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FOR A  GOLDEN WEDDING
Young love is passion;

Old love is peace;
Such is love’s fashion,

Never to cease.
Young love’s a carol,

Old love’s a psalm;
Child love is wild love;

Old love is calm.
Young love is rapture;

Old love is rest;
Shy wings for capture;

Deep heart for nest.
Dawn love is silver,

W ait for the west:
Old love is gold love—

Old love is best.
Katherine Lee Bates.

YOU C A N T  FOOL GOD!
You can fool the general public,
You can be a subtle fraud,
You can hide your little meanness,

But you can’t fool God.
You can advertise your virtues,
You can self-achievement laud,
You can load yourself w ith riches,

But you can’t fool God.
You can criticize the Bible,
You can be a selfish clod,
You can lie, swear, drink and gamble, 

But you can’t fool God.
You can magnify your talent,
You can hear the world applaud,
You can boast yourself somebody,

But you can’t fool God.
Grenville Kleiser.



—of milling assures your customer a sweet, 
flaky dish of oats, entirely free from the usual 
mush taste.
Purity Oats and Chest-O-Silver are the best 
buys on the market today for you—the inde
pendent grocer—because our rigid policy of 
selling no chain stores—no desk jobbers—and 
backing every package with a solid guarantee 
is your weapon against indiscriminate selling.

PURITY OATS COMPANY
K E O K U K , I O W A

POPULAR ITEM M EANS
MORE SALES

Thousands of housewives today  are using
RO Y A L QUICK SETTING G ELA TIN  DES
SERT, because it offers them  a  delicious des
sert in an interesting variety  of 6 exquisite 
flavors.

Pushing this popular item will m ean m ore sales 
for you. D elivered by S tandard  Brands famous 
twice-a-week system. You buy just enough 
QUICK SETTING GELATIN DESSERT for 
a short period. You have no large capital 
investm ent tied up and your stock is always 
fresh.

R oyal Quicksetting gelatin dessert
Distributed by

STANDARD BRANDS INCORPORATED

F IV E  B IG  R E A S O N S  W h y  you should 
push  S T A N D A R D  B R A N D S P R O D U C T S
1. Prompt service and frequent deliveries.
2. Small stocks properly regulated and small in

vestments.
3. Quick turnover and quick profits.
4. A reputation of freshness with every product.
5. Nation-wide advertising.

WHEN
You have a customer buying

SEEDS
He expects you to furnish Seeds that

GROW
Reliable Seeds will produce more

PROFITS
“Pine Tree Field Seeds” are reliable

D IS T R IB U T E D  BY

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

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

Every/<Meal 
Eat

HERMAN'S 
Cookie-Cakes 
and Crackers Codde-Cakes 

and Crackers
ASTERPIECES

ETHE BAKER'S ART

'or every occasion

vî fsadfû.
Grand Rapids.M ick
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The Heart of the Summer Camp.
During the coming summer, there 

will 'be nearly three million of the Na
tion’s hoys and girls in summer camps 
—and of these many thousands will be 
in summer camps located in Michigan. 
Just why the organized camps for boys 
and girls have^rown so rapidly and 
why they are becoming indispensable 
to the proper development of to-day’s 
youth is an interesting story and one 
worth the telling.

Modern camping for young people 
has developed chiefly from military 
camping, and the hunting and fishing 
and outdoor life of the woodsman. In 
Michigan, the charm of Indian legend 
and tradition has associated itself with 
camp life, making a distinct contribu
tion. The rapid growth of cities, 
coupled with the multiplication of in
ventions which tend to remove the 
need for home chores and substitute 
canned entertainment for the simple 
things of yesterday, the reduced need 
for the use of muscles and the increas
ed demand for nervous exertion have 
emphasized the importance of direct 
contact with nature, trees, water, and 
fresh air, simple tasks and the enjoy
ment of the primitive which have been 
the conspicuous advantages of the 
summer camps. But strange to say, 
these obvious and outstanding advan
tages have obscured what is really the 
heart of the thing.

Certain it is that Johnny can get just 
as much fresh air and sunshine, just 
as much swimming and boating, and 
even as much horseback riding at a re
sort where his parents go, as at an 
organized camp. He can take just as 
long hikes, even sleep out of doors if 
he is so minded, at the family summer 
cottage. These out-of-doors enjoy
ments and the benefits they bring have 
often been regarded as the outstanding 
advantages of summer camps. While 
they are indispensable and necessary, 
yet if the summer camps offered no 
more than these features, they would 
not occupy the vital place which they 
do.

Grownups do not meet in clubs,

societies, dinner parties, and the like 
because they like the comforts of the 
meeting place and because of the 
deliciousness of the food. These, it is 
true, may be necessary and indispens
able. Yet, underneath, there is a de
sire for social comraderie, the longing 
for association with one’s peers. In a 
way, this symbolizes the real gist 
of the summer camp for boys and 
girls, with the added factor of freedom, 
which naturally comes with a life out- 
of-doors.

In a camp, the boys and girls are 
free from all meddling of parents and 
relatives. Directors and counselors be
come companions and comrades. Their 
rules are laid down by example just as 
much as by precept. Then again, the 
youngsters quickly conform to the 
camp code, and even sit in judgment 
upon one another. It is this contact 
with others of the same age that has 
taken the “wind” out of many a bully, 
and placed backbone into the spine of 
many a boy or girl who never did feel 
quite at home in a group before.

Camp managers have learned that 
young folks may be left to themselves 
to do many things, and that almost 
invariably, the youngsters will choose 
the right, when it affect« others in the 
group. Cast upon their own re
sponsibility, they are taught reflection 
and consideration of consequences. In 
a group, the youngster may make mis
takes, but he suffers the results and 
learns his lesson.

This character training in camp goes 
on in an altogether unnoticed manner. 
The boys and girls themselves know 
nothing about it. The directors and 
counselors, however, observe it. Take 
for instance the case of “Billy”—the 
10 year old boy about whom his 
mother wrote a letter to the camping 
department of the “Cosmopolitan.” 
Says she:

“He begged for a light and almost 
nightly came on flying feet to my bed
side, pursued by some ghost of the im
agination. His fear of the water 
caused illness. Food held little inter
est for him. After one camping sea
son, this boy arose to greet the dawn 
with a smile, plunged fearlessly into 
the lake for a swim and brought to the 
table a hearty appetite. He has ac
quired a knowledge of nature which 
does not come easily to the city boy. 
Our reading is often interrupted by 
“I learned that at camp.”

This may be a somewhat extreme 
case, but it does illustrate the character 
building influences of camp, and the 
campers’ influences upon each other. 
Take the case of a father who tells 
about his son in a recent isue of the 
“Red Book.” This father had taken 
his son to the summer home for sev
eral summers, and his son was a nor
mal boy in every way. Like many 
fathers, he looked upon camps as ap- 
paling’ to those who had children whom

they could not themselves control, or 
who lacked a suitable place to send 
them for the summer. Then a summer 
came when he could not get away, and 
the usual summer place was not avail
able. 'He sent his boy to camp—at the 
end of the summer, he received a most 
pleasant surprise. Here is what this 
father said:

“I was amazed, as well as greatly 
gratified at the result. He was not 
only healthier and stronger than ever 
before, but he had gained abilities, the 
lack of which I had not previously 
felt; especially an agreeable ease and 
aptitude of companionship in a group; 
especially also a feeling for the right
ness and in regularity and responsibil
ity; and a love for the outdoors to a 
more pronounced degree.”

To the average boy or girl, no ban
quet at the Book-Cadillac can com
pare with a roll and a bit of bacon 
burned black on the end of a stick. 
Why? The food surely tastes no bet
ter. But the child has had the fun of 
doing it from helping to gather the 
sticks for the fire, unwrapping the 
greasy package of bacon and spearing 
it with a stick on which it is burned 
until it is “just right.” It is this joy 
of discovery of one’s own abilities that 
is really the secret of the success of 
summer camps.

Wait until the camp has been in 
swing some three weeks before you 
visit it. Then rejoice in the enthusiasm 
of your son or daughter. Of course, 
not knowing about terms of honor, or 
inspection, or the things necessary to 
get high marks, your child will think 
you the “biggest rummy” on earth! 
But never mind, if you are wise, you 
will assume added density of ignorance. 
The discovery of your boy and girl 
that they are learning things you do 
not know gives joy. And fear not that 
this discovery will lead to snobbish
ness. If there is one thing that camp 
“takes out” of a youngster, it is snob
bishness.

Thus, the main factors of a camp are 
really not the water and the trees, the 
boats, the horses and the food. Cer
tainly, these are indispensable and 
necessary. But more important than 
these are the get-togethers of the 
groups, for songs, poems, and outings, 
and the evening campfire. More im
portant still is the social enjoyment in 
a natural environment—the company 
of congenial people, and the learning 
of that truth that life must be lived 
with others. There is no joy equal 
to making someone else happy, and it 
does not take two days in a camp to 
teach the camper that. One must fit 
in and know how to make friends. Get
ting along with one’s associates is the 
keynote of camping.

That is why the summer camps of 
to-day are gathering more  ̂and more 
of the country’s youth. ‘ Certainly, 
they offer the physical benpfitp of

fresh air and sunshine, contact with 
nature, and the outdoor life which are a 
valuable antidote for modern civiliza
tion and city life. But more than that, 
and vast y more important than these, 
they teach boys and girls to like peo
ple and one another, to make friends 
and to be friends. After all, these are 
the best lessons any father or mother 
can give their youngsters: for in mas
tering themselves, they have made 
life’s pathway that much the easier.

Jack Van Coevering.

To Select New Secretary.
President Bruske has called a meet

ing of the board of directors of the 
Michigan Retail Hardware Association 
to be held at the Olds Hotel, Lansing, 
Thursday noon of this week to con
sider an available candidate for Sec
retary to fill the vacancy caused by the 
death of Mr. Scott.

There appears to be a fee'ing on the 
part of some of the directors that the 
office of Secretary should be located at 
Lansing so as to be in a central posi
tion and that the men who are as
sociated with the secretary in the ex
ploitation of the work of the organiza
tion should live in or near Lansing, so 
as to be in close touch with the execu
tive officer.

At this writing it looks as though 
there would be a full meeting of the 
directors and although final action may 
not be taken at the meeting to-morrow, 
preliminary discussion of the situation 
will be indu ged in and possibly an ad
journment taken for one week to 
complete the plans and work out the 
suggestion that a change of location 
might well be considered at this time.

Anti-trust Laws Revisions.
Modification of anti-trust laws will 

be possible next session if intelligent 
amendments are demanded by a suf
ficient number of business men, and if 
adequate proposals in the public in
terest are forthcoming. The American 
Bar Association and the National As
sociation of Manufacturers held meet
ings to this end in Washington last 
week. Every trade association worthy 
of the name should consider the sub
ject carefully before next December 
and offer Congress concrete sugges
tions for amending the Clayton and 
Federal Trade Acts.

Gabby Gleanings From Grand Rapids.
W. A. Gilleland has been placed in 

charge of the buying department of 
the Kroger Grocery & Baking Co. at 
Detroit. His title is Director of Pur
chases. It is the key of the operation 
in all the branches of the Kroger Co. 
since the buying has been decentral
ized and each branch does its own 
buying except on the major items, such 
as flour, sugar, butter, lard, etc. Until 
about six months ago all the buying 
was done at the general office at Cin
cinnati.
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Personal, Interested Service at Hotel 
Detroiter.

Lots of folks have been making re
marks nowadays about some new out
door billboards. “Hotel Detroiter,” 
they say, “under Knott management.”

Of course, it’s no news that Hotel 
Detroiter is the newest unit as well as 
the Western outpost of the Knott Ho
tels Corporation. But what about that 
phrase “Under Knot Management”— 
what does that mean?

Some thirty odd years ago a New 
York family unobtrusively entered the 
hotel business in New York City. 
There wasn’t very much publicity 
about it—it wasn’t  featured in the daily 
news. No one dreamed then of the 
real significance of that event. No one 
realized at that time that they were 
witnessing the birth of an organization 
which now owns and conducts more 
hotels than any other in the entire 
world—the Knott Hofei Chain. The 
family was made up of Mr. and Mrs. 
Knott and their three sons. The hotel 
was called the Judson, on Washington 
Square. It was just a small hotel, but

Schuyler Forbes Baldwin.

in one way it was unique. We speak 
nowadays of the remarkable trend of 
the times in bringing forth a building 
combining under one roof a church 
and a hotel. Strange partners, some 
may feel, but modern not at all. Years 
ago the Judson Memorial Baptist 
church on Washington Square entered 
into such a combination. It was here 
in the Judson church that Hotel Jud
son made its home.

Mr. and Mrs. Knott both felt that 
there was room in New York for a ho
tel founded on a bed rock of personal 
interest and personal service. And the 
results certainly justified their faith. 
The Judson thrived and prospered. 
Then came the Holley, also on Wash
ington Square, and others soon fol
lowed. All on the American plan in 
the beginning.

From the first the entire family 
worked together. The three Knott 
brothers who are now in active com
mand of the organization, which bears 
their name had their training in these 
formative years. “Personal, Interest
ed Service,” was no idle phrase with 
them. It was the keynote to their 
success as hotel owners and operators.

Hotel Judson, now one of the land
marks of old New York, is still a part 
of the Knott organization. It has be
come almost a tradition to every other 
hotel in the chain. As the group grew 
larger and larger, each hotel has had 
to measure itself up to standards set 
by the old Judson many, many years 
ago, Personal, Interested. Service.”

For a long time, in spite of a steady 
demand, Mr. Knott refused to consider 
possibilities outside of New York City.
At last, however, the inevitable had to 
be met. Extension was necessary in 
order to keep up with the growth and 
reputation of Knott Hotels. And the 
challenge was accepted.

In 1930, there were Knott Hotels in 
nine cities outside of New York as 
well as twenty-five in the city itself. 
Among these were units in Albany, 
Pittsburg, Knoxville and Cleveland. All 
in all, embracing considerable territory.

Hotel Detroiter is thus heir to a 
rich heritage. “Personal, Interested 
Service” holds just as true within the 
organization itself as it does between 
the individual hotels and guests.

When the management of Hotel De
troiter was taken over by the Knott 
Corporation, a picked group of men, 
each of them expert in his own field, 
was selected to study the situation in 
Detroit.

For example, when it was thought 
that better results could be obtained 
in the restaurant if the location of the 
coffee shop was changed, this problem 
was put into the hands of the man who, 
has supervision of all the restaurants 
in the chain—a man thoroughly versed 
and experienced in the problems inci
dent to restaurant management. He 
went into the matter from A to Z, 
skipping no detail, and at last made his 
decision. The location was changed 
to the place he recommended. Certain 
features were stressed—5c coffee for 
example—a certain policy inaugurated, 
and the coffee shop was opened for 
business. There has been no question 
since then of the wisdom of his choice. 
It was sound. And tied up in it—in
extricably interwoven in its very fiber 
is that same keynote—“Personal, In
terested Service.”

“Hotel Detroiter ;— Under Knott 
Management.” Well and good, but the 
news must be spread—folks must know 
of it. And so the man in charge of all 
the business promotion work for the 
entire chain was sent for. The prob
lem was put before him. He analyzed 
it, he studied it from every angle, he 
formed a plan, comprehensive, com
plete, built it up, piece by piece, until 
each detail, each item, was in its proper 
place. And then he put this plan into 
operation. Letters went out, contacts 
were made, billboards erected, certain 
features stressed, certain things em
phasized in a new way—free garage, 
such as on the billboards, to state one 
case alone. Yet, through it all, com
mon to each different method, to each 
individual type, the same keynote 
rings out, “Personal, Interested Ser
vice.”

After all, a hotel isn’t a building 
alone. It is the atmosphere, the spirit 
in the place which makes a hotel what 
it is. Hotel Detroiter is a beautiful 
home—the lobby second to none in the 
city. The rooms are good, too. Clean,

up-to-date with all the modern fixtures 
and, in addition, it has something, call 
it spirit, morale, or what you will, that 
intangible, indefinable reality which 
means home. For in back of every
thing, pervading everything is that 
ideal, old, yet always new—an ideal 
fostered by Knott management—“Per
sonal, Interested Service.”

Items From the Cloverland of Michi
gan.

Sault Ste. Marie, April 6 —The 
weather man surely made a hit Easter 
Sunday. The sunshine and mild
weather gave the ladies a delightful 
opportunity to show their new Spring 
hats and Easter togs. The men also 
seemed to be supplied with new 
Spring attire. With all of the auto
mobiles out it surely made the natives 
look as if prosperity was back in full 
swing. We must admit that our peo
ple are a lot of good spenders, which 
is a move in the right direction.

Fred Shaw has returned from Miiir 
neapolis, where he attended a business 
meeting of his house, the Gamble- 
Robinson Co.

W. W. Warra, who has been con
ducting a men’s furnishing store on 
Ashmun street for the past several 
years, has discontinued business and 
will engage in some other line.

Perfection may never be reached, 
hut it is worth reaching for.

Lake Superior is open for naviga
tion this spring earlier than in any 
year since 1914. It is seldom the lake 
is open any time during March.

Samuel Gianakura, whose serious 
i! nc-'s was mentioned in our column 
last week, passed away April 1. He 
was identified with the confectionery 
business here for the past twenty-nine 
years with his brother Christopher, in 
the American ice cream parlor.

The $790.000 bid of the Connolly 
Contracting 'Go., of St. Paul, Minn., 
has been approved by the U. S. Gov
ernment Engineers and has been sent 
to the contractor for his signature. 
The work calls for the deepening of 
the rock cut, twenty miles below the 
Sault. Work will start as soon as the 
ice is out of the river. The work is 
expected to take all of this season and 
part of 1932. The companv has un
til December, 1932, to complete the 
work. It is estimated that about 500 
men will be required to do the work.

The ford Motor Co. has made addi
tional purchases of 1,300 acres of iron 
ore lands in Dickinson county. The 
property was purchased from John 
Marsh, of Chicago, president of the 
Wisconsin & Michigan Railway Co., 
and a former resident of Iron  ̂Moun
tain. It includes a controlling interest 
in the Millie mine of that city.

A. H. Mann, peninsula division 
superintendent of the Soo Line Rail
way, with headquarters at Gladstone, 
is leaving for Enderlin. North Dakota, 
where he becomes superintendent of 
the Minneapolis-Portal division. The 
new post is the highest which can. be 
reached on the Soo Line as division 
superintendent. James R. Branley, 
former trainmaster at Gladstone, more 
recently located at Bismark, North 
Dakota, succeeds Mr. Mann at Glad
stone.

Did you ever know that the man 
who continually banks on his dignity 
soon overdraws his account?

The Northwoods Manufacturing Co. 
will operate the Manistique handle 
plant, formerly owned by the Thomas 
Berry Chemical Co., beginning April 
1. Two machines are being placed in 
operation and thirty to thirty-five men 
wi 1 be employed. The prime movers 
in the enterprise are Charles R. Slining, 
of Gladstone, and Alex Robertson, of 
Masonville. J. F. Hollenbeck, of Man
istique, is mill superintendent.

One of our Upper Peninsula county 
agents endorsed a note for $75 last 
year for a farmer friend. It looks now 
as if the agent will have to pay it. This 
brings up the varn about St. Peter, 
who was checking off the line at the 
pearly gates. He started a lot of bank
ers, dentists, lawyers and so on for the 
realms and said to the next in line, 
“What w-as your business?” “I was 
an Upper Peninsula county agricultural 
agent,” said the newcomer. “Gome on 
in, boy,” replied St. Peter, “you’ve had 
hell enough.”

A report from the game wardens and 
woodsmen from Newberry that wolves 
?re killing deer in the McMillan yards 
this week indicate that wolves are on 
the increase in this locality. The game 
wardens are mapping out a campaign 
of extermination.

William G. Tapert.

The social engagements a husband 
makes for his wife never seem to 
turn out very well.

The Michigan Tourist and Resort Association perm its Michigan 
people to give publicity to  some of their very  much worthwhile 
activities in the show w indow of its store in Chicago. H ere is 
w hat the F rem ont Canning Co. showed one week recently.
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Good Time To Eliminate Friction.
A nn A rbor, A pril 6— The A nn 

A rbor convention com m ittee are 
of the opinion tha t this, the thirty- 
third annual convention of the 
Michigan Retail G rocers and  M eat 
D ealers Association is to be one 
of the best and  largest ever held 
within the State.

W e will have during this con
vention thé largest num ber of re 
tail grocers and  m eat dealers from 
the Southeastern section of Mich
igan ever having attended  a con
vention of this nature. It is our 
expectation tha t an unusually 
large num ber of D etroit m en will 
be present.

It is m y hope tha t this conven
tion will tend to build up a m em 
bership in the S tate Association 
equal to that of years gone by, 
which I understand was a t one 
tim e eighteen hundred' in number. 
I also believe tha t the thirty-third 
session will go far tow ard uniting 
the grocers and m eat dealers, and 
getting unified action; for their 
line of endeavor in the S tate of 
Michigan. As you are well aware, 
there has been considerable fric
tion within the S tate organiza
tion as well as friction with other 
S tate organizations.

A  m ore opportune tim e was 
never a t hand to sm ooth out some 
of the difficulty which this organ
ization has faced in the past few 
years. T he w riter believes that 
the A nn A rbor Association will, 
as a body, try  to do their utm ost 
to build  up and  prom ote the S tate

organization to  a  higher level, 
w ith one purpose in mind, better
m ent of the grocery and m eat 
business within the S tate of Mich
igan.

W ith the above in mind, we 
extend again a hearty  welcome to 
all retail grocers and m eat dealers 
in the S tate of Michigan to attend 
the 1931 convention.

Leigh H. Thom as.

New Medium For Commercial Exploi
tation.

New Advertising Media: The De
partment of Agricultrue is putting out 
a two-reel motion picture showing how 
prunes are grown and handled, and 
how they are marketed co-operatively; 
a bureau of the Department is devoted 
to work of this kind. Many industries 
and large distributors are now using 
motion pictures as a means of pro
moting public interest in their opera
tions and products. Motion picture 
theaters are accepting pictures of this 
kind as part of their programs. It is 
evident that we are well on the way to 
development of a new medium for com
mercial exploitation. The radio, en
larging the range of our ears to all 
parts of the world, has taken a definite 
place in this field through the agency 
of the spoken word. The film, extend
ing our faculty of observation by sight, 
is adding still another facility to the 
means of attracting the attention of 
possible buyers of goods. Some pub
lishers, whose stock in trade is the 
printed page, view these accessions to 
advertising media with dislike. They 
fear that any departure from the older

forms of advertising, by taking a part 
of the advertising appropriation, will 
cut down the publisher’s share. This 
view, we believe, is mistaken. The 
experience of most large advertisers is 
that the new advertising media are use
ful mainly in energizing the older me
dia. The average man or woman whose 
ear or eye has been caught by the 
fleeting word or picture responds more 
readily to a printed account of what 
has been heard or seen. The impulse 
of desire may be aroused by the pass
ing show; the published details are 
needed to give this impulse practical 
effect. Temporarily new advertising 
media may tend to spread out the ap
propriation In the long run, if they 
are sound, they can only enhance the 
value of the advertising medium which 
does the job completely.

... . ■ ♦- -----
Periods of Depression Present Un

usual Opportunities.
The distressing period which made 

itself acutely felt in October, 1929, and 
now seems to be drawing to a close 
has tested business management with 
unusual severity. We knew now bet
ter than ever that qualities of leader
ship which serve admirably in pros
perous times are not always to be 
depended on when conditions are ad
verse. Many concerns that won en
comiums for success when success was 
easy failed to hold their own when 
difficulties beset them. The reasons 
for this are not obscure. Business is 
as subject to emotions as other af
fairs of life. When hope is in the as
cendant creative faculties have free 
rein; decisive action is natural and

native energies have full play. A cloud
ed outlook inspiring fear is repressive; 

it checks creative instinct, begets ir
resolution and hampers constructive 
effort. Business management that 
makes the best of a bad situation frees 
itself from the trammels of personal 
feelings and keeps its mind on funda
mentals. It adjusts its affairs to pre
vailing tendencies and looks for guid
ance in immutable facts that lie be
neath the surface. To business man
agement of this character periods of 
depression present unusual opportuni
ties. Pursuing the even tenor of its 
way, it keeps headed toward a plainly 
seen goal whether its progress is fast 
or .slow, looking to the causes rather 
than to the occasions of change in pace.

New Items Bolster Electrical Sales.
In an attempt to overcome the sea

sonal slump in sales usually occurring 
in April, manufacturers of electrical 
household appliances are bringing out 
a number of new items to attract trade. 
Improved models of percolators, toast
ers, wafPe irons and other products 
will be shown to buyers this week. 
Among the new items is an electric 
kettle designed to meet the require
ments of dwellers in small apartments. 
The kettle, which is equipped with a 
thermostat controlled heating unit, is 
designed to retail around $7.50. Al
though a few jobbers have been in the 
market looking for electric fans and 
other Summer items, little business has 
been booked in that division.

The merchant who runs his business 
by guess generally guesses wrong.
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MOVEMENTS OF MERCHANTS.
Rochester—Paul E. Bedell will open 

a men’s furnishings storè at 330 Main 
street.

Grand Rapids—Fire in the Hoffman 
department store in Creston Heights, 
April 4, entailed a loss of $12,500.

Detroit—The Colonial Department 
Store, 25 State street, has increased its 
capital stock from $200,000 o $450,000.

Detroit—Richard Klein Hairdresser, 
550 Washington Arcade building, has 
changed its name to Richard Klein, 
Inc.

Homer — Fire destroyed the store 
building and clothing stock of H.
E. Shear, entailing a loss of about
$ 20,000.

Grand Ledge—Fred Wareham and 
Robert Rogers have engaged in the 
cigar and tobacco business in the 
Granger building.

Albion—L. D. Gray, formerly of 
Jackson, ,has purchased the Albino 
Fish Market, 109 West Porter street 
and taken possession.

Ludington—Wyat & Son, of Bass 
Lake, have engaged in business at 318 
South James street, dealing in elec
tric refrigerators, Pyrofax, etc.

Hillsdale—W, F. Munk and Harry 
A. Smith have engaged in the furni
ture business at 6 South Howell street 
under the style of the Munk & Smith 
Furniture Co.

Charlevoix—H. A. and J. Dahlquist, 
recently of Cadillac, has opened a five- 
cent to a dollar store in the Birn- 
krant building, under the style of the 
Bargain Store.

Fremont—The Stowe-Peterson Lum
ber Co. has been incorporated to deal 
in lumber and building materials with 
a capital stock of $25,000, alfsubscribed 
and $5,000 paid in.

St. Clair—Arthur John Trolley, 79,. 
died at his home following a short 
illness. Mr. Trolley conducted a re
tail boot and shoe store here for the 
past seventeen years.

Detroit—The Central Cigar Shops,' 
304 West Lafayette boulevard, one of 
a chain, has been incorporât^ with 
a capital stock of $25,000, $3,000 being 
subscribed and paid in.

Flint—Harnady Bros, have opened 
the eleventh store of their chain here. 
It Occupies a double store 60 feet wide 
and 125 feet deep and is located at 
3313 South Saginaw, street.

Howell—Henry H. Wines has pur
chased the interest of his partner, 
Floyd Weeks, in the drug stock of 
Wines & Weeks and will continue the 
business under his- own name.

Flint—The Flint Refrigeration Co., 
406 North Saginaw street, has. been 
incorporated' to sell electrical refriger
ators with a capital stock of $25,000, 
$7,000 being subscribed and paid in.

Mt. Pleasant—The Mt. Pleasant Su
gar Co. has been incorporated to deal 
in sugar and sugar beets with a capital 
stock of 10,000 shares at $10 a share, 
$90,000 being subscribed and paid in.

Hamtramck — The Conant-Caniff 
Hardware Store, 11303 Conant avenue, 
has been incorporated to conduct a re
tail hardware store with a capital stock 
of $5,000, all subscribed and paid in.

Traverse City—The Gronseth Shoe 
teyrn business district^ opened in the 
store, the newest addition to^he down-

City book store building. Conrad A. 
Gronseth, of Suttons Bay, is proprietor.

Detroit—The Wondersign Corpora
tion, 7763 Mack avenue, has been in
corporated to deal in signs and adver
tising novelties with a capital stock of 
$5,000, $1,000 being subscribed and 
paid in.

Detroit—The H. Rowley Co., 
1422 Woodward avenue, has been in
corporated to manufacture and deal in 
artificial limbs, trusses, etc., with- a 
capital stock of $1,000, all subscribed 
and paid in.

Detroit—The Standard Fruit Co., 
Inc., 1852 Napoleon street, wholesale 
commission merchant, has been incor
porated with a capital stock of 1,500 
shares at $100 a share, $124,500 being 
subscribed and paid in.

Lansing—J. H. Dancer, Stockbridge, 
president of the D. & C- Stores, has 
leased the Scofield building, 200-202 
East Grand River avenue and will 
occupy it with a D. & C. five-cent to 
a dollar store about May 1.

Lansing—B. A. Stickle, Inc., 1804 
Capital Bank Tower, has been incor
porated to. deal in beans, grains, etc., 
as broker and jobber, with a capital 
stock of $25,000, $10,000 being sub
scribed and $2,500 paid in in cash.

Saginaw—Porter Drug, Inc., 623 
East Genesee avenue, has merged its 
retail drug business into a stock com
pany under the same style with a 
capital stock of 10,000 shares at $1 a 
share, $2,000 being subscribed and paid 
in.

Detroit—Nicholas Kappaz, grocer at 
14507 East Jefferson avenue, has merg
ed the business into a stock company 
under the -style of the E,. Kappaz Gro- 
eery, .Inc., with a ■ capital stock of 
$15,000, $4,000 ofi which has been Sub
scribed and paid in.

Detroit—The Vito Chemical Corpo
ration, 3423 Barium Tower, has been 
incorporated to deal in drugs and 
chemicals at wholesale and retail with 
a capital stock o f  $25,000 preferred and 
5,000 shares no par value, $1,000 being 
subscribed and paid ini

Detroit — Gailwood-Hopkins, Inc., 
’3903; Nottingham Road, has. been in
corporated to manufacture and deal 

f  in wood, paper, metal and fabric prod
ucts, with a capital stock of 1,800 
shares at $10 a share, $18,000 being 
subscribed and paid in.

Kalamazoo—Harry Velleman, for
merly of Kalamazoo but recently of 
Hannibal, Mo., has leased the store 
at 114 North. Burdick street and is re

f-modeling and redecorating it prepara
tory to occupying it with a stock of 
women’s ready-to-wear garments.

South Haven—Orlinsky Bros., 423 
Phoenix street, dealers in groceries, 

t  meats and other food products, have 
merged the business into a stock com
pany under the style of the City Gro
cery, Inc., with a capital stock of $15,- 
000, $10,000 being subscribed and paid 
in.

Brighton—-Ira AV. Case & Sons, are 
f .  conducting a closing out sale of the 

entire stock of dry goods, shoes, etc., 
preparatory to retiring from trade. The 
store was founded by the late Ira W\ 
Case in the early fifties and since jiis 
death has been conducted by his two 
sons.

Owosso—The Knitting Mills Store, 
Main and Park streets, has been re
opened under the style of the Knitwear 
Store, with practically the same stock 
as was carried prior to its closing sev
eral weeks ago, according to the an
nouncement of the new proprietor, C.
A. Storres.

Bangor—Barney Melnick, trading as 
Bangor Bargain Store, has been ad
judicated bankrupt following involun
tary bankruptcy proceedings. Assets, 
including stock valued at $6,000, are 
listed at $6,389 and liabilities at $8,077 
in schedules filed in U. S. District 
Court at Grand Rapids.

Marine City—It was revealed here 
when the will of Arthur J. Scott, Ma
rine City merchant, who died a week 
ago, was filed in probate court by his 
widow, Mrs. Mary Scott, that he had 
left an estate valued at over $52,000, 
of which all but $2,000 is personal 
property. The will specifies that the 
estate shall revert to four sons and a 
daughter upon the death of Mrs. Scott, 
who is left life use of the estate.

Kalamazoo—Twenty-seven jobbing 
concerns have signified their desire to 
participate in a series of friendship 
tours, promoted by the wholesalers 
bureau of thp Chamber of Commerce. 
That fact was brought out at a lunch
eon session of the jobbers, held last 
Friday at the Columbia Hotel. There 
are still eight concerns which are con
sidered prospects, and some of these 
are certain to be added to the list.

New Buffalo—A. F. Bliesmer, for 
forty-seven years in the shoe and men’s 
furnishings business has sold his stock 
and store fixtures to John Wener, of 
Chicago, who will conduct the store 
during the summer at least. Mr. 
Bliesmer, who is 73 years of age, will 
retire from trade. Lorenz P. Bliesmer, 
son, who has managed the business 
since 1918, will now devote his entire 
attention to his real estate, insurance 
and notary business.

Redford—The Redford Public Mar
ket, with ten different merchants ca
tering to the public, providing flowers, 
confectionery, cigars, fruit, meats, fish, 
baked goods, dairy products, groceries, 
delicatessen and soda fountain service 
has opened for business in the Leech 
building which has been thoroughly re
modeled and equipped with the latest 
and most modern fixtures and equip
ment, at an estimated cost of $35,000. 
Melvin Robinson is general manager.

Ferndale—B. F. Wiegand, former 
vice-president and cashier of the closed 
Ferndale State Bank is working hard 
on a plan to re-organize and open the 
bank. Substantial progress has been 
made in the pledging of the $100,000 
necessary. It is proposed to take over 
the sound assets and deposits of the 
old bank which was in a position to 
pay all its depositors dollar for dollar 
Mr. Wiegand states, if it had not been 
handicapped by those who became 
panicky.

Prescott—The Farmers’ Exchange 
Bank, a private institution, capitalized 
at $12,000, has been placed in the hands 
of the First National Bank of Bay 
City, as receiver. It appears that the 
assets will be sufficient to take care 
of all the liabilities but that it will take 
some time to work out the difficulties,

principally “frozen” farm paper. It has 
been announced that the Samuel N. 
Weinberg Mercantile Co., which con
ducts stores at Prescott, West Branch, 
Twining and Omer, is not involved in 
the receivership. The stores are said 
to be in A1 condition and will continue 
as in the past.

Manufacturing Matters.
Manistee—The Hardy Salt Co., St. 

Louis, Mo., has purchased the plant 
of the Michigan Tanning & Extract 
Co. and will manufacture chemical by
products.

Grand Rapids—The Hoekstra Ice 
Cream Co., 1600 Jefferson avenue, S.E., 
has increased its capital stock from 
$100,000 and 50,000 shares no par value 
to $250,000.

Albion — At the regular monthly 
meeting of the directors of the Albion 
Elevator Co., a cash dividend of 25 
per cent, on the capital stock of the 
company was declared.

Grand Rapids—DeKruif & Co., 944 
Grandville avenue, has been incorpo
rated to do general manufacturing with 
a capital stock of $50,000, $30,000 of 
which has been subscribed and paid in.

Lansing—Joseph L. Boyer and John 
M. White have acquired the plant and 
stock of the Lansing Products Co., 
403 East Shiawassee street, and will 
continue the business under the style 
of the B. & W. Candy Co.

Dearborn—Laing & Co., 2431 Dun
ning avenue, has been incorporated to 
manufacture and sell sewing boxes, 
kits, and other novelties, with a capital 
stock of $15,000, $13,560 being sub
scribed and $5,460 paid in.

Traverse City—The last unit of the 
Hannah & Lay Mercantile Co. has 
changed hands with the purchase of 
the Hannah & Lay hardware stock 
by Gordon C. Pharo, who will con
duct the business under his own name.

Detroit — The Wolverine Saw & 
Knife Co., 6501 Mack avenue, has been 
incorporated to manufacture and sell 
chisels, saws and other tools with a 
capital stock of 5,000 shares at $1 a 
share, $4,000 subscribed and paid in.

Lake Odessa—The Lake Odessa 
Canning Co. has about completed its 
acreage contracts for the coming year, 
according to the general manager, 
Walter J. Reed, who reports 800 acres 
of peas, 830 acres of sweet corn, 250 
acres of string beans, 250 acres of lima 
beans and 300 acres of red kidney 
beans have been contracted and that 
there will be some additional acreage 
from individual plantings not under 
contract.

Traverse City—The Traverse City 
Canning Co. has begun the erection of 
a canning plant across the street from 
its cherry cannery on Lake avenue. 
The new plant will be constructed and 
equipped at a cost of about $20,000, 
Clayton Lardie, secretary of the com
pany, said. The bulding will be de
voted exclusively this year to the can
ning of stringless beans, although in 
coming years the company expects to 
expand into the canning of beets, car
rots, pumpkins and other vegetables. 
For the first year the company will 
be content with the production from 
100 acres of beans now under contract 
in the vicinity of Grawn, Kingsley and 
Manton.
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Essential Features of the Grocery 
Staples.

Sugar—'Jobbers hold cane granu
lated at 5.20c and beet granulated at 5c.

Canned Vegetables-r-The ‘firming up 
of California spinach was a feature of 
the week, although not entirely unex
pected. It has been predicted that an 
appreciable amount of the small acre
age this year would turn color, thus 
making it unfit for canning purposes. 
This is what happened and Southern 
California prices were affected. East
ern pack vegetables are unchanged. 
The price structure is well maintained, 
although there were some soft spots 
apparent. Buying is restricted to 
small lots as usual.

Dried Fruits—-From California con
tinued reports of confidence are heard, 
even with a fractional easing off of 
medium and small sized prunes. The 
raisin pool has definite control of that 
item, and will advance the price period
ically, as much as the market will bear 
without halting the movement of 
raisins into consuming channels. 
Northwest prunes are down to around
1,000 tons, and these are very closely 
held. The future market for evapor
ated apples appears to be more favor
able, as demand from Europe has 
created an outlet which has absorbed 
the low-priced New York State sur
plus and has left unsold stocks in both 
the East and West in a position to 
clean up at better prices. Apricots, 
peaches and pears are practically all 
gone. Very few packers have any 
fancy grades to sell, and those who 
have are holding them for the usual 
premium which scarcity insures. There 
was a slightly easier tendency in choice 
apricots recently, but not enough to 
disturb the confidence of shippers. 
Prices here are attractively based for 
the buyer. In view of the situation in 
the primary markets, there should be 
little fear of lower quotations on any 
item, but the prejudice against build
ing up inventories which seems to be 
general at this particular time keeps 
shelves and warehouses lightly stocked.

