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WONDERING WHY

They hired a nurse for their baby boy,
And the nurse was a good one as nurses go;
They busied themselves in pursuit of joy,
And the baby grew, as a child will grow.

They hired a tutor to teach the child,

And they thought it enough, as they went and came,
To know that he wasn’t out running wild,

And bring discredit upon their name.

They sent him to college in later years,

And furnished the money he needed there;
Pursuing pleasure, they had no fears

For the boy who had lacked their parental care.

They followed him into the courts one day,
Their hearts were sad and their heads were low,
And, weeping and hopeless, they turned away,

Wondering why he had failed them so.
S. E. Kiser.
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new idea in Christmas gifts

and at a very low cost

Extension telephones offer a new idea in
Christmas presents. Providing increased com-
fort and convenience, they make a most wel-
come gift.

In the living room . . . bedroom . .. den . ..
kitchen .. . wherever convenience and ease are
desirable, there extension telephones will prove
doubly useful. Extension telephones eliminate
running from one part ofthe house to another,
enabling you to place or answer calls readily
without interrupting your work or leisure.

Extension telephones cost less than 3 cents a
day. To place an order, or for information,
call or visit any Telephone Company Business
Office. Installation will be made promptly at
any time you specify.
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COFFEE

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

SOLD ONLY BY

The Blodgett-Beckley Co.

Main Office Toledo

Detroit Office and Warehouse
517 East Lamed Street

Our

Exclusive Pan
Toasting
Process
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~OPH SCOMFtFY
POKUK IOvia

—of milling assures your customer a sweet,
flaky dish of oats, entirely free from the usual
mush taste.

Purity Oats and Chest-O-Silver are the best
buys on the market today for you—the inde-
pendent grocer—because our rigid policy of
selling no chain stores—no desk jobbers—and
backing every package with a solid guarantee
is your weapon against indiscriminate selling.

Dntribated by STANDARD BRANDS INCORPORATED

*1!
KEOKUK, IOWA
. E BIG REASONS
Why You Should Push
. Products
1— Prompt _Service and
the usual tl me frequent delﬁ)/eries.
2—Small stocks properly
regulated and smaU in-
vestments. f
‘\"/rOMEN everywhere 3—Q ok %Ui?‘kt Turnover and
uick Profits.
want -desserts that 4—A reputation of fresh-
are quickly prepared. ness with every product.
s 5—Nation-wide advertising.
That’s why they are
asking their grocers to-
day for ROYAL QUICK SETTING GELATIN
DESSERT, which sets in about half the usual
time.
Cash in on this demand by getting behind this
fast moving item. Delivered to you fresh as
you need it by Standard f.lw
R Y A L Brands trucks, ROYAL
O QUICK SETTING
- - GELATIN DESSERT Y
QUICk Settlng means quick turnover hglv»'
GELATIN and quick profits!
b*
DESSERT
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Michigan tradesman
E. A Stowe, Editor

PUBLISHED "XXEEKLY by Tradesman Company,
from its office the Barnhart Building, Grand Rapids.

Untike Any Other Paper. Frank, free and
fearless for the good that we can do. Eachissue com-
plete in itself.

Devoted to the best interests of business men.

Subscription Rates are as follows: $3 per year,
if paid strictly in advance. $4 per year if not paid
in advance. Canadian subscription, $4.04 per year,
payable invariably in advance. Sample copies 10cents
each. Extra copies of current issues, 10cents; issues a
month or more old, 15 cents; issues a year or more
old, 25 cents; issues five years or more old 50 cents.

Entered September 23,1883, at the Postoffice of Grand
?aﬂgg as second class matter under Act of March

JAMES M. GOLDING
Detroit Representative
507 Kerr Bldg.

THE INDIVIDUAL RETAILER.

He Is Confronted With a Tremend-
ously Difficult Task.

A noted business counselor recently
said that he considered the job of the
individual retail merchant the hardest
of any task in the field of distribution.
The small store, he said, is confronted
with practically all of the problems
which confront the largest distribution
units, and is unable to employ skilled
employes to manage all of the various
phases of the business. The individual
retailer must be his own accountant,
credit manager, personnel executive,
advertising manager, contact man, and
in some cases, clerk and janitor.

There is no gainsaying the fact that
the individual retailer is confronted
with a tremendously difficult task. If
he is unable to perform the functions
of any one of his many jobs, his en-
tire operations may reflect the condi-
tion in losses instead of profits.

The individual retail dealer does
have one advantage, as compared with
the managers of more elaborate mer-
chandising units, which is sometimes
overlooked. Since he is in fairly di-
rect contact with his trade, he fre-
quently is in a position to recognize
cr anticipate trends in his business
quicker than his larger competitor. If
he keeps closely in touch with the cus-
tomers who patronize him, he should
be in a position to meet their chang-
ing demands as they change.

Any business catering to the public
is of necessity the servant of that pub-
lic. Stores which set their own stand-
ards and adhere to them strictly with-
out proper consideration to the cus-
tomer soon find that the customer is
in the habit of having his wishes ad-
hered to. Up-to-the-minute retailers
have long since found that it is easier
to follow consumer preference and to
attempt to anticipate it than it is to
try to dictate it.

Inefficiency, because it is a word
which can cover such a large number
of merchandising faults, is so often
given as the abstract reason for busi-
ness failures that its meaning is fre-
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quently obscured. What are the prime
reasons why a retail store finds itself
unable to meet its obligations, while
across the street a chain store or an-
other individual retailer flourishes? As
we break down the meaning of the
word “inefficiency” into its component
parts, we soon find that the reasons
fall within a very few main classes.

Lack of accurate knowledge of op-
erating costs is possibly the worst
enemy of the retailer of foods. Unless
the dealer has an accounting system
of some kind, he is in no position to
know whether he is making or losing
money on his sales. A simple account-
ing system which will show retailers
what percentage they must make to
take care of their overhead and leave
a reasonable net profit would reduce
substantially the number of stores
which are forced to close each year.

Through the efforts of retail associa-
tions, with the co-operation of the De-
partment of Commerce and other or-
ganizations, the opportunities have
been given to the retailer during recent
years to learn many good merchandis-
ing methods. The men who have
failed to keep up with the times have
seen their business slip to more pro-
gressive  merchants. Many have
heeded this trend in time to save their
own business. There can be no doubt
that the average 'individual store own-
er is a far better merchant to-day than
his predecessor of twenty years ago.

The appearance of the retail food
store is of greatest importance in at-
tracting customers. However, appear-
ance will not hold a customer. Having
caught the customer’s favorable atten-
tion, the physical characteristics of a
food outlet yield in Importance to the
service which the dealer gives and the
prices which he charges. If his clerks
are courteous, if he lives up to the
promises which he makes to his trade,
and if he does not misrepresent his
goods, he should be able to retain the
patronage of a large proportion of the
people which the attractiveness of his
store may bring in.

Competition and a public which is
rapidly growing more discriminating
have written she words on the wall
for the retailer who fails to follow
modern trends of merchandising. The
progressive merchant, obedient to con-
sumer demand, as it is evidenced by
the customers who purchase his goods,
and continually watchful of the con-
duct of his business, should be able to
look forward to years of profitable re-
turns. J. ¢. Duggan.

Gifts Expected To Lead
Christmas Buying.

The trend of Christmas buying this
year probably will be in the direction
of utilitarian gifts, the Chief of the
Specialties Division of the Department
of Commerce, Eric T. King, stated
orally Nov. 4.

Practical

While this tendency is likely to ap-
pear in purchases of gifts for adults
because of economic conditions, “the
children are always considered in the
matter of toys,” and the American peo-
ple customarily do not let adverse con-
ditions interfere with the pleasure of
the youngsters, he said.

In this connection, Mr. King pointed
out that trade reports are that gift
shop sales of toys this years have been
about normal, in spite of slack business
in many other lines. The sporting
goods industry also held up better than
most other lines, he said, and one large
company has reported that it is having
the biggest year in its history.

Confectionery sales by manufactur-
ers already have taken the usual sea-
sonal upward spurt, according to the
Foodstuffs Division of the Depart-
ment.  Statistics for September, the
latest month for which figures are
available, show a gain of 47.2 per cent,
over August in such sales, while the
gain in September, 1929, over August
was only 32.9 per cent.

The general retail trend in confec-
tionery for the nine months, however,
has been only about 6 per cent, below
last year, according to the division.
Customarily, it was stated orally in the
division, the seasonal gain in sales con-
tinues through, October and November
and a decline begins in December.

September sales by the 435 com-
panies which reported to the division
were $28,026,979, compared with $32-
634,173 in September of 1929.

Factory sales of toys to distributing
companies have been in good volume
this year, Mr. King said. This indus-
try and the silverware trade usually
do a much larger volume of business
during the holiday season than at other
times. Dealers in photographic equip-
ment usually expect an upturn in trade
near the end of the year as the holi-
days approach, according to Mr. King.
The same thing applies in the case of
dealers in smokers’ supplies such as
pipes and cigarette holders, cases and
lighters.

The trend toward utilitarian gifts
covers labor-saving devices, wearing
apparel, and similar products, Mr. King
believes.

The Department of Commerce has

no figures on the trend of sales of
labor-saving electric devices, the chief
of the Electrical Division, M. T. Jones,
stated orally, but it is logical to assume
that a certain amount of these products
enter into the Christmas trade,’ he
said.
* In the case of radio sets, Mr. Jones
said, 38 to 40 per cent, of the year’s
sales are made in the last quarter of
the year, when the holiday season is a
factor.

Textile products, utilitarian and oth-
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erwise, enter to a considerable extent
into the Christmas gift trade, it was
stated orally in the Textile Division of
the Department.

It is probable that there may de-
velop a considerable vogue this year
for gifts such as tinted bedroom sets
of sheets, pillow cases and bedspreads,
bathroom “ensembles” consisting of
towels, wash cloths and bath mats of
the same design, and similar household
equipment, according to W. M. Car-
man, of the Division.

The trade usually makes prepara-
tion for an expected gifts trade at the
Christmas season, it was stated orally.
There is a wide variety of textile prod-
ucts which make suitable gifts for both
adults and children, according to the
Division.

While it is too early for any esti-
mates of the trend of business in de-
partment store this year, sales of these
stores in past years have increased to
a peak during the holiday season, it
was stated orally in the Marketing
Service Division of the Department.

Sales by department stores for the
last quarter of the last five years have
ranged from 117 to 192 per cent, of
the average for 1923-25, according to
Department statistics, compared with
71 to 110 per cent, for earlier months
of the same years. In the last four
years, such sales in December were
from 182 to 192 per cent, of the basic
average, compared to 124 to 126 per
cent, in November, which is the next
highest month.

Expect Early Tariff Decision.

Reports from Washington indicate
that the new Tariff Commission will
make its recommendation on straw hat
duties to President Hoover within
three weeks. The hearing on protests
against these duties was held by the
Commission Oot. 18. The information
received is regarded as authentic and
caused widespread domment in the
trade. Under previous administrations,
it is pointed out, reports on protects
brought under the flexible jprovisions
of the tariff law were frequently handed
up more than two years after the pro-
test was first lodged.

Mills Oversold on School Hose.

One of the bright spots of the hos-
iery trade at the present time is chil-
dren’s 300 needle full length hose,
combed and mercerized, known as
school hose. Most mills appear to be
oversold on these goods with a steady
demand appearing.  In lightweight
underwear, nainsooks are reported to
be doing well, particularly in the South,
where, despite adverse conditions at
the present time, jobbers are placing
orders for Spring goods. They believe,
apparently, that prices have hit bottom
on this type of underwear, and that
the time is propitious to make. Spring
commitments.



MEN OF MARK.

Prokop Kyselka, Forty-six Years a
Retail Grocer.

Prokop Kyselka was born June 28,
1844, in a small town called Ondrejov,
Bohemia. His parents were Joseph
and Barbara Kyselka and on Oct. 25,
1854, they decided to come to America.
They came across the ocean on a boat
called Herzogen Von Alderberg, from
Germany, taking fifty-two days to
make the trip. They came to Chicago,
where they stayed for two years. The
parents then decided to come to jMichi-
gan and locate on a farm, so on Nov.
15, 1856, they landed in Traverse City,
which has been P. K.’s home ever
since.

When *M. Kyselka was 12 years old
he worked in a rope factory, turning
a big wheel while a man in front made
the strands of rope. This .was very
hard work for such a young boy and
he received 25c per day for it. When
16 years of age he picked up odd jobs,
such as helping to load boats which
came to Traverse City after lumber,
averaging from one to three days per
week. For this work the captain paid
him $1.50 and he had to pay his own
board.

When the war broke out wages went
up and they hired whom they could
to work, so he got a job chopping and
sawing logs, for which he received $35
to $40 per month. The next summer
he started work in a sawmill, where
he stayed for three summers. He
learned the carpenter and cabinet
makers’ trade, for which he received
his diploma April 1, 1868. He then
rented Joseph Greilick’s factory and
began working for himself and while
working on the Front Street Hotel,
Perry Hannah came to him and said,
“Proper (that is what he always called
Prokop), Mr. Barnes and | have talked
about you a great deal and want you
to work for us. As long as you were
working for Mr. Petertyl we did not
say anything, but now you are work-
ing for yourself | wish you would go
and see Mr. Barnes. Maybe you will
make a bargain with him. Good day,
Proper.” One evening Prokop went
to see Mr. Barnes and made a bargain
with him to work at $50 per month.
His work was to fill four boxes full of
wood each day, so as to keep four
stoves going, then fill and trim thirty-
two lamps and spend the remainder of
his time in the grocery department. He
worked at this three years and then
was put in as clerk in the grocery de-
partment. He worked for this firm
sixteen years and his wages were
raised every year, so his last pay was
$100 per month.

His health giving out, he left for
New Mexico the 21st day of Feb., 1881,
and from there he went to Denver,
Colorado, where he stayed until Aug.
12, when he returned, much improved
in health, resuming his work with the
Hannah & Lay Mercantile Co.

In 1834 he formed a partnership with
Charles K. Buck in a business of their
own, which partnership lasted until
April 1, 1895, when he bought out Mr.
Buck and has continued the business
ever since. The firm name was known
as Buck & Kyselka. They carried
staple and fancy groceries, keeping a
most complete assortment and dealing
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fairly and generously. The same may
be said of the establishment after Mr.
Buck retired and Mr. Kyselka con-
tinued the business in association with
his sons, who now handle the buying
and also relieve their father of the
arduous portions of the management.
On Oct. 11, 1868, Prokop was mar-
ried to Antonia Venclik by the Rev.
Mr. Hatch, Congregational minister.
Mrs. Kyselka is still living and Oct.
11 they celebrated their sixty-second
wedding anniversary in a quiet way
at their home. They have six children
living. Mr. Kyselka belongs to the
Masonic order and is the oldest Mason
and only charter member of the Blue
Lodge of Traverse City still living.
On July 26, 1911, with his wife and
son, Frank, he took a trip to Europe

on the steamer President Lincoln. This
trip was surely much different than
the one he took when he came here as
an emigrant boy in 1854.

One long and intimately acquainted
with Mr. Kyselka may offer just and
generous tribute to his life and char-
acter in sincerity and without reserva-
tion or fulsomeness. His life has been
patient, kind and gentle, his character
forceful, strong and brave. He is a
characteristic type of early pioneer life
of a day that is dead. Such men who
lived and endured the hard, brave
manhood-making lives of the early
settler, who builled communities and
states, are too rapidly disappearing
from our midst. They are entitled to
our generous appreciation and regard
so long as they live and to our grate-
ful memory when they pass away. Mr.
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Kyselka in early manhood followed the
blazed trail into the Northern woods
of Michigan.  Settling there amid
crude environment he spent many long,
industrious, patient, frugal years, the
best of his rugged life, became an ac-
tive force in his growing community
and State, making loyal friends of all
who knew him and accumulating by
patient effort and temperate living a
goodly competence. The latter, im-
portant in its place, is of comparatively
little consequence. It is life and char-
acter which really count while we live
and continue to exert beneficent influ-
ence and force in human life even after
we have passed away.

To have known him is a privilege,
to have his friendship is an honor.
Tireless in his energy, fearless in his

denunciation of greed or graft, 'honest
in his convictions and ready at all
times to uphold his opinions, he re-
ceives the respect and admiration of all
with whom he comes in contact. He
is the embodiment of all the virtues
which constitute an American gentle-
man.

Mr. Kyselka has written a sketch of
his life covering seventy pages of type-
written manuscript. The Tradesman
has been favored with a copy of this
remarkable recital and contemplates
presenting reproductions of same from
time to time as circumstances permit.

Why does one man advance and an-
other stand still? Because the first
adds to his information, while the
other is satisfied with his present
mental equipment.
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BUYING FOR THE TABLE.

Why Mrs. Horton Buys Over the
Telephone.

Now, as never before, the independ-
ent grocer needs to know the financial
and other circumstances, also the buy-
ing preferences, prejudices, and habits,
of the peopleJiving within range of his
store, for these are factors that govern
in the placing of patronage. With this
knowledge he can act more intelligent-
ly in his struggle to hold and increase
his business in face of the encroach-
ments of the chains.

How shall he gain this needed infor-
mation? By a questionnaire? Hardly.
That would be regarded as prying into
private affairs, and might arouse re-
sentment. Perhaps he cannot become
personally acquainted with every fami-
ly. But by quiet observation and a
cultivated insight—on his part, per-
haps also on the part of the more
discerning among his helpers—he eas-
ily can learn in any given case why
the lady buys where and as she does,
why one store is favored and another—
his own, possibly—is avoided.

For developing the powers of obser-
vation and insight, let him make a
careful study of a few individuals,
choosing such as are typical, as to their
buying requirements, of large numbers
of other persons.

So now we will give a fairly detailed
description of the situation in life of
one woman, tracing out just why the
method of buying which she does has
adopted best suits her needs and con-
venience.

We name her Mrs. Horton. She is
a young matron, an expert stenog-
rapher. Graduating from business col-
lege at nineteen, she has ever since
followed her profession. For eleven
years now she has been with one whole-
sale firm. Speedy, efficient, and know-
in all the ins and outs of the business,
she has made herself almost indis-
pensable to her employers. Notwith-
standing the depression, they continue
to pay her a liberal salary.

When married eight years ago, al-
though Mr. Horton was making good
money,.and was well able to support
her, she could not bear to give up her
work. As they have had no children
she has found it practical to continue
holding her position. But both her
husband and herself want a real home
life, so, like many other women who
are employed, she keeps house. They
live quite well out in a pleasant resi-
dential district, where they own a good
double dwelling. Of this they rent
one side and ocupy. the other.

Although very industrious, Mrs.
Horton would not be satisfied to spend
every waking moment in toil, for she
knows that by such a course she soon
would degenerate into a mere drduge.
She always manages to. allow herself
time for church, for a measure of social
activity, recreation, and leisure hours
for rest and reading. But maintaining
the top notch of efficiency at the of-
fice and keeping house besides is a
busy job, so she has learned to cut
corners and economize time and en-
ergy.

The Hortons have a decided prefer-
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ence for home- prepared meals. Now
as to the important matter of obtain-
ing supplies for their table.

For a good while they have bought
of a service firm that caters to high-
class trade, and whose complete and
well-selected stock comprises not only
groceries but a full line of fresh fruits
and vegetables, an excellent assort-
ment of baked goods, and some tasty
delicatessen items. A clean and thor-
oughly well-managed meat department
is a prominent and popular feature of
the establishment. Putting it briefly,
the layout of these dealers includes
almost everything that any reasonable
palate could ask for.

Mrs. Horton’s method of buying is
to make out a list of what she will
want, phone in the order, and have
the goods sent. With her it is a strong
point in favor of the store just de-
scribed, that she can get the various
items she may desire all at the one
place. It is a saving of her time to
give a single fair-sized order instead
of three or four small orders. Having
everything come at once also makes
far less bother for the lady living in
the other side of the house, with whom
Mrs. Horton has an arrangement to
take in the goods when they arrive.

Another point where this store
scores with her is careful handling.
Fish and onions are not placed next
to the butter, and comb honey does not
come crushed and dripping.

An even stronger reason for her con-
tinued patronage of these food experts
is that she can buy of them “sight
unseen” and still get good results. This
is true even of meats and fresh fruits,
which require discriminating selection.
They readily catch her meaning over
the phone, and conscientiously carry
out her wishes. She tells them the
kind and size of steak or roast she
wants, and they send just that, while
the berries or grapes or oranges they
supply are what she would choose her-
self. They never put off on her what
is out of condition or undesirable. If,
as sometimes must happen in the case
of seasonable items, they do not have
what she is wanting, they tell her so.
Usually something that will answer as
well can be arranged for.

It means a good deal to Mrs. Horton
to be able to supply herself so satis-
factorily just by spending a few min-
utes at the telephone. Her daily pro-
gram always must allow for the long
street car ride to and from her work.
In the morning she has no time to go
out and purchase, for she must start
for the office in good season. When
her labors for the day are over in the
late afternoon, she does not delay to do
any buying, because she is anxious to
get home and prepare dinner. If that
is late their evening is so short. Even
on Saturday afternoon she seldom goes
marketing. She has so many things
to attend to that every moment is
precious.

As to delegating any part of the
purchasing of provisions to her hus-
band, Mrs. Horton learned long ago
the folly of attempting that. Mr. Hor-
ton is a busy man and despises shop-
ping. When he has a little spare time
he likes to work on his car, and doesn’t
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want to be running around for a loaf
of bread and a half dozen lemons.

In regard to the cost of their food,
Mrs. Horton knows there are cash-and-
carry places, some home-owned, some
chain, where the general level of prices
is somewhat lower than she is paying.
But delivery of the goods is very im-
portant to her. The other feature of
full service, credit, is not so essential,
for she never is short of money. But
it comes handier to pay only once a
month, when she is settling other cur-
rent bills.

A further word as to prices. Some
of Mrs. Horton’s friends tell her that
by watching for special sales and going
from place to place, taking advantage
of’the best values offered, they make
quite worth-while savings. But how
would she find the two or three or four
hours a week that would be required
for this intensive bargain hunting?

The Hortons are not wealthy, but
their earnings are enough that after
all the expenditures of their very com-
fortable mode of living, they are laying
up nearly half of their income. They
do not need to pinch the pennies.

Mrs. Horton is here given as an
example of the type of customer who
likes to do her buying quickly and
easily. In almost every town and city
there are people who want and will
pay for excellent and dependable full
service. Some of these are rich and
have large establishments. Others may
be in straitened circumstances, too poor
to own a car and too proud to carry
packages of meat and groceries. With
still others service is not a matter
of choice but of necessity. Witness
the case where credit is inperative, or
that of the woman who is a cripple or
a semi-invalid, or that of the busy
housewife with three or four men-folks
to cook for and no one to send to a
store. All these belong to the class
of buyers who save themselves time
and trouble and do not place great
emphasis on securing the very lowest
prices gbtainable.  Ella M. Rogers.

Views On Grocery Premiums Vary.

The growing use of premiums as
aids in bolstering sales volume in the
grocery industry has given rise to con-
siderable discussion of the premium
plan in food circles during the last two
weeks. Conflicting opinions regarding
the value of offering a mixng spoon
or similar article in conection with the
sale of grocery items are voiced by
both manufacturers and jobbers. The
latter, according to a spokesman for
the group, consider the extra work
necessary in handling premiums as a
serious drawback and express the be-
lief that the added value does not in-
duce retailers to place heavy orders.
Manufacturers who are using the plan
say it has kept up sales in a difficult
year when other methods have failed.

Corporations Wound Up.

The following Michigan corporations
have recently filed notices of dissolu-
tion with the Secretary of State:
‘Michigan Tire Co., Detroit.

Miche A'\r}lgelo Studios. Inc., Lansing.
Jackson Mill SuppB/ Co., Jackson.
Bonjo Lunch Co., Detroit.

Fred Taylor & Co., Sault Ste. Marie.
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ECHO FROM ENGLAND.

Comment on Paul Findlay in Man-
chester Publication.

S. Gordon Hynes, editor of the Gro-
cers Gazette, published at Manchester,
Eng., sends us a copy of his paper
dated Oct. 25, which contains editorial
comment on Paul Findlay’s recent
contribution to the Tradesman on gro-
cer conditions in Great Britain. The
comment is as follows:

If we sailed across the Atlantic and
traveled overland to a city on the
Pacific Coast, it would be possible to
shake hands with Mr. Paul Findlay in
San Francisco. He is the only Fellow
(No. 2637 on the Roll) of the Institute
of Certified Grocers in the United
States of America—a unique distinc-
tion which forges an intimate, if slen-
der, link between the shopkeepers of
two nations. Mr. Findlay makes a
hobby of writing on grocery trade
matters; over three years have elapsed
since | gave our readers a message
from him in Northern Jottings, but he
has not forgotten us. The evidence
arrived in a weekly journal published
at Grand Rapids, Michigan, which, by
the way, affirms its policy as: “Frank
free and fearless for the good that we
can do.” A typically vivid statement,
and one that is equally true of the
Grocers’ Gazette and the service it has
rendered for nearly half a century.
This copy of the Michigan Tradesman
(its editor tells me) was sent at the
request of Mr. Findlay because it in-
cludes an article from his pen: “Sinews
of War in Hard Pressed England.”
The subject is covered from an un-
expected angle. He begins with this
original line of thought about English
currency: “I have always regarded the
complicated money-system of Britain
as a great advantage to business men.
One cannot operate such a system with
any loose thinking or sloppy approxi-
mation of figures.”

A bill of goods purchased from a
grocer, in pounds and ounces, with the
odd-figure prices in shillings and pence,
are detailed for the enlightenment of
a public used to dollars and cents. Mr.
Findlay then says: “Consider 'the daily
problem of computing margins on a
percentage basis with such a system
of currency, and we may be able to see
that English grocers are educated both
ways from the collar. Indeed, they
could not turn around without an
arithmetical equipment more complete
than ours usually is.” The psycho-
logical influence of our methods of
reckoning are thus outlined with rare
insight: “Such facts may help.to ex-
plain why an. Englishman is deliberate
in his ways, and a bit slower to answer
a question. He does not ‘make it
snappy’ as we like to do with our ex-
ceedingly simple system. His habit
is to think of a question, and get all its
bearings, before he attempts an
answer. By the same token, his
answer is likely to be correct.” Mr.
Findlay has reached two further con-
clusions on this point: “Here, also, is
an explanation why the British appren-
ticeship system of old, and its present-
day successor—the Institute of Certifi-
cated Grocers—have always involved
such an extended time for education;
of how and why young men and wo-
men who enter on-this course are apt
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to have decided in advance that they
are to be grocers for life.”

The next extract from this informa-
tive article is in the nature of a long-
distance appreciation for a British
achievement. Mr. Findlay states that
England is about the size of Florida,
and holds forty-five million people. He
quotes the willingness of our mer-
chants to “contribute money for the
continuance of their industry on a
sound basis” as yet another element of
stability, and therefore permanence, in
British grocerdom. Statistics are men-
tioned to indicate the development in
the work of the Grocers’ Institute, such
as: 2,000 candidates “sat for their ex-
amination last year,” and the extra-
ordinary growth jin membership of all
grades “from an initial 250 to some
3,250” at the present time. Mr. Find-
lay goes on to say: “The Institute is
twenty-one years old, and has now pur-
chased. its own home—a three-story
house at. 50 Doughty street, London.
An Englishman would be willing to
smile if 1 made a pun on the appro-
priateness of ‘Doughty’ as descriptive
of the Institute itself. But this house
is next door to where Charles Dickens
lived when he wrote some of his cele-
brated stories as Queen Victoria as-
cended the throne in 1837. Thus do
tradition and progress constantly blend
in Old England.”

The financial support given to the
headquarters’ fund of the Grocers’ In-
stitute by manufacturers and whole-
salers in the British Isles is a feature
which elicits the approval of Mr. Find-
lay. He underlines that aspect by
saying: “The minute a manufacturer
contributes, directly or indirectly, to
any of our state or national associa-
tions we suspect him of self-s'eeking.
But if he should be found sharing his
money with chain stores, well! Are we
as broad-minded as the British? If
not, why not?” He adds: “Let us note
in passing that multiple shop organiza-
tions are members of the Grocers’ In-
stitute jalong with individual grocers,
without prejudice either way.” Mr.
Findlay was leading his colleagues in
the grocery trade up to a dramatic
climax. That is revealed in a para-
graph, with which 1 conclude these
extracts: “We have a land somewhat
over fifty-two times the size of Florida,
with unlimited resources and 120,000,-
000 people. Yet our National Assica-
tion, now in jits thirty-eighth year, has
only 14,000 members, and, despite its
many apparent sources of revenue, does
not own its own home.” Like their
American comrades the federated gro-
cers of England and Wales have yet
to scale one peak of achievement.

Small Giftware Items Active.

Buyers of popular-price novelty gift-
wares are active in the market. Orders
of normal size are placed for articles
in the retail ranges of $1 to $5-for
Christmas sale. Bon-bon and relish
dishes retailing at from $1 to $3.50 are
in good demand, as are pewter smok-
ing sets retailing up to $5. Manufac-
turers are starting to shape their lines
for Spring business, but are moving
cautiously, because of uncertainty over
future business conditions. Many are
planning to feature the best numbers
in their current lines and introduce
only a few new items.
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MOVEMENTS OP MERCHANTS.

Utica—The Utica State Savings
Bank has increased its capital stock
from $25,000 to $50,000.

Lansing—Thé Neller Funeral Co.,
1128 East Michigan avenue, has chang-
ed its name to the Neller-Smith Fun-
eral Co.

Grand Rapids—It is reported that
Montgomery Ward & Co. are negotiat-
ing for the rental of the Prange store,
218 Monroe avenue.

Lowell—E. T. White has sold his
grocery stock to John Young, who
owns the building. Mr. Young will
continue the business.

Battle Creek—The Butterfield Drug
Co., 7 Porter street, has been incor-
porated with a capitalization of $2,000,
all subscribed and paid in.

Decatur—The First State Bank and
the Citizens Bank of this place have
been merged under a charter as the
First State Bank of Decatur.

Battle Creek—Ed Sampson, grocer
at 441 Upton avenue, has sold his stock
to A E. Taylor, who has taken pos-
session and will continue the business.

Detroit—The Great Western Fuel
Co., 2161 Fenkel avenue, has been in-
corporated with a capital stock of $5,-
000, $2,000 being subscribed and paid
in.

Detroit—United Radio Stores Cor-
poration, 1514 Broadway, has been in-
corporated with a capital stock of 1,000
shares at $10 a share, $1,000 being sub-
scribed and paid in.

Detroit—The Michigan Coal Co. of
Detroit, 3149 Central avenue, has been
incorporated with a capital stock of
$5,000, $3,000 of which has been sub-
scribed and paid in.

Detroit—The Midwest Coal Co. of
Detroit, 10571 Grand River avenue, has
been incorporated with a capital stock
of $5,000, $3,000 of which has been
subscribed and paid in.

Lansing—Ben Sheets has sold his
half interest in the Beeman & Co. gro-
cery and meat stock, 1131 South Wash-
ington avenue, to the company, which
now owns the entire stock.

Marquette—The D. & D. Clothes
Shop, 300 South Front street, retail
clothing and men’s furnishings goods
store, has been opened for business
with R. Eichman as manager.

Detroit—Bernstein Bros. & Co., 3711
Third street, has been incorporated to
deal in dry goods, clothing, notions and
groceries, with a capital stock of $13-
000, all subscribed and paid in.

Detroit — The Standard Materials
Corporation, 815 Fisher building, lum-
ber, etc., and other materials, has been
incorporated with a capital stock of
$25.000, all subscribed and paid in.

Detroit—The Allen R. Goodman Co.,
8960 Grand River avenue, department
store, has been organized with an au-
thorized capital stock of 2,500 shares
at $10 a share, $10,000 being subscribed
and paid in in cash.

Detroit—The Machinery & Grinding
Service Co., 5191 Loraine avenue, has
been incorporated to deal in machin-
ery and industrial supplies with a cap-
ital stock of $50,000, $1,390 being sub-
scribed and paid in.

Lansing—The E. G. Skinner Co,,
conducting a chain pf jneat markets in
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this city, has leased the store building
at 212 East Grand River avenue, and
will occupy it with a modern meat
market about Nov. 22.

Jackson — The Equipment Service
Co., 807 Reynolds building, has been
organized to deal in building supplies
and equipment with a capital stock of
$10,000, $5,000 being subscribed and
$1.000 paid in in cash.

Birmingham—Gariepy & Andrews,
385 Willetts street, has been incorpo-
rated to deal in brick, tile and all clay
products with an authorized capital
stock of $3,000, all of which has been
subscribed and $1,000 paid in in cash.

Detroit—The Lincoln Furniture Co.,
13743 Woodward avenue, has been in-
corporated to deal in furniture and
household furnishings with an author-
ized capital stock of $3,000, all of which
has been subscribed and paid in in
cash.

Detroit—The International Extracts
& Research Laboratory, 436 East Fort
street, has been incorporated to manu-
facture and sell flavors, colors, essen-
tial oils, etc., with a capital stock of
$10000, $1,000 being subscribed and
paid in.

Port Huron — The Port Huron
Plumbing & Heating Supply Co., 304
U. S. Savings Bank building, has been
incorporated to conduct a retail and
jobbing business with a capital stock
of $50,000, all subscribed and $20,000
paid in.

Lansing—The E. G. Shinner Co,,
conducting a chain of meat markets in
several states, has added to its chain
by opening its third market here, lo-
cated at 212 East Grand River avenue.
It is under the management of Law-
rence Hempstead.

Fowlerville.—O. V. Miner has sold
his restaurant and cigar business to
Ralph Ries, who has taken possession.
Mr. Miner has leased the store ad-
joining the restaurant and will conduct
a retail store selling radios, electric
refrigerators, vacuum cleaners, wall
paper, etc.

Pickford—John and George Gough
have leased the building formerly oc-
cupied by a creamery and installed
modern creamery machinery and open-
ed the Gough Creamery. It is esti-
mated that at the height of the season
from $600 to $800 per day will be paid
to the farmers of this district.

Jackson—Lee & Cady have purchas-
ed the wholesale grocery stock of
Davis, Mason & England and will con-
tinue the business at the same location
under the management of George
O’Mores. The Jackson house was es-
tablished in 1890 and has always en-
joyed the confidence of the trade.

Howard City—The Art Designed
Flooring Co. will become a unit of the
National Wood Products Co. Herman
C. Nielsen, head of the Art Designed
Flooring Co. will becom a director and
department head. The capacity of the
plant will be enlarged and the number
of men employed will be increased.

Manufacturing Matters.
Pickford—William Beese, recently
of Detroit, has engaged in the sausage
manufacturing business here.
Detroit—The McCrosky Tool Cor-
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poration, 2842 West Grand boulevard,
has increased its capital stock from
$315,000 to $765,000.

Houghton—Fire destroyed the plant
of the Karger Sausage Co., Lessing
Karger, proprietor and manager, en-
tailing a loss of about $10,000.

Detroit—The Zero Ice Corporation,
14460 Linwood avenue, has been or-
ganized to liquify carbon dioxid, make
ice.*c., with a capital stock of $100,-
000, $10,000 being subscribed and paid
in in cash.

Detroit—The Lisk Machine & Tool
Works, 4129 West Jefferson avenue,
has merged its business into a stock
company under the same style with a
capital stock of 500 shares at $100 a
share, $5,000 being subscribed and paid
in in cash.

Detroit—The Century Manufactur-
ing Co., 6537 Hamilton avenue, plumb-
ing supplies of all kinds, brass and
metal goods, has been incorporated
with a capital stock of 25,000 shares
at $1 a share, $5,000 being subscribed
and paid in in cash.

Houghton—The erection of the steel
framework jfor the new Carroll foun-
dry, located on 'the site of the old
foundry, is well under way. The sides
of the building will be of non-breakable
glass and the roof will be corrugated
steel, making a strictly fireproof
building.

Looking_Backward Nearly Fifty Years
San Diego, Cal., Nov. 10—One year
ago to-day | arrived here and | do not
régret that | followed my friend’s ad-
vice to remain here and improve my
health. Another year is gone by and
Tnow have an opportunity to say that
| have read your wonderful Michigan
Tradesman for forty-six years and have
enjoyed this business men’s companion
more than | can express. | have ad-
mired its development from year to
year. In 1834 when first | came to
Grand Rapids to take charge of mv
brother’s yeast business, E. A. Stowe
was the first man to ?reet me and give
me a helping hand. T gladly acknowl-
edge that | was as green as grass when
| reached Michigan, but he took pity
on me and gave me very helpful advice.

