PIPE AND FITTINGS. 

WHOLESALE ONLY.

THE BEHLER-YOUNG CO.
342 M arket St., S. W G rand Rapids, Mich.
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I BROWN & SEHLER I
COMPANY

Automobile Tires and Tabes 
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

j G R A N D  R A P I D S ,  M I C H I G A N  1
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M ichigan H ardw are C o.
100-108 Ellsworth A ve., Comer Oakes 

GRAND RAPIDS, MICHIGAN

W holesalers of Shelf Hardware, Sporting 
Goods and

FISHING TACKLE
♦
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in touch with these prospects and in
clude them in your follow-up adver
tising campaign. If you handle this 
properly, you will ultimately be able 
to trace a lot of good sales to your 
fall fair exhibit.

Demonstration is always a first- 
class form of advertising; and wher
ever possible demonstrations should 
be put on. If, for instance, you have 
gas connections you can show the 
range in actual operation; for a coal 
and wood range, all you need is a 
flue. If demonstration is impracticable, 
hand out invitations to those interest
ed to attend a demonstration later on 
at your store. Paint specialties can 
be readily demonstrated; so can silver 
polish or similar lines. A food chop
per can be demonstrated and will make 
a lot of sales in return for the small 
space required.

A big banner or sign outside the 
booth should carry the name of the 
firm in conspicuous letters; and show 
cards can be used to good advantage 
to help out your display.

Don’t leave your arrangements to 
the last rrioment. Plan your display 
ahead of time. Find out, some days 
ahead, the space allotted you and its 
dimensions, so that you can work out 
your plan on paper before you begin 
to assemble your display. With this 
information in hand, your problem is 
to make the most efficient and eco
nomical use of a comparatively small 
space; and this calls for careful pre
liminary planning. Keep your sketch 
plans from year to year; they will 
prove helpful where you retain the 
same space. Victor Lauriston.

Essentially a Business of Percentages.
Saginaw, Aug. 18—For the past 

year commodity prices have been 
dropping at an alarming rate. New 
lows have been reached in many lines. 
Sugar is now at the lowest price since 
records have been kept. Many other 
lines are selling for less than they did 
prior to the kaiser’s war. A manufac
turer told me the other day he has 
sustained losses of more than $60,000 
during the past year, due to market 
declines on materials purchased for 
immediate requirements. This loss, he 
said, was in no way due to speculation, 
but represented an actual decline be
tween buying date and the time he 
started to use the commodities in the 
manufacture of his products.

What bearing have these low prices 
upon the successful operation of a 
wholesale grocery business? The po
tential volume of business in Michigan 
for 1930 is not materially different from 
that of a year ago. The buying power 
of the dollar is much higher, but that 
I believe is about equalized by the 
present buying power of the individual. 
This is particularly significant in the 
industrial centers.

The same tonnage of merchandise 
sold this year will show a gross loss 
in sales of approximately 20 per cent, 
when compared with the business of a 
year ago. Obviously, hundreds of 
items in your stock are sold on a per
centage basis. A box of soap or a case 
of soup which a year ago carried a 
gross profit of ten per cent, will this 
year on the same percentage yield a 
less actual profit. A price cut of a 
nickel or a dime on a box is far more 
serious to your profit account because 
of the fact that if the list on soap is $4 
per case and your mark up is 10 per 
cent., when you allow a cut of 10 cents 
per box, you relieve yourself of 25 per 
cent, of your gross. By the same 
token, a cut of a dime on a $3 list 
means you pass up one-third of your 
gross profit.

The same principle applies on truck
ing costs. The cost of trucking re
mains ’fixed, regardless of who does 
the work or where price levels may be. 
If you are selling on a delivered basis, 
the cost of delivery is far more serious 
when commodity prices are low than 
when they are high. If you are pay
ing a rate of 25 cents per hundred, the 
percentage of cost for delivery is much 
higher on your volume of business 
when figured on low-price merchandise.

It has been almost impossible to re
duce the overhead of the business as 
fast as prices have declined, although 
many efforts are being made toward 
that end. One of oUr friends in the 
business has made a comparison of 
prices for 1929 and 1930. Believing 
that you may be interested in this 
phase of the business, we quote the 
figures which he has submitted. We 
would be pleased, to hear from any of 
our members along this same line and 
we believe an exchange of ideas might 
prove mutually profitable.

P. T. Green, Sec’y.

Did you ever figure this out? Take 
an article on which vou are making 
10 per cent. Say the article sells at $1. 
At 10 per cent, the profit wouldw be 
10c. Supposing this article declines in 
value and now sells for only 80c. At 
10 per cent, you would make 8c.

Likewise, on a $1,000 sale at 10 per 
cent, the profit would be $100 a year 
ago. This year the samg goods, owing 
to decline in price amounts to only 
$800 and at 10 per cent, the profit 
would be $80 or $20 less profit on the 
same quantity sale this year against 
last year, because of the decline in 
value.

On $50,000 sales at 10 per cent., the 
profit would be $5,000 in 1929. To-day 
the same quantity of goods would sell 
for $40,000, which at 10 per cent, would 
be $4,000, showing a difference of $1,- 
000 less profit made on the same quan
tity of goods. This figures in same 
rates per dollar when profit is over or 
under 10 per cent. Therefore, vou must 
sell more goods this year to make the 
same amount of dollars that you made 
last year.

Just to show the difference in the 
value of merchandise, we quote below 
a bill of goods at 1929 prices and op
posite the prices of 1930:

1929 1930
100 lbs. coffee------------ $37.00 $25.00
1 case No. 2J4 peaches_ 6.30 4.80
1 case No. 2y2 pineapple 6.30 5.70
1 case salm on_______  8.60 7.00
1 case pork and beans_ 3.00 2.32
1 case No. 2 string beans 2.80 2.55
1 box 40/50 prunes__  3.75 2.81
1 box evaporated peaches 4.69 4.19
1 box apricots______ _ 7.38 6.19
1 case No. 2 ^  Spinach_ 4.50 3.00
1 case No. 2 tomatoes_3.10 2.10
1 case tall milk _______ 4.10 3.65
1 bag beans ________  10.00 7.25
1 case soap_________  4.25 3.45
1 bbl. flour--------------- 8.50 6.00

$114.27 $86.91 
Note the marked difference in this 

bill of foods. Namely, these same 
items and same quantities cost the 
dealer $27.36 less than last year or a 
decline in cost to him of 24 per cent. 
Now here is how this bill affects your 
volume.

This same order in 1929 amounted 
to $114.27 sales and 10 per cent, on this 
order would show $11.42 of profit, and 
in 1930 this same bill amounts to 
$86.91 and at 10 per cent, it shows 
$8.69 profit, a difference in vour earn
ing profit of' $2.73.

Weary the path that does not chal
lenge. Doubt is an incentive to truth 
and patient enquiry leadeth the way. 
—Hosea Ballou.

Getting old is more a matter of at
titude than years.

Efficient Policies As Factor For 
Progress.

The history of mankind is a record 
of the struggle of man with nature 
to obtain means of livelihood.

But man is a being with spiritual as 
well as material wants. As civiliza
tion progresses the longing for en
joyment of a spiritual nature grows 
more intense.

The efforts of society are gradually 
directed towards the attainment of an 
ideal based on a balanced develop
ment of the spiritual and material sides 
of the life of the individual member of 
society. The attainment of this ideal 
of a higher type of citizenship is the 
motive force of organized society in a 
democratic country like ours.

In the early stages of human civiliza
tion such a balanced development was 
impossible for the great majority of 
the individual members of society. 
The struggle with nature absorbed all 
their time and energy.

With the progress of inventions 
man’s mastery over nature became 
more and more complete until now, in 
this mechanical age, there does not 
seem to be any limit to man’s power 
of subduing the forces of nature.

In the last analysis, the struggle of 
man with nature reduces itself to the 
principle of obtaining maximum re
sults with a minimum of effort. This 
is what we call “efficiency.”

The attainment of this object is 
predicated upon the elimination of 
waste, useless effort and superfluous 
expense whether in terms of money or 
effort. The more completely can so
ciety approach this idea, both from the 
point of view of technical progress and 
a better organization of the relations 
between individuals, the fuller will be 
the life which it will afford its mem
bers.

All those who are acquainted with 
the past history of agriculture, whether 
in this country or abroad, know of the 
tragedy of useless effort and broken 
lives which have marked its trail and 
which were due to factors that de
stroyed the results of years of hard 
work and arduous labor. No happy 
and healthy citizenship is possible 
under such conditions.

H. M. Knipfel.

Margaret-Mary Shop, specializing in 
women’s apparel at 1264 Plainfield 
avenue, Grand Rapids, renew their sub
scription to the Tradesman and write: 
“We never fail to read almost every 
item in the Tradesman and find a great 
deal of valuable information in every 
issue.”

Sand Lime Brick
Nothing u  Durable 

Nothing as Fireproof 
Make* Structure Beautiful 

No Painting 
No Coet for Repalre 

Fire Proof Weather Proof 
Warm in Winter—Cool In Summer

Brick is Everlasting
GRANDE BRICK CO.

Grand Rapids. 
SAGINAW BRICK CO. 

Saginaw.

I. Van Westenbrugge
Grand Rapids Muskegon

(S ER V IC E  DISTRIBUTOR)

N ucoa
KRAFT

All varieties, bulk and package cheese
“Best Foods“

Salad Dressings

Fanning’s
Breed and Butter Pickles

Alpha Butter
TEN  BRUIN ’S HOR8E RADISH and 

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

Phone SIM#
JOHN L. LYNCH SALES CO. 

S P EC IA L  S A L E  EX P E R T S  
Expert Advertising 

Expert Mreehandlslng 
109-310-111 M urray  Bldg. 

GRAND RAPIDS, MICHIGAN

The Brand You Know  
by HART

Ha r t

Look for the Red Heart 
on the Can

LEE db CADY Distributor

WHITEFISH and TROUT
By Air Daily 

from  L ake S uperio r Region.
GEO. B. READER

1046-1048 O ttaw a Ave., N . W . 
GRAND RAPIDS, M ICHIGAN

Corduroy Tires
Sidewall

Protection

M ade in 
G rand Rapids

Sold
Through
Dealers
Only.

CORDUROY TIRE CO.
Grand Rapids, Mich.

Jennings’ Pure Extracts
V anilla, Lemon, Almond, O range, 

R aspberry , W intergreen .
Jennings Flavoring Extract Co. 

G rand R apids, Mich.
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HOTEL DEPARTMENT
News and Gossip Concerning Michigan 

Hotels.
Grand Rapids, August 19—Ernie 

Richardson, according to press reports, 
has disposed .of his hotel interests in 
Florida, and ’ will devote his time 
henceforth to administering the af
fairs of Hotel Kerns, Lansing, and I 
am very glad to know this, for Ernie 
is a distinct Michigan asset and he is 
in his element here. Mr. Richardson 
has been in Jacksonville since last 
May, when he took over the Carling 
Hotel there. He has since disposed 
of this property to the 'Barringer sys
tem of hotels, which controls some
thing like ten similar properties in the 
South.

Detroit hotels have suffered an 
epidemic of holdups within the past 
few weeks, all apparently perpetrated 
by the same 'bandits, whose plan of 
operation has been the same in every 
instance. The latest two occurred a few 
days ago when they obtained $70 from 
Hotel Madison, and also a considerable 
sum from Hotel Eddystone, one of the 
Tuller hotels. These men always come 
in late at night, and after relieving the 
clerk on duty of such cash as may be 
accessible, compel him and other em
ployes around the premises to enter 
the elevator and start it for another 
floor. Before they can bring it down 
the bandits have escaped. The police, 
of course, are making investigations 
but these depredations are going on 
constantly.

Mr. and Mrs. Ward B. James, of 
Hotels Windermere, Chicago, have 
been visiting their old Detroit friends 
recently and, as might be expected, 
have been entertained royally by their 
hotel friends there. The James sure 
are popular in Detroit, and while they 
are much missed there are making a 
new record of accomplishment in 
Chicago.

'Howard A. Smith, who has been 
assistant manager at Hotel Tuller. De
troit, for some time, has resigned and 
Manager Sage has appointed Jasper 
Meecham, credit manager, assistant 
manager also. Mr. Smith contemplates 
a vacation before re-entering the ho
tel field.

A sectional meeting of the Michigan 
Hotel Association was held at Hotel 
Norton-Palmer. Windsor, last week. 
It was one of a series of such meetings 
which have been held under the super
vision of President Ernest Piper, of 
this body, and will be followed by 
others from time to time. As in sim
ilar district meetings, hotel problems 
were discussed in detail by the small 
as well as the large operators, who 
have a great deal in common in opera
tion affairs. They have proven very 
popular with hotel men all over the 
State and no doubt will be a feature 
in the future.

Post Tavern, Battle Creek, has 
completed various improvements, 
among others being a new entrance to 
their cafeteria from the street, which 
was quite essential. My friend Carl 
Montgomery who seldom has much 
to say about his accomplishments, cer
tainly shows results and we all know 
he operates a “durned good establish
ment.

The Ojibway Hotel, at Sault Ste. 
Marie, not only boasts of a truly ab
original name, but has also a truly, 
■blown in the bottle, Indian guide in 
full regimentals, who conducts parties 
to points of interest in the vicinity. 
The Gjibway is reporting a satisfac
tory summer business, and deserves it, 
for its operators have shown the trav
eling public that their policy is to give 
satisfaction and to treat their patrons 
fairly in the matter of charges for the 
service which they render.

Contrary to the predictions of many, 
the resort business for Michigan this 
season has proven quite satisfactory. 
To be sure, travel in that direction 
was rather slow in starting, but Mich
igan has that to offer which cannot 
be found elsewhere, and besides her 
method of advertising her attractions, 
through co-operation between the 
State authorities and the resort sec
tions, has been a thoroughly satisfac
tory arrangement.

Colonel Woodcock, the new prohibi
tion director, thinks this would be a 
law abiding nation if people who 
patronize bootleggers would desist 
from such practices. One might go 
farther and make the innocent state
ment that if the liquor traffic could be 
stopped by so simple a pleas as that 
which is suggested by the Colonel, it 
would have disappeared years ago. To 
say that if there were no lawlessness 
there would be no lawlessness amounts 
to the same thing. Bootleggers could 
not bootleg if there were no buyers, 
but therein lies the very kernel of the 
entire prohibition enforcement prob
lem. There probably always will be 
buyers. If this is a sample of the 
oracles the country may expect from 
the new enforcement officer there is 
going to be a long, long trail to be 
traversed before accomplishment 
worth mentioning wTill be recorded. We 
are all weary of listening to platitudes 
and the obvious from those charged 
with the administration of the en
forcement laws, and the multitudinous 
commissions who have been consider
ing them for the past decade. When 
Director Woodcock is in a position to 
tell the world how he is going to in
duce the bootlegger’s patron to desist 
from buying, the people will sit up and 
take notice, but in this instance words 
mean very little.

Arthur Brisbane has a notion that 
the tariff of twenty-Jfive cents a bushel 
on corn is »oing to be worth $500,000,- 
000 to the producers in this country, 
because of the fact that prices of this 
cereal will advance accordingly. It 
looks to. me as though the bugaboo 
about crop failures is on a par with 
the annual destruction by frost of the 
peach crop of Michigan, with the re
sult that untold thousands of bushels 
of this fruit rot under the trees dur
ing the harvest season. There will be 
no importation of corn and the farmer 
will be extremely lucky if the price 
does not sag back to the old standard 
before the crop is marketed.

In an article in Liberty magazine 
anent what seemingly are high hotel 
charges the position is taken that the 
traveling public are as much to blame 
for what may seem to be high hotel 
rates as the operators themselves. 
Liberty explains that hotel rates might 
be lower if guests were more careful 
of their actions in such establishments. 
It will probably shock a lot of hotel 
patrons to know that “the well bred 
guest has a property sense that he 
doesn’t lose in a hotel. He doesn’t 
place a dustv traveling bag on a clean 
counterpane, nor stamp out a cigarette 
butt on a clean carpet.” Every hotel 
man knows this, of course, and knows 
that the ¡guest doesn’t do such things 
in his own home, but he knows that 
such things are constantly done in his 
hotel. He also knows that with many 
of his male guests the idea of a bath 
seems to be how completely he can 
wreck the bath room or come as near 
it in soiling and littering up every
thing reachable. Carrying away linen 
and bedding are not the only acts of 
vandalism which the hotel man has to 
contend with and someone has to pay 
the fiddler.

Walter J. Leitzen, who for several 
years operated Hotel Frontenac, in 
Detroit, and who retired from active 
hotel work in 1927, on account of ill 
health, again assumed active charge

of the Frontenac last week. After 
selling the furnishings and leasing the 
property four years ago, Mr. Leitzen 
took his wife and family to California, 
where they spent the better part of a 
year, during which time he and the 
writer spent much time together. He 
then went to Johns-Hopkins hospital, 
Baltimore, for eye treatment, following 
this up with a trip to Europe. From

Warm Friend Tavern
Holland, Mich.

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

E  L. LELAND. Mgr.

HOTEL OLDS
LANSING

300 Room s 300 B ath s
A bsolutely F ireproof 

M oderate R ates
GEORGE L. CROCKER, M anager.

W olverine Hotel
BOYNE CITY, MICHIGAN 

F ire  Proof—«0 room s. T H E  LEAD- 
ING COMMERCIAL AND RESORT 
HO TEL. A m erican P lan , 94.00 and 
up ; European P lan , $1.50 and  up. 

Open th e  y ear a round .

HOTEL

C H I P P E W A
H ENRY m . NELSON, M anager 

European Plan 
MANISTEE. MICH.

U p-to -date  H ote l w ith  a ll M odern 
Conveniences—E levator, E tc.