Canned Fish—The low price quoted 
on sockeyes has been effectual in stimu
lating this variety of salmon through
out the winter also, until at the pres
ent time unsold stocks are compara
tively moderate. Chinooks have suf
fered, of course, by the wide differen
tial between them and sockeyes when 
the price on the latter was lowered. At 
the present time a survey of present 
conditions and future possibilities of 
Chinook salmon is under way, in the 
large distributing districts of the coun
try and upon the results of this survey, 
Columbia River canners will base their 
plans for production in the coming 
season. Prices to fisherfnen will prob
ably be revised and other economies 
effected to restore Chinooks to a more 
favorable competitive level.

Nuts—Ih the unshelled nut group, 
stocks are so closely cleaned up that 
there are no price fluctuations. Only 
a small surplus of California walnuts 
and almonds remains to be sold and 
these nuts are finding their regular 
outlets. The shelled almond market is 
very firm abroad. Apparently, Span
ish shippers are practically cleaned up 
as offerings from the producing dis
tricts in that country have almost

ceased. Italy is firm with a tendency 
to go higher, owing to storm damage 
in the Northern part of the country to 
the new crop. Levant shelled . filberts 
have reacted upward as a result of 
storms in Turkey. All primary walnut 
markets are firm. 'Manchurians are 
exceptionally scarce, and may not last 
in some hands until new arrivals. 
French shippers are still advancing 
prices on such few offerings as they 
make to this country. Shelled pecans 
are moving in a moderate way to regu
lar trade outlets.

Rice—Trading in rice underwent no 
change here during the past week, as 
the trade is determined on its policy 
of small-lot buying. Stocks are not 
very heavy here and there is little like
lihood of price changes. In the South
ern producing states the situation con
tinues to be controlled by the grow
ers. Supported by the Farm Board, 
they are holding the balance of their 
stocks for what they believe adequate 
prices. Short grains of the better 
grades are only in moderate supply, 
while all long grains are scarce and 
closely held.

Sauerkraut—A very poor demand is 
reported. With stocks large prices 
continued to show losses. Bulk kraut 
was offered to wholesalers at as low 
as $4.50, according to reports.

Vinegar—'Although suffering from 
the usual' seasonal slump in demand 
dealers remarked the business for the 
first three months of the current year 
was much ahead of the same time a 
year ago. Quotations were unaltered.

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

follows:
Spies, A G rade_____________ $3.00
Spies, Commercial ____________1.85
Spies, Baking________________ 2.50
Spies, Fancy ________________ 4.00
Baldwins, A Grade____________ 2.50
Baldwins, Commercial__ t ____1.60
Jonathans, A G rade___________ 2.40
Jonathans, Commercial ________1.60
Starks, A Grade ______________1.85
Starks, Commercial ___________ 1.50
Cooking Apples, all varietys___1.25
Western apples command $3 for De
licious and $2.75 for Winesaps.

Bananas—4H@5c per lb.
Beets—65c per bu.; new from Texas 

80c per doz. bunches.
Butter—The market is lH@2c lower 

than a week ago. Jobbers hold i  lb. 
plain wrapped prints at 27Hc and 65 
lb. tubs at 26c for extras and 25c for 
firsts.

Cabbage—75c per bu.; new from 
Texas, $2.50 per crate of 80 lbs.

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

Cauliflower—$2.75 per crate of 12.
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, $2 per 

doz.
Dried Beans—Michigan jobbers are 

quoting as follows:
C. H. Pea B eans____ ___!____$4.10
Light Red Kidney___________ 10.00
Dark Red K idney___________ 10.50

Eggs—Jobbers pay 18c for strictly 
fresh.

Grapefruit — Marsh Seedless from 
Texas is sold as follows:
54  $4.00
64    3.75
7 0 _______ ——_____ ________ 3.75
8 0 ______— ___________ _____ 3.50
Extra fancy sell as follows:
5 4 ___       $3.50
64 _________________________  3.25
7 0 __________________________ 3.25
8 0 _________________________  3.25
9 6 __________________________ 3.25
Choice is held as follows:
54 ____________________  $3.00
6 4 ...................    3.00
7 0 __________________________ 3.00
8 0 __________     3.25
96 ________________________ .  3.25
Bulk, $3.25 per 100 lbs.

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

following basis:
Imperial Valley, 4s, per cra te___$3.75
Imperial Valley, 5s, per crate___3.75
Hot house leaf, in 10 lb. baskets_1.00

Lemons—To-day’s quotations are as 
follows:
360 Sunkist_________________ $5.75
300 Sunkist __________________ 5.75
360 Red B a ll_____ . . . _______4.75
300 Red Ball ________________ 4.75

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

Navels are now sold as follows:
126
150
176
200
216
252
288
344

.$4.00 

. 4.00 

. 4.00 

. 4.25 

. 4.25 

. 4.25 

. 4.25 

. 4.00
Floridas extra fancy are held as fol
lows:
126   $3.75
150_______________  3.75
176-------------------------------------- 3.75
200 _________________________ 3.75
216---------------------------------------3.75
252 _____________   3.50
288 _________________________ 3.50
Florida fancy are held as follows:
126
150
176
200
216
252
288
324

.$3.50 

. 3.50 

. 3.50 

. 3.50 

. 3.50 

. 3.25 

. 3.25 

. 3.25
Bulk, $4.50 per 100 lbs.

Onions—Spanish from Arizona, $2.50 
per crate; home grown yellow in 100 
lb. sacks, $1.20.

Parsley—50c per doz. bunches.
Peppers—Green, 65c per doz. 'or 

California.
Potatoes—‘Home grown, $1.10 per 

bu.; Wisconsin, $2.25 per 100 lb. sack; 
Idaho, $2.65 per 100 lb. sack; 75c per 
25 lb. sack.

Poultry—Wilson & Company pay as
follows:
Heavy fowls---------   22c
Light fowls___________________ 19c
D ucks_____________  14c
Geese _______________    12c

Strawberries—22c per pint for Louis
iana fruit.

Sweet Potatoes—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_______ _______________ 12 c
Good_______________________  9c
Medium_____________________ 8c
P o o r_____    8c

Fall Woolen Colors Announced. 
Advance swatches of forty-eight colors 
shown on the 1931 Fall Color card 
for the woolen industry were sent pro
ducers this week by Margaret Hayden 
Rorke, managing director of theTextile 
Color Card Association. Outstanding 
in the new group of colors are a num
ber of shades interpreting the French 
colonial motif. Several shades of 
brown, gray in cast and shading al
most to black, are featured. Yellow 
and ruddy browns are also represented. 
Rust, deep reds, greens, blues of the 
navy types and several interpretations 
of beige are included.

Practices Not Condemned.
Simplification and uniform cost ac

counting have not been questioned, in 
their economic application, by any of 
the recent anti-trust suits brought by 
the Government. This is contrary to 
reports that the Department of Justice 
and Commerce are at odds over the 
adoption of the practices. It is only 
the illegal use of simplification and 
uniform cost accounting in some form 
of price-fixing that has been con
demned.

Fruit of Loom Muslin Advanced.
Ffruit of the Loom muslin has been 

advanced He per yard to 14Hc. The 
new price covers deliveries for May 
and June. The last previous advance 
by this company was made on No%\ 1, 
when a similar rise of He was put into 
effect. Bleached muslins have shown 
a decidedly stronger tone during the 
last two weeks, with firmer prices on 
the four-quarter styles.

In the Shadow.
Gan I fight an o th e r day?
No—I cannot:
Oh! I pray
L e t th is  sorrow ing d epart 
I t  is  c rushing  so m y h eart.
Take, Oh! T ake th is  g rief aw ay  
H elp  me! H elp  me!
Lord  to-day.

Seeing?
Y et I canno t see 
W hy th is  happened th u s  to  me 
Did I no t h is  hopes approve 
Cherish them  w ith  fe rven t love 
As becom es a  happy wife 
F o r w as he m y very  life.

B u t if blind th is  sorrow  be 
Oh th a t!— I had  eyes to see 
M eanings
W hich afflictions heard  
In th is  m y ste ry —Oh Lord;
’’"or I canno t 
Jan n o t say
My beloved h as  gone awa'y.

L et one ra y  of hope shine th rough  
Till shall b u rs t in fuller view 
T h a t g re a t sunbeam  
From  th e  h e a r t 
Of the  F a th e r  
To im part
Y et a  blessing—yea begun 
As w e say : “T hy  will be done.”

So, dea'r M aster
Lead us on
Yet toge the r
Loves have won
Then th e ir  g re a te s t v ic tory
W hen a p a r t
T hey  hence shall be
P u re r
D eeper
C onstan t still
As we bow beneath  T hy  will.

C harles A. H eath . -

Success of opera singers is usually 
better pronounced than their names.
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IN THE REALM OF RASCALITY.

Questionable Schemes Which Are 
Under Suspicion.

Representing that he is a descend
ant of the family of the late President 
James Madison, that he is a distin
guished physician and that a device of 
his invention has unusual healing qual
ities, Dr. Rodney Madison, president 
of Dr. Rodney Madison Laboratories, 
Inc., Indianapolis, is the recipient of 
an order from the Federal Trade Com
mission.

Madison is directed to discontinue 
advertising in connection with the 
sale of his magnetic device called 
“Vitrona”, that, when applied to the 
human body, it will cure or help cure 
diseases or has “any curative or thera
peutic value, action or effect whatso
ever.”

The Vitrona consists of a small cir
cular belt containing 600 turns of in
sulated copper wire and covered with 
leather or rubber. There is a connec
tion with a “control” box and with 
the electric light current in a house. 
The control box is said to regulate the 
strength of the magnetic field created 
by “Vitrona”.

That the box does not control the 
magnetic field strength, but is a mere 
subterfuge to promote the sale of the 
article, that “Vitrona” is incapable of 
transmitting sufficient energy to the 
human body to be of therapeutic value 
and that it will not cure by magnetism 
nor aid in the treatment of diseases, 
are the chief findings of the Commis
sion.

It was advertised that the device- 
would cure or benefit such diseases as 
high blood pressure, rheumatism, neu
ritis, goiter, constipation, varicose 
veins, kidney trouble, eczema, nervous 
disorders, asthma, stomach trouble, 
insomnia, neuralgia, ulcers, bronchitis, 
tumors, protate troubles, and pulmo
nary tuberculosis.

Dr. Madison is also ordered to stop 
the following representations: That the 
magnetic field of the device magnetizes 
any part of the body or sets up elec
tric currents therein; that the device 
is based upon or makes practical ap
plication of biological, chemical or 
electrical discoveries and theories of 
well known scientists; that Dr. Rod
ney Madison is a graduate of a college 
of medicine and surgery or holds a 
degree of Doctor of Medicine or is an 
experienced or skilled physician or that 
he has had a long, honorable career 
as physician or that he is a noted in
ventor or is a descendant of the family 
of the late President Madison.

The artificial coloring of beads used 
in women’s necklaces is involved in an 
order of the Federal Trade Commis
sion to I. Shainin & Co., New York 
dealers in art goods, who are directed 
to cease selling as “Rose Quartz 
Beads” beads that are dyed or arti
ficially colored, unless the fact of such 
coloring is properly designated.

Beads cut from rose quartz and hav
ing a natural rose color have been sold 
for years for use in women’s neck
laces. The term “Rose Quartz” has 
come to signify to the trade and public 
the type of bead cut or carved from 
rose quartz having a natural rose

color not heightened or deepened by 
artificial means.

Subsequent to issuance of the Com
mission’s complaint, the company 
abandoned the designation “Rose 
Quartz Beads” and adopted the prac
tice of describing its goods as “Rose 
Quartz Beads Artificially Colored” as 
is now called for in the Commissioner’s 
order.

The order is the result of an agree
ment between attorneys for both the 
Commission and for the respondent 
and approved by the Commission. Tes
timony and evidence had been intro
duced following issuance of the Com
mission’s complaint. It was then stipu
lated that introduction of further evi
dence on behalf of eiher party, as well 
as report of the trial examiner, briefs 
and oral arguments, would be waived 
and the Commission would proceed 
to file its report setting forth its find
ings and conclusions and to issue an 
appropriate order to cease and desist.

Michigan Has 10,350 Grocers.
The vastness of Michigan’s business 

is shown in the R. L. Polk & Co., 
Michigan State Gazetteer and Business 
Directory which is now being distrib
uted to purchasers.

Included in the thousands of busi
ness establishments in the State are 
10,350 grocers, the directory shows, 
while 5,520 restaurants are listed.

Do you know how many apartment 
houses there are in Michigan? Accord
ing to the directory there are 2,645. 
And how many clergymen are there in 
the State? No less than 2,320, the di
rectory shows, while other interesting 
facts are revealed through an examina
tion of the book: Contractors, 8,840; 
drug stores, 2,415; lawyers, 4,500; phy
sicians, 5,375; real estate agents, 6,325 
and shoe repairers, 2,070.

Glancing down the list in the direc
tory the following additional facts are 
revealed: 160 classified advertising
agencies are in existence in the State; 
there are twenty airports; 140 art 
studios, 100 booksellers; 105 ceme
teries; 690 cigar stores, 920 hotels, 825 
movie theaters, 805 radio shops and 
230 well-borers.

The directory states that 5,060 bar
ber shops now are doing business 
throughout Michigan while only 1,725 
beauty shops are operating. In the 
State there are 2,760 dentists engaged 
in caring for Mr. Citizen’s teeth while 
4,025 confectioners fill the State’s 
“sweet tooth.” A like number of gas 
stations fill the tanks of Michigan cars, 
according to the new publication.

There are 2,300 general merchandise 
stores supplying the needs of the 
housewives of the State while another 
interesting statement made by the di- 

*recory is that 810 blacksmiths still do 
business. Harness dealers and repair 
men to the number of 200 also are en
gaged in business in a State which has 
made automobiles for the entire world.

The gamut of modern business is run 
in the State, the directory shows. In
cluded in the list are four commercial 
alcohol dealers who are in business in 
Michigan; there are two bathing suit 
manufacturers; two bead dealers; one 
catalogue compiler; one chair renter; 
three dog food manufacturers; three

doll hospitals and fifteen tree surgery 
firms.
Annual Meeting of Albion Business 

Men.
Albion, April 6—At the twentieth 

annual meeting of the Albion 'Business 
and Professional Men’s Association A.
H. Dew was elected president to suc
ceed Carl E. Mounteer. Other officers 
chosen for the ensuing year were: J. 
C. Bedient, vice-president; E. Floyd 
Hoaglin and F. S. Moore, re-elected 
secretary and treasurer, respectively, 
and Ralph R. Bullen, member of the 
board of directors for three years.

During the meting which followed 
a dinner, the reports of the secretary 
and treasurer were submitted and ap
proved. In his report, Secretary Hoag
lin outlined the activities in which the 
Association had participated during the 
last year. The most important of 
these were dairy day, the sponsoring 
of an Albion float in Marshall’s cen
tennial parade last July and the annual 
merchants’ Christmas activity. In re
gard to this latter event, it was re
ported that $95 in unclaimed prizes had 
been given to the social service com
mittee of the Albion Federation of 
Women’s Clubs for charitable pur
poses.

Among the services rendered by the 
Association, according to Mr. Hoag- 
lin’s report, were the furnishing of 
credit ratings of Albion residents to the 
eighty members of the organization, 
assistance in locating Albion people, 
aid in the collection of bills and the 
answering of some 1,800 telephone en
quiries regarding the credit rating of 
local individuals. Manv of these calls 
were received from non-members of 
the Association both in this city and 
elsewhere, the report stated.

In concluding the meeting, a discus
sion of local transportation of freight 
was discussed. It was the opinion of 
several members of the Association 
that the growing tendency to receive 
freight shipments by truck rather than 
by train was depriving Albion dray 
men of business they formerly received. 
No action resulted from the discussion. 
The matter of the sale in this city of 
bread made in other places was also 
discussed, but likewise no action was 
taken.

Don’t try to tell so much about what 
you are selling that the prospective 
buyer becomes confused. Make your 
points few and make them clear and 
strong.

Home Delivery of Freight Started.
Iron Mountain, April 6—Arrange

ments for door-to-door package freight 
service between certain Illinois, Wis
consin. Minnesota and Michigan points 
on the Chicago and Northwestern rail
way, affecting all communities served 
by the company in its Northwest sys
tem, will go into effect May 1.

rl. O. Ellingson, local agent said to
day he has received orders to make the 
necessary arrangements here.

"The new system, °f door-to-door 
freight, delivery,” Mr. Ellingson said, 
"wul be handled by some local dray
man, on contract, direct from our 
freight shed to Iffe store or office oi the 
individual to whom the goods are con
signed. Contract forms are being 
made up in the Chicago office for that 
purpose, and the local drayman will 
contract to handle the service on an an
nual basis.

"Local 'business men wishing to sub
scribe for the delivery service have 
only to designate that fact in ordering 
their merchandise, and the small added 
charge will be made on the invoice for 
the goods. The rate, according to the 
announced schedule, is five cents per 
hundredweight.

"There will be some business houses, 
no doubt, which will continue calling 
for their own freight, as in the past, 
Put others, we believe, will be glad to 
avail themselves of the new service.”

Chaos in Oil Industry.
Oil industry representatives, to the 

number of about 150, meeting last 
week Tuesday with the Federal Trade 
Commission to protest against the dis
carding of the rules of the recent pe
troleum trade practice conference, dis
closed that many hundreds of small 
and some large operators will be put 
out of business if certain present prac
tices are not eliminated. In explaining 
the greatest evil of the industry, the 
first spokesman explained that, due to 
overexpansion, overproduction and de
pressed conditions, petroleum distribu
tion is being conducted like the brew
ery business before prohibition. By 
leasing stations, furnishing equipment 
and stock and offering rebates and 
other inducements, the distributors 
have put thousands of irresponsible 
people in business, and without invest
ment on their part. The result is chaos 
in the industry.

Window Trim in the store of A. Hartsema, 826 No. Wood St., Muskegon
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There are m any grounds for anxiety as to the 
future of America. That I fully admit. All the 
same, I am as certain as I am that the sun will 
rise to-morrow, that they will be surmounted. 
I hold with W alt W hitm an that the future of 
Am erica is to be spiritual and heroic.

Your materialism is superficial; your nobility 
of soul is fundamental.

Your greatness rests not in your amazing nat
ural resources, your minerals, your oil, your 

* virgin soil, but in the energy and enterprise of
your people. It is your valor of mind and 
character and your millions of sane, God-fear
ing, steadfast homes that will prove your sal
vation. In that sign you will conquer.

I have no fears, then, as to the future of A m er
ica, and I put no limits to her prosperity. She 
w ants to conquer, no doubt, but only by the 
arts of peace, not by those of the sword. She 
w ants to help nations, but she w ants also to 
maintain her absolute independence. Exactly 
how she is to accomplish both her wishes is up 
to her to tell, not up to me; but that she will 
accomplish them  I do not doubt.

J. ST. JO E  STRA CH EY  
Editor London Spectator
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MUCH MORE BUSINESS DONE.
In a summary of the operating and 

financial statements of fifty of the 
largest general merchandise chains and 
department stores doing more than 
$2,500,000,000 of business last year, 
John Guernsey, in charge of the retail 
distribution phase of the last census 
and formerly manager of the retail 
Controllers’ Congress, has reached sev
eral interesting conclusions. His anal
ysis shows, for instance, that in their 
past fiscal year these stores sold $6.60 
of goods for each $1 invested in 
“closing” stock, as against only $5.60 
in 1929, wcihh he takes to indicate 
that stocks are now considerably lower 
than is accounted for by the decline 
in price levels.

He points out, however, that this 
interesting conclusion would be more 
significant if it were possible to deter
mine any factor with which to com
pute the extent to which stocks are 
depleted.

Further on in his analysis he points 
out that the average decrease in dollar- 
sales during the first quarter of 1931 
apparently will not exceed 8J4 per 
cent., “which correctly reflects the fact 
that well-managed retail stores are ac
tually doing 5 to 6 per cent, more busi
ness this Spring than they did a year 
ago.” Believe it or not, he adds.

Recently there has once more broken 
out among manufacturers and other 
sellers the complaint that retail stocks 
are being “starved” and that more lib
eral purchasing should be done. Per
haps the store statements do reflect 
this condition to some degree, although 
the reduction must be between 15 and 
20 per cent, under a year ago before 
anything but a price decline is indi
cated. Between these percentages the 
physical volume of inventories would 
be about the same as a year ago.

Then, again, it must be remembered 
that progressive stores are pushing the 
“best sellers” more than ever, which 
means restricted stocks, although it 
should also mean more frequent orders. 
Producers who are shaping their oper
ations to this retail policy probably 
find that orders are smaller but that 
they are running into larger volume 
in the aggregate.

OUR TRADE WITH RUSSIA.
There has always been something 

ironical about our trade relations with 
Soviet Russia. Statistics for the past 
year bring out this fact even more no
ticeably than is usual, for while we re
fuse to recognize the Communist re
gime and flirt with the idea of embar
goes on Soviet goods, Russia was the 
one country in the world whose pur
chases of American products increased 
to any considerable extent. The Soviets 
spent more money here during the last 
fiscal year than in any other country, 
not even excluding Germany, and have 
now become our third best customer.

In view of these developments, it is 
not surprising that the State Depart- 
men has undertaken to make a thor
ough survey of Russian affairs. This 
growing trade is an important item in 
our foreign commerce and we cannot 
possibly afford to be rushed into any 
hasty action on the exclusion of Rus
sian goods from this country without 
knowing just what we are doing. In

comparison with our exports to that 
country our imports seem almost neg
ligible, and to disturb the market for 
our exports in the interest of the small 
group in this country which feels itself 
subjected to unfair competition by 
Russian forced labor would be a highly 
questionable policy.

It is sometimes argued that the So
viets’ need for American products is so 
great that Russia will continue to buy 
here even though we raise the barriers 
against her own exports. But this is 
short-sighted reasoning. For the time 
being the exigencies of the Five-Year 
Plan may force Russia to buy in the 
American market, but our trade rivals 
may be counted upon to make the 
most of any restrictions we enforce 
against Soviet goods and to urge Mos
cow to buy where it can also sell.

Soviet Russia fills too large a place 
in world economy for the United States 
to be able to ignore its foreign trade. 
We need all the information we can 
obtain on actual conditions in the Com
munist state and on the basis of such 
facts must adopt and follow a definite 
commercial policy.

DRY GOODS CONDITIONS.
Hampered by unfavorable weather 

earlier in the week, retail sales spurted 
ahead toward the close of last week 
and, considering general business con
ditions, were regarded as fairly satis
factory for an Easter season in the 
midst of a depression. Since dress ac
cessories were in the most active de
mand, the retailers hope that the post
holiday period will offer them oppor
tunities for making larger sales.

In some sections of the country the 
stores have agreed not to start sales 
for anoher week or two, but this move
ment is not general and most concerns 
will launch immediately what they pre
fer not to call “sales,” but “promo
tions.” These will embrace apparel of
ferings principally, although home fur
nishings will also figure. Specially 
made merchandise and not job lots 
will be combined with clearance goods.

Spotty reports have been received 
so far on March results, and it is 
likely that the sales average for the 
country will not be much, if anything, 
over a year ago, despite the early hol
iday. The largest mail-order-chain 
system for its four-week period ending 
March 26 reported a decrease of 6.8 
per cent. The total sales were frac
tionally below those for the previous 
period.

While the wholesale merchandise 
markets finished up an Easter business 
which was only fair, there was cause 
for congratulation in many lines that 
few surpluses exist. The clean condi
tion of the markets means that manu
facturers will be able to ask prices 
whidh will allow them profits instead 
of having to sacrifice stocks.

PRICES ADVANCING.
Start of the second quarter brought 

few major developments in business, 
but basic activities were disclosed to 
have reached a “high” for the year in 
the preceding week, as indicated by 
the weekly index.

As against this favorable evidence 
must be set down another decline in 
comfiiodity prices, The Annalist week

ly index dropping to 108.1, with reces
sions in the farm product, fuel, metal 
and miscellaneous groups. Only one 
group, food products, advanced.

The so-called “sensitive” prices, 
those which generally precede others 
in movement, have recently, however, 
been moving up. A recent low was 
reached in the middle of February, 
from which a good advance has now 
been scored. From this it is argued 
that the commodity slump has about 
seen its worst.

The report on business failures last 
month brought a very high total of 
2,604, compared with 2,563 in the short
er month of February. There was a 
sharp upturn toward the end of the 
month. For the quarter there were 
8,483 failures, as against 7,368 for the 
corresponding three months of 1930. 
Liabilities rose to $214,602,374, as 
against $169,357,551 last year, indicat
ing that larger defaults are more com
mon.

With the advent of the outdoor 
season, employment is gaining. How
ever, the rate of increase for skilled 
workers appears to be small, since fed
eration of labor reports only a frac
tional gain from February to March, 
which is not much better than seasonal.

CODE OF TRADE RULES.
After a period of backing and filling 

which finally resulted in the scrapping 
of its previous regulations, the Federal 
Trade Commission during the week 
issued a code of trade rules for the 
luggage industry which is expected to 
serve as a pattern for the other eighty 
business groups which have adopted 
such programs. This announcement 
came on the same day that the com
mission heard the protest of the oil 
industry against the “revision” of its 
elaborate code after approval had been 
given to itby the Federal body.

The “model” code of the lgugage 
industry covers somewhat less ground 
than previous regulations of the sort. 
It is confined to those practices on 
which the courts have made rulings. 
At the same time the rules of chief 
interest to industry, such as the one 
on selling below cost, are merely re
statements of the basic law.

With these restrictions it seems that 
any rule might be added, such as one 
forbidding all members to walk on 
Fifth Avenue “with the intent and with 
the effect of injuring a competitor, and 
where the effect may be to substan
tially lessen competition or tend to 
create a monopoly or to unreasonably 
restrain trade.”

The Trade Commission, it appears, 
has come back to first principles and 
to this extent, at least, there has been 
a clearing up of the uncertainty which 
has plagued business by holding out 
possibilities of “co-operation” which 
the law actually forbids.

MEXICO’S GOLD RUSH.
History seems to repeat itself in 

Mexico, where a gold rush is going on 
with all the picturesque confusion, 
wildness and extravagance of Klon
dike in its prime. The trials of the 
trail, the tented city, the rough and 
ready jusice, the wide-open entertain
ment and the high prices are all pres
ent to recall the days when gold drew 
the toughest, roughest and most ven

turesome to old California and Alaska. 
There seems to be no doubt that gold 
is hidden in the hills of Sinaloa State 
in Mexico. The first stories savored 
of extravagance, with yarns of ore to 
be taken from the ground with sticks 
and fingers, and one claim of $6,000 
gathered by three men, a woman and 
a boy in a single day. But those who 
were there first are jealously disputing 
their prize with newcomers and the 
Mexican Ministry has taken official 
cognizance of the possibilities by send
ing a commission to the spot to estab
lish order. It may be that those who 
have recently said that gold deposits 
of the world were all known and esti
mated will be proved wrong by what 
has happened in Mexico.

RENO IS STILL RENO.
Nevada has long been jealous of its 

thriving divorce business, and Nevada 
legislators seem always ready to leap 
to defense of it. For a time Paris 
and various Mexican cities seemed to 
threaten to become dangerous rivals 
of Reno, but legal revisions in both 
countries soon restored Reno to its 
place in the sun. Now, however, sev
eral other Western States have shown 
an inclination to bid for the traffic. 
Wyoming and Arizona threatened for 
a time to meet Nevada’s ninety-day 
residence provision, and now that those 
threats are past, Arkansas and Idaho 
are on the same track, Arkansas having 
enacted a ninety-day law and Idaho 
being very much in the mood to follow 
suit. Nevada, however, seems equal 
to all competition. A gentleman from 
Reno—which shelters almost one-thrid 
of the State’s handful of resident pop
ulation—has introduced a measure cut
ting the residence limit from three 
months to six weeks. Further, it is 
proposed to relax the laws concerning 
testimony. So it looks as if Reno 
would continue to be Reno.

DEPRESSION IN FRANCE.
While the remainder of the world 

was suffering seriously from unemploy
ment, France »eemed to have escaped 
this phase of the depression. But it is 
evident that France is not exempt 
from the economic blight that has af
flicted her neighbors, for recent cal
culations show that French commerce 
dropped about $520,000,000 during 
January and February from the value 
of her commerce in the same period 
last year. The decline is attributed 
to dumping by other nations of Eu
rope; the remedy proposed is a stif
fening of tariffs and a rigid quota sys
tem for regulating all imports. This 
proposal has plenty of precedent but 
is in obvious contradiction to the pro
gram that intends to unite all Europe 
in free trade under some system of 
federation. By raising prohibitive bar
riers against competition France may 
rescue some of its own industries from 
possible disaster but will certainly not 
contribute much to the co-ordination 
of European commerce against the 
competition of the rest of the world.

The merchant who features the well- 
known, standard, advertised brands 
makes more sales and quicker sales to 
better pleased patrons than the private 
brand booster.
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OUT AROUND.

Things Seen and Heard on a Week 
End Trip.

My first call at Grand Haven last 
week was on Senator 'Connelly who 
has been closely identified with road 
construction in Ottawa county ever 
since the subject of good roads became 
uppermost in the minds of the people. 
He informed me that no new cement 
pavement will 'be laid in Ottawa county 
this year, because of the determination 
of the county officers to hold the tax 
levy down to the lowest possible limit.

H. J. Dornbos, who has been en
gaged in the wholesale and retail fish 
business all his life, said he never saw 
a time when the whitefish catch was 
•so heavy as last year. He expects to 
see a repetition of that condition again 
during the present year.

I recently had the pleasure of call
ing on a model meat market at Mus
kegon Heights owned by H. Casemier. 
Saturday I called on two markets of 
similar character at Grand Haven— 
one conducted by Henry Casemier at 
708 Washington street and one by 
John Casemier at 1119 Washington 
street. I don’t know where these 
brothers learned their trade; but they 
evidently 'had a very capable instructor.

In meandering around Grand Haven 
I found the new store of John Diep- 
house on 'South''Fourth street. It is a 
handsome brick building and the gro
cery and meat departments are arrang
ed with due regard to their relative 
importance. It has been functioning 
since October of last year.

I have always been given to under
stand that the Michigan Central and 
Pennsylvania systems both own ex
pensive frontages on Grand River at 
the Haven, purchased with the evident 
intention of either operating carferries 
across the lake or preventing other 
transportation systems from doing so. 
Sixty years ago George Luther, the 
leading merchant at Lamont, insisted 
that he had the promise of James F. 
Joy, who was then president of the 
Michigan Central Railway, that his 
system would extend its road from 
Grand Rapids to Grand Haven, going 
via Lamont and Eastmanville, but if 
the promise was ever made it was 
never carried into execution for some 
reason unknown to the present genera
tion.

Speaking of Mr. Luther recalls his 
persistent efforts for years to make 
Lamont a strong trading point. Lamont 
was then larger than 'Coopersville and, 
because of the swing bridge over Grand 
River, enjoyed the trade of Allendale 
township to a great extent. Failing to 
secure the expected railroad, he re
moved his general stock to Middleville, 
whre he conducted business about a 
dozen years, when he passed away. His 
summons came while he was attending 
church service one Sunday morning. 
He owed about $10,000 for merchan
dise. It was found that he had ob
tained the consent of his wife to trans
fer the proceeds of $10,000 life insur
ance from her tò his creditors. When 
that disclosure was made, the late Les

ter J. Rindge (Rindge, Kalmback, 
Logie & Co.) called on all the creditors 
and induced them to accept 50 cents 
on a dollar in full settlement, so the 
widow might have $5,000 to maintain 
her during the remainder of her life. 
This is one of the pleasant traditions of 
the merchandising business which I 
have long treasured as a precious 
memory.

My first call at Muskegon was on 
John 'C. Beukema, Secretary and Man
ager of the Chamber of Commerce. He 
assured me that four Muskegon fac
tories were running 100 per cent, or 
better. The Alaska Refrigerator Co. 
has never employed more than 400 men 
until now. At the present time 600 
men are employed making refrigerators 
on contract for the Copeland Products 
Co., of Mt. Clemens. The Accuralite 
Co., manufacturer of pistons, is em
ploying 110 men, which is 100 per cent. 
The E. H. Sheldon Manufacturing Co. 
has 300 men on the payroll and the 
Bennett Pump Corporation is employ
ing 400 men. On the other side of the 
ledger, the Continental Motor Works 
is employing only 1,000 men, as com
pared with a peak of 3,000 men in the 
heyday of the industry.

Some weeks ago the Pennsylvania 
Railroad Co. announced that it would 
establish a carferry system on Lake 
Michigan, with the Eastern terminus 
at Muskegon. I was told by a Muske
gon gentleman who is pretty close to 
business conditions in that city that no 
location has yet been secured on this 
side of the lake.

A. Hartsema, whose general store at 
826 North Wood street, has long been 
a leader in its class, has been giving his 
patrons some very good windows of 
late. His latest effort is elsewhere re
produced in this week’s paper. It was 
designed by J. Fisher, local representa
tive for the house Whose goods are 
played up in the window.

I think Sophus Johnson (Michigan 
Trust Co.) is to be commended for the 
effort he is making to dispose of the 
grounds used by the West Michigan 
Fair to the State, so that the main fair 
in Michigan may be held in Grand 
Rapids instead of Detroit. So much 
has been written regarding the superior 
location Grand Rapids presents for an 
exposition of this character that I need 
not dwell on that feature. The fairs 
which have been held at Detroit have 
had very little connection with agricul
ture in any of its branches. They have 
been replete with vaudeville, burlesque, 
fortune telling, horse races, balloon 
ascensions, clap trap and gambling 
games, but have contributed nothing to 
the farmer who seeks instruction or in
formation of a practical character. 
With the location changed to a more 
purely agricultural background, such 
as Grand Rapids affords, the undertak
ing could be made to function in such 
a manner as to be in keeping with the 
great industry which is entitled to all 
the assistance possible under existing 
conditions?

As a matter stands at present all that 
is required to put the plan into execu
tion is the approval of Governor

Brucker. If he will announce himself 
as in favor of the undertaking, the vote 
in behalf of the proposition will be 
practically unanimous in both branches 
of the Legislature.

If Mr. Johnson is able to accomplish 
the result he has worked so hard to 
put into execution, he will be entitled 
to the commendation of every citizen 
of Grand Rapids in particular and 
every citizen of Michigan in general. 
Both Grand Rapids and Michigan will 
be gainers if the plan is consummated. 
Grand Rapids will be relieved of the 
work of maintaining the fair each year 
and Michigan will secure property well 
worth $400,000 for the small sum of 
$150,000. From the proceeds of the 
sale of the Detroit property, which has 
become very valuable of late years, 
adequate buildings can be erected and 
maintained on the Grand Rapids 
grounds and district fairs established 
in different parts of the State which 
can be made to function profitably un
der the auspices of the State Agricu'- 
tural Department.

I am pleased to note the attitude the 
large food mergers are taking on the 
subject of selling goods to the chain 
store organizations. I think, without 
exception, they are refusing to sell the 
chains any less than they do the regu
lar jobbing trade. As large distributors 
of merchandise, the chains are entitled 
to such treatment, but they were never 
entitled to the extra concessions the 
chain store buyers insisted on exacting 
for advertising expense, display win
dow expense and other arbitrary con
cessions. Under existing conditions I 
do not know of any large combination 
which now grants the chains this dis
crimination. As the chain headquarters 
has practically all the expenses to face 
the regular jobber does, the chain 
now has only one advantage over the 
independent—the necessity of sending 
out salesmen to take orders from the 
retailer.

An apparently well authenticated re
port was current last week to the effect 
that the American Car and Foundry 
Co. proposed to acquire a controlling 
interest in the DeVaux Automobile 
Co., the Corduroy Tire Co, the Hayes 
Body Corporation and the Continental 
Motor Works. It is reported that the 
corporation first named already holds a 
substantial interest in the DeVaux 
plant at Oakland, Calif. This rumor 
received a body blow when it was 
learned that the DeVaux Go. would in
stall Goodyear tires on its new cars, 
the Goodyear Co. having bid $15 for 
four new tires and tubes and the Cor
duroy Tire Co. $18 for the same com
plement. The rumor is further con
tradicted by the presence in the city of 
a band of stock salesmen who propose 
to undertake the refinancing of the 
Corduroy Co. by calling in both pre
ferred and common stock issues and 
issuing new stock in smaller propor
tions. The Corduroy Co. has always 
made a good tire, but its selling or
ganization has never been as strong as 
it should be to produce satisfactory 
financial results.

Burton’s Market, grocer and meat 
dealer at 433 Jefferson avenue (Grand

Rapids), had. a show window in his 
meat market last week which attracted 
much attention. It consisted of a 
number of very small lambs decorated 
in different colors, presenting a very 
novel appearance.

The local paper published at Marine 
City gives some additional facts about 
the late Arthur J. Scott which I am 
glad to be able to reproduce herewith: 

When the sad news was received 
here Saturday morning that A. J. Scojt 
had died suddenly at his hotel in 
Washington, D. C., the citizens were 
astounded. Born and raised in Marine 
City he had lived here all his life, 
where he followed the typical course 
of the self made man. His early strug
gle, for an education, his thrift, and his 
steady attachment to the principles he 
considered right, parallel the history of 
many young Americans, who sur
mounted every obstacle to finally ride 
the wave of success honestly earned. 
He did the usual things of a young 
man starting out in life, learning by 
experience, and ever careful of his 
hard earned dollars until .opportunity 
beckoned him to the hardware business, 
when the firm of Scott Bros, was or
ganized on a .modest scale, and gradu
ally grew under his guidance to a con
servative substantial firm which has 
continued under the same name to this 
day. When the Michigan Retail Hard
ware Dealers Association was organ
ized in 1895 Mr. Scott readily saw the 
value, and the possibilities of such a 
movement and became one of the 
charter members. His zeal and en
thusiasm was early recognized and 
thirty years ago he was made Secre
tary of the organization which office 
he has held continuously ever since, 
and under his management the As
sociation has grown from a member
ship of two hundred, to the largest of 
the thirty-six hardware associations 
with a total number of members at 
the pr^cent time of 1,600.

Mr. Scott was always interested in 
local affairs and was one of the or
ganizers of the old Niagara Hose Com
pany, No. 2, familiarly called the 
"Dudes” he was fbr many years its 
secretary, and probably the oldest ac
tive fireman in town. He was also at 
one time a member of the school board, 
chairman of the Y. M. C. A., past 
president and secretary of the Rotary 
Club and for some years served as 
chairman of the local Red Cross. He 
was an enthusiastic golfer and was 
serving his third term as President of 
the St. Clair River Country Club. He 
was one of the organizers of the Lib
erty National Bank and served con
tinuously as a director of that success
ful organization.