In those days we both .got up early
and went to work. The Tradesman had
a small issue only, but the reading of
it was very valuable to us. Friend
Stowe gave his readers advice and |
tried to profit thereby. | remember
well when | got married and arrived
in Grand Rapids with my bride. My
yeast wagon waited for me at the depot
and | peddled yeast from there and
spent my honeymoon in that way and
accepted friend Stowe’s congratula-
tions; but he was not lazy either, he
issued his paper and after that he went
to Muskegon every Thursday in search
of business. We would walk up to the
old D. & M. depot, eat a sandwich
which would kill a cow, take the 5
o’clock train to Ferrysburg, stand on
the platform until the P. M. train came
along, arriving at Muskegon at 7 a. m.
We got breakfast, dinner and supper
at the Occidental, leaving Muskegon
the same way we came. We left at
9 p. m, reaching home about mid-
night. Those were strenuous days, but
an association, even under such hard
circumstances, cemented a friendship
which_has never been broken. | was
soliciting yeast customers and he was
after advertisers and subscribers. He
helped me to get other agencies, such

as
Woolson Spice Co.
Paul Beechner vinegar.
Wm." H. Bunge’s sauerkraut.
Heinz pickles.
In 189 | was transferred to Chicago
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and lost the various connections and
devoted my time to traveling for the
Fleischmann Yeast Co., which adver-
tisement_can be found under the_head-
ing of Standard Brands, Inc., in the
Michigan Tradesman. The wonderful
development of this business magazine
speaks for itself and | hope to live
with friend Stowe and jhis family long
enough to see his wish come true—
fiftieth anniversary. L. Winternitz.

Toy Orders Show Slight Gain.

Some improvement has developed in
toy ordering, but not to the extent
hoped for at this time. Order for Sep-
tember were 83 per cent, of those for
the same month of last year, according
to the Toy Manufacturers of the United
States of America. For the nine
months ended with September the or-
ders ran 81 per cent, of those for the
corresponding period of 1929. A num-
ber of manufacturers who were holding
down production earlier in the year are
enow busy, while others who produced
actively are now awaiting further or-
ders. Practically all of the business to
date emphasizes popular-price items.

Just a Sheet of Clean White Paper.

In passing the window of a large
grocery store in New Hampshire we
took special note of an unusual plan
for attracting attention to an appar-
ently superior quality of fruit. Scat-
tered at various points in his display
are small wooden trays, containing just
one item. Lining the tray and under-
neath the fruit is a large clean sheet
of white crepe paper. Perhaps it was
a large bunch of luscious grapes, red,
white or purple, a honeydew melon or
a cantaloupe, we don’t recall, but how
it did augment the buying urge!

Rice—Continued good wdather in
Louisiana, Arkansas and Texas, the
three leading rice producing states, is
bringing new crop Blue Rose to the
millers now in good quantity. Of
course, there has been some rain dam-
age, but this mainly affects the extra
fancy Blue Rose, and not to as large
a degree™as was believed recently. Blue
Rose rice is a pretty strong vegetable,
much more so than long grain rices or
prolifics, and holds up better under ad-
verse weather conditions. For a week
or more millers will be busy filling
future contracts and short sales, but
after that rice will begin to accumulate
on them, and then will come the test
of their capacity to store it and main-
tain present price levels. Buyers here
are taking only enough rice to last
them for immediate needs, as they
wish to see quotations thoroughly
tested before they come into the mar-
ket in a big way.

Sauerkraut—Continued easiness in
sauerkraut has brought quotations
down to around $9 per barrel of 45
gallons at the factory, with much
cheaper prices for buyer’s cooperage.
Many packers report that they had to
shut off supplies of late crop cabbage,
and there is considerable pressure to
sell at primary points upstate. Western
sauerkraut is being offered here at very
low prices, also, and sales are not very
encouraging.

He who easily gets cross carries a
Cross.

We all are dependents.
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Features of the Grocery
Staples.

Sugar—Jobbers hold cane granulated
at 5.40 and beet granulated, at 5.20c.

Tea—The past week in the market
has not been particularly notable. Low
grade India teas, which have been easy,
hardened up a little during the week,
which was about the only price move-
ment since the last report. Business
has been rather dull this week with
good grades of tea holding steady to
firm.

Coffee—The past week has brought
more declines to the market for Rio
and Santos coffee, green and in a large
way. Possibly the prices are not ma-
terially lower than they were a week
ago, but they undoubtedly will be in
a few days unless something happens
to the market. And it is not easy to
say how anything can happen to the
market. The whole coffee situation is
dull and weak with even more weak-
ness ahead. Mild coffees are about the
same as they were a week ago. The
jobbing market on roasted coffee is
gradually adjusting itself to the lower
prices on green.

Canned Fruits—California canned
fruits are wanted just now with the
chance that peaches and pears, if the
demand continues, will firm up shortly.

Canned Vegetables—There continues
to be a certain amount of liquidation
among Maine canners of Golden Ban-
tam, whS either do not want to or
cannot store their goods until the
spring.  The stronger factors are
pretty well out of the market as far
as Bantam is concerned. Many of
them feel they can afford to carry their
merchandise, or a great part of it, over
until a revival of contract buying early
next year. By that time they anticipate
stronger prices and feel certain that
there will be no appreciable surplus.
Tomatoes in the tri-States are remain-
ing the same. Buying is negligible,
and most of the canners are just put-
ting their goods in storage. Wiscon-
sin peas are in a dubious position at
the present time, although they have
been holding well in several varieties.
Soft spots among weaker canners have
occurred, however, to break opening
quotations, but the stronger factors are
holding well. Lack of adequate stor-
age facilities or financing may cause
price concessions there before the year
ends.

Dried Fruits—With large quantities
of imported figs, especially Greek
string, held up by Department of Ag-
riculture inspectors, there has been
some shortage on the spot, but mew
shipments have arrived or are on the
way and soon figs and dates should
be available in good quantity here.
Smyrnas have pased the strict Federal
regulations in good percentages, owing
to precautions taken as to quality at
primary points. There has been con-
siderable delay in getting the fruit
through, however, after its arrival here.
A large number of repeat orders is
being received by importers from job-
bers and distributors, which shows 'how
light their stocks are, but these can
now be filled with prompt shipment
after Federal inspection. Dates, too,
have come in and should be in good
supply for holiday trade. The move-
ment of domestic dried fruits from the
Coast is satisfactory. California Adri-

Essential
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atic and Calimyrna figs are coming in
by rail regularly, and no time is lost
in moving the fruit into the hands of
distributors.  Black Missions are not
in much demand at the present time.
Apricots, of course, have stiffened up,
with holdings of fancy fruit scarce at
primary points, and a firmer tendency
in grades below fancy. Prunes in
larger sizes are going rapidly, the de-
mand now switching to 20s and 4ob, as
30s have become almost impossible to
get. Europe is in the market for small
prunes, and any surplus which exists
is centered in the medium sized varie-
ties. Fancy peaches are practically off
the market at the present time, while
raisins are well maintained at their ad-
vanced prices.

Canned Fish—While there have been
no price advances on the Coast, the
salmon condition is now more com-
fortable from the packers’ standpoint,
it is reported here. With pinks selling
on the $1 basis, many buyers have
taken the opportunity to procure their
share at this unusual level, and there
has been a more than seasonal volume
of business done. It has been a strenu-
ous year for the canners, especially as
far as sockeyes and pinks are con-
cerned.

Salt Fish—Reduced quotations in
several varieties of Norway and lIrish
fat mackerel marked developments in
the market during the past week. It
was reported here that demand gener-
ally for salt fish is satisfactory, con-
sidering general conditions. The trade
is coming into the market for goods
and owing to comparatively light
stocks this year, there is no pressure
to sell at this time. World production
is said to be considerably under that of
last year. The revised quotations repre-
sent a drop of $2 in many cases below
last week’s prices.

Cheese—Demand for cheese is rather
slow, but as receipts are slow also,
situation is fairly steady.

Nuts—Both domestic and imported
nuts are moving in good volume, but
the latter are running very scarce on
the spot in some varieties, and the
possibility of replenishment at primary
points grows more doubtful from day
to day. While both the almond and
walnut markets in California are re-
ported as going well, interests abroad
are confronting a peculiar situation
this year. Walnut crops in France
have been generally low and late and
holders abroad have shown less inter-
est in the American market. Shipments
from France are arriving late, export-
ers reporting that recurrent rains have
affected the movement of shelled nuts
there. A firmer tendency is indicated
for the future. Spanish almond shell-
ers are holding firmly to present quo-
tations while the peseta is advancing,
causing an actual increase in quota-
tions to American importers. Turkish
filbert sfiellers report that two-thirds
of the new crop have been sold, either
in the shell or shelled. Italian walnut
holders are maintaining firm quota-
tions for nuts in the shell. Rumanian
and Manchurian nuts likewise are re-
ported as held for higher prices. On
the spot shortages in many varieties
exist and if buying was stimulated to
any great extent it is likely that sec-
ond hands would be cleaned up on
several items in a few weeks.
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Review of the Produce Market.
Apples—Current quotations are as
follows:

Spies, A Grade $2.25
Spies, Commercial____ . 150
Baldwins, A Grade 2.00
Baldwins, Commercial 125
Mclintosh, A Grade 225
Mclintosh, Commercial 150
Snows, A Grade 2.25
Snows, Commercial 125
Wagners, A Grade 150
Wagners, Commercial 100
Wealthy, A Grade 159
Wealthy, Commercial 110
Maiden Blush, A Grade 125

Maiden Blush, C Grade 75

Banana, A Grade 175
Banana, C Grade 125
Delicious, A Grade 250
Delicious, C Grade 175

N. W. Greenings, A Grade____ 150
N. W. Greenings, C Grade
R. I. Greenings, A Grade 250
R. I. Greenings, C Grade

Grimes Golden, A Grade 200
Grimes Golden, C Grade 100
Hubbardstons, A Grade 200

Hubbardstons, Commercial 125

Jonathans, A Grade 2.25
Jonathans, Commercial 125
Kings, A Grade 2.25
Shiawassee, A Grade 2.00
Shiawassee, C Grade 125
Talman Sweets, A Grade 2.00
Talman Eweets, C Grade 125
Wolf Rivers, 3 in. up, Bakers __ 175

Pippins, 20-0z. 3% in. min.___ 200
Cooking Apples, all varieties_ .50

Butter The market is 2c lower than
a week ago. Jobbers hold 1 Ib. plain
wrapped prints at 36¢c and 65 Ib. tubs
at 35c for extras and 34c for firsts.

Cabbage—75c per bu.

Carrots—385¢c per bu.

Cauliflower—$2 per crate of 12 to 16
home grown.

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

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

Cocoanuts—80c per doz. or $6 per
bag.

bICranberries-_Late Howes, $4 per J4

Cucumbers--No. 1 hot house, $1.75
per doz.

Dried Beans—Michigan jobbers are
quoting as follows:

C. H. Pea Beans $5,75
Light Red Kidney 725
Dark Red Kidney 725

Eggs—The market is higher than a
week ago. Local jobbers pay 37c for
choice, 35c for general run and 28c for
pullet eggs. Cold storage operators of-
fer their supplies on the following
basis:

XX candled in cartons 27c

XX candled 26C

X candled 22c

Checks 20c
Grapefruit—Extra fancy as fol-

lows:

54 —$4.25

64

70

80

96 —m3.25

Choice is held as follows:

54

64

70 350
80 325
B - 275

Grapes—$1.85 for Calif. Emperors in
30 Ib. lugs.

Green Onions—60c for Shalots.

Honey Dew Melons—$2.25 fbr Jum-
bos and $2 for Flats.

Lettuce — In good demand on the
following basis:
Imperial Valley, 4s,.per crate __ $4.25
Imperial Valley, 5s, per crate __ 4.25
Hot house leaf, per 10 Ibs. 75¢c

Lemons—To-day’s quotations are as
follows:

360 Sunkist $7.00
300 Sunkist 700
360 Red Ball __odd
300 Red Ball goo

Limes—$1.75 per box.

Oranges—Fancy Sunkist California
Navels are now in market. The first
car to reach this market was so inferior
in quality that it was rejected. Later
receipts were fully up to standard.
They are held as follows:
126

—$7.00
150 — 15
176 . 75
200 _ 800
216 . T 800
22 ... ~ 800
Z8 ... 800
Floridas extra fancy are held as fol-
lows:
126
150 : sgg
mw _ -~ - 575
200 il
1
252 . - 550
288 _ 5%

Choice are 25c per box less.

Onions—Spanish from Spain, $2.75
per crate; home grown yellow in 100
Ib. sacks, 90c.

Parsley 50c per doz. bunches.

Pears—Kiefers, 75c@$1.25.

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

Pickling Stock—White onions, $1.25
per box.

Potatoes—Home grown, $1.10 per
bu.; Wisconsin, $2.25 per 100 Ib. sack;
Idaho, $2.50 per 100 Ib. sack; 90c per
25 Ib. sack.

Poultry—Wilson & Company pay as
follows:

Heavy fowls iyc
Light fowls i3c
Ducks jac
Geese 12c
Turkeys jgc

Quinces—Home grown, $3.50 per bu.

Radishes—25¢ per doz. bunches of
hot house grown.

Spinach—$1.25 per bu.

Squash—Hubbard, $3 per 100 Ibs.

Sweet Potatoes—Indiana, $3 per bu.

Tomatoes—90c for 6 Ib. container,
hot house.

Turnips—$1.25 per bu. for new.

Veal Calves — Wilson & Company
pay as follows:
Fancy
Good
Medium__
Poor____ v

The man worth while is the man
who can smile when—everything goes
as it is going now.



THE PRIME PURPOSE

Of the Collection of Our Motor
Vehicle Taxes.

Michigan has an area of 57,980
square miles with an assessed valua-
tion of $8,126,361,900 a population of
about 4,500,000. Prior to the repeal
of the auto sales tax we were one of
the six largest Federal tax-paying
states. We have an advanced form
of centralized state government. We
have a state trunk line road system
of 7,770 miles administered by a State
Highway Commissioner elected by the
people. We have 83 counties in the
State with 16,000 miles miles of coun-
ty road and 1,376 townships with 58,-
000 miles of township road. We have
1.400,000 'Michigan owned motor ve-
hicles using these highways. This is
a brief summary of our highway
situation.

Our population has been drifting to
the cities during the past twenty-five
years, until we have almost eighty per
cent, living in cities and twenty per
cent, on farms. Ninety per cent, of
the marketable products of the State
comes from mills and mines and only
about 10 per cent, from the farms. We

John 1. Gibson.

have seen lumbering gradually give
way to farming and farming become
second to manufacturing. During this
period of transition the summer resort
business and tourist travel have in-
creased greatly. We have witnessed
the almost total extinction of the elec-
tric interurban railroad and the conse-
quent loss of millions of dollars to in-
vestors in these transportation under-
takings. The growing use of the
motor vehicle has played a major part
in bringing about these changes. The
motor vehicle has created the neces-
sity for an adequate and costly system
of highways. In the days of animal-
drawn vehicles, the cost of road im-
provement was met by funds derived
from property tax. Most of the traffic
on the highways in those days was
from farm to. market. To-day ninety
per cent, of the traffic is from city to
city. Total funds derived for all high-
way purposes in the State in 1929
amounted to approximately $57,000,000
of which $43,000,000 was motor vehicle
weight and gasoline taxes. Property,
through township and county levies is
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still bearing 24J4 per cent, of the bur-
den. This leaves the door open for
considerable speculation as to whether
or not the motor vehicle is paying
enough. Certainly it does not argue
for any reduction in weight tax which
is regularly proposed at each session
of the legislature.

We have four systems of highways
to consider. The State trunk line roads
or primary roads, the county or sec-
ondary roads, the township or tribu-
tary roads and the streets of the in-
corporated villages and cities. Funds
for township or tributary roads are
derived wholly from property tax. In
most counties the motor vehicle weight
tax allotted to the county is supple-
mented by a substantial property tax
either through general county tax levy
or local assessment under the Covert
Act or both. Cities and villages have
various methods of financing the cost
of street construction and maintenance,
usually by a general property tax for
intersections and special tax on abut-
ting property for the remainder. The
State trunk lines are financed wholly
by motor vehicle weight and gas tax.

The bill providing for the division
of the gasoline and weight taxes which
was introduced at the 1929 session of
the Legislature was killed in committee
so failed of passage. At the estimated
income for 1931, when this law was to
go into effect, it would have yielded
the cities and townships about $10,-
000,000 per year. As only fifteen per
cent, of Michigan’s population is rural
it is therefore fair to assume that the
same ratio would hold good in motor
vehicle ownership, which would indi-
cate that at least 85 per cent, or $8,-
500,000 would go to the cities. This
figure is conservative because the heavy
trucks and busses are largely of city
origin. The proposed law did not
specifically require the expenditure of
this money on through streets such as
State trunk lines or extensions of
county roads into cities, so that it
would permit the use of these funds on
any street or alley that the city gov-
ernment saw fit to spend them on and
which might mean the neglect of the
trunk line streets. This plan would re-
turn a very small sum to many town-
ships, there being 1,376 townships in
the State and many of them do not
have more than 100 motor vehicles
which would mean a return to them of
only $500 annually to each township.
Naturally the State Association of
Supervisors at their annual meeting in
Lansing last February put their stamp
of disapproval on this proposal to di-
vide ethe funds in three ways—State,
County and City. At the present time
the townships receive no funds from
the State for their roads while the law
allows the cities $2,000 per mile for
trunk line maintenance within their
city limits.

During the past six years the State
has expended $125,000,000 on construc-
tion and maintenance of trunk line
roads, $24,000,000 of this money was
spent in cities and villages.

It is evident from the foregoing facts
that the Dykstra bill does not provide
a more equitable division of the motor
vehicle funds or a more efficient means
of administration of expenditures and
should be accordingly opposed. It is
our opinion that we should encourage
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a more liberal participation on the part
of the counties, where county roads
enter into or extend through cities, and
that we should favor a law providing
for an allotment of State funds to
counties for township relief, based on
the amount of Federal Aid received by
the State and credited to townships in
proportion to their so-called rural post
road mileage.

There has been much talk recently
about the lack of discrimination in the
distribution of funds raised by our
motor vehicle taxation. It is being
freely claimed that the cities, villages
and the townships as well are not re-
ceiving just recognition in the distri-
bution of funds now largely divided
between State and county. This form
of reasoning completely ign'ores the
fact that State and county are nothing
but administrative units composed of a
collection of cities, villages and town-
ships. It is perfectly obvious then that
it is impossible for all of our cities, vil-
lages and townships to suffer from the
present scheme of financing, unless it
be charged that the present plan of
co-ordinated construction of State and
county highways running between
these cities and villages and through
these townships is wrong.

If the question were solely one of
tax distribution, then obviously the re-
turn of the tax to the man who paid
it is the only strictly equitable way.
Following this line of reasoning a little
further, if we admit that the money is
raised for spending for a particular pur-
pose, then the next niost equitable dis-
tribution would be a complete return
to the local unit of government of all
the funds raised in that unit for it to
spend as it saw fit. This would mean
that all the money raised in the city
should be spent in and by the city and
all that is raised in the country should
be spent by the township authorities.

Unfortunately the complexity of
modern civilization requires a high-
way transportation system for the
commerce of its cities which extends
far beyond their boundaries. It could
hardly be expected that the townships
would be willing to provide this sys-
tem for the use of city traffic, and
therefore in order to permit of city
funds being used on roads in the town-
ships between these cities, we must
resort to the creation of the higher
county unit for this purpose. In the
same way, the transportation needs of
the individual county extend far be-
yond its borders and a State system
is necessary to permit of the construc-
tion of a co-ordinated plan of trunk
highways connecting all of the coun-
ties.

The only way in which this trunk
highway system can be built to carry
modern traffic is by a concentration
of funds taken from all of the indi-
vidual taxpayers and applying them to
a comparatively limited mileage.
About $45,000,000 this year (1930) will
be raised by motor vehicle taxes. There
are about 81,000 miles of highway in
the State and if every mile were treated
equally it would be possible to spend
$555 annually upon each mile. When
it is considered that the very cheapest
kind of gravel road costs about $2,500
per mile and that it would cost about
$100 per mile per year to mantain such
a road, even this, the lowest form of
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road construction, would require a
concentration of funds on only about
20 per cent, of the mileage annually in
order to accomplish its meager pur-
pose.

As the traffic needs increase this
concentration also must increase and
when we get to the $40,000 per mile
pavement, which is needed now to
carry trunk line traffic, we must de-
prive 72 miles of other road of a pro
rata share of $555. Of the $45,000,000
to be collected in Michigan this year
only about half goes to the State High-
way Department for construction of
its 7770 mile system. Even on this
limited mileage, funds must be so con-
centrated that it will be possible to
construct only about 400 miles of pave-
ment and about 200 miles of other
types of road.

The prime purpose of the collection
pf our motor vehicle taxes is to pro-
vide roadways on which these vehicles
are to run. The only equitable way in
which this money can be spent is to
provide adequate transportation facili-
ties for the State as a whole as fast
as funds will permit. These roads
link up the city and village and pass
through the township. The equitable
way in which these local units should
share in the cost of the highways with-
in their limits is according to the use
which the population of each one
makes of them. John I. Gibson.

Traverse Citel) Travelers Have the
eer Fever.

Traverse City, Nov, 10—One of our
executive committee is just leaving to
make his home in Muskegon, at 1722
Terrace avenue.

Brother Rudolph Kucera has been a
very active member and we will miss
him and his smile, as well as his fam-
ily. who seldom missed being at our
potluck suppers. When there was
anything to do they were Johnnie on
thé spot to_help put it over.

Our Senior Councilor, Earl Grove,
and three other officers of the Council
are on their way this coming week
to get their share of venison, but
Brother Grove_ says he does not know
what the.remainder of them would do
for meat to eat if it were not for him,
but, confidentially, the other boys told
me they had to lead the buck up to
him. owever, he got the deer as
well as the fever. | understand he has
been exposed to the measles this year
and it will be up to someone else to get
the meat. ) )

Yours truly will also put on his red
hat a week from to-day and go out
looking for a set of horns up near
Seney. Because of the general exodus
of salesmen from Traverse City to the
North woods there will be no meet-
ing on the fourth Saturday of this
month. . .

We would like to take this oppor-
tunity to invite any of the other sales-
menof the State (U. C. T.s) to visit
us at our hall in the Masonic Temple
at 8 p. m, everx fourth Saturday night
after this month. )

Perhaps | will be able to give you
more interesting news than this_from
time to time, and | hope you will ex-
cuse this nonsense, but when a fellow
has his gun to grease and a few more
little things to do_before leaving it is
difficult to get serious. .

We very much appreciate your in-
terest in our order and hope to be able
to send news that you will like to have.

John S. Ames,
Secretary Traverse City Council.

Two men observe. The wise man
applies what he sees, the unwise man
simply observes and forgets.
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Donald Hapworth’s Answer To His
Dad’s Business Letter.

Dear Dad: Your letter stating you
and mother had regrets that | left law
school to come down here to Dallas
to go into business with Joe Nugent
received, and honestly, dad, it did me
a lot of good. Dont you ever get it
in yéur head | don’t appreciate your
preaching—why, when you hand out
advice on business, there’s not a law-
yer in America who can give an opin-
ion, worth half as much.

We have had our opening. | am
enclosing the full page we had in the
newspapers and the extra handbills we
distributed. You will notice we gave
out free souvenirs and ten grand gifts
to customers. That was my idea and
did we have a crowd? Did we make a
profit? | wish you had been here the
first morning, it was on Saturday, we
opened at 8:30 and there were two
policemen to keep the line in order.
One of our candy display cases got
broken just after the doors opened.

We gave one grand prize each hour,
starting at 9:30. Everyone who bought
a quarter’s worth or more got a ticket
from 8:30 to 9:30, then at 9:30 we put
the stubs in a big fancy painted fiber
box and little Mazie Nugent, Joe’s
niece, eight years old, dolled up like a
fairy, drew out nine numbers and the
ninth got the big gift, but the person
had to be in the store.

We gave a $10 mantle clock at 9:30
and that got the folks excited. They
would stick around buying things,
keeping up the interest and at 10:30
another drawing, and so on during the
day. We gave candy suckers and bal-
loons to the kids, free cigars to the
men and a box of candy and a carna-
tion to the women.

Nugent, | dont think | told you this,
is keeping right on selling on the road,
as he has a rich territory for Torrey-
son, Mertch & Hulberd, one of the
biggest drug houses in the Southwest.
He’ll be at the store all day on Satur-
days, having arranged that. The mem-
bers of his firm were all here at the
opening. They seemed as delighted as
Nugent at his success. They furnished
the cigars and candy for souvenirs at
almost nothing. Pretty decent of em
I’ll say.

It’s great to have friends. Especially
in business, and it pays to keep one’s
friends. We can’t tell what will come
up, no matter how much success wc
Irnay have. Friends, | think, are price-
ess.

We find a lot of petty grafting in
advertising here, charity and near char-
ity. Nugent hr.d an ad-man help us on
the page copy and the circular. It
don’t pay to spend money for expensive
ad-space and then put in stuff that
won’t pull.

Nugent asked the ad-man, a bright
young chap who is full of sensible
ideas, if he would act as our agent
right along. Not that we were going
to pay him a salary, but we will give
him more work. Then Nugent explain-
ed to me that whenever an advertising
solicitor comes along, to tell them that
our invariable rule is to have young
Grayson handle all of our advertising
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budget, and to refer everyone to him.

Now when a woman comes along
with a church program, we don’t of-
fend her by a cold turn-down. She
goes to Grayson, who knows that if a
solicitor does come, we don’t want to
take on their scheme, so he pulls a long
face and says he’s awful sorry, “but
the budget won't stand for it"—which
is true. It won’t. Of course, there are
some close neighborhood affairs | do
give a little charity to—they think it’s
advertising. But it’s just little plans
like that of Nugents’ which cuts down
petty losses.

We’'ll have to trim corners, dad, for
the chain competition here is fierce.
Here Nugent is building a nice bunga-
low, going to marry and live in this
town. We both are helping the church,
paying taxes and doing a lot for the
Boosters Club, while these Chicago
and Cincinnati pikers squeeze out
folks” dough and leave them holding
the bag. But I think many of the
folks are wise to the facts. At any
rate we are not foolish enough to sell
things at a loss.

I was able to get a flood light erect-
ed on the roof of the building across
the street and at night our store stands
out like a light house, with that ef-
fulgence of light flooding all over the
front. It is difficult to see where it
comes from and has made a great hit.

I'm rambling about all over the
place, | guess, but, dad, I'm not wor-
rying, not regretting for a moment
breaking away from law to go into
business. Nugent and | cant figure
profits, as such, on a deal until we
have some of the accounts settled and
the opening expense deducted from the
income; but we cut right down to
what we could figure that we did the
opening day, and on Monday and
Tuesday and | made $23.40 a day net
—and 1’d have my shingle hanging
out a long time up there in the Rapids
before 1’d gather in that amount, and
that’s only a starter.

You say you and mother will be
coming down one of the days. Well,
our store does not look like your old
general store. It is called the Thrift
Emporium and is not just like anything
I’ve ever seen.

One window we had fixed with an
endless belt. That is, there is a heavy
canvas belt seven feet wide working
over big rollers at each end or sides
of the window. This is run by a
motor in the basement. On this canvas
belt we placed a thin coating of glue
and sprinkled sand on it. Part of it we
painted and on part we used colored
soft cloth. The idea was a ground of.
different kinds and on the belt we at-
tached by gue and with small nails or
clips a wide variety of toys and games,
bright, attractive items, and then set
the belt in motion. These objects
traveling in a stream across that win-
dow is one of the slickest things Ive
seen to keep a crowd interested. We
have a painted back drop like a country
scene and at the ends or side of the
window conceal the rollers and belt
mechanism with foliage. We can
change the items and use the same belt
idea for some time to come.

Our store is painted a brilliant white,
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with bright green bars. We have clear-
ed away everything inside, away from
the front doors, giving wide space in
a semi-circle fashion for the side coun-
ters, sort of an enlarged crescent, but
all cases are out away from the side
walls to permit free access to stock in
the wall shelves. If you don’t congest
things and folks can feel free to move
around and handle and inspect mer-
chandise, they buy more frely. We
have the clerks well trained to keep a
watchful eye on folks; not all of them,
but two or three with that in mind,
because when a clerk’s busy he cant
watch for sneak thieves. This is a'
probem, dad. But so far we havent
missed much. Just a few minor items.

Oh, yes, we sold eggs at a “dime a
dozen,” in stiff cartons bearing our
advertisement, on opening day, just for
the first three hours— we had the other
window, the one without the endless
moving belt—filled with sand, and had
a turkey, guinea hen, a brown Leghorn
and a white Wyandotte with a black
Minorca in there, we had a big rooster,
but he and the Turks got in a free for
all and nearly ruined the whole works.
A wire screen held a stack of eggs
against the window pane, the birds
back of this screen.

You see, dad, I’'m talking shop; win-
dow trimming, advertising, lights,
store arrangement; as you said, it must
be in the blood, but | dont know of
any adventure like opening a wonder-
ful new store and planning every day
something new, something novel to
attract folks. To build up the business
and, of course, to keep the cash register
Jbusy. You have two registers, haven’t
you? We have two large ones and
three small ones, and | hope to double
the number by this time next year.
Nugent told me when | wrote to send
you his very best regards, and to
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mother to. He’s on the level, kind of
nervous and quick tempered, but he
smothers that in a hurry.

You have cautioned me so very oft-
en, dad, about being careful about
plunging or going into debt. Well, we
have sunk everything we have in this
thing. My $5,000 is all in and Nugent
had about $6,000, and we had to make
out some notes at that, endorsed by his
firm.  They amount to something like
$4,450 and we have about $300 owing
on stock and fixtures. We have been
offered any amount of credit and urg-
ed to put in many added lines and
larger stocks, but even with things
looking as rosy as they do, that better
than $5,000 debt does not make a hit
with me. I'm going to go mighty
slow and get that wiped out before
I’ll be really satisfied.

The sun is sinking and it does seem
a bit lonesome, away down here in
Texas tonight; but enough of that.
Write as soon as you can again, dad,
give my love to mother and God bless
you both. Hugh King Harris.

High Price Giftwares Neglected.

Manufacturers specializng in better
grade giftware items are facing a seri-
ous loss of Christmas business. The
emphasis placed by buyers on low-
end and medium price goods, has left
no place for the producer of high price
goods only. One sales agent estimates
that the average retail store has cut
its normal purchases of expensive holi-
day gifts from 15 per cent, in some
cases to more than 50 per cent, in
others.  The high price smoking
stands, book ends, bronze statuary and
similar items, which found a good
market last year, have been neglected
since the Christmas buying started.

Changing “slow but sure” to “fast
and sure” marks the expert mechanic.

STOKELY'’S
Honey Pod Peas

Distributed by

Western Michigan Grocery Company
GRAND RAPIDS, MICHIGAN

IL

w affles

Heyboer’s 5c¢
WAFFLES

A New Creation Entirely.

A wholesome, delicious piece
that serves the purpose—

Asa Lunch

As a Candy Bar

A very attractive item for both
Wholesale and Retail Dealers.

HOLLAND AMERICAN
WAFER CO.
Grand Rapids, Mich.



LEGISLATIVE PROSPECTS.

Two views are entertained concern-
ing the outlook for National legislation
as a result of the changes in Congress
made last week Tuesday. One of these
holds that a practical deadlock of the
two parties means that little will even-
tuate in the way of new laws and that
business interests will enjoy an oppor-
tunity to work out their own salvation.
The other theory is that the dominant
position of the liberal elements may
mean a program of measures which
are usually fought by conservative
business interests.

Actually, of course, unless there is
an extra session, which few believe the
President will call after his disastrous
experiment last year, the new Congress
will not meet for action until Decem-
ber, 1931. The Congress starting its
sessions next month will comprise so
many “lame ducks” that it will prob-
ably not accomplish much beyond what
is, desired by the administration, it is
felt.

In the several times of the past
when the parties were so evenly divid-
ed in representation there is a spotty
record of the influence on business.
The House has not been deadlocked
since before the civil war. The Senate
has been equally divided in three
former sessions. The first, in the
period 1881-83, saw business rise high
in 1881. A decline started, and at the
end of 1883 business dropped below
the normal line. The year of 1884 was
one of depression.

The Senate from 189% to 1897 was
deadlocked, and in the first year busi-
ness was rising from a depression to
a peak reached late in that period.
There was the depression of 189 and
recovery toward the end of that year.
The Wilson Senate of 1919-20 is recent
history.

What must enter into any calcula-
tions of what the future holds in the
way of political influences on business
is that last week’s elections rather
definitely indicated the growth of an-
tagonism toward “big business” which
was lulled for so long under prosperity,
real or imagined.

NEW DESIGNS NEEDED.

In the steps under way to relieve the
business depression, it is more than
hkely that efforts made to develop
new products and values will finally
result in turning the scale toward re-
covery. This was the experience in
1921, when, despite the large accumu-
lations of merchandise on all sides,
fresh designs and styles were intro-
duced to attract the fancy of distrib-
utors and public. Order on new goods
and new values started up industry,
and gradually the surplus stocks were
worked off in one way or another.

At present the complaint in many
markets is that so much emphasis is
placed on price that there is a marked
shortage of new ideas in merchandise.
Retailers report this condition, but
manufacturers counter with the state-
ment that price is often the only sell-
ing point th”t the sior” representatives
wi 1 consider. . . '$

What seems-tpibe needed, according
t( all indications, is a greater effort on
tl s part of manufacturers to provide
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new designs and on the part of re-
tailers to locate them and feature them.
There are still not a few buyers who
have the prosperity complex and are
not to be “bothered” by salesmen and
manufacturers with whom they have
not been accustomed to deal. Unless
they have particularly good reasons for
this attitude, a heavy toil will be taken
of them in the present slump.

The same losses will be suffered in
the ranks of manufacturers who be-
came too accustomed to keeping fairly
busy for about two months a year and
then devoting the rest of their time to
a casual interest in their market.

DRY GOODS CONDITIONS.

Quickened by the price reductions
which make their appearance about
election day, trade activity turned up
during the past week and satisfactory
totals were reported. In this area sales
were especially good on the holiday.
The cooler weather toward the week-
end pushed the demand for seasonal
apparel and accessories. Reports from
out-of-town stores also described im-
proved sales except where cricum-
stances have depressed entire com-
munities.

Early figures on retail results last
month indicate that a better compari-
son was made with a year ago than
in September. This was so in the case
of a large mail order house. A com-
pilation for twenty-eight chain systems
showed that sales last month were
only about 6 per cent, under the vol-
ume for October, 1929. Lower prices
would more than account for this loss
in dollar volume though, of course,
there is an offsetting factor in the new
units opened up.

The “Buy Now” movement has
spread more widely with the appeal
based on much lower prices and the
aid which will be given to unemploy-
ment and toward speeding business
recovery. The correct emphasis is
placed on the foolishness of holding
back necessary or desirable purchases
by those who can buy, when such hesi-
tation means prolonging the depression
and adding to their own losses.

It seems likely that Christmas shop-
ping promotion will be advanced this
year in order to reduce buying re-
sistance and add to the holiday volume.

TEXTILE RESEARCH STARTS.

Although organization of the United
States Institute for Textile Research
was completed last week with indica-
tions that its program may be jeopar-
dized in several ways, the mere fact
that such a group is definitely .under
way should be a source of great grati-
fication to the industry. As one speak-
er declared, the new institute finally
marks the time when “the finger of
scorn can no longer be pointed at the
textile business by other progressive
industries.”

It will take, of course, more than
a name and a duly organized group to
carry out a program of study whereby
the industry may lift itself to a scien-
tific plane befitting its importance in
the country. Some of the difficulties
were cited at the organization meeting.
The question of funds for the work is
paramount and the sum to be asked of
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the Textile Foundation is indeed small
for the scope of the enterprise. This
might prove a starter but certainly the
many organizations in the textile in-
dustry might agree on some plan to
provide additional backing.

The handicap of the many projects
which were placed before the institute
for consideration in its research in-
vestigations is one that will prove se-
vere if it is inadequately financed. Re-
sults will be looked for and disappoint-
ment will follow the failure to obtain
such results or to cover the field as
many would like to see it covered. Of
course the most promising lines of en-
quiry are indicated and this is the
direction in which the institute is now
headed.

CAUGHT RED HANDED.

It is a source of some satisfaction
to the Tradesman that it has been able
to secure an admission of gilt from
Sears, Roebuck & Co. on a charge of
fraudulent advertising. Oct. 8 the com-
pany advertised in the Grand Rapids
Press that it would sell eighteen bars
of Palmolive soap for $1 the day fol-
lowing. Instead of making good on
the offer, the company undertook to
force the people who called for Palm-
olive soap to accept Palm soap instead.
As a matter of fact, the company had
no Palmolive soap on hand and had
none in the store until this week. As
soon as this circumstance was brought
to the attention of the Tradesman,
proper complaints were made to the
manufacturers of Palmolive soap and
to the head of the Sears house in
Chicago. The former treated the com-
plaint with great indifference and it
required a second or third letter before
Sears, Roebuck & Co. condescended
to make any reply to the accusation.
The full text of the reply finally re-
ceived is published verbatim elsewhere
in this paper.

The local manager of Sears, Roebuck
& Co. is very positive in stating that
fraudulent advertising will not be per-
mitted at the Grand Rapids branch
from now on, but the abuse has been
practiced so long and so strenuously
by the headquarters house at Chicago
that it will be well to keep a weather
eye out for violations of the law. Any
lapse brought to the attention of the
Tradesman will be promptly investi-
gated by us and the outcome duly
chronicled.