150 Outside Rooms 
Dining Room Service 

H o t and  Cold R unning  W a te r  and  
Telephone In every  Room.
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60 Rooms with Bath $2.50 and $3

Occidental Hotel
FIR E  PROOF 

CENTRALLY LOCATED 
R ates  92.00 and  up 

ED W ART R. SW E T T , Mgr. 
M uskegon Michigan

Columbia Hotel 
KALAMAZOO 

Good Place To Tie To

“ W e are always mindful of 
our responsibility to the pub
lic and are in full apprecia
tion of the esteem its generous' 
patronage implies

HOTEL ROWE
Grand Rapids, Michigan.

ER N EST W. NEIR, M anager.

Republican Hotel
MILWAUKEE, WIS. 

Rates $1.50 up—with bath $2 up 
Cafeteria, Cafe, Sandwich Shop 

in connection

Park Place Hotel
Traverse City

R ates Reasonable—Service Superb 
—Location Adm irable.

R. D. M cFADDEN, Mgr.

HOTEL KERNS
LARGEST HOTEL IN LANSING

300 Rooms W ith or W ithou t Bath 
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NEW BURDICK
KALAMAZOO. MICHIGAN

In th e  V ery H eart of th e  C ity 
F ireproof C onstruction  
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RESTA U RA N T AND G RILL— 
C afeteria , Q uick Service, P opular 

Prices.
E n tire  Seventh  F loor D evoted to 

E specially  E quipped Sam ple Rooms 
W A LTE R  ""J. HODGES,

P res, and  Gen. Mgr.
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now on he will be assisted in hotel 
operation by Mrs. Leitzen and his 
clerks will be Arthur Lake and Frank 
Spencer, both prominent in Greeter 
circles.

Thomas Larsen, formerly with Ho
tel Dalton, Jackson, has been appointed 
clerk of Hotel Waldron, Pontiac, by 
W. H. Aubrey, managing director of 
that institution.

Two prominent New York hotels 
have something absolutely new— 
sound-proof rooms for rip-snorting 
snorers. It is stated on authority that 
it isn’t always the heavy salesman who 
rattles the ceiling in the average ho
tel. Some times frail members of the 
so-called weaker sex are contestants 
in saxaphone exhibitions. Of course, 
this is hard to believe, but anyhow the 
sound-proof room is not a half bad 
idea.

A typewriter advertisement says that 
children do better in school if they do 
not learn writing. Some of my friends 
have been responsible for statements 
which seem to bear out this theory and 
I know of one or two others.

A new flavor for Swiss cheese, with 
an unpronounceable name, and which 
it is claimed is invaluable in its nutri
ment features, has been offered by its 
producers. Some folks would be glad 
if a new “odor” for the limburger vari
ety could be developed.

President Pipei' and the executive 
committee of the Michigan Hotel As
sociation are preparing a comprehen
sive program of instructive, as well as 
entertainment features, for the annual 
State convention of that organization, 
which is to be held at Sault Ste. Marie 
next month. It was Mr. Piper’s idea 
to have the next convention held in 
the Upper Peninsula and a very good 
one, I believe. While there is a 
minority membership from. that sec
tion they are nonetheless bubbling 
over with enthusiasm and are entitled 
to such recognition. No doubt there 
will be a good attendance on this oc
casion.

Charley Renner owns the Hotel 
Mishawaka property, at Mishawaka, 
Indiana, but it is operated under lease 
by Ferdinand Brill, who was formerly 
with the well-known Harvey system 
and, I think, at one time was interested 
with Mr. Renner in hotel operation in 
Kansas City. However that may be 
does not detract from the fact that Mr. 
Brill is making a success of the Mish
awaka proposition, is serving splendid 
meals and giving excellent service in 
its various departments, assisted very 
wonderfully by William Saunders, who 
has been a faithful employe under the 
Renner organization for many years. 
I take occasion to mention this at this 
time for the reason I made a flying 
visit to the institution the other day 
and found conditions most excellent.

Speaking of Charley Renner, at last 
accounts he, his daughter, Leontine, 
and son, Bill, were down in Phila
delphia, attending a reunion of Span- 
ish-American war veterans, and we all 
know,, that, with Charley there it will 
be some affair. Mr. Renner was,, dur
ing the unpleasantness of 1898, a “high 
private in the rear ranks,” and mani
fests much .pride in the fact.

The Southeast. Michigan Tourist 
Association is sponsoring a tour this 
travel through this section of Michi
gan and to create interest in the dis-r 
week through the Algonquin district, 
a territory running from the Ohio line 
to the tip of the Thumb, at Point Aux 
Barques. It is designed to stimulate 
trict as a tourist section. John A. 
Anderson, president and general man
ager of Hotel Harrington, Port Huron, 
and an active member of the Michigan

Hotel Association, is one of the com
mittee in charge of same.

A man entered a hotel, placed his 
umbrella in the rack and tied à card' 
to it which bore the message: “This 
umbrella belongs to a champion prize 
fighter. Back in ten minutes.” When 
he returned his umbrella was gone. 
The card was still there, however, and 
to it was added: “Umbrella was taken 
by a champion long-distance runner. 
Won’t be back at all.”

The American people are eating 
more than twice the quantity of fruit 
and vegetables that satisfied them ten 
years ago, a steadily increasing 
amount of dairy products, especially 
milk, less beef, about the same amount 
of veal and mutton, less bread, accord
ing to reports on the decreased use of 
wheat and corn, a little more pork, and 
much more poultry, according to the 
experts of the Department of Agri
culture. It would be interesting to 
know if this departure has increased 
longevity, or is based on economical 
notions.

Carl A. Gable, who was connected 
with various Detroit hotels over a 
period of several years, up to 1928, 
when he left the city, has returned to 
Detroit as manager of the Lee* Crest 
Hotel, for Ralph T. Lee, owner and 
operator. Mr. Gable was for some 
time manager of Hotel Strathmore, and 
was also associated with the manage
ment of the Fairbairn, Palmetto and 
Wolverine hotels.

At the forthcoming annual conven
tion of the American Hotel Associa
tion, to be held in San Antonio, Texas, 
next month, the question of the adop
tion of the proposed thirteen months 
calendar will be discussed thoroughly. 
Many operators, especially those in 
the resort field, favor the plan, in view 
of the fact that it would automatically 
give the resorts an additional week be
fore Labor Day, and that city hotels 
should support the movement because 
of the resultant simplification in ac
counting. There has been no reason 
advanced why the stone age calendar 
should not be subject to revision, and 
many why it should be.

'C. W. Danielson is the new manager 
of Hotel LaSalle (formerly Savoy) 
Detroit. He comes to Michigan after 
a _ seven year connection with the 
Dinkier chain of hotels in the South.

Milton E. Magel, long connected 
with Michigan hotel operation, but 
who recently took over Hotel Plaza, 
Milwaukee, under a long term lease, 
has also assumed the management of 
Hotel Knickerbocker, the very recent- 
est addition to Milwaukee's list of 
combined transient and apartmental 
institutions. It was my privilege on 
d recent visit to that city to make a 
careful inspection of the proposition 
and it certainly is the very last word 
in construction and equipment and is 
already enjoying a satisfactory patron
age. The Hotel Review, New York, 
makes special mention of a commis
sary department which has been es
tablished by Mr. Magel for the con
venience of such patrons who, having 
apartments in the building, are now 
convenient to a source of supplies for 
housekeeping purposes. The com
missary is in keeping with the Knick
erbocker which caters to a high-grade 
clientele. _____ Frank S. Verbeck.

D. H. Pattison, grocer at 341 Spruce, 
Sault Ste. Marie, write the Tradesman, 
“We gladly enclose check for renewal, 
it is a good investment.”

John Rummel & Co., dealer in gen
eral merchandise at Sebewaing, send 
in their renewal with the notation, 
“More power to you.”

Items From the Cloverland of Michi
gan.

Sault Ste. Marie, Aug. 19—The hay 
fever tourists are arriving again. Most 
of them are here now, which makes 
business better. The hotels are tilled, 
but the private houses are ample to 
care for all. It makes us all feel good 
to hear the tourists praise our city as 
being the best place on the map and 
one of the cleanest and most attractive 
cities, with much in the line of amuse
ments and so many pretty places to 
see, all within a short distance from 
the Soo. The only quiet places are 
the coal dealers, but they will get 
theirs later.

Litzner Bros., of Moran, are build
ing a new store on the same location 
of the old store which was destroyed 
by fire several months ago. The work 
is progressing rapidly.

Philip Lupenitz, proprietor of the 
new store at Moran, is building a new 
restaurant and pool room adjoining 
his store on Main street.

There will soon be another store at 
the Allenville corner, near Moran, 
which will add to the activities in that 
neck of the woods.

Barney Lovell, proprietor of the 
grocery store at 219 Portage avenue, 
West, was the victim of a bold rob
bery last week. About 11:45 p. m. 
three men entered the store and. with
out further ceremony, struck Barney 
over the head, rendering him uncon
scious and taking his roll of $350 
which he had on his person and about 
$50 from the cash register.

Earl Walker, at Strongs, has opened 
a new hotel on the country road high
way M 28 and the South Shore Rail
way. The hotel offers accommodations 
to tourists as well as to hunters in the 
winter. There are sixteen rooms and 
the dining room seats fifty people. The 
hotel is equipped with running water, 
bath, electric lights and a lunch coun
ter. In addition, six overnight cabins 
are being built, artistically made of 
spruce logs. A free camp site is being 
provided, equipped with open air 
cement stoves; a general line of gro
ceries and campers and tourists’ sup
plies will also be carried. Strongs is 
a real hunting and fishing center, much 
of the surrounding country being well 
wooded, with many fishing streams.

Albany Island, which has been the 
private property of the Detroit Club 
for the past two years, is again open 
to the public under the management 
of Mrs. Emma C. Richards. The 
roads are all in the best condition and 
the numerous cabins are ready for use. 
Mrs. Richards has made many im
provements in the dining room and is 
now ready to serve the public with 
those wonderful fish dinners which 
made Albany Island famous in years 
past.

Not all men waste time playing golf. 
Some talk politics.

The report of the forest fires in the 
Upper Peninsula has been greatly ex
aggerated in the various papers 
throughout the State, which have mis
informed many tourists and hurt our 
tourist trade somewhat. The Osborn- 
for-Senator boosters have just return
ed, after having traveled through 
every county in the Upper Peninsula. 
They saw only three fires, one in 
Chippewa county and one in Seney 
and Alger. All these fires were fought 
scientifically.

The Upper Peninsula Development 
Bureau, together with other agencies 
interested in advancing the recreation
al advantages of Upper Michigan, is 
desirous  ̂ of having the Porcupine 
Mountains, in Ontonagon county, 
taken over as a park, and this should 
be done if funds can be obtained.

The Porcupines are in much the 
same position as Isle Royale, although 
more assessible. To set up a park 
area of 100,000 acres, the minimum 
that has been suggested, would require 
the expenditure of a large sum for the 
purchase of the land and timber. A 
couple of millions of dollars are es

sential to place Isle Royale under 
supervision of some park board.

The logical move is to endeavor to 
interest the Federal Government in 
the Porcupines, and this would be far 
more advantageous so far as the Upper 
Peninsula is concerned, for, if taken 
over by the National park system, it 
would receive the National advertising 
to which it is entitled. Our represen
tatives down in Washington are to be 
urged to place the proposition before 
the proper authorities.

The Porcupines extend for about 
twenty miles along the shore of Lake 
Superior and inland for about six miles. 
Little of the timber has ever been re
moved, due to the fact that it probably 
could not be cut and transported at a 
profit. The hills are the highest in 
Michigan. They are just as Nature 
planned them, a forest primeval, and 
would be a fine addition to the park 
system of the Government.

The way to obtain a National park 
in this area is to have the people of 
the Upper Peninsula get behind a 
movement that will carry weight with 
those who are in charge of the desig
nating and acquiring of beauty spots 
that are to be preserved for the use of 
the people of the Nation.

William G. Tapert.
Late Business News.

The approach of the labor day holi
day finds no important change in busi
ness conditions. Sales at wholesale are 
near their low point for the summer, 
retail sales as represented by the de
partment stores and chain store returns 
for July are substantially lower than 
last year at this time, and railroad car 
loadings are far under the levels of 
the three years immediately preceding. 
One important exception is building 
involving structural steel, which is in 
active demand. Speculative building 
and residential building, however, still 
lag.

Leading chain sales in July were 
about 4y2 per cent, less than in July, 
1929. Gains were commoner among 
small chains than large chains. A few 
large ones, like Great Atlantic and 
Pacific Tea, the largest of all, up more 
than 3 per cent., reported increases. 
Kroger, on the other hand, lost 11.7 
per cent. This is one of the first pe
riods of depression in the last decade 
or more that has affected chain store 
sales adversely.

Chevrolet is readjusting prices on 
sport models to the old basis in view 
of the fact that wire wheel equipment, 
a feature that distinguished sport mod
els, is now standard on all Chevrolet 
cars. The change involves a reduction 
of $40. Price cuts are also announced 
for Oakland and Pontiac in preparation 
for new models.

American nitrate interests are not 
wholly aloof from the world agreement 
to limit nitrate production and control 
markets and prices, notwithstanding 
exclusion of the United States from the 
undertaking, in obedience to our anti
trust laws. The liaison is the Guggen
heim process now being adopted by 
Chile, from whom we buy large quan
tities of nitrates, and the Guggenheim- 
Ryan group, which is closely allied 
with Chilean nitrate interests.

U. S. Steel unfilled orders in July 
were 53,591 tons more than in June, 
the second largest gain in any month 
this year. In.the last two years there 
was a loss from June to July, while 
in 1927 there was a gain of nearly nine
ty thousand tons.
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DRUGS
M ichigan Board of Pharm acy .

P res iden t—J . E dw ard  R ichardson. De
tro it

V ice-P res.—Orville H oxie, G rand R ap 
ids.

D irecto r—Garfield M. B enedict, S an 
dusky.

E xam ination  Sessions — B eginning  the  
th ird  T uesday  of Jan u a ry , M arch, June, 
-August an d  N ovem ber an d  la s tin g  th ree  
days. T he J a n u a ry  and  J u n e  ex am in a
tions a re  held a t  D etro it, the  A ugust 
exam ination  a t  M arquette, an d  th e  M arch 
an d  N ovem ber exam inations a t  G rand 
R apids.

M ichigan S ta te  P harm aceu tica l 
A ssociation.

P res id en t—John  J . W a tte rs , Saginaw . 
F ir s t  V ice-P residen t—A lexander Reid, 

D etro it.
Second V ice-P res id en t — F . H . T a f t 

L ansing .
S ecre ta ry—R. A. T urrell, Croswell. 
T rea su re r—P. W . H ard ing , Yale.

Get Up-to-Date or Out of Line. 
One of the greatest “sports” in 

America to-day is the little game of 
keeping up with the Joneses. We are 
living in a fast moving age. Styles and 
customs are changing so rapidly—new 
inventions are developing so swiftly 
that our big problem is not to deter
mine. how a thing was done yesterday 
but, rather, how it will be done to
morrow.

Nowadays it.is not in style to be 
old fashioned, and the soda fountain 
proprietor, the grocer, the business of 
any and every kind that does not keep 
step with the procession is, in the 

. language of the street, “on the way 
out.”

To illustrate my point, I recall quite 
vividly a restaurant in another city 
where in years past I have enjoyed 
many a fine meal. It was a small, 
unpretentious place, seating fifty or 
sixty persons at the most. It was sit
uated on an out-of-the-way street and 
occupied the first floor of a narrow 
little building in the front of which was 
an unattractive make-shift bay window 
containing a tank full of live sea food, 
frogs, fish and what not. By many of 
the settled natives of the city it was 
often referred to as the “Hole in the 
Wall.” Any evening in the week at 
6-JO you would find people standing 
up waiting for accommodations.

They served good food, well cooked, 
and at reasonable prices. Beyond that 
there was nothing in particular to 
recommend it except that indescribable 
atmosphere of friendly intimacy which 
usually pervades such an establishment.

To-day that place is out of business. 
It has fallen a victim or a prey to mod
ernism, to the desire on the part of the 
American public to do the modern, the 
up-to-date thing.

The proprietor of that establishment 
failed in proper regard for up-to-date
ness as a sales asset. He felt that his 
good food, his cooking, his friendly 
greeting would continue to attract cus
tomers indefinitely. Unfortunately, he 
was mistaken. Perhaps it is explained 
by the fact that he was a European. 
He lacked the American viewpoint, 
although thousands of native-born 
Europeans are in this country to-day 
making money hand over fist in thor
oughly modern American business es
tablishments.

There are perhaps a few cities in 
America in which an establishment of 
the type described could continue to 
thrive indefinitely. I refer to cities like 
New York, Chicago, Detroit and other

large metropolitan centers with an 
enormous daily floating population. To 
the transient visitor, a unique, old- 
fashioned establishment is regarded 
as more or less of a curiosity. He 
visits it with anticipation — with the 
feeling that “here I shall see something 
different, something unique, something 
about which I can tell the folks back 
home when I return.”

But the average city is decidedly de
pendent upon its settled local popula
tion for its business.

I have cited the case of the old- 
fashioned restaurant because it is typ
ical of what is happening in many 
cities in the soda fountain busuiness.

I realize, of course, that modern 
soda fountain equipment is costly, but 
I am not unmindful that it can all be 
bought on long terms, and I have case 
after case' to prove that, when wisely 
installed and properly advertised, mocl- 
ern equipment more than pays for it
self, sometimes long before the last in
stallment payment is due.

I have in mind a store just a few 
blocks from my home in the suburbs, 
in the heart of a thriving suburban 
neighborhood, on a double streetcar 
line and a popular automobile highway. 
Ever since I have lived in that neigh- 
borhood up to about a year ago that 
store has been in a sense “dying on its 
feet.” It was unattractive outside, and 
inside it seemed to exude an atmos
phere of decay and depression. The 
clerks moved slowly, the merchandise 
looked dingy, the lights never seemed 
to be as bright as in other places; the 
equipment looked as if it might have 
come over with Noah on the ark. And 
then, about a year and a half ago, the 
kindly old gentleman who had founded
the business—probably in his youth_
died, and his son took over the reins 
of active management.