Classic Harvard goes wrong some
times like everybody else but that in
stitution’s prediction this week of an 
approaching turn in commodity prices 
sets a standard for intelligent forecast
ing rarely reached these days by 
prophets. Separating commodities that 
usually lead the way in price move
ments from the rest, the Harvard Eco
nomic Society pins faith on the per
formance of these leaders. Merging 
the selected commodities into a “sensi
tive” price index it detects the first 
substantial upturn since the summer 
of 1929. Now the general level of com
modity prices is still drifting down
ward. Only when we concentrate on 
the “sensitive” commodities do we find 
impressive evidence of an approaching 
general turn.

Not for their importance but for 
their forecasting qualities, Harvard in
corporates in its weekly index prices
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on these commodities: silk, rubber, 
burlap, wool, print cloths, wheat, hides, 
inedible tallow, lard, cotton seed oil, 
zinc and steel scrap. In times past 
movements for these commodities 
usually have resembled those of com
modities generally but their turning 
points come earlier. They are largely 
raw materials for manufacture and 
represent commodities important in in
ternational trend. Some are by-prod
ucts, making their supply responsive to 
variations in demand.

Looking at this list you get a very 
different impression than you do from 
an examination of the Bureau of Labor 
statistics index. Print cloths reached 
their low price point in August. Silk 
in October. Burlap in November. Cot
ton seed oil in January. Silk, lard, 
hides and tallow in February. Rubber 
and zinc fell in February to their au
tumn lows. Steel scrap has changed 
little from its recent low. Wool fell 
to a new low in March but it recently 
has improved.

Harvard volunteers the observation 
that “these current developments in 
prices have come at a time when 
world events have been favorable to 
improvement” and that the recent up
turn was “much less influenced by such 
special causes affecting single com
modities.”

Chain tax decision by the Supreme 
Court in the Indiana case is expected 
soon. This decision will not only af
fect the validity of similar legislation 
in a number of states, but will have a 
bearing on Federal legislation during 
the next session of Congress. The 
Indiana law, passed in 1929, attempts 
to check the -expansion of chains by 
taxing them at a rate ranging from $3 
for one store to $25 for each store over 
twenty.

Federal chain legislation is not ex
pected to be concerned so much with 
taxation as with methods that offer 
unfair competition to independent deal
ers. Fairly assured is a Federal law 
to prevent chains from reducing prices 
to eliminate competiton in new ter
ritories. A great many complaints 
have been made to members of Con
gress regarding the practice of large 
chain in selling at lower prices in one 
state or section than in others.

Chain s(pre investigations made by 
colleges and trade associations have 
doubtless caused the prevalent rumor 
that the Federal Trade Commission has 
failed to procure sufficient data on 
price concessions and rebates granted 
by manufacturers to mass buyers, and 
that it has employed a private agency 
to accomplish this part of the work. 
Officials of the Commission vigorously 
deny that they have had any serious 
trouble in getting all the information 
desired from manufacturers, and state 
that they have not employed any out
side agency to conduct any phase of 
the chain store investigation. The -first 
and a comprehensive part of the report 
on chain stores will be delivered to 
Congress the first part of next De
cember, E* A. Stowe.

CANNING IN TWO STATES.

Cherries in Michigan—Citrus Fruits in 
Florida.

Florida and Michigan, the Nation’s 
two peninsular states, have numerous 
things in common besides similarities 
in topography. They have very nearly 
the same area, Florida having 58,666 
square miles, ranking twenty-first in 
size among the states of the Union, 
while Michigan has 57,980 square miles 
and ranks twenty-second. They are 
second and third, respectively, to 
Georgia (59,265 square miles) among 
states East of the Mississippi River. 
Also, the two states have almost an 
equal coast line. But the particular in
terest in common to which the writer 
is prompted to devote a few lines in 
this article, is the F. & M. (Florida & 
Michigan) Packing Co., with Mich
igan headquarters at Traverse City in 
cherry blossom land and Brooksville, 
mid the bloom of orange blossoms, 
forty miles North of Tampa, as the 
Florida headquarters.

The concern is owned, officered and 
operated by W. H. McCool, George 
Amiotte and Everett Whitney. These 
three owned the majority stock of the 
Grand Traverse Packing Co. when it 
was “merged” some months ago into 
the grower owned and control move
ment under provision of the Farm 
Marketing Act. Quite evidently, none 
of the three were ripe for retirement, 
so they quickly re-established them
selves in the cherry game and then 
stepped 1,500 miles Southward and 
built a citrus canning plant at Brooks
ville. It is not the largest citrus plant 
we have visited in Florida, but it is 
one of the very best in arrangement 
for efficient and economic production. 
And it has already made a name for it
self which is rather an important thing 
when the industry itself—and its prod
uct—lacks very much of being well- 
known.

Just how the F. & M. introduced 
itself, may be of interest to the trade 
in general and the friends of the pro
prietors in particular. Here’s the story 
as I have gathered it from various an
gles. About the time this new hyphe
nated concern plant was to be com
pleted and in readiness for operation, 
it was jointly discovered by our friends 
before mentioned that the South Flori
da Fair, the biggest mid-winter event 
of mid-Florida, was about to be held 
at Tampa, but with no department for 
canned citrus fruit.

Can you imagine it? At Tampa, the 
headquarters of the Citrus Exchange, 
a major duty of which is publicity. 
And here, the biggest publicity oppor
tunity and potential prosperity project 
in a decade altogether passed up. What 
would be the reaction of a Scotch- 
Irish-Yankee trio from the land of 
cherry blossoms and cherry tours and 
cherry queens? What else, but action? 
Nothing.

Mr. Amiotte was appointed an am
bassador extraordinary and minister 
plenipotentiary to make representation. 
Did George do it? Why the foolish 
question? He did. And the manage
ment? No one can beat a Floridean, 
either native or casual, in grasping a 
warm idea and freezing to it—if you 
will excuse the paradoxical expression,

That idea came back to George with 
all the force of a double enthusiasm. 
Yes, sir; that was the single oversight 
of a busy committee and the one re
maining idea to make the South Flor
ida Fair the greatest event in the his
tory of big events: “Mr. George Ami
otte is hereby, hereon and herewith 
duly and truly appointed chairman of 
the Department of Canned Citrus 
Fruit, with power to act, confer and 
command, and the sky is the limit.

Immediately from the nebula of a

shimmering dream there formed a prac
tical program boosted by plenteous 
publicity. It was a success in every 
particular and the sequel, the point 
which we had been laboriously ap
proaching is—the F. & M. Packing 
Co. won the first prize and we have 
seen the documentary evidence fully 
attested.

Messrs. McCool and Amiotte were 
expecting to leave last week for Mich
igan and Mr. Whitney was to follow 
after closing up the unfinished business
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of the season, the operating period of 
which ended March 1.

In a modest cottage beside a soft- 
flowing stream whose waters reach the 
great Gulf scarce a mile distant, at 
New Port Richey, Florida, lives "Henry 
Colberg. He is 83 years old and for 
seventy of those years he was a sailor 
on Lake Michigan and a foods broker 
in Chicago. Before the present gen
eration, which operates the palatial 
craft plying the waters of the unsalted 
seas was born, Henry Colberg had 
sailed as man and mate the little ships 
which bore from the lumber mills of 
the Michigan shore to the docks of 
Chicago, cargoes for the building of 
the Middle West. Before the present 
generation of brokers had made their 
advent into life’s great adventure 
Henry Colberg was pioneering in the 
useful economic undertaking of bring
ing the producer and the consumer 
into closer contact in the marts of 
trade. He had entered all the ports 
now associated with the fruit belt sec
tion from Berrien to Traverse and had 
loaded from piers off shore where har
bors did not exist. In his modest little 
cottage of contentment the other day 
this friend of many decades told me 
many interesting things of those days 
dating back to the early ’60’s and of 
scenes with which I had been familiar 
since childhood. For instance, here is 
one from Pentwater. In the year 1863 
or ’64 Mr. Colberg and his father pur
chased of Cliarles Mears, pioneer Cap
tain of Industry, the schooner Echo 
for the lumber trade between East and 
West coast ports. This ship was bought 
to take the place of the Henry Norton, 
a boat which went ashore the previous 
fall while laboring in a Sturgeon Bay 
storm, and with the difficulties of 
passage through the “doors.” A por
tion of the purchase money was to be 
paid by service for Mr. Mears. A 
prized companion of Mr. Colberg was, 
in his language, a “nondescript canine” 
but nevertheless and altogether his 
dog Rover. On the last trip of the 
season between Chicago and Pent- 
water, Rover was not present at the 
hour of sailing and a vigilant search 
proving futile, the Echo left Chicago 
with a disconsolate youthful sailor and 
no dog. Upon its return trip the ship 
was laid up for the winter, the months 
of which slowly passed with no return 
of the roving Rover. When Spring’s 
softening breezes had taken the ice 
from the harbors of the Great Lakes, 
the schooner Echo resumed its voyag
ing. Among its early trips was to the 
East shore and to a harbor where the 
pent up waters of two streams had 
once spread over a sanded delta to 
reach the lake, but by then a harbor 
had been established by dredging 
through a narrow neck of land to the 
pent-water within. Standing high on 
a lumber pile, stacked on the dock at 
the first landing, as the Echo sailed 
slowly up the channel, was a dog, a 
nondescript cannine” expectantly, pa
tiently awaiting what was about to 
occur, the sound of his master’s voice, 
calling, “Hello, Rover,” and from the 
heights of his position to outstretched 
arms below, leaped, regardless of all 
but the love which, animal though he 
was, he knew and understood. Mr. 
Colberg never learned the story of the

separation—he was content at the re
union.

On the wall of the quiet haven of 
his declining years, Mr. Colberg has 
hanging in prideful prominence a fram
ed parchment indicating honorary 
membership in the National Food 
Brokers’ Association. For half a cen
tury he was an honorable member of 
that organization; for, all of that time, 
his record of rectitude won for him 
the measure of merit thus inscribed. 
About him now are kindly settings for 
the eventide of life, although strong, 
vigorous and with spirit still aspiring 
to the associations of the day and hour. 
Here in the evening of each day, as 
the sun has passed from horizon to 
horizon and its golden glow touches 
its edge to the waters of the Gulf, 
and its effulgent radiance gradually 
sinks into oblivion with the expiring 
shadows of another day, he reviews 
satisfying memories of a well-spent life 
and fears not for the future in store. 
Thus is Henry Colberg, all his life a 
man of action and of worth. This, I 
would like his friends of the trade to 
know and to suggest that a card of 
remembrance addressed as above would 
undoubtedly bring an appreciated 
pleasure.

Tarpon Springs is with frequency 
and fervancy referred to as the “Venice 
of America.” If this is a fair reference 
to that ancient city of the Doges, then 
those old-time administrators of the 
Italian Republic had a flair for smells 
which I did not share. For in this 
modern Venice, there is more atmos
pheric aroma than pervades an ordi
nary stockyard. But it is not an un
sanitary odor, for cleanliness is a per
petuated virtue on the docks of Tarpon 
Springs, where the greatest sponge 
market of the world exists. Nearly 
100 vessels are engaged in the sponge 
trade and at nearly all times the docks 
are filled with the shipping. The ves
sels are for the most part of a type 
especially consructed for the business 
of gathering sponges from the floor of 
the gulf, fifty to ISO miles off the shore 
at this point. These ships are around 
forty feet in length, twelve to fifteen 
in width and a shallow five in draft. 
They have a crew of a dozen men and 
remain out on a fishing and harvesting 
expedition from ten to thirty days, 
according to the success of their opera
tions.

Sponges, as it is generally known, 
are animals or animal skeletons. I do 
not know where the animal leaves off 
and the skeleton begins or vice versa, 
having only the dictionary and the 
equally unsatisfactory explanation of a 
foreign diver, whose familiarity with 
the American language was unequal to 
his knowledge of the sponge. In Amer
ican sponge gathering, the harvester 
makes use of a diver suit and goes 
down usually twenty-five to seventy- 
five feet, as the crop is discovered and 
occasion requires. The diver walks 
along the sand under the sea, pulling 
up with a several-pronged hook the 
sponges but slightly attached to the 
bottom. The hook is carried in the 
right hand and the sponges deposited 
in a bag carried by the left. Some
times divers are assailed by sharks, but, 
acocrding to a diver of many years, 

(Continued on page 31)
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FINANCIAL
Improved Business Conditions All 

Over Michigan.
Industrial output in Michigan con

tinues to gain in volume at the end of 
March. Automobile output during 
February, a short month, -was 28 per 
cent, greater than in January, and 
weekly output during March has like
wise gained moderately. During the 
week ended March 28, total production 
amounted to about 62,079 units which 
compares with an output of 61,417 in 
the previous week and 54,020 units in 
the final week of February.

On the basis of data available at the 
end of March, gains similar to those 
evidenced in Michigan industry have 
occurred in other sections of the coun
try. Carloadings, for example, in the 
week of March 8-14 totaled 734,262 
cars, the highest level reached by that 
series during 1931. Merchandise, less 
than corload loadings, during the first 
half of March were also high relative 
to earlier periods, indicating an in
crease in the flow of goods to retail 
establishments. Street and road con
struction contracts awarded in the 
week ended March 27 totaled $15,341,- 
000, a gain of more than 25 per cent, 
over the previous week, and the daily 
average value of building contracts 
awarded as reported by the F. W. 
Dodge Corporation up to March 21 
was 40 per cent, greater than the daily 
average of February. Fractional gains 
in the rate of steel mill operations con
tinued through March.

Some increase in employment has 
accompanied expansion in industrial 
output. According to the United 
States Department of Labor, one of the 
encouraging features in February was 
“that the improvement in the indus
trial-employment situation which oc
curred in January was maintained.” On 
the basis of information now availab’e 
with reference to employment, we be
lieve a similar statement might be 
made for March.

Retail trade, as evidenced in the 
Federal Reserve Board’s preliminary 
report on department store sales in 
February, showed a gain of about 1 
per cent, in the daily average totals 
during the month. Easter trade should 
find reflection in retail totals during 
March and make for a continuation cf 
the February increase. After firming 
for a period of three weeks, Fisher’s 
index of wholesale commodity prices 
showed a further fractional dec'ine in 
the week ended March 28. A part of 
the decrease is accounted for by lower 
wheat prices which resulted from the 
discontinuance of the stabilization pro
gram of the Farm Board as announced 
on March 2’.

'Substantial gains in the South At
lantic states and in the Northwest 
have improved the outlook of agricul
ture in these sections. In the Ohio 
valley and Middle Atlantic area, top
soil moisture has been maintained by 
light rains. In the latter areas, the 
sub-soil is still extremely dry, how
ever, and a serious shortage of water, 
even for domestic purposes, still exists. 
Precipitation in this area since July, 
1930, has been less than 60 per cent, 
of normal.

Security markets during March 
showed a diversity of movements.

Much of the gain registered since early 
in February has been dissipated in re
cent sessions. A number of dividend 
reductions and the clouded outlook in 
several lines of 'business, no doubt ac
count for the weakness of the last 
week. High grade bonds have fluctu
ated within a very narrow range dur
ing the month.

In Michigan, the industrial South
eastern section again shows the great
est gain in business activity. South
western Michigan also has experienced 
some improvement, but the Northern 
part of the Lower Peninsula and the 
Upper Peninsula still lack the stimulus 
of spring weather, an influence always 
felt somewhat later there than in the 
Southern part of the State.

Industrial activity in Detroit, the 
heart of the industrial Southeastern 
section, during February was well 
above January activity even after al
lowing for the usual seasonal tendency 
and year to year growth. Thus, the 
Union Guardian Trust Company’s in
dex, which is adjusted for these influ
ences, advanced from 65,1 per cent, of 
normal in January to 68.1 per cent in 
February. Since automobile output, 
one of the primary constituents of this 
index, has shown a normal seasonal 
gain during March, a further improve
ment in excess of that which might 
normally be expected at this time of 
year may occur.

Employment in Detroit as of March 
15 was nearly 5 per cent, greater than 
on February 15. Since this index re
flects only the increase in the number 
employed, and does not indicate ex
panded payrolls resulting from longer 
hours and more days per week, the ac
tual improvement in employment con
ditions must have been considerably 
greater than the index leads us to be
lieve. Reports from six out of thir
teen other cities in Southeastern Mich
igan indicate increasing employment at 
this time. At Saginaw, the number of 
people employed in 30 reporting plants 
during January and February of this 
year exceeded those employed in the 
same period of 1930 by over 25 per cent.

Retail trade, like employment, is re
ported to be increasing in a number of 
cities in this section of the State, par
ticularly in Saginaw and Jackson, bank 
debits have exceeded 1930 totals each 
week since January 1. Retail collec
tions appear to be worse than they 
were a month ago, however, in most 
cities of 'Southeastern Michigan. In 
Detroit, the retail prices of food de
clined 6 per cent, from January 15 to 
February 15, and on the latter date 
were 18 per cent, below those of a 
year ago.

Bui'ding operations, though well un
der those of a year ago in most cases, 
are expected to improve considerably 
in the near future in a number of 
cities.

At Niles and South Haven, in the 
Southwestern section of the State, 
manufacturing activity is reported 
somewhat greater than last year. In 
general, the reports from this area in
dicate slightly more optimism about 
possible improvement in business than 
was indicated in the February replies 
to the Union Guardian Trust Com
pany’s business questionnaire. This 
was particularly true with reference to 
retail trade which is expected to in

crease during the next few weeks in 
ten of the nineteen cities from which 
reports were received. Employment 
is improving fractionally, but since this 
is one of the important agricultural 
areas of the State, farm work should 
soon absorb a considerable number of 
the unemployed.

At Gaylord, Petoskey and Traverse 
City, three important centers of the 
Northern section of the Lower Penin
sula, the building outlook is good, and 
in ten of the thirteen cities from which 
reports have been received, increased 
retail trade activity is expected in the 
near future.

In the Upper Peninsula, Houghton 
has joined Escanaba as a bright spot 
in the business of that section of the 
State. In both cities, considerable 
building is in prograss or is expected 
to be started soon.

Since the amount of precipitation in 
Michigan from July 1, 1930 to date 
has been only about 55 per cent, of 
normal, agricultural conditions in the 
State during the crop season of 1931 
may leave something to be desired. If 
this condition were general throughout 
the country, the higher prices which 
might be expected for farm commodi
ties would in part offset the lower 
yield which will result if the drouth 
continues. Unfortunately for Michi
gan farmers, this is not true, for such 
states as Kansas and Nebraska have 
had more than a normal amount of 
rainfall and other states, such as 
Missouri, Minnesota and New York 
have had 70 to 80 per cent, of normal 
precipitation.

Ralph E. Badger, Vice-President, 
Carl F. Behrens, Economist, 

Union Guardian Trust Co.

I have always thought that not place 
or power or popularity makes the suc
cess that one desires, but the trembling 
hope that one has come near to an 
ideal.—Justice Holmes.
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Cites Differences in Trusts.
The difference 'between management 

and fixed trusts is largely a question 
of whether one wishes to rely on finan
cial management or on industrial man
agement, Dean Langmuir, vice-presi
dent of 'Cumulative Trust Shares 'Cor
poration, concludes after considerable 
experience with both forms of invest
ment.

“Either point of view, it seems to 
me, is consistent,” he says and ex
presses the opinion that investment 
trusts of both types have come to stay 
“and in years to come will play an in
creasingly important part in the in
vestment world.”

He contends that investment trusts 
bring to the field of investment the 
same type of advantage as mass pro
duction in the case of the manufactur
ing field.

“At first sight,” Mr. Langmuir says 
in a recent discussion in Commerce 
and Finance, “it would seem a matter 
of indifference whether an investor 
bought the stock of a company, which 
in turn invested his funds, or whether 
he obtained a certificate of ownership 
in the diversified securities themselves.

“Experience shows that in a bull 
market the market price of a manage
ment trust stock rises far above the 
value of securities owned by the trust 
and, on the other hand, in bear mar
kets the market price of the stock falls 
to a figure well below the then value 
of the securities owned.

“The onfi drawback of long-term in
vestment in common stocks is that 
though the long-term profits are rea
sonably assured, there are intervening 
fluctuations in market values of very 
disturbing proportions. The investor 
who uses management trusts as his 
medium of investment must be pre
pared to find such fluctuations greatly 
accentuated.”

Pointing out that even though in 
fixed trusts the certificate holder may 
turn back his shares and receive the 
then market value of his proportionate 
interest, subject to only the fluctuations 
in the underlying securities, Mr. Lang
muir says that the fixed trust idea re
flects the desire of a constructively 
minded person to abide by the results 
of long-term investment.

Mr. Langmuir thinks the long-term 
investment field will be left to fixed 
trusts and that management trusts will 
specialize in the “highly profitable field 
of investments in special situations.” 

William Russell White.
[Copyrighted, 1931.]

Deplores Lack of Leadership by 
Economists.

Once each month our oracles speak, 
but their April 2 forecasts leave you 
with a suspicion that just when we 
need guidance most, the seers them
selves are in a muddle.

So fearful is the typical business 
prophet these days of going wrong, 
and so lightly does he step, therefore, 
that some monthly comments of au
thorities seem to be degenerating into 
discussions that discuss everything but 
the main question. You do not pos
sess after reading the document any 
clear idea of what the prophet believes 
is happening in business. You get in
stead complete side stories on second
ary topics. Not many help to give you

M I C H I G A N

a categorical answer to the question: 
Has the long awaited recovery in busi
ness started?

Now that is of course never an easy 
question to answer at this stage of any 
business depression but it is the job 
of practical economists to make 
thoughtful efforts. What we find in
stead is that these monthly bulletins 
are filled with statistics on past de
pressions, a statement that industry is 
scraping bottom and there they end.

Examine with a critical eye these 
statements and for the most part you 
will find that our practical economists 
are not giving the world much more 
light than they gave in the summer of 
1929 when the boom was already tot
tering: In times of prosperity and in
times of adversity we have a right to 
expect more from those who under
take prophecies than American proph
ets have contributed in this episode of 
financial history.

What every observer wants to know 
these days is whether business is finally 
on its way upward or whether that de
sired goal will not be reached for two 
or three years. Unfortunately for all 
most of our commentators have an 
error complex. They want their records 
clear. Their pride is touched if chang
ing conditions make a modification of 
their views necessary. A weather 
prophet expects to revise his forecasts 
daily on the basis of current condi
tions. Why should not business 
prophets with greater boldness express 
their views each month on the basis 
of existing conditions? Is it because 
we do not have in this country many 
business prophets who really under
stand what is going on?

Paul Willard Garrett.
[Copyrighted, 1931.]

Market Nears Its April Tests.
Meeting the April tests in the stock 

market will impose some difficulties 
this year not faced last April when 
the spring rally collapsed, but the mar
ket enters the new month with advan
tages as well as disadvantages.

Starting around the middle of 
November in one instance and the mid
dle of December in the other, the stock 
market in late 1929 and late 1930 
staged comebacks similar in character, 
if not equal in extent. So closely has 
the early 1931 rise in stock quotations 
resembled that of early 1930 that some 
Wall Street prophets predict a per
formance from this point on to match 
the April-May-June decline a year ago. 
It calls for an appraisal of conditions 
as the initial 1931 quarter ends.

Here are a few differences that must 
be considered in comparing the pres
ent with a year ago:

1. We are entering a period far 
more ominous in some respects than 
April a year ago, so far as financial 
news is concerned, since we are in the 
midst of important dividend reductions 
and important earnings reductions.

2. Prices moved sharply upward in 
March, 1930, whereas in March, 1931, 
they have moved generally horizontal
ly-

3. Observers for the most part have 
schooled themselves to reckon in terms 
of a major depression, whereas a year 
ago they labored in the hope that it 
was not.

4. Extreme loan liquidation in the

T R A D E S M A N

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

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

à

GRAND RAPIDS SAVINGS RANK
“ The "Bank W here You Feet A t  Home"

16 CONVENIENT OFFICES

GRAND RAPIDS NATIONAL BANK

f  Established 1860—Incorporated 1865 — Nine Community Branches

GRAND RAPIDS NATIONAL COMPANY 
Investment Securities

Affiliated with Grand Rapids National Bank



14 M I C H I G A N  T R A D E S M A N A pril 8, 1931

last year has given the market a posi
tion technically that it did not possess 
when the April-May-June decline of 
1930 started.

5. Stock market prices generally 
stand on a level far below a year ago, 
when the decline started, and, indeed, 
stand on a level under their 1929 panic 
bottom.

What these observations emphasize 
is that the month of April that proved 
the stock market vulnerable a year ago 
promises a 1931 balance in develop
ments that was not present in 1930. It 
suggests that the market will take its 
leadership in greater degree from busi
ness, but that with the depression al
ready in its later stages the swings in 
sentiment should not be either as vio
lent or protracted as before.

Paul Willard Garrett.
[Copyrighted, 1931.]

Corporations Wound Up.
The following Michigan corporations 

have recently filed notices of dissolu
tion with the Secretary of State: 
Benjamin Franklin Hotel Co., Saginaw 
Moorman-Ewing Co., Detroit, 
j^eoni Central Telephone Co., Leoni. 
United Airways, Inc., Detroit.
White Swan Cleaners, Detroit.
Shives Vending Machine Corp., De

troit.
Engineers’ Research Corp., Waters- 

meet.
Evans Products Co., Detroit. 
Cranbrook Building Co., Detroit. 
Vrnton Co., Detroit.
Farmers State Bank, Davison, 
it.. S. Company, Detroit.
Best Metal Co., Detroit.
Uhlemann Optical Co., Detroit.
Cook Tire Co., Grand Rapids. 
Wyandotte Laundry Co., Wyandotte. 
V. E. P. Company, Pontiac.
Central Community Chautauqua Ban

gor.
Lakeview Realty Co., Marquette. 
Campbell, Vanornum Co., Iron River. 
Vilas County Lumber Co., Grand Rap

ids.
Northern Acquisition Co., Grand Rap

ids.
Grand RapHs Dining Room Furniture 

Co., Grand Rapids.
Ottawa Mushroom Farms, Inc., Hol

land.
Federal Petroleum Co., Jackson.
Lamed Carter & Co., Detroit.
Hamer Homes Corp., Detroit.
Richard Wilhelm Corp., Grand Rapids. 
Southern Coal & Coke Co., Detroit. 
Dee Furey Publishing Co., Detroit, 
frudell Fisheries Co., Tawas City. 
Perrington State Bang, Perrington. 
Stedman Paint Co., Detroit. 
Ambassador Advertising Co., Flint. 
Klinger Lake Light and Power Co., 

Sturgis.
Detroit Door Check Co., Detroit. 
Karow-Haring Motor Sales, Inc., 

Grand Raoids.
Owosso Sugar Co. Owosso.
Sellers Detroit Sales Corp., Detroit.
F. A. Gordon Co., Detroit. 
Philadelphia Theater Association, Inc., 

Detroit.’
Weisman & Sons Co., Detroit. 
Aero-Pel Corp., Detroit.
H. E. Baker. Inc., Plymouth.
Reuben Snider, Inc., Dearborn. 
Katherine B. Haves Co., Jackson. 
Stephen Kovacs Undertaking Co., 

Dearborn.
Peoples Savings Bank, Saginaw.
Mid State Drilling and Leasing -Co., 

Grand Raoids.
Mecosta Drilling Co., Grand Rapids. 
C. & C. Recreation, Detroit.
Lion Drug Co., Grand Rapids.
Sass Dairy Co., Detroit.
Carpenter Cook Co., of Iron Mountain. 
Northern Chair Co., Grand Rapids.
U. S. Almond Cn., Grand Raoids. 
Automatic Coal Burner Co., Lansing. 
Diamond Rubber Co., Inc., Detroit.

Brunswick Tire Corp., Detroit.
J. B. Lamorere & Co., Inc., Lansing.
American Conservatory of Music, De

troit.
Benton Harbor Sand Co., Benton Har

bor.
Roamer Consolidated Corp., Kalama

zoo.
Detroit Fiber Co,, Detroit.
Peoples State Bank, Inkster.
East Jordan Electric Light & Power 

'Co., East Jordan.
Dowagiac Light and Power Co., Dow- 

agiac.
Holland Gas Co., Holland.
Lake Novelty Co., Holland.

A Business Man’s Philosophy.
It is perfectly clear why we have 

hard times recurrently.
A long period of good times leads 

to extravagance, indifference, laziness, 
discourtesy, conceit and shiftlessness. 
We become victims of the softening 
influence of ease. We work less and 
play more. We save less and spend 
more. We quit work early and stay 
up late. The quality of workmanship 
and the volume of output are lowered. 
Everybody becomes afflicted.

Eventually a crisis is reached. The 
most overextended fools are the first 
to be hit. Their thinly margined stocks 
and real estate 'are sold for what they 
will bring. Optimistic borrowers are 
asked to pay their loans to unwise 
lenders. Feverish speculation and ex
penditure suddenly stop.

Every one is compelled to realize 
that life is real and earnest.

Fortunately the common sense that 
is pounded into us by the pain of hard 
times is worth the loss of income and 
the readjustment that we are com
pelled to endure. In such a period we 
reappraise the assets that we have 
salvaged. We reflect that we have 
our health and friends. Most of us 
have a home and a job. We modify 
our desires so that they conform to 
realities. We begin to find happiness 
and self-expression in humble things— 
a quiet dinner, an inexpensive holiday 
near home, a good night’s sleep, an 
afternoon’s work in the garden, a 
modest addition to our savings.

Then we get back to normality. If 
we could continue to behave like 
sensible people we could evade the 
inevitable jolt of hard times. But that 
is too much for human nature. After 
a few years of ease the old cock-sure
ness and happy-go-lucky spirit creeps 
in. We must be tamed by another 
siege of hunger and fear.

, William Feather.

New Outlet For Hog Stomachs.
Drs. Cyrus C. Sturgis and Raphael 

Isaacs of Ann Arbor, Michigan, told 
the American College of Physicians 
last week that dessicated hog stomach 
may be used instead of liver as a cure 
for pernicious anemia.

“As desiccated stomach is prepared 
from tissue which is ordinarily regard
ed as waste material, and the process 
of manufacture requires only a few 
simple steps,” they explained, “the cost 
of the finished product should be less 
than liver extract. When it is consid
ered that a patient with pernicious 
anemia must consume a certain amount 
of effective material throughout the 
remainder of his life in order to main
tain health, this is an important item 
for consideration.”

Outlook Good For Cotton Dresses.
No little interest is being shown in 

prospects for cotton dresses for post- 
Easter selling. General opinion is that 
the style outlook favors these garments 
and that they will sell in substantially 
larger volume than a year ago. In
dications are that they will give con
siderably increased competition to silk 
dresses, particularly in the lower price 
ranges. (Cotton dress lines are be
lieved particularly strong at the $3.75 
and $6.50 wholesale levels, the com
ments of buyers indicating the avail
ability of a wide choice of desirable 
patterns and styles.

SWORN STATEMENT FURNISHED
THE POST OFFICE DEPARTMENT.
S ta tem en t o f th e  ow nership, m an ag e

m ent, c irculation , etc., of th e  M ichigan 
T radesm an , published  w eekly a t  G rand 
R apids, M ichigan, requ ired  by  th e  A ct 
of Aug. 24, 1912.
S ta te  of M ichigan,
C ounty  of K ent, ss‘

Before me, a  n o ta ry  public in and  foi 
th e  S ta te  and  coun ty  afo resaid , person
ally  appea red  E rn es t A. Stowe, who, 
hav ing  been du ly  sw orn according  to  law, 
deposes an d  say s  th a t  he is th e  business 
m an ag er of the  M ichigan T radesm an  and  
th a t  the  following is to  th e  best of his 
know ledge and  belief, a  tru e  s ta tem e n t of 
th e  ow nership, m anagem en t (and  if a  
daily  paper, the  c irc u la tio n ',  e tc ., of th e  
afo resaid  publication  for the  d a te  shown 
in th e  above caption , requ ired  by th e  
A ct of A ugust 24, 1912, em bodied in sec
tion  443, P o s ta l L aw s and  R egulations, 
to  w it:

1. T h a t the  nam es and  add resses of 
the  publisher, ed itor, m anag ing  editor, 
an d  business m an ag er a re :

E d ito r—E. A. Stowe. G rand R apids.
M anaging E d ito r—E. A. Stow e, G rand 

Rapids.
B usiness M anager—E. A. Stowe, G rand 

Rapids.
P ub lisher—T radesm an  Com pany, G rand 

Rapids.
2. T h a t the  ow ners a re : (Give nam es 

an d  add resses o f individual ow ners, or, 
if a  corporation , g ive its  nam e an d  the  
nam es and  add resses of th e  stockholders 
ow ning o r holding 1 per cen t, o r m ore 
of the  to ta l am o u n t of s tock .;

E. A. Stowe, G rand Rapids.
F . E . Stowe, G rand Rapids.
F . A. W iles, G rand R apids.
3. T h a t th e  know n bondholders, m o rt

gagees, and  o th e r secu rity  holders ow ning 
o r holding 1 per cent, o r m ore of to ta l 
am oun t of bonds, m ortgages, o r o th e r 
securities , a re  NONE.

1. T h a t the  tw o p a rag rap h s  nex t 
above, giv ing  th e  nam es of ow ners, s to ck 
holders, and  secu rity  holders, if  any , con
ta in  not only the  lis t of stockholders and  
secu rity  holders a s  they  a p p ea r upon the  
books of the  com pany, b u t also, in cases 
w here the  stockholder o r secu rity  holder 
ap p ea rs  upon the  books of th e  com pany 
a s  tru s te e  o r in an y  o th e r fiduciary re la 
tion, th e  nam e of the  person o r co rpo ra
tion for whom such tru s te e  is acting . Is 
g iven; a lso th a t  the  said  tw o p a rag rap h s  
contain  s ta tem e n ts  em brac ing  a ffian t’s 
full knowledge an d  believe a s  to  th e  c ir
cu m stances  and  conditions u nder which 
stockholders an d  secu rity  holders who do 
no t a p p ea r upon th e  books of th e  com 
pany  a s  tru s tee s , hold stock  a n d  secu ri
tie s  in  a  cap ac ity  o th e r th a n  th a t  of a  
bona fide ow ner; an d  th is  a ffian t h as  no 
reason  to  believe th a t  a n y  o th e r person, 
association , o r corporation  h a s  an y  in te r 
e s t d irec t o r ind irec t in  th e  sa id  stock, 
bonds, o r o th e r secu rities  th a n  a s  so 
s ta ted  by him .

E. A. Stowe, B usiness M anager.
Sw orn to  and  subscribed  before me 

th is  3rd day  of April, 1931.
(SEA L) F lorence E . Stowe.
N o ta ry  Public in  and  fo r K en t Co., Mich. 
(My com m ission expires Jan . 18, 1935.)

There’s a wide difference between 
investments that sound good, and 
sound investments.

Conservative
Investments

E. H. ROLLINS 
& SONS

Founded 1876

Grand Rapids Savings Bank 
Building, Grand Rapids

New York Chicago Philadelphia  
San Francisco  Los A ngeles Boston 

London P a ris  M ilan

Phone 61366

JOHN L. LYNCH 
SALES CO.

SPECIAL SALE EXPERTS

Expert Advertising

Expert Merchandising

209-210-211 M urray Bldg. 
G rand Rapids, Michigan

MAKE YOUR OWN STORE SIGNS 
AND SHOW CARDS 

Attractive Displays, Banners, etc., with

1LY » X I A M  tk I  
SHOW CARD WRITER I i n  a i v u n W

Easy, fast, interesting, and economical. 
Send for free descriptive folderdt prices.
NATIONAL SIGN STENCIL CO., Inc., 
1622 University Ave.t St. Paul, Minn.

LAGEISTERT _—
Investment Bankers

GRAND RAPIDS MUSKEGON
507 Grand Rapids Trust Bld(f. 613 Hackley Union Bldg.

81201 25749
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MUTUAL FIRE INSURANCE
Plain Talk About Fire Extinguisher 

Fakes.
Franklin H. Wentworth, of Boston, 

managing director of the National Fire 
Protection Association, delivered a 
broadcast from the studio of the Na
tional Broadcasting Company in which 
he called the attention of his radio 
audience to a new kind of racket which 
is making its appearance in several 
sections of the country. This is the 
sale of fire extinguishing devices some 
of which are good, some are nearly 
good, while others are fakes. Mr. 
Wentworth advised his audience to 
consult their fire chief before invest
ing in the new fangled devices. Ac
cording to the speaker, many are vic
timized because they do not know the 
value of the thing offered. Here we 
might call the attention of our mutual 
company officials to a practice which 
brought excellent results to a number 
of mutual 'fire insurance companies 
who, some of them for years, have 
made a practice of selling to their 
policyholders, at cost, approved and 
tested fire extinguishing devices which 
have been found to serve their purpose 
with worthwhile results. At slight ex
pense to the company, these mutuals 
have saved many losses by making 
these devices accessible to their policy
holders in the time of need.

This is what Mr. Wentworth said:
“The American people are becoming 

fire conscious. How do we kn'ow this? 
Because the number of fires from cer
tain easily preventable causes is de
creasing. There is another evidence, 
but it is one from which we cannot in 
all its aspects derive quite the same 
degree of satisfaction. This is that 
our country is being flooded with 
heterogeneous devices for extinguish
ing fires. Some of these extinguishers 
are good, some are near good, some of 
them are fakes. That there is a con
stant sale of worthless trash to in
experienced people seeking fire pro
tection, there is not the shadow of a 
doubt. The field for this exploitation 
is new. The devices have technical 
appearance. Salesmen and agents are 
often themselves deceived in their 
mrits. This makes it all the more 
easy to mislead the public. An honest 
salesman duped by phoney tests into 
making extravagant claims for the 
thing he is selling is the most mis
chievous sort of imposter. If all fires 
might be trained to occur in cups or 
cuspidors, almost anything would ex
tinguish them.

“It is not an easy matter to protect 
innocent people from this sort of rack
eteering. The sale of these devices is 
not like the sale of “dope.” They are 
not in themselves harmful; but they 
are merely worthless. Those who pur
chase them are simply illustrating P. 
T. Barnum’s celebrated estimate of 
American intelligence. It would be 
more sensible to hang up peanuts on 
the walls of our dwellings. Peanuts 
would be just as effective, and in an 
economic emergency would have some 
food value.

“There .is no reason, however, why 
people should be fooled in purchasing 
fire extinguishers, because they are 
not without a resource of intelligent 
opinion. Where these devices do not

appear upon the approved lists of any 
reputable testing agency, the chief of 
the fire department can, and should, 
always be consulted. An insurance 
journal recently made the excellent 
suggestion that insurance agents can 
help their clients to avoid the purchase 
of ineffective devices by advising them 
to consult their fire departments on the 
effectiveness of extinguishers before 
expending money on them.