THE WAR AGAINST CANCER.
Cancer Week owes its origin to the
conviction among authorities on the
subject that one of the chief weapons
in the war against the dread disease
is the spread of knowledge concerning
it. A very important item in that
knowledge is the fact that in many
cases, if it is discovered early and
treated promptly, cancer is curable.
But how is to be discovered in time?
It is not, as a rule, painful in its first
stages but develops painlessly and
slowly. Most often it occurs in a small
sore or lump in tissues which have
been damaged by long-continued irrita-
tion. Any lump, therefore, particu-
larly one in the breast, ought to send
one to a physician. It may turn out
not to be a signal of cancer, in which
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event the person has the satisfaction
of being free from doubt and anxiety
on the matter. If, on the other hand,
it turns out to be a warning of a can-
cerous condition, then there is the
chance that by prompt treatment the
condition can be cured.

Cancer is not inherited, although
there may be -an inherited tendency to
develop it after the age of thirty-five,
nor is it a germ disease nor is it con-
tagious. Yet it is one of the main
causes of death in this country. Nearly
8,000 deaths from it were reported in
New York last year. Many of those
deaths could have been avoided if time-
ly steps had been taken. The lesson
for the living is plain.

AN INGENIOUS PROTECTION.

Most persons would say offhand that
disagreeable odors ought to be de-
stroyed, and in general they would be
right. What excuse can there be, then,
for going to the trouble of creating a
disagreeable odor? The best excuse in
the world—protection of human life.
Such an odor, shot through ventilation
lines, is to be used to warn miners of
fire in all metal mines which comply
with the provisions of the American
standard code. Other warnings are to
be given; for instance, in mines equip-
ped with electric lights the engineers
are to flash all such lights nine times in
three series of three flashes each. But
since something may go wrong in the
electrical system, the odor signal is
considered the more reliable warning.
But why not use a pleasant odor? It
is interesting to note that pleasant
odors have been experimented with,
but their effect is less than that of the
other kind. When a disagreeable odor
reaches a miner, he instinctively seeks
pure air. The odors of rancid butter
and of banana oil are among those
used. They ought to be effective im-
mediately.

WORLD’S COMMON NUISANCE.

Research into the causes of the com-
mon cold has been going on since 1928
at Johns Hopkins under the $195,000
fund established by the Chemical Foun-
dation. -Its specialists now announce
that a cold is transmitted by a disease-
producing virus too small to be seen
even through the most powerful micro-
scope. It is extremely disappointing
to, so to speak, discover something
that cannot be discovered. It reminds
us somehow of Mark Twain’s theory
on Shakespeare-Bacon controversy that
the works of Shakespeare were not by
Shakespeare but by another man of
the same name. Yet we presume that
the establishment even of a virus that
we cannot see is a step forward. It
will probably lead some one in some
other laboratory to invent a new micro-
scope through which the virus can be
seen. Heaven speed the day! The
common cold is the world’s common
nuisance.

The question for each man to settle
is not what he would do if he had
means, time, influence and educational
advantages, but what he will do with
the things he has.—Hamilton Wright
Mabie.
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OUT AROUND.

Things Seen and Heard on a Week
End Trip.

No matter how unpleasant some
other days of the week may have been
recently four successive Saturdays have
been marked by bright sunshine, blue
sky and bracing air.

In passing through Spring Lake 1
was pleased to see how completely
Mulder Brothers & Sons have rejuve-
nated their store building since
it was visited by fire Aug. 30. They
have added a modern front to the
building and made the interior thor-
oughly up to date. They plan to have
an opening in the restored premises
on Saturday of this week.

The massive piles of gravel at Fer-
rysburg brought down Grand River
on scows from Bass river exceed in
size and appearance anything of the
kind | have ever seen before. It is well
worth a trip to Ferrysburg to see how
gravel can be handled on a gigantic
scale for transport to over-the-lake
ports.

In passing along Peck street in Mus-
kegon Heights, | just naturally tarried
for a moment at the so-called public
market, i had previously inspected the
fruit and vegetable displays in front
of the stores on Broadway and Peck
streets. There was no comparison be-
tween the type of displays. The farmer
and huckster exhibits were invariably
inferior in quality and higher in price
than the goods offered by regular mer-
chants. Some of the goods on display
in the market were so manifestly near
the stage of decay that their sale should
have been suppressed by the health
authorities.

Harry Steigenga, formerly engaged
in the grocery business on Getty street,
has moved his residence on the corner
to the rear of his lot and erected an
oil station on the front end of the lot,
which he expects to open for business
in a few days. Having devoted prac-
tically all of his time during the fall to
the nomination and election of Gov-
ernor Brucker he rather expects when
the food inspectors are selected next
year he will be included in the list of
fortunate ones. He has a pleasing per-
sonality and has long made a study
of the subject of foods and their proper
handling, which makes him well adapt-
ed to discharge the duties of such an
official position.

Edward Hesse, grocer and meat
dealer of 1997 Lake Shore drive, will
soon begin the manufacture of his po-
tato sausage. This is a winter product
on which he has built up a city wide
reputation. It strikes me that it is an
excellent idea for every meat dealer
to create and cultivate some specialty
in his line, which tends to give his
establishment a distinctiveness all its
own. A meat dealer in Grand Rapids
turns out what he calls “lemon sau-
sage” during the winter season. It has
become so well known in certain cir-
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cles that orders are received from peo-
ple in other states who have had their
attention called to the product. Jacob
Kuite, the Holland meat dealer, has
created and maintained a peculiar repu-
tation for his pork shoulder sausage
which he makes only in the presence
of the purchaser. No meat dealer
should visit Holland without calling on
Mr. Kuite and noting how he handles
his remarkable product in an equally
remarkable manner along psycholog-
ical lines.

Speaking of potatoes reminds me of
the growing demand for Idaho pota-
toes in this State. The disparity in
price—$3 per 100 pounds for Idaho
stock as compared with $1.20 per
bushel for Michigan grown—does not
appear to retard the sale of tfie moun-
tain product to any considerable ex-
tent. If | were a Michigan potato
grower | would produce only certi-
fied potatoes, sort them with scrupu-
lous care and put them up so at-
tractively in approved containers that
they would not be held down in price,
as is the way with the average run
of home grown spuds.

I understand Joseph Brewer has met
with very satisfactory results in under-
taking to grow potatoes from Idaho
seed on his remarkable farm at Plain-
field village and that he hopes in time
to develop a very satisfactory brand
of superior potatoes which will thrive
under Michigan conditions. Michigan
farmers owe much to the experimental
work Mr. Brewer has conducted on his
farm with great care and thoroughness.
A visit to his farm furnishes inspira-
tion to any grower who seeks to better
his condition. A pleasant feature of the
situation is that visitors who come for
information are heartily received and
welcomed by Mr. Brewer’s superin-
tendent and seldom leave the farm
without acquiring valuable information.
The same is true of the Robert Graham
experimental farm on West Bridge
street — Lake Michigan boulevard —
where every farmer who needs assist-
ance is heartily welcomed and given
the latest scientific knowledge on any
subject which concerns him.

I am afraid Michigan is lagging in
the matter of apple production also.
In being shown through a cold storage
recently, the manager pointed out his
stock of apples, with the remark: “I
have 166 bushels of Michigan apples
and over 5,000 bushels of apples from
other states. Michigan fruit growers
are getting so careless and shiftless
that it is only a question of time when
I will be compelled to discontinue the
sale of Michigan apples altogether.”

As a native of Lenawee county,
which was once the banner apple
county of the United States, | was very
sorry to hear such a wholesale con-
demnation of the apple products of
Michigan. In making his campaign
for Governor, many years ago, Cyrus
G. Luce, of Coldwater, insisted that
Lenawee county was then the strong-
est purely agricultural county in the
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United States and that her apple crop
capped the climax of production and
quality. Of course, nearly two genera-
tions have come and gone since this
claim was made for a Michigan county,
but I am afraid we have not kept up
with some of our sister states in pro-
ducing and marketing apples of de-
pendable grade and high standard.

When Grand Rapids dumped the
aldermanic form of government a few
years ago and substituted the commis-
sion form therefor, we amended the
charter to conform to the new man-
agement, utterly abandoning the old
ward lines and electing the commis-
sioners at large. Then we sat back
complacently, folded our hands on our
breasts and intimated by our content-
ment and complacency over the situa-
tion that we had completely solved
the problem of the universe. The first
Commission elected under the new
arrangement was ideal in composition,
alignment, experience and good inten-
tions. All but one of the new officials
had an eye solely to the good of the
city. The exception was a labor union-
ist who had but one ambition — to
eliminate Ab. Carroll from the head of
the police department. This person
never got anywhere with his nefarious
intention, based on malice and bitter
prejudice, and never cut any figure on
the Commission, because he was re-
garded as a one idea man running on
a single track to vent his spleen and
vindictiveness on an honored official
and faithful public servant who never
had any use for anarchists or trade
unionists who resort to the torch and
the bludgeon to accomplish their ends.
The type of men we have since been
placing on the Commission has grad-
ually deteriorated until we now find
that a majority of the seven members
are actual nonentities, incapable of
passing on any question with knowl-
edge or fairness, because they are not
only mentally inadequate to the situa-
tion but because they are actuated by
narrow minded prejudices and vicious
enmities which preclude their function-
ing with any degree of common de-
cency.

Two causes are responsible for this
condition. The first was the unfortun-
ate action precipitated by the enemies
of the commission form of govern-
ment in amending our charter and re-
storing the old ward system of polit-
ical division. The other was our lack
of wisdom in permitting the Citizens
League to lapse. So long as that or-
ganization continued to function it ex-
erted a wholesome influence over the
men who offered to serve the public
in any capacity. When it was permit-
ted to die the door of political prefer-
ment was opened wider to the great
army of nobodies who regard an emp-
ty head and an itching palm as the
proper passports to public recognition
and political office. There never was
a time when a Citizens League under
some name or form was so badly need-
ed in Grand Rapids as at present. The
city has been in the throes of despair
on several occasions—notably the at-

tempted water steal precipitated by
Deacon Ellis, McGarry, McKnight and
others of the same ilk—but no more
disheartening spectacle was ever pre-
sented than the present condition of
things due to the impotence and boy-
ishness of a majority of our City Com-
mission.

I think it must have been thirty
years ago when | was talking with
Daniel McCoy, President of the State
Bank of Michigan, also President of
the Edison Light Co. A joint com-
mittee of the bricklayers union and the
stonelayers union approached Mr. Mc-
Coy with an enquiry as to the truth of
the report that he proposed to erect a
cement factory building on the corner of
Fulton street and Ellsworth avenue.
He replied that such was his intention,
when the spokesman of the joint com-
mittee stated that such a building
would not be permitted by the unions
he represented, and that any plans not
in conformity with the rules of the
unions must be abandoned. | saw Mr.
McCoy when he was indignant on sev-
eral occasions, but | never saw him
speak so sharply as he did to the co-
horts of union labor who evidently
thought they could block the progress
of the city by a personal interview
which involved the element of intimi-
dation.

| talked this week with one of the
oldest and strongest contractors of this
city and asked him what had become
of the stone masons which were so
much in evidence when cement came
into general use for buildings and
foundations.

“l do not think there is a stone
mason left in the city,” he replied. “The
last workman of that kind | now recall
was a colored man who was an ex-
cellent artisan. He died a few years
ago. Bricklayers now receive $12 per
day for eight hours work. Because of
the restricting rules of the union, they
do much less work than they did when
we paid them $3.50 per day. | do not
wonder people hesitate about building
brick houses and blocks and factories
when they realize that they must pay
so dearly for poor workmanship and
restricted accomplishment.”

I have no idea that the auditorium
will ever be constructed on the West
side, because of the many objections
which have been raised to the location
decided on by the mediocre members
of the Commission, which involves the
payment of three times as much for
the land it is proposed to use as it is
actually worth. Two ways are open
to those who wish to see the $1,500,000
voted by the people expended in such
a manner as to keep faith with the
voters—an injunction setting aside the
action of the Commission and the call-
ing of a special election to rescind the
action of the people in authorizing the
bond issue. | understand that either
or both expedients are likely to be put
into effect in the near future, with a
view to causing the majority members
of the Commission to right about face
and get in line with the minority mem-



10

bers who insist on keeping faith with
the people who are responsible for the
bond issue.

The outcome of the election is ex-
actly what | expected, owing to the
existence of three conditions which are
equally disastrous to the party which
happens to be in power—unemploy-
ment, wet and dry controversy and
lack of color in our great President,
who is not properly appreciated be-
cause he does not wield the big stick.
The people take more kindly to a
vigorous personality like Theodore
Roosevelt than a placid character like
Taft and Hoover. In other words,
even the most simple minded man ap-
plauds the strong man who thinks in-
tensely, talks loudly and acts with
great effectiveness.

Much of the clamor against our pres-
ent tariff from foreign nations has been
due to propaganda spread by Demo-
cratic leaders who have worked most
insidiously to destroy public confidence
in our recent tariff enactment. In thus
becoming a cat’s paw for unscrupulous
leaders of a great party our foreign
friends apparently overlook the fact
that our tourists spend a billion dol-
lars every year in Europe in looking
at pictures and statuary and gazing at
historic buildings.  Our next door
neighbor, Canada, with a high tariff
wall between us, bought $450,000,000
worth of goods of us during 1929 and
received $271,000,000 from the Amer-
ican tourists who crossed the border.
They do not complain, but the Eu-
ropean nations which want to flood
this country with their wines, which
they produce in excess of home re-
quirements, look to the wet element
of the Democratic party to amend the
Volstead law and also to bring about
a reduction in our tariff on wines to
help them find a lucrative market for
the product of their vineyards in this
country.

In handing out $20,000 to four al-
leged charitable organizations from the
estate of George and Mary Metz, the
Grand Rapids Foundation certainly
raised a question in the minds of many
good persons by ignoring the City
Mission and recognizing the Salva-
tion Army, whose handling of alleged
charity is certainly susceptible of deep-
ly grounded suspicion. | regard the
Salvation Army as fundamentally dis-
honest in some of its methods, includ-
ing the criminal manner in which it
undertakes to raise funds for new
buildings and other purported philan-
thropic purposes. | hope well-meaning
people who wish to see their gifts to
charity devoted to charity carefully
investigate the methods of this organ-
ization before taking action hereafter.
The City Mission has been the close
and faithful friend of the poor and un-
fortunate for many years and should
receive full recognition in all distribu-
tions such as the Metz estate contem-
plates.

I am in receipt of the following letter
from Louis P, Haight, the Muskegon
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Poo Bah, concerning the museum he
proposes to establish on the flats be-
tween Muskegon and North Muske-
gon:

After ten hard years life is growing
brighter for me ‘and | am again at
work on the much-despised museum,
¥ou mention, but, perhaps, in_a dif-
erent form. The City Commission and
the Chamber of Commerce are work-
ing with me and some day you may
see the results. | am to divide the
land, where forty feet of the top soil
was removed to fill in the causeway,
into plots and seed them to the same
seeds, after the land has been fed with
the elements found in the human body,
to see the results of feeding the_soil.
Then the fruits and vegetables will be
fed to those suffering with goitre, ar-
thritis and enlarged tonsils, to see if
by eating foods rich in iodine, iron,
sulphur and other elements, these trou-
bles can be corrected. Mayor Dratz
has invited all of the county” agents in
Western Michigan to act as an ob-
servation committee to study my work
and report to the Commission, so there
can be no question of the results and
some day you might look at the ex-
perimental gardens. . .

I understand Mr. Haight acquired

this large track of land—swamp per-
haps would be nearer the truth—by
adverse possession and tax title deeds.
If the oil development should be of
short duration, it would seem to me
as though he could make himself very
rich by selling the muck on his swamp
to the owners of sand farms in the
vicinity of Muskegon. A thick layer
of humus ought to increase the pro-
ductiveness of that region very greatly.
E. A Stowe.

Random Thoughts Which Originated
While Traveling.

Why do we now call those who
herd sheep sheepherders? Is not shep-
herds still good English?

San Francisco calls a certain thor-
oughfare Broadway Street. Car con-
ductors, not always precisely articulate,
seem to emphasize the “street.” There
are Broadways everywhere, the name
almost as hackneyed as Main or Wash-
ington. Many are not specially broad
—that in San Francisco for example.
But elsewhere Broadway is left to tell
its own story—the Way that is Broad.
Only San Francisco is redundant in
explaining that it is a Street.

Everywhere in America one gets a
steel knife with red meats. But try to
cut with it. On your life, you cannot.
Ask the head waiter why it is furnish-
ed. Explain to him your struggles.
Tell him what a slander such a tool is
on perfectly tender flesh. He is help-
less, of course, but some day some-
where somebody will furnish his
guests with sharp steel knives—and his
patrons will arise and bless him and
his fame will go abroad in the land.

In the story of his boyhood, W. D.
Howells tells how his father, building
a house in Ohio in the '40s of the last
century, made the frame of oak and
sheathed and shingled it with black
walnut, “because that was much
cheaper than pine” and left unfinished
it would become beautiful when
weathered.

Did the elder Howells think of our
walnut as inexhaustible? Or was that
word coined by Gifford Pinchot, yes-
terday’s apostle of conservation? No,
that word and the thought behind it
has misled countless generations of
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men, all of whom have repented when
either too late or when repentance ex-
acted heavy penances.

Two thousand years ago the Romans
found Kentishmen evaporating sea
water for its salt, their fuel the “in-
exhaustible forests of Kent.” Kent is
the Southeast corner of England—all
England is the size of Florida. To-
day English forests are famous for
age and beauty, but the trees daté
back only four hundred to five hun-
dred years. Each was a seedling after
Kent was denuded of primeval growth.

Within my own easy memory the
forests of Wisconsin and Michigan
were so vast that wise men averred we
could never overtake the voluntary re-
placement. But cutting grew geomet-
rically and those forests were so com-
pletely obliterated that cities of re-
spectible size, originally founded on
the lumber industry, have disappeared
or been reborn on a new basis. Wit-
ness Muskegon. Our Midwest “in-
exhaustible” forests have gone, except
a remnant in far North Minnesota
“good for” perhaps another five years;
and in both Minnesota and Georgia we
now make boards of eight inch trees
—glad to get them.

Reforestation has come to us in
spots, but we cut our trees now four
times as fast as nature can replace
them. Results are lack of wood,
devastating floods, loss of surface
fertility. Yet all this is not economic
sin especially characteristic of our
people. It is a phase of development
in all peoples so far—the Gauls and
Germans like the English; but it might
help some if we could learn this his-
torical lesson slightly in advance of
dire necessity, unless we are content
to rest on Henry ford’s theory that
history is bunk.

“What’s the outlook?” Chicago ask-
ed me. But that query has been my
welcome in every state anl all of Can-
ada during the last dozen years—
years the most abundantly prosperous
that men anywhere ever have known.
So | dont take it much to heart. |
recall  Puck’s philosophy:  “One
trouble with having a run for your
money is that it is such a long walk
back.”

Harrisburg is developing a fine civic
center around the Capitol. | have not
been in that building for some years.
Around its rotunda is a row of niches
designed to hold statues of Pennsyl-
vania’s men of mark. When | was
there only one niche was occupied—
by a likeness, somewhat larger than
life, of Matt Quay. Matt was a poli-
tician of the last generation, one of
those strange and elusive mixtures of
good and evil our politics seems to
produce. A man of physical and men-
tal power, a dominating character, one
who in his lifetime was regarded as a
boodler, a loyal Pennsylvanian, cynical-
ly unscrupulous, kindly and helpful,
whose handling of men charged with
disbursement of public funds all but
paralleled that of New York’s Boss
Tweed, but who stopped short of the
dead line which Tweed crossed—the
idea of setting up his statue in the
state Capitol would have amazed his
contemporaries. Yet there he stands
—bold, assured, complacent. Is it to
laugh or is this another instance of
“Say nought but good of the dead?”
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How will Pennsylvania in 1980 reward
him?

York, Pennsylvania, is the home of
one of America’s brightest, most suc-
cessful women. She is the still young
daughter of Pietro Tassia, native
Italian, naturalized American, whole-
sale fruit and vegetable merchant. You
have never heard of her, but if this
writer lives a year longer you will.

Arriving again in Washington after
six months | found the carfare enhanc-
ed to ten cents, four tokens for thirty
cents. Just like that—and you can
take it or leave it for all the conductors
care. Makes me feel as | did in the
Hetch Hetchy Valley last summer that
we sure want to give our politicians
a few more of our public services to
play with. They have such fun with
them. They breed such fat payrolls
for their good friends. They take such
good care of “the boys.” And the pub-
lic, which is maybe you and me, what?
We have no comeback, so why should
men who have never faced a legitimate
payroll on their own not play gleefully
with our money?

| have forgotten to speak of the new
union station in Omaha, only partly
finished and occupied. It is a revela-
tion of architectural charm and beauty.
Its interior arrangements, design and
decorations are the last word in com-
pleteneess and good taste. In one re-
spect it pays striking tribute to our
advance as a people along the route of
refinement. This is in the general
waiting room wherein is an “island” as
large as one will find in a metropolitan
hotel, which is carpeted with heavy
brussels and furnished with upholster-
ed lounges and chairs. We have ad-
vanced far and rapidly from the time
when our railway stations vfere brown-
ed with tobacco juice and littered with
rubbish, else this feature of the Omaha
edifice could not have been imagined.
To-day not the most refined lady need
hesitate to spend her waiting time in
this magnificent public room.

Nevertheless, | do always wonder
why builders of our newest stations
continue to install stairways instead
of ramps. For every ramp | know—
in New7 York, in Buffalo, in one por-
tion of the new Richmond terminal—
is a grateful relief to every traveler;
and it seems to me its added safety
must save the railroad its extra cost
many times during its life.

Paul Findlay.

Plain Color Pongees Selling.

An important printer of cottons who
also has one of the biggest dyeing
equipments in the country, reports a
steadily increasing demand for plain
colors. While this seller, specifically,
has sold millions of yards of printed
cotton pongees, he has also done a very
fair business in the solid shades of the
same material. Commenting on the
drift to plain colors, another seller, a
well-known converter, voiced the hope
that this tendency would not get very
far. “The competition in prints is bad
enough,” he said, “but it would be far
worse in dyes. It would go very hard
with the converter, whose mainstay in
the scheme of things has been his
styling ingenuity.”

Only a lazy man uses a mushroomed
tool.
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» There’s many a man with a family and practically no
estate. If he dies his earnings cease . .. imagine the result.

f A conference now with a reliable life insurance
underwriter creates an estate at once . . . and provides for
the immediate needs of the family.

A When the amount of insurance is sufficientto produce
a satisfactory income ... if carefully invested ... the
benefits can be extended over a period of years by a Life
Insurance Trust.

» We strongly recommend life insurance . . . although
we are not in that business ¢ <. and cheerfully assist in
building a defense for TOMORROW.
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Situation Is Not as Bad as Rumors.

Some of us are seeing “ghosts” in
business that do not exist, in the opin-
ion of one of Wall Street’s conservative
commentators, Benjamin M. Anderson,
economist for the Chase National
Bank, and the sooner we eliminate the
psychological elements of this “over-
done” depression the sooner we will
release fundamental influences now
ready to work a recovery.

That this depression in industry
must run another year or two before it
generates a revival and that we must
give up hopes of a strong recovery in
business within the near future are not
the views shared -by this authority.
With the general volume of business
down to a level 20 per cent, below
normal, the depression has come
“measurably close to the low of 1921,”
but the “fundamentals do not justify
that.”

Our memories are short and we
should be indebted to Dr. Anderson
for reminding us that the year 1895
following the panic of 1893 which
with the succeeding free silver cam-
paign marked one of the blackest peri-
ods in our economic history, “was a
year of very strong revival.”

Similarly after the panic of 1907 and
the severe business depression in 1908,
“the revival of 1909 was exceedingly
strong.” Even in 1922 and early 1923,
following the severe depression of 1921,
there was a very strong revival “that
approached boom intensity in the early
part of 1923

Now history shows that where the
depression itself does not fully correct
the fundamentals business after its first
upswing following a depression some-
times runs into a horizontal movement
awaiting the final necessary adjust-
ments. The secondary reactions that
we witnssed in 1910 and in the latter
part of 1923 and early 1924 neverthe-
less left American business well above
the levels of 1908 and 1921 respectively.

Dr. Anderson says: “The present
frame of mind of the American busi-
ness community is far more whole-
some than was its frame of mind in
the summer of 1920. We were in far
greater danger in the summer of 1929
than we are to-day. We are facing
facts to-day, and we were dreaming
dreams then. But some of us are also
seeing ghosts to-day, and the situation
is not as bad as rumors have made it
or as hysteria in certain places has
made it. By and large the business
community is not hysterical. Some
of the speculators have been. But the
business community is needlessly de-
pressed and the volume of business
has goon needlessly low. Improve-
ment from these low levels can come
at any time and can be very strong
improvement.”

Unfortunately the financial district
sometimes allows its view of the situa-
tion to become distorted through too
close an observation of ticker move-
ments, but those who can divorce
themselves from the gloom expressed
at its extreme in the stock quotations
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recognize in the current situations the
makings of a revival.
Pauli Willard Garrett.
[Copyrighted, 1930]

Believes Next Important Move Will
Be Upward.

Market quotations have drifted
downward in the last month but scat-
tered signs of improvement make-the
National City Bank of New York more
confident that “the depression in this
country is scraping bottom” than it
was around Labor Day.

That the business situation in the
last month has showin no clear indica-
tion of a decisive turn, the bank says
frankly in its November bulletin to-
day, but it finds some of these signs
of improvement *“quite encouraging,”
even if not definitely assuring “that the
turn has taken place.”

Quarreling over fractions is always
the privilege of a statistician and if the
bank were statistically minded to that
extent it might wonder whether rock
bottom in this depression is here, but
it makes a much more practical ap-
proach to the question in its significant
summary of the situation:

“Considering the months of reaction
now behind us,' as well as the depths
to which the decline has gone, there
can be little doubt but that the depres-
sion in this country is scraping bottom.
Whethei the precise mathematical low
point has been reached may be open
to question, but we do not believe busi-
ness is likely to go much lower; and
we think the next important move-
ment will be upward.

“How soon that will take place can-
not, of course, be foretold with cer-
tainty, as that depends in large part on
the degree of help or hindrance accord-
ed the economic forces working to re-
store the balance. Usually, however,
our industrial depressions of a severity
comparable to this one have taken the
form of a U-shaped curve—that is,
business after passing through the de-
clining phase has generally moved side-
wise for a few months before com-
mencing the climb back to normal:

That the coming months are not the
months calendarwise that usually bring
decisive upward movements we all
know, but the bank rightly calls atten-
tion to some evidence of improvement
that the pessimists seem to be over-
looking these days. (1) Commodity
prices at last are demonstrating an
ability, particularly the staples, such
as cotton and grain, to move inde-
pendently of the stock market. (2) Con-
sumption of raw cotton and raw silk
is increasing. (3) Raw cotton exports
last month were the largest for that
period since 1913. (4) Wheat exports
for the season exceed a year ago. (5)
Pronounced improvement is seen in
the textile industry where sentiment “is
moré optimistic than in years.” (6)
Lumber curtailment is beginning to
show results. (7) Sugar is up 45 per
cent, on indications which cover an un-
derstanding of fundamentals. (8) Rub-
ber has improved. (9) Prospects of
copper curtailment are better. (10)
Building shows signs of improvement
and (11) Motor production “has shown
signs of moving against the customary
seasonal down trend.”

Paul Willard Garrett.
[Copyrighted, 1930.]
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Bargain Day For Good Bonds.

For the discriminating investor to-
day (is bargain day and for the banker
it is a day of temptation, Benjamin M.
Anderson, Jr., economist of the Chase
National Bank, told the iNebraska
Bankers’ Association in session in
Omabha to-day.

Yields on good listed bonds are un-
usually high in comparison with short-
time money rates, with the line between
money and capital more sharply
drawn “than we have seen it for a long
time,” said Dr. Anderson. “There are
not a few obligations of strong bor-
rowers with maturity coming in two or
three years which we would ordinarily
look upon as very suitable purchases
for the man who has temporarily idle
money, which are selling at yields that
put them in the long-term investment
class.”

Rates on mortgage money for prime
mortgages have moderated, but many
good mortgages must pay unusually
high rates.

“With returns on acceptances, com-
mercial paper and highly liquid im-
personal loans at the Stock Exchange
very low,” continued Dr. Anderson,
“the temptation is great for the banker
to put an undue proportion of his funds
into bonds and mortgages.

“The veteran banker has seen this
happen many times. He knows that
bonds bought merely because the
banker has excess funds must be sold
again when the banker needs funds for
his customers, and he knows that
mortgages bought at such times can-
not be sold again, but represent a more
or less permanent lockup of capital. He
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knows that the banker should not put
more into mortgages than he can safe-
ly leave in mortgages, and he knows
that the banker is exposed to the risk
of losses on his bonds if he buys them
in large quantities in times of very
cheap money in order to get a high
return on his secondary reserve.

“Individual bankers must solve their
problems with reference to their par-
ticular situations.  Sweeping general
rules are to be avoided. Certainly the
banker in a distressed agricultural
community will do all that he can to
see that renewals are made of good
farm mortgages.”

Though urging bankers not to for-
get their duties to their customers and
communities, Dr. Anderson indicated
he considered prices for bonds and
mortgages favorable for individual
buyers.

He considered the yield on good
foreign bonds exceedingly high and
said he felt many unlisted bonds of
undoubted goodness were selling on a
basis “that can only reflect the in-
vestor’s reluctance to tie up his money
because of vague and unreasonable
fears.” William Russell White.

[Copyrighted, 1930]

How Shorts Sell To Make Profit.

So much has been said about short-
selling in the stock market in the last
few weeks interest has been arounsed
in the procedure to be allowed by a
trader who wishes to sell stocks in
anticipation of repurchasing them at
lower prices for a profit.

Stock sold must be delivered to the
buyer, so to fulfill this step a trader
who sells short must borrow stock to
make delivery. The cash proceeds
received from the sale of the security
are used to deposit as security for the
stock borrowed, so that the lender re-
ceives a 100 per cent, loan rather than
80 per cent, of the market value that
he would receive if he borrowed from
a bank on his stock as collateral.

The trader who sold short may ter-
minate the arrangement with the owner
of the shares borrowed at any time.
That is, he may repurchase the stock
in the market and deliver, it to the
lender of the stock, who returns the
cash first advanced as security.

If the stock is repurchased in the
open market at a lower figure than it
had been sold for by the' trader who
went short, there is a profit for the
speculator, but if the price in the mean-
time advanced and the short seller de-
cided a repurchase at a higher figure
a loss is suffered.

Loans of stock are usually arranged
at the close of trading on the floor of
the Stock Exchange at a central point
known as the loan desk, where the
needs of various member firms are ad-
justed.

Interest to be paid on funds involved
in short sales often puzzles the inex-
perienced. Ordinarily the lender of the
stock pays the day-to-day call renewal
rate on money received by him as se-
curity for stock loaned, but at times
when the supply of a certain stock is
scarce the lender not only receives the
use of the cash security free but in
eaddition obtains a premium from the
borrower of the stock..
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When a stock lends “flat” the lender
need not pay the borrower any inter-
est on the cash deposited as collateral.

William Russell White.
[Copyrighted, 1930]

Commercial Needed in

Enterprise
Labrador.

The September bulletin of the Mich-
igan Health Department contains an
account of a nutritional survey carried
on by Dr. Helen S. Michel, of Battle
Creek college, among the fisher folk of
Labrador and Northern Newfound-
land during the summer of 1929, which
was done at the request of Dr. Wilfred
Grenfell.

Dr. Michell learned that fish, game
and a minimum of vegetables was all
the home produced food of some sec-
tions. All other food supplies were
obtained of traders, the usual custom
being to trade the season’s catch of
fish each fall for a year’s supply of
food-stuffs, which consisted of flour,
salt pork, salt beef, butterine or oleo,
tea, molasses, a few beans and peas.

In some settlements there are few,
if any, gardens, no cattle, goats, sheep
or hens. The most prosperous or thrifty
people may buy or raise potatoes, tur-
nips and cabbage, but only enough for
a small fraction of the winter. As a
result of this unbalanced diet, Dr.
Michell found a prevalence of night-
blindness, berberi, rickets, mild scurvy,
bone and teeth defects and general
under-nutrition, although fat, carbo-
hydrates and protein supplied an abun-
dance of heat and energy. Fish and
‘flour furnished phosphorus in adequate
amounts; meat and molasses gave iron,
but lime and vitamins were largely
lacking; hence bones and teeth were
undernourished.

The casual reader will naturally en-
quire why the great potato crops of
Maine are not available; why the near-
est of our states cannot supply milk,
butter, vegetables and fruits. Could
we supply Labrador with these most
necessary food-stuffs, it would help the
potato markets of the Central States
and reduce, in a measure, the surplus
of fruits from Florida and California.
Mercantile missionaries seem greatly
needed in this case.

Arastook county potatoes are being
sold in Ann Arbor. E. E. Whitney.

Dollar Sales Called An Abomination.

Buyers continue to look for the
cheap blankets for the dollar sales—
and find deliveries on these several
weeks off. The country seems to have
been flooded with dollar-sales—on all
kinds of merchandise. Some people
call if on abomination, that such trad-
ing-down should be generally encour-
aged. Yet, this is what one hears most

buyers looking for comforts, for
blankets, and for other kindred goods,
for dollar sales.

Popularity of Pewter Continues.

Pewter manufacturers are enjoying
a better holiday business than they
did last year in spite of predictions
that the popularity of pewter would
wane. Orders for all types of pewter

" 'have been so heavy that some factories

are sold up on their entire production
to the end of the year, and others are
asking from three weeks to a month
on deliveries. Better grade items are
getting a normal share of the business.
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RUTHLESS PIRATES.

How Penney Employe Regards His
Former Boss.

I do not regret the two years of hell
that I put in in Hannibal working for
Penney. | learned more about mer-
chandising in those two years than |
could have learned in ten years in the
average independent store. But they
put grey hairs in my wife’s head that
there was no need for.

The Penney chain lies to the buying
public through their advertisements,
saying, “We dont sell seconds. It
never pays to take chances with qual-
ity,” when | know better. | have a
label which reads, “Industrial Rayon
Corporation, Second Quality,” on Par-
sons & Baker Company of Phoenix-
ville, Penn., invoice of 12-31-29. Pen-
ney store No. 269 received a shipment
of twenty dozen ladies’ vests. These
vests were packed one dozen to the
box, and one of these labels was found
in each box. These vests were sold
over the counter of the lingerie depart-
ment as first quality.

The 250 million dollars that the Pen-
ney outfit expects to get in volume
this year is not enough to pay me to
seji seconds as firsts. Before | joined
the ranks of this powerful chain, | sold
seconds for the O. J. C. Clothing Co,,
of Atchison, Kansas, but they were
sold as second, and not first quality.
We placed a display card over our
merchandise, telling our customers that
such merchandise was second quality.

Perhaps that is the reason my for-
mer employer has only one store to-
day. He and Mr. Penney started in
business at about the same time, but
he has been too honest to be a huge
success. He has more natural ability
than Penney, for he is a past potentate
of his Shrine temple and a former
member of the state legislature, and
has had no chain to shove him into
these offices of trust.

The fact that the independents are
poor merchants and spend almost all
of their gross profit in the operation of
their stores, is the very fact that proves
that they are an asset to their com-
munities, so long as they keep their
heads an inch above water. If all of
their gross profit is spent for rent, heat,
salaries, local advertising, etc., where
does this money go? It doesn’t go. It
stays right close to the place where it
started from. But we should not want
our independent to spend all of his
gross profit for these things. He is
entitled to a good net profit, and if he
will get into an organization, do as
he is advised to do, and stick with it
he will get the net he deserves.

The independent is trying to com-
pete with blank ammunition. Penney
may not pay the men and women in
the stores enough to keep them from
going hungry, but I’ll bet he pays his
New York bunch of experts a neat sum
and I'll place a little bet that they
dont put in more than an average of
eight hours a day. The men in the
stores work nights, days and Sundays
to keep the overhead down.

Last week this Penney outfit an-
nounced “new low prices” on Pay-Day
overalls. That bunch of underselling
pirates are going from bad to worse
Something in the silk department is
going up! They pay 13.50 a dozen for
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regular size Pay-Days, and ten per
cent, for extra sizes. That is the first
time | have ever known them to sell
an article below the actual cftst. Yes,
I know cotton has come down, and
I’ll tell you in a minute who paid the
price for it, but this “James gang”
is buy on contracts, and no new price
list is out yet.

In 1928 the average full-time weekly
earnings of 38,000 cotton mill workers
was only $15.66. Now who pays the
price for Pay-Day overalls at $1.10 a
pair retail?

While | was assistant manager of
Penney Store No. 269, in Hannibal, we
sold all silk 12 M. M. pongee at 33
cents a yard, and that pongee cost us
32 cents a yard at the warehouse, and
the warehouse paid, or said they did,
32 cents a yard at San Francisco. That
pongee is wonderful bait, too. The
independents couldn’t even come close
to us with it. We brought the ladies
into our store with that and a few other
pieces of bait and then put the hooks
to them. We sold her a nice staple
cap for her husband for $149. We
paid from $7.20 a dozen to $7.80 a
dozen for these caps and put a wider
margin of profit on them than we
should have on novelty jewelry. We
made the jack though. What did we
care about the lady’s husband?