I do not know whether it was his 
own idea or that of some enterprising 
equipment salesman (I rather suspect 
it was the latter), but at any rate it 
was not many days after the funeral 
before things began to happen in the 
old establishment. The old show win
dows were torn out and a new modern 
type installed, which not only made 
possible the display of more merchan
dise in a more attractive fashion, but 
which also afforded a better view of the 
interior of the store and made the 
whole place look bigger, brighter and 
merrier.

Then they got busy inside. They 
ripped out the old fountain and put in 
new equipment. They revamped the 
counters, the shelving, the lighting fix
tures; they gave the whole thing a new 
coat of paint and started making use 
of window pasters on their windows 
to attract the casual passerby. They 
circularized folks in the neighborhood. 
Frankly, if I had not seen all of this 
going on and had been taken into the 
new establishment when the work was 
all finished, I would never have recog
nized it as the same place.

It was not long after the job was 
completed before the changed material 
condition began to have its effect on 
the men behind the counter. They ac
tually took a new lease on life; their 
steps seemed to quicken; their eyes 
seemed to brighten, and instead of

waiting on customers as though they 
were doing them a favor, they started 
doing some real selling and treating 

. their .trade like human beings.
I had a chat with the proprietor the 

other night. I asked him whether he 
considered the move a good invest
ment. He smiled. “That’s a fiolish 

.question,” he said, “haven’t you no
ticed when you came in here that there 
are usually two or three times as many 
people moving around as formerly?” 
I had to admit that I had. “But,” I 
said, “that does not answer my ques
tion. Have you found it a good in
vestment?”

“It has been the best investment I 
ever made and I only wish now that 
we had made the move two or three 
years ago. We would have been that 
much better off to-day.” Then he sur
prised me by taking me back into his 
office and showing me his weekly sales 
in different departments—the year prior 
to the change and the year following. 
Except for a small amount of adver
tising and the carrying charges on the 
new equipment, his overhead showed 
practically no increase, but his sales 
had gone up about 42 per cent., and 
he told me that their percentage of net 
profit was higher than it had ever been 
since he was graduated from the col
lege of pharmacy.

I asked him particularly about his 
soda fountain business, because he had 
invested in that department more mon
ey than anywhere else in the estab
lishment. He told me that in the past 
his soda fountain had always been a 
dead loss to him. He had operated it

merely as a convenience for the use of 
these people who happened to want it. 
“Now,” he says, “we make it a feature 
of our business. We attract people in
to our store because of the good soda 
fountain service we deliver. We give 
them the same up-to-date drinks they 
can get in any of the down-town stores 
and at the same price; in fact, we try 
to tack on a little additional quality. 
We are also doing a nice neighbor
hood ice cream business, handling 
packaged goods only for our fountain 
service. This has cut down our shrink
age losses and we are making more 
money on our ice cream than we ever 
did before.”

There is nothing unusual about this 
case. There has been no radical 
change in the neighborhood in which 
this' store is situated. It is just an 
average American home neighborhood. 
Whereas formerly people patronized 
that store only when they had to, 
many of them now patronize it be
cause they like to — because he has 
modernized it, made it attractive, made 
the neighborhood folks feel that he is 
there to serve them and that he likes 
to serve them.

Look on the successful establish
ments in your own city or town. Isn’t 
it true that the thriving places—the 
ones that are going ahead—are those 
which have learned the value of up- 
to-dateness as a sales stimulant?

If your methods, your equipment, 
your store front are out of date, do a 
little figuring. Then take some steps 
to do some modernizing, for with com
petition as it is in America to-day it is
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a case of get up-to-date, or get out of 
line.

Mosquito Cones.
1. Powd. Charcoal_______  16 ozs.

Nitrate Potassium_____  .2 ozs.
Carbolic Acid ________  \ l/ 2 ozs.
Insect Powder ________  8 ozs.
Tragacanth Mucilage, a sufficient 

quantity.
Make into a stiff paste with the mu

cilage, and form into cones weighing
about one ounce each.
2. Powd. Charcoal________ 16 ozs.

Nitrate Potassium _____ 2 ozs.
Benzoin _____________  4 ozs.
Hard Tolu Balsam _____ 2 ozs.
Insect Pow der________  4 ozs.
Tragacanth Mucilage, a sufficient 

quantity.

Freckles.
Ammoniated Mercury ________  4.0
Water _____    0.5
White Vaseline__________ q.s. 100.0

Another freckle cream is:
Precipitated Sulphur ____________ 30
Zinc Oxide ___________________ 15
Sweet Almond Oil _____________30
Lanolin ______________________ 25
Triturate well in a warm mortar.

A liquid preparation is made as fol
lows:
Zinc. Sulphocarbbnate ________  5
Glycerine _________________ q.s. TOO

Perfumes to suit.

Lemon Cold Cream.
Cera alb.
White Ceresin, of each___12 oz.
Liquid Petrolatum ______  1 gal.
Borax _________________  2 oz.
Hot Water ____________ 2/> pints
Strained Lemon Ju ic e___ 3 oz.
Oil of Lemon __________  3 oz.

Oil of neroli and rose (artificial), 60 
minims of each; oil soluble yellow, 3 
grains.—“B. of Ph.”

When On Your Way, See Onaway.
Qnaway, Aug. 19—Not so serious 

as reported are the forest fires. There 
are none at all in the vicinity of Ona
way. Visitors remark how green the 
vegetation looks here compared with 
other sections. Well, the fire war
dens have been on the job continuously 
and are entitled to a lot of credit for 
their vigilance. We need more rain, 
it is true, but we have lived through 
much longer periods of dry weather 
heretofore and came up smiling in the 
fall with bounteous crops and an 
abundance of everything, soon for
getting what was deemed an almost 
failure. Guess it is plenty of time to 
get scared after it happens rather than 
before.

After all, Michigan is a pretty good 
State, is it not? Where is there a 
state in the Union that can dish up 
such a variety of good productions as 
Michigan, agricultural, climatic or 
scenic?

Michigan is coming into its own 
more and more each year as the State 
that has the most of everything that 
is good.

The writer last week photographed 
a field of wheat where the shocks lie 
very thick upon the ground, the crop 
averaging fifty-five bushels to the 
acre. Another field of certified barley 
adjoining with a man standing in the 
midst with only head and shoulders 
showing.

Perhaps this makes dry reading— 
let’s turn to fishing. We stopped writ
ing long enough to-day to photo a 
beautiful string of speckled trout, ten 
of them weighing 8% pounds; two 
15 inches long and one 16j4 inches, the 
remainder some smaller; caught by 
Art Wilkinson in Rainy River. What 
a sight—fresh from the water and 
glistening writh their bright colors! 
Only two more weeks left in which to 
enjoy sport of that kind.

The lakes, however, are delivering 
their share of pickerel, bass and other 
varieties and it is pleasing to read the 
accounts as sent back home to the 
friends “while on our vacation up 
North.” Squire Signal.

Be suspicious of the man who al
ways compliments you.

HOW IS YOUR STOCK OF
ELECTRIC FANS, JUICE EXTRACTORS,

VACUUM  JUGS, VACUUM  BOTTLES,
PICNIC SUPPLIES, FILMS, KODAKS,

COM PLETE LINE OF SODA FOUNTAIN SUPPLIES, 
FLASHLIGHTS, ELECTRIC LANTERNS,

BA TH IN G  CAPS, BATHING SHOES,
BATHING SUPPLIES,

W A TER  WINGS, INSECTICIDES, M INERAL W ATERS, 
SPO R T VISORS, CARBONATED DRINKS, 

SPONGES, CHAM OIS SKINS, PERFUMES,
TO ILET GOODS, OFFICE SUPPLIES.

W e still have a com plete stock of the above, especially the 
seasonable items, and  will appreciate your order sam e as we 
have for the last 54 years.

Se us about Store Fixtures. Also com plete line of RO G ER’S 
Brushing Lacquer, House Paints, Vanishes. Com plete display 
in our sam ple room.

Hazeltine & Perkins Drug Co.
Grand Rapids Michigan Manistee

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

Acids
B oric (P ow d .)— 10 © 20
B oric ( X t a l ) _10 © 20
Carbolic ________ 38 &  44
C u tric  __________ 52 © 66
M uriatic  ______  3%@ 8
N itric  _________  9 @ 15
Oxalic __________ 15 © 25
Sulphuric  __  3%© 8
T a r t a r i c ________ 52 © 60

Am m onia
W ater, 26 deg._07 @ 18
W ater , 18 deg._06 @ 15
W ater, 14 deg ._5%@ 13
C a r b o n a te _____ 20 © 25
Chloride (G ran .) 08 @ 18

B alsam s
C opaiba ________ 1 00@1 25
F ir  ( C a n a d a )_ 2 75@3 00
F ir  ( O r e g o n )   65@1 00
P e ru  __________  3 25@3 50
T o l u ___________  2 00@2 25

B arks
C as9ia (o rd in a ry ) . 25@ 30
C assia  ( S a ig o n )_50(g) 60
S assa fras  (pw. 60c) @ 50
Soap C u t (powd.)

35c ____________ 20 @ 30

B erries
Cubeb ___________  © 90
F i s h ____ _________  © 25 ■
Ju n ip e r _________ 10© 20
P rick ly  A s h _____  © 75

E x trac ts
Licorice _________ 60@ 75
Licorice, p o w d ._60© 70

Flow ers
A rn ica  _________  75@ 80
C ham om ile Ged.) 30® 40 
C ham om ile Rom. @1 25

Gums
A cacia, 1 s t _____  © 60
A cacia, 2 n d __ __ © 50
A cacia, S o r t s ___  35 © 40
A cacia, Pow dered 4O'© 50 
Aloes (B arb  Pow ) 35© 45 
Aloes (Cape Pow .) 25© 35 
Aloes (Soc. Pow .) 75© 80
A safoetida  _____  50© 60

Pow. — ______  90© 1 00
C am phor _______  87© 95
G uaiac _________  @ 60
Guaiac, pow’d __  @ 70
K ino -----------------  @1 25
Kino, pow dered— @1 20
M yrrh --------------  @1 15
M yrrh, powtdered @1 25 
Opium, powd. 21 00@21 50 
Opium, g ran . 21 00@21 50 
Shellac. O range 50© 65 
Shellac, W hite  55© 70 
T rag acan th , pow. @1 75
T rag acan th  ___  2 00@2 35
T u r p e n t in e _____  @ 30

Insecticides
A rsenic ________  08@ 20
Blue V itriol, bbl. © 07 
B lue V itriol, less 08© 15 
Bordea. Mix D ry  12 %@ 23 
H ellebore. W hite

pow dered ______ 15© 25
In sec t Pow der_47%@ 60
L ead  A rsena te , Po. 13% @27 
Lim e an d  S u lphur

D r y ---------------- 09© 23
P a ris  G r e e n ___ 26% @46%

Leaves
B u o h u ____ ______  © 90
B uehu, pow dered @1 00
Sage, B u l k _____  25© 30
Sage, % l o o s e _ © 40
Sage, pow dered— @ 35
Senna, A l e x .___  50© 75
Senna, T inn . pow. 30© 35 
U va U r s i _____ _ 20© 25

Oils
Alm onds, B itte r,

tru e  _________
Almonds, B itte r,

a r t i f i c ia l_____
Alm onds, Sw eet.

t r u e ___ 1_____
A lm onds, Sw eet,

Im ita tion  ___
A m ber, c r u d e _
A m ber, rectified
A nise _________
B e r g O m o n t___
C ajep u t _______
C a s s i a _________
C a s to r _______ __
C edar L e a f ____
C itro n e l la _____
Cloves _________
C oooanut _____
Cod L i v e r _____Croton ______

7 50@7 76

3 00@3 25

1 50@1 80

1 00@1 25 
1 00@1 25
1 50© 1 75
2 00©  2 26 
6 50© 7 00 
2 00@2 26
3 00© 3 25
1 55@1 80
2 OO® 2 25 
1 00@1 20
4 00© 4 25 
27% © 35 
1 40©2 00 
6 00© 6 25

C otton S e e d ___ 1 35@1 50
Cubebs _______  5 00© 5 25
E igeron _______  4 00© 4 25
E ucalyp tus  ____   1 25 @1 50
H em lock, pu re_ 2 00©2 25
Ju n ip e r B errie s- 4 50@4 75 
Ju n ip e r W ood _ 1 50@1 75
L ard , e x t r a ___ 1 55© 1 65
L ard , No. 1 ____ 1 25© 1 40
L avender F low_ 6 00© 6 25
L avender G arin - 1 25@1 50
Lem on _____ - __ 4 00©4 25
Linseed, raw , bbl. @1 08 
L inseed, boiled, bbl. @1 11 
L inseed, bid. less 1 18@1 31 
L inseed, raw ,less  1 15@1 28 
M ustard , artifil. oz'. © 35
N eatsfoo t ______ 1 25@1 35
Olive, p u r e _— 4 00@5 00
Olive, M alaga,

yellow _______  3 00© 3 50
Olive, M alaga,

g r e e n ________  2 85©3 25
Orange, Sw eet 6 00© 6 25 
O riganum , p u re - @2 50 
O riganum , com ’l 1 00© 1 20
Pennyroyal ___  3 00© 3 26
B epperm in t ___  5 50@5 70
Rose, p u r e ___  13 50@14 00
R osem ary  F low s 1 25©1 50 
Sandelwood. E.

I . ---------------- 12 50© 12 75
S assafras, tru e  2 00@2 25 
S assafras , a r t i ’l 75 @1 00
S p e a r m in t_____  7 00©7 25
Sperm  ----------------1 50@1 75
T an y  ----------------- 7 00© 7 25
T a r  U SP  _____  65© 75
T urpen tine, b b l .___ © 52
T urpen tine, less 59© 72 
W intergreen ,

l e a f ---------------- 6 00@6 25
W intergreen , sw eet

birch -------- ____ 3 00@3 25
W intergreen , a r t  75@1 00
W orm  S e e d ___  4 50©4 75
W ormwood, o z ._ @1 50

Potassium
B icarbonate  ____  35© 40
B ichrom ate  ____  15@ 25
B ro m id e ________  69© 85
Brom ide ________  54© 71
C hlorate, g ra n ’d- 21© 28 
C hlorate, powd. 16© 23

or X t a l _______  17© 24
Cyanide ------------- 30© 90
Iodide ----------------4 06@4 28
P e rm an g an a te  __ 22%@ 35 
P ru ssia te , yellow 35©  45 
P ru ssia te , red  __ @ 70
Sulphate -----------  35© 40

Roots
A lkanet :------------  30© 35
Blood, pow dered . 40© 45
C a la m u s ________  35© 85
Elecam pane, pwd. 20@ 30 
G entian, powd. _ 20© 30 
Ginger, A frican,

p o w d e re d _____  30© 35
Ginger, Jam a ic a -  60© 65 
G inger, Jam aica ,

p o w d e r e d ____ 45© 60
Goldenseal, pow. 5 00@5 50
Ipecac, p o w d ._5 50@6 00
L i c o r ic e ________  35© 40
Licorice, powd—  20© 30 
O rris, pow dered- 45© 50
Poke, powdered__35© 40
R hubarb , powd. __ @1 00
Rosinwood. powd. @ 50 
S arsaparilla , Hond.

ground ----------- @1 10
Sarsaparilla , Mexic. © 60
Squills _________  35® 40
Squills, pow dered 70© 80
Tum eric, powd__ 20© 25
V alerian , powd. „  © 60

Seeds
A n is e -----------------  © 35
Anise, pow dered 35© 40
Bird. I s  -----------  13© 17
C an ary  --------------  12© 18
C araw ay, Po. 30 25© 30
C ardam on _____  2 50© 2 76
C oriander pow. .40 30© 25
Dill ------------------- 16® 20
F ennell ------------- 35®  50
F lax  -------------------9%@ is
F lax , g round  __ 9%@ 15 
Foenugreek , pwd. 15© 25
H em p --------------  8© 15
Lobelia, powd. __ @1 30
M ustard , yellow 17© 25
M usard, black__  20© 25
P o p p y ---------------- 15© 30
Quince -------------1 75@2 00
Sabadilla  _______  45© 50
Sunflow er ______  is ©  18
W orm , A m erican  30© 40 
W orm . L av a n t _ 6 50©7 00

B enzoin Comp’d-
B uchu _________
C an tharides  ___
C a p s ic u m ______
C atechu  _______
C in c h o n a _______
C o lc h ic u m _____
Cubebs ________
D ig i t a l i s _______
G e n t ia n ________
G u a ia c _________
G uaiac, Ammon_
Iodine _________
Iodine, Colorless-
Iron, C lo .______
K i n o ___________
M yrrh _________
N ux V o m ic a ___
Opium _________
Opium, C a m p ._
Opium, D eodorz’d 
R h u b a r b _______

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

Tinctures
A c o n ite ___
Aloes ______
A safoetida
A rn ica  ___
Belladonna. 
B e n z o in ___

@1 80 
©1 56 
@2 28 
©1 60 
@1 44 
©2 28

P a in ts
Lead, red  d ry  — 13% @14% 
Lead, w hite  d ry  13%@14% 
Lead, w hite  oil 13%@14% 
Ochre, yellow bbl. @ 2% 
Ochre, yellow less 3© 6 
R ed V enet’n  Am. 3%@ 7 
Red V en et’n  E ng. 4© 8
P u t t y ---------------- 6© 8
W hiting , b b L __  @ 4%
L rhw inf  iT-------- 5% ©10L. H . P . P rep —  2 80@3 00 
R ogers P r e p ._2 80@3 00

M sceillaneous
A c e ta n a i id _____  57® 75
Alum  ---------------- a«® i 2
Alum. powd. an d

g r o u n d ----- - 09© 15
B ism uth , S ubni

t ra te  --------------- 2 00©2 40
B orax  x ta l o r

pow dered --------  06© 13
O antharides, po. 1 25 @1 50
C a lo m e l-------------2 72@2 82
Capsicum , pow ’d  62© 75
C arm ine ---------- 8 00© 9 00