“That the fire chiefs are eager and 
willing to preserve their people from 
errors of judgment in seeking fire pro
tection, is admirably demonstrated by 
the current bulletin of the International 
Association of Fire Chiefs, in which 
appears a signed article by its Presi
dent, Fire Chief Joseph N. 'Sullivan, of 
Utica, N. Y. Chief Sullivan says:

The fire chief should be an adviser 
of his people in all matters of fire 
safety. There is great need for his 
counsel in the protection of the home. 
Business and industry are now pretty 
well trained in self protection. The 
home, however, is just awakening. It 
needs the guidance of the fire chief, the 
man provided by the city for that pur
pose. Presidential proclamations, fire 
prevention week exercises, and the 
teaching of fire prevention in our 
schools, are stimulating our people to 
take steps to safeguard their homes, 
and here is where thev need the fire 
chief’s advice. He alone can protect 
them from the purchase of inadequate 
fire fighting devices.

It is easv for people to be imposed 
upon in an unfamiliar field. The 
lightning rod salesman was once the 
black beast of domic literature, the 
archtype of faker, and yet lightning 
rods if properly made and installed 
have alwavs afforded verv real pro
tection. The people could not tell the 
difference between a real and a fake 
lightning rod in those days: and in 
these days thev need equal guidance in 
the purchase of fire extinguishers.

Many extinguishers are effective on 
certain kinds of fires only. Some will 
put out fires in oils and grease; some 
will not. The condition of the ex
tinguisher and the amount of the ex
tinguishing fluid are factors; also the 
method of applying or projecting the 
fluid. In this field it is easy for an 
inexperienced person to be deceived by 
a false sense of security. If a man de
sires to have something really effec
tive to use in protecting his family 
from possible suffocation or fire death, 
he will stand a better chance of suc
cess if he consults his fire chief, before 
investing his money in these devices.

“That is a fine, clear statement by 
Fire Chief Sullivan. I have nothing to 
add to it except to urge my radio audi
ence to follow his advice.”

Branded Hose Firm Seeks Goods.
The primary hosiery market has re

ceived an enquiry from a large brand
ed manufacturer located in the Phila
delphia strike area for a substantial 
volume of full-fashioned goods. This 
concern does not usually operate in the 
primary trade, it was said, and it is 
thought that restriction of output caus
ed by the strike is compelling it to 
seek goods from outside sources in 
order to fill orders. This is believed 
to be the first tangible evidence of any 
possible scarcity of merchandise creat
ed by the strike in Philadelphia.

A striving for cheapness at the ex
pense of quality is an earmark of little 
business. Nothing need be ‘put across’ 
on other than its merit in the concern 
which has a through ticket for the 
larger affairs.

For m ore than thirty-one years they have operated 
on a sound basis. Federal policyholders have a feel
ing of absolute safety. They know that these com
panies are in a position to take care of every em erg
ency. M erchants everywhere are quick to take 
advantage of the Federal plan of Safety and Service 
a t a  saving in net cost.

FEDERAL HARDWARE & IMPLEMENT MUTUALS
Retail Hardware Mutual Fire Ins. Co. Hardware Dealers Mutual Fire Ins. Co. 

Of M inneapolis, M inn. Of S tevens Poin t, W isconsin
Minnesota Implement Mutual Fire Ins. Co.

Of O w atonna, M innesota

OUR FIRE INSURANCE 
POLICIES ARE CONCURRENT

with any standard stock policies that 
you are buying

The Net Cost is 30%
Michigan Bankers and Merchants Mutual Fire Insurance Co. 

of Fremont, Michigan

W I L L I A M  N .  S E N F ,  S e c r e t a r y - T r e a s u r e r

1 FINNISH MUTUAL FIRE INSURANCE CO.
CALUMET, MICH.

OFFICERS
Edward Keisu, President J. P. Frisk, Secretary

Matt Lohela, Treasurer

Write for further information

Jacob Uitti, Manager 
444 Pine Street, 
Calumet, Mich.

The Mill Mutuals Agency 
208 North Capitol Ave. 

Lansing, Mich.

Bristol Insurance Agency 
943 Terrace Street 
Muskegon, Mich.
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NEWSPAPER 100 YEARS OLD.

It Records an Accurate Picture of 
1831.

An old newspaper is about the most 
despised df all the rubbish that accu
mulates about a house or blows albout 
littering the streets. Tidy people 
either consign them to a bonfire or 
bundle them to be given to the rag 
man or to some collector from the sal
vation army. But if such a newspaper 
is laid away in some obscure place and 
not discovered until 100 years later its 
former interest is revived and often 
intensified because it brings back to 
the reader a reflection of a time and 
conditions of which he has no knowl
edge and so, again it becomes a real 
newspaper.

A charming young lady comes for
ward with a frayed and ragged copy of 
a newspaper, yellow with age and asks: 
“I wonder if you would be interested 
in this?’” An old newspaper man is 
always interested in an old newspaper 
—the older both man and newspaper 
are, the greater the interest. So the 
answer is “of course.” He takes the 
aged print and sees written in its up
per right corner the name of M. Norris, 
for newspapers of 100 years ago were 
labeled by hand in that fashion, before 
the day of mailing machines. The old- 
fashioned, long-winded title shows 
that the paper is old and that it really 
represents a merging of two news
papers, in the hope that one may be 
able to live where two nearly starved 
before. The date line is “Wednesday, 
October 19, 1831,” and this is 1931. So 
it is certain that all who had a hand 
in its production now have their ad
dresses posted on marble slabs in one 
cemetery or another and perhaps they 
lie scattered over many states.

The paper was originally delivered to 
Mr. Mark Norris, a man of distinction 
who lived in Ypsilanti 100 years ago. 
Years afterward a son was born to 
him who was given the name Lyman 
Decatur Norris and he became a noted 
lawyer of Grand Rapids 60 years later. 
To-day a grandson carries the original 
name of Mark Norris with distinction, 
for he, too, is an able lawyer, a Past 
Eminent Commander of the Knights 
Templar of Grand Rapids, Past Right 
Eminent Grand Commander of Michi
gan and is now Very Eminent Grand 
Junior Warden of the Knights Templar 
of the United States, in line for election 
later on to the position of Most Em
inent Grand Master of the United 
States of America—the highest office 
in the gift of the order in this country. 
The business men who advertised their 
wares in its columns are gone and 
mostly forgotten by the men who do 
business in their former places to-day, 
but the tattered old newspaper is rich 
in the lore of the city of Detroit when 
it had a population of only 2,500 souls.

This Detroit Journal & Michigan 
Advertiser was published and edited 
by William Ward, one of Detroit’s 
early editors and a writer of books in 
his time. In 1829 he pubilshed a book 
entitled: "The Rise Of the West and 
the Ages of Michigan,” meaning, no 
doubt, the geologic and ethnologic ages. 
Mr. Ward was a member of the earliest 
Bible Society of Michigan. He was 
one of the organizers of the Detroit 
Lyceum in 1818 and with him were

associated Gov. Lewis Cass and Henry 
Rowe Schoolcraft, himself one of the 
authorities on the early history of the 
State and a compiler of the lore of the 
Indian tribes who once inhabited Mich
igan. Mr. Schoolcraft had a very tal
ented Indian wife. Other members of 
the Lyceum were Augustus S. Porter 
and Lucius Lyon, both senators repre
senting the State of Michigan in Con
gress after statehood had been attained. 
Also Dr. John L. Whiting, Walter L. 
Newberry, of the firm of Oliver & W. 
L. Newberry, vessel owners, and B. F. 
Farnsworth, a hotel proprietor of early 
days.

In association with another notable 
group of men in 1829 Mr. Ward was 
one of the founders of the Detroit 
Female Seminary, which was afterward 
built on the Detroit city hall site. The 
editor and publisher was evidently 
proud of his learning in the classics, 
for at the head of his newspaper he 
displayed a symbolic design showing 
two eagles, one on each side of a tall 
pine tree with the National legend “E 
Pluribus Unum,” and over all the pro
phetic latin proverb "Tandem Fit 
Surculus Arbor,” meaning, the twig 
may yet become a tree. The paper was 
printed in six wide columns to the page 
and was 16 x 21 inches in size and well 
printed.

The advertising columns furnish a 
panorama of business firms that van
ished out of sight long, long ago. 
Chapin & Owen sold groceries, paint, 
drugs, medicines, oils, wines, tobaccos 
and nearly everything else. If one 
could by rare chance happen to ask for 
something they did not have in stock 
the boy clerk, Jacob S. Far rand, would 
slip out to the next door and get it or 
the proprietors would be able to sup
ply something “just as good, or a little 
better.” Each advertisement was 
dated at the bottom just to show the 
reader how many months it has stood 
unchanged in that day when changes 
were a little slow in happening.

E. Bingham advertises paints and 
oils and—poor man—his enterprise 
cost him his life. In a warehouse be
tween Woodward avenue and Griswold- 
street and just South of Jefferson he 
manufactured "burning fluid” for par
lor lamps, sometimes called camphene. 
It was a more agreeable illuminant 
than the old-fashioned smelly whale 
oil, being a compound of alcohol, tur
pentine and camphor gum. On New 
Years eve of 1842 Mr. Bingham 
thought he would start the new year 
right by making up a big batch of the 
compound. He must have had a care
less moment, for suddenly the whole 
interior of the building was a solid 
mass of flame. Escape was impossible 
and when would-be rescuers arrived 
the building was far gone. The fire 
raged all that night and did not stop 
until the entire city block between Jef
ferson avenue and Woodbridge street, 
Woodward avenue and Griswold street 
was laid in ruins. The stores of Chapin 
& Owen, full of paints and oils, the 
drug store of Dr. John Clark, the gen
eral store of Thomas & Friend Palmer, 
the New York & Ohio Hotel, the 
Saginaw House and many other busi
ness buildings all went up in smoke 
together.

John L. King advertised his clothing 
stock at Bates street and Jefferson

avenue to such good advantage that 
soon he was able to swing out in a 
new location, at the Southeast corner 
of Woodward and Jefferson, where he 
built ithe first four story business block 
in Detroit. This sky-scraper of the 
1830s was so conspicuous that the lo
cation was known for many years as 
“King’s Corner.”

Major John Truax had a store at 
Woodward and Jefferson. One nov
elty he advertised was “Parsons & 
Wilders shearing machines, not for 
shearing sheep, but for shearing cloth
ing. George L. Whitney, who pub
lished several of the early newspapers 
of Detroit, had a book store from 
which he advertised the sale of a lec
ture by Henry Whiting which had 
been delivered before the Michigan 
Historical Society. People would read 
anything in those days. Zelotes Kirby, 
a pioneer leather dealer offered 200 
sides of harness and bridle leather, with
out explaining the fine distinction. 
Francis P. Browning promoter of the 
founding of the First Baptist church 
offered flour, grain, pork, lard and 
cider which were the bread, meat and 
drink of the day. John Clark a gen
eral stock of dry goods, boots and 
shoes, groceries and clothing. Evi
dently 'he omitted mention of his mil
linery.

Levi Brown, the first man in Amer
ica to make gold pens, also offered 
clocks, watches, jewelry, Britannia 
ware, plated ware, Indian jewelry, 
cutlery, on Jefferson avenue West of 
Griswold street. Later he sold out to 
Chauncey Payne and went to New 
York to devote himself exclusively to 
gold pen manufacture. Darius Lam- 
son has just received two trunksful df 
superfine broadcloths and fancy vests. 
Sprenger & Selleck have a fancy tailor
ing shop opposite the Farmers & Me
chanics bank. L. Rice offers ten yoke 
of oxen and 20 milch cows. A. M. 
Hurd has received a choice lot of 
cauldrons and large kettles of from 22 
to 60 gallons capacity. Those were 
the days when people made their own 
soap, in the shade of the old apple 
tree, and also boiled cider apple sauce, 
better known as “winter sass.”

Four columns of miscellany on the 
first page offer scant opportunity for 
screaming head lines. There is a 
poem from N. P. Willis who has others 
“now in press at Brown University.” 
Mr. Willis was in one of those “ask- 
me-another moods for he begins: 
“What is Ambition?” and then he pro
ceeds to tell his readers all about that 
troublesome affliction. He follows 
with “Fame’s Epitaph on Her Favor
ite Son.” Said son, at that particular 
moment just happened to be the late 
Governor DeWitt Clinton, of New 
York, promoter of the Erie Canal. 
Fame, however, kept right on picking 
new favorite sons and forgetting the 
older ones.

The second page of the Detroit 
Journal & Michigan Advertiser is, if 
possible even less exciting than the 
first. There is nearly a column of so- 
called foreign news, from three to six 
months old. Also a two-column report 
of a public meeting of the Friends of 
American Industry, at Philadelphia, 
and a long "Report to the People of 
the United States,” which is “to be 
continued in our next” a cross be

tween a sermon, a moral essay and a 
dull political tract. No doubt hundreds 
of patient Detroiters of 100 years ago 
waded solemnly through the whole 
mess of it, wondering what it was all 
about and ending no wiser than when 
they began. But anything in print was 
sacred in those days. Half a column 
of a report df the missionaries in the 
Cherokee Nation finished that second 
page.

The third page showed a feeble at
tempt at publishing local news. A 
quarterly meeting of the Detroit 
Athenaeum was held last Monday eve
ning and a committee, consisting of 
Colonel Joshua Howard, Daniel Good
win and Elon Farnsworth, Esq., was 
appointed to procure an act of incor
poration. General Cass, having re
signed as president of the society, Col. 
Joshua Howard was elected in his 
place.

Another item would mean nothing at 
all to q. person not intimately acquaint
ed with Detroit history. It reads: “Mr. 
H. K. Avery has been appointed cash
ier of the Farmers & Mechanics Bank 
in place of Henry >H. Sizer, resigned.” 
Mr. Avery afterward met his death in 
a peculiar way. One night he entered 
the fashionable saloon of Bull & Beard 
in the basement at the Southeast cor
ner of Jefferson and Woodward av
enues. Like many men of his time he 
occasionally overindulged in strong 
liquors and whenever he did so he was 
apt to forget his slender, almost fragile 
physique and he would pick a fight 
with the biggest man he could find.

On this particular evening Sheldon 
McKnight, principal owner of the Free 
Press and also postmaster of Detroit, 
happened to be in the saloon in con
versation with a friend. He was recog
nized as the most powerful man in De
troit, physically, but a very peaceful 
and kindly man. Mr. Avery saw him 
and at once started to pick a quarrel. 
McKnight told him to go away and 
mind his own business. Avery kept 
coming back at him daring him to 
fight. McKnight laughed and pushed 
him away and this only made Avery 
more angry. At last in a moment of 
exasperation McKnight struck Avery 
across the side of his head with his 
open hand. Avery reeled, went over 
backward and his head crashed agaist 
the floor so violently that his skull was 
fractured. He never recovered con
sciousness and died before a physician 
could be called. McKnight was arrested 
but on hearing the testimony of the 
persons present art the time, he was dis
charged. He was heartbroken over the 
tragedy and, besides bearing the cost 
of the funeral, he contributed to the 
support of the widow and secured a 
position for her son in rthe Bank of 
Michigan.

Another local item states that “We 
hear with pleasure that the protection 
Fire Insurance Co., of Hartford, Conn., 
has appointed Asher B. Bates as their 
agent in this city and that he will be 
prepared in a few days to issue poli
cies.” Asher B. Bates was a prominent 
lawyer in 1830 and was for several 
years Recorder of Detroit. He built a 
frame house at the Northeast corner of 
Fort and Cass streets in 1835 and lived 
there until he sold out and went to the 
Sandwich Islands (Hawaii) to live. His 
former home was occupied for a time
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by John Chester, a local merchant and 
officer in the old Brady guards. The 
house was later purchased by John tP. 
Clark, who removed it and built a fine 
residence on the spot. The site is now 
occupied by the Detroit Club.

“Expedition to the North. Among 
the passengers who arrived yesterday 
in the Napoleon from Sault de Ste. 
Marie, was Dr. Douglass Hougbton, 
who accompanied Henry R. School
craft on his late expedition to Lake 
Superior and the Mississippi River. 
The result of the scientific investiga
tions of these gentlemen will soon be 
made piiblic and, no doubt, will add 
much to the limited knowledge of this 
extensive region of country. The dis
covery of a new and extensive copper 
mine at Point Kewewana (Keewenaw) 
is important to the commercial inter
ests of this territory and it will un
doubtedly become a source of wealth to 
the country.

“The geographical position of several 
rivers and lakes in the Ouisconsin 
(Wisconsin) territory has been discov
ered to vary greatly from the courses 
laid down on the maps. Correct drafts 
have been made and will be forwarded 
to the Secretary of War. We trust our 
enterprising publisher, Mr. John Far
mer, will avail himself of these discov
eries in his next publication of a map 
of the Uuisconsin Territory. As soon 
as it is practicable we shall present our 
readers a more minute account of the 
expedition.”

Here we haye the beginning of what 
later developed into the state geological 
survey and explorations which led to 
the discovery of the iron and copper 
mines of the Upper Peninsula. The 
only other local news item announces 
the arrival of Elder John Sunday, a 
converted Chippewa Indian, who had 
become a missionary under the aus
pices of the Methodist Episcopal 
church to work among the Chippewa 
Indians.

Henry Griswold, the hatter, adver
tises “fashionable 'hats cheaper than 
they can be bought elsewhere or any
where ‘this side of New York.” He also 
offers to buy furs and peltry. Mr. Gris
wold had his store on Jefferson avenue 
adjoining the Southeast corner of 
Griswold street. This store and sev
eral others were destroyed in the fire 
of 1830, which began in the Detroit 
Gazette office. Judge John McDonnell 
lived over the store at the time of the 
fire. Oliver Newberry offers for sale 
100 barrels of Lake Superior whitefish.

There was a wedding notice of par
ticular interest: “Married on Thursday 
evening, by the Rev. Richard Bury, 
Col. John Winder to Miss Elizabeth 
Williams, all. of this city.” Miss 
Elizabeth Williams was the oldest 
daughter of John R. Williams, first 
Mayor of Detroit and a native of De
troit. Gov. George ¡B. Porter, who had 
succeeded Gov. Cass publishes a proc
lamation announcing the appointment 
of Roger Sprague, Thomas Rowland 
and Joseph W. Torrey as commission
ers for locating county seats in several 
of the newly created counties of South
ern Michigan and announcing the loca
tion of the. county seat of Calhoun 
county at Marshall. Attested by 
Stevens T. Mason, secretary of Michi
gan Territory. Mr. Torrey was the lo
cal representative of the Linnean

Botanic Garden and Nurseries of 
Flushing, N. Y.

Walter L. Newberry, local represen
tative of the New York Consolidated 
New York Lottery, announces that its 
66th drawing will soon occur. There 
will be 18,040 prizes ranging from $12 
to $40,000. Tickets only $10. Garry 
Spencer and Henry Silleck announce 
the dissolution of their tailoring firm. 
Mr. Spencer will continue in business 
in Mechanic’s Row on Jefferson avenue, 
opposite the receiver’s office.

A legal notice from the probate 
court states that the late Jean Baptiste 
Beauibien has died intestate and the es
tate is to be settled after all creditors’ 
claims have been presented. Mr. Beau- 
bien was owner of the old Beaubien 
farm and a member of one of the 
earliest French families in Detroit. His 
family name had originally been Cuil- 
lerier (meaning spoonmaker) but in 
1670 Jean Cuillerier married Catherine 
Trotier de Beaubien and he took his 
wife’s name for himself and their de
scendants. They came to Detroit in 
1721. Following the death of her hus
band Mrs. Beaubien married Francois 
Marie Picote de Bellestre, who was the 
last French commandant of Detroit. It 
was he who was forced to surrender to 
the British in 1760. The first Beaubien 
to settle in Detroit was named Antoine. 
It was John Baptiste, brother of An
toine who obtained the first title to the 
Beaubien farm. St. Antoine and Beau
bien streets perpetuate their names in 
Detroit. John 'Baptiste was a persist
ent name in the family, it was a later 
Jean Baptiste who followed John Kin- 
zie to Chicago River and became the 
second white settler on the site of Chi
cago. In later years the Beaubien farm 
was equally divided between Antoine 
and Lambert Beaubien and the farm 
still bears their name although it is now 
the site of the homes of thousands of 
Detroiters.

Another notice from the probate 
court refers to the estate of James 
May. Judge James May was a native 
of Birmingham, England, who became 
an early settler in Detroit under the 
British regime. He married a French 
woman, Rosalie St. Cosme and' she 
died in 1797. Later he married Mar
garet Descomptes Laibadie. Four chil
dren were born of the first marriage 
and ten of the second. One daughter, 
Elizabeth May, married Gabriel God- 
froy; Margaret married Edward 
Brooks; James married Susanne Four
nier; Mary Ann married Louis Moran; 
Caroline married Alexander D. Fraser, 
a noted lawyer; Samuel William mar
ried  ̂Silence Cushing, a strange though 
not uncommon name for a woman in 
early days. St. Paul said: “Let women 
keep silence in the churches,” but the 
women seem to have forgotten the in
junction and it is well for the churches 
that they have. The elder James May 
was a justice of the peace and later a 
judge of the county court. He was a 
man who knew how to take opportun
ity by the forelock instead of the fet
lock. When Detroit lay in ruins with 
an array of stone chimneys standing 
like monuments where the old town 
had been he seized the opportunity to 
wreck the chimneys and to use the 
stone for the erection of a massive 
house on his own land at the West side 
of the town.

This house he presently sold to 
Judge Woodward who rented it for 
a hotel, keeping a room on the upper 
floor for his own use. When the Brit
ish batteries bombarded Detroit from 
the Canadian shore on the morning of 
August 16, 1812 one off the wild bomb
shells crashed through the roof df the 
Mansion House, as it was called and 
landed in the middle of the bed the 
Judge had just vacated. From there 
it bounced to the floor and rolled into 
the cold fireplace. The Judge did not 
stand upon ceremony but departed for 
the street, just as he was. Fortunate
ly the fuse of the shell was detached 
as it came through the roof. Judge 
May died January 19, 1829.

Horace Hallock, who had recently 
come to Detroit from New York Gity, 
advertised the opening of a new cloth
ing store, opposite the drug store of 
Chapin & Owen on Jefferson avenue. 
Mr. Hallock brought with him his 
youthful brother-in-law, Francis Ray
mond, who became his clerk and later 
his partner. The firm continued in

business for many years on Jefferson 
avenue. Mr. Hallock became one of 
the leaders in the First Presbyterian 
church and'was superintendent of its 
Sunday school for many years. Francis 
Raymond became one of the charter 
members of the First Congregational 
church, its Sunday school superintend
ent and was clerk of the church for 
more than thirty years.

Brown & Kellogg announced the 
opening of another store with a general 
stock of goods and one of the first ex
tensive displays of wall paper shown 
in the city. They offered “two dozen 
single and double mattresses—prefer
able to beds—300 barrels of salt, gro
ceries, wines, hardware, iron, nails, and 
a very choice selection of the most 
fashionable crockery, and a few dozen 
of St. Johns most fashionable beaver 
hats,” the hats of our great grand
fathers.

John & Mason Palmer, cousins of 
Thomas and Friend Palmer, advertise 
a similar line of goods and so do Wm.

(Continued on page 30)

M i c h i g a n  B e l l  
T e l e p h o n e  C o .

D inner doesn't burn 
when you have a Telephone 

in the Kitchen
You can’t keep one eye on the oven when you 
must go into the front hall to answer the telephone.

An extension telephone in the kitchen speeds 
household business and helps to keep cook or 
yourself from straying too far from an active oven.

It ’s convenient, too, for ordering groceries and 
supplies.

The cost o f an extension telephone is less than 3 
cents a day. T o  place an order, call the Telephone 
Business Office.
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DRY GOODS
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Trousseau Outfits Follow Lines of 
Dress Fashions.

The Easter bride will wear all white 
lingerie. The very smartest is made 
of white satin crepe, ninon or chiffon, 
and is trimmed with pure white lace. 
Dark, smoky, taupe or brown laces on 
white or ivory materials are passe, 
and nothing deeper in tone than ivory, 
or at the most a rich ecru, is being 
used. The garments worn on the wed
ding day are dead white, even the lace, 
whether it is real or one of the fine 
imitations, usually of point d’Alencon. 
A lot of lace is used, particularly in 
the French models, but always it is 
appliqued or inset flat to prevent the 
slightest suggestion of fullness tor 
fussiness.

The new lingerie from Paris is in 
every sense a foundation for the bridal 
costume. The lines, silhouette and 
treatment of fabric are the same and 
one must look twice to be sure that a 
nightgown or slip is not part of an 
evening ensemble designated by Vion- 
net. Especially the dress slip which 
has the same subtle lines and intricate 
sections that make the garment fit 
easily, yet without a crease or wrinkle. 
The secret of this is that they are cut 
on the bias, and are widened at the 
bottom with godets of lace.

Sets for the trousseau contain rela
tively few garments nowadays. There 
is always the robe de nuit, and a com
bination or step-in which eliminates 
the pantie. 'But this year the chemise 
and separate pantie are very popular. 
Both, of course, are made to fit fault
lessly. Sometimes a brassiere is worn, 
but in some of the new chemises the 
lacy top is lined with net and serves 
instead of the separate brassiere. Petti
coats reappear in these sets. Nothing 
more serious than a girdle is worn in 
the way of a corset, provided one has a 
slender figure.

In nightgowns outre styles have 
given way to simple, softly clinging 
affairs which frequently resemble eve
ning dresses. Sleeves are non-existent, 
as a rule, and lace is used for deep 
yokes, insets and hems. Seams in 
diagonals and points give a flattering 
slenderizing effect.

In sets other than that for the bridal 
outfit some delicate colors are shown 
in the French collections; among these 
are ensembles in blue, white, pale, blush 
pink and an opaline yellow which is 
just a bit deeper than ivory.

There is a smart outfit for the bride 
who prefers a tailored type even in 
her wedding garments. It is of blue- 
white crepe with a pattern of iris in 
drawn work that forms a yoke and 
finish at the armholes and spaced 
motifs. The same plain model is 
shown with rather heavy lace used so 
generously in panels and gtodets as to 
make almost the entire garment.

Some shops are featuring the Em
pire model, which makes for a slender 
silhouette in the fitted gowns and 
chemises. One of these that will

fascinate a slim young bride is made 
of sheer white ninon with the short 
“baby” waist formed all of puffs and 
strips of narrow lace. Little puffed 
sleeves are finished with the lace. The 
skirt of the gown is gathered quite 
full and joined to the waist with a 
strip of insertion. A step-in to match 
has less fullness and fits, more closely 
about the hips. Petticoats are definitely 
back and several are shown with the 
trousseau, including one to match the 
bridal gown.

Every bride will want a tailored 
negligee for traveling, but in place of 
softer ones to wear at home she is 
likely, this season, to choose an as
sortment of the delectable new loung
ing pajamas.—N. Y. Times.

Women Buy 80 Per Cent, of Mer
chandise.

Women buy 80 per cent, of the mer
chandise sold in department and dry 
goods stores, according to a report 
made on dry goods distribution by the 
United States Departmnet of Com
merce.

The latest styles in women’s cloth
ing sell the fastest. In the figures in 
this report for 174 bargain and “base
ment” departments merchants sell out 
their entire stock of women’s and 
misses’ dresses once every two weeks, 
or roughly, twenty times a year. They 
offer a new stock of corsets and ac
cessories once every three weeks, or 
approximately 17 times a year. A new 
stock of women’s hats and millinery is 
offered every month, or approximately 
11 times a year.

In contrast with this, men’s clothing 
sells much slower, a new stock being 
available only once every four months 
or three times a year.

Problem in Cheap Sheen Type Rugs.
Improved methods of producing low- 

end sheen type rugs are being sought 
by floor coverings manufacturers. 
Heavy returns for unsatisfactory ser
vice as well as the large number of 
“seconds” obtained from the process 
by which the sheen is applied, pro
ducers admit, have eaten up the small 
margin of profit obtainable on the 
rugs. The situation is regarded as 
acute in the production of rugs made 
to retail as low as $50. Concern over 
the effect which unsatisfactory service 
from the cheap goods is likely to have 
on the market for all sheen type rugs 
has been expressed by trade authori
ties. Suggestions that a minimum 
standard of quality be established for 
the rugs have been made, but no action 
has been taken on the question to date.

Trend To Union Suits Possible.
As a result of fairly large sales of 

pajama checks in the gray cloth mar
ket during the last ten days, increased 
activity in men’s union suits made of 
this material was forecast by under
wear manufacturers. While there is 
still a strong demand in the trade at 
the present time for popular priced 
shirts and shorts, a slight tendency to
ward union suits is being reported in 
the primary market. It was also said 
that some of the large department 
stores are complaining about the in
creased costs of handling the popular 
priced shirts and shorts as against 
union suits, the argument being that

in selling the former two garments 
must be handled, whereas union suit 
sales entail only one garment at prac
tically the same price.

Sheet and Blanket Gains Seen.
Sheet and blanket producers are 

looking forward to an upturn in de
mand that may assume sufficiently 
large proportions to eliminate some of 
the trading tendency now prevalent in 
the market. In sheets the lesser 
known brands are still on the trading 
basis that has characterized them for 
the last month, with the leading manu
facturers holding prices fairly firm. A 
slight increase in demand during the 
last ten days has helped to stiffen 
blanket prices slightly, particularly in 
all wools, but part wool numbers con
tinue to be sold around levels only 
slightly higher than the low ranges to 
which quotations had been reduced 
after the opening.

Push Dull Finish Chromium Ware.
A determined effort to secure a 

larger share of June wedding-gift busi
ness will be made this year by manu
facturers of better-grade chromium- 
plated hollow ware. Successful in 
their efforts to put a gray 'finish on 
pieces of chromium plate, one or two 
factories are now producing merchan
dise for the wedding gift trade and 
others are installing equipment to en
ter the field. Priced around $5 retail, 
the goods are being introduced into 
silverware departments to fill the price 
gap between low-end silver plate and 
sterling. Objection to chromium plate 
in the past has centered on the high 
polish of the finish.

Blues Increase Color Favor.
Blues are now almost neck-and-neck 

with black in color favor, according to 
the results of a color survey issued 
last week by Cheney Brothers. The 
dark blues are by far the strongest and 
most active. White continues in 
strong position as the vogue has been 
successfully developed of the all-white 
daytime dress and short coat for town 
wear as well as the white-top dress. 
Pure white, ivory and dark ivory are 
favored. Pinks and corals are active, 
but reds are now being confined to 
sport and evening wear and as ac
cents with other colors. Brown and 
beige are about holding their own in 
favor.

Some men never hit the mark be
cause they never pull the trigger.

Announces Shoe Colors For Fall.
Eight colors for women’s shoes will 

be featured on the Fall shoe and leath
er card to be issued shortly by the 
Textile Color Card Association. Three 
high shades are outstanding, the list 
comprising Oxyde, a graphite shade; 
Tunisie, a dark brown of gray cast and 
Maderia brown. The five staple hues 
shown include Prado brown, Moor- 
esque, admiralty blue, leaf brown and 
paddock green. On the men’s ‘shoe 
and leather card, to be issued separate
ly, four new brown tones are portrayed. 
These are bramble brown, Bourbon, 
Sienna brown and Baroda, which 
match Fall woolens.

Vacuum Bottle Prices To Hold.
Vacuum bottle manufacturers will 

cling to last year’s schedules in offer
ings to the trade this month. The pro
ducers are now soliciting orders from 
jobbers and large retail stores, but have 
received only a small amount of busi
ness so far. Emphasis is being placed 
this year on pint bottles retailing at $1 
and quart sizes at $1.95. Producers 
expect to do over 50 per cent, of their 
volume on the items in that price 
range, they said. Gallon jugs for use 
by motorists are being featured in 
$2.95 and $5 retail ranges.

Glass Demand Continues Quiet.
'Conditions in the plate glass market 

continue relatively better than in the 
other branches of the flat glass indus
try. Production of window glass, now 
at the lowest point in years, continues 
to run below current demand, even 
though the latter is in small seasonal 
volume. As a consequence, the stocks 
in manufacturers’ warehouses are like
wise, in most instances, at an excep
tionally low figure. The demand for 
rough rolled and wire glass products 
is in light seasonal volume.

Men’s Wear Stores Seek Novelties.
Some attempt by men’s wear stores 

to promote novelties in furnishings 
will be made during the Spring season 
in order to combat the trend for plain 
staple goods. As far as clothing is 
concerned, conservative patterns and 
styles in 'Spring suits are adhered to, 
although sport outfits will be a little 
brighter and available at cheaper 
prices than heretofore. But an ex
ample of a novelty in the furnishings 
field is provided by the braided elastic 
suspender and belt.

1909 22 Years 1931

Losses Paid Prom ptly — Saving 30%
For FIRE and W INDSTORM  Insurance

THE GRAND RAPIDS MERCHANTS
MUTUAL FIRE INSURANCE COMPANY

affiliated with
THE MICHIGAN RETAIL DRY GOODS ASSOCIATION
320 H ousem an Bldg. G rand  Rapids, Mich.
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Bargain Appeal Not Uppermost at 
This Time.

This is the week of all weeks in 
springtime to get the money. The 
instinct to dress up is an Easter urge 
that comes to its highest level just be
fore and after. By and large the country 
over, stores have returned to regular 
prices and regular service. Regular 
prices may be at lower levels than a 
year ago but at any rate the bargain 
appeal is not uppermost.

This is the time of fashion appeal. 
We express the national hope that 
every customer in search of a shoe 
can get precisely what is wanted in the 
co?or pattern and fitting this week. 
That should be the rule because 
preparation for this selling week has 
been a task of weeks and months.

We believe that the public will find 
that shoe stores generally are more 
fashion-right than ever before. Shoe 
store stocks are more nearly fashion- 
right this season than any previous 
season. That in itself might be term
ed an asset, but is it? Shoe stores, 
generally, have in stock too great a 
proportion of fashion shoes; just as it 
might be said that shoe store stocks 
are too low on classic staple good 
fitters. Shoe ¿tore stocks have been 
over-fashioned.

What are the consequences? Thou
sands of pairs of shoes that were 
bought at sales prices are perfectly 
good to-day, with to-day’s costumes. 
Many a woman and many a man who 
bought shoes in the January and Feb
ruary sales is out of the market in 
March and early April. The reason 
for it is plain to be seen. The shoes 
were fashion-right in January and 
-February because clearances were 
store-wide and were not “seeded.” 
Proper clearance is the selling of off- 
sizes and off-styles at off-prices but in 
the deluge of clearance, stores every
where sold fashion-right shoes at low
est prices.

The next twelve weeks should be 
selling weeks in which shoes sell be
cause of their fashion and dress value 
but if customers have shoes to go with 
black coats that are not yet discarded 
for spring and summer colors then the 
urge to buy is not a hunger on the 
part of the customer, even though it 
expresses keenness on the part otf the 
merchant.

Too many stores these days are 
empty of custpmers. These stores are 
reaping the results of selling good 
fashion shoes at profitless prices for 
the past three months.

Can there be such a thing as stores 
too-fashion-wise? These stores sell 
advance style shoes at bargain prices, 
with the customer knowing full well 
that the shoes are wearable in the 
height of the fashion season. The 
merchant can get very easily tired of 
a shoe that doesn’t readily sell. He 
can sell too many, too early, too 
cheaply.

The merchant can also under
estimate the fashion intelligence of his 
customers. The American girl knows

her style and knows how to assemble 
the accessories—particularly shoes. So 
we rather see the picture of a regular 
fashion season in early April to which 
the American public walks into style 
at the expense of the shoe trade’s Feb
ruary hunger for sales.

But there is no other appeal in the 
next six weeks—and possibly twelve— 
than style. The trade must create a 
demand through better color thinking 
and better shoe selling.

The trade will find ways and means 
of selling fashion shoes in this period 
but should safeguard itself against an
other price and value period coming 
too soon for a trade to get its right 
proifit. When the public changes its 
mood from the appeal-of-fashion to 
the appeal-of-values, then we will 
again see price sales. If these price 
sales are re-opened in April, why then 
it looks as though trade would just 
duplicate its errors of January and 
February.

The American public has never re
ceived better values and fashions in 
footwear than right now. Can a trade 
make profit with a fashion season otf 
only a few weeks? That’s the answer.

Maybe it’s possible to get a group 
of dealers in each town to evolve some 
policy of clearance repression. Stores 
hunger for customers and when the 
fashion-appeal does not produce the 
volume, then inevitably the value 
appeal is expressed in comparative 
prices and clearance. There have been 
stores in New York City, even high 
class stores, which have made money 
in the ratio of one to three—one month 
of “fashion-selling” and three of “price 
selling.” But such policy demands the 
keenest of merchandising abilities. 
Why not give the fashion period a fair 
treat? Why not consider the summer 
shoes as regular sales items up to the 
4th of July. Regular summer selling, 
as such, is only May and June pro
motion at best. Why not give it a 
trial of regular prices and regular 
selling?

We should learn the lesson of the 
past three months wherein stores gen
erally moved current, salable merchan
dise without real profit. The public 
profited much. It was given fashion- 
right shoes ahead otf the season. What 
a pity to duplicate the same experience 
within the next twelve weeks.—Bobt 
and Shoe Recorder.

Recent Trends of Trade.
Some of the largest retail distrib

utors had sales in March which even 
on the dollar basis were close to those 
of the preceding March. Sales in 
April may make a less favorable show
ing because last year Easter was a 
fortnight later. It is hoped, however, 
that the spring impulse and better feel
ing this year will keep up the selling 
momenum.

Announcement last week of action 
by the Department of Justice to dis
solve the Sugar Institute as a violator 
of the Sherman anti-trust law came out 
simultaneously with an abstract of 
Federal Trade Commission rules de
fining unfair trade practices. These 
rules forbid: secret payment or allow
ance of rebates, refunds, commissions 
or unearned discounts calculated to 
injure competition or create a mo

nopoly; discrimination in prices except 
as provided in the Clayton act; ma
liciously to induce breaches of con
tract; selling of goods below cost to 
injure competition; bribery of buyers; 
defamation of character; malicious se
duction of competitors’ employes; ship
ments not up to sample; and deceptive 
advertising.

Kroger Grocery & Baking announces 
its intention to establish grocery de
partments in Sears, Roebuck stores in 
Kansas City, Memphis and Indian
apolis. Detroit is also under considera
tion. The announcement says success 
of similar departments in Chicago and 
Cincinnati encourages this expansion.

The sales law proposal in North 
Carolina now before the legislature of 
that State was strongly opposed last 
week on the floor of the house by 
Governor Gardner.

