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T o  Fight for Man and God

It is great to be out where the fight is strong,
To be where the heaviest troops belong,
A nd to fight there for man and God.

Oh, it seams the face and it tires the brain,
It strains the arm  till one’s friend is pain,
In the fight for man and God.

But it’s great to be out where the fight is strong, 
To be where the heaviest troops belong,
A nd to fight there for man and God.

Trees
Many a tree is found in the wood,
A nd every tree for its use is good:
Some for the strength of the gnarled root,
Some for the sweetness of flower or fruit,
Some for shelter against the storm,
A nd some to keep the hearthstone warm;
Some for the roof and some for the beam,
A nd some for a boat to breast the storm.
In the wealth of the wood, since the world began 
The trees have offered their gifts to man.

H enry van Dyke.



Healthy IL 
Customers

Buy groceries
In Fleischmann’s national advertising in 

magazines, newspapers, and over the radio, 

the world’s leading doctors are telling mil­

lions of people about die value of fresh 

Yeast as a health food. As a consequence, 

more and more people are eating Yeast. 

And they are buying their Yeast from the 

grocer who sells Fleischmann’s Yeast.

Tie up with Fleischmann advertising—and 

push Fleischmann’s Yeast. It means more 

profits for you.

F l e i s c h m a n n ’s
Y e a s t  service

BIG REASONS
why you should push 
STANDARD BRANDS  

PRODUCTS

1 — Prompt service and 
frequent deliveries.

2 — Small stocks prop­
erly regulated re­
quire small invest­
ments.

3 — Quick turnover and  
quick profits.

4 — A reputation for 
freshness with every  
product.

g —Nation-wide adver. 
tising.

W HY KEEP UP-TO-DATE?
Here’s one answer. Because it is the up-to-date merchant who is suc­
cessful No longer is it possible to retain customers if the store equip­
ment is antiquated, the stock unattractive, the shelves disorderly, the 
stock untidy.

Terrell steel wall and counter shelving will make your store attractive. 
Easily erected from standardized parts, with adjustable shelves, Terrell 
shelving is lasting, attractive, flexible, sanitary and economical.

LET US HELP YOU MODERNIZE YOUR STORE

TERRELL'S EQUIPMENT 
COMPANY

GRAND RAPIDS, MICHIGAN

Form er V ice-P resid en t  
Marshall made the state­
ment that the greatest need 
this country had was for a 
good 5 cent cigar.

His dream has been realized 
for in

Lee & Cady machine made 
cigars the exacting smoker 
finds the satisfaction that 
quality alone produces — 
a quality that is generally 
confined to higher priced 
cigars.

Cigar smokers are indicat­
ing that Lee & Cady ma­
chine made cigars have 
found favor by a tre ­
mendous repeating busi­
ness.

LEEj &  CA DY
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Annual Meeting and Ball of Grand 
Rapids Council.

The annual meeting of 'Grand Rapids 
Council, No. 131, United Commercial 
Travelers of America, was held in 
their regular meeting place, the George 
L. Young building, 21 Ionia avenue. 
The annual reports of the Secretary- 
Treasurer were read during the morn­
ing session and our standing, both as 
to membership and finances, was 
really more encouraging than many of 
us expected at the close of a year of 
depression.

The Salesmans Club of Grand Rap­
ids acted as hosts to the members of 
the Council at lunch, which gave us a 
fine opportunity to renew old acquaint­
ances and form some new ones. The 
association of the two organizations 
has been mutually helpful in the past 
and by team work in the future, both 
the Council and the Club will be ma­
terially strengthened.

During the afternoon session two 
very able men united with Council No. 
131, William Edwin Starkweather, liv­
ing at 1140 Lake Michigan drive, and 
Arthur Rademaker, residing at 510 
Valley avenue, Grand Rapids. Both 
of the new brothers represent the 
Premier Malt Sales Co., of Chicago. 
We cordially welcome them into our 
organization.

The annual election was held, which 
resulted in the choice of the following 
officers:

Senior Counselor—Leo L. Lozier.
Past Senior Counselor—Abraham 

Bosnian.
Junior Counselor—Bertram C. Sax­

ton.
Secretary - Treasurer :— Homer R. 

Bradfield.
Conductor—Gerald J. Wagner.
Page—Gilbert Ohlman.
Sentinel—Chas. H. 'Ghysels.
Chaplain—Rutledge W. Radcliffe.
D. J. Riordan, Grand Senior Coun­

selor of Michigan, was with us during 
the afternoon session and gave us one 
of his brief," snappy, helpful talks, 
which was appreciated by all oresent. 
He was on. the program for a real

speech at the banquet, which was held 
in the evening, but he found it neces­
sary to leave our city for his home in 
Lansing immediately at the close of 
the session.

The twenty-ninth annual banquet 
and ball was held in the Masonic 
Temple at 6:30 p. m. The banquet 
was formally opened by singing Amer­
ica. The invocation was then given 
by Chaplain R. W. Radcliffe.

The dinner menu was the king’s 
choice and consisted of the following: 
Fruit canape, celery, olives and pickles, 
fricasseed chicken, biscuits, gravy, 
mashed potatoes, vegetable plate, head 
lettuce with 1000 island dressing, Ice 
cream, assorted cakes and coffee. It 
was unanimously decided that the chef 
had not stinted when it came to por­
tions, chicken all one could eat, and 
more on the way and cooked like 
mother would herself. The tables 
were decorated beautifully with a large 
center piece of daffodils, which gave a 
decided contrast to the howling storm 
outside. A trio composed of cello 
played by Louise Ann Gronn, John 
Lachmet, violin, and Betty Behler, 
piano, gave a dinner musical program.

Dinner being over, the chairman, 
G. J. Wagner, introduced the toast»- 
master of the evening—Grand Sentinel 
Allen F. Rockwell, who with his spicy 
stories and witty sayings got the audi­
ence in an uproar. A song by Miss 
Alida VandenBerge, accompanied by 
Mrs. Milo DeVries, was warmly ap­
plauded, followed by a reading by Miss 
Eileen Ghysels, which was received so 
enthusiastically that it called for a 
double encore. The president of the 
Ladies Auxiliary, Mrs. F. L. Kuehne, 
told of the work of that body during 
the past year and introduced its vari­
ous officers. She also extended an in­
vitation of membership to any coun­
selor’s wife. The ladies are doing a 
great work and the Council is highly 
appreciative.

The Senior Cou'nselor, L. L. Lozier, 
gave an interesting, snappy talk on 
banquets of the past and what we hope 
to accomplish as a body during the en­
suing year. A song by R. L. Bender 
was roundly cheered, necessitating two 
more, which leads us to believe that 
Bob is becoming very popular as an 
entertainer in our midst.

The climax of the evening was reach­
ed in the address by the Rev. J. W. 
Hailwood, which kept the audience 
rocking with laughter from start to 
finish. The program closed with a 
song by Miss VandenBerge and the 
guests retired while the room was put 
in order for dancing. Frank West’s 
Varsity Vagabonds furnished the music 
to trip the light fantastic until 11:45 
p. m.

Favors were furnished by the fol­
lowing: Hartnett’s Flower Shop, Lor- 
illard Tobacco Co., Marietta Stanley, 
ifatipnal Candy Co„ Schpst Biscuit

Co., VandenBerge Cigar Co., Voigt 
Milling Co. and Woodhouse Co.

The annual banquet and ball was a 
success from every angle and much 
credit is due the chairman, G. J. Wag­
ner and his able staff.

H. W. Carsten.

Recent Mercantile News From Ohio.
Cincinnati—A dissolution of the Big 

Three Overall Manufacturing Co., Inc., 
is in process but it will have no bearing 
upon the future of the Big Three prod­
uct, according to David Levy, treasur­
er of the company. He said that the 
Big Three will continue to be offered 
to the trade and that the present in­
debtedness of the company will be 
liquidated with creditors receiving 100 
per cent, of their claims. He declined 
further comment at present. Mr. Levy 
declined to comment on the report that 
liquidation was for the purpose of re­
suming on a non-union basis.

Cleveland—Morris Black, president 
of the Lindner Co., Cleveland, and its 
two branch stores at Erie and Mans­
field, and the Blackmore Co., Toledo, 
Groton Co., Elmira, and Morton Co., 
Binghamton, N. Y., are joining the 
Cavendish Trading 'Corp., effective 
March 16. For the past year Lindner 
Coy has maintained its own office at 
25 West 45th street, New York. This 
will be given up. For ten years Lind­
ner Coy was affiliated with the Spec­
ialty Stores Association. The Gorton 
Co. will move this week to its newly 
completed quarters at Water and Main 
streets. Until recently Lindner Coy 
was affiliated with Barden & Allen, 
commission buying office.

Toledo—In answer to the involun­
tary petition in bankruptcy filed against 
the Modern Furniture Co. in the U. S. 
District Court here the debtor firm 
denies the allegations contained in the 
petition. The act of bankruptcy al­
leged was that the Modern Furniture 
Co. had made payments to the Sam 
Davis Co. and the Sam Davis Invest­
ment Co., which constituted prefer­
ences, and that they were made with 
the intent to prefer creditors. A de­
mand for a jury trial has been filed 
and it is understood that this trial will 
be held in the near future.

Lisbon—Lucile Bonnell, of Leetonia, 
owner of 50 shares of stock in the Citi­
zens store, a general merchandise store 
near East Liverpool, has filed a peti­
tion in Common Pleas Court here ask­
ing for dissolution of the company. Ac­
counts receivable, the petition states, 
are $397; liabilities $16,950. Most all 
of the stockholders are from East 
Liverpool.

Columbus—'Liquidation of the vari­
ous units of the American Retail Stores 
Co., which was placed in the U. S. 
District Court at Columbus in bank­
ruptcy proceedings, and which were 
sold at receiver’s sale, is proceeding 
rapidly with most of the stpres entirely 
closed out,

Barberton—Harry Friedland, trading 
as Bon Ton, wearing apparel, has filed 
a voluntary petition in bankruptcy in 
.the U. S. District Court at Cleveland, 
listing liabilities of $3,324 and assets 
of $2,725.

Cincinnati—'Edward F. Peters, sec­
retary of the Cincinnati Retail Mer­
chants’ Association, was found shot to 
death in his office in the Keith build­
ing here. The wound was self-inflicted, 
according to police reports. It is be­
lieved that he was toying with an army 
revolver, with which he was shot, 
when it accidentally was fired.

Cleveland—Morris R. Block, retail 
men’s furnishings, has filed a vlountary 
petition in bankruptcy in the U. S. 
District Court here, listing liabilities 
of $2,698 and assets of $2,250.

Cincinnati—'Louis Ohlendorf, trading 
as Otto Bobe, retail carpets and furni­
ture, 1408 Main street, filed a volun­
tary petition in bankruptcy in the U. 
S. District 'Court here, listing liabilities 
of $6,837 and assets of $1,875.

Rocky Ridge—The Rocky Ridge 
Mercantile Co., general merchandise, 
has filed involuntary bankruptcy pro­
ceedings in the U. S. District Court at 
Toledo. The petitioning creditors 
were: The Page Dairy Co., Toledo, 
$393; The M. I. Wilcox Co., Toledo, 
$37; Simmons Hardware Co., Toledo, 
$223.

Cincinnati — The McCullough-Ash- 
ton Furniture Co., retail furniture, 5 
West Pearl street, lists assets of $16,- 
502, of which $5,254 is open accounts, 
$2,701 unliquidated claims, and $8,446 
deposits of money in bank and else­
where. Liabilities are $30,147, of 
which $26,433 is unsecured.

Can There Be a Perfect Primary Elec­
tion Law?

"If the candidates for the mayoralty 
of Chicago who opposed Thompson 
had desired the good of the people 
more than their own honor or prefer­
ment' they might have united in sup­
port of one of their own number and 
so defeated Thompson. But would 
they have so united without a bargain 
with the selected candidate in regard 
to the bestowal of favors in his ap- 
poinments in case of election? Could 
an honorable man so bargain? Would 
he not thereby lose his freedom and 
independence in directing affairs for 
the public good?

How can we retain the good feat­
ures of the primary election law and 
eliminate those who defeat the will of 
a majority of the voters? Michigan had 
a similar experience to that of Chicago 
when we had seven candidates for gov­
ernor, and the most undesirable one 
was elected. E. E. Whitney.

Ludington—Preparations for manu­
facture of veneer and production of 
fruit packages April 1 are being di­
rected by L. G. Jebavy at his basket 
factory at Washington bridge,
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TO AVOID CRASH OF PANICS

Banish Poverty—Reduce Crime—In­
crease Buying Power.

It is amusing, were it not for the 
gravity of the situation to read the 
views df economic writers who are 
trying to convince the American peo­
ple they should continue their past 
standard of living as a means to restore 
prosperity and a cure for the economic 
depression.

The Bankers’ Associations and bank­
ers in general are accused of conspir­
ing against the business interests of 
the country, by urging people to be 
economical and thrifty. It may be as­
sumed that these writers believe that 
bankers are naturally selfish and urge 
economy and saving for gain from the 
funds entrusted to them.

This is probably the first time in the 
history of financial depressions that the 
cause has been attributed, at least in 
part, to economy and thrift. If these 
economic writers would get out among 
the great mass of the people, especial­
ly those engaged in agriculture, they 
would learn much as to the truth of 
the situations.

They are in fear that the standard of 
living will be lowered and that indus­
try will suffer accordingly. Standards 
of living naturally vary according to 
income and the desire of the individual. 
One who has been accustomed to a 
certain living standard will seldom 
lower it, unless compelled by circum­
stances. To-day you will find little 
change in the expenditures of those 
who have liberal incomes. Those with 
incomes reduced wisely restrict their 
buying. It is true, there are many 
people who seek to retain a living 
standard they now cannot meet and 
have used their credit unwisely to this 
end.

Some economic writers seem to 
think that bankers grab up the savings 
of the people and hold them, thus de­
priving business of the money it needs. 
They do not stop to consider that idle 
money is not profitable to banks, no 
more than it is to general business. In 
fact, idle money would be a loss to 
banks as they pay depositors for its 
use. The business of the banker is to 
safely loan out the funds of the de­
positor, except that part he must hold 
as lawful reserve. This money is 
loaned out to all lines of business hav­
ing sufficient security of credit.

The great plea of many writers to­
day sounds a false note of economics. 
They are urging the people to raise 
their present standard of living. To 
buy more of the products of the fac­
tories, even though the products are 
luxuries, and this will move business 
off the dead center and the wheels of 
industry will continue to move. “Buy 
a bale of cotton,” “Buy a new auto­
mobile, a new radio or a frigidaire.” I 
quote from a recent forum article: 
“We did not buy these luxuries because 
we prospered. It is more to the point 
to say that we prospered because we 
bought these luxuries.” If you believe 
in this theory, try it out, especially if 
you have moderate or small means.

The bankers do not wish to lower 
the standard of living, as charged, but 
they are vitally interested in people 
living within their income. They even 
advise to not live up the entire income,

but to save a part of it for a reserve 
to meet possible sickness, accidents and 
old age. The present unemployment 
situation, represents in a large way, the 
effect of a standard of living which 
used up the entire income of many, so 
when employment stopped, their buy­
ing power was over and it becomes 
necessary for public relief.

It might be well to consider what 
brought on the present economic crisis. 
We are supposed to be the leading 
Nation in education, science and 
wealth. With all of our education and 
our wonderful industrial and financial 
progress, why have our economists and 
leaders in industry failed to keep busi­
ness upon an even keel? Our coun­
try was not visited with pestilence nor 
fafnine. Nature had been kind to us 
except in a few localities, which suf­
fered from floods or drouth. These 
were not the causes, as the depression 
commenced three years ago. We must 
conclude that the present crisis is man­
made. It is more severe than any 
which have preceded it and it will take 
longer to get back to normal.

We cannot get back by buying lux­
uries. Let us examine the condition 
of agriculture. I have before me the 
annual report of the Federal Land 
Bank of St. Paul, Minn., which shows 
it had full title to 1,314 farms, Dec. 31, 
1930. At the same time there were 
11.03 per cent, of installment delin­
quencies, the amount being 7.7 per 
cent, the year before. The bank is now 
well into the business of farming. This 
is the situation with many banks in 
farming communities.

The farmers have always been large 
buyers and consumers of the products 
of industry. While they were in a posi­
tion to buy, they kept business of all 
kinds moving actively. Farmers are 
the class of customers industry needs 
and must have, if it continues to pros­
per. It is an old and true saying that 
wealth always begins at the soil. 
Mother earth has been kind and gen­
erous to this Nation. Some believe 
she has been too generous and, as a 
result, we are suffering from over pro­
duction. The lowest prices in a gen­
eration seem to bear out this theory. 
But when you come to consider the 
vast amount of poverty and the dis­
tress of unemployment, we see that 
buying power for the farmers’ products 
is way below normal. No one is dying 
from starvation, but they are living 
upon a greatly restricted menu, and 
this has much to do with low farm 
prices. No one is better acquainted 
with the condition of agriculture than 
the country banker and he will not ad­
vise the buying of luxuries, nor a 
higher standard of living which takes 
the entire income.

The law of economics governs the 
welfare of nations and society. It op­
erates in big business or in little busi­
ness, the same as it affects the lives of 
all of us. The day is coming when our 
educators will realize the necessity of 
teaching this law in all of our schools 
and colleges. It is not a technical 
principle that only the brain of few 
can understand. It is not like Ein­
stein’s theory of Relativity, which it is 
said only a dozen scientists can com­
prehend. Economic law is founded 
upon old-fashioned common sense.

Sometimes we invent a new name for 
that which is not new.

When we get the right kind of 
foundation under our commercial struc­
ture, the walls will not break and sag 
downward every few years, causing 
loss and distress. When we learn to 
banish the injurious propaganda which 
has been sponsored so effectively .by’ 
big business, proclaiming the way to 
prosperity was to buy their product 
and help maintain a “high standard of 
living,” advice too many people ac­
cepted. “Your credit is good,” so 
everyone was told. “Only a small pay­
ment down and a little, which you will 
not miss, each month.” High powered 
salesmanship combed the country, and 
the instructions were to “get the 
money.”

Country communities were canvassed. 
Loan associations, bond houses and 
public utilities paid a commission to 
employes for selling their stock. They 
told country bank depositors they were 
foolish to leave their savings in the 
bank at 4 per cent. Many took their 
advice and the money was transferred 
to the large cities, which depleted the 
country banks. To-day the country 
banks are short of funds and unable to 
collect their notes and mortgage inter­
est, and therefore not in position to 
meet the actual needs for carrying on 
farming operations. Country investors 
have experienced heavy losses on in­
vestments sold them by city solicitors. 
They would be glad to see their money 
back in the home bank drawing inter­
est and helping local business.

Go among the farmers to-day and 
ask them to buy luxuries and to raise 
the standard of living. Go out in the 
cities and tell the great mass of labor­
ing people to spend more. Call upon 
the smaller merchants and people of 
modest incomes and ask them to help 
bring back prosperity by buying lux­
uries and things they do not need. If 
you would meet them face to face and 
make this request they would think 
there was something wrong with your 
head and would tell you so. Like the 
man who tried to lift himself by his 
bootstraps he found it could not be 
done.

The country is suffering from an 
overdose of high pressure selling. It 
worked as long as the pressure could 
be kept up. When the purse became 
empty and credit was gone, then the 
bubble burst. You 'might as well try 
to inflate a ibursted toy balloon as to 
try to inflate buying power into a 
great mass of people who are financially 
broke or next to it. The same law 
governs a nation as an individual. 
When one starts out on a spending 
spree, either with money he has saved 
or received as a gift, he can continue 
only so long as his income and reserve 
hold out. He may even use up his 
credit, but when these are gone then 
his buying power has collapsed. The 
only thing he can do to get back on 
his feet is to change his standard of 
living. He cannot raise it, so he will 
have to be content with a lower stand­
ard of living until he can afford one 
higher. He must economize. He must 
live within his income, however small. 
He must save and pay his debts as fast 
as he can. When he does this, others 
begin to have faith in him. He sees his 
mistake an<) he 'begins to save his

money. He does not buy luxuries. He 
buys only what he must have. In 
time he has money again and his buy­
ing power is restored. This is the only 
safe course the people can take to re­
store buying power, which will gradu­
ally raise the standard of living.

When we correct the causes of re­
curring panics, we are going to do it 
with education. We must start in our 
public schools, for we must train every 
child if we are to succeed. We have 
first got to recognize each sense with 
which a child is endowed. The spirit­
ual, intellectual and physical Our 
present educational system has been 
training the intellectual and physical 
and neglecting the spiritual side of 
child life, hence the increase in crime 
among youth. Our intellectual train­
ing is highly commercialized and the 
goal is largely the dollar. We must 
train the spiritual sense, to broaden 
the foundation for character building. 
We must make our society more hu­
manitarian. We must curb selfishness 
and greed.

This is at the bottom of our eco­
nomic troubles. When we learn to 
recognize the “brotherhood of man” 
and to lift the cross from the shoulders 
of the oppressed, when we arise and 
stop the concentration of wealth into 
the hands of a few, when we learn 
that to “live and let live” is a righteous 
command, then there will be plenty for 
all and to spare.

It is a shame and disgrace to this 
Nation to be plunged into its present 
situation. If other nations are in a 
similar condition, the cause is, no 
doubt, the same, to a large extent. Re­
gardless of all of the newspaper propa­
ganda spread before the people during 
the past year, telling them of the early 
return of prosperity through the large 
appropriations which were to be spent 
last year, it could not stop the tide, 
even if the amount claimed was ac­
tually spent. For once big business 
got hold of a situation it could not 
control. We had been “sowing to the 
wind and now are reaping the whirl­
wind.” It was ever so.

When -we get to the root of the 
trouble we will see that our educational 
system must be broadened. When 
Thomas A. Edison was recently in­
terviewed on his birthday, in reply to 
the question of the reporter as to a 
cure for financial depressions, he said 
he had no remedy unless the nature of 
man was changed. This was a wise 
reply. Education has advanced man 
from a barbarian to what he is now 
If we continue to follow the pathway 
of knowledge we will reach a higher 
plane and know more of the truth.

After a decade or a generation of 
broader educational training, in which 
economics and thrift have been given 
major attention, we will have a new 
viewpoint and a better understanding 
of economic law, which is not a man 
made law, but a divine law, just as the 
laws which control the planets in their 
orbits. Then we will learn it is a mis­
take to impoverish another for gain. In 
that day big business will learn that to 
enjoy continuous prosperity, buying 
power must be conserved. The oppor­
tunity for youth will be preserved, for 
gigantic mergers and corporations will 
not be permitted to control the neces^



M arch 11, 1931 M I C H I G A N  T R A D E S M A N 3
sities of the people and to dominate the 
affairs of the Nation.

We must build a civilization which 
will insist that no one shall waste, but 
shall conserve, to be able to own a 
home, have sufficient income to lay 
away a fund for emergencies and old 
age. It is just as essential that so­
ciety discipline its members as it is to 
demand it in the army and navy for 
military success. With a broader edu­
cational system we can largely banish 
poverty, reduce crime, increase buying 
power and avoid the crash of panics. 
Our National income now is sufficient 
to maintain a high standard of living. 
It must be more equitably spread. Un­
just laws must be repealed. Justice 
must rule in society and business. 
Some day big business will see this. 
Then it will not try to corral the Na­
tional income, but will Ibe content with 
less and enjoy life more. If we are to 
have a happy and contented Nation, 
we must recognize economic law and 
observe it. When we do this, the 
standard of living will mount higher.

Ensign B. Stebbins. 
Carson City, Mich.

Merchants Kill Movement For 
Sales Tax.

T he m ovem ent to inflict a sales 
tax on the merchants o f Indiana 
appears to have been effectively  
blocked, according to a bulletin  
on tax information just issued for 
the National Retail D ry G oods  
A ssociation  by G eorge V . Sheri­
dan.

“M erchants o f Indiana,” Mr. 
Sheridan reports, “under the ener­
getic leadership of W . E. Balch, of 
Indianapolis, have done an excel­
lent job. Mr. Balch, secretary of  
the Indianapolis Retail Merchants 
A ssociation and manager o f the 
Indiana Retail Council, through 
m ass-m eetings and alm ost every  
other known form of publicity, at­
tacked the proposals at their in­
ception and aroused such a storm  
of protest throughout the H oosier  
State that a recent canvass indi­
cates that none of the pending  
sales tax bills have much of a 
chance for passage in the Legisla­
ture now  in session at Indian­
apolis.

“The bill introduced to inflict 
a graduated 1 per cent, retail sales 
tax, patterned after the Kentucky  
law, has been definitely killed.

“The special measure prepared  
and introduced b y  the G overnor’s 
T ax Com m ission, which proposed  
a flat 1. per cent, rate on gross 
sales o f all merchants, payable  
m onthly, is still resting in com ­
m ittee, but a recent canvass o f the 
H ouse mem bership indicates that 
sentim ent is overw helm ingly  
against it.

“Initially the merchants o f In­
diana seem ed apathetic, but under 
strenuous bom bardm ent b y  Mr. 
Balch they aw oke to the danger 
of the situation. On one day the 
Eastern U nion office in Indian­
apolis reported the receipt o f over  
1800 telegram s from Indiana mer­
chants and their customers oppos­
ing the im position o f any sales 
tax.

“Mr. Batch’s organization was 
assisted b y  several o f the leading  
merchants of the State, w ho real­
ized that if sales taxing w ere 
adopted  as a tem porary expedient 
it might easily becom e a perm a­
nent fixture in the State taxing sys­
tem. T he Taxation C om m ittee of 
the >N. R. D . G. A . w as privileged  
to work with Mr. Balch’s organ­
ization and at one time our special 
tax consultant, Prof. Kenneth  
Dam eron, addressed a large m ass­
m eeting of merchants in Indian­
apolis on the subject.

“M anagers o f retail associations 
in states where the sales tax is an 
active issue this winter w ould  do  
w ell to study the plan developed  
and carried out b y  Mr. Balch.

“One of the m ost bitter legis­
lative battles over the retail sales 
tax is in progress in the North 
Carolina State Legislature. R e­
ports from W . L. D ow ell, of Ra­
leigh, secretary o f the North Caro­
lina Merchants Association, indi­
cate that any one of several m eas­
ures proposing a retail sales tax  
in that State m ay b e passed during 
the next few  w eeks. Mr. D ow ell’s 
organization is conducting an en­
ergetic cam paign o f opposition, 
but a peculiar tax situation which 
has developed  in North Carolina 
m akes it im perative to raise m on­
ey from new  tax sources. ’The 
pending sales tax bills are being  
urged b y  representatives o f a 
number of interests which seek to 
escape this special burden.

“Mr. • D ow ell’s organization  
realized this danger m onths ago  
and started an energetic campaign  
of education. H e has issued sev ­
eral attractive and striking pam ph­
lets, addressed both to the mer­
chants o f the State and to the 
general public.

“One effective plan he is using 
is the circulation o f a printed peti­
tion addressed to the mem bers of 
the North Carolina General A s­
sem bly outlining the main argu­
m ents against the Retail Sales T ax  
Bill. These are being circulated  
through the mem ber stores in vari­
ous sections o f the State, and are 
being signed and forwarded to the 
legislators in large numbers.”

Offer Non-Tamishable Silver Finish.
A patented type of finish claimed to 

render sterling silverware non-tarnish- 
able is being introduced in the lines of 
the International Silver Co. this 
month. The new 'finish is being con­
fined at this time to the high-price 
merchandise because of cost, but com­
pany officials said the treatment can 
be used successfully on plated as well 
as sterling silver. According to esti­
mates yesterday, the new process adds 
approximately 20 per cent, to the cost 
of the sterling silver articles to which 
it is applied.

Ontonagon — The Ontonagon Co- 
Operative Society has been incor­
porated to conduct a co-operative mer­
chandising business with a capital stock 
of $5,000, $1,03Q being subscribed and 
paid in in cash.

35% INCREASE 
IN 1930

T H E

A n y  b u sin e ss th a t can  show such 
nation-wide growth in a business year 
such as I930 c e r t a in ly  enjoys wide 

p u b lic  confidence and acceptance. 
This is the record of Trust Service last 
year. Thousands of men and women 
during I930 a d o p te d  th e  m odern  
method of settling their estate —  by 
naming trust institutions like ours, as 
executors or trustees, under their wills. 
They did not leave this vitally impor­
tant work to be done by willing —  but 
inexperienced —  friends or relatives.

Let us tell you of the many advantages 
of this modern Trust Service which is 
being so widely accepted. In fairness 
to yourself and family —  and regard­
less of whether you have made your 
will or not —  we urge you to. look into 
this up-to-date method of estate set­
tlement and family protection.

'  ^

The M ICHIGAN TRUST Co.
Grand Rapids

F I R S T  T R U S T  C O M P A N Y  I N  M I C H I G A N
Leaders first learned to be led.
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MOVEMENTS OF MERCHANTS.
Ionia—The Powell Hardware Co. 

has changed its name to the Ireland 
Hardware Co.

Detroit—Saks, Inc., 8016 Harper 
avenue, has changed its name to the 
Frat Clothes Shop.

Mendon—E. F. Riley is building an 
addition to his grocery store to care 
for his increasing business.

Marine City—The Marine City Oil 
& fGas Co. has increased its capital 
stock from $21,550 to $30,000.

Detroit—The State Products Co., 
3700 Beaufait avenue, has changed its 
name to the Pfeiffer Products Co.

Flint—The Independent Dairy Co., 
210 East Eighth street, has changed its 
name to the McDonald Dairy Co.

Detroit—The Harding Coal Co., 2700 
West Warren avenue, has increased 
its capital stock from $20,000 to $30,- 
000.

Battle Creek—M. J. Howard has 
opened a home-owned women’s ready- 
to-wear store at 34 West Michigan 
avenue, under the style of Howard’s.

Lansing—The Baker Hardware Co., 
117 East Grand River avenue, is re­
modeling its store to give more floor 
space to its enlarged sporting goods 
department.

Flint—The Independent Dairy Co. 
has changed its business into a stock 
company under the same style with a 
capital stock of $1,000, all subscribed 
and paid in.

Davison—Announcement has been 
made of the merger of the Davison 
State Bank and the Farmers State 
Bank under the style of the Davison 
State Bank.

Detroit—The Majestic Fuel & Sup­
ply Co., 7333 McDonald street, has 
been incorporated with a capital stock 
of $5,000, $1,500 being subscribed and 
$1,000 paid in.

Saginaw—The Bressler Lumber Co., 
1420 Ames street, has merged its busi­
ness into a stock company under the 
same style with a capital stock of 
$75,000, $72,000 being subscribed and 
paid in.

Crystal Valley — Ed Hissong has 
traded his farm on U.S. 10 to Roy 
Nielsen for his store building, stock of 
general merchandise, groceries, gas 
and cream station, taking immediate 
possession.

Kalamazoo—Lawrence L. Lynch, 
president of the Star Bargain House, 
has announced the addition of three 
new departments, devoted to paint, 
hardware and hotel and restaurants, 
to his house.

Kalamazoo—Eugene McAllister has 
leased the store at 110 South Burdick 
street and installed modern fixtures, 
display cases, etc., preparatory to open­
ing a clothing and men’s furnishings 
6tore March 19.

Grand Junction — The Walter E. 
Sheffer Rabbitries, Inc., R. R. 2, has 
been incorporated to breed and deal 
in rabbits, their meat and fur, with 
a capital stock of $15,000, $1,500 being 
subscribed and paid in.

Detroit—The Detroit Mineral Spir­
its Co., General Motors building, pe­
troleum naptha for motors, has been 
incorporated with a capital stock of 
1,000 shares at $1 a share, $500 being 
subscribed and paid in.

Muskegon—Scott-Nolen, 968 Third 
street, has been incorporated to manu­
facture and deal at wholesale and re­
tail in sports goods and athletic sup­
plies with a capital stock of $10,000, all 
subscribed and $2,500 paid in in cash.

Muskegon—The Arcade Pharmacy, 
202 Peoples State Bank building, has 
been incorporated to deal in drugs at 
retail with a capital stock of 200 shares 
at $1 a share and $10,000 preferred 
stock, $4,121 being subscribed and paid 
in in cash.

Battle Creek—Jos. C. Grant is re­
modeling his department store prep­
aratory to adding a shoe department 
in which a complete line of shoes for 
women and children will be featured. 
Frank Page, an experienced shoe man 
will manage the department.

Detroit—Harris Bros., manufacturer 
and dealer in soft beverages, has merg­
ed the business into a stock company 
under the style of Harris Bros. Bev­
erages, Inc., 6039 Beaubien street, with 
a capital stock of $10,000, all sub­
scribed and paid in in property.

Detroit—David Schuff has merged 
his wholesale and retail millinery busi­
ness into a stock company under the 
Style of the Schuff Millinery Co., 4712 
Michigan avenue, with a capital stock 
of $25,000, of which amount $19,600 
has been subscribed and paid in.

Kalamazoo—Arthur Lenemaker, re­
cently of Pontiac, has a store in the 
McNair building and as soon as the 
necessary fixtures, etc., have been in­
stalled, will occupy it with vegetables, 
fruit, produce and flowers under the 
style of the South Burdick Street Mar­
ket.

Detroit—M erchandising I ncorporat- 
ed, 1656 Penobscot building, has been 
incorporated to render merchandising 
service to retail drug stores and drug 
manufacturers with a capital stock of 
$5,000 common and 2,400 shares no par 
value, $1,000 being subscribed and paid 
in in cash.

Monroe—Order dismissing the in­
voluntary petition for want of suf­
ficiency and for disbursement of de­
posit for fees has been handed down 
by the U. S. Court at Detroit in in­
voluntary bankruptcy proceedings 
against William S. Hamerman, retail 
shoe dealer.

Jackson—W. J. Heath, for six years 
manager of the Isbell Seed Co. retail 
store here and H. C. Van Campen, 
who has been in the greenhouse busi­
ness for the past fifteen years, have 
formed a copartnership and opened a 
flower and seed store at 226 South 
Mechanic street.

Lansing — Mahoney’s, 214 South 
Washington avenue, dealer in women’s 
reads^-to-wear garments, is remodeling 
the entire second floor of its store 
building to provide additional space 
and for the addition of a children’s 
department. The Mahoney store was 
established twenty-five years ago.

Kalamazoo—Involuntary petition in 
bankruptcy was filed in the U. S. Dis­
trict Court at Grand Rapids against 
John F. Dali, trading as Dali’s Fashion 
Shop, listing liabilities of $8,976 and 
assets of $2,416. Petitioning creditors 
are Ika Boss, Chicago; Grayshire 
Dress Co., New York; H. A. Lattinco, 
Elyria, Ohio.

Albion—Henry Dahl, who has been

manager of the McClellan store in this 
city since the opening of the store 
about a year ago, has been transfer­
red to the managership of the McClel­
lan store in Holland. B. A. Durbin, 
who came here six months ago as 
assistant manager, will assume the 
management of the Albion store.

Kalamazoo—Floyd C. Miller, who 
has been identified with the local Hale 
Hat Store, since its opening seventeen 
years ago, has formed an alliance with 
G. D. Doremus, of Peoria, 111., and 
purchased the lease and fixtures of 
the Hale Hat Store, 108 West Mich­
igan avenue and will continue the busi­
ness under the style of the John Hale 
Hat Co.

Lansing—Mrs. C. M. Erhardt, man­
ager of the Pearce Knitwear store at 
107 South Washington avenue for the 
past six and one-half years, has leased 
the store at 122 North Washington 
avenue and will open a ready-to-wear 
store for men, women and children as 
well as a knit wear department, about 
March 21. Mrs. Erhardt has had con­
siderable experience in the merchan­
dising of clothing.

Homer—About forty business men 
and interested citizens of this com­
munity held a meeting at the Calhoun 
State bank Thursday evening for the 
purpose of re-organizing. Up until 
a few months ago they had been or­
ganized into a Lions club, but now 
plans are being made to form a Com­
munity club or Chamber of Commerce. 
C. R. Church acted as chairman and 
a committee of twelve men were ap­
pointed to draw up a constitution and 
by-laws.

Lincoln Park—Sy H. Weisman, who 
is secretary and treasurer of the De­
troit Department Stores, Inc., an asso­
ciation of independent merchants, an­
nounces that he will open a modern 
department store soon. He is quite 
well known in this section, having 
formerly been the senior partner in the 
firm of Weisman & Wexler, a depart­
ment store at Fort and Campbell, in 
Detroit, for eleven years. The new 
store is one of the finest in Lincoln 
Park and is 25x75 feet. It is on Fort 
street near State.

Durand—The first evidence of freight 
service superseding truck deliveries 
here since a resolution in favor of the 
former was considered by the local 
Chamber of Commerce a week ago, 
was seen this week, when the Grand 
Trunk started the delivery of mer­
chandise to a local groce ry store. The 
merchandise is being delivered at the 
rate of one car per week, each car 
containing between 6,000 and 10,000 
pounds from the company’s warehouse 
in Flint. The cars will be placed on 
a side track in the rear of the store 
and the goods unloaded direct. Credit 
is given to John Struble, a Grand 
Trunk railroad conductor, for starting 
this movement, which has already re­
sulted in one change in the method of 
delivery service here.

Manufacturing Matters.
Benton Harbor—Charles W. Dar- 

row, 65, for twenty years president of 
the Darrow Sheet Metal Works here, 
died at his home recently following a 
long illness,

Detroit—Composite Forgings, Inc., 
275 Campau street, South, with a cap­
ital stock of $20,000, $13,000 being 
subscribed and $12,450 paid in, has 
been incorporated.

Detroit—Leo J.- LeClaire, Inc., 33 
John R. street, has been incorporated 
to manufacture and repair jewelry, 
with a capital stock of $2,500, all sub­
scribed and paid in.

Manistique—The Northwoods Man­
ufacturing Co. has been incorporated 
to manufacture broom handles with a 
capital stock of $30,000, $7,500 of which 
has been subscribed and $1,000 paid in.

St. Joseph—The Super Ironer Corp., 
Langley avenue, has been incorporated 
to manufacture and deal in laundry 
machinery and supplies, with a capital 
stock of $6,000, all subscribed and paid 
in.

Benton Harbor—The Florang Con­
tainer Handle Co., 376 West Main 
street, has been incorporated with a 
capital stock of 1,000 shares at $1 a 
share, $1,000 being subscribed and paid 
in.

Port Huron—A 385-acre factory site 
has been purchased in Marysville by 
the Pittsburgh Plate Glass Co. Rep­
resentatives said construction of a fac­
tory was dependent on business con­
ditions.

Muskegon—The Michigan Welding 
Supply Corporation, has been incor­
porated with a capital stock of $20,000 
preferred and 8,000 shares at $1 a 
share, $22,000 being subscribed and 
$6,000 paid in.

Muskegon—The Woodcraft Lamp 
Co., R. R. 1, has been incorporated to 
manufacture electric lamps, shades and 
fixtures with a capital stock of 4,000 
shares at $5 a share, $20,000 being stib- 
scribed and $1,000 paid in.

Detroit—The Peninsular Repair & 
Service Co., 1500 West Fort street, 
has been incorporated to deal in cast­
ings and parts for furnaces, ranges and 
stoves, with a capital stock of $5,000, 
all subscribed and $1,000 paid in.

Flint—The Acme Pattern & Manu­
facturing Co., 126 East Third street, 
has merged the business into a stock 
company under the style of the Acme 
Pattern Co., with a capital stock of 
$7,500, all of which has been subscribed 
and paid in.

L’Anse—Nels Plough has purchased 
the interests held by six other stock­
holders in the Pelkie Creamery Co. 
plant and is now sole owner. The 
company, capitalized at $17,000, has 
been under Mr. Plough’s management 
for the past five years.

Detroit—The International Convey­
or & Washer Corporation, 1059 Beau­
fait avenue, has been incorporated to 
manufacture and sell conveyors, wash­
ers and do sheet metal work with a 
capital stock of 1,000 shares at $25 a 
share, $12,000 being subscribed and 
$6,500 paid in.

Grand Rapids—The Veneered Prod­
ucts Corporation, 148 Louis street, 
N. W., wood products and novelties, 
has been incorporated with a capital 
stock of 500 shares at $100 a share, 
$5,000 being subscribed and $1,500 paid 
in in cash. This is not a merger with 
the Jack Williamson Veneers, Inc., as 
stated in last week’s Tradesman, but 
an entirely separate concern.
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Essential Features of the Grocery 
Staples.

Sugar—Because camparatively large 
offerings of sugar came out after their 
buying power had been used up, the 
support refiners accorded the raw mar­
ket in the hope of subsequently ad­
vancing refined sugar proved futile. 
The weight of the additional supplies 
depressed the market, prices dropping 
approximately 12 points. Refined 
sugar, following the trend of raws, 
was reduced 10 points. The failure to 
set a time limit on the refined price 
can result in only one thing, day-to- 
day buying. Meanwhile, raw purchases 
are apt to be restricted because of the 
light refined deliveries. This lack of 
animation and the fact that raw sugars 
are still seeking a buyer, may impel 
further recessions. Jobbers hold cane 
granulated at 5.10c and beet granu­
lated at 4.90c.

Tea—Tea restriction plans for this 
year have been canceled owing to the 
failure of Java to accede to them. This 
caused a further decline in New York 
prices for tea, but the London market 
had already discounted the news.

Coffee—After wavering to within the 
shadow of all-time record low prices 
early last week, a technical reaction 
developed in the coffee futures market 
and most losses were recovered. The 
trend of futures was reflected in the 
actual market and prices closed around 
the levels effective in the preceding 
week.

Canned Fruits—'All are working into 
a good position. Pears are in much bet­
ter shape, and peaches appear to be 
firmer. Standard clings, especially, 
have recovered. All sliced peaches are 
not in large supply in California, and 
should advance under stimulated con­
sumption. Canned apricots do not 
seem to be living up to expectations, 
recent crowding of some grades hav­
ing brought about weakness. Royal 
Anne cherries, . however, are steady 
after the recent efforts of some North­
west factors to crowd old pack cher­
ries by slashing prices.

Canned Vegetables—Tomato packers 
report a broadening enquiry for stand­
ard gallon tomatoes and sales are 
showing an increase. There is a good 
buying demand, also, for standard cut 
green stringless beans. Peas are still 
spotty, and while some Wisconsin fac­
tors report that they are closely sold 
up on low grades, there appears to be 
plenty available still. Price shading 
has been extended to several of the 
better grades, also. The prices an­
nounced on Southern pack spinach are 
meeting with a favorable response. 
Eastern pack vegetables are without 
any particular feature, but a fair vol­
ume of small lot business is reported.