C assia B uds ___ 30© 40
3 -------------- 40© 50

Chalk P rep a red — 14© 16
C h lo ro fo rm ------- 47® 54
Choral H y d ra te  1 20@1 50
C o c a in e -------- 12 85@13 50
Cocoa B u t t e r __  60© 96
Corks, list, less 30710 to

C o p p e ra s -----------  03@1(>10
Copperas, Powd. in
Corrosive Sublm  2 25(¡a)2 30 
9?**“ “  T a r ta r  35© 45
c u t t le  bone __  40© 50
D etxrine  ---------- 6© 15
D o v e rs  Pow der 4 00@4 60 
E m ery, All Nos. 10© 15 
E m ery, Pow dered *■ 
E psom  Salts, bbls.
Epsom  Salts, less  3)
E rgot, pow dered —"@ 4
Flake, W h i t e __  15®
Form aldehyde, lb. 12©
G elatine -----------  80©
G lassw are, less 55% 
G lassw are, full case  60% 
G lauber Saits, bbl. @u; 
G lauber S a lts  less 04©
Glue, B r o w n ___  20©
>f ue’ B row n Grd 16©
Glue. W h i te ----- 27 %@
Glue, w hite  g rd . 25©
G lycerine ----------17%@

---------------- 75©
T°£*?e ------------- 6 45@7Io d o fo rm ---------- 8 00© 8
L ead  A c e t a t e _20©
M ace ----------------  ® i
M ace powdered__ ® i
M e n th o l-------------7 oo@8
M o rp h in e ----- 13 58@i4
N ux V o m ic a ___  @
N ux Vomica, pow. 15© 

Pepper, black, pw. 45© 
W hite , jx 76© 

F itch , B u rg u n d y . 20©
Q u a s s ia -------------  12®,
S uinine, 5 oz. j& n s  @
Rochelle S a l t s _28©
S a c c h a r in e -------2 60@2
S alt P e t e r _____  11®
Seidlitz M ix ture  30©
&oap, g r e e n ___ 15®
Soap, m o tt c a s t _ ©
Soarx w h ite  C astile,

c a s e ------------------- @15
Soap, w h ite  C astile

less, pe r b a r __ @1
Soda A s h ______  3®
Soda B icarbonate  3%@
l° fS v  -------- 02% ©S pirits  C am phor @1
Sulphur, roll ___  4®
Sulphur. Suhl. __ 4%®
T a m a r in d s --------  20©
T a r ta r  E m e t ic _70a
T urpen tine, Ven. 50© 
V anilla  Ex. p u re  1 50©2 
Venilla Ex. pure  2 25© 2 
Zinc S u lp h a te_06©

W ebster C igar Co. B ran
W e b s te r e t t e s __  38
C in c o s ____________ ” 3j
W eb ste r Cadillac« I I  75 
Golden W edding

F a n a t e l l a s ________ 75
Commodore -_— 95
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of maflmg 

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

ADVANCED DECLINED
Pork
W hite H and Picked B eans 
Raisins

F lour Home B aker

a m m o n i a
P arsons. 64 OZ. _____ 2 95
Parsons. 32 oz. _____ 3 35
Parsons, 18 oz. _____ 4 20
Parsone, 10 oz. _____ 2 70
P arsons, 6 oz. _____ 1 80

MICA A X LE GREASE
48. 1 l b . _____________ 4 65
24. 3 l b . _____________ 6 25
10 lb. pails, per doz. 9 40 
15 lb. pails, per doz. 12 60 
25 lb. pails, per doz. 19 15 
25 lb. pails, p e r doz. 19 15

A P P L E  BUTTER 
Q uaker, 24-21 oz.. doz. 2 16 
Q uaker, 12-38 oz., doz. 2 35 

BAKING POW DERS 
A rctic, 7 oz. tu m b le r 1 35
Royal, 10c, d o z ._____  95
Royal, 4 oz , d o z .___ 1 85
Royal, 6 oz.. d o z .___ 2 50
Royal, 12 oz., d o z ._4 95
Royal, 5 l b . _______  26 40
C alum et, 4 oz., doc. 95 
C alum et, 8 oz., doc. 1 85 
C alum et, 16 oz., doz. 3 26 
C alum et, 5 lb., doz. 12 10 
C alum et, 10 lb., doz. 18 60 
R om ford, 10c, per doz. 95 
R um ford. 8 oz.. doz. 1 86 
R om ford, 12 os., doz. 2 40 
R om ford. 5' lb., doz. 12 60

K. C. B rand
P e r case

10c size, 4 doz. _--------- 3 70
15c size. 4 d o z . ______6 50
20c size. 4 d o z . ----------7 20
26c size . 4 d o z . --------- 9 20
60c size. 2 doz. - ______ 8 80
80c size. 1 doz. — - — 6 86
10 lb. size, % d o z . ----- 6 76
BLEACH ER CLEAN SER 

Clorox, 16 oz., 24s — 3 85 
Lizzie. 16 oz.. 1 2 s ----- 2 15

BLUING
Am. BalL36-l oz.,cart. 1 00 
Q uaker, 114 oz.. N on

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

Perfop ied  B luina 
L izette , 4 'o z „  12s — 80
U z e tte , 4 oz., 24s — 1 60 
L izette , 10 oz.. 12s — 1 30 
U z e tte , 10 oz., 24s _ 2 50

BEANS and  PEAS
100 lb. bag 

B row n Sw edish B esnn 9 00
P in to  B e a n s ------- —  9 26
Red K dney B eans — 9 75 
W hite  H ’d P . B eans 8 25
Col. L im a  B eans ____ 14 50
Black B ye B eans _  16 00 
Split P eas. Yellow __ 8 00
S plit P eas, G r e e n _____9 00
Scotch P e a s ___________6 25

BURNERS
Q ueen A nn, No. 1 and

2, doz. __________   1 36
W hite F lam e, No. 1 

an d  2, d o z . ______ _ 2 26

B O TTLE CAPS 
Obi. Lacquor, 1 gross

pkg., p e r gross ___  16
B REA K FA ST FOODS

Kellogg’s  B rands.
Corn F lakes. No. 136 2 85 
Corn F lakes. No. 124 2 85

pkg., per g r o s s ----- 16
Pep, No. 224 _______ 2 70
Pep, No. 202 ____ 2 00
K rum bles. No. 424 __: 2 70
. .B ra n  F lakes, No. 624 2 45 
B ran  F lak es. No. 602 1 50 
Rice K rteples, 6 oz. „  2 70 
B ios Krisplea, 1 os. _  1 1 *

K affe H ag, 12 1-lb.
cans  _____________  6 15

All B ran , 16 oz. ______ 2 25
All B ran , 10 o z . _____ 2 70
All B ran , % oz. ______ 2 00

S traw berries
No. 2 ________________ 4 50
No. 1 ________________ 3 00
M arcellus, No. 2 _____3 25
P ride of Mich. No. 2_3 75

P ost B rands.
G rape-N u ts, 2 4 s _____ 3 80
G rape-N u ts. 1008 ___ 2 75
In s ta n t Postum , No. 8 5 40 
In s ta n t P ostum , No. 10 4 50 
°o s tu m  C ereal, No. 0 2 25 
P o s t T oasties. 36a — 2 85
P o s t T oasties, 24s _2 85
P o s t’s  B ran , 2 4 s _— 2 70
Pills B ran , 1 2 s  ___ 1 90
R om an M eat, 12-2 Üb— 2 35
C ream  W heat, 1 8 ____ 3 90
C ream  B arley , 1 8 ____ 3 40
R alston  Food, 1 8 ____ 4 00
M aple F lakes. 2 4 ____ 2 50
R ainbow  C orn F la .. 36 2 50 
S ilver F lak e  O ats, 18s 1 40 
S ilver B lake O ats, 12a 2 25 
90 lb. J u te  B ulk  O ats, 

b a g ----- ----------------- 3 10
R alston  N ew  O ats, 24 2 70 
R alston  N ew  O sta , 12 2 70 
Shred. W h ea t B is., 36a 3 85 
Shred. W h ea t B is., 72a 1 55
T riscu it, 2 4 s __ -_____ 1 70
W he&tena, 1 8 s ___ __ 3 70

CANNED FISH 
Clam Ch’der, 10% os. 1 35 
Clam Chowder, No. 2_ 2 75 
C lam s. S team ed. No. 1 3 00 
Clams, M inced, No. % 2 25 
F in n an  H addie, 10 oz. 8 30 
Clam Bouillon, 7 oz._ 2 50 
C hicken H addie, No. 1 2 76
F ish  F lakes, s m a l l_1 35
Cod F ish  Cake, 10 oz. 1 55
Cove O ysers. 5 o z ._1 75
L obster, No. %, S ta r  2 90
Shrim p, 1, w e t _____ 2 15
S ard ’s, >4 Oil, K ey — 6 10 
S a rd ’s, % Oil, K ey __ 5 0« 
Sardines, % Oil, k ’lesz 4 75 
Salm on, Red A laska ... 3 75 
Sainton. Med. A laska  2 85 
Salm on, P ink , A laska  1 35 
S ardines, 1m. %, ea. 10@22 
Sardines, 1m., %, ea. 25
Sardines, C a L _1 35@2 25
T una , >4. C urtis , doz. 3 80 
T una , %8, C urtis , doz. 2 20
T una , % Blue F in  _ 2 25
T una. Is. C urtis , doz. 7 00

BROOMS
Jewell, d o z .___ _____5 25
S tan d ard  P a rlo r , 23 lb. 8 25
F ancy  P a rlo r, 23 lb ._ 9 25
Ex. F an cy  P a rlo r  25 lb. 9 76 
Ex. Fey . P a rlo r  26 lb. 10 00
T o y _____ ___  1 76
W hiak, No. 3 _________ 3 76

BRUSHES
Scrub

Solid B ack. 8 i n . ---- 1 50
Solid B ack, 1 i n . ---- 1 75
Poin ted  E n d s -------------1 25

Stove
S h a k e r__ _______
No. 6 0 _________
P e e r le s s___ — —

Shoe
No. 4 - 0 --------------
No. 2-0

____ 1 80
___ 2 00
____ 2 60

____ 2 25
_____3 00

B U TTE R  COLOR 
Dandelion  - ___——  2 85

CANDLES
E lec tric  L ight, 40 lb«. 13.1
P lum ber, 40 l b s . -------12.8
P araffine , 6a -------------1414
P araffine, 1 2 a ______ 14 Vi
W ic k in g -- -------------- — 40
Tudor, 6s. per box — 30

CANNED FR U IT S 
H a r t  B rand

CANNED M EAT  
Bacon, M ed. B eechnu t 2 70 
Bacon, Lge. B eechnu t 4 50
Beef, N o 1, C o rn e d _2 80
B eef No. 1, R o a s t_3 00
Beef, 2 oz., Qua., sli. 1 35 
Beef, 3% oz. Qua. all. 2 26 
Beef, 5 oz., Am. Sliced 3 00 
Beef. No. 1. B ’n u t, all. 4 50 
B eefs teak  & Onions, a 3 70
Chili Con C ar., la  __ 1 36
Deviled H am , 1 4 s ___ 1 50
Deviled H am , % s ___ 2 85
H am b u rg  S teak  St

Onions, No. 1 _____ 8 16
P o tted  Beef, 4 o s . ___ 1 10
P o tted  M eat, 14 L ibby  62 
P o tted  M eat, 14 L ibby 90 
P o tted  M eat. 14 Q ua. 86 
P o tted  H am , Gen. 14 1 46 
V ienna Saua., No. 14 1 46 
V ienna Sausage, Q ua. 96 
Veal Loaf. M edium -_2 26

Baked Beans
C a m p b e lls ________   1 06
Q uaker, 16 o z . _____  86
F rem ont, No. 2 ______ 1 25
Snider. No. 1 ________ 1 10
Snider. No. 2 ________ 1 25
V an Cam p, s m a l l__ 90
V an Cam p, med. ____ 1 15

CANNED V E G E T A B L E S  
Hart Brand

Baked Beans
M edium, P la in  o r Sau. 85 
No. 10, S a u c e ________6 60

Apples
No. 1 0 _________________ 5 75

B lackberries
No. 2 ___  3 75
P rid e  of M ic h ig a n --------3 25

C herries
Mich, red . No. 1 0 __—12 50
Red, No. 1 0 _________ 13 00
Red, No. 2 ___________ 4 25
P rid e  o f M ich. No. 2_ 3 65
M arcellus R ed ______ 3 - 25
Special P i e __ ________ 2 70
W hole W h i t e __________ 3 10

G ooseberries
No. 10 _______________ 8 00

P ears
19 oz. g l a s s ___________ 5 65
P ride  of M ich. No. 214 4 20 

P lum s
G rand Duke, No. 2 % „  3 25 
Yellow E ggs No. 214_3 25

Black R aspberries
No. 2 ____ , _________ 3 75
P rid e  of Mich. No. 2_3 25
P ride of Mich. No. 1— 2 35

Red R aspberries
No. 2 ___ ____________ 3 25
No. 1 . . .________   3 75
M areellus, No. 2 _____3 75
P rid e  o f Mich. No. 2__ 4 25

Lim a Beans
L ittle  D o t No. 2 ___ 3 10
L ittle  Q uaker, No. 10-14 00
L ittle  Q uaker, No. 1_1 95
Baby. No. 2 _________ 2 80
Baby. No. 1 __________ 1 95
P rid e  of Mich. No. 1 „  1 65 
M arcellus, No. 1 0 ____ 8 75

Red Kidney B eans
No. 10 _______________ 6 50
No. 5 ________________ 3 70
No. 2 ________________ 1 30
No. 1 _______________  90

S trin g  Beans
L ittle  Dot, No. 2 ____ 3 46
L ittle  D o t  No. 1 ____ 2 50
L ittle  Q uaker, No. 1_2 00
L ittle  Q uaker, No. 2— 3 00 
Choice W hole. No. 10-13 25
Choice W hole No. 2_2 60
Choice W hole, No. 1_1 80
C u t  No. 1 0 ________ 10 75
C u t  No. 2 ___________ 2 15
C u t  No. 1 __________1 60
P ride of Mich. No. 2__ 1 75
M arcellus, No. 2 __ 1 60
M arcellus. No. 1 0 ___8 50

W ax Beane
L ittle  Dot, No. 2 __ 2 80
L ittle  D o t  No. 1 __ 2 10
L ittle  Q uaker, No. 2_2 70
L ittle  Q uaker, No. 1_1 96
Choice W hole. No. 10_13 25 
Choice W hole, No. 2— 2 60 
Choice W hole, No. 1__ 1 76

C u t  No. 1 0 _________ 10 75
C u t  No. 2 ___________ 2 15
C u t  No. 1 ___________ 1 45
P r id e  of M ic h ig a n _1 75
M areellus Cut, No. 10_ 8 50

B eets
Small, No. 2 % ______ 3 00
E tx ra  Sm all, No. 2 _3 00
F an cy  Sm all No. 2 _2 50
P ride  of M ichigan _ 2 25
M areellus C u t  No. 10_ 6 75 
M arcel. W hole. No. 2)4 1 85

C arro ts
Diced, No. 2 ______   1 40
Diced, No. 10 ________ 7 00

Com
Golden B an., No. 3_3 60
Golden B an., No. 2— 2 60 
Golden B an., No. 10-10 75
L ittle  D o t  No. 2 ___ 1 80
L ittle  Q uaker, No. 2- 1 80 
L ittle  Q uaker, No. 1- 1 45
C ountry , Gen., No. 1_1 45
C ountry  Gen. No. 2_1 80
P ride of M ich., No. 5- 5 20 
P ride  of M ich., No. 2- 1 70 
P rid e  of M ich., No. 1_ 1 35
M arcellus, No. 5 ____ 4 30
M arcellus, No. 2 ____ 1 40
M arcellus, No. 1 ____ 1 15
F ancy  Croaby, No. 2_1 80
Fanoy Crosby, No. 1_1 45

Peas
L ittle  Dot, No. 2 ____ 2 60
L ittle  Dot, No. 1 ____ 1 80
L ittle  Q uaker, No. 10 12 00
L ittle  Q uaker, No. 2_2 40
L ittle  Q uaker, No. 1_1 65
S ifted  E . June, No. 10-10 35 
S ifted  E . Ju n e . No. 5— 5 75 
S ifted  E. Ju n e  No. 2 „  2 00
S ifted  E. June, No. 1_1 40
Belle of H a r t ,  No. 2_1 40
P rid e  of M ich., No. 10- 9 10
P rid e  of M ich., No. 2_1 75
G ilm an E. Ju n e , No. 2 1 40 
M arcel., B. Ju n e , No. 2 1 40 
M arcel., B. Ju n e , No. 5 4 50 
M arceL, B. Ju ., No. 10 7 50 
T em pla r B. Ju ., No. 2-1 35 
T em pla r B. Ju ., No. 10 7 00

Pum pkin
No. 10 _______________ 5 50
No. 2)4 ______________ 1 80
No. 2 ________________ 1 45
M areellus, No. 1 0 ____ 4 50
M areellus, No. 2 ) 4 ___ 1 40
M areellus No. 2 _____ 1 15

S au e rk ra u t
No. 10 _______________ 5 00
No. 2 ) 4 ______________ 1 60
No. 2 ________________ 1 25

Spinach
No. 2)4 ______________ 2 50
No. 2 ______   1 90

Squash
Boston, No. 3 ________ 1 80

Succotash
Golden B antum , No. 2 2 75
L ittle  Dot, No. 2 ____ 2 55
L ittle  Q u a k e r ________ 2 40
P ride of M ic h ig a n ___ 2 16

T om atoes
No. 10 _______________ 6 50
No. 2)4 ______________ 2 36
No. 2 ________________ 1 65
P ride  of M ich., No. 2)4 2 25
Pride of Mich., No. 2_1 50

CATSUP.
B eech-N ut, s m a l l ___ 1 60
B eech-N ut, l a r g e ___ 2 40
Lily of Valley, 14 oz._2 25
Lily of Valley, )4 p in t 1 65
Sniders, 8 o z . ________ 1 60
Sniders, 16 oz. ______ 2 3b
Q uaker, 10 oz. _____  1 35
Q uaker, 14 oz. ______ 1 80
Q uaker, Gallon G lass 12 00 
Q uaker, Gallon T i n _7 25