In explanation of the recent 20 per 
cent, price concession for its product, 
Canady Dry Ginger Ale announces 
completion of its three-year plant ex
pansion program increasing productive 
capacity tenfold from the present vol
ume of 90,000,000 bottles and so ef
fecting savings which can be passed 
on to the public.

Sales of R. H. Marcy (excluding To
ledo and Augusta branches) in 1930 
were $135,002,877, $800 less than the 
year before; net earnings were $7,- 
130,303 compared with $9,366,325.

The automotive industry has twice 
the plant capacity necessary for pres
ent output, according to current esti
mates, and considerably more than 
was required for the bumper produc
tion of 1929.

Florsheim has cut the price of its 
product—fine shoes—$1 per pair.

Hahn Department Stores reported a 
net profit for 1930 of $2,515,844 on 
sales of $104,996,578. In 1929 net in
come was $4,090,060 on sales of $112,- 
323,306.

William Wrigley, Jr., announced this 
week its purpose to devote all the mon
ey received from sales of its chewing 
gum in the South from April 1 to De
cember 1 to purchases of cotton at 
12 cents per pound. The estimated 
sum, $10,000,000, according to Mr. 
Wrigley, is “to be left in the South 
in the South’s own coin—cotton.”

Scarcity in Curtain Goods Grows.
Manufacturers of popular-price cur

tains are faced with increasing diffi
culty in obtaining desirable merchan
dise for this season’s business. With the 
current demand for curtain fabrics esti
mated at from 10 to 15 per cent above 
the levels of the corresponding period 
in 1929, converters have fallen behind 
on deliveries, and stocks of the fine 
open-work curtain material, which is 
in heavy demand at this time, are re
ported scarce. Converters assert that 
manufacturers are all calling for spot 
delivery on an accumulation of orders 
which should have been placed around 
the first of the year. Because of the 
active conditions of the market, prices 
on desirable goods have advanced ap
proximately 5 per cent, over the prices 
of five weeks ago.

A good-looking woman wastes three 
years of her life looking in a mirror. A 
plain woman wastes three years of her 
life looking in a mirror.

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

MUTUAL FIRE INSURANCE CO.
LANSING, M ICHIGAN

M utual Building Phone 20741
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RETAIL GROCER
Retail Grocers and Meat Dealers A ssocia

tion of Michigan.
P res id en t — G e rritt  V anderH ooning, 

G rand R apids.
F ir s t  V ice-B residen t—'W illiam Schultz, 

Ann A rbor.
Second V ice-P residen t—P au l Schm idt, 

L ansing.
S ec re ta ry  — H erm an  H anson, G rand 

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

F ran k  M arxer, Saginaw : Leigh Thom as, 
Ann A rbor; M. C. Goossen, L ansing ; R. 
J. L aB arge, Pontiac.

A True Prophet on False Grocery 
Profits.

“The place for private labels is on 
that merchandise not in direct com
petition with national brands,” de
clared H. H. Lestico, addressing the 
Western States Chain Grocers As
sociation during its recent San Fran
cisco convention.

“Why slow the speed of merchan
dise already sold 'by an extended and 
expensive effort to try to sell some
thing the public does not want?” con
tinued this merchandising authority. 
“Public preference is already so strong
ly established on these leading sellers” 
that it cannot 'be switched without “a 
laid down cost greater than you now 
pay for known merchandise. With 
$1.45 quoted against $1.65, you have a 
false profit of 20c per dozen to equal 
the same rate of sale and 20c more to 
keep it going. Advertising working 
as a sales power house has saturated 
the consumer mind with preference 
that will not be denied.

“There are some 150 nationally ad
vertised lines of food,” concludes this 
speaker in suming up, “and these form 
the backbone of the grocery business, 
so far as the consumer is concerned. 
The values of these brands have been 
taught to the people of America for 
twenty to one hundred years through 
intelligent expenditure of hundreds of 
millions in sound, solid advertising. 
The truth of this advertising has been 
proved billions of times through re
peated satisfactory use. The National 
advertiser protects the millions invest
ed in his label with rigid, scientific 
uniformity which satisfies your cus
tomers’ expectancy.”

It would be mighty difficult to sum 
up the argument in more clarion tones 
than Mr. 'Lestico used, nor could any
one hit the bull’s eye with a straight 
shoulder punch more perfectly aimed.

If the individual will now take his 
cue for one vital part of his activities 
from this master of chain merchandis
ing, he will be just that far ahead of 
much hazy individual present-day 
practice.

There is, as I ’have lately indicated, 
a distinct place for the private label; 
but it belongs in that place and not 
elsewhere. It also belongs in certain 
circumstances and not otherwise. What 
Lestico said should be listened to by 
every grocer—individual as well as 
chain.

Even as Lestico has pursued a 
steady, logical course and become a 
perfectly reliable trade counselor, so 
across the Atlantic in England, is a 
man whom I have watched for years 
whose development has been along 
similar lines. That is S. Gordon 
Hynes, Hon. F. G. I. Hynes’ de
velopment has been as consistent as 
that of Lestico and it is to be noted 
that both those men have progressed

to a status of recognized authority in 
the trade because they are both com
pletely “sold” on the worthiness of 
the work they do. Remarkable how 
the old sayings come back with force: 
Whatsoever thy hand findeth to do, 
etc., for example.

I have often written about the pecu
liar . character of stability that marks 
the 'British grocer and its result on the 
grocery trade oyer there. I am re
minded of this again as I review Hynes 
and his activities.

Before the war, Hynes was an ad
vertising man, in business for himself. 
As a side activity he wrote sketches 
and local news items called “Northern 
Jottings” which were published in the 
Grocers’ Gazette, London, the greatest 
grocery paper in the world, I believe. 
These he signed “Alan Gordon” even 
as I formerly signed my stories “Henry 
Johnson, Jr.,” while I was active in 
groceries. The voluminous quantity, 
as well as the snappy quality, of the 
Jottings evinces Hynes’ indefatigable 
industry. The kind of men with whom 
Hynes came in contact is rather well 
indicated by a sketch of J. 'R. Whitney, 
President of the Northern Grocers’ 
Council, and the report of Whitney’s 
speech written by Hynes for the issue 
of June 18, 1921, of the Gazette. A 
large trader and busy man in bis own 
business, Whitney takes time and de
votes whole-hearted effort to the ad
vancement of the business as a whole, 
and of course, he is an F. G. I.

Facing business conditions in 1921 in 
England the like of which we in 
America have never yet known even 
slightly, “it was natural that Mr. Whit
ney should speak of the need and 
value of combined action, which be 
did in no uncertain voice. He regards 
the town associations as the protective 
armour of the grocer against the 
forces with which he has to struggle,” 
writes Mr. Hynes.

Burnley, Whitney’s home town, 
takes pride in the fact that its grocers’ 
association dates from 1864, during 
which time Whitney has served four 
terms as president.

Hynes has sent me a copy of his last 
report as Secretary of the Hyde & 
District Grocers & Provision Dealers 
Association—Hyde being his home 
town—before he had to resign to care 
for the “pressure of his regular jour
nalistic work.” Hence, he must now 
be pretty busy on the Gazette. The 
report is so long that I can quote only 
slightly, but I transcribe one item in 
full; thus:

“A National Crisis. On the third 
day of the following month the whole 
country faced a demonstration of 
united action by one section of the 
community, who sought to gain by 
force what they could not achieve by 
legitimate means. The general strike 
has left a mark on the economic and 
industrial fabric of the National life 
from which it will not recover for 
many years. Immediately the strike 
began, the services of our Association 
were placed at the disposal of the lo
cal authorities. Messrs. George Wain, 
Evan Phillips and your Secretary at
tended a meeting of the Mayor’s 
Emergency Committee at the town 
hall. Fortunately the strike was soon 
over.”

I am wondering where any grocers’

association in America would be in a 
similar crisis? The British have fought 
so many centuries for the consolida- 
ton and orderly development of Law— 
note the captai L, please—that they 
take it seriously. That is one reason, 
perhaps, why the 45,000,000 people 
over there have fewer homicides, in
cluding murders, in a year than one of 
our lesser cities.

Hynes originated the general slogan: 
“United to Serve,” which up to 1927 
had been, “adopted by six area councils, 
sixty-five English associations, eight 
Welsh associations and seven com
panionship branches of the Institute of 
Certified Grocers.”

The liberal use of capital letters in 
their names, slogans and general trade 

(Continued on page 31)

Old Blaster
COFFEE

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

SOLD O N LY B Y

The Blodgett-Beckley Co.
Main Office Toledo 

Detroit Office and Warehouse 
517 East Lamed Street

In More Homes Everyday

H Û X S U M
Americas f in e s t  Bread

SANCTUM BAKORIUM 
N EW S

Holsum is first made right—” 
then sold right—and finally 
backed by one of the strong
est publicity campaigns ever 
released.

Always Sell

LILY WHITE FLOUR
“ The Flour tho boot coots use. ’ ’

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

Rowena W hole Wheat Flour
Satisfaction guaranteed or money refunded.
V A L L E Y  C IT Y  M ILLIN G  CO . Grand Rapids, Mich.

Rusk Bakers Sines 1882

landing Grocers always have 
a supply of

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

Fresh Daily

POSTMA BISCUIT CO.
GRAND RA PID S. M ICHIGAN
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MEAT DEALER
Miettiaan State Association of Retail 

Meat Merchants.
P residen 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 ius  Goedecke, D etro it.
N ext m eeting  will be held in G rand 

Rapids, d a te  n o t decided._____________ "

Two Heads Are Better Than One. 
When a meat dealer falls into a 

rut, he might as well sell out his busi
ness, according to Glenn DeLapp, one 
of the owners of the Nimble Nickle 
Market, Pomona, Calif. How to keep 
out of a ruit is another problem. De- 
Lapp and his partner, Ed Fenquay, 
solve it in a peculiar manner.

The stores are owned and operated 
by the partners—one in Pomona and 
the other in Fullerton, seventeen miles 
away. The customary arrangement 
would be for one of the men to take 
over the operation and management 
of one market and the other the other. 
Not so here, for a shift of manage
ment takes place every twenty-four 
hours; that is, every other day De- 
Lapp manages the Pomona market 
while his partner manages the one at 
Fullerton, and on alternate days De- 
Lapp is at Fullerton and Fenquay is 
at Pomona.

“My partner is particularly good on 
handling the details of finance, while 
my strong point is that of display and 
advertising,” Mr. DeLapp explained. 
“Thus by switching every other day 
each of us has an opportunity to give 
to each store thtf benefit of his particu
lar abilities. We keep from getting 
into ruts in matters of these sorts.

“Another advantage in the plan lies 
in customer relationships. Every man 
has a definite personality that draws 
to him customers of personalities 
which harmonize. Thus Mr. Fenquay 
attracts to him a certain clientele, while 
I attract another type. Pomona is a 
city of around 18,000 people; Fullerton 
is about the same size. If I were to 
stay in one city all of the time and my 
partner in the other all of the time, 
each store would have only a portion 
of the potential trade—that which the 
personality of the manager attracted. 
But by shifting every other day, each 
store benefits by the increased patron
age that the personality of the other 
parnter draws to it. In other words, 
we double the possibilities. Thus each 
store may pull to it as many custom
ers as it would if it were located in a 
town twice its size and under a single 
and permanent management. In fact I 
believe it is possible for each of our 
stores to enjoy greater patronage than 
it would if it were located in a city 
twice the size and if it had one perma
nent manager, because in a larger com
munity many of our friends would be 
so far from the store that it would 
be inconvenient to trade with us.

“I have my friends and my partner 
has his, but by shifting management 
every other day, instead of every other 
week or month, our absence from the 
store is not so noticeable when the 
customer comes in. If one of my 
friends comes into the market and finds 
Fenquay on duty, he thinks that it hap
pens I am temporarily out of the shop; 
the next time he comes in, he finds 
me there.”

As an example of the efficacy of 
such an arrangement as a means of

preventing the meat merchant from 
getting into a rut, DeLapp cited the 
experiences of another partnership of 
his acquainance. The partners had pur
chased a market in one town and an
other in a community a few miles dis
tant and one took one store and the 
other the other on a permanent basis. 
One was an excellent meat cutter, but 
weak on customer relations. The 
other was strong on customer relations, 
and his store prospered. The first 
partner became discouraged as time 
went on at his inability to make his 
market prosper like the other and went 
from bad to worse.

“He got into a rut,” DeLapp ex
plained, “If they had exchanged places 
periodically, I’m sure they both would 
be prospering. The change would have 
been stimulating.”

It is immediately evident that De- 
Lapp is an excellent showman. His 
merchandise is unusually well display
ed. The name of the market itself 
savors of showmanship “Nimble 
Nickle.”

“We selected this name,” Mr. De- 
Lapp explained, “as a means of at
tracting attention to our shop and as a 
medium of putting over the thought 
that all we wanted was a nickle profit 
on each dollar’s worth of goods. That’s 
only fair, and we believe that the 
majority of the buying public is fair 
in allowing the meat dealer, or any 
merchant, a fair profit on the business. 
It is particularly necessary to play up 
this point when you are running a cash 
market, for price is the paramount 
consideration on the part of the buyer. 
Personality, Display and Price are the 
three requisites for the successful oper
ation of a cash market; price is the 
most important. However, one cannot 
cut his prices so that he is losing mon
ey, so we have to augment the price 
element by attractive displays and 
pleasing personalities.

“We have two men besides myself 
at this market. The other market has 
a like number. The men are chosen 
for their personalities. We have had 
men who were excellent meat cutters 
and had to let them go because their 
personalities were not such as encour
aged people to trade with us. You 
can get a little more for your mer
chandise if you will throw in a bunch 
of personality along with it. No mat
ter how much meat you have in your 
ice box, it won’t sell unless it is 
brought out and attractively arranged 
in your counter cases. Hence display 
is of vital importance in conducting a 
cash business. The cash customer usu
ally is anybody’s customer.

“Now, we don’t believe in doing all 
of the work ourselves. We want the 
assistance that National advertising can 
give us. Hence we have selected one 
packer’s brand of meats and are stick
ing to them exclusively, believing that, 
since it is impossible to get the busi
ness of eveyr person in the community, 
we will play ball with those who prefer 
one type of product. We shall give 
them the quality of meat tliey want, 
back it up with a fair cash price, the 
type of personality that appeals to 
them—and take our chances on hold
ing their business.” Willis Parker.

Only they are rich who give.

RademakerdDooge Grocer Co.
Distributors

Peter Pan
Canned Fruits

and

Vegetables
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HARDW ARE
Michigan Retail Hardware Association. 

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

How To Run a Clean-Up, Paint-Up 
Campaign.

A local clean-up, paint-up campaign 
is often a very efficient means of do
ing good to the community and at the 
same time stimulating sales in the paint 
department. Such a campaign can be 
put on in any community, and the more 
merchants are interested in it and co
operate with it, the better the results 
will be.

In most larger cities there are re
tailers’ associations. In smaller places 
where such associations have not been 
formed, the retailers usually all know 
one another, and it is easy for them to 
get together.

In order to conduct any general cam
paign successfully, harmony must ex
ist between those taking part in it, such 
things as petty jealousy between busi
ness competitors must be laid aside, 
and all must work for the general 
good.

As a preliminary step, a meeting of 
all retailers interested should be called. 
This meeting should comprise every
one who sells anything which can be 
used in housecleaning, gardening, 
painting and making the grounds and 
home beautiful. Hardware dealers, 
general merchants, seedsmen, paint 
dealers, florists, furniture dealers, dry 
goods men, even grocers to some ex
tent, are interested in such a project.

The object of the campaign must, 
first, be thoroughly discussed and un
derstood. The need of a beautiful, 
healthy, fly-free city should be ex
plained, and the value of such a place 
from an advertising point of view de
termined, for this is the basis of the 
campaign. The appeal to the people 
must be made along lines of civic 
pride, hygiene, and the need of attract
ing new business to the district.

The potential stimulus of such a 
campaign to general business condi
tions may very well be stressed. Pleas
ant surroundings create optimism and 
optimism will contribute materially to 
bring back prosperity.

All the good work of the merchant 
in starting this movement must neces
sarily be hidden beneath a bushel; for 
once let people think of anything as an 
advertising dodge, and more than half 
the strength of the appeal is lost. Let 
this be thoroughly understood at the 
meeting, for unless you get the cor
rect idea in the beginning the plan will 
not be so likely to go right and carry 
so much force.

The right course is to make this 
campaign something broader than a 
mere business-getting stunt. To this 
end it should include activities, and es
pecially municipal activities, that can
not in any way be interpreted as mak
ing money for anybody behind the 
project.

The meeting having been called, and 
the object being thoroughly under
stood, let us decide how to start the 
ball rolling. The campaign has been 
formulated as a civic movement. That 
means it must be, as far as the gen
eral public is concerned, started by 
the mayor and council. A committee

of your most influential men must be 
formed to approach the mayor and 
council, pointing out the benefits which 
will accrue to the town through being 
clean and beautiful and asking them 
to father the campaign. Very likely 
the mayor will be one of your mem
bers, and that, of course, facilitates 
matters. In many cases it would be 
best to have the council father the 
project, but that depends upon local 
conditions.

A mayor and council might do al
most anything and nothing be known 
about it if it were not for the press. 
Unfortunately, the press is very often 
a skeptical party, and must be shown. 
The quickest and most certain way to 
obtain the support of the press is 
through its advertising columns. A 
reputable newspaper would not sup
port a project merely for the sake of 
the incidental advertising if that 
project were inherently bad; but it can 
and will support a propect that is in
herently good and that, incidentally, 
involves considerable advertising rev
enue.

You want the most and best service 
the press can give in this campaign, 
and you will get it in return for ad
vertising. Let each merchant guar
antee so much advertising to be used 
during the campaign, and you can 
count on the active support of the 
news and editorial column as well. 
This is the only expenditure you will 
have, and it is an expenditure you 
would largely have anyway. You, of 
course, use extra space during the cam
paign; but in return you get not mere
ly the extra pulling value of the extra 
space, but the tremendous value of a 
community campaign to back up your 
advertising.

Now that you are assured of the sup
port of the press, get the campaign 
under way, beginning with the mayor’s 
proclamation that May 1 to May IS 
(or whatever date you may decide 
upon) is set aside for a general clean
up campaign. Have the papers publish 
bright, snappy editorials on the value 
of such a campaign, with special refer
ence to the mayor’s proclamation in 
the issue in which the proclamation ap
pears. You now have interest aroused, 
and this interest can be intensified day 
by day by means of other editorials 
and news items.

Your school board can now be in
terested. Go to them, directly or 
through the mayor and council, and 
request that pages be read in all the 
schools by the teachers on the neces
sity of a clean home and a clean city. 
Get the children interested, so that 
Arbor Day will be a reality and not a 
farce. The children will have their 
influence in the home, and this tinflu- 
ence is what you want.

A good stunt is to offer small prizes 
for essays written by school children 
on “How to beautify our city,” or 
some similar subject. Offer prizes for 
the various schools or, better still, for 
the various grades. As a rule in such 
competitions information is given out 
in the various classes by the teachers, 
to be used as a basis for the competing 
essays; a number of the best essays 
are selected by the teachers; and the 
winners are picked from these by a 
committee of judges. The presenta

tion of the prizes can be made a fea
ture of the clean-up campaign week.

On the opening day of the campaign 
the local paper can put out a special 
extra size issue to handle the extra 
advertising. I  have always been 
skeptical as to the direct benefits to the 
individual advertiser from special is
sues and special pages; but the big 
paper does help to emphasize the clean
up and paint-up idea in general at the 
very outset of the campaign, and the 
fact that the* entire community is 
united behind the movement. The 
psychological effect of this upon the 
public is an important factor in the 
success of the campaign.

The benefits will be realized in a 
business way, however, only if this 
initial effort is followed up throughout 
the period of the campaign. Here, in 
the regular newspaper issues, day after 
day, is where your advertising will get 
results. The merchant who identifies 
himself with the campaign by an ad
vertisement in the opening issue and 
then drops out isn’t going to get much 
benefit. His ammunition has helped to 
bring down a lot of birds; but the 
more persistent advertisers will gather 
them.

For the opening day of the cam
paign you should put on a special win
dow trim. Lines that may be shown 
include paint and varnishes, brushes, 
brooms, soaps, scrub brushes, cleaners, 
rakes, hoes, garbage cans, fly swatters 
and fly screens, wall paper, flowers, 
seeds, kalsomine, furniture polishes, 
furniture coverings, curtain stretchers 
and all sorts of housecleaning lines.

I don’t mean to Say that your store 
should show all these lines in any one 
window at once; but these are ar
ticles which are, to say the least, in 
keeping with the clean-up and paint-up 
idea. Change your window trims 
twice or possibly three times a week 
—make them talk with cards, prices 
and goods. Change your advertise
ments in the daily paper at least as 
often Keep the interest keen, in so 
far as your individual efforts can do 
so

Good work can be done in a number 
of ways I have known ministers to 
preach timely sermons on “Cleanliness 
is next to godliness” and similar topics. 
Service clubs, horticultural societies 
and similar organizations can lend a 
helpful hand. In most communities 
the chamber of commerce or the board

M anufacturers and D istributors of
SHEET METAL ROOFING AND FURNACE SUPPLIES, 

TONCAN IRON SHEETS, EAVETROUGH, 
CONDUCTOR PIPE AND FITTINGS.
W holesale Only. W e Protect our Dealers.

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

M ichigan Hardware Co.
100-108 Ellsworth A ve., Comer Oakes 

GRAND RAPIDS, MICHIGAN

-

W holesalers of Shelf Hardware, Sporting 
Goods and

FISHING TACKLE

...........ninni.....■in,........ ................................................... ..................................................................................

BROWN &SEHLER
COMPANY

Automobile Tires and Tubes 
Automobile Accessories 

Garage Equipment 
Radio Sets 

Radio Equipment 
Harness, Horse Collars

Farm Machinery and Garden Tools 
Saddlery Hardware 

Blankets, Robes 
Sheep Lined and 

Blanket - Lined Coats 
Leather Coats
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of trade, if there is one, takes an active 
part in the moment.

One very important item must not 
be overlooked; that of imitation. Hu
man beings are largely given to imita
tion; and on this human trait rests 
many a fortune and many a failure. 
To imitate is human; if your neighbor 
has a thing, you also must have it, and 
vice versa. “How can I use this trait 
in this campaign?” you ask. “Prac
tice what you preach,” is the answer.

First paint your own store front, 
your delivery rig, your premises. Have 
them bright and clean among the first 
in town; the suggestion offered will 
be of immense value. Show the com
munity you believe in the things you 
advertise, that you are a progressive 
citizen, and that you are also a wise 
man who knows that “paint protects 
property.” Your neighbors will imi
tate you.

Don’t forget your wholesalers and 
manufacturers; they have attractive 
literature which they will be glad to 
supply to you and in many cases to 
distribute for you. They can send you 
show cards, window trims and similar 
material. They are willing and 
anxious to help; their advertising de
partments will often write advertise
ments for you if you wish. Their in
terests are bound up with your inter
ests, and they will be glad to work 
with you.

The paint up and clean up campaign 
has the big advantage, that it brings 
added business to you without taking 
from your competitor. In every com
munity there is far more business 
latent or potential than there is busi
ness actually done. A tour through 
any residential or business section of 
your city will disclose a large percent
age of buildings that are fairly crying 
for paint; and this is only one de
partment that will be beneficially af
fected by the awakening of the general 
public to a real and thorough-going 
clean up. Victor Lauriston.

Proceedings of the Grand Rapids 
Bankruptcy Court.

G rand  R apids, M arch 24—On th is  day 
w as held the  first m eeting  of c red ito rs  in  
the  m a tte r  of B ouw ens-C hase E lectric  
Co., B an k ru p t No. 4411. T he  b an k ru p t 
w as p resen t by  Cornelius Bouwens, its  
p residen t, and  rep resen ted  by  a tto rn e y s  
Dilley & Dilley. C laim s w ere filed only. 
The b an k ru p t’s  p re s id en t w as sw orn  and  
exam ined w ith o u t a  rep o rte r. F red  G. 
Timimer, of G rand R apids, w as nam ed 
tru s tee , and  h is  bond placed a t  $100. The 
first m eeting  th en  ad jou rned  w ith o u t date .

M arch 25. On th is  day  w as held th e  
first m eeting  of c red ito rs  in  the  m a tte r  
of R ay  Johnson, B an k ru p t No. 4410. The 
b an k ru p t wag p re sen t in  person  and  rep 
resen ted  by a tto rn ey  E . P . H arm on. No 
cred ito rs  w ere p resen t o r represen ted . 
C laim s w ere proved a'nd allowed. The 
b an k ru p t w as sw orn and  exam ined w ith 
o u t a  rep o rte r. M. N . K ennedy, of K a la 
mazoo. w as nam ed tru s tee , an d  h is bond 
placed a t  *100. T he firs t m eeting  th en  
a’d journed  w ith o u t date.

On th is  day  a lso w as held th e  first 
m eeting  of c red ito rs  in  the  m a tte r  of 
M ilton L. Jesselson , B an k ru p t No. 4418. 
T he b an k ru p t w as p re sen t in  person and  
rep resen ted  b y  a tto rn e y  H om er H . F re e 
land. C reditors w ere rep resn ted  by a t 
to rneys  H ilding & H ilding. C laim s w ere 
proved and  allowed. T he b ah k ru p t w as 
sw orn an d  exam ined w ith o u t a  repo rte r. 
F red  G. T im m er, of G rand R apids, w as 
appoin ted  tru s tee , and  h is  bond placed 
a t  *1,000. T he first m ee tin g  th e n  a d 
journed  w ithou t date .

Ma'rch 26. On th is  day  w as held th e  
first m eeting  of oreditOrs in  th e  m a tte r  
of Raym ond L. Voltz. B an k ru p t No. 4343. 
T he b an k ru p t w as p resen t in  person and  
rep resen ted . No cla im s w ere proved and  
allowed. N o tru s te e  w as appoin ted . The 
b a n k ru p t w as sw orn  and  exam ined w ith 
o u t a  rep o rte r. T he  firs t m ee tin g  then  
ad jou rned  w ith o u t date, an d  th e  case  h as  
been closed and  re tu rn e d  to  th e  d is tric t 
court, a s  a  case  w ith o u t a sse ts.

On th is  day  a lso w as held th e  first 
m eeting  of creditors in the m a tte r  of

M aster M odes Shop. B an k ru p t No. 4395. 
T he corporatino  w as p re sen t by  i ts  sec re 
ta ry  and  rep resen ted  by a tto rn e y  F red  G. 
S tanley . C red ito rs  w ere rep resen ted  by  
a tto rn ey s  Jackson , F itzg e ra ld  & D alm  
and  Ja ta e s  B. S tanley . C laim s w ere  
proved an d  allowed. T he sec re ta ry  of 
the  corporation  w as sw orn and  exam ined 
w ithou t a  re p o rte r p resen t. M. N. K en 
nedy. of K alam azoo, w as e lected  tru s tee , 
and  his bond placed a t  $5,000. T he first 
m eeting  th en  ad jou rned  w ith o u t date .

In  th e  m a tte r  of R alph R . Robinson, 
doing business a s  R obinson M usic Shop, 
B an k ru p t No. 4170. T here  w ere no a p 
pearances. T he tru s te e ’s final rep o rt and 
account w as approved and  allowed. 
C laim s w ere  proved and  allowed. An 
order w as m ade fo r the  pay m en t of ex
penses of ad m in is tra tion , as  fa r  a s  th e  
funds would perm it. T here  w ere no d iv i
dends. No objections w ere m ade  to  the  
d ischarge of the  b an k ru p t. T he final 
m eeting  th en  ad jou rned  w ith o u t date, 
an d  the  case will closed and  re tu rn e d  to  
the  d is tr ic t court, a s  a  case w ithou t 
a sse ts  over an d  above expenses.

In  th e  m a tte r  of Jo h n  W . Rooks, B an k 
ru p t N.o. 4368. th e  tru s te e  h as  filed his 
re tu rn  show ing no a sse ts  over and  above 
exem ptions, an d  th e  cas  h ase  'been closed 
and  re tu rn ed  to  the  d is tric t court, a s  a  
case  w ith o u t a sse ts .

In  th e  m a tte r  of C larence C. Boone. 
B an k ru p t No. 4377, th e  tru s te e  h a s  filed 
h is re tu rn  showing no a sse ts  n o t exem pt. 
The case hab been closed an d  re tu rn ed  
to the  d is tric t court, a s  a  case w ith o u t 
asse ts.

In  th e  m a tte r  of G eorge H . Bane, 
B an k ru p t No. 4447. T he firs t m eeting  
of c red ito rs  h a s  been called fo r A pril 20.

In  th e  m a tte r  of C harles S. Eggleston, 
B an k ru p t No. 4436. T he first m eeting  of 
c red ito rs  h as  been called fo r A pril 20.

In  th e  m a tte r  of E m ory  B. Miller, 
B an k ru p t No. 4439. The first m eeting  of 
c red ito rs  has been called fo r A pril 20.

In  th e  m a tte r  of I. K . P ersons & Son, 
B an k ru p t No. 4290. T he  firs t m eeting  
of c red ito rs  has been called fo r A pril 20.

In  the  m a tte r  of H a n s  J . H ansen , B an k 
ru p t No. 4430. The firs t m eeting  of c red 
ito rs  has been called fo r A pril 17.

In  the  m a tte r  of F ran k  V an H orn, 
B an k ru p t No. 4438. T he first m ee tin g  of 
c red ito rs  h a s  been called fo r A pril 17.

In  th e  m a tte r  of L andsm ans’ incorpo
ra ted , B an k ru p t No. 4446. The firs t 
m eeting  of c red ito rs  h a s  been  called fo r 
April 16.

In  the  m a tte r  of G rover N ear, B an k ru p t 
No. 4429. The first m eeting  of c red ito rs  
has been called fo r A pril 16.

In  the  m a tte r  of A lbert J .  Sm ith, B an k 
ru p t No. 4440. T he first m eeting  of c red 
ito rs  h a s  been called fo r A pril 16.

In the  m a tte r  of F ra n k  C utler, B an k 
ru p t No. 4437. The first m eeting  of 
c red ito rs  h as  been called fo r April 16.

In  th e  m a tte r  of A loysius H . Carmody. 
B an k ru p t No. 4363, th e  tru s te e  h as  filed 
h is  re tu rn  show ing no a sse ts  over and 
above exem ptions an d  the  case h a s  been 
closed and  re tu rn ed  to  the  d is tric t court, 
a s  a  case w ith o u t asse ts .

In the  m a tte r  of Gordon K . M cKenney. 
B an k ru p t No. 4024, th e  final m eeting  of 
c red ito rs  w as held M arch 13. T he b an k 
ru p t w as n o t p resen t in  person, b u t re p 
resen ted  .bv a tto rn ey  D avid A nderson. 
T he tru s te e  w as p re sen t in person. 
C laim s w ere proved and  allowed. The 
tru s te e ’s final rep o rt and  accoun t w as 
considered and  approved and  allowed. 
An order w as m ade fo r th e  paym ent of 
expenses of ad m in is tra tio n  and  a  first 
a!nd final dividend to  c red ito rs  of 2.6 
per cent. No objections w ere m ade to  
th e  d ischarge of 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  the  case h as  been closed a n d  re tu rn ed  
to the  d is tric t court.

April 3. W e have  to -d ay  received the  
schedules, reference and  ad jud ication  in 
th e  m a tte r  of W illiam  E ben  B arr, ind i
v idually  and  doing business a s  M uskegon 
B arb e r Supply Co.. B an k ru p t No. 4452. 
T he b an k ru p t concern is located  a t  M us
kegon. The schedule show s a sse ts  of 
$15,400.94, of w hich $3,850 is  claim ed as
exm pt, w ith  liab ilities  of $14,400.87. The 
lis t of c red ito rs  of said  b an k ru p t is  a s  
follows:
C ity  of M uskegon _______________ $111.00
M arg aret B arr. M u sk e g o n ------------- 5.00
C harles B arr. M u sk e g o n __________  12.50
Ja s p e r  and  M arg are t U ite rm ark ,

M uskegon ______________________ 1,050.00
A ndis C lipper Co.. Rateine, W is.— 21.51
A bbott J a c k e t Co.. St. L o u i s -----  14.36
A m erican H one Co, Olean. N . Y__  22.73
Alladin L abora to ries , M inneapolis 48.45
E. B urnham . C h ic a g o ----- ------------  19.95
Sam  B onat & Bro.. N ew  Y o r k __  465.03
Colgate Palm olive P e e t Co., Chicago 190.00 
C om m ercial L abora to ries , N ew ark  40.90 
C onnecticu t Tel. Corp.. M eridan,

Conn. ___________________________  28.49
F red  Dolle, C h ic a g o _______________  45.00
D u ra  Co.. C h ic a g o _______________  51.43
S. R. D roescher. New Y ork ____  19.20
D avies Young Soap Co.. D a y to n _70.48
Eli Mfg. Co.. N ew  Y o r k _________  26.22
D onnelly Kelly G lass Co., H olland 50.00 
Griffon C u tle ry  W orks. New Y ork 20.63
H olm an Soap Co., C h ic a g o _______  8.30
H a rd rig h t Co... Belleville, N. J . ___  49.30
H olland B rass  W orks, C h ic a g o _36.50
A. C. H inds Co.. B u f fa lo _________  279.20
H erpicide Co.. D e tro it _________  61.50
S tan d ard  W itch  H azel Co., Essex,

Conn. _____________ ._____________  16.20
H osp ita l Spec. Co., C le v e la n d ___  55.60
Inecto , N ew  Y ork  _______________  94.50

Theo. A. K ochs Co., C h ic a g o ------- 373.40
K an sas  C ity W h ite  Goods Mfg. Co.,

K an sas  C ity ----------------------------- 102.00
F. A» K ochs & Co., New Y ork __ 112.80 
L ucky T ig er R em edy Co., K an sas

C ity _____________ _______________  69.60
E. M orris Mfg. Co.. D e t r o i t --------  91.01
M orre El. Corp.. Chicago -----------  2i2.98
M arcus Lesoine. Inc., San F rancisco  6.68
M artin  Elec. Co., C leveland -----  85.00
M iller Mfg. Co.. Lincoln, N ebr. — 10.95 
M aywood H e a te r  Co.. Maywood. 111. 14.40
M arinello Co.. N ew  Y o r k ------------- 556.80
C. W . Mills P a p e r Co., G rand R ap. 30.62 
T he N est e LeM ur Co., N ew  Y ork 39.72 
N eum an Buslee & W oife, Chicago 50.00
N ationa l M ineral Co., C h ic a g o -----  40.37
Odell Co.. New Y o r k ----------------- -— 19.80
Jo h n  O ster Mfg. Co., Racine. W is. 513.18
E. J , P a id a r Co.. Chicago -----------  12.40
Pa'ragon D is trib u tin g  Co., New Y. 32.00 
P a u l’s  P e rm an en t W ave M ach. Co.,

M inneapolis, M inn. _____________  95.33
P ie rre  Process, Inc., New Y o r k _180.00
R eighm an & F au s t, N ew  Y o r k -----  28.00
R ossw at Mill W orks Co., Spring

L ake _______ *----------------------------  260.29
Renolds M etals Co.. Louisville. Ky. 65.61 
S an ltax  Elec. Co.. N ew  Y ork  —  7.80
Ja s . P . Sm ith  & Co., C h ic a g o -----  24.19
Sm ith & Sons Corp., Buffalo, N. Y. 24.00 
Silm er Moon Spec., C h ic a g o -------  19.50
E . B. Dake_. M uskegon ----------------  65.00
Sof-Oil Lab.. Inc., C h ic a g o ______  17.55
Jo h n  Spitler. New Y o r k -------- ------  22.80
F. H . T iedem an, New Y o r k _____  16.44
U nion C utle ry  Co., Olean, N ew  Y. 58.00 
George H . W eyer, K an sas  C ity, Mo. 70.41
S. H . W etm ore. New Y o r k _______  14.40
W ahl C lipper Corp.. S terling. 111.— 58.75 
W alker B ros. & Co.. N ew  O rleans 208.00 
N ationa l Lum berm aln’s B ank.

M uskegon ______________________  300.00
Ja s p e r  U ite rm ark , M u sk e g o n ___  1,050.00
R ichard  Shannon, M u s k e g o n ____  250.00
Dr. S. A. Jackson , M u s k e g o n -----  39.00
G eneral P e rm anen t. N ew  Y o r k _ 420.00
Alfred LeMJeuz, M u s k e g o n _____  390.00
L ila B arr, M uskegon ------------------- 30.00
N ationa l P ro d u cts  Co., E au  Cla'ire,

W is. ____________________________  40.80
P arag o n  D istribu tion  Corp., N . Y. .50
DeLoriey’s & Co.„ Chicago --------  36.00
Lew is Bros,, N ew  Y ork --------------  48.00

A pril 6. W e have  to -d ay  received the  
schedules, reference and  ad jud ication  in 
th e  m a tte r  of John  W . Surdam , B an k ru p t No. 4455. T he schedule shows asse ts  of 
$50 w ith  liab ilities  of $872.01. The cou rt 
h a s  w ritten  fo r funds and  upon receip t 
of sam e th  first m eeting  of c red ito rs  will 
be calld. T he b an k ru p t is  a  re s iden t of 
G rand R apids.

In  th e  m aste r of E . A. Sim ons, Inc., 
B an k ru p t No. 4179, th e  tru s te e  h as  h e re 
tofore filed h is  final rep o rt and  and a c 
count, and  a  final m eeting  of cred ito rs  
w as held M arch 13. T he b an k ru p t w as 
n o t p re sen t or represen ted . T he tru s te e  
w as p re sen t in  person. C erta in  c red ito rs  
w ere p re sen t by  rep resen ta tiv es . Claims 
w ere proved and  allowed. T he tru s te e ’s 
final rep o rt and  account w as  approved 
an d  allowed. An o rder w as m ade fo r the  
palyment of expenses of ad m in is tra tio n  
and  fo r th e  paym en t of all p referred  and  
secured  claim s in  full, and  a  first and 
final dividend to  c red ito rs  of 14.2 per 
cen t. No objections w ere m ade to  the  
d ischarge of 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  the  case  will be closed and  re tu rn ed  
to  th e  d is tric t court, in  due course.

Sterling Stock Closed Out.
A stock valued at $100,000 to $150,- 

000 thrown on the market by the deci
sion of a sterling silverware manufac
turer to liquidate his business is prov
ing a disturbing factor in the low-end 
sterling silver trade. Although the 
stock would not be considered large 
under normal market conditions, it has 
an important bearing on the trade at 
this time. The goods are being of
fered the trade at discounts up to 40 
per cent. Discounts as high as 50 per 
cent, are being offered on sample lines.