Mr. Lyons, secretary of the National
Chain Store Association, says that
chain store wages, hours and morale
compare favorauly with those of inde-
pendents. How does he know about
that? | have seen the personnel of a
chain store in such a frame of mind
that | believe they would have jabbed
a knife in the back of their Simon
Legree manager if they thought they
could have gotten away with it. Men
who can give customers prompt, cour-
teous service under such conditions,
are wonderful actors, but all good
actors are not in Hollywood.

In our store the men worked from
7:30 a. m. until 6 p. m. every day with
about forty-five minutes for lunch. On
Monday, Wednesday, Friday and Sat-
urday nights we worked from 7:30 un-
til 11, 11:30, and a great many times
until 12 o’clock. On Sunday morning
we worked from 9:30 until 12:30 and
1 When 1 reported to this store for
duty May 16, 1928, | weighed 195
pounds, and | wasnt fat either. To-
day | weight 167. | owe grocery bills
to independent grocers to the tune of
about $150 which | have been unable
to pay with my salary. (Working al-
most every night and Sunday, you
know | didn’t have the pep to night
owl around and spend my money fool-
ishly either.) So you also know from
my bills that | have not been on a
diet. The other men of that store lost
weight, too. I'm not the only one
who “hit the ball” there.

Form 9029 is a traffic light for a
Penney store. It shows at all times
just how you stand in every depart-
ment. You can tell at a glance if you
are heavy or light on merchandise in
any part of the store. But with all
my other duties that thing was a pain
to me. One week | would be told that
we were missing sales on shoes because
we were too light. Two weeks later
we were not going to get the proper
turn because the stock was too heavy.
So it went. Hot water always in re-
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gard to stock, turns, or selling expense.

The inventory instructions are a
masterpiece. When carried out a per-
fect inventory and stock is the result.
‘Last year one of the girls and | worked
on that thing for days—hour after
hour. At night one of the boys helped
me—a bright light shining on indelible
and white glazed paper nearly ruined
my eyes. This year the New York
office requested that the sheets be sent
in within only a few days. | asked
for more help, and was told that if we
had “hit the ball” last year we could
have gotten through much sooner.

Although | was accustomed to being
on my feet all day, | was so worn
out that | would only eat a light lunch
at noon, then go to my room and lie
down for a half hour or more. That
didnt last long enough, though. | was
soon told that the men of the Penney
company only took fifteen or twenty
minutes for lunch unless it was abso-
lutely necessary. It was easy to tell |
was fresh from the cow country, even
if 1 didnt have it on my shoes; and
| proved it by doing as | was told.

My wife wrote that she had received
a letter from a cousin in Denver. Said
she had known two young men who
had gone with this outfit. One had
lost his mind and the other had com-
mitted suicide. Of course | laughed
at that then, but have since wondered
if it were not true.

I had not been inthe store long until
one of the girls told me that she had
been there several years, and when
this baby-faced rattlesnake had taken
charge she went home at night so tired
and her nerves so shattered that she
would lie on the bed and cry. He had
driven the personnel to task from early
morning until late at night, rushing
around the store with a speed that
would flatter a tornado. The nerves
of the girls and the health of the men
doesnt inter'est a chain gang. It’s the
dough they’re after.

Although the store had shown a ten
per cent, profit on almost a half mil-
lion dollar volume in two years, they
didn’t have enough fixtures to trim
one window without tearing down a
good interior display. Of course, this
took twice as long, but time means
nothing to a chain, when overtime
costs nothing. Who said “Time is
money—Welcome is that visitor who
appreciates the value of another’s
time?’

My wife arrived in Hannibal late on
Sunday about a month after | had re-
ported. | called by phone early the
following morning to see if | might
remain home that morning to help her
unpack and put the hopse in order. |
was told that business came first and
that 1 might have two hours off. When
| reported to the store one of the
other men told me that the personnel
there had been told of my request, and
that the manager had said that he was
going to break me in right. “Putting
me to the test,” you know. Well, these
articles are a result of that “test,” and
I hope that bunch of jackasses enjoy
them. | get a great kick out of writing
them, and telling the whole world of
my experience, so tio other young man
will be as foolish as | was.—Jay M.
Williams in Merchants Journal.

Your best capital is “l.”
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MUTUAL FIRE INSURANCE

Stock Companies Must Reduce Acqui-
sition Costs.

The National Convention of Insur-
ance Commissioners, at ' their recent
meeting at Hartford, Connecticut, gave
much attention to a consideration of
the report of the Committee on Acqui-
sition Costs appointed last year. The
committee’s report considered the con-
ditions that caused its appointment and
detailed the various steps in the in-
vestigation including the public hear-
ing held by the committee at Chicago
in July and a synopsis of the answers
to a questionnaire submitted to the
stock companies and various under-
writing organizations.

The report of the Committee in part
says: “As a result of its investigation
this committee is convinced that the
trend of expense ratios in the fire in-
surance business, largely attributable
in its opinion to unhealthy competition
in the acquisition field, presents a con-
dition which may well be viewed with
alarm by company officials and insur-
ance commissioners.”

“While it is true that favorable loss
ratios in general have within the past
few years protected companies against
underwriting loss, it must be recog-
nized that, to the extent that the in-
creased expense ratios represent un-
necessary cost, whether in connection
with  unprincipled . competition or
otherwise, companies are prevented
from affording the public the full bene-
fit of rate reductions that would other-
wise be available without in any way
impairing surplus and reserve accumu-
lations necessary to fortify companies
against conflagrations or other catas-
trophes.

“It is the opinion of this committee
that much of the increased cost results
from the appointment of unnecessary
and unqualified agents, and the pay-
ment of commissions to many agents
beyond the fair value of the services
performed by them. This condition
has the effect of imposing upon the
companies burdens which should be
borne by their agents, and impels the
qualified lesponsible and service-giving
agent to demand and seek greater
compensation to offset the inroads
made in. business that would otherwise
have normally been placed through
him to seek such increases.

“A further cause for the increased
cost in connection with the acquisition
of business has been the great increase
in the number of companies and their
capitalization within recent years. In
the case of the older companies with
increased capitalization, it was jnatural
that an attempt be made to maintain
at least the same relative proportion
between premium income and capital-
ization as had previously existed. In
the case of the jnew companies it was
apparently felt that some inducement
should be offered in the form of com-
missions and allowances to influence
business to flow into their offices.

“It would appear that if present
events are permitted to continue their
natural course, the public will be re-
quired to pay for the indemnity fur-
nished, a cost greater than the value
thereof, or in the event that the au-
thorities invested with the power to
regulate rates refuse to recognize ex-
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pense loadings predicted upon what
are apparently unsound business meth-
ods, it is apparent that many insurance
companies will face financial loss un-
less conditions are corrected.

“The following are recommendations
which the committee urges the con-
vention to adopt as an expression of
its views, with particular reference to
the fire insurance business:

“l That the insurance companies
be urged to correlate the activities of
the various underwriting associations
under a single National association.

“2. That the companies continue to
endeavor, with the counsel and support
of this convention, to 'secure greater
standardization of commission scales
and the affiliation with the under-
writers” association of all important
companies.

“3. That commission scales country
wide, both for so-called ordinary and
excepted areas, be reviewed by the un-
derwriters’ associations with the ad-
vice and counsel of the various agents’
and brokers’ associations and the vari-
ous insurance commissioners, with a
view of attacking the source of exist-
ing abuses, and securing greater stand-
ardization on the basis of a commis-
sion program not only fair to the pub-
lic, the agents and brokers and the
companies, but which also is more en-
forceable.

“4. The attention of the companies
and the members of this convention is
directed to the fact that the root of
the excess commission evil, both for
lines of business and particular ter-
ritories, is frequently found in the ex-
istence of an improper rate level.

“The companies and the members of
this convention may find upon oc-
casion that it is necessary and desir-
able to attack the root of the excess
commission evil by advocating reason-
able and proper adjustments of rates.
The recognition by insurance commis-
sioners vested with authority in the
matter of fire insurance rates of the
principle that commissions represent
a vital element in the rate structure
and that where excessive commissions
are being paid the expense ratios are
seriously affected, should result in the
commission problem being approached
from the standpoint of rate adequacy
insofar as such companies are con-
cerned.

“5. This committee urges the com-
panies and the insurance commission-
ers insofar as it is within their power,
to take steps towards the elimination
of unnecessary and unqualified agents
and brokers.

“6. Companies are urged to estab-
lish a reasonable differential of com-
missions between policy-writing and
non-policy-writing agents.”

A Business Man’s Philosophy.

A newspaper editor asks me to
answer this question: If you had your
choice would you live in the present, a
hundred years ago, or a hundred
years hence?

I am ready to express an opinion; |
eprefer to live in the present.

| have been on this planet well over
a third of a century and that period
has been long enough to teach me that
it is a waste of time and a vexation of
spirit to indulge in idle day-dreams of
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opportunities to come, or in morbid
memories of opportunities missed.

We all owe reverence to the past
and we have a duty toward the future.
But we are of the present, and it is
“now” that counts with us.

Happiness lies in ourselves. We can
talk across the continent now; men
couldn’t do this a hundred years ago.
But did they enjoy life any the less?
A hundred years from now our de-
scendants may be talking to Mars. Will
the men of that day be any 'the happier?

Dont let us fool ourselves.

The opportunities to enjoy life, to
express ourselves, to amount to some-
thing, are as plentiful now as they
have ever been, or ever will be. - '

William Feather.

Work is activity intelligently directed.
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Bedspreads in Good Demand.

Demand for rayon and cotton bed-
spreads spurted considerably in the
past few days and mills are having
difficulty in making prompt shipments.
Hospital 'spreads have been very heav-
ily bought and prices have firmed on
them, in some jinstances advancing
2y2@5c. Cottons have been more ac-
tive than rayons, due perhaps to one
or two large users anticipating their
Spring requirements.  Some houses
have completed a few numbers of their
Spring lines and little change in styl-
ing is reported. Selling agents look
for an excellent business in cottons for
Spring.

The world is blest most by men who
do things, and not by those who
merely talk about them.—James Oliver.
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Some Notable Things Seen By Sea-
soned Traveler.
Somewhere on the South Atlantic,
the fifth day from New York. We are
among the Azores as this is written,

October 15, 1930.

To mix work and play is difficult.
There is nothing so demoralizing as
a modern ship. Surrounded with end-
less space, in complete comfort, with
the finest food in such abundance that
nobody could eat through all the meals,
cut off from any sense of obligation to
work, it is always hard for me to do
aught but rest through the quiet hours.

I start with brave plans. | allot
books and articles to digest. | am go-
ing to catch up on many letters. Yet
always the voyage ends and | have
little to show for good resolutions.

But this time on our long prelimin-
ary journey from Marysville, Califor-
nia, to New York, we excogitated a
plan which we feel might easily have
a practical and mighty useful applica-
tion. For as we rode through our
wondrous Western scenery, we thought
how easy it might be for Europeans to
share more of it. The plan is this:

Let foreign visitors travel by water
directly to San Francisco and make
their return journey by rail across the
continent.

As things stand, those folks who
live in tiny countries land in New
York. Often they get no farther. They
return with the most distorted impres-
sions. The more venturesome run in-
land to Buffalo or Pittsburg, some as
far as Chicago. After what to them
seems a terrific distance, they find
themselves less than a third across our
country; and they give up just when
they are beginning to glimpse America.

Let them take it the other way
round and what would they see? We
may follow them in skeleton outline
thus:

Let us take the Western Pacific, for
its road bed—perhaps the most per-
fect of all—plus scenery equal to any.
The cost of the extreme grade of 1/4
per cent, put this line into receivership
before it was finished, but travelers
now benefit therefrom through ease by
day and solid sleep by night. Over its
o’tire length to Salt Lake the train is
hauled by a single locomotive—up
grade, down grade, on the level—at
even, rhythmic speed. And, of course,
this makes for economy of operation,
so the road does very well thank you.

The start is at 10:20 a. m. from the
San Francisco ferry. From Oakland
the way lies first South, then gradually
swings Eastward and around to the
North, bearing Easterly. We run
through the old placer gold workings

still operated on a manufacturing
basis after eighty-one years of mining

and the Feather River Canyon, than
which there is no than whicher in the
way of charming scenery. We dine in
gathering twilight beyond Oroville.
We have not yet left the great State of
California: “and the evening and the
morning is the first day.”

We awaken in the Humboldt Valley,
Nevada. If our imaginations are in
fair working order, we may feel the
spirits of the pioneer trains which
toiled through these vastnesses. For
a hundred miles or so their trail fol-

lowed the sweet waters of the Hum-
boldt river and thirst came not to man
or beast. But aow the waters were
diminishing and became hourly more
brackish and soon they lost themselves,
the river simply disappearing in the
insatiable desert. How, by what dog-
ged persistence and heroic effort, they
dragged through the remaining '.hun-
dreds of weary miles is a tale to stir
our souls. Because of them and others
like them, we now go that way in
luxury.

The Valley to-day is primeval desert
save as here and there it is dotted with
ranch houses and outbuildings, sur-
rounded with green pastures and yel-
low stubble, secure in the possession of
wells which tap the underflow of snow
waters from the mountain ranges which
fringe it and give promse of abundance
yet to come. For Nevada contains
110.000 square miles of area. It is
more than twice as big as New York,
Wisconsin or Illinois, and it holds but
100.000 inhabitants. With two Sena-
tors, incalculable resources still un-
touched, her future lies all ahead—and
George W. Norris will keep us from
overlooking her.

For some 200 miles the Western and
Southern Pacifies run parallel, a few
miles apart. Here the tracks are used
jointly, one for Eastbound, the other
for Westbound traffic. At Shatter the
lines meet and then diverge. We wait
for “The Desert Rat,” a “train” of two
cars hauled by a standard locomotive
capable of hauling a dozen cars or
more. This is a connecter from Ely
on the Nevada Northern, a road some
hundred miles long all told. The bag-
gage car is of standard design, but the
passenger coach most ingeniously com-
prises every variety of travel comfort
and convenience: day coach, smoker,
sleeper, diner and observation com-
partment, the diner being even em-
bellished with bay windows.

The day glides by amid mountainc,
valleys, desert patches, by pleasant
farmsides and purling streams. It is
a panorama of grandeur and beauty.
Shortly past midday we come to the
rim of the vast depression in which
lies the Great Salt Lake of Utah and
get a view that can be paralleled no-
where else. Then comes the rapid de-
scent of the hairpin turns to the floor
of Salt Lake Valley and the run of
some three hours through the real bad
lands of Utah to Salt Lake City.

We pass around the Southern end
of Salt Lake during three or four hours
and the stranger seeking to know
something of what lies before him will
find interest in the fact that all of
Delaware, or most of either Scotland
or South Carolina, could be put into
that great Lake; on such a titanic scale
is our land laid out.

So we reach Salt Lake City, and be-
cause we set our watches forward to
4:20 and depart on the D. & R. G. at
7, mountain time, this is the evening
and the morning of our second day.

The intervening two hours and forty
minutes should be utilized by every
stranger to see a bit of Salt Lake, one
of the noblest cities ever planned by
man. Every feature of it, likewise its
site, was determined by one of the
greatest administrators of history, a
master ietSfer of men — Brigham
Young. Turning from the Westward

trail at a point now marked by an im-
posing monument, Young pointed over
the terrible desert and said: “This is
the place,” and because his followers
had learned to trust him implicitly,
they left the way at his bidding. Hard-
ly had they ungirthed their weary cat-
tle when Sam Brannan, for whom a
busy San Francisco street is named,
returned overland from San Francisco
and its incomparable Bay and urged
Young to continue to the Coast. But
Young shook his head.

“We settled in the East,” he said.
“By steady industry we made the land
to fructify. Then men jealous of our
possessions drove us out. We built a
flourishing community around a thriv-
ing city where there had been empti-
ness in lllinois. We were driven
thence with rapine and murder because
men wanted what we had wrought and
neither state cior National laws availed
for our protection. If we go to San
Francisco, men will soon want what
we build. Here we have what nobody
will want. Hence here we stay.”

Busses meet the trains and take
visitors about the city on a worthwhile
tour at a cost of a dollar each. But
every stranger should, if possible, stay
over a day or more. He should see
Salt Lake City. He should run up in-
to the Cache Valley to Logan where,
among other worthy things, he will see
a temple set on a hill in such wise that
it seems to hang in the clouds. No pic-
ture from the Arabian Nights could be
more ethereal or fairylike. No build-
ing | know of presents itself in such
sheer beauty of setting. The stranger
should use another day to visit Provo
in the South. There among plenty of
other interesting and instructive things
he will find a pretty set of structures
wedged in among the foothills which
bear the sweet name of Mental Hos-
pital. This seems much happier than
insane asylum, even as the French
hospital in San Francisco is called
Maison de Samte—House of Health.

On every hand the observant trav-
eler will find evidences of industry no
less intelligent and enterprising be-
cause characterized by extreme persist-
ence and tireless patience. He will be
in a community in which every mem-
ber works, where the dignity of labor
is the most precious heritage, where
there is no social demarkation, where
the opportunity of all is the equal por-
tion of each—verily a sturdy, self re-
liant, altogether splendid people whose
living example might well be emulated
by others everywhere. To one who
seeks essentials with an open mind,
these factors will stand out with ir-
resistible appeal and his impressions
will not likely be clouded by any hang-
over about polygamy.

Again we dine in gathering dusk as
we pull out on the Denver & Rio
Grande Western, too late to glimpse
the thither end of the stark desert trail
over which the Mormons had reached
their land of scant promise, but of in-
credible performance; but | have seen
it during long hours and my wonder
grew with each mile that any human
beings could have traveled that weary
way and survived. Yet not only did
they survive, but the pioneer train
plowed the prairie of what is now
Nebraska and sowed wheat which

those who followed the next Spring
garnered for their sustenance.

We awakened next morning just
East of Grand Junction, “up” in Colo-
rado, in a smiling valley of gof’jeous-
ness which baffles any descriptive
powers of mine. At breakfast time
we were climbing the backbone of the
continent, running along the Colorado
river toward its source. It is here a
smiling streaih which gives no hint of
the turgid torrent it becomes below
the Grand Canyon. Here the lower
mountains were clothed in rich Au-
tumn colors and in the passes one
glimpsed the lofty snow clad peaks of
that overwhelming range which ex-
tends some 200 miles North and South
and which the Spaniards named Sangre
de Cristo for the crimson glow on its
summits at sunset.

At eleven thirty we reach Tennessee
Pass, the continental divide, at 10,240
feet above sea level, forty feet above
Leadville, the highest crossing in the
country. Soon after, we pick up the
Arkansas as a murmuring creek and
follow it as it swells into a stream
promising to become a river through
the Royal Gorge and on near to Pueblo.
The D. & R. G. W. makes much of its
hanging bridge in the Gorge and the
highest suspension bridge in the
world, directly above the tracks. Both
features are worthy, particularly the
suspension bridge, but they are pre-
ceded by hours of scenery much more
impressive, charming and inspiring
than either.

Uniquely beautiful Colorado Springs
is passed after dark and Denver, where
we are passed on the “Q” we gam at
8:30, so “the evening and the morning
make the third day.” Yet we have not
reached the geographic middle of the
continent.

Immediately East of Denver we pass
from Rocky Mountain land to the re-
gions of our great plains. But more
than that, we leave behind the crystal
clear cerulean skies and enter the
climate—and the atmosphere—of the
Mississippi Valley and Eastward to the
Atlantic.

West of Denver distance is so fore-
shortened in the limpid air that even
those of long local experience are de-
ceived. They are uncertain whether a
given object is forty or eighty or 120
miles away. From Cripple Creek the
Sangre de Cristo range lies before us
to the Southwestward, the nearest
peaks 90 miles qway, the farthest 200
miles; but there they all lie, the saw-
tooth summits of eternal white cut
sharp against the sky.

Eastward—

Where | reluctant, g{o. no skies like these
Will strive so potently to please.
Henceforth we must be content with
five to ten miles vision—when the at-
mosphere is “clear.” Ordinarily, if We
see two or three miles we do well. The
days are rare indeed when one can see
across the Sound from New Haven to
Long Island, a mere twenty miles
away.

This is a striking manifestation of
the infinite variety of our far flung
country. It will forcefully impress the
stranger. But it is a feature that is
altogether missed by those who do not
see our great West.

Leaving Denver at 11:30 that night,
we are well into Nebraska by morn-
ing. Now we boom along, the heavy
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train in tow of one huge locomotive by
which it is easily handled on the regu-
lar down grade which slopes to the
Eastward. It is always good to see
this familiar black soil and the herds
of pure bred Holstein cattle" The state
could easily feed an empire, but than
the same would be true of many
others among the forty-eight common-
wealths of our united land.

It pleases me, for example, to know
that, aside from her intriguing Arthur
Capper, Nebraska has 77,000 square
miles of area; that she is 5,000 square
miles smaller than Kansas because a
corner is chopped out of her by rect-
angular Colorado, said corner being
slightly larger than the whole of Con-
necticut. | like to picture her gentle
slope Eastward, down from her bad
land Northwestern point around Scott’s
Bluff where lies the portion of the val-
ley of the Platt along which ran the
historic Oregon Trail and holds the
natural monument of Chimney Rock,
through her apparently level fertility
to her Eastward boundary at the Big
Muddy. What’s a li’l matter of 5,000
mi)les out of such immensity and rich-
es?

So we reach Lincoln, virtually the
halfway station between the Pacific and
Atlantic; then Omaha where we touch
great packing and other manufactur-
ing activities and, shortly thereafter,
“the evening and the morning are the
fourth day.”

The fifth day is spent in Chicago
Of that city, as of San Francisco, |
say nothing specific. The visiting
stranger will not pass without some
inspection of either, and each can tell
her own splendid story. So we find
ourselves on the Pennsylvania Limited
at 6 p. m, speeding on the last lap
through the fifth and into the sixth
day. We breakfast as we pass Al-
toona, then ride through scenery of
great beauty but widely different char-
acter from what lies West of Nebraska,
and reach New York via Ba‘timore
and Washington well into the sixth
day, having come some 3,900 miles.

Assume, then, that our European has
traveled on such a schedule, arriving
in our modern Babylons after he has
seen something of America, could he
fail more justly to evaluate the land he
has come to see than if he had gone
the usual route? Let Europeans do
this and they will understand us better
—and we them—and incidentally, they
will realize somewhat that the showing
of natural scenery is perhaps a bit of
American specialty, not altogether a
European monopoly. It is not that we
want to talk smart to them, but that
perhaps they may not be quite so
ready to talk smart to—and about us.

The means already is partly, and
Quite acceptibly, at hand. For there
are fine ships that run directly from
English, French and Italian ports
through the Panama Canal to San
Francisco. These are freighters of
strictly modern design, so large that
only a few years ago they would have
been called leviathans. They range
from 10,000 to 14,000 tons—a few
larger. They carry only twenty-five
to thirty passengers, one-class cabins.
All accommodations, passenger decks,
dining saloons, lounges, state rooms,
shelters are located amidships on the
upper levels. Passengers and officers
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are one family. The voyage takes
from twenty-eight days out of England
to forty days from Genoa. Food is
excellent, various and abundant, cabins
roomy, perfectly ventilated, heated and
cooled. No more restful or delightful
trip could be imagined. The cost is
actually less than many modest livers
spend to stay at home—$275 to $300
per person.

But with the background | have out-
lined above, which regular line of mod-
ern passenger ships will institute a
service from European ports to San
Francisco? Let the idea be worked
out logically and exploited by suitable
advertising, m co-operation with. the
San Francisco Chamber of Commerce
and Californians Incorporated —and
watch the tide flow Westward and
back toward the East.

Paul Findlay.

Free Samples Pull More Trade To
Sale.

A Springfield grocer tells us that he
has had marked success in getting peo-
ple into his store on his big sale days
by advertising a free gift of a bag of
samples, with every $1 purchase. The
bi':lg usually contains four or five sam-
ples.

It has been the policy of this grocer
to maintain his regular prices on these
big sales days. The, free samples are
used for the drawing card. As old as
the idea of something free may be it
still seems to be an incentive to bring
people into the store.

1 he samples cost the merchant noth-
ing. This grocer found that manu-
facturers were glad to co-operate with
him in supplying samples when the
plan was explained to them.

With him it is a semi-annual adver-
tising event. He begins collecting the
samples a month or so before each
sale starts.

Fair Buying of Men's Spring Wear.
Buyers who are in 'the New York
market for the purpose of looking over
the Sipring line of men’s clothing and
furnishings are purchasing a fair vol-
ume of goods, but are proceeding
cautiously in  their commitments.
Their initial purchases will be confined
to outstanding merchandise, newly de-
signed fabrics in men’s clothing which
might be difficult to obtain later in the
season and attractive novelties in fur-
nishings that might also become
scarcer. , Some contemplate another
trip early in December. More popu-
lar-priced goods are being bought than
in the medium and higher price ranges,
it was observed. Retail representa-
tives admit that the bulk of consumer
demand is for cheaper merchandise.

Chain Store Personnel.

It has gradually become an open
secret that one of the chain store con-
cerns hasn t been doing well with many
of its newer stores, and the explana-
tion is that it cannot obtain the right
kind of personnel as rapidly as needed.

One successful chain store man
states that the best practice in starting
new stores is to add only one at a time,
and open it with personnel already
tried.

The special difficulty in obtaining
suitable personnel for chain stores is
that the hours are ¢long, with extra
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Tije men who try to do»something
and fail are infinitely better than those
who try to do nothing and succeed.—*
Lloyd Jones.

hours evenings which are not paid for,
and that every clerk is impressed with
the idea that he must be dishonest in
order to hold his job.

Fresh
and Good

Naturally your customers like
to buy every item of “Uneeda
Bakers” products clean and
fresh. And you can always sup-
ply them ifyou are well-stocked.

The frequent calls of our sales-

men and trucks enable you to

sell “Uneeda Bakers” products
oven-fresh allthe time.

NATIONAL
BISCUIT COMPANY
“Uneeda Bakers”

] u~elicatessen Wax Paper” - the
name, itself, speaks of deanli-
1 ness, health and goodness in the

I foods you sell !

To carry out this appetizing appeal
you should use the snowy clean
white sheet, KVP Delicatessen Paper.
D E M A N D S An all-around useful paper — proof

against air and moisture, odorless and

I grease-resistant

& Comes in handy rolls, wall cartons

B or boxes as preferred. Write your
paper merchant today and receive a

liberal supply of samples.

KALAMAZOO
VEGETABLE PARCHMENT CO.
KALAMAZOO -- MICHIGAN
MANUFACTURING  WCRLDFAVDLS  FOODPROTECTION  PAPERS

DELICATESSEN
PAPER

The
Superiority
of—

2 cakes

RED STAR YEAST

TD ED STAR Compressed Yeast is the result of over 47 years of re-
search and manufacturing experience. It is Rich in Vitamins and

being a cereal product its Purity and Uniformity is unguestioned

The freshness of RED STAR YEAST is assured by regular deliveries

to you m sanitary foil wrappers.

20c A DOZEN (Delivered)
YOUR PROFIT is 50% on cost selling at 2 cakes for 5¢

Our Branch in or near your city guarantees a Fresh Supply

RED STAR YEAST & PRODUCTS CO.
Main Office - Milwaukee, Wise.
Detroit Branch 1234 W. Fort St. Grand Rapids Branch-615 Division Av... S.
** STRICTLY INDEPENDENT—SINCE 1882**



DRY GOODS

Michigan Retail Dry Goode Aceeoelatlon.
President—J. B. Mills, Detroit
First Vice-President—Geo. E. Martin,
Benton Harbor. ’
Second Vice-President—J. T. unntir—
Traverse City.
Secretary-Treasurer—Thomas Pitketh-
ly, Flint
Manager—Jason E. Hammond. Lansing.

Short, Cuffed and
Puffed.

A future, or even a present, chron-
icler of this year of fashion could not
find any lack of variety to complain
about. Less stereotyped attire has
seldom if ever been vouchsafed women.
Should there be any doubt about it a
slight delving into the 1930-31 sleeve
situation will uncover sufficient variety
to fill a tome.

It seems that sleeves are long, short,
middle-sized; are wide, narrow, simple,
elaborate, solemn and exotic all in the
same season. Take, for instance, that
portion of the sleeve known as the
cuff. One could once have been fairly
certain of finding it around the wrist.
Now it vacillates from wrist to shoul-
der—Jane Regny, for one, decorates a
daytime dress with an attenuated cuff
mthat runs up over the elbow and flares
out above. Sometimes a cuff flares
outward and upward from the wrist, at
others it starts below the elbow and
flares outward and downward.

Frequently the formality and indi-
viduality of a dress rest in its sleeves.
Lanvin is responsible for one such
style, a sleeve plain to the elbow,
whence it flares cut in an exaggerated
«bell that is in itself a bit of elegance.
This may be of lace or of the material
of the dress, beaded, embroidered or
otherwise embellished, or of a contrast-
ing color or material. In any version
it imparts a sort of tea party formality
to the dress to which it is attached.

'Amusing puffs and billows in sleeves
have a lot to do with keeping monot-
ony out of the present scheme of
fashions. In the wake of the diminutive
puff sleeves that Irene Dana presented
on a demure debutante sort of evening
frock of one Winter ago, a whole pro-
cession of puffings and balloonings
mae appeared. There are puffs at the
shoulders from below which long nar-
row sleeves extend to the wrists. There
are puffs at the elbow—Patou ends
several of his sleeves thus—that narrow
into tight sleeves below. There are
others that appear in the vicinity of
wrists, some confined to the back of
the arm, flaring out from a tight wrist
—Vionnet presents several smart ver-
sions of this one—some an all-artound-
the-arm fullness reminiscent of the
bishop sleeve of past fame.

The double, or oversleeve, effect has
its followers.  Narrow, bell-shaped
sleeves that stop at the elbow or beT
low are finished out with tight under-
sleeves, often of contrasting color and
material. There are simple and elab-
orate versions of this sleeve.—N. Y.
Times.

Sleeves Long,

Hawaii Inspires New Accessory.

A New York specialty shop has in-
troduced something brand new in the
way of an evening flower ornament.
It is a long garland, almost wrist-thick,
of closely massed blossoms strung to-
gether like a Hawaiian lei.

One wears it carelessly in whatever
fashion one chooses—hanging down a
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little way in front and still further in
back, perhaps—or close to the throat
in front and waist length in back. If
it slides about or slips off the shoulders,
a graceful woman may find it quite as
Conducive to pretty gestures as a fan.

Many kinds of flower forms are used

white lilacs, violets, lilies of the val-
ley, delphinium and forget-me-nots, to
mention a few—and you may order
special color combinations to complete
a particular costume if you desire. No
doubt there will be some difference of
opinion on so striking an innovation.
As for us, we think it is- charming—on
the right person.

Its sponsors, by the way, also ad-
vocate the lei for wear with the formal
hostess gown.

Another amusing use for flowers has
been ‘found—also in the evening, but
only in one’s boudoir. This consists
of a wide satin ribbon sash, trimmed
with a colorful cluster of field flowers.
You wear it around your best night-
gown, -tied very high, and you take it
off before you go to bed. Anyhow,
that’s what Paris says.

Cheap Silks Likely To Help Fine
Cottons.

Distinctive cottons, priced somewhat
above the new average of wash goods,
are likely to get a better run next sea-
son than some of the most ardent cot-
ton-dress propagandists anticipate. This
is the opinion of several retail piece
goods buyers. Their view is based on
grounds somewhat different than most
of those who have been boosting cot-
tons for the past two years. Silks
have been so thoroughly cheapened by
the new low levels of raw material,
these buyers reason, that many dis-
criminating women will turn to fine
cottons out of pride for their own ap-
pearance. The buyers who speak this
way are not predicting any great vol-
ume business, but they do think the
time is riper now than ever before for
inrreasing the yardage in a pretty fair
way.

Straw Hat Reports Vary.

Conflicting reports on the sales of
men’s straw hats for next year are
heard in the trade. One buyer de-
clared he was urging his clients to
make their commitments early, as
American manufacturers would not
have to meet the competition of for-
eign imports so much this year and
would consequently receive more or-
ders, thereby possibly making deliv-
eries difficult. On the other hand, a
manufacturer stated that some retailers
were very wary in making purchases,
as they had been hit very hard the past
Summer season and were not eager for
a repetition of the situation. Of the
present sales, about 65 per cent, are re-
ported to be body hats, of which about
40 per cent, are Panamas.

Silk Lamp Shade Demand Grows.

Popularity of the silk lamp shade
this Fall has been greater than was
expected. The widespread demand for
'the silk types, producers complain,
however, has led to price trading and
to the introduction of imitation prod-
ucts. One manufacturer is reputed to
be booking a substantial volume of
business on self-trmmed shades made
of a high-grade fiber material to retail
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at $3.98. 'Gold, rose, green and rust
are the colors in chief demand. The
decline of print decorations for parch-
ment shades is reported more notice-
able as the season progresses. Al-
though parchment styles are still the
biggest sellers, they are wanted mainly
with appliqued decorations.

Fair Call For Spring Suits.

Several of the well-known branded
clothing houses which have opened
their Spring lines within the last ten
days report that a fair amount of busi-
ness has been taken. This is regarded
as satisfactory considering present op-
erating policies of retailers. Very few
innovations have been introduced in
the new styles with the possible ex-
ception of a slightly narrower lapel.
The notch lapel model is expected to
be more popular than the peaked lapel.
Neat figured designs and conservative
stripes will probably lead in demand,
it was said. Tweeds will be well fa-
vored, it was thought, with glenur-
quhardt plaids declining somewhat in
popularity.

Much Coat Business To Be Done.

Responses made by retail merchan-
dise managers to the recent telegraphic
enquiry made by the Botany Worsted
Mills indicate that to date scarcely 50
per cent, of the probable volume of re-
tail coat business for Fall and Winter
has been done. In New York the aver-
age of the coat volume already done
was only 35 per cent., showing that
the bulk of activity is yet to develop.
The consensus of the views was that
the coat demand should continue until
February. Botany executives stressed
the point that retailers, cufters-up and
mills “should merchandise their re-
spective activities with a view of cap-
italizing the demand for Winter coats
that will undoubtedly ensue.”

Window Glass Orders Gain.

The demand for window glass con-
tinues to show improvement as the
month advances, with both sales and
shipments in some larger volume this
week. Orders at the present time, as
for some weeks past, have been running
in excess of output. Stocks in manu-
facturers’ warehouses, as a conse-
quence, are the lowest of the year. Con-
ditions in the plate glass branch, while
more favorable than a month ago, have
shown practically no improvement
during the past week. Operations at
the plate glass factories are understood
to be around 50 per cent, of production
capacity.

See Trend To Topaz Glassware.

The wane of holiday orders for
glassware in the wholesale market
turns attention of manufacturers to
new lines for the coming year. Accord-
ing to several volume producers, the
demand for colored glassware is ex-
pected to continue strong throughout
next year, but will be concentrated
more on topaz than on any other tone.
The crystal and black and the pink
styles, which were so popular this sea-
son, will be produced on a smaller
scale next year. No attempt to price
the new lines will be made until they
are completed, but the low levels now
obtaining are expected to continue.

Holiday Orders Showing Gain.

Late orders for holiday merchandise
have shown a gain during the past
week, and in many instances have
brought orders for units of merchan-
dise equal to last year at this time. The
recent business has centered largely on
handbags, handkerchiefs, gloves, silk
and rayon underwear, novelty jewelry
and, to some extent, toys. The hand-
bag orders,rit was said, have been par-
ticularly good, and give indication that
the season as a whole will compare
well with last year. Turnover of nov-
elty types of underwear is expected to
be good, but 'in lower price ranges than
a year ago.

Colored Goods Lead Sheet Demand.

Colored hem and solid colored
sheets continue to be the outstanding
sellers. Attractive packaging and box-
ing is held to be the chief reason for
the strong popularity of the fancy col-
ored goods for holiday display, ‘it was
said. Some widths of bleached sheets
have been over-sold, but business has
been spotty on white goods, and a few
other constructions have been moving
slowly. It was- suggested yesterday
that December might see a possible
advance in prices, if the present strong
trend is maintained, but some agents
were doubtful about any revision until
next year.

Roots and Ends.

“l cannot conceive,” says President
Hoover, “of a wholesome social order
or a sound economic system that does
not have its roots in religious faith. No
blind materialism can for long engage
the loyalties of mankind. Economic
aspiration, though it strongly marks
the American system, iis not an end in
itself, but is only one of many instru-
ments to accomplish the profound pur-
poses of the American people, which
are largely religious in origin. This
country is supremely dedicated, not to
pursuit of material riches, but to pur-
suit of a richer life for the individual.”

Holiday Chinaware Season Closed.

Fall «nd holiday buying of china-
ware in the New York market has
been completed and business during
the balance of this year will be chiefly
for January and February sales events.
A gradual tapering off in sales volume
has been noted for the past week and
only a few buyers still remain in the
market to finish up their purchasing.
Summarizing the season’s activity, sell-
ing agents reported that the volume
of business done was equal to that of
last Fall, but, because of the emphasis
on sale merchandise, profits were from
20 to 33 per cent. less.

White Ahead For Resort Wear.