CH ILI SAUCE
Snider, 16 o z . ________ 3 15
Snider, 8 oz. _________ 2 20
Lilly  V alley. 8 oz. „  2 25
Lilly  Valley, 14 o z ._3 25

OYSTER COCKTAIL
Sniders, 16 oz. ______ 3 15
Sniders, 8 oz. ______ 2 20

C H E E S E
R oquefort ______________ 62
Pim ento , sm all tin s_1 65
W isconsin D aisy  _______22
W isconsin  F la t  ________ 22
New Y ork J u n e  _______ 34
Sap Sago ______________ 40
B rick  __________________ 23
M ichigan F la ts  ________ 22
M ichigan D aisies ______ 22
W isconsin L o n g h o r n _22
Im ported  Leyden ______ 28
1 lb. L i m b u r g e r _______ 30
Im ported  Sw iss ________ 58

f r a f t  P im en to  L o a l f_31
ra f t  A m erican  L o a f_29

K ra ft B rick  L o a f _____ 29
K ra f t  Sw iss L o a f ____ 35
K ra f t  Old Eng. L oaf_46
K raft, P im ento . )4 lb. 2 25 
K ra ft, A m erican, % lb. 2 25 
K ra ft B rick, % lb. „  2 26 
K ra f t  L im burger, )4 lb. 2 26 
K ra ft Swiss, )4 lb. — 2 36

CH EW IN G  GUM
A dam s B lack  J a c k __65
A dam s B loodberry ____ 65
A dam s D entyne ______ 65
A dam s Calif. F r u i t _65
A dam s Sen Sen ______ 65
B eem an’s P epsin  ______ 65
B eechnut W in te rg reen -
B eechnut P ep p erm in t_
B eechnu t S pearm in t
D oublem int _________  65
P epperm in t, W r ig le y s_65
S pearm in t, W r ig l e y s_65
Ju icy  F ru it  _______ 65
K rig ley’s  P - K _________ 65
Zeno ___________________ 65
T e a b e r r y _______________ 65

COCOA

D roste’s  D utch , 1 lb ._ 8 50
D roste ’s D utch , % lb. 4 50 
D roste ’s D utch , % lb. 2 35 
D roste ’s D utch , 5 lb. 60
Chocolate A pples -___ 4 50
P astelles , No. 1 ____ 12 60
P astelles , % l b . _______ 6 60
P a in s  De C a f e ________ 3 00
D roste’s B ars, 1 doz. 2 00
D elft P aste lles  ______ 2 15
1 lb. Rose Tin Bon

Bons ______________ 18 00
7 oz. Rose T in  Bon

Bons _______________ 9 00
13 oz. Crem e De C ara-

que _______________ 13 20
12 oz. R o s a c e s ______ 10 80
)4 lb. R o s a c e s______ 7 80
% lb. P a s t e l l e s _____ 3 40
L angues De C hats  — 4 80

CHOCOLATE
B aker, C aracas, ) 4 s ____ 37
B aker, C aracas, ) 4 s ____ 35

JL O TH E S LINE
H em p, 50 f t . __  2 00@2 25
T w isted  C otton,

50 f t. _______  3 50@4 00
B raided. 50 f t . ______ 2 25
Sash  C o r d _____  2 85@3 00

C O FFE E  ROASTED 
B lodgett-B «ckley  Co. 

Old M a s t e r __________  40

Lee A  Cady 
1 lb. P ackage

M elrose ______ - _______
L ib erty  ______________
Q uaker _______________
N edrow  _____________
M orton H o u s e _______
R eno _________________
Royal C lu b ___________
Im perial _____________
M ajestic  _____________
Boston B re ak fas t B lend

30 
18 
32
31 
39 
31
27 
41 
35
28

M cLaughlin’s  K ep t-F resh

itpt-fiesih

Coffee E x tra c ts
M. Y., per 1 0 0 _____  12
F ra n k 's  50 p k g s ._4 25
H um m el’s  50 1 lb. 10)4

CONDENSED MILK
Leader, 4 doz. _____  7 00
Eagle, 4 doz. _______ 9 00

MILK COMPOUND
H ebe, Tall, 4 d o z .__ 4 50
H ebe. Baby, 8 d o z ._4 40
Carotene. Tall, 4 doz. 3 80 
Carolene, B a b y _____ 3 50

P e t, T a ll ____________ 4 20
P e t, Baby, 8 o z . ___ 4 10
B orden’s T a l l ________ 4 20
B orden’s B a b y _______ 4 10

CIGARS
A iredale ___________  35 00
H av an a  S w e e ts_____35 oi
H am eter Cham pion_ 37 5u
C anad ian  C lu b _____ 35 uu
R obert . E m m e t t___ 75 uo
Totq M oorq M onarch 76 oo
W ebster C a d i lla c ___ 76 uo
W ebster A sto r F o i l . .  75 uu 
W ebster K nickbocker 95 uu 
W ebster A lbany Foil 95 uu
B ering  A p o llo s_____ 95 Ou
B ering  P a lm ita s  „  115 uu 
B ering  D iplom atica 115 U»
B ering  D e lio s e s___  120 00
B ering  F a v o r i t a ___ 135 ou
B ering  A lbas _____ I5u u.

CONFECTIONERY 
S tick  Candy Pails 

P ure  S ugar Sticks-600c 4 0( 
B ig S tick, 20 lb. case l* 
H orehound Stick , 5c __ 18

Mixed Candy
K in d erg a rten  __________ l"
L eader ____ __________
F rench  C r e a m s ____ I I I  i¿
P a ris  C r e a m s __________ 16
G rocers ________________ i!
F ancy  M i x t u r e ________ 17

Fancy  Chocolates
6 lb. boxes 

B itte rsw eets . A ss’ted 1 75 
M ilk Chocolate A A 1 75
N ibble S t i c k s ______ l  75
Chocolate N u t Rolls _ 1 85
M agnolia Choc ______ 1 ¿5
Bon Ton Choc. ______ 1 5u

Gum Drops P ails
A nise _______________  it,
C ham pion G um s ____   16
Challenge G um s ____ _ )
Jelly  S tr in g s  _________  1 |

Lozenges P an s
A. A. Pep. L o z e n g e s_lo
A. A. P in k  L o z e n g e s_15
A. A. Chou. L ozenges_15
M otto H e a r ts  _______  19
M alted M ilk L o z e n g e s_21

H ard Goods Pali»
Lem on D rope _____  . X9
O. F. H orenound dps._
Anise S q u a r e s ______ is
P e a n u t S q u a r e s _______17

Cough Drops Bxs
P u tn a m ’s ___________1 35
S m ith  B r o s . _______-  1 50
L uden’s ___ __ __... . 1 50

Package Goods 
C ream ery  M arshm allow s 

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

Specialties
P ineapple  Fudge  _____ j j
I ta lia n  Bop B o n s   17
B an q u e t C ream  M in ts! 23 
S ilver K ing M .M aiiows 1 to 
H andy P ackages, 12-10c 80

-  COUPON BOOKS 
50 Econom ic g rade  3 50 

100 Econom ic g rade  4 5U 
500 Econom ic g rade  20 00 

1000 Econom ic grade 37 5u 
W here 1.0U0 books a re  

ordered  a t  a  tim e, spec ia l
ly p rin ted  fro n t cover is 
fu rn ished  w ithou t charge.

CREAM OF TARTAR 
6 lb. b o x e s ____  M, a 4|

APPIO*
N. Y. Fey., 6u lb. box 16) 
N. Y. Fey., 14 oz. pkg. 16

A pricots
E vapora ted . Choice ____ 19
E vaporated , F a n c y ___ 2s
E vaporated , S l a b s ____ 18

Citron
10 lb. box ___________  40

C u rran ts
Packages, 14 o z .  __ 18
Greek, Bulk, l b . _____ 15

EVAPORATED MILK

Page, T all __________ 4 10
Page, B aby __________ 4 00
Q uaker, Tall, 4 doz._3 75
Q uaker, Baby, 2 doz. 3 65 
Q uaker, Gallon, )4 doz. 3 70 
C arnation , Tali, 4 doz. 4 20 
C arnation , Baby, 8 dz. 4 10 
O a tm an’s D undee, T all 4 20 
Oafaman’s D ’dee, B aby  4 10
E very  Day, T all   4 20
E v ery  Day, B a b y ___ 4 15

D ates
D rom edary, 3 6 s _____ 6 76

Peaches
Evap. C h o ic e _________  19
F ancy  ________________  22

Peel
Lem on, A m e r ic a n ___ 30
Orange, A m e r ic a n ____30

R aisins
Seeded, b u l k ______ 08
Thom pson’s  s ’d less blk 07% 
Thom pson’s  seedless,

15 oz. _____________ 09
Seeded, 15 o z . _______ 10

California P runes
60@70, 25 lb. 
500)60, 25 lb. 
40(5)50, 25 lb. 
30(5)40, 25 lb. 
20®> 30, 25 lb. 
18@24. 25 lb.

boxes_@09
boxes_@10
boxes_@10,%
boxes_@11%
boxes_@16
boxes—@18
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Hominy
Pearl. 100 lb. s a c k s _3 b<>

M acaroni 
M ueller’s  B rands 

9 oz. package, per doz. 1 30 
9 oz. package, per case 2 6(

B u lk  G ood s
Elbow. 20 lb. _____  6%@8
E gg Noodle, 10 l b s . _14

P e a rl B a r le y
0000 _________________ 7 00
B arley G rits  ________ 5 00
C heste r _____________ 3 76

Sa g e
E a s t Ind ia  ___________  10

T a p io ca
Pearl. 100 lb. s a c k s _(1?
M inute. 8 oz., 3 doz. 4 05
D rom edary I n s t a n t __ 3 50

J iffy  P u n ch
3 doz. C a r to n ______ 2 25

A ssorted  flavors.

FLOUR
v .  C. M il l in g  Co. B ra n d s
Lily W h ite  ___________
H a rv e s t Q ueen -----------
Yes M a’am  G raham .

50s ________________ 2 20

Lee  &  C a d y  B ra n d s
A m erican E a g l e ______ 6 70
H om e B a k e r _________5.75

NUTS—Whole
Almonds, T a rrag o n a_25
Brazil, New ________17
F ancy  M ixed ________ 24
Filberts, Sicily ______ 22
P ean u ts , Vir. R oasted  11 
P eanu ts , Jum bo, std . 13
Pecans, 3, s ta r  ______ 25
Pecans, Jum bo ______ 40
Pecans, M a m m o th _50
W alnuts, C a l .___ 27@29
H ic k o ry _____________  07

Salted Peanuts 
Fancy, No. 1 ___________14

Shelled
Alm onds S a l t e d ________ 96
P eanu ts , Spanish

125 lb. bags _________ 12
F ilb erts  _______________ 32
P ecans  S alted  _______  82
W alnu ts  B u r d o _______  62

MINCE M EAT
None Such, 4 d o z .__ 6 47
Q uaker, 3 doz. case — 3 50 
Libby. K egs, w et, lb. 22

O LIV ES
4 oz. J a r ,  P lain , doz. 1 15 

10 oz. J a r ,  P la in , doz. 2 25 
14 oz. J a r ,  P la in , doz 4 75 
P in t J a rs , P la in , doz. 2 75 
Q u art J a rs , P la in , doz. 5 00 
l Gal. G lass Ju g s, P la. 1 80
5 Gal. Kegs, e a c h ___ 7 50
3% oz. J a r ,  Stuff., doz. 1 35
6 oz. J a r ,  Stuffed, doz. 2 25 
9% oz. J a r , Stuff., doz. 3 75

FR U IT CANS 1 Gal. Jugs, Stuff., dz. 2 70 Poor ___

F.
H alf

Mason
O. B. G rand Rapida 
p in t ___________ 7 60

PARIS
%8 --------------

GREEN 
_________  34 Pork

Loin, med. _
One p in t ___  ___ 7 75 B u tts  _

9 10 Shoulders
H alf gallon ________ -12 15 PEA NU T BU TTER S p a r e r i b s _

N eck bones _

H alf p in t ____________ 9 or
One p in t ____________ 9 50
One q u a rt _________ 11
H alf gallon ____ ±___ 15 40

GELA TIN E
Jell-O , 3 doz. ________ 2 85
M inute. 3 doz. ______ 4 05
Plym outh, W h i t e ___ 1 55
Q uaker, 3 doz. ______ 2 25

SU R E SE T  PRODUCTS 
Made in G rand Rapids 

and Home Owned

S u rese t G elatin  D es
sert. 4 doz. _______ 3 20

Surese t G elatin  D es
sert, 26 oz., 1 doz__5 00

S urese t Ice Cream
Pow der, 4 doz. ___ 3 20

F in es t P udding 
Pow der, 1 doz. C oun
te r  D isplaÿ, 4 to  case 3 20 

F in e s t P u re  F ru it  
O rangeade & L em on
ade, 2 doz. A ss’t
C ounter D is p la y __ 1 80

F inest F ru i t  Punch, 
Envelope Style, 3 doz. 
carton , a s s ’t  flavors 2 10

JE L L Y  AND PR ESER V ES
Pure, 30 lb. p a i l s ___ 3 30
Im itation , 30 lb. pails 1 85 
Pure, 6 oz.. A sst., doz. 90 
P ure  P res., 16 oz., dz. 2 40

JE L L Y  GLASSES 
8 oz.. p e r doz. —_____  36

OLEOM ARGARINE 
Van W estenbrugqe B rands 

C arload D istribu to r

Bel Car-M o B rand
24 1 lb. T i n s _________ 4 70
8 oz., 2 doz. in c a s e _2 90
15 lb. pails  ________ i__
25 lb. pails ______ _____

PETROLEUM  PRODUCTS 
From  T ank  W agon

Red Crown G a so lin e_19.7
Red Crown E t h y l ___ 22.7
Solite Gasoline ______ 22.7

In Iron B arrels 
P erfec tion  K erosine __ 14.6 
Gas M achine Gasoline 38.1 
V. M. & P. N ap h th a_18.8

ISO-VIS MOTOR OILS 
In Iron B arrels

L igh t __________ _____ 77.1
M edium -------- 77.1
H eavy ___ _____ 77.1
Ex. H eavy _____ 77.1

^ g l a r i n g

Iron B arrels
L ight -------------------------65.1
M ed iu m .__ __________ 65.1
H eavy -----------------------65.1
Special heavy  ________ 65.1
E x tra  heavy ________ 65.1
P olarine  “F ”  ________ 65.1
T ranm ission  Oil _____ 65.1
Finol, 4 oz. cans, doz. 1 50 
Finol, 8 oz. cans, doz. 2 30
Parow ax, 100 lb. ___ 8.3
P aro  w ax, 40, 1 l b . __8.55
Parow ax . 20, 1 l b . __ 8.8

Bestfoods
Nucoa, 1 l b . _________ 20%
Nucoa, 2 lb. ________ 20

W ilson & Co.’s B rands 
Oleo

Certified ______ 1______ 24
N ut ___________________ 18
Special Roll __________ 19

M ATCHES
Diam ond, 144 b o x _4 25
S earchlight, 144 box_4 25
onto  Red Label, 144 bx 4 2u 
Ohio Blue Tip, 144 box 5 ou 
Ohio Blue Tip. 720-lc 4 00
•Reliable, 144 _______ 3 15
•Federal, 144 _______ 3 95

S afe ty  M atches
Quaker« 6 «ro, case—« 4 ?5

Sem dac, 12 pt. cans  3 00 
Sem dac, 12 q t. cans 6 00

PICK LES 
Medium Sour 

5 gallon. 400 c o u n t_4 75

Sw eet Small
16 Gallon, 2250   27 00
5 Gallon, 760 ________ 9 76

Dill Pickles
Gal. 40 to  T in , doz._10 26
No. 2% T i n s __________ 2 26
32 oz. G lass Picked__2 80
32 oz. G lass T hrow n 2 40

Dill P ickles Bulk
6 Gal., 200 _________ 6 25

16 Gal., 650 ____ ____ 11 26
45 Gal., 1300 _______  30 00

PIPE S
Cob, 3 doz. in bx. 1 00@l 20

PLAYING CARDS 
B attle  Axe, p e r doz. 2 65
Torpedo, p e r d o z .___ 2 26
Tubs, 60 C ount, fy. fa t 5 50

POTASH
B ab b itt’s, 2 doz. ___ 2 75

FR ESH  M EATS 
Beef

Top S teers  & H e i f .___ 18
Good S t’rs  & H ’f 15%@17
Med. S teers  & H e i f ._15
Com. S teers  & H e i f ._14

Veal
Top -----------------------------  18
Good _________________  14
M edium ______________  n

Lam b
Spring  L am b __________ 20
Good _________________  is
M e d iu m ____ __________ ~ 14
Poor _______________   13

M utton
Good ___________________ i 2‘

24

PROVISIONS 
B arreled Pork 

C lear B ack __ 25 00@28 00 
S hort C ut Clear26 00@29 00

Dry S alt M eats 
D S Bellies __ 18-20@18-17

Lard
P u re  in t i e r c e s _______  13
f® J*», t u b s -----advance %
»0 lb. t u b s -----advance %
"® ÎÎ*. p a i l s -----advance %
10 lb. p a i l s ---- advance %
5 lb. p a l l s -----advance 1
3 lb. p a i l s ----advance 1

Compound t i e r c e s    11 %
Compound, t u b s ___ _ 12

Suasages
B o lo g n a ______  is
L iver ________   is
F r a n k f o r t_ 91
Pork  ___  f i
Veal _______ ”
Tongue. J e l l i e d ___  35
H eadcheese _______ZZZ~ jg

Sm oked M eats 
H am s. Cer. 14-16 lb. @27 
H am s, C ert., Skinned

16-18 lb. -----------  @26
H am . d ried  beef

K nuckles _______  « u n
C alifornia H a m s _@17%
Picnic  Boiled w

Haims ----------- 20 @25
Boiled H a m s ______ @39
M inced H a m s _____ @18
Bacon 4/6 C ert. 24 @31

Beef
Boneless, rum p  28 00@36 00 
Kump. new  __ 29 00@35 00

_  Liver
C a l f _________   t i
p o r k ----------------

RICE
F ancy  Blue R o s e ___ 5 65
Fancy H ead ______ ~  07

RUSKS
D utch T ea  R usk Co. 