Sand Lime Brick
Nothing as Durable 

Nothing aa Fireproof 
Makes Structure Beautiful 

No Painting  
No Cost for Repairs 

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

Brick is Everlasting
GRANDE BRICK CO.

Grand Rapids. 
SAGINAW BRICK CO. 

Saginaw.

SARLES
Detective Agency

}Q asles\1 ̂ FnvnrF. 1 Licensed and Bonded
\L JwnsFŒS/ M ichigan T ru s t  Bldg.

G rand R apids, Mich.

The Brand You Know 
by HART

Look for the  Red H eart 
on the Can

I FF, f t CADY . Distributor

FRIED CAKES
A Delicious Home Made Product

W H O L ESA L E an d  R ET A IL
MAPES FRIEDCAKE SHOP
No. 1 N . Div. Ave., in B asem ent 

Phone 48822

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

Raspberry, W intergreen.
Jennings Flavoring Extract Co.

Grand Rapids, Mich.

I. Van W estenbrugge
Grand Rapids - Muskegon

(SERVICE DISTRIBUTOR)

Nucoa
krafkKxheese

All varieties, bulk and package cheese

“Best Foods“
Salad Dressings

Fanning’s
Breed and Butter Pickles
Alpha B utter

TEN BRUIN’S HORSE RADISH and 
MUSTARD

O T H E R  S P E C I A L T I E S
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HOTEL DEPARTMENT
Late News About Hotels and Hotel 

Men.
Los Angeles, April 4—R. B. Paine, 

former manager of the Barbizon Plaza 
Hotel, New York, has been appointed 
manager of Webster Hall, Detroit. He 
succeeds Will N. Steenman, who took 
over the management of Webster Hall, 
in Pittsburg, several weeks ago. Mr. 
Steenman has been manager of the 
Detroit unit for the past three years, 
and his transfer to Pittsburg in a 
similar capacity followed a precedent 
established several years ago when 
Benjamin Jolly was sent from Detroit 
to Pittsburg, and was carried out again 
when W. H. Davis, former manager of 
the Detroit house, received a similar 
transfer, when Mr. Steenman came to 
Detroit.

John F. Conroy, managing director 
of the New Whittier, Detroit, who was 
seriously injured in a taxicab accident, 
some weeks ago, while on his way to 
Windsor to attend a meeting of the 
Greater Detroit Hotel Association, is 
reported to be slowly regaining his 
strength and will soon resume his 
duties at the Whittier.

John J. Goldsmith, manager of Ho
tel Savarin, was recently elected presi
dent of the Hotel Accountants’ As
sociation, of Detroit. Other officers 
elected were George J. Wood, auditor 
of Webster Hall, vice-president; Henry 
Clay, assistant auditor Book-Cadillac, 
secretary-treasurer; D. H. Queen, 
auditor of Hotel Fort Shelby and 
Daniel F. Furey, auditor of Hotel Stat- 
ler, were selected for the two director
ships.

Frank T. Lorenzen, previously with 
Hotel Fort Shelby, Detroit, has be
come manager of the Mayfield Coun
try Club, 'Cleveland.

According to official reports issued 
by the American Hotel Association, 
there is evidence that the reckless con
struction of hotels throughout the 
country has been curtailed somewhat. 
During the years of 1927, 1928 and 
1929, amounts approximating a half
billion each year were expended, but 
last year the grand total was less than 
two hundred millions. It will take 
many years before a large number of 
the hotels recently constructed will be
come a source^of profit to the investors, 
most of whom were entirely ignorant 
of hotel operation or even hotel pos
sibilities. It mav be said also, that 
very few of these institutions were 
ever promoted or encouraged by any
one interested in or familiar with the 
hotel game. Fully ten years ago the 
late E. M. Statler, who had already es
tablished the Statler chain-, gave warn
ing of an over-production of hostelries. 
Previous to that time his company had 
purchased a site for a_ second hotel in 
Detroit, but he thought less of the 
proposition soon after, and the project 
was abandoned. On the heels of this 
warning, however, an epidemic of hotel 
construction started in Detroit. A 
dozen or more extensive projects were 
carried on. which, without I believe, a 
single exception, proved dismal 'finan
cial failures. If hotel promoters should 
fall into a ten-year trance, they would 
find on awakening, that there was no 
field for their activities. Sometimes I 
think perhaps even the investors will 
get beyond the gold-brick obsession.

The educational committee of the 
Michigan Hotel Association, through 
the chairman of its short-course col-, 
lege course, Miss Ruth Myhan, man
ager of Hotel Shamrock, South Haven, 
has given out a tentative program for 
the course in hotel operation, which is 
to be given at the State College, Lan
sing, from Monday to Friday, May 4 
to 8 inclusive. Each day is to be 
divided into four periods of an hour

and fifteen minutes each and a choice 
of two subjects will be offered in each 
period. The entire program will be 
presented by members of the faculty 
this year and the names of no hotel 
men will appear on the program. Prof. 
De Hahn, of the faculty will present 
the “Psychology of Approach,” as one 
of the Monday afternoon subjects, for 
the 'first period, and the topic of laun
dering will be offered as the alternative. 
The first subject for Tuesday morn
ing will be meat selection and pur
chasing, followed by a lecture on the 
cooking of meat, under the direction 
of Miss Wilson, of the college. In the 
afternoon Prof. De Hahn will talk on 
the “Psychology of Training Em
ployes.” Wednesday will be devoted 
largely to the science of cookery, to
gether with the selection and purchase 
of poultry. 'Sales promotion will be 
covered at one of the afternoon periods. 
The 'fish topic will be on the program 
for Thursday morning, together with 
the consideration of ethical matters 
pertaining to hotel operation.

A number of hotels with which I 
am familiar, are making a mistake, to 
my notion, in adopting too much effi
ciency. I have in mind several of this 
type where much expense is undergone 
in finding out to a penny just what 
every item of service costs, and at the 
same time overlooking a lot of good 
bets where earnings worth while could 
be encompassed and a lot of patrons 
sent away in a much happier frame of 
mind. At every hotel meeting there is 
always someone who suggests increas
ed profits by cutting down the butter 
portions or using smaller receptacles 
for the cream, but I have always held 
to the opinion that the human being 
requires just so much nutriment and 
if your efficiency service sends him 
away from the table with the pangs of 
hunger still gnawing at his vitals, he 
is inclined to form a prejudice against 
the entire ensemble. The other day I 
got to reminiscing with an old-time 
traveler who brought to me recollection 
of J. Irving Pearce, who 45 vears ago 
operated the old Sherman House in 
Chicago. This popular individual 
passed on two score years since, but 
when you begin talking about Ameri
can plan hotels of that period, you will 
find, among the older commercial men 
a number who remember him, and his 
seeming desire to send everyone safely 
on his journey with a feeling that his 
money ha'1 been well invested. J. too, 
remember Mr. Pearce very kindly. He 
was always present in the djning room 
when the meals were being served, and 
made it his special business to know 
that the meal was being served proper
ly and that the guest was getting 
enough of everything to meet his in
dividual requirements. - It is a big mis
take to try and lower food costs at the 
expense of the portions which are 
served to the guests, but I grant that 
there is such a thing as wastage by 
over-serving, which can be overcome 
by having somebody around to ‘ give 
out the impression that “there is 
plenty more in the kitchen,” and that 
it may be had for the asking, at no 
additional cost. I am familiar with a 
case right here in Hollywood where a 
cafe run in connection with a very ex
cellent and oopular hotel, started out 
with cverv prospect of a successful 
career, which was suddenly nipped in 
the bud, because the operator began 
to practice a lot of little economies 
which very soon became apparent to 
his patrons. I am more familiar with 
this particular case because some time 
ago a Michigan friend of mine was out 
here for the purpose of investing in a 
catering establishment of some kind 
and together we made a careful investi
gation of this particular establishment, 
the facts being that the owner had be
come so puffed up on account of his 
success that he called in some efficiency 
experts to show him something about 
greater economy. For instance the ex
pert advised reducing the cream por-
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tions. serving but one abbreviated pat 
of butter, bringing in but one roll and 
that when the remainder of the meal 
was placed upon the table and other 
like economies, one of which was the 
substitution of oaoer napkins in lieu 
of the textile article which had been 
in evidence when the service was orig
inally installed. The result came 
quickly, for where originally he had 
enjoyed a business of several hundred 
dollars a day with a handsome profit, it 
fell down so badly that in a short time 
he was operating at a loss. The es
tablishment has changed hands several 
times since, but the same order of 
things continues and no one has made 
any money. Always the guest knows 
when he is being imposed on and 
uses a very efficient weapon in the 
transfer of his business to another es
tablishment. This is only one instance 
of many. In Los Angeles there are 
thousands of restaurants, many of 
which have a national reputation for 
service and quality. Then again there 
are, at least, other hundreds, fairly well 
located, that have • developed into in
significant “dumps” because the oper
ators were maintaining a program of 
so-called “efficiency.” One of the 
largest establishments in the city 
serves one for a certain stated price 
per meal, and gives you the “run of 
the kitchen,” if you olease. The food 
is brought to your table in generous 
variety—each course served separately, 
and you may have as much or little 
as you desire, and there is an apparent 
desire on the p.art of the management 
to assure itself that you are satisfied. 
In many other of the successful insti
tutions. extra coffee is supplied iby at
tractive maids, without additional 
charge. This service all costs money, 
and it requires service to prepare good 
food and place it before the guest in a 
manner which pleases him, but it is 
just a type of advertising which has 
been found effective. The wonderful 
Harvey system, vas built tin by just 
such service. This talk of “efficiency” 
lures many a formerly successful oper
ator on to the shoals of failure. It is 
always well to keep thoroughly in 
touch with all the details, and infinitely 
better to know about these details per
sonally than to depend too much upon 
experts. Of course, in many, and I 
might say, most cases, the efficiency 
man is useful, but it is well to know 
whether his services are required and 
worth while before bringing your 
guests in contact with his economies.

Effective April first the Bowman 
Management, Inc., operators of the 
Detroit-Leland since April 1, 1929, 
will cease to supervise the operation of 
this 720 room downtown Detroit ho
tel, according to an announcement 
made by William J. Chittenden, Jr., 
managing director of same. No ar
rangements for the future operation of 
the hotel have been completed, al
though it is well known in Detroit 
circles that representatives of the 
Baker chain, of Texas, and the Ep- 
pley chain, of Nebraska have been 
negotiating for the control of same. 
The Detroit-iLeland was one of several 
similar undertakings by the Continent- 
al-Leland Corporation, which branched 
out into the Midwest field about six 
years ago, a field, that was at the time 
more than profitably filled by similar 
enterprises, and especially so in De
troit. After several unsuccessful at
tempts to gain a footing in the Motor 
City, Mr. ’Chittenden was drafted into 
the service, because of his wide ex
perience and personal popularity. He 
made a wonderful showing and I have 
no doubt, if the property falls into re
sponsible hands and he is permitted to 
carry out his program of operation, but 
what he will eventually turn the in
stitution into a profit earner. It is 
well located, is strictly up-to-date in 
every particular, and but for the woe
ful competition in the city would have 
made a satisfactory showing under the 
Bowman regime. Hugh J. Steidl, who

was appointed assistaiit manager by 
the Bowman interests shortly after 
they took over the hotel, has severed 
his connection with the institution.

Frank S. Verbeck.

Recent Mercantile News From Ohio.
'Cleveland — G. P. Palazzo, dry 

goods, has filed a voluntary petition in 
bankruptcy in the U. S. District Court 
here, listing liabilities of $5,570 and 
assets of $1,100.

Massillon—Oscar Most, furrier, has 
filed a voluntary bankruptcy petition 
in the U. S. District Court at Cleve
land, listing liabilities of $7,339 and 
assets of $2,055.

Toledo — Modern Furniture Co., 
manufacturer of upholstered furniture, 
lists liabilities of $17,507. 'Assets total 
$21,443, of which $15,500 represents an 
unliquidated claim for damages. The 
remainder of the assets are notes re
ceivable, $522; raw material and finish
ed goods, $1,000; factory machinery 
and equipment, $906; office equipment, 
$815; showroom equipment, $185; of
fice supplies and equipment, $174; 
open accounts, $2,201.

Cincinnati — Cincinnati Merchandise 
Co., wholesale and retail ready to wear, 
1125 Main street. A second and final 
dividend of between 17 and 20 per cent. 
was1 declared at a meeting of creditors. 
The first dividend was 10 per cent.

Akron-—The creditors’ committee, 
headed by Ira Guilden, of the 'Bulova 
Watch ’Co., which has been investigat
ing the circumstances surrounding the 
failure of the Henry Shaw Co., has ad
vised creditors that following the re
jection of an offer of 25 per cent, in 
cash and notes, the proposition has 
been increased to 25 per cent, in cash 
and 10 per cent, in notes maturing 1 
per cent, each month. Creditors are 
advised that the offer has been filed 
with the court and will come up for 
hearing shortly. The first note is 
pointed out to fall due two months 
after confirmation. The offer is also 
stated to apply to the 'Rogers Jewelry 
Co., a subsidiary owned by the debtor 
business.

Cleveland — Genevieve Greendale 
millinery, 1247 Superior avenue, has 
filed a voluntary petition in bankruptcy 
in the U. S. District Court here listing 
nominal assets of $2,250 and liabilities 
of $1,803. There are 22 creditors; none 
have claims of $500 or more.

Cincinnati—The will of Edward A. 
Schwartz, late head of Queen City 
Awning & Tent Co., directs that the 
business is to be sold to Albert C. 
Wunch, of Cincinnati, for $40,000, plus 
the face value of the outstanding ac
counts. Mr. Schwartz leaves his en
tire estate, amount of which was not 
estimated, to his widow.

Cleveland—‘Sterling & Welch Co. 
recently devoted a large window dis
play to sheets in a promotion of colors 
in bedding. This is the second time 
that a window space has been given 
over to sheets. Sterling’s installed a 
bedding section about a year ago. 
“Lady Pepperell” sheets and cases 
were at reduced prices during the week. 
Solid pastel sheets were at $2.75, $6.50 
and $6.90, dependent on size. Cases 
were 70 cents each. White with color 
were $2.45, $3.75 and $5.80. Cases with 
colored hems were 65 cents. The large 
Euclid avenue window contained a 
complete ensemble with two single

beds carrying out such popular color 
themes as peach with green, orchid 
with green, etc. Satin covers were 
used and blankets were also placed in 
the window.

Items of Interest To Grand Rapids 
Council.

The annual Memorial day services 
will be held Sunday, April 12, at 4 p. 
m., in the Mbose Temple, corner of 
Cherry street and South Division 
avenue. The following officers will-be 
in charge of ceremonies:

Senior Counselor—L. V. Pilkington.
Junior Counselor—W. S. Lawton.
Past Senior Counselor—'Allen F. 

Rockwell.
Conductor—‘Walter E. Lypps.
Page—R. W. Radcliffe.
'Chaplain:—Gilbert H. Moore.
Secretary- Treasurer — Homer R. 

Bradfield.
Eulogy:—W H. Zylstra.
We invite all counselors and their 

families to attend these services, as 
they are very impressive and voice the 
spirit of the commercial man. For 
your information the entrance to the 
Moose Temple is on Gherry street.

It is quite probalb’e that our next 
meeting in May will be held in our new 
quarters in the Moose Temple. Official 
announcement will come later.

The special meeting of March 28 
was well worth while, inasmuch as we 
added four new members to our order 
and believe we have some real stal
wart men in Ernest W. Saunders, 571 
Michigan avenue, Hol'and, who is 
with Wilson & Co., packers; Joseph 
E. White, 220 West Eighth street, Hol
land, with the same company; Gerald 
B. Mervenne, 820 Veto street, Grand 
Rapids' who sells Mail Pouch tobacco, 
and Carl M. Bloom, 844 Tamarack 
avenue, Grand Rapids, with the Ameri
can Tobacco Co. Our Senior Coun
selor, L. L. Lozier, was ill and unable 
to attend, but Junior Counselor Saxton 
conducted the initiatory work, using 
the short form in a very nice manner.

A “goat” committee was appointed 
by the Senior Counselor which is al
ready beginning to function. A man 
is a goat until he gets a new applica
tion. Then he nominates his successor 
on the “goat” committee. The boys 
are getting quite a kick out of nom
inating.

We understand that Kalamazoo is 
very receptive toward entertaining the 
Grand 'Council for 1932 and Battle 
Creek also is looking forward.

At our last meeting we had the 
pleasure of reinstating A. G. Kozer, 
Stuyvesant apartments, Grand Rapids,
J. L. Nichols, Boulder, Colorado, 
Frank M. Johnson, 812 Kalamazoo 
avenue, Grond Rapids. We surely 
welcome them back into our midst and 
hope they will be real boosters.

We have been hearing a good many 
creditable remarks about the way our 
new Senior Counselor conducts the 
meetings. I am sure we are all with 
him 100 per cent, and anticipating big 
things this year. H. W. Carsten.

Before introducing variations into 
your business methods, consider care
fully how they are going to work out 
in the long run, what is going to hap
pen ultimately.

Ask Market Facts of Importers.
Uncertainty over the American mar

ket has led a number of foreign manu
facturers recently to undertake surveys 
of the demand for their products in 
this country. A number of representa
tives of foreign houses, especially those 
in the textile, crockery and chinaware 
fields, have been instructed to submit 
estimates as to probable style and 
volume requirements for the remainder 
of this year. This is the first time 
such studies have been made on a wide 
scale. They were prompted perhaps 
by the fact that crockery producers, 
ignoring American style preferences, 
confined their lines to inacceptable 
goods this year and lost a heavy vol
ume -of business.

Six New Subscribers of the Tradesman 
The following new subscribers have 

been received during the past week: 
H. Klinger, Muskegon.
L. M. Carleton, Lake Orion.
Robert A. Stoll, Ann Arbor.
H. A. Watkins, Galesburg.
J. J. Kenny, Onekama.
H. O. Segerstrom, Middleville.

Warm Friend Tavern
Holland, Mich.

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

GEO. W . DAUCHY, Mgr.

CODY HOTEL
GRAND RAPIDS 

RATES—-91.50 up without bath. 
$2.50 up with bath.

CAFETERIA IN CONNECTION
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DRUGS
Miohlgan Board of Pharmacy.

P res id en t—O rville H oxle. G rand  R apids.
V ice-P res.—C lare F . A lim . W yando tte .
D irec to r—G arfield M. B enedict, S an 

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

th ird  T uesday  of Jan u a ry , M arch, June, 
A ugust an d  N ovem ber a n d  la s tin g  th ree  
days. T h e  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, th e  A ugust 
exam in atio n  a t  M arquette , an d  th e  M arch 
a n d  N ovem ber exam inations a t  G rand 
R apids. _________

Michigan S tate Pharm aceutical 
Association.

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

D etro it.
Second V ioe-P residen t — F . H . T aft, 

L ansing .
S ec re ta ry —R. A. T u rre ll, Croswell.
T rea su re r—P. W . H ard ing , T ale.

Toiletries in the Drug Store.
The two main thoroughfares to bet

ter business in the months ahead are 
generally conceded to he “More Scien
tific Merchandising” and “Better Edu
cation of Sales People.” More scientific 
merchandising has to do with better 
buying, handling and selling generally, 
and 'better education of sales people 
embraces a good grooming of actual 
salesmanship methods.

‘Retail selling is becoming such an 
exact science that a casual or fairly 
good salesman is likely to see himself 
decidedly out of luck in the course of 
time. Each and every person who 
serves in the toilet goods department 
should set the goal for himself of (a) 
a higher percentage of actual sales to 
prospective buyers, (b) greater aggre
gate sales to each customer, (c) that 
establishment of confidence and good 
will which will make for steady patron
age.

There is no reason why, with proper 
attention and effort, toiletries sales 
should not be greatly increased even 
if a given store is doing a good busi
ness already.

Careful analysis often shows that 
there is a hindering circumstance on 
the part of the customer, which the 
clerk must recognize and locate before 
sales to any considerable extent can be 
made.

Frequently this hindering circum
stance is lack of ready cash. Often the 
suggestion of a charge account to re
liable people will be advisable. A cash 
customer frequently is an occasional 
customer, while a good credit customer 
is sure to be a steady buyer. If the 
hindering circumstance is a matter of 
money, medium-priced merchandise, 
offering good value, can nearly always 
be sold without trouble.

Again, if the hindering circumstance 
is lack of exact “know how” in the 
use of toiletries supplies, .manage to 
put into the hands of that person some 
interesting little booklets or literature 
which will give some of the desired in
formation.

Another hindering circumstance is 
timidity. Many people will not ask 
questions for fear they will reveal em
barrassing ignorance. One of the best 
ways to reach such people is by means 
of brief 'but attractive sales cards. The 
toilet goods department which uses 
plenty of sales cards and replaces them 
often, has a distinct advantage. Like
wise, the salesman or saleswoman who 
has mastered the simple art of sign- 
card making, has greatly increased his 
worth as a promoter of sales.

Watch for the hindering circum

stance which obstructs the making of 
sales, and it will be found that there 
are only a few of these and that most 
of them can be dealt with satisfactorily.

In order to give all goods in the 
toiletries field a fair show, it is well to 
map out a selling program and to fea
ture one or two popular rapid-selling 
articles or groups of articles each week, 
or perhaps every five days.

For example, soaps of all kinds, bath 
salts, bath powders, and other home 
bqth supplies, will be sure to hit every 
one at some point because everybody 
has to bathe. It is a mistake to try to 
mention everything in the field. The 
popular, well-known items will carry 
the rest along if they are well dis
played, price marked, and supplied 
with snappy sign cards. Then the clerk 
will do his bit by calling attention to 
the extra good values in this and that.

Perhaps creams, soothing lotions and 
anti-chap preparations will be in or
der the next week. Lipstick, with a 
base of wax or cream, is helpful in 
this connection. And, by the way, 
lighter shades are being used than for
merly.

By working out a program, and giving 
every group of items its logical place, 
clerks will have more interest, the store 
management can get ready in advance 
with greater certainty, and the public 
will be educated on its part, to keep 
track of what is doing at Blank’s.

The story is told of a man who, for 
some reason, moved his place of busi
ness from the street where he had 
long been located, around the corner 
on another street. The night preced
ing the opening of business at the 
new location, he painted or had paint
ed, a trail of snow-white footsteps on 
the pavement from the old location 
to the new, and he put up a sign sug
gesting that those who wanted to find 
him, could follow the path right around 
the corner.

This is practically what we have to 
do to-day. There is so much advertis
ing that we must outline the pathway 
plainly and unmistakably from where 
the customer is to where we are. Four 
steps ought to do it.

The first step is better advertising 
than ever before. This advertising 
must be more interesting. It must be 
different kinds which will make the 
prospect sit up and take notice. It 
must have enough propelling power 
within it to give the prospect the de
sire to see the goods we are talking 
about and to go out of her way to do 
it. Better advertising must never be 
commonplace. It must look and be 
easy to read. It mustn’t  be dry or 
pokey. It must tell something worth 
remembering and avoid generalized, 
unsupported statements.

The footsteps have led to that man’s 
place of business, in mind at least. 
Next, frequent toilet goods displays 
which are striking and appealing must 
be arranged. They should impel the 
customer to come in, if only to make 
a small purchase or to look at some 
new novelty article—as for example, 
the powder box that plays a tune when 
you take the cover off.

The prospective customer has now 
been brought in front of the counter 
making an actual contact. Many a 
sale is killed right here, and this is 
where better selling comes in. Not

only better selling as far as this par
ticular and important contact is con
cerned, but the kind of selling which 
will establish confidence and good will 
for future business between the sales
man and the store customer.

Here are the four shining white foot
steps: Real interest in the merchandise 
itself through better advertising; eye 
appeal of merchandising packages 
through better displays; fruitful con
tacts through better salesmanship; the 
building of permanent good will and 
confidence.

Keep the footsteps so clear and plain 
that they cannot be overlooked by the 
buying pith lie.

An educated person is one who 
knows something about many things 
and a whole lot about a few things. 
This is true of salesmanship in the 
toiletries department.

The salesman needs to understand 
the careful use of good English. He 
(or she, of course) needs to be fairly 
well informed on the happenings of the 
day, and to be tactful enough never to 
be drawn into the discussion of any 
controversial subject like religion, 
politics, or special issues upon which 
sides can be taken. Let the customer 
do the talking. Most customers enjoy 
this because they are flattered to have 
an attentive audience.

The successful toiletries salesman 
needs to study the subject constantly 
as to what is being used this particular 
season, how it is being used, how the 
vogue differs from last season’s vogue, 
and the special talking points of the 
leader lines of toilet goods.

Suppose a certain store has ten dif
ferent cold creams in stock and the 
customer asks the clerk which one he 
considers the best. The salesman can
not consistently name one and knock 
the other nine, but he can come back 
with the intelligent query:

“Different creams are for different 
uses, madam. Do you wish a bleach
ing cream, a healing cream, a founda
tion cream for make-up, a cleansing 
cream, an astringent or wrinkle cream, 
or what? Just what purpose do you 
want cream for?”

.“Madam” thinks a minute and ad
mits she is inclined to have a very 
dry skin, as the temperature of her 
home is pretty warm, and she is trou
bled with a skin which chaps.

The salesman has his lead and can
not only produce one or two fine 
creams which will meet her needs es
pecially well, but may well suggest a 
couple of bottles of hand lotion also 
to avoid the chapping condition. The 
cream serves admirably for skin of 
face and neck, and night-time applica
tions to the hands. But the hands are 
washed several times a day and so a 
good bottle of skin lotion which will 
not leave the hands greasy will be 
very useful and helpful if one is placed 
in the barroom  and one at the kitchen 
sink to be applied every time the hands 
are wet.

Perhaps before the counter stands a 
woman who has asked for rouge. She 
is shown a series of samples under 
glass, and she points at random to one. 
“I like that pretty well.”

The clerk should be able to judge 
at once if the rouge she has pointed 
to is suitable for her complexion, or if

it will be disappointing when applied. 
It is a rouge, we’ll say, bordering on 
the vermillion and with a yellowish 
cast. Probably it will make a fright 
of her; give her a garish, reckless look. 
Anyway, that ■ shade is out of date. 
Naturally, the salesman doesn’t say so. 
He points rather to one more likely 
to please.

“The one you selected is attractive”, 
he agrees, “'but this shade is one of the 
most popular. The darker shade of 
it is used by the medium and decided 
brunette, but this is the one in my 
opinion which would be advisable for 
you.”

Service of that kind is appreciated 
because it indicates personal interest 
and a salesman who is posted on what’s 
what.

Study so as to be able to help the 
customer select what will give the 
greatest satisfaction in actual use.

The wise clerk rarely lets any cus
tomer come and go without a pleasant 
smile sometime during the conference, 
be it ever so short. The observant 
clerk always notes what he can do to 
make the customer more comfortable. 
It may be setting something aside from 
the showcase top, to give elbow room. 
It may be tying several packages to
gether, offering a chair, or opening 
the door and raising an umbrella on 
a rainy day. It all depends on cir
cumstances what the extra service hap
pens to be. But take pains to give 
that extra service.

The wide-awake salesman knows 
when he offers a piece of toiletries 
merchandise on which the price is, of 
necessity, cut to meet competition, that 
jt is up to him to sell some other ar
ticle at regular price, that the entire 
transaction shall show a real profil. 
You can call this additional sale or 
sales by any name you like, but it 
might well be called the “bread and 
butter sale,” for it insures the net profit 
which business must have to carry on.

Remember people’s names and call 
them by name. Keep seasonable mer
chandise in the limelight, and work 
out different plans for calling attention 
to it while it is most likely to appeal.

We need to travel over the main 
thoroughfares of scientific merchandis
ing and salesmanship education if we 
are to enjoy success, outstanding, sig
nificant successl

Styling Helps Spring Clocks.
Boudoir and traveling clocks are 

providing the 'bulk of 'business to manu
facturers of popular-price spring- 
wound clocks. Feeling the increasing 
competition' of electric movement 
clocks, they pointed out, producers of 
spring wound movements this season 
have turned to better styling and qual
ity in the small models in order to hold 
up sales volume. Prices remain steady, 
in spite of the competition from elec
tric makes, and are within 10 per cent, 
of the levels prevailing two years ago. 
Large markets for 'bigger clocks are 
still available in numerous cities and 
in outlying districts, it is explained, 
where electrical current is not adapted 
to the standard electric clock equip
ment.

After a man has tried to lead a 
calf he has more patience with human 
beings.
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DETROIT DOINGS.

Late Business News From Michigan’s 
Metropolis.

Hugh C. White, Detroit life insur
ance man, has been appointed general 
agent for this city by the Connecticut 
Mutual Life Insurance Co. On April
I, Mr. White will assume his position 
as general agent, taking the place of
J. Fred Lawton, who recently resigned 
after twelve years as agent, ini order 
to devote his entire time to the inter
ests of the insurance company through 
personal production. Mr. Lawtoni will 
continue as associate general agent. 
Mr. White has been actively engaged 
in the life insurance business as an 
agent since 1920. Prior to that, he was 
in the real estate business in this city. 
His headquarters will be in the First 
National .Bank building.

Maurice Avratiner, retail furs, 14316 
East Jefferson avenue, has failed. As
sets are given as $8,651 and liabilities, 
$20,522, in schedules bled.

An involuntary petition in bank
ruptcy was filed in U. S. District Court 
here against Simon Arkhoff and Israel 
Arkoff, doing business as Arkoff Bros., 
by Max Kahn, attorney, represeenting 
Endicott Johnson Corp., $724; Flor- 
sheim Shoe Co., $1,340; International 
Shoe Co., $61.

An order confirming 30 per cent, 
composition offer and providing for its 
distribution has been entered by the U. 
C. Court here in involuntary bank
ruptcy proceedings against Misheovsky 
& Berson. The offer provides for pay
ment of 15 per 'cent, in cash and 5 per 
cent, in notes payable each succeeding 
three months. Assets are given as 
$9,560 and liabilities, $18,517 in sched
ules filed. Creditors with unsecured 
c earns of $500 or more are: Edson 
Moore & Co., Detroit, $665; A. Krolik 
& Co., Detroit, $1,316; Peoples Wayne 
County Bank of Hamtramck, $1,100;

Louis 'Saffer & Co., New York, $856; I. 
Adlin, Philadelphia, $845; Charnay & 
Freed, New York; $640; S. I. Levy & 
Co., New York, $598; Adolph Aarons 
& Sons, New York, $613.

Late Business News From Indiana.
TerreHaute—The Packard Shirt Co. 

was damaged to the extent of several 
thousand dollars by fire last night, the 
loss being only partly covered by in
surance, according to reports. The 
fire was the second experienced by the 
Packard Co. and it was announced by 
officials that probably a new location 
will be sought. The shirt factory mov
ed into the building several years ago 
after being crowded out of the old lo
cation.

Muncie—'Eastern creditors of Sam
uels, Inc., department store, which 
filed a voluntary petition in bankrupt
cy, met at the offices of Levy, Kraus 
& Leman, attorneys, in New York 
City, and formed a creditors’ commit
tee to investigate and see whether or 
not it is possible to secure a higher 
composition offer than the one now 
being proposed to creditors. This of
fer, creditors were informed, is for 25 
per cent., of which 10 per cent, is pay
able in cash, 10 per cent, in a 60 day 
note and 5 per cent, in a 90 day note, 
the notes to be unendorsed. Listed 
liabilities are $54,793; assets, $32,035; 
412 creditors with unsecured claims, in 
a total sum of $49,117. Stock in trade 
and fixtures, $29,972.

When a woman interrupts her 
“career” to get married she assumes 
ever afterward that she would have 
been world-famous had she just kept 
on.

The term “kid” is bad enough, but 
“kiddies” or “buddies” is the limit.

Public speakers should learn to talk 
less and say more.

INSECTICIDES 
FOR 1931

PA RIS GREEN
LIME AND SU LPH U R

A RSEN A TE O F LEA D (D ry)
A RSEN A TE O F CALCIUM (D ry)

BORDEAUX M IXTURE (D ry)
OXO - BORDEAUX DRY

BLUE V1TROL, 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
nominal, based on market 'the day of issue.Prices quoted are

Adda
B oric (P ow d .)— 10 © 20
Boric (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 ---------- 8
N itric  ------- —  9 © 16
O x a l i c -------------- 15 © 26
S u l p h u r i c -------- 8
T a r t a r i c ----------- « © u

Ammonia
W ater , 26 deg .— 07 © 18
W ater . 18 deg—  06 © 16
W ater, 14 deg—  5%® 12
C a r b o n a te -------- 20 © 26
Chloride (G ran .) 08 © 18

Balaams
C opaiba - 1 00@1 25
F ir  (C anada) _  2 75@3 09
F ir  ( O r e g o n )   65® 1 00
P a r u _________ 3 0003 36
T o l u ____________2 VO(a)2 36

Barks
p.nnaia (o rd in a ry )- 26© 30 
C aasia (¡Saigon) _  (0©  60 
S assa fra s  (pw . 60c) © 60
Soap C u t (pow d.)

3 6 c _____________ 20® 80

Berries
C u b e b ___________  @ 90
F i s h _____________  W 26
Ju n ip e r  -----------  10© 20
P rick ly  A s h _____  © 76

Extracts
L i c o r i c e __________ 60© 76
Licorice, p o w d ._60© 70

Flowers
A rnica _________  76© 80
C ham om ile (Jed.) 30ip/ 4u
C ham om ile Rom. © 90

Gums
A cacia, 1 s t _____  © 60
A cacia, 2 n d __» -  © »0
Acacia. S o r t s ___ 25© 40
Acacia, RowdereU 4u«i> uU
Aloes (B arb  Row) 3aup 4a 
A loes (Cape Row.) 2àiu/ 35
Aloes (Soc. Row.) iai«j/ 6u
A saioetiU a _____  5u<u/ ou

R o w ._________  © 75
C am puor _______  87 ©  do
G uaiac _________  © bo
(Juaiac, pow d __  >u
K ino ___________  ©X 2a
Kino, powdered__ ly/l 2o
M yrrh  - ________ ©1 la
M yrrh, pow dered ©1 2a
op ium , powd. 21 00©21 aU 
Opium, g ran . 21 00©2i au 
Shellac, O range 40® 60
Shellac, W m ie 56© to
T rag acan th , pow. ©1 76
T rag a c a n ta  ___  2 00©2 35
T u r p e n t in e _____  © 30

Insecticides
A r s e n i c __________ 08© 20
U lus V itriol. bbL © 07 
B lue V itriol, less 08© 16 
B ordea. M ix D ry  10% © 21 
H ellebore, W hite

p o w d e r e d _____ 16© 26
In sec t P ow der_ 30® 40
L ead  A rsena te , Po. 11 ©25 
L im e an d  S u lphur

D r y _____________09© 23
P a r is  G r e e n ___ 26® 46

Leaves
B uchu _________  © 60
B uchu, pow dered @ 60
Sags, B u l k _____ 26© 30
Sage, % loose _ © 40
Sage, pow dered_ © 36
Senna. A l e x .___ 50© 76
Senna, T inn. pow. 30© 36 
U va U r s i _______  20© 26

Oils
Almonds, B itte r,

tru e  _________  7 50@7 76
Almonds. B itte r,

a r t i i i c i a l_____  2 00@3 26
Alm onds. Sw eet.

t r u e __________ 1 50© 1 80
Almonds, Sw eet,

im ita tion  ____ 1 00© 1 26
A m ber, crude   76© 1 00
A m ber, rectified 1 50© 1 76
A nise _________  2 00© 2 26
B e r g a m o n t___  6 00© 6 26
CaJuPUt ______  2 00® 2 26
C a s s i a __________ 3 00@3 26
C a s to r_________ 1 66@1 80
C edar L e a f _____  2 00© 2 26
C l tro n e l la _____ 1 00© 1 20
C lo v e s_____ ___  3 6003 76
C o c o a n u t_____ 22% 0 25
Cod L i v e r _______ 1 40® 2 00
C r o to n ___ - ___  8 00® 8 25

C otton Seed __ -  1 25©1 60
C u b e b s _______  6 00©  5 26
E f ig e ro n _______  4 00© 4 26
E u c a ly p tu s ____ 1 25© 1 60
H em lock, pure_ 2 00© 2 26
Ju n ip e r B errie s- 4 50©4 76 
Ju n ip e r W ood -  1 60©1 75
L ard , e x t r a ___ 1 55© 1 66
L ard , No. 1 ___ 1 25© 1 40
L avender Flow_ 6 00©6 26
L avender G ar’n_ 1 25 @1 60
L e m o n ________  3 00@3 25
Linseed, boiled, bbl. @ 83 
L inseed, raw , ,bbl. @ 80 
L insed, 'bid., less 90@1 03 
L inseed, raw , le ss  87@1 00 
M ustard , a rtifil. o x  © 30
N e a t s f o o t _____ 1 25®1 36
Olive, pure  ___  8 00©  5 00
Olive, M alaga,

yellow _______  3 60©S 00
Olive, M alaga,

g r e e n ________ 2  85© 3 26
O range, Sw eet 6 00©6 26 
O riganum , p u re - ©2 60 
O riganum , com ! 1 00© 1 20
P e n n y r o y a l___  3 25© 3 60
P e p p e r m in t___  4 60© 4 75
Rose, p u r e ___  13 50© 14 00
R osem ary  F low s 1 50© 1 76 
Sandelwood, E.