Dried Fruits—Trading in dried fruits 
continued active, although business is 
not up to the volume of recent weeks. 
Quotations were unchanged, but ad­
vances in some items are likely to be 
made in the current week, as Coast 
packers are holding some items for 
higher prices. Small prunes have mov­
ed up at primary markets, and as the 
spot supply of these is well cleaned 
out, replacements at fractionally high­
er costs can be expected. Raisins are 
showing a firmer trend in California, 
particularly Thompsons, although the 
pool’s last offering was at unchanged

price levels. Apricots, peaches and 
pears are closely sold up, and top 
grades are in very few and strong 
hands in the West.~ Dried apples con­
tinue easy, as New York State evap­
orators are underquoting the West, and 
consequently, getting a large volume.

Canned Fish—The outlook for sal­
mon is more promising. Sockeyes are 
in relatively light supply, and retail­
ers report a very good consumption. 
Pinks, of course, have benefited by 
chain store merchandising, until at 
present unsold stocks in canners’ hands 
are less than last year’s.

Salt Fish—Importers and packers of 
salt fish report that the expected in­
creases in demand due to the Lenten 
season have developed a very satisfac­
tory volume. Stocks are moving out 
rapidly from primary markets and re­
tail outlets are calling for steady re­
placements. Recent upward price re­
visions are well maintained and the 
shortage of several varieties of mack­
erel may cause further upward ad­
vances. Large sized mackerel are re­
ported as very scarce, but there is an 
adequate supply of mediums.

Nuts—Offerings of shelled almonds 
from Sicily seem to have ceased since 
the recent cyclone, and Spanish varie­
ties are stronger in sympathy with the 
increase in Spanish exchange. All pri­
mary walnut markets are firm and of­
ferings are made only sparingly. Ru­
mania, China and France all show a 
disposition to raise quotations with 
each offering, and no concessions are 
being made. Levant shelled filberts 
are unchanged. Buyers here show 
little interest in them, apparently wait­
ing until some sort of stabilization is 
effected. There is a fair volume of 
trade interest in new crop Brazils, 
which are offered at very attractive 
prices. California almonds and wal­
nuts are moving out well.

Rice—The primary rice markets 
were unchanged yesterday, while trad­
ing here went on as it has been doing, 
in a quiet, unspectacular way. Buyers 
are ordering just what their needs call 
for. In the meantime the growers in 
the South show no disposition to relax 
as far as prices are concerned. They 
are holding their rough stocks firmly 
and many of the mills are closing down. 
Top grades of Blue Rose are said to 
be in short supply and all long grains 
are scarce and firmly held.

Sauerkraut—The movement of cheap 
bulk kraut is reported as very heavy, 
as chains have made a merchandising 
specialty of it. The low prices at 
which retailers are able to sell it 
should clear the market of any excess 
stocks. Canned kraut is less active, 
although it shows some improvement.

Vinegar:—Trading in vinegar shows 
an increasing volume as compared with 
recent weeks. Business still is dis­
appointing for this season, however. 
There is a fairly broad enquiry for the 
several varieties offered but actual 
sales are only moderately better.

Review of the Produce Market.
Apples—Current quotations are as

follows :
Spies, A Grade ______________$2.65
Spies, Commercial_____________1.65
Spies, Baking________________ 2.50
Spies, F ancy_________________ 4.00
Baldwins, A Grade____________2.25

Baldwins, Commercial_________ 1.50
Banana, A G rade_____________2.00
Banana, Commercial __________ 1.25
R. I. Greenings, A G rade_____2.00
R. I. Greenings, Commercial „ _1.25
Grimes Golden, A G rade______1.50
Grimes Golden, Commercial___1.00
Jonathans, A Grade___________ 2.25
Jonathans, Commercial________ 1.50
Talman Sweets, A Grade______ 1.75
Talman Sweets, Commercial___1.25
Hendricks Sweets, A G rade___1.50
Hendricks Sweets, Commercial__ 1.00
Pewaukee, A G rade___________ 1.60
Pewaukee, Commercial_________ 1,25
Starks, A Grade_______________1.60
Starks, Commercial____________ 1.25
Cooking Apples, All Varieties_1.00

Bananas—5^S@6c per lb.
Beets—65c per bu.; new from Texas 

80c per doz. bunches.^
Butter—The market has advanced 

2c per lb. Jobbers hold 1 lb. plain 
wrapped prints at 30c and 65 lb. tubs 
at 29c for extras and 28c for firsts.

Cabbage—75c per bu.; new from 
Texas, $2.25 per crate of 80 lbs.

Carrots—65c per bu.; new from Cali­
fornia, 75c per doz. bunches or $3.25 
per crate.

Cauliflower—$2.25 per crate of 12 to 
16 home grown.

Celery—Florida stock is $1.75 for 2 
doz. box and $4.25 per crate.

Cocoanuts—80c per doz. or $6 per 
bag.

Cucumbers—No. 1 hot house, $1.60 
per doz.

Dried Beans—Michigan jobbers are 
quoting as follows:
C. H. Pea Beans______________$4.35
Light Red Kidney_____________9.50
Dark Red K idney____________10.00

Eggs—The market is lc per doz. 
higher than a week ago. Jobbers pay 
18c for strictly fresh, providing they 
are up to standard in size.

Grapefruit—Marsh Seedless from
Texas is sold as follows:
54 ________   $3.75
64 __________________________ 3.50
7 0 __________________________ 3.25
8 0 ________________  3.00
Extra fancy sell as follows:
54 _________________________ $3.00
6 4 __________________________ 2.75
7 0 __________________________ 2.75
8 0 __________________________ 2.75
9 6 __________________________ 2.75
Bulk, $2.75 per 100 lbs.
Choice is held as follows:
54 _________________________ $2.75
6 4 __________________________ 2.75
7 0 ___________  2.75
8 0 __________________________ 2.75
9 6 __________________________ 2.75

Green Onions—60c for shalots. 
Lettuce—In good demand on the 

following basis:
Imperial Valley, 4s, per crate — $4.00
Imperial Valley, 5s, per crate-----4.00
Hot house leaf, in 10 lb. baskets— 60c 

Lemons—To-day’s quotations are as 
follows:
360 Sunkist_________________ $6.00
300 Sunkist__________________ 6.00
360 Red Ball ________________ 5.00
300 Red Ball ________________ 5.00

Limes—$1.75 per box.
Oranges—Fancy Sunkist California 

Navels are now sold as follows:
126 ____ -_________________ „$4.00
150_____L__________________ 4.00
176 — - „ 1 .__________________ 4.00

200 _____________ __________ 4.25
216__________________ - _____4.25
252 _______ I l l 'l l__________ 4.25
288 „ „ „ l i L l —____ _l____ 4.25
344       4.00
Floridas extra fancy are held as fol­
lows :
126 ______________ J____ $3.50
150________________________  3.50
176_________________________ 3.50
200 _________________________ 3.50
216_________________________ 3.50
252 _________________________ 3.25
288 ________________________ 3.25
Florida fancy are held as follows:
126 ________________________ $3.25
150_________________________ 3.25
176_________________________ 3.25
200 _________________  3.25
216_________   3.25
252 _________________________ 3.00
288 _________________________ 3.00
324 ____________ -___________ 3.00
Bulk, $1.85 per bu.

Onions—Spanish from Arizona, $2 
per crate; home grown yellow in 100 
lb. sacks, $1.

Parsley—50c per doz. bunches.
Peppers—Green, 50c per doz. for

Califprnia.
Potatoes—Home grown, $1.10 per

bu.; Wisconsin, $2.25 per 100 lb. sack;
Idaho, $2.50 per 100 lb. sack; 75c per

25 lb. sack.
Poultry—Wilson & Company pay as

follows:
Early Springs_________________ 20c
Heavy fowls__________________ 18c
Light fow ls_________________  15c
Ducks_______________________ 14c
G eese______________    12c

Strawberries—30c per pint for Flor­
ida fruit.

Sweet Rotatoes—Indiana, $3.50 per 
bu.; Tenn., $2.75 per bu. Both are 
kiln dried.

Tomatoes—$1.50 per 6 lb. container, 
Southern grown.

Veal Calves — Wilson & Company 
pay as follows:
Fancy_______________________ 13c
Good________________________ 10c
Medium____________________- 8c
P o o r_______________________  8c

Adrian—The Taylor Detroit Manu­
facturing Co., Inc., a $100,000 corpora­
tion, manufacturing a device to prevent 
the theft of gasoline from automobile 
tanks and also producing metal stamp­
ings, has been obtained for Adrian 
through efforts of the Chamber of 
Commerce. The company is to move 
from its present location in Detroit 
between March 10 and 15 and will oc­
cupy the building of the former Ray­
mond Garage Equipment Co., on South 
Center street. H. C. Taylor is presi­
dent and general manager.

Kalamazoo—W. O. Jones, President 
of J. R. Jones’ Sons & Co., has been 
named to the board of directors of the 
Michigan Shoe Dealers Mutual Fire 
Insurance Company, Lansing. He fills 
the vacancy caused by the resignation 
of A. J. Schultz, Muskegon.

Owosso—The Stapoline Oil Co., 216 
South Dewey street, has been incorpo­
rated to deal in petroleum products at 
wholesale and retail with a capital 
stock of 10,000 shares at $10 a share, 
$50,000 being subscribed and $16,500 
paid in in cash.
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LAND OF ONE’S DREAMS.

Amalfi One of Italy’s Most Interesting 
Localities.

(All Rights Reserved)
Frank Schoonmaker, widely traveled 

man, writes mighty helpful books: 
"Come With Me Through Italy,” 
“Come With Me Through France”, 
and similar titles; but “Through Eu­
rope on Two Dollars a Day” reflects 
the best the spirit of his writings, his 
aim being to tell how to travel on lit­
tle money, yet see everything. But 
whether we can follow him when he 
says that thus we can travel in com­
fort depends on age, strength and 
background; and when it comes to 
eating where he suggests, our conclu­
sion is that the traveler must have an 
exceptionally strong stomach, plus ab­
solutely callous indifference to sur­
roundings and atmosphere to follow 
through. Schoonmaker leans heavily 
toward trah-tor-EE-yahs and lah-ter- 
REE-ahs for economical eatings. All 
we saw of those—each and every one 
without exception were plain impossi­
bilities to anyone a bit sensitive about 
his food, its preparation and service 
and his table companions.

Nevertheless, it is fun to see how far 
one can go. On that basis we have 
done much on a modified Schoonmaker 
plain, bearing down heavily on the 
idea of not overpaying anybody for 
one thing; and thereby we have added 
greatly to the divertisement of our 
days.

This by way of preface to our home- 
letter from Sorrento, thus:

Well, folks, this is the Italy of one’s 
dreams and weather the past week has 
been ideal. On boarding the train at 
Naples last Sunday we grabbed hold 
of Schoonmaker’s hand and went with 
him—like him! Second-class to Vietri 
—vee-AY-tree—just fine with our com­
partment filled with handsome young 
Italians and one old one, all smilingly 
polite and considerately helpful with 
Pad’s half baked Dago gibberish. Some 
pf the corrections took an odd twist.

Near time for departure Dad looked 
at his watch and smiled across at a 
handsome boy saying: “Doo-ay min- 
OO-tay?” He nodded, but furnished 
a correction. It must be “Doo-ay 
MEE-noo-tay” if you mean two min­
utes. That was all to the good, of 
course. Ice was broken and soon we 
were communicating quite freely by 
means of broken words and signs. But 
when we told him we were from Cali­
fornia our articulation did not rise to 
the exactitude which passes current in 
Italy, so he corrected us. It appeared 
that we must say it “Cale-e-FOR-R-E- 
nee-ah” with greatly more rolling of 
our r’s—and we accepted the amend­
ment gratefully.

(Our fellow passengers kept us right 
on our stations which, you must know, 
is quite important all over Europe 
where nobody calls any stations. Pas­
sengers must fend for themeslves eith­
er by previous knowledge, advance 
counting of stops or by diligent watch­
fulness of signs, a combination of these 
means, or the aid of those who know. 
The elder man was especially solicit­
ous to see that we went right and got 
a square deal when we purchased a 
bag of grapes from the Italian coun­

terpart of a train butcher who passed 
by our “VET-oo-rah” window at one 
stop. Cost of a great bunch of lucious 
fruit in a glassine bag was one lire 
(5j^c) and our protector saw that we 
did not pay more.

'He finished his service by helping 
us descend the veritable ladder of steep 
steps which set us in the adjoining 
roadbed when we reached Vietri.

Cook had said a bus met the train at 
Vietri to take us to Amalfi, but none 
was there and, try as he would, Dad 
could get nothing out of any of the 
portiairees standing about. They no 
savvied for fair except that next train 
came through at 4:30—16:30 as these 
time tables have it. Meantime we 
were hungry and we gathered that 
eats could be had in Salerno where a 
shabby vet-oo--rah driver was quite 
willing to drive us in plenty of time 
for lunch and to get the bus thence to 
Amalfi. That much they all could 
savvy! Price ajked was 20 lire; but 
ala Schoonmaker, Dad stuck at 10 lire. 
Cabby waved us off in disgust, but 
there being no other passengers, he 
seemed to reflect that one all-too- 
infrequent fare for 52j4c was better 
than nothing, and he picked us up.

Now there is one feature about these 
boys. Striking a bargain you’d think 
tragedy must follow acceptance of the 
offered price, but after the deal is made 
there is no rancor. Characteristically, 
this old boy immediately became cheer­
ful and helpful. His neighbors—other 
cabbies whose turn was not yet and 
who must drive off with empty vehi­
cles—smilingly congratulated him on 
his good fortune, and he drove off 
down the steep grade. He paused an 
instant to shout at a window, evidently 
to his wife, that he could not stop now 
for his grandy collatzeeOnay — must 
postpone that until he got back—and 
then away we jogged.

These cabbies all carry long-lashed, 
rather wicked looking whips. In pro­
portion to the size of the horses, they 
seem cruel things. One experiences 
an impulse to protest against their use. 
But, bless you, there is nothing to fear. 
These drivers take it all out in crack­
ing. They have various grunts and odd 
cries which they utter at intervals. 
One sounds much like “woah” but has 
an opposite effect—when it has any 
effect, which is seldom. So as far as 
the whips go one is reminded of the 
Schotsman’s report on his experience 
sheering a hog—“Muckle din but little 
woo”, much noise but little wool. There 
is a lot of cracking, but no lashing, 
and the horse understands perfectly.

It was a beautiful drive, so long that 
we were almost ashamed to pay the 
trifling fare, and he landed us at an 
inn which he strongly recommended. 
There we had a really solid lunch with 
wine and after dinner coffee later for 
the usual 50c to 60c per each too-to 
compreso, meaning all inclusive which 
must be stipulated if you are to avoid 
the per birra, pourboire or trinkgeld, 
all whereof is drink money in three 
languages, and meaneth tips.

Info at the Albergo Diana was that 
bus passed the door at 4:25, so we 
had this ride and visit to pretty Salerno 
as a pleasing extra experience. We 
walked the really beautiful esplanade 
which we found remarkably clean, be­

cause the Mediterranean sprays it lib­
erally at fairly frequent intervals. Our 
fine large Fiat bus came when due and 
we began that drive of wonderful 
charm along the ocean highway, much 
of it said to be where the Romans first 
cut the way on the face of the cliffs. 
No use even trying to describe it. 
Those who know the coast highways 
of California are familiar with natural 
beauties as fine or finer and can imag­
ine such scenery rounded out by the 
works of man 500 or 1,000 years hence. 
But also all our adjectives such as 
marvelous and wonderful have been 
used up in praise of perfectly cooked 
cauliflower and desserts at the Cohn- 
TEE-nen-tal-lay. You’ll just have to 
see it for yourselves—we hope long 
before you are 60.

It was dark when we reached Amal­
fi, so all we could do was submissively 
follow the porter of the albergo on 
which we had decided with the aid of 
the Salerno concierge. Here we had 
to have faith—and hope—that the suc­
cessive flights of steps did not con­
tinue to the absolute summit of the 
Minori jagged mountain range. But 
finally these ended atop a vertical 
cliff.

When we reached room No. 13 we 
felt a bit shakey, but investigation 
of the beds reassured me. All Italian 
beds are good, many extra good, all 
long, many 6Y  feet. The room itself 
was characteristically cold, but there 
were plenty of the usual big, warm 
pure woolen blankets, big linen sheets 
and linen towels—all equally charac­
teristic in their splendid quality and 
texture. We could not see, but from 
our window we sensed the sea right 
beneath our feet, cuppla hundred 12 
inch feet down, beating steady rythm. 
Dad heard it during the night, but the 
other half of us slept the sleep of a 
tired child.

Next morning we realized that this 
cloister hotel was a remodeled, partly 
modernized monastery, tiny church 
and all. We paid a pair of five cent 
fees to be shown about the church and 
told the legend about what saint or 
martyr or both had done thus and so 
in such a portion of some far-away 
century and what miracles he—or may­
be she—had wrought. But the saints 
are pretty frowsy folk and the tales 
plenty moth-eaten, and the miracles 
hardly ever seem to have been worth 
the working, and stark, unkindly day­
light served to reveal much untidiness 
not to be offset by the dirty swallow 
tails of the waiters, and the great, fat 
maitre d’hotel, but added to the aspect 
of unkemptness—so, all-in-all, we de­
cided to look elsewhere.

Our dinner had been eaten in a sal 
a manger (these places aping the 
French hereabouts for some unknown 
reason, as if Italian ways were not 
what the traveler would naturally like 
to find in Italy) with only one other 
guest. Thus it is all along the line 
just now. Europe feels the dull times 
in America quite perceptibly. Hotel 
keepers are therefore tempted to cut 
corners and expenses, so they curtail 
service and such outlays for the nici- 
ties which all decent folk—certainly 
and emphatically Americans—regard 
as absolute desiderata; and this pro-

pree-a-TAR-io fell hard for all such 
considerations.

Thus, after we had located another 
place, which see below, we paid our 
bill and got out. The entire hotel per­
sonnel gathered about the greasy boss, 
but we saw it not. The proprietor 
asked our assurance that he kept a 
“good hotel” and we said sure. Why 
say otherwise? Let’s turn to pleasanter 
topics.

After breakfast we felt that what 
had come up could go down, so we 
legged it down the many stone steps, 
seeing clearly now how our altitudinous 
window had overlooked the Mediter­
ranean, an ancient circular watch tower 
built on an outstanding rock before us 
and Amalfi to our right. This all made 
the climb worth while; but we were 
glad* of the many hand rails—solid 
stone walls these—which aided us.

To say these fishing villages cling 
to the hillsides is accurate. Walls grip 
on a ledge. They are sturdy walls, 
yards thick, and rise 50 to 100 feet to 
the point where the building starts; 
the first 50 to 100 feet being founda­
tion. Then they rise four, five or even 
six stories above that. Thus, as one 
views a panorama of such a town, the 
tiers rise like rows of theatre seats.

Amalfi and its neighbors are mostly 
white towns, although here and there 
crops out a bit of color, and on colors 
the Italians are incomparable artists. 
How they do it we know not. Prob­
ably the mellowing of ages, century 
on century, contributes; yet new work 
in linens, while crude if dissected, 
blends into complete harmony. The 
hill towns of Italy and the isolated 
farmstead houses look for all the world 
as if generations of housepainters had 
cleaned their brushes on them. The 
effect is that of fine oriental rugs, toned 
down to a softness that harmonizes 
with any setting.

A few hours sufficed to cover Amalfi 
which everybody raves about. We 
found it picturesque enough but also a 
fishing village, a small and if possible 
dirtier edition of Naples. Pictures, 
even those we took ourselves, do not 
show the dirt which everywhere 
abounds in Italy. To see that one 
needs a background of close acquaint- 
once. Then one gains a second sight 
on all pictures of these parts.

True, dirt is not all one sees, nor is 
it altogether the memory that remains 
with us. The town is pretty and quaint 
and picturesque and ancient. It holds 
much to allure, and like many another 
place on earth, there are natural feat­
ures and forces which smilingly clean 
up and brighten it and its surround­
ings, working overtime against man’s 
slovenliness; and the people are so 
sweet and kindly and the sunshine is 
so gratefully warming that we forgive 
much and forget a lot more.

There is here also a perfectly won­
derful embroidery school—trust half of 
our party to find such things always. 
Here was a stock of laces, drawn linen 
work and shawls to lead any suscepti­
ble buyer into immediate bankruptcy; 
all cheap when one considers the per­
fection of the work. We wonder all 
through Italy how they do it, yet the 
explanation is simple after all. For 
every Italian woman, in village town, 
city or country home, occupies her
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every leisure minute on some such 
work. Being thus done in odd times, 
what we might call fill-ins, the element 
of time counts for nothing and the 
work for little more than that. It is 
also all piece work. None can be 
marketed if not perfect. Hence the 
prices are simply amazingly low.

Our move was to the Albergo Italia 
on a lower level, kept—entirely kept 
and operated—by a queer old survivor 
of an ancient regime of gracious 
service traditions and his wife. The 
pro-pree-ah-TAR-eeo was a stately old 
chap with white mustache and goatee 
of the Louis Napoleon model and an 
air about his de rigeur Prince Albert 
suit which evinced honest pride in his 
place.

Signor Amendola had spent a few 
years of his prime in and about Troy, 
New York, engaged, naturally enough, 
in the wholesale fruit and vegetable 
business. There he had “learned Eng­
lish.” That is, he had acquired such a 
stock of words and phrases as I learn­
ed of German through trading in Find­
lay’s grocery store. On that founda­
tion he was able to interpret his guests’ 
requests and desires, which greatly 
lubricated his business; but for innate 
talent, initiative and real smartness, his 
wife could have put it all over him had 
she not, Hke most sensible women, 
been content to take the cash and let 
the credit go through assigning the 
forefront to his distinguished appear­
ance while seeing that the solidities of 
the kitchen and the housework were 
well performed under her own eye.

It was all of a quarter century back 
that they started this hotel between 
them. During those years, Signor 
Amendola had treasured a register of 
guests’ comments and opinions. These 
were written in all European lan­
guages. We could grasp only these in 
English and we fear his honest old 
heart would be hurt if he could know 
how funny some of the comments were. 
A few he had obliterated for himself. 
Ours he will not obliterate, even 
though we perhaps spread it on “a bit 
thick.”

For truly, all things and factors con­
sidered, his hotel merited his pride in 
it. We got excellent food in abund­
ance, splendidly cooked, served in the 
pink of condition, and the cost, includ­
ing our wine, was about $2.25 per day 
for such fare and a large room with 
two fine beds and private lavatory. 
Our room had two immense windows 
with balcony, South front, directly 
facing the open Mediterranean, two 
stories above the quay level. Nothing 
could have been more attractive.

Yet here again we must have a care 
not to confuse values. At our second 
dinner we cautioned Signor Amendola 
not to serve us too much fish, ’cause 
we simply could not eat it all. But 
he signified that we should eat what 
we wanted and give no thought to the 
leavings; and, come to think, fish taken 
right in the front yard, as one might 
say it, by fisherfolk used to incomes 
of less than 50 cents per day all told, 
must come at little more than a song 
each.

Indeed, all over these countries— 
none more so than Italy—the traveler 
must guard against mental strabismus 
on prices and values. For the minute

he yields to the feeling that any given 
figure must represent a starvation level, 
he is sure to experience an awakening 
via frank remarks from the natives, 
but so universally do they let each 
other down that the buyer gets pretty 
hard boiled after a while.

Following the Schoonmaker plan in 
the embroidery school of Amalfi, for 
instance, and playing for reduced prices 
in line with that plan, we quoted a 
former experience purchasing fancy 
glassware in Venice.

“O, but pret-zah in Amalfi could 
not be gauged by any Venetian stand­
ard—nevaire. For you see, Venice 
mair-CAN-tee have such heavy ex­
pense that they must get anyway four 
times costa price. Now, with Amalfi, 
etc.”, so long as you care to listen.

Chance travelers, mainly on pleasure 
bent, have difficulty picking up statis­
tical information; but we gathered that 
linen is so abundant and low valued 
in Italy because it is widely grown in 
Umbria and other Northern Italian 
districts. Certain it is, at least, that 
the use of linen seems positively prod­
igal to Americans. It is everywhere 
in lavish abundance. Bed sheets are 
commonly three and one-half yards 
iong and so wide they drape down on 
both sides of the widest bed to the 
floor. Pillow cases are equally liberal 
in size. Incidentally, too, goose feathers 
are commonly used in pillows and 
down quilts are everywhere, even in 
the cheapest hotels.

In fact, whatever shortcomings are 
to be charged up to Italy, emphatic 
credit must be accorded for her provi­
sion for restful slumbers. Anyone who 
cannot rest well in Italy muts have 
something heavy on his conscience.

Paul Findlay.

Some Questions Prooounded by Green­
ville Merchant.

Greenville, March 10—'Can you give 
me any good reason why our Govern­
ment should issue bonds and what 
President proved it unnecessary?

If it is necessary for any part of our 
money to be legal tender, why not all?

If it is necessary for any portion of 
our money to be redeemable in gold, 
why not all?

Where do you find in the constitu­
tion the necessity that our currency 
be secured by gold?

To what authority is the issue of 
coinage of money limited by the con­
stitution?

Is not all money coined or issued 
outside of the authority of the consti­
tution counterfeit?

What is required to make any or all 
money legal tender?

Whv should we have so many dif­
ferent kinds of paper money?

Why was the trade dollar worth 
forty cents less than the standard dol­
lar when the former contained more 
silver than the latter and both were 
created by our Government?

What would have prevented the 
trade dollar from depreciating?

What countries have adopted cur­
rency when the gold standard system 
had failed?

If gold is made legal tender, why 
not silver?

What does the promise to pay in 
legal money signify? E. Reynolds.

Detroit—The Psychic Institute, 632 
Livingston street, has been incorporat­
ed to deal in books, tracts, etc., with 
a capital stock of $1,000, all subscribed 
and paid in.

Look in—or look out.

IN THE REALM OF RASCALITY.

Questionable Schemes Which Ate 
Under Suspicion.

The Curtiss Candy Co., Chicago 
manufacturer, has been ordered by the 
Federal Trade Commission to discon­
tinue several methods of maintaining 
resale prices on its products. Specifi­
cally, the candy firm is ordered to stop 
entering into contracts or agreements 
with its dealers to the effect that its 
products are to be resold by the deal­
ers at prices fixed by the company; to 
cease inducing jobbers in any locality 
to agree among themselves to observe 
and maintain resale prices for the 
candy company’s products; and desist 
in its request to dealers that they re­
port the names of other dealers who 
fail to maintain the resale prices fixed 
by the company; and to stop seeking 
by any method the co-operation of 
dealers in making effective any policy 
adopted by Curtiss Candy Company for 
the maintenance of prices.

The Commission held that the direct 
effect and result of the company’s prac­
tices have been and are to suppress 
competition among jobbers in the dis­
tribution and sale of its candy bar 
called “Baby Ruth;” to constrain job­
bers to sell that article at prices fixed 
by the company and to prevent them 
from selling it at such less prices as 
they may desire, and to deprive pur­
chasers of the advantage in price which 
they would otherwise obtain from the 
unobstructed flow of commerce in 
candy under methods of frèe competi­
tion.

The Federal Trade Commission has 
ordered the American Poultry 'School 
of Kansas City, Mo., and its president, 
T. E. Quisenberry, to cease and de­
sist from misrepresentations of its cor­
respondence school course on the sub­
ject of raising poultry. Prospective 
pupils are not to be told that the sell­
ing price of a course is greater than 
the price at which such course is, in 
fact, usually offered, nor that the price 
of a course is a special or reduced price, 
or is lower than that ordinarily charg­
ed, when such is not the fact. Articles 
of merchandise to pupils or prospective 
pupils are not to be represented as 
given free, when the price or value of 
such implements is included in the 
price specified as the price of the 
course. In advertisements circulated 
by the respondent prospective pupils 
read the following:

I want to appoint you as our repre­
sentative in your locality. This will 
not take up any of your, time but will 
give you special privileges and give you 
the benefit of a 'special offer such as 
has never before been made in the his­
tory of the poultry business.

You ask how we can afford to make 
such an offer. Well, it is like this. We 
spend nearly $100,000 a year in adver­
tising and circulars. We have decided 
this year to cut our appropriation in 
half and give our students the benefit 
of this big saving. I have, therefore, 
decided to select at least one repre­
sentative poultry raiser in each com­
munity and make him an offer of our 
Complete Practical, Commercial and 
Breeding Course, which is the most 
complete and thorough course offered 
by this school for only $12.50 (and 
which has never been sold for less than 
$30 to $35 cash).

These statements were held to be 
false and misleading. The so-called

special price of $12.50 was in reality 
the usual price received.

Edward L. Jenkins and Myrtle E. 
Auten, partners of Chicago, dealing in 
cosmetics under the name Cheri, have 
been ordered by the Federal Trade 
Commission to discontinue erroneous 
representations in the sale of their 
preparations. The Commission’s order 
directs that unless and until their 
representations can be stated truthfully 
these partners cease and desist from 
stating or implying that they are manu­
facturers and that customers buy di­
rectly from them as manufacturers of 
the products they sell; that they have 
employed a beauty expert or “cos­
metician,” as well as a chemist of wide 
experience; that their business is an 
old established one, is world-wide in 
extent, and that they ship orders di­
rectly to foreign countries. Mimeo­
graphed letters were sent out contain­
ing wording that would imply that the 
partnership manufactures the products 
it sells, and that its customers in buy­
ing would be dealing directly with the 
factory. However, it was* found that 
the respondents had not at all times 
manufactured or compounded a sub­
stantial part of the toilet products they 
sold. It was said in circular letters 
that Cheri had employed a beauty ex­
pert or “cosmetician” named “Edmyr 
Jenaut” or “Miss Jenaut,” but the 
Commission found these names to be 
only nom de plumes of the respondent 
Myrtle E. Auten, who had neither 
taken a course in beauty culture nor 
acquired extended practical experience 
in such work. A four-room basement 
apartment is the company’s place of 
business, part of which is used as the 
sleeping and living quarters of one of 
the respondents. At the time of the 
hearing in this case both respondents 
were engaged in other lines of work 
which required all of their working 
days, and the attention given this busi­
ness was merely incidental. No work­
ing force was employed. The facilities 
and equipment for manufacturing were 
meager. The respondent, Edward L. 
Jenkins, said to be a chemist, is not 
a chemist and has never pursued a 
course of study or training in that sub­
ject.

The Commission found that the re­
spondents’ representations tended un­
fairly to divert trade from competitors 
who do not misrepresent the character 
of their business and the qualifications 
or professional status of those connect­
ed with it.

Pictures and statements purporting 
to show that human physical develop­
ment which is reasonably attributable 
to natural growth has been brought 
about by use of a mechanical appliance 
or course of instruction, will no longer 
be used by a manufacturer of adjust­
able dumbells, according to an order 
of the Federal Trade Commission. The 
order directs D. G. Redmond, doing 
business in Philadelphia under the 
name, Milo Bar Bell Co., to stop repre­
senting that his bar bell or other ap­
pliance or course of instruction, can 
bring about certain physical develop­
ment. Redmond sells his bar bells for 
exercise and training in physical cul­
ture, using magazines of national cir- 

(Continued on page 31)
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MAKING WORKER CUSTOMER.
Following fast on the announcement 

that the cotton goods industry had 
exceeded its quota by a sizeable mar­
gin for the abolition pf night work in 
the mills by women and minors came 
a less impressive but not the less sig­
nificant declaration for minimum wage 
scales in the wool industry during the 
week. The Stillwater Worsted Mills 
published its scale of minimum rates 
on a forty-eight-hour-week basis, and 
its president, Austin T. Levy, cited 
strong reasons for general adoption of 
the program.

The minimums range from $14 a 
week for girls and boys 16 to 18 years 
old to $24 a week for men over 24 
years old, and operators of superior 
skill are to be paid for accordingly. 
Wage comparisons for a group of mills 
were published by the organization and 
disclosed very wide variations which, 
it was set forth, make intelligent com­
petition “well nigh impossible.” The 
concern considered the reductions to 
the low rates “highly undesirable,” 
since many of the wages now being 
paid are too low to enable people to 
live under normal New England con­
ditions.

The most striking feature of this 
announcement was the summary of 
policy which follows: “We believe that 
the success of American industry de­
pends on making every worker an ac­
tive customer for many things beyond 
the bare necessities. Thus assuring 
(1) liberal production, (2) low cost 
production and (3) finished articles at 
prices which make them available to 
many people.”

As might have been expected in this 
rather backward industry, comment on 
the plan was grudgingly given and 
names withheld. However, a great 
deal of interest was taken in the pro­
gram and something may come of it 
if the more progressive elements do 
not submit once more to those who 
have been keeping the industry where 
it is.

SENTIMENT AHEAD OF FACTS.
Improvement in business sentiment 

■manifests itself in a number of differ­
ent ways, and during the week was 
explained largely by the ending of 
Congress. Factual evidence submitted 
so far in the shape of actual reports 
from industry backs up little but the 
view that conditions are more or less 
marking time and barely attaining their 
seasonal gains.

The weekly business index is frac­
tionally lower, due entirely to the de­
cline in electric power output, which 
was 5.6 per cent, under a year ago. 
The central industrial region suffered 
the largest drop, 7.7 per cent. It has 
been lagging for some time behind 
other areas. The other four series 
in the business index advanced.

For the first time this year the An­
nalist weekly index of wholesale com­
modity prices advanced, although only 
fractionally, after a decline that carried 
it down 5.3 per cent, in seven weeks. 
The farm products group was strong­
er. Only the fuel classification receded. 
The general index now stands at 109.6.

In the key industries there are few 
real developments. Steel operations 
are increased slowly and in the auto­

mobile field cautious production gains 
are the rule. Building totals are run­
ning at about their former rate, al­
though a recent increase in residential 
construction attracted favorable com­
ment.

Expansion of savings accounts and 
oversubscription by two and one-half 
times of last week’s Treasury Depart­
ment offering testify to the abundance 
of investment funds. The latter also 
demonstrated how ill-founded were the 
fears raised concerning the effects of 
increasing veterans’ loans. Commer­
cial loans are still easing after their 
short upturn last fall.

Employment conditions have not 
shown much change, although it is 
hoped that the outdoor season may 
reduce the unemployed somewhat.

DRY GOODS CONDITIONS.
Some imprvement is noted in retail 

trade this week, but the level of activ­
ity is not much higher than it has been 
recently. Easter promotions will be 
started this week and are planned to 
reach their crest in the last half of this 
month when apparel offerings will be 
emphasized. It is likely that the pres­
ent policy of pushing as many items as 
possible will be continued even though 
Easter is by tradition the principal ap­
parel season.

February reports of the two largest 
mail-order-chain systems disclosed siz­
able declines. The leading house re­
ported a drop of 14.8 per cent, for its 
four weeks’ period. This was about 
the same decrease that was suffered in 
January. The second largest house 
reported sales 17.17 per cent, lower. 
Woolworth’s sales were off 3.2 per 
cent., although an improvement was 
noted for the last two weeks of the 
month.

A compilation of reports from nine­
teen chains disclosed a fractional loss 
for the month and results were again 
quite spotty. The department store 
chains showed declines over this aver­
age, from which it may be possible to 
predict that trade in general was off 
by a fair percentage but not enough 
to offset the fall in prices over the 
year. Apparently, unit volume con­
tinues to run ahead of a year ago.

Plans of many retailers call for in­
tensive promotion work through the 
Spring. It is believed that the next 
three months offer the best chance for 
results until next Fall, as a dull Sum­
mer is expected.

More buyers were on hand in the 
wholesale merchandise markets during 
the week, the number reaching last 
year’s level for the first time in some 
weeks. Orders have been larger but 
still reflect cautious operations. A 
sprinkling of price advances has been 
found in the cotton goods markets 
principally.

TINY TOWNS.
Having settled the population rank­

ings of the big cities months ago, in­
tensifying ancient animosities and jeal­
ousies and creating a few, the Census 
Bureau has now got around to the lit­
tle towns, which are just as keen to 
obtain their proper ratings in the of­
ficial table. Some of them are so far 
down the list as scarcely to be visible 
to the naked eye. Their remarkable

deficiency in inhabitants in itself con­
fers a distinction which is bringing 
them welcome’publicity. For instance, 
here are two with only one inhabitant; 
each, Arundel-on-the-Bay, Md., and 
Bourne, Ore. That is what the Census 
Bureau says, and if its sleuths were 
able to corral and count every person 
within the far-flung boundaries of Los 
Angeles, including the remote desert 
wastes, the farm lands, the mountains 
and the fastnesses of Hollywood, they 
ought to have no difficulty in ascer­
taining the exact population of these 
tiny towns.

North Cape May, N. J., with five 
inhabitants, must be rather jealous at 
times of South Cape May, which has 
six. Gunn, Wyo., has only two to­
day, although its population in 1920 
was 313. Nevadaville, Col., also has 
declined to two, although it had fifty- 
one only ten years ago. There is a 
considerable list of towns with a popu­
lation of less than ten each. According 
to the official interpretation, a town is 
“an incorporated place.” Tts popula­
tion may have dwindled down to a 
dozen or less, but it is stih a town and 
entitled to a place in the census table.

Life in a town of only one inhab­
itant must be refreshingly free from 
the complexities and annoyances of a 
big city. All he has to do is to regu­
late his own conduct without having 
anybody try to regulate his. He is nev­
er bothered by the neighbors.

BUSINESS AND POLITICS.
It has become traditional, of course, 

for business to welcome the ending of 
Congress, and the session concluded 
last week was no exception to the rule, 
since it was a singularly unhappy one 
throughout. In the eyes of the more 
progressive elements in business, this 
Congress high-lighted the shortcom­
ings of a business administration — 
weaknesses which are apparently in­
herent for the time being in the busi­
ness approach to government. It 
seemed to demonstrate from this view­
point that when a business man enters 
politics he “plays the game” in a way 
which even confirmed politicians would 
disdain.

There is little, however, to be sur­
prised about in this. Organized busi­
ness in its handling of legislative mat­
ters manifest about the same tenden­
cies. It devotes its major energies to­
ward opposing legislation, and its con­
tributions to constructive legislation 
are lamentably few. It is constantly 
on the defensive and does little to push 
through sound measures, even though 
such a program would mean fewer un­
sound proposals. All of the Wagner 
bills, for instance, were based upon 
plans emphasized ten years ago, but 
shelved until the emergency was on us 
again.

Large groups of citizens have watch­
ed the so-called business administration 
in action over the last two years with 
feelings which have mounted from 
disappointment to positive distate in 
many instances, and it should cause no 
wonder if the former willingness to 
have “government by business men” 
is succeeded by a desire to have leader­
ship of wider sympathies and broader 
statesmanship.

A MECHANICAL VOICE.
The most commonplace of human 

achievements has evaded until now any 
sort of mechanical imitation. Speech 
may be reproduced, as is done in the 
phonograph, the radio and the talking 
picture. But in essentials these repro­
ductions all depend upon a process of 
converting sound waves into a fixed 
record and resolving them back into 
motions of the air that are heard as 
voices or music.

But an English inventor has con­
ducted a curious experiment in the imi­
tation of speech. He copied with care­
ful accuracy the sound track of a talk­
ing film, photographed it and repro­
duced it in an artificial voice which 
spoke in a deep bass tone. Strictly, 
therefore, it was a phrase that had 
never been spoken by human voice; it 
was not reproduction but imitation.

It is said that it required a hundred 
hours of painstaking labor to create a 
single sentence of artificial speech, a 
statement which implies that it was 
scarcely worth so much trouble. But 
there is some possibility that this ex­
periment may have useful conse­
quences. If the delicate curves of 
sound as they are recorded by the 
phonograph disk or the talking film 
could be analyzed exactly, it might be 
possible to write an accompaniment to 
a screen picture without troubling the 
actors with the responsibility of talk­
ing intelligenly. But until there is 
something profoundly important to be 
said that no human voice can adequate­
ly express, there appears to be no pros­
pect that the production of a synthetic 
voice will be anything except another 
curious accomplishment of human in­
genuity.

RETAIL SYSTEMS.
In the attempts made by retail man­

agements in the last few years to meet 
their problem of dwindling profits, the 
chief effort has involved the adoption 
of more scientific methods of operation. 
Studies have been made and experi­
ments conducted to reduce the hazards 
of buying and selling judgment. So 
many systems have resulted that re­
cently there has developed a reaction 
against them and a sentiment has been 
aroused for fewer figures and more of 
the old-time merchandising instinct.

However, a leading store executive 
who has given the subject much 
thought is authority for the statement 
that, when the most successful mer­
chandising practice is analyzed, it 
demonstrates that all the sound rules 
employed in the good systems have 
been carried out almost to the letter. 
In other words, the best merchandis­
ing instinct can accomplish little more 
than what results from a sound, statis­
tical method of operation.

It is his further view that store 
practice in the future will be a com­
bination of the best features of both 
methods, the instinctive and the sys­
tematic. For the present, however, he 
recognizes the difficulties which are 
placed in the way of scientific opera­
tion by the traditions of the business 
and the scoffing of the old school of 
retail executives who are able “to do 
things without figures.”

Man must be monarch—or we perish.
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

Not having visited Allegan since the 
new community building was thrown 
open to the public Nov. 1, I could not 
resist the temptation to look over the 
strucure last Saturday. The building 
was made possible through the gen­
erous bequest of the late Mrs. Marilla 
Griswold, who willed the city $100,000 
for that purpose several years ago. The 
fund had increased to $185,000 before 
the utilization of the bequest was un­
dertaken. The land, building and 
equipment cost $131,000, leaving an 
ample sum to provide for up-keep and 
maintenance. It strikes me that the 
trustees succeeded in getting a good 
deal for their money. Situated within 
a block or two of the main business 
street, on the banks of Kalamazoo 
river, the location seems to be ideal in 
many respects, preferable to the loca­
tion originally proposed for the build­
ing a block nearer the main street. 
The building contains an opera house 
which seats 746 people, a well-equipped 
athletic hall, two smaller assembly 
halls, kitchen, complete culinary equip­
ment, with ample rest rooms and of­
fice. The architectural arrangement of 
the building strikes me as remarkably 
adapted to the needs of the people who 
will use it. I wish every city could 
have a rich widow who would leave 
enough money to her home town to 
meet the requirement for such a struc­
ture. Perhaps I ought not to restrict 
such a service to women. I know many 
men who could leave $100,000, more or 
less, to their home town and the result 
would be better than to leave it to 
children who have not been trained 
to care for such an inheritance.