White and pastel shades have al-
ready begun to register their impor-
tance in the first orders for resort
lines, according to the color index is-
sued by Cheney Brothers. These
colors check with those worn at Biar-
ritz, Antibes, Deauville and the Lido.
In the pastels blues and pinks are
ranked as of almost equal importance.
A definite comeback of yellow is in-
dicated. The purple blues, 'such as
blue bonnet, are much favored, both
for accents in resort wear and for early
Spring. Evening colors closely parallel
the Southern resort sports colors.
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Unit Plan Makes Good Display.

Industry and the public are becom-
ing more and more unit minded. They
plan and visualize things in units. Thus
when merchandise of a given type, to
fill a given requirement, is grouped in
unit displays the individual pieces in
these displays win more attention than
they would if scattered indiscriminate-
ly through a window.

If there are several sport shoes in
the same window with other types of
shoes, the sport shoes should be
grouped together. In other words, they
should have a unit display or possibly
more than one.

If there are several shoes of one
color to be featured, they should have
a unit display.. If there are several
that have the same type heel, or an
arch feature, or anything that places
them in one classification and distin-
guishes them from other shoes in the
window, they should be grouped in
unit displays.

The “hashed” window, that merely
shows shoes in a conglomerate mass,
is a relic of the dark ages of merchan-
dising. It did have its appeal in the
past, but in some respects human na-
ture has changed. The speed of the
present time gets into the blood. The
leisurely attitude of ‘window shoppers
of former days is disappearing. There
are so many more uses for time. Shop-
pers look on the purchase of a pair of
shoes as something to be done quick-
ly, so they “snap into it.”

Mrs. Public to-day decides that she
must soon buy some shoes. She usu-
ally has made up her mind as to
whether they should be straps, ties or
pumps, what the heel height should be,
whether they should have arch sup-
ports or not and has an idea of what
she wants in the way of base leather
and trim. She passes a shoe store. If
a unit trim of that kind of shoe catches
her eye she stops, looks, considers and
probably buys at once. If those same
shoes are just shuffled into nondescript
pack, they don’t catch her eye and she
goes right on about her business. And
Mr. Public is similarly constituted,
only more so.

So the unit trim is more than a fad.
It is a modern necessity. It is becom-
ing increasingly so. That being the
case, too strong emphasis cannot be
placed on the value of employing the
most pleasing and practical equipment
for making unit displays stand out.

The proprietor of bootery on Main
street, of course, has display problems
of his own and would not be well ad-
vised to follow too closely the Mar-
shall Field type of store. Main street
cannot devote as much space to as few
pairs of shoes, and must place restric-
tions on the cost of window fixtures
and decorations. But one common
trouble is that said cost is restricted
to, the point of restricting the results.
Being too economical is really more
costly than being a bit too lavish.

Unit display fixtures produce much
more effective results than can usually
be obtained by building up the unit
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displays with individual shoe stands of
varying heights.

Plateaus and window display tables
of graded sizes can be used to advan-
tage for unit displays, and can be re-
used indefinitely in various combina-
tions.—Boot and Shoe Recorder.

Armistice Day—What It Means.

Grandville, Nov. 4—After twelve
years of peace we come again to the
celebrating of Armistice Day, the date
the 11th of November when an un-
scrupulous German kaiser so far hum-
bled his pride as_to accept terms of
peace from the victorious Allies.

That was a great day, an ominous
hour in the history of the world. There
had been great wars before this_one,
but none where the whole civilized
world was involved. It was a war that
overshadowed all others gone before,
and left the United States among the
Victors. .

The stake of that mighty struggle
was too great to be sneezed aside with
a wave of the hand. The world won-
dered at the leniency of the victors.
The usual results_have been far differ-
ent, and it is possible that the conquer-
ors of the world war may sometime
kr]egret their leniency at the settlement
our.

It is plain that Germany was not
fully subjugated as witness her present
sullen and vindictive flashes of petty
malice. Can the United States afford
to disregard what is at the present
time going on in Germany and proceed
with “wide-open eyes to deplete her
nava. and a(mP/ to the vanishing point?

isdom is [earned by experience and
sometimes that experience costs a na-
tion as well as an individual _dear.
Throughout the world there will be
bonfirés lighted in celebration of the
Armistice. .

It is to_the nations of the world

what the Fourth of July has come to
be to the United States.” While we are
re;mcmg that peace reigns let us not
forget that eternal vigilance is the price
of liberty and see to it that we are
amply prepared for any emergency
that may arrive.
_ At thé outbreak of the Great Rebel-
lion we were unprepared and that lack
of preparation cost our country many
human lives. It will be so again unless
America sees her duty to her own peo-
Ple and permits no [oopholes to exist
through which a wily foe may crawl
into our country when the next cloud-
burst of war rings through the land.

_Scarcely a dozen years have passed
since the close of the greatest war in
history and already the hydra-headed
m(?ns er War is again rising on every
side.
The two most disturbing nations of
Europe to-day are Germany and lItaly,
and they are secretIP/ conniving at an
excuse to ere long let loose the dogs
of war once_again. France sits un-
easily watching the plotting against
her national welfare.

Armistice day should be observed as
a National holiday. Schools and shops
should close on that day and general
rejoicing fill the land.

It was thought by many that the
Allies should have been more drastic
in their deal with the beaten foe. How-
ever, the deed of settlement was done
and it is now of the past. When the
time came after the surrender of Lee
for a settlement with the South there
were many in the North who thought
the settlement should have meant the
erection of a gallows_and the summary
execution of the principal leaders of
the Rebellion. .

Our Government was exceedingly
lenient which no doubt worked out for
the best in after years since there was
no stain of dishonor attached to the
men who went into the Rebellion from
a sense of duty to their respective
states. .

Wirz, the keeper of Andersonville,
was hanged, but as a common murder-
er and not as a traitor. Lee, one of
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the greatest commanders of the South,
went into_the war for that section
firmly believing it was his Christian
duty "to go out of the Union with his
state. General Grant recognized this
when he accepted the Rebel leader’s
.surrender, his terms being most mag-
nanimous.

The South to-day is as loyal to the
Union as is any other section of the
Nation as was demonstrated in the

world war. Should a world in arms
threaten to invade this country how
swiftly the whole American Nation

\fNouI fly to arms to defy the foreign
€.

America has nothing to fear if we
stand prepared on sea and land to de-
fend our shores. If we ineglect this
precaution we may some day bitterly
rue the careless disregard of our duty,
and find ourselves involved in relent-
less war.

America unarmed would be as a
child in the hands of a military world,
armed purposely for our subjugation.
We shall jnot permit this if we are up
and watchful of our duties in the
premises. .

Forewarned is forewarned. We can
see with half an eye how the host is
about to Jumtp. All history shows that
the nation fully prepared is the one
to keep its sovereignty to the end. Un-
armed nations fall an"easy prey to the
claws of vindictive enemies.

Armistice Day_ will be recalled as a
day for great rejoicing, and while we

id

celebrate let us not forget the full
meaning of the day we celebrate, since
if we do we may fail to profit by. the
real fact that the day means for us
to stand by and help to keep the peace
of the world. ) ]

As long as America fully appreciates
her freedom she will not be in danger
of giving an opening by disarmament
to the envious foreign foes that swarm
across the water. Old Timer.

Glove Activity Well Maintained.

Activity in women’s gloves has been
well maintained and difficulty with de-
layed deliveries upon the onset of con-
tinued cold weather and the advance
of the season is predicted. Kid mer-
chandise is in request, with a good
volume of business also noted in fabric
types. The demand is concentrated on
slip-on styles in both long and jshort
gloves, with the feeling being that later
in the season the novelty cuff glove
will meet with considerable attention.
Wholesalers say that many out-of-
town stores have been placing fairly
liberal orders for better grade gloves,
but a considerable part of the demand
from jsmaller local stores centers on
popular-price items.

Dont mistake a prejudice for an
opinion.

M ichigan Shoe D ealers
MUTUAL FIRE INSURANCE CO.

Mutual

Progress

Cash Assets

1912
1917
1922
1927
1930

$  460.29
7,191.96
85,712.11

. 151,393.18
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, MICHIGAN

At last an entire building devoted to the sale of Furniture,
made exclusively by Grand Rapids Manufacturers. Opportuni-

ties never before offered.

WHOLESALE and RETAIL.

The Furniture Galleries of Grand Rapids, Inc.
25-27 Commerce Ave., S. W., Grand Rapids, Michigan.
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California State Convention at Beauti-
ful Del Monte.

It is late to comment on the Califor-
nia convention, which occurred Sep-
tember 22-24; but this is written in
Naples, Italy. That is my explana-
tion. Then, too, an intelligent review
is never too late.

The custom is to say nice things
about conventions, whether they are
true or not. | do not lean much to that
sort of thing, but | am bound to say
that this convention was remarkably
high in quality. My comments shall
be frank, however. They can well be,
because the outstanding reason why
California had a good gathering and
did good things there is that California
grocers, whether individuals or chains,
grade high. Such men want solid
facts—not applesauce.

Good fortune came the first day.
When the chairman, affectionately
called Dusty Rhodes, asked: “Is the
mayor of Monterey in the room?” there
was no response. Thus was valuable
time, probably about an hour of it,
saved; and those familiar with politi-
cians’ addresses breathed easy with
genuine relief.

All was not so fortunate in the pro-
gram. Speakers known to have some-
thing worth an hour or more of any
convention’s time were limited to
twenty minutes. And it is one char-
acteristic of worthy speakers that they
respect time limits.  Others, with
nothing to say—or worse—were per-
mitted to run on without limit, and it
is equally a characteristic of empty
talkers that they do not respect any
Emits, definitely set or implied.

This well-known weakness of grocer
convention programs was less evident
at Del Monte than is usual, but when
the platform is occupied by a man who
drools along and plainly evinces that
he has nothing to say, keeps saying it
and does not know how to stop, gro-
cers who know their business and are
so successful that their time counts for
something leave the room. “My, | got
so nervous listening to Blank that |
got out. | couldnt stand any more of
it,” was a characteristic comment.

Perhaps some of this weakness must
persist for a time longer, but.as gro-
cery conventions become more import-
ant, convention speakers will be more
carefully hand selected, regardless of
any official or collateral position. That
time is at hand, too. It is right around
the corner, because the business of the
grocer is entering a new era. The day
of real knowledge, efficiency and of
fully developed business character is
just ahead.

Let’s cut out the bunk. Let’s dis-
card the applesauce. Let’s make our
conventions as—well, say as business-
like and snappy as those of the chain
grocer organization.

I have finished the adverse comment.

*

Michigan

As a whole, the convention was fine
and valuable.  Bettleheim, grocery
manager of Levy’s in Burlingame,
read a paper covering his experience
with co-operative buying which was a
model of concentrated information,
clearly expressed. Bettleheim is a busi-
ness man all through. As such, he has
no time of his own to waste and in-
stinctively does not waste the time of
others. His talk was one of the most
perfectly rounded and balanced | have
ever heard.

Bernhardt, of San Jose, told the
story of his experience building a gro-
cery business from sales of $35 on a
Saturday to sales of $3,000 on a Satur-
day in the short space of ten years
through consistent advertising. | have
never listened to a better talk, though
I have mixed with the country’s most
prominent advertising men for twenty
years. Because grocers generally are
below kindergarten h  advertising
knowledge, Bernhardt’s paper was
way over the heads of most men, even
in that audience of California’s select
grocers. For that reason it would be
worth more than the total cost of the
convention, in time and money, to any
man who listened to get a transcript
of that paper and read and reread it
until he knew it almost by heart. With
such a foundation he might become
ready to get a true slant on the real
nature of retail advertising. The basis
and reason for it are absurdly simple,
yet its spirit gets through to mighty
few. Bernhardt is a standing demon-
stration of the value of such clear un-
derstanding.

Talking over that paper next morn-
ing in an informal gathering of gro-
cers—and enthusing over it as | cer-
tainly did—I met up with this objec-
tion;

A But suppose,” said my interrogator,
that eight or nine other grocers in
Sal Jose had advertised at the same
time and to the same extent as Bern-
hardt, wouldnt they all have simply
gﬁe[}; their money with no benefit to

Of all the stone age objections to
advertising, that is the oldest and the
one advanced by those who know
virtually nothing about advertising. It
is always advanced—as it was this
time—with narrowed eyes and an at-
titude of keen shrewdness, and the
answer is as simple as two plus two.

First, let’s not borrow trouble about
what the other fellow will do. Had
Bernhardt hesitated on such a basis,
he would not have advertised and prob-
ably long ago would have disappeared
from the business. But he went ahead
and what happened? Did the other
fellows all awaken and do likewise?
They did not. They contented them-
selves with laughing at Bernhardt and
his efforts to attract trade to a side
street location, forgetting that it is he
who laughs last who has the real
hilarity. Hence, Bernhardt had the
field to himself—until one day he built
the biggest store in the town on a
corner which thereafter became a new
business center. Then he had the
laughing all to himself.

Second, we do not have to speculate
on what happens when a lot of mer-
chants take to advertising. Experi-
ence shows that it is a prime error to
imagine as all amateurs do imagine__

tradesman

that “there is just so much trade. If
you get more, | get less. If | get
more, you get less,” for in truth there
is no such limit, nor any other known
limit.

Take Eureka, California. It was a
sleepy enough town which existed to

MR. GROCERY MAN!
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its then importance—which was little
enough—by reason of its harbor and
geographic location. The merchants
were sot in their ways. Prices were
on an old-time basis of wide liberality
to the sellers. Came news that
(Continued on page 31)
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ULY WHITE FLOUR
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Rowena Pancake Flour
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VALLEY CITY MILLING CO.
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In More Homes Everyday
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Americas ¢Finest Bread

SANCTUM BAKORIUM
NEWS

HOLSUM has so consistent-
ly unproved in quality that
the housewife has no incen-
tive to bake at home.
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MEAT DEALER

Michigan State Association of Retail
X Meat Merchants. .
President—Frank Cornell. Grand Rapids
Vlice-Pres.—E P. Abbott, Flint..
Secretary—E. J. La Rose, Detroit.
Treasuréer—Pius Goedecke, Detroit.
Next meeting will be held in Grand
Rapids, date not decided.

Unemployment and the Meat Dealer.

People unemployed are negative
consumers. But when they are receiv-
ing wages their salary is distributed in
a thousand different directions to pur-
chase commaodities necessary to sustain
the family’s needs, thereby creating a
commercial cycle that keeps the wheels
of commerce moving, that creates a
demand for the products of industries,
farms, utilities, railroads, wholesale
and retail stores. Without employ-
ment and with no wages coming in,
the consumer’s demand is slowed up.
This has its effect on all lines of busi-
ness.

| believe there has been too much
business economy, especially in the
discharging of employes in many of
our industries. | appeal to these em-
ployers. If they cannot afford to give
their help full time give them a few
days a week. There are too many
honest working men and women walk-
ing the streets seeking employment and
their families are suffering. Full em-
ployment is 95 per cent, of prosperity
of any nation.

United effort of all should be our
slogan to bring back prosperity and
employment in the United States. The
standards of living must not be lower-
ed. We dont want any dole system
in this country. As American citizens
we believe it creates idleness, takes
away the initiative for making a living
and increases taxes and poverty.

We have been living in an inflated
era of values, brought upon us to a
great extent by speculation. Some
corporations have issued stock into the
millions by issuing preferred stock A,
B and C, and common X, Y and Z
first mortgage bonds, debentures,
notes and what not. The business
man was induced by letters, telegrams,
telephone calls and high powered sales-
men to buy while he was on the
ground floor and receive enormous pro-
fits, and when the crash came (and it
is still coming) the sucker was badly
bent or lost his all. It also had the
effect of lowering the market price of
high grade stocks where investments
were made in good faith by the parties
involved.

I mention this to show that the ut-
most caution and investigation should
be made before investing your money.
Be just as careful in making invest-
ments as you would be when you are
buying a carcass of beef that will
yield a reasonable profit and give sat-
isfaction to your trade as to price and
quality. You know that if you make
a mistake in selecting meats for your
market, there will be complaints and a
loss of trade.

| have spoken at your conventions
before on the subject of the new com-
petition. | don’t believe it should
cause any great alarm, but | certainly
would advise keeping on the alert for
any inroads.into your business. The
retailer must know his business.

He must know how to buy.

He must know grades and quality.
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He must know tenderness and palat-
ability.

He must know waste and confor-
mation.

He must know how to cut and trim.

He must know how to figure cut-
ting tests.

He must know how to figure over-
head expenses.

He must know how to hold and in-
crease trade.

He must know his customers’ de-
sires.

Don’t overbuy and by all means
keep books.

The retail meat business must be
operated on a scientific and up-to-date
commercial basis. It’s the man that
does not adopt the new ideals that will
fall first.

The information has been received
from Washington, and | believe it is
correct, to the effect that decreased
feeder shipments point to reduced cat-
tle supplies in the near future.

I believe we can look for higher
prices for good beef by the first of
January, probably sooner. The only
reason for a decline in price will be
a continuation of the depression in
business and the unemployment of the
consumers. We have a duty to per-
form, not only the members of the
Wisconsin Association but every re-
tail meat dealer in the United States
to do their utmost to turn the tide of
depression into a wave of prosperity.

John T. Russell.

Physician’s Part in Public Health
Activities.

The physician is the keystone that
supports the whole structure of pub-
lic health. Many other professions
have definite and important places in
the structure, but without the physi-
cian no adequate structure may be
built up.

The physician, alone, would be help-
less without the chemist, the engineer,
the dentist, the nurse, and all those
other important professions that sup-
ply scientific material that goes to
build up our wonderful preventive
health measures for the conservation
of life.

Scientific discovery has given us
abundance of health conservation ma-
terial and 'the part played by the physi-
cian both in the discovery and in the
practical working out of the same on
the patients is reason enough why the
physician should be placed in the high-
est position of public health.

All physicians may not, in fact, do
not always recognize public health as
their most important work. Yet the
reason is not difficult to find. The doc-
tor’s work is with the sick patient for
the most part, and that this is so is
not always the physicians wish, but
seems necessary because of the pub-
lic’s fallacious idea that he wishes only
to be consulted at such times.

Already this ‘situation is changing
due to a better understanding by the
public that the physician by training
may render advice and service that will
keep us well and also by an awakening
on the part of the physician that pre-
ventive medicine is a field that should
and can be covered by the general
practitioner.  Dr. Charles Duncan.
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HARDWARE

Michigan Retail Hardware Association.
President—Louis P. Wolf, Mt. Clemens.
Vice-Pres.—Waldo Bruske, Saginaw.
Secretary—Arthur J. Scott, Marine City.
Treasurer—William Moore. Detroit.
Suggestions in Regard To Hardware

Advertising.

Hardware dealers some years ago
were keenly agitated at the inroads of
the mail order houses. The fact that
some of the big city firms in those days
were sending their goods by mail, ex-
press and freight into the remotest
corners of 'America had a disquieting
effect >n retail trade, particularly in
the smaller towns."

I remember one dealer in a frontier
town in those days who, asked how
he was meeting mail order competition
said, bitterly:

“I’'m not meeting it, and the hard-
ware dealer who thinks he is, simply
deceives himself. They are selling
goods at inferior values right over
our heads and getting cash with every
order.”

How did they do it? The local deal-
er had one conspicuous advantage at
the very outset. He knew his cus-
tomers and his customers knew him.
He was right on the ground. Yet the
outsider could take his business right
away from him. The man who could
have bought at his store would send
cash to a distant mail order house,
wait for his goods, run the risk of
damage in transit, and the practical
certainty of an inferior article—why?

Simply because the customer thought
he was getting as good a value as he
could get locally for less money. He
knew he could get an attractive-looking
article for a certain price from a city
hundreds of miles away. He didn't
know he could get a better article for
practically the same price close to
home. The mail order firm advertised
and let the public know what it had.
The local hardware dealer, in those
days, rarely if ever advertised.

The mail order firm'couldnt exist
without advertising, fts business was
founded on advertising, and it depend-
ed on advertising for every day’s busi-
ness. Its greatest and most potent
influence was the hypnotic power of
the printed word.

Immediately local merchants awoke
to this fact and met the mail order
houses with their own weapons, the
local dealers regained a great deal of
the ground they had lost. Hardware
dealers discovered that if they put as
much thought and study upon their
advertising as they did upon the buy-
ing, financing and other departments
of their business, they had nothing to
fear from outside competition.

Yet advertising is not understood as
it should be by many dealers. They
think that all a merchant has to do is
to fill a prescribed space every day with
words helped out by illustrations.
There is a great deal more to adver-
tising than that.

The knack of successful hardware
advertising comes from a knowledge
of the goods you have to sell; from an
understanding of the people who buy,
and their likes and dislikes; and from
a critical study of advertising as it is
done by experts in the daily newspaper
and magazines and on the billboards.

The hardware dealer who knows his
goods, and knows the people to whom
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he is catering, is equipped with two
essentials of the successful advertiser.
If he also acquaints himself with the
methods of the most successful of the
National advertisers by a study of
current periodicals and billboards he
is fairly well equipped for his work.
All that remains is to adapt the meth-
ods of the experts to his own condi-
tions and clientele.

While advertisement writers some-
times prepare excellent copy for ar-
ticles with which they are not very
familiar, the man who thoroughly
knows his goods has a great advantage
to begin with. In the average hard-
ware store, where the advertisements
are written by the proprietor or one
of his more experienced salespeople,
there is the best of opportunity to
know the goods that are*to be,adver-
tised. There they are, on the shelves
or in the storeroom. They can be
actually handled and minutely studied,
and they should be. The advertising
writer should look them over just as
critically as if he were about to buy
them. Then none of their strong
points can escape him—the quality of
the material, the care with which the
article is put together and finished, the
attractive appearance, the ease of
operation.

In addition to examining the goods
themselves, it is desirable to familiar-
ize yourself with the catalogues and
booklets issued by the manufacturers.
They contain a great deal of informa-
tion which can be used to interest
prospective buyers.  Knowing the
goods will enable the advertising writ-
er to create a strong desire for pos-
session in the minds of his readers—
and that is the object of advertising.

A word of warning here, however.
Don't be satisfied to merely transcribe
words and phrases from the manufac-
turers printed matter. Get the ideas
into your own, head, and then translate
them into the terms which will be
comprehensible to your local audience.
National advertising is skillfully writ-
ten to appeal to the widest possibly
audience; but often the local adver-
tiser can inject into his advertising
talk a phrase that will carry the idea
much more effectively to the people to
whom he is appealing. It is not suffi-
cient, in advertising, or, for that mat-
ter, in selling, to repeat the manufac-
tureras phrases with uncomprehending
glibness; your job is to get his ideas
and make them intelligible to your
customer or prospect.

To this end you must know, not
mer*ely the goods you are selling, but
the people with whom you have to
deal. Different localities are inhabited
by different classes of people. The
hardware deafer always bears this in
mind ;n selecting his stock; and he
should consider it also when preparing
his advertising.

A line of talk suited to New York,
with its elevated, its subways, its sky-
scrapers and its commuters, would fail
utterly if used in appealing to a rough
lumbering community.  The local
hardware dealer’s advertising must be
governed by the views of the people
whose trade he seeks.

Local prejudices must also be un-
derstood and considered. The argu-
ments which appeal strongly in one
factory town may fall flat in the next

T
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The situation resolves itself into
this: that each dealer must study the
whims of his own public and must
gauge as nearly as be can the work-
ings of their minds, in, order to produce
the kind of advertising that will bring
them into his store.

In picking up a popular magazine,
the man who is making a study of ad-

vertising turns almost unconsciously

over the advertisements.

jiiiimnin

| BROWN &SEHLER

to the back pages and begins looking
His eye is
critical and he is quick to pounce upon
ideas in illustration or wording which
are a little out of the ordinary. He
weighs them carefully, to judge wheth-
er or not they are likely to help bring
business. If he decides an idea is
good, he jots it down, for adaptation
to his own work. If he decides it is
weak, it is discarded forthwith, or re-
membered as an example of “How not
to advertise.”

Billboards and the advertising of Na-
tional enterprises in newspapers also
afford suggestions to the local adver-
tising writer who is anxious to improve
his work. Trade papers contain nu-
merous suggestions. In this age of
widespread advertising there is no
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dearth of material for the student of
advertising.

Advertising, however, consists- of
something more than striking phrases
culled from the other fellow’s work. In
fact, striking phrases, used for the
sake of the phrase alone, are apt to be
misused or too much used. Nor is it
safe to work on the theory that all
National advertising is effective adver-
tising.

In the preparation of your advertis-
ing copy, you should give some thought
to your layout. Most local advertising
writers know little or nothing of the
technicalities of newspaper make-up.
They conceive typographical effects
which can be achieved only by the use
of special drawings and engravings.
The newspaper has certain sizes and
styles of type available, certain rules
and lines, certain possibilities of spac-
ing; and beyond this its equipment will
not permit it to go. But the adver-
tiser who understands what the .news-
paper has and what it can do may yet
achieve some striking and creditable
results in the way of lay-out.

Most local advertising writers leave
the lay-out to the compositor or make-
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up man. The latter inevitably follows
certain usages to which he is accus-
tomed; with the result that all the ad-
vertising in the paper has a certain
sameness about it. It will pay the lo-
cal advertising writer to study type
faces, rules and spacing possibilities
and design his own lay-outs. In this
way he can make sure that the items
he wants featured will be featured; and
he can, if he is original, design lay-outs
so distinctive that they will hit the
reader square between the eyes and
jensure the advertisement being read.

System is important in preparing
advertising copy. Have a file for the
systematic arrangement of  notes,
sketches of suggested lay-outs, adver-
tising phrases, and the like. Plan your
advertising in advance, and write your
copy well in advance. Never turn in
your stuff at the last minute. Get it in
24 hours before the paper goes to
press; give the make-up man ample
opportunity to do the work right, and
then see to it that it is done right. You
can get the best results by working
with the make-up man rather than
against him.  Some advertisers take
the attitude: “We are paying the money
that insures this fellow a job. It is
up to him to do the impossible if we
ask it.” There are that kind of adver-
tisers. The make-up man who is
harassed by them appreciates the con-
siderate advertiser who turns in legible
copy in*plenty of timte to have it
properly set up.

What should an advertisement be?
After all, it is a simple enough thing.
There is no great mystery about it.
You have heard a magnificent spell-
binder get on the platform, pour forth
a flood of resounding eloquence, use
all the long words in the dictionary,
and at the end of it all people would
say “Magnificent! But what was it
he said?” While some less impressive
chap with a few homely phrases at his
command would get across a message
that the audience would remember,
and folks would say, “That fellow
wasnt a speaker. Why, it was just
as if he was talking to me privately in
my own home.”

Well, the nearer your advertisement
approximates to a friendly chat with
your individual customer, the nearer
it comes to the ideal. Talk to the
other fellow in term's he can under-
stand; listen to his objections and
answer them. You cant use as many
words as in an ordinary friendly chat;
but inject into your advertising the
same spirit. Your knowledge of your
goods, of the other fellow, of how the
other fellow talks in his advertising,
will all help; but abovte all, be your-
self, Victor Lauriston.

An Off Year For the Republicans.

Grandville, Nov. 11—The elections
are_over and peace reigns in Warsaw.
~ The great landslide that was prom-
ised the party in power did not take
lace to an a;(Jfremable extent. The
epublicans did remarkably well con-
sidering the unrest that filled the land.
Hoover will have less party support
from now on, but this will” not, per-
haps, prove unacceptable to the coun-
t

ry.

yTh_e most distinctive feature of the
election was the overwhelming defeat
of Mrs. Ruth McCormick in "lllinois.
To say the least the men were not very
gallant in casting their_ballots for a
mere man. Or was it the women
themselves who proved the undoing of
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Mark Hanna’s daughter? In any event
it shows that the voter is no respecter
of persons.

A strong current of opposition ito the
Republicans set in soon after business
shut downs and bad working condi-
tions afflicted the land. The party in
gower usually suffers any slackness in

usiness when it comes to a test at the
polls and the party in power has been
no exception t the rule.

That the times may take a turn for
the better may be believed, although
had the Democrats won Congress and
set about reforming our tariff there is
no knowing where it would end. Con-
servative men are needed in power at
such an hour as the present and we
may well believe that the President
will not sign any free trade tariff bill
should one come up for his, sngt;nature.

Free trade and sailors’ rights was a
cry once heard in this country, but
such nonsense long since passed out
and a reasonable tariff has always
been necessary to keep our factories
and farms from collapse. .

If the world aside from America
were prosperous we might_imagine the
cause for hard times lay with us. How-
ever the resit of the world is even worse
off in a business way than America and
that leaves the solving of our prob-
lems among ourselves. =

Brucker’s run in  Michigan was
rather phenomenal considering the
popularity of his opponent. It goes to
show that the Republicans of the Wol-
verine State are as firmly imbedded in
their Republicanism as they were in
the days of Zach Chandler. "People do
not change in a minute and to win out
new issues must come which have
virtue enough in them to appeal to the
common man more_ visibly than an){-
thing modern politicians have been able
to produce.

Doubtless the downfall of Mark
Hanna’s daughter will prove a_sting-
ing_blow to aspiring women politicians
which in itself is sad since the gentler
sex have come to the ballot hoping to
win a certain share of political prefer-
ment. ) ) ]

Although there is a noticeable in-
crease in wet officials that need not
alarm the prohibitionists, nor any other
temperance _inclined good citizens of
the 'land. That question was not an
issue. When it does come to a battle
for the mastery there can be no doubt
but the women voters will flock to the
polls in defense of their homes.

The present election has settled
many questions which have been on the
air and, now that this is true, we mag
exi)ect to have some legislation whic
will help in brln%mg back prosperous
times. If not, then we may as well
lay aside our political slates and go
back to primary school again.

Politics has its humorous side, as
well as more serious aspect, as when
mang years ago Ben Butler, rugged
old Ben of Massachusetts, the pacifier
of New Orleans at the close of the
civil war, sailed to Nova Scotia on the
yacht America on a friendly visit to
Canadian friends. . .

When Ben set about making his

best speech a voice yelled from that
Canuck crowd: “How about those
spoons you stole, old duffer?” Rather
a florid “insult. History does not rec-
ord, Ben’s reply, but on another oc-
casion, while making a speech in the
States, someone in the gallery let
down a spoon at the end of a string
in front of the speaker. Butler thrust
his hand in his pocket, drew out his
knife and dellbera_tel)(]_ cut the spoon
free and thrust it in his pocket at the
same time remarking, “There is one |
forgot.
_ This is an off year in politics and
it cannot be expected that the party
in power will be able to hold its great
majorities even should it prove that in
the late election no great breach was
made in the protection wall. _

The success of Pinchot in Penn-
sylvania was rather a surprise. Nom-
inally a Republican he cannot be con-
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sidered_a very strong administration
man. The independents usually work
more mischief than all the solid op-
position put together.

Sometimes & man is elected from
the opposite party because of his win-
ning personality, ‘as was the case with
the "late Senator Ferris. It is never,
however, good policy to vote for the
man and not the party, as | have heard
S0 many _voters declare.

In voting for the man and not the
gar% you aid in electing one who may

e diametrically opposed to what you
%_0n5|der right and proper in legisla-
ion.

The oft repeated saying, “The man
and not the party” is one of the most
objectionable acts of a voter. Parties
enact laws to govern our countries not
individuals.

A man may be every way pleasant
as a personal friend, yet vote with a
Farty that will do itS best to enact
laws not in keeping with the best
interests of the country. OIld Timer.

Michigan Repeals Levy on Sale of
Cigarettes.

According to the Secretary of State
of Michigan, John S. Haggerty, the
Michigan cigarette tax law has been re-
pealed by the referendum vote of
Nov. 4.

The law which was entitled P. A.
1929, Act 119, provided for a tax of
1 cent on the sale of each 10 cigarettes
or fraction thereof; collection 'to be
made through the use of stamps ob-
tained from the Secretary of State.

Fine Goods Production.

Mills affiliated through the General
Cotton Corp., said to involve about 4,-
000,000 spindles are planning to carry
curtailment schedules forward into next
year. At present, these mills are said
to be curtailing about 37 per cent.,
whereas for the first three months of
next year, they may curtail about 32
per cent.

Sand Lima Brick

Nothing aa Durabio
Nothin« so Fireproof
Makes Struoture Beautiful
No Paintkie
No Coot for ltopaire
Firo Proof Weather Proof
Warm in Winter—Cool In Summer

Brick is Everlasting
GRANDE BRICK CO.
Grand Rapids
SAGINAW BRICK CO.
SagfaiBWV.
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TheBrand Ton Know
by HABT

Look for the Red Haart
on the Can

LEE A CADY Distributor

Corduroy Tires

Sidewall
Protection

Made in
Grand Rapids

Sold
Through
Dealers

Only.

CORDUROY TIRE CO.
Grand Rapids, Midi.

I. Van Westenbrugge

Grand Rapids Muskegon
(SERVICE DISTRIBUTOR)

Nucoa

KRAFKJ*XHEESE

All varieties, bulk and paekasa cheeee

“Beat Food!”

Salad Dreaainsa

Fanning*»

Breed end ButterPicklee
Alpha Batter

TEN BRUIN'S HORSE RADISH and
USTARD
OTHER SPECIALTIES
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HOTEL DEPARTMENT

News and Gossli_i) Concerning Hotels
and Hotel Men.

Los Angeles, Oct. 8—Someone of
my acquaintances was decrying the
use of canned vegetables, the other day,
and reverting to the day when grand-
mother used to practice the dehydrat-
mﬁ stunt on'green corn and a few
other products, to the tune of house
flies, roaches and ants. A half a cen-
tury ago | probably consumed my first
commercially canned vegetables.” They
were excellent and so far as my obser-
vation_goes they have been improving
ever since. Of course the cost of the
prepared article would be somewhat
greater than that taken from the gar-
en, but so far as qualltg/ is concerned
the latter could hardly be more palat-
able than the commercially canned ar-
ticle. 'When it comes to “spinach, the
latter is >much to be preferred. -

Very frequently 1 listen in or read
of discussions over the so-called road-
side inn, with suggestions for its regu-
lation, but like ‘a great many other
hotel problems, this is an exceedingly
hard hut to crack. )

Here are a few of the suggestions
that have been under consideration by
the California, and, | believe, the Ohio
hotel associations:

Every hotel and restaurant should
be subjected to a tax of $500.

Rigid inspection of all places selling
food and rooms, and more sanitary
provisions.

A ?raduated license fee from $25 per
¥ear or one room to a maximum
ee, for the largest hotels.

A board- of experienced hptel men

to administer the present laws, retain-
ing the fire marshal in an executive
capacity.
_-Every establishment,' regardless of
its_size, whether or not it iS located in
cities or villages: or outside of cities
and villages, should be entitled to the
same regulation, benefits and privileges
and also subject to the same penalties
for failure to’ conform to the statutes.

On the other ‘'hand many broad
minded and experienced hotel men give
reasons why hotel associations should
keep their fingers out of the mixture,
and these are .some of them:

Legislatures are dominated by rural
members. It is quite unlikely that
sqch numbers would be in favor of a
license“fee high enough to force rural
homes out of the hotel business.

Also, why dignify this type of com-
petition with a .state license and in-
spection? If thev should be regulated
by the state, they would then be in a
gosmon to build up public confidence
y advertising the fact that the state
authorities hadrplaced, the stamp of
approval upon them. ]

Then again, if the hotel industry
asks for special legislation against
rural competitors, there is also the
possibility of amendments or “jokers”
in the way of retaliation which might
prove embarrassing to the regular in-
stitutions.

All these suggestions have been
tried out in various states. Michigan
has;:-for a long time* had a sort of
perfunctory inspection of hotels as well
as wayside inns, but these inspections
have availed little. What is meat for
one inspector is fish for another. Some
people want to sleep in flannel blankets
the year round while others require
linens of the finest texture. Of course
both should be clean and sanitary, but
all patrons do not regord these require-
ments from the. same angle. It is the
same with food. Some finicky indi-
viduals will hot eat outside of their
own surroundings for fear of con-
tamination, while others make an eat-
ing contest out of a lunch counter, the
supplies on which have been pawed
over by everyone. )

There is_a point of demarcation be-
tween sanitary and unsanitary food,
but who is going to discover” it» It
may be essential to protect the trav-
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eler against his own carelessness in
selection, but who is going to under-
take to differentiate? 1 think the eat-
ing and sleeping Wbllc will settle that
for themselves. hen in doubt they
will play safe, as a rule.

A short time ago the daily press had
much to say about Wholesale destruc-
tion of hofel furnishings during the
annual convention of the American Le-
gion, in Boston, by delegates attending
same. Now the hotel men are giving
wide publicity to the statement that
beyond ordinary wear, to be expecte
on such occasions, the damage was
not worth speaking about. = They
Tioused 50,000 delegates with an ap-
parent “erosion” of less than $300.

The census bureau has finally fig-
ured out that there are 144 hotels to
every 100,000 of population. Now if
they could have only offered us infor-
mation as to the number which were
getting anywhere, or could show even
a 40 per cent, occupancy, there might
be some value included in the statistics
0 .

For many purposes it would be in-
teresting to know just about what the
tourist _business amounted to in Michi-
gan this last season. Of course we
read the hooey about how much cash
was spent by a given number of trav-
elers during ‘a given period, in a given
locality. Much of this is “more or
less” “reliable, but mostly uncertain.
Some of my old colleagues advise me
their business was good, fair and
“rotten” but | have no lexicon giving
the exact definition of these offerings.