L ---------------- 12 60012 76
S assa fras , tru e  2 0002  26
S assafras , a r t i ’l 76©1 00
S p e a rm in t_____  6 00@5 25
S p e r m __________ l  50© l 76
T a n y --------------  6 00@6 26
T a r U S P _____  65© 75
T urpen tine , bbl. __ © 65 
T urpen tine, less  72© 85 
W intergreen .

l e a f ---------------- 6 00® 6 26
W intergreen , sw eet

b i r c h _____ —  3 00©3 26
W intergreen , a r t  76©1 00
W orm S e e d ___  6 0006 26
W o rm w o o d_ 10 00@10 25

Potassium
B ic a r b o n a te ____  36® 40
B ichrom ate  ____  15© 25
B ro m id e ________  69© 85
Brom ide ________  64© 71
C hlorate, g r a n d -  21© 28 
C hlorate, powd. 16© 23

or X t a l _______  17© 24
Cyanide _______  22© 90
lo d id e _________  4 3404 56
P e rm an g an a te  — 22%© 35 
R russia te , yellow 3u© 45
P ru ss ia te , red  __ 70© 75 

SUJpnate _______  3u© 40

Roots
A lk a n e t________  30® 40
Blood, p o w d e re d -  40© 45
C alam us _______  25© 65
E le c a m p a n e , pw d. 20© 30
G e n tia n , pow d. _ 20©  30 
G in g er, A fr ic a n ,

p o w d e re d _____  30© 35
G inger. Jam a ic a -  40© 60 
Ginger, Jam aica ,

p o w d e r e d ____  45© 60
Goldenseal, pow. 6 0006 60 
Ipecac, powd. — 4 00© 4 60
L i c o r ic e __________ 35© 40
Licorice, powd._20© 30
O rris, pow dered- 35© 40 
Poke, Pow dered  26© 40
R hubarb , p o w d ._ © 1  00
Rosinwood, powd. © 60 
Sarsaparilla , Hond.

g r o u n d ________  © 1  10
S arsaparilla , M exic. © 60
Squills _________  36© 40
Squills, pow dered 70© 80
Tum eric, powd__ 20© 26
V alerian , p o w d ._ @ 5 0

Seeds
A n is e _____________ 20® 30
A nise, powered © 36
Bird. I s -------------- 18® 17
C a n a r y ___________ 12© 18
C araw ay. Po. 30 26© 30
C a rd a m o n _____  2 25@2 60
Coriander pow. .30 15© 25
Dill ____________  15 © 20
Fennell ________  36© 60
F lax  --------------  6%@ 15
Flax , g r o u n d _ 6%@ 15
Foenugreek, pwd. 16© 26
H em p _________  8© 16
Lobelia!, p o w d .___ @1 100
M ustard , yellow 10© 20
M usard, black___20© 26
P o p p y ---------------  15© 25
Q u in c e ________  2 25®2 60
Sabadllla  _______  45© 60
Sunflower ______  12© 18
W orm , A m erican  25© 30 
W orm , L av an t _ 6 6007 00

Tinctures
A c o n ite _________  ©1 80
Aloes ___________  ©1 66
A safoetlda  _____  @2 28
A m ica _________  ®1 50
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 62
C a p s ic u m ___ __  ©2 28
C a t e c h u _______  ©1 44
C in c h o n a ____ —  ©2 16
C o ic h ic u m _____  ©1 80
C u b e b s ________  ©2 76
D ig i t a l i s _______  ©2 04
G e n t ia n ________  ©1 36
G u a ia c _________  @2 28
Guaiac, A m m on.. @2 04
Iodine ____   @ 1 25
Iodine, Colorless- ©1 60
Iron, C lo .______  ©1 66
K i n o __ - — ......  ©1 44
M y r r h _________  ©2 52
N ux V o m ic a ___  ®1 80
O p iu m _________  ©6 40
Opium, C a m p ._ © 1  44
Opium, D eodorz’d ©5 40
R h u b a r b _______  @1 92

Paints
Lead, red  d ry  _  13%©13%
Lead, w h ite  d ry  13%@12% 
Lead, w hite  oil 13%@13% 
Ochre, yellow bbL ©  2% 
Ochre, yellow less 3© 6 
R ed V enet'n  A m  3%@ 7 
R ed V enet’n  E ng. 4© 8
P u t t y -------------------- 6© g
W hiting, bbL __  © 4%
W h it in g _______ 5% ©10

R ogers P r e p ._ 2 45@2 66

M sceillansous
A o e ta n a iid _____ 67© 75
A l u m ____________ uc© 12
Alum. powd. an d

g r o u n d __ ___ T 09© 16
B ism uth , Subni-

t r a t e -----------  2 12@2 40
B orax x ta i o r

p o w d e re d _____ 06© 13
C antharides, po. 1  ¿¿toil 60
C a lo m e l-------------2 72©2 82
Capsicum , pow’d 42© 65 
C ar m ine —  g uoty* 9 uv
C assia B u d s ___ 20@ 30
Cloves --------------  35© 45
cuai& Prepare«!__ ¿0
d n io ro io rn i____ _ 4;©  54
Cnorai H y d ra te  1 20<u>l bo
C o c a in e -------- 12  85©13 50
Cocoa B u t t e r __ 50© 90
Curas, list, less 3u ¿10 to 

40-10%
C o p p e ra s _______  03© 10
Copperas, Ro wd. 4© lu 
Corrosive Sublm  2 00@2 30
c re am  T a r t a r _gaiqi 4s
C uttle  buue __  4u© 6u

D e x tr in e _________ 6%@ 16
L over s  Rowuer 4 uu<u>4 60 
E m ery , All Aoa. lo©  16 
E m ery , Pow dered © 15 
Epsom  Saits, bbls. ©03%
Epsom  ¡sails, less 3%© 10
E rgo t, p o w d e re d_©4 00
Plane, W n i ie __  15(g» 20

Form aldehyde, lb. 09© 35 
c e la tin e  ———— — so© 90
G lassw are, less 55% 
G lassw are, full case  60%. 
G lauber Saits, bbl. ©02% 
G lauber S a its  less 04© 10
Glue, B r o w n __20© 30
Glue, B row n U rd 16© 22
Gius, W h ite ___ 37%© 36
Glue, w hite  g rd . 2s© 36
G lycerine _____ 17 %© 40
H o p s ----------------7 6© 96
Iodine — ___ _ 6 46©7 00
io d o fo rm ______ g 0o©8 30
L ead  A ceta te  — 17 © 26
M a c e __________  60
Mace powdered__ © l 60
M e n th o l_______  6 50© 7 20
M o n w iin e___ 13  68©14 28
N ux V o m ic a___  © gj
N ux  Vomica, pow. 16© 26 

Pepper, B lack, pw. 86© 46 
Pepper. W hite, pi. 76© 86 

P itch . B u rg u n d y - 10© 20
Q u a s s ia -----  12© lb
Quinine, 6 ox. m m  ©  go
Rochelle S a lts  _ 38© 86
Sacch arin e  ____  2 60© 3 76
S a lt P e te r  _____  1 1 © u
Seidlits M ix ture  80© 40
Soap, g reen  ___  16© 30
Soap, m o tt can t -  © 86
Soap, w hite  Caatlle,

c a s e ------------------- @16 00
Soap, w h ite  C astile

less, per b a r __ @ 1 60
Soda A s h ______  8© 10
Soda B icarbonate  3%@ 10
Soda. S a l _____ 02%@ 08
S p irits  C am phor @ 1 20
Sulphur, r o l l ___ 4© u
Sulphur, Suhl. — 4%@ 10
T a m a r in d s _____ 20© 26
T a r ta r  E m etic  — 70© 76 
T urpen tine, Ven. 50© 76 
V anilla  Ex. pun» 1 60@2 00 
Venilla Eht. pure  2 25© 2 60 
Zinc Su lphate  — 06© 1 1

W ebster C igar Co. B rands
W e b s te r e t t e s _______ 33 60
Cincos ______________ 33 60
W ebster C a d i l la c s_ 76 00
Golden W edding

P an a te llas  _______  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 

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 fiiM  at mar
ket prices at date of purchase. For price changes compare with previous iiiiin i

ADVANCED DECLINED

Lam b

AMMONIA
Parsons, 64 OS. „  2 95
Parsons. 32 OS. _____ 3 35
Parsons, 18 oz. _____ 4 20
Parsons, 10 oz. _____ 2 70
Parsons, 6 oz. __ 1 80

MICA AXLE GREASE
48. 1 l b . _____________ 4 55
24, 3 l b . _____________ 6 25
10 lb. pails, p e r doz. 9 40 
15 lb. pails, p e r doz. 12 60
25 lb. pails, per doz. 19 15
35 lb. pails, pe r doz. 19 16

. ROLLED OATS 
Purity Brand

In s ta n t M ake. sm „ 24s 1 80 
In s ta n t F lak», 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

Post Brands.
G rape-N u ts, 2 4 s ______ 3 80
G rape-N utB , 1 0 0 s ____ 2 75
In s ta n t Poslum , No. 8 5 40 
In s ta n t P ostum , No. 10 4 50 
P ostum  C ereal, No. 0 2 26
P o s t T oasties. 36s _ 2 85
P o s t T oasties, 24s _ 2 85
P o s t 's  B ran , 2 4 s ____ 2 70

BROOMS
Jewell, doz. _______ 6 25
S tan d ard  P a rlo r, 23 lb. 8 25
F ancy  P a rlo r , 23 lb__9 26
Ex. F an cy  P a rlo r 25 lb. 9 76
Kt  pcy . P a rlo r  26 lb. 10 00
Toy -- ----- -----------------1 76
W hisk, No. 3 ________ 2 76

____ ___ BRUSHES
APPLE BUTTER Scrub

Q uaker, 24-21 os., doz. 2 10 so lid  B ack, 8 i n . ___ 1 60
Q uaker, 12-38 os., doz. 2 35 1 In. ___  1 76

Pointed  B in d s ________ 1 26

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 lm . -----------  24 50
KC, 10c size. 8 oz. _ 3 70
KC, 15c size. 12 oz. — 5 50
KG, 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

Shaker . 
No. 50 . 
Peerless

8tova
____ 1 80
____2 00
____ 2 60

Shoe
No. 4 - 0 ----------------------
No. 2 - 0 --------------------

2 25
3 00

BUTTER COLOR 
Dandelion -------2 85

BLEACHER CLEANSER
Clorox. 16 os„  2 4 s _8 86
Lizzie, 18 os., 1 2 s ___ 2 16

BLUING
Aim. B all.36-1 o s ..ca rt. 1 00 
Boy B lue, 26a. p e r  cs. 2 70

CANDLES
¡electric L ight, 40 lbs. 12.1 
Plum ber, 40 lbs. — — 12.8
Paraffine. 6 s -------------14%
Paraffine, 1 2 s ----------- 14%
(tr ick in g -------------------- 40
rudor, 6s. p e r box — 30

CANNED FISH 
C lam Ch’der, 10% os. 1 35 
Clam Chowder, No. 2 .  2 76 
Clam s, S team ed. No. 1 3 00 
Clams, M inced, No. % 2 25 
F in n an  H addie, 10 os. 8 30 
Clam Bouillon, 7 os._ 2 50 
C hicken H addie, No. 1 2 76 
F ish  F lakes, sm all . .  1 35 
Cod F ish  Cake, 10 os. 1 55
Cove O ysters, 6 o z . __1 60
L obster, No. %, s t a r  2 Ou
Shrim p, 1, w e t _____ 2 15
S a rd ’s, % Oil, K ay _  6 10 
S a rd ’s, % Oil, K ey  5 00 
Sardines, % Oil. k ’less  4 76 
Salm on, R ed A la s k a »  3 76 
Salm on. Med. A laska  2 86 
Salm on, P ink , A laska  1 26 
S ardines, lm . %, ea. io@22 
Sardines. Im ., %, ea. 25 
Sardines. CaL 1  35@2 25 
T una. % C urtis, doz. 2 50 
T una , %s. C urtis , doz. 1 80 
T una, % B lue F in  __ 2 26 
T una . Is, C urtis , doz. 6 10

CANNED MEAT 
Bacon, M ed. B eechnu t 2 70 
Bacon, Lge. B eechnu t 4 50
Beef. N o 1, C orned _ 2 80
Beef No. 1, R o as t 3 00 
Beef, 2 oz., Q ua., sli. 1 g  
Beef, 3% oz. Qua. slL 2 26 
Beef, 5 oz., Am. Siloed 3 90 
Beef, No. 1. B ’n u t, SlL 4 50 
B eefsteak  A Onions, ■ 3 70 
Chili Con Oar., Is _ _  1 36
Deviled H am , %s___ 1 60
Deviled H am , %s___ 2 86
H am b u rg  S teak  4k

Onions, No. 1 ----------8 15
P o tted  Beef, 4 o s . ___ i  io
P o tted  M eat, % L ibby  62 
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. % 1 86 
Vienna Sausage, Q ua. 90 
V eal Loaf, M e d iu m _2 26

Baked Beans
C a m p b e l ls ______________ 80
Q uaker, 16 o z . __________75
F rem ont, No. 2 ____  1 26
Snider, No. 1 _________ l  io
Snider. No. 2 ________ 1 25
V an Cam p, « " » h ___  90
V an Cam p. m ed. ___  l  46

Perfumed Bluing
L isette , 4 oc.. 12s _ 80
L ise tte . 4 os., 24s __ 1 60 
L ise tte . 10 oc., 12a __ 1 80 
L lzette, 10 oc.. 2 4 s _2 60

CANNED FRUITS 
Hart Brand

Apples
No. 1 0 _______________ 5 76

CANNED VEGETABLES 
Hart Brand

Baked Beana
M edium . P la in  o r  Sau. 76 
No. 10. S a u c e _______ 6 60

BEANS and PEAS
1001b. bag 

B row n Swedish Wsans 9 00
P in to  B e a n s ____ —  •  86
Red K dney B eans — 9 76 
W hite  H ’d P . B ean s  5 35
Dol. L im a B e a n s ___ 8 75
Bla, ck E ye B eans  _
Split P eas, Yellow  5.60
Split P eas, G r e e n ___ 6.50
Scotch P e a s _______ 4 70

BURNERS
Queen A nn, No. 1 a n d

2. d o c . ____________ 1 86
W hite F lam e, No. 1 

and  2, d o c . _____ _8 IB

BOTTLE CAP8 
Dbl. Languor, 1 gross 

pkg., p e r g ro ss  ___  16
BREAKFA8T FOODS 

Kellogg's Brands.
Corn F lakes. No. 126 2 86 
Corn F lakes. No. 124 2 85
Pep, No. 224 ________ 2 70
Pep. No. 202 ________ 2 00
K rum bles, No. 424 ___ 2 70
. .B ra n  B lakes. No. 824 2 46 
B ran  F lakes, No. 602 1 50
Rico K risp les, 6 o s . _2 70
Rio* Krlepies. 1 oz. _  1 10

K affe H ag , 12 1-lb.
cans  _____________  6 15

All B ran , 16 o z . ____2 25
All B ran , 10 o z . ____ 2 70
All B ran , % o z . ____ 2 00

Blackberries
No. 2 _______________ 3 35
P rid e  of M ichigan . —.  3 25

Cherries
M ich. red . No. 1 0 ____11 76
Red. No. 1 0 __________12 26
Red. No. 2 ___________4 15
P rid e  of Mich. No. 2_3 66
M arcellus R e d ---------- 8 10
Special P ie  ______   2 60
W hole W h i t e _________3 25

Gooseberries
No. 10 _____________  8 00

Pears
19 oz. g l a s s ___________
IT ide of Mich. No. 2% 3 80

Plums
G rand Duke, No. 2%— 3 25 
Yellow E ggs No. 2%— 3 25

Black Raspberries
No. 2 ________________ 3 65
P rid e  of Mich. No. 2 . .  3 25 
P rid e  of Mich. No. 1__ 2 35

Red Raspberries
No. 2 ____________________ 4 60
No. 1 ____________________ 3 15
Maxcell us. No. 2 -------- 3 60
P rid e  of M ich. No. 2_4 00

Strawberries
No. 2 ________________ 4 26
No. 1 ________________ 3 00
M arcellus. No. 2 ____ 3 25
P rid e  of Mich. No. 2 . .  8 76

Lima Beans
L ittle  Dot, No. 2 ___ 3 40
L ittle  Q uaker, No. 10_13 25
L ittle  Q uaker, No. 1 _1 80
B aby. No. 2 __________ 2 75
Baby. No. 1 __________ 1 80
P rid e  of M ich. No. 1___1 55
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 20
L ittle  Dot, No. 1 ____ 2 40
L ittle  Q uaker. No. 1_1 90
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 70
C ut. No. 1 0 ________ 10 25
Cut, No. 2 ____________ 2 10
Cut, No. 1 ___________ 1 60
P rid e  of Mich. No. 2__ 1 75
M arcellus, No. 2 ____ 1 60
M arcellus, No. 1 0 ____ 8 25

W ax Beans
L itle t Dot. No. 2 ____ 2 75
L ittle  Dot, No. 1 ____ 1 90
L ittle  Q uaker, No. 2_2 65
L ittle  Q uaker, No. 1 1 80 
Choice W hole. No. 10.12 50 
Choice W hole, No. 2l_ 2 50 
Choice W hol, No. 1__ 1 75

C ut. No. 1 0 __________ 10 25
CuL No. 2 __ ;_________ 2 15
C ut. No. 1 ____________ 1  46
P ride  of M ic h ig a n _1 76
M arcellus C u t  No. IÖI 8 25

Beets
Sm all, No. 2% _____ 3 00
E tx ra  Sm all. No. 2 3 00
F an cy  Sm all No. 2 __ 2 45
P ride  of M ic h ig a n _2 20
M arcellus C ut. No. 10. 6 50 
M arcel. W hole. No. 2% 1 86

C arro ts  
D iced, No. 2 
Diced, No. 10 I I I 1 30 

7 00

uviuqu joan..
2—1 90 

10.10 76 
---- 1 70

Golden B an., No.
Golden B an., No.
L ittle  D ot. No. 2 _
L ittle  Q uaker. No. 2 1  7( 
L ittle  Q uaker, No. U .  3£ 
C ountry . Gen.. No. 1__1 36 
C ountry  Gen., No. 2__ 1  76 
P rid e  o f M ich., No. 6.  5 26 
P ride of Mich.. No. 2_ 1  7C 
IT ide of M ich.. No. 1_ 1 26
M arcellus, No. 5 ___ 4 3(
M arcellus, No. 2 1  4(
M arcellus. No. 1 ____ 1  u
F an cy  Crosby. No. 2 . 1  70 
F an cy  Crosby, No. ! . .  1  46

•untie JL»0t, JNO. 2 ___ 2 50
L ittle  Dot. No. 1 ___ 1  70
b a ttle  Q uaker, No. 10  12  00
L ittle  Q uaker, N o .2_2 35
l i t t l e  Q uaker. No. 1 _l  60
Bifted E . Ju n e , No. 10.10 00
S ifted  E . Ju n e , No. 6_6 75
S ifted  E . June, No. 2__ 1 85
S ifted  E. Ju n e , No. I_1  40
Belle of H a rt. No. 2__ 1  85 
P rid e  of M ich.. No. 10 8 75 
P ride of M ich.. No. 2__ 1  65 
MarceL, E . Ju n e , No. 2 1 4o 
M arcel., E . Ju n e , No. 6 4 50 
M arceL, E. J u „  No. 10 7 60 
T em plar E . J . .  No. 2 1 32% 
T em plar E . J u . t No. 10 7 0u

Pum pkin
No. 1 0 ____
No. 2)%
No. 2 ____________
M arcellus, No. 10™ 
M arcellus. No. 2% 
M arcellus No. 2

5 50 
1 75 
1 40 
4 6U 
1 40 
1  16

CHEWING GUM
A dam s B lack  J a c k ____ 65
A dam s B loodberry ___ till
A dam s D e n t y n e _. . . .  65
A dam s Calif. F r u i t _65
A dam s Sen Sen ___ L_ 65
B eem an’s Pepsin  ______ <>.,
B eechnut W in te rg reen .
B eechnut Pepperm in t__
B eechnut S p e a r m in t_
D oublem int ____________ 65
P epperm in t, W r ig le y s_65
Spearm in t, W rig leys „
Ju icy  F ru it  ___________ 65
K rig ley ’s  P - K _________ 65
Zeno ___________________ 66
T e a b e r r y _______________ 66

COCOA

D roste’s  D utoh, 1 lb._8 50
D roste’s D utch , % lb. 4 50 
D roste ’s D utch , % lb. 2 35 
D roste ’s D utch , 5 lb. 60
Chocolate A p p le s ___ 4 50
Paste lles , No. 1 ____ 12 60
Pastelles , % 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 astelles  ______ 2 15
1 lb. Rose Tin Bon

Bons ______________ 18 00
7 oz. Rose T in  Bon

Bons _______________ 9 00
13 oz. Crèm e De C ara-

que _______________ 13 20
12 oz. R o s a c e s ______ 10 80
% lb. R o s a c e s ________ 7 80
% lb. P a s t e l l e s _____ 3 40
L angues De C h a t s _4 80

CHOCOLATE
B aker, C aracas, % s ___ 37
B aker, C aracas, % s ___ 35

No.
No.
No.

S au e rk ra u t
6 00 
1 60 
1 26

No.
No.

Spinach
8% ---------------------- 2 50 

1 90
Squash

Boston. No. 3 _______ 1 80

JLOTHES LINE
H em p, 60 f t . __  2 00@2 25
T w isted  Cotton,

50 f t . ________ 1 80@2 25
B raided, 50 ft. _____  2 25
Sash C o r d _____  2 50® 2 75

COFFEE ROASTED 
Blodgett-Baekley Co. 

Old M a s t e r __________ 40

P e t, T all ____________ 4 20
P e t, Baby. 8 o z . ___ 4 10
B orden’s T a l l ___ «£__4 20
B orden’s B a b y __________ 4 10

CIGARS
A iredale ____________ 35 oo
H av an a  S w e e ts ___ „ 35 ui
H em eter Cham pion .'.38 50
C anad ian  Club _______35 uu
R obert E m m e t t___  76 00
Tom M oorq M onarch 76 ou
W ebster C a d i lla c ___ 75 Uu
W ebster A sio r F o i l . .  76 Uu 
W ebster K nickbocker Uo 01 
W ebster A lbany Fo il 95 uu
B ering  A p o llo s_______ 95 Ou
B ering  P a l m i t a s _115 ou
B ering  D iplom atica  115 Uu
B ering  D e lio s e s ___ 130 uu
B ering  F a v o r i t a ___ 135 uu
B ering  A lbas ___  in..

CONFECTIONERY 
S tick  C andy Pa ils

P u re  S ugar Sticks-600c 4 00 
Big S tick. 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
FTench C r e a m s ______ 14
P a ris  C r e a m s _______ . . .  15
J u p i t e r _______________  iu
F an cy  M ixture  _______  17

Fancy Chocolate
5 lb. boxes 

B itte rsw ee ts . A ss’ted  1 Uu 
M ilk C hocolate A A  l  65
N ibble S t i c k s __ ____ 1  60
C hocolate N u t Rolls _ 1  '<u
Blue R ib b o n _________ 1  30

Gum Drops P ails
A n i s e __________________ _
C ham pion G u n n s_____ I  15
Challenge G u m s ______ 13
Je lly  S t r i n g s ___________ iu

Lozenges Pa ils
A. A. Pep. L o z e n g e s_lu
A. A. P in k  Lozenges __ 15
A. A, Choc. L ozenges_lu
M otto H e a rs  t___________id
M alted M ilk L o z e n g e s_21

Hard Goods P a ils
Lem on D rops __________ n
O. F . H orehound  drops lu
A nise S q u a r e s ___ _____ iu
P e a n u t S q u a r e s ______ I  i 0

Cough Drops Bxs
P u tn a m ’s ___________  1
S m ith  B ros ________ 1 6u
L uden’s  _____________ 1  50

Package Goods 
C ream ery  M arshm allow s 

4 oz. pkg.. 12s, c a r t. 85 
4 oz. pkg., 48s, case  3 44

Specialties
P ineapp le  F udge  _____ 18
Ita lian  Bon B o n s _____ 1.
B an q u e t C ream  M in ts . .  23 
S ilver K ing  M.Mallows 1 lo 
H andy  Packages, 12-10c 8U

Succotash
Golden B antum . No. 2 2 60
L ittle  Dot. No. 2 ____ 2 35
L ittle  Q u a k e r________ 2 25
P rid e  of M ic h ig a n _2 10

Tomatoes
No. 10  6 80
No. 2 % ______________2 26
No ---------------------------- 1  «6
P ride of M ich., No. 2% 2 IQ 
P rid e  of Mich., No. 2 ..1  40

CAT8UP.
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 os__ 2 26
Lily of Valley, % p in t 1 65
Sniders. 8 o z . _______„ 1  55
Sniders, 16 o z . _____ 2 35
Q uaker. 10 oz. _____  l  35
Q uaker, 14 o z , _____ 1  80
Q uaker. Gallon G lass 12  00 
Q uaker, G allon T in  __ 7 25

CHILI SAUCE
Snider, 16 o z . ________ 3 15
Snider, 8 o s . ______ _ 2 20
Lilly Valley, 8 os. _ . 2 25 
Lilly Valley, 14 o s . _3 26

OYSTER COCKTAIL
Sniders, 16 os. ______ 3 16
Sniders, 8 oz. ______ 2 2u

CHEESE
R oquefort ______________ 68
W isconsin D aisy  ______ 18
W isconsin F l a t _________ 18
New York J u n e ________ 27
Sap S a g o _______________ 40
B rick  __________________ 19
M ichigan F l a t s _______ I  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. Llm  b u r g e r ________ 26
Im ported  Sw iss _______ 56
K ra ft P im ento  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 o a f . .  44 
K ra ft. P im ento . % lb. 1 90 
K r a f t  A m erican, % lb. 1.90 
K r a f t  Brick.- % lb. __ 1 90 
K ra f t  L im burger, % lb. 1 90

Lee A  Cady 
1 lb. Package  *

L ib e r ty ______________ 16
Q uaker V a c u u m ______32%
N e d r o w ____________ 28
M orton H o u s e _______ 36
Reno ________________ 26
I m p e r i a l ___________ 38
M ajestic  ___________  31
B oston  B reak f’t  B lend 26 

McLaughlin's Kept-Fresh

COUPON BOOKS 
50 Econom ic g rad e  2 66

100 Econom ic g rade  4 in
500 Econom ic g rade  20 00

1000 Econom ic g rad e  37 5u
W here 1,000 books are  

ordered  a t  a  tim e, spec ia l
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 _______ 45

{ ^ ^ T te p t j r e s ^  ^  DR,Ei> f r u i t s
I « AvN<Lmchhns I Apples
l c o r r E E ^ = ^ E K V K X l  N. Y. Fey.. 60 lb. box 13 

N. Y. Ecy., 14 oz. png. 4.0

Coffee Extracts Apricots.
M. Y., pe r 100 ——— 12 E vaporated , C h o ic e ____ 17
F ra n k ’s  50 pkgs. 4 25 Evaporated , F a n c y ____ 22
H um m el’s  50 1 lb. 10% E vaporated , S labs . . . . .

CONDENSED MILK
Leader, 4 doz. _____  7 00
Eagle. 4 doz. _______  9 00

MILK COMPOUND
H ebe, Tall, 4 d o z .__ 4 50
H ebe. Bpby, 8 d o z ._4 40
Carolene. Tall, 4 doz. 3 80 
Carolene, B aby _____ 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 doz. 3 85 
C arnation . Baby. 8 dz. 3 85 
O a tm an’s  Dundee. T a il 3 85 
O atm an’s  D ’dee. B ab . 8 85
E v ery  Day. T a l l _____ 3 85
E very  Day, B a b y ___ 3 85

Citron
10 lb. box _______   36

Currants
Packages, 14 o z . _____ 17
Greek. Bulk. l b . _____ 16%

Datgs
D rom edary, 3 6 s _____ 6 75

Peachos
Evap. C h o ic e ___________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 _________ 08%
Thom pson’s s ’dless blk  08 
Thom pson’s  seedless,

15 o z . _____________ 10
Seeded. 15 o z . ________ 10%

California Prunas
90@100, 25 lb. boxes_@05%
80@90, 25 lb. boxes_@06
70@80, 25 lb. boxés_@07
600 70, 25 lb. boxes_@07%
50@60, 25 lb. boxes__@08%
40@50. 25 lb. boxes_@09%
30@40, 25 lb. boxes_@12
20i@30. 25 lb. boxes..@ 15%  
18@24, 25 lb. boxes_@17%
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Hominy
Pearl. 100 lb. Backs_3 50

Macaroni 
M ueller’s  B rands 

9 oz. package, p e r doz. 1 30 
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 76

Sage
E a s t I n d i a ___________  10

Tapioca
Pearl. 100 lb. sack 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
Lily W h ite  •___________
H a rv e s t Q u e e n _______
Yes M a’am  G raham ,

60s 2 20

Lee & Cady Brands
A m erican E a g l e ___
Hom e B a k e r _______

FRUIT CANS 
Mason

F. O. B. G rand 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 ta r  ______ 25
Pecans, ju m b o  ______ 40
Pecans, M a m m o th _50
W alnu ts. C a l . ___ 27@29
H ic k o ry ______________ 07

Dill P ickles Bulk
5 GaL. 200 _________ 5 25

16 Gal., 650 _________ 11 25
45 Gal., 1300 _______  30 00

Salted Peanuts 
F ancy , No. 1 _________ 14

Shelled
A lm onds S a l t e d ________ 95
P ean u ts , Spanish

125 lb. bags _________ 12
F ilb e rts  ___________  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

PIPES
Cob, 3 doz. in  bx. 1 00@1 20

PLAYING CARDS 
B attle  Axe, per doz. 2 65 
Torpedo, p e r d o z .___ 2 60

POTASH
B ab b itt’s, 2 doz. ___ 2 75

FRESH MEATS 
Beef

T op S tee rs  & H e i f .___18
Good S t’r s  & H ’f. 15% @16
M ed. S tee rs  & H eif.   13
Com. S tee rs  & H e i f .  11

OLIVES
4 oz. J a r , P la in , doz. 1 16 

10 oz. J a r ,  P la in , doz. 2 26 
14 oz. J a r ,  P la in , doz 4 76 
P in t J a rs , P la in , doz. 2 75 
Q uart J a rs , P la in , doz. 6 00 
1 Gal. G lass Jugs, 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 ,  Stuffed doz. 2 25 
9% oz. J a r ,  Stuff., doz. 3 75 
1 Gal. Jugs, Stuff., dz. 2 70

Veal
T op __________________  15
Good _________________  13
M e d iu m ________________ 11

Lamb
Spring  L a m b _________  19
Good _________________  17
M edium _______________  14
P o o r ___________________ 10

Mutton
Good ___________________ l i
M edium  ________________ 1 1
P oor ___________________ io

Pork
Loin. mod. -----  _ 17
B u tts  ......
Shoulders _____
Spareribs ----------12
N eck bones
Trim m ing« ----------10

PROVISIONS 
Barreled Pork 

C lear B ack  __ 25 00@28 00 
S hort C u t Clear26 00@29 00

Dry Salt Meats 
D S B ellies __ 18-20@18-14

Ideal Glgss Top
H alf p in t ____________9 00
One p in t ___________ 9 50
One q u a r t  _________11 15
H alf g a llo n ._________ 15 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 itation , 30 lb. pails  1 85 
Pure, 6 oz.. A sst., doz. 90 
P u re  P res., 16 oz., dz. 2 40

JELLY GLASSES 
8 oz., p e r d o z ._______  36

OLEOMARGARINE 
Van W estenbrugge Brands 

Carload Distributor

Nucoa. 1 l b . _________ 17
H oliday. 1 lb. _________ 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 earchlight, 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, 6 oro. case__ 4 25

MULLER’S PRODUCTS
M acaroni. 9 o z . ______ 2 20
S paghetti 9 o z . ______ 2 20
Elbow M acaroni. 9 oz. 2 20
E g g  Noodles. 6 o z .___ 2 20
E g g  V erm icelli. 6 oz. 2 20
E gg  A lphabets. 6 oz__2 20
E g g  A -B -C s 48 pkgs.— 1 80

NUTS—Whole
Almonds. T a rrag o n a_19
Brail. L a r g e _________ 23
F an cy  M ixed - ______ 22
Filberts, S i c i l y ____ 20
P ean u ts , V ir. R oasted  11 
P ean u ts , Jum bo, std . 13

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  ____________
25 lb. pails ____________

PETROLEUM PRODUCTS 
Includ ing  S ta te  T ax  
From Tank Wagon

Red 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 aph tha__20.8

ISO-VIS MOTOR OILS
In Iron Barrels

L i g h t _____ —__ _____ 77.1
M edium _____ 77.1
H eavy _________ _____ 77.1
Ex. H eavy  _ _____ 77.1

(pohiine
Iron Barrels

Light -------------------------65.1
M e d iu m __ __________ 66.1
H eavy ----------------------- 65.1
Special h e a v y ________ 65.1
E x tra  heavy  ________ 65.1
P olarine  “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
P arow ax , 20, 1 l b . _7.8

iem dac, 12 pt. cans  3 00 
îem dac. 12 q t. cans 5 00

PICK LES 
Medium Sour 

5 gallon. 400 coun t — 4 75

Sw eet Small
16 Gallon, 2250 _____  27 00
5 Gallon. 750 ______ - 9 76

Dill Pickles
Gal. 40 to  T in . doz—  10 26
No. 2% T i n s ________ 2 26
32 oz. G lass P icked— 2 80 
32 oz. G lass T hrow n 2 «o

Lard
P u re  in  t i e r c e s _____ 1 1
60 lb. t u b s ----- advance  %
50 lb. t u b s ___ advance  %
20 lb. p a l l s ----- advance %
10 lb. p a l l s ___ advance %
5 lb. p a i l s ___ advance 1
3 lb. p a i l s -----advance 1

Compound t i e r c e s ___ 1 1 %
Compound, t u b s ____ 12

Sausages
Bologna _________
L iver ____ ______
F ran k fo rt
P o rk  __________
V eal __________ ~
Tongue, Jellied  II 
H eadcheese ___ __

---- 16
__ 18
__ 20
----31
----19
----35
----18

H am s, Cer. 14-16 lb. @21 
H am s. C ert., Skinned 
- 16-18 l,b- --------  @20H am . d ried  beef

Knuckles ----------- @33
California H a m s_@17%
Picnic  Boiled w

H am s ----------- 20 @26
Boiled H am s _____ @34
Minced H a m s ____  @16
Bacon 4/6 C ert. 24 @28

B eef-
Boneless, rum p  28 00@36 00 
Rump, new  29 00@35 00

Liver
Beef -------------------------16
C a l f -------------------------- 5R
P o r k -------------------------- 08

RICE
F ancy  B lue R o s e ___ 5 10
Fancy H ead  ________ 07

RUSKS
D utch T ea  R usk  Co.

Brand.
36 rolls, pe r c a s e ___ 4 25
18 rolls, p e r c a s e ___ 2 25
12 rolls, per c a s e __ 1  50
12 ca,rtons, p e r c a s e _1  70
18 cartons, pe r case __ 2 55 
36 cartons, per c a s e _5 00

SALERATUS
Arm and  H am m er __ 3 75 

SAL SODA
'■ -anulated, 60 Ihs. cs. 1  35 
G ranulated , 18 -2% lb. 

packages __________  1  00

COD FISH
M iddles ______ ______  20
T ablets , % lb. P u re  — 19%

doz. _____________ 1 40
W ood boxes, P u re  — 30 
W hole Cod _________ 11%

HERRING 
Holland Herring

M ixed. K e g s _________  95
Mixed, h a lf b b l s .___ 11 35
M ixed, 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 
Pails. 10 lb. F an cy  fa t 1 50

W hite Fish
Med. F anov  100 lb. 13 on
M ilkers, bbls. _____  18 50
K  K  K  K  N orw ay „  19 50
8 lb. p a l l s _________  1 40
C ut L u n c h _________  1 50
Boned. 10 lb. boxes — 16

SHOE BLACKENING
2 in 1, P aste , d o z .__ 1 35
E. Z. C om bination, dz. 1 35
D ri-Foo t, doz. ______ 2 00
Blxbys, Dozz. ________ 1 35
Shinola, doz. _______  90

STOVE POLISH 
B lackne, per d o z . _1 35

tlack  Silk Liquid, dz. 1 35 
lack  Silk P a s te , doz. 1 25 

Binameline P aste , doz. 1  35 
Enam ellne Liquid, dz. 1 35 
E . Z. Liquid, p e r doz. 1 40
R adium , p e r d o z .___ 1 35
R ising Sun, per doz. 1 35 
654 Stove E nam el, dz. 2 80 
Vulcanol. No. 5, doz. 95
Vulcanol, No. 10, doz. 1 35 
Stovoil, 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 fo r ice 

cream , 100 lb.. each *5
B u tte r  Salt, 280 lb. bbl.4 00
Block. 50 lb. __ ,.__  40
B ak e r Salt. 280 lb. bbl. 3 80
14, 10 lb., p e r b a l e ___ 1 90
50, 3 lb., pe r b a l e ___ 2 30
38 lb. bags. T a b l e ___  37
Old H ickory, Smoked,

6-10 lb. ___________ 4 50

F ree  R un’g, 32 26 oz. 2 40
F ive  case  lo ts  _____ 2 30
Iodized, 32, 26 o z . _2 40
Five case  lo ts _____ 2 30

BORAX
Twenty Mule Team

14, 1 lit. packages — 3 35
18k 10 oz. p a c k a g e s_4 40
96, % oz. p a c k a g e s_4 00

CLEANSERS

80 can  cases, $4.80 per case 

WASHING POWDERS
Bon Ami P d ., 18s, box 1 90
Bon Ami Cake. 1 8 s_1 62%
Brillo _______________  85
Cllm aline, 4 doz. -------4 20
G randm a, 100, 5 c ----- 3 50
G randm a, 24 L a rg e  — 3 50
Sold D ust. 1 0 0 s ----------4 Of

Gold D ust, 12 L arg e  3 20
Golden Rod, 24 _____ 4 25
L a F ia n c e  L aun., 4 dz. 3 60 
Old D utch  Clean, 4 dz. 3 40
O ctagon, 96s ________ 3 90
Rinso, 4 0 s _________ 3 20
Rinso. 24s ________   5 25
Rub No More, 100, 10

oz. _______ ______ 3 85
R ub N o More, 20 Lg. 4 00 
Spotless C leanser, 48,

20 oz. ______________ 3 85
Sani F lush , 1 d o z ._2 25
Sapplio, 3 doz. ______ 3 15
Soapine, 100, 12 oz. _ 6 40 
Snowboy, 100, 10 oz. 4 00
Snowboy, 12 L a r g e _2 65
Speedee, 3 doz. ______ 7 20
Sunbrite , 50s ________ 2 10
W yandote, 48 ________ 4 75
W yandot D e terg ’s, 24s 2 75

SOAP
Am. F’ainlly . 100 box 0 10
C rysta l W hite, 1 0 0 _3 85
B ig .Tack, 6 0 s ________ 4 75
Fels  N ap tha, 100 box 5 50 
F lak e  W hite. 10 * boot 3 50 
G rdm a W hite  N a. 10s 3 75 
J a n  Rose. 100 box —  7 85
F a iry , 100 b o x _______ 4 on
Palm  Olive. 144 box 9 50
Lava, 100 b o x ________ 4 90
Octagon. 120 ________ 5 00
Pum m o, 100 box ____ 4 85
S w eetheart, 100 b o x _5 70
G randpa T ar, 50 sm. 2 10 
G randpa T ar, 50 lge. 3 50 
T rilby  Soap. 100. 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
C assia, C anton  _____
C assia, 5c picg., doa. @40
Ginger, Africa»* _____ @19
Ginger, C ochlr ___  @40
Mace. Penang  _____ 1  39
Mixed, No. 1 ________ @32
Mixed, 5e nkgs.. doz. @45
N utm egs, 70@ 90____ @59
N utm eg? 105-1 1 0 _@ro
Pepper, B lack  ________  26

Pure Ground in Bulk
Allspice, J a m a i c a ___ @40
Cloves. Z a n z ib a r ___ @53
Cassia. Canton (fflOQ
G ineer. Corkln @3*
M ustard @32
Mace. P enang 1 39
Penner. B lack @30
N utm egs ________ @43
Penner. wntr.e . @57
Pepper, C a y e n n e _ @40
Paprika . Spanish ___ @45

Seasoning
Chili Pow der. 1 5 c _ 1 35
Celery Salt, 3 oz. 95
Sage. 2 oz. 90
Onion S alt ___  _ 1 35
G arlic __ ____ 1 35
Ponelty , 3% oz. __ 3 25
K itchen  B o u q u e t___ 4 50
L aure l Leaves 20
M arloram . 1 oz. _ 90
Savorv, 1 oz. 90
Thym e. 1 oz. 90
Tum eric. 2% oz. ___ 90

STARCH
Corn

KTngsford. 40 l b s ._ 1114
Pow dered, b a g s ___ 4 50
Argo. 48, 1 lb. pkgs. 3 60
Cream . 48-1 _____  4 so
Q uaker, 40-1 _____  07%

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. 18, I s  „  11%
E lastic , 64 p k g s . ___ 6 35
Tiger, 48-1 _________ 3 80
Tiger. 50 l b s . ______   06

SYRUP
Corn

Blue K aro, No. 1% __ 2 69 
Blue K aro, No. 5, 1 dz. 3 78 
Blue K aro . No. 10 __ 3 58 
R ed K aro, No. 1% __ 2 90 
Red K aro, No. 5, 1 dz. 4 04 
R ed K aro, No. 1 0 _3 84

Imit. Maple Flavor 
Orange, No. 1%. 2 dz. 3 25 
Orange, No. 5. 1 doz. 4 99

Maple and Cane
Kanuck. pe r g a l . ___ 1 60
K anuck. 5 gal. c a n  6 60

Maple
M ichigan, p e r g a l .  2 76
W elch«, per gal. ___ 3 25

COOKING OIL 
Marola

P in ts , 2 d o z .______  S 75
Q uarts , 1 d o z ._____  6 25
H alf Gallons. 1 doz. _ I t  75 

Gallons, % doz. ___ 11 30

TABiLE SAUCES
L ee & P err in , la rg e_5 75
L ea  & P err in , sm all__3 35
P e p p e r _______________ 1 60
Royal M int —_______   3 40
Tobasco, 2 o z . __ ,____ 4 25
Sho You, 9 oz., doz.— 8 25
A -l, l a r g e ___________ 4 75
A -l s m a l l_________  2 85
Caper, 2 o z . __________3 30

TEA
B lodgett-B eeklay  Co. 