I do not know why, but all my life I 
have been in close touch at times with 
preachers, priests and rabbis. At Hud­
son, where I was born and lived until 
I was a dozen years old, my ideal was 
Rev. Myron W. Reed, who preached 
in the Congregational church. He left 
us during the war to serve his country 
as a common soldier. On account of 
his dash and daring he soon rose to 
the rank of colonel. He was large in 
size, dark in complexion, with piercing 
black eyes. He was a commanding 
looking figure on a horse. He went 
from Hudson to Indianapolis and later 
to Denver, where I think he lived until 
he died. He was a candidate for the 
pastorship of Plymouth Pulpit when 
Beecher died and was one of the first 
to congratulate Lyman Abbott on his 
selection.

On locating in Grand Rapids fifty- 
four years ago I immediately formed 
the acquaintance of Rev. J. Morgan 
Smith, Rabbi Gerechter and Father 
McManus, who should have been the 
first bishop of the Grand Rapids dio­
cese. I maintained close personal rela­
tions with these men as long as they 
lived. Morgan Smith was, I believe, 
a cousin of the first J. Pierpont Mor­
gan. He occupied a unique position in 
the social and religious life of Grand 
Rapids about a quarter of a century. 
Rabbi Gerechter supplemented his 
earnings as spiritual leader to his peo­

ple by giving instruction in the Ger­
man language. I was one of his pupils 
for several years. He subsequently 
filled a position as rabbi in Milwaukee 
and then taught languages in a Wis­
consin college for about twenty years, 
when he was able to retire from active 
service on the generosity of the Car­
negie Foundation. The last time he 
was in Grand Rapids he was our house 
guest and remarked: “I am going to 
New York City to spend my remaining 
days. I have there a nephew who is 
a rabbi, another nephew who is a 
physician, another who is an under­
taker, so my future is assured.”

Some years ago I had the pleasure 
of meeting William R. Moody, son of 
Dwight L. Moody, who told me he was 
at work on a biography of his dis­
tinguished father. I requested him to 
see that I received a copy as soon as 
published and two weeks ago it reached 
me with a pleasant message by the 
author on the fly leaf. I have read 
the book with great appreciation, not 
only because of the information it 
gives me regarding the subject, but 
because of the masterly manner in 
which the events of a great man’s life 
and accomplishments are presented by 
the author. As I stated in this depart­
ment two weeks ago, I hope every 
Christian friend of the Tradesman will 
obtain the book at the earliest oppor­
tunity, because a man who spoke to 
50,000,000 people in the thirty-nine 
years from 1860 to 1899 and influenced 
the lives of countless thousands is 
worth knowing intimately.

Mr. Moody was born at Northfield, 
Mass., in 1837, his antecedents being 
Unitarian. His people were very poor 
and his early education was necessarily 
scanty. As a young man he went to 
Boston to work as a clerk in a shoe 
store. He joined the Congregational 
church and later removed to Chicago to 
take a position in a shoe store. He 
became active in Sunday school work 
and formed a class of poor boys which 
soon became the largest organization 
of the kind in Chicago. From 1860 
on he devoted all his time to religious 
work. Druing the Civil war he worked 
with the boys in the camps under the 
auspices of the Christian Commission. 
On his return to Chicago in 1865 he 
was elected president of the Y. M. C. 
A. and acted as pastor of a large 
church which was built for his work. 
In 1870 he was joined by Ira D. San- 
key, a wonderful singer and religious 
song writer, a relation which continued 
for about thirty years. In 1873 they 
went to England and spent two years 
in that country and Scotland, where 
they created a great spiritual awaken­
ing which had not been paralleled since 
the days of Whitefield and Wesley. 
They made another visit to Great 
Britain in the early 90’s, in the mean­
time holding monster revival meetings 
in practically every large city in this 
country.

In 1879 Mr. Moody met Gen. Booth 
for the first time. He had never work­
ed with the salvation army because of 
the Jesuitical autocracy of its leader 
and the assumption of the direction of 
every individual. Moody insisted that

such a system precluded the guidance 
of the Spirit of God and the dictates 
of. conscience. Another point of di­
vergence was the insistence of Booth 
that every convert of the salvation 
army should remain in the army and 
not become connected with any church. 
Moody believed that as soon as a per­
son was converted he should immedi­
ately ally himself with the church or­
ganization which presented the strong­
est appeal to him. He never undertook 
to dictate where his converts should go.

One of the most unpleasant features 
Mr. Moody had to overcome was the 
frequent insistence of men who thought 
they were Christians to pin him down 
to certain narrow ideas on non-essen­
tials, such as immersion. He never 
entered into extended discussion with 
such a person, turning him off with 
some quotation from the Bible showing 
that religion was a personal matter 
between a Christian and his God.

Mr. Moody was a man of dominant 
character and sometimes made replies 
to younger men which contained a 
sting which hurt because they were 
unjust or too severe. Whenever such 
a case was brought to his attention, he 
never closed the meeting without of­
fering an apology. “Friends,” he would 
say, “I answered my young friend 
over there very foolishly. I ask God 
to forgive me and I ask the forgive­
ness of my brother." The man of iron 
will thus proved that he had mastered 
the hardest words of all earth’s lan­
guage, “I am sorry.” Only a great 
soul can do that. Persons of small 
mentality and “meanness of soul” are 
the only ones who never apologize for 
a wrong done a fellow creature.

Unlike the commercial revivalists of 
the present day, such as the notorious 
Billy Sunday and Amy McPherson, 
Moody and Sankey did not seek to 
enrich themselves by their labors. They 
voluntarily surrendered their great 
profits on their sermons and song 
books to public purposes. Largely 
through the gifts of rich men Mr. 
Moody was able to establish at North- 
field an academy for girls, another 
academy for boys and a training school 
for religious workers which have 
grown to large proportions. Their 
activities are constantly expanding un­
der the able management of Mr. 
Moody’s son. He also founded an in­
stitution for Bible study in Chicago, 
which is still maintained in his name 
by the wealthy men of Chicago.

Mr. Moody maintained his home at 
Northfield, where he rested from his 
labors when not employed. His family 
relations were very happy. The biog­
raphy presents a wonderful picture of 
that side of his life.

Mr. Moody appears to have been a 
seer as well as a prophet, judging by 
the following paragraph on page 509 
of the biography:

When his daughter returned from a 
trip to Germany she brought two little 
souvenir busts of the Kaiser and Bis­
marck. One day Moody’s attention was 
attracted to than. He knew the Iron 
Chancellor only as a great patriot and

regenerator of Germany, a loyal sub­
ject and faithful servitor of William I. 
For the young emperor he had only a 
deep contempt. “Bismarck is all right,” 
he soliloquized, “but I don’t want that 
in the house,” pointing at the bust of 
the young Kaiser. “Why, father, 
what’s the matter?” asked the daugh­
ter. “Any man who treats his mother 
as he has and then turns from one who 
has done for his grandfather and father 
what Bismarck has will come to a bad 
end. Mark my words. I may not live 
to see it but he will die in disgrace, 
an exile from his own land.” This was 
in 1891.

Any man who could make such a 
prediction twenty-seven years in ad­
vance of its actual accomplishment and 
have it come true with such unerring 
accuracy must have been a pretty good 
student of human nature with a firm 
belief in the old Unitarian doctrine that 
a man gets about what he deserves in 
this world.

Two things impress me greatly in 
connection with this biography — the 
eminence a man can reach as a Bible 
student and expounder without the 
aid of a high school or college educa­
tion and the candor and fairness with 
which Mr. Moody treated all religious 
denominations. I cannot anywhere 
find record of a single deprecating 
word he ever had for any religion based 
on the Bible. I cannot help comparing 
him in this respect with the mounte- 
back, Billy Sunday, who apparently 
cannot find words nasty enough to de­
scribe and denounce those who do not 
happen to agree with him in his nar­
row, distorted and utterly impossible 
conception of Christ. I listened for an 
hour some years ago to his tirades 
against other and better men and their 
religious beliefs at the City Mission 
i^Grand Rapids) and have come to the 
conclusion that if he is ever again per­
mitted to cross the threshold of any 
local church, I am through with that 
church as long as I live.

The Bishop of London once remark­
ed that the true Christian is one who 
has respect for the other man’s reli­
gion, whether he believes in it or not. 
I think in making this remark he hit 
the nail squarely on the head. Any 
person who misuses his position to 
defame and malign the religion of an­
other should be shunned like a pesti­
lence by all honorable men. I have 
never had any use for the man who 
stops you on the street or comes to 
your home or office to tell you that 
your religion is inferior to his religion 
and that if you persist in your belief 
you will be everlastingly damned. As 
a matter of fact, I just think such a 
man has a religion not worth having, 
because he has no proper conception 
of religion in its true sense.

Monday’s mail brought me the fol­
lowing letter from a long-time mer­
cantile friend.at Flint:

Flint. March 5—It was with a great 
deal of disappointment that I read your 
arraignment of W. K. Henderson in a 
late issue of the Tradesman. To my 
knowledge his broadcasts against the 
chains have produced great and lasting 
results, which are helpful to grocers 
in particular and all other independents
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-generally. I had thought that I was 
.properly primed with facts about 
vicious chain store practices, but over 
the air came ideas and facts that I 
never dreamed of. Early in his cam­
paign some one said to me that they 
believed that Henderson was making 
money out of his program and I replied 
that I hope he would make a million. 
He. hasn’t received the price of a M. 
'M. M. membership from me, but I 
feel that my business has benefitted 
-many times - twelve - dollars. Station 
RWKH is situated so that its voice 

Is heard throughout the United States 
and all the people have been given fair 
warning to look upon the chain stores 
with distrust and caused millions of 
people to check up on chain store pur­
chases and in a majority of cases to 
find out that Henderson was right. 
Let him make a million if he produces 
results.

Now for something else. I have 
been an interested reader of the 
Tradesman for many years and know­
ing its record for not missing anything 
have been greatly surprised that the 
Home Defense League has not come 
under its favorable notice. I have a 
membership in that organization which 
I prize highly and since its inception 
last May has done good beyond the 
ability of any one to measure. One 
thing stands out monumentally, namely 
the putting into the high schools of the 
State of Michigan at great cost, de­
bating material covering the inde­
pendents’ side of the chain store ques­
tion. This material was put up in book 
form and covered the subject so well 
that when debates were held the team 
upholding the independent marchant 
were given the decision in 94 per cent, 
of the contests, and in many cases it 
was difficult to get students to take 
-the side of the chains when material 
furnished by the chain stores was com­
pared to that furnished by the Home 
Defense League. This organization 
has a large and fast growing member­
ship. It is ably directed and has the 
support of many of Michigan’s, best 
business and legal minds. It would be 
gratifying to many of the Tradesman 
readers if you gave this movement the 
favorable mention which it richly de­
serves. Kenneth C. McCredie.

I have frequently given Mr. Hen­
derson credit for. doing much to ac­
quaint the people with the crimes com­
mitted by chain store officers and em­
ployes, for which. I think he is entitled 
to great credit, but I cannot overlook 
his arrogance, vindictiveness and malice 
in dealing with those who do not hap­
pen to agree with him on all points. 
Nor can I tolerate his frequently re­
peated statements that he was conduct­
ing the campaign of exposure and vi­
tuperation at his own expense and at 
great personal loss to himself, when 
the investigation of Government ex­
perts disclosed that he had accumulat­
ed several hundred thousand dollars 
through his appeals for restitution and 
compensation. I cannot tolerate false­
hood .in any form, which is, in my 
opinion, sufficient reason why the 
Tradesman should not place any confi­
dence in the good faith of such a man,

Regarding the Home Defense 
League I am awaiting the outcome of 
that organization with great care. The 
publication of the books my corre­
spondent refers to was made possible 
by the Schust Baking Cò., which hand­
ed the League manager a check for 
$1,000 for that purpose. The League 
espoused a sales tax bill in the Legis­
lature which my little knowledge of 
legislative matters leads me to believe 
is clearly unconstitutional and would

be so pronounced if it ever reaches the 
Supreme Court. I cannot see any use 
in cluttering up the statute books with 
such trash and I will not knowingly 
support any organization which resorts 
to such a clap trap. If my good friend 
from Flint will drop in on me any 

- time I will show him some correspond­
ence from leading merchants of Mich­
igan which will make his hair curl.

E. A. Stowe.

Chains Sound Fanfare Which Fools 
Nobody.

“■Steaks, 20c.”
“Coffee, 23c.”
“Tires, $8.69.”
“Eggs, 20c doz.”
“Oranges, 39c peck.”
“Our buying power makes the sav­

ings possible—we operate on the 
smallest profit margins. You benefit.” 

Circulars and newspaper space cry­
ing to high heaven that the chains are 
responsible for prices due to a sur­
plus coffee crop in Rio Janero, that the 
chains, not the weather makes hens 
lay more eggs; the chains perhaps ap­
plied magic to Florida orange groves, 
so the over-production of citrus fruits 
is due to “mass buying.”

Poppy-cock and tommy-rot — the 
price of beef to-day is not due to chain 
system buying and selling, neither is 
the low price of sugar, butter, eggs or 
coffee. Crop conditions and food sur­
pluses don’t depend on Wall street 
manipulation.

Tire prices are down, sure; and the 
chain stores blatantly inform the dear 
public that it is the chain store which 
should be thanked for this blessing. 
From 1910 to 1920 the rubber business 
was one of the most prosperous ever 
heard of, 1920 saw the world wide 
depression—rubber prices went down 
—to save juicy profits, curtailment of 
planting, of rubber tree tapping was 
ordered by the Stevenson . Committee, 
but the producers did not stay “put,” 
so British control dropped to 59 per 
cent, as compared to a former 75 per 
cent. Hendrickson, president of the 
New York Rubber Exchange, has been 
quoted as saying, “'Some plantations 
may be able to grow rubber as cheaply 
as. five cents a pound.” At any rate, 
the situation produced a decline in raw 
rubber, prices dropped from $1.40 per 
pound to 13c per pound, yet the cata­
logue mail order barons take credit 
for “saving folks money.”

Sugar has had its ups and downs, 
due to crop conditions, so when sugar 
prices went down, once more the 
chains took credit for something en­
tirely outside of their bailiwick.

Slick business methods to assume 
credit, no matter whether due or not 
—but the public generally believe at 
least something, of the law of supply 
and demand. The American public 
knows it was no worthy and entirely 
charitable attitude toward consumers, 
that caused the A. & P. to come down 
on the price of bread. There have 
been too many statements that farmers 
were feeding wheat to the cattle and 
hogs. Cheap bread came about 
through a wheat surplus, first, and an 
act of Federal committees in “suggest­
ing” a drop in monopoly made bread. 
■Read the statements in the chain store 
newspaper advertisements and note the 
slant they put on the matter.

For many months anti-chain agita­
tors have been stressing the fact that 
chain stores survive on price appeal. 
They have fattened on bargain bait in 
sub-standard size containers, and cut- 
prices on a few nationally known 
brands. As one radio independent 
champion recently said, “All these 
folks have is price—how about the 
quality?”

This speaker evidently was not read­
ing the Grand Rapids Press, for as­
suredly even a casual survey of the 
advertising therein, of late, would re­
veal that altruistic, marvelous and 
withal artistic appeal to the house­
wives, on the basis of Kroger “quality.”

“A testing, proving and scientific 
analysis of all foods, tasting, weighing, 
figuring how to improve quality”—and 
full pages with big pictures to prove 
it.

Credit must be extended where due. 
The chain operators should be granted 
this much. When they find the pub­
lic educated as to any one angle in 
which the chains are glaringly at fault, 
the chain management sees to it that 
their publicity department gets busy, 
that fault is patched up. Or at least 
a strenuous gesture for that purpose 
is made.

Check up, if you will, on this propo­
sition.

Early in the activities of the inde­
pendent forces, it was a question of 
saving money—all right. Percentages 
of profits and statistics as to how 
much of every food dollar was saved 
to the consumer were run. (Was it 
11c?)

Then came the very legitimate com­

plaint chains were not at all commun­
ity minded. Welfare agencies, com­
munity chests and local charities were 
ignored by the overlords of monopoly 
—dividends could not be curtailed 
simply because the halt, lame and the 
blind were to be aided in some town 
where the local manager was not even 
a taxpayer.

Once more the ballyhoo of big news­
paper copy, “We gave to this, or we 
sponsor that”—a belated and stinted 
appeal to the community, but no one 
took such commercial gestures seri­
ously, they were entirely too obvious.

Now comes the belated campaign on 
quality—how it is played up. Pretty 
hard to convince folks who have drop­
ped cheap unknown brands and swing 
them into line with specious argument 
alone.

In every case all claims of anti­
chain forces have been tacitly admit­
ted by the steady come-back of the 
chains.

There are panaceas for human ills 
and by the same token, panaceas for 
commercial ills, but the flamboyant 
use of newspaper space to build 
crumbling bulwarks, to stem the tide 
of enlightened public opinion will not 
suffice.

“Give us credit,” says the chain store, 
and in return the state legislatures are 
framing laws to control unfair taxa­
tion invoices, and tax evasions. Chain 
stores must realize, if they possess the 
power of sane reasoning, that by ad­
mitting every count against them with 
rebuttal in the press, the hosts of in­
dependents are gathering a force which 
in due course will dominate.

PITKIN & BROOKS
CHICAGO, ILL.

Importers, Jobbers, Distributors of 
American, English, French, Japanese and Bavarian 

Dinner-ware, Fancy China and Glass-ware.
W e carry stock that insures Prom pt Shipm ents, Quick Turn­
overs and G ood Profits.

PITKIN & BROOKS
• Established for 59  years.

Salesrooms: 16 to 18 E. Lake St., Chicago, 111. 
M ICHIGAN SALESM EN —  W . J. Shanley, H ugo Franzen

Rademaker-Dooge Grocer Co.
Distributors

Peter Pan
Canned Fruits

and

Vegetables
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Chain store platforms in political 
battles are not a visionary dream, but 
to the independents now on the firing 
line it is only fair to say that the one 
big indictment against the chains, one 
which all of their flamboyant adver­
tising cannot hope to attack with any 
degree of success, is the destruction of 
individuality, individual initiative and 
personal contacts by responsible heads 
of retail business.

No matter if a store 'be located in a 
city of four million souls or at the 
crossroads, this personal element is 
vital. If the independents have brains 
enough to utilize personality and per­
sonal service as an asset, if customers 
do realize they are not dealing with a 
soulless machine, and there prevails a 
cheerful, obliging consideration of 
each and every customer, no hireling, 
no matter how much he strives, can 
supplant the “boss” in the hearts of 
the American trading public. It is 
this personal equation and the fullest 
realization of the obligation to serve, 
which will go farther than all else in 
the struggle to save the Nation from 
the strangle hold of monopolistic pi­
rates:—the term has been used before 
—and legislation is not directed against 
the guiltless. Hugh King Harris.

Independent Merchants Association 
Adopts Code of Ethics.

The Independent Merchants As­
sociation of Grand Rapids held a large 
and enthusiastic meeting at the West 
Side library building on West Bridge 
street Thursday evening, March 5. 
Addresses were made by H. C. Whit- 
zell, James P. Hughes, F. H. Porter 
and William Muller. Several other 
members spoke in behalf of loyalty to 
the organization.

Election of officers resulted as fol­
lows:

President—Isaac Hollaman.
Secretary—John Dietrich.
Treasurer—Cornelius Tanis.
General Manager—F. H. Porter.
Executive Officers—Merwin Gold- 

ner, chairman, William Hoekstra, 
Hiram Gezon, Gerald Pastoor, Samuel 
Postma.

The following code of ethics was 
adopted:

We agree to meet every form of 
competition fairly, always with a truth­
ful representation of merchandise, and 
solicit patronage not by unkind or 
derogatory reference to others, but 
strictly upon the merits of our mer­
chandise.

To at all times render the most 
courteous and efficient service within 
our power and to elevate the standard 
of the business in which we are en­
gaged.

To pay all workers an adequate 
wage, employing only those of char­
acter and dependability, to the end 
that the buying public may ever have 
full and complete confidence in our es­
tablishment, where conditions are 
known to be favorable to the encour­
agement and development of our em­
ployes.

To abide by all local, State or Na­
tional laws, co-operating whole heart- 
edly with such officials as are charged 
with their enforcement.

To refrain from and to insist that 
those who are dependent upon us, 
either as relatives or employes, refrain

from giving patronage to any retail 
establishment which is owned, financed 
and controlled by capital foreign to our 
community.

To aid and support in such degree 
as we feel we are able, all projects we 
are convinced are for the betterment 
of our community, whether charitable 
or otherwise.

To reduce to a minimum our pur­
chases from 'wholesalers, manufactur­
ers, jobbers and others who are unfair 
to or uninterested in the welfare of the 
independent dealer and this Associa­
tion.

To lend our aid whole heartedly to 
the practice of the rules herein set 
forth, believing that honesty in public 
service and careful consideration of 
the wishes and desires of the public 
and a careful training of our employes, 
in public service, community building, 
and moral uplift, point the way to the 
ultimate development in the fullest 
measure of any community.

How To Cook Eggs.
Anyone can cook eggs—'but very few, 

according to the Bureau of Economics, 
United States Department of Agricul­
ture, cook them well.

Eggs, says the Bureau, should al­
ways be cooked at a low temperature. 
Boiled eggs should not be boiled. The 
water should be brought to the sim­
mering point before the eggs are put 
in. Then, if the eggs are to be soft 
boiled, the pan should be taken off the 
fire and covered, and the eggs allowed 
to stand in the water about five minutes 
or until they reach the consistency you 
prefer. The more water there is in the 
pan, the sooner the eggs will be done.

If the eggs are to be hard boiled, 
they should be left in water below the 
simmering point over a low fire for 
about half an hour.

If they are to be poached, they 
should be placed in simmering salted 
water, then the pan should be immed­
iately taken off the fire and covered 
and the eggs allowed to stand until 
done.

Scrambled eggs, the Bureau says, 
are best when made in a double boiler 
in which the water is kept below the 
boiling point. In no case should the 
cooking temperature be above 185 de­
grees.

The effort of the lower temperatures, 
according to the Bureau, is to make 
the eggs more tender and easy to di­
gest.

Living Standards (in Twenty-nine 
Typical Towns.

A recent survey covering twenty- 
nine typical small town’s, each of which 
had a population of less than 2,500 peo­
ple, located in the States of Pennsyl­
vania, New York, West Virginia, Vir­
ginia and Maryland, reveals, accord­
ing to Grit, the following interesting 
facts about the families interviewed:
71.4 per .cent, own their homes.
88.4 per cent, have electric light.
31.6 per cent, have gas in the home. 
45.2 per cent, have telephones.
72.0 per cent, have baths.
51.5 per cent, own electric washers.
41.0 per cent, own vacuum cleaners.
55.0 per cent, own radios.
66.7 per cent, own automobiles.
76.7 per cent, had savings accounts.

COYE 
A W N IN G S

for
YOUR STORE

YOUR HOME — YOUR OFFICE
ORDER

NOW CHAS. A. COYE, Inc.
Grand Rapids, Mich.

MICHIGAN BELL 
TELEPHONE CO*
Long Distance Rates are Surprisingly Low

F O R  I N S T A N C E :

-70c
or less, between 
4:30 a. m. and 

7:00 p. tn.

You can fall the following points and talk for 
THREE MINUTES for the rates shown, 
Rates to other points are proportionately low

3

from
Grand
Rapids

to

Day Station-to-Station Rate

C A D IL L A C _________ $ . 7 0
F L I N T ______________ .70
M ILW AUKEE, W IS.__ .70
J A C K S O N __________ .65
D U R A N D  ______________ .65
N IL E S _______________ .65
O W O S S O ___________ .6 0

The rates quoted are Station-to-Station Da) 
rates, effective 4:30 a.m. to 7:00 p . m . E v e ­
ning Station-to-Station rates are effective 
7:00 p.m. to 8:30 p.m., and Night Station 
to-Station rates, 8:30 p. m. to 4:30 a. m

For fastest service, give the operator the 
telephone number o f  the person you are calling, which can 

be obtained from  " Information"

C orduroy T ires
K now n from  th e  C anad ian  B order to  th e  Gulf—and  from  New 

Y ork H arb o r to  th e  Golden G ate—the  C orduroy T ire  h a s  in  ten  
y ears  Rained a  rep u ta tio n  for value, fo r  superla tive  perform ance 
and  dependability  th a t  is second to  none!

The Corduroy D ealer o rgan ization  do ts  th e  n a tio n ’s  m ap  in 
m etropolis and  ham le t. I t  is a n  organ ization  th a t  sw ears 
alleg iance to  th e  Corduroy T ire  because of long years  of u n fa il­
ing  tire  sa tisfac tio n  to  th e  m o to rists  of th e  country .

Go to  you r Corduroy D ealer today. A sk to  see th e  tire . B i g -  
S tu rdy—H andsom e in all i ts  s tre n g th  an d  toughness, th e  C or­
duroy T ire  will sell itse lf to  you s tric tly  on i ts  m erit.

CORDUROY TIRE CO.
Grand Rapids, Mich.



12 M I C H I G A N  T R A D E S M A N M arch 11, 1931

FINANCIAL
Substantial Part of Year’s Gain Al­

ready Recorded.
With the recovery in stocks already 

having exceeded expectations of most 
market observers, chart theorists have 
begun to see a probable turning point, 
that is, the end of this phase of the 
upward movement.

Signals of the next phase of the mar­
ket should be observable by March 10, 
in the opinion of Paine, Weblber & Co. 
The firm uses the Dow-Jones averages 
to show that railroad and utility stocks 
have more than recovered half of the 
loss recorded between last September’s 
high and the December low. The in­
dustrial group is within a few points 
of reaching this objective.

The SO per cent, recovery point for 
industrials is 200.83, while for utilities 
it was 71.95 and for rails 111.35.

If the industrial group confirms the 
action of the other two groups, as it 
is expected to do, the normal technical 
result would be for the entire market 
to show signs of a reaction, having 
spent considerable energy in arriving 
at its goal.

In addition to this technical reason 
for expecting a cessation in the recov­
ery, the firm cites other reasons:

“The bottom of the June, 1930, de­
cline was 207.74, which stands as a 
strong resistance barrier owing to 
ability to liquidate stock continuously 
held since then without loss.

“The bottom of the 1929 break was 
195,35—another point acceptable to 
some holders as a spot to sell, though 
not so effective as No. }.

“The advance of nearly 25 per cent, 
since December bottom brings satis­
factory profits to conservative specu­
lators; at 205.93, stocks bought on bot­
tom just nine weeks ago will have 
yielded a profit of exactly one-third.

“At 200.83, one-half of last autumn’s 
losses will have been retrieved. In the 
past, such a recovery has been about 
the limit for first phase of any bull 
market.”

The recovery of from 23 to 28 per 
cent, in stocks already recorded this 
year represents a substantial part of 
a normal year’s gain, the firm points 
out, in a comparison of movements for 
the last ten years.

Except in 1928, the maximum in­
crease in the industrial average never 
exceeded 38.6 per cent, for a single 
year, computing the advance from the 
year’s low to its high, the figures 
showed. The spring advance last 
year, the firm recalled, “proceeded far 
enough to retrace, almost to a dot, one- 
half the total loss of the autumn 1929 
debacle.” William Russell White.

[Copyrighted, 1931.]

World’s Biggest Corporation Consider­
ate To Its Employes.

Telephone company reports years 
ago won recognition in this country as 
a model for presentation of statistics 
in readable form but you must look 
beyond balance sheets to learn what 
makes A. T. & T. the world’s greatest 
corporation.

Success in building up assets of $3,- 
163,000,000, in paying dividends with­
out interruption for forty-nine years, in 
attracting more stockholders than any 
other corporation, in perfecting an or­

ganization enabling you to reach from 
any Bell telephone 91 per cent, of the 
world’s telephones does not come un­
planned. It comes from a planned 
pursuit of business in which all hands 
pull together, and pull hard. I t comes 
from employe loyalty to an ideal.

In these time of social disturbance 
over the “heartlessness” of big cor­
porations and over the threat to labor 
of “mechanization” of industry it seems 
a bit ironic that we must turn to the 
biggest corporation of them all for our 
best example of considerate employe 
treatment and to a corporation which 
leads in the application of mechanical 
devices for proof that “mechanization” 
does not always turn employes into the 
street.

Apart from sickness, accident and 
death benefits, pensions, and the usual 
expenditures of this character, the Bell 
System deliberately offers employment 
on a basis that will enable its em­
ployes “to meet the vicissitudes of life 
with the maximum assurance possible.” 
It actively promotes among its em­
ployes various thrift plans to encour­
age saving. More than 80 per cent, 
of all A. T. & T. employes participate 
in one or more of these plans.

Interesting it is that in the depres­
sion year of 1930 employes of the Bell 
System saved $70,000,000 under these 
plans or 10 per cent, of their pay. In 
1929 they saved 8.

In this management policy applied 
down through the years is the secret 
to an employe loyalty that explains 
more than any other single item the 
telephone company’s unmatched ma­
terial success. It is an influence par­
ticularly designed to inspire creative 
work in the company’s vast research 
laboratories that have done so much to 
keep A. T. & T. well in the front in 
the procession forward of American 
business enterprises.

It is not often in annual reports that 
you find a statement like that with 
which Walter S. Gifford, president of 
the American Telephone and Tele­
graph Company, ends his 1930 report:

“Although not appearing on the bal­
ance sheet, the greatest asset of the 
Bell System is the skill, energy and 
character of the hundreds of thousands 
of men and women who make up its 
organization, who have during the past 
year rendered a more efficient service 
than ever before.”

Paul Willard Garrett.
[Copyrighted, 1931.]

Food Company Looks For Better 
Year.

Extraordinarily heavy charges neces­
sitated by co-ordinating sales of the 
several divisions brought into the 
Standard Brands merger contributed 
to the unsatisfactory earnings showing 
of the company for 1930.

Improvements effected in distribu­
tion, however, are expected to pave the 
way for a recovery this year. 'Steady 
progress was made last year, with 
quarterly periods showing share earn­
ings of 26, 31, 31 and 34 cents. Besides 
problems incidental to the consolida­
tion, the company had to face unsatis­
factory wholesale market conditions, 
the price of coffee having dropped 
sharply during the year.

There are five principal divisions of 
the company, Fleischmann’s, with its

yeast, vinegar, baking powder, etc., be­
ing the most important and best 
known.

The former Royal Baking Powder 
Company and Chase & Sanborn are 
two other important divisions, the for­
mer’s products including baking pow­
der and gelatin and the latter’s tea and 
coffee. Widlar Food Products, acquir­
ed after the original merger, special­
izes on condiments, salad dressing, 
canned corn, olives, etc., while the E. 
W. Gillette Company, Ltd., of Canada 
handles baking powder, soda, dried 
yeast cakes, etc.

The Royal division contributed a 
substantial increase in earnings last 
year as a result of enlargement of 
sales over 1929.

Distribution has been based on the 
system built up by Fleischmann, ex­
tending to 16,000 cities by personal 
delivery. There are about 900 direct 
selling agencies. Fleischmann prod­
ucts are manufactured in fourteen 
plants in the United States.

Capitalization consists of 147,669 
shares of $7 cumulative preferred 
stock and 12,637,734 shares of com­
mon. The junior stock, selling recent­
ly at about 20, yields 6 per cent, on the 
basis of the $1.20 annual dividend now 
being paid. The rate was reduced 
from $1.60 in November.

(JnVbstmenl bankers

Change
of

Corporate
Name

Fenton,Davis 
& Boyle

-to
M id -W e s t
S e c u r i t ie s
Corporation
tinvestment Bankers 

D E T R O I TGRAND RAPIDS
! Phone -4212
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CHICAGO TITLE & TRJJST CO.
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PETTER, CURTIS & PETTER, INC.
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L. A. GEISTERT & CO.
Investment Securities 

GRAND RAPIDS—MICHIGAN
$•6-511 GRAND RAPIDS TRUST BUILDING 

Telephone 8*1201
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Current assets at the end of last year 
totaled almost $47,000,000,  ̂of which 
$15,000,000 was in cash and about $10,- 
400,000 was in marketable bonds. Cur­
rent liabilities stood at about $4,700,000.

William Russell White.
[Copyrighted, 1931.]

Prospects For 1931 Are What Count 
From Now On.

Viewing developments in business 
as March begins “men no longer feel 
that they are looking down a black 
hole,” but that in the last two months 
we have taken the measure of this de­
pression accurately enough to be sure 
that the country has “seen the worst.”

This happy way of expressing its 
summation of events leads the National 
City Bank of New York in its bulletin 
this month to philosophize with a 
strong flavoring of hope on the stock 
market’s extraordinary performance in 
the last ten weeks. That the upsweep 
in quotations from the December lows 
has been sharp seems no reason for 
concern apparently to the authorities 
of this bank.

Says the bulletin: “In the early 
stages of revival stock market recovery 
always outruns actual business revival, 
and while the market sometimes makes 
false starts, as it did a year ago at this 
time, it is a fairly sure bet that when 
business'revival does come it will ¡be 
accompanied by just such a stock mar­
ket demonstration as we have been 
having. Considering the way the mar­
ket ignores poor earnings statements 
and dividend reductions and suspen­
sions, it is evident that it has discount­
ed about all the bad news likely to 
come out about 1930.”

But the City Bank, driving the point 
further, makes the guess that from 
now on the market will look forward 
rather than backward and that “it will 
be the prospects of 1931 that count.” 
The market’s vigorous upturn in the 
face of a reduction in collateral loans 
is interpreted as a good basis for the 
conclusion that the public is not 
“broke or permanently cured of its 
speculative instincts.”

Doubtless the bank is right. Certain­
ly it is right in attaching importance 
psychologically to the good effect on 
business of rising stock prices, but it 
stretches a point in concluding that the 
public still is possessed of the specula­
tive bug just because the market has 
been running up sharply of late. Ac­
cording to the bank’s own figures, col­
lateral loans simultaneously have been 
reduced. Vastly more of the purchas­
es in this market have been for cash 
outright than for speculative accounts 
by the public. Paul Willard Garrett.

[Copyrighted, 1931.]

Black Ribbons Among the Red.
Depression is its own best doctor in 

preparing the way for recovery but go 
through the 1930 annual reports and 
you will find a long list of concerns 
even in that first full year of reversal 
that did better than in 1929.

You hear much these days of com­
panies that fell 30 or 40 or 50 per cent, 
in net earnings below the banner year 
of 1929, but a story of 1930 far more 
significant is one on the companies 
that were exceptions to this rule. It is 
no small list either. It includes 16 
per cent, of all that have so far re­

ported. Nearly every major industrial 
interest is represented. What was it 
that enabled these companies to im­
prove their earnings in a year when 
the trend was downward?

Go through the list and ask your­
self these questions: What industries 
did better in 1930 than in 1929? What 
individual companies earned more? 
Was it industry or management that 
turned the trick?

Net profits rose last year in the 
amusement, dairy products, fertilizer 
and tobacco groups. Losses were 
heaviest in the apparel, motor, iron and 
steel, copper and textile product 
groups. So much for industry. De­
pression lays a severe hand on some, 
a gentle hand on others. A few it 
benefits.

But that is not the whole story. 
Management plays its part too. When 
you comb through the individual re­
ports you find enough exceptions to 
the industry rule to illustrate that even 
when in a bad group a company now 
and then pulls through with a profit. 
You find it difficult to overlook man­
agement when companies like Ameri­
can Can in a depression year run up 
more profits than in a year like 1929.

But black ribbons instead of red go 
as well to numerous companies owing 
improvement in net profits simply to 
statistical luck. For one reason or 
another 1929 was a bad year for some 
companies. For those the calendar 
played its part along with industry and 
management. Paul Willard Garrett.

[Copyrighted, 1931.]

A Business Man’s Philosophy.
“For thirty-five years my father was 

a grocer and I grew up in the atmos­
phere of a store,” says a business man. 
“Those were the days when haggling 
preceded every sale. We had all our 
prices marked in ciper, because if you 
told a customer that sugar was five 
cents a pound he’d haggle you down 
to 4H or 4. But if we started out by 
asking 5J4 or 6 cents we’d end up by 
getting the regular price.

“Then along came John Wanamaker 
and Marshall Field. They figured a 
fair profit on everything, marked every 
item with plain one-price tickets and 
established the honesty policy of doing 
business.

“We’ve pretty well adopted the one- 
price idea everywhere except in the 
business I find myself in to-day. That’s 
the automobile business. Automobile 
dealers still operate on the haggling 
basis of Southern Europe. For instance, 
last week my appraiser made an esti­
mate of $50 on an old wreck. I looked 
it over, sized it up as fit only for junk 
and reduced our offer to $30. But a 
competitor down the street accepted 
that wreck for a trade-in allowance of 
$365. He simply didn’t have backbone 
enough to refuse to make a no-profit 
sale, but let the customer haggle him 
out of his legitimate profit. Tell me, 
is there any other business as haggling 
as the business of buying used cars?” 

William Feather.

He is a wise lawyer who has his 
male client appear before the woman 
jury with three buttons off.

Nature seems to have endowed some 
men with brains to be used only when 
their brass fails to work.

The Measure ot a Bank
T he ability o f any banking  in stitu tion  
is m easured by its good nam e, its financial 
resources and  its  physical equipm ent.

Judged by these standards we are p roud  
o f o u r bank. I t has always been  linked 
w ith  th e  progress o f  its C om m unity  and 
its resources are m ore th a n  adequate.

&

GRAND RAPIDS SAVINGS RANK
“ The ’Bank Where You Feel A t Home"

16 CONVENIENT OFFICES

GRAND RAPIDS NATIONAL BANK

Established 1860—Incorporated 1865 — Nine Community Branches

GRAND RAPIDS NATIONAL COMPANY 
Investment Securities

Affiliated with Grand Rapids National B tnk
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VAGARIES IN AGRICULTURE.

Greatest Disaster Ever Encountered 
in Peach Growing.

It was in the autumn of 1885 that 
the American Pomological Society 
broke away from its bearings in the 
East for the first time and, upon in­
vitation from Michigan, held one of 
its great biennial meetings in Grand 
Rapids. Inasmuch as Michigan was 
forging ahead with rapid strides as a 
fruit growing state, this meeting 
meant a good deal to this advancing 
industry. The visiting people from 
the Eastern and Middle states were 
astonished at the progress they had 
made at commercial fruit growing in 
Michigan, and in an informal discus­
sion which brought out some interest­
ing statistical matter concerning the 
output of orchard products, a young 
man who had for the first time become 
identified with the Society and whose 
boyhood was spent in Grand Rapids, 
who had become a leading peach grow­
er in Berrien county, arose and gave 
some startling figures with regard to 
the shipments of peaches from Benton 
Harbor.

Among other things, he said it was 
no uncommon incident to have a ship­
ment of ten thousand bushels of peach­
es for Chicago in a single day. Other 
figures which he gave, based upon facts 
which were at his tongue’s end, made 
a profound impression upon the as­
sembled fruit growers. This man was 
Roland Morrill, a very successful peach 
grower tributary to Benton Harbor.

The unexpected came suddenly into 
the peach growing interests of this re­
gion through the invasion of that ter­
rible malady, “the yellows.” Discour­
agement set in before readjustments 
were made, and Mr. Morrrll sought 
some location where he could employ 
his unusual equipment for commercial 
peach growing without the handicap of 
disease. He visited many localities 
and finally, after a thorough investiga­
tion, chose a location in Northern 
Texas, interested a lot of his friends in 
the adventure and began the founda­
tion of a great enterprise in peach 
growing.

A considerable amount of Grand 
Rapids capital went into this under­
taking, and after the orchard of peach­
es was pretty well established and be­
gan to be talked about in peach grow­
ing localities, many people visited this 
locality and viewed the undertaking 
which had wonderful promise in it. 
Under the skillful direction of Mr. 
Morrill an orchard of a thousand acres 
was ready to show results. In the 
company of a lot of Michigan men and 
some from other states, I visited the 
Morrill orchards, and we there beheld 
the most marvelous exhibition of a 
great peach orchard of over a thousand 
acres, each tree almost a duplicate of 
every other tree, perfectly pruned, with 
a promise the following year of a vir­
gin crop of fruit of the best selected 
varieties for the Northern market.

A great artificial mound in the mid­
dle of the orchard, built for some un­
known purpose by the early inhabitants 
of this region, gave an opportunity to 
look over the entire field of orchard­
ing and take it all in at a single 
glance. It was an inspiration and 
every successful peach grower who

visited thè orchard was amazed at the 
perfection of the individual trees and 
the orchard as a whole. None of them 
had ever seen anything of the kind 
with greater promise in it.

The blossom buds for the ensuing 
crop were all in evidence, and climatic 
figures were shown which indicated 
there was no danger from adverse 
climatic conditions. We all went 
home with a feeling of exaltation at the 
success under Mr. Morrill’s vision.

The following spring .the blossoming 
period was full of promise. The set­
ting of peaches was so great that a 
tremendous amount of thinning was 
required, all of which incurred unusual 
expense, but the money was unhesitat­
ingly put into it because it would so 
soon be returned many times multi­
plied. But the unexpected happened. 
When the peaches were half grown 
Providence intervened with a lesson to 
all who were interested in this project, 
not to put too much confidence in 
earthly conditions. An unprecedented 
hail storni invaded this immediate lo­
cality. The width of it was about the 
width of the orchard and the orchard 
seemed to be the center of attack. 
After the storm was over, not a peach 
and scarcely a leaf -was left upon these 
beautiful trees. The branches were so 
bruised that there was only one thing 
to be done, and that was to cut back 
the entire orchard to stubs and grow 
new tops upon the trees.

All this was somewhat disheartening, 
but the cause was so exceptional that 
the investors did not lose heart, but 
were ready to put more money into the 
enterprise, and they began to figure 
on the expense of cartage when a full 
crop should be produced as the orchard 
was, most of it, five miles from the 
exporting station. With the trees 
again developing into great promise, 
the figures indicating that with a full 
crop there were not mules enough in 
the entire vicinity to cart the crop to 
the exporting station. The result of a 
conference was a bond issue upon the 
property to build the five miles of 
spur railroad tracking into the orchard.

This was fully accomplished with 
the tremendous crop in sight. Ar­
rangements were made for the importa­
tion of Mxeicans—who were the best 
laborers to be obtained—for the gath­
ering of the product and putting it 
aboard the cars. The unexpected hap­
pened. For the first time in the his­
tory of peach growing in the South, 
for some inscrutable reason the great 
peach crop of Georgia came in direct 
competition with the Texas product, 
and the Northern markets were never 
so flooded with this delectable fruit.