Brand.
36 rolls, per c a s e ___ 4 26
18 rolls, per c a s e ___ 2 25
12 rolls, per c a s e ___ 1 60
12 cartons, p e r c a s e _1 70
18 cartons, pe r c a s e _2 65
36 cartons, per case __ 5 00

SALERATUS
Arm  and  H am m er __ 3 75 

SAL SODA
G ranulated . 60 lbs. es. 1 35 
G ranulated , 18-2% lb. 

p a c k a g e s __________ 1 00

COD FISH
M iddles _____________  20
T ablets, % lb. P u re  __ 19%

doz. _____________ 1 40
Wood boxes. P u r e _30
W hole Cod :_________ 1 1 %

HERRING 
Holland H erring

Mixed, K egs _______  90
Mixed, half b b l s . _____ 9 76
Mixed, bbls. _______  17 50
M ilkers, K egs ______ 1 00
M ilkers, half b b l s ._9 75

Lake H erring
% Bbl., 100 lbs. ___ 6 50

M ackeral
Tubs, 60 Count, fy. f a t  6 00 
Pails, 10 lb. F ancy  fa t  1 50

W hite  Fish
Med. Fancy. 100 lb. 18 on
M ilkers, bb la  _____  18 50
K  K K  K  N o r w a y _19 5u
8 lb. pails _________  1 40
C ut L unch  _________  1 50
Boned, 1U lb. b o x e s_16

SHOE BLACKENING
2 in 1, P as te , d o z .__ 1 35
E. Z. Com bination, dz. 1 35
D ri-Foot, doz. ______ 2 00
Bixbys, Dozz. ________ 1 35
Shinola, doz. _______  90

STOVE POLISH 
Blackne, per doz. __ 1 35 
B lack Silk Liquid, dz. 1 35 
B lack Silk P as te , doz. 1 25 
E nam eline P as te , doz. 1 35 
Enam eline Liquid, dz. 1 35 
E. Z. Liquid, p e r doz. 1 40
R adium , p e r d o z .___ 1 35
R ising Sun, per doz. 1 35 
654 Stove E nam el, dz. 2 80 
Vulcanol. No. 5, doz. 95 
Vulcanol, No. 10, doz. 1 35 
Stovoil, per doz. _____ 3 00

SALT
Colonial, 24, 2 l b . ___  95
Colonial, 36-1% ______ 1 25
Colonial. Iodized, 24-2 1 50
Med. No. 1 B b l s .___ 2 85
Med. No. 1, 100 lb. bk. 95 
F a rm er Spec., 70 lb. 95 
P ackers  M eat, 50 lb. 57 
C rushed Rock for ice

cream , 100 lb., each 8i 
B u tte r  Salt, 280 lb. bbl. 4 24
Rlock. 50 l b . ____ ,___  40
B ak er Salt, 280 lb. bbl. * "
14, 10 lb., per b a l e __ 2 45
50, 3 lb„  p e r b a l e ___ 2 60
28 bl. bags. T a b le ___
Old Hickoxy, Smoked,

6-10 lb. ___________ 4 bn

I F ree  R un’g, 32 26 oz. 2 40
Five case lo ts _____ 2 30
Iodized, 32. <26 o z . _2 40
Five case lo ts _____ 2 30

BORAX
T w en ty  Mule Team  

24, 1 lb. packages — 3 35
18, 10 oz. p a c k a g e s_4 40
96, % oz. p a c k a g e s_4 Ou

CLEAN SERS

80 can cases, 24.80 per case

W ASHING POW DERS 
Bon Ami Pd., 18s, box 1 90 
Ron Ami Cake. 18 »_1 62%

Gold D ust, 12 L arge  3 20
Golden Rod, 24 ______ 4 25
La F ran ce  L aun., 4 dz. 3 60 
Old D utch  Clean. 4 dz. 3 40
O ctagon, 96s ________ 3 90
Rinso, 40s ______   3 20
Rinso, 24s __________ 5 25
Rub No More, 100. L0

oz. -------------------------- 3 85
Rub No More, 20 i.g. * vu 
Spotless C leanser, 48,

20 oz. ______________ 3 85
Sani Flush , 1 d o z ._2 25
Sappho, 3 doz. ______ 3 15
Soapine, 100, 12 oz. _ 6 40 
Snowboy, 100, 10 oz. 4 00
Snowboy, 12 L a r g e _2 65
Speedee, 3 doz. ______ 7 20
Sunbrite, 50s ________ 2 10
W yandote, 48 ________ 4 75
W yandot D eterg ’s, 24s 2 75

SOAP
Am. Falmily, 100 box 6 10 
C rysta l W hite, 100 __ 3 85
Big Jack , 6 0 s ________ 4 75
Fels N aptha, 100 box K sn 
F lak e  WTiite, 10 box 3 50 
G rdm a W hite Na. 10s 3 to
J a n  Rose. 100 b o x ___ 7 85
F airy , 100 b o x _______ 4 or
Palm  Olive, 144 box 10 50
Lava. 100 b o x ________ 4 9r
O ctagon. 120 ________ 5 00
Pum jno, 100 box ____ 4 85
S w eetheart. 100 b o x _5 70
G randpa T ar, 50 am. 2 10 
G randpa T ar, 50 lge. 3 5'' 
T rilby  Soap. 100. 10c 7 25 
W illiam s B arb er B ar, 9s 50 
W illiam s Mug, p e r doz. 48

SPICES 
W hole Spices

Allspice, J a m a i c a ___ @40
Cloves, Z a n z ib a r ___  @50
Cassia, C anton _____
Cassia, 5c pkg., doz. @40
Ginger, A frican _____ @19
Ginger, Cochin ____  @40
Mace, P enang  ______ 1 39
Mixed. No. 1 _______ @32
Mixed, 5c pkgs., doz. @45
N utm egs, 70@ 90_____ @59
N utm egs. 105-1 1 0 _@50
Pepper, B lack _______  41

Pure Ground In Bulk
Allspice, J a m a i c a ___ @40
Cloves, Z a n z ib a r ___  @53
Cassia. C anton _____ ■ @9«
Ginger, C orkin _____  @33
M ustard ____________ (ft) 32
Mace. Penaner ______  1 SO
Pepner, B lack _____  @43
N utm egs ------------------- @43
Pepper, W h i t e _______ @57
Pepper, Cayenne ___  @40
Paprika. Spanish ____ @45

Seasoning
Chili Pow der, 1 5 c ____ 1 35
Celery Salt, 3 o z . ___  95
Sage, 2 oz. _________  90
Onion S alt __________ 1 35
Garlic _______________ 1 35
Ponelty , 3% oz. ____ 3 25
K itchen B o u q u e t___ 4 50
L aurel Leaves _____  20
M arjoram . 1 oz. ____  9P
Savory, 1 oz. _______ 90
Thym e. 1 oz. _______ 90
Tum eric. 2% oz. ___  90

STARCH
Corn

K ingsford, 40 lbs. — 11%
Pow dered, b a g s ___ 4 50
Argo, 48, 1 lb. pkgs. 3 60
Cream . 48-1 ______ 4 80
Q uaker, 40-1 _____  07%

Gloss
Argo, 48, 1 lb. pkgs. 3 60 
Argo, 12. 3 lb. pkgs. 2 62 
Argo, 8 5 lb pkgs. __ 2 97 
S ilver Gloss, .8, Is  — 11%
E lastic , 64 pkgs. ___ 5 35
Tiger, 48-1 _________ 3 30
Tiger. 50 lbs. _______  06

SYRUP
Corn

Blue K aro, No. 1% _ 2 84 
B lue K aro, No. 1, 1 dz. 4 03
Blue K ara , No. 1 0 _3 83
Red K aro. No. 1% __ 3 05 
Red K aro, No. 5, 1 dz. 4 44 
Red K aro, No. 1 0 _4 09

Im lt. Maple Flavor 
Orange, No. 1%, 2 dz. 3 25 
Orange, No. 5, 1 doz. 4 99

Maple and Cano
Kanuck, per g a l . ___ 1 50
K anuck, 5 gal. c a n  6 50

Maple
M ichigan, p e r gal. __ 
W elchs. per gal ___

COOKING OIL 
Mazola

2 75
3 ¿6

Clim aline, 4 doz. 
G randm a, 100. 5c

4 20 P in ts, 2 doz. ______. .  6 75
3 50 Q uarts, 1 doz. ____ 6 25
3 50 H alf Gallons. 1 doz. _ 11 75
'4 M Gallons, % doz. __ .. H  M

T A B LE SAUCES
L ea & P errin , la rg e_6 00
L ea  & P errin , sm all_3 35
P e p p e r ______________ 1 60
Royal M int _________ 2 40
Tobasco, 2 o z . ______ 4 25
Sho You, 9 oz., doz__2 25
A -l, large __________ 4 75
A -l s m a l l___________ 3 15
Caper, 2 o z .________ 3 30

TEA
B lodgett-B eckley Co. 

Royal G arden. % lb—  75
Royal G arden, % l b . _77

Jap an
M e d iu m ________ 35@35
Choice ____________  37@52
F a n c y -------------------- 52 @61
No. 1 N ib b s ___________ 64
1 lb. pkg. S i f t i n g _____ 14

G unpowder
Choice _______________  40
F a n c y ____________ ____ 47

Ceylon
Pekoe, m e d iu m _________57

English B reak fas t
Congou, m e d iu m ______ 28
Congou, C h o ic e ___ 35@36
.ongou, F a n c y ___ 42@43

Oolong
dedlum  ______________  39 '
Ihoice ______  45
i’a n c y ----------------I I I —— 50

m T W IN E
Coton, 3 ply c o n e ____ 40
Cotton, 3 ply B a l l s ___ 42
vool, 6 p l y ____________ ig

_  VINEGAR
Cider, 40 G r a i n ________ 23

™ ine' 80 g ra in — 2« 
w h ite  W ine. 40 g r a in . .  19

WICKING
vo. 0, p er g r o s s _____  go
Vo. 1, p e r g r o s s ____ 1 25

“• Per g r o s s -------l  50
vo. 3. per g r o s s ____ 2 30
Peerless Rolls, per doz. 90 
Rochester, No. 2, doz. 50 
Rochester, No. 3, doz. 2 00 
Rayo, per doz. _____  75

W OODENW ARE 
t B askets
Hushels, narrow  band,

w ire handles ______ 1 75
Bushels, narrow  band,

wood h a n d le s ____ I 1 so
M arket, drop hand le_ 90
M arket, single han d le . 95
^ . rk e t’, e x tra  ----------1 60
!£}!” *• ,arV? -------------- 8 50sp lin t, m edium  _ 7 sn
Splint, sm all ____ ZZZ 6 50

C hurns
B arrel, 5 gal., e a c h _2 40
Ru-rel, 10 gal., e a c h . .  2 55 
u to 6 gal., per gal. ._  16

Palls
10 qt. G a lv a n iz e d ___ 2 60
ia cLt ' Galvanized __ 2 8514 qt. G alvanized „ 3 10
in £ !a rin S Gal. J r l  5 00 10 qt. T in D a i r y ____ 4 00

, ,  T raps
Mouse, Wood, 4 ho les. 60 
Mouse, wood, 6 ho les. 70
Mouse, tin , 5 h o l e s _ 65
Rat, w o o d -------------------1 00
Rat. s p r i n g ----------------1 00
Mouse, s p r in g _______  30

Tuba
Large G a lv a n iz e d ___ s 76
Medium G alvanized 7 75 
Small Galvanized . . . I  6 75

W ashboards
B anner, G lo b e ________ 6 60
Brass, single ----------- 6 25
Glass, single _________ 6 00
Double P e e r le s s _____ 8 50
Single P e e r l e s s ____  7 5f
N orthern  Q u e e n __ H I 5 Fit
U niversal ___ _ ^

. Wood Bowls 
13 in. B u t t e r ______  5 00
15 in. B u tte r  o nn
17 in. B u t t e r --Z H  i |  Z
19 in. B u t t e r _______  25 00

W RA PPIN G  PA PE R

" b™- ri’t ; 1"’' ¡¡t*
a s f * , p > : = n ~  0«
K ra ft S tripe  . . . . . _ 09%

YEAST CAKE
dagic, 3 doz. ___  9 70

Sunlight, 3 d o z .____  2 70
Sunlight, 1 % d o z .__ 1 35
_east Foam , 3 d o z ._2 70

..eas t Foam , 1 % doz. 1 35

, -Y?A®T—COM PRESSED 
Flefschm ann, per doz. .30
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IN THE REALM OF RASCALITY.

Questionable Schemes Which Are 
Under Suspicion.

Referring to the rascally contract 
entered into between the President of 
the Merchants Life Insurance Co. and 
the Lincoln National Life Insurance 
Co., which was exposed in the Trades
man of July 16, the following letter 
has been received from a Detroit life 
insurance company executive:

Detroit, Aug. 14—Your letter of 
Aug. 12 is at hand, and to say that I 
am unswervingly in favor of any 
medium or plan to expose the pups 
who would want to betray any trust 
or trusteeship reposed in them, is put
ting it mildly.

Last year I was President of the 
American Life Convention, which is 
an organization of 140 life insurance 
companies domiciled in various states 
from the Atlantic to the Pacific. In 
my annual address as President of this 
organization at its Cincinnati meeting 
last October, I paid my respects to 
this class of individuals, and I am en
closing herewith a copy of that speech, 
and refer you particularly to pages 12 
and 13, which I have blue penciled.

Life insurance is a sacred thing, as 
are all trusts and trust funds, and I 
wish to God there was some way of 
in every instance getting into the 
penitentiary the birds who abuse their 
trusteeship.

I thank you for the information 
contained in your letter.

Clarence L. Ayres, 
President American Life Insurance Co.

The reference to rascality In high 
places in life insurance circles referred 
to in the above letter was as follows: 

There is no more sacred trust than 
that of life insurance. No man who is 
not an idealist and who is not willing 
to accept both in letter and spirit the 
full moral and legal responsibility of 
trusteeship has any right to be in this 
business.

I firmly believe that the stock plan 
is a sound basis of conducting a life 
insurance company. I believe the in
vestment of private capital for profit 
in private business is the American 
plan of doing business to which this 
Nation is committed. I do believe, 
however, that stock jobbery in the life 
insurance business is sacrilege. I be
lieve that every member of this con
vention should do everything within 
his power to stamp out the speculative 
aspect of stock manipulation in our 
business.

I believe that the man who gets him
self elected to a trusteeship in a life 
insurance company, or in any other 
corporation for that matter, and then 
uses that place of responsibility for 
private gain in which the other stock
holders or policyholders do not equit
ably participate, is a worse citizen 
than is the petty thief who with a 
dark lantern and jimmy enters your 
home in the middle of the night and 
plunders what few articles he may lay 
his hands on. The latter is petty 
larceny; the former is grand larceny 
within the meaning of good morals 
and trusteeship in business. I can 
conceive of no worse individual than 
the man who worms himself into the 
confidence of the stockholders of a 
corporation, and then uses that posi
tion of trust for skulking personal 
gain. It would be most unfortunate 
indeed, for the life insurance business, 
if stock jobbers and manipulators

should become any part of an import
ant factor in the business.

Fortunately, instances of this kind 
are very few in the life insurance busi
ness. The men or groups of men in 
control of the companies have full ap
preciation of both their moral and 
legal responsibility, and have stead
fastly refused and put behind them the 
oftimes tempting offers of the stock 
jobbing manipulator.

The amalgamation or consolidation 
of life insurance companies for eco
nomic reasons in the interests of the 
policyholders and stockholders, and 
where it is carried out solely for this 
purpose, is proper and right, but I 
thin k we cannot condemn too severely 
those who would abuse the sacred 
trust of life insurance and use it as a 
vehicle for stock manipulation, or for 
privately selling securities to the com
pany for profit to themselves.

Bureau representatives this past 
month purchased hats at twenty-one 
stores which claimed to be selling 
ladies’ genuine Panamas at $5 or less, 
and submitted the hats purchased to 
four experts in the Panama hat field 
for analysis. These authorities found 
that eight of the twenty-one were 
Toyos (Japanese paper hats) and one 
was some other kind of straw.

The misdescriptions by the nine 
stores were made either in newspaper 
advertisements, by signs on their 
counters or in their show windows, or 
through the assertions of their sales
persons. When the Bureau reported 
the results of the survey to the stores, 
they promised to correctly describe 
such hats in the future.

The Bureau shopped other stores 
besides the twenty-one, but no hats 
were purchased at these, either be
cause they did not have Panama hats 
for $5 or less, or because their hats 
were clearly described on signs and 
by the salespersons as Toyo or imita
tion Panama.—N. Y. Better Business 
Bureau.

merchandise is understood to be of first 
quality unless the advertisement states 
to the contrary.—N. Y. Better Busi
ness Bureau.

The Federal Trade Commission has 
ordered the Manchester Shoe Com
pany of Chicago, a retailer selling 
through agents direct to the public, to 
stop representing itself as a manu
facturer and from advertising that its 
products are specially made. Forrest 
Dustin and C. G. Rose, of Chicago, 
officers of the company, are also or
dered as individuals to discontinue 
publishing that they or either of them 
are shoe manufacturers or sell special
ly made shoes. The 'Commission 
found that the shoes sold by this firm 
are bought from manufacturers and 
are known in the trade as “in stock 
shoes,” meaning shoes made and car
ried by the manufacturer ready to ship 
when an order is received.