R oyal G arden. % lb ._  76 
Royal G arden. % lb. __ 77

Japan
M e d iu m ________   8S@36
C h o ic e -------------------37 @52
F a n c y ---------------- 62@61
No. 1  N ib b e ____ I I I _—7 5 4
1 lb. pkg. S i f t i n g _____ 14

Gunpowder
Choice __________ _ 40
F a n c y ____________ ___ 47

Ceylon
Pekoe, m e d iu m ________ 57

English Breakfast
Congou, m e d iu m ____  gg
Congou, C h o ic e ____~35@36
Congou. F h n c y _____42@43

, ,  „  Oolong
M e d iu m ____  m
Choice ___  Jc
F a n c y ---------— I — I H I  50

TWINE
Cotton. 3 ply cone _ 33
w £?n« 3 ,ply BaI13 —- 35wool, 6 p l y ____________ jg

-  18 
_ 25 
_ 19

No. 0, p e r g ross T____  go
No. 1 . p e r g rro ss___ ... \  2*»
n o . 2, p e r g r o s s ____ 1  50
No. 3. per g r o s s -------2 30
P eerless Rolls, per doz. 90 
R ochester, No. 2, doz. 50 
R ochester. No. 3, doz. 2 00 
Kayo, per doz. _____  75

Bushels, narrow  band.
w ire h a n d l e s __  1 7K

Bushels, narrow  bandl
h a n d le s _____ 1  »0

M arket, drop handle_I 90 
TWor ? et ’ s ,ne ,e  h an d le . 95 
MSrKe t\  e x tra  ----------1  60oplint, large ______  o ra
SD!!n *. m ed i u m ___  7 50
Splm t, sm all ______ I  g 50

Churns
B arrel, 5 gal., each  __ 2 40

sraI-  each ._  2 55 3 to  6 gal., p e r gal. __ ig

. Palls
19 qi i  G a,vanize d ----- 2 60
i?  a.t- Galvanized __ 2 85
14 q t. Galvanized 3 io
10 ni' m,ar«Sr. GaL Jr~ 5 0010 q t. T in  D a i r y ____ 4 00

- ,  —  Traps
Mouse, Wood, 4 holesL 
M ouse, wood. 6 holes 
M ouse, tin . 5 holes
R at, w o o d _______
Rat. spring I I  Mouse, spring

60
70
65

1 00 
1 00 

30

Tubs
Large G alvanized 
Medium G alvanized 
Smali G alvanized . .

8 76 
7 75 
6 75

_  Washboards
B anner, G lo b e _____
B rass, single 
Glass, single 
Double P eerless  „ I! 
Single P eerless 
N orthern  Queen 
un iversal

5 50
6 25 
6 00 
8 50
7 50 
5 50 
7 26

— , Wood Bowls
13 in. B u t t e r ____
15 in. B u t t e r __ H I'
17 In. B u t t e r ____ 7
19 In. B u t t e r_II II"

5 00 
9 00 

18 00 
25 00

WRAPPING PAPER  
F ibre, M anila, w hite  06%
No. 1  F i b r e ___  ogu
B u tchers D F ___ H U  06%
K ra ft — —___  ogu
K ra ft S t r ip e ----- -------- ¡»%

YEAST CAKE
• dagic. 3 doz. ___  2 70
Sunlight, 3 doz. __ , 2 70
Sunlight, 1 % doz. _II 1  35 
V e as t Foam , 3 doz. — 2 70 
Y east Foam , 1 % doz! 1 35

YEAST—COMPRESSED 
Fleisofamann, per doa. 30
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NEWSPAPER 100 YEARS OLD.
(•Continued from page 17)

S. Abbott and John Truax & Co. Truax 
& Co. specialize in window glass. F. 
H. Stevens sticks closely to hardware 
in the three story 'building of Darius 
Lamson, lately occupied 'by Francis P. 
Browning. 'Cullen Brown has moved 
his saddlery shop to Mechanic’s Row 
on Jefferson avenue where he offers 
“saddlery hardware, military goods, 
sword'belts, uniform trimmings, coach 
trimmings, coach, gig, hunters, drov
ers, wagon, dog and switch whips, also 
stage, tandem and common whip 
thongs.” Could anybody ask for a 
greater variety of speed persuaders?

Sherrod McCain advertises his jewel
ry stock. Harry Keyser is a victim of 
domestic infelicity for he “forbids and 
prohibits all persons whatsoever from 
trusting or harboring my wife Hannah 
on my account ,she having left my bed 
and board in Pontiac without any just 
cause or provocation.” Whether this 
advertisement brought Hannah home 
again in a penitent mood, is not dis
closed.

In 1831 there was no police or de
tective agency in Michigan Territory 
and so people had to protect them- 
selvees against sharp practices by re
sort to the advertising columns. It 
should be added also that there was no 
troublesome libel law to lay restraints 
upon such advertising. Here is a 
sample of the manner in which people 
advertised malefactions:

“Stop thief—runaway from the sub
scriber, a fellow who called himself 
Nathan Powers, middling size, round 
favored, bushy hair, rather talkative 
and of sickly countenance, and a little 
shallow in the garret; and 22 or 23 
years of age. He stole a six-year-old, 
cream-colored mare, with a white mane 
and tail, well built, a little tender 
footed in her fore feet by close pawing; 
her fore shoes lately set and smooth 
shod behind. She had a small scar on 
the lower part of one thigh; racked 
and trotted; a white strip in the face. 
He also took a good saddle with a new 
pad and stirrup leathers and a gold- 
plated stiff bit bridle with tin slips on 
it, and a new waterproof hat. He was 
but poorly clothed. Whoever will se
cure the thief and property, or either 
of them, shall be handsomely rewarded 
and all reasonable charges paid, by 

'giving notice to Benajah Jones, Jr., 
P. M. at Jonesville, M. T.”

The fourth page of the Detroit 
Journal & Michigan Advertiser is en
tirely devoted to advertising. “New 
co-partnership: the subscribers, having 
become the proprietors of the Iron 
Manufacturing establishment lately 
owned and conducted by Harvey Wil
liams & Co., the business will be con
tinued by them under the name and 
style of the Detroit Iron Co. They are 
now prepared to execute all orders for 
castings and wrought iron work of al
most every variety and description, in
cluding steam engines and mill cast
ings. A steam engine is attached to 
the establishment and is in full opera
tion. Plows and plow castings of dif
ferent plans and moulds are kept on 
hand by the quantity. Orders ad
dressed to J. R. Dorr, agent for the 
company, will meet with prompt at
tention.” The advertisement is signed

by De Garmo Jones, Josiah )R. Dorr 
and Harvey Williams.

This same Harvey Williams might 
be styled as the father of Detroit’s 
power industry. He came to Detroit 
from Concord, Mass., in 1815, a skilled 
blacksmith, a foundry man and a ma
chinist, full of enterprise and Yankee 
ingenuity. He was a nephew of Oliver 
Williams, who came from the same 
place in 1809; had his lake vessel, load
ed with furs, captured at Mackinaw by 
the British at the opening of the war 
of 1812 and was carried away a prison
er of war. His vessel, named the 
Friends Good Will, by its Quaker 
owner, was then converted into a 
British gun boat and named the Little 
Belt, to fight against Oliver Hazard 
Perry in the battle of Lake Erie and 
be captured again by the Americans 
and then converted into a revenue cut
ter. Oliver came back bravely after 
the war, undismayed by his bad luck, 
bringing his nephew with him.

Harvey looked Detroit over with a 
critical eye and picked out a business 
location then well out of the town, on 
the present site of the First National 
Bank at Woodward avenue and the 
corner of Cadillac Square. He con
verted a log house there into a black
smith shop and rented a cottage front
ing on Cadillac Square from Dr. Wil
liam Brown. His maiden sister, Miss 
Lucina Williams, a typical New Eng
land schoolma’am came to keep house 
for him. The nearest iron foundry of 
size was at Albany, N. Y., so it took 
a long time to secure castings in De
troit and when they would arrive 
months after being ordered they were 
often broken or misfits.

This spelled opportunity for Harvey 
so he built a small cupola next to his 
blacksmith shop. He rented a piece of 
timberland on the Rivard farm and 
made his own charcoal in the forest. 
Then he rigged up a huge bellows op
erated by horsepower to make a blast 
for his furnace and began making iron 
castings. Soon after 1820 John W. 
Hunter arrived from Auburn, N. Y., 
with patterns for making plow castings 
and the first cast iron plow in Michi
gan was made on that site. Harvey 
then enlisted more capital and started 
a larger plant on the river front at 
Hastings street. Still later, in 1827, 
he imported from the East the first 
steam engine to be set up in Michigan, 
a trip-hammer and an expert forger 
named Turner Stetson to operate it. A 
new plant was built at the foot of 
First street and then the Detroit Iron 
Company began operations, making 
sawmill machinery, stationary engines 
and marine engines for all the boats 
built in and about Detroit. The double 
engines for the steamboat Michigan 
and the Illinois were built in that plant.

George L. Whitney, who alternated 
keeping a book store and publishing 
newspapers for more than twenty 
years, advertised a list of the books in 
his stock. James O. Lewis announced 
that he has moved his portrait paint
ing studio and engraving office to the 
basement of Mr. Whitney’s store at 
the corner of Jefferson avenue and 
Griswold street where he will be 
thankful for all orders in his profession. 
Lewis was another versatile genius, a 
clever draftsman, a painter of portraits, 
an engraver on wood, copper or steel

and a first class die-sinker. It was his 
hand which fashioned the first seal en
graved for the State of Michigan. It 
was Lewis who accompanied Gov. 
Cass, Schoolcraft and others on a tour 
of the lakes and a treaty-making ex
pedition among the Indian tribes, when 
he served as a sketch artist to illus
trate the scenery and to execute por
traits of all the Indian chiefs of the 
Chippewa, Menominee, Winnebago, 
Sacs and Foxes and other Western 
tribes. These portraits he afterward 
published in portfolios and sold them 
at Detroit ¡book stores.

The steamboat advertising showed 
that the Niagara, Captain Chelsea 
Blake; the William Penn, Captain 
Wight; Ohio, Captain Cahoon; Enter
prise, Captain Miles; Henry Clay, Cap
tain Burton; Superior, Captain Pease 
and the Sheldon Thompson, Captain 
Walker were all plying between De
troit and Buffalo, stopping at Salem, 
Ashtabula, Grand River, Ohio, Cleve
land, and Sandusky, en route, “when 
the weather would permit.”

The General Gratiot was plying be
tween Fort Gratiot and Maumee, stop
ping at all way ports. Capt. Robinson 
was master of the boat and sailing no
tices all ended with the clause: “wind 
and weather permitting.”

Two other probate notices are of 
particular interest. One announces the 
appointment of commissioners to set
tle the estate of the late Stephen G. 
Simmons, the appointees being Jona
than Kearsley, Charles C. Trowbridge 
and Henry S. Cole, all notable resi
dents of Detroit. Simmons was hang
ed on what is now Library park—the 
site of the old county jail in those 
days—in the fall of 1830. He was a 
former hotel keeper at Wayne and 
while drunk had struck his wife a blow 
with his fist causing her death. The 
offense at its worst was a case of 
manslaughter and the execution caused 
such a revulsion of public sentiment 
that capital punishment in Michigan 
stopped right there.

Another probate notice is the ap
pointment of Elijah Willits as admin
istrator of the estate of William Belch
er deceased. Belcher was a half- 
brother of Willits wife, and the two 
were heirs of the estate of Bridget 
Belcher who had owned the Northeast 
corner of- Griswold and Larned street 
where the new Union Trust building 
now stands. Mrs. Belcher had owned 
another house on Larned street near 
Shelby and her son William had been 
given a donation lot by the Governor 
and Judges in 1809.

John L. Whiting, city clerk, an
nounces that the assize of bread loaves, 
fixed by the Governor and Judges, re
quires that the large loaves shall weigh 
65 ounces and the small loaves 32*4 
ounces, when made of ordinary flour 
and 63 and 31*4 ounces respectively 
when made of superfine flour.

Thus, it will be seen, an old news- 
peper may furnish a sort of mirror of 
the time in which it was published.
In its crudely fashioned pages and col
umns the men of the hour are made to 
parade before the eyes of the reader; 
the social status of the community, its 
trade and industry, means of com
munication and transportation and the 
beginning of its development are all 
faithfully shown. Old Newspapers, no

matter how worthless they may seem 
as one gives a careless glance at their 
tattered pages, yellowed with age and 
soiled with much handling and the ac
cumulated dust of 100 years, they still 
provide the best resort for the historian 
who would put on record an accurate 
picture of the time. Geo. B. Catlin.

Mark Norris was a native of Ver
mont who migrated as a young man 
to Genesee county, N. Y., settling at 
Covington. There on January 13, 
1820, he married Roccena B. Vaill, a 
school teacher. Mr. Norris at the time 
had a small store and was operating 
an ashery for the manufacture of pot
ash. In 1824 he was appointed post
master. Members of the Masonic or
der were for a time under the public 
ban because of the abduction of 
William Morgan and to get away from 
the atmosphere of bitter prejudice Mr. 
Norris moved to Michigan and settled 
at Ypsilanti in 1828. There Mr. Norris 
built a dam across the Huron river 
and a carding mill to be operated by 
water power. In the fall the village 
postmaster appointed Mr. Norris as 
his deputy and soon after he received 
the appointment from Washington. 
In 1833 he was one of the builders of a 
flatboat named the Experiment to be 
operated between Detroit and Ypsilanli 
but the venture proved impracticable 
because of the crooked course of the 
Huron, which made the route about 
100 miles in length.

In 1834 he headed a subscription list 
to finance a survey for a railroad to De
troit and later he became one of the 
directors of the Detroit & St. Joseph 
Railway, now the Michigan Central. 
He was active in the promotion of 
temperance when that was the leading 
issue. He built and operated a flour 
mill and in August, 1864, produced
11,000 barrels of flour. He died in 
March, 1862, after a life of unusual ac
tivity and usefulness. His son, Lyman 
Decatur Norris, became one of the 
leading lawyers of Michigan, spending 
much of his life in Grand Rapids. He 
served as a regent of the University of 
Michigan for several years. His grand
son, Mark Norris, son of Lyman D„ 
is a prominent resident of Grand Rap 
ids. Lyman Decature Norris, of Grand 
Rapids, studied law in the office of 
Alexander D.. Fraser, of Detroit, who 
is mentioned in this newspaper.

More Activity in Toilet Goods. 
Increasing calls for “demonstrators” 

reflect an improving situation in the 
toilet goods field. For a number of 
months the number of unemployed 
demonstrators was large, but the in
troduction of new lines requiring their 
services has brought about a change. 
The new products are of the novelty 
type  ̂or of the so-called “treatment 
lines, ’ dealing particularly with the 
care of the skin. In perfumery, the 
buying is of small amounts, with 
*!umerous repeat orders. The trend 
is strongly toward the retailing of 
higher grade perfume in the one-dram 
sizes.

There is no difference in the sur
prise and suddenness with which love 
and appendicitis attack you; the only 
difference is that after one attack of 
appendicitis your curiosity is complete
ly satisfied.
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CANNING IN TWO STATES.
(Continued from page 11) 

they do not present a serious menace 
to the person who has understanding 
and poise.

According to this authority, a shark 
is usually attracted by the action of 
the diver’s hands and rushes to grasp 
a moving hand or arm as it would 
swallow a smaller fish. The diver’s 
protection is to fold his arms with 
his hands in the hollow of the arm 
pits and step aside. A shark always 
circles about its prey as does the wolf 
of the timber or the prairie. It will 
seldom attack a diver while encom
passed in his diver’s suit and is not 
considered a serious hazard to an ex
perienced diver.

The sponge industry is largely con
trolled by Greeks, either of immigra
tion or extraction, but the divers, I am 
informed, mostly come from the Isle 
of Crete. The one with whom I talk
ed had begun to plumb the depths of 
the sea at the age of 14—thirty years 
ago. He is a stalwart person with the 
evident confidence of one long accus
tomed to a dangerous trade. “In my 
country,” touching a slightly expand
ing chest, “we go down hundred, hun- 
dra-twen-five feet; a fift’n sec’on go 
down; a fift’n sec’on stay down; fift’n 
come back; hav-a-sponge. Huh. Go 
down stone in two hands, pick sponge; 
come up by self. This country suits, 
air pumps; walk about; take a sponge 
any time; come up; sponge in bag; no 
hurry.” As indicated, the Gulf for 
many miles out is comparatively shal
low. One diver told me that he had 
seen it only twelve inches deep twenty- 
five miles out. The depths of the Greek 
Archipelago would seem to be much 
greater.

Perhaps a quarter of the four or five 
score of ships engaged in the sponge 
trade out of Tarpon Springs are in 
port at all times, marketing their car
goes and fitting for new voyages, while 
the others are “working” the depths 
of the Gulf. The dock is a colorful 
scene; in effect a foreign fleet floating 
American colors in American waters; 
a foreign atmosphere in an American 
harbor and doing business on the basis 
of a dollar and in the coin of the 
U. S. A. Across the street from the 
dock is the sponge exchange, a fac 
simile, in part, of a tobacco exchange 
or a cotton exchange. Here separation, 
assimilation and distribution. Here 
sponges are classified and stored. Here 
they are no longer animal skeletons, 
but are pedigreed and priced and go to 
the service for which they are best 
bred and designed.

Along the street are curio shops in 
a continuous row in which may be 
found the treasures of the deep and 
the sound of a foreign tongue is native 
to the scene. Harry M. Royal.

A True Prophet on False Grocery 
Profits.

(Continued from page 20) 
literature is a mark of conservatism 
among the English, but that does not 
mean that they are old-fashioned. It 
means that they move deliberately, en
deavoring always to make sure that 
they move right before they move at 
all. It also connotes the immense re
spect they one and all accord to their 
life calling. It were not altogether bad

for use to emulate them somewhat in 
these respects. Paul Findlay.

New Manager of Alpena Wholesale 
Grocer Co.

Alpena, April 6—¡Robert Polzin, 
president of the Alpena Wholesale 
Grocer Co., announces that J. 'Clinton 
(“Hec”) Anderson had been appointed 
manager of the comoany, succeeding 
the late Charles H. McKerreghan. Mr. 
Anderson took charge of his new 
duties to-day.

In assuming his new position, Mr. 
Anderson returns to the very enter
prise in which he started in the whole
sale grocery business twenty-one years 
ago when he entered the employ of 
Frank 'C. Holmes & Son, wholesale 
grocers, founders of the business, which 
later was sold to the National Grocer 
Co. and last year returned to local 
ownership under the name of the Al
pena Wholesale Grocer Co., in which 
the principal stockholders are- Robert 
Polzin, H. Clare Masters, Louis J. 
Douville and Richard Piepkorn.

Mr. Anderson remained with Holmes 
& Son, then directed by F. Irving 
Holmes, until the outbreak of the 
kaiser’s war. through which he served, 
spending a year in France as a ser
geant of Machine Gun Co. No. 344. 
After the war, Mr. Anderson returned 
to Alpena and resumed his position1 as 
salesman with Holmes & Son, continu
ing there until his removal to Grand 
Rapids where he held a position as 
sales manager for the National Grocer 
Co. until his recent return to Alpena.

Born in Alpena, Mr. Andersom at
tended school here. He attained pro
minence as an amateur athlete. In 
1926 he married Miss Ethel Mueller- 
weiss, of Alpena. They have one 
daughter.

Mr. and Mrs. Anderson have a host 
of friends who will welcome their re
turn to Alpena.

Show Date Occupies Lamp Trade.
For the first time in recent years 

Fall lamp lines may be opened in Chi
cago a full month after the furniture 
trade showing. The lamp men have 
always held their opening immediately 
after the furniture opening, but are 
expected to abandon the practice for 
the Fall season because the furniture 
opening has been advanced from July 
to early June. One faction of the lamp 
trade holds that the June date is too 
early to bring out a representative 
number of buyers, while others believe 
that the lamp trade would lose more 
by holding their showing a month after 
the furniture event.

Hose Irregulars in Strong Demand.
Retail buyers have been scouring the 

market for full-fashioned “irregulars” 
to retail at 59 and 69 cents, and a dis
tinct scarcity of such is said to have 
developed. There is a sufficient volu
me of the higher-priced irregulars to 
meet the present demand, it was said. 
Prices on regular merchandise con
tinue unchanged, with little tendency 
to move either up or down. The 
cheaper grades of men’s half hose have 
been fairly active, but the higher 
brackets have not been moving so 
freely. Manufacturers and agents esti
mate that sales are about 5 to 10 per 
cent, below those of last year.

Swim Suit Deliveries Late.
With steady re-orders on bathing 

suits from jobbers appearing, several 
of the leading mills are refusing to ac
cept orders on certain classes of mer
chandise for delivery before June 1. 
Manufacturers are considerably behind 
last year in shipments, as buyers who

specified delivery in February of 1930 
did not ask for goods until April or 
May of this year. Prices are consid
ered fairly firm, although buyers con
tinue to look for concessions. Spring 
sweaters continue very active, with 
baby shakers and ribbed pull-over 
styles attracting a fair portion of the 
business now being placed, it was said.

Complain of Cheap Garden Pottery.
There are fears that large quantities 

of low-end garden pottery, cheapened 
to meet a price, will injure the grow
ing market for these products. With 
the wholesale buying season now at 
its height, the selling agents contend 
that cheap goods are crowding out 
standard merchandise. Much of the 
trade criticism is directed at the of
fering of cement bird baths to retail at 
$4.75 or lower. Popularity of small 
animal figures for lawn decoration 
shows a surprising increase this year, 
sales agents report, and orders in that 
division are well ahead of last Spring’s 
totals.

Specialty Luggage Shops Decrease in 
Chicago.

Stores devoted exclusively to lug
gage, trunks and leather goods in Chi
cago have continued to decline rapidly 
in number, says John B. McEwan, 
executive secretary of the National 
Luggage and Leather Goods Manufac
turers Association, who declares that 
to-day there are only about eight such 
stores in Chicago as compared with 
about fifty several years ago. He points 
out that department stores, men’s 
clothing stores, and women’s specialty 
shops have taken much of the business 
on luggage, handbags, and other small 
leather items from luggage stores in 
recent years.

Tamishproof Silver on Glassware.
The process of rendering sterling 

silver non-tarnishable, announced re
cently by a leading manufacturer of 
sterling silver, is to be adapted to bet
ter-grade glassware. Plans for pro
ducing the new type of decoration have 
been perfected by a leading producer 
of decorated glass who will market the 
product in volume quantities within the 
next few weeks. Difficulties in figur
ing the added cost of the process have 
prevented the company from announc
ing new prices on the merchandise, it 
was said. In the sterling silverware 
field the process was said to add 20 
per cent, to the production cost.

Buying Political Influence.
A recent consent decree, resulting 

from prosecution by the Department of 
Justice, should serve as a warning 
against the employment of those who 
profess to have political influence, ac
cording to a prominent Washington 
attorney. “The association attacked,” 
he said, “thought that it was immune

Do You Wish To Sell Out! 
CASH FOR YOUR STOCK,

Fixtures or P lants of every 
description.

ABE DEMBIN8KY  
Auctioneer and Liquidator

734 So. Jefferson  Ave., Saginaw . Mich 
Phone F edera l 1944.

because it had employed counsel who 
was a favorite of the administration, 
and undoubtedly the Department soak
ed the association a little harder be
cause of this assumption. Moneys 
spent for political influence are worse 
than wasted.”

Low End Button Sales Gain.
Purchases of fresh water pearl but

tons by manufacturers of popular-price 
men’s shirts have been heavier this 
season than for several years past. 
Price rivalry among the shirt produc
ers has opened a market which former
ly was held almost exclusively by the 
higher-price ocean pearl products. 
Lines of colored buttons, pushed earlier 
in the year, sold only in limited quan
tities, the trade admits. Most of thj 
business developed was with pants 
manufacturers, who purchased colored 
types for use on tan and gray Sum
mer trousers.

Sugar Institute Suit.
Suit against the sugar “trust” by 

the Department of Justice has been ex
pected for several months, and the 
Department anticipates a hard-fought 
case. The spread between cost of raw 
product and selling price is said to have 
been the cause of the investigation 
leading to the suit. It is also thought 
that the Department is preparing to 
file suits against several other large 
trade organizaions, in a determined 
campaign against everything that looks 
like wide-spread price-fixing and re
straints of competition.

Business Wants Bapartnent
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 set 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.

W A N TED —E xperienced grocery  clerk. 
M ust be able to  trim  a ttra c tiv e  w indow s 
and  d isplay m erchandise . W rite  M cLean 
& N eelands. 318 So. S ta te  St., Ann Arbor,
Mich. ________________________ 401

DO YOU N EE D  W ORK—$3 s ta r ts  you. 
P ay in g  business an y  tim e of year. 100% 
profit. If you prove satisfac to ry , county  
co n trac t can be obtained . B. C. S te ren - 
berg. S ta te  D is trib u to r “V entilock” , P . O.
Box 82, M uskegon, Mich.___________ 396

F o r Sale—A fully-equipped m ea t m a r
k e t in Albion. Mich. A ddress H . A.
C hristensen , Albion. Mich._________ 398

FO R SALE—STO RE and  GAS sta tion , 
fo r ty  acres, on U. S. 127. F . A. R athbun .
I860, P e ran t. W ayne. Mich.________399

F o r Sale or T rade  F o r F a rm —Stock of 
clothing, fu rn ish ings, and  shoes. W . H .
P a rry , V assar, M i c h . ____________ 393

F o r Sale—A com plete grocery  s tock  atid 
fixtures, including  a  freezer tyne  m ea t 
case. L ocated  in good fa rm in g  com m un
ity . A ddress No. 394, c /o  M ichigan
T radesm an ._____ ___________________ 394.

FOR SA LE—The Holley G ift Shop. Now 
operating , and  is  located  on B ridge 
S tree t, in th e  cen ter of th e  Charlevoix 
business d is tric t, opposite C harlevoix 
H otel. The business h as  successfu lly  
opera ted  for e igh t y e a rs  and is offered 
fo r sale on account of th e  death  of the  
owner. W ill sell th e  stock, fixtures, and 
good will and lease  th e  building, o r will 
sell th e  build ing  w ith  th e  stock . I f  in 
te rested , com m unicate w ith  M rs. Louise 
E lston . Charlevoix, Mich. 392
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W ill Jenkins Somewhat Smitten on 
Orlando.

Orlando, Florida, April 6—Your let
ter received several days ago. Glad 
to hear from you. Yes, I have met 
Clarence Thomas, of whom you spoke. 
He purchased a very beautiful house 
from a 'Mr. Tictke, of Toledo, who runs 
a large indoor market and grocery in 
Toledo and believe he is also a man 
of considerable means, having quite a 
lot of valuable property here in Or
lando. Thomas, I believe, paid him 
$55,000 for the house he bought from 
him, and it surely is a lovely place. I 
met Thomas playing golf several times.

We located in Orlando for the win
ter because first it is a beautiful little 
city of 27,000 people and has inside 
the city limits twenty-nine lakes. Then, 
too, being centrally located, we are 
able to drive out from here in all di
rections and see many interesting 
parts of the State. When you stop 
to think that Key West is 437 miles 
South of us and Pensacola is 500 miles 
Northwest of us and still within the 
borders of the State, there is a lot 
of territory to cover. We have not 
covered all of it, but have seen most 
of the cities from Tallahassee to 
Miami—560 miles apart—and from St. 
Petersburg to Daytona Beach.

It certainly is a wonderful State. 
Hardly think the depression is being 
felt here like it is in the North. For 
one reason everyone seems to be work
ing and then, too, they can go out and 
grow their own food, if necessary, any 
time of the year and do not have the 
extreme cold weather to contend with. 
They claim here the depression has 
been on since the collapse of the boom 
in 1926. So thev are really getting 
used to it. I am enclosing some fig
ures I cut out of a local paper of yes
terday’s issue concerning retail stores 
in Orlando, thinking perhaps they 
might be of some interest to you.

Am expecting to return to Big Rap
ids some time during the latter part 
of May. Will F. Jenkins.

Washington, D. C., April 4—Retail 
business in Orlando in excess of $16,-
500,000 is shown by the Bureau of the 
Census in the release to-day of the 
returns from the 1930 Distribution 
Census now being compiled. The 1930 
population of Orlando is 27,330.

The bureau reports 494 retail stores 
with a total annual business of $16,- 
576,271, a yearly pay roll of $1,886,592, 
and full-time employment of 1,599 men 
and women. The reported number of 
employes does not include those work
ing part time although the pay roll of 
part-time employes is included in 
salaries and wages. Merchandise in 
stock for sale at the end of 1929 shows 
a cost value of $2,684,762.

The total of 494 stores includes 399 
single-store independents, 18 units of 
two-store multiples, and 8 units of 
three-store multiples. There are also 
23 units of local chains, 18 units of 
sectional chains and 23 units of Na
tional chains. Sales of these three 
types of chain organizations aggregate 
$3,335,273, or 20 per cent, of the total 
retail business, while sales of the single 
store independents amount to $10,040,- 
211, or 61 per cent. These 'figures are 
based upon reports received in 1930 
covering the year 1929.

The food group takes the lead in 
this report, with the automotive group 
second, and the general merchandise 
group third, in order of sales.

Food stores total 147 and report 
sales of $3,530,517, or 21 per cent, of 
the total retail business. Of this num
ber, 63 are grocery stores with sales of 
$1,193,254, 15 are meat markets with 
sales of $283,937, and 48 are combina
tion stores (groceries and meats) with 
sales of $1,721,043. Manv bakeries 
which manufacture their own products 
are included in the Census of Manu
facturers and do not appear in this re
port, but 3 stores selling bakery goods 
are reported.

The automotive group, with 93 es
tablishments. does a business of $3,- 
260,721, or 20 per cent, of the total re
tail business. Sales in 13 motor 
vehicle establishments amount to $1, 
628,562, and sales in 16 accessory, tire 
and battery stores to $567,882. A total 
of 42 of $257,279 includes receipts from 
filling stations is reported with aggre
gate sales of $806,998 in gas, oil, tires, 
and other accessories. This merchan
dise is also sold in 22 garages whose 
total business repairs and storage as 
well as from sales.

The general merchandise group, 
which includes department stores, dry 
goods stores, general stores, and 
variety, 5-and-10 and to-a-dol!ar stores, 
report sales of $3,071,479 in 17 stores, 
employs the full time services of 346 
men and women and pays $437,737 an
nually in salaries and wages. The 10 
dry goods stores report sales of $323,- 
068 while 2 department stores and 1 
general store, and 4 variety, 5-and-10 
and to-a-dollar stores report total sales 
of $2,748,411. Inventory for the group 
as of the end of the reporting year 
totals $671,151.

The apparel group of 48 sores re
ports a business of $1,161,317, employs 
92 full-time people and pays $118,384 
in salaries and wages annually. This 
group consists of 9 men’s stores, 13 
women’s specialty shops, 5 clothing 
stores, 6 millinery shops. 10 shoe stores 
and 5 other apparel and accessory 
shops.

The lumber and building group, with 
30 stores and yards, reports 134 full
time employes and a total retail busi
ness of $1,156,290. This group in
cludes lumber yards and hardware, 
electrical, heating and plumbing, and 
paint and glass stores. Planing mills 
and similar establishments which man
ufacture building materials are incljud- 
ed in the Census of Manufactures and 
do not appear in this report.

The 45 restaurants and other eating 
places in Orlando employ 176 full-time 
people and do a business of $642,877. 
This volume of business is exclusive of 
meals served in dining rooms operated 
by hotels and hording houses and of 
lunches served in drug stores. The 
total pay roll of the 45 restaurants and 
eating places is $105,633.

Other large business classifications 
shown in detail in this report are feed 
and farm implement stores, drug stores, 
jewelry stores, land office, school and 
store supplies and equipment stores.

This report is a comprehensive pic
ture of the retail business in Orlando 
and is part of the first ba,sip Nation
wide Census of Distribution now being 
compiled by the Bureau of the Census.

No Profit For Anyone.
A surplus of distribution to an ex

tent that is exceedingly costly and 
wasteful has resulted from “free deals” 
in the oil industry, the commission 
was informed. The deals are in the 
form of loans of equipment—pumps, 
tanks, air compressors and electric 
light plants—and free painting, and 
add greatly to the cost of distribution. 
Figures from a confidential report of 
an investigation showed that there are 
311 filling stations within forty-six 
miles on the Boston Post Road, North 
°I Port Chester. These stations oper
ate 1,025 pumps, and have required an 
investment of nearly $4,500,000. in 
equipment, land and buildings. Their 
multiplicity spreads distribution so thin 
that “there is nothing in it for any
one.”

Trade Practice Rules Reviewed.
Encouragement has been offered by 

the Federal Trade Commission by its 
announcement of the completion of its 
task of reviewing the rules of practice 
adopted by close to eighty industries

at trade practice conferences. The 
announcement states: “While details 
will not be made known until the state
ments concerning each industry are 
released for publication it may be said 
that Group II rules, which relate to 
expression of the trade, are being gen
erally retained in the language of the 
industries although there are some 
changes suggested by the commission.” 
Statements for the luggage and athletic 
goods industries have been released.

Watching Signs of Price Turn.
The present status of wholesale 

prices is a “double-barreled” affair to 
retail merchandise managers. They 
are watching price levels not only to 
see how much lower they may go, 
but also to detect early signs of any 
trend toward higher levels. In some 
quarters absence of surplus stocks was 
cited as one indication that it will not 
take long for prices to advance once 
the downward cycle begins to waver. 
The low state of retail stocks, it was 
said, suggest heavy replenishment in 
the early stages of a firming market. 
At the same time a major problem 
would face thé stores in the consumer 
reaction to any increase in retail prices.

Fine Goods Seasonally Quiet.
Due to the religious holidays and 

the seasonal lull preceding Easter, the 
fine goods market was quieter last 
week, according to the report of the 
Berkshire Fine Spinning Associates, 
Inc. A fair volume of business was 
transacted on lawns and voiles, how
ever, with prices advancing 
and a continued scarcity of quick

goods in some constructions of lawns. 
Broadcloths moved in a moderate way 
at firm prices. Some interest was dis
played in rayon-filled crepes. Rayon- 
filled piques also began to show signs 
of activity. Mills are adhering to their 
curtailment program, the report said.

Curbing Congressional Radicals.
No higher taxes this year, according 

to the assurance of President Hoover, 
is considered a wise political move to 
restrain the radicals in Congress. The 
present rate of taxation will maintain 
a heavy Treasury deficit, which will 
tend to prevent debenture, bonus, sub
sidy and other costly schemes with 
the purchase of votes as their principal 
purpose. However, the President has 
said nothing about higher taxes next 
year, and certain well-informed officials 
express the opinion that a heavy in
crease will be felt by those whose in
comes are in the higher brackets.

Predict Price Cuts on Food Brands.
Compelled to reduce their prices to 

meet the price competition of private 
label and chain store organizations, 
producers of Nationally advertised 
brands of coffee and ginger ale have 
found the lower prices a profitable 
stimulus to business. Encouraged by 
the additional business garnered by 
producers in the two fields mentioned, 
manufacturers of other Nationally 
known grocery items are planning sim
ilar steps. Although confirmation of 
the reports was lacking, it was under
stood that some brands of flour, tapioca 
and cocoa would be the next to an
nounce changes.

No C h a n g e  in  
th e  B u s i n e s s

The tea business established by the late 
Samuel R. Evans will be continued by us 
under the same general plan presented by 
the deceased. Full and complete stocks of 
all lines will be carried and prom pt shipment 
guaranteed. The patronage of the trade 
solicited.

NATIVE GROWERS <
414 North Front Avenue Grand Rapids, Mich. ^