Every available intelligence was tak­
en of to find markets which were not 
so overcrowded, but all in vain. Every 
carload shipped became a liability in­
stead of an asset and, so far as net 
income was concerned, the year’s out­
put was a dismal failure. Discourage­
ment set in among the investors and,’ 
there being no money to meet the in­
terest on the bonds and the promise of 
the future with no indications of pros­
perity that would meet the liabilities, 
everything “went to the dogs.” And 
the enterprise which had the most 
promises of anything ever encountered 
in the realm of peach growing became 
simply a memory of disaster.

I was a unit in this experience and 
record it among my historical mem­
ories of how the unexpected can hap­
pen in enterprises having the greatest 
promise.

In the relation of these simple ex­
periences I would not .have the reader 
draw the conclusion that I consider 
them of great importance. They are 
simply written in the hope that they 
will awaken a feeling of pleasure on 
the part of the reader. There are 
other adventures in my life and prac­
tice which redound more to my credit 
and which have given me keener satis­
faction because of the lessons that 
found their habitat in adversity. Ad­
ventures in agriculture, if pursued with 
the intent of understanding the laws 
of nature and their application, are not 
only interesting but valuable because 
in the search after truth, values are 
sure to result. And he' who in simple 
ways studies the laws of nature as ap­
plied to the cultivation of the soil may 
be performing as valuable a service 
as is accomplished by men who are 
studying the skies to learn what ele­
ments are to be found in the planet 
Jupiter or what functions in the uni­
versal plan are fulfilled by the nebulae 
in the Milky Way.

Chas. W. Garfield.

Had the Right Bait.
A clergyman accompanied by two 

charming girls stood admiring the 
beauties of a little stream.

An angler passing by said: “Any 
sport?”

“Sir, I am a fisher of men,” replied 
the parson with dignity.

“Well,” retorted the fisherman, 
glancing admiringly at the girls, “you 
have the right bait.”
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MUTUAL FIRE INSURANCE
Some Facts About Smudge Insurance.

The last ten years have witnessed the 
adoption of oil for fuel on a wide scale. 
A constantly increasing percentage of 
American homes are now heated by 
oil burners. With all its added con­
venience oil heating has added another 
hazard to those already menacing the 
home. A faulty oil burner will fill the 
•house with a cloud of heavy smoke 
that settles on furniture, rugs, pictures 
and walls as an ugly smudge; only to 
be removed with a great deal of ex­
pense and trouble. As numberless 
home owners have found to their sor­
row, the ordinary fire policy does not 
cover such damage, since it only pro­
tects against loss caused by hostile 
fires, or those which have, temporarily 
at least, gotten out of control.

This hazard is now assumed by the 
insurance companies through a specific 
policy which is designed to cover the 
danger mentioned.

Coverage.
The policy insures against direct 

loss or damage caused by an oil burn­
er, and does not cover loss or damage:

1. To the oil burner or heating 
plant.

2. For which claim would be main­
tained tfnder a Standard Fire Policy.

3. Due to a gradual accumulation 
of smoke dirt caused by operation of 
oil burners.

4. Due to negligence in maintaining 
the oil burner in proper working order.

5. Caused while the oil burner dr 
heating plant is being installed.

6. Due indirectly to explosion of 
the heating boiler caused by steam.

In other words the policy only covers 
smudge damage when that damage is 
due to an accident that floods the house 
with smoke. It does not cover any­
thing else.

The company retains the right to 
take all of the property at the appraisal 
value and to rebuild, repair or replace 
the property lost or damaged, but 
there can be no abandonment to this 
company of any property.

The assured is required to warrant 
that the heating plant and oil burners 
have been accepted from the manufac­
turer or agent as satisfactory and that 
no similar insurance has been declined 
or cancelled by any company during 
the past two years.

Rates and Premiums.
This insurance is written by both 

fire and casualty companies. When 
written by the fire companies the rates 
per hundred dollars of insurance are:

40 per cent, co-insurance rate $0.40,
1 year—$1, 3 years.

50 per cent, co-insurance rate $0.24,
1 year—$.60, 3 years.

80 per cent, co-insurance rate $0.16,
1 year—$.40, 3 years.

90 per cent, co-insurance rate $0.15,
1 year:—$.375, 3 years.

100 per cent, co-insurance rate $0.14,
1 year—$.35, 3 years.

There is a minimum premium of $10 
for one year or $25 for three years.

Smudge damage due to a faulty oil 
burner represents a hazard that many 
must face. Although the total amount 
of damage is not as great as may be 
expected from a fire or a tornado such
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an accident may result in a heavy loss.
E. J. McKune.

The Backlog of Credit.
Potatoes are not nearly as fashion­

able at a party as avocados.
Beans are not as stylish on the hotel 

manu as frog legs.
An insurance policy against fires and 

accidents lying in a safe, is not as 
thrilling to the owner as a steamship 
ticket to Europe.

But the work and progress of the 
world is carried forward by the mil­
lions of people who live largely on 
such foods as potatoes, beans and salt 
pork.

The security, credit and pleasure of 
the world is guaranteed by the insur­
ance policy that stands back of every 
commercial enterprise. Without the 
protection of nsurance, the reasonably- 
priced railroad and steamship ticket 
would be impossible and security for 
invested capital which employs the 
millions of workers who consume our 
potatoes, beans and salt pork, would 
be lacking.

The story of insurance is the story 
of the growth of modern civilization.

Why Pay City Prices?
One of the most elemental proposi­

tions before the people living in towns 
the size of Marshall is that they can 
buy cheaper in their own towns than 
they can in the larger cities.

The hue and cry has always been 
that the big city stores have a larger 
selection for the buyer. That is true 
—they have, and the buyer pays for 
it and pays a plenty. If you can find 
what you want in Marshall you can 
buy it much cheaper than you can buy 
the same thing in the larger cities.

That proposition is so elemental that 
the store owners in the larger cities 
readily concede it. There isn’t any 
secret about it. The overhead expenses 
of the big department stores even in 
towns of less than 50,000 population, 
are tremendous. Of course the store’s 
customers have to pay that cost and 
that cost must be added to the selling 
price of the goods sold. It has been 
many times argued that the volume 
of business done by the big store re­
duces the overhead cost of operation 
to a minimum.

That’s true, it does, but that big city 
store minimum is still tremendously 
greater than that of the small city 
store. If you buy in the larger city 
you have to pay a premium for what 
you buy. You may find a temporary 
advantage here and there in the large 
city. We do not refer now to the ex­
ceptions that may be found, but we do 
refer to the general trend of prices.

A friend called attention the other 
day to prices in a store in a neighbor­
ing town. They were low, decidedly 
low, much cheaper than you could find 
in Marshall and there was a good rea­
son for it. The store was converting 
everything into cash that it possibly 
could at the earliest possible date but 
even that did not avert the catastrophe 
which finally overtook it—failure.

Generally speaking, the Marshall 
stores will serve Marshall people bet­
ter and cheaper than the larger city 
stores. More and more Marshall peo­
ple are buying at home. We believe it

quite safe to say that at least 75 per 
cent, of the out-of-town buying that 
formerly characerized Marshall, has 
ceased. That goes for all lines. And 
that is a good thing too for the town. 
There will always be those for whom 
buying out of town will have its glam­
our. There will always be those to 
whom distance lends enchantment. 
There will always be those who will 
never be convinced that the same rules 
of economics apply to their own home 
town as do to other towns.

In the main, however, the buying 
public knows its stuff and in this city 
at least it knows that there has been 
a vast improvement in merchandising, 
in stocks of goods carried and in gen­
eral store service. The merchants of 
Marshall are to be congratulated upon 
this improvement. They have made 
long strides, they are attracting much 
business from the surrounding country, 
they are keeping pace with the times, 
and we believe the people of the com­
munity appreciate it.—¡Marshall Chron­
icle.

Chronic Kicker Has Thawed Out.
Mears, March 6—I noticed in a re­

cent issue of the valuable Tradesman 
that Mr. Bailey, of Boyne City, said 
he missed me and wondered if I had 
passed on. Nope, not by a darned 
sight, 'but a man in the general mer­
chandise business these days has no 
time to fritter away writing slush that 
is liable to be censored by the Trades­
man.

I don’t mind the chain store compe­
tition (although I have Kroger and A. 
& P. to contend with) nearly so much 
as the competition of independents who 
have the mistaken idea they can run

out the chains by cutting out profits 
entirely. I may be an old fogy, but if I 
am not mistaken, the.-independents are 
riding to a fall. They will have to 
lower themselves to the tricky meth­
ods of chain store managers and 
clerks to keep their heads above water. 
The sledding is getting harder and, if 
I am forced to work for nothing, I am 
going to bust loose and pose as an 
outlaw merchant. I am not afraid of 
the chains, but the independents are 
getting my goat.

Say, Bro. Stowe, I have been in 
Grand Rapids six times this spring and 
missed seeing you every time. You 
surely are a busy man. Well, the 
Tradesman shows that I spend more 
time reading it than I do the Bible and 
they are both good books and a guy 
can find either one in any State of the 
United States.

Best wishes for your good work.
The Chronic Kicker.

Customer Was Honest Plus.
Max Bauer on Montrose avenue 

made a sale the other day that he 
didn’t know anything about until the 
customer came in again for his usual 
supply of meat and surprised him by 
saying:

“Last week you must have been 
short a package of meat on one of 
your orders for I found it in my car 
when I got home. Here is the wrap­
ping paper from the package, but the 
meat is gone. They were good lamb 
chops and I tam going to pay you the 
$1.16 for them.” And the smile on 
Max’s face broadened. Here was truly 
an honest man.

Rochester—'Fire destroyed the St. 
James Hotel, old time tavern, built 80 
years ago. Loss about $3,000.
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WHY SOME RETAILERS FAIL.

Overconfidence, Non-Adaptabilty, and 
Failure To Grasp Situation.

In the business of retailing, as in 
most other callings, “the easiest way 
to get to the top is to go to the bottom 
of things.”

Retail bankruptcies in America are 
deplorable — costly — commercially de­
moralizing. They involve personal 
frustation and wretchedness. They 
tend to disorganize the operations of 
manufacturing and wholesaling. They 
compel every one of us customers to 
pay more for what we buy. It is 
vitally essential that the number of 
such failures be reduced.

A study of what had been happening 
to retailers in the city of Buffalo over 
a span of ten years revealed the fact 
that, out of 100 grocers who were in 
business at the beginning of the period, 
only eight were still operating when 
the recent survey was made—and only 
thirty out of 100 druggists were still 
on the job. We do not know just how 
many of the “missing” actually went 
bankrupt, in the strict sense of that 
term, but, when we make all due al­
lowances for mergers or voluntary re­
tirement or similar explanations, it is 
clear that a distressingly large propor­
tion of these concerns were inherently 
weak or ill-adjusted and, tended to 
coast dawn-hill toward failure.

Such an unfortunate situation de­
serves the most careful thought, with 
a view to devising remedies. Of 
course, there are many thousands of 
retail establishments in this country 
which are firmly grounded and splen­
didly managed—thoroughly modern, 
alert, efficient and progressive—and 
these fine firms need no diagnosis or 
prescription. It is to the ailing mejn- 
bers of the retail community that 
hygienic or curative attention may ad­
vantageously be directed.

Many business failures appear to 
have been quite needless, if proper 
methods had been followed. But be­
fore the condition can be rectified, and 
proper practices adopted, we must find 
out, so far as possible, what the specific 
detailed causes of the bankruptcies 
are. That is precisely what the De­
partment of Commerce is now en­
deavoring to do. It is an unhappy, 
somewhat sordid task — devoid of 
glamours—but unquestionably timely. I 
believe that clinical analysis of this 
character is one of the most helpful 
jobs that can be carried out at the pres­
ent juncture in our business life.

I am proposing to give two papers on 
the reasons for retail failures. This 
time I shall restrict myself to the rea­
sons that exist prior to the actual 
opening of the store—the lack of ade­
quate training and equipment, the fail­
ure to appraise the situation justly and 
to concentrate on the true essentials. 
Next week I shall try to take you in­
side the store after it has begun oper­
ating—indicating some of the poten­
tially disastrous flaws and shortcom­
ings in management, from rudeness on 
the part of the clerks to the accumula­
tion of ill-assorted merchandise in the 
stock room.

Our Department has made or is 
making surveys of business failures in 
Louisville, Philadelphia, Newark, Bos­
ton, and Chicago, in co-operation with

local bodies, judges or referees in bank­
ruptcy, and such institutons as Yale 
and the University of Chicago.

The purpose of these studies is to 
provide American business with speci­
fic, pertinent data upon which it can 
base a sound corrective of faulty mer­
chandising practices which are esti­
mated to cost this country several bil­
lions of dollars in preventable wastes 
each year. We aim to furnish answers 
to the vital questons, “Just what are 
the most troublesome and perilous 
problems that confront the shopkeep­
er to-day?” and ‘‘Just what are the 
wrong solutions that are most likely to 
lead to a failure of his enterprise?”

We have not been interesting our­
selves to any appreciable extent in the 
administrative or legal phases of bank­
ruptcy or in those abuses which have 
admittedly crept into the procedure 
here and there. On the contrary, we 
have concentrated on the attempt to 
answer that all-important question, 
“Why?” What makes business men 
fail in an enterprise which most of 
them undoubtedly undertake with full 
confidence? To bring the question 
down to our particular theme, why are 
retail merchants compelled, with such 
shocking frequency, to put up the 
shutters and have recourse to the 
bankruptcy courts?

Many independent retailers who fail 
to-day are disposed to lay the blame 
mainly at the doors of competition. 
Many unsuccessful retailers assert that 
they just could not withstand the tre­
mendous organization, the great re­
serves of capital, the drastic quantity- 
discounts, the unified, semi-automatic 
distributive machinery which the com­
petitors have at their command.

I would not for a moment be under­
stood as underestimating the signifi­
cance of this factor of competition. It 
is there. Tn certain cases it looms 
large. It is powerful and portentious. 
Very often, in all truth, it proves so 
forceful and so masterful that it pushes 
a weak independent retailer to the wall. 
Occasionally the strong competitor 
makes use of ruthless methods which 
approach or even cross the borders of 
strict legality. And when that hap­
pens, the power of the law, as an in­
strument in behalf of fair rivalry in 
business, should be brought to bear in 
a manner swift and sure.

But figures indicate, nevertheless, 
that the influence of competition does 
not play so large a part in causing re­
tail failures as most people are inclined 
to think. In the charts drawn up by 
the great credit-rating bureaus of this 
country, the responsibility for less than 
2 per cent, of all business failures is 
ascribed to competition. This, of 
course, refers to all types of business 
activity, and it is quite possible that, 
if retailing were considered by itself, 
the percentage of failures attributable 
to competition would be larger. In 
certain specific lines of retailing it un­
doubtedly is quite a bit higher.

But our own Commerce Department 
investigations have corroborated the 
view that, in actual percentage figures, 
competition cannot be accorded a very 
high rank as a distinct or dominating 
cause of business failure. In one city 
where we made a study of retail busi­
nesses that were tottering on the brink 
of bankruptcy, we found only about

6% per cent, in which competition 
could fairly be set down as responsible 
for the impending collapse. In an­
other city our observers reported that, 
even where retail competition was 
keenest, certain independents were do­
ing good business and apparently were 
prospering.

Here, I think, we get somewhere 
near the core of the matter. The inde­
pendent retailer can, in most cases, 
withstand competition if he is prepared 
to meet the principal challenge em­
bodied in that competition—the chal­
lenge of efficiency. If his attitude is 
right, if his approach to the problem 
is practical and scientific, if he is men­
tally equipped and temperamentally 
fitted to introduce methods of rigid 
efficiency, in addition to his appealing 
advantages of special service, deliveries, 
credit facilities, etc., he can weather 
the storm of competition and come 
through with colors flying. That has 
been proved in many instances.

I have mentioned on a good many 
occasions the Commerce Department 
survey of the independent grocery 
business in Louisville. One of the 
objects was to induce the independent 
retailers to become truly efficient, if 
they were not so already. The workers 
in that survey feel that they have been 
reasonably successful in the attainment 
of that end. But let us not take their 
word for it. Let us proceed to the 
“proof of the pudding.”

What has been the result of this 
movement toward efficiency, as regards 
the number of bankruptcies among in­
dependent grocers in Louisville? The 
figures are astonishing. In the year 
1929, fifteen retail grocers failed in the 
Kentucky metropolis. In 1930 only 
three failed. What is the explanation? 
We can find it only in that hackneyed 
and rather tiresome word “efficiency.” 
Competition in Louisville had not 
diminished. It was functioning the 
same as ever, yet the independents 
were standing up vastly better, because 
most of them had adopted the scien­
tific approach to their job.

The “tackling” of retail business 
without adequate experience is surely 
a major evidence that the “scientific ap­
proach” is lacking. There can be 
little doubt, I think, that insufficiency 
of experience or a failure to learn from 
experience forms one at least of the 
potent reasons for retail failures. There 
is an unfortunate tendency—a frequent­
ly disastrous tendency—‘to regard 
storekeeping as a simple and easy way 
of making a living—an affair merely of 
piling goods on shelves and tying up 
packages and extending the glad hand 
to customers. Practically everybody 
seems to believe that he or she would 
be a great success in running a retail 
store—'just as most of us think we 
could run a daily newspaper or write 
a talking picture.

I spoke about “glad-handing.” Some 
optimistic retailers prove ill-equipped 
even to achieve that seemingly simple 
result. Bad manners by salespeople 
are more common than they should be. 
I remember one irate old gentleman 
who pointed to the store motto, “We 
aim to please.” Do you mean that?” 
he asked. “We certainly do,” replied 
the manager. The irritated customer 
retorted: “Then you better take a
little time off for target practice.”

■However that may be, the fact re­
mains that there are thousands of 
people who, when they find themselves 
with some money and with an acute 
discontent with the work they are do­
ing, turn cheerfully to storekeeping, 
feeling sure they will “make a go of 
it” and rejoicing In the prospect of “be­
ing their own boss.” “Anybody can 
weigh sugar, count oranges and make 
change,” appears to express the gen­
eral attitude.

But the overwhelming weight of 
evidence proves that this attitude is 
tragically mistaken. Successful retail­
ing to-day partakes of the nature of a 
science or profession. It requires an 
extensive background of knowledge, an 
understanding of many complicated 
problems, a high degree of insight, a 
capacity for careful study, a specialized 
proficiency and skills—̂all in addition to 
a natural aptitude.

In the professions that are univers­
ally recognized as such, one is not per­
mitted to practice until his knowledge 
and proficiency have been conclusively 
demonstrated to the satisfaction of 
competent authorities. And all of us 
realize how absolutely just and appro­
priate that is. If you were desperate­
ly ill, and desired orthodox treatment, 
you would not summon a physician 
who had never proved his ability to 
locate the jugular vein or the vermi­
form appendix—and you would not 
care much for a pharmacist who sim­
ply mixed up the drugs at random be­
cause he thought the colors looked 
well together.

Do not think for an instant that I 
am suggesting any system of state- 
controlled entrance examinations for 
persons who aspire to start grocery 
stores or retail shops of other kinds. 
I am simply trying to urge the high 
desirability of something like a pro­
fessional attitude with respect to such 
business. Unless prospective shop­
keepers are to swell the ranks of re­
tail bankrupts, they must realize that 
the science and art of storekeeping 
cannot safely be pursued without 
preparatory training and diligent study 
of all its aspects.

I would not for the world imply the 
slightest reflection upon any useful 
calling and I have nothing but es­
teem for the occupations which I am 
about to mention in my statement of 
some of the facts developed by our 
study of retail business in the city of 
Philadelphia. We obtained a variety 
of information from about 1,300 inde­
pendent retail grocery stores in that 
great city. Of these merchants, there 
proved to be 740 (more than half) who 
had had no previous experience in re­
tail merchandising. The list of their 
previous vocations would run the 
gamut from A to Z, but I shall con­
fine myself to the “B’s” by saying that 
former barbers, bakers, butlers, book­
keepers and boiler-makers were on the 
list. In view of the fact that more 
than 50 per cent, of these retail gro­
cers possessed no previous experience, 
it is really surprising that there were 
not more of them in bankruptcy. The 
answer lies in the strict credit meth­
ods of the Philadelphia wholesalers, 
meaning that many of the inefficient 
are forced out before they can be 
classed as failures.

I say again that all those occupations
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are thoroughly useful and estimable, 
but I think it is obvious that they do 
not provide a very secure springboard 
from which to make a flying leap into 
such a risky, complex, exigent voca­
tion as retailing is to-day. The execu­
tion of artistic hair-cuts and massages 
involves praiseworthy skill, but it does 
not fit one particularly for the intricate 
“costing” operations of the well-man­
aged retail store, nor are the subtle 
elements of aesthetic appeal in mer­
chandise display likely to rise to full 
development in an atmosphere of 
boiler-making.

One cannot help feeling, at times, 
that wholesalers are at fault in induc­
ing or tempting or making it danger­
ously easy for ill-equipped persons to 
enter the retail field.

To be sure, a large number of the 
retailers who fail have actually had 
previous experience in merchandising, 
either in the same line or in other lines. 
A good many have been clerks, while 
a few have been traveling salesmen or 
salaried managers of retail establish­
ments before embarking as proprietors. 
But in many such cases the available 
evidence tends to show that the experi­
ence had been inadequate or (here is 
an immensely vital point, I think) it 
had not been put to the best use in 
preparation for successful future ac­
tivity. The people had not exerted 
themselves to learn and profit from ex­
perience. In short, the indispensable 
scientific approach was lacking.

It is lacking, too, in many other 
aspects of retailing to-day and its ab­
sence accounts for much of the futility, 
much of the failure. Careful study 
compels us to admit that the original 
setting-up of certain retail businesses 
was decidedly ill-advised. For many 
retail stores there is scant economic 
justification. They represent hope, 
ambition—and poor judgment. In all 
too many instances even the location is 
inept. Too many prospective store­
keepers are prone to ignore such im­
portant factors as the proximity of 
competitors, the nature of the sur­
roundings, the convenience to car- 
stops, the advertising necessities, the 
number, types, purposes and destina­
tions of the passers-by.

Retail store owners fail, a good many 
times, to measure their market justly, 

.either in nature or extent. They may 
be careless in selecting their store per­
sonnel or they do not plan the store 
right—do not make it attractive. Again 
we see a lack of “scientific approach.”

And it appears still again in the 
tendency to speculate—a penchant that 
may prove calamitous for the business 
man, because it introduces a confusing, 
disconcerting influence, a diversion of 
interest from the practical problems 
that demand to be scientifically at­
tacked. Of the failures we studied in 
Newark, 17 per cent, lay their defeat 
at the door of speculation. All of these 
speculated in real estate. In addition, 
some attempted unsuccessfully to woo 
the Goddess of Chance through the 
medium of cards, lotteries and the 
stock market. In none of these cases 
was speculation fairly incident to the 
business. 'But in each the business 
creditors paid the price of this un­
willingness to concentrate on the 
rigorous, careful management of the 
retail enterprise.

I might illustrate that general un­
willingness or incapacity by countless 
human interest incidents which have 
come to light in the course of our 
studies. There was, for instance, the 
case of the man who had been an edu­
cator and who became persuaded that 
he had discovered the secret of “break­
ing down sales resistance.” That, ap­
parently, was his main or only qualifi­
cation. He gave up the academic life 
and started in business. Because he 
had been a professor, he received a 
large amount of credit. His wife be­
gan to have very grandiose ideas of 
their impending financial success, so 
the family commenced to try to climb 
the social ladder. The necessary study 
was not given to the business; in fact, 
it was neglected. The assets were 
consumed for luxuries. The store 
failed tragically. That is just a single 
example, out of scores, showing how 
retail failure is apt to follow remorse­
lessly and inescapably in the wake of 
overconfidence, want of adaptability, a 
failure to grasp the situation realistical­
ly. In this day and age, the only man 
who can succeed while “letting things 
slide” is a trombone player. Retailing 
demands scientific training and study. 
Lacking that, the would-be retailer is 
in a highly precarious position and 
failure is likely to be hovering close by.

Julius Klein.

Grand Traverse Grocer Co. Banquets 
Its Employes.

The banquet given by the Grand 
Traverse Grocer Co. to its employes 
at the Park Place Hotel Friday eve­
ning proved a splendid success. All 
of the workers, numbering more than 
thirty, were present. At 7:30 the 
guests entered the private dining room 
and before being seated, several popu­
lar songs were sung. Rev. F. Dean 
King offered the blessing, after which 
there was a splendid banquet.

After the banquet an enjoyable pro­
gram consisting of music and speeches 
was carried out. Those who partici­
pated were Miss Mary Jane Sorenson, 
of Manistee, who favored with several 
violin selections accompanied by Miss 
Elaine 'Sorenson on the piano. Both 
the Misses Sorensons are the daugh­
ters of Albert Sorenson, who repre­
sents the grocer company at Manistee. 
Little Miss Patsy Curtis, 11 year old 
daughter of Mr. and Mrs. Ed. Curtis, 
of Acme, entertained with fancy danc­
ing. Rev. Mr. King presented several 
vocal selections.

In addition to the above musical and 
dancing numbers, there were short 
speeches by Fred D. Vos, president, 
Robert A. Vos, vice-president of the 
company, who is connected with the 
Grand Rapids Trust Company at 
Grand Rapids, and who journeyed to 
Traverse City for the banquet. Adrian 
Oole, secretary and treasurer, Wilson 
Sawyer, credit manager, Herman 
Bottje, buyi-g department, and Albert 
Sorenson spoke in behalf of the sales­
men. All expressed themselves as 
having had a delightful time. It is the 
intention of the management to make 
this event an annual affairs.—Traverse 
City Record-Eagle.

Peach Dinner Ware Selling.
Reports that merchants are enjoy­

ing excellent business in current china 
sales of popular price dinner ware have

been received here. Re-orders on 
popular lines have been reaching the 
selling agents here in numbers since 
the" first of the month. Dinner ware 
decorated in a peach shade with floral 
spray or platinum border designs have 
been the outstanding items in the cur­

rent demand. Such sets retailing at 
from $4.95 to $5.95 are said to be out­
selling other styles by a wide margin. 
The popularity of the peach shade, 
producers predicted yesterday, would 
make it the predominating style next 
season.

Phone Automatic 4451

W HOLESALE FIELD

S E E D S
Distributors of P I N E  T R E E  Brand

ALFRED J . BROWN SEED COMPANY
25-29 Campau Ave., N. W.

G r a n d  R a p id s , M ic h ig a n

G O O D N E S S
in the milling

It takes careful nulling, as well 
as good oats, to give uniformly 
high quality to rolled oats.
Our exclusive process 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 for the inde­
pendent grocer that are on 
the market today. Our sales 
policy is rigid. We sell to no 
chain stores or desk jobbers.
Our guarantee backing every 
package is your 
indiscriminate

PURITY OATS COMPANY
K EO K U K , IO W A

PRESS FOR SALE
Cam pbell Century press, 28  x  42 . Four roller. P late distribu­
tion. W ith or w ithout autom atic feeder. Running every day. 
W ill sell cheap for cash. C orrespondence solicited. Tradesm an  
C om pany, Grand Rapids.
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DRY GOODS
Michioan Retail Dry Goods Association. 

P res id en t—J . B. Mills, D etro it.
F ir s t  V ice-P residen t—-Geo. E. M artin , 

Benton H arbor.
Second V ice-P res iden t—J. T. Milliken, 

T rave rse  City.
S e c re ta ry -T rea su re r—T hom as P itk e th -  

ly, F lin t.
M anager—Jaso n  E . H am m ond. Lansing .

Fashion Is Not For Any One Group.
A slight and charming brunette, 

whose genius has probably made you 
and you and you the belle of the ball 
at one time or another, arrived in New 
York the other day. She passed the 
ship news entrance examination magna 
cum laude, proved a gracious guest of 
honor at a long reception and then 
abruptly succumbed to a severe attack 
of grippe.

At the moment we do not know just 
when Mile. Gabrielle Chanel will start 
for Hollywood, nor does she; but here 
she is, visiting America for the first 
time, and as soon as she is able she 
will travel Westward to design clothes 
for the women stars in the motion pic­
ture produced by Samuel Goldw'yn. 
Ina Claire, Gloria Swanson and Norma 
Talmage are among the stars who will 
wear her costumes, designed sufficient­
ly in advance so that they will be in 
step with the mode by the time pictures 
are released.

Many of the women who came to the 
reception in her honor in her flower- 
filled suite at the Hotel Pierre were 
meticulously garbed in afternoon dress. 
Chanel herself wore an unpretentious 
little sports costume in rose-red jersey 
with a »white knit blouse and very 
Chanelish collar and cuffs of white 
pique. A long string of pearls was 
looped several times about her throat 
and she wore a bracelet of multi-col­
ored semi-precious stones. Costume 
jewelry, she explained, with many elo­
quent gestures, she likes for its decora­
tive, its amusing quality. She likes 
to wear plenty of it with daytime 
dress, but thinks very little jewelry 
should be worn with formal costumes.

Concerning her work with the mov­
ies she spoke freely but not specifical­
ly. She has no preconceived notions, 
hasn’t designed a dress yet and did 
not bring so much as a pair of scissors 
with her. She wants to see the stars, 
to study the scenarios and create 
clothes which will suit the persohality 
of the one and the backgrounds of the 
other. She is going to Hollywood to 
work on an idea, not a costume, she 
said. However, she promised that no 
actresses would stroll through snow 
scenes in Chanel evening gowns. In­
cidentally, she never goes to the 
movies at home—if she is in Paris she 
is too busy; if there is time for rest 
she goes to the country.

Chanel is as enthusiastic about per­
fumes as she is about clothes. In 
speaking of them, she brought out a 
little atomizer and sprayed her inter­
viewers generously with a new scent 
as yet unnamed, or rather unnumber­
ed. For ‘Chanel, as you know, desig­
nates both her perfumes and her dress­
es by numbers—thinks names are vul­
gar and silly. The matter of perfumes 
for men she finished off with one 
word: “Disgusting!”

Evening pajamas, another contro­
versial subject, she also disposed of 
briefly, saying, “I detest them.” So

far there is no evidence that America 
is going to take this freak of the mode 
seriously, but any one who does will 
get no encouragement from Mile. 
Chanel. 'She vows she will never 
sponsor them. Lounging pajamas, she 
considers, may "well be worn in the 
home, but evening gowns are infinitely 
more beautiful and appropriate for 
public occasions.

Although she was entirely willing 
to answer any questions about her per­
sonal preferences, Mile. Chanel was 
far too astute to indulge in sweeping 
statements about fashion in general. 
She does not think any one group sets 
the fashion, .nor is fashion confined to 
any one class. A fashion is for the 
rich, the poor, the young, the old—it 
is universally adopted or it is not a 
fashion. A few years ago, she said, 
clothes were designed first of all for 
mature women, social and cultural 
leaders. Now they are designed for 
young women, or to make the older 
woman look young.

“'Real chic means being well-dressed, 
but not conspicuously dressed,” she 
said. “I abhor eccentricity.” It is 
just as easy, she added cheerfully, to 
dress a fat woman as a slender one. 
But she considers a good figure more 
desirable than a pretty face.

iMIle. Chanel declines to predict the 
next major change in fashions. She 
believes there will be gradual evolu­
tion and modifications—doesn’t like 
revolutions. ' She thinks skirts were 
getting “too terribly short” and is 
glad they are longer. Hair is longer, 
but not extremely so. She wears her 
own dark locks in a longish bob.

It will be interesting to see the ef­
fects of Mile. Chanel’s co-operation 
with Hollywood on American habits 
of clothes selection. Movies have not 
so far proved a very reliable guide to 
chic. Will they now influence the 
thousands of women who form their 
notions of elegance from Gloria Swan­
son’s screen wardrobes?—New York 
Times.

Response Mild To Men’s Wear.
The men’s wear retailers who dis­

played their 'Spring lines last week for 
the first time report that there was a 
mild response to the new merchandise, 
retarded 'somewhat by the unsatisfac­
tory weather. The stores which ex­
tended their clearance sales into this 
week stated that there were spurts of 
buying on a few lines, but that on the 
whole consumer response continued as 
unsatisfactory as it has been since the 
beginning of the year. Some retailers 
expressed the opinion that the public 
was beginning to feel that prices were 
finally stabilized at the new levels and 
they expect a steady, but not very 
heavy, buying during the Spring sea­
son.

Swim Suit Output Retarded.
The heavy demand for appliques on 

the popular price ranges in women’s 
bathing suits has resulted in the slow­
ing down of production considerably, 
and may cause some difficulty in mak­
ing prompt deliveries. About 60 per 
cent, of the orders for suits to retail 
in the $1.95 range specify appliques. 
The additional operations, in which 
the appliques must be cut, pasted and 
then sewed on the suits, has resulted 
in cutting weekly output almost in

half, agents declared. This retarding 
of operations has been noticed only re­
cently, they said, due to the fact that 
very few mills were operating on full 
time previously.

Southern Hose Output Increased.
Continuance of the hosiery strike in 

Philadelphia has resulted in the South­
ern mills increasing their production, 
and the possibility of a sharp reduction 
in stocks is being nullified. While it 
is difficult to gauge the number of 
workers on strike in Philadelphia, due 
to the fact that several mills have 
voluntarily shut down because of mar­
ket conditions, it is understood the 
strike has not yet assumed serious pro­
portions. Its success now hinges on 
one very large plant there and in the 
event the workers of this mill do walk 
out, a long drawn out conflict is antici­
pated.

Adult Games Well Bought.
Aside from active interest in pre- 

Easter juvenile novelties, a good share 
of the current toy demand is for adult 
games. Backgammon continues well 
in the forefront, but interest in a num­
ber of patented games has been show­
ing steady gains. To develop the field 
more fully, manufacturers have re­
vamped old juvenile games for adult 
use. Some of them feature new scor­
ing methods that contribute to a great­
er sense of combat and allow for skill. 
The demand from retailers largely 
covers popular-price items, but good 
sale is reported of more expensive 
adaptations.

Stainless Machine Oil Produced.
Specifications for a non-staining 

lubricant for knitting machines have 
been drawn up by the research asso­
ciate of the National Association of 
Hosiery and Underwear Manufactur­
ers. After extensive experiments it 
was found that refiners can supply a 
strictly stainless mineral oil lubricant 
which, under practical tests in three 
large hosiery mills, proved entirely 
satisfactory except for large bearings. 
This work is important to knitting 
mills because of the difficulty all have 
experienced with stains made by oil. 
Thirty-six different oils were used in 
the experiment.

Firm Tone in Plate Glass Market.
An encouraging feature of the plate- 

glass situation is the firm tone of the 
market. In this respect conditions are 
decidedly more favorable than in other 
sections of the flat-glass industry. Pro­
duction at the plate-glass factories is 
understood to be at around 70 per 
cent, of capacity and about in keeping 
with current demand. The call for 
window glass has shown virtually no 
change for the better this week. Job­
bers’ stocks are at a low level for this 
time of the year, and orders being 
placed with manufacturers are for im­
mediate trade requirements.

Plan New Lamp Shade Lines.
Sales events conducted in recent 

weeks have served to keep the volume 
of wholesale orders on low-end lamp 
shades at a high level. Many of the 
producers are now working to clean up 
present stocks in order to solicit busi­
ness next month on late Spring and 
Summer goods. Parchment shades 
decorated with colorful floral designs

will be featured in the late Spring of­
ferings. Only a small number of buy­
ers were in the market this week but 
many are scheduled to come in on 
brief visits toward the end of the 
month.

Select Shoe Colors For FalL 
Five staple colors for women’s vol­

ume selling shoes for Fall are an­
nounced by Margaret Hayden Rorke, 
managing director of the Textile Color 
Card Association. The shades in the 
order of their importance are Prado 
brown, Mooresque, a darker version of 
Admirality blue, to be called “new 
Admirality blue,” leafbrown and pad- 
dock green. The colors have been 
selected jointly by tanners, shoe manu­
facturers and shoe retailers in co­
operation with the color card body. At 
a meeting to be held later, the joint 
committee will choose the high style 
colors for Fall and Winter.

Hard Surfaced Rug Volume Off.
Spring volume in the wholesale hard 

surface floor-coverings market has 
fallen off considerably under that of 
last Spring in spite of the lower prices 
prevailing. Practically all the felt 
base and linoleum jobbers have filled 
their requirements and in buying scaled 
their orders 5 per cent, and more under 
last Spring. Colorful rugs decorated 
in floral patterns and retailing around 
$10 in the 9x12 sizes are the most ac­
tive numbers in the hard-surface lines 
outside the metropolitan area. Low- 
end tile yard goods are providing the 
bulk of business within the city.

Ask Further Pewter Concessions.
Renewed pressure for concessions 

on extreme low-end pewter ware is 
noted in the New York market this 
week as buyers place orders for deliv­
ery late this month. While medium 
price merchandise is purchased freely 
buyers specializing in cheaper goods 
seek items which can be retailed as 
low as 89 fents. A retail price of $1 
has been the ruling figure on the bulk 
of the low-end goods handled so far 
this season. Stores in other cities, as 
well as metropolitan establishments, 
are buying in fair quantities for pre- 
Easter promotional events.

Electrical Goods Buying Gains.
Orders for electrical household ap­

pliances showed a substantial gain 
last week for the first time in more 
than a month. Jobbers and large re­
tail buyers, who have been holding up 
their orders for regular Spring mer­
chandise, started buying in limited 
quantities after the first of the month. 
Requests for sales merchandise still 
predominate in the market transactions, 
however, and selling agents estimate 
that promotional goods constitute over 
60 per cent, or more of the business 
now being written.

Somewhere in each one of us is the 
power by which great things are done. 
It is the problem of each individual to 
find the work that will release his 
greatest force. If we but look, each 
day opens another lane to achievement, 
but we must have the courage, the en­
thusiasm and the willingness to follow 
it.—¡Western Electric News.

Be sure your principles aren’t merely 
prejudices.
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SHOE MARKET
Michigan Retail Shoe Dealers Association.

P resid en t—Elw yn Pond, F lin t.
V ice-P residen t—J . E. W ilson, D e tro it
S ecre ta ry—Joe H . B urton , L ansing.
Asst. Sec’y -T reas .—O. R. Jenk ins.
A ssociation B usiness Office, 907 T ran s ­

porta tion  Bldg., D etro it.

Weave Yourself Into Your Customers’ 
Lives.

In the street cars and trains, with 
most people reading the papers, did 
you ever notice what they were read­
ing? Very few read all the paper and 
very few fail to read the cartoon strips. 
Why?

Because of the continuity of these 
c'everly humanized strips. The char­
acters in them are known. Old friends 
producing a new smile or thrill each 
day. That is the secret of their sus­
tained interest. Wouldn’t you like to 
create a sustained interest in your 
windows? Then borrow a thought from 
the strips.

You can get continuity into your 
trims. You can have daily changes in 
them. You can get a host of people 
into the habit of oserving them regu­
larly. Let your public know that each 
day they’ll see in your windows some­
thing that wasn’t there the day before.

You may figure that a trim a day 
would be too much for you to handle. 
But a change a day isn’t There are 
various ways that an outstanding 
change may be made daily without 
putting in a new trim. You can de­
vise the way best suited to your own 
store. As a thought starter, here’s a 
suggestion:

Get a small changeable electric sign, 
somewhat on the order of those with 
which theaters 'blazon forth the names 
of their current attractions. These are 
now made in sizes suitable for use in 
store windows and at costs not pro­
hibitive to the average merchant. Use 
this as a display card for a special item 
each day. Use a standing heading on 
the sign, reading: “To-day’s Special.” 
Follow this with about six words of 
description and price, all in small elec­
tric lights. It shows up well from 
across the street. Have the merchan­
dise referred to placed so that it can 
readily be identified as the daily 
special.

This change can be effected without 
disturbing the trim except possibly a 
little at the back of the window. There 
are other things that can ¡be done in 
the way of daily changes to help carry 
out the continuity idea. For instance, 
you might have a card headed: “To­
day’s Smile,” giving a short joke each 
day. If this is done, the card should 
have a little corner of its own and 
should not be too conspicuous.

Another changeable feature might 
be a daily calendar of events in the 
town, for which all local organizations 
—civic, Kiwanis, Rotary, fraternal, so­
cial, sports, amusements, etc.—would 
■be invited to send in their items. This 
is suitable for towns up to about 60,- 
000. In large cities it would be suited 
to definite districts, but should not go 
beyond the specified residential area 
and try to ' cover the entire North or 
South side, as the case might be.

Weave your store into the lives of 
your public.

You can recall some dealers who 
have associated themselves with memo­

rable things in your life—just little 
things, in some cases, but things you 
got a “kick” out of. There was the 
grocer who gave you an apple or a 
piece of candy occasionally—the shoe- 
man who gave you a ball or hat—the 
butcher who handed you a slice of 
summer sausage over the counter—the 
clothier who gave you a clever novelty 
of some sort to have fun with. Didn’t 
they make a hit though? Those fel­
lows were what the boys of to-day call 
“regular.” They were friends of yours 
and you were a friend of theirs—and 
probably still are—though that was 
long ago. They wove themselves into 
your life. This basic thought isn’t new, 
but neither is human nature.

If you were a howler and lived in 
Chicago, you’d know “Rube” ¡Metz, be­
cause he gives, prizes of howling slip­
pers to patrons of each of the principal 
howling alleys. The sign announcing 
this is a wonderful advertisement for 
Metz, as it associates Metz’s store with 
this popular diversion in the minds of 
the city’s bowling enthusiasts. You 
can tie up similarly with baseball, golf 
or other sports that are popular in 
your vicinity this spring. You could 
take the various sports in season and 
plan to give out at least one prize each 
week when the name of the winner 
would be announced in your window. 
See the value of continuity there?

Set your ingenuity to work devising 
effective means of window tie-up with 
sporting events of all kinds—with fairs 
and carnivals—with any events, local 
or otherwise, that arouse the interest 
of your public. But beware of politics 
or anything of a controversial nature, 
where prejudices may be aroused.

Try to work out a definite continuity 
or sequence in the use of light, color 
and motion in your display. Find or 
create a new “stunt” for putting over 
a merchandise bonus to keep folks sup­
plying their footwear needs at your 
store. And, apart from your windows 
and regular advertisements, do some­
thing along these lines to weave your 
store into the lives of your customers 
and your public. Keep the names and 
addresses of all customers, including 
children. Get the birthdays of chil­
dren. Keep a record of number, size 
and price of shoes bought. Advise 
them that should they be away and 
want a duplicate pair or something 
similar, you can send them by mail.