One hotel has been sued because a
uest picked up a needle with his bare
oot, which proves that one operating
a 'hotel must exercise the greatest pre-
cautions, not .only against the fool who
peddles needles “in this way and the
other variety who waddles around his
apartment in his bare feet and makes
a collection of this commodity.

At the annual convention of the
Great Lakes Tours Association, held at
Detroit. W. L. McManus, owner of
the Cushma_m.,,Hl*usﬂ:,Petosk_ey, was
elected president for .the ensuing year.
Myron R. Gilbert, manager of the
Prince Edward Hotel, Windsor, Can-
ada, was elected secretary-treasurer to
succeed Ernest H. Piper,” whose death
wasi announced last. week.

_*Down in a little community center
in Indiana some persons wishing to
express'- themselves bn * Hallowe’en,
smashed monuments, tombstones and
markers in a cemetef%/, doing several
thousand dollars’ wotth of damage and
wound up by burning up the tool shed,
just to ¢how the world that youth
must be served and intended to have
a good time. _1n every school and col-
lege there might well be a course of
i‘it\:/cl)rqggderanon for the rights“of the
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Hotel Review: “Charles' Renner, al-
ready owner of a number of Michigan
hotels, has taken over the Rumely and
Annex, LaPorte,, Indiana, and is in
charge, in fair proof of ambition and
progress. But Mr. Renner’s greatest
pride is in the fact that he wore a U.
S. uniform jn 1898 as a Rough_Rider
in the Spanish war, which reunion he
never willingly misses.”

Dr. J. H. Kellogg, head of the Bat-
tle Creek Sanitarium, has been given
free use of a hotel at Miami, Florida,
and is going down there in November
to take active charge of same. The
property is known as the Hotel Coun-
try Club and was_formerly the prop-
erty of Glenn H. Curtis, the aviator.

Thomas G. Longstaff, the well-
known Mt. Clemens hotel landlord,
has been appointed commissioner of
streets and parks in that city, so
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henceforth we shall expect to hear of
“sur]shlne and roses” in that particular
locality.

William Hinds, of Saginaw, has pur-

Warm Friend Tavern
Holland, Mich.

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

GEO. W. DAUCHY, Mgr.

Hotel and Restaurant
Equipment
H. Leonard & Sons
38-44 Fulton St, W.
GRAND RAPIDS, MICH.

Decorating
and
Management

FAMOUS

Grand Circus Park. Oyster Bar.

800 Rooms 800 Baths
Rates tram $2.50.

HOTEL TULLER
HAROLD A. SAGE, Mgr.

Facing

“A MAN IS KNOWN BY THE
COMPANY HE KEEPS”

That ia why LEADERS of Businest
and Society make their head-
quarters at the

PANTLIND
HOTEL

“An entire city block of Hospitality*-

GRAND RAPIDS, MICH.
Rooms $2.25 and up.
Cafeteria Sandwich Shop

CODY HOTEL
GRAND RAPIDS

RATES—$1.50 up without bath.
$2.50 up with bath.

CAFETERIA IN CONNECTION

MORTON
HOTEL

Grand Rapids’ Newest
Hotel

, 4 0 0 Baths

400 Rooms

RATES
$2.50 and up per day.
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NEW BURDICK

KALAMAZOO. MICHIGAN
In the Very Heart of tha City
Fireproof ConatrucUon i
The only All New Hotel in the city
Representing
a $1,000,000 Investment.
250 Rooms—lSOBRort])ms with Private
ath.
European $1.50 and up per Day
RESTAURANT AND GRILL—
Cafeteria, Quick Service, Popular
Prices.
Entire Seventh Floor Devoted to

Especially Equipped Sample Rooma
WALTqER J. HODgES,
Pres, and Gen. Mgr.

HOTEL OLDS

LANSING
300 Rooms K 300 Baths
Absolutely Fireproof
Moderate Rates
GEORGE L. CROCKER, Manager.

Occidental Hotel
FIRE PROOF
CENTRALLY LOCATED

Rates $2.00 and up
EDWART R. 8WETT, Mgr.

Muskegon Michigan

Columbia Hotel
KALAMAZOO
Good Place To Tie To

HOTEL

CHIPPEWA

HENRY M. NELSON, Manager
European Plan
MANISTEE. MICH.

Up-to-date Hotel with all Modern
Conveniences—Elevator, Etc.
150 Outside Rooms

* Dining Room Service
Hot and Cold Running W ater and
Telephone in every Room.

$1.50 and u|
60 Rooms with Bath £)2.5O and $3

We ore always mindful of
our responsibility to the pub-
lic aiyi are in full apprecia-
tion of the esteem its generous
patronage implies ”

HOTEL ROWE
Grand Rapids, Michigan.
ERNEST W. NEIR, Manager

Republican Hotel
MILWAUKEE, WIS.
Rates $1.50 up—with bath $2 up

Cafeteria, Cafe, Sandwich Shop
in connection

Park Place Hotel
Traverse City
Rates Reasonable—Service Superb
—Location Admirable.
R. D. McFAODEN, Mgr.

HOTEL KERNS
LARGEST HOTEL IN LANSING

S00 Rooms With or Without Bath
Popular Priced Cafeteria In Con.
nection. Rates $1.5G up.

E. S RICHARDSON. Proprleter
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chased Hotel Stevens, Fennville, con-
ducted for many years or ever since
its construction “in” 1910, by Frank L.
Stevens. Mr. Hinds 'has already taken
possession of the property,

It comes as a distinct surprise jto me
to learn that E. L. Leland, who has
so successfully operated Warm Friend
Tavern, at Holland, for the past half
dozen years, has severed his connec-
tion therewith, for reasons unknown.
When Mr. Leland took hold of the
Tavern, they sorely needed a capable
executive, and so far as his contact
with the public was concerned, he cer-
tainly made good. | shall hope -to
hear of him in another, and, if possible,
better similar position, for | am sure
he is bound to make a record in hotel
affairs.

John Schuch, owner and operator
of Hotel Schuch, Saginaw, is going
to utilize ihis older dining room as an
exhibition place for his jnumerous relics
which | spoke of, several weeks ago,
and will convert his coffee shop into
a formal dining room.

It seems that the statement made a
few weeks ago to the effect that the
Federal Farm Relief Board had grant-
ed permission to California grape
growers to manufacture wine, IS an
accepted fact. The fermentation will
occur in the 'home of the purchaser, but
the producer will supply the necessary
“concentrates” to help it along. Ac-
cording to this ruling the manufacturer
will be secure from the operations of
the Volstead act, and the householder,
so long as he does not sell any of it,
will alse have nothing to fear. The
law being what it is T do not under-
stand how this can be done, especially
as, beverages of any character, con-
taining alcohol, have been outiawed,
and a good grade of grape wine, to ap-
peal to the taste of the epicure must
contain at least 15 per cent, of alco-
holic content, and several Federal
{udges have so decided, but it seems
hat the farm board has been clothed
with authority which we have never
heard of herétofore.

The grape growers cannot be blamed
for taking advantage of the loopholes
in the_law. neither can the household-
ers. But the Federal Government, all
but guaranteeing the enterprise finan-
cially, can be rightfully criticized for
its part in the scheme. The Federal
farm board is not so blind that it did
jnot see that it was financing an enter-
prise the ultimate purpose of which
was to furnish a beverage of unlawful
;'J:otenc to private consumers. As a
ederal agency, it had no business
making possible extensive, if unpunish-
able, violations of the Volstead act.
This should be obvious to all. wet or
dry, for wetness and dryness are not
here involved. What is involved is the
act of one arm of the Government in
indefinitely increasing the one type of
law violation against which another
arm—engaged in enforcing the pro-
hibition Taw—is by statutory limitation
helpless. Some of us may not be in
favor of some enactments, but most
geople believe that laws which have
een regularly enacted should be de-
leted by the Same methods.

John Bailey, who has been con-
cerned in the operation of Topinabee
Hotel, at Indian River, for many years,
was found dead in the office” of the
hotel, last week, a supposed suicide,
brought about by financial worries.
Only recently he rebuilt the hotel
after suffering a total fire loss, and, this
fact and the Turther one that business
has not' been satisfactory this year,
brought about mental aberration.

Two amendments to the California
constitution, submitted at the election
Just_iheld—daylaght savmg and Sunday
closing—were defeated by a vote of
three to one. The manner in which
they were buried shows pretty conclu-
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sively that the rank and file do not.

propose to have a few nit-wits set
their clocks and adjust their con-
sciences.  This savors jboo much of
PrusSianism, but if we have to be or-
dered around we might just as well
have the job bossed by someone who
knows how, rather than by a lot of ir-
responsibles.

Robert and Max McKnight, who
took over the Augusta Hotel, at Au-
gusta, last year, have recently com-
pleted a program of rehabilitation be-
%un shortly after they took charge of
the Property. Steam heat has “been

led, together with a number of
combination” tub and shower bath
rooms, with tiled effect. The dining
room was also improved wonderfully
and a fountain lunch was installed.

instal

The back-seat driver may continue
to be the butt of the humorist, but
1ust now he has the strong arm of the
aw to back him up. According to a
recent decision of the Supreme "Court
of the United States, the occupant of
a rear seat who sustains injuries may
collect damages in the event that he
warns the driver-in-chief of impendin
danger. In other words, the back-sea
driver has all the _{)_rlwle es and none
of the responsibilities of the regular
driver. He may continue to function,
as in the past, without fear of getting
a ticket or a bawling out by the traffic
cop. . The front seat operator can do
nothing about the situation unless, of
course, the person in the rear seat is
his lawful wedded wife, when he still
may, when he gets home, mind you,
if he has the requisite amount of nerve,
tell her just what he thinks about it.

George A. Southerton, proprietor of
Hotel LaVerne, Battle Creek, who,
for versatility, has the old world beaten
to a frazzle,”has taken over the opera-
tion of the Mills cafe, adjoining his
hotel, and will now proceed to inject
the necessary amount of “pep” into its
affairs which it has needed for some
time. Originally Mr. Southerton was
joint owner with Mr. Mills, and the
affair looked like a gold mine, but the
Southertons discovered that they had
plenty on their hands and minds in
running the LaVerne, without the ad-
ditional strain of paiate-.ltlck]mg, and
sold out. But the location is one of
the best, and George, being somewhat
of an epicure, wanted his guests to
have the best, and there you are. Well,
he will make the grade all right.

The Premier and Vincent Hotels, at
Benton Harbor, have very sensibly
pooled their issues on the laundry
proposition and hereafter will only run
one institution to do the work of "both.
The laundry is located in jthe Premier
Mr. Michaelson haying sold an equa
interest to his colleague.

It looks as though the citizenry of
Ishpeming would be successful in their
campaign for funds to build a munici-

ally owned hotel to replace the old

elson House, which, at one time-"-a
half century ago—was one of the
spiffiest hotels in the Middle West.

hen the good Peqple of Ishpemin
have completed their_hotel, which ]
have no doubt they will do speedily, if
they will pick out a good operator and
not overburden him™ with “overhead”
they will have made one big move in
the right direction, and next year when
| return to Michigan for what | am
determined will be an annual affair, |
will make a special pilgrimage up
there to “tell 'em so.”

Frank Rossman’s hotel, at Leland,
famous as a resort, had a severe fire
loss recently. That is, one of his
largest cottages was destroyed, but he
will, no doubt, replace it in jtime for
next year’s business.

Vernon W. McCoy, who assumed
the management of the Madison-Lenox
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Hotels, Detroit, on the death of Ernest
Piper, began his hotel career as a
clerk at the Statler, in that city, in
1916. He was, however, for along
time, an assistant manager for Mr.
Piper, and, as a consequence, is well
ualified to administer the affairs of
these properties.

Another change _brought about b){
the death of Mr.” Piper concerns Hote
Lincoln, which was one of the chain
of five conducted by him. The lease
on this_property has been sold to P.
J. Galvin, a real estate operator, but
a former Detroit hotel man. The Lin-
coln is a good roperlt___y consisting of
125 rooms. Edgar E. Pitts, well-
known Detroiter, has had the manage-
ment of same for some time.

Every year, at the end of his resort
season,” H. D. Smith, proprietor of
Fisherman’s Paradise, Bellaire, gives a
big “feed,” and invites in all of his
friends who have been guests at his
hotel at some time jin the past. This

ear he had 300 of them and is said
0 have_enjige/ed it with his guests. He
calls this affair his “Pre-Thanksgivin
Dinner,” and features turkey, fish an
plum pudding.

George Snow, who for a long time
conducted the Hotel Belding, at Bel-
ding, but who later on took charge of
Governor Green’s hotel, the Reed, at
lonia, takes a moment off occasionally
and this year motored down to Pough-
keepsie, New York, to visit a son, and
if he didn’t have the time of his life,
it certainly was not for the reason that
he didnt deserve it. Hiis Reed is a
gem of excellence and | like to tell him
S0 once in a while.

Frank S. Verbeck.

Marquette, Nov. 10—Hotel Mar-
uette, one of the oldest hostelries in
the Upper Peninsula, was_destriyed by
fire Sunday morning. = Twenty-eight
guests_escaped without injury, firemen
removing several through ~ bedroom
windows and carrying them down lad-
ders. John Lewis, proprietor, an in-
valid. was carried down a ladder and
taken to a hospital. The cause of the
fire, which started in the basement,
has not been determined. The hotel
Brc_)lperty was valued at $125,000. The
ui

ding had been remodeled last
spring.
Detroit, Nov. 11—Management of

the Hotel La Salle has been taken over
Qy the Knott Hotel Corporation, New

ork City, by H. L. Pierson, presi-
dent of the Adelaide Realty Co., own-
ers of the property. The contract was
negotiated by E.” K. Gordon, of the
Knott Corp., and was signed in New
York City on_Nov. 3 and becomes ef-
fective immediately.

William J. Knott, president of the
Knott Corp., ~with a staff of super-
visors, will arrive in Detroit to-morrow
to reorganize the operating staff of
the La Salle. o

The La Salle, with its 707 guest
rooms, is one of the largest hotels in
Michigan, and in size ranks among the
leading hotels of America. It becomes
the. thlrt?;;smth hotel in the Knott
chain* which now jnumbers more than
13,000 rooms.

Twenty-eight of the Knott hotels
are in metropolitan New York and in-
clude such hotels as the New Weston,
the Wellington, the Paramount, the
Ogden, the Holley, the Earle, the
Albert, Le Marquis and the Allerton
g(oug. Other Knott hotels are the

itts urgher, Pittsburgh, Pa.; the Al-
lerton, Cleveland; the DeWitt Clinton,
Albany, N. Y. the Olean House,
Olean, N. Y.; the Carlton, Bingham-
ton, N. Y.; the Woodruff, Watertown,
N. Y., and the Andrew Johnson, Knox-
ville, Tenn.

The chain embraces every t)épe of
hotel, ranging from the Tesidential
American plan hotel to the larger tran-
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sient-hotel, and includes several apart-
ment hotels. In number of units un-
der central operation, the Knott chain
is rated as the largest_in the world.

Former Sheriff David H. Knott, of
New York county is chairman of the
board of directors of the Knott Cor-
poration, which is the holding cor-
poration of the Knott interests, and
Alfred E. Smith is a jmember of the
board of directors. William J. Knott
is president of the corporation, and
James E. Knott is vice-president and
general jmanager. The chain was
started thirty-eight years ago.

Thirty-seven New Readers of the
Tradesman.

The following new subscribers have
been received during the past week:

A. E. Taylor, Battle Creek.

C. M. Steedman, Battle Creek.

T. B. Johnson, Battle Creek.

Zuber’s Grocery, Sturgis.

Harold Adams, Kalamazoo.

Herley Emig, Moorepark.

C. A 'Hicks & Son, Alma.

Independent Linen Service, Grand
Rapids.

Hatch & Baker, Muir.

J. C. VanDyke, Grand Rapids.

Kyer-Whitker Co., Ann Arbor.

Park Place Hotel, Traverse City.

Dr. Vernor H. Eman, Grand Rapids.

Louis P. Haight, Muskegon.

C. Den Adel, Kalamazoo.

Mrs. W. R. Fink, Battle Creek.

H. W. Noviss, Springport.

John Finlay, Battle Creek.

Cora Bell, Sturgis.

H. W. Wolbers, Portage.

Ed. O’Connor, Battle Creek.

A. J. Pooley, Battle Creek.

Lozo & Northrup, Vermontville.

Warren Shaull, Charlotte.

Wm. Barrett, Marshall.

M. J. Baldwin, Onondaga.

Albert Gerardo, Sturgis.

Schmidts & Kern, Sturgis.

A. E. Bartlett, Brookfield.

Roy Janousek, Olivet.

Cratie Jewell, Springport.

F. W. Kahler, Marshall.

Roy E. Stevens, Bellevue.

E. C. Kraft, Nashville.

E. L. Bishop, Bellevue.

F. A. Fickel & Co., White Pigeon.

John W. Sturgis & Son, Sturgis.

New Transparent Paper

A new transparent paper has re-
cently been introduced on the Ameri-
can market that has created an un-
usual interest on the part of those who
merchandise their product by means
of the individual package. This new
paper is known as Transcello. It has
a varied appeal to the meat retailer
and packer because it is transparent,
lustrous, grease proof, moisture proof,
dust proof, sanitary, inexpensive and
especially well adapted to the indi-
vidual packaging. This paper is man-
ufactured by the Transcello Paper
Company, 654-668 West Virginia street,
Milwaukee, Wis.

CHARLES RENNER HOTELS

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

Rumely Hotel and Annex, La-
Porte, Ind.

Edgewater Club Hotel, St. Joseph,
Mich.; open from May to October.

All of these hotels are conducted
on the high standard established
and always maintained by Mr.
Renner.
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DRUGS

Michigan Board of Pharmacy.
President—J. Edward Richardson.
troit
. Vice-Pres.—Orville Hoxie, Grand Rap-
ids.

De-

Dkirector—GarfieId M. Benedict, San-

usky.
Examination Sessions — Beginnin? the
third Tuesday of January, March, Ju
August_and November and lasting three
days. The January and June examina-
tions are held at Detroit, the August
examination at Marquette, and the March
and . November examinations at Grand
Rapids.

Michigan State Pharmaceutical
Association.

President—John J. Watters, Saginaw.
First Vice-President—Alexander Reid,
Detroit.

Second Vice-President — F. H. Taft,
Lansing.
Secretary—R. A.
Treasurer—P. W.

To Keep Sales Growing in Drug Store.

They say that in married life the first
two years are the hardest and that
those who clear this hurdle success-
fully are likely to find fairly smooth
sailing beyond. But in business, par-
ticularly the retail business, the danger
zone appears to be that period just
beyond the years of most rapid growth
—when further sales progress comes
slowly if at all.

It has been asserted that the total
sales volume of a new retail business
will show a greater percentage of in-
crease the first two years than at any
later period.

This is natural. A new business
starting at scratch has only one way
to go—up. It is practically a certainty
that it will do more business the sec-
ond week than the first week, more
business the second six months than
the first six months, assuming always
that the business is well managed,
properly situated, soundly financed.

But soon or late comes a time in
the life of every business when it finds
itself practically at a standstill, so far
as sales growth is concerned. | am
speaking, of course, of the average, in-
dependent retail drug store, confection-
ery or soda fountain. When this point
is reached it generally means that the
business under consideration is doing
its normal share or percentage of the
business in the territory it serves,
whether that territory be a business
section, a residential neighborhood or
a town.

If that operating territory, whatever
it may happen to be, increases ma-
terially in population, the chances are
that such increased activity will attract
one or more additional establishments,
so that it is not logical to suppose
that the number of customers of our
first establishment would keep on the
increase indefinitely.

Let us build a hypothetical case
around an imaginary soda fountain
proprietor named John Smith. His
fountain is on a good corner in the
midst of a well settled suburban com-
munity. His nearest competitor is sev-
eral blocks away, and he is able to
depend with confidence on his im-
mediate surrounding territory for a
good volume of business to which can
be safely added a certain amount of
transient business passing through
from day to day.

As stated, the neighborhood is fairly
well settled. There are few, if any,

Turrell, Croswell.
Harding, Yale.
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vacant lots; the apartment houses are
well rented and the houses are more
than 95 per cent, occupied. There is,
therefore, little reason to look forward
to any marked increase in the- popula-
tion of that territory for a good many
years.

When Smith first opened up it nat-
urally required several months for him
to develop a steady patronage suf-
ficient to carry the load of overhead
expenses, payments on equipment and
his own living expenses. Then he be-
gan to make a small profit, which in-
creased slowly but steadily month after
month until he found himself doing a
satisfactory, thriving business.

Month after month a slight increase
was recorded. Then the law of dimin-
ishing returns began to operate in
Smith’s case and he found his monthly
percentage of sales increase sliding off
a bit. True, his sales were still going
up slightly, but the percentage of in-
crease became less and less pronounced
until finally he reached the point where

although he was still making money
and doing a satisfactory volume—he
was not going ahead.

Now what can a man do in a case
like that? Smith had obviously reached
that point in his business development
where he was doing business with as
large a percentage in his operating ter-
ritory as he had any reason to hope
for. What could he do to satisfy his
ambition for steady sales progress?

This picture is an every-day picture
throughout retail America. There are
thousands of John Smiths located in
the cities and towns of this country.
Some of them are complacently sitting
back with a “let well enough alone”
attitude. Others are sensible enough
to realize that when you are doing
business with as large a percentage of
your logical market as you have any
right to hope for, there is still a way
to keep sales forging ahead, namely,
try to increase your average sale per
customer.

There are usually two ways to bring
this about. First, by increasing the
number of items carried in stock; sec-
ond, by exerting more and better sales
effort in dealing with customers that
come into the store instead of being
satisfied to sell them merely what they
came in to buy.

It does not take a Philadelphia law-
yer to figure out what it means to a
retailer if he can increase his average
sale per customer even so little as 5
or 10 cents a day.

Suppose, for example, that an aver-
age of 159 persons a day come into
John Smith s store and he operates
365 days in the year. If he can in-
crease his average sale per person per
day 10 cents, it will add $5475 to his
gross year’s business. If he is doing
business with 1000 people a day in a
busy down-town store and can bring
about an increase of merely 10 cents
per customer per day, it will add $36,-
500 a year to his gross volume of busi-
ness.

In some lines of business an increase
of 10 cents per sale is a relatively small
increase. It naturally sounds (much
larger in the soda fountain, confection-
ery or drug store business where the
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items usually sold run into much small-
er figures, of course. But it is by no
means out of reason to set this as a
goal and to confidently believe that the
goal can be reached.

The first thing to do is to look over
your stock of merchandise. Are you
carrying in stock for the convenience
of your customers all of the items
they naturally expect to find in such
a place? Are you offering a good as-
sortment of mixed drinks and fountain
specialties? Have you a good display
of boxed candies? If you are in doubt
as to what items constitute a good
stock, take a day off and visit some
successful establishment elsewhere in
your city or in a neighboring town and
you will no doubt pick up some valu-
able ideas.

Are you and your clerks salesmen or
order takers? Are they in the habit
of suggesting to customers that in ad-
tion to the articles asked for you have
so-and-so for sale? Is your establish-
ment so arranged as to invite business?
*Do your windows reflect the different
lines of merchandise you handle? Is
the rear of your store as attractively
arranged and brilliantly lighted as your
fountain? There are many ways of
checking up on yourself to determine
whether or not you are exerting
enough sales effort on your customers
to sell them all that it is possible for
you to sell them. If you are not, then
here is one sure way to increase the
average purchase of your customers.

Every business in the world sooner
or later reaches the point where new
customers become harder and harder
to find. Then they must either make
up their minds that they are going to
stand still, which means to go back-
ward, or they are going to find new
ways to sell those same people more
goods.

If you have reached this crucial point
in the development of your business
you should be able to profit by the
above suggestions which are culled
from the experiences of some of the
country’s most successful establish-
ments.

Pontiac Druggists Organize a Club.

Pontiac. Nov. 7—I am enclosing a
clipping from our local newspaper,
which T would like to have you include
in your most valued paper. ~ Thanks.

I' would like to say that I have reall
enljoyed every issue we have received.
Although a new subscriber | have read
the Tradesman in grocery stores when
z!lggvas only fifteen or sixteen years of

It gives me ?reat pleasure to see the
way you are fighting Sears, Roebuck
& Co. | came very near writing to
them after reading” your article” on
their advertising.

,Please don't forget here is one drug-
gist who is with you.
Ivan G. Moore.

_Druggists of Pontiac met Friday
night at 386 North Saginaw street, to
organize the Pontiac Drug Club, a co-
operative union. More than twenty
were present for the first meeting.
James E. Mahar was elected president;
John C. Peebles, vice-president; lvan
G. Moore, secretary, and O. C. Blink,
treasurer. Meetings will be held the
first Friday of every month, according
to present plans.

No one is more cocksure than an
ignorant man.
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Items From the Cloverland of Michi-

an.

Sault Ste. M_arl%,_Nov. 1—It looks
as if the Soo is going to have better
radio service in the near future, as our
Radio Club_has been co-operating with
the City Commission. 1t was first
suggested that the Club members were
to stand one-half of the cost, while the
city should pay the other half for an
expert to clear up the interference. It
was finally suggested that the city
should stand_the entire cost, as it was
a public service, but the commissioners
are waiting to hear from several of our
heaviest taxpayers before giving it the
final O. K

Pickford, one of our enterprising vil-
lages, has two new factories—one a
creamery and the other a sausage fac-
tory. John and George Gough, _of
Pickford and the Sault, are operating
the creamery, which_ is located in the
heart of an extensive farming and
dairy district. They have leased the
building formerly occupied as a cream-
ery in the village, and have installed
much new equipment. _The building
has”~been used as a milk and cream
buylnﬁ station for the past five years
and the dairy products formerly ‘ship-
ped away in Iar%]e, quantities will be
used at home. It is estimated that at
the height of the season from $600 to
$800 has been paid to farmers around
Pickford for milk and cream. William
Beese, formerly of Detroit, has opened
the sausage factory and will offer a
gqod market for local supplies for beef
and pork. A complete line of sausages
is to be manufactured.

The Belvidere Hotel has opened the
dning room again, which has been
closed during the touring season. Mine
host Charles Paquin is giving the din-
ing service his personal attention and
the best of food, cooked like mother
used to make it. will be assured.

If a man wants to marry he should
make a little money first, afterwards
he’ll have to make a little money last.

The many friends of Charles "Haas,
the well-known salesman for the Na-
tional Biscuit Co., will be pleased to
hear that he is back on the job again,
looking better than ever after his severe
sickness a few weeks ago. .

W. J. Miller, one of our old time
merchants, who retired from business
a few years ago, has gone back into
the harness again, this time associat-
ing himself with the Consumers Coal
Co. He will assume _active manage-
ment of its affairs. The Consumers
Coal C« is one of our largest coal
companies here, having been organized
about four years ago. ]

Ham Hamilton, of the Pickford
Grocery Co., was_a _business visitor
here last week, bringing in a load of
farm products and taking back a load
of supplies.

The combination of Newberry, Les
Cheneaux Island.and the two Soos for
the purpose of promoting tourist busi-
ness for this section of the Upper
Peninsula produced satisfactory re-
sults and will be continued for next
year. An invitation has been extended
to 'St. Ignace to join the combination.
The organization during the past sea-
son had $2,450 in its freasury at the
start. The Soo appropriation was
$1,300, Les Cheneaux Chamber of
Commerce, $400, Newberry, $400 and
Munising, $300. The organization dis-
tributed 70,000 booklets and advertis-
ing in about forty newspapers. They
will start out next season with about
35.000 booklets. One man from each
city will make up the board of directors
and will formulate the programme of
activities for approval by the indi-
vidual organizations. Optimism was
expressed at the meeting, which was
attended by about fifteen men. It is
believed that the next year’s tourist
season will be more like that of 1929.

The many friends of C. P. Calder,
one of our” esteemed citizens, were
shocked to hear of his sudden death,
which occurred at Dwight. lllinois,
last Friday. Immediate cause of his
death was pneumonia. He was a mem*
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ber of the Masonic fraternity. He came
to the Soo with his parents durin
1887, attended the public school an
made this his home except during the
years from 1910 to 1915, when he held
the position of sales manager for the
Columbia Flour Mills o Enderb¥,
British Columbia. Since returning fo
this city he has been associated with
the Citizens Mutual Automobile In-
surance Co., of Howell, acting in the
capacity of general agent and adjuster.
He is survived by his widow, one
daughter and his™ father and seven
brothers.

The mighty army of hunters are
;%repanng for a getaway next week.
he Thomas restaurant, ‘at_St. Ignace,
has opened for the huntlnF season.
The merchants are busy filling camp
orders and it looks as if the usual
slaughter of deer will be as in former
years.
_As a rule, the person who pines over
his hard luck needs to spruce up a bit.
William G. Tapert.

Late Business News.

Signs of business improvement are
noted by the National City Bank, New
York, in its current circular. They
are more stable commodity prices, pro-
nounced gains in the textile industry
and a somewhat better showing in
'building operations.

Public building projects involving
the expenditure of a round billion dol-
lars will be under way in the next few
months according to reports from the
White House. Much red tape has been
cut to expedite these operations for the'
benefit of the unemployed.

Retail sales in October did not come
up to the most hopeful expectations of
a month ago, according to the com-
mercial agencies. But there was a fair
seasonal gain and a good deal of evi-
dence of steadiness. Special sales were
a feature last year.

Big mergers go on in spite of, or
perhaps because of, shrinking earnings.
Coincidental with the proposed union
of Phelps Dodge with Calumet &
Avrizona, plans are afoot by this grow-
ing giant of the copper industry for
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still further expansion in the depart-
ment of copper fabrication like that in-
volved in the taking over of National
Electric Products.

Commercial failures in October were
16 per cent, more numerous than in the
same month last year~nd the liabilities
were unusually heavy, according to R.
G. Dun reports. But the evidence of
severe distress in that critical month
was less impressive than was expected.

It is credibly reported that a large
manufacturer of low priced automobiles
has decided to put out his new lines
at reduced prices, and this report has
given rise to talk of a general lower
range of prices after the new models
come out at the January shows. Advo-
cates of the change believe it would
spur buying and start a recovery in
the premier industry.

A freer coffee market with possibly
still lower prices is foreseen in a pub-
lished statement by Jose Maria Whit-
aker, the new state minister of finance
for Brazil, to the effect that all re-
strictions on the coffee jmarket must be
finally abolished. This will be done
slowly, he says, so as not to prejudice
the enormous interests involved. This
is in accordance with the terms of the
coffee loan of $89,000,000, but it is a
radical departure from the previous
policy which, in one way or another,
has sought to control the market.

Salesmen of clothing houses produc-
ing tropicals continue to report a very
disappointing business on the road.
Comparisons with last year are par-
ticularly unsatisfactory, as at this time
in 1929 merchants had placed heavy
orders for these suits. One executive
of a large clothing firm attributes the
drop in orders to the closer operating
policy of retailers and not necessarily
to any decline in popularity of trop-
icals. He declared that while tropicals
will undoubtedly suffer, their loss will
be in proportion to other fabrics.

DISTRIBUTORS OF THE WESTERN LINE
Dr. West’s Tooth Brushes
Dr. West’s Kiddie Sets

Hank-O-Chief

Gainsborough Powder Puffs
Gainsborough Hair Nets
West’s Hand Brushes

We stock every deal they put out and carry

open stock of all items.

receive your order.

Hazeltine
Grand Rapids*

Always pleased to

Perkins Drug Co*
Michigan

Manistee
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WHOLESALE DRUG PRICE CURRENT

Prices quoted are nominal, based on market the day of issue.

Acids
Boric (Powd.)— 10 g 20
Boric (Xtal) "— 10 20
Carbolic - 38 @ 4
Cutric g 66
M uriatic 3% 8
Nitrio 9 @ 15
Oxalic 8 25
Sulphuric ——--= 3% 8
Tartaric 2 @ 60
Ammonia
Water, 26 deg.— 07 @ 18
Water, 18 deg.— 06 g 15
Water, 14 deg.— 5% 13
Carbonate--—--—---- 0 @ 25
Chloride (Gran.) 08 @ 18
Balsams
Gy 1 183 8
ir anada
Fir (Oregon 65®1 00
Peru gen) 3 25@3 50
Tolu 2 00@2 25
Barks
Cassia (ordinary). 25 30
Cassia (Saigon) ~— 40 60
Sassafras ipw. 60c) @ 50
Soe;p Cut (powd.)
35¢c 20® 30
Berries
Cubeb 99
Fish 25
Juniper 10 20
Prickly ASh 5
Extracts
Licorice 60 75
Licorice, pow d._ 60 70
Flowers
Arnica - 5@ 80
Chamomile Ged.) 30® 40
Chamomile Rom. @1 25
Gums
Acacia, 1st @ 60
Acacia, 2nd_— 50
Acacja, Sorts 35 40
Acacia, Powdeéred 40 50
Aloes (Barb Fow) 35® 45
Aloes (Cape Pow.) 25® 35
Aloes (Soc. Pow.) 75® 80
Asafoetida 50® 60
Pow. 90®1 00
Camphor 87® 95
Guaiac g 60
Guaiac, pow'd__ 70
Kino 125
Kino, ‘powdered__ 120
Myrrh 1 15
Myrrh, "powdered ®1 25
Opium, powd. 21 00®21 50
Opium, gran. 21 00@21 50
Shellac, Orange 50® 65
Shellac, White 55® 70
Tragacanth, pow. gl 75
Tragaoanth _ 2 00@2 35
Turpentine- @ 30
Insecticides
Arsenic 08® 20
Blue Vitriol, bbL 07
Blue Vitriol, less 08® IS
Bordea. Mix Dry 12%@ 23
Hellebore. W hite
powdered 15®@ 25
Insect Powder_47%@ 60

Lead Arsenate, Po. 13% @27

Lige and Sulphur

r 23
ParisyG reen___ 26% @46%

Leaves
Buchu g 90
Buchu, "powdered 100
Sage, Bulk 25® 30
Sage, % loose__ @ 40
Sage, powdered @ 3b
Senna, Alex._— 50® 75
Senna, Tinn. pow. 30® 35
Uva Urs i 200 26

Oils

Almonds, Bitter,
tru 50@7 76

Almonds, Bitter
artificial 3 00@3 25

Almonds, Sweet
true 50@1 80

Almonds; Sweet,
imitation ___ 1 00@1 25
Amber, crude 75@1 00
Amber, rectified 1 50®1 75
Anise 25
Bergamiont ___6 50(5)7 00
Cajcput 2 00@2 26
Cassla 3 00®3 25
Castor 155@1 80
Cedar Leaf 2 00®2 25
Citronella 1 00@1 20
Cloves 4 00®4 25
Coooanut 27% @ 36
Cod Liver 140®2 00
Croton 8 00@8 25

Cotton Seed___ 1 35@1 60
Cubebs 5 00@5 25
Eigeron 4 00®4 26
Eucalyptus____ 1 25@1 50
Hemlock, pure__ 2 00@2 25
Juniper Berries. 4 50@4 75
Juniper Wood - 1

Lard, extra__ 1 55®

Lard, No. 1 1 25@1 40
Lavender Flow__ 6 00®6 26
Lavender Gar’n. 1 25@1 50
Lemon 0%4 25
Linseed, raw, bbl. 83

Linseed, boiled, bbl. @ 86
Linseed, bid, less 93@1 06

Linseed, raw, less 90@1 03
Mustard, artifil. 0z.” ® 35
Neatsfoot__ _ 125@1 35
Olive, pure__— 3 00@5 00
Olive, alaga,

yellow 2 50@3 00
Olive, Malaga,

green ------------- 2 85®3 25
Orange, Sweet 6 00®6 25

Origanum, pure. @2 60
Origanum, com’ 1 00®1 20
Pennyroyal-—- 3 25@3 50
Peppermint___ 4 50@4 75
Rose, pure--—--— 13 50@14 00
Rosemary Flows 1 25@1 50
Sandelwood, E

Sassafras, true 2 00@2 25
Sassafras, arti’l 75@1 00
Spearmint 6 00®6 25
Sperm - 0@1 75
Tany--
Tar USP - - 75
Turpentine, bbl. 52
Turpentine, less ~ 59 72
Wintergreen,
leaf---mmmmmmmeee 6 00®6 25

-------- 25
W intergreen, art 75@1 00
Worm Seed 6 00@6 25

Wormwood, 0z. __ 1go
Potassium
Bicarbonate 35® 40
Bichromate 15® 25
Bromide ___ T g9® &5
Bromlde 54 71
Chlorate, “granid. 21% 28
Chlorate, powd. 16@ 23
or X tal ® 24
Cyanide 30® 90
lodide 4 34@4 55

Permanganate — 22% 35

Prussiate. yellow 35® 45
Prussiate, red _ ® 70
Sulphate 35® 40
Roots
o 30® 35
DiiKju, powdered. 40® 45
Clalamus 1 25@ 35
Elecampane, pwd. 20 30
G_entlan? po_w%. _ 20%) 30
Ginger, African,
powdered 30® 35
Ginger. Jamaica- 40@ 50
Ginger, Jamaica,
powdered 45® 60

Goldenseal, pow. 5 0o®5 50
Ipecac, powd._5
Licorice

Licorice, powd
Orris, powdered.
Poke, Powdered
Rhubarb, powd.
Rosinwood, powd." @ 50
Sarsapaallla, Hond. X
n