A customer of a downtown depart
ment store recently brought to the 
Bureau a yellow glaze breakfast set 
which she had purchased in a sealed 
carton. Some of the pieces had spots 
which were not covered by the glaze 
and at least one plate had black finger
marks under the glaze. The adver
tisement had not indicated that these 
breakfast sets were other than perfect.

The Bureau immediately communi
cated with the store and was informed 
that future advertisements would state 
“imperfect.” However, several days 
later the department buyer telephoned 
saying that a mistake had been made 
and that (he crockery was not “im
perfect” but “run of the kiln.” In his 
judgment it was perfect merchandise, 
although not selected, and the set 
which the Bureau had received must 
be an isolated case.

A second advertisement appeared 
without the “imperfect” but two sets 
ordered by Bureau people and selected 
by the store were decidedly imperfect.. 
Again the matter was taken up with 
a store executive with the result that 
subsequent advertisements of similar 
merchandise read “sub-standard qual
ity.”

It is an established principle that

Proceedings of the Grand Rapids 
Bankruptcy Court

G rand  R apids, Aug. 6—W e have  to -d ay  
received  the  schedules, re fe rence  a n d  a d 
jud ica tion  in  th e  m a tte r  of H a rry  P. 
W ells, doing business a s  H . P . W ells 
M otor Co., B an k ru p t No. 4199. T he m a t
te r  h a s  been re fe rred  to  C harles B. B lair, 
a s  re feree  in bank rup tcy . The b an k ru p t 
is  a  re s id en t of G rand R apids, an d  h is 
occupation  is  th a t  of an  au tom obile  deal
er. The schedule  show s a sse ts  of $8,379.63 
of w hich  $2,350 is  claim ed a s  exem pt 
w ith  liab ilities  of $53,931.70. The first 
m eeting  of c red ito rs  will be called and  
no te  of sam e m ade  herein . T he lis t of 
c red ito rs  o f said  b an k ru p t is  a s  follows:
C ity of G rand  R apids ___________ $305.97
Hiralm A. B oersm a, G rand R apids 300.00
A. C. Ign ition  Co, D e t r o i t_______  36.61
A to  Z R ad ia to r Co., G rand R apids 15.09 
A tk ins In su ran ce  Agency, G rand R. 85.41 
A dvertis ing  N ovelty  Co., N ewton,
' Iow a ----- -----------------------------------  33.42

A utom otive P a r ts  Corp., G rand R. 30.18 
A llen-W ilcox M otor Sales Co., G. R. 10.45 
A uto E lec tric  & Serv ice  Corp., D et. 42 77 
Allen’s T ire  H ospital, G rand R ap. 2.50
A. & J . Body Shop, G rand R apids 28.00 
B row n & Sehler Oo., G rand R apids 290.49 
Bond W elding Shop, G rand R apids 89.30 
B urroughs A dding M achine Co.,

G rand  R apids ______________ ___ 5,00
L. P . B uchanan , G rand R a p i d s __  92^60
C harles Apsey, E a s t  G rand R apids 99.56
Jo h n  C astle, G rand  R a 'p id s__ __15.00
Jo h n  DeGroot, G rand R a p i d s ___ 150.00
C um m ings B ros.. F lin t __________  17.88
C onsum ers P ow er Co., G rand  R ap. 107^70
D eBoer B ros., G rand R a p i d s _____ 159.12
D unn Elec. Co., G rand R a p id s ___ 40.00
D avis & N ew com er E lec tric  Co.,

F osto ria . Ohio ___  _ _ 7 50
E lec tric  Service S ta .. G ra n d 'R a p . 206.41 
W m. F o rd  & Co., H ighla'nd Park__ 964.64 
F isher-D rum m ond  W all P ap e r Co

G rand R apids __________________  6.00
F lin t S terilized  P ro d u c ts  Co., F lin t 12 00 
F edera l P ressed  S teel Co., M ilwau. .50 
J . P . Gordon Co., Columibus, Ohio 29.00
B. F . Goodrich R ubber Co., G. R. 318.38 
S ' C am ber Co.. G rand R apids 46.39 
G rea t W este rn  Oil Co., G rand  R ap. 31.13 
G oodyear T ire  & R u b b er Co., G.R. 75.56 
P . B. G ast & Sons. G rand R apids 28.27
Press, G rand R a p i d s ______  32 48
G. R . Forg ing  & Iro n  Co., G ran d ’S  6i00
H erald , G rand R apids ____________ 310.80
H udsonville  Lbr. Co., H udsonville 147.35
H om e F uel Co., G rand  R a p i d s _45.99
H a rd e r  W elding Co., G rand R apids 19.85 
K a n -K een  M ichigan Corp., D e tro it 58.15 
K uennen -B urkho lder Co., G rand R. 20 00 
B ettered  G arm en t Co., P o rtland , Ind. 28.40 
L e ite tl Iron  W orks, G rand  R apids 26 42 
M ichigan Bell Tele. Co., G rand R. 67.41 
M erchan ts  Service B ureau , G. R. 8.77 
M anufac tu rers  & B uilders Supply

Co., G rand  R a p i d s ___________  20 64
M otor R ebuild ing  & P a r ts  Co., g 7r T 47 50 
M artin  A uto  Elec. Co., G rand Rap. 1.20 
M artin  P a rry  Corp., Indianapolis__ 1.22 
P ious & Co., G rand R ap ids 4 01
P iston  Service Co., G rand  R apids 15.10 
P a lm er P ro d u cts  Co., W aukesha, W is. 3.45 
R em us & Sons Co.. G rand  R apids 20.50 
R eliable T ire  & A ccessories Co.,

M uskegon ---------------------------------  20.38
R eed & W iley Co., G rand R apids 25.65 
R iverside A uto W reck ing  Co.,

G rand R apids ________________ _ 8.00
R ad ia to r H ospital. G rand R apids l ! l 0 
Superio r Body & C lam p Co., G. R. 3.00 
S tan d a rd  Oil Co.. G rand  Rapids__ 103!s5 

•Shelby S ales Book Co., Shelby, O. 33.06
Service G lass Co., G rand R a p id s_18.35
S trong  Elec. Co., G rand R apids __ 33^28 
Sherwood H all Co.. G rand R apids 173.85 
S ou thern  M ichigan T ran sp o rta tio n

Co.. G rand R a p i d s __ __  6 12
Service S ta . E q u ip m en t Co.7

Conshoiioeken. P a . _____________  j,09
Salvage A uto  W reck ing  Co., G. R 20 00 
T isch A u to  Supply Co., G rand R ap. 67.36 
T isch -H ine  Co., G rand  Ra'pids _ 15 48
Telephone D irec to ry  Adv. Co., D et, 10 50

Top Oil & Supply Oo., M ilw aukee 129.80
U. S. R ubber Co., D e t r o i t_____ 171.36
V er W ys & Co., G rand R a p id s ___  26.17
V. C. A uto  P a in t  Shop. G rand R. 34.00 
H a rry  an d  Abe W einer. G rand  R. 1,000.00 
W arm  F rien d  Cool Co.. G rand  R. 61.01 
H odes Z ink Mfg. Co., F rem ont, O. 39.40 
M ichigan M utual L iab ility  Co., D et. 152.53
W olf Body Co., D e t r o i t __________ 150.00
A etna  L ife Ins. Oo., G rand R. unknow n 
B erger Chevrolet, G rand R apids '48.93 
M ary  J . F ield  Co., G rand R apids— 28.70
Mrs. A. K . Noyes, L a n s in g _____  500.00
C hevrolet M otor Co., F l i n t ___ unknow n
H a rry  Moore, G rand  R a p i d s ___  1,000.00
G. R. Sav ings B ank, G rand R ap. 4,481.96 
G eneral M otor A cceptance Corp.,

G rand R a p i d s -------------------------- 30,000.00
A ssociated In v es tm en t Co..
_  S2 ,U l t :n ? 1**1 -----------------------------  6,000.00G. R. Savings B ank, G rand R ap. 5,000.00 

In  th e  m a tte r  of Jo h n  G. P artlow  
B an k ru p t No. 4190. T he funds have  been 
received an d  th e  firs t m eeting  of c red 
ito rs  h as  been called fo r Aug. 25.

In th e  m a tte r  o f Jo h n  Boeve, B an k ru p t 
•No. 4193. T he funds have been received 
and  th e  first m eeting  of c red ito rs  has 
been called for Aug. 25.

In  th e  m a tte r  of A rth u r G. Rockefeller. 
B an k ru p t No. 4196. T he funds have been 
received and  th e  firs t m eeting  of cred ito rs  
h as  beeh called for Aug. 25.

In  the  m a tte r  of H a rry  F . W ells, doing 
business a s  H . F . W ells M otor Co.. B an k 
ru p t No. 4199. T he first m eeting  of c red 
ito rs  h as  been called for Aug. 25.
„ In, the  m a tte r  of R ay  DeLois Mead. 
B an k ru p t No. 4186. T he funds have  ju s t  
been received and  the  firs t m eeting  oi 
c red ito rs  h as  been called fo r Aug. 25.

Aug. 1 . W e hav e  to -d ay  received the  
schedules, refe rence  and  ad jud ication  in 
th e  m a tte r  of A rth u r  G. Rockefeller, 
B an k ru p t No. 4196. T he  m a tte r  h a s  been 
re fe rred  to  C harles B. B la ir a s  referee  
in bankrup tcy . The b an k ru p t is a  re s i
den t of G rand R apids, and  his occupa
tion  is th a t  of a  laborer. T he schedule 
shows a sse ts  of $200 of w hich the  full 
am o u n t is claim ed a s  exem pt, w ith  lia 
b ilities of $2,258.02. The cou rt h as  w rit
ten  fo r funds and  upon receip t of s&i, 

? r s t  m eeting  of c red ito rs  will be 
called, no te  of w hich will be m ade herein.

Aug. 9. W e have  to -d ay  received the  
schedules, reference and  ad jud ication  in 
th e  m a tte r  of Ja'm es C. C arr, doing busi
ness as  J im m ie  C arr, B an k ru p t No. 4201. 
¿ b e  m a tte r  h a s  been re fe rred  to  Charles 
B. B la ir a s  re feree  in  bankrup tcy . The 
b an k ru p t is a  re s id en t of B enton H arbo r 
and  his occupation  is th a t  of a  m erchan t, 
ih e  schedule show s asse ts  of $11,562 41 
w ith  liab ilities of $8,901.44. The first 
m eeting  will be called and  note of sam e 
m ade herein. The lis t of c red ito rs  of 
sa id  b an k ru p t is a s  follows:
C ity  of B enton H a rb o r _________ $ 11.54
Isadore  H a lpert, K a la m a z o o _____  600.00
S tan d a rd  Oil Co., G rand  R ap ids_ 146 91
* ulcan izers M aterial Co., G rand R. 20A8 
W onch A uto Supply Co., L ansing  65.00 , 
W enger T ire  Shop, B enton H arb o r 168.47 

H - s ,ta te  B ank, B en ton  H a rb o r 375.00
Guy Tyler, B en ton  H a rb o r _____  878.29
Godlin A utom otive Equip. Co.~,

So. B end ________________ ____  X76 84
C ham ber of Com m erce, B enton  H . 37 50 
M erchan ts  C redit B urea. B. H arb o r 26.00 
Mich. F u l & L t. Co., B enton  H arb o r 4.00 
Mich. Bell Tele. Co., B enton H ar. 20.00 
Ind. M ich Elec. Co., B enton H ar. 40.00
A jax  R ubber Co., R a c in e ___ _ 1 523 76
Jo h n  B aum garth , So. B end _____  50A2
F isk  T ire  Co., D e tro it --------------  2,045.85
Gibbon Co., So. B end ____________ 111.72
J. P. Gordon, C o lu m b u s ____ .__ _ 74*76
Gafill Oil Co., B enton  H arb o r I I I I  197^20 
H a lp e rt T ire  Co.. K alam azoo 51 04
H ow ard  Cranfill Co., So. B end __ 108]86

^  T. B a tte ry  Co., K alam azoo_155.83
M arm on M otor Co., D etro it ~__ 32 57
M orm Co., New Y ork _____ 7;37
N usbaum  M otor Co., K alam azoo __ 144.83 
P allad ium  P ub lish ing  Co.. Ben. H . 110.55
S tan d ard  Cash Reg. Co., D ay ton_52.50
S ou thw estern  Mich. D ect. A gency

B enton H a r b o r ___________________ 10.00
C ity  of B enton H a r b o r ___________  11 54
P o tts  Bros,. B enton H arb o r _____  2 75
Chas. R. B illiter. B enton H arb o r 25.00 
« lpR"P r a t t  In surance  Co., Ben. H  77 88
A. B ecker & Son. B enton H a rb o r s!oo
B. H . S ta te  B ank, B enton H arb o r 600.00
F a rm ers  •& M erchan ts  B ank, B. H . 250.00 
H a lp ert T ire  Co., K a la m a z o o ___  600.00

W.e have to -d ay  received the  
schedules, reference and  ad jud ication  in
No ? 9nnte r ™  Jo h "  L. Greene, B an k ru p t N o 4200. The m a tte r  h a s  been re fe rred  
to C haries B. B la ir a<s re fe ree  in b ank -
C r ^ f / 'R a o p f  banJi uU-p t is  a  re s id en t of ¡7 ® , R apids, and  h is  occupation  is  th a t  
pi  5 , J ifb o re r.. ’Th« schedule shows a sse ts  
of $300 of which the  full am o u n t is claim - 
®d exem pt, w ith  liab ilities  of $104,- 
006.97. The co u rt h a c w ritten  for funds 
and  upon receip t of sam e the  first m ee  

” f c red ito rs  will be called, no te  of 
f thich will be m ade herein.
„_APF ', 9’ bav e  to -d ay  received  the
th e ® m l« «  re f®r«nce a n d ad jud ication  in th e  m a tte r  o f George Gallup, B an k ru p t 

4198- T he m a tte r  h as  been re fe rred  
rnnFev 6™  v,B a ;‘r  a s  re feree  in  bank - 
uAP„*iy‘ TAhe b an k ru p t is a  re s id en t of 
f^afh i’l frSe toYnshiP. and  his occupation is th a t  of g  fa rm er. T he schedule shows 
^ sse ts  of $865 of w hich th e  full am o u n t
$1 486 89ed ^  *xemirt;  TTith  la b ilitie s  of ?1,486.89. The co u rt h as  w ritten  for 
funds and  upon rece ip t of sam e  th e  first

preAitp rs  wil1 be called! no te  of w hich w ill be m ade herein.
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DESTROY COMMUNITY LIFE.
(Continued from page 3) 

stock market and it is too much to 
hope that they have not included a lib
eral quantity of water for good will 
and other intangible assets. What 
was done in the stock market to Piggly 
Wiggly is known to the members of 
the House. The future will be a history 
of merger with resulting high prices to 
the consuming public when they have 
driven the independent retailer from 
the field. Then monopoly will come. 
The business of the country will be 
centralized in a few hands and the 
consumer will be at the mercy of the 
super trusts thus established.

All of this spells disaster to our so
cial order. This measure is the first 
gun in the battle to save American 
community life in many of its most 
desirable and historic phases. It will 
likewise aid in safeguarding the rights 
of the American consumer. The sug
gestion that it militates against him is 
wholly erroneous. It will save to the 
independent retailer in all fields a place 
on the economic firing line arid in do
ing this it will maintain and keep 
alive the community life upon which 
our civilization is builded and our form 
of government depends.

Francis D. Caukin.

If You Won’t Sell Packaged Meat, 
Others Will.

(Continued from page 21) 
factor in our general meat marketing 
program. Progress of either can be 
retarded or enhanced according as re
tail distributors in general meet the 
essential needs which are peculiar to 
the projects.

The possibilities for National distri
bution of frozen, precut, packaged 
meats outweigh materially the pos
sibilities of fresh (unfrozen) precut 
packaged meats. Although the cuts 
may be identical in all essential re
spects the difference in preparation for 
market precludes the possibility of 
shipping fresh retail cuts long dis
tances. The possibilities for distribut
ing the frozen cuts over extensive 
areas under adequate refrigeration 
from a central point are almost un
limited. For this reason it is logical 
to assume that for the present at least, 
the distribution of unfrozen precut 
packaged meats must of necessity be 
limited to local areas easy of access to 
the central cutting plant.

Consumer prejudice* against the use 
of frozen meats is a factor with which 
the frozen meat industry has always 
had to contend. This, therefore, is a 
factor of no mean importance in the 
present instance.

In the relatively short time since the 
introduction of frozen precut packaged 
and fresh precut packaged meats, 
greater progress seems to have been 
made in the distribution of the fresh 
product. In the case of the latter, 
specially constructed refrigerator cases 
embodying both storage and display 
space have been provided. Uniform 
temperatures ranging from thirty-two 
to thirty-four degrees. F. with an aver
age of thirty-three degrees have been 
maintained.

Following a period of experimenta
tion extending over a period of ap
proximately four months in which the 
Department of Agriculture is interest

ed, because thé grading service is in
volved, all reports indicate most satis
factory results, both to the packer and 
the retailers in whose markets the 
meatè are on sale. No complaints on 
the part of consumers have been re
ceived.

In this particular experiment only 
one case was installed at the outset, 
and this was in a tea and coffee store 
which had not previously handled 
meats. Results of the first installation 
over a period of approximately five 
weeks are interesting and are indica
tive of what might be expected when 
the method is made available under a 
plan of extension that is already under 
way.

The case was installed and ready for 
business on a Friday in April. Sales 
from this case for the first two days 
amounted to $72.28, sales for the next 
week were $330.41 ; the following week 
(Holy Week) $302.52; the fourth 
week $452.27 and the fifth week 
$530.78.

Up to the present time between 
forty and fifty cases have been installed 
in as many retail markets, most of 
which have heretofore handled no 
fresh meats. We are advised by the 
management that applications for 
similar installations in other markets 
running into hundreds are now on file. 
The method is an innovation in meat 
retailing, and one which gives every 
promise of becoming in the not dis
tant future a factor of considerable 
importance in retail distribution.