Some days after a purchase has been 
made, write the customer expressing 
interest in his complete satisfaction 
with the shoes, and suggesting that, in 
the event of anything being otherwise, 
he drop into the store. Send birthday 
cards to the kiddies. Send congratula­
tions to graduates. When a new baby 
arrives send congratulations to the par­
ents and a baby book to the new mem­
ber of the family. Put the baby’s name 
on the flyleaf.

Send appropriate letters to newly 
engaged couples, newcomers to the 
community, winners of sports events 
and others who have done or are about 
to do something of importance to 
themselves, regarding which there is 
some source of information. Borrow 
from the strips and at least make a 
humanly good effort to get close to 
your neighbors.—R. G. Perkins in 
Boot and Shoe Recorder.

Items From the Cloverland of Michi­
gan.

Sault Ste. Marie, March 10—It sure­
ly makes us all feel fine to be living 
way up North here, with such nice 
weather as we have been enjoying all 
winter. The first robin seen was re­
ported last week, so we feel “it won’t 
be long now.” The car ferry was 
stuck in the ice at the Straits again for 
nine hours last week, but we do not 
expect any more trouble this season. 
Some of our Florida tourists are re­
turning much sooner on account of 
this exceptional weather. The spring 
work has started and more activities 
are being felt in business circles each 
week. Business is also increasing in 
the smaller villages in Cloverland and 
much optimism is in evidence, with the 
expectation of the exceptionally large 
amount of money to be spent during 
the next two years by the Government 
in this territory.

The Sault 'Ste. Marie Credit Bureau 
held its annual meeting last week. 
Much good work was accomplished 
during the past year. Each citizen 
furnishes his own rating and this is 
based on his paying habits, so that 
the merchant will know to whom 
he may extend credit with safety. 
Reputation for being an excellent 
credit risk is one of the finest assets 
a citizen can possess. The Bureau has 
served in an advisory capacity for a 
number of persons who bought unwise­
ly or were swamped with a multitude 
of debts. It has drafted budgets of 
expenditures for them and has enabled 
them to clear uo their obligations sys­
tematically. All good citizens are 
pleased with the Credit Bureau. It is 
one substantial factor in the Sault’s 
unusually fine business situation.

The only time a wife appreciates a 
slam from her husband is when they 
are bridge partners.

Fred S. Case left last week for 
Kalamazoo to attend the Republican

convention. He will continue on a trip 
to Georgia and to Havana. Cuba.

Grand Marais and 'St. Ignace have 
joined the publicity pool for the East­
ern half of the Upper Peninsula. A 
new booklet mainly for distribution at 
the outdoor life shows at Detroit and 
Chicago, is to jje published. At least 
25,000 of these booklets will be printed 
in the immediate future. St. Ignace, 
Les Cheneaux Islands, Sault Ste. 
Marie. Newberry, Grand Marais and 
Munising will each have two pages in 
this booklet. It is to be printed on 
enamel book paper in two colors.

Thomas Payment, for seventeen 
.years a carpenter, woodworker and 
machine operator, has opened a cab­
inet building and furniture repairing 
shop in the Soo Motor and Body ser­
vice garage on Johqgon street. Mr. 
Payment needs no introduction to Soo 
people, having been a resident here for 
the past thirtv-two years. He was 
with the late F. X. Payment, the well- 
known boat builder, in former years.

The Hotel Tahquamenon, at Hul- 
bert, has been doing a fine business all 
during the winter. It is located in the 
famous deer fields where the wild deer 
can be seen, in large numbers any day. 
Hunter & Hunter, the proprietors, also 
conduct a large general store and are 
largely responsible for putting Hulbert 
on the mao as one of the busiest places 
on the South Shore ¡Railway.

Pictures in the Garden catalogues 
are now putting that spirit of optimism 
in manv a family..

William G. Tapert.

Battle Creek—The Garden Ale Co., 
Inc., 57 Winter street, manufacturer 
and dealer in soft drinks and food 
products made from fruits, has merged 
the business into a stock company un­
der the same style with a capital stock 
of $100,000, $25,000 being subscribed 
and paid in.

I N S U R E
W I T H  U S

Our Assets and Surplus are at 
the highest point in history

A nd we have returned to policyholders 
since organization in 1912, $1,090,327.64 

in Losses and Dividends

W hen in Lansing visit us and get acquainted

M ic h ig a n  S h o e  D ealers
MUTUAL FIRE INSURANCE CO.

LANSING, M ICHIGAN

Mutual Building Phone 20741



20 M I C H I G A N  T R A D E S M A N M arch 11, 1931

RETAIL GROCER
Retail Grocers and Meat Dealers A ssocia­

tion of Mich loan.
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J. L aB arge, Pon tiac .

Vale Vituperation and Hello Hender­
son of Shreveport.

It is about sixteen months since I 
talked with my friend, Gearge J. 
Schulte, in his office in St. Louis. He 
was then all keyed up about Hello 
World Henderson and his works. I 
had never yet heard of Henderson, but 
when I read reports of his talks, I 
knew disaster must follow on his heels. 
But let this he «perfectly clear: I did 
not for a second question his good 
faith nor his intentions. I had no 
suspicion of any ulterior motive. Not 
at all did I feel resentment that he 
wanted full payment for his work, my 
idea being always that the laborer is 
worthy of his hire, provided only that 
he put in full time and work honestly.

My conviction was that any such 
language as Henderson used must 
repercuss unfavorably on the grocer in 
any circumstances, while the assertion 
Henderson constantly made—which 
pleased George apparently very much 
—that the independent grocer was a 
dear, innocent lambkin, white of fleece 
and pure of heart, tirelessly industrious 
and always worthy—while the chain, 
any chain, all chains, were wolves 
either in or out of sheeps’ clothing, 
must fall of its own plain absurdity. 
More: Great must be the fall thereof 
and most disastrous to grocers.

I am not now saying “I told you so.” 
We know the sequel. It is no better 
a story because now we find many 
things that were not perfectly square, 
according to Government reports. My 
thought is simply to emphasize the 
eternal truth that overstatement al­
ways rebounds unfortunately. To 
claim more than we are entitled to 
leads to our getting less even than our 
dues.

Argument gets us nowhere in our 
struggle for a livelihood and success. 
Performance is all that counts. Have 
we the goods and service commensu­
rate with what we charge? That is 
what the customer wants to know. 
Further, she has little time to talk 
about it. There are too many stores 
ready to serve her, and while food is 
the main thing she buys and what she 
buys daily so that she is pretty close 
to it, she really has many other in­
terests.

If we do that job we shall not have 
to talk about it. If we do not do it, 
talk will not save our skins. It is the 
old story of Let Your Light So Shine. 
If it is a good light, clear and power­
ful and it will penetrate far. If it be 
dulled by neglect, dirty bulbs, shades 
and chimneys, smoky -because of un­
trimmed wicks, smelly because the oil 
is low or dim because the current is 
insufficient, our radius will be limited. 
Let’s tend to our knitting. Then we 
shall get more knitting to do.

It was quite clear that such was the 
basis of the success of the big grocers

who attended the special conference 
during the last California grocers con­
vention. Every word was of ways, 
performances, methods which brought 
results. Enquiry was only how such 
methods might be improved and what 
schemes might be developed to en­
hance efficiency. Not a word was ut­
tered about anybody's special deservi­
tude.

Lynn & O’Neil, Sacramento, with 
twelve stores, find fruits and vege­
tables the same mainstay of their busi­
ness that most grocers whose eyes are 
open find that department to-day.

One grocer who sells $500,000 worth 
of goods a year has twenty-five per­
sons all told in his store. That is $20,- 
000 sales per person, about $7,500 
more than the average per chain em­
ploye. If extra sales cost nothing be­
cause expenses already are incurred by 
the basic average, here is $187,500 
business done without expense.

Figure 10 per cent, expense on $187,- 
500 extra earnings. If expense is 12J  ̂
per cent, on our average, this shows 
us $23,437.50 extra; and surely few 
businesses .can operate on less than 
12^ per cent, expense. At the mo­
ment I can not recall any store where- 
ing sales ratios are as high as this one, 
except that of a small merchant in 
Western Canada who all by himself 
handles $23,000 a year; but his is gen­
eral merchandise. Hence, this record 
is unique, so far as I know. It cer­
tainly affords this merchant a won­
derful advantage, a splendid offset to 
many handicaps, if he have any to 
contend with.

This man knows what he is doing. 
He takes stock completely every three 
months for one thing.

One youngish man spoke hesitantly, 
modestly, in telling his experiences. 
Fifteen years hack he had started with­
out capital or experience. His town 
contains 300 people. He employs nine 
people and does $200,000 business. 
That is $20,000 sales per person. His 
customers are farmers and his ratio 
is 70 per cent, credit and 30 per cent, 
cash. Credit is long-winded, season to 
season. Sometimes inclined to think 
he has too much credit, but his busi­
ness is keyed to that ratio and he 
naturally hesitates to change what is 
good and profitable. Perhaps an ideal 
cannot be attained. He has always 
studied others. He has attended con­
ventions regularly almost from the 
first year, always seeking every hint 
he could get. He has felt that no in­
vestment could pay him better than 
such attendance. He has completely 
remodeled his store three times within 
past six years. He has experienced a 
big increase in business every time he 
has remodeled.

I heard many interesting and in­
structive talks at this convention, but 
none was more fascinating than what 
this grocer said. Comment will not 
be necessary for thoughtful merchants. 
The lessons herein are too obvious. It 
may be well, nevertheless, for us to re­
flect that this young man’s success has 
been coincident with the most rapid 
growth of the chain grocer system.

It is the man that counts every 
time.

Bernhardt, of San Jose, recounted 
some of his experiences. These were 
told in detail in his paper on advertis­

ing, read in open session and widely 
published. That was one of the best 
papers I ever heard anybody read. Be­
ginning with a business so small that 
$35 sales were common on Saturdays, 
he now runs $400,000 to $500,000 in 
one store on cash and carry basis with 
thirty employes. That is a range of 
$13,333.33 to $16,666.66 per person.

Bernhardt is a perfect whale of a 
man himself, physically and mentally. 
He could improve that sales ratio if 
he cared to work on present lines. But 
one secret of his success is that he 
stands aside from his business, looks at 
it from without, seeks ideas and plans 
for its constant growth and expansion.

(Continued on page 31)

Always Sell

LILY WHITE FLOUR
“ The Flour tko tost cooks use. ”

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

Rowena Whole Wheat Flour 
Satisfaction guaranteed or money refunded.
VALLEY CITY MILLING CO. Grand Rapids, M ich.

Rusk Bakers Since 1882

Leading Grocers always have 
a supply of

POSTMA’S RUSK
as they are in Demand in all Seasons 

Fresh Daily
PQSTMA BISCUIT CO.

GRAND RATIOS. M ICHIGAN

Grand Rapids Paper Box Co.
M an u facturers of S E T  UP and FO LD IN G  P A P E R  B O X E S  

S P E C IA L  DIE C U T T IN G  AN D  M O U N TIN G  

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

EASTER SUNDAY APRIL 5th
We have a varied 
and complete line 
from which to 
make 
your 
selec-
tions.

PERMIT OUR SALESMEN TO ASSIST YOU NOW.

PUTNAM FACTORY
NATIONAL CANDY CO., Inc. 

Grand Rapids, Mich.

In More Homes Everyday

ROLSOM
Americas ^Finest "Bread

SANCTUM BAKORIUM  
N E W S

Baked in the right maimer— 
backed by the right advertis­
ing—the result can only, be 
a steadily increasing demand 
for HOLSUM.

I
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MEAT DEALER
Michigan State Association of Retail 

Meat Merchants.
P resid en t—F ra n k  Cornell. G rand Rapids 
V ice-P res.—E  P. A bbott, F lin t. 
S ec re ta ry —E. J .  L a  Rose, D etro it. 
T rea su re r—P iu s  Goedecke, D etro it.
N ex t m eeting  will be held in G rand 

Rapids, d a te  n o t decided.

THE PRIVATE BRAND.

It Is the Joker in Chain Store Com­
petition.

The crux of the chain controversy 
is the private (brand. This is what puts 
the trickery into retailing. It is the 
thing that keeps the customer in the 
dark. So long as chains and volun­
tary chains continue to sell a large 
portion of their wares under their own 
labels, the most scientific comparisons 
of prices will continue to be without 
meaning.

Worse than that, the private brand 
is the thing that makes it most diffi­
cult for the lone independent to meet 
chain competition.

Though private brands are not used 
on fresh meats, the independent who 
thinks that for this reason they do not 
affect him is not looking beyond his 
nose. Private labels are already ex­
tensively used on bacon, and inde­
pendents who have tried to compete 
with them know that they are not to 
be ignored- The real noman’s land 
in the battle of the brands, however, is 
the field of canned goods and packaged 
groceries—and these affect the inde­
pendent meat dealer whether he 
handles them or not. If the meat 
dealer has not gone into the grocery 
business yet, the chances are that he 
will in the near future, for all roads 
seem to lead in that direction. In the 
meantime the private brands are an 
outstanding factor in enabling the 
chains to drag customers into their 
stores, and while the customers are 
there they buy meat as well as gro­
ceries. Besides, there is no guarantee 
that private brands will not invade the 
fresh meat field. If the packaging 
idea goes over, there is no good reason 
to suppose that the chains will restrict 
themselves to the packers’ brands.

For the chains the private brands 
have two principal advantages: They 
can be purchased cheaper and they are 
non-competitive.

For the manufacturer they have one 
advantage: They can be sold cheaper. 
But perhaps in the case of the manu­
facturer “advantage” is not the word, 
except in the sense that a rope is an 
advantage to a man who wants to hang 
hmself.

In sellng their own brands manufac­
turers are forbidden by the Clayton 
act and state laws of a similar nature 
to cut prices on quantity orders be­
yond what would be justified by lower 
selling and handling costs. They are 
also restricted, probably more effec­
tively, by the attitude of their small 
order customers, who are naturally 
sensitive on the subject and like to feel 
that they- are getting their supplies at 
somewhere near the same price as their 
chain competitors. In selling their 
wares under a private label, however, 
there is no limit. What manufacturers 
charge chains for private brands is re­
garded as nobody’s business.

That is one reason the chains like 
private labels.

Even if they did not get them cheap­

er, it is possible that some of the chains 
would still like private brands, because 
nobody can compare the prices they 
charge for them with prices charged by 
somebody else. Nobody else sells 
them.

With competition what it is, how­
ever, it is logical to assume that the 
principal advantage of private brands 
is their lower price. It is also natural 
to assume that some of the chains, 
after getting the biggest discount they 
can on a given quality, get a large dis­
count by taking a lower quality and 
putting it out under the same brand. 
Also, that the manufacturer, , under 
pressure for lower prices, might tend 
to cut quality without the buyer’s 
knowledge. In making these assump­
tions we have the support not only of 
those who are competing with the 
chains, but of one of the chains’ most 
ardent champions, C. C. Lestico, who 
made exactly these charges in an ad­
dress to the Western States Chain 
Grocers’ Association last week.

To the consumer and the general 
public, this means simply that signifi­
cant price comparisons are impossible. 
The college professors of economics 
can compare prices on nationally ad­
vertised brands until they are black in 
the face without arriving at any de­
fensible conclusion regarding the situa­
tion generally.

To the average independent retailer 
it means that competition with the 
chains is competition in trickery, for 
if trickery is not the purpose of the 
private brands, we fail to see what it 
is. The private brands fool the con­
sumer, the competing retailer and the 
manufacturer—everybody, in fact, ex­
cept the chains.

Mr. Lestico says that they fool the 
chains too, and urges chain store ex­
ecutives to get back to a national 
brand basis. Greater selling costs, he 
says, eat up any saving in cost of mer­
chandise.

In order to get back to national 
brands, he admits, it would be neces­
sary to charge more for them than is 
charged at present, since the loss lead­
er policy can hardly be followed unless 
there is something to make up the loss. 
He urges the chain executives, there­
fore, to raise prices on national brands 
ten per cent. The public, he says, is 
sick of price cutting anyway.

It would be a fine thing for the in­
dependent if Mr. Lestico were right 
and the chains would follow his advice, 
as that would certainly take much of 
the sting out of chain competition. In 
harkening to Mr. Lestico, however, it 
might be well to remember that he is 
the publisher of a magazine for chain 
executives and that private brands do 
not advertise to their owners. As a 
matter of fact, we do not believe that 
the public is sick of price-cutting, nor 
that the selling cost on private brands 
eats up all of the saving on cost of 
merchandise. The higher selling cost 
theory, we believe, is based on an ex­
aggerated idea of the importance of 
national advertising and an undervalua­
tion of the weight of the retailer’s 
recommendation. After the initial ef­
fort of introducing them, we have ob­
served, some of the private labels seem 
to move right into consumption of 
their own momentum, in much the 
same way as the national brands do.

The private labels of the larger 
chains, in fact, actually are national 
brands, and those of other large chains 
are just as widely advertised as nation­
al brands in the areas in which they are 
sold. This advertising, it may be sug­
gested, costs money, but the money 
would be spent by the chains for na­
tional brands if it were not spent for 
private brands. What the chains ad­
vertise, as a rule, is prices, and if they 
do not quote prices on one product 
they will on another. They will prob­
ably continue to do this unless they 
fall in with Mr. Lestico’s idpa that 
the public is sick of price-cutting.

The
Superiority
of—

Maybe, though, it is the chains that 
are sick of price-cutting, but if so, 
that does not mean that they are go­
ing to stop it. Price-cutting, unfortu­
nately, is much easier to start than to 
stop.

It looks to us, therefore, as if price- 
cutting and private labels were here to 
stay for a while—that the independent, 
in fact, would not be far wrong in 
taking this for granted in making his 
plans.

White Cloud—Bird Bros, succeed W. 
S. Bird, deceased, in the grocery busi­
ness.

RED STAR Y E A S T
RED 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 unquestioned.
The freshness of RED STAR YEAST is assured by regular deliveries 
to you in sanitary foil wrappers.

20c A  DOZEN (Delivered)
Y O U R  PRO FIT is 50  % on cost selling at 2 cakes for 5c

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—616 Division Ave.. S.
* *  STRICTLY INDEPENDENT—SINCE 1882 ★ ★
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HARDWARE
Michigan Retail Hardware Association.

P resid en t—W aldo B ruske, Saginaw .
V ice-P res.—C has. H . Su tton . Howell.
S ec re ta ry —A rth u r J .  Scott, M arine C ity.
T rea su re r—W illiam  M oore. D etro it.

Practical Methods of Pushing Paint 
Sales.

With the spring paint campaign ap­
proaching, some thought should be 
given to the handling of this import­
ant line. Paint is a staple commodity 
in most hardware stores; and the hard­
ware dealer can count on a certain 
modest trade right along. Unfortunate­
ly, some dealers are satisfied to let the 
paint stock sell itself, lending only the 
assistance of a place on the shelves, 
perhaps in a remote corner of the store. 
They get a certain amount of business, 
but it is seldom that the trade done 
shows any increase or yields enough 
profit to make the dealer appraise the 
department at its true importance.

A hardware dealer carrying on busi­
ness in a city of about 15,000 people 
discussed his ideas on the subject as 
follows:

“We believe in giving paint a good 
deal of prominence. We set aside a 
prominent corner of the store for the 
stock; and the result has amply justi­
fied the arrangement.

“Having taken this first step, the 
next was to see that the line got ample 
publicty. Our store has an exception­
ally wide frontage and the two win­
dows as a result are of unusual di­
mensions. We have made frequent use 
of them for the display of paint and 
paint accessories. Some of these dis­
plays are decidedly elaborate, and the 
large space at our disposal enables us 
to put on displays with dummy figures 
that are pretty close to tableaux. Dis­
plays of this sort and extent attract a 
lot of attention and are talked about 
for a long time.

“Our publicity, however, isn’t limited 
to window trims. We use regular 
space in the daily paper, and at set in­
tervals the copy we use features paints 
and accessories.

“A rule observed by our firm in pre­
paring advertising copy is to feature 
one thing at a time, and only one. 
There are many advantages in this 
system, the chief being the opportunity 
thus presented of hammering home the 
advantages of the one line so effective­
ly that people reading the advertise­
ment will have no chance of forgetting 
it. Where space is used in the news­
papers every day, it is possible to fol­
low this plan to good advantage, for 
then it is possible to get around to 
each department often enough to in­
sure results.

“In advertising our paint stock, we 
talk flat wall finishes for a couple of 
days, then exterior paints, then floor 
finish, and so on. As the complete ad­
vertising space is given up to the one 
line, it is thus possible to enlarge ef­
fectively upon its good points.

“A special effort has been made to 
secure the trade of the master painters. 
We have been pretty successful in this. 
The ‘test and prove it’ policy has been 
used with good results. The average 
master painter has an ingrained pref­
erence for mixing his own paints. He 
is ‘from Missouri’ so far as the pre­
pared variety is concerned. But once 
convinced that ready mixed paint is*

good and economical, he can be de­
pended upon to remain a steady cus­
tomer.

“Recognizing this, we endeavored to 
get the master painters to test pre­
pared paint and give it a fair trial. In 
practically all cases where the master 
painter decided to make a test, the re­
sults were so satisfactory that the 
hand-mixed kind has not been used 
since.

“One of the strongest features of 
our policy has been the determination 
to have all members of the sales staff 
thoroughly posted. Salesmanship in 
the paint department is at least 50 per 
cent, knowledge of the goods. Not 
only does the salesman who knows his 
goods and thoroughly understands 
their uses have it in his power to very 
appreciably increase sales, but he also 
avoids the mistakes which a less well- 
informed clerk is certain to make. The 
average customer knows very little 
about the proper methods of applying 
paints and varnishes. Customers come 
to the store expecting to be posted on 
all such matters. If the advice given is 
bad, the customer gets poor results 
from his purchase, and is sure to blame 
either the dealer or the make of paint 
or both. A lot of harm is done in this 
way.

“As the best means of spreading a 
proper knowledge of the products we 
handle in the paint department, we 
■have adopted a system of staff con­
ferences. When salesmen from the 
various manufacturers call at the store, 
the staff are gathered together and a 
conference held. The salesman gives 
a talk on the products he sells, telling 
about the quality, methods of manu­
facture and proper ways of using and 
applying. The members of the staff 
have an opportunity to ask questions 
and to become thoroughly informed on 
all points regarding that product.

“We held such a conference only the 
other evening. The city manager and 
district representative of our paint 
manufacturer were present. They gave 
very instructive talks on a number of 
their products, going into the question 
from the standpoint of the master 
painter and the householder. Then 
we had a social hour, sandwiches and 
coffee, and a sing-song, the numbers 
including an original one to a good 
rollicking tune with a lot of local and 
trade hits that left everyone in good 
humor.”

The difference that different meth­
ods can make is illustrated by an ex­
perience some years ago in a certain 
Quebec town where two men carried 
on a hardware partnership. One of 
these men was an ordinarily good 
hardware dealer. The ■ other in his 
own original line was exceptional, and 
especially when it came to paint.

This man was a great paint sales­
man. He was not content to sell paint 
merely to those who came to the store 
for it. He honestly felt that there 
were many other folks in the neigh­
borhood who would be wise to spend 
money for paint. That these people 
had not awakened to their need was 
unfortunate. It was up to this par­
ticular paint missionary to awaken 
them. So he went out preaching his 
gospel of paint.

This chap’s enthusiasm for paint be­
came, in fact, something of a joke. He

spent long afternoons rattling through 
the county looking for farm houses 
and buildings that needed paint. Every 
time he found one he would stop and 
gossip with the farmer, and work 
around skillfully to his pet theme.

He would write personal letters— 
not elaborate sales letters but little- 
notes—to people who were building 
new houses. These, he felt sure, would 
be buying paint. The only thing was 
to get them to buy the right kind— 
the kind he handled. The folks who 
were building new barns were even 
better worth keeping in touch with, as 
he saw it. He would write letters to 
the owners of new barns. Then on 
afterthought he would telephone ahead 
and say that a letter was coming. He 
sometimes wrote letters to men he 
saw once or twice a week. There was 
method in this madness. Some of 
these country people were not accus­
tomed to receiving a great deal of mail. 
A letter was an event for one of them. 
Its contents would be speculated upon 
before the envelope was opened, and 
the waiting inside would be carefully 
scanned. Every word would be noted.

The dealer found from experience 
he could put facts about his paint

clearly before people in such letters. 
He could tell them the figures at which 
barn paint could be purchased. He 
would estimate the amount needed for 
the barn in question—having, in his 
wanderings, discovered the dimensions 
of the barn. He would explain some­
thing about the preserving qualities 
of the paint, and would give an idea of 
how long it would take the farmer 
himself to do the job; suggesting that 
this be done at a season when other 
farm work did not demand too great 
attention.

Some men, he decided, would be 
more impressed by personal talk. Often 
there were slow mornings and after­
noons in the store, and the dealer 
would get out his little old car and 
drive off for a talk with a prospect, or 
to look up new prospects, or both.

That store for years did an amazing 
and steadily increasing business in 
paint, and especially in farm paint, in 
a country where whitewash was the 
rule. Then the pastnership was end­
ed, the older man retired, and the paint 
missionary went out West. A new 
nealer took hold. At once there was 
a tremendous falling off in paint sales, 
and at the end of three years the new
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|  B R O W N  & S E H L E R  j
COMPANY

Automobile Tires and Tabes 
Automobile Accessories 

Garage Equipment 
Radio Sets 

Radio Equipment 
Harness, Horse Collars

Farm Machinery and Garden Tools 
Saddlery Hardware 

Blankets, Robes 
Sheep Lined and 

Blanket - Lined Coats 
Leather Coats
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Manufacturers and Distributors of
SHEET METAL ROOFING AND FURNACE SUPPLIES, 

TONCAN IRON SHEETS, EAVETROUGH, 
CONDUCTOR PIPE AND FITTINGS.
Wholesale Only. We Protect our Dealers.

THE BEHLER-YOUNG CO.
342 Market St., S. W. Grand Rapids, Mich.

— ----- -------------------- ------------------- -----------------------$

Michigan Hardware Co.
100-108 Ellsworth A ve., Corner Oakes 

GRAND RAPIDS, MICHIGAN

Wholesalers of Shelf Hardware, Sporting 
Goods and

FISHING TACKLE
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dealer took approximately 10 per cent, 
of the amount of paint the sjtore had 
taken in the palmy days of the partner­
ship. The paint sold was the same. 
Those who had used it had gotten good 
satisfaction. What they said of it must 
have encouraged other prospects; yet 
the sales slumped out of sight. The 
new dealer simply neglected to keep 
in touch with his customers, did not 
study his neighborhood to see who 
would- need paint. He simply waited 
for business to come, and it didn’t.

All of which illustrates the fact that 
the personal touch counts for a lot in 
paint selling.

Outside canvassing, particularly of 
customers who hesitate to come into 
the store for fear they will buy, can 
be made a big factor in business­
getting. One dealer said the other day:

“My experience in selling paint is 
that you can work up a fine shelf trade 
by letters, newspapers and circular ad­
vertising, and sell some house jobs 
this way, but if you want to capture 
the big end of the house paint business 
you mut go out after it.

“I remember one spring when the 
average property owner had been 
pretty well scared off 'by talk about 
high prices of oil. If I mentioned 
paint in the store, a prospect would 
snort, ‘To© high. I’ll wait until paint is 
cheaper,’ and he would rage about the 
trusts, cornering the oil market, and 
all the rest of it. Then several other 
people standing around would join in 
the chorus.

“I decided it was hard to sell paint 
under such conditions. But with a 
man in his own home I had a chance. 
I’d call at the house—that ought to be 
painted—and there I had the man all 
to myself, except for an occasional 
word from his wife who was keen for 
painting. I’d show him how badly the 
building needed paint, and how the 
longer he let it go, the more paint it 
would take. And as for the advance 
in oil—why, on the entire job that 
amounted to only about $2.70 and he 
would lose that much by letting the 
job go another year. Well, the aver­
age man isn’t going to let his building 
deteriorate for the sake of a few dol­
lars. With a strong talk like this I 
could land the job three times out of 
five. A helpful feature was that being 
right on the ground I could measure 
the 'building and make a close estimate 
on the amount of paint required. A 
close figure on the actual job often 
makes selling a lot easier. I could, too, 
suggest a variety of color schemes to 
fit the surroundings, which also 
helped.” Victor Lauriston.

Proceedings of the Grand Rapids 
Bankruptcy Court.

G rand  R apids, M arch 2—In  th e  m a tte r  
of Deeb B alish, a s  B alish  Mfg. Co., B an k ­
ru p t No. 4408. The sale  of a sse ts  in  th is  
m a tte r  h a s  been called fo r  M arch  20, 
th e  prem ises fo rm erly  occupied by  th e  
ban k ru p t. 1140 M onroe avenue, G rand 
R apids. T he a sse ts  consist of m ach inery , 
app ra ised  a t  $1,465.25; e lectric  m otors a t  
$520; lum ber a t  $45; shafting , belting, 
tools, wood fraimes, w ork  benches, etc., 
a t  $331.05, to g e th e r w ith  office equipm ent 
app ra ised  a t  $83.15. All in te res ted  in  
such  sale should be p re sen t a t  th e  da te  
and  tim e above s ta ted .

In  th e  m a tte r  of Elon K . Conklin, doing 
business a s  Conklin C onstruction  Co., 
B an k ru p t No. 4275. T h e  sale of a sse ts  
in th e  m a tte r  h a s  been called fo r M arch 
17, a t  th e  p rem ises fo rm erly  occupied by  
th e  b an k ru p t. 562 F ro n t avenue. G rand 
R apids, a ll s tock  in  tra d e  and  co n stru c ­
tion  co n trac to rs  m ach inery , tools and  
equipm ent, all app ra ised  a t  $1,651.50. All

in te re s ted  in  such  sa le  should be p resen t 
a t  th e  d a te  an d  tim e  above s ta ted .

In  th e  m a tte r  of Salih  Abdalla'. B ank­
ru p t No. 4342. T he sale of a sse ts  in  th is  
m a tte r  h a s  been called fo r M arch  17, 
a t  the  p rem ises form erly  occupied by  th e  
b ank rup t, 513 O ttaw a  avenue, N. W ., 
G rand R apids. T he stock  in  trad e  con­
s ists  of d ry  goods, g roceries an d  fix tu res 
used  in  a  confectionery  store, all a p ­
pra ised  a t  $511.04. All in te re s ted  in  such  
sale should be p resen t a t  th e  d a te  and  
tim e above s ta ted .

In  th e  m a tk e t of H u b e rt E . Dorsey, 
B an k ru p t No. 4272. T h e  funds  have been 
received  and  th e  first m eeting  of c red ito rs  
h as  been called fo r M arch  19.

In  th e  m a tte r  of T haddeus Sloma, 
B an k ru p t No. 4402. T he  funds  have been  
received  and  th e  firs t m eeting  of c red ­
ito rs  has been  called for M arch 19.

In  th e  m a tte r  of Jo h n  W . Rooks, B ank­
ru p t No. 4368, th e  first m eeting  of c red ­
ito rs  w as held Feb. . 19. T he b an k ru p t 
w as p resen t in  person and  rep resen ted  
by  a tto rn e y  F red  C. Tem ple. N o cred­
ito rs  w ere p resen t o r rep resen ted . C laim s 
w ere filed only. F red  G. T im m er, of 
G rand  R apids, w as appoin ted  tru s tee , an d  
h is  bond placed a t  $100. T he  tru s te e  w as 
d irected  to  in v estig a te  th e  value of a s ­
se ts  over an d  above exem ptions of th e  
b an k ru p t an d  repo rt. The firs t m eeting  
th en  ad jou rned  w ith o u t date .

M arch  2. W e have to -d ay  received  th e  
schedules reference and  ad jud ication  in  
the  m a tte r  of Jesse  E . Stover, B an k ru p t 
No. 4415. T he b an k ru p t is a  re s id en t of 
Pahis tow nship, and  h is  occupation  is 
th a t  of a  laborer. T he schedule shows 
a sse ts  of $225 of w hich the  fu ll am ount 
is claim ed a s  exem pt, w ith  liab ilities  of 
$1,416.34. T he co u rt h a s  w ritten  fo r funds  
and  upon receip t of s am e  th e  firs t m ee t­
ing  of c red ito rs  will be  called.

M arch 2. W e hav e  to -d ay  received  the  
schedules, re fe rence  and  ad jud ication  in 
th e  m a tte r  of R obert A. D enm an, B an k ­
ru p t No. 4416. T he b a n k ru p t is  a  re s id en t 
of M arion, and  h is  occupation  is  th a t  of 
a  m erchan t. T he schedule shows a sse ts  
of $1,787.49 of w hich $375 is  claim ed as 
exem pt, w ith  liab ilities  of $4,462.29. The 
first m eeting  will b e  called p rom ptly  and  
note  of sam e m ade herein . T he  lis t of 
c red ito rs  of said  b an k ru p t is  a s  follows:
L yd ia  D enm an, M a r io n ___________ $ 60.00
J. H . Levy, C le v e la n d ____________  14.40
G. R. Bedding Co., G rand R ap ids_38.90
J . H . B aker. D e t r o i t ______________  60.00
Schw ayder T ru n k  Co., E c r o s e ___  24.79
Clover Mfg. Co., W inchester, In d ._15.25
Edson, M oore & Co., D e t r o i t_____  85.14
G lazer Bros.. St. L o u i s ___________  28.09
B u tle r Bros.. Chicago ___________  25.01
B ellem ont Co., M ilwaukee ________  19.38
M ontgom ery Clo. Co., K lupsville.

P a . _________________ ____________  50.00
B um gardner Co., T o le d o __________  34.83
N ationa l C an Co., L o u isv il le _____  24.50
M ishaw aka R ubber & W oolen Co.,

M’shaw aka. Ind . ________________ 518.98
G. F . M into, D e t r o i t______________  79.46
Servus R ubber Co., Rock Island. 111!' 34.95 
L au erm an  Bros., M arinette . W is. 943.88
.Ting Shoe Co., Sheboygan, W is____  90.31
B row n Shoe Co , S t. Louis _____  300.00
Sym on B ros., S a g in a w ____________ 128.42
Royal T ailors, C h ic a g o ___________  81.00
V irgin  W ool T a ilo ring  Co., G. R. 175.00
F ran k  W hite. M a r io n ______________  40.00
B roadw ay  N eckw ear Co., N. Y . _16.00
Slidewell N eckw ear Co., N . Y . ___  14.00
M arion S ta te  B ank, M a r io n _____  1,300.00

In th e  m a tte r  of W ynn R. Pem berton , 
B an k ru p t No. 4150, th e  final m eeting  of 
c red ito rs  w as held Feb. 13. T here  w ere 
no apoearancs, except th a t  of th e  t ru s ­
tee . T he  tru s te e ’ final rep o rt and  a c ­
count w as  approved and  allowed. C laim s 
w ere  proved and  allowed. An o rd e r w as 
m ade fo r th e  paym en t of expenses of 
ad m in is tra tio n  an d  secured  claim s. T here 
w ere  no dividends. A first and  final div i­
dend of 10 p e r cent, on lab o r claim s h as  
here to fore  been filed. N o objections w ere 
m ade to  the  d ischarge  of th e  ban k ru p t. 
T he final m eeting  of c red ito rs  th en  a d ­
jou rned  w ithou t date , and  th e  case will 
be closed and  re tu rn e d  to  th e  d is tric t 
court, in due course.

In  th e  m a tte r  of T ay lo r R adio  Co., 
B an k ru p t No. 4138. th e  tru s te e ’s final r e ­
p o rt and  account w as filed and  a  final 
m ee ting  of c red ito rs  w as held Feb. 13. 
T he tru s te e  only w as p resen t. T he  tru s ­
te e ’s  final rep o rt and  accoun t w as con­
sidered  and  approved ahd  allowed. C laims 
w ere proved and  allowed. An o rder w as 
m ade fo r th e  paym en t of expenses of 
ad m in is tra tion , p referred  claim s and  a  
first and  final dividend to  general c red­
ito rs  of 6.4 p e r cen t. All tax e s  and  se­
cured claim s have  here to fore  been paid 
in full. N o objections w ere  m ade  to  the  
d ischarge  o f th e  b an k ru p t. T he  final 
m eeting  th en  ad jou rned  w ith o u t date, and 
th e  ca!se will be closed and  re tu rn ed  to  
th e  d is tric t court, in  due course.

In th e  m a tte r  of Alvin L . Jackson. 
B an k ru p t No. 4299, th e  tru s te e  h a s  filed 
h is  re tu rn  show ing no  a sse ts  an d  th e  
case  h as  been closed and  re tu rn ed  to  the  
d is tric t court, a s  a  c as t w ith o u t asse ts .

In  the  m a tte r  of W a lte r  G. K rause, 
B an k ru p t No. 4971, th e  tru s te e  h as  filed 
h is  re tu rn  show ing no a sse ts  and  th e  case 
h a s  been closed and  re tu rn ed  to  th e  d is­
t r i c t  court, a s  a  case  w ith o u t asse ts .

M arch 5. W e have to -d a y  received the  
schedules, refe rence  and  ad jud ication  in 
th e  m a tte r  of C heste r J . H ulbert, B an k ­
ru p t No. 4417. T he b an k ru p t is a  re s id en t 
of N iles, and  h is  occupation  is  th a t  of an  
engineer. T h e  schedules show  a sse ts  of

$400 of w hich $250 is  claim ed a s  exem pt, 
w ith  liab ilities of $1,093.80. T he cou rt 
h as  w ritten  fo r funds  and  upon receip t 
of sam e th e  firs t m eeting  of c red ito rs  
will- be called. T he lis t of c red ito rs  of 
said  b an k ru p t is a s  follows:
H azel & C arrie  Colby, P aw  P aw  $1,052.40
Jacob  D arling, P aw  P aw  - ______  41.40

M arch 5. W e have to -d ay  received  the  
schedules, re fe rence  an d  ad jud ication  in 
the  m a tte r  of M ilton J . Jesselson , B an k ­
ru p t No. 4418. T he b an k ru p t is a  re s i­
den t of G rand  R apids, and  h is occupa­
tion  is th a t  of a  jew eler. The schedule 
shows a sse ts  of $2,305.76 of w hich $600 is 
claim ed as exem pt, w ith  liab ilities  of 
$2,361.47. T he firs t m eeting  of c red ito rs  
will be called very  shortly , note of sam e 
m ade herein . T he l is t of cred ito rs  of said 
b an k ru p t is  as follows:
G. R. N ationa l B ank, G rand R ap. $130.00
H offs tad t Co., T o le d o ______________ 100.00
K uesel Bros. Co., M ilw au k e e_____  143.37'
K anow itz & O rshan, B rooklyn, N.Y. 23.35 
H . L eonard  & Sons. G rand  R apids 31.32 
C. H . K n igh ts  Therle Co., Chicago 121.81
Conklin P en  Co., T o le d o __________  11.16
Evkob W atch  Co., N ew  Y o r k ___  67.51
D eFreece B erste in  Co.. N ew  Y ork 55.85
A. C. B ecken Co., C h ic a g o _______  39.69
Lidw ig L ehm an, New Y ork _____  59.90
N. Y. Jew elry  Mfg. Co., New Y ork 45.45
C lark R ing Co., N ew  Y o r k _______ 173.25
W alte r M urick Co., G rand R apids 7.20
H a r t  Jew elry  Co., C h ic a g o ________ 301.34
Theo. Zacherias, N ew  Y o r k ________  14.00
M rs. D ale M organ, G rand R apids_57.00
E . H . P u d r ith  Co , D e t r o i t_______  377.17

(C ontinued on page 31)

I. Van W es tenbrugge
Grand Rapids - Muskegon

(SERVICE DISTRIBUTOR)

N ucoa
KRA FT ((ĵ )) CHEESE

All varieties, bulk and package cheese

“ Best Foods”
Salad Dressings

Fanning’s
Bread and Butter Pickles

Alpha Butter
TEN BRUIN’S HORSE RADISH and 

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

Sand Lime B rick
Nothing ae Durable 

Nothing as Fireproof 
Makee Structure Beautiful 

No Painting  
No Cost for Repairs 

Fire Proof W eather Proof 
Warm in Winter—Cool In Summer

Brick is Everlasting
GRANDE BRICK CO.

Grand Rapids. 
SAGINAW BRICK CO. 

Saginaw.

These Be Our 
Leaders

Sold only by

The Blodgett-Beckley Co.
Members India Tea Bureau 

Main Office Toledo 
Detroit Office and Warehouse 

517 East Lamed Street

Jennings’ Pure Extracts
Vanilla, Lemon, Almond, Orange, 

Raspberry, W intergreen.
Jennings Flavoring Extract Co.

Grand Rapids, Mich.

The Brand You Know 
by HART

Look for the  Red H eart 
on the Can

LEE A CADY Distributor
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HOTEL DEPARTMENT
Late News About Michigan Hotels 

and Hotel Men.
Los Angeles. Marcu 7—George W. 

Woodcock, manager of Muskegon 
Country Club, and formerly operator 
of Hotel Muskegon, has been spending 
the Winter in Southern California with 
Los Angeles as his operating base. 
Naturally he is accompanied by Mrs. 
Woodcock and these two have certain­
ly had the full run of the premises— 
they have seen about everything—and 
I feel sure if they were not so intense­
ly loyal to Muskegon and Michigan, 
we would have lassooed and kept them 
out here. They are delighted with 
California and having a host of friends 
out here, have been very busy. It was 
a pleasure to meet them once more, for 
I have enjoyed their acquaintance for 
many years. They expect to be back 
home about April 1.

Nature has certainly endowed South­
ern California with all the parapher­
nalia for kicking u'» a good time. Two 
especially entertaining fetes or fiestes, 
are the New Year’s flower tournament, 
at Pasadena, and the annual orange 
show, which has been in progress at 
San Bernardino for the past fortnight. 
An orange may possibly be an orange 
and, in itself, may not appear especially 
attractive, except as an article of food, 
but when arranged in displays such as 
they have been exhibiting at this show, 
they develop into real works of art, and 
attract enormous crowds of spectators.

Excessive radio advertising is said 
to be responsible' for a reduction of 
listening-in. Too much radio talk is 
just about on a par with too many bill­
boards, and the point of saturation is 
well night reached. This is not exact­
ly killing the goose that lays the gold­
en egg, possibly, but the geese just 
tune in on another station, and are 
sore about it.

The business of apple-selling on the 
streets of Los Angeles has turned out 
to be an amazing success. There are 
several thousand of these merchants, 
mostly unemployed women, who clean 
up their allotted stock of two boxes 
every day and profit thereby to the ex­
tent of about $5 per day. Incidentally, 
they lend a pleasant touch to the street 
corners. One of the features of Cali­
fornia life that impresses visitors more 
than any other is the fruit marketing. 
For this the Japanese may claim credit, 
for it was they who made fruit stalls 
beautiful, and they are mostly master 
salesmen.