Sarsaparilla, Mexic. @ g0
40

Squills 5@
Squills, powdered 70® 80
Tumeric, powd, 0@ 25
Valerian, powd.__ o
Seeds
Anise
Anise, powdered 35% 28
Bird, Is - 13® 17
Canary 12®@ 18
Caraway, Po. 30 25®@ 30
Cardamon__ 2 50%2 76
Coriander pow. .40 30 25
Dill 15@ 20
Fenne E 35® 60
Flax 8® 16
Flax, ground 8® 15
Foenugreek. nwd. 15® 25
Hemp 8® 15
Lobelia, powd. . g} 30
Mustard, yellow 17 25
Musard. black__  20@ 25
Poppy 15® 30
gumg_ei _ 200®2 25
abadilla: 45® 50
Sunflower 12® 18
Worm, American 30® 40

Worm, Lavant _ 6 50@7 00

Tinctures
Aconite ®1 80
Aloes ---=——-= ®1 56
Asafoetida 2 28
Amica 1 60
Belladonna 1 44
Benzoin------—--- B 2m

Benzoin Comp’d- ®2 40

uchu 2 16
Cantharides __ 2 52
Cag)smum 2 28
Catechu 144
Cinchona 2 16
Colchicum 1 s0
Cubebs 2 76
Digitalis gz 04
Gentian 13
Guaiac @2 28
Guaiac, Ammon__ @2 04
lodine ®i 25
lodine, Colorless. 150
Iron, Clo. 1 56
Kino 1 44
Myrrh @2 52
Nux Vomica___ gl 80
Opium 5 40
Opium, Camp. 144
Opium, Deodorz™d 540
Rhubarb @1 92
Lead, red dry  13% @14%

Lead, white "dry 13%@14%
Lead, white oil 13%@14%
Ochre, yellow bbl. @ 2%
Ochre, ‘yellow less 3® 6
Red Venet’n Am. 3%@ 7
Red Venet'n Eng. 4® 8
P 5® 8

[T 4/ —.
Whiting, bbl. 0 414
69%@10

W hitin
Rogers . __ 265@2 85

M8ceillaneous
Acetanalid _ 5 re)
06® 12

15

40

powdered -------- ® 13
Cantharides, po. 1 25@1 50
Calomel---------mm-- 2 72@2 82
Capsicum, pow’d 62®
Carmine  ---------- 8 00®9 00
Cassia Buds 30® 40
Cloves  ----mmmmees 40® 50

*|kfPrePared— _14® _ 16
Chloroform 47]O
Choral Hydrate | 20@1 50
Cocaing-----—- 12 85(@13 50
Cocoa Butter__  60® 9%
Corks, list, less 30710 to
Copperas------—--—--- 03®1010
Copperas, Powd. 4® 10
Corrosive Sublm 2 25@2 30
Cream Tartar 35 45
Cuttle bone __  40® 50
Detxrine--—--——-—- 6® 15

Dovers Powder 400%4 50
Emery. AIl Nos. 10 15
Emery, Powdered
Epsom Salts, bbls.
Epsom Salts,
Ergot, powdered _. @4 00
Fox e'ldwhhc'ite_rb o®
Formalde e, .1
Gelat?ne LA 80® gg
Glassware, less 55%
Glassware, full case 60%

Glauber Salts, bbl. ®02%
Glauber Salts less 04® 10
Glue, Brown-—- 20® 30

Glue. Brown Grd_ 16® 22
Glue. W hite----- 27%® 35

ﬁ_g » --= 7. i11.15
L 890®8 30
Ma'de -etat® . 20@> 88
Mace powdered__ %1 60
M enthol---------== 7 00@8 00

0
Morphine__ 13 53014 3a
Nux Vomica ® 39
Nux Vomica, pow. 15® 25
Popper, black, pw. 46® 66
* ®
pitch, BUMIaY. 288 %
8u_a§S|a ———————————————— 120 15
uinine, 5 0z. Qgns @ 60
Rochelle Salts_ 28®

Saccharine-—--—--2 60®2 75
Sait Peter ® g*
Seidlitz Mixture 30® 40
boap, green - 5® go
Soap, mott cast - ® 25
Soap, white Castile,

€ase ---------—-----—- ®15 00

Soap, white Castile
g(i)ffB- PJr bar —

GE8 AP 381 B
Soda Bicarbonate 3%® 10

L — - 02*
spirits Camphor 1%
S%Iphur, roIF - 4%@ n
Sulphur, Subl. 4%@ 10

Tamarinds------- 200 26
Tartar Emetic 700 75
Turpentine, Ven. 50® 75

Vanilla Ex. pure 1 50@2 00
Vanilla Ex. pure 2 25®2 50
Zinc Sulphate ._ 06® 11

Webster Cigar Co. Brands
W ebsteretfes 3350
CiNCOS-—mmmmmmommmmmemeeees 3850
Webster Cadijllacs__ 75 00
Golden Weddin
Panatellas 00
Commodore —- H 00
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GROCERY PRICE CURRENT

These quotations are carefully corrected weekly, within six hours of mailing
and are intended to be correct at time of going to press. Prices, however, are
liable to change at any time, and merchants will have their orders filhu at mar*
ket prices at date of purchase. For price changes compare with previous leum

ADVANCED

Michigan and Wisconsin Cheese

AMMONIA
Parsons, 640s. 2 95
Parsons,  320s. 33
Parsons.  180s. 4 20
Parsons. 100 z. 2 170
Parsons. 60z. 1 8

AXLE GREASE

19 15

per doz. 1915

APPLE BUTTER

Suaker, 24-21 oz., doz. 2 10

uaker, 12-38 oz., doz. 2 35

BAKING POWDERS
Arctic, 7 oz. tumbler 1 35
Royal, 10c, doz. 95
Royal, 4 0z, doz.
Royal,

10 Ib., doz.
10c, per doz. 95
Rumford. 8 o0z.. dos. 185
Rumford. 12 oz.. doz. 2 40
Rumford, 6 Ib., doz. 12 60

K. C. Brand
X Per case
size, 2

size,
size,
size.
size.
size.

POADRA

Clorox, 16 o0z., 24s

__ 6
BLEACHER CLEAN§%5F2
Jzzie. 16 oz.. 123*2

i BLUING
Aim. Ball.36-1 oz.,cart.
Quaker, 1% oz.. Non-

freeze dozen 85
Boy Blue, 36s, per cs.

Perfumed Bluing
Lizette, 4o0z., s_
Llzette,
L!zette,
Lizette,

. ba
Brown Swedish Beans 9 O
Pinto Beans 25
Red Kdney Beans_9 75
White, H'd P. Beans 6 25
Col. Lima Beans 00
Black Eye Beans_16 00
Split Peas, Yellow_6 _75
Split Peas, Green____ 700
Scotch Peas 550

BURNERS
Queen Ann. No. 1 and
2, doz.
White Flame, No. 1
and 2. doz. 22

BOTTLE CAPS
Dbl. Lacquor, 1 gross

k ier gross
k gEAp A%T FO‘O‘DS
Kellogg’s Brands.

Corn Flakes. No. 136 2 85
Corn Flakes.
Pap. No.
Pep. No. 202
[Crumbles, No. 424 270
—Bran Flakes, No. 624 2 45
Bran Flakes. No. 602 1 60
Rice Krteples, 6 0z. __ 2 70
Rice Krlapies, 1 0z. _ 110

Beef
Lamb
Pork
Almonds

12 1-b.

160z.
10o0z. 2 10
% oz. 2 00

Kaffe Hag,

All Bran.
All Bran,

Post Brands.
Grape-Nuts, 24s
Grape-Nuts, 10
Instant Postum, N
InstantPostum No.
°ostum Cereal, No.
Post Toasties. 36
Post Toasties, 24s
Post's Bran, 245
Pills Bran, 12s
Roman Meal. 12-2 Tb—
Cream W heat,
Cream Barley,
Ralston Foo
Maple Flakes.
Rainbow Corn Fla.; 36
Silver Flake Oats. 18s 1
Silver Flake Oats, 12s 2
90 Ib. Jute Bulk Oats,

ba
Ralstgn New Oata, 24 2 70
Ralston New Oata, 12 2 70
Shred. Wheat Bis., 36s 3 85
Shred. W heat Bis., 72s 1055

Triscuit, 24s 1
Wheatena, 183 —___ 370

o
w°847
NhROINDW
IREEBIB

N
<]

N
™
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BROOMS
Jewell, doz. 5 25
Standard Parfor, 2316, 8 25
Fancy Parlor, 23 1b. 9 26
Ex. Fancy Parlor 25 [b. 9 75
Ex. Fey. Parlor 26 Ib. 1 0 00
Toy 176
Whisk. No. 3 ___ 276

BRUSHES
Scrub
Solid Back. 8 in.__ 150
Solid Back. 1in. =— 175
Pointed Bnda 125
8tove
Shaker------------mmmmeeeee 180
No. 50 2 00
Peerless 2 60
Shoe
No. 4-0 2 26
No. 2-0 2 00
BUTTER COLOR
Dandelion 28
CANDLES
Electric L| ht 40 Ibs. 12.1
Plumber, . 12.8
Paraffine. 1439
Paraffine, 125 14%
iekin 40
Tudor, 6. per box_30
CANNED FRUITS
Hart Brand
Apples
No. 10 PP 57
Blackberries
No. 2 37
Pride of MTichigan 325
Cherries
Mich. red. No. 10__ 1175
Red. No. 10 12 25
Red, No. 2 4 15
Pride of Mich. No. 2_3 55
Marcellus Red 310
Special Pie 2 60
Whole W hité 310
Gooseberries
No. 10 8 00
Pears
19 oz. glass
Pride of Mich. No. 2% 420
Plums
Grand Duke, No. 2%_3 25
Yellow Eggs No. 2%__3 25

Black Raspberries
No. 2 37

Pride of Mich. No.” 2.
Pride of Mich. No.

2Red Raspberries

No.

No. 3 75
Marcel us, No. 2

Pride of Mich. No. 2= 2—425

I % po

DECLINED

Strawberries
No. --

R arcelii
arcellus,

3,9

No. 2_ 3B

No. 2
Pride of Mich.

Clam Ch'der, 10% oz. 1 35
Clam Chowder, No. 2_2 76
Clams. Steamed. No. T 3 00
Clams, Minced, No. % 2 25
Finnan Haddie, 10 oz. 3 30
Clam Bouillon, 7 0z— 3 50
Chicken Haddie, No. 12 75
Fish Flakes, small _
Cod Fish Cake, 10 07,
Cove Oysers, 5 0z._.
Lobster, No. %, Star 2
Shrimp,” 1, w et 2
Sard's. % Oil, Key _ 6
Sard's, % Oil, Ke 5
Sardines. % Oil.
Salmon, Red Alaska
Salmon,

Salmon,

Sardines,
Sardines. Im., %, ea.
Sardines, Cal’

Tuna, %. Curtis,
Tuna, %s, Curtis, doz. 2 20
Tuna, % BIue_Fln 2 26
Tuna. Is. Curtis, doz. 7 00

CANNED MEAT
Bacon, Med. Beechnut 2 70
Bacon, L«e. Beechnut 4 50

Beef. No 1, Corned__ 2 80
Beef No. 1, Roast 300
Beef, 2 0z.. Qua., zli. 1 35
Beef, 3% o0z. Qua, sll. 2 26

Beef, 5 0z.. Am. Sliced 3 00
Beef, No. 1. B’nut, sil.
Beefsteak & Onlons z 3 70
Chili Con Car., is__ 136
Deviled Ham, % s___ 160
Deviled Ham, % s 2 85
Hamburg Steak Sk
Onions, No. 1 316
Potted Beef, 4 07, 1 io

Potted Meat. % Libby 62
Potted Meat, % Libby 90
Potted Meat, % Qua. 85
Potted Ham, Gen. % 1 45
Vienna SAus. No. % 1 35
Vienna Sausage, Qua.

Veal Loaf. Medium 226

Baked Beans

Campbells 106
uaker, 16 0 s —___ 8
remont. No, — 12

Snider, No. 1 o

Snider, No. 2 126

Van Camp sma 9>
Van Camp, med.”

CANNED VEGETABLES

Hart Brand

Baked Beans
Medlum Plain or Sau. 35

0. Sauce 5 60

Lima Beans
Little Dot, No. 2 _ 310
Little Quaker. No. 10-1400
Little Quaker. No. 1
Baby, No. 2

1
Pl’ld)é of Mlcﬁ No.
Marcellus, No. 10_

Red Kidney Beane
10 --- ---6

No.
No. --3 70
No. 2 --1 30
No. 1 0
String Beans
Little Dot, No. 2 _ 330
Little Dot. No. 1 2 60
Little Quaker. No.”™I_ 2 00
Little Quaker, No. 2_ 2 90
Choice hole, No. 10_12 1)
Choice Whole, No. 2 60
Choice Whole, No. 1 ] 80
Cut, No. 2 210
Cut, No. 1 j go
Pride of Mich. No. 2 17
Marcellus. No. 2 * 150
Marcellus, No. 10 I_| 8 25
325 Wax Beans

No. 2 275
Little Dot No. 1 2 00
Little

uaker, No. 2— 2 65

Little uaker, o. 119
%{g"*oe Wpl Ie No 10 12 50
oice W 2 50

Choice Whol, No 1 17

TRADESMAN

Cut. No. 10 10 50
Cut. No. 2 2 15
Cut No. 1 — 145

Pride of MTichigan 175
Marcellus Cut, No. 10- 8 25

Beets
No. 2%

Small, 300
Etxra Small, No. 2 300
Fancy Small No. *2_2 50
Pride” of Michigan_"2 25

Marcellus Cut, No. 10- 6 75
Marcel. Whole. No. 2% 1 86

. Carrots
Diced, No. 2 140
Diced, No. 10 7 00
Corn
Golden Ban., No. 3_3 60
Golden Ban.. No. 2 200
Golden Ban., No. 10-10 75
Little Dot, No. 2 180
Little Quaker, No. 2- 1 80
Little Quaker, No. 1 145
Country, Gen., No. 1 1 45
Country Gen. No. Z_ 205
Pride of Mich., No. 5- 5 20
Pride of Mich., No. 2- 1 70
Pride of Mich.,, No. 1_1 35
Marcellus, No. 5 430
Marcellus, No. 2 140
Marcellus, No. 1 115
Fancy Croeby, No.” 2- 130
Fancy Croeby, No. 171 45
i Poao
Little Dot, No. 2 2 60
Little Dot, No. 1 — 180
Little Quaker, No. 12 00
Little Quaker, No. 2_2 40
Little Quaker, No. 1,7 165
Sifted E. June. No. 10-10_00
Sifted E. June, No. 5_5 75
Sifted E. June. No. 21 90
Sifted E. June, No. I_| 40
Belle of Hart, No. 2~ 1 90
Pride of Mich., No. I0_ 9 10
Pride of Mich., No. 2_"1 75
Gilman E. June, No.72 140
MarceL, E. June. No. 2 1 40
Macpel., E. June, No.5 4 50
Marcel, E. Ju, No. 10 7 50
Templar E. J.,, No. 21 32%
Templar E. Ju No. 10 7 00
Pumpkin
No. 10 5 50
NO. 2% —-emmmmmmmmeemeeeee- 180
No. 2 145
Marcellus. No. 10 4 50
Marcellus, No. 2% ___ 140
Marcellus No. 2 _ " 116
Sauerkraut
No. 10 5 00
NO. 2% = 160
No. 2 126
Spinach
NO. 2 % -----mmmmmmmmmmmmmneen 2 60
No. 190
quash
Boston, No. 180
Succotash
Golden Banturn, No. 2 275
Little Dot, No. 2 __ - 255
Little Quaker 240
Pride of Michigan__2 15
Tomatoes
No. 10 6 25
No. 2% e 225
No. 2 165
Pride of Mich., No. 2% 225
Pride of Mich., No. 2— 150
CATSUP.
Beech-Nut, sm aII 1 60
Beech-Nut, large 2 40
Uly of Valley, 14 07_2 26
Uly of Valley, % pmt 165
Sniders. 8 oz. | 55
Sniders, 16 oz. 22
Quaker, 10 oz. 13
uaker, 14 oz. 180
uaker, Gallon GTass 12 00
ugker, Gallon Tin 726
CHILI SAUCE
g 16 0z. 315
8 oz. - 220
L|IIy Valley, 8 0Z. - 225
Lilly Valley, 14 oz. —- 3 25

OYSTER COCKTA%L 5

Sniders, 16 oz
Sniders, 8 oz. 220
CHEESE

Roquefort 62
Pimento, small tins— T 65
Wisconsin Daisy 23
Wisconsin Fiat 23
New York June 34
Sap Sa 4
Brick —------m----mmemememee e 23
Mlchlgan Flats 23

Michigan Daisies __
Wisconsin Longhorn__ 23
Imported Leyden

1 Ib. Limburger
Imported Swiss 58
Kraft Pimento LCoaf 29
Kraft American Loaf —_
Kraft Brick Loaf

Kraft .Old Eng
Kraft, Pimento.
Kraft, Arperican. % Ib. 2 25
Kraft Brick, % Ib. 2 25
Kraft Ltmburger % Ib. 2 26
Kraft Swiss, % Ib. , 235

CHEWING GUM
Adams Black Jack 65
Adams Bloodberry gg
Adams Dentyne
Adams Calif. Fruit_65
Adams Sen Sen — 65
Beeman’s Pepsin 65
Beechnut Wintergreen_
Beechnut Peppermint__
Beechnut Spearmint_
Doublemint
Peppermint, Wrigleys __ 65

Spearmint, Wrigleys ,~ 65
Juicy Fruit — °~ 65
Krlgleys P-K 66'
Ze . T e6
Teaberry I )
COCOA
Droste's Dutch, 11b. S50
Droste’8 Dutch, % Ib. 4 50
Droste’s Dutch, % Ib. 2 36
Droste’s Dutoh, 5 Ib. 60
Chocolate App es -_ 450
Pastelles, No. _ 12 60
Pastelles, % Ib 660
Pains De Cafe 300
Droste’s Bars, I doz. 2 00
Delft Pastelles 215
1 Ib. Rose Tin Bon
Bo 18 00
7 0z. RGse Tin Bon
Bo 9
13 0z. Creme De Cara-
1320
12 oz. Rosaces 10 80
% Ib. Rosaces 7 80

% Ib. Pastellés 3 40
Langues De Chats_4 80

CHOCOLATE
Baker, Caracas, % s 37
Baker, Caracas, % s___35

JLOTHES LINE
Hemp, 50 ft.__ 2 00@2 25
Twisted Cotton,

ft. 3 50@4 00
Braided. t. 2
Sash Cord____ 7 250@2 75

COFFEE ROASTED
Blodgett-Beckley Co.

Old Master____~ 40
Lee & Cady
1 Ib. Package
elrose 9
berty 17%
uaker
edrow 30
Morton House B
iteno 28
imperia ~40
Majestic 33
Boston Brea th Blend 27%
McLaughlin’s Kept-Fresh

fcomeed™ Y MY

Coffee Extracts
M. Y. 100

Franksp50 kgs. 425
Hummel’s 50 1 fb_. 10%

CONDENSED MILK

Leader, 4 doz 7 00
Eagle, 4 doz. 9 00
MILK COMPOUND
Hebe, Tall, 4 doz. 4 50
Hebe. Baby, 8 doz 4 40
Carolene. Tall, 4 doz. 3 80
Carotene, Baby 3 50

EVAPORATED MILK

Page, Tali 410
Page, Baby 4 00
uaker, Tall, 4 doz_3 75
uaker, Baby, 2 doz. 3 65
uaker, Gallon, % doz. 3 70
Carnation. Tall, 4 doz. 4 20
Carnation, Baby, 8 dz. 4 10
Oatman’s Dundee. Tali 4 20
Oatman’s D’dee, Baby 4 10
Every Day, Tail 420

Evgry Day. Baby___ 415

November 12, 1930

Pet, Tall 420
Pet, Baby, 8 o 410
Borden’s TaII 420
Borden’s Baby 4 10
CIGARS

Airedale 35 00
Havana Sweets 35 ot
Hemeter Champion_ 38 50
Canadian Club__ 70 w.

Robert Em meft___ 76 CP

Tom Moore Monarch_76 00
Webster Cadillac 75 o

W ebster Astor Foll— 75 Ou
Webster Knickbocker 95 0C
W ebster Albany Foil 95 00
Bering Apolio 95 00
Bering Palmltas — 116 00
Bering Diplomatica 11500
Bering Delioses 120 00
Bering Favorita__ 135 00
Bering Albas _ — 150 01

CONFECTIONERY.
Stick Candy Pails
Pure Sugar Sticks-600c 4 0

Big Stic 0 Ib. case I
Horehound Stick, 6« — IS
Mixed Candy
Kindergarten __ 17
Leader ~ 13
French Creams___ 15
Paris Cream8 _ — r’%

Grocers

Fancy Mixture
Fancy Chocolates

Bittersweets,
Milk Chocolate A A 176
Nibble Sticks 17
Chocolate Nhut Rolls™~ :1L85

Magnolia Choc 5
Bon Ton Choc. 1%0
Gum Crops Palla
Anise
Champion Gums _16
Challenge Gums 14
Jelly Strings ___ 39
Lozenges Pails

A. A. Pep. Lozenges_15
A A. Pink Lozenges — 15
a. Choc. Lozenges— 15
Motto H earts 19
Malted Milk Lozenges_
Hard Goods Palls
Lemon Drops__ 19
0. F. Horehouqd dps— 18
Aniseé Souares

Peanut Squares 1

Cough Crops B
Putnam’s 1 35
Smith Bros _ 1 45
Luden’s 145

Package Goods
Creamery Marshmallows
4 oz. pkg., 12s, cart 86
4 oz. pkg., 48e. case 3 40

Specialties
Pineapple Fudge__ 18
Italian Bop Bone 17
Banquet. Cream Mints- 33
Silver King M.MaUows 1 15
Handy Packages, 12-10c 80

COUPON BOOKS
50 Economicgrade 360
100 Economicgrade 460
500 Economicgrade 20 00
1000 Economicgrade 37 50
Where 1,000 'books are
ordered at a time, special-
ly printed front cover is
furnished without charge.

CREAM OF TARTAR
6 Ib. boxes N 49

DRIED FRUITS
Apple
N. Y. Fcy, 60 Ib box 15%
16

N. Y. Fey., 14 oz. pkg.
Apricots
Evaporated. Choice —— 16
Evaporated, Fancy — 20
Evaporated, Slabs - 18
Citron
10 Ib. box . - 36
Currants
Packages, 14 oz- 17
Greek.” Bulk, Ih. 16%
Dates
Dromedary. 36a 6 76
Peaches
EvaD. Choice 11
Fancy 13
Peel
Lemon. American .. 28
Orange. American 28
Raisins
Seeded, bulk . 08
Thompson s s’dless Blk 07

Thompsons seedless.

15 o - M
Seeded. 50z.__ 10

California Prunes

900100. 25 Ib. boxes__@05f%
8009 25lb. boxes__ @06
70080. 25 Ib. boxes—@07
R0070. 25 Ib. boxes—@07%
500 60. 25lb. boxes__008%
40050,  25Ib. boxes__@09%
10040, 25lIb. boxes__@10
20@30, 25 Ib. boxes—@15
18@24, 25 Ib. boxes—@10%
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Hominy
Pearl. 100 Ib. sacks_3 &

Macaroni
Mueller’s Brands
9 oz. package, per doz. 1 30
9 oz. package, per case 3 6

Bulk Goods
Elbow. 20 |b. 6% @8
Egg Noodle, I0 Tbs._14
Pearl Barley
0000 7 00
Barley Grits 6 00
Chester 376
_ Sage
East India __ 11
Tapioca
Pearl. 100 Ib. sacks_09
Minute, 8 oz., 3 doz. 4 05
Dromedary Instant_3 50
Jiffy Punch

3 doz. Carton
Assorted Tlavors.

V. C. Mllllng Co Brands
Lily White

Harvest Queen

Yes Ma’am Graham, _

0s

Lee & Cady Brands

American Eagle__
Home Baker ~

FRUIT CANS

F. O. B. Grand Rapids
Half pint 7
One pint
One quart
Half gallon

Ideal Glass Top
Half pint
One pint
One qun-t
Half gallon

GELATINE
Jell-O0, 3 doz 2
Minute. doz. 4
Plymouth w hlt _ 1
Quaker, 3 doz. _ 2

SURESET PRODUCTS
Made in Grand Rapids

0w Ro~

B
RARE 8 8Q BBIS

Sureset Gelatin Des-
sert. doz. 32

JELLY AND PRESERVES
Pure. 30 Ib. pails 330
Imitation, 30 Ib. pails 1 85
Pure. 6 0z.. Asst., doz

Pure Pres., 16 oz., dz 2 40

JELLY GLASSES
8 0z.. per doz.

OLEOMARGARINE
Van Westenbrugae Brands

Carload Distributor

Nuooa, 2 Ib.---

Wilson & Co.’s Brands

eo

Certified 24

ut |
Specia

MATCHES

Diamond. 144 box — 4 25
Searchlight, 144 box— 4 25
cinio Ked Label, 144 bx 4 2u

Ohio Blue Tip. 144 box b uu
Ohio Blue Tip. 720- I03 .

*Reliable, 144 --
*Federal, 144 --

Safety Matches
Quaker. 5 aro. case— 4 25

NUTS—Whole
Almonds. Tarragona— 19
Brail, Large —r-—-----mmm-
Fancy Mixed -22
Filberts, Sicily------- 20
Peanuts. Vir. Roasted 11
Peanuts, Jumbo, std. is

Pecans, 3, star 25
Pecans, Jumbo
Pecans, Mamm@oth 50
Walnuts, Cal. 27@29
chkory >
Salted Peanuts
Fancy. No. 1
Shelled
Almonds Salted 95
Peanuts, Spanish
125 b, bags 12
Filberts R 32
Pecans Salted 87
Walnut Burdo 67
MINCE MEAT
None Such, 4 doz.__ 6 47
Quaker, 3 doz. case 3 50
Libby. Kegs, wet, Tb. 22
OLIVES
4 oz. Jar, Plain, doz. 115
10 oz. Jar, Plain, doz. 2 25
14 oz. Jar, Plain, doz 4 75
Pint Jars, Plain, doz. 2 75
Quart Jars. Plain, doz. 5 00
1 Gal. Glass Jugs, Pla._1 80
5 Gal. Kegs, eac 7 50
3% oz. Jar, Stuff., doz. 1 35
6 oz. Jjar, Stuffed, doz. 2 25
9% oz. Jar, Stuff., doz. 3 75
1 Gal. Jugs, Stuff., dz. 2 70
PARIS GREEN
00S  =-mmmemmmemmeemmmesmeeeeeeeene
Is 32
ts and 65 30
PEANUT BUTTER
Bel Car-Mo Brand
24 11b. Tins 4 35
8 0z, 2 doz. in case_2 65
15 Ib. pails
16 Ib. pails

PETROLEUM PRODUCTS
From Tank Wagon
Red Crown Gasoline 19.7
Red Crown Ethyl__ 227

Solite Gasoline

in lron Barrels
Perfection Kerosine_14.6
Gas Machine Gasoline 38-1
V. M. & P. Naphtha.. 188

ISO-VIS MOTOR OILS
In Iron Barrels

Light 77.1
Medium 7.1
Heavy ---seme-meeemmeecoeenans 7.1
Ex. Heavy 77.1

(polarine

Iron Barrels
5.1
. —_ 651
y —--===-65.1
Special heavy 65.1
Extra heavy 65.1
Polarine “F 5.1
Tranmission Oi %51
Finol, 4 oz. cans, doz. 1 50
Finol, 8 oz. cans. dos. 2 30
Parowax, 100 b .
Parowax, 40,1lb. _ 8.55
Parowax. 20,1 Ib~__88

Semdac,

12 pt. cans 3 00
Semdac,

12 at. cans 5 00

PICKLES
Medium Sour

5 gallon, 400 count — 4 75
Sweet Small

16 Gallon, 2250 27 00

5 Gallon, 760 975
Dill_Pickles

Gal. 40 to Tin, dos— 10 25

No. 2% Tins 2 26

92 oz. Glass Picked_2 80

32 os. Glass Thrown 2 40

MICHIGAN

Dill Pickles Bulk
6 35

5 GaL. 300
16 Gal., 650 - 11 35
45 Gal.. 1300 _ 30 00

PIPES
Cob. 3 doz. in bx. 1 00@1 30

PLAYING CARDS

Battle Axe, per doz. 2 66
Torpedo, per doz.___ 250
POTASH
Babbitt’s, 2 doz. __ 275
FRESH MEATS

Beef
Top Steers & Heif. 20
Good Strs & H¥f. 15% @18
Med. Steers & Heif._14
Com. Steers & Heif._12
Veal
Top 19
Good 15
Medium 12
i Lamb
Spring Lamb 18
Good 16
Medium 13
Poor 1]
Mutton
Good 12
Medium 11
Poor io
Pork
Lom med. 19
utts 18
Shoulders 15
Spareribs 14
Neck hones 06
Trimmings 13
PROVISIONS
Barreled Pork
Clear Back

_ 2% 00%28 00
Short Cut Cléar26 00@29 00
Dry Salt Meats

D S Bellies ,, 18-20@18-17
Lard

Pure in tierces

60 Ib. tubs aavance %

50 Ib. tubs___advance %

20 Ib. pails__advance %

10 Ib. palls=—-—-advance %

. pails advance 1

pails=——advance 1
11%
1

Compound tierces
Compound, tubs_"

Suasages
Bologna
Liver
Frankfort I"

Pork
Veal -
Tongue, Jellied

Headcheese

BinoKta Meats
Cer. 14-16 |b. @26
ICert Skmned

Hams,
Hams
ST I [ Y ——
Ham dried beef
Knuckles

California IHda ms

@38
—@17%
P|cn|c Bo ile

H
BoHed H am s

%25
.Minced Ham s
Bakon 4/6 Cert. 24 @31

Beef
Boneless, rump 28 00@36 00
Rump, new __ 29 00@35 00
Beef Liver
Calt &
or 83 10
RICE

Fancy Blue Rose
Fancy Head — o7

RUSKS
Dutch Tea Rusk Co.
Brand.

36 rolls, per case 425
18 rolls, per case__ 226
12 rolls, per case___ 150
12 cartons per case__170
18 cartons, per case_ 2 55
36 cartons, per case__6 00
SALERATUS
Arm and Hammer_3 76
SAL SODA

Granulated, 60 Ibs. ¢cs. 135

Granulated, 18-2% Ib
packages
COD FISH
Middles 20
Tablets, % Ib. Pure _ 19%
doz. T40
Wood boxes. Pure_30
Whole Cod 11%

TRADESMAN

HERRING
Holland Herring

Mixed, Kegs 15
Mixed, hal bb1—T1 35
Mixed, bbls 2 00
Milkers. l 25

S
Milkers, hal? bbTs._12 50
Milkers, bbls. _ ™ 24 50

Lake Herring
% Bbl., 100 Ibs. 6 50

Mackeral
Tubs, 60 Count, fy. fat 6 00
Pails. 10 Ib. Fancy fat 1 60

W hits Fish
Med. Fancy. 100 Ib. 13 on
Mllkers bbls. 18 50

K K Norway_ 19 5U
8 Ib pails 140
Cut Lunch™ 15
Boned, 10 Ib- boxes_ 16

SHOE BLACKENING
2in 1, Paste, doz. 13
E. Z. Combination, dz. 1 35

Dri-Foot, doz. 2 00
Bixbys, Dozz. 13
Shinoia, doz. 90
STOVE POLISH
Blackne, per doz. 135
Black Silk Liquid, dz. 1 35
Black Silk Paste, doz. 1 25
Enameline Paste, doz. 1 35
Enameline Liquid, dz. 1 35
E. Z. Liquid, per "doz. 140
Radium, per doz. 135
Rising 'sun, per doz. 135
654 Stove Enamel, dz. 2 80
Vulcanol. No. 5, doz. 95
Vulcanol. No. 10, doz. 1 35
Stovoil, per doz. 300
SALT

Colonial, 24, 2 1b.___ 80
Colonial. 30-1% 106
Colonial, lodized, 24-2 1
Med. No. 1 Bbls. 2 8
Med. No. 1. 100 lb. Bk. 95
Farmer Spec., 70 Ib

Packers Meat, 50 Ib. 57
Crushed Rock for Ice
cream, 100 85
Butter Salt 280 ‘Ib. bbl 4 24
Block, Ib. 40
Baker Salt, 260 1b, BbI. 4 10

14, 10 Ib., per bale__ 2 45
3 Ib., per_bale_—2 60
bags. Table” — wz

Old chkoxy, Smolﬁf
6-10 Ib.

FYee Run’g, 32 26 oz. 2 40
Five case lots 2 3

lodized, 32, 26 0z._2 40
Five case lots 2 30
BORAX

Twenty Mule Team

84, 1 Ib. packages_3 35
18 10 oz. packages_4 40
9. % oz. packages_4 00

CLEANSERS

80 can cases, 84.80 per case

WASHING POWDERS
Bon Ami Pd., 18a, box 1 90
Bon Ami Cake. 18s_1 02%
Brillo 85
Climallne, 4 doz. — . 4 20
Grandma, 100, 5 ¢ —- 350
Grandma, 24 Large — 3 50
Sold Dust. 100a----—---- 4 00

Gold Dust, 12 Large 3
Golden Rod, 24
La France Laun.; 4 dz 3
Old Dutch Clean. 4 dz. 3
octagon, 96s 3
Rinso, 40s 3
Rinso. 24s 5
3
4
3

%88882}1’

Rub No Mora, 100, I

Rub No More, 20 L
Spotless Cleanser, 48,

57% 88
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Speedee, 3 doz. 7
Sunbrlte, 2
Wyandote 48 4
Wyandot Deterg’s, 24s 2

SOAP

Am. Fatally, 100 box 0 14
Crystal Whlte 100 38
0s 475

?s Naptha 100 box 5 5n
Flake White, 10 box 3 60
Grdma White Na. 10s 3 75
Jan Rose. 100 box___ 7 85

NN

Fairy. 100 box no
Palm OI|ve 144 box 9 50
Lava 0 box 4 90
Octagon 120 5 00
Pummo, 100 box 48
Sweetheart. 100 boX _ 570
Grandpa Tar, 50 sm. 2 10
Grandpa Tar, 50 Ii;e 35n
Trilby Soap, 100. I0c 7 25
Williams Barber Bar, 95 50

Williams Mug, per doz. 48

SPICES

Whole Spices
Allspice, Jamaica @40
Cloves, Zanzibar__ @50
CaSS|a Canton "
Cassia, 5c pkg., dos. 060
Ginger, Africa-
Ginger, Cochh — 40
Mace. Penang
Mixed. No.
Mixed, 5c nkes., doz. @45
Nutmegs 70@ 90 59
Nutmegs. 105-1 lTJ_@SO
Pepper, Black

Pure Ground in Bulk

Allspice, Jamaica___ @40
Cloves, Zanzibar__ @53
Cassia. Gantop @os
Ginger, Corkln 33
M ustard %
Map«. PAmamrT
Pepper. Black @30
Nutmegs @43
Pepper, White__, @57
Pepper, Cayenne 40
Paorlka. Spanish 45
Seasoning
Chili Powder, 15¢c_ 1 3%
Celery Salt, 30z. %
Sage.” 2 oz. D
Onion Salt 135
Garlic  -—-----m——=——= 135
Ponelty, 3% oz. 325
Kitchen Bouquet_ 4 50
Laurel Leaves 20
Marjoram. 1 oz. 90
Savory, 1 oz. 90
Thyme, 1 oz. 0
Tumeric. 2% oz. 90
STARCH
Com
Kingsford, 40 Ibs. 9
Pow%ered bags %
Argo, 1 1b.” pkgs. 3 60
Cream 48—1 4 8
Quaker, 40-1 07%
Gloss
Argo, 48, 1 Ib. pkgs. 3 60
Argo, 12, 3 Ib. Ekgs 2 62
Argo, 8 5 1b fSkg 2 »7
Silver Gloss, 18 i's__ 11%
Elastic. 64 pkgs. _— 535
Tiger, 48-1 330
Tiger. 50 Ibs’ 06
SYRUP
Corn

Blue Karo, No. li% 284
Blue Karo. No. 5. 1dz. 4 03
Blue Karo. No. 10 383
Red Karo. No. 1% _ 305
Red Karo, No. 5 1dz. 4 29
Red Karo, No. 10 4 09
Imlit. Maple Flavor
Orange, No. 1%, 2 dz. 3 25
Orange, No. 5 1 doz. 4 99

Maple and Cano

Kanuck, per gal.___ 150
Kanuck, gal. can__ 650
Maple
Michigan, per gal._2 75
Welchs. per gal.'_— 32
COOKING OIL

. Mazola
Pints, 2doz. 6 75
uarts, 1 doz. 625
alf Gallons, 1 doz. 11 75
Gallons, % doz. 130

29
TABLE SAUCES

Lea & Perrin, large_ | 6 00
Lea & Perrin, small_3 35
Pepper
Royal Mint 2 40
Tobasco, 2 0z._____ 425
Sho You, 9 0z, doz._2 25
A-l, lar 475
A-l small_ ————"315
Caper, 207Z. 330

BIodgettBeckIe Co.
Royal Garden. % ’lb. 75

Royal Garden, % Ib. — 77
Japan
Medium _ 35@35
Choice 37@52
Fancy 52@61
No. 1°'N1bDsS
1 1Ib. pkg. Sifting____ 14
Gunpowder
Choice
Fancy 47
Ceylon
Pekoe, medium____ 57
English Breakfast
gongou @ﬁdlum 28
ongou, oice 35%36
Congou, Fancy —_42@43
Oolong
Medium 39
Choice 45
Fancy __.1 50
Coton, pI cone 20
Cotton, K/ Balls__ 42
Wool, 6 18
Cider. 40 Grain 23
W hite Wine, 80 grain.. 26
White Wine. 40 grain.. 19
WICKING
No. 0, per gross 80
No. 1l pergross 1 25
No. 2,pergross 1 50
No. 3.pergross 2 30
Peerless Rolls, pér doz. 90
Rochester, No. 2. doz. 50
Rochester, No. 3, doz. 2 00
Rayo, per doz. s

WOODENWARE
Baskets
Bushels, narrow band,
wire handles 17
Bushels, narrow band,
wood handles 180
Market, drop handle " 90
Market, single handle. 9%
Market, ~extra 160
Splint, large -----——— 8 50
Splint, medium 750
Splint, small ¢ 59
Churns
Barrel, 5 gal., each _. 2 40
Barrel. 10 gal each_ 2 55
3to 6 gal., pergal._ 16
10 gqt. Galvanized 2 60
cit Galvanized 285
Galvanized 310
12 qt Flaring_Gal. Trr 500
10 qt. Tin Dairy __ 4 00
Mouse, Wood, 4 holes.
Mouse, wood. 6 holes 70
Mouse, tin, 5 holes . 65
Rat, wood 100
Rat. spring 100
Mouse, spring_____ " 30
Tubs
Large Galvanized 875
Medium Galvanized 775
Small Galvanized___6 76
boards
Banner. V&a g . 6 50
Brass, single
Glass, single _ %&r}
Double Peerless___ 8 50
Single Peerless — 7 5f
Northern ?ueen 5 R
universa 725
i Wood Bowls
13 in. Butter 500
15 In. Butter = 9 no
. f wo M
iR BYiRE— - X
WRAPPING PAPER
N O /\A "k «*
Kraft Stripe n
£A T CAKE
dagic, y dS 570
Sunllght 3 doz _ # 70
S.east Foam 3 237(;35
Jeast Foam), 1% doz 1 35
8T—COMPRESSED,
elsc mann, peer doz. 30
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PLEAD GUILTY TO CHARGE.