The attitude of retail meat dealers 
so far has for the most part not been 
favorable to the new method of dis
tribution. Naturally you are asking 
yourselves what effect will the sale of 
packaged meats have on my business, 
and where do I as a retailer fit in the 
program Developments so far indi
cate that this new method is gaining 
favor with consumers where it has 
been introduced. The great bulk of 
business done so far, mind you, has 
been in delicatessen stores and gro
cery stores which have heretofore 
handled no meats other than cured 
meats. It is logical to assume that this 
new distribution does not represent 
any increased consumption of meats.

Therefore, if consumers in these 
areas in New York City are not eating 
more meats, then their purchases from 
the new cases installed in grocery and 
similar stores logically represent a 
portion of such business that former
ly went to retail meat dealers already 
located in those areas. There is food 
for thought here and retailers should 
not close their minds without the 
most careful consideration.

If the system fits into our economic 
life and finds its place in our distribut
ing’ system, then why force the sale of 
meats through a greater number of 
outlets. I have said this newer inno
vation, that of selling fresh (unfrozen) 
precut ready packaged meats, gives 
promise of becoming a considerable 
factor in retail meat distribution. I 
will go further and say that results so 
far show conclusively it is-finding its 
place not only from an economic 
standpoint, but from a standpoint of 
consumer convenience. The trend in 
food distribution during the past two 
decades has been toward convenient 
consumer packages. To a great extent

consumers are becoming brand con
scious. By that I mean they are more 
and more purchasing on the basis of 
quality or grade and the package idea 
provides the means for properly 
identifying the product on a quality 
basis.

Once they are assured of uniform 
quality the brand becomes of particu
lar significance. In the present in
stance the U. S. Government grade 
label on the package of meat needs no 
comment. Consumers generally are 
more and more coming to realize its 
importance.

The thought I want to leave with 
you in so far as the sale of packaged 
meats are concerned is, Is it wise to 
take a stand that will result in open
ing up new sources of retail meat dis
tribution?

The efficient retailer is the logical 
one through whom meats in every 
form should reach our tables. There 
are enough already—why increase the 
number? W. C. Davis.

Should Take Useless Blah Out of 
Convention Speeches.

(Continued from page 20) 
commented on his articles in Saturday 
Evening Post in this light.

Any department of distribution will 
progress so far as it is economically 
sound. Neither ford nor you or I can 
change that certainty. And if what 
ford says brings home to us any 
truths, his words are beneficial to us. 
For we must go forward or retrogress 
purely on our own economic merits. 
In view of what we have witnessed 
lately in chain evolution, we surely 
can see that those among us who al
ways insisted that the skillful gro
cer was in no danger held sound 
views.

Long editorial by Shirley Haas in 
his paper, Kentucky Grocer, on the 
“Misdirected Opportunity” in Dayton, 
when the National endorsed the wide 
advocacy of the so-called Dayton 
Model Store, is one of the sanest, 
soundest comments I have lately read. 
But sanity and soundness are promin
ent Haas characteristics. It is to be 
hoped that the resolution on which 
such store propaganda is founded may 
be eventually consigned to the ob
livion which has long been character
istic of most grocers “resolutions”— 
hardly one of them more potent for 
harm than this one.

I understand some good work was 
done in Dayton. I hope so, certainly. 
One comment is prominent, written 
by men who know what they write 
about, which is well expressed by Wal
ter Nichols, Cleveland’s able secre
tary. He says: “Then we heard an
other long list of speakers—some good, 
some fair, some tiresome, and most 
of it useless. Most of the delegates 
were glad when adjournment was an-

Do You Wish To Sell Out! 
CASH FOR YOUR STOCK, 

Fixtures or P lants of every 
description.

ABE DEMBINSKY 
Auctioneer and Liquidator

734 So. Jefferson  Ave., Saginaw , Mlcb 
Phone F edera l 1944.

nounced.” William Smedley says 
about the same thing. It will be good 
for the business when convention 
speakers’ talks are scrutinized in ad
vance and the useless blah cut out of 
them. Paul Findlay.

How Couzens Made and Retains His 
Fortune.

One of the interesting sidelights of 
this campaign might come in the story 
of how Mr. Couzens came by his vast 
wealth. While we do not have the 
figures before us, as we remember them 
as brought out in the famous tax case 
when Mr. Couzens avoided paying 
several millions of dollars to the Gov
ernment in income taxes, they were 
substantially thus: Early in the his
tory of the ford industry Couzens in
vested $2,500 in ford stock—25 shares. 
He had but $1,000 in cash and bor
rowed the remainder on a note. Later 
he acquired 50 more shares of ford 
stock and 31 shares of ford of Canada 
for $25,000. Still later he paid $17,500 
for 35 shares more. He had a total 
of 109, as wTe recall, beside the Cana
dian stock. Later there was a stock 
dividend of 1,900 per cent.; which in
creased the number of his shares to 
over 2,000 which had cost him a total 
of $45,000. He sold this for approx
imately $30,000,000, besides receiving 
enormous cash dividends for years. 
This cash was largely invested, it is 
said, in tax exempt municipal bonds. 
In 1925 he paid a very small income 
tax—it is said about $5,000. Andrew 
Mellon, Secretary of the Treasury, 
whom Couzens has always fought 
politically, paid around $1,000,000 in
come tax the same year (1925). Mel
lon’s money was invested in factories 
which employed thousands of men. 
Couzens’ money was tucked away in 
safety deposit vaults in shape of tax- 
exempt bonds. This may not be per
tinent in this campaign, but it furnishes 
an interesting background.

Business Wants Department
A dvertisem ents inserted  under th is  head 

for five cen ts  a word th e  first insertion  
and four cen ts  a word fo r each  subse
q u en t continuous insertion . If s e t in 
cap ital le tte rs , double price. No charge 
less th an  SO cents. Sm all d isplay ad v er
tisem en ts  in th is  d ep artm en t, $4 per 
inch. Paym ent w ith  order is required , as 
am ounts are  too sm all to  open accounts.

COMBINATION m an  open fo r position 
as m anager, advertis ing  and  buying, good 
m erchandiser, steady, and  a  hustle r, one 
who u n ders tands  the  business. H ave had  
several y e a rs ’ chain  s to re  . experience.
BOX 417, Lowell. M ass._____________ 320

F o r Sale—G eneral m erchand ise  s tock ; 
groceries, m eats, dry  goods, shoes. Box
72, W alled Lake. Mich.______________321

FOR SALE—Lunch roam  a n d  business. 
O w ner selling on account of going South 
for health . H a rry  O. Moore, 508 S. B u r-
dick St., K alam azoo. Mich.________ 322

W anted—To buy or re n t a  m ea t m a rk e t 
in  good location. A ddress No. 323, c /o
M ichigan T radesm an._______________ 323

F o r Sale—Bowling alleys. Six B ru n s 
w ick-B alke alleys, first-c lass  condition; 
six  pool and  billiard  tab les. C en tra l lo
cation, Lansing, M ichigan. Good b u si
ness. F o r p a rticu la rs , add ress  K ent 

S to rage Co., G rand R apids, Mich. 312

I OFFER CASH»
For Retail Store»—Stocks—  

Leases— all or Part.
T elegraph—W rite—Telephone

L. LEVINSOHN
Saginaw, Mich. 

Telephone Riv 2263W  
Established 1909
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Late News From Michigan's Metrop
olis.

Union Guardian Trust Co., has been 
appointed receiver for the Cass-Put- 
nam Hotel Co., operators of Webster 
Hall Hotel in Detroit. The appoint
ment was made by Judge Charles C. 
Simons, of the Federal Court, on peti
tion filed by Albert Pick & Co., Chi
cago, in behalf of all other creditors. 
It was concurred in by the defendant 
company. The petition states that the 
Pick company supplied all equipment 
and furnishings of the hotel, amounting 
to $500,000, but during the last year 
has received “only infrequent” pay
ments on a $100,000 balance.

Leach’s Boot Shops, operating seven 
stores in various sections of Detroit, 
with the slogan “Stores All Over De
troit,” report an excellent business 
during the summer, particularly on 
sport types of footwear. The seventh 
store in the group was opened recently 
in Harper avenue, just east of Baldwin 
avenue.

The Princeton Hat Stores conducts 
a chain of men’s furnishings and hat 
stores, with headquarters in this city. 
The Omaha Hat Co., of New York 
City, is a creditor in this involuntary 
bankruptcy case, with a claim of $1,- 
007, and the Lincoln Alliance Bank & 
Trust Co., of Rochester, holds a claim 
of $10,500.

An involuntary petition in bankrupt
cy has been filed against Morris Fei- 
genbaum, by Irwin I. Cohn, represent
ing Schoenfeld & Schoenfeld, $426; 
Detroit Suspender & Belt Co., $141; 
L. Shetzer Co., $16.

An involuntary petition has been 
filed against Baltimore Department 
Stores, Inc., by Bryant, Lincoln & 
Miller and Irwin I. Cohn, represent
ing Rice & Ash, $250; Braun Knitwear 
Co., $300; Beaver Shirt Co., $723.

A Voluntary petition in bankruptcy 
was filed by the Becker Shoe Co., list
ing assets of $1,655 and liabilities of 
$23,715.

Involuntary bankruptcy proceedings 
were filed in the U. S. District Court 
here against Hyman Slavin by Aaron 
Kurland, attorney, representing Starr 
Dress, Inc., $240; Abraham Manchell, 
$99; Small Ferrer, Inc., $900.

All automobile manufacturing plants, 
with the exception of one, are work
ing, after having been closed for pe
riods of from two to three weeks. The 
exception will be closed for one week 
more. With the exception of two 
plants, which are running this week 
close to capacity, the others are on a 
low output rate and, from indications 
at the present time, there are no hopes 
for a boost in production, despite the 
fact that rumors going the rounds in 
some cities outside Detroit are to the 
effect that the automobile business is 
showing steady gains.

The increases anticipated in August 
have not been forthcoming thus far, 
nor are there any indications of any 
material gains in sight, although every 
one identified with the automotive busi
ness is hoping for better conditions.

While a great many automobile 
workers are back at work, this does 
not mean that they are getting a full 
week’s employment every week. The 
“staggered system” of employment is

still being maintained in order to give 
as many workers employment as pos
sible.

The sales departments at the various 
factories are extremely busy and are 
going out after business. However, 
they are not using forceful methods, 
despite reports to the contrary. Sales 
and production are running along on 
practically the same level, and stocks 
of cars at factories have never been 
at a lower level. In fact, some models 
are being made on order to avoid tying 
up money in completed models.

There has been considerable discus
sion about the automobile parts busi
ness during the past few weeks. The 
parts industry has been very successful 
so far this year and forecasts are to 
the effect that this good business will 
continue throughout the fall months. 
However, it is feared in some quarters 
that there may be an opening up in 
credit and the majority of good busi
ness men believe this would be a mis
take at the present time. Hence the 
watchfulness, so far as the parts busi
ness is concerned.

The term “alley” and “gyp” garages 
are fast disappearing, and in a couple 
of years these phrases will probably 
be things of the past. This will be 
due to the attitude of automobile man
ufacturers. One of the largest auto
mobile makers in the country has taken 
cognizance of the independent garages 
and is working hand in hand with 
them. If any independent garage 
owner can qualify to the rules laid 
down by this manufacturer, he is given 
much assistance and is allowed to buy 
parts at a worth-while discount. This 
helps to boost parts sales as author
ized dealers and in turn adds to the 
manufacturer’s good-will.

Florida Citrus Men See End of 
Trouble.

Growers of oranges and grapefruit 
in Florida, whose Christmas shopping 
last year consisted for the most part 
of window shopping, are going to have 
their pocketbooks more comfortably 
lined when the next Yuletide arrives. 
They are getting ready for a harvest 
of 20,000,000 boxes, which will bring 
a gross total of $60,000,000, and State 
economists are pointing out that the 
ratio of 5 to 1 may safely be depended 
upon to boost business credits to 
$300,000,000.

With such an encouraging citrus 
season just ahead, Floridians are 
showing more optimism than has been 
in evidence since the collapse of the 
boom. It is optimism born of the soil 
instead of the offspring of real estate 
paper, and is certain to go a long way 
toward moving the economics of Flor
ida in the direction of normalcy. Al
ready the big yield just ahead is re
storing confidence and increasing 
credit. Nearly $2,000,000 worth of 
construction on packing houses is un
der way, and the unemployment prob
lem will be much less acute when the 
fruit is ripe enough to be picked. Many 
growers plan to begin harvesting early 
in October.

Although the forthcoming citrus crop 
will not be the largest ever produced 
by Florida, it will exceed last year’s 
crop by 4,000,000 boxes and will fall 
short of the record yield by about 2,-

000,000 boxes. But the crop that is 
about ready for harvesting will come 
at a time when the circumstances are 
more favorable for best returns to the 
growers than was the case in 1928. 
Improved packing facilities are ready 
and, most significant of all, a better 
marketing system has been developed, 
which will be patronized by a liberal 
majority of the growers.

Slowly but surely growers have 
come to realize the importance of a 
more stabilized marketing system. 
They were reluctant to cast their lot 
with market representatives lest they 
lose advantages they enjoyed as indi
vidual dealers. Their present organiza
tion, apparently operating smoothly 
and to the satisfaction of the majority, 
is one of the chief factors behind tfye 
present optimism.

If all goes well between now and 
picking time, the grower will pocket 
$1.75 for each box of fruit picked from 
his grove. This will bring a total of 
approximately $35,000,000, from which 
the grower will have to subtract pro
duction costs of from 60 cents to $1 
a box.

It would be treason to say that 
Florida has taken a tip from California 
so far as the advertising of native 
products is concerned. Nevertheless 
growers of citrus fruits, strawberries, 
celery and other truck products are 
spending more, money on advertising. 
No budget is complete without an al
lowance for national advertising. This 
is particularly true among the citrus 
growers, now that they have perfected 
a harmonious organization.

Canning of grapefruit and grapefruit 
juice will be carried on extensively 
this season and in all probability will 
result in better prices over a longer 
period for the grower. This prob
ability is based on the contention that 
canning companies will be competing 
for the raw product. If the competi
tion becomes so keen as to interfere 
with operations, promoters of the can
ning industry probably will buy land 
and set out their own groves. It is 
already known that some companies 
are considering options.
Recent Mercantile Changes in Ohio.

Canton—A. P. Weiss, who has been 
identified with the A. S. Beck Co. op
erating a local unit of a chain shoe 
store, in the Harris Arcade building, 
has been appointed manager of the 
store. He was formerly in Cleveland 
and was associated with Halle Bros. 
Co. and the I. Miller store.

Ironton—The Ironton plant of the 
Shelby Shoe Co. is now operating at 
capacity with 650 employes. Some of 
the salesmen have been called off the 
road for a few weeks.

Cleveland—The Parisian Bootery, 
retail women’s shoes, 1603 Euclid 
avenue has gone into involuntary bank
ruptcy. The schedules list assets at 
$1,306 and liabilities at $10,220. As
sets consist of stock in trade, $466; ma
chinery and tools, $840. Liabilities 
consist of unsecured claims, $9,687; 
secured claims, $508; taxes, $25.

Dayton—The Foot Analysis Shoe 
Shop, Inc., was incorporated Aug. 2. 
The incorporaors were DeWitt C. Al- 
tenburg, J. B. Mills and Hastings W. 
Baker. The firm begins business with 
$6,600 capital, authorized to issue 25Q

shares of $100 a share stock. The 
store is located at 214 North Main 
street.

Cleveland—J. H. Romsey will open 
a retail shoe establishment a 8758 West 
25th street, in the near future. Mr. 
Romsey is of the opinion that he will 
do good business because of the fact 
that he is established in a good neigh
borhood.

Warren—Edwin A. Neal has pur
chased the interest of his partner in 
the retail shoe business conducted un
der the name of Kinnamen & Neal, 
and will hereafter conduct the store 
under the name of the Neal Shoe 
Store. Mr. Neal has been in the shoe 
business for forty years, of which fif
teen years were spent in selling shoes 
on the road.

Cleveland — Ben Rosenfeld, dry 
goods, 3833 East 131st street, lists as
sets at $1,000 and liabilities at $3,158. 
There are thirty-five creditors. Only 
creditor with claim in excess of $500 
is A. Krolik & Co., $581.

Columbus—The H. C. Godman Co., 
which operates eleven shoemaking 
units in Columbus and Lancaster, re
ports that all of the units of the com
pany have been operated on a full 
schedule for the past six weeks. Or
ders received since the start of the 
season, June 1, when the traveling 
representatives took to their territories, 
have been 16 per cent, greater than 
for the corresponding period last year.

Cleveland—H. J. Adler, Inc., dra
peries, etc., 8830 Carnegie avenue, lists 
assets at $11,142 and liabilities at $11,- 
402.

Cleveland—An involuntary petition 
in bankruptcy has been filed in the 
U. S. District Court here against Stout 
Dress, Inc., by Attorney Gerald A. 
Doyle, representing Hesslein & Co., 
Inc., New York, $1,600.

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

been received during the past week:
Arthur Rawling, Greenville.
John Madsen, Lansing.
Geo. A. Glerurn, Evart.
R. E. Clarke, Lakeview.
Otto Ohland, Grand Rapids.
R. W. Puffer, Milan.
J. M. Hayes, Kalamazoo.
Milton P. Nickel. Croton.
Alpena Wholesale Grocer Co., Al

pena.
Consolidated Press Clipping Co., 

Chicago.

Glass Trade Continues Quiet.
Practically no change for the better 

is shown in shipments or sales of win
dow, plate and other flat glass prod
ucts. Production likewise is holding 
at a low level and in line with the sea
sonal slowness in demand. While large 
automobile plants are now in the sec
ond week of production following the 
midsummer vacations, it is yet too 
early to predict what effect the re
sumption will have on demand for this 
product. The demand for rough- 
rolled and wire glass products is quiet.

C. F. Mansfield, dealer in general 
merchandise at Lakeview, renews his 
subscription and says: “We regard the 
Tradesman as about the best periodical 
that comes to us, clear cut and right 
to the point.”