A lot of people are trying to fool 
themselves with the idea that Gen. 
Aguinaldo is responsible for the move 
to stir up insurrection in the Philip­
pines. It is the Russian Red who is 
stirring up the animals, assisted, to a 
large degree by the Americans who 
think that independence should be 
granted to the Islanders. It is just a 
case of pouring poison into a vulner­
able spot. Of course a great many of 
us agree that the control of the Islands, 
by our Government, which was wished 
upon us by the Dewey episode, was 
unfortunate, but if they are turned 
loose now there would be another 
World War as sure as shooting.

Sinclair Lewis once made the state­
ment that Los Angeles was the cafe 
capital of the world. It is a fact that 
there are more of such institutions nere 
than in any other city of its size in the 
world, and anyone who desires to 
question the statement has only to 
walk up and down the streets in the 
down-town district, will find there are 
more different tvpes of lunch places, 
more different types of lunchers and 
more different ways to serve and eat 
lunch than he ever heard of. For al­
most every human being in the busi­
ness district lunch is the great occasion 
of the daylight hours. For many it is

the peak of the (Jay’s course, for others 
it is the only reason for gping down 
town at all. One minute lunchers dash 
madly by three-hour lunchers on the 
street corners. Dieting lunchers rub 
shoulders with searchers for roast beef, 
mashed potatos, pie a la mode, and the 
coffee fiends. There is the ten-center 
and the dollar gourmand, glaring at 
each other, but still intent on having 
that luncheon, just the same. The drug 
stores thrive, the cafes seem to do a 
good business, and if there is any such 
thing as unemployment here it surely 
is not apparently affecting the digestive 
tract.

For those of my Michigan friends 
who see this and are headed for Los 
Angeles with their cars, I am suggest­
ing that they acclimate themselves to 
the mountain scenery by first taking a 
trip over Mulholland Drive which be­
gins within the Hollywood limits, and 
switching off at a junction with the 
trail running through Topango Canyon, 
which reaches from Girard to the 
Pacific Ocean through the Santa 
Monica Range, a distance of a dozen 
miles, which presents some of the most 
attractive and at the same time awe­
some scenery in the state. It can all 
be accomplished in an afternoon and 
is a pleasing diversion I offer to my 
friends quite frequently. I had claim­
ed it was the only thing accessible to 
Los Angeles which is really worth 
while, but the other day I was a for­
tunate member of a party of friends, 
sponsored by Madge Bellamy—of 
cinema fame—who undertook a trip to 
Summit Valley, in San Bernardino 
county, and a distance of about 120 
miles away, which to me contained 
more thrills than former trips made to 
the very heart of the Sierra Nevadas, 
passing through Waterman Canyon 
and Cajon (Cahoon) Pass, where the 
most enjoyable part of our journey 
really started. At Camp Cajon we left 
the main boulevard which leads to the 
Los Angeles county recreation park, 
into what is known as Horse Thief 
Canyon, a ragged, water torn gash 
winding u p  through the foothills. At 
the end cf this gulley, which is two 
or three miles long, we reach an alti­
tude of about 3,000 feet. And this is 
the gateway to peaceful Summit Val­
ley. Here you get the first glimpse of 
the Mojave Desert over the tops of the 
small mountains. A mile or two be­
yond, the road meets the Santa Fe 
tracks and drops down into the valley 
proper, over a hard dirt road which 
enables us to spin along at a speed of 
forty miles easily. The valley which is 
approximately ten miles in length, of­
fers some wonderful views of lofty 
mountains. At Midway which prin­
cipally boasts of a schoolhouse and a 
filling station, there are a couple of 
oil derricks, monuments to blasted 
hopes, possibly* or sunk there for ex­
perimental purposes. At least they 
were long ago abandoned. Traces of 
oil were found, but the wells were 
never finished. A mile or so further 
along, the highway crosses the Mojave 
River, along which is a grove of huge 
live oaks, which we decided was the 
place for displaying the contents of 
our lunch baskets, containing simple, 
but brawn producing food. Out here 
on these mountain excursions one does 
not go in so strong for fried chicken, 
jam and custard pie, but confines him­
self to plain sandwiches and the ther­
mos bottle, avoiding the necessity of 
building fires, always hazardous and 
mostly prohibited.

The Mojave River contains just a 
trickle of water, which soon disappears 
in the sandy bed. At this particular 
point there are two roads leading back 
to civilization, and on account of the 
excellence of one of the roads leading 
to Lake Arrowhead, a lot of people 
prefer to go that way, but we were out 
for game and we took a less used road 
to the little settlement of Cedar 
Springs. This grade is narrow, rough, 
steep and stony, rising frpm about 8

Warm Friend Tavern
Holland, Mich.

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

GEO. W. DAUCHY, Mgr.

“A MAN IS KNOWN BY THK  
COMPANY HE KEEPS"

T h a t is  w hy LE A D ER S o f B usiness 
an d  Society  m ake  th e ir  h ead ­

q u a r te rs  a t  th e

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

“An entire c ity  block of Hospitality* 
GRAND RAPIDS, MICH. 

Room s $2.25 a n d  up. 
C afeteria  Sandw ich Shop

F ac ing  FAMOUS
Grand Circus Park. Oyster Bar. 
800 Rooms . . .  800 Baths

Rates from $2.50.
HOTEL TULLER

HAROLD A. SAGE, Mflr.

M O R T O N
H O T E L

Grand Rapids* Newest 
Hotel

400 Rooms 400 Baths

RATES
12.50 and up per day.

HOTEL KERNS
LARGEST HOTEL IN LANSING

800 Rooms W ith or W ithout Bath 
Popular Priced Cafeteria in Con­

nection. Rates $1.60 up.
E. S. RICHARDSON. Proprietor

NEW BURDICK
KALAMAZOO, MICHIGAN 

In th e Very Heart of the City 
F irep roo f C onstruction  

T he only All N ew  H ote l In th e  c ity . 
R epresen ting  

a  $1,000,000 Investm en t.
260 Rooms—150 Room s w ith  P r iv a te  

B ath .
E uropean  $1.50 a n d  up  p e r Day.

RESTA U RA N T AND G R ILL— 
C afeteria , Q uick  Service, P opu lar 

P rices.
E n tire  S even th  F loo r D evoted to  

E specially  E quipped  Sam ple Rooms 
WALTER J. HODGES,

Pros, and Gen. Mgr.

HOTEL OLDS
LANSING

300 Rooms 300 Baths
Absolutely Fireproof 

Moderate Rates
GEORGE L . CROCKER. M anager.

Occidental Hotel
FIRE PROOF 

CENTRALLY LOCATED 
Rates $2.00 and up 

EDWART R. SW ETT, Mgr. 
Muskegon Michigan

Columbia Hotel 
KALAMAZOO 

Good Place To H e To

HOTEL
C H I P P E W A

HENRY M. NELSON, Manager 
European Plan 

MANISTEE. MICH.
U p -to -d a te  H ote l w ith  a ll M odern 

Conveniences—E levato r, E tc.
150 Outside Rooms 

D in in g  Room Service 
H o t and  Cold R unn ing  W a te r  and  

Telephone in  every  Room. 
$1.50 and up

60 Rooms with Bath $2.50 and $3

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

HOTEL R O W E
Grand Rapids, Michigan.

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

Republican Hotel
MILWAUKEE, WIS. 

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

in connection

Park Place Hotel
Traverso City

Ratee Reaeonable—Service Superb 
—Location Admirable.

GEO. ANDERSON, Mgr. 
ALBERT J. ROKOS, A ss’t  Mgr.
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3,Q00 to 6,000 feet in a little over two 
miles. The turns are very sharp and 
the passing points are very few, but 
there was little traffic and the car 
seemed to work beautifully, and when 
we nosed over the mountain crest, we 
sure did find the climb worth while. 
From the summit, studded with wind- 
battered pines, a panorama of wildness 
and mystery was unfolded. Far below 
rests a sunny little valley where colos­
sal trees looked like shrubs, all flanked 
by grim mountain sides. Beyond lie 
range after range of brown mountains, 
some of them crested with snow, and 
the last apparently melting into the 
vast grey blue desert in the extreme 
distance. As far as the vision reaches 
one can, from this lofty perch which 
we occupied, gaze upon hundreds of 
peaks, gray, brown and tumbled about 
like angry ocean waves. After sep­
arating ourselves from this entrancing 
view we lowered ourselves down to a 
little camp called Skyland, halting mid­
way, where at a sharp turn in the road, 
another close up view of magnificent 
mountains and expansive desert is af­
forded. After partaking of a “Dinah” 
dinner, which means partaking of fried 
chicken, French fried potatoes, hot 
biscuits and honey, with coffee, mostly 
served without cutlery or china, we 
decided, on taking a vote, that instead 
of going over to Lake Arrowhead, we 
would yield to the fascinations of an 
almost real Hawaiian moon, which was 
in process of developing, and proceeded 
on toward the City of the Angels, 
where we arrived long before the side­
walks were taken in for the night and 
the mocking birds were beginning their 
morning matin. A full days sight 
seeing, with a party of real cheerful 
acquaintances, with a minimum of 
fatigue, no “back seat” driving and no 
absent acquaintances to talk about. 
The “end of a perfect day,” as it were.

Dr. Harry Rose, well-known in 
Michigan on account of his long con­
nection with the Battle Creek Sanitar­
ium, now has charge of the solarium 
at Hotel Davenport, Sookane, Wash.

Hotel Nicollett, Minneapolis, has 
made a surprising showing for the 
last year. It is managed by W. A. 
Clarke, formerly associated with 
George L. Crocker, during his regime 
as manager of Hotel Durant, at Flint.

W. E. Defenbacher, manager of Ho­
tel Meigs, Toledo, and formerly oper­
ating Hotel Whitcomb, St. Joseph, is 
making some marked improvements in 
the Toledo caravansary.

Joseph Elkin, owner and operator of 
Hotel Olympia, Mt. Clemens, is men­
tioned as having been in attendance 
at various New York hotel functions 
recently.

One of the best things accomplished 
by the stockholders of the Park Place 
Hotel, Traverse City, was the election 
of George C. Anderson, as manager, 
who recently succeeded R. D. Mc- 
Faddan, who was in charge of the new 
hotel for some months after its 
opening. Mr. Anderson is well known 
to Michigan operators as well as hotel 
patrons, through his having at one time 
operated the Portage Point Inn, at 
Onekama, and Cedar Lodge, North- 
port, for the past twelve years, vary­
ing his Michigan resort activities by 
operating Florida resort properties 
during the winter season. Probably 
no resort operator in Michigan is bet­
ter known or better liked. The North- 
port Point Hotel, which has a most 
wonderful reputation everywhere, and 
has been a marked financial success, is 
a monumeri. to his wonderful man­
agerial ability, and I predict that he 
will carry this Drestige with him to 
his new field. The Park Place owners 
are further to be congratulated over 
the retention of Albert J. "Bob” 
Rokos, as assistant manager. I have 
known this promising young man for

manv years, He was the main spoke 
in the wheel during the later career of 
William O. Holden, is beloved by all 
traveling men, and knows his onions. 
He is among those I have carded for 
even better things in the future, be­
cause he deserves them.

The Alexandrine Hotel Co., Detroit, 
owners of the Strathmore Hotel, have 
taken over the actual opration of that 
proprty, which has 350 rooms, and 
placed Miss H. E. Sellner in charge. 
This estimable individual was man­
ager of Hotel Otsego, Jackson, for sev­
eral years, and certainly was a most 
capable one, evidenced by the high 
character of the institution, and its 
pronounced financial achievements. 
She will do well in her new position, 
and I certainly wish her a full meas­
ure of success.

Tupper Townsend, upon his return 
to Hotel Whitcomb, ,St. Joseph, a 
short time ago, as manager, was elect­
ed a director of the corporation at their 
recent annual meeting, which makes 
him managing director, if you please. 
It was brought out at the meeting that 
the hotel showed an operating profit 
during the past year, but a book deficit 
when depreciation is charged off. I 
have no doubt of the financial results 
under Mr. Townsend’s guidance of the 
affairs of the hotel.

C. W. Reynolds, who has been pro­
motion manager for Hotel Tuller, De­
troit, for some time past, has succeed­
ed H. D. Kilets as assistant manager 
of that establishment, with the under­
standing that glad-handing will be one 
of his special duties. He knows how, 
I will say. Also, Mrs. C. N. Spindle, 
formerly connected with the executive 
offices of the Detroit Statler, has been 
appointed private secretary in the 
Tuller organization.

Hotel Miramar, Santa Monica, one 
of the de luxe hotels of the Coast, has 
gone into the hands of a receiver. It 
was one of those million and a half 
propositions which never should have 
been built, and probably never would 
if it hadn’t been for the ever-gullible 
public. But for all that there is still 
the talk about a five million Ritz- 
Carlton affair at Hollywood where a 
model hotel, which was built two years 
ago to take care .of the requirements 
of the movie stars, is starving slowly, 
not withstanding the fact that several 
good hotel operators have tried to put 
it over.

Detroit is rapidly becoming a Water­
loo for bad-check passers, according 
to police reports. The authorities took 
204 such cases before the local courts 
and scored in all but nine of them. In 
virtually all these cases professional 
“passers” iyere involved. The only 
exceptions noted were several cases of 
“insufficient. funds,” where there was 
some doubt of premeditated guilt.

Louis A. Herbst, formerly auditor 
of Hotel Strathmore, Detroit, has be­
come room clerk, at Hotel Grant, 
which makes it a 100 per cent. Greeter 
institution.

Manager Neir, of Hotel Rowe, Grand 
Rapids, recently entertained the Greet­
er 'Charter of that city by inviting them 
in to a steak dinner. Grand Rapids 
Charter, thanks to “Ted” Beecher, and 
others equally imbued with enthusiasm, 
is becoming one of the best in the 
Middle West, disproving the claim 
made at one time that two charters in 
Michigan could not make the grade. 
Which proves that Michigan is differ­
ent and—well, her hotel executives are 
made of the right material.

Joseph P. Wenzel, for ten years with 
the Grand Hotel, Mackinac Island, 
and the same number of winters at 
Miami Beach, Florida, is still going 
strong and adding another year at the

Miami post, which will be interesting 
news to a lot of his Michigan follow­
ers at least, as will also the knowledge 
that J. Frank Hayes, well known at 
the Grand, is associated with Manager 
Wenzel, in the Southern institution.

Chris Geiner, who was a faithful 
scout in the service of the older Hotel 
Cadillac, Detroit, has (been named man­
ager of the Argonne Hotel, at Lima, 
Ohio. For some time he was with 
Smith Welch, at the Boody House, 
Toledo, Ohio.

Down at Fort Lauderdale, Florida, 
they have a hotel ship which has a 
complement of 72 guest rooms. It 
may work out there. It was tried out 
here with the result that the operators 
and at one time or other, most of the 
guests, were inducted to cells in the 
county jail, on the grounds that oper­
ating as a hotel was pure subterfuge, 
and that its policy was to nullify pro­
hibitory laws.

E. V. Lain, at one time assistant 
manager of Detroit Statler, and, I 
think, later on with the Book-Cadillac, 
in a similar role, has become credit 
manager at Hotel Morrison, Chicago.

S. S. McClure, former magazine 
publisher, maintains that Italy got rid 
of its gangsters by employing the or­
dinary facilities of incorruptible and 
brave policemen and judges, backed 
by Mussolini. Why not invite him 
over here and load him up with a lot 
of expatriates for his return trip? He 
would be good company for Capone 
and other “high graders.”

Frank S. Verbeck.

Ypsilanti, March 10—George H. 
Swanson, 38, manager of the Hotel 
Huron here since its opening to the 
public on Jan. 1, 1923, died suddenly 
at 8 o’clock Sunday morning in Beyer 
Memorial hospital from complications 
following a minor operation performed 
last Wednesday. His progress toward 
recovery had been excellent, and he 
was in good spirits and apparently 
good condition until a few moments 
before his death.

Mr. Swanson was born in Ashta­
bula, Ohio, a son of Mr. and Mrs. 
Andrew Swanson, and following sev­
eral years of hotel work in Cleveland 
he accepted a position in Altoona, Pa., 
from which place he came to Ypsi­
lanti;

He was worshipful master of 
Phoenix Lodge No. 13, F. & A. M., 
member of Ypsilanti Commandery No. 
54, Knights Templar; past high priest 
of Excelsior Chapter No. 25, Royal 
Arch Masons; past thrice illustrious 
master of Union Council No. 11, Royal 
and Select Masters; a member of the 
local Rotary Club, the Chamber of 
Commerce, the Ypsilanti Players, the 
Forum Club, the Washtenaw Country 
Club, and was secretary of the Michi­
gan Hotel Men’s Association. He was 
a veteran of the World War and par­
ticipated in the battle of the Argonne.

Surviving are his widow, formerly 
Miss Mayme Brink, of Ashtabula, 
Ohio, and an eight-year-old daughter, 
Frances. The family has been residing 
at the hotel. Mr. Swanson is also sur­
vived by three brothers. Eric L. 
Swanson, Detroit; Herbert Swanson, 
Plymouth, and Carl Swanson, Toledo, 
and one sister, Mrs. A. R. Burnett, of 
Ashtabula, Ohio.

Funeral services were conducted 
Tuesday afternoon in the First Pres­
byterian church by Rev. Harvey C. 
Colburn, pastor of the church, assisted 
by officers of the Masonic order. The 
remains were taken to Ashtabula, 
where services will be conducted at 
1:30 Wednesday afternoon. Burial 
will be in the cemetery at that city.

Kalkaska—Mrs. Orpha Hicking suc­
ceeds Chester White in the grocery 
business.

Late Business News From Indiana.
Monon—Harvey J. Kuhns, 64, shoe 

merchant here for the past eighteen 
years, died at his home after a week’s 
illness of pneumonia. He is survived 
by his widow and two children.

Indianapolis—George J. Mode, 61, 
partner of Charles F. Mode for forty- 
two years in Mode Bros. Shoe Store, 
141 East Washington street commit­
ted suicide in the store basement by 
hanging. He had been in ill health.

Fort Wayne—Carl J. 'Suedhoff, presi­
dent and treasurer of Israel-Butler 
clothing store, has been elected to the 
board of directors of the Old National 
Bank, being the youngest member of 
that group. In addition to being presi­
dent and treasurer of Suedhoff Adver­
tising Agency, Mr. Suedhoff is also a 
director of Fort Wayne Engraving Co. 
and Industrial Loan & Investment Co.

Evansville—Samuel 'Sokoloff’s dry 
goods store, 103 North Main street, has 
sustained a loss by fire in whch the 
stock of goods and all fixtures were 
destroyed. The loss is estimated at 
several thousand dollars, with small 
insurance.

Indianapolis — Thieves gained en­
trance to the Little Smart Shop, 2804 
Central avenue, Sunday, and escaped 
with dresses, hosiery and jewelry, 
valued at $1,000.

No Poison Fog in Belgium.
The monthly bulletin of the Michi­

gan department of health quotes the 
London Lancet to confute the alarm­
ing and unfounded newspaper reports 
of a fatal fog in Belgium. French and 
Belgian health authorities declare that 
the deaths of the sixty-four people 
were not due to poison gas or any 
communicable disease, but to a sudden 
severe spell of fog and cold in that 
part of the Mense Valley which is deep 
and sheltered so that the cold air set­
tles there. Not the fog itself, but the 
cold and fog combined made it more 
dangerous and caused unusual mor­
tality from respiratory diseases. The 
victims were mostly old people, some 
of whom were suffering from tuber­
culosis, heart disease, asthma, etc.

E. E. Whitney.

Resist mob hypnotism; mold your 
own moods.
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DRUGS
Michigan Board of Pharmacy.

P res id en t—Orville H oxie, G rand  R apids.
V ice-P res.—Clare F . A llen. W yando tte .
D irec to r—Garfield M. B enedict, S an ­

dusky.
E x am in a tio n  Sessions — B eginn ing  the  

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

Michigan S tate Pharmaceutical 
Association.

P res id en t—Jo h n  J .  W a tte rs , Saginaw . 
F ir s t  V ice-P res iden t—A lexander Reid, 

D etro it.
Second V ice-P res iden t — F . H . T aft, 

Lansing .
S ec re ta ry —R. A. T u rre ll. Qroswell. 
T rea su re r—P. W . H ard ing , Vale.

Be a Merchant—While a Druggist.
Does it not seem strange that drug­

gists who dispense remedies daily, over 
their counters, cannot arrive to an ade­
quate relief for the condition they find 
themselves in? In spite of the fact that 
millions of dollars are 'spent weekly 
on expert knowledge which is placed at 
their disposal in the form of advertise­
ments, penny fliers, write ups in trade 
magazines, etc., how many spend even 
a few minutes time to acquire some of 
that knowledge, so that they may be 
able to appliy it in the conduct of their 
business? The phenomenal growth of 
drug chains, their advertising, their 
aggressive ways of merchandising has 
left a good many retailers 'behind the 
up-to-date ways of conducting busi­
ness. All you hear to-day is about 
their pitiful conditions and forlorn 
hopes. The only kick they get out of 
it is decrying their present state to 
their friends, spreading discouraging 
thoughts, enjoying innerly the pity of 
others, and—may be they can pick up 
additional discouraging ideas, so as to 
find it more palatable to run their busi­
ness faster to H—11. They never stop 
to think that this depression in busi­
ness has affected every industry, chain 
stores as well, but while others in the 
same field for the purpose of main­
taining their average have become 
more aggressive in getting additional 
trade, retailers persist in wasting their 
time and energies, in inactivity.

The cry is—'Retailers are headed for 
perdition!—by some. They are being 
swept away by the avalanche of pres­
ent ruinous competition, is the cry of 
others!

Are these the true facts? Are retail­
ers going to become mere automatons 
and be swept aside in the scheme of 
things? As a student of the retail 
drug business for 30 years, I for one 
say, no. It is not in the book of (effi­
ciency). Retailers are headed in the 
wrong direction. That much I do see. 
While there is a remedy for almost 
every physical ailment, there is no 
remedy for this condition into which 
our fellow druggists have drifted, un­
less they make an effort to change their 
state of mind. I remember the time 
when those who have had the courage 
and persistency to embark along up-to- 
date methods of conducting business, 
were sneered at by the very same re­
tailers who could see nothing but ruin 
ahead of these pushers. But let me tell 
you my friend!—even though I am 
risking the charge of treason, they 
succeeded. You only—insist on sailing 
along as druggists only. Those push­

ers have changed their complexion, be­
sides being good druggists, they have 
become good merchants. That’s what 
retailers must do. Switch to merchants 
and merchants’ ways of conducting 
business. You must adopt the strong 
methods of your competitors, if you 
believe in the survival of the fittest. 
After analyzing the business of several 
hundred drug stores, from every angle, 
let me tell you, friends, you have the 
remedy for this entire condition right 
in the palm of your hands. I may be 
abused for telling you the truth, but it 
will only be from those who feel un­
comfortable to shed the respected but 
empty position of Apothecary for that 
of the Up-To-Date Drug Merchant. It 
is the only thing to do. Do it. And 
don’t be polemical. The transition from 
druggists to drug merchants may be 
unfamiliar to many, but if we agree on 
the theory, get ready for the process, 
even if it is slow—so long as there is a 
possibility. It is known when the ques­
tion involves numbers, retailers learn 
by degrees only—and at costly experi­
ences. When real assistance is offered 
to them, they persist in being polemi­
cal. Even the lesson taught by the 
chains, supported convincingly by their 
phenomenal growth, has not had the 
effect of changing their inactive state 
of mind. On a number of occasions 
groups and associations of retailers 
have attempted to organize the retailer 
so as to place in his hands the means 
at the command of big organizations, 
and they failed, not because the prin­
cipal was wrong, but because such 
movements grow out of necessity, and 
the retailer was not pressed hard 
enough then. There is a possibility now 
but only your entire backing will make 
it sure.

You can easily understand why the 
big stores can and do cut prices to the 
bone. You have often wondered how 
in the world it could be done. Yet, 
week after week the same condition 
faces you. You feature a $1 item for 
89c and sit waiting for the consumers 
to throng your store, when only a 
block away from you, an aggressive 
merchandising store is seldom more 
than 69c and at times less. Besides, 
those stores offer the consumer, neater 
and more attractive stores, better sales 
service, including promptness from 
their sales people, courtesy, knowledge 
of the goods, sales ability, and good 
pharmacists, too. Why should the con­
sumer come to you, when he can buy 
the very same thing at 15@25 per cent, 
less? All the aggressive merchant is 
after is to get the consumer into his 
store, and this is what happens. The 
windows, etc. (the so-called direct 
contacts) announcing Pink’s compound 
$1 size is featured as a special at 59c. 
'Here is what greets you, a clean, well 
kept store, a courteous attendant, who 
takes down the special and at the same 
time a still better compound which is 
highly recommended, or made accord­
ing to special specifications, or by some 
other well-known firm, etc., and it only 
costs 16c more! This is only one in­
stance of what I must make a very 
brief article. You appreciate the mer­
chandising in such instance, multiply 
this by two to 3000 times a year, ac­
cording to the location, and you will 
see why the up-to-date store can af­
ford to cut prices on patents to the

bone. This is not all. The consumer 
ordinarily coming in to buy only one 
thing walks out with his hands full of 
merchandise, besides that becomes a 
real good friend to the merchandising 
man, and feels at home when he comes 
into that store again, and as mentioned 
before this is only one incident of an 
elaborate and carefully planned system 
of merchandising.

In spite of the fact that the retailer 
is still a powerful factor.

Most of you no doubt remember the 
story ,of the tortoise and the hare— 
even the tortoise beats the lethargic 
hare. Aaron Spanier.

Pertinent Paragraphs.
It may not always be wise to adver­

tise prices, but when the price is omit­
ted, the thing is left out that the read­
er is most anxious to know.

Wanted: Information leading to the 
discovery and conviction of the busi­
ness man who claims he can develop 
his business as fast without the help 
as with the help of business papers.

It takes more than big type to make 
an advertisement impressive. Don’t 
shout mere nothings at the top of your 
voice.

There probably is such a thing as 
good luck in business, but if there is, 
you find it always hooked up with hard 
work and brains.

Time never hangs heavy on the 
hands of ambitious men. If you find 
yourself with more time than you 
know what to do with, it may be there 
is nothing you want to do.

It may be the employe’s fault if he 
does not know what to do or how to 
do it, but it is your fault if you persist 
in keeping him and not teaching him.

The man who neglects to pick up 
such information as he can from busi­
ness papers and other sources, may 
manage to get along, but he will get 
on the wrong road a good many times.

If the other team wins because it can 
’play better ball, there is some excuse 
for losing, but if it wins because your 
team is over-confident, that is no ex­
cuse.

Before condemning an employe for 
making a mistake, consider whether in 
any way you helped to make that mis­
take possible.

Pay large enough salaries to get em­
ployes with brains and you will not 
have to furnish all the brains for the 
whole force.

The declaration that “Business is 
business” has been used to cover a 
multitude of occasions when humanity 
and kindness have been neglected.

If you stick too closely to business, 
you will never know anything but 
business. A good way to become a 
commercial success, but a social failure.

Frank Farrington.

Cleaning Powders.
We cannot attempt a chemical analy­

sis of the sample sent us, owing to the 
expense of such an undertaking. Upon 
an examination and a few comparative 
tests, we think for your purpose you 
may find a satisfactory product by a 
little experiment with one of the fol­
lowing formulas. In order to secure a 
white product you will best obtain it 
by use of a clean carbonate of soda, 
either the crystal or effloresced.
1. Sal soda, powdered________ 5 lbs.

Soda hyposulphite, powdered-^ lb.
Borax, powdered ______lb.

Dry each and mix intimately by sifting.
2. Powdered curd soap ______4 parts
. Sal. soda, powdered_______ 3 parts
Silicate powder____________2 parts

Dry and mix.
Many of the compositions on the 

market are stronger alkalies than the 
above, and vary in composition; being 
composed of etude potash, pearlash, 
caustic soda, soda ash, etc., combined 
with soap; these in varying propor­
tions. Usually they are of a brownish 
color. .Their mode of manufacture on 
a large scale usually requires the use 
of steam-pocketed kettle and a mill for 
grinding. A German process which is 
adapted to experiment on a small scale 
and does not require a mill, is as fol-
lowS:
Soft soap__________________ 25 lbs.
Linseed oil soap____________ 20 lbs.
Soda a s h __________________70 lbs.

Crutch the above together in a large 
iron pan, whereby they will become 
heated and form a mass. This is then 
turned with a spade at short intervals 
until it disintegrates in small pieces. 
After it is cool it may be rubbed 
through a fine sieve when it is ready to 
pack. You will find a variety of 
formulas for soap powders and washing 
and laundry powders in “1000 Spatula 
Formulas.” Price $1.

Hair Curlers.
The following formulas are typical 

of the preparations now in use:
Fluid.

Potass. Carb. _______________l dr.
Liq. Ammoniae ____________ Y? dr.
Glycerini----------------------------- 2 drs.
Alcohol ---------------------- ;____ 6 ozs.
Aq. Rosae_______________ ad 8 ozs.

Powder
Dried carbonate of soda_____ 10 ozs.
Powdered acacia ____________4 ozs.

Mix intimately and divide each ounce 
into three packets.

Directions? Dissolve the contents of 
the packet in a teacup of hot water.

The above preparations act as curl­
ers, for the reason that being alkaline, 
they saponify the natural fat of the 
hair, and when the latter becomes dry 
it is, in consequence, not so flexible, 
therefore keeps longer in curl. Borax 
is almost as good as carbonate of soda 
for the purpose.

Syr. Glycerophosph. C. Nux. Vom.
Iron glycerophosphate_______  .50
Magnesium glycerophosphate__ 1.00
Sodium glycerophosphate_________  .50
Potassium glycerophosphate___ 1.00
Glycerophosphate acid ______  1.00
Caffeine alkaloid -------------- ,_ .50
Tincture of nux vomica______  8.00
Sugar ______________________70.00
Cudbear____________________ 1.25
Chloroform ________________  .50
Alcohol_____________   2.50
Water to __________________ 100.00

Dissolve and mix.
This formula represents much ex­

perimental work. The product is un­
exceptionable pharmaceutically.

The folks who have yearned for ten 
years for a “good, old-fashioned sum­
mer” have been awfully quiet the past 
few weeks. 7

The crowding lessens as you near 
the top. ,
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Only Food Law Enacted By Last 
Congress.

Only one important food measure 
was enacted into law by the last ses­
sion of the Seventy-first Congress, 
which came to a close last week. This 
was the measure, sponsored ’by the 
dairy products interests imposing a tax 
of 10c per pound on yellow oleo­
margarine, whether or not the color is 
a result of “artificial” coloration. Pass­
ed by 'Congress last week, the bill was 
signed by President Hoover on Wed­
nesday and is now law.

Several measures of particular inter­
est to the food industry died with the 
close of the session. Some of those 
which were killed by the failure of one 
or both houses to act on them were 
the Capper-Kelly price maintenance 
bill, the jelly preserve standards bill 
designed to se.t statutory standards for 
preserves, bills authorizing the Secre­
tary of Agriculture to establish grades 
for canned foods, bills requiring that 
labels on certain products declare the 
country or countries of origin of the 
ingredients, a bill which would hold 
slack-filled packages to be misbranded 
even though the weight of the con­
tents is correctly stated on the label, 
Senator Smoot’s bill designed to bring 
tobacco products under the provisions 
of the Food and Drugs Act and to 
prevent false *and misleading advertis­
ing of food products, and bills de­
signed to outlaw commercial bribery.

The oleomargarine tax law was 
passed as a result of a recent ruling 
by the Commissioner of Internal Rev­
enue holding that “unbleached palm 
oil free from artificial coloration may be 
used in the manufacture of oleomar­
garine otherwise free from coloration 
without subjecting the finished prod­
uct to tax at the rate of 10c per 
pound.” The law under which his rul­
ing was made was one passed in 1886, 
which put a tax of 10c a pound on 
“artificially” colored yellow oleomar-

garine and a tax of 54 c per pound on 
other oleomargarine.

Several manufacturers have taken 
advantage of the ruling to intoduce 
yellow margarine taxable at the lower 
rate with a consequent advantage in 
competition against butter. Under the 
new law a scientific color test is set 
up, and the 10c tax is imposed on oleo­
margarine adjudged yellow, whether it 
is artificially colored or not.

Some doubt has been expressed as 
to whether the law as it now reads 
will stand up under a court test of its 
constitutionality. In informed circles 
it is predicted that test cases will be 
brought by manufacturers to settle 
this point.

Every Grocer and Meat Dealer 
Wanted.

Ann Arbor, March 10—Ann Arbor 
wants the grocers and meat dealers of 
Michigan April 29, 30 and May 1.

The Michigan Union Management 
and the local association are making 
every effort to make the convention 
one of the largest and best ever held 
in Michigan.

John Cunningham, of Iowa, and 
“Nate” Smith, a member of the Wool- 
son Spice Co., of To’edo, with a num­
ber of other outstanding men. will be 
on our program.

The program will begin Wednesday, 
April 29 at 2 p. m. and close with the 
State high school debate in the large 
Hill auditorium.

On Friday p. in., May 30, the con­
vention will again participate in a 
drawing of merchandise and fixtures 
given by various wholesalers or manu­
facturers. There is still more display 
space available and any firm or manu­
facturer of fixtures, refrigerators or 
scales wishing an opportunity to make 
a display or present a fixture or mer­
chandise to be given away bv a draw­
ing may communicate with Wm. 
Schultz or Ann Arbor’s local secretary, 
Clayton Hollis, East ;W>Hiams street.

William Schultz, 
Chairman of Convention Program.
Coming: Autocracy in government, 

democracy in industry.

INSECTICIDES 
FOR 1931

PA RIS GREEN
LIME AND SU LPH U R

A RSEN A TE O F LEAD (D ry)
ARSEN ATE O F CALCIUM (D ry)

BORD EA UX M IXTURE (D ry)
O X O -B O R D E A U X  DRY

BLUE VITROL, Etc.

Price Schedule Now in Effect for 1931. 
A sk O ur Salesmen or W rite For Prices.

Hazeltine &. Perkins Drug Co.
Grand Rapids Michigan Manistee

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

Acids
Boric (P ow d .)_10 @ 20
B oric (X ta l) — 10 @ 20
C a r b o l ic ________ 38 & 44
C itric  ______ -_46 @ 60
M u r i a t i c ______ 334® 8
N itric  _________  9 @ 16
Oxalic __________ 16 @ 25
Sulphuric --------  354® 8
T a r t a r i c ________ 48 & 55

Ammonia
W ater. 26 deg__07 @ 18
W ater, 18 deg__06 @ 15
W ater. 14 deg .— 534® 13
C a r b o n a te _____ 20 @ 25
Chloride (G ran .) 08 @ 18

Balsam s
Copaiba ______ -  1 00@1 25
F ir  ( C a n a d a )   2 75@3 00
F ir  ( O r e g o n )   65® 1 00
P e ru  -----  3 00® 3 25
T o l u ___________  2 00@2 25

Barks
C assia  (o rd in a ry ) . 25® 30
C assia  (Saigon) — 40® 60 
S assa fras  (pw. 60c) @ 50
Soap C u t (powd.)

35c ____________ 20® 30

Berries
C u b e b ___________  @ Ö0
F ish  _____________  ® 25
Ju n ip e r __________ 10® 20
P rick ly  A s h _____  ® 75

Extracts
L i c o r ic e _________ 60® 75
Licorice, p o w d ._60® 70

Flowers
A rnica _________  75® 80
Cham om ile Ged.) 30® 40
Cham om ile Rom. @ 90

Gums
A cacia. 1 s t _____  @ 60
A cacia, 2 n d __ _ ® 50
Acacia. S o r t s ___  25® 40
A cacia. Pow dered 4uiy. ut»
Aloes (B arb  Pow ) 35® 4o 
Aloes (Cape Pow .) 25® 35
Aloes (Soc. Pow .) i5it? 50
A safoetida ___ 50® 60

P o w ._________  @ 75
C am phor _______  87 ® 5a
G u a i a c _________  ® bo
G uaiac, pow’d __  ® it)
K ino ___________  ®1 25
Kino, pow dered_ ®1 2o
M yrrh _________  ®1 15
M yrrh, pow dered ® l 25
Opium, powd. 21 00® 21 50 
Opium, g ran . 21 O0®21 5o 
Shellac, O range 40@ 50
Shellac. W hite 55® 70
T rag acan th , pow. ®1 75
T rag acan th  ___  2 00®2 35
T u r p e n t in e _____  ® 30

Insecticides
A rsenic ________  08® 20
Blue V itriol, bbL @ 07 
Blue V itriol, less 08® 15 
B ordea. M ix D ry  1034® 21
Hellebore. W hite

pow dered ______ 15® 25
In sec t Pow der— 47 34® 60
L ead  A rsena te . Po. 12 34 @26 
Lim e a n d  Sulphur

D r y _____________09® 23
P a r is  G r e e n __ 25@ 45

Leaves
B uchu _________  @ 60
B uchu, pow dered ® 60
Sage. B u l k _____ 25® 30
Sage, 34 l o o s e _ ® 40
Sage, pow dered_ @ 35
Senna, A le x .___  50® 75
Senna, T inn. pow. 30® 36 
U va U r s i _______  20® 26

Oils
Almonds, B itte r.

t r u e _________  7 50@7 75
Alm onds. B itte r.

a r t i f i c i a l_____  3 00® 3 25
Almonds. Sweet,

t r u e _________ 1 50@1 80
Almonds. Sweet,

im ita tion  ___ 1 00@1 25
A m ber, c rude  _ 75@1 00
A m ber, rectified 1 50® 1 75
Anise _________ 2 0O®2 25
B e r g a m o n t___  6 00@6 25
C ajepu t _______  2 00® 2 25
C a s s i a __________  3 00® 3 25
C a s to r __________ 1 55@1 80
C edar L e a f ____  2 00®2 25
C ttro n e l la _____  1 00@1 20
C lo v e s __________  2 60® I  75
C ocoanut _____  2234® 35
Cod L i v e r _____ 1 40® 2 00
C r o to n ________  8 00® 8 25

C otton S e e d ___ 1 25@1 60
Cubeb8 _______  6 00®5 25
E igeron _______  4 00®  4 26
E u c a ly p tu s ____ 1 25® 1 60
Hem lock, pu re_ 2 0002  25
Ju n ip e r B e rr ie s . 4 50®4 75 
Ju n ip e r W ood _ 1 50® 1 76
L ard , e x t r a ___ 1 55@1 65
L ard . No. 1 ____ 1 26® 1 40
L avender F low_ 6 00® 6 26
L avender G a rin . 1 25®1 60 
L e m o n ________  3 00® 3 25
Linseed, boiled, bbl. @ 84 
Linseed. raV . bbl. @ 81 
L inseed, bid., less 91@1 04 
Linseed, raw , le ss  88 @1 01 
M ustard , a rtifil. os. ® 30
N e a t s f o o t ______ 1 25@1 36
Olive, p u r e ___  8 00®  5 00
Olive, M alaga,

y e llo w _______  8 5003 00
Olive, M alaga,

g r e e n ------------- 2 86® 3 25
O range, Sw eet 6 00®6 26 
O riganum , p u re . ®2 60 
O riganum , com ’l 1 00@1 20
Pennyroyal ___  3 25® 3 SO
P e p p e r m in t___  4 50®4 76
Rose, p u r e ___  13 50®14 00
R osem ary  Flow s 1 50® 1 75 
Sandelwood, El

L ----------------12 SO® 12 76
S assafras , tru e  2 00@2 26 
S assafras , a r t i ’l 75@1 00
S p e a rm in t_____  6 00@5 25
S p e r m --------------  1 5001 75
T any  ----------------- 7 oo@7 25
T a r U S P _____  65® 75
T urpen tine , bbl. __ ® 60 
T urpen tine, less 67® 80 
W intergreen ,

l e a f ---------------  6 00® 6 25
Wintergreen,

b ir c h ___
Wintergreen. 
Worm Seed . 
Wormwood. <

sw eet
- _______  3 00®3 25
a r t  75@1 00
—  6 00@6 25 *. __ @1 00

Potassium
B ic a r b o n a te ____  35@ 40
B ichrom ate  ____  15® 25
B ro m id e ------------- 69®  g5
Brom ide ------------- 54® 71
C hlorate, g r a n d .  21® 28 
C hlorate, powd. 16® 23

or X t a l -----------  it ® 24
Cyanide -----------  22@ 90
Io d id e -------------- 4 34@4 56
P erm an g an a te  __ 2234® 35 
P ru ssia te , yellow 35@ 45 
P ru ss ia te . red  __ 70® 75 

Sulphate  -----------  36® 40

Roots
A lkanet ------------- 30® 40
Hiood. pow dered . 40® 45
C alam us -----------  25® 65
Elecam pane, pwd. 20® 30 
G entian, powd. _ 20® 30 
G inger, A frican,

p o w d e re d _____  30® 35
Ginger. J a m a ic a . 40® 50 
G inger, Jam aica ,

powdered ------- 45® 60
Goldenseal, pow. 5 00@5 50 
Ipecac, powd. __ 4 00® 4 60
L i c o r ic e ------------- 35® 40
Licorice, p o w d ... 20® 30 
Orris, pow dered . 35® 40 
Poke, Pow dered  25® 40
R hubarb , p o w d .  ® i 00
Rosinwood, powd. @ 50 
S arsaparilla , Hond.

g r o u n d ________  ® i 10
S arsaparilla , Mexic. @ 60
Squills --------------  35® 40
Squills, powdered 70® 80 
Tum eric, powd—  20® 26 
V alerian, powd. __ ® go

Seeds

13®Bird, I s  ___
C anary  — --------
C araw ay, Po. 30 26®
C a r d a m o n ______ 2 25 @2
Coriander pow. .30 15®
Dill --------------------  15®
Fennell ----------------  35®
F lax  --------------  634®
Flax , g round „  634®
Foenugreek, pwd. 15®
H em p --------------  8®
Lobelia, p o w d ._ ® i
M usta rd , yellow 17®
M usard, black__ 20®
P o p p y -----------------  15®
Q u in c e ________  8 25®8
Sabadilla  ________  45®
Sunflower _______  12®
W orm , A m erican 30® 
W orm , L av an t _ 6 50@7

Tinctures
A c o n ite _________  @1 80
Aloes ----------------- @1 66
A safoetida _____  @2 28
A m ica _________  if» 1 RO
B e lla d o n n a ______  ®1 44
B e n z o in _________  @2 28