Sears, Roebuck & Co. Admit Fraudu-
lent Advertising.

After persistent importunity a reply
has been received from Sears, Roebuck
& Co. to the charge of false and fraud-
ulent advertising the Tradesman laid
at their door. The reply is as follows:

MICHIGAN

the winter, starting next Monday, for
48 cents. This price is so much below
cost that the manager says the com-
pany will sustain a loss of $3,000 on
this item alone. He says this is the
penalty the company must pay because
the Tradesman exposed the fraudulent
practice and spread the word broad-
cast that Sears, Roebuck & Co. re-

Sears, Roebuck and Co.

Territorial O ffice

Mr. E. A. Stowe,

Michigan Tradesman,
lonia Ave.
Grand Rapids,
Stowe:

Dear Mr.

Chicago, 111.
November 7, 1930

and Louis St.
Michigan

The intance that you have referred

to in your letter in regard

to Palmolive Soap

had already been brought to our attention and

we can only say that

it

is the rankest kind

of an error on the part of the Store Manager

there.

o _ The matter is being taken up with
him immediately to avoid repetition.

I will be more than glad to have
you call to my attention any other cases that

you state have happened

in Grand Rapids.

Sincerely yours,

CBR:MW

The Tradesman is naturally very
much pleased over this acknowledg-
ment of guilt on the part of the Chi-
cago mail order house and thinks that
the reprimand it accorded its Grand
Rapids manager will be sufficiently
strong to cause him to refrain from
criminal practices hereafter.

On receipt of the above letter the
Tradesman called on Charles Urew,
local manager for Sears, Roebuck &
Co., who is a very pleasant gentleman.
He expressed himself as very sorry
over the falsehood published in the
local paper and also the falsehood
told by the saleswoman when she in-
sisted that Palmolive and Palm .soap
were the same. The girl clerk has
been discharged, but the manager and
advertising man who were responsible
for untrue advertising both remain in
the employ of the company. Because
this exposure of the false advertising
has given the company a bad name in
this community it has been decided to
advertise and offer 10 bars of Palm-
olive every Monday morning during

C. B. Roberts

sorted to unfair, unethical and crim-
inal advertising.

Mr. Drew says he has been a resi-
dent of Grand Rapids four months;
that he came here from Peoria, where
he clerked in an independent store;
that his wife has joined the West-
minster Presbyterian church; that he
proposes to become identified- with
boy scout work; that he gave $500 to
a local charity the other day and has
firm instructions from his house to

‘make liberal contributions to any good

cause which appeals to him. He says
np further attempt will be .made to
swindle the people by false and
fraudulent advertising. The Trades-
man takes this statement with a grain
of salt, because it*is fully conversant
with the many cases of fraudulent of-
fers the house makes in its catalogues
and the special offers made from time
to time.

The fellow who spends his time
creating dissatisfaction always demands
big pay for creating trouble.

TRADESMAN

Made a Million By Judicious Stock
Investments.

Dr. S. Porter Tuttle, who practiced
medicine in Grand Rapids, for about
thisty years, died about two months
ago, leaving an estate which schedules
more than $1,200,000. He never mar-
ried and lived in private apartments
adjacent to his office. He had no ex-
pensive habits or extravagant ideas of
living, but apparently never deprived
himself of any article which would
contribute to his comfort. He left his
estate to relatives, most of it to his
brother at Grant. The appraisal of his
estate by James H. Sheppard and
Walter F. Perschbacher discloses the
following possessions:

Real Estate.

Lot 12. Ball Park plat 950.00
Lot 16, Oakdale Park addition.. 800.00
Lot 17, Oakdale Park addition 500.00
Lot 18, Oakdale Park addition 500.00
Lot 20. Oakdale Park addition__ 200.00
Lot 4 Stewart’s addition 500.00
Lot 10 Heights addition 850.00
Lot 28 Burlingame 300.00
Lot 44 Burlingame 300!00
Lot 45 Burlingame 300!00
Lot 46 Burlingame 300!00
Lot 52 Burlingame 250.00
Lot 61 Burlingame 250.00
Lot 69 Burlingame 200.00
Lot 70 Burlingame 200.00
Lot 71 Burlingame 175.00
Lot at Pickeral Lake 95100

at Diamond Lake 1.775l00
Real Estate in Oregon | "00

Real Estate in Texas iloo
Land contracts 3,830!90
“Bonds.
Ama_lgamated Phosphate Co. 1.990.00
l. 1.085.00
Argentine Republlc 950.00
Auto Spec. Mfg. Co. 1.010.00
U. S. of Brazil 717.00
38th St. Corp. 980.00
City of Buenos Aires____ 992.00
Province of Buenos Aires 2.000.00
Chile 2.925.00
Chile 907.50
Chile _z 1.795.00
Chesapeake Corp.__ 1.007.50
Cities Service HZ 1.650.00
Cities Service HZ 790.00
Cities Service_ 1 12854375
Cities Service________ HI 890.00
Mediterranean R Co. _72727 3.120.00
Consolidated Coal Co. 465.00
Continental Qil Co. 972.00
Province of Cordoba. 960.00
Kingdom of Denmark 1.057.50
Federated Utilities 830.00
Republic of Finland 927.00
Republic of Finland HZ 2.995.00
Chas. B. Kelsey and wife 3'000.
Brazil _ 1.400.00
No. Ohio P. & (ZcoZZZ 2.040.00
Republic of Peru 1'300.00
Piedmont Ry. Co. '930.00
Pillsbury Flour C o 1.035.00
Portland Light Co 1.000.
Rio Grande _ 1.310.00
San Paulo 1ZZ2 '900.00
Savoy-Plaza Corp. 870.00
Des Moines Shrlne 600.00
Sinclair Oil C 1.045.00
Sinclair Crude O|I Co. 1.020.00

Sinclair Pipe Line Co. __ .
F|n|and = 815.00

ted Masonic Tempie ZZI1
Ut|I|t|es P.&L.C pp.__ 23{%88
Stocks.

American Bankers Ins. Co. 10.00
American L Co. 35.760.00
American Locomotive Co. 8.450.00
American Superpower Co. 6.247.50
Ananconda Copper Co. 5.824.00
Ark. Nat. 3.325.00
Asso. Gas & Elec 8.488.00
Asso. Tel. & Tel. Co.—_ 3'350.00
John Thomas Batts__ — 1.200.00
gordenI go. e 1.343.00
entral Copper Co .
Chapin _Store —JZZ 55888
Cities Service _____— HZ 48.918.02
Columbia G as ITrzi 15.154.00
Columbla Oil Corp. HI * "329.00

Wmonwealth & Southern 38.168.00
Curtlss Wright_ Hill | %‘3‘2288
DeForest Radio "H 906.25
Drug. Inc. 1.237.50
Elec. Bond & Share_____ 2.045.00
F'agoe M otors '150.00
Fed. Dis. Corp. 330.00
Globe Knitting Works 9.490.00
Ground Gripper Co. Hl1l "287.00
Holland Furnace Co._ 1.650.00
Inland U tilities_ — 2.162.50
Insull Utilities | 3.779.02
Ins. Investment Corp. 37.50
Ins. Securities 504.00
Int. Comb. Engineering__ 1.100.00
Int. Nickel Co. 4.272.00
Kelvinator Corp™ "430.00
Kennecott Copper Co.___ 1.340.00
Kreuger & Toll Co._ 4.332.75
Mass U tilities 675.00
Mich. Sugar. Co. 180.00
Midland nited 6.232.50

Midland Nat. G as _*_ 1.596.50
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Muskegon Piston Ring 962.00
National City Bank. N. Y . 8,805.00
Pacific Gas Co. 33.982.25
Packard Motor Co. 7.875.00
Pierce Oil Co. 59.85
Pierce Pet. Co. 123.50
Pure Qil Co. 2,740.00
Reo Motor Co. 2,350.00
Royal Dutch Co. 7,150.00
Standard G as 12,334.25
Standard Power 2,273.00
Studebaker Corp. 937

Submarine Boat 65!00
Twin States Nat. Gas 1,95000
Uhligd é%&P £:506:68
United Li 657,716 00
Utl’lltles S ?}59868
Wesson Oil 2,850.00
Wi illis-Overland 3,038.00

A summary of the complete estate
is as follows:

Real Estate f 9,302.00

Land Contracts ____ 3,407.44
Mortgages 42346
Bonds 182,053.75
Interest on bonds____ 2.322.96
Stocks 997,971.99
Bills rec. 230.60
Accounts rec. 3,015.86
Automobile '400.00
Jewelry HZ 235.00
Personal property 817.75
Cash Items 3,594.68

B R e — $1,204.375.39

The United States Postoffice Depart-
ment and Unemployment.

Two or three times since the estab-
lishment of rural free mail delivery the
carriers’ routes have been lengthened.
From about twenty-five miles at the
outset they have been extended to
around forty miles. Wfien the auto
had completely superseded the horse it
was possible on the shorter routes for
carriers to complete their work before
noon, and many worked all afternoon
at other gainful occupations.

At present carriers are paid accord-
ing to mileage, as it is impossible for
all routes to be of equal length. And
their compensation is generous, being
about four times as much for a carrier
as it was in the infancy of the system
thirty years ago.

From the point of economy we can
see that it was a wise move to lengthen
the routes and lessen both their number
and the number of carriers. Each car-
rd'ﬁr has his desk or table in the post-
office, there are now less employes to
supervise, less names on the payroll
and all that and their pay is sufficient
%9 that,they need not seek other em-
ployment when off postal duty.

But many rural mail patrons must
wait until afternoon for their most
convenient time to look it over. That,
of course, is a small matter in com-
parison to the unemployment problem
which all are looking to the Govern-
ment to help solve. Is the Postoffice
Department doing all it can along this
line? Here is a case in point:

mDexter, Washtenaw county, Mich.,
has had three rural carriers for years.
Recently one of the carriers, by reason
of age or length of service, was retired.
Was there a job for an unemployed
man? No, the district was divided be-
tween the other two carriers, increas-
ing their work and pay. It is safe to
say that neither wanted more work,
nor did either need more pay. Why
reduce the number of jobs? We can
account for this only by guessing that
a measure inaugurated some years ago
to cut down expenses is still in force
and must be followed until the proper
authority sees fit to amend it.

E. E. Whitney.

Racing your engine tears the motor
to pieces. Letting your ability go to
waste tears your future prospects to
pieces.
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Proceedings of the Grand Rapids
Bankruptcy Court.

Grand Rapids, Nov. 4—We have to-day
received the schedules, reference and ad-
judication in the matter of Frank E.
Lawrence, doing business as* Lawrence’s
Service Station. Bankrupt No. 42*95. The
matter has been referred to Charles B.
Blair as referee in bankruptcy. The
bankrupt is a resident of Grand Rapids.
The schedule shows assets of. $1,580 of
which $285 is claimed as exempt, with
liabilities of $1.437.03. The court has
written for funds and upon receipt of
same the first meeting of creditors will
be called.

Nov. 4. We have to-day received the
schedules, reference and adjudication in
the matter of Walter Bergman, Bankrupt
No. 4296. The matter has been referred
to Charles B. Blair as referee in bank-
ruptcgl The bankrupt is a resident of
Grand Rapids, and his occupation is that
of a carpenter. mThe schedule shows as-
sets of $1,315 of which $665 is claimed as
exempt, with liabilities of $2,211.71. The
court has written for funds and upon
receipt of same the first meeting of cred-
itors will be called.

Oct. 31. (Delayed). On this day was
held the first meeting of creditors in the
matter f Lorel R. Van Scyoc, Bankrupt
No. 4262. The bankrupt was present in
person and by attorney R. G. Goembel.
No creditors were present or represented.
No claims were proved and allowed. No

trustee was appointed. The bankrupt was'

sworn and examined without a reporter.
The first meeting then adjourned without
date, and the case has been closed and
returned to the district court, as a case
without assets.

On this day also was held the first
meeting of creditors in the matter of
Ernest R. Wimmermark. doing business
as Marmon-Roosevelt Sales Co., Bank-
rupt No. 4261 The bankru t was present
in person and represented by attorney
Joseph T. Riley. No creditors were
Ivesent or represented. No trustee was
appointed. Claims were proved and al-
lowedo. The bankrupt was sworn and
examined without a reporter. The first
meeting then adjourned without date,
and the case has been closed and returned
to the district court, as a case without
assets. "

Oct. 31. On this day was held the first
meeting of creditors” in the matter of
John Beluzsar. doing business as the
Avenue Market. Bankrup No. 4251. The
bankrupt was present in person and rep-
resented by attorneys Balgooyen & Cook.
Creditors were represented by attorneys
Smedley, Galpin & Dunn. Claims were
filed only. The bankrupt was sworn and
examined without a reporter. The cred-
itors failing to elect, the referee ap-
pointed Russell L. Straley, of Muskegon
as trustee, and placed his bond at $500.
‘ghe first meeting then adjourned without
ate.

In the matter of Lucy Otis, doing busi-
ness as the Club Cigar Store, Bankrupt
No. 4287. The sale of assets has been
called for Nov. 18. at the premises of
the bankrupt, 117 S. Jefferson street,
Hastings. The stock in trade c0n5|st|ng
of cigars, tobaccos, etc., appraised at
$30.85. Together with all fixtures used
in a cigar store, lunch room and pool
room, appraised at $1,292.30. All inter-
ested in such sale should be present at
the date and time above stated.

In the matter of Kersten Radio Equip-
ment. Inc.,, Bankrupt No. 4248. The sale
of assets has been called for Nov. 19. at
the premises formerly occupied by the
Bankrupt, 1415 Fullford street, Kalama-
zoo. All the stock in trade and fixtures,
consisting of machinery, office furniture
and fixtures, finished goods and work in
process and miscellaneous items, all used

in a retail radio equipment store, ap-
praised at $2,027.25. .
In the matter of Imperial Candy Co.,

Bankrupt No. 4286. The sale of assets
has been called for Nov. 18, at the prem-
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E. C. DeWitt & Co.,, Chicago 14.40
John Gilbert Chocolate Co., Jackson 28.20
W. A. Sheaffer Pen Co.. Ft. Mad-

ison. low a 147.44
Richard Hudnut. New Y ork 71.02
G. R. Calendar Co., Grand Rapids__17.14
Coca Cola Bottling Co., Muskegon 28.20
Bauer-Black. Chicago 2.26
G. R. News Co.. Grand Rapids_29.48
Colgate Palmolive Peet Co., Chicago 49.05
Heyboer Co., Grand Rapids 534.80
Ha'zeltine & Perkins Drug Co.,

Grand Rapids 409.24

Colton News Agency. Muskegon_ 71.73
Muskegon Candy Corp., Muskegon 198.88

Standard Service, Inc.,, Chicago___ 4250
Vanden Berge Cigar Co.. Grand R. 23.00
W. W. Richards Candy Co., Musk. 303.98
Steindler Paper Co., Muskegon 20.22
Freeman Dairy Co., Muskegon ~881.94
Francis Jiroch Co., Muskegon —1,100.00
Vallier Bell, Muskegon 50.00
FoFrrest E. Haines, Muskegon_ 37.60
Chamber of Commerce, Muskegon  50.00
Community Chest, Muskegon 20.00
Peoples Sta'te Bank, M uskegon___ 400.00
First National Bank. Boyne City__ 800.00
W, A. Stevenson, Muskegon__,  250.00
Hardy & Co., Muskegon 1_12.00
Grossman’s Dry Goods Co., Musk. 19.50
Friend, The Taylor, Muskegon____ 25.00
Bushop Furniture Co., Muskegon- 20.00
Dr. Geo. Lefevre, Muskegon 23.00
Karum’ Meat Market Muskegon 29.00
W hite Sewing Mach. Co., Muskegon 97.00
jnov. = we have to-day received the

schedules, reference and adjudication in
the ma'tter of Alvin L. Jackson. Bank-
rupt No. 4299. The matter has been re-
ferred to Charles B. Blair as referee in
bankruptcy. The bankrupt is a resident
of Muskegon. The schedules show assets

of none with liabilities of $46,450.44. The
court has written for funds and upon
receipt of same the first meeting of

creditors will be called.

Nov. 6. In the matter of B. S. Chapin,
Inc. , Bankrupt No. 4223. the referee’s
certificate on composition before the ad-
judication, with attendant schedules, has
een made and filed with the district
court.
Nov. 7. We have to-day received the
schedules, reference and adjudication in
the matter of Dick Vlastos, Bankrupt No.
4301. The matter has been referred to
Charles B. Blair as referee in bankruptcy.
The bankrupt is a resident of Kalamazoo,
and his occupation is that of a' laborer.
The schedule shows assets of $1,700 with
liabilities f $2,358.76. The court has writ-
ten for funds and upon receipt of same
the first meeting of creditors will be
called.
Nov. 7.
schedules,
the matter of

We have to-day received the
reference and adjudication in
Bernice W hipple,
Bankrupt No. 4300. The matter has been
referred to Charles B. Blair as referee
in bankruptcy. The bankrupt is a resi-
dent of Grand Rapids, and her occupation
is that of a police matron. The schedule
shows assets of $1,000 of which $500 is
claimed as exempt, with liabilities of
$1,037.78. The court has written for funds
and upon receipt of same the first meet-
ing® of creditors will be called.

Nov. 5. We have to-day received the
schedules, reference and adjudication in
the matter of Barneg . Mann, Bank-
rupt No. 4297. The bankrupt is a resi-
dent of New Buffalo, and his occupation
is that of a grocer and meat man. The
schedule shows assets of $2,48549 of
which $856 is claimed as exempt, with
liabilities of $6,186.57. The court has
written for funds and upon receipt of
same, the first meeting of creditors will
be called. The list of creditors of said
bankrupt is as follows:

McCray Refrig. Co., Kendallville,
In®- - $ 212.03

P.'J. Mann. Hammond. Ind. 1,000.60
Carrie C. Mann, New Buffalo 1,400.00
I. H. Knight. New Buffalo 63.70
W alter Thanning, Buchanan 83.00

New Buffalo State Bank. New Buf. 540.00
Kramer & Sons, Michigan C|t¥ Ind. 700.00
Carrie C. Mann. New Buffalo 300.00

TRADESMAN

Anton Ginzer. New Buffalo 15.33

Nov. 7. We have to-day received the
schedules, reference and adjudication in
the matter of Calvin Parcher, Bankrupt
No. 43020. The bankrupt is a' resident
of Grand Rapids, and his occupation is
that of a laborer. The schedule shows
assets of $250 of which the full amount
is. claimed as exempt, with liabilities of
$661.98. The court has written for funds
and upon receipt of sa'me the first meet-
ing of creditors will be called.

Nov. 6. We have to-day received the
schedules, reference and adjudication in
the matter of Morgan Motors, Inc., Bank-
rupt No. 4283. The bankrupl concern is
located at Niles. The schedule shows
assets of $6,316.34 with liabilities of $32,-

929.29. The first meeting of creditors
‘rlu\““ be called and note of same made
erein.

In the matter of Walter W. Porter and
Percy N. Barron, individually and as co-
partners as Porter-Barron Hardware Co.,
Bankrupt No. 3715. the trustee has here-
tofore filed his final report a'nd account,,
and a final meeting of creditors was held
Sept. 15. *The trustee was present in
person and by attorney Fred G. Stanley.
The bankrupts were represented by
Clair S. Beebe, attorney. The trustee’s
final report and account was considered
and approved and allowed. Claims were
proved and allowed. An order was made
for the payment of a first and final divi-
dend on individual claims in the estate of
W alter W. Porter, of 100 per cent. A
supplemental first dividend of 10 per cent,
and a final dividend of 9.83 per cent, was
ordered paid on all partnership claims.
No objections were made to the discharge
of the bankrupts. The final meeting then
adjourned without date, and the case
will be closed and returned to the dis-
trict court, in due course.

Oct. (Delayed). On this day was
held the first meeting of creditors in
the matter of Leroy Mohnke, Bankrupt
No. 4249. The bankrupt was present in
person and represented by attorney Dorr
Kuizema. No creditors were present or
represented. No claims were proved and
allowed. No trustee was appointed. The
bankrupt was sworn and examined with-
out a reporter. The first meeting then
adjourned without date, and the case has
been closed and returned to the district
court, as a case without assets.

Poor Buying Sure Route To Disaster.

There has never been any doubt that
railroad companies are in the habit of
buying supplies from concerns which
are good shippers on their lines. It is
not surprising, therefore, that evidence
concerning this practice which has
been taken recently by the Interstate
Commerce Commission should con-
firm the general belief. Railroad of-
ficials have been telling the Commis-
sion that “reciprocal buying,” as it is
called, is the rule* Some of them have
sought to invest it with sinister qual-
ities, as in the case of the Chicago &
North Western, which was said to
have been subjected to a boycott by a
lumber company that failed to obtain
orders for its products and proceeded
to give to the rule a reverse applica-
tion. In the main, however, railroad
men seemed to think it only natural
that favors should be swapped. F. W.
Sargent, president of the North West-
ern, went so far as to declare that he
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purely personal, men are likely to give
the benefit of any doubt to those who
help them or are in a position to do
so. Public carriers have a particular
obligation to conduct their business in
such a way as to avoid suspicion of
favoritism which may affect costs of
operation. They cannot with impunity
do anything that may disturb the rate
structure. The best hope of checking
reciprocal buying is through the in-
evitable consequences of any buying
that departs from sound business prin-

ciples. Poor buying, whatever its mo-
tive, is one of the sure routes to dis-
aster.

California State Convention at Beauti-
ful Del Monte.
(Continued from page 20)
Woolworth had leased a store. Many
old timers faded away from sheer
fright before they were hit. Others
prepared to “stand it as long as they

could.”

Woolworth opened. Papers of pins
which had been 10c at once were made
5¢ all over. Similar readjustments
were horizontally made. What re-
sult? Why, everybody in town did so
much more business with the new peo-
ple whom new methods attracted that
to-day all Eureka regards the coming
of keen competition as the remaking
of the town. So we know from plenty
of instances that there is no such thing
as a saturation point.

We also know that advertisers win.
And when men ask, as | was asked at
Del Monte, “How long must we keep
it up?” the answer is “as long as you
stay in business.” Advertising is trade
building. Is there a minute in any
merchant’s life when he can cease to
build trade? Paul Findlay.

B.ares Wats Dyartnart

Advertisements inserted under this head
for five cents a word the first insertion
and four cents a word for each subse-
quent continuous insertion. If set in
capital letters, double price. No charge
less than 50 cents. Small display adver-
tisements in this department, $4 per

inch. Payment with order is required, as
amounts are too small to open accounts.

WANTED—PARTNER. Well-establish-
ed. PAYING GROCERY and MARKET in

Southern Michigan. Address No. 354,
c/o Michigan Tradesman. 354
For Sale—A complete grocery stock,

store and fixtures in excellent neighbor-

hood community, showin fine annual
volume of business. Address No. 355
c/o Michigan Tradesman. 355

FOR RENT—Established ready-to-wear
business in Battle Creek, Michigan, now
owned and operated by Gilmore Brothers
Department Store of Kalamazoo, Mich-
igan. Rent $300 per month, includes heat,
use of complete fixture mstallauon carpet,
and office equipment. Possession at once.
GILMORE BROTHERS. Inc.

For Sale—Variety store in busy town.
Reasonably priced, for cash. Address
No. 349, c/o Mlchlgan Tradesman. 349

For Sale—A good going grocery and
meat business in Kalamazoo’s best neigh-

borhood community. For further infor-
mation, address No. 350, c/o Michigan
Tradesman. 350
For Rent—Store building suitable for
furniture. Good location for independent
or branch. Can give possession at.once.
Address No. 352. c/o Michigan Trades-
man; 352

I OFFER CASH«
For Retail Stores—Stocks—
Leases™—&all or Part,y
Telegraph—Write—Telephone

L. LEVINSOHN
Saginaw, Mich.
Telephone Riv 2263W
Established 1909
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DETROIT DOINGS.

Late Business News From Michigan’s
Metropolis.

George C. Don has opened the lodo
Drug Co. in a new location at 7142
Seven Mile road west.

Clarence Schneider, after the com-
plete remodeling and installation of
new fixtures, has opened the Schneider
Drug Co. at 8006 Grand River avenue.

Stanley Janiszewski has moved his
meat market from 7715 Vernor High-
way west to 9418 Joseph Campau
avenue.

The S. & D. Hardware has moved
from 9240 Joseph Campau avenue to
a new location at 9237 Joseph Cam-
pau avenue.

Alexander Goldstein has opened a
new drug store known as Goldstein’s
pharmacy at 100 Seven Mile road East.
Mr. Goldstein was formerly located at
8901 Oakland avenue.

A. U. Axelson, formerly located at
11501 Linwood avenue, has opened the
Baylis Pharmacy at 2339 Six Mile road
West.

C. H. Keegan has acquired the Se-
ville Drug Co. store at 3160 Second
boulevard and will operate it under
the name, Boulevard drug store.

F. H. Wilker has opened the Wilkers
Pharmacy at 12710 Fenkell avenue, the
location formerly occupied by L. R.
Keillor.

J. W. Bradshaw has taken over the
Buchanan & Dean drug store, located
at 941 North Main street, Royal Oak,
and will operate it as the Bradshaw
pharmacy. Mr. Bradshaw also operates
a drug store at 11901 Gratiot avenue.

The estate of J. C. Strausbaugh has
succeeded Harold Knudson in the drug
business at 6835 Jefferson avenue east.

Robert A. Wolf has moved his drug
business from 12901 Kercheval avenue
to a new location at 12847 Kercheval
avenue.

Edmunl Bolio has opened the Bolio
pharmacy at 4100 Joy road in the loca-
tion formerly occupied by the Seigel
pharmacy.

Gus Alexander, formerly located at
Seven Mile road East and Van Dyke
avenue, has acquired the drug business
of Stanley Temrowski at 16036 Harper
avenue.

The Wayne Market Co., formerly lo-
cated at Hamilton avenue and Seward
avenue, has moved to larger quarters
at 7744 Woodward avenue.

John Eskra has opened a grocery
and meat market at 13570 Charest
street, the location formerly occupied
by F. Sladowski.

S. Robins has opened a new drug
store at 16703 Warren avenue East to
be known as Robins Drugs.

A. L. Turner has recently opened
the Regal Drug Co. at 8300 Charlevoix
street. Mr. Turner has previously been
located at 3210 Mack avenue.

Clarnce Fisher and Edward Wehner
have taken over the Fisher and Moran
drug store located at 16656 Harper
avenue and will operate as the Fisher
and Wehner Drug Co.

Russell W. Swhier, formerly located
at Nine Mile road East and Mack
avenue, has taken over the drug store
previously operated by F. W. Leonard
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at 17201 Mack avenue. The store is
now known as the Swhier Pharmacy.

Stanley D. Hunt has moved from
16914 Log Cabin avenue to a new
location at 17242 John R street.

Max Millman and Harold Ellias
have opened the Monarch Drug Co.
at 5550 Warren avenue West, the loca-
tion formerly occupied by the Janssen
and Farrell Drug Co. Mr. Millman
was previously located at 4846 Liver-
nois avenue.

Fred J. Des Autels, hardware dealer
at 5852 Fort street West, opened a
second hardware store at 4136 Oak-
wood in Melvindale, Nov. 1

Carl F. Koeppen has recently opened
a meat market at 12708 Elmdale
avenue.

A. Ustin is now operating the gro-
cery and meat market at 13445 Glen-
field avenue.

James Courtney has succeeded D.
Vandevelde in the grocery store at
11731 Chalmers avenue.

S. J. Tichenor has taken over the
drug business of M. J. Crandall at
11731 Chalmers avenue.

C. A. Ross is now operating the gro-
cery store and meat market at 14523
Linnhurst avenue, which was formerly
owned by A. J. Hall.

Joseph R. Kobetis has opened a meat
market at 14704 Seven Mile road East,
under the name Acme Provision Co.

A. Ghekiere has recently added a
line of groceries to his meat market at
14479 Gratiot avenue.

M. Joseph has succeeded J. Thomas
in the grocery and meat business at
5401 Hastings street.

A grocery store and meat market
has recently been opened at 4241 Penn-
sylvania avenue by M. Toohey.

Mrs. L. Mankle has moved her gro-
cery store from 1703 Concord avenue
to larger quarters at 9100 Forest
avenue East.

A. B. Whale recently opened a drug
store at 8215 Beaubien street.

A new grocery store has been open-
ed at 7503 Brush street by M. Phillips.

Mrs. Jennie Vivian has taken over
the Dixie confectionery at 15038 Hous
ton avenue, and has added a line of
shelf groceries.

A joint meeting of the Michigan
State Jewelers’ Association and the
Greater Detroit Retail Jewelers’ As-
sociation was recently held at the
Book-Cadillac Hotel, according to
Wm. P. Fenske, publicity director of
the local association. The purpose of
the meeting was to formulate plans for
the 1931 convention of the National
Retail Jewelers” Association which will
be held in Detroit the week of Sept.
13, 1931. The Book-Cadillac Hotel has
been chosen headquarters for the gath-
ering. Mr. Fenske, who was elected
local chairman of the 1931 convention
committee, reports that this conven-
tion will bring more than 1,000 jewel-
ers from all parts of the country to
Detroit next year.

Hardware merchants of Detroit and
vicinity gathered at the Detroit Leland
hotel on Monday evening, to attend
the tenth annual district group meeting
of the Michigan Retail Hardware As-
sociiRion, according to Frederick A
Harms, president of the Detroit Asso-
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ciation. The meeting was preceded by
a dinner served at 7 o’clock. The prin-
cipal speaker of the evening was
Hobert C. Beatty, of Clinton, Illinois,
a past president of the National Retail
Hardware Association. L. S. Swine-
hart, of Marine City, the Michigan
State field secretary, also addressed the
gathering.

Nash’s new policy of advertising de-
livered instead of list prices on its
products is attracting interest among
Detroit motor car executives. In in-
augurating the new system Nash took
a step, the wisdom of which has been
debated in every sector of the industry.
After debating it the industry adhered
to the policy of advertising list prices
until the Kenosha manufacturer de-
cided to follow the new pathway. The
list price policy preference has been
based upon the fact that advertising
delivered prices involved too much de-
tail work in the preparation of Na-
tional advertising copy. So far no one
has decided to follow the Nash exam-
ple. Executives here are waiting for
evidence of the public’s reaction to the
change.

Here in Detroit the Chicago Auto-
mobile Salon is being looked upon as
the first broadside in the 1931 selling
campaign. While the salon is pri-
marily a style show inlvolving luxury
cars that appeal to a limited class, it
will reflect the interest of this class in
1931 motor cars. To that extent it
will be a barometer of what the in-
dustry can expect when the National
automobile show ushers in the best
sellers on a mass scale.

That two of the fastest-selling lines
of cars in the United States will make
their appearance in 1931 guise this
month, instead of in January, is re-
garded as almost certain here. In the
case of one, the lowest-priced six, the
stage is believed to be all set for an
earlier introduction this year than ever
before. Not the slightest hint is heard,
however, as to what the changes in
this model will be«

The other new series anticipated this
month is the six and eight cylinder
lines of a pioneer Detroit independent.
The company’s last financial statement
pointed out that the plant is now being
retooled for the production of a new
line of cars.

Figures indicating the effect of new
models as sales stimulants are watched
with especial interest in Detroit these
days. Those of Reo are the latest to
get general attention. That new lines
do have a stimulating effect is the
interpretation placed upon the figures.
The introduction of the Reo Royale
and new Flying Clouds was followed
by 2,365 retail sales during the latter
half of October. This represented a
gain of 112 per cent, over October,
1929, and an increase of 237 per cent,
over September of this year.

Look Out For This Swindler.

The Tradesman is in receipt of .a
letter from Douglas Anderson of the
Detroit office of the Pillsbury Flour
Mills Co., of Minneapolis, warning the
merchants of Michigan to be on the
watch for a young man who repre-
sents himself as an employe of the
Pillsbury Co., and is hiring salesmen
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for the company and demanding bond
money of from $5 to $15 from each
man so hired. After he obtains money
from a few men in a town he leaves.
The man, Mr. Anderson says, is not
an employe of the Pillsbury Co. and is
an imposter.

The letter adds that the “salesman”
in some cases has obtained the names
of young men looking for work from
pastors of local churches and in other
cases has obtained prospects from em-
ployment bureaus at universities. He
is described as being 6 feet 2 inches
tall, with light complexion, slightly
curly hair, blue eyes, and a thin light

mustache. He is said to have given
the names of Kelly, Kellar, and
Murray.

His operations to date have been
confined to Michigan, Wisconsin,
Indiana and Illinois.

“This man is an imposter and does
not represent our company,” Mr. An-

derson states in his letter.
Second Generation of Tradesman
Admirers.

Mt. Pleasant, Nov. 6—Your welcome
letter received and | certainly am
sorrv that | was out at the time you
called at the store. We are glad that
you like the store, as you should be a
good 'udqg of what a good_store should

e. My brother, H. 'G. Gover, and |
are co-partners in this and the other
store which is near the Teachers’ Col-
lege here.

Father used to be in business at
Palo, a small town near lonia. If not
one of Your original subscribers, he
was nearly so. | believe Lee Hutchins
was in _lonia at that time and father
knew him there. Father was an Eng-
lishman, coming from London to this
country when he was 21 years old. He
always took the Tradesman and | have
heard him praise it many times.

Mother was raised in Clinton county,
her father being Dr. Hollister, of
Maple Rapids, who was one of the
pioneer doctors that are now gone.
| have read the Tradesman all my
life and used to read the fiction stones
that were usually written with a moral
along business” lines. | have often
wondered if a short story in each is-
sue would be advisable.

The oil business is dull here because
of the Jpoor market and over cs)roduc-
tion. N. D. Gover.

Won Unanimous _Decision Against
Chains. ) )
_ Yale, Nov. 8—I am making applica-
tion for the debate handbook you have
compiled on_the chain store “question
and are distributing to schools through
subscribers of your paper. Taylor &
Beadle, of Yale, take your paper and
have loaned copies of it to us. There-
fore, 1 hope we are eligible to receive
one of the handbooks.
_ It may interest you to know that
in a debate, held here last_evening our
team, upholding the independents
against the chains, won a unanimous
decision from the judges.
M>ss Edith Nystrom,
Debate Coach.

Beans and Peas—The same story is
to be told of dried beans. This mer-
chandise is neglected and prices are
tending downward with a very poor de-
mand. Dried peas are in the same
condition.

Syrup and Molasses—The week has
brought no changes in sugar syrup.
Prices are maintained and demand is
fair.  Compound syrup is still dull in
spite of the cooler weather and the
present comparatively low prices are
expected to increase the demand very
shortly. Molasses, shows no change
for the week. Fair demand.