B enzoin Comp’d .  @2 40
B u c h u _________  @2 16
C a n t h a r id e s ___  ®2 52
C a p s ic u m ______  ®2 28
C a t e c h u _______  ® l 44
C in c h o n a _______  ®2 16
C o lc h ic u m _____  @1 80
Cubebs ________  @2 76
D ig i t a l i s _______  @2 04
G e n t ia n ________  @1 35
G u a ia c _________  ®2 28
Guaiac, A m m on.. @2 04
Iodine ____   ® i 26
Iodine, C olorless. @1 60
Iron, C lo .______  @1 56
K i n o ___________  ® i 44
M yrrh _________  @2 52
N ux V o m ic a ___  @1 80
O p iu m _________  @5 4o
Opium. Cam p. __ @1 44
Opium, D eodorz’d ®5 40
R hubarb  _______  ® i 92

L ead, w h ite  d ry  1334013% 
Lead, w hite  oil 1334@13% 
Ochre, yellow bbl. ® 234 
Ochre, yellow less 3® 6 
Red V enet’n  Am. 344® 7 
Red V enet’n  E ng. 4® 8
P u t t y ------------   5® g
W hiting, b b l .__  @ 414
W hiting  ---------- 534
R ogers P rep . _  2 45@2 65

M sceillaneous
A c e ta n a h d _____ 57® 75
A l u m ----------------06® 13
Alum. powd. an d

g round  — ----- - 09® 16
B ism uth . S ubni­

t ra te  -------------- 2 00®2 40
B orax x ta l or

pow dered --------  06® 13
C antharides. po. 1 26 0 1  60
C a lo m e l-----------  2 720  2 82
Capsicum , pow’d 42® 55
C a r m in e ----------8 oo®9 uc
C assia B uds _____ 30® 40
Hi°yea --------------  40® 50Chain  ̂  P repared__ 14® 16
c h lo ro fo r m _____ 47® 54
Choral H y d ra te  1 20® 1 50
C o c a in e -------- 12 85@13 50
Cocoa B u t t e r __ 50® 90
Corns, hat, less 30710 to
,,  40-10%C o p p e ra s -----------  03®
Copperas, Powd. 4® 10 
Corrosive Sublm  2 2 6^2  30
CreJam T a r t a r _35® 45
C uttle  bone —  40® 50

D e x tr in e -----------  6*4® 16
D over s  Pow der 4 Uv04 60 
himery. Ail Nos. 10® 15
^ n ie ry , Pow dered ftp 15 
ivpsom Saits, bbls. ($03^ 
Epsom  Halts, less 3%® 10 
E rgot, powdered __ ®4 00 
b lake. W h i t e __  15® 20

Form aldehyde, lb. 09® 35
G eiaune -----------  so® 90
G lassw are, less 65% 
G lassw are, full case  60% 
G lauber Salts, bbl. 00234 
G lauber S a its  less 04® 10
Clue, B r o w n ___  20® 30
Clue, B row n Grd 16® 22
Clue. W h i te -----  2734® 35
Clue, w hite  grd . 26® 35
C ly c e r m e --------  1734® 40
H o p s ---------------- 75® 95

? e -------------- 6 «5®7 00Io d o fo rm ----------- 3 00®8 30
L ead A ceta te  _  17® 25
J j j a c e ----------------
Mace powdered__ ® i 60

M e n th o l-----------  6 50 @7 20
M o rp h in e ----- 13 68® i4 38
N ux V o m ic a ___  ® 30
N ux Vomica, pow. 15® 26 

Pepper. B lack, pw. 36® 45 
Pepper. W hite, p. 76® 85 

P itch . B u rg u n d y . 10® 20
Q u a s s ia ----------------12® ¡5
Quinine, 5 ox. cans ® 60
Rochelle Salta  _ 28® 86
S a c c h a r in e ____  2 6002 76
S a lt P e t e r ______ n ®  a*
Seidlitz M ix ture  80® 40
Soap, g reen  -----  15® 30
Soap, m o tt c a s t _ 0  26
Soap, w h ite  C astile,

c a s e ------------------------®15 00
Soap, w h ite  C astile

b a r —  ® i go
Soda A s h ---------- 2® io
Soda B icarbonate  334® 10
Soda. S a l _____ 0234® 08
S p irits  C am phor @1 20
Sulphur, roll ___  4® 11
Sulphur, SubL _  434® 10
T a m a r in d s _____  20® 26
T a r ta r  E m etic  __ 700  76 
T urpen tine. Ven. 50® 75 
V anilla Ex. p u t»  1 50®2 00 
Vanilla Ex. pure  2 25® 2 60 
¿ In c  Su lphate  — 06® 11

W ebster C iqar Co. B rands
W e b s te r e t t e s _______ 33 50
Clnoos — . — ---------- 33 50
W eb ste r C adillacs __ 75 00
Golden W edding

P an a te lla s  ________  75 00
C o m m o d o re____________ 95 00
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of «"»fling 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and merchants will have their orders filled at mar­
ket prices at date of purchase. For price changes compare with previous issue*

ADVANCED DECLINED
Canned T u n a  Fish
W hite  H. P. Beans

Pork Smoked H am s

AMMONIA
P arsons, 64 os. ----------2 96
Parsons, 32 os. ____ ._ 3 35
P arsons, 18 o s . -------- 4 20
Parsons, 10 o z . -------- 2 70
Parsons. 6 oz. ----------1 80

MICA AXLE GREASE
48. 1 l b . _____________ 4 66
24. 3 l b . _____________ 6 25
10 lb. pails, per doz. 9 40 
15 lb. pails, pe r doz. 12 60 
25 lb. paus, per doz. 19 15 
25 lb. pails, per doz. 19 16

APPLE BUTTER  
Q uaker, 24-21 oz., dos. 2 10 
Q uaker, 12-38 oz., doz. 2 35

BAKING POWDERS 
Arctic, 7 os. tumbler 1 35
Royal. 10c, d o z . -------- 93
Royal. 4 oz.. d o z . -----1 80
Royal, 6 oz.. d o z . ----- 2 45
Royal. 12 oz.. doz. — 4 85
Royal. 5 l m . -----------  24 50
KC. 10c size, 8 oz. — 3 70 
KC, 15c size. 12 oz. __ 5 50 
KC. 20c size, fu ll lb—  7 20 
KC. 25c size. 25 oz. — 9 20 
KC, 50c size. 50 oz. — 8 80
KC. 5 lb. s i z e ----------- 6 85
KC, 10 lb. s i z e -------- 6 75

BLEACHER CLEANSER  
d orox . 1$ oz., 24s — 3 86 
Lizzie. 16 os., 1 2 s ----- 2 15

BLUING
Aon. Ball,36-1 oz.,cart. 1 00 
Boy Blue. 36e. per cs. 2 70

Perfumed Btulna 
Lisette, 4 oz.. 12s — 80
Lisette, 4 os., 24s _  1 50 
Lisette. 10 os.. 12s  — 1 30 
Lisette. 10 os.. 24s _ _ 2  50

BEANS and PEAS
100 lb. baa 

Brown Swedish Bea ne  0 00
Pinto Beans ----------- •
Red Kdney Beans — 9 75 
W h ite  H ’d  P . B ean s  5 35
Col. L im a  B e a n s ----- 8 75
B la  ck E ye  B eans —
S plit P eas, Yellow — 5.60
Split P eas, G r e e n ----- 6.60
Scotch P e a s ----------- 4 70

BURNERS
Queen Ann, No. 1 and

2, d o z .   ----------- 1 25
White Flame. No. 1 

and 2. d o s . _______ 2 25

BOTTLE CAP8 
Obi. Languor, 1 cross

pkg., p e r g r o s s ----- 16
BREAKFAST FOODS 

Kellogg’s  Brands.
Corn Flakes, No. 136 2 85 
Corn Flakes. No. 124 2 85
Pep. No. 224 _______ 2 70
Pep. No. 202 _______ 2 00
{Crumbles, No. 424 —  2 70
_Bran Flakes, No. 624 2 46
Bran Flakes. No. 602 1 50 
Rice Krispies, 6 oz. — 2 70 
Rice Krispies. 1 os. _  1 10

K affe H ag, 12 1-lb.
cans  --------------------  6

All B ran , 16 oz. --------2 25
All B ran , 10 o s . -------2 70
All B ran , % os. —  2 00

ROLLED OATS 
Purity Brand

In s ta n t F lake, sm .. 24s 1 80 
In s ta n t F lake , sm .. 48s 3 60 
In s ta n t F lake, lge., 18s 3 40 
R egu lar F lake, sm ., 24s 1 80 
R egular F lake, sm .. 48s 3 60 
R egular F lake, lg.. 18s 3 40
China, large, 12s -------315
C hest-o-S ilver. lg., 12s 3 25

P ost B rands.
G rape-N u ts, 2 4 s ----------3 80
G rape-N u ts, 100s —— |  
In s ta n t Poslum , No. 8 5 40 
In s ta n t P ostum , No. 10 4 50 
P ostum  Cereal, No. 0 2 25
P o s t T oasties. 36s — 2 85 
P o s t T o astie s , 24s — i  »5 
P o s t 's  B ran , 2 4 s -------2 70

BROOMS
Jewell, doz. _-----   "
Standard Parlor. 23 lb. 8 26 
Fancy Parlor* 23 lb .--  J 
Ex. Fancy Parlor261b. 9 <6 
Ex. Fey. Parlor 26 lb. 10 00 __________________1 76
Whisk, No. 3 -------------- * 75

b r u s h e s
Scrub

Solid Back, f  i n . -----  «
Solid Back, 1 i n . ----- * 1"
Pointed E n d s -------------1 **

Hiu.
8tOVe 1 80Shaker — —------   ;  S*

No. .60 ------ -----------—  1
P e e r le s s --------------------

8h0* 2 25

« £ « - = = =  *8
b u t t e r  c o l o r

iD a n d e l io n ----------------- 2 *8

j  CANDLES
E lec tric  L igh t. 40 lbs. 12.1
Plum ber. 40 l b s . -------
P araffine , 6 s -------------i i j ?
P araffine , 1 2 s ----------
W ic k in g -----------—  S
Tudor, 6s. per box — 3«

CANNED FRUITS 
Hart Brand

App,e* c 76No. 1 0 ----------------------- 5 75

Blackberries
No. 2 3 35

CANNED FISH 
C lam Ch’der, 10% os. 1 35 
Clam  Chowder, No. 2_ 2 75 
Clam s, S team ed. No. 1 3 00 
Clam s. M inced, No. % 2 25 
F in n an  H addie, 10 os. 8 30 
Clam Bouillon, 7 oz._ 2 50 
C hicken H addie, No. 1 2 76 
F ish  F lakes, sm all . .  1 36 
Cod F ish  Cake. 10 oz. 1 55
Cove O ysters, 5 o z . __1  60
L obster, .No. ta, S ta r  2 so
Shrim p, 1 , w e t _____ 2 15
S a rd ’s, % Oil, K ey _  6 10 
S a rd ’s, Vi Oil, K ey __ 6 00 
Sardines, % Oil, k ’leas 4 75 
Salm on, R ed A la s k a ..  3 76 
Salm on. M ed. A laska 2 85 
Salm on, P ink . A laska  1 35 
Sardines, lm . %, ea. 10@22 
Sardines, lm ., %, ea. 25 
Sardines. CaL l  35@2 26 
T una, % C urtis, doz. 2 50 
T una, %s, C urtis, doz. 1 80
T una, Vi B lue F i n _2 26
T una , Is, C urtis , doz. 6 10

CANNED MEAT 
Bacon, Med. B eechnu t 2 70 
Bacon, Lge. B eechnu t 4 50 
Beef. N o 1, Corned _  2 80 
Beef No. 1, R o ast . .  3 00 
Beef, 2 oz.. Qua., all. 1  86 
Beef, 3% os. Qua. slL 2 25 
Beef, 5 oz.. Am. Sliced 3 00 
Beef, No. 1 . B ’n u t, all. 4 50 
B eefsteak  & Onions, s  3 70
Chili Con C ar., Is __ 1 35
Deviled H am , % a ___ l  50
Deviled H am , % a ___ 8 85
H am b u rg  S teak  &

Onions, No. 1 _ _ _ _  8 16
P o tted  Beef, 4 o z .___ 1 10
P o tted  M eat, % L ibby 52 
P o tted  M eat, % L ibby 90 
P o tted  M eat, % Q ua. 86 
P o tted  H am . Gen. % 1 46 
V ienna Saus. No. Vi 1 35 
V ienna Sausage, Q ua. 90 
Veal Loaf, M e d iu m _2 26

Baked Beans
Cam pbells ___________  so
Q uaker. 16 oz. _______  75
Frem ont, No. 2 _____ 1 26 
Snider, No. 1 _ _ _ _ _ _  1 10
Snider, No. 2 ______ I  1 25
V an Cam p, s m a l l___  90
V an Cam p. m e d .___ 1  45

CANNED VEGETABLES 
Hart Brand

Baked Beans
M edium . P la in  o r  Sau. 75 
No. 10. S a u c e _______ 5 60

P rid e  of M ic h ig a n -------- 3 25

Cherries
Mich. red . No. 1 0 ------ 11 76
Red. No. 1 0 --------------- I f  f f
Red. No. 2 ----------
P rid e  of Mich. No. 2— 3 65
M arcellus R e d ---------- 3 10
Special P i e -----------------2 8®
W hole W h ite  -------------3 25

Gooseberries
No. 1 0 ---- 8 00

Pears
19 oz. g l a s s -------------- - __
P ride  of Mich. No. 2% 4 20

Plums
G rand Duke, No. 2%— 3 25 
Yellow E ggs No. 2%— 3 25

Black Raspberries
No. 2 -------------------—-  3
P rid e  of Mich. No. 2— 3 25 
P ride  of Mich. No. 1— 2 35

Red Raspberries
No. 2 ______________ "  4 60
No. 1 _________________ 3 !5
M arcellus. No. 2 -------- 3 75
Pride of M ich. No. 2__ 4 25

Strawberries
No. 2 ________________ 4 25
No. 1 ________________ 3 00
M arcellus, No. 2 -------- 3 26
P ride  of Mich. No. 2— 3 75

Lima Beans
L ittle  Dot, No. 2 ___ 3 10
L ittle  Q uaker. No. 10.14 00
L ittle  Q uaker, No. 1_ 1 95
B aby. No. 2 ___ ______ 2 75
Baby, No. 1 __________ 1 96
P ride  of M ich. No. 1_ 1 65
M arcellus, No. 1 0 ___ 8 75

Red Kidney Beane
No. 1 0 ________________6 50
No. 5 ________________ 3 70
No. 2 _________________ 1 30
No. 1 _______________  90

String Beans
L ittle  Dot. No. 2 ____ 3 30
L ittle  D o t  No. 1 ____ 2 50
L ittle  Q uaker, No. 1_2 00
L ittle  Q uaker, No. 2_2 90
Choice W hole, No. 10-12 75
Choice W hole, No. 2_2 50
Choice W hole, No. 1_1 80
C ut, No. 1 0 _________ 10 50
C ut, No. 2 ____________ 2 10
Cut, No. 1 ___________ 1 60
P ride  of Mich. No. 2 „  1 76
M arcellus. No. 2 ____ 1 50
M arcellus, No. 1 0 ____ 8 25

W ax Beans
L itle t Dot. No. 2 ____ 2 75
L ittle  Dot, No. 1 ____ 2 00
L ittle  Q uaker, No. 2_2 66
L ittle  Q uaker, No. 1 1 90 
Choice W hole, No. 10-12 50
Choice W hole, No. 2_2 50
Choice W hol, No. 1__ 1 75

C u t  No. 1 0 __________10 60
C u t. No. 2 ____________ 2 15
Cut. No. 1 ____________ 1 46
P rid e  of M ic h ig a n _1 75
M arcell os C ut, No. 10- 8 25

Beets
Sm all, No. 2V i _____ 3 00
E tx ra  Sm all, No. 2 — 3 00
F an cy  Sm all No. 2  2 45
P ride  o f M ic h ig a n  2 20
M urcellus Cut, No. 10_ 6 50 
M arcel. W hole, No. 2 Vi 1 86

C arro ts
Diced, No. 2 _________ 1 40
Diced. No. 1 0 ________ 7 00

Corn
Golden B an., No. 3— 3 60 
Golden B an .. No. 2— 2 00 
Golden B an., No. 10-10 75
L ittle  Dot, No. 2 -------1 80
L ittle  Q uaker, No. 2- 1 80 
L ittle  Q uaker, No. 1- 1 45 
C ountry , Gen., No. 1—  1 45 
C oun try  Gen. No. 2— 2 05 
P ride  of M ich., No. 5 . 5 20 
Pride, of M ich.. No. 2_ 1 70 
P rid e  of M ich., No. 1_ 1 35
M arcellas, No. 5 ____ 4 30
M ar cell us. No. 2 ____ 1 40
M arcfillus, No. 1 —— 1 15
F ancy  Crosby, No. 2_ 1 80
F ancy  Crosby, No. 1_1 45

Peas
L ittle  Dot, No. 2 -------2 60
L ittle  D o t  No. 1 ____ 1 80
L ittle  Q uaker, No. 10 12 00
L ittle  Q uaker, No. 2_2 40
L ittle  Q uaker, No. 1— 1 65 
Bifted E . Ju n e . No. 10-10 00 
S ifted  E . Ju n e , No. 5— 5 75 
6ifted E . Ju n e . No. 2— 1 90 
S ifted  E. June, No. 1— 1 40 
BeUe of H a r t .  No. 2 ~  1 90 
P rid e  of Mich., No. 10. 9 10 
P rid e  of M ich., No. 2__ 1 76 
G ilm an E . Ju n e , No. 2 1 40 
MarceL, E. Ju n e . No. 2 1 40 
M arcel., E . Ju n e , No. 6 4 60 
M arceL, E . Ju „  No. 10 7 50 
T em plar E . J .,  No. 2 1 32>% 
T em plar E . Ju .. No. 10 7 00

Pum pkin
No. 10 ______________ 5 50
No. 2% _____________ 1 80
No. 2 _______________ 1 45
M arcellus, No. 1 0 ___ 4 50
M arcellus, No. 2V i__ 1 40
M arcellus No. 2 ____ 1 16

S a u e rk rau t
No. 1 0 ______________ 5 00
No. 2 V i _____________ 1 60
No. 2 _______________ 1 25

Spinach
No. 2 V i ______________ 2 50
No. 2 ________________ 1 90

Squash
B oston, No. 3 ________ 1 80

Succotash
Golden B antum . No. 2 2 60
L ittle  Dot, No. 2 ____ 2 56
L ittle  Q u a k e r ________ 2 35
P ride  of M ic h ig a n ___ 2 15

T om atoes
No. 1 0 ________________ 5 80
No. 2Vi ______________ 2 25
No. 2 ________________ 1 65
P ride  of M ich., No. 2% 2 10 
P ride of Mich., No. 2— 1 50

CATSUP.
B eech-N ut, s m a l l ___ 1 60
B eech-N ut, l a r g e ___ 2 40
Lily of Valley, 14 oz—  2 25 
Lily of Valley, Vi p in t 1 66
Sniders. 8 o z . ________ 1 55
Sniders, 16 o z . _____ 2 35
Q uaker, 10 oz. _____  1 36
Q uaker, 14 oz. ____ _ 1 80
Q uaker, Gallon G lass 12 00 
Q uaker, Gallon T in  __ 7 26

CH ILI SAUCE
Snider. 16 o z . ________ 3 15
Snider, 8 o z . ____ ____ 2 20
Lilly Valley, 8 oz. _  2 25 
Lilly Valley, 14 o z . _3 25

OYSTER COCKTAIL
Sniders, 16 oz. ______ 3 15
Sniders, 8 oz. ______ 2 20

C H E E SE
R oquefort _____________ 68
W isconsin D aisy  _____ 18
W isconsin  F l a t ________ 18
N ew  Y ork J u n e _______ 27
Sap S ag o ------------------------ 40
B rick  __________________ 19
M ichigan F l a t s ________ 18
M ichigan ' D aisies _____ 18
W isconsin  L o n g h o r n __ 18

. Im ported  L e y d e n _____ 28
1 lb. L im b u rg e r________ 26
Im ported  Sw iss _______ 56
K ra ft P im en to  L o a f _26
K ra f t  A m erican L o a f _24
K ra ft B rick  L o a f _____ 24
K ra ft Sw iss L o a f _____ 35
K ra f t  Old E ng . L oaf— 44 
K ra ft. P im ento . % lb. 1 90 
K ra ft, A m erican, Vi lb. 1.90
K ra ft, B rick, % l b . _1 90
K ra f t  L im burger. Vi lb. 1 90 
K ra f t  Sw iss. Vi lb. _  2 25

CHEWING GUM
A dam s B lack  J a c k ----- 65
A dam s B lo o d b e r ry ___ 65
A dam s D entyne ___   65
A dam s Calif. ‘ F r u i t _65
A dam s Sen S e n _____ 65
B eem an’B P epsin  ______ 65
B eechnut W in te rg reen . 
B eechnut P epperm in t—
B eechnut S p e a r m in t_
D oublem int ____ - —j_ — 65
P epperm in t, W rig leys — 65 
S pearm in t, W rig leys — 65
Ju icy  F ru i t  -- -------------- 65
K rig ley’s  P -K  — — —  65
Zeno -------   65
T eaberry  _ _ _ _ _ _ _ _ ----- 65

COCOA

P e t. Baby. 8 oz.

CIGARS

D roste’s  D utch , 1 lb .— 8 60 
D roste ’s D utch , Vi lb. 4 50 
D roste ’s D utch , V4 lb. 2 35 
D roste ’s D utch, 5 lb. 6G
Chocolate A p p le s -----4 50
P astelles , No. 1 ------ 12 60
P astelles , Vi l b . ______ 6 60
P a in s  De C a f e -----------3 00
D roste ’s  B ars, 1 doz. 2 00
D elft P aste lles  ______ 2 15
1 lb. Rose Tin Bon

Bons __________   18 00
7 oz. Rose T in  Bon

Bons _______________ 9 00
13 oz. Crem e De C ara-

que _____________  13 20
12 oz. R o s a c e s ______ 10 80
Vi lb. R o s a c e s ________ 7 80
Vi lb. P a s t e l l e s _____ 3 40
L angues De C hats  — 4 80

CHOCOLATE
B aker, C aracas, V is ----- 37
B aker, C aracas, V is__ _ 35

¿LOTHES LINE
H em p, 50 f t . __  2 00@2 25
T w isted  C otton,

50 f t . ________ 1 80@2 25
B raided, 50 f t ...........-  2 25
Sash C o r d _____  2 50@2 75

COFFEE ROASTED 
Blodgett-Beckley Co. 

Old M a s t e r __________  40

Lee *  Cady 
1 lb. Package

L ib erty  _______________16%
Q uaker V a c u u m ______ 33
N edrow  _____________ *29
M orton  H o u s e _______ 36%
Reno ________________ 26
Im p e r ia l______________ 39
M a je s t i c ______________32%
B oston B reak f’t  B lend 27

McLaughlin’a Kept-Fresh

4 20
._ 4 10
._ 4 20
._ 4 10 *' - • ' *

. 35 00 . 435 0'
-3 8 50
. 35 UV f

75 00 ‘ . • ‘è...
1 76 00
. 75 00 1. 75 00
: 95 Of
1 95 04) . r  .. 95 00 !115 00
115 00
120 00
135 00
lfto I*..

Coffee Extracts
M. Y., per 1 0 0 _____  12
F ra n k 's  50 pkgs. — 4 25 
H um m el’s  50 1 lb. 10%

CONDENSED MILK
Leader, 4 doz. _____  7 00
Eagle, 4 d o z .___ ___ 9 00

MILK COMPOUND 
H ebe, T all, 4 doz. —  4 50 
H ebe. B aby, 8 doz. — 4 40 
Carolene. Tall, 4 doz. 3 80 
Carotene, B a b y ____ 3 50

EVAPORATED MILK

Page T all ___________ 3 80
Page, B aby -------------- 3 80
Q uaker, Tall, 10% oz. 3 50 
Q uaker, B aby. 2 doz. ’.3 50 
Q uaker, Gallon, % doz. 3 50 
C arnation , Tall, 4 dbz. 3 85 
C arnation , B aby, 8 dz. 3 85 
O atm an’s  D undee, T a ll S 85 
O atm an’s  IYdee. B aby  3 85
E v ery  Day, T a l l _____ 3 85
E v ery  D ay, B aby  - —- 3 85

CONFECTIONERY t
S tick  Candy P a ils  '

P u re  S ugar Sticks-600c 4 00 
B ig Stick, 20 lb. case 17 
H orehound Stick , 5 lb. 18

Mixed Candy
K in d e r g a r te n _________ 17 ‘
L e a d e r ________________ 13
F rench  C r e a m s _______  14
P a ris  C r e a m s _________ 15
Ju p ite r  _______________  10
F an cy  M ixture _______  17

F ancy  Chocolate
5 lb. boxes 

B itte rsw ee ts , A ss’ted  1 GO 
M ilk Chocolate A A  1 65
N ibble S t i c k s __ ____ 1 50
Chocolate N u t Rolls _ 1 70
B lue R ib b o n __________ 1 30

Gum D rops P a lls  1
A n is e ___________________ 15
C ham pion G u m s ______ 15
Challenge G u m s ______ 13
Je lly  S t r i n g s _________  16

Lozenges Pa ils
A. A. Pep. L o z e n g e s _15 / .
A. A. P in k  L o z e n g e s _15
A. A. Choc. Lozenges_15
M otto H e a rs  t _________ 18
M alted M ilk L o z e n g e s_21

H ard  Goods P a ils
Lem on D rops _________ 17
O. F. H orehound drops 16 *
A nise S q u a r e s _________ 16
P e a n u t S q u a r e s _______ 18

Cough Drops Bxs
P u tn a m ’s ___________  1 35
Sm ith  B ros __________ 1 50
Luden’s  ______________ 1 50 <.

Package Goods 
C ream ery  M arshm allow s 

4 oz. pkg., 12s. car t. 85 
4 oz. pkg., 48s, case  3 4i

Specialties
P ineapple  F udge  _____  18
Ita lia n  Bon B o n s _____ _ 17
B an q u e t C ream  M ints_23
Silver K ing  M.Mallows 1 15 
H andy  Packages, 12-10c 80

COUPON BOOKS F
50 Econom ic g rade  2 i t  

100 Econom ic g rade  4 50 
500 Econom ic g rade  20 U0 

1000 Econom ic g rad e  37 50 
W here  1,000 books a re  

o rdered  a t  a  tim e, special- y 
ly p rin ted  fro n t cover is 
fu rn ished  w ith o u t charge.

CREAM OF TARTAR 
6 lb. b o x e s _______ __ 43

DRIED FRU ITS 
Apples

N . Y. Fey., 50 lb. box 13 
N. Y. Fey ., 14 oz. pkg. 10

A pricots
E vaporated , C h o ic e ___ 17 *
ev ap o ra ted . F a n c y ___ 22
E vaporated , ¡S lab s____

Citron
10 lb. box ___________  36

C u rra n ts  - *
Packages, 14 o z ._____ 17
Greek. Bulk, l b . _____ 16 %

D ates
D rom edary, 3 6 s ______ 6 76

Peaches
Evap. Choice _________  11
F a n c y _________________ 15

Peel
Lemon. A m e r ic a n _____ 28
Orange, A m e r ic a n ___28 •

Raisins
Seeded, b u l k ______ 08V4
T hom pson’s s ’dless blk 08 
T hom pson’s  seedleBS,

15 oz. _____________  09% .
Seeded, 15 o z . ________10%

C alifornia P runes 
90@100, 25 lb. boxes—@05% 
80@90. 25 lb. boxes—@06 ^
70@80, 25 lb. boxes—@07 r 
R0@70. 25 lb. boxes—(»07% 
50@ 60, 25 lb. boxes—@08% 
40@50, 25 lb. boxes—@09% 
3»@40, 25 lb. boxes—@11% 
2»@30, 25 lb. boxes—@15% 
18@24, 25 lb. boxes—@17%
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Hominy
Pearl, 100 lb. sacks — 3 60

Macaroni 
M ueller’s  B rands 

9 oz. package, p e r  doz. 1 3ft 
9 oz. package, p e r case  2 20

Bulk Goods
Elbow. 20 l b . _____ 5%@7%
E gg Noodle, 10 l b s . _14

Pearl Barley
0000 _________________ 7 00
B arley  G rits  ________ 5 00
C h e s t e r ______ :______ 3 75

Sage
E a s t Ind ia  ___________  10

Tapioca
Pearl. 100 lb. s a c k s _09
M inute, 8 oz., 3 doz. 4 05 
D rom edary I n s t a n t_3 50

Jiffy Punch
3 doz. C a r to n _______ 2 25

A ssorted  flavors.

FLOUR
V. C. Milling Co. Brands
Lilly W h ite  ___________
H a rv e s t Q u e e n _______
Yes M a’am  G raham ,

50s ________________ 2 20

Lee & Cady Brands
A m erican E a g le ___
Home B a k e r _______

FRUIT CANS 
Mason

F. O. B. Gaand R apids
H alf p in t ____________ 7 50
One p i n t ______________ 7 75
One q u a r t  ___________ 9 10
H alf gallon _________ 12 15

Pecans. 3, s t a r ______ 25
Pecans, Jum bo ______40
Pecans, M am m oth ____ 50
W alnu ts. Cal. - ___ 27@29
H ic k o ry _____ ,_______ 07

Salted Peanuts 
Fancy, No. 1 _________  14

Shelled
Alm onds S a l t e d ________ 95
P ean u ts , Spanish

125 lb. bags _________ 12
F ilb erts  _______________ 32
P ecans S a l t e d __________87
W aln u t B u r d o _______
W alnu t, M a n c h u r ia n_65

MINCE MEAT
None Such, 4 d o z .__ 6 47
Q uaker, 3 doz. c a s e _3 50
Libby. K egs, w et, lb. 22

OLIVES
4 oz. J a r , P la in , doz. 1 15 

10 oz. J a r ,  P la in , doz. 2 25 
14 oz. J a r ,  P la in , doz 4 76 
P in t J a rs , P la in , doz. 2 75 
Q u art J a r s ,  P la in , doz. 5 00 
1 Gal. G lass Ju g s, P la . 1 80
5 Gal. K egs, e a c h ___ 7 50
3% oz. J a r ,  Stuff., doz. 1 35
6 oz. J a r ,  S tuffed doz. 2 25 
9% oz. J a r ,  Stuff., doz. 3 75 
1 Gal. Jugs, Stuff., dz. 2 70

PARIS GREEN
%s _____________________ 34
Is ______________________ 32
2s an d  5s ______________30

PEANUT BUTTER

Dill Pickles Bulk
5 GaL. 200 --------------5 25

16 Gal., 650 _________ 11 26
45 Gal.. 1300 _______  30 00

PIPES
Cob. 3 doz. in  bx. 1 00@1 20

PLAYING CARDS 
B attle  Axe, p e r doz. 2 65 
Torpedo, p e r d o z .___ 2 50

POTASH
B ab b itt’s, 2 doz. ----- 2 75

FRESH MEATS 
Beef

Top S teers  & H e i f .____ 18
Good S t’rs  & H ’f. 15%@16
M ed. S tee rs  & H e i f ._13
Com. S tee rs  & H e i f ._11

Veal
Top __________________  15
Good _________________  13
M e d iu m __________  ____ 11

Lamb
S pring  L am b _________  18
Good ___________________ 16
M e d iu m ________________ 14
P o o r ___________________ 10

M utton
Good _________  12
M edium  ________________ 11
P oor ___________________ 10

Pork
Loin, m e d .____________ 19
B u tts  ________________ 15
Shoulders ____________ 13
S p a 're r ib s_____________ 12
N eck b o n e s _____ ,___ 06
T r im m in g s ___________ 10

PROVISIONS 
Barreled Pork

C lear B a c k _ 25 00@28 00
S hort C ut Clear26 00 @29 00

Dry Salt Meats 
D S Bellies __ 18-20@18-17

Ideal Glass Top
H alf p in t ___________ 9 oo
One p in t ___________ 9 50
One q u a r t  _________11 15
H alf g a l l o n __1______ 16 40

GELATINE
Jell-O , 3 doz. ________ 2 85
M inute, 3 doz. ______ 4 05
Plym outh , W h i t e ___1 55
Q uaker, 3 doz. ______ 2 25

JELLY AND PRESERVES
Pure, 30 lb. p a i l s ___ 3 30
Im ita tion , 30 lb. palis  1 85 
Pure, 6 oz., A sst., doz. 90 
P ure  P rès ., 16 oz., dz. 2 40

Bel Car-Mo Brand
24 1 lb. T i n s _________ 4 35
8 oz., 2 doz. in  c a s e _2 65
15 lb. pails  ____________
26 lb. p a i l s __ - ________

PETROLEUM PRODUCTS 
Including  S ta te  T ax  
From Tank Wagon

R ed Crown G a so lin e  16.7
Red Crown E t h y l ____19.7
Solite G a s o l in e ______ 19.7

In Iron Barrels
Perfec tion  K e r o s in e _12.6
G as M achine G asoline 39.1 
V. M. & P . N ap h th a— 20.8

Lard
Pure in tie rce s_____ 9%
60 lb. tu b s  ___ advance %
50 lb. t u b s ___ advance  %
20 lb. p a i l s ___ advance %
10 lb. p a i l s ___ advanae  %

5 lb. p a l l s ___ advance  1
3 lb. p a i l s ----- advance  1

Compound t i e r c e s ___ 11%
Compound, t u b s ____ 12

S ausages
B o lo g n a ________________ 16
L iver __________________ is
F r a n k f o r t ______________ 20
Pork _____________ 31
Veal ___________________ 19
Tongue, Jellied  ________ 35
Headcheese _________18

JELLY GLASSES 
8 oz.. p e r d o z ._______  36

OLEOMARGARINE 
Van W estenbrugge Brands 

Carload Distributor

N ucoa, 1 l b . _________ 17
H oliday. 1 l b . _________ 12%

Wilson & Co.’s Brands 
Oleo

C ertifie d ________________ 20
N ut __________________  13
Special R o l l ____________ 17

MATCHES
Diam ond, 144 b o x _4 25
S earch ligh t, 144 box_4 25
Ohio Red Label, 144 bx 4 20 
Ohio B lue Tip, 144 box 5 00 
Ohio B lue Tip. 720-lc  4 00
•Reliable, 144 _______ 3 15
•F ederal, 144 _______ 3 95

Safety Matches 
Q uaker. 5 *ro . case__ 4 25

MULLER’S PRODUCTS
M acaroni. 9 o z . _____ 2 20
S p ag h e tti 9 o z ._____ 2 20
Elbow M acaroni, 9 oz. 2 20
E g g  Noodles. 6 o z .___ 2 20
E gg  V erm icelli. 6 oz. 2 20 
E g g  A lphabets. 6 oz—  2 20 
E g g  A -B -C s 48 p k g s .. .  1 80

NUTS—Whole
Almonds, T arragona__19
Brail. L a r g e _________ 23
F an cy  M ixed _______ 22
Filberts. Sicily ______  20
P ean u ts . V ir. R oasted  11 
P ean u ts . Jum bo, s td . 1 |

ISO-VIS MOTOR OILS
In Iron Barrels

L igh t _________________ 77.1
M edium __   77.1
H e a v y ________________ 77.1
Ex. H e a v y ______   77.1

Iron Barrels
L igh t _________________ 65.1
M edium ___ __ ____65.1
H eavy _______________ 65.1
Special heavy  _______ 65.1
E x tra  heavy  ________ 65.1
P olarlne  “F ” _______ 65.1
T ranm ission  O i l ____ 65.1
Finol, 4 oz. cans, doz. 1 50 
Finol, 8 oz. cans. doz. 2 30
Parow ax , 100 lb. ___ 7.3
Parow ax , 40, 1 l b , _7.55
Parow ax , 20, 1 l b . _7.8

iem dac, 12 p t. cans  3 00 
iem dac, 12 q t. cans  5 00

PICKLES 
Medium Sour 

5 gallon, 400 coun t — 4 75

Sweet Small
16 Gallon, 2250 ---------- 27 00
5 Gallon, 750 ________ 9 75

Dill Pickles
Gal. 40 to  T in . doz—  10 26
No. 2% T i n s -------------- 2 26
32 oz. Glass Picked— 2 80 
?} oz. Glass Thrown 2 4P

Smoked Meats 
H am s, Cer. 14-16 lb. @21 
H am s. C ert., Skinned
„ 16-18 lb. _______  @20
H am . d ried  beef

K nuckles _______  @33
C aliforn ia H a m s _@17%
P icn ic  Boiled

H a m s ----------- 20 @25
Boiled H a m s ____ @34
M inced H a m s ______ @16
Bacon 4/6 C ert. 24 @28

Beef
Boneless, rum p  28 00@36 00 
Rump, new  __ 29 00@35 00

Liver
B e e f ___________
C a l f ___________
Pork  ___________

16
56
10

RICE
F an cy  B lue R o s e ___ 5 10
Fancy H ead  ________ 07

RUSKS
D utch T ea  R usk  Co. 

B rand.
36 rolls, per c a s e ___ 4 26
18 rolls, per c a s e ___ 2 25
12 rolls, per c a s e ___ 1 50
12 cartons, p e r c a s e _1 70
18 cartons, p e r c a s e _2 55
36 cartons, per c a s e _5 00

SALERATUS
A rm  an d  H a m m e r_3 75

SAL SODA
G ranulated , 60 lbs. cs. 1 35 
G ranu lated , 18-2% lb. 

p a c k a g e s __________ 1 00

COD FISH
M iddles _____________  20
T ablets , % lb. P u re  __ 19%

doz. _____________ 1 40
Wood boxes, P u re  — 30
W hole Cod 11%

HERRING 
Holland Herring

M ixed. K e g s --------------  95
Mixed., half b b l s .___ 11 35
Mixed, b b l s _________
M ilkers. K e g s _________ 1 05
M ilkers, ha lf bbls. — 12 50
M ilkers, bbls. _____  22 25

Lake Herring
% Bbl., 100 lbs............... 6 50

Mackeral
Tubs, 60 C ount, fy. fa t  6 00 
P ails. 10 lb. F ancy  fa t 1 50

W hite Fish
Mud. Fannv. 100 lb. 13 00
M ilkers, bbls. _____  18 50
K  K  K  K  N orw ay — 19 50
8 lb. pails _________  1 40
C ut L unch  _________  1 50
Boned, 10 lb. b o x e s_16

SHOE BLACKENING
2 in 1, P as te , d o z .__ 1 35
E. Z. C om bination, dz. 1 35
D ri-Foo t, doz. ______ 2 00
BIxbys, Dozz. ________ 1 35
Shinola, doz. _______  90

STOVE POLISH 
B lackne, per d o z ._1 35
f lack  Silk Liquid, dz. 1 35 

lack Silk P a s te , doz. 1 25 
E nam eline P as te , doz. 1  35 
E nam eline Liquid, dz. 1 35 
E . Z. L iquid, p e r doz. 1 40
R adium , p e r d o z .___ 1 35
R ising  Sun, per doz. 1 35 
654 Stove E nam el, dz. 2 80 
Vulcanol. No. 5, doz. 9fi 
Vulcanol, No. 10, doz. 1 35 
Stovoil, p e r d o z .____ 3 00

SALT
F . O. G. G rand R apids

Colonial. 24, 2 l b . ___ 85
Colonial, 30-1% _____  1 10
Colonial. Iodized. 24-2 1 35
Med. No. 1 B b l s .___ 2 85
Med. No. 1, 100 lb. bk. 95 
F a rm er Spec., 70 lb. 1 00 
Packers M eat, 50 lb. 65 
C rushed Rock for ice 

cream , 100 lb., each  80
B u tte r  Salt, 280 lb. bbl.4 24
Block, 50 l b . ____ ,___  40
B ak er Salt, 280 lb. bbl. 4 to
14, 10 lb., p e r b a l e ___ 1 90
»0, 3 lb., per b a l e ___ 2 30
38 lb. bags. T a b l e ___  37
Old Hlckoxy, Smoked,

6-10 lb. ___________ 4 60

F ree  R un’g, 32 26 oz. 2 40
F ive case  lo ts  -------- 2 30
Iodized, 32. 26 oz. — 2 40 
Five case  lots _____ 2 30

BORAX
Twenty Mule Team

Gold D ust, 12 L arg e  3 20
Golden Rod, 24 ______ 4 25
L a F ran ce  L aun., 4 dz. 3 60 
Old D utch  Clean, 4 dz. 3 40
O ctagon, 96s ________ 3 96
Rinso, 40s ____ __—— 3 20
Rinso. 24s __________ 6 25
R ub No More, 100, 10

oz. _______ ___ —___ 3 85
Rub No More, 20 Lg. 4 00 
Spotless C leanser, 48,

20 oz. _____________ 3 85
Sani F lush , 1 d o z ._2 25
Sapolio, 3 doz. _____ 3 15
Soapine, 100, 12 oz. _ 6 40 
Snowboy, 100, 10 oz. 4 00
Snowboy, 12 L a r g e _2 65
Speedee, 3 doz. _____ 7 20
Sunbrite. 50s _______ 2 10
W yandote, 4 8 ____ :__ 4 75
W yandot D eterg ’s. 24s 2 75

SOAP
Am. Fa'intly. 100 box 0 10 
C rysta l W hite, 100 — 3 85
Big .Tack, 6 0 s _______ 4 7§
Fels  N ap tha, 100 box 5 50 
F lake  W hite, 10 box 3 50 
G rdm a W hite  N a. 10s 3 75
J a n  Rose. 100 b o x ___ 7 85
F airy . 100 b o x ______ 4 on
Palm  Olive. 144 box 9 50
Lava. 100 b o x _______ 4 on
Octagon. 120 _______ 5 00
Pum m o, 100 box ____ 4 85
S w eetheart. 100 b o x _5 70
G randpa T a r, 50 sm. 2 10 
G randpa T ar, 50 Ige. 3 50 
T rllhv  Soap. ICO. 10c 7 25
W illiam s B arb e r B ar. 9s 50 
W illiam s Mug, p e r doz. 48

SPICES 
Whole Spices

Allspice, J a m a i c a ___ @35
Cloves, Z a n z ib a r ___  @47
Cassia. C anton  _____
Cassia, 5r> okg., do*. @40
Ginger, Africa'" ____ @19
Ginger, C ochlr ___  @40
Mace. P enang  _____1 39
Mixed. No. 1 _______ @32
Mixed. 5c nkes., doz. @45
N utm egs, 70@90 ____ @59
N utm egs 105-1 t o _@50
Pepper. B lack  ________  26

Pure Ground In Bulk
Allspice, J a m a i c a ___ @40
Gloves, Z a n z ib a r ___  @53
Gassia. C anton _____ @oq
Ginger, Corkin _____  @88
M ustard  _____________ @33
Mace. P en an g  ______  1 39
Pepner. B lack  _____  @30
N utm egs ____________  @43
Pepner. W h i t e ________ @57
Pepner, C a y e n n e ___  @40
Paprika . Spanish ____ @45

Seasoning
Chili Pow der. 1 5 c ___ 1 35
Celery Salt. 3 o z . ___  95
Sage. 2 oz. _________  90
Onion S alt _________ 1 35
Garlic ______________ 1 35
Ponelty , 3% oz. ___ 3 25
K itchen  B o u q u e t___ 4 50
L aurel L eaves _____  20
M arioram . t  oz. ____  90
Savory, 1 oz. _______  90
Thym e. 1 oz. _______  90
Tum eric. 2% oz. ___  90

STARCH
Corn

K lngsford. 40 l b s ._ 11%
Pow dered, b a g s ___ 4 50
Argo. 48. 1 lb. pkgs. 3 60
Oream. 48-1 ______ 4 80
Q uaker, 40-1 _____  07%

34, 1 Ilk. p a c k a g e s_3 35
18, 10 oz. packages  — 4 40 
96, % oz. packages __ 4 00

CLEANSERS

80 can  cases, 54.80 per case

WASHING POWDERS 
Bon Am i Pd., 18s, box 1 90
Bon Ami Cake. 1 8 s_1 62%
Brillo _______________  85
Clim aline, 4 doz. -------4 20
G randm a, 100, 5 c ----- 3 50
G randm a. 24 L a rg e  — 3 50
SoW P ort. 100s ----------4 00

Gloss
Argo. 48, 1 lb. pkgs. 3 60 
Argo, 12. 3 lb. pkgs. 2 62
Argo. 8 5 lb p k g s ._2 97
Sliver Gloss, ¡8, I s  — 11%
E lastic , 64 p k g s .__5 35
Tiger, 48-1 __  3 30
Tiger. 50 lbs. _______  06

SYRUP
Corn

Blue K aro, No. 1 % _2 69
Blue K aro, No. 5, 1 dz. 3 78
B lue K aro. No. 1 0 _3 58
Red K aro, No. 1 % _2 90
R ed K aro. No. 5, 1 dz. 4 04 
Red K aro, No. 10 __ 3 84

Imit. Maple Flavor
Orange, No. 1%. 2 dz. 3 25 
O range. No. 5. 1 doz. 4 99

Maple and Cane
Kanuck, per g a l . ___ 1 50
K anuck, 5 gal. can — 6 50

Maple
M ichigan, pe r gal. — 2 75 
W elchs. per gal. ___ 3 25

COOKING OIL 
Mazola

P in ts , 2 d o z ._______  6 76
Q uarts , 1 doz. _____  6 25
H alf Gallons. 1 doz. _ 11 76 

Gallona, % doc. —  11 30

TABiLE SAUCES
L ee & P errin , la rg e_5 75
L ea  & P errin , sm all__3 35
P e p p e r ______________ 1 M
Royal M i n t _________ 2 40
Tobasco, 2 o z . ______ 4 25
Sho You, 9 oz., doc__2 25
A -l, large ________— 4 75
A -l s m a l l___________ 2 85
Caper, 2 oz. - ________ 3 30

TEA
B lodgett-B eckley  Co.

Royal G arden. % Ilk._75
Royal G arden, % lb. — 77

Jap an
M e d iu m ____________ 36@36
C h o ic e ____________ 37 @52
F a n c y --------------------  52061
No. 1 N ib b s __________ J 6 4
1 lb. pkg. S i f t in g _____ 14

G unpowder
C h o ic e _____ __   40
F a n c y __________  ”   47

Ceylon
Pekoe, m e d iu m _________57

English Breakfast
Congou, m edium  - ______ 28
Congou, C h o ic e ___  35036
Congou. FT ancy___ 42@43

- - Oolong
Choice ______ II—
F a n c y ___ IIIIIIIIII
_  ,  TWINE
Coton, 3 ply cone . 
Cotton, 3 p ly  Balls 
Wool, 6 ply

39
45
50

40
42
18

W hite W ine. 40 g ra in — 19 

W ICKING
No. 0, per g r o s s _____  80
No. 1 . p e r g r o s s ____ 1 25
No. 2, p e r g r o s s ____ 1 50
No. 3. per g r o s s ____ 2 30
Peerless Rolls, per doz. 90 
R ochester, No. 2, doz. 50 
R ochester. No. 3, doz. 2 00 
Rayo, per doz. _____  75

W OODENW ARE
a  v. , B askets Bushels. narrow  band,

w ire  handles _____ 1 75
Bushels, narrow  band!

wood h a n d le s _____ 1 so
M arket, drop hand le_ 90
M arket, single h an d le . 95
M arket, e x tra  _____ 1 60
Splint, large ________ g 50
Splint, m edium  _____ 7 50
Splint, sm all ____ H I  e 50

C hurns
B arrel, 5 gal., e a c h _2 40

16 gal., each— 2 55 
a to  6 gal., p e r gal. __ 1«

Pails
io G a lv a n iz e d ___ 2 60
12 a t. G a lv a n iz e d _2 85

bt. G alvanized 3 10
at- F la rin g  Gal. J r l  5 00

10 qt. Tin D a i r y ___ 4 oo

— T raps
Mouse, Wood, 4 ho les. 60 
Mouse, wood. 6 ho les. 70 
Mouse, tin . 5 holes 65
Rat. w o o d ----------------- 1 00
R at. s p r i n g -------------- 1 „0
Mouse, s p r in g _______  30

Tubs
Large G a lv a n iz e d ____g 76
Medium G alvanized __ 7 75 
Small G a lv a n iz e d ___ 6 75

W ashboards
B anner, G lo b e_____  5 bo
Brass, single _____ ~ 6 25
G lass s in g l e ________0 no
Double P e e r le s s _____ 8 50
Single P e e r l e s s ____ I  7 50
N orthern  Q u e e n_5 50
un iv e rsal ____________ 7 25

Wood Bowls
13 In. B u t t e r ----------  5 00
IR In. B u t t e r ___  0 on
17 in. B u t t e r ____ lg  no
19 in. B u t t e r _____ H  25 OO

W RA PPIN G  PA PER 
F ibre, M anila, w hite  05%
No. 1 F i b r e --------------o«%
B utchers  D F __  0ff%
K r a f t ___ __________“  061%
K ra ft S t r ip e _________ 09%

Y EAST CAKE
Magic. 3 d o z . __  2 70
flunllght, 3 d o z .__ ~  2 70
Sunlight. 1 % d o z . ____ l  35
F e a s t Foam , 3 d o z ._2 70
ireas* Foam , 1 % doz. 1 35

YEAST—COMPRESSED 
F le iscbm ann. per do*. 30
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FLORIDA CITRUS FRUIT.

Growers Entertain Contradictory Ideas 
of Its Value.

Through a daily newspaper the other 
day I learned of a bereavement which 
had come to. me and many hundreds 
in Michigan—more especially to the 
craft of newspaperdom—in the death 
of John Fitzgibbon, veteran member of 
the staff of the Detroit News. Journal­
ism, a polite professional phrase which 
would not be John’s expression, has 
lost in him one of its best exponenPs. 
Happily, his example remains as one 
of the best in our State, or any other, 
for maintaining the press in public 
favor as a purveyor of information un­
biased by prejudice and uncolored in 
fact. Since then I have received, 
through the courtesy of editor E. A. 
Stowe of the Tradesman and Charles 
W. Garfield, Chairman of the Board 
of the Grand Rapids Savings Bank, 
now at DeLand, Florida, numerous 
clippings and a relayed letter from 
George Catlin, associate of dear old 
John of the News.

It was just three months ago—De­
cember 4, last—that all of the persons 
whom I have mentioned, and a score 
more, were in happy association at the 
delightful Stowe home in Grand Rap­
ids. No one enjoyed the event more 
than John. No one contributed more 
to the round table discussion, so well 
directed by the host. No one then 
thought that vigorous, rugged John 
would be the first called by the Al­
mighty to the Great Assignment, or 
to hear, as was his faith, the words, 
“Well done, good and faithful servant, 
enter thou into the joy of thy Lord.”

Well does this writer recall his first 
meeting with John Fitzgibbon. It was 
in a Detroit hotel, while attending my 
•first political convention, more than 
forty years ago. I was figuratively 
“under the wing” of William P. Nes­
bitt, of Big Rapids — good “Uncle 
Billy”—who served as postmaster un­
der the administration of Grover Cleve­
land, enjoyed all of the honors which 
a Democrat could expect in Michigan, 
and was the one person more responsi­
ble tiian any other for the political 
succtss and progress of former Gov­
ernor, former United States Senator 
Woodbridge N. Ferris. I have often 
speculated about the Ferris-Nesbitt 
political combination. Sometimes I 
have thought that the expression might 
well be reversed, much as I admired 
and loved the “good gray Governor.” 
“Uncle Billy” had all of the suave 
grace which Mr. Ferris, ,at times, flout­
ed—frequently with expressed impa­
tience of soft phrases.

This reference to Mr. Nesbitt is not 
in any way a disparagement of the 
really great qualities, in my opinion, 
of the first Democrat Senator from 
Michigan in fifty-seven years. No man 
during his day gained an equal fol­
lowing in Michigan through his speech­
es, first to his thousands of students 
and then to his tens of thousands of 
auditors throughout the State. Only 
a few months before the death of the 
Senator another long time friend, Capt. 
C. E. Belknap, told me at a Stowe 
party of his own astonishment over 
the hold which the Big Rapids school­
master had upon an audience to which

he and Captain Belknap had together 
spoken only the night before. He said 
that for the first time he had got an 
insight to the Ferris strength with the 
people of Michigan.

But John Fitzgibbon, even upon my 
first meeting with him, was a reporter 
of repute and I was much heartened 
and complimented by his attention and 
interest when Mr. Nesbitt told him 
that I was the youngest publisher of 
a regular newspaper in the State. He 
was a man easily distinguished from 
others by reason of his size, his man­
ner and the very unusual thickness of 
the glasses which he wore. This writer 
is not conscious of any particular per­
sonal distinction, hence was greatly 
surprised upon meeting Mr. Fitzgib­
bon some four or five years later, with 
no communication or association dur­
ing the interim, to be as immediately 
recognized by as I recognized him. 
His acquaintance among the political 
personage of the State is said to have 
been unsurpassed. Perhaps the faculty 
which enabled him to remember a 
youthful, small town editor served him 
with the great and the near great. 
And only last June he had the kind­
ness to write for his paper a highly 
flattering article in which he gave this 
writer the title of a newspaper dean of 
sorts. Although little deserved it was 
compensation for some other designa­
tions less complimentary received in 
two score years of occasional con­
troversy.

I observe by the Michigan newspa­
per which reaches me daily that my 
long-time mentor, editor E. A. Stowe 
and the Tradesman have been sued 
for libel (again) and the damages fixed 
at a cool million dollars. I use the 
word “cool” advisedly, because I think 
that it will be a dam (p) cold day when 
the suers (there are several ways to 
spell this word) get any part of it. 
The writer was a Tradesman employe 
when it was first threatened with libel. 
It was for a much lesser sum, so much 
as to be infintisimal as compared with 
the last. I think that a score of such 
threats would be a conservative esti­
mate for the forty-seven years since 
that time, every one of which has been 
successfully defended. Only a few 
months ago, discussing this phase of 
his long newspaper experience, I asked 
Mr. Stowe this question, “What is the 
best defense in a case of libel?” Look­
ing me straight in the eye, as is his 
wont, and pointing his finger, almost 
in contact with my breast, he empha­
sized his reply, which was, “The 
truth!” And, no lawyer, so far as I 
know, has ever been able to suggest 
a better one to an American court, 
or jury, or to the people.

In a Florida city there has recently 
been held what has been frequently 
spoken of as a debate between, or 
among, Clarence Darrow, agnostic; a 
Jewish rabbi; a Catholic prie«t and a 
Protestant minister, taking them in 
the order of their historical existence. 
It was not, however, a debate in fact, 
but each related, in turn, an expres­
sion of the faith that was in him, ex­
cept in the case of Darrow, of course, 
who has none. Each had his partisans 
and probably no one’s opinions were 
changed in the least. But Darrow 
really won by a large margin—finan­

cially. The affair was staged as a 
benefit for the needy. According to a 
published report Darrow got a “guar­
antee” of $750 in the coin of the realm, 
the other speakers their expenses and 
then there was left $135 to distribute 
to the “needy.” I have an awful peeve 
on this sort of thing, be it religious, 
sacrielegious or otherwise. And in this 
connection I want to congratulate the 
people of Hart who drafted the service 
of the veteran entertainer, Dr. Harry 
Cornell, to direct a recent home talent 
entertainment. Dr. Cornell has an ex­
perience of fifty years. He knows 
more about stagecraft than all of the 
so-called directors cruising about the 
towns of Michigan combined. Un­
doubtedly he put on a better show than 
any visitor whomsoever could have 
done and the money remained at home. 
Pretty nearly every town in Michigan 
has been bilked in this way and it 
seems to me the acme of economic 
stupidity, paying some barnstormer a 
couple of hundred dollars—which goes 
out of local possession—just to change, 
perhaps, the hundred which remains 
from one pocket to another in the 
community.

The other day I had the pleasure 
of renewing acquaintance with an in­
ternational character, “Pussyfoot” 
Johnson, who has probably carried the 
message of temperance and prohibition 
in a wider crusade than any other liv­
ing person. He is a man of sturdy 
stature, past middle life, but in the 
prime of usefulness, through accumu­
lated acumen. In speech and expres­
sion he is the antithesis of a “pussy­
foot.” He talks out in meeting, does not 
describe a spade as a hoe or either of 
them as an “agricultural implement.” 
The eye which remains, since the oth­
er’s destruction by some ruffians, flash­
es with earnest interest and kindly 
humor. According to him the thing 
most to be concerned about in the pres­
ent liquor agitation is the possibility 
of the anti-saloon forces going to sleep 
at the switch. His view of the problem 
is not confined to the United States, 
but is world wide. In particular does 
he discredit the British muddling, 
which applies to the ineffectiveness of 
the attempted solution by government 
sale in Canada, its promotion in India 
and its helplessness in the British Isles 
themselves. He says that none of 
them offer an example of betterment 
over the 18th amendment and that the 
best solution for this country is to car­
ry on in enforcement and respect for 
the fundamental law.

Indeed the proposition offers a great­
er challenge to our form of govern­
ment than any, but one, since its es­
tablishment. This writer has no doubt 
as to the ability of the American people 
to work out this problem, as they have 
the others which have confronted them, 
without the help and despite the hin­
drance of any other nation or people. 
The fundamentals of our Government 
and the spirit of its founders are un­
changed. An influx of alien custom 
and thought may appear to threaten, 
but the Americanism of Washington, 
Jefferson, Jackson and Lincoln will 
eventually prevail. And the people 
who live under our flag, with the privi­
leges it affords, will be brought to 
obey the laws it signifies rather than

to force upon our people alien-minded 
license and practice contrary to good 
citizenship.

Florida citrus fruit growers, as well 
as those of other states, are confronted 
by the difficult problem of selling a 
superabundant- crop in a period of in­
active demand. Some of them are solv­
ing the problem by the sensible means 
of enlarging their area of distribution 
and creating demand by less expensive 
marketing methods. There is no more 
reason why Florida or California 
oranges should be a luxury food than 
that Maine or Michigan apples should 
be. Dietitians agree that both fruits 
are healthful and valuable in ,a regular 
and normal diet. Heretofore the big 
expense of oranges and grapefruit has 
been that they have been largely han­
dled on a luxury basis rather than on 
a sensible economical one. A short 
time ago, while on a grove tour, I 
saw bushels and bushels of fruit under 
the trees from the effects of wind and 
rain, just as we see apples in Mich­
igan under the same circumstances. 
On that day I visited a large packing 
plant. It happened to be a co-opera­
tive or exchange concern, but that is 
immaterial, as to the story would have 
been the same in any case. I asked 
the manager his price on two boxes 
of oranges of good quality, such as 
were being packed. He very politely 
handed me a printed price list with an 
appended order blank, perforated for 
convenience in filling and filing. The 
prices were, “Box, either one or two 
varieties, $6; half-box, one variety, 
$3.25; quarter-box, $1.75.” Could any­
thing be more absurd, with trees laden, 
the ground covered and almost no 
market at all in the whole country for 
a luxury food? I was so disgusted then 
and there that I have not sent a single 
box to the home friends. I saw an­
other man making a trailer for his car 
and upon enquiry learned that he was 
making iL to truck his own fruit to 
Florida cities and towns outside the 
belt, as his returns through shipment 
had netted him next to nothing. A 
couple of days later I asked him the 
price on-a couple of boxes which he 
had brought back in his trailer and he 
made me the very attractive price of 
$4 per box. I also had conversation 
with two members of the same family. 
One of them said that he was getting 
so little for his fruit, being offered but 
25 cents a box on the trees that he 
preferred to give it to his friends and 
invited me to help myself. Not being 
willing to do that I spoke to his son 
and asked him what he would charge 
to put up a couple of good boxes and 
I would call at the grove for them, he 
being employed there. I do not think 
that he was aware of the 25 cent mar­
ket and I said nothing about the offer 
of the fruit, as his reply was, “Seven 
dollars and a half for two good boxes, 
two fine boxes, capun.”

However, I am glad to see Florida 
citrus growers in so many instances, 
adopting the practice of economical 
distribution of fruits, which will -net 
the growers bigger profits at lower 
prices and give the consumer more for 
his money. And a good economic as 
well as political doctrine is “the great­
est good to the greatest number.” 
Oranges and grapefruit are now being
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shipped in baskets and in bulk. The 
other day I saw a carload of grapefruit 
on track loaded in bulk just as we load 
potatoes, with bulkheads in the center 
of the car. Its destination, the Cana­
dian province of Ontario, was surpris­
ing. Still more surprising was its pur­
pose—to be canned in Canada. At first 
blush it would seem an economic folly 
to ship the thick skin of that particular 
fruit all that distance to put the inner 
part into cans. But when one con­
siders that this tough covering well 
lends itself to such shipment and this 
probably costing no more than would 
the syrup supplied and the containers 
employed the proposition seems the 
more reasonable, especially if Canada 
is putting up some kind of embargo 
to promote citrus canning there—-al­
though, according to my school of 
“polycon”, that is an unprofitable in­
terference with natural law.

Florida, particularly the Scenic 
Highlands section, has been occupied 
and regaled this week with a widely 
advertised event, the “Eisteddfod” at 
Lake Wales. No, dear reader, that 
is not a kind of fish, nor anything else 
good to eat and is not food at all ex­
cept to the musical ear. It is a Welsh 
term meaning a festival of music, as 
nearly as I have been able to grasp the 
idea. N(jne of our party attended. 
Personally I got so exhaused trying to 
get the correct pronunciation that I 
was too tired to go. Only the day 
before, after a month of enquiry, I got 
it correctly from a high school boy, 
who was to be one among 500 contes­
tants and who had been drilling on the 
thing, along with the other sounds 
which he was to make on a saxaphone. 
He said it was “es-ted-fodd”, with the 
accent on the first syllable. Hearing 
this statement, however, a very good 
friend well up in the educational affairs 
of the State, corrected him, with the 
declaration that it was “es-ted-fod”, 
with accent on the second syllable. 
Then along came Dr. Allison, of Har­
risburg, Penn., whom I spoke of last 
winter as an authority on the Seminole 
Indians. He said, “Just forget the first 
syllable—almost—and say sted-fod, ac­
cent on the sted, and you will have it 
—almost. So now I have it, although 
I missed the alphabetical event. But 
I am not musical anyway.

Harry M. Royal.

IN THE REALM OF RASCALITY.
(Continued from page 7) 

culation for advertising. A pamphlet 
entitled “Health, 'Strength and De­
velopment—-How to Obtain Them,” 
distributed generally throughout the 
United States, carried pictures of per­
sons said to have taken the respond­
ent’s course of instruction. Such per­
sons were described as “Milo-Built 
Men” and “Milo Graduates.” Among 
other pictures, the pamphlet contained 
two said to have been taken of one 
John Sloan. There was reading mat­
ter referring to ’Sloan, as follows:

Compare the two photos of this 
pupil, the one taken at the time of his 
enrollment, and the other a short time 
after.

“Mr. Sloan progressed so rapidly 
under our instructions, using bar bells, 
that he actually increased his chest 
measurement twelve inches and put five 
inches on his biceps, What is most

astonishing is his growth in height, 
which increased eight inches.

“Surely this is sufficient testimony 
to verify the value of Milo methods. 
Mr. Sloan feels he cannot praise the 
Milo system too highly and the valu­
able advice and attention he received 
from our expert in charge.

Findings of the Commission show 
that the 'first of the two pictures was 
taken when the subject was fourteen 
years old and five feet three inches in 
height, while the last photograph was 
made when he was eighteen years old 
and five feet eleven inches in height. 
The statements referring to the two 
pictures omit these facts and attribute 
the difference in height and other body 
measurements to the use of Redmond’s 
bar bells and course of instruction.

Vale Vituperation and Hello Hender­
son of Shreveport.

(Continued from page 20)
He is, therefore, a constant grower. 
He and Mrs. Bernhardt—who was all 
through the early struggles behind the 
counter with him—take extended va­
cations, traveling about in leisurely 
fashion, always gathering ideas, hints 
and plans from everywhere. They 
were together during this entire con­
vention, having a good time, not wor­
ried the least about their business. 
They go to Hawaii in the same way. 
Mrs. Bernhardt told me of some plans 
which would astonish most grocers. I 
think that maybe I’ll have things of 
this sort to report on when I get back 
home and visit them in San Jose again. 
So the fact that they cash checks to 
the total of $4,000 to $5,000 on Satur­
day after banking hours is not so much. 
What counts is that both of them are 
bigger than their business.

Paul Findlay.

Proceedings of the Grand Rapids 
Bankruptcy Court.

(C ontinued from  page 23) 
H ollinger C utlery Co., .F rem ont, O. 31.75 
G. R. Savings B ank, G rand  R apids 240.00 
G. R. C alendar Co.. G rand R apids 3.19 
D espres, B ridges & Noel, G rand  R. 115.49 
Old K en t B ank, G rand R apids ____ 126.00 
Young & Chaffee F u rn . Co., G. R. 65.62
Siegel’s, G rand R apids __________  8.75
Dr. J . E. Bolender, Gralnd R apids 8.00
D r. F . L. Riley, G rand R a p i d s ___  4.00

In  th e  m a tte r  of M idw est T ire  & E lec-
tric  Co.. B an k ru p t No. 4374. th e  tru s te e  
h as  filed h is  firs t re p o rt and  account, 
and  a n  o rder fo r the  paym en t of cu rren t 
expenses of ad m in is tra tio n  h a s  been 
made.

In th e  m a tte r  of S tu rd y  Mfg. Co., B an k ­
ru p t No. 4356, th e  first m eeting  of c red ­
ito rs  w as held Feb. 19. The b an k ru p t w as 
p resen t by  i ts  presiden t, b u t n o t rep re ­
sen ted  by  a tto rn ey . T he pe tition ing  cred ­
ito rs , w ere rep resen ted  by  a tto rn ey s  
Jaco b s  & D resser. Several c red ito rs  w ere  
rep resen ted  by  a tto rn ey s  K nappen, U hl & 
B ry an t; J . C laude Youdan and  D unham , 
C holette & Allaben, and  by  C en tra l A d­
ju s tm e n t A ssociation. C laim s w ere filed 
only. T he p res id en t of th e  corporation  
w as sw orn and  exam ined, w ith  a  rep o rte r 
p resen t. H era ld  E . W alters, of S turg is, 
w as elected  tru s tee , and  h is  bond placed 
a t  $3,000. T he first m eeting  th e n  a d ­
jou rned  w ithou t date .

Recent Mercantile News From Ohio.
Chillicothe—Upon the application of 

the Hood Rubber Products Co., Wil- 
lare C. Walter, an attorney, was ap­
pointed receiver for Benjamin Vincent, 
doing business as the . Vincent Army 
Store, by judge McKenzie, in the Court 
of Common Pleas. The store is located 
at 16 North Mulberry street. The com­
plaint avers that Vincent is insolvent 
and that creditors are threatening ac­
tions. The receiver gave bond in the 
sum of $5,000.

Logan—P. A. Pathe, president, and 
H. Grossman, manager of the 'Cincin-

nati Shoe Co., were here recently con­
ferring with the trustees of the Logan 
Industrial Expansion Fund relative to 
thé opening of the shoe factory here. 
The plant was formerly operated by 
Walker T. Dickerson Shoe Co., of 
Columbus, which gave up the lease 
some time ago. Negotiations with the 
Cincinnati company have been progres­
sive for some time.

Columbus—The Walker T. Dicker- 
son Shoe Co., which took over the 
former plant of the Rilley Shoe Manu­
facturing Co. some time ago, has step­
ped up its production from 800 to 1000 
pairs daily, according to a recent an­
nouncement. Walker T. Dickerson, 
president of the company, left recently 
for a swing around the Pacific Coast 
in company with Arthur Naftzger, the 
Coast representative, and orders are 
coming in nicely as a result. He will 
be gone about three or four weeks.

Canton—The Jamieson Bros, hard­
ware store, located for thirty-nine years 
in Canton, has been purchased by 
Charles P. Howe Hardware Co., of 
Canton. Mr. Howe is moving his 
stock to the Jamieson store and will 
make changes in the premises. Mr. 
Howe and his brother first entered the 
hardware business thirty-five years ago. 
George E. Jamieson has been connect­
ed with hardware retailing stores for 
sixty-two years.

Ypsilanti Undertakes Drastic Licensing 
System.

Ypsilanti, March 10—Non-resident 
peddlers, canvassers, auctioneers and 
street fakers will find it much less 
profitable to do business in this city if 
the new licensing ordinance which was 
given its first reading at the meeting 
of the city council Tuesday evening is 
finally adopted by that body.

The proposed ordinance provides 
that no “transient merchant” shall en­
gage in business in Ypsilanti without 
first obtaining a license from the city 
clerk. Such a permit for the sale of 
merchandise or refreshments from 
house to house shall cost $5 per day 
■for the first six consecutive days, and 
$1 per day thereafter, with an addition­
al fee of $1 per day for each helper.

For persons canvassing any sort of 
goods, including books or magazines, 
by means of copy, catalogue or pros­
pectus, the fee shall be $3 a dav for the 
first six days, and $1 per day thereafter, 
with an additional fee of $1 per day 
for each helper.

For the conducting of auctions, either 
on the streets or in any building, the 
charge for the first day will be $10 and 
$5 for each additional day.

For the conducting of any transient 
business, either on the streets or in 
any building or on any vacant lot, a 
charge of $7 will be made for the first 
day, with provision for a weekly li­
cense to be issued at a cost of $15.

No license is required from farmers 
or others who are offering goods pro­
duced through their own labor or that 
of members of their families.

The parking of any carts, automo­
biles, or other vehicles upon the streets 
fpr the purpose of selling from such 
vehicles is prohibited at all times.

Penalty for violation of the pro­
visions of this ordinance includes a

Do You Wish To Sell Out! 
CASH FOR YOUR STOCK, 

Fixtures or Plants o f every  
description.

ABE DEMBIN8KY 
Auctioneer and Liquidator 

734 So. Jefferson  Ave., Saginaw , Mich 
Phone F ed era l 1944.

fine not to exceed $100, and imprison­
ment in the county jail for not more 
than 90 days.

The proposed ordinance was pre­
pared not only at the request of local 
merchants, but also because of an in­
sistent demand by all residents that 
they be relieved of the continual 
nuisance of peddlers of all sorts of 
merchandise.

Advertising His Business?
The speaker was a brilliant orator, 

and the audience gave him proper at­
tention, except for one man in the 
crowd who made things bad both for 
the speaker and the listeners, by shout­
ing out “Liar! Liar!” After about a 
dozen repetitions of this, the orator 
paused and pointing to the tormentor, 
said: “If the gentleman who persists 
in his remarks will be good enough to 
tell us his name, instead of merely 
shouting out his profession, I am sure 
we will be glad to make his acquaint­
ance.”

Business Wants Bapartment
Advertisem ents inserted under th is head 

for five cents a word the first insertion 
and four cents a word for each subse­
quent continuous insertion. If se t in 
capital letters, double price. No charge 
less than 50 cents. Small display adver­
tisem ents in th is departm ent, $4 pier 
inch. Paym ent with order is required, as 
amounts are too small to open accounts.

TO EX C H A N G E—F o r M erchandise o r 
Topeka residence,—W estern  K an sa s  fa rm  
lands: 80 acres  N orthe rn  Ohio: San Diego. 
C alifornia, residence: and  Osborne prop­
erties . P . H . Pax ton . Osborne, K ansas.

■_______________________________ 387
FO R SALE — P a te n t on au tom atic  

pou ltry  feeder. C an be m anufac tu red  
v e ry  reasonable . W ire  o r call G. J . R ein-
h a rd t, Reese, M ichigan._____________ 388

F o r Sale—Suburban  bakery , grocery. 
L a rg e  corner lot. All im provem ents. 
Newly built. A p artm en t above. E v ery ­
th in g  $12,000. B a ttle  Creek. A ddress No.
383 c /o  M ichigan T radesm an .________ 383

H otel in  W este rn  M ichigan re so rt c ity  
desires m iddle-aged clerk, good person­
ality , ab le  to  invest ab o u t $5,000. Mod­
e ra te  sala ry . A ddress No. 385, c /o  M ich-
igan  T radesm an .____________________ 385

N E W  REFRIGERATORS, 16 to 18 cubic 
fee t capacity , equipped fo r e ith e r ice or 
e lectric  refrigeration . Porcela in  lined, 
cork  insu la ted . 16 cubic foot box, $60; 
18 cubic foo t box. $70. W e took over 
th e  e n tire  s tock  of the  Challenge R e­
fr ig e ra to r Co. of G rand H aven  and  
have only a  few  of th ese  big  boxes 
le ft fo r disposal. COLUMBIAN’S W A R E­
H O U SE FU R N IT U R E  COMPANY. Logan 
S tree t and  Ion ia  Avenue, G rand Rapids, 
Mich. Phone 94-278._________________375

I O F F E R  C A S H !
For Retail Stores— Stocks—  

Leases— all or Part. 
Telegraph— Write— Telephone

L. L E V IN SO H N  
Saginaw , M ich. 

T elep h on e  R iv  2 2 6 3 W  
E stab lished  1 9 0 9

FOR SALE
N E W  REFRIG ERA TO RS, 16 to  

18 cubic feet capacity , equipped fo r 
e ith e r ice o r e lectric  re frigeration . 
Porcela in  lined, cork insu lated . 16 
cubic foot box, $60. 18 cubic foo t 
box. $70. W e took over th e  en tire  
s tock  of th e  Challenge R efrig e ra to r 
Co. of G rand H aven  aiid  have  a  
few of th ese  b ig  boxes le ft fo r d is­
posal. COLUM BIAN’S W A R E ­
H OUSE FU R N IT U R E  COMPANY, 
L ogan S tree t an d  Ion ia  Avenue, 
G rand R apids, Mich. Phone 94-278.
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DETROIT DOINGS.

Late Business News From Michigan’s 
Metropolis.

The will of Michael J. iRogan, re­
tired Detroit wholesale clothing sales­
man, filed for probate Friday, provides 
for legacies of $1,000 each to his daugh­
ter, Mrs. Frederick H. Wellington, and 
his sons, Henry F., Thomas A., Joseph 
and James J. Rogan. The remainder 
of the estate is left in trust with the 
Union Guardian Trust Co. for his 
daughter, Margaret L. Rogan, during 
her lifetime, and after her death it is 
to be distributed among the other five 
children. Frederick H. Wellington, 
South Bend, Indiana, Mr. Rogan’s son- 
in-law, is named as co-executor and 
co-trustee with the Union Guardian 
Trust Co.

Kenneth Barnard, manager of the 
Detroit Better Business bureau since 
1924, submitted his resignation to the 
board of directors at its regular meet­
ing in the Statler Hotel last Tuesday. 
He announced that he will move with 
his family to California, where private 
business will occupy his full time. Dur­
ing his regime, the bureau has grown 
to be one of the largest of the fifty- 
two such organizations in the United 
States. His retirement, effective April 
1, came as a surprise, according to 
President Louis G. Palmer. H. I. 
McEldowney, assistant manager, will 
succeed him, temporarily, said Mr. 
Palmer.

An involuntary petition in bankrupt­
cy has been filed in U. S. District 
Court here against Metropolitan Stores, 
Inc., by Lawhead & Kenney, attorneys, 
representing Ehrman Mfg. Co., $119; 
Medway Shoe Mfg. Corp., $176; An­
thracite Overall Co., $143.

Report of the United States Rubber 
Co. and subsidiary companies for the 
year ended Dec. 31, 1930, shows a 
deficit of $18,063,940 after deducting 
interest, dividends on minority stocks, 
depreciation, pensions, allowances and 
making adjustments of book values, 
including all inventories of finished 
goods and raw materials, as well as 
provision for commitments and other 
contingencies. The company showed 
a profit from operations of $6,505,672, 
the adjustments totaling $11,083,799. 
The 1929 earnings were $576,009 after 
all charges. Net sales amounted to 
$157,074,760, compared with $192,962,- 
040 in 1929.

Clayton G. Closson, 4024 Fenkell 
avenue, has filed a voluntary petition 
in bankruptcy in the U. S. District 
Court here, listing liabilities of $5,364 
and assets of $2,049.

Order dismissing the involuntary 
petition and for disbursement of de­
posit for fees has been handed down 
by the U. S. Court here in involuntary 
bankruptcy proceedings against Pea­
cock Shop, retail women’s wear.

Joseph L. Hickey, of the E. J. 
Hickey Co., Detroit, was elected presi­
dent of the Michigan Retail Clothiers 
& Furnishers’ Association at the final 
session of its 21st annual convention 
here March 5. Other officers elected 
were: First vice-president, Charles E. 
White, Jackson; second vice-president, 
M. H. Martinson, Alpena; secretary- 
treasurer, Wade L. Jones, Adrian. In­
troduction of style as selling influence 
has made necessary use of unit CPU*

trol by smaller retailers, it was pointed 
out by E. H. Gault, associate profes­
sor of business administration at the 
University of Michigan. Such a sys­
tem is essential to establish prices in 
accordance with style risks involved 
and to determine markdowns on the 
basis of what merchandise is worth at 
any given time, he said. Sizes, price 
lines, proper amount of stock and other 
equally pertinent factors also are cor­
rectly ascertained under unit control, 
he stated. Not more, but better, ad­
vertising is needed, it was emphasized 
by Joseph B. Mills, director of pub­
licity, J. L. Hudson Co. While pointing 
to the newspaper as the greatest factor 
in store advertising, Mr. Mills stated 
that radio should be taken into account 
and stressed its efficiency in selling a 
great deal of merchandise for the Hud­
son store. He also told of the special 
possibilities for advertising men’s wear 
in television, which he characterized as 
“just around the corner.”

A self-operating clutch, scheduled 
for use in the products of a large car­
making concern, is the latest trans­
mission novelty to appear in Detroit. 
It made its debut with the announce­
ment that it would be adopted before 
midsummer by “a nationally known 
manufacturer of fine cars. The unit is 
strikingly different. It operates in 
conjunction with a two-speed gearset 
which eliminates the second speed 
combination altogether. To compen­
sate for this, the ratio of low gear is 
raised to a point between the normal 
low and second. This combination, 
however, is intended for use only un­
der extreme load conditions. Ninety- 
eight per cent, of all driving is said to 
be possible in high gear. The con­
ventional clutch pedal and gearshift are 
abandoned in connection with this de­
vice. Gears are shifted by means of a 
wire control on the dash and operating 
control of the car is obtained entirely 
through the accelerator. When the 
accelerator pedal is depressed, the 
power connection between engine and 
rear wheels is established. It is in­
stantaneously broken by means of a 
special free-wheeling device when 
pressure is removed from the acceler­
ator. Announcement of the device has 
given a new zest to the already inter­
esting transmission situation existing 
in Detroit. Transmission features, 
such as free-wheeling and syncro- 
mesh gears, are providing the most 
emphasized sales arguments for the 
products of competing companies and 
the prospect of the newcomer’s early 
appearance adds flavor to the situation.

The American Austin Co. has form­
ed a subsidiary, the Austin Miles Cor­
poration, which will operate and main­
tain fleets of its bantam cars for large 
users on a mileage basis. A Detroit 
utilities company is the first patron of 
the new company. It has contracted 
for a fleet of 500 cars at a rate of four 
cents a mile for a two-year period. The 
rate is based upon 12,500 miles per car 
per year. Hitherto, the utilities com­
pany it is said, has been operating its 
own fleet at a cost of 6.2 cents per 
mile.

“Coffee cream” and other shades of 
yellow are expected to register greater 
popularity as motor car finishes during 
the months just ahead, in the opinion 
pf pojojr experts here, Black’s dom­

inance, they say, is definitely waning. 
It was seriously threatened by blue in 
February. Maroon last month showed 
a slump in popularity after confound­
ing the prophets, who had been pre­
dicting its decline since last Fall.

Gabby Gleanings From Grand Rapids.
E. A. Clements, president of Globe 

Knitting Works, offered at the recent 
Washington conference to furnish the 
Government with patented patterns 
for men’s drawers which can be cut 
without waste, so that in case of 
emergency the Government can be in 
position to provide all manufacturers 
with them and put the industry on a 
war-time basis. He believes it will 
save the Government millions of dol­
lars and also will take care of reinforc­
ing in the crotch, giving double the 
wear. He also referred to furnishing 
the Government with patterns for 
shirts of cotton and cotton and wool 
mixed.

When the president, H. A. Torson, 
of the Herold-Bertsch Shoe Co., de­
veloped a specialty boys’ shoe, he went 
back to a scientific principle of build­
ing-in some protection for the arch. 
This is somewhat a new feature in 
boys’ shoes. It was designed to pro­
tect and safeguard the feet of grow­
ing boys, and the feeling that the boy 
needed definite arch protection. Presi­
dent Torson went still further and de­
veloped the sales promotion of his arch 
shoe through specialty advertising in 
magazines for boys and in a close tie- 
up through dealer service. The entire 
promotion is a somewhat unique plan 
in boys’ shoe merchandising.

The Harris Sample Furniture Co., 
of Grand Rapids, has completed ar­
rangements for a ten year lease on 
what was formerly the Farmers’ Auto 
& Machinery Co. building, Midland 
and Litchfield streets, Bay City, and 
will be open for business about April 
15. Besides its central store in Grand 
Rapids, the company also has units at 
Mt. Pleasant, Big Rapids and Trav­
erse City.

The building vacated by the West­
ern Michigan Grocer Co. has been 
taken over by the Majestic Radio Co.

P. C. Payette, who has served as 
manager of the Woodhouse Co. for 
the past twenty-six years, has retired 
from his association with that house.

Pearson & Rolfe have engaged in the 
grocery business at 1218 Madison 
avenue. Lee & Cady furnished the 
stock.

The Valley City Milling Company, 
millers of Lily White flour, Rowena 
flour specialties and Rowena poultry 
and stock feeds has recently moved 
into the Worden building, corner of 
Weston street and Ottawa avenue. 
This new location combines general 
offices and warehouse, providing model 
facilities for serving their customers 
more efficiently in the distribution of 
Valley City flour and feed products.

Important Business News in Con­
densed Form.

An upward business trend was seen 
by Julius H. Barnes, chairman of the 
National Business 'Survey Conference, 
in his review of the situation at the 
close of the mid-winter period. His 
opinion was based largely on the re­
ported liquidation and adjustment of 
stocks. He expects acceleration o f  tk§

improvement with the approach of 
spring.

The level of prices for farm products 
on February 15 was the lowest of any 
period on record, having declined to 
90 per cent, of the pre-war average.

Some business -men expect a buying 
stimulus from the effect of the vet­
erans’ bonus loan law which will prob­
ably increase buying power by about 
three-quarters of a billion dollars. 
President Hoover in vetoing the bill 
as it came to him from Congress said 
in substance: “Business cannot be 
stimulated by borrowing from some 
of our people, pledging the credit of 
all the people, to loan money to some 
of our people who are not in need of 
the money.”

Output of automobiles last week was 
higher than in any week since the 
week ended Sept. 20 and the gain over 
the preceding week exceedd the nor­
mal sasonal gain.

The Senate committee on retail food 
prices, of which Arthur Capper is 
chairman, reported last week, recom­
mending careful scrutiny by the Fed­
eral Trade Commission to determine 
whether holding companies, mergers 
and large chains are responsible for the 
wide spread between prices received 
by the producer and prices paid by the 
consumer, with a view to action by 
that body or a proposal for legislation. 
The matter in some of its phases was 
also referred to the Department of 
Justice.

Sales of the so-called mail order 
houses showed substantial shrinkages 
in February compared with those of 
the same month last year—'Sears, Roe­
buck with $23,536,229 for the four 
weeks ending February 26 being down 
14.8 per cent, and Montgomery Ward 
with $15,224,975 for the month being 
off 17.4 per cent.

Borden is to pack orange juice in 
Sealcone containers at its plant in 
Tampa following the success of its ex­
periment with these containers for 
milk.

Radio City.
From the initial announcement of 

the plans -for the Rockefeller Radio 
City there has been something fantas­
tic and unreal about the project. It 
appeared somehow to be of a part with 
the familiar impressionistic sketches 
of the City of the Future. But it is 
now assuming realistic aspects. Plans 
have been drawn, models of the 
projected buildings can be viewed and 
it is announced that excavations for 
the new structures will be started with- 
ing about three months.

The construction of this connected 
group of office buildings and theaters 
marks a departure in New York’s de­
velopment. It will be the first attempt 
of its kind to plot a business commun­
ity under unified control. The models 
of the structure indicate that the archi­
tecture is to be completely modern and 
present a most imposing pre-view of 
the spectacle which the buildings will 
offer. They have the grace and the 
dignity which a true conception of 
utility almost invariably brings to 
architecture. How they will fit into 
their surroundings is another question, 
but it is more than probable that in 
time their surroundings will harmonize 
with them.


